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Services Project.  The Program for the Advancement of Research on Conflict and 

Collaboration contributed to the development of the conflict management and 

leadership modules. 
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Modules 
 
A. Communities of Peace 

1. Conflict Management: Conflict Styles 
2. Conflict Management: Reflective Listening 
3. Leadership  
4. Human Rights 
5. Gender and Gender Awareness 
6. Gender Based Violence 
7. Sexually Transmitted Diseases – HIV/AIDS 

 
B. Small Business Development – Planning for a Business 

8. Introduction to the Business Plan 
9. Business Communication 
10.  What is an Entrepreneur?  Finding Opportunities 
11.  Field Visit to Businesses 
12.  Case Studies and Brainstorming 
13.  Business Plan: Selection and Description of Ventures 
14.  Business Finance: Managing Expenses, Profits/Losses 
15.  Business Finance: Costing and Pricing 
16.  Business Finance: Financial Statements and Budgeting 
17.  Business Finance: Legal Aspects of Small Business Development  
18.  Business Finance: Review and Business Plan 
19.  Microfinance Overview 
20.  Business Plan Review  
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SESSION TITLE:   Conflict Styles 

RATIONALE: Understanding the roots of conflict and conflict styles can 

help participants to be more self-aware and better 

reintegrate into their communities. 

COMPETENCE AREA: Self-awareness, conflict management, communities of 

peace. 

OBJECTIVES OF THE 

SESSION: 

Participants have a better understanding of themselves and 

conflict. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 40 participants 

MATERIALS NEEDED: Paper, writing materials 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 30 minutes 
 

A.  To create a safe space for discussion, the facilitator should set ground rules for 

the session: 

 

Ground Rules 

1. Confidentiality 

2. Suspend judgment 

3. All responsible for learning 

4. Helpful coaching 

5. Real life issues 

6. Safe to make mistakes 

7. A mutual respect for the schedule 

8. Respect other participants 

 
B. To encourage the participation of all group members, this should be followed with 

an activity that allows everyone to speak (an icebreaker): 

 

1. Introduce yourself and a single word to describe how you are feeling this morning. 

 

C. To introduce the session, the facilitator should divide participants into 

groups to discuss:  What words come to mind when you think of conflict? 

 

1. Work in a group at your table. 

 

2. Assign a scribe to copy the words your group lists. When you are done, look at the 

words to see what themes arise. 

 

3. Using different colored markers, make note of whether each word is considered negative, 

positive or neutral. 

 

4. Report the results to the large group.  Facilitator should encourage discussion of words 

that arise. 
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II. Presentation and Demonstration  Time: 50 minutes 

 
A. Introduction to conflict. (5 minutes) 

 

What is conflict? 

1. Conflict is an expressed struggle. 

2. Conflict is between two or more parties, 

3. Conflict is that are interdependent, 

4. Conflict is involving strong emotion, 

5. Conflict is and a perceived blockage to needs and/or values. 

 
B. Activity to encourage participation. (15 minutes) 

 

Activity: Shuffle the Deck 

1. Ask each participant to think about a brief personal conflict situation you are willing to 

share. 

2. Randomly select individuals to share their conflict. 

3. Think about the different conflicts mentioned. What are the sources of conflict? 

 

C. Sources of conflict (5 minutes) 

Conflicts are usually about any of these factors: 

 

1.  The distribution of resources. 

2.  Mutually exclusive goals. 

3.  The means to achieving goals. 

4.  The nature of relationships. 

5.  Values and beliefs. 

 

D. Types of conflict (25 minutes) 

1. If the situation is appropriate, use the attached conflict styles survey. 

a. Conflict Behavior Instrument 

i. This survey consists of several pairs of statements describing 

possible behavioral responses to conflict.  Review each pair of 

statements and select the one that would be most 

characteristic of your behavior.  Circle the “A” or “B” response 

for statement. 

ii. Choose a single frame of reference (e.g., work-related conflicts, 

family, social) and use for all responses. 

iii. There are no right or wrong answers!   

Katz and Lawyer, based on Kenneth W. Thomas and Ralph H. 

Kilman’s Conflict Mode Instrument (1974) 

 

2. If not, discuss the differences between conflict styles: 

a. Accommodator 

b. Avoider 

c. Collaborator 

d. Controller 
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e. Compromiser 

3. Ask participants to discuss the negative and positive attributes of each style. 

 

III. Practice/Production/Application Time: 10 minutes 
Remember: Conflict is an expressed struggle that may occur between two or more parties that 

are interdependent, involving strong emotion, and a perceived blockage to needs and/or values. 

 

The perceived blockage is especially important to understanding conflict! 

 

ASSIGNMENTS/ACTIVITIES: Included above. 

TRAINER 

NOTES: 

 

Conflict Styles: (diagram and conflict styles handout are attached) 
 

 Collaborating:  We both win! 

o Assert your views while also inviting other views. Welcome 

differences; identify all main concerns; generate options; search for 

solution which meets as many concerns as possible; search for 

mutual agreement. 

o Perspective on Conflict: Conflict is natural, neutral. So affirm 

differences, prize each person's uniqueness. Recognize tensions in 

relationships and contrasts in viewpoint. Work through conflicts of 

closeness. 

o Collaborating is good when: you have time and want to work 

something out to satisfy all sides; you care about the other person 

and feel strongly about the issues; you want to get thoughts and 

feels out on the table and deal with them so they do not cause 

problems later. 

o Collaborating is not good when: you don’t care that much 

about the issues; you need to do something quickly (for example, 

an emergency—a fire) 

 Compromising: We meet half way.  We split the difference 

o Urge moderation; bargain; split the difference; find a little 

something for everyone; meet them halfway. 

o Perspective on Conflict: Conflict is mutual difference best 

resolved by cooperation and compromise. If each comes halfway, 

progress can be made by the democratic process. 

o Compromising is good when: you need a quick solution and 

can both give up something; you both want exactly the same thing 

and it can be divided up or shared; you are willing to let chance 

decide; you have tried to satisfy everyone, but it is not working 

o Compromise is not good when: you might work a little longer 

and find a solution that pleases everyone better 

 Accommodating: Giving in 

o Accept the other's view; let the other's view prevail; give in; 

support; acknowledge error; decide it's no big deal or it doesn't 

matter. 

o Perspective on Conflict: Conflict is usually disastrous, so yield. 

Sacrifice your own interests, ignore the issues, put relationships 
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first, keep peace at any price. 

o Accommodating is good when: you are or were wrong about 

something, you care about the person more than the issue 

(example, your spouse) 

o Accommodating is not good when: it happens a lot and you 

wish you could speak up more often 

 Avoiding: I leave. 

o Perspective on Conflict: Conflict is hopeless; avoid it. Overlook 

differences, accept disagreement or get out. 

o Avoiding is good when: you do not care about the issue; you 

are very angry and need time to good off; you are in a dangerous 

situation 

o Avoiding is not good when: you rarely want to deal witht eh 

conflicts in your life; you care about an issue but are afraid to 

speak up; you keep being bothered by a disagreement with 

someone you care about. 

 Forcing: I take charge. 

o Control the outcome, discourage disagreement, insist on my view 

prevailing. 

o Perspective on Conflict: Conflict is obvious; some people are 

right and some people are wrong. The central issue is who is right. 

Pressure and coercion are necessary. 

o Forcing is good when: you need to do something quickly; your 

conscience tells you to do or not to do something that displeases 

others; you know you are right and it is important to you that the 

others recognize that 

o Forcing is not good when: you use it often with people you 

care about or will need to spend time within in the future; you 

want people to feel they can discuss and disagree with you openly. 

 

 

 

 

 

 

 

 

 

  

 

 



Two-dimensional Model of Conflict Styles*
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*Based on Robert Blake and Jayne Mouton, Corporate Excellence 

through GRID Organizational Development, Houston: Golf Publications, 

1971. p. 11.
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Conflict Behavior Survey 

This conflict behavior survey has been designed to assist you in becoming aware of your characteristic 
approach or style in managing conflict. In completing this survey, you are invited to respond by making choice · 
that correspond with your typical behavior in a particular conflict situation. 

Section 1: Survey 
The survey consists of several pairs of statements describing possible behavioral responses to conflict. 

Please review each pair of statements and select the one that would be most characteristic of your behavior. Please 
circle the A orB response in the coluiiUl to the right of the pair. 

Please choose a single frame of reference (e.g., work-related conflicts, family conflicts, social conflicts) 
and keep that frame of reference in mind when responding to all the situations. And remember, as you complete this 
survey, that it is not a test. There are no right or wrong responses. The survey will be helpful to you only to the 
extent that your responses accurately represent your characteristic behavior or attitudes. 

Conflict Behavior Instrument 

STATEMENTS COLUMNS 

1 2 3 4 5 

1. A. You sometimes let the other party take responsibility for A 
resolving the conflict. 

B. Rather than negotiate the issues on which you disagree, B 
you try to stress the issues upon which you both agree. 

2. A. You a~mpt to fmd a compromise solution to the conflict. A --

B. You attempt to deal with all of the other party's concerns B 
as well as your own. 

' 3. A. You are usually finn in pursuing your goals. A 
B. You might attempt to soothe the other party's feelings and B 

seek to preserve your relationship. 

4. A. You attempt to fmd a compromise solution to the conflict. A 
B. You sometimes sacrifice your o~ wishes for the wishes of B 

the other party. 

5. A. You consistently seek the other party's help in working out a A 
solution to the conflict. 

B. You attempt to- do- what is necessary to ayoid useless tension. B-

6. A. You attempt to avoid creating unpleasantness for yourself. A 
B. You attempt.to win your position. B 

7. A. You attempt to postpone the issue until you have had some A 
to think it over. 

B. You give up some points in exchange for others. B 

8. A. You are usually finn in pursuing your goals. A 
B. You attempt to get all concerns and issues inunediately out B 

in the open. 

TOTAL PAGE 1 

3 
·. .. ~· 



STATEMENTS COLUMMS-

1 2 3 4 5 

9. A. You feel that differences are not always worth worrying about. A 
B. You make some effort to get your way. B 

10. A. You are usually fmn in pursuing your goals. A 
B. You attempt to find a compromise solution to conflict. B 

11. A. You attempt to get all concerns and issues immediately out A 
in the open. 

B. You might attempt to soothe the other party's feelings an4 B 
seek to preserve your relationship. 

12. A. You sometimes avoid taking positions which would create A 
controversy. 

B. You will let the other party get some of his/her needs and -B 

interests met if you also get some of yours met. 

13. A. You propose a middle ground. A 
B. You press to get yoUr- points made. B 

14. A. You tell the other party your ideas and ask for his/hers. A 
B. You attempt to show the other party the logic and bene~ts B 

of your position. 

15. A. You might attempt to soothe the other party's feelings and A 
seek to preserve your relationship. 

B. You attempt to do what is necessary to avoid useless tensions. B 
;· 

16. A. You attempt not to hurt the other party's feelings. A 
B. You attempt to convince the other party of the logic and B 

benefits of your position. 

17. A. You are usually fmn in pursuing your goals. A 
B. You attempt to do what is necessary to avoid useless tension. B 

18. A. If it makes the other party happy, you might let him/her A 
maintain his/her views. 

B. You will let the other party get some of his/her needs and B 
interests met if you also get some of yours met. 

19. A. You attempt to get all concerns and issues immediately -A 

out in the open. 
B. You attempt to postpone the issue until you have had some B 

time to think it over. 

20. A. You attempt to immediately work through differences. A 
B. You attempt to find a fair combination of gains and losses B 

for both you and the other party. 

TOTALPAGE2 

4 



STATEMENTS COLUMNS 

1 2 3 4 5 

21. A. In approaching negotiations, you try to be considerate of A 
the other party's wishes. 

a: You always lean towards a direct discussion of the problem. B 

22. A. You attempt to find a position that is intennediate between A 
the other party's position and your position. 

B. You state your-wishes and try to get them met at all costs. B 

23. A. You are very often concerned with satisfying everyone's A 
wishes. 

B. You sometimes let the other party take. responsibility for B 
resolving the conflict. 

24. A. H the other party's position seems very impor;tant to himfher, A 
you would try to meet his/her wishes. 

B. You attempt to get the other party to settle for a compromise. B 

25. A. You attempt to show the other party the logic and benefits A 
of your positions. 

B. In approaching negotiations, you try to be considerate of the B 
other party's wishes. 

26. A. You propose a middle ground. A 
B. You are nearly always concerned with satisfying the wishes B 

.. 

of all parties in a conflict. 

27. A. You sometimes avoid taking positions that would create ;A 

controversy. 
B. If it makes the other party happy, you might let him/her B 

maintain his/her views. 

28. A. You are usually fum in pursuing your goals. A 
B. You consistently seek the other party's help in working B 

out a solutions to the conflict. 

29. A. You propose a middle ground. A 
B. You feel that differences are not always worth worrying about. ·B 

30. A. You attempt not to hurt the other party's feelings. A 
B. You always share the problem with the other per8on so B 

that it can be mutually worked·out. 

TOTALPAGE3 

Based on Kenneth W. Thomas and Ralph H. Kilmamm's Conflict Mode lnstru!UCnt. (Tuxedo. New Y orlc: XLCOM Inc. 1974) used with 
pennission. 5 
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Step 1 
When you have completed all the items in S~tion I of the survey, total the number of circles in each colunm on 
each_page of the in~trument and transfer the totals to the appropriate spaces in figure A on this page. 

Step2 . 
Transfer you column total scores from figure A to figure B, which will indicate your ideal order. 

Step3 
Transfer the style names in figure B. in order from the highest ranking SC91"C fU"St, on to figure c which will shov.r 
your order, and enter the scores in the adjacent blanks. · 

COLUMNS 

Scoring Totals 1 2 3 4 ·S 

Total from page 1 

Total from page 2 

Total from page 3 

Column Totals 

Figure A Scoring Table 

Style Score 
1. Collaborator (Column 1) 

2. Compromiser (Column2) 

3. Accommodator (Column 3) 

4. Controller (Column4) 

s. Avoic;ler (ColumnS) 

Total 

Figure B Ideal Order 

Choice Style Score 

Total 

Figure C Your Order 6 
99 



A Two~Dimensional 
Model of Confl-ict 
Concern for 
Relationship 

10 

5 

Accommodator - 3 
.Yield-Lose/Win 
Score --

- Collaborator - 1 
Win/Win 
Score --

Compro1 niser - 2 
Mini-Wip/Mini-Lose 
Score· 

---1---'---

A voider- 5 
Leave-Lo-se/Win 
Score --

_ Controller - 4 
Win/Lose 
Score --

0 ~--------------~--------------
0 5 10 

Concern for Personal Goals 

100 
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SESSION TITLE:   Reflective Listening 

RATIONALE: Understanding the roots of conflict and conflict styles can 

help participants to be more self-aware and better 

reintegrate into their communities. 

COMPETENCE AREA: Self-awareness, conflict management, communities of 

peace. 

OBJECTIVES OF THE 

SESSION: 

Participants have a better understanding of themselves and 

how to better listen, manage conflict. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 40 participants 

MATERIALS NEEDED: Paper, writing materials 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 15 minutes 
 

In the group, ask participants to define “listening”. 

- What does it mean to listen? 

- What does it feel like to have someone listen to you? 

- What does it feel like when someone does not listen to you? 

 

II. Presentation and Demonstration  Time: 55 minutes 

 
A. Roleplay — facilitators provide an example of poor listening (10 minutes) 

 

1. Facilitators demonstrate poor listening.   

a. Bad body language. 

b. Listener is distracted. 

c. Interrupt each other 

d. Do not show interest. 

 

For example, person A is working in a shop, and person B comes up to buy something.  Person A is 

speaking on the phone and distractedly helping person B.  Person B becomes very frustrated at Person A 

for lack of attention. 

 

Facilitator asks group what they could have done to listen well. Write up suggestions on white 

board as „active listening skills‟. Facilitators add others active listening components not covered by 

group. 

 

Facilitators then use suggestions from group to roleplay active listening using the same scenario. 

This creates the learning tool of the group providing „advice‟ to the facilitator. 

Brief discussion on what was different and the aims of active listening. 

 

B. Introduction to listening (30 minutes) 

 

 Listening is following the thoughts and feelings of others to understand what they are 

saying from their perspective, frame of reference, or point of view. 

 It requires treating the speaker with dignity and respect 
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 Listening is a disciplined skill: you cannot do two things at once if one of them is listening! 

 Reflective Listening is a special type of listening that involves paying respectful attention to 

the content and feelings of another‟s communication, hearing and understanding, and then 

letting the other know that he/she is being heard and understood. It is a process of clearly 

communicating to ensure understanding. 

 Reflective Listening requires two steps: 

1. Hear and understand what the other is saying through his/her words and body 

language. 

2.  Reflect (express) the thoughts and feelings heard through your own words, tone of 

voice, posture, and gestures so that the other knows that he/she is heard and 

understood. 

 Purpose of Reflective Listening: 

 1. To understand what the speaker is saying. 

 2. To help the speaker clarify his/her thoughts and feelings. 

 3. To let the speaker know you have heard and understood. 

 4. To create room inside the other so they can listen to you. 

 

Step 1. Take in cues from the speaker. Cues are things that indicate another person's thoughts or 

ideas. This can include are key words or phrases. Cues can be physical: facial expression, body 

posture or gestures 

 

They can also be auditory: voice tone, tempo, volume, inflection. Furthermore, they can also 

involve feelings and context. 

 

Step 2. Sort cues as to what seems to be most important to the speaker 

 

Step 3. Formulate the response to capture essence of speaker‟s feelings and thoughts 

 

Step 4. Check out your conclusion with the speaker, and check for accuracy (congruency check) 

 

 Example: You‟re feeling ________ about/when/because _______ 

 

(* it is suggested that the facilitators role play an example of active listening)  

 
C. Practice clarifying (15 minutes) 

Ask participants to divide into small groups to practice asking clarifying questions.  The following 

are examples that can be used to demonstrate the activity. 

 

Ask clarifying questions to help interpret what other person is saying.  

Example: Client: “Oh, you know I don‟t have a fixed address. I am living here and there.”  

 
Clarifying statement: Tell me a little bit more about what you mean by here and there.”  

• Paraphrase what the other person has said.  
Example: Client: “I have so much to do – medical appointments, working, taking care of the 

kids. I don‟t know how I‟m going to keep it all together.”  
 

Paraphrase: “You‟re feeling overwhelmed by all of things going on in your life right now.”  

• Mirror or reflect what the other person has said.  
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Example: Client: Why should I tell any of my partners that I‟m HIV positive? Let them find out 
the way I found out – by getting sick.  

 

Mirroring statement: “It sounds like you‟re angry because no one informed you that you 
were exposed to HIV. 
 

 

III. Practice/Production/Application Time: 20 minutes 
Reflective Listening Exercise: Pass the Pen 

 

1. We will break into small groups of about 6-7 people. 

2. Stand in a circle; the person with the pen has the „microphone‟ 

3. Briefly describe a real life conflict you are having to the listener to your right 

4. The listener then reflects back to the speaker the feeling and content of the 

communication 

5. Remember: “You‟re feeling _____________ about/when/because ______________.” 

6. The speaker and listener then discuss and the group, which has been observing offers 

their perspective. 

7. The pen then gets passed to the right (the listener) who now has the „mic‟ to 

communicate to the person on their right, and so on. Then debrief as a large group 

 

After participants return, ask them what they felt during this exercise. What did they learn? 

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER 

NOTES: 

High Risk Listening Responses (to be discussed if time/interest) 
 

Certain listening responses are risky, as they may: 

1. Derail the conversation. 

2. Take the focus off the speaker. 

3. Block the speaker from finding a solution. 

4. Lower the speaker‟s self-esteem. 

5. Distance the listener from the speaker.\ 

6. Diminish the speaker‟s motivation. 

 

High Risk Responses take the focus off the speaker. 

 

Examples of High Risk responses: 

 

 Sending Solutions: 

  • Ordering 

  • Threatening 

  • Moralizing 

  • Advising 

  • Logical Arguments 

  • Questioning 

 

 Evaluating: 

  • Judging 
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  • Praising 

  • Diagnosing 

  • Name-calling 

 

 Withdrawing: 

  • Reassuring 

  • Diverting 

 

High Risk Response Role Play 

 

1. Listen to the following scenario and see what high risk responses are 

given and the reaction it has on the speaker. 

2. Despite the listener‟s good intentions to resolve or manage the 

conflict, what happened? 

 

What do high risk responses communicate? 

 

1. Sending Solutions: “I don‟t believe you are able to work on your 

problem without my help.” 

2. Evaluating: “I will tell you what I think, rather than help you understand 

what you think.” 

3. Avoiding: “I‟m uncomfortable with your feelings and I don‟t know how 

to deal with what you‟re talking about.” 

 

Listening Problem Solving 

 

1. Sometimes the speaker just needs to be heard. 

2. Sometimes listening aids in clearing up confusion. 

3. Sometimes listening results in problem solving. 

 

 

  

 

 



Conflict Management Center 
 
 

Reflective Listening Skills 
Getting a handle on the emotional side to conflicts 

 
Reflective listening is a skill that involves paying respectful attention to the 
content and feelings of another’s communication and then letting the other know 
that he/she is being heard and understood.   
 
 
 
 
 
 
 
 
 
 
 
 
 
Ex. You’re feeling overwhelmed right now with all your school and work 
responsibilities and you don’t know how you will be able to do it all.   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Ex. It sounds like not being able to meet deadlines is very frustrating for you. 
 
 
 
 
 
Remember:  You cannot do two things at once if one of them is listening! 

 

LISTENING 
Reflective Listening requires 2 steps: 

1. Hear and understand what the other is saying through his/her 
words and body language (verbal and non-verbal communication) 

2. Reflect (express) the thoughts and feelings heard through your 
own works, tone of voice, posture and gestures so that the other 
knows that he/she has been heard and understood. 

3. The goal is to lower the emotional level to de-escalate the conflict 
and allow “room” to then explore the content of the conflict. 

 
 
 

REFLECTING 
Step 1:  Take in cues (key words, phrases) 

Content- thoughts, ideas 
Physiology- facial expression, posture, gestures 
Auditory- voice tone, tempo, volume, inflection 
Feelings and Context 

 
Step 2:  Sort cues to determine what seems to be most important to the 
speaker 
 
Step 3:  Formulate response to capture the essence of the speaker’s thoughts 
and feelings (do not parrot their comments) 
 
Step 4:  Use the following phrase to reflect back to the speaker what you have 
heard: 
 “You’re feeling _____________ about/when/because _____________.” 
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SESSION TITLE:   Leadership – Interest Based Problem Solving 

RATIONALE: Understanding positive, collaborative leadership skills is 

key to empowering participants to develop their capacity 

as leaders. 

COMPETENCE AREA: Self-awareness, leadership skills, collaboration; conflict 

management, communities of peace. 

OBJECTIVES OF THE 

SESSION: 

Participants have a better understanding of what makes a 

good leader, and on skills that they can use to improve 

their leadership ability. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35-40 participants (smaller groups preferable) 

MATERIALS NEEDED: Paper, writing materials, Flipchart/chalk board 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 15 minutes 
 

What are the characteristics of a good leader?  Ask participants to think of an individual 

who is a “good” leader.  Ask participants to describe the characteristics that make this person a 

good leader; note responses on a chalk board/flip chart.  Ensure that all participants have the 

opportunity to contribute to this exercise? 

 

Examples might include: honest; competent; forward-looking; inspiring, intelligent; fair, courageous, 

straightforward; moral; good communication skills; passionate; listens well; visionary; confident; 

strong character; responsible; takes initiative; positive attitude; dedicated; creative; calm 

 

Discuss the answers.  Why do these characteristics make a good leader?  Are there any 

important characteristics that were not included in the list? What are characteristics of a bad 

leader? Who can be a leader?  Are the participants in the training session leaders? 

 

After approximately 10 minutes of group discussion, transition the group to move towards the 

presentation and demonstration section of the training. 

 

II. Presentation and Demonstration  Time: 45 minutes 

 
A. Definition of leadership (5 minutes) 

 Leadership is a process by which a person influences others to accomplish an objective 

and directs the organization in a way that makes it more cohesive and coherent.  

 Leadership is a process whereby an individual influences a group of individuals to achieve 

a common goal. 

 Good leaders are made not born. If a person has the desire and will, he or she can 

become an effective leader. Good leaders develop through a continuous process of self-

examination, education, training, practice, and experience. 

 
B. Skills Inventory (15 minutes) 

Ask participants to self-reflect on their leadership skills.  What skills leadership skills do they 

have?  What skills do they need to develop/improve?  Participants can discuss in small groups, a 

large group, or self-reflect (based on their preference). 
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C. Interest based problem solving: A Key Skill for Collaborative Leadership (15 

minutes) 

 

Following the discussion of skills for leadership, the facilitator will describe how collaborative 

leaders use interest based problem solving. 

 

(1) What is Interest-Based Problem Solving/Negotiation? It is the process of finding 

creative solutions that maximize the benefit for both sides of a dispute. 

 

1. Separate the people from the problem 

2. Focus on interests, not positions 

3. Generate a variety of possibilities before deciding what to do 

4. Insist that the options be judged against an agreed-upon standard 

 

Example: We share the land according to terms we both agree to.  I can farm most of the 

land after the rain comes, and you can pasture your animals after my harvest. (Creative solution, 

mutually beneficial). 

 

This is different from Distributive Negotiation, where limited resources are divided. 

 

Example: I want to farm this piece of land.  You want to graze animals on it. We will each take 

half of the land. 

 

(2) What are Positions and Interests 

A Position is what you decide you want in a particular conflict situation. It usually involves a 

specific solution. 

 

Your interests are the reasons you have chosen your position. These are often rooted in 

human needs such as providing for one’s family or earning respect from society. You can identify 

interests by asking: 

 

1. What caused you to decide on your position? 

2. What are the specific needs in a situation which caused you to take a particular position 

or come to a particular position? 

 

Examples of Positions and Interests: 

 

Position (What)     Interest (Why) 

"I should be paid more."                "I need to feed my family." 

"I should be recognized for my work."              "I want the respect for my good work." 

“I demand   _______________, …..”  "…. because ___________________.” 

  "…. in order to  ________________.” 

 

Can you think of more examples of positions and interests? 

 

D. Interest Based Problem Solving Step by Step (10 minutes) 

 

Interest-based Problem Solving  follows this process: 
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1. Identify the problem 

2. Identify interests 

3. Brainstorm solutions 

4. Evaluate options 

5. Decide on an acceptable solution 

6. Develop an action plan 

7. Agreement maintenance 

 

There are personal qualities and skills that are helpful for interest-based negotiation: 

 

1. Qualities: Rapport, Empathy (versus Sympathy), Resourcefulness, Respect and Integrity, 

Responsibility. 

2. Skills in: Self-awareness, Listening, Problem Solving/Negotiation, Assertion. 

 

Reaching a negotiated agreement involves: 

 

1. A search for mutually acceptable agreements to meet the parties’ most important 

interests. 

2. A communication process in which the parties work together to learn from and influence 

other. 

3. Nearly every human communicative interaction involves negotiation. 

4. Negotiation process can be explicit. 

5. Negotiation process can taking place without the participants recognizing that they are 

involved in negotiations at all. 

1.  

III. Practice/Production/Application Time: 30 minutes 
Participants divide into pairs of small groups.  Facilitator will describe a scenario a 

two-sided conflict scenario: for example, a dispute between two families about land 

use.  For each pair, one group will play the role of one side and the other will play the 

opposing side. The facilitators will clearly describe the scenario in detail to all of the 

groups. Facilitators will then explain the steps to negotiation in this section. After 

each step is explained, the groups will perform that step as the role assigned. 

 

Step 1: Preparation. (5 minutes) 

 

Facilitator: Coming to a negotiation well-prepared is important and advantageous.  Well-

prepared leaders and negotiators come to the negotiations with: 

1. An understanding their own interests. 

2. A guess at what the other side’s interests are. 

3. A plan for finding out what the other side’s interests are. 

4. An understanding of their best alternative to negotiations. 

5. An initial position that addresses all of the above. 

6. Clear, consistent criteria for evaluating the other side’s position. 

 

Knowing your best alternative to negotiation is very important. This is your limit: you should 

never accept an agreement that is worse than your best alternative to that agreement. The ability 

to clearly explain this limit in terms of your interests is very helpful in negotiations. 

 

Negotiators should use their best alternative and their interests to define criteria for evaluating 

positions or offers. This allows the negotiator to explain to their partner how they are being 
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consistent and fair in the negotiations.  

 

Groups: Each group should answer the following questions: 

 

1. Why do we care about this problem? [These are our interests.] 

2. Why do we think the other side cares about it? [Those are probably their interests.] 

3. What questions do we need to ask to clarify what the other side really wants? 

[These questions are our plan to discover what their interests are.] 

4. If we do not negotiate, what will probably happen? Will anything change? What is our best 

alternative to negotiations? 

5. What will happen to the other side if negotiations fail? How will that affect them? What is 

their best alternative to negotiations? 

6. What could we offer that addresses the interests of the other side, but is not less than 

our best alternative to negotiating? [This is one realistic offer.] 

 

Step 2: Select and clarify issue or issues (5 minutes) 

 

Facilitator: It is important that both sides agree on what they are negotiating about.  Negotiating 

partners need to select issues, clarify what they mean, and decide which are most important.  

 a) Gain agreement on what the issue(s) are. What is important to one or both of the 

parties involved? 

 

 b) Gain agreement on the sequence in which they will be addressed. Which are the core 

issues that must be addressed in order to solve the problem? 

 

 c) Identify data that needs to be considered to make high quality decisions. What things 

would we need to know to make a good decision? 

 

Step 3: Identify the Other Side’s Interests (2.5 minutes) Identify interests. Why do you 

care about this issue? Why does the other party care about the issue?  

 

Step 4: Form a Joint Statement. (5 minutes)Form a joint statement that explains the 

problem while describing the shared interests. 

 

Step 5: Generate all Possible Options. (5 minutes) 

 

Step 6: Evaluate Options Using Standards. (2.5 minutes) What is possible? What is fair or 

just? What is practical? 

 

Step 7: Develop Agreements and Action Plans. (5 minutes) 

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER 

NOTES: 
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SESSION TITLE:   Human Rights Overview 

RATIONALE: Understanding human rights principles and the human 

rights instruments relevant to Sudan (Comprehensive 

Peace Agreement is important to the reintegration of ex-

combatants. 

COMPETENCE AREA: CPA, Elections, Popular consultation 

OBJECTIVES OF THE 

SESSION: 

At the end of the training session, participants will be able 

to: 

- Define human rights. 

- Understand their rights as a citizen of Sudan. 

- Understand the Comprehensive Peace Agreement 

(CPA) 

- Brief on the elections provision 

- Provision of popular consultation 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35-40 

MATERIALS NEEDED: Paper, writing materials 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 20 minutes 
 

To allow participants to begin thinking about human rights, the facilitator should divide 

participants into groups and ask them to discuss: What are human rights? What do 

human rights mean to you? (10 minutes) 

 

Convening again in the full group, the facilitator will allow each group to share their 
definition of human rights (10 minutes).  As time permits, the facilitator can deepen the 

discussion by introducing other important questions: 

 Do you share the same ideas of human rights with your group? 

 Do you think human rights are universal? Why or why not? 

 

II. Presentation and Demonstration  Time: 60 minutes 

 

A. Human Rights Introduction (15 minutes) 

a. Define Human Rights (see trainers notes) 

“Human rights are rights inherent to all human beings, whatever our nationality, 

place of residence, sex, national or ethnic origin, colour, religion, language, or any 

other status. We are all equally entitled to our human rights without 

discrimination. These rights are all interrelated, interdependent and indivisible.  

Universal human rights are often expressed and guaranteed by law, in the forms of 

treaties, customary international law, general principles and other sources of 

international law. International human rights law lays down obligations of 

Governments to act in certain ways or to refrain from certain acts, in order to 

promote and protect human rights and fundamental freedoms of individuals or 

groups.”  
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b. What defines our human rights?  Facilitator should provide a brief 

overview of existing charters and a summary of what they say (see trainer’s 

notes and attached copies of conventions, treaties, etc.) 

 

B. Rights in Sudan (10 minutes) 

a. Overview of rights in Sudan 

 

b. Sudanese Constitution 

 

C. Comprehensive Peace Agreement (15 minutes) 
 

The Comprehensive Peace Agreement is a set of agreements culminating in January 2005 

that were signed between the Sudan People’s Liberation Movement (SPLM) and the 

Government of Sudan. The CPA was meant to end the Second Sudanese Civil War, 

develop democratic governance countrywide and share oil revenues. It further set a 

timetable by which Southern Sudan would have a referendum on its independence. 

The Comprehensive Peace Agreement (CPA) provides the overall framework for post 

conflict recovery and the restoration of peace and stability in Sudan. Under the CPA, 

Abyei, Blue Nile State, and South Kordofan State/Nuba Mountains were given the special 

status of so-called “Protocol Areas,” with power being shared along predetermined lines. 

Under the mediation of the Intergovernmental Authority on Development (IGAD), the 

Government of the Sudan and the SPLM/A signed a series of six agreements: 

 The Protocol of Machakos: 

Signed in Machakos, Kenya, on 20 July 2002, in which the parties agreed on a 

broad framework, setting forth the principles of governance, the transitional 

process and the structures of government as well as on the right to self-

determination for the people of South Sudan, and on state and religion 

 The Protocol on security arrangements: 

Signed in Naivasha, Kenya, on 25 September 2003 

 The Protocol on wealth-sharing: 

Signed in Naivasha, Kenya, on 7 January 2004 

 The Protocol on Power-sharing: 

Signed in Naivasha, Kenya, on 26 May 2004 

 The Protocol on the resolution of conflict in southern Kordofan/Nuba 

Mountains and the Blue Nile States: 

Signed in Naivasha, Kenya, on 26 May 2004 

 The Protocol on the resolution of conflict in Abyie: 

Signed in Naivasha, Kenya, on 26 May 2004 
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D. Elections & Consultative Processes (10 minutes) 

a. Right to vote 

 

E. Local Resources (10 minutes) 

a. Provide information on where participants can go to learn more about their 

rights & responsibilities 

 Local NGOs 

 Local services 

 

b. Provide information on where participants can go for assistance 

 Local NGOs 

 Local services 

 

 

III. Practice/Production/Application Time: 10 minutes 
 

The facilitator should guide participants in discussing the following questions: 

 

 What are my rights as a Sudanese citizen? 

 What are my responsibilities as a Sudanese citizen? 

 Where can I go for more information, assistance, or help? 

 

 

ASSIGNMENTS/ACTIVITIES:  

 



الأمم المتحدة

 يولد جميع الناس متمتعين بحقوق متساوية غير قابلة للتصرف 
وحريات أساسية.

 وقــد التـزمت الأمـم المتحـدة بدعـم وتعزيـز وحمايـة حقـوق الإنسـان 
 لكـل فـرد. وينبـع هــذا الالتـزام مـن ميثـاق الأمـم المتحـدة الذي يؤكـد مـن جديـد 

إيمان شعوب العالم بحقوق الإنسان الأساسية وبكرامة الإنسان وقيمته.
 وفي الإعلان العالمي لحقوق الإنسان، ذكرت الأمم المتحدة بعبارات واضحة وبسيطة 

الحقوق التي يتمتع بها كل فرد بالتساوي مع غيره.
أنت صاحب هذه الحقوق.

إنها حقوقك.
 اعرف حقوقك، وساعد في الدعوة لها والدفاع عنها من أجلك أنت

ومن أجل الناس إخوانك.

الديباجة

أعضاء  جميع  في  المتأصلة  بالكرامة  الاعتراف  كان  لما 
أساس  هو  الثابتة  المتساوية  وبحقوقهم  البشرية  الأسرة 

الحرية والعدل والسلام في العالم،

أفضيا  قد  وازدراؤها  الإنسان  تناسي حقوق  ولما كان 
إلى أعمال همجية آذت الضمير الإنساني. وكــان غاية 
ما يرنو إليه عامة البشر انبثاق عالم يتمتع فيه الفرد بحرية 

القول والعقيدة ويتحرر من الفزع والفاقة،

ولما كان من الضروري أن يتولى القانون حماية حقوق 
التمرد على  الأمر إلى  المرء آخر  الإنسان لكيلا يضطر 

الاستبداد والظلم،

ولما كان من الجوهري تعزيز تنمية العلاقات الودية بين 
الدول،

في  أكدت  قـد  المتحـدة  الأمـم  شعـوب  كــانت  ولما 
الأساسية  الإنسان  بحقوق  إيمانها  جديد  مـن  الميثاق 
مـن  والنسـاء  للرجـال  وبـما  وقـدره  الفـرد  وبكرامة 
بالرقي  تدفع  أن  على  أمرها  متساوية وحزمت  حقوق 
الحياة في جو من  ترفع مستوى  وأن  قدماً  الاجتماعي 

الحرية أفسح،

مع  بالتعاون  تعهدت  قد  الأعضاء  الدول  كانت  ولما 
الأمم المتحدة على ضمان اطراد مراعاة حقوق الإنسان 

والحريات الأساسية واحترامها،
ولما كان للإدراك العام لهذه الحقوق والحريات الأهمية 

الكبرى للوفاء التام بهذا التعهد،
فإن الجمعية العامة

تنادي بهذا
الإعلان العالمي لحقوق الإنسان على أنه المستوى المشترك 

حتى  والأمم  الشعوب  كافة  تستهدفه  أن  ينبغي  الذي 
يسعى كل فرد وهيئة في المجتمع، واضعين على الدوام 
هذه  احترام  توطيد  إلى  أعينهم،  نصب  الإعلان  هذا 
واتخاذ  والتربية  التعليم  طريق  عن  والحريات  الحقوق 
إجراءات مطردة، قومية وعالمية، لضمان الاعتراف بها 
ومراعاتها بصورة عالمية فعَّالة بين الدول الأعضاء ذاتها 

وشعوب البقاع الخاضعة لسلطانها.

