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Negotiation Skills 

        ض ه     

Module One: Review Questions مراجعة الوحدة الأولى 

1) How many basic types of negotiations are 

there? 

a) Two 

b) Four 

c) Three 

d) Five 

 

  م ع     ن  ع               ض       ج  ة؟(  1

   ن   ( 

    ع  (ب

  لا   (ج

 )      

 

  

2) What are the two approaches to 

negotiation? 

a) Initial and final 

b) Integrative and recessive 

c) Distributive and integrative 

d) General and broad 

 

                      ض؟(  2

     ي    نه ئي ( 

      ي    ن ي (ب

     ز ع              (ج

 ع        ع  ( 

 

  

3) Integrative negotiations are based on 

_______________. 

a) Corporations 

b) Corruption 

c) Cooperation 

d) Cohesiveness 

 

 ._______________    ن        ض             إ ى(  3

 )         

 ف    (ب

  ع    (ج

 )         

 

  

4) The ___________ approach in integrative 

negotiations is problem solving. 

a) Final 

b) Dominant 

c) Crucial 

d) Easiest 

 

نهج ___________ في       ض                 ل (  4

 .     لا 

 )      

  ه    (ب

  هم (ج

   هل ( 
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5) Distributive negotiations involve a ________ 

________. 

a) Fixed pie 

b) Baked good 

c) Peach cobbler 

d) Flat pancake 

 

 

 .________ ________   ض         ض       ز ع  (  5

 ف   ة       ( 

   ز ج  ة (ب

 إ   في     خ (ج

 ف   ة       ( 

 

  

6) Which of these is involved in distributive 

negotiations? 

a) Multiple issues 

b) Keeping information confidential 

c) Information sharing  

d) Bridge building 

 

  ي     ؤ ء       في     ض       ز  ؟(  6

 قض      ع  ة ( 

        ع ى         ع      (ب

            ع      (ج

  ن ء   ج   ( 

 

  

7) Which of these is not an example of 

integrative negotiations? 

a) Information sharing 

b) Bridge building 

c) Trying to extract information from the 

other party 

d) Allowing each party to make 

concessions 

 

  ي                 ً ع ى       ض            ؟(  7

           ع      ( 

  ن ء   ج   (ب

            لاص    ع             ف  لآ   (ج

      ح   ل   ف      م  ن ز   ( 

 

  

8) How many phases of negotiation are 

there? 

a) Three 

  ن  ؟ م ع       ل       ض (  8

  لا   ( 

     (ب

   ع  (ج
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b) Nine 

c) Seven 

d) Two 

 

   ن   ( 

 

  

 

 

 

9) Which of these is not one of the phases of 

negotiation? 

a) Bargaining 

b) Closing 

c) Revisiting 

d) Exchanging information 

 

 أي من هذه ليست مرحلة من مراحل التفاوض؟(  9

 المساومة (أ

 الختام (ب

 إعادة النظر (ج

 تبادل المعلومات (د

 

  

10) Which of these is not one of the skills 

needed for successful negotiation? 

a) Effective speaking 

b) Likeability 

c) Sense of humor 

d) Respect 

 

 أي من هذه ليست من المهارات اللازمة للتفاوض الناجح؟(  10

 التحدث الفعال (أ

 احتمالية (ب

 روح الدعابة (ج

 الاحترام (د
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Module Two: Review Questions مراجعة الوحدة الثانية 

1) Negotiation requires _________________. 

a) Whining 

b) Preparation 

c) Cash reserves 

d) Gumption 

 

 ._________________     ب       ض(  1

  ن   ( 

   ض   (ب

              ن     (ج

   ن     ( 

 

  

2) What are two things you must have in 

order to approach negotiation 

successfully? 

a) Law and order 

b) Coffee and treats 

c) Self-confidence and positive attitude 

d) Fear and loathing 

 

           ئ           جب         ه       جل              ض (  2

  نج ح؟

     ن      ن  م ( 

    ه ة           (ب

          ن س      قف  لإ ج  ي (ج

     ف     غض ( 

 

  

3) Getting the best deal for yourself relies on 

you being ready to go into negotiations 

with the strongest _____________ position 

you can. 

a) Bargaining 

b) Bullying 

c) Intimidating 

 ع       ص ل ع ى  فضل ص     ن    ع ى    ع          ل (  3

 .  ق  _____________    ن في     ض    أق ى 

 )        

  ن   (ب

    ف (ج

  لا     ة ( 
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d) Unrelenting 

 

  

4) In most negotiations, the parties are 

__________ by their assumptions about what 

they think are the alternatives to a 

negotiated agreement. 

a) Intimidated 

b) Inundated 

c) Influenced 

d) Incorporated 

 

