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1 | fawaeg FhleT favage AT | wiErEer fafe
q. |9t T a9t Meaning of Negotiation q Y=,
Importance of Negotiation
Hecd A e TUST | FERR X
o Kinds of negotiation
(Negotiation o Conventional/Distributive/ ~ Positional | 30 THEA
and its negotiation: Single issue; fixed pie; win- firre
Importance) lose GrhAqar
o Integrative negotiation: More than one EERE D]
issue, win-win
Discussion and feedback
Q. | ARt @9 The Mistakes of Past Negotiations q PECEH
o Hard-Bargaining Skills >
ar o How Conflicts of Interest Can Affect a 4 <
(Negotiation Negotiation 30 HqHgTd
Skill/ :
How to Leverage Your Emotion S
; (HAC g th el ddl
Techniques) How to Build Relationships
How to develop BATNA S
When to use walk away strategy
Discussion and feedback
3. | aTdiel Yaear | Preparation 9 PEECEH
_ Setting bargaining objectives
Negotiation © LIel ST
I(Dr ogess) o Assessing the other sides' case x N
o Assessing relative strengths and | 30 qHETA
weakness
. a1
Developing a strategy W | Feher
o Questions to raise in the first session EERED]

Questions other party likely to ask
Answers to those questions

Opening position

Acquisition of enough factual data
and information to support to the
position

o Determine the style to be adopted
(such as collaborating/ Problem

0 O O O

©
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solving style, compromising style,
accommodating style or avoiding
style etc.)

Getting started

©)
@)

Opening the negotiation

The opening move is very critical as
they;

Convey information about your
attitude and aspirations

Shape the negotiation climate

Make it clear who is the more
experienced, confident, stronger and
better-informed party

Building understanding

@)
@)
©)

o O O O

Never accept first proposal

Talk less, listen and ask questions
Always remember your basic
interests

Use adjournments to keep control
over your team and discussions

Try bargaining by objectives
Summarize regularly

Do not use weak language

Avoid emotional outburst, blaming,
personal  attacks, sarcasm/point
scoring, interrupting and being too
clever.

Practical  signaling, questioning,
paraphrasing using humor, building
rapport and remaining silent.

Bargaining

©)
@)
@)
@)

Getting or making concessions
Breaking deadlocks

Moving towards an agreement
Deadlock handling

Closing

@)
@)

Formulating an agreement
Ensuring implementation

Discussion and feedback
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[ERRELE AT favage Hg | R faty
&' ERIEU T Concept of Contract, Doctrine and | q FEERE
o Remedies for the Breach of Contract
i General and specific information et WA T
(Concept  and Mortgage and Bank Guarantee 30 THed
Principles) Lease and Hire Purchase Contract it ST
Force Majeure: Change in Law EEE R
Procurement condition
Settlement of dispute
Discussion and feedback
T T Contract on the supply of goods 9 PECEN
o Contract on construction work. ~
N el Contract relating to sharing water e AT L
WW”-@HT resources 30 I
(Contractual Contract relating to hydropower and e AR
agreements on other energy related issues
financial and Discussion and feedback EENER]
industrial
matters)
feuter amar Importance of bilateral negotiation q FECCH
(Bilateral Trade and Transit Agreement_ — THER T
Hydro power Agreement (Project
Negotiations) Development Agreement-PDA, Power 30 HH T
Purchase Agreement-PPA etc.) Fieye SR
Air service Agreement

Financing and Technical Cooperation

Agreement

Labouré Agreement

Border Management Agreement

Mutual legal Assistance Agreement/

Extradition

o Government to Government
Agreement (G to G)

Things to be consideration while

introducing those major bilateral

negotiation;
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Format and Content of Agreement

Terminologies

Practice and developing trends

Legal issues (international principle

and domestic practice till the date)

o For instance; formation of dispute
settle clause,

Way out

O O O O

AdiMultilateral
Negotiation

Loan and Grant Negotiations

o World Bank, Asian Development
Bank, Asian Infrastructure
Investment Bank, European Union
etc.

Treaty making Negotiation

Regional treaty (SAARC, BIMSTAC,

AALCO etc)

International Treaty (BBNJ)

Process, Agendas and national position

Discussion and feedback
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q. | AT AT Preparation of | 9 | e = cafthel HTeuM® ar
document
Role Pla TuaT qEqias [T dar
Y » Draftagreement, Rl
*  minutes, 30 AT WThd TSRS
» declaration,
. fee | wEqga T
* instrument  of >
ratification etc,
3. | fguter Air service negotiation 1 |e THAHMA AT TR
. Power  Development
a|I<"|iB|.Iat.eraI Agreement (PAD) U] UL A&dd T T R
Negotiation Trade and Transit| 30 FTANTH TEARITS
Agreement fire | oo TS
Cooperation Agreement
Border and Security
Agreement
3. |eguiE Loan  and  Grant| q |e THATHECT ALAAT TAR
negotiation (ADB, IDA,
AdiMultilatera AIEIJB EU) ( U] UL A&dd T T R
| Negotiation General Conditions 30 FTANTH TEARITS
Minutes Preparation e T TS
Y. | T T Bilateral Negotiation 9 |e UEWRMETE /3 THEAT
Multilateral Negotiation
T . guar | fawrst @ fgute T
Presentation 30 FgUTE AR AR
and feedback
Mae | T e Igue Yee
T |
Y. | ADB 1 |o famw= fwr wr
World Bank
TIT@T Others L] AHT HEAET TR TH
Legal Opinion 30 TS A TS |
writing
e
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of goods
ardr (.Zohtract Contract on | T THAT TEIT T
Negotiation construction work. 30 HEWRITS FHEAT o
ConFract relating to e T A TS |
sharing water resources.
Contract relating to
hydropower and other
energy related issues.
eI T Legal Opinion writing 9 ARSI T
Contract Negotiation ~ o
g : HUeT qEATTRT Fedqdl T
Presentation 30 TS T IS TR
and feedback ‘
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