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	JAIPURIA INSTITUE OF MANAGEMENT, INDORE
Post Graduate Diploma in Management (Batch 2025-27)

	Course Title: Organizational Behaviour, (Course Code: 40301)
End-Term Examination, Term - I (October, 2025) 

	 Time Duration : 2 Hours                                                                                          Total Marks: 40



General Instructions:
1. Answer the questions as directed.
1. Answer all the questions of a ‘Section’ at one place in continuation.
1. Mention the section clearly at the top of the page when you start answering it.
1. All questions are compulsory.
1. Marks for each question is mentioned against it.
1. Answers should be brief and to the point. 
1. You are allowed to look at your question paper, answer sheets and towards the God (towards the skies) only during the exam.

SECTION - A
NovaTech Systems Pvt. Ltd., a mid-sized technology firm specializing in automation software, has recently developed a cloud-based solution that promises to reduce operational costs for service firms by almost 20 percent. Excited about its potential, NovaTech’s Vice President of Sales, Mr. Arjun Mehta, has been tasked with selling this product to a few key clients. One of the most promising prospects is Zenith Global Solutions Ltd., a multinational consulting firm that has been looking to upgrade its technological capabilities where you work as a Team Lead.
Zenith has appointed you to lead the negotiation with Arjun Mehta. After an initial round of discussions, NovaTech quoted a price of $775,000 for their new product. Zenith, however, had budgeted only $625,000 for this purchase, and you conveyed this as your starting point. Both parties understood that a deal would require concessions, but each was determined to protect their interests.
As the conversation progressed, more information came to light. Arjun vaguely hinted that NovaTech had some flexibility, he made a remark which gave you a hint that he could not reduce the price below $715,000, given the development costs and their profit targets. On the other hand, you in your head knew that Zenith’s senior management, after a telephonic conversation they had with you, had authorized you to go up to $735,000, but not a dollar more. Both sides are looking to strike a deal, not only because of the immediate purchase but also because a long-term partnership could open doors for future collaborations.
The negotiation has now reached a critical stage. You, as Zenith’s representative, must carefully assess the bargaining zone before entering the final round with Mr. Mehta. Apply your understanding of negotiations and arrive at:
1. A.) The ZOPA in this negotiation. 						         (3 Marks)
B.) The best possible outcome in terms of amount spent on this new product for your organization, Zenith Global Solutions Ltd.                                                              (3 Marks)
2. Explain your approach to this negotiation.                                                                    (4 Marks)

SECTION - B
The House of Cards: Inside Lehman Brothers
In the bustling heart of Wall Street, Lehman Brothers had long been a beacon of financial ambition. Its glass towers glistened with the promise of endless prosperity, yet inside, unease simmered. Richard Fuld, the commanding CEO, was widely respected but also feared; his word often ended discussions before they began.
Lehman’s strategy revolved around heavy investments in mortgage-backed securities. In the early years, this gamble delivered astonishing returns, earning praise from industry analysts. But as cracks in the housing market widened, the atmosphere inside Lehman began to shift. Analysts whispered concerns in corridors, but during formal meetings, silence and nods of agreement prevailed. Speaking up against the tide felt dangerous, and few dared to be the lone dissenter.
Decision-making sessions increasingly reflected a troubling pattern. Once one or two senior voices spoke in favor of doubling down on risky assets, the rest followed suit, often without probing the risks. As conversations leaned toward bold strategies, the collective decisions became even bolder, as though each participant drew courage from the group itself. Dissenting voices grew quieter, not because doubts vanished, but because no one wanted to be labeled a pessimist when optimism seemed the safer badge.
Amid the mounting crisis, a special task force was hurriedly formed to find a survival strategy. At first, discussions were tense, with clashes over priorities and accusations of inaction. Soon, under mounting pressure, members began to fall in line, settling into roles quickly, more out of necessity than consensus. Some withdrew from active participation, letting louder colleagues dominate the conversation. With the weight of saving the firm on their shoulders, smaller individual contributions seemed easier to justify, as though someone else would surely carry the load.
In quiet moments, John, a young analyst, voiced his frustration to a colleague: “It feels like we’re all pretending things are fine just because no one wants to be the one to break the illusion. It’s like we’re trapped in a game of pretending confidence.” His words, though piercing, never made it into the boardroom.
As the deadline approached, Fuld and his inner circle debated whether to push for an independent survival plan or seek refuge in a merger. Many believed that aligning with a larger bank might offer a lifeline, but optimism about weathering the storm - shared and magnified in group discussions - tipped the balance toward a riskier path.
On September 15, 2008, Lehman Brothers declared bankruptcy, sending shockwaves across the global economy. In retrospect, it wasn’t just the housing market collapse that sealed Lehman’s fate. It was also the internal dynamics - the silenced doubts, the weight shifted from some shoulders to others, the unchecked consensus, and the growing extremity of collective decisions - that shaped the company’s downfall.
1. Read the case carefully. Apply your understanding of the group behavior and identify the group-level dynamics/issues/pitfalls that influenced Lehman Brothers’ decision-making during this crisis. In your answer, highlight the behaviors and processes evident in the case, and discuss how they contributed to the outcome. 			         (7 Marks)
2. Apply the Tuckman’s stages of group development and identify the stages that the task force went through. 								         (3 Marks)
3. Apply the Blake and Mouton’s Managerial Grid to explain the leadership style of the CEO and contrast it with your own leadership style that you found out while going through the course on OB, give your analysis of what you would have done differently as the CEO with an understanding of your own leadership style. 				       (10 Marks)

SECTION - C
At Jaipuria Institute of Management, you, a first-year MBA student, have been passionate about creating an Innovation Lab on campus. You envision the lab as a space where students can collaborate and experiment with AI tools, and host case competitions in partnership with industry experts.
Excited by the possibilities, you draft a proposal. But getting it implemented is not simple. You need to convince multiple stakeholders:
· The Director and Deans, who control budgets and institutional priorities.
· Faculty members, who might worry about additional teaching load or whether the lab aligns with academic goals.
· The Student Council, whose support is critical to mobilize student interest.
· The Administrative staff, who handle logistics, permissions, and day-to-day functioning of the campus.
Each group has its own concerns, ranging from costs and practicality to relevance and student engagement. You realize that if you want this idea to succeed, you will need to use different persuasive tactics with different stakeholders. 
1. Mention the power/influence tactics you would use to win approval for this new Innovation Lab and give your reasons for it. 				       (10 Marks)
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