Ky nang thwong lwong - 2 ngay
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Noi dung Khoéa hoc

Ky nang thwong lvong t6t sé tao mdi quan hé lao dong hai hoa. Day ciing la co sé& cho viéc tang
nang suat va cai thién méi trwong lam viéc. Ky nang thwong lwgng con dong vai tro quan trong

trong viéc xay dwng méi quan hé tét va thuc day viéc ting nang suat.

MUC TIEU
KHOA HOC

KET QUA
KHOA HOC

POI TUONG
HOC VIEN

PHUONG
PHAP DAO
TAO

Toi da 25 hoc vién/
khoéa hoc déi véi cac
khoa té chire tai BW

Khéa hoc nhdm nang cao hiéu biét vé cac cach tiép can
khac nhau khi quan ly mau thuan tai nha may trong do
tap trung chl yéu vao vai trd cla thwong luwong.

Hoc vién sé dugc hwdng dan théng qua céac bai tap thuc
té& thé hién rd vai trd va gia tri cua thuwong lwgng trong
viéc dat dwoc gidi phap chung doi véi cac van dé hang
ngay tai nha may.

Khoa hoc sé bao gdm céc ndi dung nhw mau thuan va
tranh chap phat sinh nhw thé nao va dwai hinh thire nao,
nguyén nhan cta méau thuan, va ky thuat thwong lvong
dé hai bén cung thang. Trong su6t khéa hoc, hoc vién sé
c6 co hoi thao luan va déng vai cac tinh hudng thuwc té
hang ngay tai nha may.

Két thuc khoa hoc, hoc vién sé:

+ Lam ré mau thuan va nguyén nhan mau thuan tai
nha may may

* Biét cac cach tiep can khac nhau dé quan ly mau
thuan .

* Nam ré cac dac diém cla mét thwong lwgng hiéu

ua

. %Q dung duwoc cac ky thuat dé thwong lwong hiéu

qua cac van dé hang ngay tai nha may

« Nhan vién chiju trach nhiém vé dbi thoai xa hoi hoac
thwong lwgng tai noi lam viéc.

Déac biét la: )
- Quan ly cap trung (vi du Nhan sy, San xuat)
- Dai dién cong doan cap co s&
- Thanh vién ban Tw van doanh nghiép

Thao luan Nghién ctru tinh - Héi-dap, tro choi
hudng, déng vai va hoat dong
a_ h CASE |
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NOI DUNG KHOA HOC

Trong khoéa hoc nay, hoc vién
sé dwoc gidi thiéu:

+ Mau thuan va tranh chap
phét sinh nhw thé nao

+ Giai quyét tranh chép théng
qua thuvong lvgng

+ Céc yéu t6 dé thuong lwong
hiéu qua

» Ky thuat thwong lvong: van
dung cau héi, ky thuat LACE
va BATNA trong thuvong
lwong

e Thwong lwgng v&i nhirng
ngwoi khé tinh
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Negotiation Skills - 2 days
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Course Outline

Constructive and good faith negotiation are not just an essential prerequisite to industrial harmony, but also a key
foundation on which workplace conditions and productivity can rise together.

COURSE
OBJECTIVES

LEARNING
OUTCOMES

TARGET
PARTICIPANTS

DELIVERY
STYLE

Max 25 participants for
public courses

This course is aimed at boosting understanding of the
different practical approaches to conflict management
in factory context, with a core focus on the the role of
negotiation.

Participants will be guided through practical exercises which
will demonstrate the role and value of negotiation in reaching
mutually acceptable resolution of conflicts in day-to-day
factory settings.

The course covers key sessions on how -and in what form-
conflicts and disputes can arise, as well as their root causes,
before exploring how proven negotiation techniques can
bring win-win solutions for parties in conflict. Throughout the
course, learners will interact with practical and relevant case
studies from the industry for discussion and role play.

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

- Identify conflicts and their causes in the garment
factory context

- Understand the different approaches to conflict
management

- Be able to identify characteristics of effective
negotiation

- Be equipped to apply techniques for effective
negotiation, in relation to everyday issues arising in
their factory

- Staff with responsibilities for social dialogue or
workplace negotiation.

- Especially useful for:
- Middle managers (e.g. HR, Production)
- Grassroots Trade Union representatives
- PICC members (management and worker side)

Discussions Case Studies and Q&A, games and
Role plays activities
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KEY CONTENTS

In this course, participants will
learn about:

- How do conflicts and disputes
arise?

- Dispute resolution through
negotiation

- Components of effective
negotiation

- Key techniques: using
questions, LACE and BATNA
in negotiation

- Negotiating with difficult
people
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