      ض   ،           ف __________     في  ع م(  4

 . لال  ف   ض  هم   ل     ع       نه      ئل     ق       ض  

   ئف ( 

 غ  ق  (ب

  أ   (ج

 )         

 

  

 

5) What does the acronym WATNA stand for? 

a) With a treaty nothing advances 

b) Without a talk nobody agrees 

c) Worst alternative to a negotiated 

agreement 

d) Wrong alternative to a negotiated 

agreement 

 

 ؟WATNA       عني    ص  (  5

     ج    ع   ة    يء     م ( 

         ث          فق (ب

         ل           ضي (ج

    ل    ئ           ضي ( 

 

  

6) What does the acronym BATNA stand for? 

a) Better alternative to a negotiated 

agreement 

b) Best alternative to a negotiated 

agreement 

c) Bargaining alternative to a negotiated 

agreement 

d) Blissful alternative to a negotiated 

agreement 

 

 ل؟ BATNA       عني    ص  (  6

  فضل    ل           ضي ( 

  فضل    ل           ضي (ب

           ضي              (ج

    ل  ع             ضي ( 
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7) What is a 'blue sky' scenario? 

a) Nice day for a friendly debate 

b) Easy negotiation experience 

c) Ideal situation 

d) Rainy day 

 

         ن     "     ء   ز ق ء"؟(  7

   م ج  ل   ن ق        ( 

  ج        ض  ه   (ب

    ض        ي (ج

       م  ( 

 

  

8) What does the acronym WAP stand for? 

a) Will approach privately 

b) Walk away proud 

c) Walk away price 

d) Walk away penniless 

 

 ؟WAP       عني    ص  (  8

   ف     ب         ع     ص ( 

    ع  ف  ً   (ب

  ع      ع   (ج

    ع        ( 

 

  

 

 

 

9) In a car buying negotiation scenario, what 

is the final price will sit referred to? 

a) Zorro 

b) Zopa 

c) Zola 

d) Zoli 

 

في   ن           ض ع ى    ء       ة ،          ع    نه ئي (  9

    ي        إ  ه؟

 ز    ( 

 ز    (ب

 ز   (ج

 ز  ي ( 

 

  

10) What does the acronym ZOPA stand for? 

a) Zero or put away 

b) Zone of possible action 

c) Zone of possible agreement 

d) Zone of passable agreements 

 

 ؟ZOPA       عني    ص  (  10

 ص       ض   ع    ( 

  ن      ع ل       ل (ب

  ن                 ل (ج

  ن         ق            ( 

 

 



 

7 

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service – COPY RIGHT PROTECTED © 

                   - )                                                              (                                  ©   

 

 

 

 

 

 

 

 

 

 

 

 

Module Three: Review Questions مراجعة الوحدة الثالثة 

1) Setting the time and place, establishing 

common ground, and creating a 

negotiating framework are other aspects of 

_________________. 

a) Negotiation 

b) Initiation 

c) Preparation 

d) Celebration 

 

        ز            ،  إق      ض          ،    ق إ    (  1

 ._________________ ع ل     ضي  ي ج  نب    ى   

     ض ( 

        ة (ب

   ض   (ج

      ل ( 

 

  

2) Setting the time and place can give you an 

________ in a negotiation. 

a) Advantage 

b) Absolution 

          ن            ق          ________ في (  2

 .      ض

    ز   ( 

   غ     (ب

    ج    (ج
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c) Abstraction 

d) Absence 

 

 

 غ  ب ( 

 

  

3) Where do people feel the most 

comfortable conducting a negotiation? 

a) In a restaurant 

b) Over the phone 

c) On their home turf 

d) In a dark alley 

 

       ع    ن س  أ    ق             عن  إج  ء       ض  ؟(  3

 في   عم ( 

 ع     ه  ف (ب

 ع ى   ض   نهم (ج

 في زق      م ( 

 

  

4) __________ factors can interfere with 

negotiations. 

a) Financial 

b) Environmental 

c) Educational 

d) Probable 

 

 .  ع   ل              ل          ض   __________(  4

 )               

   ئي (ب

  ع   ي (ج

     ل ( 

 

  

5) Which of these is not an example of an 

environmental factor? 

a) Noisy setting 

b) Frequent interruptions 

c) Low wages 

d) Lack of privacy 

 

  ي                 ً ع ى ع  ل   ئي؟(  5

  ض  ص  ب ( 

  ن   ع        ة (ب

  ن   ض   ج   (ج

 ق      ص ص   ( 

 

  

6) Human beings are always in some part at 

the mercy of their ___________. 

