METPOX AHMHTPAKOMNOYAOZ — ®INOAOTO% 2TO MOY2IKO T'YMNAZIO-A.T. INIOY

MPIN AMO TH AIANPATMATEYzZH

o. Zupdwvw ya to nwe Oa yivel n oulAtnon npv ano tn Slanpayuatevon.

B. EEnyw molol mapAayovTeG i} oLa yEyovoTta (TtponyouHEeva 1) Tautoxpova) eveExetat va SuokoAéPpouv/epnodicouv
T SLanmpaypdtevon.

y. Katavow nota npocwna:

1.a0koUV enidpaon otn Slampaypdatevon epdoavws N adavwg,

2.8&xovtan emidpacn ano tnv dlampayudteuon, UTO TNV Evvola OTL TO amoTEAEoHA TG dtampayudteuong Stapopdpwvel
ouxva ouvonkec Lwng yla tpocwra tou dev dtampaypatevovral, aAAA €ivol oTov KUKAO TwV SLampayOTEVOUEVWV.
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6. Katavow HE oL MPOoEyyLon MPOCEPXOVTAL TA TTPOoWTA O0Th SLanmpaypdtevon:

s O£€Aouv va emAuBel to {TNUA R va yivel Stapaxn, LEow Tng omolac “eriPePBatwvouv” Tov EAUTO TOUG;

s Exouv aloBOnua 1ootNTOG 1 avWTEPOTNTOG TPOG Ta AAAA SLampayUATEVOEVA LEPN;

+* ‘Exouv opilovta BpaxumpoBsopwv/ mpoowplvwy 1 HakpompoBeouwv/ otabepwv emAoywy;

s Amod£yxovtal Tnv k60X VO UTTOXWPNROOUV TIPOG XApn TS SlampayUdteuong [ amoppimtouv kabe umoxwpnon 6nbev
w¢ evdelén aduvaplag;
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METATOMIZH THZ AIANPATMATEY2HZ AMNO TO ANEIAHTIKO TIMHMA 2THN A=ZIA THX ZYNEPrAzIAZz
ZKOTOG €ival n Stampayuatsvon va dnuioupyel afia wepEAeLag yia OAa Ta HEPN LE TN CUVEPYATLA TOUG.
XproLwuo ival va anogpelyetol o eyKAWPLOUOG TNG oKEY NS LOVO

** 0oT1o NMw¢ Ba amodpuyou e va KATABAAOUUE TIHNUAL.

+* 01O NMWC¢ Ba TPOKAAECOUE QUENUEVO TLUNMO 0TV AAAN TTAELPAL.

Malhotra, D. (12/2015). Control the negotiation before it begins. Harvard Business Review, 6o. 66-72
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APXEZ KATA TH AIANMPATMATEYZzH

1.Alaxwpi{ovpe Tou¢ avlpwmoug¢ amé To JATnHA.

2.Ectialoupe ota cupdEpovta/sviadpEpovia OxL oTig OEoELC.

3.EmwvooU e emAoyEG yia apolpaio 0geiog.

4 ETUHEVOUHE VA XPNOLHUOTIOLOUHE QVTLKELUEVIKA KPLTAPLAL.

Shonk, K. (2024). Principled Negotiation: Focus on Interests to Create Value. AvaktnOnke 3/12/2024 amnd
https://www.pon.harvard.edu/daily/negotiation-skills-daily/principled-negotiation-focus-interests-create-value/



https://www.pon.harvard.edu/daily/negotiation-skills-daily/principled-negotiation-focus-interests-create-value/
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NMOAYMEPEIZ AIANPATMATEYZEIZ

1. € TTOLO CUVOLOTILOLLO EVIACOOHOL;
R/ 4 ’ ’
%* OUVOOTILOMOG, Yia VoL (VTAQGOUE OEAN.

¢ OUVOOTILOMOG, YLOL VOL TTPOOTATEVCOUE cUpdEpovTa.

2.Awaxeipion dwadikaoiog
e OPLOMOG TPOCWITOU TIOU cUVTOVLLEL, Lbavika "oudétepou”.

e OXNMUOATIONOG TVOKQ

OEMA 1 OEMA 2
MEPOZ1 | NPOTEPAIOTHTA

MEPOzZ 2

3. YnoAoyilw tnv KaAUtepn EvaAlaktikn o€ Z0ykpLon e pa Zupdwvia anod Alanpaypateuon.
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Shonk, K. (2019). Manage added complexity. 2to Managing Multiparty Negotiations (00.1-5). Harvard Law School.

AvaktnBnke 3/12/2024 ano https://www.pon.harvard.edu/daily/dealmaking-daily/managing-a-multiparty-negotiation/
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KAAYTEPH ENAAAAKTIKH ZE 2YTKPIZH ME MIA ZYMO®OQNIA ANO AIANPATMATEYZH

1.Kataypadw tig eVAAAAKTIKEG ETULAOYEG O€ Eva adLE€0b0.

2.A{loAoyw KaBe evaAAOKTLKN) ETTLAOYN.

3.KaBopilw tnv KAAYTEPH ENAAAAKTIKH ZE 2YTKPIZH ME MIA 2YM®QNIA ANO AIANPATMATEYZH

4.Yriohoyilw tn oupdwvia pe Thv XapnAotepn aia nmov pnopw va anodexodw.

Malhotra, D. (2012). Assess your BATNA using a four-step process. Xto BATNA Basics : Boost Your Power at the Bargaining Table (oc. 1-2). Harvard
Law School. AvaktriBnke 3/12/2024 anod https://www.pon.harvard.edu/freemium/batna-basics-boost-your-power-at-the-bargaining-table/



https://www.pon.harvard.edu/freemium/batna-basics-boost-your-power-at-the-bargaining-table/

METPOX AHMHTPAKOMNOYAOZ — ®INOAOTO% 2TO MOY2IKO T'YMNAZIO-A.T. INIOY

AHMIOYPTIA AZIAZ AMNO TH 2YTKPOY2ZH

1. AflontoloU e Kowva evéladEpovia-cuULPEPOVTA KL [N OVTAYWVLOTIKEG OLLOLOTNTEG.

2. "E€epeuvole" SLadopEC OTLC MPOTLUNOELS KOl OTLG TTPOTEPALOTNTEG.

3. AflomoloUpe TiG S1adopEg oTig MPOPAEYELG KOL OTNV KEKTIUNON KWVSUVOUL».

4. Avtuyustwnifovpe duvntikd pofAnuata edpappoyng eniluong EVOEWG KoL AUECWG.

Bordone, R. C. & Moffitt, M. (2012). Creating Value out of Conflict . 1o The New Conflict Management - Effective

Conflict Resolution Strategies to Avoid Litigation (co. 1-2). Harvard Law School.
AvaktnOnke 3/12/2024 anod
https://www.pon.harvard.edu/freemium/new-conflict-management-effective-conflict-resolution-strategies-to-avoid-litigation/



https://www.pon.harvard.edu/freemium/new-conflict-management-effective-conflict-resolution-strategies-to-avoid-litigation/