المادة 1

يولد جميع الناس أحراراً متساوين في الكرامة والحقوق، 
بعضهم  يعامل  أن  وعليهم  وضميراً،  عقلًا  وهبوا  وقد 

بعضاً بروح الإخاء.

المادة 2

لكل إنسان حق التمتع بكافة الحقوق والحريات  	- 	1
كالتمييز  تمييز،  أي  دون  الإعلان،  هذا  في  الواردة 
بسبب العنصر أو اللون أو الجنس أو اللغة أو الدين أو 
الرأي السياسي أو أي رأي آخر، أو الأصل الوطني أو 
الاجتماعي أو الثروة أو الميلاد أو أي وضع آخر، دون 

أية تفرقة بين الرجال والنساء.

تمييز  أي  هنـاك  يكـون  فلـن  تقـدّم  عمـا  وفضـلًا  	- 	2
أساسـه الوضـع السيـاسي أو القانـوني أو الـدولي للبلـد أو 
البقعة التي ينتمي إليها الفرد سواء كان هذا البلد أو تلك 
بالحكم  متمتع  أو غير  الوصاية  أو تحت  البقعة مستقلًا 

الذاتي أو كانت سيادته خاضعة لأي قيد من القيود.

المادة 3

لكل فرد الحق في الحياة والحرية وسلامة شخصه.

المادة 4

ويحظر  شخص.  أي  استعباد  أو  استرقاق  يجوز  لا 
الاسترقاق وتجارة الرقيق بكافة أوضاعهما.

المادة 5

لا يعرَّض أي إنسان للتعذيب ولا للعقوبات أو المعاملات 
القاسية أو الوحشية أو الحاطة بالكرامة.

المادة 6

يعترف بشخصيته  أينما وجد الحق في أن  إنسان  لكل 
القانونية.

المادة 7

التمتع  في  الحق  ولهم  القانون  أمام  سواسية  الناس  كل 
بحماية متكافئة منه دون أية تفرقة، كما أن لهم جميعاً 
الحق في حماية متساوية ضد أي تمييز يُخل بهذا الإعلان 

وضد أي تحريض على تمييز كهذا.

المادة 8

الوطنية  المحاكم  إلى  يلجأ  أن  في  الحق  شخص  لكل 
لإنصافه عن أعمال فيها اعتداء على الحقوق الأساسية 

التي يمنحها له القانون.

المادة 9

نفيه  أو  حجزه  أو  إنسان  أي  على  القبض  يجوز  لا 
تعسفاً.

المادة 10

لكل إنسان الحق، على قدم المساواة التامة مع الآخرين، 
نظراً  نزيهة  مستقلة  محكمة  أمام  قضيتــه  تنظـر  أن  في 
عادلًا علنياً للفصل في حقوقه والتزاماته وأية تهمة جنائية 

تُوجّه إليه.

المادة 11

كل شخص متّهم بجريمة يعتبر بريئاً إلى أن تثبت  	- 	1
الضمانات  فيها  له  تؤمّن  علنية  بمحاكمة  قانوناً  إدانته 

الضرورية للدفاع عنه.

اعتُمد بموجب قرار الجمعية العامة 217 ألف )د - 3( المؤرخ 10 كانون الأول/ديسمبر 1948.



الأنباء والأفكار وتلقّيها وإذاعتها بأية وسيلة كانت دون 
تقيد بالحدود الجغرافية.

المادة 20

لكل شخص الحق في حرية الاشتراك في الجمعيات  	- 	1
والجماعات السلمية.

لا يجوز إرغام أحد على الانضمام إلى جمعية ما. 	- 	2

المادة 21

الشؤون  إدارة  في  الاشتراك  في  الحق  فرد  لكل  	- 	1
يختارون  ممثلين  بواسطة  وإما  مباشرة  إما  لبلاده  العامة 

اختياراً حراً.
تقلّد  في  لغيره  الذي  الحق  نفس  شخص  لكل  	- 	2

الوظائف العامة في البلاد.
الحكومة،  سلطة  مصدر  هي  الشعب  إرادة  إن  	- 	3
تجري  دورية  نزيهة  بانتخابات  الإرادة  هذه  عن  ويعبر 
بين  المساواة  قدم  وعلى  السري  الاقتراع  أساس  على 
حرية  يضمن  مماثل  إجراء  أي  حسب  أو  الجميـع، 

التصويت.

المادة 22

لكل شخص بصفته عضواً في المجتمع الحق في الضمانة 
القومي  المجهود  بوساطة  تحقق  أن  وفي  الاجتماعية 
ومواردها  دولة  كل  ونظم  يتفق  وبما  الدولي  والتعاون 
غنى  لا  التي  والتربوية  والاجتماعية  الاقتصادية  الحقوق 

عنها لكرامته وللنمو الحر لشخصيته.

المادة 23

لكل شخص الحق في العمل، وله حرية اختياره  	- 	1
من  الحماية  حق  له  أن  كما  مرضية  عادلة  بشروط 

البطالة.
متساوٍ  أجرٍ  في  الحق  تمييز  أي  دون  فرد  لكل  	- 	2

للعمل.
لكل فرد يقوم بعمل الحق في أجر عادل مرض  	- 	3
يكفل له ولأسرته عيشة لائقة بكرامة الإنسان تضاف 

إليه، عند اللزوم، وسائل أخرى للحماية الاجتماعية.
لكل شخص الحق في أن ينشئ وينضم إلى نقابات  	- 	4

حماية لمصلحته.

المادة 24

الفراغ،  أوقات  وفي  الراحة،  في  الحق  شخص   لكل 
ولا سيما في تحديد معقول لساعات العمل وفي عطلات 

دورية بأجر.

المادة 25

لكل شخص الحق في مستوى من المعيشة كاف  	- 	1
للمحافظة على الصحة والرفاهية له ولأسرته، ويتضمن 
ذلك التغذية والملبس والمسكن والعناية الطبية وكذلك 
الخدمات الاجتماعية اللازمة، وله الحق في تأمين معيشته 

أو  عمل  أداء  جراء  من  شخص  أي  يُدان  لا  	- 	2
يعتبر جرماً  ذلك  إذا كان  إلّا  أداء عمل  عن  الامتناع 
وفقاً للقانون الوطني أو الدولي وقت الارتكاب، كذلك 
لا توقع عليه عقوبة أشد من تلك التي كان يجوز توقيعها 

وقت ارتكاب الجريمة.

المادة 12

أو  الخاصة  حياته  في  تعسفي  لتدخل  أحد  يعرَّض  لا 
أسرته أو مسكنه أو مراسلاته أو لحملات على شرفه 
وسمعته. ولكل شخص الحق في حماية القانون من مثل 

هذا التدخل أو تلك الحملات.

المادة 13

لكل فرد حرية التنقل واختيار محل إقامته داخل  	- 	1
حدود كل دولة.

يحق لكل فرد أن يغادر أية بلاد بما في ذلك بلده  	- 	2
كما يحق له العودة إليه.

المادة 14

لكل فرد الحق أن يلجأ إلى بلاد أخرى أو يحاول  	- 	1
الالتجاء إليها هرباً من الاضطهاد.

لا ينتفع بهذا الحق من قدم للمحاكمة في جرائم  	- 	2
المتحدة  الأمم  أغراض  تناقض  لأعمال  أو  سياسية  غير 

ومبادئها.

المادة 15

لكل فرد حق التمتع بجنسية ما. 	- 	1
أو  تعسفاً  من جنسيته  لا يجوز حرمان شخص  	- 	2

إنكار حقه في تغييرها.

المادة 16

للرجل والمرأة متى بلغا سن الزواج حق التزوج  	- 	1
الدين،  أو  الجنس  بسبب  قيد  أي  دون  أسرة  وتأسيس 
وعند  قيامه  وأثناء  الزواج  عند  متساوية  حقوق  ولهما 

انحلاله.
لا يبرم عقد الزواج إلّا برضى الطرفين الراغبين  	- 	2

في الزواج رضى كاملًا لا إكراه فيه.
الأسرة هي الوحدة الطبيعية الأساسية للمجتمع  	- 	3

ولها حق التمتع بحماية المجتمع والدولة.

المادة 17

لكل شخص حق التملك بمفرده أو بالاشتراك مع  	- 	1
غيره.

لا يجوز تجريد أحد من ملكه تعسفاً. 	- 	2

المادة 18

لكل شخص الحق في حرية التفكير والضمير والدين، ويشمل 
الإعراب  وحرية  عقيدته،  أو  ديانته  تغيير  حرية  الحق  هذا 
الشعائر ومراعاتها، سواء  وإقامة  بالتعليم والممارسة  عنهما 

أكان ذلك سراً أم جهراً، منفرداً أم مع الجماعة.

المادة 19

ويشمل  والتعبير،  الرأي  حرية  في  الحق  شخص  لكل 
هذا الحق حرية اعتناق الآراء دون أي تدخل، واستقاء 

في حالات البطالة والمرض والعجز والترمل والشيخوخة 
لظروف  نتيجة  العيش  وسائل  فقدان  من  ذلك  وغير 

خارجة عن إرادته.
للأمومة والطفولة الحق في مساعدة ورعاية خاصتين.  	- 	2
وينعم كل الأطفال بنفس الحماية الاجتماعية سواء أكانت 

ولادتهم ناتجة عن رباط شرعي أم بطريقة غير شرعية.

المادة 26

يكون  أن  ويجب  التعلم،  في  الحق  لكل شخص  	- 	1
التعليم في مراحله الأولى والأساسية على الأقل بالمجان، 
وأن يكون التعليم الأوّلي إلزامياً وينبغي أن يعمم التعليم 
الفني والمهني، وأن ييسر القبول للتعليم العالي على قدم 

المساواة التامة للجميع وعلى أساس الكفاءة.
يجب أن تهدف التربية إلى إنماء شخصية الإنسان  	- 	2
والحريات  الإنسان  احترام  تعزيز  وإلى  كاملًا،  إنماءً 
الأساسية وتنمية التفاهم والتسامح والصداقة بين جميع 
زيادة  وإلى  الدينية،  أو  العنصرية  والجماعات  الشعوب 

مجهود الأمم المتحدة لحفظ السلام.
تربيــة  نــوع  اختيــار  في  الأول  الحـق  للآبــاء  	- 	3

أولادهم.

المادة 27

في  حراً  اشتراكاً  يشترك  أن  في  الحق  فرد  لكل  	- 	1
حياة المجتمع الثقافي وفي الاستمتاع بالفنون والمساهمة 

في التقدم العلمي والاستفادة من نتائجه.

والمادية  الأدبية  المصالح  الحق في حماية  فرد  لكل  	- 	2
المترتبة على إنتاجه العلمي أو الأدبي أو الفني.

المادة 28

لكل فرد الحق في التمتع بنظام اجتماعي دولي تتحقق 
هذا  في  عليها  المنصوص  والحريات  الحقوق  بمقتضاه 

الإعلان تحققاً تاماً.

المادة 29

يتاح  الذي  المجتمع  على كل فرد واجبات نحو  	- 	1
فيه وحده لشخصيته أن تنمو نمواً حراً كاملًا.

يخضـع الفـرد في ممارسـته حقوقــه وحرياتــه لتلك  	- 	2
الاعتراف  لضمان  فقط،  القانون  يقررها  التي  القيود 
بحقـوق الغير وحرياتــه واحترامهــا ولتحقيـق المقتضيات 
العادلة للنظام العام والمصلحة العامة والأخلاق في مجتمع 

ديمقراطي.
لا يصح بحال من الأحوال أن تمارس هذه الحقوق  	- 	3

ممارسة تتناقض مع أغراض الأمم المتحدة ومبادئها.

المادة 30

ليــس في هـذا الإعــلان نص يجــوز تأويلــه على أنـه يخــوّل 
لدولــة أو جماعــة أو فـرد أي حق في القيام بنشاط أو تأدية 

عمل يهدف إلى هدم الحقوق والحريات الواردة فيه.

إدارة شؤون الإعلام بالأمـم المتحـدة

للحصول على مزيد من المعلومات
www.ohchr.org/english/issues/education/training/udhr.htm 

www.un.org/cyberschoolbus/humanrights/index.asp
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 إن التنمѧѧѧية الѧѧѧتامة والكاملѧѧѧة لѧѧѧبلد مѧѧѧا، ورفاهѧѧѧية العѧѧѧالم،…“ 
من جانبوقضѧية السѧلم، تتطلب جميعا أقصى مشارآة ممكنة          
 ”المرأة على قدم المساواة مع الرجل في جميع الميادين
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 مقدمة
 

 اتخذت خطوة رئيسية نحو تحقيق      1979ديسمبر  / آѧانون الأول   18فѧي    
هѧدف مѧنح المѧرأة المسѧاواة فѧي الحقѧوق عѧندما اعتمدت الجمعية العامة اتفاقية               

ذه الاتفاقية المؤلفة من    وتضع ه . القضѧاء على جميع أشكال التمييز ضد المرأة       
 مѧѧادة، فѧѧي قالѧѧب قانونѧѧي مُلѧѧزم، المѧѧبادئ والتدابѧѧير المقѧѧبولة دولѧѧيا لتحقѧѧيق     30

وجاء اعتمادها تتويجا لمشاورات    . المسѧاواة فѧي الحقѧوق للمѧرأة فѧي آѧل مكان            
اسѧѧتمرت لفѧѧترة خمѧѧس سѧѧنوات والتѧѧي أجѧѧرتها أفѧѧرقة عاملѧѧة مѧѧتعددة واللجѧѧنة        

 .العامةالمعنية بمرآز المرأة والجمعية 

وتكشѧѧف هѧѧذه الاتفاقѧѧية الشѧѧاملة، بدعوتهѧѧا إلѧѧى آفالѧѧة الحقѧѧوق المتسѧѧاوية  
 من سياسية   –للمѧرأة، بصѧرف الѧنظر عѧن حالѧتها الزوجية، في جميع الميادين               

 عمق العزلة والقيود المفروضة على      –واقتصѧادية واجتماعѧية وثقافѧية ومدنѧية         
شريعات وطنية تحرم وهي تدعو إلى سن ت   . المѧرأة علѧى أساس الجنس لا غير       

التمييز، وتوصي باتخاذ تدابير خاصة مؤقتة للتعجيل بتحقيق المساواة الحقيقية 
بيѧѧن الѧѧرجل والمѧѧرأة، وباتخѧѧاذ خطѧѧوات تسѧѧتهدف تعديѧѧل الأنمѧѧاط الاجتماعѧѧية     

 .والثقافية التي تؤدي إلى إدامة هذا التمييز

 ѧѧѧرأة فѧѧѧاوية للمѧѧѧوق المتسѧѧѧة الحقѧѧѧى آفالѧѧѧرى علѧѧѧير الأخѧѧѧنص التدابѧѧѧي وت
المجѧالات السياسѧية وفѧي الحѧياة العامѧة، والمسѧاواة فѧي الحصѧول علѧى التعليم                   
واتاحѧة نفس الخيارات من حيث المناهج التعليمية، وعدم التمييز في التوظيف            

وتشدد . وفѧي الأجѧر، وضѧمانات للأمѧن الوظيفѧي فѧي حѧالات الѧزواج والولادة                
 ѧѧѧؤولية داخѧѧѧي المسѧѧѧرأة فѧѧѧرجل والمѧѧѧاوي الѧѧѧى تسѧѧѧية علѧѧѧياة الاتفاقѧѧѧار الحѧѧѧل إط

آمѧا ترآѧز أيضѧا على الخدمات الاجتماعية، ولا سيما مرافق رعاية             . الأسѧرية 
الأطفѧѧѧѧال، اللازمѧѧѧѧة للجمѧѧѧѧع بيѧѧѧѧن الالѧѧѧѧتزامات الأسѧѧѧѧرية ومسѧѧѧѧؤوليات العمѧѧѧѧل  

 .والمشارآة في الحياة العامة

وتدعѧو مѧواد أخѧرى في الاتفاقية إلى عدم التمييز في الخدمات الصحية               
، بمѧا فѧي ذلѧك الخدمѧات المتصلة بتخطيط الأسرة، وإلى             التѧي تقѧدم إلѧى النسѧاء       

مѧѧنح المѧѧرأة أهلѧѧية قانونѧѧية مماثلѧѧة لأهلѧѧية الѧѧرجل، وتطلѧѧب أن توافѧѧق الѧѧدول          
الأطراف على أن آل العقود والصكوك الخاصة الأخرى التي تقيد من الأهلية            

وتولѧѧي الاتفاقѧѧية اهѧѧتماما   . ”يجѧѧب أن تعتѧѧبر لاغѧѧية وباطلѧѧة   “القانونѧѧية للمѧѧرأة  
 .صا لمشاآل المرأة الريفيةخا
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وتنشѧئ الاتفاقية جهازا للإشراف الدولي على الالتزامات التي تقبل بها            
وسѧѧوف تѧѧتولى لجѧѧنة مѧѧن الخѧѧبراء، تقѧѧوم الѧѧدول الأطѧѧراف بانѧѧتخابهم       . الѧѧدول

 .ويعملون بصفتهم الشخصية، بالنظر في التقدم المحرز

مارس / آذار 1 في   وسѧتدخل هѧذه الاتفاقѧية، التѧي فѧُتح باب التوقيع عليها             
 دولة على التقيد بأحكامها، إما عن طريق التصديق أو          20، بعѧد موافقة     1980

 .الانضمام

 :وتتضمن الصفحات التالية النص الكامل للاتفاقية 
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   المرفق
  اتفاقية القضاء على جميع أشكال التمييز ضد المرأة

 ،إن الدول الأطراف في هذه الاتفاقية 

الأمѧѧم المѧѧتحدة يؤآѧѧد مѧѧن جديѧѧد الإيمѧѧان بѧѧالحقوق       أن ميѧѧثاق إذ تلاحѧѧظ 
الأساسѧѧية للإنسѧѧان وبكѧѧرامة الفѧѧرد وقѧѧدره وبمѧѧا للѧѧرجال والنسѧѧاء مѧѧن حقѧѧوق       

 متساوية،

 يؤآد مبدأ عدم جواز     )1(أن الإعѧلان العالمي لحقوق الإنسان     وإذ تلاحѧظ     
التمييز، ويعلن أن جميع الناس يولدون أحرارا متساوين في الكرامة والحقوق، 

ن لكѧل إنسان حق التمتع بجميع الحقوق والحريات الواردة في هذا الإعلان،    وأ
 دون أي تمييز، بما في ذلك التمييز القائم على الجنس،

 أن الѧدول الأطѧراف فѧي العهديѧن الدوليين الخاصين بحقوق             وإذ تلاحѧظ   
 علѧѧيها واجѧѧب ضѧѧمان حѧѧق الѧѧرجال والنسѧѧاء فѧѧي التمѧѧتع علѧѧى قѧѧدم       )2(الإنسѧѧان

 يع الحقوق الاقتصادية والاجتماعية والثقافية والمدنية والسياسية،المساواة بجم

 الاتفاقѧѧѧيات الدولѧѧѧية المعقѧѧѧودة بѧѧѧرعاية الأمѧѧѧم وإذ تѧѧѧأخذ بعيѧѧѧن الاعتѧѧѧبار 
المتحدة والوآالات المتخصصة، والتي تشجع المساواة في الحقوق بين الرجل          

 والمرأة،

اعتمدتها الأمم  القرارات والاعلانات والتوصيات التي وإذ تلاحظ أيضا 
المѧѧتحدة والوآѧѧالات المتخصصѧѧة للѧѧنهوض بالمسѧѧاواة فѧѧي الحقѧѧوق بيѧѧن الѧѧرجل 

 والمرأة،

، مѧѧع ذلѧѧك، لأنѧѧه علѧѧى الѧѧرغم مѧѧن تلѧѧك الصѧѧكوك      وإذ يسѧѧاورها القلѧѧق  
 المختلفة، لا يزال هناك تمييز واسع النطاق ضد المرأة،

اواة في   إلѧى أن التميѧيز ضد المرأة يشكل انتهاآا لمبدأي المس           وإذ تشѧير   
الحقوق واحترام آرامة الإنسان وعقبة أمام مشارآة المرأة، على قدم المساواة           
مѧѧع الѧѧرجل، فѧѧي حѧѧياة بلدهѧѧا السياسѧѧية والاجتماعѧѧية والاقتصѧѧادية والثقافѧѧية،        
ويعѧѧوق نمѧѧو رخѧѧاء المجѧѧتمع والأسѧѧرة، ويѧѧزيد مѧѧن صѧѧعوبة التنمѧѧية الكاملѧѧة          

 لإمكانات المرأة في خدمة بلدها والبشرية،
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 لأنѧѧه لا تѧѧتاح للمѧѧرأة، فѧѧي حѧѧالات الفقѧѧر، إلا أقѧѧل      يسѧѧاورها القلѧѧق وإذ  
الفѧرص للحصѧول على الغذاء والصحة والتعليم والتدريب والعمالة والحاجات           

 الأخرى،

 بѧѧѧأن إقامѧѧѧة نظѧѧѧام اقتصѧѧѧادي دولѧѧѧي جديѧѧѧد، يسѧѧѧتند إلѧѧѧى  وإقتѧѧѧناعا مѧѧѧنها 
ل الانصѧѧاف والعѧѧدل، سيسѧѧهم إسѧѧهاما بѧѧارزا فѧѧي الѧѧنهوض بالمسѧѧاواة بيѧѧن الѧѧرج

 والمرأة،

 علѧѧى أن استئصѧѧال شѧѧأفة الفصѧѧل العنصѧѧري وجمѧѧيع أشѧѧكال   وإذ تشѧѧدد 
العنصѧѧѧرية والتميѧѧѧيز العنصѧѧѧري والاسѧѧѧتعمار والاسѧѧѧتعمار الجديѧѧѧد والعѧѧѧدوان   
والاحѧѧتلال الأجنبѧѧي والسѧѧيطرة الأجنبѧѧية والѧѧتدخل فѧѧي الشѧѧؤون الداخلѧѧية للѧѧدول 

 آاملا،أمر أساسي بالنسبة إلى تمتع الرجال والنساء بحقوقهم تمتعا 

 أن تعزيѧѧѧز السѧѧѧلم والأمѧѧѧن الدولييѧѧѧن، وتخفѧѧѧيف حѧѧѧدة الѧѧѧتوتر   وإذ تؤآѧѧѧد 
الدولѧѧي، والѧѧتعاون المتѧѧبادل فѧѧيما بيѧѧن جمѧѧيع الѧѧدول بغѧѧض الѧѧنظر عѧѧن نظمهѧѧا     
الاجتماعѧية والاقتصѧѧادية، ونѧѧزع السѧلاح العѧѧام الكѧѧامل ولا سѧيما نѧѧزع السѧѧلاح    

دل والمساواة الѧنووي فѧي ظѧل رقابѧة دولѧية صѧارمة وفعالة، وتوآيد مبادئ الع         
والمنفعة المتبادلة في العلاقات بين البلدان، وإعمال حق الشعوب الواقعة تحت 
السѧѧѧيطرة الأجنبѧѧѧية والاسѧѧѧتعمارية والاحѧѧѧتلال الأجنبѧѧѧي فѧѧѧي تقريѧѧѧر المصѧѧѧير    
والاستقلال، وآذلك احترام السيادة الوطنية والسلامة الإقليمية ستنهض بالتقدم         

ة لذلѧك، فѧي تحقѧيق المسѧاواة الكاملة بين           الاجتماعѧي والتنمѧية، وستسѧهم، نتѧيج       
 الرجل والمرأة،

 بѧѧأن التنمѧѧية الѧѧتامة والكاملѧѧة لѧѧبلد مѧѧا، ورفاهѧѧية العѧѧالم،     واقتѧѧناعا مѧѧنها  
وقضѧية السѧلم، تتطلب جميعا أقصى مشارآة ممكنة من جانب المرأة على قدم              

 المساواة مع الرجل في جميع الميادين،

 العظيم في رفاه الأسرة وفي تنمية      إسهام المرأة  وإذ تضѧع فѧي اعتبارها      
يُعترف به حتى الآن على نحو آامل، والأهمية الاجتماعية          المجѧتمع، الѧذي لѧم     

للأمومѧة ولѧدور الوالديѧن آليهما في الأسرة وفي تنشئة الأطفال، وإذ تدرك أن               
دور المرأة في الإنجاب لا ينبغي أن يكون أساسا للتمييز، بل أن تنشئة الأطفال 

 لا من ذلك تقاسم المسؤولية بين الرجل والمرأة والمجتمع آكل،تتطلب بد

 أن تحقيق المساواة الكاملة بين الرجل والمرأة يتطلب إحداث      وإذ تѧدرك   
 تغيير في الدور التقليدي للرجل وآذلك في دور المرأة في المجتمع والأسرة،
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 علѧى تنفѧيذ المѧبادئ الѧواردة فѧي إعѧلان القضاء على               وقѧد عقѧدت العѧزم      
التميѧيز ضѧد المѧرأة، وعلѧى أن تѧتخذ، لذلك الغرض، التدابير اللازمة، للقضاء               

 على ذلك التمييز بجميع أشكاله ومظاهره،

 : على ما يليقد اتفقت 
 

 الجزء الأول
 1المادة 

أي تفرقة  ” التمييز ضد المرأة  “لأغѧراض هѧذه الاتفاقѧية يعنѧي مصطلح           
ون من آثاره أو أغراضه النيل    أو اسѧتبعاد أو تقيѧيد يѧتم علѧى أساس الجنس ويك            

مѧѧن الاعѧѧتراف للمѧѧرأة، علѧѧى أسѧѧاس تسѧѧاوي الѧѧرجل والمѧѧرأة، بحقѧѧوق الإنسѧѧان 
والحѧريات الأساسѧية فѧي الميادين السياسية والاقتصادية والاجتماعية والثقافية           
والمدنѧѧية أو فѧѧي أي مѧѧيدان آخѧѧر، أو إبطѧѧال الاعѧѧتراف للمѧѧرأة بهѧѧذه الحقѧѧوق أو  

 .ها بغض النظر عن حالتها الزوجيةتمتعها بها وممارستها ل

 2المادة 

تشѧجب الѧدول الأطѧراف جمѧيع أشѧكال التمييز ضد المرأة وتوافق على                
أن تنتهج، بكل الوسائل المناسبة ودون إبطاء، سياسة القضاء على التمييز ضد 

 :المرأة، وتحقيقا لذلك، تتعهد بالقيام بما يلي

رأة في دساتيرها الوطنية    تجسѧيد مѧبدأ المسѧاواة بيѧن الѧرجل والم           )أ( 
أو تشѧريعاتها المناسѧبة الأخرى، إذا لم يكن هذا المبدأ قد أدمج فيها حتى الآن،                
وآفالѧѧѧة التحقѧѧѧيق العملѧѧѧي لهѧѧѧذا المѧѧѧبدأ مѧѧѧن خѧѧѧلال القѧѧѧانون والوسѧѧѧائل المناسѧѧѧبة 

 الأخرى؛

اتخѧاذ المناسѧب مѧن التدابѧير التشѧريعية وغѧيرها، بما في ذلك ما                 )ب( 
 اءات، لحظر آل تمييز ضد المرأة؛يقتضيه الأمر من جز

إقѧѧرار الحمايѧѧة القانونѧѧية لحقѧѧوق المѧѧرأة علѧѧى قѧѧدم المسѧѧاواة مѧѧع      )ج( 
الѧѧرجل وضѧѧمان الحمايѧѧة الفعالѧѧة للمѧѧرأة، عѧѧن طѧѧريق المحѧѧاآم الوطنѧѧية ذات        

 الاختصاص والمؤسسات العامة الأخرى، من أي عمل تمييزي؛

يزية ضѧѧد الامتѧѧناع عѧѧن الاضѧѧطلاع بѧѧأي عمѧѧل أو ممارسѧѧة تميѧѧ    )د( 
 المرأة، وآفالة تصرف السلطات والمؤسسات العامة بما يتفق وهذا الالتزام؛
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اتخاذ جميع التدابير المناسبة للقضاء على التمييز ضد المرأة من  )هـ( 
 جانب أي شخص أو منظمة أو مؤسسة؛

اتخѧاذ جمѧيع التدابѧير المناسѧبة، بمѧا فѧي ذلك التشريع، لتعديل أو                 )و( 
الأنظمة والأعراف والممارسات القائمة التي تشكِّل تمييزا ضد إلغاء القوانين و

 المرأة؛

إلغѧاء جمѧيع أحكѧام قوانيѧن العقوبѧات الوطنѧية التѧي تشكِّل تمييزا                 )ز( 
 .ضد المرأة
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 3المادة 

تѧتخذ الѧدول الأطѧراف فѧي جمѧيع المياديѧن، ولا سيما الميادين السياسية                 
التدابѧѧѧير المناسѧѧѧبة، بمѧѧѧا فѧѧѧي ذلѧѧѧك  والاجتماعѧѧѧية والاقتصѧѧѧادية والثقافѧѧѧية، آѧѧѧل  

التشѧѧريع، لكفالѧѧة تطѧѧور المѧѧرأة وتقدمهѧѧا الكامليѧѧن، وذلѧѧك لتضѧѧمن لهѧѧا ممارسѧѧة  
حقѧѧوق الإنسѧѧان والحѧѧريات الأساسѧѧية والتمѧѧتع بهѧѧا علѧѧى أسѧѧاس المسѧѧاواة مѧѧع       

 .الرجل
 

 4المادة 

لا يعتѧبر اتخѧاذ الѧدول الأطѧراف تدابѧير خاصة مؤقتة تستهدف التعجيل                - 1
لفعلѧية بيѧن الѧرجل والمѧرأة تميѧيزا آمѧا تحѧدده هѧذه الاتفاقѧية، ولكنه                   بالمسѧاواة ا  

يجѧب ألا يسѧѧتتبع بѧѧأي حѧѧال، آنتѧѧيجة له، الإبقѧѧاء علѧѧى معايѧѧير غѧѧير متكافѧѧئة أو     
منفصѧلة؛آما يجѧب وقѧف العمѧل بهѧذه التدابѧير عѧندما تكѧون أهѧداف التكافؤ في                    

 .الفرص والمعاملة قد تحققت

ف تدابير خاصة تستهدف حماية الأمومة،      لا يعتѧبر اتخѧاذ الدول الأطرا       - 2
 .بما في ذلك تلك التدابير الواردة في هذه الاتفاقية، إجراء تمييزيا

 
 5المادة 

 :تتخذ الدول الأطراف جميع التدابير المناسبة، لتحقيق ما يلي 

تعديѧѧل الأنمѧѧاط الاجتماعѧѧية والثقافѧѧية لسѧѧلوك الѧѧرجل والمѧѧرأة،        )أ( 
حѧѧيزات والعѧѧادات العرفѧѧية وآѧѧل الممارسѧѧات     بهѧѧدف تحقѧѧيق القضѧѧاء علѧѧى الت   

الأخѧرى القائمѧة علѧى فكرة دونية أو تفوُّق أحد الجنسين، أو على أدوار نمطية            
 للرجل والمرأة؛

آفالѧة أن تتضѧمن التربѧية الأسѧرية تفهما سليما للأمومة بوصفها              )ب( 
وظѧيفة اجتماعѧية والاعѧتراف بالمسѧؤولية المشѧترآة لكѧل مѧن الرجال والنساء                

 تنشѧئة أطفѧالهم وتطورهѧم، علѧى أن يكون مفهوما أن مصلحة الأطفال هي                فѧي 
 .الاعتبار الأساسي في جميع الحالات

 
 6المادة 
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تѧتخذ الѧدول الأطѧراف جمѧيع التدابѧѧير المناسѧبة، بمѧا فѧي ذلѧك التشѧѧريع،          
 .لمكافحة جميع أشكال الاتجار بالمرأة واستغلال دعارة المرأة
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 الجزء الثاني
 
 7المادة 

  ѧراف جميع التدابير المناسبة للقضاء على التمييز ضد            تѧدول الأطѧتخذ ال
المѧرأة فѧي الحѧياة السياسѧية والعامة للبلد، وبوجه خاص تكفل للمرأة، على قدم                

 :المساواة مع الرجل، الحق في

التصѧѧويت فѧѧي جمѧѧيع الانѧѧتخابات والاسѧѧتفتاءات العامѧѧة، وأهلѧѧية    )أ( 
  أعضاؤها بالاقتراع العام؛الانتخاب لجميع الهيئات التي ينتخب

المشѧارآة فѧي صѧياغة سياسѧة الحكومة وتنفيذ هذه السياسة وفي              )ب( 
شѧѧغل الوظѧѧائف العامѧѧة وتأديѧѧة جمѧѧيع المهѧѧام العامѧѧة علѧѧى جمѧѧيع المسѧѧتويات        

 الحكومية؛

المشѧارآة فѧي جمѧيع المѧنظمات والجمعѧيات غير الحكومية التي              )ج( 
 .تعنى بالحياة العامة والسياسية للبلد

 
 8المادة 

تѧتخذ الѧدول الأطѧراف جمѧيع التدابѧير المناسѧبة لѧتكفل للمѧرأة، علѧى قدم                    
المسѧاواة مѧѧع الѧѧرجل ودون أي تميѧيز، فرصѧѧة تمثѧѧيل حكومѧتها علѧѧى المسѧѧتوى    

 .الدولي والاشتراك في أعمال المنظمات الدولية
 

 9المادة 

تمѧѧنح الѧѧدول الأطѧѧراف المѧѧرأة حقѧѧا مسѧѧاويا لحѧѧق الѧѧرجل فѧѧي اآتسѧѧاب        - 1
وتضѧѧمن بوجѧѧه خѧѧاص ألا يترتѧѧب علѧѧى . سѧѧيتها أو الاحѧѧتفاظ بهѧѧا أو تغيѧѧيرهاجن

الزواج من أجنبي أو تغيير جنسية الزوج أثناء الزواج، أن تتغير تلقائيا جنسية      
 .الزوجة، أو أن تصبح بلا جنسية أو أن تفرض عليها جنسية الزوج

ق بجنسية تمنح الدول الأطراف المرأة حقا مساويا لحق الرجل فيما يتعل - 2
 .أطفالها

 
 الجزء الثالث

 10المادة 
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تѧتخذ الѧدول الأطѧراف جميع التدابير المناسبة للقضاء على التمييز ضد              
المرأة لكي تكفل للمرأة حقوقا مساوية لحقوق الرجل في ميدان التعليم، وبوجه            

 :خاص لكي تكفل، على أساس تساوي الرجل والمرأة

المهنѧѧѧي، وللوصѧѧѧول إلѧѧѧى  نفѧѧѧس الظѧѧѧروف للتوجѧѧѧيه الوظيفѧѧѧي و   )أ( 
الدراسات والحصول على الدرجات العلمية في المؤسسات التعليمية من جميع          
الفѧѧئات، فѧѧي المѧѧناطق الريفѧѧية والحضѧѧرية علѧѧى السѧѧواء؛ وتكѧѧون هѧѧذه المسѧѧاواة 
مكفولѧѧة فѧѧي المѧѧرحلة السѧѧابقة للالѧѧتحاق بالمدرسѧѧة وفѧѧي التعلѧѧيم العѧѧام والتقنѧѧي      

 وآذلك في جميع أنواع التدريب المهني؛والمهني والتعليم التقني العالي، 

توفѧѧѧر نفѧѧѧس المѧѧѧناهج الدراسѧѧѧية، ونفѧѧѧس الامѧѧѧتحانات وهيѧѧѧئات       )ب( 
تدريسѧية تتمѧتع بمؤهѧلات من نفس المستوى ومبان ومعدات مدرسية من نفس              

 النوعية؛

القضѧѧاء علѧѧى أي مفهѧѧوم نمطѧѧي عѧѧن دور الѧѧرجل ودور المѧѧرأة      )ج( 
اله عѧѧن طѧѧريق تشѧѧجيع التعلѧѧيم  علѧѧى جمѧѧيع مسѧѧتويات التعلѧѧيم وفѧѧي جمѧѧيع أشѧѧك  

المخѧتلط وغѧيره مѧن أنواع التعليم التي تساعد في تحقيق هذا الهدف، ولا سيما                
 عن طريق تنقيح آتب الدراسة والبرامج المدرسية وتكييف أساليب التعليم؛

نفѧѧس الفѧѧرص للاسѧѧتفادة مѧѧن المѧѧنح التعليمѧѧية وغѧѧيرها مѧѧن المѧѧنح  )د( 
 الدراسية؛

 إلى برامج التعليم المتواصل، بما في ذلك نفس الفرص للوصول )هـ( 
بѧѧرامج تعلѧѧيم الكѧѧبار ومحѧѧو الأمѧѧية الوظيفѧѧية، ولا سѧѧيما التѧѧي تهѧѧدف إلѧѧى أن         
 تضيق، في أقرب وقت ممكن، أي فجوة في التعليم قائمة بين الرجل والمرأة؛

خفѧض معدلات ترك المدرسة، قبل الأوان بين الطالبات وتنظيم           )و( 
  اللائي ترآن المدرسة قبل الأوان؛برامج للفتيات والنساء

نفѧس الفѧرص للمشѧارآة النشѧطة في الألعاب الرياضية والتربية             )ز( 
 البدنية؛

الوصѧѧول إلѧѧى معلومѧѧات تѧѧربوية محѧѧددة للمسѧѧاعدة فѧѧي ضѧѧمان       )ح( 
 .صحة الأسر ورفاهها، بما في ذلك المعلومات والنصح عن تخطيط الأسرة