a) Attitudes 

b) Biorhythms 

  ئً                 في جزء             ___________ (  6

 .    ص   هم

    ج     ( 

 إ   ع        ج   (ب

   ئ  (ج
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c) Environment 

d) Boss 

 

  ئ س ( 

 

  

7) Both sides in a negotiation bring their own 

_________ of reference based on their 

experience, values, and goals. 

a) Food 

b) Ideas 

c) Frame 

d) Books 

 

 ج ب  لا   ج ن    في       ض   _________   جع   (  7

 .  ص   هم  ن ءً ع ى     هم  ق  هم      فهم

  ع م ( 

   ف    (ب

 إ    (ج

   ب ( 

 

  

8) For a negotiation to proceed, the two sides 

have to agree to a _________ _____________. 

a) Predetermined outcome 

b) Preset limit 

c) Common framework 

d) Common problem 

 

   ي             ض   ،  جب       ق   ج ن    ع ى(  8

_________ _____________. 

 ن  ج      ة      ( 

     ع         (ب

 إ    ع ل       (ج

         ئع  ( 

 

 

 

 

  

9) What is it essential to agree on before 

negotiations? 

a) Who will win 

b) Breakfast and lunch 

c) Which issues are up for negotiation 

d) Where to meet for golf 

 

         ض   ي        ع  ه ق ل       ض  ؟(  9

        ز ( 

  ج    لإف       غ  ء (ب

     ي    ض                   ض (ج

      ج      ج  ف ( 

 

  

10) Without establishing a _________, 

negotiations can be extremely 

     إن  ء _________ ،                    ض   غ   (  10

 . ن      غ           إ ى     ج ه
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disorganized and lack direction. 

a) Level 

b) Framework 

c) Prize 

d) Loser 

 

     ى ( 

 إ      ع ل (ب

 ج ئزة (ج

 )        

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Module Four: Review Questions  الرابعةمراجعة الوحدة 

1) The first phase in negotiation involves a (n) 

_________ of information. 

a) Overload 

b) Undercutting 

c) Exchange 

d) Withdrawal 

 

  ض               ى في       ض ) ( _________    (  1

 .   ع     

   ز ئ  ( 

     ض (ب

     ل (ج

  ن   ب ( 
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2) Both sides state their positions on the 

issues being addressed in a 

______________way. 

a) Upfront 

b) Non-confrontational 

c) Absurd 

d) Non-committed 

 

 

  ضح  لا   ج ن       ق ه     أ     ض       ي   م  ن   ه  (  2

       ______________. 

 ص  ح ( 

 غ    ص   ي (ب

    ف (ج

 غ      زم ( 

 

  

3) At the start of a negotiation, you don't 

want to give a ____________ statement 

about your position on specific issues. 

a) Cordial 

b) Pleasant 

c) Detailed 

d) Initial 

 

في             ض   ،        إع  ء ____________    نً  (  3

 .  ل   ق      قض        ة

    ب ( 

 ج  ب (ب

   ص   (ج

    ي ( 

 

  

4) In negotiations, one party's opinion on 

what should constitute the agenda will 

________ from the other at least in terms of 

how the issues should be framed. 

a) Match 

b) Differ 

c) Undermine 

d) Emphasize 

 

في       ض   ،         ي          ف   ل     جب    (  4

    ف  لآ   ع ى   قل       ل ج  ل   ع  ل ________    

 .  ث       ص  غ     ض   

     ق ( 

     ف (ب

     ض (ج

    أ    ع ى ( 

 

  

5) By dealings with matters of agenda first, 

both parties get an opportunity to 

____________their counterpart and think 

    لال    ع  ل         ئل      ج  في ج  ل   ع  ل    ً ، (  5

  صل  لا     ف   ع ى ف ص  ____________ ن       

         ف              ص ل ع  ه          ض          نه   
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about what they want to get from the 

negotiation and what they can get. 

a) Meet 

b) Discover 

c) Size-up 

d) Intimidate 

 

 .   ص ل ع  ه

  ج    ( 

     ف (ب

  صل  ج ه  (ج

     ف ( 

 

  

6) At the beginning of a negotiation, what 

should you not do? 

a) Smile and shake hands 

b) Make pleasantries 

c) Give away details of your bargaining 

position 

d) Be cordial and respectful 

 

 في             ض   ،       ي    جب ع    فع ه؟(  6

     م  ص فح ( 

  ج  لا  صن   (ب

  ع     ص ل   ق         ضي (ج

  ً        ً       

  

7) In a negotiation, you don't want to appear 

_________. 

a) Secretive 

b) Intelligent 

c) Confident 

d) Late 

 

 ._________ في       ض ،             ه (  7

    م ( 

   ي (ب

       (ج

   أ   ( 

 

