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Negotiation is often the best — and sometimes the only — way to develop effective, 
lasting solutions to many kinds of work  problems. This program builds the skills you need 
to craft constructive agreements between the project team and the other stakeholders. 
Participative exercises will help you master basic concepts: getting agreement vs. 
eliminating differences and positions vs. interests. You will also learn when to negotiate, 
how to prepare for a negotiation, how to manage the aggressive negotiator, and how to 
deal with “everyday” negotiations. Case studies include both internal negotiations and 
contract negotiations. This program will help you develop the personal and professional 
skills needed to lead your project team. You will learn how to create a shared vision and 
how to keep your team aligned with that vision through storytelling. The program covers 
vital general management skills such as motivation, feedback, and delegation. Other 
topics include how to develop agreement on roles and responsibilities, when to 
emphasize task behaviors over relationship behaviors, how to build a team that sees itself 
as a team, and dealing with a difficult team member. 
 

 
 
As a result of this course, attendees will be able to:  

• Identify the major needed by effective managers. 
• Discuss the planning, controlling, leadership, and decision-making skills 
• Explain the techniques of motivating subordinates 
• Consider methods for improving management performance  
• Gain insights into the successful implementation of teams  
• Examine the application of management best practices  
• Recognize the Different Ways to  Motivate Employees 
• Describe the phases of a negotiation 
• Use a structured process to negotiate 
• Deal with an aggressive negotiator 
• Craft agreements that preserve your relationship with your counterpart 
• List ten useful tactics for negotiating 

 

 
 

These programs are designed for individuals who have or expect to have responsibility 
for leading or managing a project, subproject, or project phase. Newcomers will learn 
new skills. More experienced managers will enhance their ability to apply what they 
already know. 
  

Introduction 
 

Objectives 

Who Should Attend? 
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Day One 
 

• Management is a dynamic process 

• Management is a Social Process 

• Management is a Continuous Process 

• Management requires 

• Management utilizes available resources at most to achieve its objectives  

• Managerial Process 

• Management Unit as a System 

• Relationship of Inputs with Outputs (Feedback) 

• Transformation Process and Elements of Managerial Process 

• Main Items of Management 
 
Day Two 
 

• Planning Function 

• Organization 

• Directing  

• Motivation 

• Managerial Leadership 

• Managerial Communication 

• Controlling 
 
Day Three 
 

• Elements of a successful negotiation  

• Types of negotiations  

• Win-lose vs. win-win negotiation  

• Dangerous assumptions about working relationships  

• The process of negotiation 

• Preparing for the Negotiation  

• Surveying the environment  
 
Day Four 
 

• Your interests, their interests, shared interests  

• Constraints and assumptions  

• Anticipating problems  

• Using a trade-off matrix  

Course Outline 
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• Constructing the facts  

• Who are the stakeholders? 
 
Day Five 

 
Conducting the Negotiation  
▪ “Tactics” is not a four-letter word  
▪ Choosing your attitude and style  
▪ Dealing with your emotions  
▪ Asking questions the right way  
▪ Ultimatums: when they are okay  
▪ Common errors: starting too high or too low, splitting the difference 

 
Follow-through  
▪ Keeping your commitments  
▪ Monitoring compliance  
▪ When the agreement falls apart 
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• Pre-assessment 
• Live group instruction 
• Use of real-world examples, case studies and exercises 
• Interactive participation and discussion 
• Power point presentation, LCD and flip chart 
• Group activities and tests 
• Each participant receives a binder containing a copy of the presentation 
• slides and handouts 
• Post-assessment 

 

 
 
This program is supported by interactive discussions, role-play, case studies and 
highlight the techniques available to the participants.  
 

 
 
The course agenda will be as follows: 

• Technical Session                08.30-10.00 am 
• Coffee Break                        10.00-10.15 am 
• Technical Session                10.15-12.15 noon 
• Coffee Break                        12.15-12.45 pm 
• Technical Session                12.45-02.30 pm 
• Course Ends                02.30 pm  

  

 
• 3,600 USD 

*VAT is Excluded If Applicable 
 
  

Training Method 

Program Support 

Schedule 

Course Fees* 
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وحووو دائمض لأنواع كثيفة من مشللاكو   التفاوض هو غالبا ما يكون أفضللو وللليوض لوضللء ت فاااة ف الض  
ال ملو ف  ب ض اححيلانه هلاا البفنلامت ي تملد لوه الم لافاة الت  تحتلا  تلي لا لفللللليلاغلض اتفلا لاة بنلااة بين  
ففيق المشللفوع وأفللحام المفللوحض ا وفينه ولللو  تلللالدا لوه المشللافكض  ف  التدفيباة الفئيللليض  

ابو المضلاا لوه الوففاة والموا   ممابو المفلال ه وللو   المفاهيم الأللالليض ا الحفلوو لوه موافمض مم
تت وم أيضلا و ة التفاوض   وكيفيض احللت داد لومفاوضلاة   وكيفيض تدافة المفاوض الفل بض   وكيفيض الت امو 

 مء المفاوضاة "اليوميض"ه ودفالاة حاحة تشمو كف من المفاوضاة الداوويض والتفاوض لوه ال موده
 

لو  يلالدا لوه تطويف الم افاة الشوفيض والم نيض الفزمض لميادة ففيق المشفوع الواص هاا البفنامت  
باه وللو  تت وم كيفيض تنشلاا الفةيض المشلتفكض وكيفيض الحفال لوه ففيما لتتماشله مء هار الفةيضه وي ط   

أوفى تشللمو كيفيض    هاا البفنامت الحيوي الم افاة الإدافيض ال امض مثو الدافء   وفدود الف و   موضللولاة 
تطويف اتفاق بشلل ن الأدواف والملللةولياة   ولندما الت كيد لوه اللللووكياة الم مض أكثف من اللللووكياة ف  
ال ف اة   وكيفيض بناا الففيق الاي يفى نفلل  كففيق واحد   والت امو مء أحد ألضلاا الففيق  لندما يكون  

 هاا الشوص من الف م الت امو م   الف مه
 

 
 

 الف الين  المديفين يحتا  ا الت  الفئيليض اححتيا اة  تحديد  •
 المفافاة اتواا  وم افاة  ،والميادة، والليطفة، التوطيط ا شضمن •
 المفةولين  تحفيز تمنياة  شفح •
 الإدافة أداا تحلين طفق ف  النلف •
 لوففق النا    التنفيا  ف  فةى كلم  •
 الممافلاة أفضو تدافة •
 المولفين  لتحفيز الموتوفض الطفق لوه الت ف  •
 التفاوض  مفاحو وف  •
 لوتفاوض  منلمض لمويض التودم •
 ال دوانيين  المفاوضين مء الت امو •
   لوتفاوض  مفيدة  ائمض تكتيكاة  لشفة •

 

  
  مشلللفوع مللللةوليض  يادة أو تدافة   يكون لدي ممد فلللممة هار الوفشلللض لاففاد الاين لدي م أو نتو ء أن  ل

الحضللوف    وحتهوالففل    أو مفحوض من مفاحو المشللفوعه المادمون ال دد لللو  يت وموا م افاة  ديدةه  
 الأكثف وبفة لو  نموم بت زيز  دفت م لوه تطبيق

 المقدمة

 هدافالا

 الحضور
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