 
 11المادة 
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يع ما يقتضي الحال اتخاذه من تدابير للقضاء        تѧتخذ الѧدول الأطراف جم      - 1
علѧى التميѧيز ضѧد المѧرأة فѧي مѧيدان العمѧل لكѧي تكفل لها، على أساس تساوي                     

 :الرجل والمرأة، نفس الحقوق ولا سيما

 الحق في العمل بوصفه حقا غير قابل للتصرف لكل البشر؛ )أ( 

الحѧѧق فѧѧي التمѧѧتع بѧѧنفس فѧѧرص التوظѧѧيف، بمѧѧا فѧѧي ذلѧѧك تطبѧѧيق     )ب( 
 عايير الاختيار نفسها في شؤون التوظيف؛م

الحق في حرية اختيار المهنة والعمل، والحق في الترقي والأمن  )ج( 
الوظيفѧي، وفѧي جمѧيع مزايا وشروط الخدمة، والحق في تلقي التدريب وإعادة              
التدريѧѧب المهنѧѧي، بمѧѧا فѧѧي ذلѧѧك الѧѧتلمذة الصѧѧناعية والتدريѧѧب المهنѧѧي المѧѧتقدم       

 والتدريب المتكرر؛

الحѧق فѧي المساواة في الأجر، بما في ذلك الاستحقاقات، والحق             )د( 
فѧي المسѧاواة فѧي المعاملѧة فѧيما يتعلق بالعمل المتعادل القيمة، وآذلك المساواة                

 في المعاملة في تقييم نوعية العمل؛

الحѧѧق فѧѧي الضѧѧمان الاجتماعѧѧي، ولا سѧѧيما فѧѧي حѧѧالات الѧѧتقاعد،     )هـ( 
شѧيخوخة، وأي شكل من أشكال عدم القدرة        والѧبطالة، والمѧرض، والعجѧز، وال      

 على العمل، وآذلك الحق في إجازة مدفوعة الأجر؛

الحѧق فѧي الوقايѧة الصѧحية وسѧلامة ظѧروف العمل، بما في ذلك                 )و( 
 .حماية وظيفة الإنجاب

توخѧѧِّيا لمѧѧنع التميѧѧيز ضѧѧد المѧѧرأة بسѧѧبب الѧѧزواج أو الأمومѧѧة، ولضѧѧمان    - 2
 :ول الأطراف التدابير المناسبةحقها الفعلي في العمل، تتخذ الد

لحظѧѧѧر الفصѧѧѧل مѧѧѧن الخدمѧѧѧة بسѧѧѧبب الحمѧѧѧل أو إجѧѧѧازة الأمومѧѧѧة   )أ( 
والتمييز في الفصل من العمل على أساس الحالة الزوجية، مع فرض جزاءات 

 على المخالفين؛

لإدخال نظام إحازة الأمومة المدفوعة الأجر أو مع التمتع بمزايا  )ب( 
قѧѧѧد المѧѧѧرأة الوظѧѧѧيفة التѧѧѧي تشѧѧѧغلها أو أقدميѧѧѧتها أو  اجتماعѧѧѧية مماثلѧѧѧة دون أن تف

 العلاوات الاجتماعية؛
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لتشѧجيع توفѧير ما يلزم من الخدمات الاجتماعية المساندة لتمكين            )ج( 
الوالدين من الجمع بين التزاماتهما الأسرية وبين مسؤوليات العمل والمشارآة          

شبكة من مرافق   فѧي الحѧياة العامѧة، ولا سѧيما عѧن طريق تشجيع إنشاء وتنمية                
 رعاية الأطفال؛

لتوفѧير حمايѧة خاصѧة للمѧرأة أثѧناء فترة الحمل في الأعمال التي                )د( 
 .لها يثبت أنها مؤذية

يجѧѧب أن تسѧѧتعرض التشѧѧريعات الوقائѧѧية المتصѧѧلة بالمسѧѧائل المشѧѧمولة    - 3
بهѧذه المادة استعراضا دوريا في ضوء المعرفة العلمية والتكنولوجية، وأن يتم            

 .أو إلغاؤها أو توسيع نطاقها حسب الاقتضاءتنقيحها 
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 12المادة 

تѧتخذ الѧدول الأطѧراف جميع التدابير المناسبة للقضاء على التمييز ضد              - 1
المѧرأة فѧي ميدان الرعاية الصحية من أجل أن تضمن لها، على أساس تساوي               
الرجل والمرأة، الحصول على خدمات الرعاية الصحية، بما في ذلك الخدمات 

 .متعلقة بتخطيط الأسرةال

 من هذه المادة تكفل الدول الأطراف للمرأة       1بالѧرغم مѧن أحكѧام الفقѧرة          - 2
الخدمات المناسبة فيما يتعلق بالحمل والولادة وفترة ما بعد الولادة، وتوفر لها             
الخدمѧѧѧات المجانѧѧѧية عѧѧѧند الاقتضѧѧѧاء، وآذلѧѧѧك الѧѧѧتغذية الكافѧѧѧية أثѧѧѧناء الحمѧѧѧل         

 .والرضاعة
 

 13المادة 

خذ الѧدول الأطѧراف جميع التدابير المناسبة للقضاء على التمييز ضد            تѧت  
المѧرأة فѧي المجѧالات الأخѧرى للحѧياة الاقتصѧادية و الاجتماعية لكي تكفل لها،                 

 :على أساس تساوي الرجل والمرأة، نفس الحقوق ولا سيما

 الحق في الاستحقاقات الأسرية؛ )أ( 

ة، والرهون العقارية الحق في الحصول على القروض المصرفي )ب( 
 وغير ذلك من أشكال الائتمان المالي؛

الحѧق فѧي الاشѧتراك فѧي الأنشطة الترويحية والألعاب الرياضية          )ج( 
 .وفي جميع جوانب الحياة الثقافية

 
 14المادة 

تضѧѧع الѧѧدول الأطѧѧراف فѧѧي اعتѧѧبارها المشѧѧاآل الخاصѧѧة التѧѧي تواجههѧѧا    - 1
        ѧة التѧية، والأدوار الهامѧرأة الريفѧي تأمين أسباب البقاء اقتصاديا         المѧا فѧي تؤديه

لأسѧرتها، بمѧا فѧي ذلѧك عملها في قطاعات الاقتصاد غير النقدية، وتتخذ جميع                
التدابѧير المناسѧبة لضѧمان تطبѧيق أحكѧام هѧذه الاتفاقية على المرأة في المناطق                 

 .الريفية

د تѧتخذ الѧدول الأطѧراف جميع التدابير المناسبة للقضاء على التمييز ض             - 2
المѧرأة فѧي المѧناطق الريفѧية لكѧي تكفѧل لهѧا، علѧى أسѧاس التسѧاوي مع الرجل،                      
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المشѧارآة فѧي التنمية الريفية والاستفادة منها، وتكفل للمرأة بوجه خاص الحق       
 :في

المشѧѧѧارآة فѧѧѧي وضѧѧѧع وتنفѧѧѧيذ التخطѧѧѧيط الإنمائѧѧѧي علѧѧѧى جمѧѧѧيع     )أ( 
 المستويات؛

في ذلك المعلومات   نѧيل تسѧهيلات العѧناية الصѧحية الملائمة، بما            )ب( 
 والنصائح والخدمات المتعلقة بتخطيط الأسرة؛

 الاستفادة بصورة مباشرة من برامج الضمان الاجتماعي؛ )ج( 

الحصѧѧول علѧѧى جمѧѧيع أنѧѧواع التدريѧѧب والتعلѧѧيم، الرسѧѧمي وغѧѧير   )د( 
الرسѧمي، بمѧا فѧي ذلѧك ما يتصل منه بمحو الأمية الوظيفية، والحصول آذلك،                

فوائѧѧد آافѧѧة الخدمѧѧات المجتمعѧѧية والإرشѧѧادية، وذلѧѧك     فѧѧي جملѧѧة أمѧѧور، علѧѧى    
 لتحقق، زيادة آفاءتها التقنية؛

تنظѧيم جماعѧات المساعدة الذاتية والتعاونيات من أجل الحصول           )هـ( 
علѧى فѧرص اقتصѧادية متكافئة عن طريق العمل لدى الغير أو العمل لحسابهن               

 الخاص؛

 المشارآة في جميع الأنشطة المجتمعية؛ )و( 

فرصѧѧѧѧة الحصѧѧѧѧول علѧѧѧѧى الائѧѧѧѧتمانات والقѧѧѧѧروض الزراعѧѧѧѧية،      )ز( 
وتسهيلات التسويق والتكنولوجيا المناسبة، والمساواة في المعاملة في مشاريع         
 إصلاح الأراضي والإصلاح الزراعي وآذلك في مشاريع التوطين الريفي؛

التمѧتع بظѧروف معيشѧية ملائمѧة، ولا سѧيما فيما يتعلق بالإسكان               )ح( 
 .مداد بالكهرباء والماء، والنقل، والاتصالاتوالإصحاح والإ

 
 الجزء الرابع

 15المادة 

 .تمنح الدول الأطراف المرأة المساواة مع الرجل أمام القانون - 1

تمѧنح الѧدول الأطѧراف المѧرأة فѧي الشؤون المدنية، أهلية قانونية مماثلة                - 2
بوجه خاص، وتكفل للمرأة، . لأهلية الرجل، ونفس فرص ممارسة تلك الأهلية

حقوقا مساوية لحقوق الرجل في إبرام العقود وإدارة الممتلكات، وتعاملها على 
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قѧѧدم المسѧѧاواة فѧѧي جمѧѧيع مѧѧراحل الإجѧѧراءات المتѧѧبعة فѧѧي المحѧѧاآم والهيѧѧئات        
 .القضائية

توافق الدول الأطراف على اعتبار جميع العقود وسائر أنواع الصكوك           - 3
 تقيѧѧيد الأهلѧѧية القانونѧѧية للمѧѧرأة باطلѧѧة   الخاصѧѧة التѧѧي لهѧѧا أثѧѧر قانونѧѧي يسѧѧتهدف  

 .ولاغية

تمѧنح الѧدول الأطѧراف الرجل والمرأة نفس الحقوق فيما يتعلق بالقانون              - 4
 .المتصل بحرآة الأشخاص وحرية اختيار محل سكناهم وإقامتهم
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 16المادة 

تѧتخذ الѧدول الأطѧراف جميع التدابير المناسبة للقضاء على التمييز ضد              - 1
فѧي آافѧة الأمѧور المѧتعلقة بالѧزواج والعلاقѧات الأسѧرية، وبوجه خاص                المѧرأة   

 :تضمن، على أساس تساوي الرجل والمرأة

 نفس الحق في عقد الزواج؛ )أ( 

نفѧس الحѧق فѧي حѧرية اختѧيار الѧزوج، وفي عدم عقد الزواج إلا                  )ب( 
 برضاها الحر الكامل؛

 نفس الحقوق والمسؤوليات أثناء الزواج وعند فسخه؛ )ج( 

نفѧѧس الحقѧѧوق والمسѧѧؤوليات آوالѧѧدة، بغѧѧض الѧѧنظر عѧѧن حالѧѧتها     )د( 
الزوجѧية، فѧي الأمѧور المѧتعلقة بأطفالهѧا؛ وفѧي جمѧيع الأحѧوال، تكѧون مصالح                   

 الأطفال هي الراجحة؛

نفѧس الحقѧوق فѧي أن تقѧرر بحѧرية وبشѧعور مѧن المسؤولية عدد                  )هـ( 
علومѧѧات أطفالهѧѧا والفѧѧترة بيѧѧن إنجѧѧاب طفѧѧل وآخѧѧر، وفѧѧي الحصѧѧول علѧѧى الم       

 والتثقيف والوسائل الكفيلة بتمكينها من ممارسة هذه الحقوق؛

نفѧѧѧѧس الحقѧѧѧѧوق والمسѧѧѧѧؤوليات فѧѧѧѧيما يѧѧѧѧتعلق بالولايѧѧѧѧة والقوامѧѧѧѧة  )و( 
والوصѧѧاية علѧѧى الأطفѧѧال وتبنѧѧيهم، أو مѧѧا شѧѧابه ذلѧѧك مѧѧن الأنظمѧѧة المؤسسѧѧية       
الاجتماعية، حين توجد هذه المفاهيم في التشريع الوطني؛ وفي جميع الأحوال           

 تكون مصالح الأطفال هي الراجحة؛

نفѧس الحقѧوق الشخصѧية للزوج والزوجة، بما في ذلك الحق في              )ز( 
 اختيار اسم الأسرة، والمهنة، والوظيفة؛

نفѧѧѧѧس الحقѧѧѧѧوق لكѧѧѧѧلا الزوجيѧѧѧѧن فѧѧѧѧيما يѧѧѧѧتعلق بملكѧѧѧѧية وحѧѧѧѧيازة    )ح( 
الممѧتلكات، والإشѧراف علѧيها، وإدارتهѧا، والتمѧتع بها، والتصرف فيها، سواء              

 .ابل أو مقابل عوض ذي قيمةبلا مق

لا يكون لخطوبة الطفل أو زواجه أثر قانوني، وتتخذ جميع الإجراءات            - 2
فيها التشريع، لتحديد سن أدنى للزواج ولجعل تسجيل الزواج          الضѧرورية، بما  

 .في سجل رسمي أمرا إلزاميا
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 الجزء الخامس
 17المادة 

لاتفاقية، تنشأ لجنة للقضاء    لغѧرض دراسة التقدم المحرز في تنفيذ هذه ا         - 1
تتألف عند بدء نفاذ    ) يشار إليها فيما يلي باسم اللجنة     (علѧى التميѧيز ضѧد المرأة        

الاتفاقية من ثمانية عشر خبيرا وبعد تصديق الدولة الطرف الخامسة والثلاثين 
علѧيها أو انضѧمامها إلѧيها مѧن ثلاثѧة وعشѧرين خبѧيرا مѧن ذوي المكانѧة الخلقية                     

   ѧيعة والكفѧذي تشمله هذه الاتفاقية، تنتخبهم الدول              الرفѧيدان الѧي المѧية فѧاءة العال
الأطѧراف مѧن بيѧن مواطنѧيها ويعملѧون بصѧفتهم الشخصѧية، مع إيلاء الاعتبار             
لمѧѧبدأ الѧѧتوزيع الجغرافѧѧي العѧѧادل ولتمثѧѧيل مخѧѧتلف الأشѧѧكال الحضѧѧارية وآذلѧѧك 

 .النظم القانونية الرئيسية

لسѧѧري مѧѧن قائمѧѧة بالأشѧѧخاص الذيѧѧن ينتخѧѧب أعضѧѧاء اللجѧѧنة بالاقѧѧتراع ا - 2
ولكѧل دولة طرف أن ترشح شخصا واحدا من بين          . ترشѧحهم الѧدول الأطѧراف     

 .مواطنيها

. يجѧرى الانѧتخاب الأول بعد ستة أشهر من تاريخ بدء نفاذ هذه الاتفاقية         - 3
وقѧبل ثلاثѧة أشѧهر علѧى الأقѧل مѧن تاريخ آل انتخاب، يوجه الأمين العام للأمم                   

لѧѧى الѧѧدول الأطѧѧراف يدعوهѧѧا فѧѧيها إلѧѧى تقديѧѧم ترشѧѧيحاتها فѧѧي   المѧѧتحدة رسѧѧالة إ
ويعѧѧد الأميѧѧن العѧѧام قائمѧѧة بالترتيѧѧب الأبجѧѧدي بجمѧѧيع     . غضѧѧون فѧѧترة شѧѧهرين  

الأشѧخاص المرشѧحين علѧى هѧذا الѧنحو، مبيѧنا الѧدول الأطراف التي رشحتهم،                
 .ويقدمها إلى الدول الأطراف

لأطراف يدعو إليه   تجѧرى انѧتخابات أعضѧاء اللجѧنة في اجتماع للدول ا            - 4
وفي ذلك الاجتماع، الذي يشكل اشتراك      . الأميѧن العѧام فѧي مقѧر الأمѧم المѧتحدة           

ثلثѧѧي الѧѧدول الأطѧѧراف فѧѧيه نصѧѧابا قانونѧѧيا له، يكѧѧون الأشѧѧخاص المنتخѧѧبون           
لعضѧوية اللجѧنة هѧم المرشѧحون الذيѧن يحصلون على أآبر عدد من الأصوات                

طѧѧѧراف الحاضѧѧѧرين  وعلѧѧѧى أآѧѧѧثرية مطلقѧѧѧة مѧѧѧن أصѧѧѧوات ممثلѧѧѧي الѧѧѧدول الأ     
 .والمصوتين

غير أن فترة تسعة من     . ينتخѧب أعضاء اللجنة لفترة مدتها أربع سنوات        - 5
الأعضѧاء المنتخبيѧن فѧي الانѧتخاب الأول تنقضي في نهاية فترة سنتين؛ ويقوم                
رئѧѧيس اللجѧѧنة، بعѧѧد الانѧѧتخاب الأول فѧѧورا، باختѧѧيار أسѧѧماء هѧѧؤلاء الأعضѧѧاء      

 .التسعة بالقرعة
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اب أعضѧاء اللجنة الإضافيين الخمسة وفقا لأحكام الفقرات         يجѧرى انѧتخ    - 6
.  مѧѧن هѧѧذه المѧѧادة بعѧѧد التصѧѧديق أو الانضѧѧمام الخѧѧامس والثلاثيѧѧن       4 و 3 و 2

وتنتهѧي ولاية اثنين من الأعضاء الإضافيين المنتخبين بهذه المناسبة في نهاية             
 .ويتم اختيار اسميهما بالقرعة من قبل رئيس اللجنة. فترة سنتين

لمѧѧلء الشѧѧواغر الطارئѧѧة، تقѧѧوم الدولѧѧة الطѧѧرف التѧѧي آѧѧف خبѧѧيرها عѧѧن   - 7
العمѧل آعضѧو فѧي اللجѧنة بتعييѧن خبѧير آخѧر مѧن بيѧن مواطنѧيها، رهنا بموافقة                 

 .اللجنة

يѧتلقى أعضѧاء اللجѧنة، بموافقة الجمعية العامة، مكافآت تدفع من موارد              - 8
 إيѧѧلاء الاعتѧѧبار الأمѧѧم المѧѧتحدة بالأحكѧѧام والشѧѧروط التѧѧي تحددهѧѧا الجمعѧѧية، مѧѧع 

 .لأهمية المسؤوليات المنوطة باللجنة

يوفѧر الأميѧن العѧام للأمѧم المѧتحدة مѧا يلѧزم اللجѧنة من موظفين ومرافق                    - 9
 .للاضطلاع بصورة فعالة بالوظائف المنوطة بها بموجب هذه الاتفاقية

 
 18المادة 

، للنظر  تѧتعهد الѧدول الأطѧراف بѧأن تقدم إلى الأمين العام للأمم المتحدة              - 1
مѧѧن قѧѧبل اللجѧѧنة، تقريѧѧرا عمѧѧا اتخذتѧѧه مѧѧن تدابѧѧير تشѧѧريعية وقضѧѧائية وإداريѧѧة     
وغѧѧيرها مѧѧن أجѧѧل إنفѧѧاذ أحكѧѧام هѧѧذه الاتفاقѧѧية، وعѧѧن الѧѧتقدم المحѧѧرز فѧѧي هѧѧذا       

 :الصدد، وذلك

 في غضون سنة واحدة من بدء النفاذ بالنسبة للدولة المعنية؛ )أ( 

ذلك آلما طلبت اللجنة وبعد ذلك آل أربع سنوات على الأقل، وآ )ب( 
 .ذلك

يجѧوز أن تبيѧن الѧتقارير العوامل والصعاب التي تؤثر على مدى الوفاء               - 2
 .بالالتزامات المقررة في هذه الاتفاقية

 
 19المادة 

 .تعتمد اللجنة النظام الداخلي الخاص بها - 1

 .تنتخب اللجنة أعضاء مكتبها لفترة سنتين - 2
 

 20المادة 
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فѧي العѧادة لفѧترة لا تѧزيد علѧى أسبوعين سنويا للنظر في               تجѧتمع اللجѧنة      - 1
 . من هذه الاتفاقية18التقارير المقدمة وفقا للمادة 

تعقѧѧد اجѧѧتماعات اللجѧѧنة عѧѧادة فѧѧي مقѧѧر الأمѧѧم المѧѧتحدة أو فѧѧي أي مكѧѧان     - 2
 .مناسب آخر تحدده اللجنة
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 21المادة 

المѧѧتحدة بواسѧѧطة تقѧѧدم اللجѧѧنة تقريѧѧرا سѧѧنويا إلѧѧى الجمعѧѧية العامѧѧة للأمѧѧم  - 1
المجلѧѧѧس الاقتصѧѧѧادي والاجتماعѧѧѧي، عѧѧѧن أنشѧѧѧطتها، ولهѧѧѧا أن تقѧѧѧدم مقѧѧѧترحات 
وتوصѧيات عامѧة مبنѧية علѧى دراسѧة الѧتقارير والمعلومѧات الѧواردة مѧن الدول                   

وتѧѧѧدرج تلѧѧѧك المقѧѧѧترحات والتوصѧѧѧيات العامѧѧѧة فѧѧѧي تقريѧѧѧر اللجѧѧѧنة  . الأطѧѧѧراف
 .مشفوعة بتعليقات الدول الأطراف، إن وجدت

ميѧѧن العѧѧام تقاريѧѧر اللجѧѧنة إلѧѧى لجѧѧنة مرآѧѧز المѧѧرأة، لغѧѧرض        يحѧѧيل الأ - 2
 .إعلامها

 22المادة 

يحѧق للوآѧالات المتخصصѧة أن تمѧثّل لѧدى الѧنظر فѧي تنفѧيذ مѧا يقѧع في                       
وللجنة أن تدعو الوآالات المتخصصة     . نطاق أنشطتها من أحكام هذه الاتفاقية     

 .قع في نطاق أنشطتهاإلى تقديم تقارير عن تنفيذ الاتفاقية في المجالات التي ت
 

 الجزء السادس

 23المادة 

لѧѧيس فѧѧي هѧѧذه الاتفاقѧѧية مѧѧا يمѧѧس أي أحكѧѧام تكѧѧون أآѧѧثر تيسѧѧيرا لتحقѧѧيق   
 :المساواة بين الرجل والمرأة وتكون قد وردت

 في تشريعات دولة من الدول الأطراف؛ )أ( 

أو فѧي أيѧة اتفاقية أو معاهدة أو اتفاق دولي آخر نافذ بالنسبة إلى                )ب( 
 .لك الدولةت
 

 24المادة 

تѧتعهد الѧدول الأطѧراف باتخѧاذ جمѧيع مѧا يلѧزم مѧن تدابѧير علѧى الصعيد                      
الوطنѧѧѧي تسѧѧѧتهدف تحقѧѧѧيق الإعمѧѧѧال الكѧѧѧامل للحقѧѧѧوق المعѧѧѧترف بهѧѧѧا فѧѧѧي هѧѧѧذه 

 .الاتفاقية
 

 25المادة 

 .يكون باب التوقيع على هذه الاتفاقية مفتوحا لجميع الدول - 1
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 .متحدة وديعا لهذه الاتفاقيةيسمى الأمين العام للأمم ال - 2

وتودع وثائق التصديق لدى الأمين العام . تخضع هذه الاتفاقية للتصديق - 3
 .للأمم المتحدة

ويѧѧنفذ . يكѧѧون بѧѧاب الانضѧѧمام إلѧѧى هѧѧذه الاتفاقѧѧية مفѧѧتوحا لجمѧѧيع الѧѧدول     - 4
 .الانضمام بإيداع وثيقة الانضمام لدى الأمين العام للأمم المتحدة

 
 26المادة 

يجѧѧوز لأي دولѧѧة مѧѧن الѧѧدول الأطѧѧراف، فѧѧي أي وقѧѧت، أن تطلѧѧب إعѧѧادة   - 1
الѧنظر فѧي هذه الاتفاقية، وذلك عن طريق إشعار آتابي يوجه إلى الأمين العام               

 .للأمم المتحدة

تقѧرر الجمعѧية العامѧة للأمѧم المѧتحدة مѧا يѧتخذ مѧن خطوات، إن لزمت،                    - 2
 .فيما يتعلق بذلك الطلب

 
 27المادة 

هذه الاتفاقية في اليوم الثلاثين بعد تاريخ إيداع وثيقة التصديق        يѧبدأ نفاذ     - 1
 .أو الانضمام العشرين لدى الأمين العام للأمم المتحدة

بالنسѧبة لكѧل دولѧة تصѧدق علѧى هѧذه الاتفاقѧية أو تنضѧم إلѧيها بعѧد إيداع                       - 2
عد وثѧيقة التصѧديق أو الانضمام العشرين، يبدأ نفاذ الاتفاقية في اليوم الثلاثين ب            

 .تاريخ إيداع هذه الدولة وثيقة تصديقها أو انضمامها
 

 28المادة 

يتلقَّى الأمين العام للأمم المتحدة نص التحفظات التي تبديها الدول وقت            - 1
 .التصديق أو الانضمام، ويقوم بتعميمها على جميع الدول

 .لا يجوز إبداء أي تحفظ يكون منافيا لموضوع هذه الاتفاقية وغرضها - 2

يجѧѧوز سѧѧحب الѧѧتحفظات فѧѧي أي وقѧѧت بتوجѧѧيه إشѧѧعار بهѧѧذا المعѧѧنى إلѧѧى  - 3
ويصبح . الأميѧن العѧام للأمѧم المѧتحدة، الѧذي يقѧوم عندئذ بإبلاغ جميع الدول به                

 .ذلك الإشعار نافذ المفعول اعتبارا من تاريخ تلقِّيه
 

 29المادة 
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-  

طراف يعرض للتحكيم أي خلاف ينشأ بين دولتين أو أآثر من الدول الأ - 1
حѧول تفسѧير أو تطبѧيق هذه الاتفاقية ولا يسوى عن طريق المفاوضات، وذلك               

وإذا لѧم يتمكѧن الأطѧراف، خѧلال ستة          . بѧناء علѧى طلѧب واحѧدة مѧن هѧذه الѧدول             
أشѧѧهر مѧѧن تѧѧاريخ طلѧѧب التحكѧѧيم، مѧѧن الوصѧѧول إلѧѧى اتفѧѧاق علѧѧى تنظѧѧيم أمѧѧر        

عدل الدولية  التحكѧيم، جѧاز لأي من أولئك الأطراف إحالة النزاع إلى محكمة ال            
 .بطلب يقدم وفقا للنظام الأساسي للمحكمة

لأيѧة دولة طرف أن تعلن لدى توقيع هذه الاتفاقية أو التصديق عليها أو               - 2
ولا تكون  .  من هذه المادة   1الانضѧمام إلѧيها أنهѧا لا تعتѧبر نفسها ملزمة بالفقرة             

ت تحفظا الѧدول الأطѧراف الأخѧرى ملزمة بتلك الفقرة إزاء أية دولة طرف أبد          
 .من هذا القبيل

 من هذه المادة أن تسحب      2لأيѧة دولѧة طѧرف أبѧدت تحفظѧا وفقѧا للفقѧرة                - 3
 .هذا التحفظ متى شاءت بإشعار توجهه إلى الأمين العام للأمم المتحدة

 
 30المادة 

تѧѧودع هѧѧذه الاتفاقѧѧية، التѧѧي تتسѧѧاوى نصوصѧѧها الاسѧѧبانية والانكلѧѧيزية        
فرنسѧية فѧي الحجѧية، لدى الأمين العام للأمم          والروسѧية والصѧينية والعربѧية وال      

 .المتحدة

، قѧام الموقعѧون أدنѧاه، المفوضون حسب الأصول، بتوقيع           وإثѧباتا لذلѧك    
 .هذه الاتفاقية
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ِٚ ـ ٛ ّ ث ٰز فٴ٪ جِٓ   ثص
ٰز ثٛوجٟز  ؾ٠و ٛ ً ث ثٌٓ ْ ٩ثٷ٣ؼ٠جٝ د٠٪ؽخ  ظوٯ نٰ ٩ثضٛ ٓ٪ ػٌش ضٜٛ ه هض٠وس ٩  ث

ٴٟٞ ث٠ٛضقور  ك ُٮ  44/25ٛ ً ٯ٢ٌ ثغٛج٣ٮ 20ث٠ٛؤ ٌ /صش  ٣1989٪٠ُذ
ِجى ٯًل دوء ث٤ٛ ٙ 2: صج ٌ /أٯٜ٪ ٠ٜجهر 1990ذّض٠ذ ٛ   49، ٩ُٴج 

 ثٛوٯذجؽز
زٰ، ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ  إ١ ثٛو٩

٫ٌ أ٦٣  هؼجء إى ص نٰ أ ؾ٠ٛ طزٜ  ٠ضؤ ٛ زٟ ث ثٌ٘ ٛ ٍ دج هضثٌ ٚ ثٷ ٘ ٠ضقور، ٯش ٛ ٳٟٞ ث جّ ث ٮُ ٟغٰ ٠و٤ٜز  ٛ ها ث ٠ذج ٜ ٛ ٴج  ُ ٩
،ٞٛ وٛج ٮُ ث  ٜٞ ْ ٛ ٯٌز ٩ثوٛوثزٛ ٩ث قٛ جُ ث ّ ٍ، أ ٌ ظ ٴجدزٜ ضٜٛ ٛ ٌ ث ٰ ً ج٩ْٯز ٩ ٠ض ٛ ٨ٞ ث ٓ ٯٌز ٩دقٴ٪ ٌر ثذٛش ّ ٳ  ث

جّ إٯ٠ ٠غٰ ٛ ٮُ ث ٗوس ٢ٟ ؽوٯو  ٓو أ ٠ضقور  ٛ ٳٟٞ ث ح ث ٧ج أ١ شو٪ ً هضذج ٮُ ث ج١ْ ٩إىث صؼن  ٛٶ٣ زٰ  ّ جّ ٳ ٪ّ ث قٛٴ ج٨٣ج دج
ٮُ ؽ٪ ٢ٟ  قٛجٰر  ٪٫ ث نُ ضْٟ ٌ ٓوجٟ ٩ص هٮ  ٷؽض٠ج ٬ٓ ث ٌ ٛ نُ دج ٬ٜ أ١ صو ه  َٝ وٛ هٴوس ث ٥ً، ٩ ٓو ٌه ٩ ِ ٛ زٟ ث ثٌ٘ ٩د

ـ، ْ ُ ٯٌز أ قٛ  ث
 ٢ٰ ط ٛنج ٢ٰ ث ٰ ٛ و٨ٛوٯ٢ ثٛو٩ ٬ُ ث ج١ْ ٩ ٵ٣ ٪ّ ث قٛٴ ٠ٮ  ٛ وٛج هٸ١ ث ٵ ٮُ ث ه٤ٜش،  ٓو أ ٠ضقور  ٛ ٳٟٞ ث ًٕ أ١ ث ٩إىث صو

ٛ ج١ْ، أ١  ٵ٣ ٪ّ ث م ٢ٟ دقٴ أ٭ ٣٪ ٪ٕ، ه١٩  ٘ ظ ٛ ٜٖ ث ٮُ ص ًهر  ٯٌجس ثٛ٪ث قٛ ٪ّ ٩ث قٛٴ نٰ ث فْ ثض٠ٛضن دؾ٠ ج١ْ  ٚ إ٣ ٘
 ٚ ط ٳ ٥ٌ أ٩ ث ٰ ً ٮّ أ٩  جْٰ ٛ أ٭ ث ٌ ٛ زٌ أ٩ ثٛوٯ٢ أ٩ ث ٜ ٛ ٤ِ أ٩ ث ؾ ٛ ٜ٪١ أ٩ ث ٛ ٌ أ٩ ث ظ و٤ٛ خ ث ذْ َ د ٰ ٰ َ جٗض٠ٛ ٰ ٰ م ثض٠ٛ أ٣٪ث

،ٖٛ ٬ٜ ى ه ٴش  ِ ٌ، ٩ثص م ٭ ٩ػن آ ٛو أ٩ أ ٪٠ ٛ ٩ر أ٩ ث ٌ هٮ أ٩ ثغٛ ٮٟ أ٩ ثٷؽض٠ج ٴ٪ ٛ  ث
هجٯز ٩إ ً ٮُ  قْ  ٛ زٛ ث ٪ِ ٜـ ٛ ج١ْ أ١  ٵ٣ ٪ّ ث قٛٴ ٠ٮ  ٛ وٛج هٸ١ ث ٵ ٮُ ث ه٤ٜش  ٓو أ ٠ضقور  ٛ ٳٟٞ ث ٬ٛ أ١ ث ٌ إ ٰ ى صش

،٢ٰ طض مج جْهور  ٟ٩ 
ُثٌه٧ج  نٰ أ ج٧ًُزٰ ؽ٠ زٰ ٠٤ٛ٪ ٩ وٰ ذـ ٛ ٠ؾض٠ن ٩ثذٛتٰز ث ٜ ٛ زٰ  ّ جّ ٳ ٧ج ثٛ٪فور ث ً هضذج ٌر، دج ّ ٳ ٨٤ٟج دؤ١ ث هج  ٩ثض٤ٓج

٠ ٛ ق٠ٛجٯز ٩ث ٬ٛ ث ٮٌ أ١ ص٪ ٙ، ٯ٤ذ طز ثٳؿجِ ٚ ٩دنج م ؤ٩ْجٰٛص٨ج هث ٚ د٠ جٟ٘ ٛ م ث ـٸ ٢٘ ٢ٟ ثٷػ ٢ٰ ضٛض٠ ٛٸضٍٟ جْهور ث
٠ؾض٠ن، ٛ  ث

ٮُ ؽ٪ ٢ٟ  زٰ  ٜ هجة ٮُ دتٰز  ٮٌ أ١ ٯ٤شؤ  ٴج، ٯ٤ذ ّ هج جٟٗٸ ٩ض٤ٟج ٌ ه ٌ ظض٦ٰ ص م شن ٌ ه ٌ ٮٗ صض  ،ٚ ِ ٛـ ٌ دؤ١ ث ٩إى صٴ
٠قذز ٩ثضٛج٧ِٞ، ٛ وْجهر ٩ث ٛ  ث

ٛ ٮُ ث ٌهٯز  ُ قٰجٰ فجٰر  ٛ هوثهث جٟٗٸ  ٚ إ ِ ٛـ هوثه ث ٮٌ إ ٫ٌ أ٦٣ ٯ٤ذ ٮُ ٩إى ص ٠و٤ٜز  ٛ جٰٜ ث وٛ ٚ ث ٠غ ٛ ٩ؿ ث ٌ دٌض٦ٰ د ٠ؾض٠ن ٩ص
مجء، ٵ ج٩ْثر ٩ث ٠ ٛ ٯٌز ٩ث قٛ ـ ٩ث جْٟ زٟ ٩ثضٛ ثٌ٘ ٛ ٜٞ ٩ث ْ ٛ ٩ؿ ث ٌ طج د ظ٪ م ٠ضقور، ٩ ٛ ٳٟٞ ث جّ ث  ٟغٰ

وٛجٝ   ٚ ِ ٛـ ٪ّ ث قٛٴ  َ ٰ هٸ١ ؽ٤ ٮُ إ سٌ  ٗ وٓ ى  ٚ ِ ٜـ ٛ طز  مج هجٯز  ً  ٌ ٰ ُ ٬ٛ ص٪ قٛجؽز إ ٧ج أ١ ث ً هضذج ٮُ ث ٩إى صؼن 
ه 1924 ٚ ثيٛ٭ ث ِ ٛـ ٪ّ ث هٸ١ فٴ ٬ُ إ ٮُ ٩ زٟ  وٛج زٰ ث ٯ٢ٌ ثغٛج٣ٮ 20ض٠وص٦ ثؾ٠ٛو ٌ /صش ٠ذ ُ ٍ د٦  ٣1959٪ ٌ ٠وض ٛ ٩ث

زٰ  ّ جْٰ ٛ زٰ ٩ث ٠و٣ ٛ ٪ّ ث قٛٴ ٛنجص دج و٨ٛو ثٛو٩ٮٛ ث ٬ُ ث ج١ْ ٩ ٵ٣ ٪ّ ث قٛٴ ٠ٮ  ٛ وٛج هٸ١ ث ٵ ٢ٰ )ٮُ ث ٠جهص ٛ ٮُ ث ٠ج  ٰ ّ ٩ٷ
زٰ ( ٩24  23 ُ زٰ ٩ثغٛٴج ه ظجهٯز ٩ثٷؽض٠ج ٪ّ ثٷضٓ قٛٴ نٛجص دج و٨ٛو ثٛو٩ٮٛ ث ٬ُ ث ٠)٩ ٛ ٮُ ث ٠ج  ٰ ّ ٬ُ ( 10جهر ٩ٷ  ٩

،ٚ ِ ٛـ ٌ ث ٰ زٰ دن ٠و٤ ٛ زٰ ث ٛ ٤٠ل٠جس ثٛو٩ ٛ ظز ٩ث ظ ٠ضن ٛ ٜ٪جٗٷس ث ٛ ظزٜ  ٛ ٪ٕ ىثس ث ٘ ظ ٛ زٰ ٩ث ّ جّ ٳ ٤لٞ ث ٛ  ث
٧ج  ً هضذج ٮُ ث طز، "٩إى صؼن  مج هجٯز  ً ٬ٛ إؽثٌءثس ٩جٓٯز ٩ ٮٜ، ٯقضجػ إ وٛٴ وٝ ٣ؼؾ٦ ثٛذو٣ٮ ٩ث ه خ  ذْ ٚ، د ِ ٛـ أ١ ث

ٚ ثٛ٪ٷهر ٩دوو٧ج ذٓ ذّز،  ٤ٟج زٰ  ٖٛ ف٠جٯز ج٣ٓ٪٣ ٮُ ى ٖٛ" د٠ج  ٚ، ٩ى ِ ٛـ ٪ّ ث هٸ١ فٴ ٮُ إ ٠ج ؽجء  ٗ 
هجٯض٨ٞ، ٟن  ً ٩ ٙ ظزٜ دق٠جٯز ثٳؿجِ ٠ض ٛ زٰ ث ٛٴج٣٪٣ زٰ ٩ث ه ٷؽض٠ج ها ث ٠ذج ٛ ْٜ دج ٠ضو ٛ هٸ١ ث ٵ ج٘ٝ ث ٬ٛ أف ٌ إ ٰ ٩إى صش

٠ضقور ثٛو٣جٰ ث٠٤ٛ٪ىؽزٰ  ٛ ٳٟٞ ث هو ث ٓ٪ث  ٬ٛ ٪ؿ٤ٮ ٩ثٛو٩ٮٛ، ٩إ ٛ ظوٰوٯ٢ ث ٛ ٬ٜ ث ه قٛؼج٣ز ٩ثضٛذ٤ٮ  نٛجص دج ثٷ٧ض٠جٝ ث
ٳف ؼٓجء ث ًر شت٪١  ط ٵهث ٢ٰ)وث ٘ هو د ًا (ٓ٪ث ٪ـث ٛ ٙ أع٤جء ث جْء ٩ثٳؿجِ هٸ١ دشؤ١ ف٠جٯز ث٤ٛ ٵ ٬ٛ ث ، ٩إ

قٜز، ْ ٠ ٛ هجس ث ٍ ٤٠ج ٛ  ٩ث
ٙ ٯقضجؽ٪١  ٜجٌٯز، ٩دؤ١ ٧ؤٷء ثٳؿجِ ٛ طوذز   ٍ ٩ ٌ ٮُ ك ٷ ٯوشٰ٪١  ٛٞ، أؿجِ وٛج ٜوث١ ث نٰ د ٮُ ؽ٠ ٜٞ دؤ١ ع٠ز،  ْ ٩إى ص

طز، مج هجر  ٬ٛ ٟثٌ  إ
ٚ ش ٗ ٰٛو  زٰ صٴج ً ثٛ٪ثؽخ أ٠٧ هضذج ٮُ ثٷ ٴج،٩إى صؤمي  ّ هج ض٤ٟج ٌ ه ٌ ه٦ ص ٌ ه ٌ ٚ ٩ص ِ ٛـ ق٠ٛجٯز ث زٰ  ُ ٦٠ ثغٛٴج ٰ ٓ خ ٩  و

زٰ، ٜوث١ ث٤ٛجٟ ٮُ ثذٛ ٠ج  ٰ ّ وٜ، ٩ٷ  ٚ د ٗ ٮُ   ٙ ٍ ٟوشٰز ثٳؿجِ ٩ ٌ ٢ٰ ك ْ زٰ ثضٛوج١٩ ثٛو٩ٮٛ ضٛق ًٕ أ٠٧  ٩إىث صو
ه٬ٜ جٟ ٯٜٮ ٴِش   : ٓو ثص

ٙ ٳ٩ َء ث ؾ ٛ  ث
 1ث٠ٛجهر 

ه ٍ ثغٛج٤ٟز  ٛٞ ٯضؾج٩ ج١ْ  ٚ إ٣ ٗ  ٚ ِ ٛـ زٰ، ٯو٬٤ ث ٓ ٌثع ٧ي٥ ثٷصجِ ً ٖٛ د٠٪ؽخ ٳ ٚ ى ذٓ شٌو  ٛ ٢ّ ث ٛٞ ٯذيٜ  ٌر، جٟ  ش
٦ٰ ٜ ه ذْ  ٤٠ـ ٛ ٛٴج٣٪١ ث  .ث

 2ث٠ٛجهر 
م . 1 أ٭ ٣٪ ٛ٪ٷٯض٨ج ه١٩  ٚ ٯنؼن  ِ ٚ ؿ ٘ ٛ زٰ ٩صؼ٨٤٠ج  ٓ ٮُ ٧ي٥ ثٷصجِ ٠٪ػقز  ٛ ٪ّ ث قٛٴ ٍ ث ٙ ثٳؿثٌ ٌٝ ثٛو٩ صقض

ْ ٛ٪٨٣ٞ أ٩ ؽ٤ ٦ٰ أ٩  ٜ ه ٴج٣٪٣ٮ  ٛ طٮ ث ٚ أ٩ ٩ثٛوٯ٦ أ٩ ثٛ٪ ِ ٛـ ٌ ث ظ ه٤ ه٢   ٌ ٌغ ث٤ٛل َ، د ٰ ٰ م ثض٠ٛ ٞ أ٩ ض٨ٌٛٞ ٢ٟ أ٣٪ث ٨
٧ٞ، أ٩  َ هؾ ٩ص٨ٞ، أ٩  ٌ هٮ، أ٩ ع ٵع٤ٮ أ٩ ثٷؽض٠ج ٮٟ أ٩ ث ٴ٪ ٛ ٨ٞ ث ٜ ط ٥ٌ أ٩ أ ٰ ً ٮّ أ٩  جْٰ ٛ أًٯ٨ٞ ث أ٩ هٯ٨٤ٞ أ٩ 

ٌ م أ٭ ٩ػن آ ٛو٧ٞ، أ٩  ٪ٟ. 