  

 

 

 

 

 

 

 

8) The major benefit of these early 8  )   ئ ة    ئ               ن ق          ة  ي          ض    

 ._________   ع         ه             إج  ؤ       إج  ء    
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discussions is that the first tentative 

negotiations can be made without making 

or _________ the whole process. 

a) Avoiding 

b) Breaking 

c) Ruining 

d) Disowning 

 

  جنب ( 

     (ب

     ب (ج

      ؤ ( 

 

  

9) Agreeing on the topics for discussion is 

something that allows both parties to find 

___________________. 

a) Common ground 

b) New jobs 

c) Old friends 

d) Lost items 

 

 

    ف          ع ى    ض      ن ق             ح   لا (  9

 .___________________    ع    ع ى

   ض          ( 

    ئف ج   ة (ب

  ص ق ء ق   ى (ج

               ة ( 

 

  

10) Projecting an image of relaxed friendliness 

with an element of ____________ is your best 

way to introduce yourself. 

a) Surprise 

b) Charity 

c) Restraint 

d) Fear 

 

  ع  ع ض ص  ة           ح    عنص  (  10

 .____________  فضل            م ن   

    جئ  ( 

 ص ق  (ب

 ض     ن س (ج

    ف ( 
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Module Five: Review Questions مراجعة الوحدة الخامسة 

1) What is considered the heart of the 

negotiation process? 

a) After 

b) Bargaining 

c) Winning 

d) Hand shaking 

 

       ي  ع    ج    ع           ض؟(  1

  ع ،  ع    ( 

        (ب

     ز (ج

  ص ف   ( 

 

  

2) In addition to learning about the pressures, 

_____________, and needs that might 

influence your opponents, you might also 

want to try to get some idea of their usual 

negotiating approach. 

a) Wants 

b) Places 

c) Targets 

d) Hobbies 

 

  لإض ف  إ ى    ع ف ع ى   ضغ   ، _____________ ، (  2

       ج      ي ق   ؤ   ع ى  ص    ، ق    غب   ضً  في 

 .          ص ل ع ى ف  ة ع  نهجهم    ع    في       ض

 )      

       (ب

      ف (ج

 )        

 

  

3) What does the term 'scout your opponent' 

mean? 

a) Recruit them 

b) Get a rundown on their negotiation 

techniques 

c) Hunt them down 

d) Join a team together 

 

 

       عني  ص  ح "    ف  ص  "؟(  3

 جن  م ( 

   صل ع ى    ص    ن          ض     ص   هم (ب

  ص     م (ج

  نضم إ ى ف  ق  عً  ( 
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4) By remaining _________ on your bargaining 

position you will be able to place pressure 

on them to get the deal done on your 

terms. 

a) Loyal 

b) Firm 

c) Frightened 

d) Unaware 

 

    ء _________ ع ى    ز        ضي ،       ق  ً   (  4

 .ع ى   ضغ  ع  هم لإنج ز   ص     ف ً        

    ص ( 

  ؤ    (ب

    عب (ج

 غ        ( 

 

  

5) Finding out – and __________ – your 

opponent's pressure, targets and needs is 

something that should be done if possible 

prior to your negotiations with them. 

a) Destroying 

b) Fabricating 

c) Analyzing 

d) Equalizing 

 

ضغ   ص        فه  -  __________  -إ       ف (  5

 .      ج  ه         جب      م  ه إ       ق ل     ض     عهم

 )       

  ف ع ل (ب

       ل (ج

        ة ( 

 

  

6) Complete this sentence. The more 

information you can find out in advance, 

the _________ for you. 

a) Harder 

b) Better 

c) Lesser 

d) Simpler 

 

  ج   .   ز         ع         ي    ن    ع    ع  ه     ل     (  6

 ._________     ً  ،    ن 

  صعب ( 

  فضل (ب

  قل (ج

 )      
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7) What technique is typically made in the full 

awareness that the offer will not be met? 

a) The ridiculous first offer 

b) The failed first offer 

c) The exaggerated first offer 

d) The rejected first offer 

 

    ي     ن      ي   م إج  ؤ   ع  ةً       عي      ل  أ  (  7

   ع ض      م    ف ء  ه؟

   ع ض    ل      ف ( 

   ع ض    ل      ل (ب

   ع ض    ل       غ ف ه (ج

   ع ض    ل     ف ض ( 

 

  

8) How many negotiation techniques are 

there possible? 

a) Five 

b) Seven 

c) Ten 

d) Four 

 

  م ع     ن          ض      ن ؟(  8

 )      

   ع  (ب

 ع  ة (ج

    ع  ( 

 

  

