wujaill g aljluiwil Jughll
M| ALTAWAIL Consulting & Training

Mastering Negotiation Skills

What Will | Benefit?

You will be able to plan and prepare for negotiation
process effectively; you will be able to identify and apply
different negotiation strategies and tactics; you will gain
the ability to negotiate effectively and convincingly

Course Objectives

At the end of this course, the participants should be able

to:

* Acquire knowledge related to negotiation in terms of
concept, types & elements; understand the
terminology related to negotiation

* |dentify and apply different negotiation strategies and
tactics effectively

* Understand the different steps of negotiation process,
and determine the importance of each

* Plan and prepare for negotiation process effectively

* Determine and apply the effective negotiator skills
creatively

Target Audience

Current or new staff including department heads,
supervisors and team leaders, salesperson/ sales
managers, procurement and contract specialists,
marketing specialists, as well as all other employees who
need negotiation skills to carry out their job duties

Course Outline

» The Basics of Negotiation
* The concept of negotiation (Win-Win rule)

* Why we negotiate?
* The benefits of negotiation
* Types of negotiation

» Negotiation Strategies & Tactics
* Concept of negotiation strategies and tactics

* Collaborative negotiation strategies and tactics
* Distributive negotiation strategies and tactics
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* Strategies and tactics for sales / procurement cwso) arnall sl palad alagisiq olagliml *
negotiation (B0 —
» Negotiation Steps a0lg caph) cuwdll wolal clayialy alagliwl *
* First step: Preparation and planning (5Lt )
Ojlwd - cuwso

* Second step: Negotiation process | A1l Al | Ll
i palaill anlall @larisila Gladg|iu
* Third step: Closing the deal anll aie w9 1 4o = 9 R =

> Negotiators’ Different Personality Types alpivlig
* The importance of identifying negotiators’ wglail Joljo <
personality types alaclllg byhaill aloyo (gl dlopoll
* Major personality types of negotiators and how to Balaill adae alapo :ayilill élopall =
deal with each: analytical, collaborative, negative, 218gillg aclnll aloyo :aillil aloyall *
hesitant, arrogant, leader, aggressive, offensive, audglanl alnad blail <
practical.
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— Being calm and staying away from emotions reactions opilgall.cpalidll.jgpaall . aopioll . cprludl .gglaioll
and anger floall.cpogagll
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» Traits and Skills of Effective Negotiator
* Major required traits:

— Patience

— Objectivity and non-sensitivity towards personal effects oyslgi ciolgll cilanl ol
— Self-confidence béllg alledill yc aoylg -gagll -
— Good looking unlly cplaill —

* Major required skills : unaiill aljigall il pacq d1eghgall —
— Analysis oua iy aail —
— Strategic thinking oboll s -
— Dealing with objections loyalgi wslg)l ailjlgall ool *
— Teamwork Juadl —
— Effective communication: speaking and persuasion, aliwdl paail —

listening, body language alblyiclll go Joloill —
&85 Jooll -

2wl dolg elanllg . clidllg daaill :Jledll Jnjll

Target Competencies %&1 aaagiwall aljlaall

* Control: Meeting targeted goals aaagiwnll calaoll @1aqi:aaqill *
* Collaboration goledll =
* Adaptability sl

* Strategical and Tactical Thinking 5,i41llg Syl E""'II .

* Active Listening

bl 2lénll *
* Emotional Maturity abloll anll/ paall »
* Verbal Communication = ) )
* Collaboration and Teamwork roamlldolgdl
* Problem Solving cneloall Joollg gglodll *
* Decision Making alaioll Jo =
* Working Under Pressure JIall AlAdl *
bgonll aaj Jooll *
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| Course Methodology

This training course will be carried out through the use of
best practices and the right combination of engaging and

purposeful tools such as:

*

*

*

*

*

Practical, relevant case studies
Group activities and workshops
Related role plays

Experiential learning

Brain storming

Stimulating mental activities
Engaging team competitions
Suitable training Videos
Presentations
Self-assessments

Learning with Simulations and Games

Course Information

wujaill g aljluiwil Jughll
ALTAWAIL Consulting & Training

@,

v

Date ayjlill Location glaall Language aolll
29-31/3/2026 Khobar pall English ¢pjulai]
21-23/6/2026 Virtual (olyial Arabic cnype
16-18/8/2026 Jeddah 629 Arabic fujc
20-22/9/2026 Virtual (aolyial English ¢pjilail

6-8/12/2026 Riyadh gLl Arabic (e
Remarks \% =

*

* Daily snacks & refreshments + lunch meal for

Fees do not include value added tax

in-person training
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Fees pquyll

4650 SR
2600 SR
4650 SR
2600 SR

4650 SR
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