ٴجة٠ز . 2 ٛ ح ث وٛٴج َ أ٩ ث ٰ ٰ ٙ ثض٠ٛ نٰ أشج٘ ق٠ٛجٯز ٢ٟ ؽ٠ ٚ ث ِ ـ ٜ ٛ  ٚ ِ ٘ ذّز ضٛ ٤٠ج ٛ ٌ ث ٰ نٰ ثٛضوثد ٍ ؽ٠ ٙ ثٳؿثٌ صضني ثٛو٩
َ ٩ثٛو ٗ ٌ جُ ٟ ّ ٬ٜ أ ٌ ه ٠وذ ٛ شضـ٨ٞ أ٩ آثًة٨ٞ ث ٌر، أ٩ أ٣ ّ ٳ هؼجء ث ٦ٰ أ٩ أ ٜ ه  ٢ٰ ٰ ٴج٣٪٣ ٛ طجٰء ث ٳ٩ ٚ أ٩ ث ِ ٛـ ٭ ث

 .ه٨٤ج أ٩ ٟوضٴوثص٨ٞ
 3ث٠ٛجهر 

طز، . 1 نٛج زٟ أ٩ ث وٛج زٰ ث ه ٷؽض٠ج هجٯز ث ٌ ٛ جْس ث ّ ّ٪ثء جٟٓش د٨ج ٟؤ  ،ٙ ٳؿجِ ْٜ دج ٵؽثٌءثس ثضٛٮ صضو نٰ ث ٮُ ؽ٠
ٌ ٨تٰجس ثضٛش ٛ ٯًز أ٩ ث جٜـس ثٵهث ْ ٛ ٗٞ أ٩ ث ٠قج ٛ ٬ٜأ٩ ث ؼ ِ ٛ ٚ ث ِ ٛـ ـ ث ٛ ظج ٠ ٛ  ٙ ٳ٩ ً ث هضذج زٰ، ٯ٪ٮٛ ثٷ  .ٯو

٪ّ ٩٩ثؽذجس ٩ثٛوٯ٦ . 2 زٰ فٴ ه ج٦٧ٌُ، ٟثٌ ٛ  ٢ٰ ٸٛضٍٟ هجٯز ث ٌ ٛ ق٠ٛجٯز ٩ث ٚ ث ِ ٜـ ٛ ٍ دؤ١ صؼ٢٠  ٙ ثٳؿثٌ صضو٨و ثٛو٩
زٰ  ٯٌو ٌ ثضٛش ٰ نٰ ثٛضوثد ٌع، ؽ٠ ٌ ٛ ٨يث ث ٛ ٴج  ٰ ه٦٤، ٩صضني، صقٴ ٢ٰ ج٣ٓ٪٣ج  ٛ ْؤ٩ ٠ ٛ ُثٌه ث ٳ ٧ٞ ٢ٟ ث ٌ ٰ ً طجٰة٦ أ٩  أ٩ أ٩

٠ٸة٠ز٩ثٵهث ٛ  .ٯًز ث
3 . ٙ هجٯز أ٩ ف٠جٯز ثٳؿجِ ً ه٢  ْؤ٩زٛ  ٠ ٛ ُْ ث ٠ثٌ ٛ جْس ٩ثٵهثثًس ٩ث ّ ٠ؤ ٛ ٴٰو ث ٍ أ١ صض ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘ ص

طٸفض٨ٰٞ  ٨ج ٩ ٰ ِ ٟ٪ك هوه   ٬ُ ظقز ٩ ٛ زٟ ٩ث ْٸ ٛ ٮُ ٟؾجٮٛ ث ٠ج  ٰ ّ ظز، ٩ٷ  ٠نض ٛ جٜـس ث ْ ٛ ٌ ثضٛٮ ٩ػوض٨ج ث ٰ ٠وجٯ ٛ دج
ٍ ٵشثٌ جِٗءر ث زٰ  ٖٛ ٢ٟ ٣جف ٚ، ٩ٗي و٠ٜ ٛ. 

 4ث٠ٛجهر 
ٍ د٨ج  صضني ٌ ٠وض ٛ ٪ّ ث قٛٴ ٙ ث ه٠ج ٵ ٠ٸة٠ز  ٛ ٌ ث ٰ ٧ج ٢ٟ ثٛضوثد ٌ ٰ ً ٯًز ٩ زٰ ٩ثٵهث ٯٌو ٌ ثضٛش ٰ ٚ ثٛضوثد ٗ  ٍ ٙ ثٳؿثٌ ثٛو٩

زٰ ٓ ٬ٛ . ٮُ ٧ي٥ ثٷصجِ ٌ إ ٰ ٍ ٧ي٥ ثٛضوثد ٳؿثٌ ٙ ث زٰ، صضني ثٛو٩ ُ زٰ ٩ثغٛٴج ه ظجهٯز ٩ثٷؽض٠ج ٷضٓ ٪ّ ث قٛٴ ْٜ دج ٠ج ٯضو ٰ ُ ٩
ً ٮُ إؿج  ،َٝ ٜ ٠ضجفز، ٩فغ٠ٰج ٯ ٛ ًه٧ج ث ٟ٪ث ظ٬ فو٩ه  ٓ  .ثضٛوج١٩ ثٛو٩ٮٛ أ

 5ث٠ٛجهر 
وّز أ٩  ٪٠ ٛ ٌر ث ّ ٳ هؼجء ث ٪ّ ٩٩ثؽذجس ثٛ٪ثٛوٯ٢ أ٩، ه٤و ثٷضٓؼجء، أ ؤ٩ْجٰٛس ٩فٴ ٟ ٍ ٳؿثٌ ٙ ث ٌٝ ثٛو٩ صقض

 ،ٚ ِ ٛـ ه٢ ث ٢ٰ ج٣ٓ٪٣ج  ٛ ْؤ٩ ٠ ٛ ٳشنجص ث ٧ٞ ٢ٟ ث ٌ ٰ ً طجٰء أ٩  ٳ٩ ٠قٮٜ، أ٩ ث ٛ ٍ ث ٌ وٛ ٦ٰ ث ٜ ه ذ٠ْج ٯ٤ض  هز ف ثؾ٠ٛج
 ٚ ِ ٛـ ٓوثًس ث ِْ ٟن  ٯٌٴز صض دـ ٩ث  ٌ ُ ٪ّ ٮُ أ١ ٯ٪ قٛٴ ٚ ث ِ ٛـ زّ ث ً ٢ٰ ه٤و ٠ٟج ٠ٸة٠ ٛ شًجه ث ٵ ًر، ثضٛ٪ؽ٦ٰ ٩ث ٠ض٪ـ ٛ ث

زٰ ٓ ٮُ ٧ي٥ ثٷصجِ ٍ د٨ج  ٌ ٠وض ٛ  .ث
 6ث٠ٛجهر 

قٛجٰر. 1 ٮُ ث ٰٸ  ط ٚ فٴج أ ِ ٚ ؿ ٘ ٛ ٍ دؤ١  ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ  .صوض
2 .٠٣٩٪٥ ٚ ِ ٛـ ٢٘ دٴجء ث ظ٬ فو ٠ٟ ٓ ٬ٛ أ ٍ إ ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘  .ص

 7ث٠ٛجهر 
1 .٪٘ ُ٪ثً ٩ٯ ٚ دوو ٩ٷهص٦  ِ ٛـ ٚ ث ؾْ ً ٯ ٓو  ١ ٦ٛ٪٘ زٰ، ٩ٯ ْ ح ؽ٤ جْ ٮُ ثضٗ قْ  ٛ ّٞ ٩ث ٮُ ث قْ ٤ٟي ٩ٷهص٦  ٛ ١ ٦ٛ ث

هجٯض٠٨ج ً ٴ٬  ٜ زُ ٩ثٛوٯ٦ ٩ص ٌ ٮُ ٟو قْ  ٛ ٵٟج١٘، ث  .ث
ظزٜ . 2 ٠ض ٛ زٰ ث ٛ ٪ٕ ثٛو٩ ٘ ظ ٛ ٪ؿ٤ٮ ٩ثضٛثَجٟص٨ج د٠٪ؽخ ث ٛ ٛٴج٣٪٨٣ج ث ٴج  ُ ٩ ّ٪ قٛٴ ٙ ٧ي٥ ث ه٠ج ٍ إ ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘ ص

هوٯٞ   ٚ ِ ٛـ ٌ ث ٠ج فغ٠ٰج ٯوضذ ٰ ّ ٠ٰوث١، ٩ٷ ٛ ٖٛد٨يث ث جٰٝ دي ٴ ٛ وٝ ث ه  ٙ ٮُ فج زٰ  ْ ؾ٤ٛ  .ث
 8ث٠ٛجهر 

طٸص٦ . 1 ٦٠، ٩ ّ ٖٛ ؽ٤ض٦ْٰ، ٩ث ٮُ ى ٬ٜ ٧٪ٯض٦ د٠ج  ه قٛجِف  ٮُ ث  ٚ ِ ٛـ فْ ث ثٌٝ  ٍ دجفض ٙ ثٳؿثٌ صضو٨و ثٛو٩
هٮ ٌ ٌ ش ٰ ً  ٚ م ٖٛ ه١٩ صو ٴج٣٪١، ٩ى ٛ ٥ٌ ث ٬ٜ ث٤ٛق٪ ثيٛ٭ ٯٴ ه زٰ،  ٜ وٛجة  .ث

ٌ ٧٪ٯض٦. 2 ط ه٤ج  ٚ ٗ غ أ٩  زٰ ٢ٟ دو ه ٌ ٌ ش ٰ ً ٯٌٴز  دـ  ٚ ِ أ٭ ؿ  ٌٝ جْهور إىث ف ٠ ٛ ٍ ث ٙ ثٳؿثٌ ٝ ثٛو٩ ، صٴو
هجهر إعذجس ٧٪ٯض٦ م دئ ثٌّ ٵ ٚ ث ٢ٰ ٢ٟ أؽ ذّض ٤٠ج ٛ ق٠ٛجٯز ث  .٩ث

 9ث٠ٛجهر 
٤٧ج . 1 ً ظز،  ٠نض ٛ جٜـس ث ْ ٛ ً ث ٌ ٷ ه٤وجٟ صٴ ٠٨٤ٟج، إ  ٥ٌ ٗ  ٬ٜ ه ه٢ ٩ثٛوٯ٦   ٚ ِ ٛـ ٚ ث ظ ُ وٝ  ه  ٍ ٙ ثٳؿثٌ صؼ٢٠ ثٛو٩

ٙ د٨ج، أ ٠و٠٪ ٛ ٵؽثٌءثس ث ٢ٰ ٩ث ٜٴ٪ث٣ ٛ ٴج  ُ زٰ، ٩ ؼٓجة  ٌ هجهر ٣ل ـ دئؽثٌء إ ٛ ظج ظ٪١ ٟ ٛ ً٭  ٩ ٌ ٚ ػ ظ ِ ٛ ١ ٧يث ث
٬ٜ ؼِ ٛ ٚ ث ِ ٛـ ٠٨ج ٦ٛ، أ٩ . ث ٛ ٚ أ٩ إ٠٧ج ِ ٛـ جّءر ثٛ٪ثٛوٯ٢ ٟوجٟزٜ ث ٚ فجزٛ إ غٟ ٮُ فجزٛ ٟو٤ٰز   ً ٴثٌ ٛ ٚ ٧يث ث غٟ  َٝ ٜ ٓو ٯ ٩

ٚ ِ ٛـ زٟ ث ٚ إجٓ ً دشؤ١ ٟق ثٌٓ ٢ٰ ثصنجى  ٢ٰ ٩ٯضو ٜ ظ ِ ٤ٟ ٰش ثٛ٪ثٛوث١   .ه٤وجٟ ٯو
ٌر . 2 ٴ ِ ٛ ه٠ٸ دج هج٫٩ صٴجٝ  ٠جهر،  1ٮُ أٯز ه ٛ ٪٫ ٢ٟ ٧ي٥ ث ه ٮُ ثٛو ثٕ  ٌ ٛٸشض طز  ٌ ِ ٛ زٰ ث ٠و٤ ٛ ٍ ث نٰ ثٳؿثٌ ؾ٠ٛ صضجؿ 

٧ج ٌ ه٢ ٩ؽ٨جس ٣ل ظجؿ  ُ ٵ  .٩ث
ًر ٤ٟضل٠ز دوٸجٓس . 3 ظ٪ ٮُ ثٷفضجِف د ه٢ أفو٠٧ج  ه٢ ٩ثٛوٯ٦ أ٩   ٚ ظ ِ ٤٠ ٛ ٚ ث ِ ٛـ فْ ث  ٍ ٙ ثٳؿثٌ ٌٝ ثٛو٩ صقض

٬ٜ ؼِ ٛ ٚ ث ِ ٛـ ـ ث ٛ ظج ٖٛ ٟن ٟ ًع ى ٷ إىث صوج ٘ٸ ٩ثٛوٯ٦، إ ٌر د ذٟجش ظجٷس  زٰ ٩ثص ظ  .شن
ٌٯغ أفو ٮُ . 4 ٚ صو غٟ  ،ٍ ٙ ثٳؿثٌ أ٭ إؽثٌء ثصنيص٦ ه٩زٛ ٢ٟ ثٛو٩ ه٢   ٚ ظ ِ ٛ ٨ج ٧يث ث ٰ ُ قٛجٷس ثضٛٮ ٯ٤شؤ  ث

ٚ أ٩ ثٛ٪جُر  ٰ فٌ ٮِ أ٩ ثضٛ ذِ أ٩ ث٤ٛ قٛ ٍ أ٩ ث ٛٸفضؾج  ٚ ِ ٛـ ٠٨ج أ٩ ث ٰ ٜ ٗ ط ٳ٭ )ثٛ٪ثٛوٯ٢ أ٩  ٖٛ ثٛ٪جُر ثضٛٮ صقو ٮُ ى د٠ج 
ٍ ثٛو٩زٛ ثشٛنض خ أع٤جء ثفضؾج ٍ ه٤و (ذّ ٌ ٛـ ٜٖ ثٛو٩زٛ ث وٝ ص ٚ، أ٩ ه٤و ثٷضٓؼجء، ، صٴ ِ ٛـ ٜ٪ثٛوٯ٢ أ٩ ث ٛ خ،  ٜ ٛـ ث

خ  جٌة ٛ ٌر ث ّ ٳ هؼ٪ ث ٚ ٩ؽ٪ه  طز د٠ق نٛج زٰ ث ّ جّ ٳ ٠وٜ٪جٟس ث ٛ ٌر، ث ّ ٳ ٌ ٢ٟ ث م ٌر )وٛؼ٪ آ ّ ٳ هؼجء ث أ٩ أ
٢ٰ جٌةذ ٛ ٚ( ث ِ ٛـ ـ ث ٛ ظج ٛ  ِٰ ٛ ٠وٜ٪جٟس  ٛ ٷ إىث ج١ٗ صٴوٯٞ ٧ي٥ ث ٬ٜ . إ ه خ  ٖٛ أ١ ٷ صضصٌ ٗي  ٍ ٙ ثٳؿثٌ ٩صؼ٢٠ ثٛو٩

ُ خ،  ٜ ٛـ ٚ ٧يث ث غٟ ٠و٬٤ صٴوٯٞ  ٛ شٜٛنض ث ًر  ٭ ٣ضجةؼ ػج ٢ٰ)ٮ فو ىثص٦، أ ٰ ٠و٤ ٛ ٳشنجص ث  (.أ٩ ث
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ٌر . 1 ٴ ِ ٛ ٍ د٠٪ؽخ ث ٳؿثٌ ٙ ث ٬ٜ ثٛو٩ ه نٓ  ثَٝ ثٛ٪ث ٛٸضٛ ٴج  ُ ٠جهر  ٩1 ٛ ذٜجس ٢ٟ9 ث ٛـ ٮُ ث  ٍ ٙ ثٳؿثٌ ٌ ثٛو٩ ، ص٤ل

ٯٌٴز إٯ دـ ٌر،  ّ ٳ ٚ ث ظو ؽ٠ن ش٠ ٍ أ٩ ٟجٌهص٨ًج دٴ ٌ ٙ ه٩زٛ ؿ م٪ ٛو ٚ أ٩ ٩ثٛوث٥  ِ ٛـ زٰ ثضٛٮ ٯٴو٨ٟج ث ج٣ْ زٰ ٩إ٣ ؾجد
ٯٌوز ّ خ . ٩ ٜ ٛـ ٮٟ ث ٬ٜ ٟٔو ه ًر  ٚ ٣ضجةؼ ػج ٰ ٴذ ٛ خ ٢ٟ ٧يث ث ٜ ٬ٜ صٴوٯٞ ؿ ه خ  ٖٛ أٷ صضصٌ ٗي  ٍ ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘ ٩ص

ٞ٧ ٌ ّ ثٌه أ ُ ٬ٜ أ ه ٩. 
ظجٷس . 2 زٰ ٩ثص ظ ًر ٤ٟضل٠ز دوٸجٓس شن ظ٪ ٮُ ثٷفضجِف د قْ  ٛ ٢ٰ ث ٢ٰ ٟنضضِٜ ٮُ ه٩ضٛ ٴٰٞ ٩ثٛوث٥  ٚ ثيٛ٭ ٯ ِ ٜـ ٛ

ٮُ  ٷ  ٘ٸ ٩ثٛوٯ٦، إ ٌر د زٰذٟجش ٍ ثضّغ٤جة ٩ ٌ ٌر . ك ٴ ِ ٛ ٍ د٠٪ؽخ ث ٙ ثٳؿثٌ ثَٝ ثٛو٩ ٷضٛ ٴج  ُ ٛجٌٯز ٩٩ ٨ي٥ ث ٛ ٴج  ٰ  ٩2صقٴ
٠جهر  ٛ ٙ ٢ٟ9 ث م٪ ٬ُ ه ٧ٞ، ٩ ٞ ٜو٧ ٖٛ د ٮُ ى وٜ، د٠ج  أ٭ د ًر  ٮُ ٟجٌه ٚ ٩٩ثٛوٯ٦  ِ ٛـ فْ ث  ٍ ٙ ثٳؿثٌ ٌٝ ثٛو٩ ، صقض

ٜو٧ٞ ٛٴج٣٪١ ٩ثضٛٮ ص. د ٨ج ث ٰ ٜ ه ٰ٪ه ثضٛٮ ٯ٤ض  ٴ ٜ ٛ ٷ  ٜو إ أ٭ د ًر  ٮُ ٟجٌه قْ  ٛ ٳ٢ٟ ٩ٷ ٯنؼن ث ق٠ٛجٯز ث ٯًز  ٩ ٌ ٘٪١ ػ
نٟ  ٴز  ِ ٘٪١ ضٟ ٯٌجص٨ٞ ٩ص ٯ٢ٌ ٩ف م ٱ ٪ّ ث زٟ أ٩ فٴ وٛج ح ث زٟ، أ٩ ثٱهث وٛج ظقز ث ٛ وٛجٝ، أ٩ ث ٪ؿ٤ٮ، أ٩ ث٤ٛلجٝ ث ٛ ث

زٰ ٓ ٮُ ٧ي٥ ثٷصجِ ٍ د٨ج  ٌ ٠وض ٛ ٫ٌ ث م ٳ ٪ّ ث قٛٴ  .ث
 11ث٠ٛجهر 

1 .ً ًر  ظ٪ ه٪هص٨ٞ د وٝ  ه ػً ٩ نٛج ٬ٛ ث ٙ إ ٳؿجِ ٚ ث قُز ٣ٴ ٠ج٘ ٛ  ٌ ٰ ٍ صوثد ٙ ثٳؿثٌ هزصضني ثٛو٩ ٩ ٌ شٟ  ٌ ٰ. 
٬ٛ ثصجِجٓس . 2 ٍ أ٩ ثٷ٣ؼ٠جٝ إ زٰ أ٩ ضٟووهر ثٳؿثٌ هٴو ثصجِجٓس ع٤جة  ٍ ٙ ثٳؿثٌ ٌع، صشؾن ثٛو٩ ٌ ٛ ٨يث ث ٛ ٴج  ٰ ٩صقٴ

 .جٓة٠ز
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ٱثًء . 1 ٜٖ ث ه٢ ص  ٌ ٰ فْ ثضٛوذ طز  نٛج ٘٪ٯ٢ آثًة٦ ث ٬ٜ ص ه  ً ٴجه ٛ ٚ ث ِ ٜـ ٛ زٰ  ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘ ص
 ٚ جْة ٠ ٛ نٰ ث ٮُ ؽ٠ ٯٌز  ٚ ٣٩ؼؾ٦دق ِ ٛـ ٢ْ ث ٛ ٴج  ُ ً ثٛ٪ثؽخ ٩ هضذج ٚ ثٷ ِ ٛـ ٬ٛ آثًء ث ٚ، ٩ص٪ ِ ٛـ  .ثضٛٮ ص٠ِ ث

2 . ،ٚ ِ ٛـ ٯًز ص٠ِ ث زٰ ٩إهث ؼٓجة أ٭ إؽثٌءثس  ٮُ   ٦ٰ ٛ م إ طز ثٷض٠ّج ٌ ُ مجص،  ٚ، د٪ؽ٦  ِ ٜـ ٛ ٌع، صضجؿ  ٌ ٛ ٨يث ث ٛ ٩
ٜٴج٣٪١ ثٛ٪ ٛ زٰ  ٵؽثٌة هو ث ٛٴ٪ث نٟ ث  ِْ ٯٌٴز صض دـ ٚ أ٩ ٧تٰز ٟٸة٠ز،  ٙ ٠ٟغ مٸ ٌر، أ٩ ٢ٟ  ذٟجش  .ؿ٤ٮإجٟ 
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٨ج . 1 ٰ ٴ ٜ ً ٩ص ج٘ ُ ٳ ٠وٜ٪جٟس ٩ث ٛ م ث نٰ أ٣٪ث خ ؽ٠ ٜ ٯٌز ؿ قْ ف ٛ ٚ ٧يث ث ٌ، ٩ٯش٠ ٰ ٯٌز ثضٛوذ ٮُ ف قْ  ٛ ٚ ث ِ ٜـ ٛ  ١٪٘ ٯ

٧ج  ً ٫ٌ ٯنضج م زٜ أ ٰ ّ ٢ِ، أ٩ دؤٯز ٩ ٛ هز، أ٩ ث ذـج ٛ ٙ أ٩ ثضٛ٘جدز أ٩ ث ٴ٪ ٛ ّ٪ثء دج قٜو٩ه،  ٛ  ً هضذج أ٭ ث هض٨ج، ه١٩  ٩إىث
ٚ ِ ٛـ  .ث

ذٛو. 2 قْ  ٛ زّ ٧يث ث ً م ٠ٟج مؼج ٍ إ ٢ٰ جٟ ٯٮٜٯؾ٪ زٟ ضٛؤٟ ٍ ٷ  ١٪٘ ٨ج ٩أ١ ص ٰ ٜ ه ٛٴج٣٪١  ٰ٪ه، دشٌؽ أ١ ٯ٤ض ث ٴ ٛ  :غ ث
٠وض٨ٞ، أ٩،( أ) ّ ٌ أ٩  ٰ ٌ ٛ ٪ّ ث ثٌٝ فٴ  ثفض
زٟ( ح) وٛج ح ث ٱهث زٟ أ٩ ث وٛج ظقز ث ٛ وٛجٝ، أ٩ ث ٪ؿ٤ٮ أ٩ ث٤ٛلجٝ ث ٛ ٳ٢ٟ ث  .ف٠جٯز ث
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ٛوٯ٢. 1 ٌ ٩ثٛ٪ؽوث١ ٩ث ٘ ِ ٛ ٯٌز ث ٮُ ف  ٚ ِ ٛـ فْ ث  ٍ ٙ ثٳؿثٌ ٌٝ ثٛو٩  .صقض
ٮُ ص٪ؽ٦ٰ صقض. 2  ،٦ٰ ٜ ه  ٢ٰ ٰ ٛٴج٣٪٣ طجٰء ث ٳ٩ قٜجزٛ، ث ٛ ٖٛ، صذوج  ٪ّ ٩٩ثؽذجس ثٛ٪ثٛوٯ٢ ٩ٗي ٍ فٴ ٙ ثٳؿثٌ ٌٝ ثٛو٩

ًر ٠ض٪ـ ٛ ٚ ث ِ ٛـ ٓوثًس ث ؾْٞ ٟن  ٯٌٴز ص٤ دـ زّ فٴ٦  ً ٮُ ٠ٟج  ٚ ِ ٛـ  .ث
زٟ. 3 ْٸ ٛ ق٠ٛجٯز ث زٟ  ٍ ٛٸ ٴج٣٪١ ٩ث ٛ ٨ج ث ٰ ٜ ه ٰ٪ه ثضٛٮ ٯ٤ض  ٴ ٜ ٛ ٷ  ٠وضٴوثس إ ٛ ً دجٛوٯ٢ أ٩ ث ٵؽ٨ج ٍ أ١ ٯنؼن ث  ٷ ٯؾ٪

ٯ٢ٌ م ٛٲ زٰ  ّ جّ ٳ ٯٌجس ث قٛ ٪ّ ٩ث قٛٴ زٟ أ٩ ث وٛج ح ث ظقز أ٩ ثٱهث ٛ زٟ أ٩ ث٤ٛلجٝ أ٩ ث وٛج  .ث
 15ث٠ٛجهر 

٠ٮ. 1 ٜ ْ ٛ م ث ٯٌز ثٷؽض٠ج ٬ُ ف ٘٪ٯ٢ ثؾ٠ٛوجٰس ٩ ٯٌز ص ٮُ ف  ٚ ِ ٛـ ٪ّ ث ٍ دقٴ ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ  .صوض
ٜٴج٣٪١ . 2 ٛ ٩ػز ؿذٴج  ٌ ِ ٠ ٛ ٰ٪ه ث ٴ ٛ ٌ ث ٰ ً ٰ٪ه  ٓ ٪ّ دؤٯز  قٛٴ زّ ٧ي٥ ث ً ٰٰو ٠ٟج ٍ صٴ ٮُ ٷ ٯؾ٪ ًر  ٩ ٌ ٨ج ثؼٛ ٰ ٩ثضٛٮ صٴضؼ

ح  زٟ أ٩ ثٱهث وٛج ظقز ث ٛ ق٠ٛجٯز ث وٛجٝ، أ٩  زٟ أ٩ ث٤ٛلجٝ ث وٛج زٟ ث ْٸ ٛ ٪ؿ٤ٮ أ٩ ث ٛ ٳ٢ٟ ث ظج٣ٰز ث ٛ ثٌؿٮ  ٟؾض٠ن هٯ٠ٴ
ٯٌجص٨ٞ ٌ ٩ف ٰ ٌ ٛ ٪ّ ث ق٠ٛجٯز فٴ زٟ أ٩  وٛج  .ث

 16ث٠ٛجهر 
ص٦ٌّ أ٩. 1 طز أ٩ أ ٛنج ٮُ فجٰص٦ ث  ٚ ِ ٜـ ٛ ٌ ج٣ٓ٪٣ٮ  ٰ ً ٮِ أ٩  ْ ٌع صو أ٭ صو  ٫ٌ ٍ أ١ ٯؾ ٦ٛ أ٩  ٷ ٯؾ٪ َ ٤ٟ

٠وض٦ ّ ٦ُ أ٩  ٌ ٌ ج٣ٓ٪٣ٮ دش ٰ ً جُ  ْ ٭ ٟ ّٸص٦، ٩ٷ أ  .ٟثٌ
جُ. 2 ْ ٠ ٛ ٌع أ٩ ث ٚ ٧يث ثضٛو غٟ ٛٴج٣٪١ ٢ٟ  ٮُ أ١ ٯق٦ٰ٠ ث فْ   ٚ ِ ٜـ ٛ. 
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 ٬ٜ ه  ٚ ِ ٛـ ٙ ث ظ٪ زٰ ف هٸٝ ٩صؼ٢٠ إٟج٣٘ ٵ جّةؾ ث زٟ ثضٛٮ صؤهٯ٨ج ٩ ٨ج ٛ زِ ث ٰ ٍ دجٛ٪ك ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

ٛ ً ث ظجه ٠ ٛ ٠٪ثه ٢ٟ شض٬ ث ٛ ٠وٜ٪جٟس ٩ث ٛ زٰ ث ه ج٧ًُض٦ٰ ثٷؽض٠ج  َ ٯَ ٍ صو ٜٖ ثضٛٮ صض٨ْو طز ص زٰ، ٩دنج ٛ زٰ ٩ثٛو٩ ٪ؿ٤
ٍ د٠ج ٯٮٜ ٙ ثٳؿثٌ ٪ٝ ثٛو٩ ٛجٌٯز، صٴ ٨ي٥ ث ٛ ٴج  ٰ زٰ، ٩صقٴ ٜ وٛٴ ْوٯز ٩ث طقض٦ ثؾٛ ٠و٤٪ٯز ٩ ٛ زٰ ٩ث ٩ف ٌ ٛ  :٩ث

٩ؿ ( أ) ٌ ٛ ٴج  ُ ٩٩ ٚ ِ ٜـ ٛ زٰ  ُ زٰ ٩ثغٛٴج ه وِز ثٷؽض٠ج ٤٠ ٛ ٠٪ثه ىثس ث ٛ ٠وٜ٪جٟس ٩ث ٛ ٌ ث ٬ٜ ٣ش ه هٸٝ  ٵ جّةؾ ث نٰ ٩ صشؾ
٠جهر  ٛ  ،29ث

زٰ ( ح) ٪ؿ٤ ٛ زٰ ٩ث ُ ً ثغٛٴج ظجه ٠ ٛ ٠٪ثه ٢ٟ شض٬ ث ٛ ٠وٜ٪جٟس ٩ث ٛ ٌ ٧ي٥ ث ٙ ٣٩ش ٮُ إ٣ضجػ ٩صذجه نٰ ثضٛوج١٩ ثٛو٩ٮٛ  صشؾ



زٰ، ٛ  ٩ثٛو٩
٧ج،( ػ) ٌ ٙ ٣٩ش خ ثٳؿجِ  صشؾنٰ إ٣ضجػ ضٗ
هز ٢ٟ ( ه) ٬ٛ ٟؾ٠٪ ٚ ثيٛ٭ ٯ٤ض٠ٮ إ ِ ٜـ ٛ ٌ٪ٯز  ٜ ٛ ٛٸفضجٰؽجس ث طز  مج ه٤جٯز  ٬ٜ إٯٸء  ه هٸٝ  ٵ جّةؾ ث نٰ ٩ صشؾ

٢ٰ،ٟؾ٠ ٰ ٜ ط ٳ ج١٘ ث ْ ٛ ٬ٛ ث جٰٜس أ٩ إ ٓ ٳ هجس ث ٪ 
ق٦ٛ، ٟن ٩ػن ( ٧ـ) ظج ٌ د ٠٪ثه ثضٛٮ صؼ ٛ ٠وٜ٪جٟس ٩ث ٛ ٚ ٢ٟ ث ِ ٛـ ٛ٪جٓٯز ث زٰ ٟٸة٠ز  ٨ ٰ ها ص٪ؽ ذٟج نٰ ٩ػن  صشؾ

 ٢ٰ ٠جهص ٛ ج٘ٝ ث ً ٩18  13أف هضذج  .ٮُ ثٷ
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ٗٸ ثٛ٪ثٛوٯ. 1 ٚ إ١  ٴجة ٛ ٠ذوأ ث ٛ ٍ دج هضثٌ ؼ٠ٛج١ ثٷ ٫ً ؽ٨و٧ج  ظج ٓ  ٍ ٙ ثٳؿثٌ ٙ ثٛو٩ ْؤ٩جٰٛس صذي ٢ ٯضق٠ٸ١ ٟ
٠٣٩٪٥ ٚ ِ ٛـ زٰ ث دٌ ه٢ ص زٗ  ٌ زٰ . شٟض ٛ ْؤ٩ ٠ ٛ قٛجزٛ، ث خ ث ْ ٢ٰ، ف ٰ ٛٴج٣٪٣ طجٰء ث ٳ٩ هجصْ ثٛ٪ثٛوٯ٢ أ٩ ث هٮٜ  ٩صٴن 
٠٣٩٪٥ ٚ ِ ٛـ زٰ ث دٌ ه٢ ص ٳ٩ٮٛ  ٮّ. ث جّ ٳ ٞ ث ٟ٪ػن ث٧ض٠ج٨ٟ  ٬ٜ ؼِ ٛ ٚ ث ِ ٛـ ـ ث ٛ ظج ٟ ١٪٘  .٩ص

