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AS the world rages ahcad at
hreakneck speed, emotional in-
telligence and individual per-
wonalily are hecoming impor-
tant concepls in the corporale
world. Be i, telephone man-
ners, lable  ctiquette, public
speaking, prosentation skills or
any such human aspect, they are
uli beeoming essential aspects of
the corporate and social circuit.

This iz exactly why the Coal-
ity Circle Execllence Centre
(QCEC) managed by Firoe
Proonawalla,  chairperson of
QCEC and Minocher Patel,
founder director of Ecole Soli-
taire” came together at the
Poona Club-on Thesday.

As technology shapes our
wirld into a global village, as the
ncw millennium brings in cul
throat competitionfrom cvery
spherc of life, it becomes imper-
ative that the individual not suc-
cumb 10 the cmnpcmiw.; forces,
while at the same Lime presery-
ing his or her individuality. “Of-
1en we find our colleagues in a
professionals selup, get way
alead of us, What is it that they
have in them that we lack?" is a
natural question that arises in
cvery mind al some point or the
other.

Al mstitule.

hence  thas

Firoz Paonawalla, chairperson QCEC Ues up with managemant
guru Minocher Patel, founder and director of Ecole Solitalre.

people from different profes-

sions for continuous quality im-
ProvEMment.

Commenting on QCEC and
its operations, Firoz Poonawalla
says, “Unless ong improves on
onesell asan individual first, Th-
i will ot progress. One of the
fromiline missions of Lhe world
today e Chality propie.”

While Minocher Patel, the
founder of Ecole Solitaire says,
“Easch  and  cvery  human
being i= like a precious stong, 3
diamond, the potemial of
which can he truly experienced
only alter it has been cutl and
pdished.”

Highlighting the finer nu-
ances of persopal grooming,

Minocher points out: “In this,

competiteia world, a person has
only  about 15 seconds (o
ereate the right impression. Eti-
quelte,  manners,  personal
grooming and custemer service
are increasingly plaving an im-
portant role inopening the right
doors for success and opporte-
nitics.”

After having worked for
sonme 10p blue chip companies
and having conducted innumer-
ahle training programmes in
Inddia and abroad, Minocher
says, “lndia apd its people have
potentinl in abundance, i
only they knew how 1o tap it
and make wse af them, For this,
one has e ponder over his

in life along with these two

or her non-verbal communica-

tinn skills, because every time |

you communicate, 90 per cent
{af the communicarion) is non-
verbal, 7 per ¢ent is through
words, 38 per ceat comes
through  your wocal  pitch

and the remaining 35 per cent is |

through body language. There
should be no shadow-boxing in
the ‘mind.” - And immediatehy
cveryone  present ook o
self-introspection, judging for
themselves where their percent-
apes stood and where they
scored,

Mext under scruting was the
role of facial expressions, ges-
fures, postures and active listen-
ing, all about which was ren-

“Hered Ty the fraining: guru

through wiscoracks.
As Minocher appropriatchy
quoted a  leading fecature

editor in the city, "I am in such a
profession that even if 1 don”
want te listen toa person, [ have
no choice, but be a good lis
tener. That is the essence of her
sueoess story,”

And it was very evident after
Minocher’s small talk that the
almosphere was suddenly not
just charged hul surcharged,
that confidence was renewed
with vigour. And obviously,
those present would take these
valuablc tips back Lo there ¢or-
porile worlds,
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