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Developing Verbal Intelligence Skills 

Program Script 
 

ModulesModulesModulesModules    IssuesIssuesIssuesIssues    Action PlanAction PlanAction PlanAction Plan    

    

Module IModule IModule IModule I    

    

Broad sketch of Broad sketch of Broad sketch of Broad sketch of modern modern modern modern competitive lifecompetitive lifecompetitive lifecompetitive life    

How important is communication? 

Normal Communication Vs. Verbal Intelligence 

Exercise I-Briefing for a Business Meeting   

 

 

One line contest 

 

Conceptual discussion 

 

Geometric exhibits 

 

    

Module IIModule IIModule IIModule II    

    

Synthesis of Verbal IntelligenceSynthesis of Verbal IntelligenceSynthesis of Verbal IntelligenceSynthesis of Verbal Intelligence    

10-Critical elements 

10-Desired elements 

10-Catalytic elements 

    

 

Assessment of  

verbal intelligence 

capacity 

    

Module Module Module Module IIIIIIIIIIII    

    

Road Road Road Road to Verbal Intelligento Verbal Intelligento Verbal Intelligento Verbal Intelligencececece    

Step IStep IStep IStep I----Listening comprehensionListening comprehensionListening comprehensionListening comprehension    

Understanding the content 

Understanding the context 

Mental programming for Verbal Intelligence 

What-Why-Who-Where-How-When-Which    

 

 

Experience Creation 

 

Role play 

 

Character play  
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Module Module Module Module IVIVIVIV    

    

Road to Verbal IntelliRoad to Verbal IntelliRoad to Verbal IntelliRoad to Verbal Intelligencegencegencegence----Step IIStep IIStep IIStep II    

Choosing the response Choosing the response Choosing the response Choosing the response     

Finding alternatives 

Subject-Object 

Adjectives-Adverbs 

Individuality-Role-Character play  

Tones-Musical notes 

 

 

One line contest 

 

Conceptual discussion 

 

Geometric exhibits 

    

Module Module Module Module VVVV    

    

Highest Intelligence Demanding TaskHighest Intelligence Demanding TaskHighest Intelligence Demanding TaskHighest Intelligence Demanding Taskssss    

• Sales Presentation 

• Personality Interviews 

• Suspect Probing  

• Diplomatic Missions 

• Lie-detector Test        

        

 

 

Demonstrative Quiz  
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Who should attend the program? 
 

• Young people at the start up of the corporate ladder 

• Customer interactive professionals who live on a cliffhanger of a verbal challenge  

• Hr professionals who need to assess others on capabilities 

• Bosses, SBU heads, business heads who need to take decisions on others   

• Scanners, vigilance professionals who have needs of probing 

• PROs, Executive Assistants who need to make a sensitive communication 

• IR professionals, union leaders who need to make careful statements  

• MDS, CEOs whose communication is published or quoted  

• Sales professionals who have make spontaneous responses  
• Interviewers who have to do fine analysis 

 
 
Why should they attend? 
 

• To gain newer consciousness about effectiveness of higher quality listening 

• To help raise your communication from operative to strategic level 

• To help seize initiative in all matter of living 

• To be able to decipher between true & not so true 

• To change your audio senses 

• To benefit wide your power of comprehension 
 
What are the program benefits? 
 

• Installation of an alert mindset 

• Habit of being on top of any situation 

• Ability to read more & understand more 

• Creates predictability in majority of human responses 

• Initiates a process of building a personal brand   
 

 
 
 


