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This course is especially designed to allow students to explore, gain and develop an in-depth understanding
theoretical perspectives on negotiation process including its definition, concept, strategies, conditions and k

of negotiation process. Moreover, this course would also enable the students to develop necessary research
skills.



https://mail.ju.edu.jo/owa/redir.aspx?C=_ZxOLijZmyIQJZtq6UcLnWMTeU6NPHtv4lNIIediTz_FU2cYhQXVCA..&URL=mailto%3alaith1993%40yahoo.com
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A. To ensure that participants have developed good understanding international negotiation and its
relevant aspects.

B. To develop participatnts’ research and analysis skills to enable them to carry out independent research.

C.The ability to apply what the participants have learned on the analysis of international negotiation
including its different techniques and aspects.




01 :‘)\LA\;“

2016/04/01 :g= )
9/4 -cladall

FRERI PPN
QF-AQAC-03.02 :zisaill &
;\.*»\J_‘\j\ saldll lalada : CJ}A.\“ e.u:‘

el el Jsaally yuaba) kel (Ssina .20

bl pal) Culld Lpaial) Sl sl ool &) sl
bl pe diye | Glaly laie¥) DA (e Lye | agall Guan Jds¥ gsY | International Negotiation
el o 4B e | a1 plate¥) s g sasall pun & g3 | Conceptual Overview.
el el e A8 e | Sl i) s e sl G &l ¢5.9) | Concept and Definition of Negotiation.
el el e A8 e | Sla¥ly Glaiad) Bls e sl G &bl 51 | Stages of the Negotiation
el el e A8 e | Sla¥ly Glaied) Bis e sl G o=l £5.9) | Necessary Conditions for Effective
Negotiation.
el el e A o | Slaly i) s e ezl s ol g5 | Timing and Ripeness.
oAl ge dija | Slaly Platel) Bl e esal) s @l g5 | Nature of the Conflict.
el ge dija | Slaly Platel) Bl e esal) s il ¢5.) | Peaceful Orientation of the Disputants.
el el g 4B s | Sl plated) A e rasall (. sl | Motives of the Disputants.
el ge dija | Slals Platel) B e hasal) s Lal) | Relative Power of the Disputants.
el oall e ye | Sl lata¥) A e sl s Jde sl | Communication Skills..
el oal) o 48 e | a1y Claie¥ P G asall (a3 e *International and Regional Context
of the Negotiation Process.




a5 oY) YA e

rasall uenes e o)) | Strategies and tactics of negotiation.
el el e dB e | Sl plate¥) A e asall uan e Lsaall [ Evaluating Negotiation Outcome.
el el g di s | Sl plate¥) S e esall (. e Quld) | apiilly s ) dnalye




01 :laaY! 43,1 Aadlal)
2016/04/01 :g& 4l QF-AQAC-03.02 :z3salll o
9/6 :ciaiall sl 52 3Ll adada ;23 sl

dpnas ) byl cillaladl) .2

1A A patl) cilbiaii) By el A (e ddagliucal) aladl) cilalil jaght Al
data show & e salal) i .1

Sala alacl.2

gsm) )l dlacl.3

adinall sl il 4

Balal) cilullaia g andil) cudlad 22

1Al Cilllaially asdil) cadbad IS (e dbagional) aladl) cilalis 38a3 cld) Al
Slls Js¥) glasay) .1

P -

ool slael .3

Balally dagiall et 23

Glally ) ganl) Al =1

3)Y) Aaalall Zaiiall cilaslailly dadai¥l A e

ssaal) cdgl) b clalg) aludy clibid) oo Gldl) —w
Ay daalall dadiall ciladdeilly dadady) DA (1
daally Al clela) ¢

all i) e g Ally iad) -

300,V Zaalall Zagial) Glabailly Ladady) A g
Glajdll slas) -2

First exam 30%, Essay 30% and final exam 40%.
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Recommended and Relevant Academic Websites

http://internationalrelationstheory.googlepages.com/index.htm
http:/ /www.psr.keele.ac.uk/orgs.htm

http://www.crinfo.org/

http://www.brad.ac.uk/acad/confres/dislearn/unitl.html

http://www.caii.com/CAlIStaff/Dashboard GIROAdminCAlIStaff/Dashboard CAIlIAdminDatabase/res
ources/ghai/understanding.htm#concepts-bl

http://www.gmu.edu/departments/ICAR/

http://www.convenor.com/
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http://www.caii.com/CAIIStaff/Dashboard_GIROAdminCAIIStaff/Dashboard_CAIIAdminDatabase/resources/ghai/understanding.htm#concepts-b1
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Ldla) clagles .26
BaLAll Ll Ly (38 33 o) g _sudand Zllall 3 Com s e et S kg B

-

e e Bl agall (un S 5Ll (Basia aad

————————————————————————————————— BB~ oo ) A

————————————————————————————————— G~ ) )

————————————————————————————————— Al ——mmmmm e mm e Q)[R i) e

———————————————————————————————— S YR
BE

) ()
Sagall laal duaadl ac lsa

Loahyal) Balal) e




