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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 1
	Title:             negotiation is the art of science of creating agreements between two or more parties 
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…1….
	Practice on the meaning of negotiation. Not a dictionary definition because this comes from the practice of negotiation, not the theory . 
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MPC3/3-1


                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 2
	Title: the problem , do not bargain over positions 
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Discuss and apply theories developed as guides to improving negotiations
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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                 NEGOTIATIONS AND CONTRACTING SKILLS


	Session Particulars

	
	
	

	#: 3
	Title: cont. the problem , do not bargain over positions 
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Discuss & Arguing over position endangers an ongoing relationship.
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MPC3/3-1


                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                   NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 4
	Title: Developing and sharpen negotiation skills 
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	participating in realistic negotiating simulations. 

	2
	The negotiation itself is a careful exploration of your position and the other person’s position, with the goal of finding a mutually acceptable compromise that gives you both as much of what you want as possible.
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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 5
	Title: The actions and tactics in negotiation
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Application on :

A number of cases is  presented, in which we will make actual choices about actions and tactics within the negotiation – choices with actual consequences.
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Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATION AND CONTRACTING SKILLS


	Session Particulars

	
	
	

	#: 6
	Title: Planning for successful negotiation
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Application on : 

Planning for negotiation and Five steps in negotiation: (1- Plan, 2- Share your objective, 3- disagreement or conflict, 4- change 5- agreement). 
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Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     
(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 7
	Title: 7th week exam
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description
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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                  NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 8
	Title: cases on BATNA (1)
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Negotiation Case Study, 

Students are expected to attend all classes; in particular, it is critical that student participate in the cases.  In this class, participation is key for the learning process. 
 In-class exercises will not work if the key parties (students) are not present. 
Continuing the next section 
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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                  NEGOTIATIONS AND CONTRACTING SKILLS


	Session Particulars

	
	
	

	#: 9
	Title: cases on BATNA (2)
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Negotiation Case Study, 

Students are expected to attend all classes; in particular, it is critical that student participate in the cases.  In this class, participation is key for the learning process. 
 In-class exercises will not work if the key parties (students) are not present. 
Continuing to next session #  10
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                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 10
	Title: cases on BATNA (2)
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Negotiation Case Study, 

Students are expected to attend all classes; in particular, it is critical that student participate in the cases.  In this class, participation is key for the learning process. 
 In-class exercises will not work if the key parties (students) are not present.

	2
	

	3
	

	4
	

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	…………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………



Prepared by :





Approved by :
Designation






Designation

Name
Dr.mohamed bader


   

Name 

Sign






     
Sign


Date






     
Date

1 of 2














MPC3/3-1


                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 11
	Title: cases of the contract and non trial situations
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Application on :
the typical non-trial situations in which you may find yourself in Hearings, Arbitration, Mediation and Negotiation
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Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 12
	Title: 12th week exam
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
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Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 13
	Title : fairness and negotiation and power
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1.
	Practices on :
Positional Bargaining ever make sense.

Different standard of fairness

What is fair, should I be?

There is power in developing between the people negotiating.

We will have feedback and will evaluate the effectiveness of differing tactics 

_______________________________________________________________
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	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 14
	Title: Dealing with people and practical questions 
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Application on :

1-Working team

2-Team leader

3-Successful  team

( skills , efforts & management )

You will see how other people behave and what tactics they choose in various situations.


	…….
	

	…….
	

	…….
	

	
	

	…….
	

	…….
	

	…….
	

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………

	…….
	……………………………………………………………………………………………………


Prepared by :





Approved by :
Designation






Designation

Name
Dr.mohamed bader


   

Name 

Sign






     
Sign


Date






     
Date

1 of 2














MPC3/3-1


                  College/Institute/Centre : Management & Technology



Department of : Marketing & International Business
        Session Plan

*Lecture / Tutorial / Laboratory / Workshop                                     

(* Delete as Appropriate)
	Course Particulars

	
	

	#:         EX413
	Title:                    NEGOTIATIONS AND CONTRACTING SKILLS 


	Session Particulars

	
	
	

	#: 15…
	Title: review all the sessions
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	…….
	Revision that covers all the sessions
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	Session Particulars
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	Title: final exam
	Hrs:                2


	Learning Outcomes / Abilities Gained*

	#
	Outcome Description

	1
	Final exam 
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