9) Which is an example of a negotiation 

technique? 

a) Prepare, prepare, prepare 

b) Set it and forget it 

c) Annihilate your component 

d) Show all your cards 

 

     ب       ض؟         ل ع ى (  9

     ض        ع         ع    ( 

  ض  ه       ه  (ب

                ص    (ج

  ع ض  ل    ق    ( 

 

  

10) There are a number of ways to break a (n) 

_________ in negotiations. 

a) Sound barrier 

b) Impasse 

c) Finger 

d) Record 

 

 ن   ع                 ) ( _________ في (  10

 .      ض  

   جز   ص   ( 

    ق       (ب

  ص        (ج

   جل ( 
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Module Six: Review Questions مراجعة الوحدة السادسة 

1) There are three ways to see your options 

when you are _________________. 

a) Negotiating 

b) Agreeing 

c) Shopping 

d) Walking 

 

 عن         ن    لاث       ع ف          (  1

_________________. 

       ض ( 

      ف   (ب

        (ج

     ي ( 

 

  

2) The key to making a __________ approach 

work is to focus on interests, not positions. 

a) Residual 

b) Intellectual 

c) Mutual 

d) Intentional 

 

      ح  ع ل نهج __________          ز ع ى (  2

 .   س      قف          ، 

 )          

      (ب

       (ج

   ع   ( 

 

  

3) Creating a mutual ________ solution 

requires some activities not usually 

associated with negotiations. 

a) Pain 

b) Gain 

c) Strain 

d) Rain 

    ب إن  ء  ل ________      ل  عض   ن       ي   (  3

 .      ع  ةً        ض  

   م ( 

   ح (ب

  ضنى (ج

 )     
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4) One of the problems that arise in 

negotiations is that parties can feel they 

are being __________in terms of what they 

can do and what they can get. 

a) Compartmentalized 

b) Dramatized 

c) Marginalized 

d) Industrialized 

 

      ض    ي         ف      إ  ى       ل    ي  ن أ في (  4

     ع   أنه  __________      ث       نهم فع ه        نهم 

 .   ص ل ع  ه

  جز ة ( 

     ي (ب

  ه ش (ج

 صن عي ( 

 

  

5) The difficulty in any negotiation arises 

when there are issues where both parties 

have a philosophical _________ which is too 

far from that of the other. 

a) MOP 

b) WAP 

c) RAIC 

d) STOP 

 

 

 ن أ   صع    في  ي     ض عن          ن   قض      ث (  5

 .         ف   _________ ف    ً   ع ً   جً   ع      ف  لآ  

 )       

     ب (ب

 RAIC (ج

 قف ( 

 

  

6) What's the danger of ignoring the 

'elephant in the room'? 

a) It'll eat everything 

b) It'll get sick 

c) It won't go away  

d) It'll break furniture 

 

            ج  ل "    ل في   غ ف "؟(  6

   ف  أ ل  ل  يء ( 

   ف    ض (ب

         ي (ج

   ف          ث ( 

 

  

7) Identify what the person you are in conflict 

with _______. 

 ._______     ص    ي   ع  ض  عه    (  7

 )      



 

19 

This document is a property of Asaseeyat Academy (Asaseeyat Academy is a service provided by Asaseeyat Consulting Service – COPY RIGHT PROTECTED © 

                   - )                                                              (                                  ©   

a) Wants 

b) Needs 

c) Sees 

d) Dislikes 

 

       ج   (ب

   ى (ج

 )      

 

  

8) Once you have identified the wants and 

needs of both sides, look for areas of 

___________. 

a) Fun 

b) Weaknesses 

c) Disdain 

d) Overlap 

 

  ج          غ          ج    لا   ج ن    ،    ث ع  (  8

 .___________  ن  ق

   ح ( 

 ن      ضعف (ب

  ز   ء (ج

     ل ( 

 

  

9) Overlap is the starting point for 

_____________ ground. 

a) Mutual 

b) Level 

c) Disjointed 

d) Permeable 

 

 ._____________       ل    ن             لأ ض(  9

 )       

     ى (ب

      (ج

 ق  ل   ن     نه ( 

 

  

10) Which is not part of a framing question 

you should ask when determining what is 

wanted? 

a) What's most important 

b) What's least important 

c) What's the path of least resistance 

d) What does my opponent need 

 

  ه     س جزءً      ؤ ل  أ     جب        ه عن        (  10

           ب؟

 )                   

         قل       (ب

            ق   قل        (ج

          ج  ص ي ( 
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Module Seven: Review Questions مراجعة الوحدة السابعة 

1) The final phase of a negotiation is a time 

for reaching ___________ and building an 

agreement. 