2 .ٛ ٬ٜ ث ه زٰ،  ٓ ٮُ ٧ي٥ ثٷصجِ ٠ذ٤ٰز  ٛ ٪ّ ث قٛٴ َ ث ٯَ ٚ ػ٠ج١ ٩صو ٰ ذّ وٝ ٮُ  زٰ أ١ صٴ ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ و٩
 ٌ ٚ ص٪ـٯ ِ ٘ ٨ج أ١ ص ٰ ٜ ه ٩ ٚ ِ ٛـ زٰ ث دٌ م د٠تْ٪جٰٛس ص ـٸ ٮُ ثٷػ  ٢ٰ ٰ ٴج٣٪٣ ٛ طجٰء ث ٜ٪ثٛوٯ٢ ٩ٛٴ٩ ٛ ٠ٸة٠ز  ٛ جْهور ث ٠ ٛ ث

ٙ هجٯز ثٳؿجِ ً ُْ ٩موجٟس  جْس ٩ٟثٌ ّ  .ٟؤ
فْ ثٷ. 3  ٢ٰ ٜ وٛجٟ وٛٯ٢ ث ٙ ثٛ٪ث ٠ٸة٠ز ضٛؼ٢٠ ٳؿجِ ٛ ٌ ث ٰ ٚ ثٛضوثد ٗ  ٍ ٙ ثٳؿثٌ ُْ صضني ثٛو٩ م دنوجٟس ٩ٟثٌ ٣ضجِ

٨ج ٛ ٚ ثضٛٮ ٧ٞ ٟؤ٧ٜ٪١  ِ ـ ٛ هجٯز ث ً. 
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1 . ٢ٟ ٚ ِ ٛـ ق٠ٛجٯز ث ٠ٸة٠ز  ٛ زٰ ث ٠ ٰ ٜ زٰ ٩ثضٛو ه ٯًز ٩ثٷؽض٠ج زٰ ٩ثٵهث ٯٌو ٌ ثضٛش ٰ نٰ ثٛضوثد ٍ ؽ٠ ٙ ثٳؿثٌ صضني ثٛو٩
 ٬ٜ ه ٤٠٪ـٯز  ٛ ٠وجٟزٜ ث ٛ ٙ أ٩ ث ٵ٠٧ج زٰ ٩ث ٜ وٛٴ زٰ أ٩ ث جّءر ثٛذو٣ ٵ ً أ٩ ث ٌ َ أ٩ ثؼٛ و٤ٛ ٙ ث زُ أشج٘ جّءر جٗ ٙ، ٩إ إ٠٧ج

هجٯز ثٛ٪ثٛو  ً ٮُ  زٰ، ٧٩٪  ْ جّءر ثؾ٤ٛ ٵ ٖٛ ث ٮُ ى ٙ، د٠ج  ٌٸ ٠وجٟزٜ أ٩ ثٷضّ ٛ ٛٴج٣٪٣ٮ ( ثٛ٪ثٛوٯ٢)ث طٮ ث أ٩ ثٛ٪
(٢ٰ ٰ ٛٴج٣٪٣ طجٰء ث ٳ٩ هجٯض٦( ث ٌ ٚ د ِ ٛـ ٌ ٯضو٨و ث م أ٭ شنض آ ٦ٰ، أ٩  ٜ  .ه
ٛ٪ػن دثٌٟؼ . 2 وُجزٛ  خ ثٷضٓؼجء، إؽثٌءثس  ْ زٰ، ف ٌ ثٛ٪جٓة ٰ ٚ ٧ي٥ ثٛضوثد ٮٌ أ١ صش٠ هٞ ٯ٤ذ وٛ ٌ ث ٰ ُ زٰ ضٛ٪ ه ثؽض٠ج

جّءر  ٫ٌ ٢ٟ ثٛ٪جٓٯز، ٩ضٛقوٯو فجٷس إ م ٳ ٙ ث ٖٛ ٛٴشج٘ هجٯض٨ٞ، ٩ٗي ٌ ٚ د ِ ٛـ تٖ ثٛيٯ٢ ٯضو٨و١٩ ث ٛ ٳ٩ ٩ ٚ ِ ٜـ ٛ  ٍٝ ٛٸ ث
 ٚ م ٖٛ ٛضو ؾٛض٨ج ٩ضٟجدوض٨ج ٩ٗي ٨ج ٩ٟوج ٰ ُ  ْٰ ٵفجزٛ دشؤ٨٣ج ٩ثضٛقٴ ه٨٤ج ٩ث ٵدٸى  ٱ١ ٩ث ًر فض٬ ث ٪ٗ ٠ي ٛ ٚ ث ِ ٛـ ٟوجٟزٜ ث

خ ثٷضٓؼجء ْ ٴؼجء ف ٛ  .ث
 ٠20جهر ثٛ

ظٮٜ، . 1 ِ ٛ قٛز ث ظج ٟ ٬ٜ ه ـ ٦ٛ، فجِكج  ٠ ْ ٷ ٯ زٰ أ٩ ثيٛ٭  ٜ وٛجة زِ ٟؤضٓز أ٩ هثة٠ز ٢ٟ دتٰض٦ ث ظ ٩ٝ د ٌ ٠ق ٛ ٚ ث ِ ٜـ ٛ
٠٧ج ثٛو٩زٛ ٌ ُ ٢ٰ ص٪ طض مج جْهور  ٮُ ف٠جٯز ٩ٟ قْ  ٛ ٜٖ ثذٛتٰز، ث ٮُ ص  .دجذٛٴجء 

2 .ٚ ِ ٛـ ٚ ٧يث ث ٠غ ٛ هجٯز دوٯزٜ  ً زٰ،  ٪ؿ٤ ٛ ٛٴ٪ث٨٤ٰ٣ج ث ٴج  ُ ٩ ،ٍ ٙ ثٳؿثٌ  .صؼ٢٠ ثٛو٩
ٮٟ، أ٩ ثضٛذ٤ٮ، أ٩، ٯ٠. 3 ّٸ ٵ ٛٴج٣٪١ ث ٮُ ث ًهر  زٛ ثٛ٪ث جِ٘ ٛ قٛؼج٣ز، أ٩ ث ً، ث ٪ٟ ٮُ ؽ٠زٜ أ هجٯز،  ٌ ٛ ٚ ٧ي٥ ث ٢٘ أ١ صش٠

ٙ هجٯز ثٳؿجِ ٌ ٛ ذّز  ٤ٟج جْس  ّ ٮُ ٟؤ زٟ  ٵجٓ ًر، ث ٩ ٌ ً . ه٤و ثؼٛ هضذج ٮٌ إٯٸء ثٷ ٙ، ٯ٤ذ ٪ٜ قٛ ٮُ ث  ٌ ٩ه٤و ث٤ٛل
 ٚ ِ ٛـ زٰ ث ِ ٜ نٛ ٩ ٚ ِ ٛـ زٰ ث دٌ ٮُ ص ٯًز  ح ثٷض٠ّثٌ ظ٪ث ٌ٪ٯزثٛ٪ثؽخ ٷضّ ٜ ٛ زٰ ٩ث ُ زٰ ٩ثغٛٴج زٰ ٩ثٛوٯ٤ ٵع٤  .ث
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٩ ٌ ٙ ثضٛٮ صٴ جٰٝ د٠ج ٯٮٜ/صؼ٢٠ ثٛو٩ ٴ ٛ ٙ ٩ث ٳ٩ ً ث هضذج ٬ٜ ثٷ ؼِ ٛ ٚ ث ِ ٛـ ـ ث ٛ ظج َ ٣لجٝ ثضٛذ٤ٮ إٯٸء ٟ ٰ  :أ٩ صؾ

ٙ د٨ج ( أ) ٠و٠٪ ٛ ٵؽثٌءثس ث ٢ٰ ٩ث ٜٴ٪ث٣ ٛ ٴج  ُ ظز ثضٛٮ صقوه، ٩ ٠نض ٛ جٜـس ث ْ ٛ ٷ ث ٚ إ ِ ٛـ ؿٌ دضذ٤ٮ ث ظ ٷ ص صؼ٢٠ أ
ٚ ٗ جُ  ّ ٬ٜ أ ه ْٜ دجٛ٪ثٛوٯ٢  ٩ ٠ج ٯضو ٰ ُ  ٚ ِ ٛـ قٛجزٛ ث َ ٣لثٌ  ٪ّ د٨ج، أ١ ثضٛذ٤ٮ ؽجة ٠٪ع ٛ ظزٜ ث ٛ ٠وٜ٪جٟس ىثس ث ٛ ث

٬ٜ ثضٛذ٤ٮ  ه ُٴض٨ٞ  ٟ٪ث  ٜٞ ه ه٢  ٪ـث  ه ٓو أ ٢ٰ، ه٤و ثٷضٓؼجء،  ٰ ٠و٤ ٛ ٳشنجص ث ٢ٰ ٩أ١ ث ٰ ٴج٣٪٣ ٛ طجٰء ث ٳ٩ ح ٩ث ً ٳجٓ ٩ث
ًر، ٠ش٪ ٛ َٝ ٢ٟ ث ٜ ٓو ٯ ٬ٜ جٟ  ه  ٞ٨ ٛ ظ٪ جُ ف ّ ٬ٜ أ  ه

ٮُ ( ح) ٍ دؤ١ ثضٛذ٤ٮ  ٌ ٌر صوض ّ ٛو٭ أ  ٚ ِ ٛـ زٟ ث سً إجٓ ٚ، إىث صوي ِ ٛـ هجٯز ث ٌ ٛ زٜ دوٯزٜ  ٰ ّ ٥ً ٩ هضذج ٢٘ ث ٌ ٯ٠ م ٜو آ د
ٮُ ٩ؿ٦٤، و٤ٛجٯز د٦ دؤ٭ ؿٯٌٴز ٟٸة٠ز  سً ث زٰ، أ٩ إىث صوي  فجػ٤ز أ٩ ضٟذ٤

ْٜ ( ػ) ٠ج ٯضو ٰ ُ ٴجة٠ز  ٛ ٜٖ ث ٙ ص ٌ صوجه ٰ ٚ ٢ٟ ػ٠ج٣جس ٩ٟوجٯ ِ ٛـ ِٰو ث ٌ، أ١ ٯضْ م ٜو آ ٮُ د ذْز ضٜٛذ٤ٮ  صؼ٢٠، دج٤ٛ
 ؿ٤ٮ،دجضٛذ٤ٮ ثٛ٪

تٖ ( ه) ٛ ٬ٜ أ٩ ه ٷ صو٪ه  زٰ ثضٛذ٤ٮ  ٜ ه٠ ٌ، أ١  م ٜو آ ٮُ د ذْز ضٜٛذ٤ٮ  ٮٗ صؼ٢٠، دج٤ٛ ذّز  ٤٠ج ٛ ٌ ث ٰ نٰ ثٛضوثد صضني ؽ٠
م، ٩ ٌ شٟ  ٌ ٰ ً خ جٟٮٛ  ْ ٘ ٨ج د ٰ ُ  ٢ٰ ٗ ً ٠شج ٛ  ث

ٮُ ٧يث ( ٧ـ) و٬ْ،  ٍ، ٩ص زٰ أ٩ ضٟووهر ثٳؿثٌ ذٰجس أ٩ ثصجِجٓس ع٤جة ٠جهر دوٴو صصٌ ٛ ٍ ٧ي٥ ث ٍ، ه٤و ثٷضٓؼجء، أ٧وث َ صو
،ً ظز ثٵؿج ٠نض ٛ ٨تٰجس ث ٛ جٜـس أ٩ ث ْ ٛ ٙ ث مٸ  ٢ٟ ٌ م ٜو آ ٮُ د  ٚ ِ ٛـ ٘٪١ صذ٬٤ ث ٬ٛ ػ٠ج١ أ١ ٯ  .إ
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ٷؽب، . 1  َ ٗ ٌ ٟ ٬ٜ ه  ٙ ظ٪ قٜ ٛ و٬ْ  ٚ ثيٛ٭ ٯ ِ ٜـ ٛ  ٚ ِ ٘ ٠ٸة٠ز ضٛ ٛ ٌ ث ٰ زٰ ثٛضوثد ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ صضني ثٛو٩

٠و٠ ٛ زٰ ث ٜ ٠ق ٛ زٰ أ٩ ث ٛ ٵؽثٌءثس ثٛو٩ ٢ٰ ٩ث ٜٴ٪ث٣ ٛ ٴج  ُ ٷؽتج ٩  ٌ ظقذ٦ ٩ثٛوث٥ أ٩ ثيٛ٭ ٯوضذ ٞ ٯ ٛ طقذ٦ أ٩  ّ٪ثء  ٙ د٨ج،  ٪
ٮُ ٧ي٥  ٠٪ػقز  ٛ ذـٴز ث ٤٠ ٛ ٪ّ ث قٛٴ ٮُ ثض٠ٛضن دج  ٢ٰ ذّض ٤٠ج ٛ زٰ ث ج٣ْ ٵ٣ جْهور ث ٠ ٛ ق٠ٛجٯز ٩ث ٴ٬ ث ٜ ٌ، ص م أ٭ شنض آ أ٩ 



ًر أؿثٌجُ  ٪ٗ ٠ي ٛ ٙ ث ٘٪١ ثٛو٩ ج١ْ ثضٛٮ ص ٵ٣ ٪ّ ث ٴز دقٴ ٜ ٠ضو ٛ زٰ أ٩ ث ج٣ْ ٵ٣ زٰ ث ٛ ٪ٕ ثٛو٩ ٘ ظ ٛ ٧ج ٢ٟ ث ٌ ٰ ً  ٬ُ زٰ ٩ ٓ ثٷصجِ
٨ج ٰ ُ. 

2 .٨ ٛ ٠ضقور ٩ ٛ ٳٟٞ ث ٨ج ث ٛ أ٭ ؽ٨٪ه صذي ٮُ  ذّج، ثضٛوج١٩  ٤ٟج ٌث٥  خ جٟ ص ْ ٍ، ف ٙ ثٳؿثٌ ٌ ثٛو٩ ُ ٌع، ص٪ ٌ ٛ يث ث
ق٠ٛجٯز  ٠ضقور،  ٛ ٳٟٞ ث نٟ ث ٠ضوج٣٩ز  ٛ زٰ ث ٟ٪٘ قٛ ٌ ث ٰ ً ٤٠ل٠جس  ٛ ظز أ٩ ث ٠نض ٛ زٰ ث ٛ زٰ ثٛو٩ ٟ٪٘ قٛ ٤٠ل٠جس ث ٛ ٧ج ٢ٟ ث ٌ ٰ ً ٩

ه٢ ظقذ٦ أفو أ٩  ٷ ٯ ٷؽب   ٚ ِ ٛو٭ ؿ ه٢ ٩ث ظ  ذٜق ٛ هوص٦، ٩ جْ ٨يث ٩ٟ ٗ  ٚ ِ ٚ  ؿ ص٦ٌّ، ٢ٟ أؽ ٯ٢ٌ ٢ٟ أ م ُثٌه آ أ٭ أ
٬ٜ ثٛ٪ثٛوٯ٢ أ٩  ه  ً وٛغ٪ ٨ج ث ٰ ُ  ً قٛجٷس ثضٛٮ ٯضوي ٬ُ ث ص٦ٌّ، ٩ ٚ أ ؾ٠ٛن ش٠ زٟ  ٍ ٛٸ ٠وٜ٪جٟس ث ٛ ٬ٜ ث ه  ٙ ظ٪ قٛ ث

زِ هثة٠ز أ٩ ٟؤض٦ٓ ٢ٟ دتٰض٦  ظ ٩ٝ د ٌ ٌ ٟق م ٚ آ ِ ٤٠٠٪فز ٳ٭ ؿ ٛ ق٠ٛجٯز ث ٚ ىثس ث ِ ٛـ ـ ث ص٦ٌّ، ٯ٤٠ ٳ ٯ٢ٌ  م ٱ ُثٌه ث ٳ ث
٠ج ٧٪ ٗ خ،  ذّ زٰ ٳ٭  ٜ وٛجة زٰ ث ٓ ٮُ ٧ي٥ ثٷصجِ ـ   .ٟ٪ػ
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1 . ٦ٛ ٚ ِ ٘ ٍ ص ٩ ٌ ٮُ ك ٯ٠ٌز،  ٗ ْوٯج دقجٰر جٟٗزٜ ٩ جٰٜ أ٩ ؽ هٴ  ّ٪ ٠و ٛ ٚ ث ِ ٛـ ح ص٠ضن ث ٍ د٪ؽ٪ ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

٠ؾض٠ن ٛ ٮُ ث زٰ  ٜ وِ ٛ شٟجض٦ًٗ ث  ٌ ْ ٰ ِِ ٩ص ٬ٜ ث٤ٛ ه هض٠جه٥  ٍ ث َ  .ثٌٗض٦ٟ ٩صو
مج. 2 هجٯز  ٌ ٮُ ثض٠ٛضن د  ّ٪ ٠و ٛ ٚ ث ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ ٖٛ صوض ٚٛ ي ٠ؤ٧ ٛ ٚ ث ِ ٜـ ٛ  ٚ ِ ٘ طز ٩صشؾن ٩ص

 ٚ ِ ٛـ ءٝ ٟن فجزٛ ث خ، ٩ثضٛٮ صضٸ ٜ ه٨٤ج ؿ وٝ  جْهور ثضٛٮ ٯٴ ٠ ٛ ه، صٴوٯٞ ث ً ٠٪ث ٛ ٌ ث ُ ٤٧ج دض٪ ً هجٯض٦،  ً ه٢   ٢ٰ ٛ ْؤ٩ ٠ ٜ ٛ ٩
ه٪٦٣ ٌ ٠٧ج ٢٠ٟ ٯ ٌ ٰ ً ٍ ٩ثٛوٯ٦ أ٩  ٩ ٌ  .٩ك

ٌر . 3 ٴ ِ ٜ ٛ ٴج  ُ زٟ ٩ ٠ٔو ٛ جْهور ث ٠ ٛ ٌ ث ُ ٪ّ، ص٪ ٠و ٛ ٚ ث ِ ٜـ ٛ طز  نٛج ٛٸفضجٰؽجس ث ٠ج  ٢ٟ ٧ي٥ 2إهثًجٗ  ٜ ٗ ٠جهر ٟؾج٣ج  ٛ ث
 ٬ٛ ٍ إ ٮٌ أ١ ص٨و ٚ، ٩ٯ٤ذ ِ ٛـ هجٯز ث ٌ ٟ٪١ د ٠٧ج ٢٠ٟ ٯٴ٪ ٌ ٰ ً ٜ٪ثٛوٯ٢ أ٩  ٛ زٰ  ٛ ٠ج ٛ ًه ث ٠٪ث ٛ هجر ث ٖٛ، ٟن ٟثٌ ٢٘ ى أٟ
هجهر  زٰ، ٩موجٟس إ ظق ٛ هجٯز ث ٌ ٛ خ، ٩موجٟس ث ٯً ٰٜٞ ٩ثٛضو ٬ٜ ثضٛو ه وُٸ   ّ٪ ٠و ٛ ٚ ث ِ ٛـ ٙ ث ظ٪ زٰ ف ػ٠ج١ إٟج٣٘

ٰ ُ ٌ ٌص ثضٛ ِ ٛ ٚ، ٩ث ه٠ زّ  ً ٠٠ج ٛ هوثه  ٵ ٚ، ٩ث ٰ هٮ ثضٛؤ٧ ٷؽض٠ج ْٰ ثٷ٣وجٟػ ث ٬ٛ صقٴ ه٫ إ ًر صؤ ظ٪ ٖٛ د ٦ٰ ى ٴ ٜ زٰ ٩ص ٨
٢٘ ٚ ٩ؽ٦ ٠ٟ ٠ ٗ ٬ٜ أ ه ٩فٮ،  ٌ ٛ ٮُ ٩ث ٖٛ ٠٣٪٥ ثغٛٴج ٮُ ى ه٭، د٠ج  ٌ ِ ٛ ٚ ٠٣٩٪٥ ث ِ ٜـ ٛ. 

زٰ . 4 ظق ٛ هجٯز ث ٌ ٛ ٮُ ٰٟوث١ ث ذّز  ٤٠ج ٛ ٠وٜ٪جٟس ث ٛ ٙ ث ٩ؿ ثضٛوج١٩ ثٛو٩ٮٛ، صذجه ٌ ٍ أ١ صشؾن، د ٙ ثٳؿثٌ ٬ٜ ثٛو٩ ه
ْ ِ ذـٮ ٩ث٤ٛ ٛ وٛٸػ ث زٰ ٩ث هجهر ثٛ٪جٓة ٴز د٤٠ج٧ؼ إ ٜ ٠ضو ٛ ٠وٜ٪جٟس ث ٛ ٌ ث ٖٛ ٣ش ٮُ ى ٢ٰ، د٠ج  ٓ ٠و٪ ٛ ٙ ث ٴٛؿجِ ٮِ  ٰ ٮ ٩ثٛ٪ك

ٓوثًص٨ج   ٢ٰ ْ ٍ ٢ٟ صق ٙ ثٳؿثٌ ٢ٰ ثٛو٩ ٘ زٰ ص٠ ٌ ٖٛ د ٨ج، ٩ى ٰ ٛ ٙ إ ط٪ زٰ ثٛ٪ زٰ ٩إٟج٣٘ ٤٨٠ ٛ ٚ ٩ثنٛوجٟس ث ٰ ثضٛؤ٧
٠ؾجٷس ٛ ٮُ ٧ي٥ ث مذص٨ٌج  نٰ  ّ ظوه، ثفضجٰؽجس ثذٛ. ٨ٟ٩جثًص٨ج ٩ص٪ ٛ ٮُ ٧يث ث طز،  مج زِ  ظ ه٬ د ز٩ٰصثٌ  .ٜوث١ ث٤ٛجٟ

 24ث٠ٛجهر 
هٸػ . 1  ُْ ٮُ ٟثٌ ٦ً ٩دقٴ٦  ٪ٜ ٢٘ د طقٮ ٯ٠  ٫٪ ٬ٜ ضْٟ ه ٮُ ثض٠ٛضن دؤ  ٚ ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

ظقٮ ٛ ٚ ث ٰ هجهر ثضٛؤ٧ ٌثع ٩إ ٳٟ ٮُ . ث ٚ ٢ٟ فٴ٦  ِ أ٭ ؿ  ٌٝ ٷ ٯق ٫ً ؽ٨و٧ج ضٛؼ٢٠ أ ظج ٓ  ٍ ٙ ثٳؿثٌ ٙ ثٛو٩ ٩صذي
زٰ ٧ي٥ ظق ٛ هجٯز ث ٌ ٛ ٬ٜ موجٟس ث ه  ٙ ظ٪ قٛ  .ث

2 .ٛ ٚصضجدن ث ذّز ٢ٟ أؽ ٤٠ج ٛ ٌ ث ٰ مجص، ثٛضوثد قْ جٟٗٸ ٩صضني، د٪ؽ٦  ٛ ٙ ٧يث ث ه٠ج ٍ إ ٙ ثٳؿثٌ  :و٩
ٙ،( أ) ػٌن ٩ثٳؿجِ ٛ جُٰس ث  مِغ ٩
هجٯز ( ح) ٌ ٛ ٌ ث ٬ٜ ص٪ـٯ ه ٙ ٟن ثضٛشوٯو  نٰ ثٳؿجِ ؾ٠ٛ  ٢ٰ ٛٸضٍٟ زٰ ث ظق ٛ هجٯز ث ٌ ٛ زٰ ٩ث ذـ ٛ جْهور ث ٠ ٛ ٌ ث ٰ ُ زٛ ص٪ جِٗ

زٰ، ٛ ٳ٩ زٰ ث ظق ٛ  ث
ّ٪ء ثضٌٛيٯز ف( ػ) ٌثع ٩ ٳٟ قُز ث ْٰ ٟج٘ ٨٤ٟج صذـ  ً ٪ٟ ٯْ أ ٌ ه٢ ؿ زٰ،  ٛ ٳ٩ زٰ ث ظق ٛ هجٯز ث ٌ ٛ ً ث ٮُ إؿج ض٬ 

٧ج  ً هضذج ٮُ ث زٰ، آمير  ح ث٤ٛٴ ٌ ٰج٥ ثشٛ زٰ ٩ٟ ُ ج٘ ٛ ٠ٌيٯز ث ٛ ًيٯز ث ٳ ٌ ث ٰ ُ ٯْ ص٪ ٌ ه٢ ؿ ٨٪زٛ ٩ ْ ٠ضجفز د ٛ ثض٤٘ٛ٪ٛ٪ؽجٰ ث
،٥ٌ ط ثذٛتٰز ٩ٟنجؿ ً صٜ٪ مجـ  أ

ٚ ثٛ٪ٷر ٩دوو٧ج،( ه) ذٓ ذّز ٛٴ٨ٟجس  ٤٠ج ٛ زٰ ث ظق ٛ هجٯز ث ٌ ٛ زٛ ث  جِٗ
ٚ ٗ( ٧ـ) ِ ٛـ ظقز ث ٴز د ٜ ٠ضو ٛ زٰ ث ّ جّ ٳ ٠وٜ٪جٟس ث ٛ ٚ، دج ِ ٛـ ٠ج ثٛ٪ثٛوٯ٢ ٩ث ٰ ّ ٠ؾض٠ن، ٩ٷ  ٛ هجس ث جٓـ نٰ  ٩ٯو ؽ٠ َ جِزٛ ص

 ٙ ظ٪ ط، ٩ف قٛ٪ثه طقجؿ ثذٛتٰٮ، ٩ثٛ٪جٓٯز ٢ٟ ث ٵ ظقز ٩ث ٛ ِق ث ها ف ذٟج زٰ، ٩ وٰ ذـ ٛ هز ث ػٌج ٛ ٩صٌيٯض٦، ٩ٟثَٯج ث
ٮُ ثٷضّجِهر ٟ هوص٨ج  جْ ٠ؾجٷس ٩ٟ ٛ ٮُ ٧ي٥ ث  ٰٜٞ ٬ٜ صو ه هجس  ٴجـ ٛ ٠وٜ٪جٟس،٧ي٥ ث ٛ  ٢ ٧ي٥ ث

ٌر( ٩) ّ ٳ لٰٞ ث ٴز دض٤ ٜ ٠ضو ٛ ٰٜٞ ٩ثنٛوجٟس ث ٜ٪ثٛوٯ٢، ٩ثضٛو ٛ وٝ  ٠ٴ ٛ شًجه ث ٵ زٰ ٩ث زٰ ثٛ٪جٓة ظق ٛ هجٯز ث ٌ ٛ ٌ ث  .ص٪ـٯ
ظقز . 3 ٌ د ٰٜوٯز ثضٛٮ صؼ جّس ثضٛٴ ً ٠٠ج ٛ جٌء ث ٛ زٰ إ ٌ ٠ٸة٠ز د ٛ وِجزٛ ٩ث ٛ ٌ ث ٰ نٰ ثٛضوثد ٍ ؽ٠ ٙ ثٳؿثٌ صضني ثٛو٩

ٙ  .ثٳؿجِ
4 .َ ٯَ ٍ دضو ٙ ثٳؿثٌ ٚ  صضو٨و ثٛو٩ جٟ٘ ٛ ٙ ث ه٠ج ٵ ٬ٛ ث ٯًؾٮ إ ٚ صو ٘ ٚ دش ط ٚ ثضٛ٪ نٰ ثضٛوج١٩ ثٛو٩ٮٛ ٢ٟ أؽ ٩صشؾ

٠جهر ٛ ٮُ ٧ي٥ ث ٍ د٦  ٌ ٠وض ٛ قْ ث ٜ ظوه. ٛ ٛ ٮُ ٧يث ث زٰ  ٜوث١ ث٤ٛجٟ طز ثفضجٰؽجس ثذٛ مج زِ  ظ ه٬ د  .٩صثٌ
 25ث٠ٛجهر 

هٸػ  ق٠ٛجٯز أ٩  هجٯز أ٩ ث ٌ ٛ ٌع ث ً ٳ ظز  ٠نض ٛ جٜـس ث ْ ٛ ه٦ ث ٚ ثيٛ٭ ص٪ه ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ طقض٦ صوض
ه٦ ظزٜ دئٯوث ٛ ٫ٌ ىثس ث م ٳ ٍ ث ٩ ٌ ٛل نٰ ث ؾ٠ٛ ٩ ٚ ِ ٜـ ٛ وٝ  ٠ٴ ٛ وٜٸػ ث ٛ ٯًز  ٮُ ٟثٌؽوز ه٩ زٰ  ٜ وٛٴ زٰ أ٩ ث  .ثٛذو٣

 26ث٠ٛجهر 
هٮ، . 1 ٢ٰ ثٷؽض٠ج ٖٛ ثضٛؤٟ ٮُ ى هٮ، د٠ج  م ٢ٟ ثؼ٠ٛج١ ثٷؽض٠ج ٮُ ثٷ٣ضجِ قْ  ٛ ٚ دج ِ ٚ ؿ ٘ ٛ  ٍ ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

ٛ  ٚ جٟ٘ ٛ ٙ ث ه٠ج ٵ ْٰ ث زٟ ضٛقٴ ٍ ٛٸ ٌ ث ٰ ٪ؿ٤ٮ٩صضني ثٛضوثد ٛ ٛٴج٣٪٨٣ج ث ٴج  ُ قْ ٩ ٛ  .٨يث ث



هجزٛ . 2 ه٢ إ  ٢ٰ ٛ ْؤ٩ ٠ ٛ ٳشنجص ث ٚ ٩ث ِ ٛـ ٍ ث ٩ ٌ ًه ٩ك ٟ٪ث هجر  هج٣جس، ه٤و ثٷضٓؼجء، ٟن ٟثٌ ٵ ـ ث ٤ٟ ٮٌ  ٯ٤ذ
هج٣جس ٬ٜ إ ه  ٙ ظ٪ قٜ ٛ ه٦٤  ٚ أ٩ ٣جٰدز  ِ ٛـ خ ث وٝ ٢ٟ ؽج٣ خ ٯٴ ٜ دـ طزٜ  ٌ ى٭  م ً آ هضذج أ٭ ث ه٢  ؼُٸ   ،ٚ ِ ٛـ  .ث

 27ث٠ٛجهر 
1 . ٚ ٗ قْ  ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ ٠و٤٪٭ صوض ٛ ٩فٮ ٩ث ٌ ٛ وٛٴٮٜ ٩ث ٞ ٠٤ٛ٪٥ ثٛذو٣ٮ ٩ث ٫ ٟوشٰٮ ٟٸة ٮُ ضْٟ٪  ٚ ِ ؿ

هٮ  .٩ثٷؽض٠ج
ٮُ . 2 جٰٝ،  ٴ ٛ ه٢ ث زٰ  ّ جّ ٳ زٰ ث ٛ ْؤ٩ ٠ ٛ ٚ، ث ِ ٛـ ه٢ ث ْؤ٩ٛ٪١  ٠ ٛ ١٩ ث ٌ م ٱ ٳشنجص ث ٚ ثٛ٪ثٛوث١ أ٩ أفو٠٧ج أ٩ ث ٯضق٠

ٚ ِ ٛـ زٟ ٠٤ٛ٪ ث ٍ ٛٸ ٠وشٰز ث ٛ ٍ ث ٩ ٌ ٢ٰ ك ٓوثًص٨ٞ، دضؤٟ زٰ ٩ ٛ ٠ج ٛ  .فو٩ه إٟج٣٘جٰص٨ٞ ث
جْهور ثٛ٪ثٛوٯ٢  صضني. 3 ٟ ٚ ٠ٸة٠ز ٢ٟ أؽ ٛ ٌ ث ٰ ٬ُ فو٩ه إٟج٣٘جٰص٨ج، ثٛضوثد زٰ ٩ ٪ؿ٤ ٛ ٨ج ث ُ ٩ ٌ ٛل ٴج  ُ ٩ ،ٍ ٙ ثٳؿثٌ ثٛو٩

٠جهٯز  ٛ جْهور ث ٠ ٛ ًر ث ٩ ٌ وٝ ه٤و ثؼٛ قْ ٩صٴ ٛ ٙ ٧يث ث ه٠ج هٮٜ إ  ،ٚ ِ ٛـ ه٢ ث  ٢ٰ ٛ ْؤ٩ ٠ ٛ ٳشنجص ث ٠٧ج ٢ٟ ث ٌ ٰ ً ٩
ج١٘ ّ ٵ جْء ٩ث ٘ ٛ ْٜ دجضٌٛيٯز ٩ث ٠ج ٯضو ٰ ُ ٠ج  ٰ ّ هٞ، ٩ٷ   .٩دثٌٟؼ ثٛو

ٯ٢ٌ . 4 م ٱ ٳشنجص ث ٚ ٢ٟ ثٛ٪ثٛوٯ٢ أ٩ ٢ٟ ث ِ ٛـ ٴز ث ِ ٣ ٚ ٰ ظ زٛ صق جِ٘ ٛ ذّز  ٤٠ج ٛ ٌ ث ٰ ٚ ثٛضوثد ٗ  ٍ ٙ ثٳؿثٌ صضني ثٛو٩
ػً نٛج ٮُ ث ٍ أ٩  ٌ ٛـ ٚ ثٛو٩زٛ ث م ّ٪ثء هث  ،ٚ ِ ٛـ ه٢ ث جٰٛ  ٢ٰ جٟ ٛ ْؤ٩ ٠ ٛ ٰش ثشٛنض . ث مجص، ه٤وجٟ ٯو ٩د٪ؽ٦ 

ٚ ِ ٛـ ٨ج ث ٰ ُ ٰش  ٌ ثٛو٩زٛ ثضٛٮ ٯو ٰ ً  ٫ٌ م ٮُ ه٩زٛ أ  ٚ ِ ٛـ ه٢ ث جٰٛ  ٙ جٟ ْؤ٩ ٠ ٛ ٬ٛ ث ٷ٣ؼ٠جٝ إ ٍ ث ٙ ثٳؿثٌ ، صشؾن ثٛو٩
ذّز ٤ٟج  ٫ٌ م ذٰجس أ ٖٛ ثصنجى صصٌ ٚ، ٩ٗي ٰ ٴذ ٛ ثٌٝ ثصجِجٓس ٢ٟ ٧يث ث زٰ أ٩ إد ٛ  .ثصجِجٓس ه٩

 28ث٠ٛجهر 
ُؤ . 1 جُ صج٘ ّ ٬ٜ أ ه ٯًؾجٰ ٩ قْ صو ٛ ٨يث ث ٛ  ٚ جٟ٘ ٛ ٙ ث ه٠ج ٛٶ ٴج  ٰ ٰٜٞ، ٩صقٴ ٮُ ثضٛو  ٚ ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

مجص د٠ج ٯٮٜ ٪ٝ د٪ؽ٦  ٌص، صٴ ِ ٛ  :ث
نٰ،( أ) ؾ٠ٜ ٛ ثَٟٛجٰ ٩ضٟجفج ٟؾج٣ج  ٰٜٞ ثٷدضوثةٮ إ ٚ ثضٛو  ؽو
ٙ، ٩ثصنجى ( ح) نٰ ثٳؿجِ ؾ٠ٛ ٧ج ٩إصجفض٨ج  ٌ ٰ ُ ٤٨٠ٮ، ٩ص٪ ٛ وٛجٝ أ٩ ث ّ٪ثء ث ٰٜٞ ثغٛج٣٪٭،  ٙ ثضٛو ٌ شض٬ أشج٘ نٰ ص٪ـٯ صشؾ

٨ج، ٰ ٛ قٛجؽز إ زٰ ه٤و ث ٛ ٠ج ٛ جْهور ث ٠ ٛ ٰٜٞ ٩صٴوٯٞ ث زٰ ثضٛو ٙ ٟؾج٣ مج ٚ إه غٟ ذّز  ٤٠ج ٛ ٌ ث ٰ  ثٛضوثد
ٚ ثضٛو( ػ) ٛٴوثًس،ؽو جُ ث ّ ٬ٜ أ ه نٰ  ؾ٠ٜ ٛ ذّز، ضٟجفج  ٤٠ج ٛ ٚ ث جّة وٛجٮٛ، دشض٬ ثٛ٪  ٰٜٞ ث
٨ٞ،( ه) ٛ ٬ُ ض٤ٟج٩ ٩ ٙ نٰ ثٳؿجِ ؾ٠ٛ ٌر  ُ زٰ ضٟ٪ ٤٨٠ ٛ دٌ٪ٯز ٩ث شًجهٯز ثضٛ ٵ ها ث ٠ذج ٛ ٠وٜ٪جٟس ٩ث ٛ ٚ ث  ؽو
زّ( ٧ـ) ٌٕ ثٛوثً وٟوٷس ص  ٢ٟ ٚ ٰ ٜ ًُ ٩ثضٛٴ ٠وث ٛ ٮُ ث ٤٠ضلٞ  ٛ ً ث قٛؼ٪ نٰ ث ٌ ضٛشؾ ٰ  .ثصنجى صوثد
ٳ. 2 ٙ ث زٟ صضني ثٛو٩ ثٌٗ ٬ٜ ٣ق٪ ٯض٠ش٬ ٟن  ه  ًُ ٠وث ٛ ٮُ ث ًر ث٤ٛلجٝ  ؼ٠ٛج١ إهث ذّز  ٤٠ج ٛ ٌ ث ٰ زُ ثٛضوثد ٍ جٗ ؿثٌ

