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1. Which behavior is a waste of time according to transactional analysis?
A. Complimentary
B. Crossed
C. Ulterior
D. Direct

2. What is the primary focus of self-actualization needs in the workplace?
A. Promotion opportunities
B. Social interactions
C. Achieving growth and personal potential

D. Job security

3. What does motivation refer to in human relations?
A. The ability to gain authority
B. The driving force behind actions
C. The manipulation of others

D. The rewards for hard work

4. What type of leadership influences followers by focusing on exchanges and
rewards?

A. Transactional Leadership
B. Transformational Leadership
C. Autocratic Leadership

D. Democratic Leadership

5. What is a characteristic of team members in the performing stage?
A. High commitment
B. Low competence
C. Low conflict

D. Variable capability
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6. What is a primary responsibility of a group discussion facilitator?
A. To control the conversation
B. To ensure equitable participation
C. To provide all the answers

D. To assess individual performances

7. Which responses reflect a manager's high supportive behavior while utilizing
a consultative approach?

A. Judgmental and critical
B. Sympathetic and reassuring

C. Aggressive and confrontational

D. Emotionally indifferent

8. What approach is used when you have the legitimate authority to make a
specific request?

A. Personal Appeal
B. Legitimization
C. Reciprocity

D. Negotiation

9. What type of factors does Herzberg refer to that motivate individuals once
hygiene factors are met?

A. Motivators
B. Hygienes
C. Existence needs

D. Relational factors

10. Which schedule of reinforcement provides rewards after varying amounts
of time and reinforces a behavior occasionally?

A. Fixed ratio schedule
B. Continuous reinforcement
C. Variable ratio schedule

D. Variable interval schedule
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1. Which behavior is a waste of time according to transactional analysis?
A. Complimentary
B. Crossed
C. Ulterior
D. Direct

In transactional analysis, the concept of "ulterior transactions" is understood as interactions where the
communicator's true intentions or motives are hidden, often leading to manipulative or deceptive behavior. This
type of behavior often wastes time because it creates confusion, miscommunication, and distrust between
individuals. For example, a person might appear to be engaging in a straightforward conversation while actually
intending to manipulate the other party for their own gain. This undermines the effectiveness of communication
and can derail productive discussions, ultimately making it a less efficient and more time-consuming process. In
contrast, complementary, crossed, and direct transactions typically support clearer communication and can
facilitate productive interaction, as they tend to align more closely with the assumptions behind straightforward
interpersonal exchanges.

2. What is the primary focus of self-actualization needs in the workplace?
A. Promotion opportunities
B. Social interactions

C. Achieving growth and personal potential

D. Job security

The primary focus of self-actualization needs in the workplace is centered on achieving growth and personal
potential. This concept is rooted in Maslow's hierarchy of needs, where self-actualization represents the highest
level of psychological development. When individuals reach this level, they seek to fulfill their personal goals,
strive for creativity, and achieve their fullest potential in their careers. In the context of the workplace, this may
manifest as pursuing challenging projects, engaging in continuous learning, seeking innovative solutions, and
making meaningful contributions. Employees motivated by self-actualization are typically looking for roles that not
only leverage their existing skills but also allow them to grow, develop new talents, and realize their personal
aspirations. The other options, while important in different contexts, do not encapsulate the essence of
self-actualization needs. Promotion opportunities and job security are more closely tied to esteem and safety
needs, respectively. Social interactions are key to belonging and interpersonal relationships but do not directly
speak to the pursuit of personal growth and potential, which lies at the heart of self-actualization.
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3. What does motivation refer to in human relations?
A. The ability to gain authority

B. The driving force behind actions

C. The manipulation of others
D. The rewards for hard work

Motivation, in the context of human relations, refers to the driving force behind actions. It encompasses the
internal or external factors that stimulate desire and energy in individuals to be continually interested and
committed to a task or role. This can include intrinsic factors such as personal growth, fulfilment, and interest in
the work itself, as well as extrinsic factors such as rewards, recognition, or the desire to achieve certain goals.
Understanding motivation is crucial in human relations because it helps in fostering an environment where
individuals feel encouraged to perform at their best. By recognizing what motivates others, leaders and managers
can create conditions that enhance productivity, satisfaction, and overall engagement in the workplace.

4. What type of leadership influences followers by focusing on exchanges and
rewards?

A. Transactional Leadership

B. Transformational Leadership
C. Autocratic Leadership
D. Democratic Leadership

Transactional leadership is characterized by its focus on exchanges and rewards between leaders and followers.
This type of leadership operates on a system of give-and-take where the leader provides clear expectations and
rewards for meeting those expectations. For instance, if a team member successfully completes a task or reaches
a specific goal, they might receive praise, promotions, or bonuses as a result. This leadership style is effective in
structured environments where tasks are clearly defined, as it reinforces the behavior that leads to desired
outcomes through positive reinforcement. It can help motivate individuals to achieve short-term goals and can be
particularly effective in situations where tasks are routine and outcomes are predictable. Transformational
leadership, on the other hand, aims to inspire and motivate followers to exceed their own self-interests for the
sake of the organization or a greater cause, which differs from the transactional approach focused on immediate
exchanges. Autocratic leadership emphasizes centralized decision-making with little input from subordinates,
while democratic leadership encourages collaboration and input from team members. Each of these styles serves
different purposes and outcomes in a leadership context, but the essence of transactional leadership lies in the
exchange relationship it builds to motivate followers.
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5. What is a characteristic of team members in the performing stage?