a) Consensus 

b) Impasse 

c) Destination 

d) Success 

 

             ة          ض    ي  ق     ص ل إ ى (  1

 .___________   ن ء     ق  

 إج  ع ( 

    ق       (ب

  جه  (ج

   نج ح ( 

 

  

2) Closing a negotiation can mean two 

________ things. 

a) Initial 

b) Different 

c) Complete 

d) Impossible 

 

 .________ ق   عني إغلا        ض   ئ  (  2

    ي ( 

     ف (ب

     ل (ج

      ل ( 
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3) When applied to negotiations, consensus 

usually involves ______________ agreement 

on key issues. 

a) Extensive 

b) Substantive 

c) Essential 

d) Mutual 

 

عن       ه ع ى       ض   ، ع  ة      ض    لإج  ع (  3

 .   ئ    ______________        ع ى    ض    

 )      

     ض ع   (ب

    س (ج

 )       

 

  

4) Everyone needs to feel that the outcome of 

the negotiation is something they can 

_______ with. 

a) Live 

b) Pass 

c) Land 

d) Agree 

 

    ج   ج    إ ى    ع    أ  ن  ج        ض    ي  يء (  4

 .   نهم _______  عه

  ع ش ( 

     (ب

    ض (ج

 ع ى   فق  ( 

 

  

5) What is a special skill that it takes to build 

an agreement? 

a) Create more problems 

b) Translate generalities into specifics 

c) Create language barriers 

d) Generalize the problems 

 

     ي    ه  ة     ص     ي      ه   ن ء     ق  ؟(  5

   ق    ز            ل ( 

   ج     ع       إ ى    ص ل (ب

  صن     جز  غ    (ج

 ع م       ل ( 

 

  

6) Sometimes in negotiations, there can be a 

tendency to arrive at certain principle 

_________and think that the job has been 

done. 

a) Meridians 

b) Collaborators 

      ض   ،               ن     ل  في  عض        في(  6

   ص ل إ ى       ع   _________          في       ه   ق   م 

 .إنج ز  

          ل ( 

     ع  ن   (ب

      ق    (ج

 ن     
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c) Agreements 

d) Theories 

 

  

7) There is more to negotiation than offering 

a concession here and ____________ a limit 

there. 

a) Stipulating 

b) Manipulating 

c) Indoctrinating 

d) Evaluating 

 

 

 ن                       ض  ن    ____________    (  7

 . ن  

 )        

    لاعب (ب

         (ج

       م ( 

 

  

8) For an agreement to be successful, all the 

essential terms must be _________ stated in 

writing. 

a) Suitably 

b) Collaboratively 

c) Clearly 

d) Wholeheartedly 

 

  ي  نجح      ق   ،  جب         ج                   (  8

       _________. 

    ل  ن  ب ( 

    ل  ع  ني (ب

   ض ح (ج

  إ لاص ( 

 

  

9) It may help to think of the negotiation 

process as a _______ ____________. 

a) Thankless job 

b) News broadcast 

c) Breaking news 

d) Old news 

 

 ق                         في ع           ض ع ى  نه (  9

_______ ____________. 

 ع ل ن      ج  ل ( 

 ن  ة        (ب

       ع ج   (ج

       ق     ( 

 

  

10) A good negotiations team will have at least 

one _____________. 

        ى ف  ق       ض     ج   _____________ (  10

 .     ع ى   قل
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a) Good shot 

b) Last chance 

c) Details person 

d) Last resort 

 

        ف   ( 

 آ   ف ص  (ب

    ص ل    جل / غ ل (ج

    ل       ( 

 

 

 

 

 

 

 

 

 

 

 

 

 

Module Eight: Review Questions مراجعة الوحدة الثامنة 

1) Most people are willing to __________ in 

good faith. 

a) Laugh 

b) Work 

c) Negotiate 

d) Relate 

 

 . ع م   ن س ع ى    ع     ـ __________      ن  (  1

  ض   ( 

 ع ل (ب

     ض (ج

 )       

 

  

2) You need to be prepared to deal with 2  )         جب            عً      ع  ل         ص 

 .________ ع     
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people who don't ________ fair. 

a) Play 

b) Try 

c) Seem 

d) Fight 

 

   عب ( 

        (ب

     (ج

  ع    ( 

 

  

3) Using ___________ tactics to gain an 

advantage in a negotiation doesn't happen 

that often, but negotiators need to be 

prepared for it. 

a) Governmental 

b) Integral 

c) Environmental 

d) Instrumental 

 

   ص ل ع ى      ث       م         ___________ (  3

  زة في       ض    ً   ،            ض       ج   إ ى     ع    

    . 