زٰ ٓ ُْ ٟن ٧ي٥ ثٷصجِ زٰ ٩ٯض٪ث ج٣ْ ٵ٣ ٚ ث ِ ٛـ  .ث
طز . 3 ٰٜٞ، ٩دنج ٴز دجضٛو ٜ ٠ضو ٛ ً ث ٪ٟ ٳ ٮُ ث نٰ ثضٛوج١٩ ثٛو٩ٮٛ  َ ٩صشؾ ٯَ زٰ دضو ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ ٝ ثٛو٩ صٴ٪

ٛ ٬ٜ ث ه ٴؼجء  ٛ ٮُ ث ٨جٝ  ّ ٵ ٍ ث زٰ د٨و زٰ ٩ثضٛٴ٤ ٠ ٜ وٛ زُ ث ٌ ٠و ٛ ٬ٛ ث ٙ إ ط٪ ٌ ثٛ٪ ٰ ْ ٰ ٛٞ ٩ص وٛج نٰ أ٣قجء ث ٮُ ؽ٠ زٰ  ٳٟ ٚ ٩ث ؾ٨
ٰٜٞ ثقٛوٯغز ٚ ثضٛو جّة ٬ٛ ٩ ظوه. ٩إ ٛ ٮُ ٧يث ث زٰ  ٜوث١ ث٤ٛجٟ طز ثفضجٰؽجس ثذٛ مج زِ  ظ ه٬ د  .٩صثٌ

  29ث٠ٛجهر 
ٟ٪ؽ٨ج ٣ق٪. 1  ٚ ِ ٛـ ٰٜٞ ث ٘٪١ صو ٬ٜ أ١ ٯ ه  ٍ ٙ ثٳؿثٌ ُْ ثٛو٩  :ص٪ث
ٟ٪ث٧( أ) ٩ ٚ ِ ٛـ زٰ ث ظ زٰ شن ظ٬ إٟج٣٘جص٨ج،ص٠٤ ٓ ٬ٛ أ زٰ إ زٰ ٩ثٛذو٣ ٜ وٛٴ ٓوثًص٦ ث  ذ٦ ٩
٠ضقور،( ح) ٛ ٳٟٞ ث جّ ث ٮُ ٟغٰ زّ  ٌ ٘ ٠ ٛ ها ث ٠ذج ٛ زٰ ٩ث ّ جّ ٳ ٯٌجس ث قٛ ج١ْ ٩ث ٵ٣ ٪ّ ث ثٌٝ فٴ زٰ ثفض  ص٠٤
ٚ ( ػ) ِ ٛـ ٦ٰ ث ُ ٰش  ٜو ثيٛ٭ ٯو ذٜ ٛ زٰ  ٪ؿ٤ ٛ ٴٰٞ ث ٛ طز، ٩ث نٛج ٠ز ث ٰ ٓ زٰ ٩ض٦ٌٛ ٩ ُ ٚ ٧٩٪ٯض٦ ثغٛٴج ِ ٛـ ثٌٝ ى٫٩ ث ص٠٤زٰ ثفض

ٜو ثيٛ٭ ٣شؤ ه٢ فؼجص٦ً، ٩ثذٛ زِ  ٜ ٠نض ٛ قٛؼجثًس ث ٚ ٩ث ط ٳ ٮُ ث  ٦ٰ ُ 
٢ٰ ( ه) ج٩ْثر د ٠ ٛ ـ ٩ث جْٟ ٜٞ ٩ثضٛ ْ ٛ ٩ؿ ٢ٟ ثضٛج٧ِٞ ٩ث ٌ ٌ، د ٮُ ٟؾض٠ن ف زٰ  ٛ ْؤ٩ ٠ ٛ ٌ ث قٛجٰر صضْشو  ٚ ِ ٛـ هوثه ث إ

ج١٘  ْ ٛ ٬ٛ ث ٳشنجص ثٛيٯ٢ ٯ٤ض٠٪١ إ زٰ ٩ث زٰ ٩ثٛوٯ٤ ٪ؿ٤ ٛ زٰ ٩ث ٵع٤ هجس ث ح ٩ثؾ٠ٛج نٰ ثشٛو٪ ٢ٰ ؽ٠ زٓ د ظوث ٛ ٢ٰ ٩ث ْ ثؾ٤ٛ
،٢ٰ ٰ ٜ ط ٳ  ث

زٰ( ـ٧) وٰ ذـ ٛ ثٌٝ ثذٛتٰز ث  .ص٠٤زٰ ثفض
٠جهر . 2 ٛ ٠جهر أ٩ ث ٛ ٮُ ٣ض ٧ي٥ ث  ِٰ جْس  28ٛ ّ ٠ؤ ٛ ٮُ إ٣شجء ث ٨تٰجس  ٛ ُثٌه ٩ث ٳ ٯٌز ث ٮُ ف  ٚ م ٬ٜ أ٦٣ صو ه  ٌ ْ ِ جٟ ٯ

ٌر  ٴ ِ ٛ ٮُ ث ٨ج  ٰ ٜ ه ظ٪ص  ٤٠ ٛ ها ث ٠ذج ٛ هجر ث ٬ٜ ثٛو٩ثٝ د٠ثٌ ه ٤٧ج  ً زٰ ٩إهثص٨ًج،  ٠ ٰ ٜ ثٌؽ  1ثضٛو ٠جهر ٩دجشض ٛ ٢ٟ ٧ي٥ ث
ٰٜٞ ثيٛ٭ ص جـدٴز ثضٛو ٓو صؼو٨ج ثٛو٩زٟٛ ٌ ثٛو٣جٰ ثضٛٮ  ٰ ٠وجٯ ٜ ٛ جْس  ّ ٠ؤ ٛ ٥ٌ ٧ي٥ ث ُ ٪. 

 30ث٠ٛجهر 
 ٚ ِ ٛـ ج١ٟ ث ٌ ٍ ف ٷ ٯؾ٪  ،٢ٰ ٰ ٜ ط ٳ ج١٘ ث ْ ٛ ٌ٪ٯز أ٩ أشنجص ٢ٟ ث ٛ زٰ أ٩  زٰ أ٩ هٯ٤ جٰٜس إع٤ ٓ ٨ج أ ٰ ُ ٙ ثضٛٮ ص٪ؽو  ٮُ ثٛو٩

هز، دغ ٠ؾ٠٪ ٛ ُثٌه ث زٰ أ نٟ دٴ ٮُ أ١ ٯض٠ضن،  قْ  ٛ ج١٘ ٢ٟ ث ْ ٛ تٖ ث ٛ ٳ٩ جٰٜس أ٩  ٓ ٳ ٜٖ ث ٤٠ض٬٠ ضٛ ٛ ً ث ٴجض٦ُ، أ٩ ثٷؽ٨ج
ٙ ض٦ٌٛ ٥ٌ، أ٩ ثضّو٠ج زّ شوجة ً  .دوٯ٦٤ ٠ٟ٩ج

 31ث٠ٛجهر 
ذّز . 1 ٤٠ج ٛ شزـ ثٷضّؾ٠جٝ ث ح ٩أ٣ وٛج ٳ ثٌِى، ٩ٟث٩َزٛ ث ٛ شٓ ث ثٌٛفز ٩٩ ٮُ ث  ٚ ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

٤ِٛ٪١ ٬ُ ث زٰ ٩ ُ قٛجٰر ثغٛٴج ٮُ ث ٯٌز  زٗ دق ً ٠شج ٛ ٦٤ْ ٩ث ٛ. 



2 .ُ  ٚ ِ ٛـ فْ ث  ٍ َ ٍ ٩صو ٙ ثٳؿثٌ ٌٝ ثٛو٩ ٌ صقض ٰ ُ ٬ٜ ص٪ ه زٰ ٩صشؾن  ٤ِٛ زٰ ٩ث ُ قٛجٰر ثغٛٴج ٮُ ث جٟ٘زٜ  ٛ زٗ ث ً ٠شج ٛ ٮ ث
ثٌِى ٛ شزـ أ٩جٓس ث ٮٟ ٩أ٣ ٤ِٛٮ ٩ثٷضّؾ٠ج ٮُ ٩ث ٤ٜٛشجؽ ثغٛٴج ج٩ْٯز  ٌص ٟٸة٠ز ٩ضٟ ُ. 

 32ث٠ٛجهر 
1 . ١٪٘ ـ أ١ ٯ ؽٌ ٚ ٯ ه٠ ٭  ه٭ ٢ٟ٩ أهثء أ ظج ٙ ثٷضٓ ٌٸ ٮُ ف٠جٯض٦ ٢ٟ ثٷضّ  ٚ ِ ٛـ قْ ث ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض

ثٌٰ أ٩ أ١ ٯ٠ ٩فٮ، مـ ٌ ٛ وٛٴٮٜ، أ٩ ث ٚ أ٩ د٠٤٪٥ ثٛذو٣ٮ، أ٩ ث ِ ٛـ ظقز ث ٘٪١ ػجثً د ٚ، أ٩ أ١ ٯ ِ ٛـ ٰٜٞ ث زٓ ضٛو هج ٚ إ غ
هٮ ٠و٤٪٭، أ٩ ثٷؽض٠ج ٛ  .أ٩ ث

٠جهر. 2 ٛ ِٰي ٧ي٥ ث ٚ ص٤ ِ ٘ دٌ٪ٯز ثضٛٮ ص زٰ ٩ثضٛ ه ٯًز ٩ثٷؽض٠ج زٰ ٩ثٵهث ٯٌو ٌ ثضٛش ٰ ٍ ثضٛوثد ٙ ثٳؿثٌ ٨يث . صضني ثٛو٩ ٛ ٩
٪ٕ ثٛو ٘ ظ ٛ ج٘ٝ ث هجر أف نٟ ٟثٌ ٌع، ٩ ٌ ٛ مجص د٠ج ٯٮٜث ٍ د٪ؽ٦  ٙ ثٳؿثٌ ٪ٝ ثٛو٩ ظزٜ، صٴ ٛ ٫ٌ ىثس ث م ٳ زٰ ث ٛ ٩: 

ٚ،( أ) جّ دو٠ ٛٸضٛق ً ه٣جٰ  ه٠ج ٌ أه٬٣ أ٩ أ ه٠  صقوٯو 
٦ُ٩،( ح) ٌ ٚ ٩ك و٠ٛ هجس ث جْ ٛ خ  ّ ٤ٟج  ٩ػن ٣لجٝ 
زٰ( ػ) ٛ وِج ٠جهر د ٛ ِجى ٧ي٥ ث زٰ إ٣ ٌ ؼ٠ٛج١ د ذّز  ٤ٟج  ٫ٌ م هٴ٪دجس أ٩ ؽثَءثس أ ٌع  ُ. 

 33ث٠ٛجهر 
نٰ  ٍ ؽ٠ ٙ ثٳؿثٌ دٌ٪ٯز، صضني ثٛو٩ زٰ ٩ثضٛ ه ٯًز ٩ثٷؽض٠ج زٰ ٩ثٵهث ٯٌو ٌ ثضٛش ٰ ٖٛ ثٛضوثد ٮُ ى ذّز، د٠ج  ٤٠ج ٛ ٌ ث ٰ ثٛضوثد

ٮُ  ذ٠ْج صقوهس  ٚ، ٩ف وٛٴ ٬ٜ ث ه ٌر  ٠ؤع ٛ ٠٪ثه ث ٛ ًر ٩ث ٠نو ٛ ٠٪ثه ث ٜ ٛ م  ٩ ٌ ٠ش ٛ ٌ ث ٰ ً ٙ ٢ٟ ثٷضّنوثٝ  ٛ٪جٓٯز ثٳؿجِ
٠٪ثه د ٛ ٚ ٧ي٥ ث غٟ ٮُ إ٣ضجػ   ٙ ٤٠ن ثضّنوثٝ ثٳؿجِ ٛ ظزٜ، ٩ ٛ زٰ ىثس ث ٛ ٠وج٧وثس ثٛو٩ ٛ ً ث هز ٩ثٷصؾج ٩ ٌ شٟ  ٌ ٰ ً ٯٌٴز  ـ

 د٨ج
 34ث٠ٛجهر 

ٮْ ؾ٤ٛ جٕ ث ٮْ ٩ثٷ٣ض٨ ٙ ثؾ٤ٛ ٌٸ ٙ ثٷضّ نٰ أشج٘ ٚ ٢ٟ ؽ٠ ِ ٛـ ٍ دق٠جٯز ث ٙ ثٳؿثٌ ٌثع . صضو٨و ثٛو٩ ً ٳ ٨ي٥ ث ٛ ٩
٤٠ن ٛ  ٍ ٠ضووهر ثٳؿثٌ ٛ زٰ ٩ث زٰ ٩ثغ٤ٛجة ٪ؿ٤ ٛ ٠ٸة٠ز ث ٛ ٌ ث ٰ نٰ ثٛضوثد مجص، ؽ٠ ٍ، د٪ؽ٦  ٙ ثٳؿثٌ  :صضني ثٛو٩

ٜ( أ) ه  ٚ ِ ٛـ ٌث٥ ث ٗ ٚ أ٩ إ م،ف٠ ٩ ٌ شٟ  ٌ ٰ ً ٮْ  أ٭ ٣شجؽ ؽ٤  ٬ صوجؿ٬ 
هز،( ح) ٩ ٌ ٠ش ٛ ٌ ث ٰ ً زٰ  ْ جّس ثؾ٤ٛ ً ٠٠ج ٛ ٧ج ٢ٟ ث ٌ ٰ ً ًر أ٩  هج ٮُ ثٛو  ٙ ٴٛؿجِ ٌٸٮٛ   ثٷضّنوثٝ ثٷضّ
ٌر( ػ) ه ٠٪ثه ثٛوث ٛ ٩ع ٩ث ٌ وٛ ٮُ ث  ٙ ٴٛؿجِ ٌٸٮٛ   .ثٷضّنوثٝ ثٷضّ

 35ث٠ٛجهر 
٠ضو ٛ زٰ ٩ث زٰ ٩ثغ٤ٛجة ٪ؿ٤ ٛ ٠ٸة٠ز ث ٛ ٌ ث ٰ نٰ ثٛضوثد ٍ ؽ٠ ٙ ثٳؿثٌ و٨ٰٞ صضني ثٛو٩ ٙ أ٩ د ٍ ثٳؿجِ مضجـ ٤٠ن ث ٛ  ٍ وهر ثٳؿثٌ
ٙ ٳشج٘ ٚ ٢ٟ ث ٘ ٌثع أ٩ دؤ٭ ش ً ٳ ٌع ٢ٟ ث ً ً د٨ٞ ٳ٭   .أ٩ ثٷصؾج

 36ث٠ٛجهر 
ٚ ِ ٛـ جًُر ث خ  خ ٢ٟ ؽ٪ث٣ ًر دؤ٭ ؽج٣ ٙ ثؼٛج ٌٸ ٙ ثٷضّ ٌ أشج٘ جّة  ٢ٟ ٚ ِ ـ ٛ ٍ ث ٙ ثٳؿثٌ  .صق٠ٮ ثٛو٩

 37ث٠ٛجهر 
ٍ ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘  :ص

٤ٰ٨٠ز( أ) ٛ زٰ أ٩ ث ج٣ْ ٛٸإ٣ زٰ أ٩ ث ّ ٴج ٛ وٛٴ٪دز ث ٠وجٟزٜ أ٩ ث ٛ ح ث ٩ ٌ ٥ٌ ٢ٟ ػ ٰ ٌ ٛ خ أ٩  ٚ ضٜٛويٯ ِ أ٭ ؿ ٌع  ٷ ٯو ٩ٷ . أ
٤ّز  ٌر  هش ه٢ ع٠ج٣ٮ   ٞ٧ ً ه٠ج ٚ أ ذ٨٘ج أشنجص صٴ ثٌةٞ ٯصٌ خ ؽ ذْ قٛجٰر د ؾ٢ْ ٟو٭ ث ٛ هوثٝ أ٩ ث ٵ هٴ٪دز ث ٌع  ِ ص

ه٨٤ٞ، ثٌُػ  ٛٶ زٰ   ه١٩ ٩ؽ٪ه إٟج٣٘
ٯٌض( ح) ٚ ٢ٟ ف ِ أ٭ ؿ  ٌٝ ٷ ٯق زٰأ ِ ْ زٰ أ٩ صو ٌ ج٣ٓ٪٣ ٰ ً ًر  ظ٪ ٥ٍ أ٩ . ٦ د ٚ أ٩ ثفضؾج ِ ٛـ ٙ ث هضٴج ٫ٌ ث ٩ٯؾخ أ١ ٯؾ

ذّز، ٤ٟج زٰ  ٤ٟ ٍ ٌر  ٌ ضُ ظ ٓ ٳ ٩ ٌ ٰ م ؾٜؤ أ ٠ ٗ ٷ  ض٦ًّ إ ٍ ٠ٟج ٜٴج٣٪١ ٩ٷ ٯؾ٪ ٛ ٴج  ُ  ؾ٦٤ّ ٩
ه٬ ( ػ) ٯٌٴز صثٌ دـ ج١ْ، ٩ ٵ٣ ٮُ ث طزٜ  ٠ضؤ ٛ زٟ ث ثٌ٘ ٜ ٛ ثٌٝ  زٰ ٩ثفض ج٣ْ ٯٌض٦ دئ٣ ٩ٝ ٢ٟ ف ٌ ٚ ٟق ِ ٚ ؿ ٗ  ٚ ٯوجٟ

ٳشنجص  ٦٤ّثفضجٰؽجس ث ٌ٪ث  ٜ ٌ . ثٛيٯ٢ د ٛٞ ٯوضذ ٢ٰ، جٟ  ٌ ٛ ه٢ ثذٛج ٯٌض٦  ٩ٝ ٢ٟ ف ٌ ٚ ٟق ِ ٚ ؿ ٗ  ٚ ظ ِ مجص، ٯ ٩د٪ؽ٦ 
ّٸس  ٠ثٌ ٛ ٯْ ث ٌ ه٢ ؿ ص٦ٌّ  ٙ ٟن أ ظج ٬ٜ ثص ه ٮُ ثذٛٴجء  قْ  ٛ ٘٪١ ٦ٛ ث ٖٛ، ٩ٯ ٍ ى مٸ ٚ صٴضؼٮ  ِ ٛـ قٜز ث ظ أ١ ٟ

زٰ، ٍ ثٷضّغ٤جة ٩ ٌ ل ٛ ٮُ ث ٷ  ٯَجثًس، إ ٛ  ٩ث
ٙ( ه) ظ٪ قٛ ٮُ ث قْ  ٛ ٯٌض٦ ث ٝ ٢ٟ ف ٩ ٌ ٚ ٟق ِ ٚ ؿ ٘ ٛ  ١٪٘ جْهور  ٯ ٠ ٛ ٧ج ٢ٟ ث ٌ ٰ ً زٰ ٩ جْهور ج٣ٓ٪٣ ٟ ٬ٜ ه هز  ٌ ْ د

زٜ  ظز ضْٟٴ زـ ٟنض ٜ ّ ٠٘ز أ٩  ٯٌز أٟجٝ ٟق قٛ ج٦٣ٟ ٢ٟ ث ٌ زٰ ف ه ٌ ٮُ ش ٛـو٢  ٮُ ث قْ  ٛ ه٢ ث ؼُٸ  ذّز،  ٤٠ج ٛ ث
ٚ ٰ ٴذ ٛ أ٭ إؽثٌء ٢ٟ ٧يث ث ٮُ  هز  ٌ ْ ٫ٌ ثذٛش د ٬ُ أ١ ٯؾ ٫ٌ، ٩ م  .٩ٟقجٯور أ

 38ث٠ٛجهر 
ٴج٣٪١ . 1 ٛ هو ث ٓ٪ث  ٌٝ ٍ دؤ١ صقض ٙ ثٳؿثٌ قٜز ٩ىثس صضو٨و ثٛو٩ ْ ٠ ٛ هجس ث ٍ ٤٠ج ٛ ٮُ ث ٨ج  ٰ ٜ ه ٤٠ذـٴز  ٛ ج٣ْٮ ثٛو٩ٮٛ ث ٵ٣ ث

هو ٛٴ٪ث ثٌٝ ٧ي٥ ث ٚ ٩أ١ صؼ٢٠ ثفض ِ ٛـ ظزٜ دج ٛ  .ث
م٠ِ . 2  ٞ٨٤ّ ٛٞ ٯذيٜ  ٳشنجص ثٛيٯ٢  ٌٕ ث ٷ ٯشض ٮ٘ صؼ٢٠ أ ٛ ه٠جٰٜ  ٤٘٠٠ز  ٛ ٌ ث ٰ نٰ ثٛضوثد ٍ ؽ٠ ٙ ثٳؿثٌ صضني ثٛو٩

ح ٌ قٛ ٮُ ث ذٟجشثٌ  ٤ّز ثشضثٌجٗ  ٌر   .هش
3 . ٍ ٙ ثٳؿثٌ قٜزص٠ض٤ن ثٛو٩ ْ ٠ ٛ ٓ٪ثص٨ج ث ٮُ  ٤ّز  ٌر  هش م٠ِ   ٦٤ّ ٛٞ صذيٜ  أ٭ شنض  ٩ه٤و ثضٛؾ٤ٰو ٢ٟ . ه٢ صؾ٤ٰو 

ٍ أ١  ٙ ثٳؿثٌ ٬ٜ ثٛو٩ ه ٤ّز، ٯؾخ  ٌر  هش ٞ صذيٜ ع٠ج٣ٮ  ٛ ٨٤٘ج  ٛ ٤ّز ٩ ٌر  هش م٠ِ   ٞ ٨٤ّ شٌ  ٜ ٳشنجص ثٛيٯ٢ د ٢ٰ ث د
٤ّج  ٌ ذٗ ٢٠ ٧ٞ أ ٛ ٳ٩ٛ٪ٯز  هجـء ث ٵ وْٮ   .ص



ٴج ٷضٛثَجٟص٨ج د٠ٴضؼ. 4 ُ ٩ ،ٍ ٙ ثٳؿثٌ ٮُ صضني ثٛو٩  ٢ٰ ٰ ٠و٣ ٛ ج١٘ ث ْ ٛ ج٣ْٮ ثٛو٩ٮٛ دق٠جٯز ث ٵ٣ ٴج٣٪١ ث ٛ ٬ ث
ـ ٜ ْ م ٟ ٯ٢ٌ د٤ثَ ٠ضؤع ٛ ٙ ث هجٯز ثٳؿجِ ً ٮ٘ صؼ٢٠ ف٠جٯز ٩ ٛ ه٠جٰٜ  ٤٘٠٠ز  ٛ ٌ ث ٰ نٰ ثٛضوثد قٜز، ؽ٠ ْ ٠ ٛ هجس ث ٍ ٤٠ج ٛ  .ث

 39ث٠ٛجهر 
هٮ ٷؽض٠ج هجهر ثٷ٣وجٟػ ث ٮْ ٩إ ِ ٚ ثٛذو٣ٮ ٩ث٤ٛ ٰ نٰ ثضٛؤ٧ ذّز ضٛشؾ ٤٠ج ٛ ٌ ث ٰ ٚ ثٛضوثد ٗ  ٍ ٙ ثٳؿثٌ ٚ ثيٛ٭  صضني ثٛو٩ ِ ٜـ ٛ

٠وجٟزٜ  ٛ ٙ ث ٌ ٢ٟ أشج٘ م ٚ آ ٘ أ٭ ش خ أ٩  جّءر، أ٩ ثضٛويٯ ٵ ٙ أ٩ ث ٌٸ ٙ أ٩ ثٷضّ ٵ٠٧ج ٙ ث ٚ ٢ٟ أشج٘ ٘ أ٭ ش زٰ  ٯٴن ػق
قٜز ْ ٠ ٛ هجس ث ٍ ٤٠ج ٛ ٤ٰ٨٠ز، أ٩ ث ٛ زٰ أ٩ ث ج٣ْ ٛٸإ٣ زٰ أ٩ ث ّ ٴج ٛ وٛٴ٪دز ث ٮُ . أ٩ ث هجهر ثٷ٣وجٟػ ٧ي٥  ٚ ٩إ ٰ ٫ٌ ٧يث ثضٛؤ٧ ٩ٯؾ

٦ٟٛ يثص ٚ، ٩ثفضثٌ ِ ٛـ طقز ث  ٍ َ ثٌٗض٦ٟدتٰز صو ٦، ٩. 
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ٮُ أ١ . 1  ٖٛ ٦ٰ ى ٜ ه ٖٛ أ٩ ٯغذش  ٞ دي وٛٴ٪دجس أ٩ ٯض٨ هٮ أ٦٣ ث٣ض٨ٖ ج٣ٓ٪١ ث ٚ ٯو ِ ٚ ؿ ٗ قْ  ٍ د ٙ ثٳؿثٌ ٍ ثٛو٩ ٌ صوض
 ّ٪ ٯ٢ٌ ٢ٟ فٴ م ٲ ٛ ٠ج  ٛ  ٚ ِ ٛـ ثٌٝ ث ٍ ثفض َ ٥ً، ٩صو ٓو ثٌ٘ض٦ٟ ٩ ٚ د ِ ٛـ جُ ث ْ ؽًز إف نُ ه ً ِْ ٟن  ٯٌٴز صض دـ  ٚ ٯوجٟ

٢ّ ث هٮ  زٰ ٩صثٌ ّ جّ ٳ ٯٌجس ث قٛ ج١ْ ٩ث ٵ٣ ٮُ ث ً د٤جء  ٦ٟ دو٩ جٰٓ ٩ ٚ ِ ٛـ هجهر ث٣وجٟػ ث نٰ إ ح صشؾ ظ٪ث ٚ ٩ثضّ ِ ٛـ
٠ؾض٠ن ٛ  .ث

مجص، جٟ ٯٮٜ. 2 ٍ، د٪ؽ٦  ٙ ثٳؿثٌ ٚ ثٛو٩ ِ ٘ ظزٜ، ص ٛ زٰ ىثس ث ٛ ٪ٕ ثٛو٩ ٘ ظ ٛ ج٘ٝ ث هجر أف نٟ ٟثٌ ٩ ،ٖٛ ٴجٛ ي ٰ  :٩صقٴ
ٙ أ٩ ( أ) وُج خ أ ذْ ٦ٰ د ٜ ه  ٖٛ ٖٛ أ٩ إعذجس ى ٦ٟ دي وٛٴ٪دجس أ٩ ثص٨ج ٛٴج٣٪١ ث  ٚ ِ ٛـ جٕ ث هجء ث٣ض٨ وٝ إه ٞٛ ه  ً ظ٪ ٓ أ٩ؽ٦ 

٪ؿ٤ٮ أ٩ ثٛو٩ٮٛ ه٤و ثصًج٘د٨ج، ٛ ٛٴج٣٪١ ث ًر د٠٪ؽخ ث ٢٘ ٟقل٪  ص
ٚ( ح) ٓ ٳ ٬ٜ ث ه زٰ  ٛ ٖٛ ثؼ٠ٛج٣جس ثضٛج ٞ دي وٛٴ٪دجس أ٩ ٯض٨ هٮ دؤ٦٣ ث٣ض٨ٖ ج٣ٓ٪١ ث ٚ ٯو ِ ٚ ؿ ٘ ٛ  ١٪٘  :ٯ
ٴج٣٪١،" 1" ٜ ٛ ٴج  ُ ٬ٛ أ١ صغذش إهث٣ض٦ ٩ ٌثع دثٌءص٦ إ  ثضُ
ه٢" 2"  ،٦ٰ ٛ ٠٪ؽ٨ز إ ٛ ٌر دجض٨ٛٞ ث ذٟجش ُ٪ثً ٩  ٥ً جـ م ٦ٰ ه٤و ثٷضٓؼجء،  إ ٜ ه  ٢ٰ ٰ ٛٴج٣٪٣ طجٰء ث ٳ٩ ٯْ ٩ثٛوٯ٦ أ٩ ث ٌ ؿ

ه٦، هوثه ٩صٴوٯٞ هجُ ٵ ٠ٸة٠ز  ٛ جْهور ث ٠ ٛ ٧ج ٢ٟ ث ٌ ٰ ً زٰ أ٩  جْهور ج٣ٓ٪٣ ٟ ٬ٜ ه  ٙ ظ٪ قٛ  ٩ث
ٴج " 3" ُ زٛ ٩ هجه ٠ز  ٗ ٮُ ٟقج  ٌ ٰ م ه٪ث٥ ه١٩ صؤ ٮُ ه  ٚ ظ ِ ٛ ٯ٨َز دج زٜ ٣٩ ظز ٩ضْٟٴ زٰ ٟنض ؼٓجة زـ أ٩ ٧تٰز  ٜ ّ جٰٝ  ٓ

ً ج٣ٓ٪ ً ضْٟشج ٜٴج٣٪١، دقؼ٪ ٛ ٛٞ ٦ٰ، جٟ  ٜ ه  ٢ٰ ٰ ٛٴج٣٪٣ طجٰء ث ٳ٩ ً ٩ثٛوٯ٦ أ٩ ث ٫ٌ ٩دقؼ٪ م ذّز أ ٤ٟج جْهور  ٣ٮ أ٩ د٠
٦٤ّ أ٩ فجض٦ٛ، ذْج١  قٛ ٮُ ث ٠ج إىث أمي  ٰ ّ ٬ٜ، ٩ٷ  ؼِ ٛ ٚ ث ِ ٛـ قٜز ث ظ ٟ ٌ ٰ ً ٮُ   ٖٛ ٌ أ١ ى  ٯوضذ

"4 " ٢ٰ ٤٠ج٧ؼ ٛ ح ثش٨ٛ٪ه ث ٢ٰ ثضّؾ٪ث ح أ٩ صؤٟ خ، ٩ثضّؾ٪ث ٍ دجٛي٣ هضثٌ ٷء دش٨جهر أ٩ ثٷ ٬ٜ ثٵه ه ث٦٧ٌٗ  وٝ إ ه
ج٩ْثر،٩ٗ ٠ ٛ ٍ ٢ٟ ث ٩ ٌ ٚ ك ٮُ ك ق٦ٛ  ظج ٛ ح ثش٨ٛ٪ه  ثٕ ٩ثضّؾ٪ث ٌ  جِزٛ ثشض
ٴج " 5" ُ ٬ٜ ٩ ه ٯ٨َز أ زٜ ٣٩ زٰ ضْٟٴ ؼٓجة ظز أ٩ ٧تٰز  زـ ٟنض ٜ ّ جٰٝ  ٓ  ٢ٰ وٛٴ٪دجس، صؤٟ ٌ أ٦٣ ث٣ض٨ٖ ج٣ٓ٪١ ث هضذ إىث ث

،ٖٛ ٩ػز صذوجٛ ي ٌ ِ ٟ ٌ ٰ ٬ُ أٯز صوثد ٩ ً ٴثٌ ٛ ٮُ ٧يث ث  ٌ هجهر ث٤ٛل ٜٴج٣٪١ دئ ٛ 
ؽٌٞ " 6" جْهور ضٟ ٟ ٬ٜ ه  ٙ ظ٪ قٛ ـْ د٨ج،ث ٠ضْو٠زٜ أ٩ ث٤ٛ ٛ زٌ ث ٜ ٛ ٨ٞ ث ُ  ٚ ِ ٛـ ٬ٜ ث ه  ً ِ٪٭ ٟؾج٣ج إىث صوي  ش
"7 "٫٪ ه ٚ ثٛو نٰ ٟثٌف طز ص٠ججٟ أع٤جء ؽ٠ نٛج ثٌٝ فجٰص٦ ث ٢ٰ ثفض  .صؤٟ
3 . ٙ ٬ٜ ثٳؿجِ ه ظج  ٰ ظ م جْس ٤ٟذـٴز  ّ جٜـس ٩ٟؤ ّ ٢ٰ ٩إؽثٌءثس ٩ ٓ٪ث٣ زٟ  ٌ إجٓ ٯَ ٍ ضٛو ٙ ثٳؿثٌ و٬ْ ثٛو٩ ص

وٛٴ٪دجس أ ٘٪ث ج٣ٓ٪١ ث ه٬ أ٨٣ٞ ث٣ض٨ جٰٝ د٠ج ٯٮٜثٛيٯ٢ ٯو ٴ ٛ طز ث مج ٩ ،ٖٛ ٨ٞ ى ٰ ٜ ه ٖٛ أ٩ ٯغذش   :٩ ٯض٠٨٪١ دي
وٛٴ٪دجس،( أ) جٕ ج٣ٓ٪١ ث ٷ٣ض٨ زٰ  ٜ ٳ٧ ٛوٯ٨ٞ ث  ِٰ ٛ  ٙ ٌع ه٨٣٩ج أ١ ثٳؿجِ ٢ّ ه٣جٰ ٯضِ  صقوٯو 
ٌٯزـ أ١ ( ح) زٰ، ش ؼٓجة ٬ٛ إؽثٌءثس  ؾٜ٪ء إ ٛ ٙ ه١٩ ث ٠وجٟزٜ ٧ؤٷء ثٳؿجِ ٛ ٌ ه٤و ثٷضٓؼجء  ٰ ح ثصنجى صوثد ظ٪ث ثضّ

ج١ْ ٵ٣ ٪ّ ث ٌٝ فٴ ثٌٝ جٟٗٸ صقض زٰ ثفض ٛٴج٣٪٣  .٩ثؼ٠ٛج٣جس ث
قٛؼج٣ز، ٩دثٌٟؼ . 4 ً، ٩ث مضذج ًر، ٩ثٷ ٠ش٪ ٛ ٍ، ٩ث ٵشثٌ شًجه ٩ث ٵ هجٯز ٩ث ٌ ٛ ٌ ث ٚ أ٩ثٟ غٟ زِ،  ٜ ذٰجس ٟنض صضجؿ صصٌ

ج٨٧ًُٞ  ٸةٞ  ٯٌٴز ص دـ  ٙ ؼ٠ٛج١ ٟوجٟزٜ ثٳؿجِ زٰ،  ْ ّ ٠ؤ ٛ هجٯز ث ٌ ٛ ٚ ث ٧ج ٢ٟ دوثة ٌ ٰ ً ٤٨٠ٮ ٩ ٛ خ ث ٯً ٰٜٞ ٩ثٛضو ثضٛو
٨ٟ ٌ ٨ٞ ٩ؽ ُ ٩ ٌ نٟ ك خ  ّ ْ٪ثء٩صض٤ج ٛ ٬ٜ ث ه  ٞ. 