A. High commitment

B. Low competence
C. Low conflict
D. Variable capability

In the performing stage of team development, a key characteristic of team members is high commitment to the
team's goals and to each other. At this stage, the team has typically established a strong sense of trust and
collaboration, allowing members to work effectively together toward achieving their objectives. This commitment
indicates that members are not only engaged but also motivated to contribute positively to the team's success.
They understand their roles, communicate openly, and are focused on productivity and performance, which
enhances the overall functioning of the team. The other options don't align with the performing stage's dynamics.
Low competence would suggest that team members are still developing their skills, which is not characteristic of
this stage. Low conflict may be present but can sometimes be necessary for growth and innovation, while variable
capability implies inconsistency in members’ skills or engagement, which contradicts the high level of competency
and cohesion seen during the performing stage.

6. What is a primary responsibility of a group discussion facilitator?
A. To control the conversation

B. To ensure equitable participation

C. To provide all the answers
D. To assess individual performances

A primary responsibility of a group discussion facilitator is to ensure equitable participation among all group
members. This involves creating an environment where everyone feels comfortable contributing their ideas,
opinions, and questions. By promoting balanced participation, the facilitator encourages diverse viewpoints and
helps prevent domination of the discussion by a few individuals. Additionally, equitable participation enhances
the group’s collective problem-solving and creativity, as a wider range of perspectives can lead to more
comprehensive solutions. The facilitator’s role is not to control the conversation or to have all the answers, but
rather to guide the interaction in a way that encourages contributions from all members. This helps in fostering a
collaborative atmosphere conducive to effective collaboration and mutual respect within the group.
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7. Which responses reflect a manager's high supportive behavior while utilizing
a consultative approach?

A. Judgmental and critical

B. Sympathetic and reassuring

C. Aggressive and confrontational

D. Emotionally indifferent

A manager's high supportive behavior, especially when using a consultative approach, is characterized by being
sympathetic and reassuring. This approach fosters a positive and open environment where team members feel
valued and understood. Supportive behavior involves actively listening to employees, offering encouragement,
and providing emotional support, which enhances trust and rapport between the manager and their team. By
being sympathetic, a manager demonstrates empathy, recognizing the challenges employees may face.
Reassurance helps alleviate their concerns and builds confidence in their abilities. This type of behavior not only
promotes a collaborative atmosphere but also encourages open communication, enabling team members to feel
safe in expressing their thoughts and ideas. In contrast, the other responses—judgmental and critical, aggressive
and confrontational, and emotionally indifferent—do not align with supportive behavior or a consultative approach.
These responses tend to create a negative and unproductive environment, where employees may feel
discouraged or disengaged. Therefore, sympathetic and reassuring behavior is essential for effective
management and team dynamics.

8. What approach is used when you have the legitimate authority to make a
specific request?

A. Personal Appeal

B. Legitimization

C. Reciprocity
D. Negotiation

The approach that involves having the legitimate authority to make a specific request is referred to as
legitimization. This authority may come from a formal position, role, or responsibility within an organization that
grants a person the right to make requests or demands. When using this approach, the individual relies on their
established power to persuade others, effectively emphasizing that compliance is expected due to their role.
Legitimization is particularly effective in situations where the authority's decisions are respected and
acknowledged. It helps to ensure that the request is taken seriously, as it aligns with the understood norms of
respect for hierarchy or established procedures within the organization. This makes it a powerful way to influence
behavior, especially when the request aligns with organizational goals or policies. The other methods, while
useful in different contexts, do not focus specifically on the aspect of authority. Personal appeal relies on
emotional connections; reciprocity is based on mutual exchange or the expectation of favors; and negotiation
emphasizes compromise. Each of these has its situational advantages, but only legitimization distinctly governs
requests made under a sanctioned authority.
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9. What type of factors does Herzberg refer to that motivate individuals once
hygiene factors are met?

A. Motivators

B. Hygienes

C. Existence needs
D. Relational factors

Herzberg refers to the factors that motivate individuals once hygiene factors are met as motivators. In his
Two-Factor Theory, Herzberg distinguishes between hygiene factors and motivators. Hygiene factors are
elements that can cause dissatisfaction if they are absent but do not necessarily lead to satisfaction or motivation
when present. These may include salary, working conditions, and company policies. Once these hygiene factors
are adequately addressed, individuals can be motivated by the motivators, which are intrinsic factors such as
achievement, recognition, the work itself, responsibility, and opportunities for personal growth. These motivators
can lead to higher levels of job satisfaction and motivation because they fulfill higher-order psychological needs.

The understanding of this differentiation is crucial for organizations aiming to enhance employee motivation and
satisfaction effectively.

10. Which schedule of reinforcement provides rewards after varying amounts
of time and reinforces a behavior occasionally?

A. Fixed ratio schedule
B. Continuous reinforcement
C. Variable ratio schedule

D. Variable interval schedule

The correct answer is the variable interval schedule. This type of reinforcement schedule provides rewards after
varying amounts of time have passed, meaning that the reinforcement is delivered at unpredictable time intervals.
This unpredictability creates a strong and steady rate of behavior because individuals become persistent in their
actions in anticipation of the reward, even though they may not know when it will come. For example, if a worker
knows they will receive a paycheck on a variable interval schedule, they might perform their duties consistently,
even if they are unsure exactly when the paycheck will arrive. The key characteristic of this schedule is that the
reinforcement is not linked to a specific number of responses or actions (like a fixed ratio) or delivered consistently
after every response (as in continuous reinforcement). Instead, it is reliant on an unpredictable timeframe, which
helps to maintain engagement and motivation over a longer period.
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