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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 7” Tablet 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  

  

 
• 3,200 USD 

*VAT is Excluded If Applicable 
 
  

Training Method 

Program Support 

Schedule 

Course Fees* 
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ــع إجراءات فعالة ، ــیلة لوض ــل وس ــاكل   التفاوض ھو غالبا ما یكون أفض وحلول دائمة لأنواع كثیرة من مش
العمـل في بعض الاحیـان. ھـذا البرنـامج یعتمـد على المھـارات التي تحتـاج إلیھـا لصـــــیـاغـة اتفـاقـات بنـاءة بین  
فریق المشــروع وأصــحاب المصــلحة الآخرین. وســوف تســاعدك على المشــاركة  في التدریبات الرئیســیة  

ابل القضـاء على الخلافات والمواقف مقابل المصـالح. وسـوف  المفاھیم الأسـاسـیة : الحصـول على موافقة مق
تتعلم أیضـا وقت التفاوض ، وكیفیة الاسـتعداد للمفاوضـات ، وكیفیة إدارة المفاوض الصـعبة ، وكیفیة التعامل 

  مع المفاوضات "الیومیة". ودراسات حالات تشمل كلا من المفاوضات الداخلیة والتفاوض على العقود.
 

سوف یساعدك على تطویر المھارات الشخصیة والمھنیة اللازمة لقیادة فریق المشروع الخاص ھذا البرنامج  
بك. وسـوف تتعلم كیفیة إنشـاء الرؤیة المشـتركة وكیفیة الحفاظ على فریقك لتتماشـى مع ھذه الرؤیة. ویغطي  

ــوعات  ــمل كیفیة    ھذا البرنامج الحیوي المھارات الإداریة العامة مثل الدافع ، وردود الفعل ، موض أخرى تش
تطویر اتفاق بشــأن الأدوار والمســؤولیات ، وعندما التأكید على الســلوكیات المھمة أكثر من الســلوكیات في 
العلاقات ، وكیفیة بناء الفریق الذي یرى نفسـھ كفریق واحد ، والتعامل مع أحد أعضـاء الفریق  عندما یكون  

  ھذا الشخص من الصعب التعامل معھ الصعب.
  

  
  

  الفعالین  المدیرین یحتاجھا التي الرئیسیة الاحتیاجات  تحدید  
 القرارات اتخاذ  ومھارات  ،والقیادة، والسیطرة، التخطیط اقشةمن  
 المرؤوسین  تحفیز تقنیات  شرح  
 الإدارة أداء تحسین طرق في النظر  
  للفرق الناجح  التنفیذ  في رؤى كسب  
 الممارسات أفضل إدارة  
 الموظفین  لتحفیز المختلفة الطرق على التعرف  
 التفاوض  مراحل وصف  
 للتفاوض  منظمة عملیة استخدم  
 العدوانیین  المفاوضین مع التعامل  
 للتفاوض  مفیدة قائمة  تكتیكات   عشرة     

 

   
  مشـــروع،مســـؤولیة قیادة أو إدارة   یكون لدیھمقد صـــممت ھذه الورشـــة للأفراد الذین لدیھم أو نتوقع أن  ل

الحضــور    وحتىوالفرعي ، أو مرحلة من مراحل المشــروع. القادمون الجدد ســوف یتعلموا مھارات جدیدة.  
 الأكثر خبرة سوف نقوم بتعزیز قدرتھم على تطبیق

 المقدمة

 ھدافالا

 الحضور
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