 )        

     ي (ب

   ئي (ج

     ة ( 

 

  

4) The _________ of the negotiations is in a 

position of power. 

a) Host 

b) Last 

c) Winner 

d) Loser 

 

 .      ض   في   ق  ق ة _________(  4

  ض ف ( 

       (ب

     ئز (ج

 )        

 

  

 

5) Any negotiation will be more productive if 

you are able to _____________ on problems 

and not personalities. 

a) Harp 

b) Linger 

c) Focus 

d) Speak 

       ي     ض      إن  ج   إ    ن  ق  ً   ع ى (  5

 ._____________ في      لا     س     ص   

        ة ( 

   ي (ب

   ز (ج

     م ( 
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6) Recognizing and controlling emotions is an 

aspect of _________________. 

a) Common sense 

b) Redeeming qualities 

c) Emotional intelligence 

d) Delayed gratification 

 

    ع ف ع ى   ع   ف       م ف ه     ج نب    ج  نب(  6

_________________. 

      ة         ( 

   ص    إنج ز (ب

      ء   ع   ي (ج

 إ ض ء   أ  

  

7) In a negotiation, emotional intelligence 

involves _____________ how you and the 

other party are responding emotionally to 

the discussion. 

a) Enjoying 

b) Recognizing 

c) Discussing 

d) Discovering 

 

_____________ في       ض   ،   ض        ء   ع   ي (  7

 .  ف    ج ب  ن       ف  لآ   ع     ً    ن ق  

 )        

    ز (ب

  ن ق   (ج

      ف ( 

 

  

8) By their very nature, negotiations involve a 

kind of ___________ relationship. 

a) Complicated 

b) Individual 

c) Adversarial 

d) Angry 

 

   علاق  ن  ي       ض       ع ه  ع ى ن ع    (  8

___________. 

  ع   ( 

 ف   (ب

 ع  ئي (ج

 غ ضب ( 

 

  

9) Which would be an example of when to 

walk away from a negotiation? 

a) When things are going well 

b) When the other party threatens you 

          ً ع ى  ق      ع   ع        ض؟       ي        (  9

 عن               ع ى       م ( 

 عن     ه        ف  لآ   (ب

 عن       ق     ف  لآ    ع  (ج

 عن     نجح ( 
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c) When the other party agrees with you 

d) When you have succeeded 

 

 

  

10) Sometimes factors unrelated to the topic of 

a negotiation may make it too __________ to 

continue. 

a) Easy 

b) Difficult 

c) Engrossing 

d) Fascinating 

 

في  عض        ، ق   جعل   ع   ل غ       ع       ض ع (  10

 .      ض   __________    ث   ع            ف ه 

  هل ( 

 صعب (ب

   ن خ (ج

   ه  ( 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Module Nine: Review Questions مراجعة الوحدة التاسعة 

1) Some of the principles of negotiation can 1  ) عض     ئ       ض     ة في              
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be useful in __________ situations. 

a) Everyday 

b) Unusual 

c) Common 

d) Unhealthy 

 

 .__________      قف

  ل   م ( 

 غ   ع  ي (ب

       (ج

 غ   ص ي ( 

 

  

2) Don't let ____________ get in the way of 

negotiating. 

a) People 

b) Personalities 

c) Food 

d) Money 

 

 .    ع ____________   ف في    ق       ض(  2

   ن س ( 

   ص    (ب

  ع م (ج

   ل ( 

 

  

3) Focus on __________, not positions. 

a) Clothing 

b) Lunch 

c) Interests 

d) Sports 

 

 .  ز ع ى __________ ،    س      قف(  3

  لا س ( 

 غ  ء (ب

  لإ        (ج

    ض   ( 

 

  

4) Don't let adherence to a particular 

__________ narrow the range of options you 

are willing to consider. 

a) Situation 

b) Position 

c) Point 

d) Premise 

 

 

 

 

    ع     ز م  ـ __________  ع نً   ض ق ن             (  4

 .   ي   غب في       في   ع    

 ق  ة ( 

   ق  (ب

 ن    (ج

 ف ض   ( 
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5) Expand the range of __________. 

a) Distances 

b) Languages 

c) Options 

d) Barriers 

 

 .__________ قم        ن   (  5

      ف   ( 

    غ   (ب

        (ج

      جز ( 

 

  

6) State the terms of an _____________ in 

specific, clear terms. 

a) Arrangement 

b) Agreement 

c) Argument 

d) Advertisement 

 

 

 .   ض            _____________  ع          ة (  6

     ب ( 

       (ب

  ع ى (ج

  لإعلان   ( 

 

  

7) Use the principles of _____________ to bring 

you a positive outcome in everyday life. 