 41ث٠ٛجهر 
ٮُ ٌه  ٓو ص ٚ ٩ثضٛٮ  ِ ٛـ ٪ّ ث ٙ فٴ ه٠ج ٬ٛ إ ؼُجء إ م إ ٌ ّ ٘٪١ أ ج٘ٝ ص أ٭ أف زٰ جٟ ٯ٠ِ  ٓ ٮُ ٧ي٥ ثٷصجِ  ِٰ ٛ: 

ٍ، أ٩،( أ) ٌ  ج٣ٓ٪١ ه٩زٛ ؿ
ٜٖ ثٛو٩زٛ( ح) ٬ٜ ص ه ً٭  جْ ٛ ٛٴج٣٪١ ثٛو٩ٮٛ ث  . ث

َء ثغٛج٣ٮ  ؾ ٛ  ث
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زٰ ٩أفج٘ ٓ ها ثٷصجِ ذٟج  ٌ ٍ دؤ١ ص٤ش ٙ ثٳؿثٌ ً صضو٨و ثٛو٩ ذ٘ج ٛ ٢ٰ ث وِجزٛ، د ٛ ٠ٸة٠ز ٩ث ٛ ٚ ث جّة نّ دجٛ٪ جّ ٩ث ٬ٜ ٣ـ ه ٨ٟج 
ْ٪ثء ٛ ٬ٜ ث ه  ٙ  .٩ثٳؿجِ
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ٮُ ٧ي٥ . 1 ِٰي ثٷضٛثَجٟس ثضٛٮ صو٨وس د٨ج  جِٰء ص٤ ٮُ ثضّ  ٍ ٳؿثٌ ٙ ث وٝ ثيٛ٭ أفص٦ٌٍ ثٛو٩ زّ ثضٛٴ ٌع هثً ٌ ٛ ص٤شؤ 

٠ج ٰ ُ ٨ج  ٰ ٜ ه ظ٪ص  ٤٠ ٛ َ ث ٚ صؼـنٜ دجٛ٪كجة ِ ٛـ ٪ّ ث زٰ دقٴ ؾ٤ٛز ٟو٤ زٰ  ٓ  .ٯٮٜ ثٷصجِ
2 . ٦ٰ ٌـ ٠ٰوث١ ثيٛ٭ ص ٛ ٮُ ث ٍ د٨ج  ٌ ٠وض ٛ جِ٘ءر ث ٛ وٰز ٩ث ُ ٌ ٛ زٰ ث ٴ ٜ نٛ ٠ج٣٘ز ث ٛ ٫ ث مذثٌء ٢ٟ ى٩ ٌر  هش ؾ٤ٜز ٢ٟ  ٛ َ ث ٛ صضؤ

زٰ ٓ زٰ، . ٧ي٥ ثٷصجِ ظ ظض٨ِٞ ثشٛن هؼجء د ٳ ٚ ٧ؤٷء ث هجٯج٧ج ٩ٯو٠ ً  ٢ٰ ؾ٤ٜز ٢ٟ د ٛ هؼجء ث ٍ أ ٙ ثٳؿثٌ خ ثٛو٩ ٩ص٤ضن



ٛ  ٖٛ ٙ ٩ٗي وٛجه ٮُ ث ثٌٌ ؾٛ ٯٍن ث ً ضٜٛ٪ هضذج ٬ٛ ثٷ ز٩ٰٯ٪ ْ ٰ ةٌ ٛ زٰ ث ٴج٣٪٣ ٛ ٤لٞ ث ٜ. 
ٍ أ١ . 3 ٌ ٚ ه٩زٛ ؿ ٘ ٛ ٩ ،ٍ ٙ ثٳؿثٌ شٌق٨ٞ ثٛو٩ ٌ٭ ٢ٟ جٓة٠ز أشنجص ص ْ ٛ م ث ؾ٤ز دجٷضٓثٌ ٜ ٛ هؼجء ث خ أ ٯ٤ضن

هجٯج٧ج ً  ٢ٰ ظج ٩ثفوث ٢ٟ د ـ شن شٌ  .ص
4 . ٖٛ زٰ ٩دوو ى ٓ ِجى ٧ي٥ ثٷصجِ ٯًل دوء ٣ ٌ ٢ٟ صج غٗ ٳ ٬ٜ ث ه  ٌ ؾ٤ز دوو ضّز أش٨ ٜ ٛ وٛؼ٪ٯز ث  ٙ ٳ٩ ح ث ٫ٌ ثٷ٣ضنج ٯؾ

ٗ ٌر  ٟ٢ٰ ٤ّض  ٚ . ٬ٛ زٛ إ جّ ً ح  ٚ ث٣ضنج ٗ ٯًل  ٚ ٢ٟ صج ٓ ٳ ٬ٜ ث ه  ٌ دًوز أش٨ ٚ أ ذٓ ٠ضقور  ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٩ٯ٪ؽ٦ ث
ٯ٢ٌ ؼً٪١ ش٨ ٮُ  قٰجص٨ج  شٌ ٬ٛ صٴوٯٞ ص ٨ج إ ٰ ُ ه٪٧ج  ٍ ٯو ٙ ثٳؿثٌ ذٰج . ثٛو٩ وٛجٝ جٓة٠ز صٌٟذز صصٌ ٢ٰ ث ٳٟ عٞ ٯوو ث

ٳ ٙ ث ذ٤ٰٟج ثٛو٩ ٬ٜ ٧يث ث٤ٛق٪  ه  ٢ٰ شٌق ٠ ٛ ٳشنجص ث نٰ ث ذِجةجٰ دؾ٠ ٛ ٙ أ ٬ٛ ثٛو٩ ٨ج إ ٌ ٜ شًقض٨ٞ، ٩ٯذ ٍ ثضٛٮ  ؿثٌ
زٰ ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ  .ثٳؿثٌ

٠ضقور. 5 ٛ ٳٟٞ ث ٌ ث ٮُ ٟٴ هٴو٧ج  وٛجٝ إٮٛ  ٢ٰ ث ٳٟ ه٪ ث ٍ ٯو ٙ ثٳؿثٌ ٜو٩ ٛ هجس  ٮُ ثؽض٠ج ٫ٌ ثٷ٣ضنجدجس  ٬ُ ٧ي٥ . صؾ ٩

٤٠ضنذ ٛ ٳشنجص ث ٘٪١ ث ٨ج، ٯ ٛ ظجدج ج٣ٓ٪٣جٰ  ٨ج ٣ ٰ ُ  ٍ ٙ ثٳؿثٌ ً عغٜٮ ثٛو٩ ٚ فؼ٪ ٘ هجس، ثضٛٮ ٯش ٪١ ثٷؽض٠ج
 ٙ ط٪ثس ٠ٟغٮٜ ثٛو٩ ٳ ٴز  ٜ ٠ـ ٛ زٰ ث ذٜ ً ٳ ٬ٜ ث ه ط٪ثس ٩ ٳ هوه ٢ٟ ث  ٌ ذٗ ٬ٜ أ ه ظٜ٪١  ؾ٤ٜز ٧ٞ ثٛيٯ٢ ٯق ٛ وٛؼ٪ٯز ث

٢ٰ ظ٪ص ٠ ٛ قٛجػٯ٢ٌ ث ٍ ث  .ثٳؿثٌ
٤ّ٪ثس. 6 دًن  ٠ور أ ٛ ؾ٤ز  ٜ ٛ هؼجء ث خ أ ق٨ٰٞ ٢ٟ ؽوٯو. ٯ٤ضن شٌ ٫ٌ ص هجهر ث٣ضنجد٨ٞ إىث ؽ ٍ إ ٌ أ١ ٟور . ٩ٯؾ٪ ٰ ً

ٮُ   ٢ٰ ٤٠ضنذ ٛ هؼجء ث ٳ زْ ٢ٟ ث م٠ ٌر ٩ٷٯز  ذٟجش  ٙ ٳ٩ ح ث ٢ٰ، ٩دوو ثٷ٣ضنج ٤ّض ٙ ص٤ٴؼٮ دج٣ٴؼجء  ٳ٩ ح ث ثٷ٣ضنج
هز ٌ ٴ ٛ زْ دج ن٠ٛ هؼجء ث ٳ ٠جء ٧ؤٷء ث ّ ً أ مضجٰ م دج ِٰ ثٷؽض٠ج ةً  ٝ٪  .ٯٴ

7 . ٢ٰ ؾ٤ٜز، صو ٛ ٬ٜ صؤهٯز ٨ٟجٝ ث ه  ً ٌ جٓه ٰ ً ٌ أ٦٣  م خ آ ذّ ٢ٜ ٳ٭  ه ٙ أ٩ أ ؾ٤ز أ٩ ثضّٴج ٜ ٛ هؼجء ث ٬ُ أفو أ إىث ص٪
ـ  ٰ شٌ ٍ ثضٛٮ جٟٓش دض ٌ ٛـ ٤٧ج ثٛو٩زٛ ث ً ٷٯز،  زٰ ٢ٟ ثٛ٪ ٠ضذٴ ٛ ٠ور ث ٛ ٚ ث ٠ ٘ ٰ ٛ هجٯج٧ج  ً  ٢ٰ ٌ ٢ٟ د م ثٌٰ آ مذ وٛؼ٪  ث

ؾ٤ٜز ٛ ٴز ث ُ  .د٠٪ث
مٮٜ. 8 ؾ٤ٜز ٣لج٨ٟج ثٛوث ٛ  .صؼن ث
9 .٢ٰ ٤ّض ٌر  هؼجء ضٟ٘ذ٨ج ضِٛ ؾ٤ٜز أ ٛ خ ث  .ص٤ضن

ؾ٤ٜز. 10 ٛ ٌ صقوه٥ ث م خ آ ّ ٤ٟج أ٭ ج١ٗ  ٮُ  ٠ضقور أ٩  ٛ ٳٟٞ ث ٌ ث ٮُ ٟٴ هجهر  ؾ٤ٜز  ٛ هجس ث ؾٜ. صوٴو ثؽض٠ج ٛ ٤ز ٩صؾض٠ن ث
 ٍ ٙ ثٳؿثٌ ٜو٩ ٛ م  ٮُ ثؽض٠ج  ،ٌ ٳٟ ٨ج، إىث ثضٓؼ٬ ث ٰ ُ  ٌ ؾ٤ز، ٩ٯوجه ث٤ٛل ٜ ٛ هجس ث ٤ْز ٩صقوه ٟور ثؽض٠ج ٛ ٮُ ث ٌر  هجهر ٟ

زٟ وٛج زٰ ث ٴز ثؾ٠ٛو ُ ٤٧ج د٠٪ث ً زٰ،  ٓ  .ٮُ ٧ي٥ ثٷصجِ
٨ج . 11 ِ وُجزٛ د٪كجة ًر  ظ٪ ؾ٤ٜز د ٛ م ث ـٸ ٷػ  ُْ ٢ٰ ٩ٟثٌ ِ ٟ٪ك  ٢ٟ َٝ ٜ ٠ضقور جٟ ٯ ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٌ ث ُ ٯ٪

زٰ د٠٪ؽخ ٓ  .٧ي٥ ثٷصجِ
ٳٟٞ . 12 ًه ث ٟ٪ث ُآس ٢ٟ  ٬ٜ ٟج٘ ه زٟ،  وٛج زٰ ث ٴز ثؾ٠ٛو ُ زٰ، د٠٪ث ٓ ٤٠شؤر د٠٪ؽخ ٧ي٥ ثٷصجِ ٛ ؾ٤ٜز ث ٛ هؼجء ث ٚ أ ظ ٯق

ج٘ٝ ٩ؽ ٩أف ٌ زٟ ٢ٟ ش وٛج زٰ ث ٥ً ثؾ٠ٛو ٌ ٓو صٴ ٠ج  ٛ ٴج  ُ ٠ضقور، ٩ ٛ  .ث
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وٛجٝ ٛٴٟٞ . 1 ٢ٰ ث ٳٟ ٯْ ث ٌ ه٢ ؿ ؾ٤ٜز،  ٛ ٬ٛ ث وٝ إ ٍ دؤ١ صٴ ٙ ثٳؿثٌ ٌ ثضٛٮ صضو٨و ثٛو٩ ٰ ه٢ ثٛضوثد  ٌ ٯً ٠ضقور، صٴج ٛ ث
ّ٪ قٛٴ ٜٖ ث ٮُ ثض٠ٛضن دض  ٍ ٌ ٠ق ٛ وٝ ث ه٢ ثضٛٴ زٰ ٩ ٓ ٮُ ٧ي٥ ثٷصجِ ٍ د٨ج  ٌ ٠وض ٛ ٪ّ ث قٛٴ ِجى ث ٵ٣ هض٠وص٨ج   :ث

زٰ،( أ) ٠و٤ ٛ ٍ ث ٌ ٛـ ٜو٩زٛ ث ٛ ذْز  زٰ دج٤ٛ ٓ ِجى ٧ي٥ ثٷصجِ ٢ٰ ٢ٟ دوء ٣ ٤ّض ؼً٪١   ٮُ 
٤ّ٪ثس( ح) م٠ِ   ٚ ٗ ٌر  ٟ ٖٛ  .٩دوو ى
٠وور د. 2 ٛ ٌ ث ٯً ـ ثضٛٴج ٠ضو٨و ص٪ػ ٛ ؽًز ثٛ٪جُء دجٷضٛثَجٟس ث ٬ٜ ه ه  ٌ ح ثضٛٮ صؤع ظوج ٛ ٚ ٩ث وٛ٪ثٟ ٠جهر ث ٛ ٠٪ؽخ ٧ي٥ ث

ح ظوج ٛ ٚ ٩ث وٛ٪ثٟ ٚ ٧ي٥ ث غٟ زٰ إ١ ٩ؽوس  ٓ ٬ٜ ٟوٜ٪جٟس . د٨ج د٠٪ؽخ ٧ي٥ ثٷصجِ ه ٌ أٯؼج  ٯً ٚ ثضٛٴج ٩ٯؾخ أ١ صشض٠
٠و٬٤ ٛ ٜو ث ٮُ ثذٛ زٰ  ٓ ِٰي ثٷصجِ ٠٨ج شجٟٸ ض٤ٛ ُ ؾ٤ز  ٜ ٛ  ٌ ُ زٰ ص٪ ُ  .جٗ

3 .ٌ ٌر ٷ فجؽز دو٩زٛ ؿ ٴ ِ ٜ ٛ ٴج  ُ ٌ ٷفٴز ٩ ٯً ٦ٟ ٢ٟ صٴج ٮُ جٟ صٴو  ،ً ٌ ٘ ؾ٤ٜز أ١ ص ٛ ٯٌثٌ أ٩جٰٛ شجٟٸ إٮٛ ث ٓوٟش صٴ  ٍ
٨ج صٴوٯ٨٠ج( ح) 1 ٛ ذْ  ّ زٰ ثضٛٮ  ّ جّ ٳ ٠وٜ٪جٟس ث ٛ ٠جهر، ث ٛ  .٢ٟ ٧ي٥ ث
زٰ. 4 ٓ ِٰي ثٷصجِ طزٜ دض٤ زٰ ىثس  ُ ٍ ٟوٜ٪جٟس إػج ٙ ثٳؿثٌ خ ٢ٟ ثٛو٩ ٜ ؾ٤ٜز أ١ صـ ٛ  ٍ  .ٯؾ٪
زٰ ث. 5 ٬ٛ ثؾ٠ٛو ؾ٤ٜز إ ٛ وٝ ث شضـ٨جصٴ ه٢ أ٣  ٌ ٯً هٮ، صٴج ه٭ ٩ثٷؽض٠ج ظج ِٜ ثٷضٓ ٠ؾ ٛ ٯْ ث ٌ ه٢ ؿ  ،٢ٰ ٤ّض  ٚ ٗ زٟ   .وٛج
ٜوث٨٣ج. 6 ٮُ د  ً ؾ٨٠ٜ٪ ٛ نّ  جّ ٩ث ٬ٜ ٣ـ ه ٧ج  ٌ ٯً ٍ صٴج ٙ ثٳؿثٌ ـ ثٛو٩ ٰ  .صض
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زٰ ٓ ٦ٰ ثٷصجِ ٌـ وٰث١ ثيٛ٭ ص ٠ ٛ ٮُ ث نٰ ثضٛوج١٩ ثٛو٩ٮٛ  ٙ ٩صشؾ وُج هٮٜ ٣ق٪  زٰ  ٓ ِٰي ثٷصجِ هٞ ص٤  :ٛو

ٗ( أ) فْ ثٛ٪  ١ ٢ٟ٪٘ ٘٪١ ٯ ٠ضقور أ١ ص ٛ ٳٟٞ ث َر ث ٧ج ٢ٟ أؽ٨ ٌ ٰ ً زٛ ٩ ٪ِ ٜـ ٛ ٠ضقور  ٛ ٳٟٞ ث ٤ٟل٠ز ث ظز ٩ ظ ٠ضن ٛ جٷس ث
زٰ ٓ ج٘ٝ ٧ي٥ ثٷصجِ جّ ٩ٷٯض٨ج ٢ٟ أف ٮُ ٣ـ  ٚ م ِٰي جٟ ٯو ٮُ ص٤  ٌ و٫ ث٤ٛل ٛ ه٪ ثٛ٪جٗٷس . ٠ٟغزٜ  ؾ٤ٜز أ١ صو ٛ ٩

ٌث٥ ٟٸة ذ٠ْج ص ٫ٌ، ف م ٳ ظز ث ٠نض ٛ ٨تٰجس ث ٛ زٛ ٩ث ٪ِ ٜـ ٛ ٠ضقور  ٛ ٳٟٞ ث ٤ٟل٠ز ث ظز ٩ ظ ٠ضن ٛ ًر ث شٟ٪ ٠ج، ضٛٴوٯٞ 
٨٤ٟج  ٚ ٗ جّ ٩ٷٯز  ٮُ ٣ـ  ٚ م ٠ؾجٷس ثضٛٮ صو ٛ ٮُ ث زٰ  ٓ ِٰي ثٷصجِ ه٪ ثٛ٪جٗٷس . مذثٌة٨ج دشؤ١ ص٤ ؾ٤ٜز أ١ صو ٛ ٩

ٮُ  زٰ  ٓ ِٰي ثٷصجِ ه٢ ص٤  ٌ ٯً ٠ضقور ضٛٴوٯٞ صٴج ٛ ٳٟٞ ث َر ث ٧ج ٢ٟ أؽ٨ ٌ ٰ ً زٛ ٩ ٪ِ ٜـ ٛ ٠ضقور  ٛ ٳٟٞ ث ٤ٟل٠ز ث ظز ٩ ظ ٠ضن ٛ ث
شضـ٨ج، جّ أ٣ ٮُ ٣ـ  ٚ م ٠ؾجٷس ثضٛٮ صو ٛ  ث

٨تٰجس ( ح) ٛ زٛ ٩ث ٪ِ ٜـ ٛ ٠ضقور  ٛ ٳٟٞ ث ٤ٟل٠ز ث ظز ٩ ظ ٠ضن ٛ ٬ٛ ثٛ٪جٗٷس ث ٌث٥ ٟٸة٠ج، إ ذ٠ْج ص ؾ٤ٜز، ف ٛ ٚ ث ٰ صق
 ٬ٛ ٌ إ ٰ ٢ٰ، أ٩ صش جْهور ثضٛٴ٤ضٰ ٠ ٛ ًر أ٩ ث ٠ش٪ ٜ ٛ ٍ صضؼ٢٠ ؿذٜج  ٙ ثٳؿثٌ ٌ ٢ٟ ثٛو٩ ٯً ٫ٌ أٯز صٴج م ٳ ظز ث ٠نض ٛ ث



ؾ٤ٜز ٩ثضٓ ٛ ظق٪دز د٠ٸفلجس ث جْهور، ٟ ٠ ٛ ًر أ٩ ث ٠ش٪ ٛ ٚ ٧ي٥ ث ٠غ ٛ ذٜجس أ٩ فجؽض٨ج  ٛـ ظوه ٧ي٥ ث ثٌفجص٨ج د
٠ٸفلجس ٩ثٷضٓثٌفجس، ٛ ٚ ٧ي٥ ث غٟ ٵشجثًس، إ١ ٩ؽوس   ث

ؼجٯج ( ػ) ٓ ه٢  ه٨٤ج  جّس دج٤ٛجٰدز  وٛجٝ إؽثٌء هثً ٢ٰ ث ٳٟ ٬ٛ ث زٟ إ وٛج زٰ ث خ ثؾ٠ٛو ٜ طٮ دؤ١ صـ ؾ٤ٜز أ١ ص٪ ٛ  ٍ ٯؾ٪
،ٚ ِ ٛـ ٪ّ ث ٚ دقٴ ظ  ٟقوهر صض

٬ٛ ( ه) ْض٤و إ زٟ ص هج طجٰس  وٝ ثضٓثٌفجس ٩ص٪ ؾ٤ٜز أ١ صٴ ٛ  ٍ ٢ٰ ٯؾ٪ ٠جهص ٛ ه٠ٸ دج ٜٴض٨ج  ٢ٟ ٧ي٥  45، 44ٟوٜ٪جٟس ص
زٰ ٓ زٟ . ثٷصجِ وٛج زٰ ث ؾ٠ٜو ٛ زٰ، ٩صذيٜ  ٍ ٟو٤ ٌ ٬ٛ أٯز ه٩زٛ ؿ زٟ إ وٛج طجٰس ث ٚ ٧ي٥ ثٷضٓثٌفجس ٩ثضٛ٪ غٟ  ٙ ٩صقج

ٍ ٙ ثٳؿثٌ ٰٴجس ثٛو٩ ٜ ظق٪دز دضو  . إ١ ٩ؽوس. ٟ
ٛظ َء ثغٛج ؾ ٛ  ث
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ٙ نٰ ثٛو٩ ؾ٠ٛ زٰ  ٓ ٬ٜ ٧ي٥ ثٷصجِ ه نٰ  ٓ ح ثضٛ٪ ـ دج  .ٯضِ

 ٠ٛ47جهر ث
ٯْ ظو زٰ ضٜٛ ٓ ٠ضقور. صنؼن ٧ي٥ ثٷصجِ ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ و٫ ث ٛ ٯْ  ظو ٪ٕ ثضٛ ٘ ط م   .٩ص٪ه

 48ث٠ٛجهر 
ٙ نٰ ثٛو٩ ؾ٠ٛ زٰ ضِٟ٪فج  ٓ ٬ٛ ٧ي٥ ثٷصجِ ح ثٷ٣ؼ٠جٝ إ ٚ دج وٛجٝ ٛٴٟٞ . ٯل ٢ٰ ث ٳٟ و٫ ث ٛ ٪ٕ ثٷ٣ؼ٠جٝ  ٘ ط م  ٩ص٪ه

٠ضقور ٛ  .ث
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٪ٝ ثغٛٸ. 1 ٰ ٛ ٮُ ث زٰ  ٓ ِجى ٧ي٥ ثٷصجِ ٢ٰ ٯذوأ ٣ ٳٟ ٛو٭ ث ٯ٢ٌ  وٛش ٯْ أ٩ ثٷ٣ؼ٠جٝ ث ظو طٖ ثضٛ م  ٯًل إٯوث ٢ٰ ثيٛ٭ ٯٮٜ صج ع
٠ضقور ٛ ٳٟٞ ث وٛجٝ ث  .ث

ِجى . 2 ٯ٢ٌ، ٯذوأ ٣ وٛش ٯْ أ٩ ثٷ٣ؼ٠جٝ ث ظو طٖ ثضٛ م  ٨ج دوو إٯوث ٰ ٛ زٰ أ٩ ص٤ؼٞ إ ٓ هٮٜ ٧ي٥ ثٷصجِ ظوّ  ٙ ثضٛٮ ص ثٛو٩
ٛ م ٧ي٥ ثٛو٩ ٯًل إٯوث ٢ٰ ثيٛ٭ ٯٮٜ صج ٪ٝ ثغٛٸع ٰ ٛ ٮُ ث زٰ إثٍء٧ج  ٓ ظوٯٴ٨ج أ٩ ث٣ؼ٠ج٨ٟجثٷصجِ طٖ ص  .ز 

 50ث٠ٛجهر 
٠ضقور. 1 ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٬ٛ ث ٦ٟ إ ٚ ٩أ١ صٴو ٙ صووٯ مج ؿٌ إه ٍ أ١ صٴض ٌ ٍ ٳ٭ ه٩زٛ ؿ وٛجٝ . ٯؾ٪ ٢ٰ ث ٳٟ ٝ ث ٩ٯٴ٪

 ٙ ٜو٩ ٛ  ٌ هٴو ٟؤص٠ ٙ صقذي  ٥ً د٠ج إىث ج٣ٗش ٧ي٥ ثٛو٩ مجـ خ دئ ٜ ؿٌ ٟن ؿ ٠ٴض ٛ ٚ ث ٍ دجضٛووٯ ٳؿثٌ ٙ ث ه٤وةي دئدٸى ثٛو٩
 ٌ ل ٤ٜٛ  ٍ ٨جثٳؿثٌ ٰ ٜ ه ظ٪ٯش  ؼً٪١ . ٮُ ثٷضٓثٌفجس ٩ثضٛ ٮُ   ،ٚ ٓ ٳ ٬ٜ ث ه  ٍ ٙ ثٳؿثٌ ظ ثٛو٩ ٜ ٬ُ فجزٛ صؤٯٰو ع ٩

٠ضقور ٛ ٳٟٞ ث هجٯز ث ً ٬ٛ هٴو٥ صقش  وٛجٝ إ ٢ٰ ث ٳٟ ه٪ ث ٌ، ٯو ٠ؤص٠ ٛ هٴو ٧يث ث يٰ،  ٜ ٯًل ٧يث ثضٛذ ٌ ٢ٟ صج دًوز أش٨ وٝ . أ ٩ٯٴ
٠ؤص٠ ٛ ٮُ ث ظ٪صز  ٠ ٛ ٌر ٩ث قٛجػ ٍ ث ٙ ثٳؿثٌ زٰ ٢ٟ ثٛو٩ ذٜ ً ٚ صوض٠و٥ أ ٥ًأ٭ صووٯ ثٌٓ ٵ زٟ  وٛج زٰ ث ؾ٠ٛو ٬ٛ ث  .ٌ إ

ٌر . 2 ٴ ِ ٜ ٛ ٴج  ُ هض٠جه٥ ٩ ٚ ٯضٞ ث أ٭ صووٯ ِجى  ٠ضقور ٩صٴذ٦ٜ  1ٯذوأ ٣ ٛ زٟ ٛٴٟٞ ث وٛج زٰ ث ؾ٠ٛو ٥ٌ ث ٠جهر ه٤وجٟ صٴ ٛ ٢ٟ ٧ي٥ ث
٢ٰ زٰ ثغٛغٜ ذٜ ً زٰ دؤ ٓ ٮُ ٧ي٥ ثٷصجِ  ٍ ٙ ثٳؿثٌ  .ثٛو٩

ذٓض٨ٜج ٩ص. 3 ٍ ثضٛٮ  ٙ ثٳؿثٌ ٜو٩ ٛ زٟ  َ ٜ ِجى٧ج، ٟ ٘٪١ ثضٛووٯٸس، ه٤و دوء ٣ زٟ ص َ ٜ ٟ ٫ٌ م ٳ ٍ ث ٙ ثٳؿثٌ ذٴ٬ ثٛو٩
ذٓض٨ٜج وٓ   ١٪٘ جّدٴز ص زٰ ٩دؤٯز صووٯٸس  ٓ ج٘ٝ ٧ي٥ ثٷصجِ  .دؤف

 51ث٠ٛجهر 
1 . ٬ٜ ه ٨٠ٰج  ٪ٝ دضو٠ ٯْ أ٩ ثٷ٣ؼ٠جٝ، ٩ٯٴ ظو شٓ ثضٛ ٩ ٙ لجس ثضٛٮ صذوٯ٨ج ثٛو٩ ِ ٠ضقور ٣ض ثضٛق ٛ ٢ٰ ٛٴٟٞ ث ٳٟ ٴ٬ ث ٜ ٯض

ٙ نٰ ثٛو٩  .ؽ٠
2 . ٍ ٨و ٛ جُٰ  ٤ٟج  ١٪٘ ِق ٯ أ٭ صق ٍ إدوثء  ػ٨جٷ ٯؾ٪ ٌ ً زٰ ٩ ٓ  .٧ي٥ ثٷصجِ
3 . ٝ٪ ٠ضقور، ثيٛ٭ ٯٴ ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٬ٛ ث ٠و٬٤ إ ٛ ً د٨يث ث شٓ دض٪ؽ٦ٰ إشوج أ٭ ٩ ٮُ  ِلجس  خ ثضٛق قّ  ٍ ٯؾ٪

ٙ د٦ نٰ ثٛو٩ وٛجٝ. ه٤وةي دئدٸى ؽ٠ ٢ٰ ث ٳٟ ٚ ث ذٓ  ٦ٰ ٢ٟ ٴ ٜ ٯًل ص هضذجثً ٢ٟ صج ٙ ث وِ٪ ٠ ٛ ً ٣جُي ث ٵشوج ـ ٧يث ث ظذ  .٩ٯ
 52ث٠ٛجهر 

ٍ أ١  ٌ ٍ ٳ٭ ه٩زٛ ؿ ٠ضقورٯؾ٪ ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٬ٛ ث ٦ٜ إ ّ ٌ مـ٬ ص  ً زٰ دئشوج ٓ خ ٢ٟ ٧ي٥ ثٷصجِ قْ ـ . ص٤ ظذ ٩ٯ
ً ٵشوج وٛجٝ ٧يث ث ٢ٰ ث ٳٟ ٜٞ ث ْ ٯًل ص ٬ٜ صج ه ٤ّز   ً ٩ ٌ ح ٣جيُث دوو ٟ قْج  .ثٷ٣

 53ث٠ٛجهر 
زٰ ٓ ٨ي٥ ثٷصجِ ٛ ٠ضقور ٩هٯوج  ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ ٢ٰ ث  .ٯو

 54ث٠ٛجهر 
ج٫٩ْ  زٰ ثضٛٮ صض ٓ ٚ ٧ي٥ ثٷصجِ ط م أ زٰ ٯ٪ه دٌ وٛ زٰ ٩ث ظ٤ٰ ٛ زٰ ٩ث ّ ٩ ٌ ٛ ٯَز ٩ث ٰ ٜ ٵ٣ؾ زٰ ٩ث ذّج٣ ٳ ط٨ج دج ظ٪ قٛؾزٰ ٣ ٮُ ث

٠ضقور ٛ وٛجٝ ٛٴٟٞ ث ٢ٰ ث ٳٟ و٫ ث ٛ زٰ،  ْ ٣ٌ ِ ٛ .٩ث  
٬ٜ ٧ي٥  ه نٰ  ٓ ٘٪جٟص٨ٞ، دجضٛ٪ خ ف ٙ ٢ٟ ؽج٣ ط٪ ٳ خ ث ْ ٠ن٪ٛ٪١ ف ٛ وٓ٪١ أه٣ج٥، ث ٪٠ ٛ ِ٪ػ٪١ ث ٠ ٛ جٓٝ ث  ،ٖٛ ٩إعذجصجٛ ي
زٰ ٓ .ثٷصجِ  

_______________________ 
جْ*  ٵ٣ ٪ّ ث ٕ، : ١فٴ ً ٰ٪ٯ٪ ٞ ث٠ٛضقور، ٣ ٳٟ ٙ، ث ٳ٩ زٰ، ث٠ٛؾوٜ ث ٛ ٕ ه٩ ٪٘ ط هز  ٰن1993ٟؾ٠٪ ٠ٛذ ٞ ث ٓ ً  ،A.94.VIX-XoV.1 , t ra 1 237، ص.  
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SESSION TITLE: Gender Awareness 

RATIONALE: An understanding of gender will allow participants to be 

more self aware and better integrate into their 

communities 

COMPETENCE AREA: -Increase participant knowledge and understanding of the 

concepts of gender, sexuality and gender based violence 

-Promote gender equity, including positive aspects of 

masculinity 

OBJECTIVES OF THE 

SESSION: 

-To bring about an understanding of the distinction 

between sex and gender.  

-To bring out participants’ assumptions and expectations 

of male and female behavior and demonstrate that both 

men and women are responsible for reproducing gender 

roles and stereotypes 

-To discuss how labeling people can limit an individual’s 

potential and to recognize how personal characteristics 

are transformed into labels that affect human relations. 

 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S): Two facilitators 

PARTICIPANTS:  

MATERIALS NEEDED: 1. Gender Game handout;  

2. Flip chart, markers;  

3. Self-adhesive labels, markers; 

4. Domestic household items (such as brooms, 

aprons, towels, etc.);  

5. Flip chart, markers 

PROCEDURE: 

I.  The Gender Game: establishing the difference between 

sex and gender 

Time: 25 minutes 

Objective: To bring about an understanding of the distinction between sex and gender.  

 

Method (15 minutes): Ask the group if they understand the difference between „sex‟ and „gender‟. 

Explain the difference quickly and simply: sex is a biological construct, while gender is a social construct.  

 

Divide the participants into small groups and distribute the Gender Game handout to each group. Ask 

each group to read aloud the statements on the handout one by one and to discuss amongst 

themselves whether they think the statements refer to sex or to gender, writing a G for those they think 

refer to gender, and S for those they think refer to sex. If there is disagreement or uncertainty among 

the group, they may make note of that.  

 

After 10 minutes, go through the worksheet one by one, asking groups what their answers were and 

discuss the correct answers.  

 

Questions for discussion/ideas to emphasize (5 minutes):  

-Did any statements surprise you? 
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-Do the statements indicate that gender in something you‟re born with or something learned? 

 

Closing (5 minutes):  

-Gender roles vary greatly in different societies, cultures and historical periods.  

-Age, race, and class are also major factors, which determine our gender roles 

-Women in every country experience both power and oppression differently (use this idea to transition 

to next activity) 

 

II. Exploring Gender Stereotypes and Assumptions  Time: 35 minutes 

Objective: to bring out participants‟ assumptions and expectations of male and female behavior and 

demonstrate that both men and women are responsible for reproducing gender roles and stereotypes 

 

Method (15 minutes): Place four flip chart size sheets of paper on the floor and give each one a 

heading: 1) “women should”, 2) “women shouldn‟t”, 3) “men should”, and 4) “men shouldn‟t”. Divide 

the participants into four groups and give each group one of the flip charts. Ask the group to write 

down anything they have ever heard from any source about their heading. After 10 minutes, collect the 

four sheets and display at the front of the room. One at a time, have each group read aloud what they 

have written down under their heading.  

 

Discussion (20 minutes): Discuss the lists by comparing the women/men should/shouldn‟t lists. Talk 

about what it is like to have so many rules, assumptions, stereotypes and contradictions governing how 

we behave as women and as men. Discuss how participants relate to these messages. How are these 

ideas generated and sustained in a particular society?  

 

III. Bringing it all together – Setting stage for 

Empowerment and Equality 

Time: 30 minutes 

Objective: to combine the lessons learned from the two activities and discuss the lessons learned in the 

context of women‟s empowerment and equality in roles 

 

Method: The facilitator should summarize the two lists from the last activity and discuss how gender 

stereotypes and assumptions lead to the different experiences of men and women in society. The 

facilitator should open for final discussion with questions about empowerment and equality. 

 

During the discussion, the facilitator should capture lessons learned on a separate sheet of flip chart 

paper, to hang at the front of the room for the remainder of the day.  

 

TRAINER NOTES: Sources: “Yaari Dosti: Young Men Redefine Masculinity – A Training 

Manual”, Population Council, New Delhi; “UNICEF Training of Trainers 

on Gender-Based Violence: Focusing on Sexual Abuse and Exploitation”. 
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SESSION TITLE:   Gender Based Violence 

RATIONALE: Understanding gender-based violence will allow participants to 

better reintegrate in their communities. 

COMPETENCE 

AREA: 

Gender, communities of peace 

OBJECTIVES OF 

THE SESSION: 

-To identify the many forms of gender-based violence 

-Understand the causes and consequences of gender-based 

violence:  

-Recognition that gender-inequality is the root cause of gender-

based violence 

DURATION: 1.5 hours 

LEAD 

FACILITATOR(S): 

Two facilitators 

PARTICIPANTS: To be determined 

MATERIALS 

NEEDED: 

Flip charts, markers 

PROCEDURE: 

I. The Gender-Based Violence Tree: Causes and 

Consequences 

Time: 1.5 hours 

Part 1: Forms of Gender-Based Violence (25 minutes) 

Method: Ask participants what we mean when we say „gender-based violence‟? Explain that 

gender-based violence is physical, mental or social abuse that is directed against a person on 

the basis of gender or sex. Ask participants to identify some forms of gender-based violence. As 

participants identify different forms of gender-based violence, facilitator should list each 

example on the trunk of the tree (see notes below). 

 

Part II: Consequences (25 minutes) 

Method: Explain that the consequences of GBV can be organized into four general areas: 1) 

health; 2) emotional, social and psychosocial; 3) legal/justice system; 4) community and physical 

safety and security. Divide participants into 4 groups representing each of the four sectors and 

ask the participants in their groups to:  

i. review the various forms of GBV from part one 

ii. list and discuss all of the consequences/outcomes of GBV for their sector. Include 

individual consequences to the victim, and also outcomes for others community, family, 

government, etc.  

iii. write the consequences on a list 

After 10 minutes, bring the groups back together and ask each to read their lists aloud. As the 

lists are read, the facilitator should write the examples on the tops of the trees, forming the 

branches.  

 

Part III: Causes and Contributing factors (25 minutes) 

Method: As a group, ask the participants to identify the causes and contributing factors of GBV. 

As the group lists causes, the facilitator should list the causes on the roots of the tree drawing.  

 

Part IV: Conclude (15 minutes) 
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The facilitator should emphasize that although violence takes many different forms, gender-inequality is 

the root cause. Although culture is often used to justify the use of violence toward women, the right to 

be free from abuse is a fundamental right (link back to the discussion of labels and stereotypes). 

Emphasize that overt violence/assault need not always be present: threats and coercion are also forms 

of violence. The impact of gender-based violence is far-reaching both for the victim and for society at 

large. Strategies to respond to the many forms of gender-based violence must start with the individual 

and extend to all sectors.  

 

TRAINER NOTES: Before the session, facilitators should prepare a large sheet with 

drawing of a large tree. The tree should have clearly defined sections 

for branches, a trunk and roots 

 

Notes for Part I: Some gender-based violence that should be identified: 

sexual assault, rape, attempted rape, trafficking, prostitution, sexual 

harassement, manipulation within the home, workplace or schools, 

domestic violence, battery, confinement, emotional abuse, pornography, 

FGM, early/forced marriage, dowry abuse, widow ceremonies, 

punishments directed at women for defying cultural norms, denial of 

education, food and clothing to girls/women because of sex. It is also 

important to emphasize that men and boys can be the target of sexual 

abuse, but women and girls are affected disproportionately.  

 

Notes for Part II: some consequences that should be listed:  

Health:  

-for the victim: injury, disability, death, STDs, AIDS, injury to the 

reproductive system including menstrual disorders, childbearing 

problems, infections, miscarriages, unwanted pregnancies, unsafe 

abortions; depression, leading to chronic physical complaints and 

illnesses; FGM, resulting in shock, infection, excessive bleeding or death, 

and longer term affects such as emotional damage, including anger, 

fear, resentment, self-hate and confusion; loss of desire for sex and 
painful sexual intercourse; difficult pregnancy and labor, chronic pain 

and infection, infertility 

-for the wider society: strain on medical system, strain on families 

 

Emotional/Psychological:  

-for the victim: Emotional damage including anger, fear, resentment 

and self-hate. Shame, insecurity, loss of ability to function and carry out 

daily activities. Feelings of depression and isolation. Problems sleeping 

and eating. Mental illness and thoughts of hopelessness and suicide. 

Gossip, judgments made about the victim, blaming the victim, treating 

the victim as a social outcast. 

-for the wider society: Expensive, drain on community resources; family, 

neighbors, friends, schools, community leaders, social service agencies, 

etc. Victim unable to continue as contributing member of society; 

unable to keep up with childcare, unable to earn an income. If 
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perpetrators not apprehended or arrested, this sends a strong message 

that the behavior is somehow acceptable, leading to further incidents of 

violence. 

 

Legal/Justice System:  

Lack of access to legal system, lack of knowledge of existing laws, 

confusion regarding the most appropriate channels i.e. criminal, 

traditional etc. Victim reluctant to report due to heavy stigma attached 

to sexual abuse. Strain on police/court resources already challenged 

and overburdened. Lack of sensitivity to the issues expressed by judges. 

Costs incurred by the victim. 

