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

.Understand the key principles of negotiation in donor relations

.Develop strategic approaches to donor negotiations

.Build trust and credibility with potential donors

Apply persuasive communication techniques in negotiations

.Overcome common negotiation challenges and objections


http://holistiquetraining.com/ar/course/negotiation-skills-for-securing-donor-support-ar
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.Create mutually beneficial agreements with donors e

.Strengthen long-term donor relationships for sustained funding e

ouaad!

w3 (& Lay dimgoll e wlebiall 55l0]s uailedl Olde (wle il pan & culolall Guigell Ldlie 8, 500l sda

colell pan siiliandy miall QIS

obdiall s aes Lall e labiiall g gudidiill o g sa0all
RESTN V1] PRY [PV | JVIPY S 1 Py PP

gl olidally b o liall Jlaw & ¢ 5d yinall
ommilall g o lanlly Jusatll opueli 3 Uiy et s

Jia 28 gidin il pomty . pgrndily o1y S Ll ol e 5595 ] gy Ulae s Ulelan g oy patll s aay
wlidlie J) ALyl unilall po inali wlinglie o yai 2hess Ala wlulyus Glea¥ 88y (o5l o, lad
wlaiie pilaiil ol ileis Jae sl oo Lol 05 Liedl wsdtun 1,31 oliadte louiss 2Sealis e las
Al gilalial e it dpnad (sl lailiul oy sk dallady eailall

saalall

AGall o slanll e ae b 2l Oholalls dm Il e p,liall ZalaiwY Gaa Gils asy canilall oo opueli
5550 DS Bla g Jisaill praliy coanilall po 258 Dlide ely e labiiall

She cliy g opnilall po Juslgill ruuaiy (o gt o lidi 3 301] flae o layilyiwl S Liall 8, 90ll 1ia J86
i 1 ool Lgall g 28801 oy 6 Likadl iy cdigia o sl by ciyle 5 oy, lads cpadls Ala b,y A cpe .ails
Aol ol 3hdady sudaall puailall o) léi o Jolaill



o) bbaadls (uyeSIf (s sine

Section 1: Introduction to Donor Negotiation

.Importance of negotiation in donor relationships e
.Understanding donor expectations and priorities e

.Common challenges in donor negotiations e

Section 2: Strategic Preparation for Negotiation

.Researching donor needs and aligning project goals e
.Structuring negotiation strategies for success e

.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



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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