a) Negotiation 

b) Enunciation 

c) Pronunciation 

d) Procrastination 

 

     م     ئ _____________      ق ن  ج  إ ج     في (  7

 .     ة        

     ض ( 

 إعلا  (ب

   ن ق (ج

     ف ( 

 

  

8) You can reach a positive outcome by 

taking into account some ________, decent 

principles. 

a) Loud 

b) Sound 

c) Quiet 

d) Whispered 

 

   ن     ص ل إ ى ن  ج  إ ج         لال    ع ة  عض (  8

 .________       ئ   لائ  

  ص   ع ل ( 

      (ب

    ئ (ج

   س ( 
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9) In a negotiation via telephone, it can be 

difficult to make an __________ assessment 

of how the other party is responding. 

a) Advisable 

b) Actual 

c) Accurate 

d) Accessible 

 

في       ض ع     ه  ف ، ق            صعب إج  ء (  9

 . لآ  __________     م           ج        ف 

 )          

 فع ي (ب

  ق ق (ج

         ص ل ( 

 

  

10) ______ negotiations make it difficult to 

document the terms of an agreement. 

a) Honest 

b) Phone 

c) Home 

d) Work 

 

 جعل       ض        صعب     ق       ______(  10

 .     ق  

 ص    ( 

    ف (ب

   ص       ئ     (ج

 ع ل ( 
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Module Ten: Review Questions مراجعة الوحدة العاشرة 

1) ___________ on behalf of someone else 

presents some special challenges. 

a) Settling 

b) Dreaming 

c) Negotiating 

d) Working 

 

   ل ___________ ن     ع    ص آ    عض          (  1

 .    ص 

 )          

     م (ب

       ض (ج

 ع ل ( 

 

  

2) Have a clear idea of what ___________ you 

have permission to make. 

a) Exceptions 

b) Concessions 

c) Accusations 

d) Calculations 

 

 .     ف  ة   ض   ع   ___________       لإ        م  ه(  2

     ن ء   ( 

      ز   (ب

   ه     (ج

   ع               ( 

 

  

3) You need to select people who have the 

__________ and the temperament to move 

the negotiation forward. 

a) Expertise 

b) Attitude 

c) Vehicle 

d) Script 

 

    ج إ ى             ص          هم __________ (  3

 .    ز ج              ض   إ ى     م

    ة ( 

      (ب

       (ج

   نصي ( 
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4) What is an essential part of leading a team 

of any kind? 

a) Sharing vehicles 

b) Sharing problems 

c) Sharing information 

d) Sharing dislikes 

 

         جزء      ي      ة ف  ق     ي ن ع؟(  4

     م          ( 

     ل          (ب

           ع      (ج

     م          ( 

 

  

5) Teams need __________ in order to thrive. 

a) Coaches 

b) Water 

c) Information 

d) Food 

 

 .    ج       إ ى __________     جل   ز    (  5

 )          

   ء (ب

  ع     (ج

  ع م ( 

 

  

6) Create a _____ __________ for the 

negotiation. 

a) Team leader 

b) Game plan 

c) Group consensus 

d) Talking point 

 

 .قم  إن  ء _____ __________       ض(  6

 ق ئ       ق ( 

        ع   (ب

 إج  ع    ج  ع  (ج

   ض ع   ن  ش ( 

 

  

7) Some negotiations are so complex that it is 

difficult for one person to _________ all the 

issues. 

a) Master 

b) Manipulate 

c) Maneuver 

d) Maintain 

 

 عض       ض    ع  ة   غ       ث  صعب ع ى   ص      (  7

 .   ض   ___________ ج    

 )      

  ع  ج  (ب

  ن   ة (ج

    ف  ع ى ( 

 

  

8) There is a need for ___________ in situations. 8  )ن     ج   ـ ___________ في      قف . 
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a) Leaders 

b) Balance 

c) Moods 

d) Attitudes 

 

      ة ( 

    ص   (ب

    ز ج (ج

    ج     ( 

 

 

 

 

 

 

 

 

9) When negotiating for someone else make 

sure you have a ________ understanding of 

all the issues. 

a) Little 

b) Thorough 

c) Relative 

d) Minor 

 

عن        ض     جل   ص آ   ،  أ              فهم (  9

 .________  ج       ض   

      ل ( 

    ل (ب

 ن     (ج

              ن ني ( 

 

  

10) ____________ a team of specialists will help 

ensure that you have all the bases covered. 

a) Negotiating 

b) Assembling 

c) Alienating 

d) Involving 

 

    ع  ف  ق         صص   في  ____________(  10

 .ض     غ    ج         ع 

       ض ( 

  ج    (ب

   غ   ب (ج

 )          

 

 


