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Duration: 5 Days

Language: ar

Course Code: IND17 - 113

Objective

:By the end of this course, participants will be able to

.Understand the key principles of negotiation in donor relations e
.Develop strategic approaches to donor negotiations e

.Build trust and credibility with potential donors e

Apply persuasive communication techniques in negotiations e
.Overcome common negotiation challenges and objections e
.Create mutually beneficial agreements with donors e
.Strengthen long-term donor relationships for sustained funding e
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Training Methodology
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Course Content & Outline

Section 1: Introduction to Donor Negotiation

.Importance of negotiation in donor relationships

.Understanding donor expectations and priorities

.Common challenges in donor negotiations

Section 2: Strategic Preparation for Negotiation

.Researching donor needs and aligning project goals

.Structuring negotiation strategies for success



.Setting realistic funding expectations and objectives e

Section 3: Effective Communication for Negotiation

.Building rapport and trust with donors e
.Persuasive storytelling to enhance donor engagement e

Active listening and handling objections e

Section 4: Negotiation Techniques and Best Practices

.Key negotiation models and approaches e
.Balancing donor interests with organizational needs e

.Overcoming power imbalances in negotiations e

Section 5: Securing Commitments and Managing Agreements

.Structuring agreements and funding commitments e
.Navigating complex donor requirements e

.Ensuring follow-through and long-term donor engagement e

Section 6: Strengthening Long-Term Donor Relationships

.Building trust and transparency in donor partnerships e
.Maintaining effective communication post-negotiation e

.Strategies for donor retention and future collaboration e
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