 

Security, Physical Environment of the Community:  

Victim feels insecure, threatened, afraid, Climate of fear and insecurity-

impacting women‟s freedom and perception of personal safety. Lack of 

female participation in the community life. Fear of travelling to school 

and work. 

 

Notes for Part III: Some potential causes/contributing factors to 

highlight: Gender Inequality, power imbalances between men and 

women; Male attitudes of disrespect towards women including lack of 

respect for the human rights of women and girls; Unquestioned 

assumptions about appropriate male and female behavior; Desire for 

power and control; Political motives, including as a weapon of war, for 

power/control, to instill fear; Traditional tensions, feuds; Collapse of 

traditional society and family supports; Cultural and traditional 
practices, religious beliefs; Poverty; Alcohol/drug abuse; Boredom, lack 

of services, activities and programs; Loss of male power/role in family 

and community; seeking to regain and/or assert power; Legal/justice 

system/laws silently condone violence against women and girls, 

insufficient laws against GBV; Impunity for perpetrators. 

 

Source: “UNICEF Training of Trainers on Gender-Based Violence: 

Focusing on Sexual Abuse and Exploitation”. 
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SESSION TITLE:   Sexually Transmitted Diseases/Infections & 

HIV/AIDS 

RATIONALE: A clear and accurate understanding of sexually transmitted 

infections and diseases (including HIV/AIDS) will allow 

participants to prevent the spread of diseases and to 

access necessary services. 

COMPETENCE AREA: Health, community services 

OBJECTIVES OF THE 

SESSION: 

By the conclusion of this session, participants will be able 

to: 

- Define sexually transmitted disease, sexually 

transmitted infection, and HIV/AIDS 

- Properly explain how these are transmitted 

- Properly explain how transmission can be 

prevented 

- Properly describe how and where support/testing 

services can be accessed. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS:  

MATERIALS NEEDED: Paper, writing materials, visual aids, note cards 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 25 minutes 
 

A.  To create a safe space for discussion, the facilitator should reiterate rules for the 

session: 

 

Ground Rules 

1. Confidentiality 

2. Suspend judgment 

3. All responsible for learning 

4. Helpful coaching 

5. Real life issues 

6. Safe to make mistakes 

7. A mutual respect for the schedule 

8. Respect other participants 

 
B. Activity: Spreads Like Fire 

Objective: To understand the speed with which HIV infection can spread. 

 
Process: Secretly pre-select 3 participants, and ask them to shake the palm of every person they shake 

hands with. 

 

Ask the participants to move around in the room and shake hands with as many people as they want 
to. Inform them that some of them will be scratched on the palms of their hands while shaking hands. 

Those whose palms have been scratched, must in turn, scratch the palm of everyone they shake hands 

with. 

 
Ask the participants if they have any doubts and clarify accordingly. Allow the game to continue for 5 
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minutes. 

 
Ask the participants to return to their seats and ask them: 

 How many of you have had your palm scratched? Count the number. 

 Now inform them that initially there were only 3 people who were instructed to scratch the 
palms of others. Note that within the short span of the game a large number of people were 

scratched. 

 Explain how this game can demonstrate how quickly sexually transmitted diseases/infections—
such as HIV/AIDS—can be spread from a few people to many through unprotected sexual 

activity (reiterate that this would be through sexual activity).  HIV/AIDS can also be spread by 
sharing other bodily fluids—such as blood—through syringe/drug use.  

 

Ask the following questions: 

 What were you thinking when you were asked to shake hands with others? 

 What were your feelings when someone scratched your palm? 

 What did you do after being scratched? 

 How do you feel now that you understand the significance of the game? 

 Did you know the identities of the initial ―scratchers‖? 

 

What lessons can be learned? 

 Sexually transmitted infections/diseases can be spread quickly through unprotected sexual 

activity with multiple partners. 

 People who are infected with STIs/STDs often have no symptoms of disease for many years 
and therefore, can infect others without realizing it. 

 

 

II. Presentation and Demonstration  Time: 65 minutes 

 
A. Sexually Transmitted Infections/Diseases (10 minutes) 

1. Question: Ask participants what Sexually Transmitted Diseases/Infections they are 

aware of. 

There are more than 20 different STI, but the four most common are: 

 syphilis; 

 gonorrhoea; 

 chlamydiosis; and 

 trichomoniasis.   

All four can be cured easily provided that adequate antibiotic treatment is given.  Other 

common STI which cannot be cured, include: 

 herpes;  

 hepatitis B and C; and  

 the human immunodeficiency virus (HIV) which leads to the acquired 

immunodeficiency syndrome (AIDS).   

 

2. Question: What are symptoms of STIs? 

Symptoms of common STI, other than HIV, in men and women include: 

 a discharge from the genital area, including a yellow/green fluid from the vagina or 

penis; 

 a burning sensation during urination; 

 ulcers or sores in the genital area; 
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 itching in the genital area; 

 pain in the lower abdomen; and 

 sometimes, fever. 

 

3. Question:  Ask participants what they should do if they suspect they have an STI/STD? 

 

The chief requirements for STI prevention and treatment are education, accurate 

information and the availability of adequate health services.  If untreated, STI can lead to 

infertility, abortion, cervical cancer, blinding eye infections in infants and even death from 

HIV infection.  Young people must understand at least the following about STI: 

 the risks arising from STI, in particular the risks of becoming infected with HIV 

and the potential for death;  

 the need to take preventive measures; 

 the importance of knowing whom to turn to in case of need, including health and 

support services in the local community;  

 the necessity for quick treatment if infected; 

 that untreated STI can lead to infertility in women and men; 

 the importance of getting the right treatment from a qualified medical 

professional, instead of getting medicines from a friend; 

 the importance of taking the necessary treatment correctly, and completing it; 

and 

 the importance of referring the sexual partner from which the disease was 

contracted. 

Treatment usually involves an examination of the patient by a health professional and a 

full course of antibiotics or other drugs.  Only trained health professionals know which 

drugs to give to a patient with an STI.  It is important to take treatment from such 

qualified persons rather than a health auxiliary or pharmacist. 

 

 
B. Introduction to HIV/AIDS (20 minutes) 

 

I know/I don’t know (The document for this activity is attached.  Place the ―Statements‖ on 

notecards; the facilitator should be the only individual with both the ―Statements‖ and 

―Responses‖) 

Invite the participants to sit in a circle. Explain that even though HIV/AIDS is a major illness, 

not many people are aware of it.  Awareness among people is one of the most effective ways 

of combating the disease.  Explain that you are going to do an exercise to find out how much 

they know about HIV/AIDS.  Place the container with the statement cards in the centre of the 

circle.  Ask each participant to pick up a card. Ask each participant to read their card, and 

respond whether it is true or false.  Allow time for discussion.  Then, provide participants 

with the correct response. (Note:  If participants are not able to read the cards, the facilitator 

can alternatively read the information and go around the circle to each participant) 

 

 

C. HIV/AIDS (20 minutes) – Use attached notes for more detailed information 

a. What is HIV/AIDS. 

 AIDS - the Acquired Immuno -Deficiency Syndrome -is the late stage of infection 
caused by the Human Immunodeficiency Virus (HIV). 

 A person who is infected with HIV can look and feel healthy for a long time before 
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signs of AIDS appear. But, HIV weakens the body's defense (immune) system until it 

can no longer fight off infections such as pneumonia, diarrhea, tumors, cancers and 
other illnesses. 

 Today there are medical treatments that can slow down the rate at which HIV weakens 
the immune system (anti-retroviral treatment). There are other treatments that can 

prevent or cure some of the illnesses associated-with AIDS, though the treatments do 

not cure AIDS itself. As with other diseases, early detection offers more options for 

treatment and preventative health care. 
 

b. How is HIV/AIDS spread (through body fluids that contain viral loads – blood, 

semen, vaginal fluids, and breast milk) 

i. Unprotected sexual contact 

ii. Infected blood transfusion 

iii. Sharing of infected syringes and needs 

iv. From infected mother to child 

 

c. How can the spread of HIV/AIDS be prevented. 

i. HIV/AIDS is a fragile virus and can easily be prevented. 

ii. Sexual mode of transmission: abstinence, non-penetrative sexual practices; 

maintenance of mutual faithfulness among partners, the practice of safer sex 

(condoms) 

iii. Parenteral:  sterilization of needles/syringes, avoidance of needles/syringes 

sharing 

iv. Vertical transmission (mother to child): hospital delivery, avoid breastfeeding, 

and using newer medication to prevent mother to child transmission. 

 

d. Ways HIV/AIDS can NOT be transmitted 

i. Drinking water or eating food from the same utensils used by an infected 

person. 

ii. Socializing or living with people with HIV/AIDS 

iii. Hugging, touching, or kissing, 

iv. Caring and looking after people with HIV/AIDS 

v. Getting bitten by an infected person 

vi. Working in the same place as an infected person 

vii. Use of the same toilets as an AIDS patient or an infected person 

viii. Sharing telephone or computers 

ix. Sneezing and coughing 

x. Getting bitten by a mosquito 

xi. Donating blood if sterilized equipment is used. 

 

ASK PARTICIPANTS IF THEY HAVE ANY QUESTIONS ON THE SPREAD OF 

HIV/AIDS. 

 

e. HIV/AIDS Myths 

 Explore the myths that still exist in relation to HIV and AIDS, for example, that 

only ―promiscuous‖ persons can have HIV or that HIV and AIDS is a gay disease. 

 Explore the fact that, although HIV and AIDS is constantly being discussed in 

the media, including reports of experiences of people living with the virus for 

more than a decade, there is still a very strong prejudice toward contaminated 

persons. Explore with the group where they think this prejudice comes from and 
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what they might do to change it. 

 

D. Voluntary Testing & Community Assistance (15 minutes) 

 

a. Why should I be tested? 

 People with HIV look exactly like people who are not HIV positive. 

 On average, about half of the people with HIV around the world may still 

show no symptoms of AIDS. So, even though someone is infected, provided 

they are well, they can live full, healthy and productive lives. 

 There is a difference between HIV and AIDS. People can carry the HIV virus 

for many years, without knowing they have it. They can look and feel entirely 

healthy before developing any symptoms of AIDS. 

 Most of us do not know whether we are infected with HIV so everyone has 

to take responsibility for protecting others and ourselves from the virus. 

b. Where can I be tested?  Provide participants with information about where they 

can receive testing. 

c. Where can I get more information or support?  Provide participants with 

information about where they can get information and support. 
 

ENCOURAGE QUESTIONS AND RESPOND OPENLY 

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER 

NOTES: 

What is HIV and AIDS? 

HIV stands for Human Immunodeficiency Virus. HIV is a virus that takes over 

certain immune system cells to make many copies of itself. HIV causes slow but 

constant damage to the immune system. 

AIDS stands for Acquired Immune Deficiency Syndrome. AIDS is the condition 

diagnosed when there are a group of related symptoms that are caused by 

severe HIV infection. AIDS makes the body vulnerable to life-threatening 

illnesses called opportunistic infections. 

 

How does HIV affect the body? 

Normally, the human immune system is the body’s protection against 

bacteria’s, viruses, etc.; it is like a coat of armor. When HIV enters the body, it 

starts poking holes in the armor. Eventually, the armor becomes very weak and 

unable to protect the body. Once the armor is very weak or is gone, the 

person is said to have AIDS. An AIDS diagnosis is generally made when either 

the body’s protective T-cells drop below a certain level or the HIV positive 

individual begins to experience opportunistic infections. An opportunistic 

infection is an infection that would not normally affect an otherwise healthy 

person. Oftentimes, it’s these infections that are the cause of illness or death in 

HIV-positive individuals – not the virus itself. If people do not get any 

treatment for HIV diseases when there are infected, it takes an average of 8-10 

years to progress from HIV to AIDS. 

 

How is HIV transmitted? 

HIV is transmitted through four body fluids: blood, semen, vaginal fluid, 

and breast milk. In order to pass HIV from one person to another, HIV-

infected fluid from one person needs to get into the bloodstream of another 
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person.  

 

How can HIV transmission be prevented? 

HIV can be transmitted in three main ways: 

o Sexual transmission 

o Transmission through blood 

o Mother to child transmission 

For each route of transmission there are things that an individual can do to 

reduce or eliminate risk. There are also interventions that have been proven 

to work at the community, local and national level.1 

Wherever there is HIV, all three routes of transmission will take place. 

However the number of infections resulting from each route will vary greatly 

between counties and population groups. The share of resources allocated to 

each area should reflect the nature of the local epidemic – for example, if most 

infections occur among men who have sex with men then this group should be 

a primary target for prevention efforts. 

 

Who needs HIV prevention? 

Anyone can become infected with HIV, and so promoting widespread 

awareness of HIV through basic HIV and AIDS education is vital for preventing 

all forms of HIV transmission. Specific programmes can  target key groups who 

have been particularly affected by a country’s epidemic, for example children, 

women, men who have sex with men , injecting drug users and sex workers. 

Older people are also a group who require prevention measures, as in some 

countries an increasing number of new infections are occurring among those 

aged over 50.2 

HIV prevention needs to reach both people who are at risk of HIV infection 

and those who are already infected: 

o People who do not have need interventions that will enable them to 

protect themselves from becoming infected. 

o People who are already living with HIV need knowledge and support to 

protect their own health and to ensure that they do not transmit HIV 

to others _ known as positive prevention. Positive  prevention has 

become increasingly important as improvements in treatment have led 

to a rise in the number of people living with HIV.3 4 5 

HIV counselling and testing are fundamental for HIV prevention. People living 

with HIV are less likely to transmit the virus to others if they know they are 

infected and if they have received counselling about safer behaviour. For 

example, a pregnant woman who has HIV will not able to benefit from 

interventions to protect her child unless her infection is diagnosed. Those who 

discover they are not infected can also benefit, by receiving counselling on how 

to remain uninfected. 

The availability and accessibility of antiretroviral treatment is crucial; it enables 

people living with HIV to enjoy longer, healthier lives, and as such as an 

incentive for HIV testing. Continued contact with health care workers also 

provides further opportunities for prevention messages and interventions. 

Studies suggest that HIV positive people may be less likely to engage in risky 

behaviour if they are enrolled in treatment programmes. 

 

Safer sex 
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Abstaining from sex and needle sharing is the most effective way for people to 

protect themselves from HIV and other sexually transmitted diseases. 

However, abstinence is not a realistic option for everyone. 

When abstinence is not an option, the proper use of barrier protection such 

condoms (male or female), with a water based lubricant, is the next best thing 

for vaginal or anal sex. 
 

Definitions: 
 

Immune Deficiency, Immunity and White Blood Cells: Immunodeficiency is the 

deficiency of the immune system. The body's ability to fight different infections and 

diseases lies in the immune system. Some of the body's defences are the intact 
skin, chemical defences in the bodily openings such as mouth or rectum and 

membranes in the nose, eyes and the tears in the eyes. The most crucial and highly 

effective specific defence system is hosted in the blood. White blood cells are the 
key cells in the fight against various diseases. HIV is attracted to the white blood 

cells. It enters these cells and is incorporated into the genetic material present in 

the nucleus of the cell. Using the host genetic material, it produces virus particles 

of its own kind in the body. 
 

Opportunistic Infections: Infections that develop because HIV has  weakened the 

immune system are called opportunistic infections. These include respiratory 

infections such as Tuberculosis, Pneumocystis Carina Pneumonia and 
Gastrointestinal Infections, such as diarrhoea and certain types of brain infections. 

In India, around 60 per cent of persons with AIDS develop Tuberculosis. However, 

one must bear in mind that all persons infected with Tuberculosis do not have 

AIDS. 
 

HIV Positive person: A person who has the virus and is harbouring HIV infection. 

Such an individual is also called a sero positive individual for HIV. This person does 
not suffer from AIDS. 

 

Unprotected sexual intercourse with an infected person: This is the most 

common way of transmission of HIV. Around 80 per cent of the people around 
the globe are infected through this route. HIV is present in high concentration in 

semen and in cervical and vaginal fluids including the menstrual blood of infected 

persons.  HIV infection through sexual relations is possible through direct contact 

between the penis and the vagina in heterosexual intercourse. It is also possible 
through homosexual contact – penis to anus and vagina to vagina. A woman is 

more susceptible to HIV infection than a man. This is because the area of the 

mucous membrane exposed during intercourse is much larger in the woman than 

for the man, and the virus can easily penetrate the mucous membrane of the 
vagina. 

Also, the concentration of the virus is higher in the semen than the vaginal fluids. 

In addition, social factors like lower socio-economic status, economic dependence, 

lower literacy rates, limited mobility and limited access to information put women 
at further risk of HIV infection. 

 

STIs are sexually transmitted Infections. They are spread by having sexual 
intercourse with an infected person. Some of the symptoms of STIs are ulcers and 

sores in the genitals and a burning sensation during urination. STIs increase 

susceptibility to HIV infection. This is because semen or vaginal secretions of an 
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HIV infected person can pass through the sores easily. The HIV/AIDS virus cannot 

live outside our body for long. We can only contact HIV if the body fluids of an 
infected person enter our body. The body fluids with a high concentration of HIV 

in the infected person are: blood, semen and vaginal secretions including menstrual 

blood. Other body fluids like sweat, urine, tears and saliva do not contain the virus 

in high concentration. Therefore, there is no risk of transmission of virus from 
these fluids. 
 

 

 

 

 

 

 

  

 

Sources include: 

Basics of HIV/AIDS: http://www.unodc.org/pdf/youthnet/action/message/escap_peers_05.pdf 
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List of statements for the exercise

Statements Correct Responses

The full form of HIV is High In 
Vitamins.

HIV is caused by AIDS.

There is no cure for HIV/AIDS.

People who have the HIV 
infection will develop AIDS.

People with AIDS die from 

serious diseases.

Only men can contract HIV.

Sex is the only way of getting 
HIV.

False, the full form of HIV is Human-Immuno
Deficiency Virus 

False, AIDS is caused by HIV. It is tiny, a 
thousand times smaller than the thickness of the 
hair, and looks like a rolled up porcupine.  It 
belongs to the family of viruses called retrovirus.

Viruses are the smallest and simplest living 
organisms. They are so small that they cannot be 
seen under a light microscope.  One needs an 
electron microscope to see them.  They cause 
different diseases in human beings, which include 
measles, polio, mumps, common cold and 
influenza.

True, although some very strong drugs are now 

being used to slow down the disease. They 
however, do not get rid of HIV or cure AIDS.
These drugs are also very expensive.

True.  AIDS is a medical diagnosis for a 
combination of symptoms, which results from a 
breakdown of the immune system.  “A” stands for 
acquired which means that it is obtained or 
received by a person and is something that  is not 

genetically inherited.  “ID” stands for Immuno 
Deficiency, which means there is deficiency in the 
immune system or that the immune system is 
weakened. “S” stands for syndrome.  The word 

syndrome is used to emphasize that AIDS is not 
just one disease or symptom but presents as a 
group of diseases or symptoms.  It cannot be 
diagnosed on the basis of one sign or symptom 
alone. All of the symptoms of AIDS such as high 
fever, diarrhoea, loss of weight, Tuberculosis, can 
be symptoms of other diseases too. 

True.  In the final stages, the body has little or no 

immunity left and serious diseases like cancer or 
kidney failure lead to the demise of the person.

False.  Anyone who indulges in risk behaviours 
can get infected with HIV. 

False. Unprotected sex is just one of the ways in 
which HIV can be transmitted.
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There is no protection against 
HIV/AIDS.

If you are married you cannot 
get HIV/AIDS.

HIV/AIDS can only affect 
people if they do not maintain
good hygiene.

All sex workers are suffering 
from HIV/AIDS.

HIV/AIDS is a punishment for 
our sins.

You can get HIV/AIDS through 

sharing injecting- needles.

You cannot get HIV/AIDS from
a person who has it by holding 
his/her hand

If you travel in the same bus as 
a person with HIV you will also 
be infected with HIV.

Pregnant women can pass the 

AIDS virus to their unborn 
child.

There is no risk in sharing 
razors with someone who has 
AIDS.

The AIDS virus, HIV, is carried 
only through blood.

False. HIV/AIDS can be avoided through 
practicing safe behaviours such as abstinence, sex 
with a single uninfected partner etc.

False. Marriage is no protection against 
HIV/AIDS.

False.  HIV/AIDS can infect anyone, at any time, 
if the person indulges in risk behaviours such as 
unprotected sex, multi partner sex and the use of 
unsterilized needles and syringes.

False.  But sex workers are a high -risk group and 
more vulnerable to infections then others.

False. HIV/AIDS is a disease caused by a virus 
that infects people when they indulge in unsafe 
behaviour.

True.

True. HIV does not spread through everyday 
contact with people who are infected with HIV. 
So, we don't need to worry about things we do 

daily. It is not easy to get HIV/AIDS. Unlike 
many common diseases, HIV cannot get to us 
through air, food or water.

False. HIV does not spread through air, touch, 
sharing the same space or clothes.

True. HIV can be transmitted from an infected 

mother to her unborn child. There are about 30 
per cent chances that the virus will be passed on 
to the unborn child. This means that if ten HIV 
infected mothers deliver babies, only three would 

be found HIV positive. Babies born to HIV 
positive mothers may become infected in the 
womb before birth, during delivery and 
sometimes through breast milk. 

True. Though it is said that there may be a chance 
of infection, so far there has been no reported case 
of infection through sharing of razors.

False. The HIV is also carried through other body 
fluids (semen, vaginal discharge, and saliva).
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It is okay to share bedclothes 
and food with someone who has 
HIV/AIDS.

It is possible to get HIV from a 
toilet seat.

A person can get HIV by 
donating blood.

Drug users can pass on the H IV

virus to other drug users if they 
share needles.

You can tell by looking at a 
person if he/she has the AIDS 

virus.

The risk of getting HIV 
increases if you have many sex 

partners.

Using the condom reduces the 
risk of HIV/AIDS.

HIV is spread through kissing.

Children cannot get HIV/AIDS.

If you take the birth control pill 
you will not get HIV.

People with HIV/AIDS should 

be kept in prison.

You will not get HIV/AIDS if 
you do not have sex.

True.

False.

True. If the needles used are infected and unclean, 
then it is possible to become infected during blood 
donation.

True. HIV can also be transmitted through the use 

of unsterilized needles and syringes. Used needles 
and syringes are soiled with minute amounts of 
left over blood. Infected blood will directly 
transfer HIV into the blood stream. Some injection
drug users such as those using heroin tend to 
share their needles and syringes with other 
addicts, without sterilizing them, to reduce the 
cost. This kind of sharing is also likely to transmit 

HIV, if anyone of the heroin addicts is HIV 
infected.

False. An HIV infected person looks no different
than an uninfected person.

True. Because you cannot ensure that all your 
partners are uninfected with the virus.

True. Condom prevents the exchange of body 
fluids thus reducing the risk of infection.

False.

False. Children are as vulnerable to HIV infection 
as anyone else.

False. Birth control pill is a contraceptive and 
offers no protection against HIV.

False. Isolation and incarceration are no means of 

protection against the HIV virus.

False. HIV infection can also be transmitted 
through blood transfusion, sharing of infected 

needles/syringes and from mother to child.
The statements used in this chart are not exhaustive. You can make up new statements to suit 

your needs and setting. The number of statements you use will depend upon the time you
decide to devote to this exercise. 
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SESSION TITLE:   Business Management 1: Introduction to the 

Business Plan 

RATIONALE: This session will introduce participants to the basics of 

business management, and the importance of the business 

plan. 

COMPETENCE AREA: Business Management Skills, Business Plan 

OBJECTIVES OF THE 

SESSION: 

By the end of the session, participants will be able to: 

- Explain the purpose of a business plan 

- Explain the importance of a business plan 

- Describe the elements of a business plan 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS:  

MATERIALS NEEDED: Pen, Paper, Chalkboard (if available) 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 20 minutes 

A. Introduce the Objective of the Small Business Training (10 Minutes) 

The objective of these trainings is to provide the participants with the skills and 

knowledge to open a successful small business.  Trainings will cover business 

selection, business, management, business finance, financing, and other key skills.  

By the end of the trainings, participants will have developed a professional and 

useful business plan. This plan will be used in the procurement of a set of 

necessary materials for their new business. 

 

B. Participation (10 minutes): Going around the classroom, ask each participant 

to describe in one sentence what they hope to learn through the business 

trainings.  What is their goal?  Do they already have a business?  Do they have an 

idea for a business? 

 

II. Presentation and Demonstration  

 

Time: 70 minutes 

A. What is a business? (15 Minutes) 

1. Ask the groups to define “business”.  Encourage them to share examples. 

 

2. Business = “Activities that provide goods and/or services in exchange for 

money or other goods and services.  ” 

 

3. A variety of businesses contribute to local economies: 

 Designing (building, art, etc) 

 Manufacturing or Producing (clothing, furniture, etc) 

 Supply and Distribution (moving products from producer to client) 

 Selling (buying from a producer or another intermediary business and 
selling to the consumer) 

 Installing 

 Repairing  (restoring broken or defective goods) 
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 Service industries (tourism, communication, leisure)  

 

4. Ask participants to provide an example of each type of business from their 

community. 

 

B. What Makes a Successful Business? (15 minutes) 

 

1. Ask participants to divide in groups and to describe a successful business in their 

community. 

 What does the business sell? 

 What makes it successful? 

 What are the characteristics of the owner? 

 How do these characteristics make the business successful? 

2. Bring groups together to discuss successful characteristics 

3. Characteristics of a successful small business/small business owner could include: 

 Proactive 

 Friendly 

 Unique product/service 

 Clean space 

 Fair 

 Trusted 
 

C. What is planning? (10 minutes) 

Facilitator asks several participants "What is planning"? Through the discussion the group 

arrives at the following definition: 

Planning is thinking through, and then working out in detail, what you intend to do in a future 

period of time and how you expect to get there. 

The facilitator can compare business planning to planning a trip.  You ask yourself where 

you want to go--then how you will get there. Then you plan in detail how much money 

you need, what you want to do and who you wish to take on your journey, etc. It is not 

until you are quite sure that you can get where you want to go that you start to buy 

tickets and pack your suitcase. In business planning it is the same. You first plan what kind 

of business you want, then you plan in detail how you can realize it and how you will 

operate it. It is only until you are quite sure that you can be successful do you start to 

borrow money or buy goods. 

 

D. Why is a business plan important (10 minutes) 

The business plan is a document that summarizes business aspirations and plans, and 

means for securing legal authorization and mobilizing the resources to launch the 

business. 
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Ask participants why they think a business plan is important. 

 

   Some answers could be: minimizes risks, provides a plan, communicates business idea 

 

E. The Business Plan (20 minutes) 

Distribute the business plan template to participants.  Explain that this will be 

completed throughout the training sessions, with much guidance and support.  At this 

point, the discussion is just to describe the elements of the business plan and to show 

what will be learned through the training sessions. 

 

Parts of the Business Plan 

 Organizational Plan:  What Business am I.  Includes a description of your product, 

market, and services, and what makes your business unique. 

o Business Description: business type, growth opportunities, when will your 

business be open 
o Product or service: What are you selling? How will the product or service 

benefit the customer? 

o Business Location: what kind of space will you need? 

 Management Plan 

 Marketing Plan 

o Who are your customers? 

o What are their likes/preferences? 

o What are their dislikes? 

 Financial Plan 

o How much money do you have? How will you secure funding? 

o How much money will you need for start-up? 

o How much money will you need to stay in business? 

o What are your projected sales and profits? 

o What will be your break-even level of production? 

 

F. Practice/Production/Application  

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER NOTES:  
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SESSION TITLE:   Business Management 2: Business 

Communications 

RATIONALE: Strong communication skills are necessary to both (1) run 

a successful small business and (2) successfully 

(re)integrate into a community. 

COMPETENCE AREA: Communication; social relations; self-awareness 

OBJECTIVES OF THE 

SESSION: 

Participants will have developed their communication 

skills, allowing them to interact more successfully with 

customers, suppliers, and others in their community. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35-40 participants 

MATERIALS NEEDED: Pen, Paper, Chalkboard/flip chart 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 15 minutes 

 
Why is communication important for an entrepreneur? 

The facilitator should open the session by asking participants why communication is 

important for an entrepreneur?  Who does the entrepreneur need to communicate with?  

What could happen if communication is poor? 

 

The facilitator should allow for an open and full discussion, and mark responses on a flip 

chart or chalkboard. 

 

 

II. Presentation and Demonstration  Time: 60 minutes 

 

Good Communication (15 minutes) 

The facilitator should describe the importance of good communication to the 

entrepreneur: 

 

Good communication in business is important.  Clients and business partners need to 

understand precisely what you are trying to buy or sell. Businesspeople should be 

cheerful, keen, polite and helpful. Entrepreneurs should show interest in the customer 

and listen carefully to find out as much as possible about his or her needs. Listening is an 

important part of communicating. 

 

The facilitator should ask participants:  How can we use our active listening skills?  How 

will active listening help us in managing our mall businesses? 

 

 

Communicating with Customers (30 minutes) 

The facilitator should divide the participants into small groups and allow them to discuss 

the following question: 
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As an entrepreneur, what are the characteristics of good communication with clients? 

 

The facilitator should then ask participants to role-play a conversation between a 

customer and a businessperson with a classmate. The client should describe his or her 

needs, which may or may not be satisfied by the product. The businessperson should 

clearly describe the product or service and its uses, and explain how the product can be 

adapted to suit the client’s needs. 

 

The entrepreneur needs to inform clients and business partners about the products 

and/or services they are selling and how these can meet their needs. Being honest and 

frank about our product or service can help build clients’ trust and confidence in us. This 

means that we should not give the client an incorrect impression of our product. Being 

frank in general may also help us to buy materials or services at a reasonable price from 

our business partners. 

 

 Ask the students to point out strengths and weaknesses in the dialogue and how 

the weaknesses may be overcome. 

 What are the strengths and weaknesses in my communication? 

 Select another product or service and repeat. 
(Activity from UNESCO: Starting my Own Small Business Training Manual) 
 

 

Communicating with Suppliers (15 minutes) 

In many small businesses, the owner has suppliers (people that provide something for the 

business).  For example, a small store requires suppliers to provide goods, which the 

storeowner then sells to customer.  It is equally important that the small business owner 

remain strong communication with suppliers.  The business owner must communicate 

needs effectively, negotiate prices, manage inventory, and retain relationships with 

suppliers. 

 

Negotiation:  In any negotiation, the parties involved should consider— 

 

 Goals: what do I need to get out of the negotiation? What does the other person 

want?  
 Trades: What do you and the other person have that you can trade? What do 

you each have that the other wants? What are you each comfortable giving away?  

 Alternatives: What alternatives exist if we do not reach agreement?  

 Relationships: what is the history of the relationship?  
 Expected outcomes: what outcome will people be expecting from this 

negotiation? What has the outcome been in the past, and what precedents have 

been set?  

 Consequences: what are the consequences of winning or losing this negotiation? 

What are the consequences for the other person?  

 Power: who has what power in the relationship?  

 Possible solutions: what solutions exist? 
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III. Practice/Production/Application Time: 15 minutes 

 

Practice 

The facilitator will break the participants into groups.  The small groups will practice 

communication and negotiation skills, using examples and guidance provided by the 

facilitator.  

 

Ex 1:  Your supplier has delivered a box of damaged goods.  One person should play the 

business owner.  One person should play the supplier 

Ex 2:  Your supplier complains that you have not paid your order on time.  You believe 

you already paid.  One person should play the business owner.  One person should play 

the supplier 

 

The facilitator should ask participants to describe what they learned.  How did their role-

play progress?  What were the challenges?   

 

 

 

ASSIGNMENTS/ACTIVITIES: See activities above. 

TRAINER NOTES: See attached notes and notes above. 
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SESSION TITLE:   What is an entrepreneur?  and Finding 

Opportunities 

RATIONALE: Understanding entrepreneurial skills is key to developing a 

sense of entrepreneurship. 

Having a strong sense of a business idea is key to 

developing the idea and formulating the business plan. 

COMPETENCE AREA: Self-awareness, creativity, entrepreneurship 

OBJECTIVES OF THE 

SESSION: 

Participants will be more self-aware of their 

entrepreneurial skills and needs, and consider creative 

ideas for new businesses.  By the end of the session, 

participants will have begun to compose a description a 

small business – the first part of a business plan.  This may 

change and develop throughout later sessions 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35 

MATERIALS NEEDED: Paper, pen, chalk, chalkboard 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 20 minutes 

A. What is an entrepreneur? 

a. The facilitator should ask the group to define “entrepreneur”.  The facilitator 

should write definitions and key words on flip chart or chalkboard. 

b. The facilitator can introduce this definition:  “An entrepreneur is someone 

who starts or operates a business venture and assumes the responsibility for 

it. He or she provides goods or services to individuals or businesses for 

payment.” 

 

c. How will the participants be entrepreneurs in starting their small businesses? 

 

 

B. What are the qualities of an entrepreneur? Ask participants to think of 

“entrepreneurs” in their communities and describe what qualities they possess.  The 

facilitator should write qualities on a flip chart or the chalkboard.  Qualities may 

include: 

 Creativity 

 Curiosity  

 Motivation  

 Self-confidence 

 Eagerness to learn 

 Ability to innovate – do something new 
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 Determination to overcome obstacles 

 Ability to learn from mistakes 

 Ability to cooperate 

 Ability to identify opportunities 

 Strong work ethic 

 Competitive 

 

The facilitator should emphasize that these qualities help the entrepreneur think, analyze, 

solve problems, and take action. While not every entrepreneur will have all of the 

qualities, they can be acquired through the learning process. 

  

II. Presentation and Demonstration  Time: 60 minutes 

 

A. What are my entrepreneurial skills?  (15 minutes) 

Ask participants to list their own entrepreneurial qualities.  They should list their 

qualities in the following areas.  (Note: the facilitator can provide sheets of paper 

for the participants to describe their qualities, and list questions on the board.  

Alternatively, the facilitator can divide participants into smaller groups where they 

can discuss their qualities.) 

- How I conduct myself: 

- How I think: 

- How I interact with people: 

- Things I can do: 

- How have I learned these skills? 

- What do I use them for? 

- How often do I use these skills? 

 

B. Skills Assessment (10 minutes) 
The facilitator should lead the participants in a discussion of their skills assessments.  

What skills do the participants already possess?  What skills do they need to 

learn/strengthen?  How will participants learn/strengthen these skills? 

 

C. Finding Business Opportunities (35 minutes) 

Entrepreneurs decide on small business opportunities by carefully assessing their own 

skills, the local markets, and their ability to meet local demand and make a profit.  The 

facilitator should divide participants into small groups for discussion of business 

opportunities.  This should be a creative session to allow participants to “think like an 

entrepreneur” and think about new ideas for small business in their community.  

Participants should feel free and open during discussions. 

 

The following questions should guide participants discussions in the small groups: 

 

- What needs to I see in my community? (Ex: there is no place in my village to buy 

farm tools.  People have to travel to purchase tools.) 
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- What can be done to address these needs? (Ex: A small store could be opened to 

sell farm implements.) 

 

- Which of my skills can be used to address these needs? How? (Ex: I am creative 

and hard working, and have contacts in other places that I could use to establish a 

business to sell farm tools.) 

 

- Which of these needs could I develop into a business?  (Ex: I could purchase farm 

tools to sell locally.) 

 

- Who would be interested in or needs my product or service? (Ex: farmers) 

 

- Where should the product be available? (Ex: a central location in the center of 

village that can be easily accessed). 

 

The facilitator can bring the groups back together to discuss outcomes of the discussion.  

What did participants learn?  Did they determine any creative ideas? 

 

 

III. Practice/Production/Application Time: 10 minutes 

 

Describing my business idea.  This activity can be done in two different ways: (1) the 

facilitator can divide participants into small groups for discussion; or (2) the facilitator can 

provide paper and writing implements to participants to write ideas individually. 

 

The facilitator should present the following questions, which the participants will answer.  

The facilitator should emphasize that the description of the business is an important part 

of the business plan, and will be included in the final plan. 

 

- What is my business? 

- Where will my business be located? 

- Why have I selected this business? 

 

In closing, the facilitator should re-emphasize that the description of the business plan is 

the foundation to the business plan, and will continue to be developed.  Ideas may change 

and evolve in later sessions, where more time will be given to developing ideas. 
 

ASSIGNMENTS/ACTIVITIES: See above. 

TRAINER NOTES: See UNESCO – Starting my Own Small Business (Secondary 

Level) for more information.  Activities in this session have been 

inspired by this guide 

(unesdoc.unesco.org/images/0014/001449/144928e.pdf) 
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SESSION TITLE:  Field Visit 

RATIONALE: Visiting existing small businesses and speaking with small 

business owners will allow participants to consider 

challenges, opportunities, and learn from real experience. 

COMPETENCE AREA: Business skills, entrepreneurship 

OBJECTIVES OF THE 

SESSION: 

- Participants will have a stronger understanding of 

real-life business challenges. 

- Participants will gain insight into the realities of 

operating a small business. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35 – depending on necessary transportation 

MATERIALS NEEDED: Transportation as necessary. 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 5 minutes 

 

Note: Prior to this session, the planning team will select local entrepreneurs for field visits.  

Necessary transportation arrangements will be made to facilitate visits to one (or multiple) field 

visits.  The planning team should try to find businesses that match the interests of participants). 

 

The facilitator will introduce the session, and explain that the group is visiting local 

entrepreneurs to see their small businesses and learn from their operations. 

 

II. Presentation and Demonstration  Time: 1 hour – 1 

hour 15 minutes 

 

 

A. Presentation: The facilitator should introduce the small business owner and his/her 

operation.  The business owner should then present themselves and their business. 

B. Questions:  The facilitator should ask participants to pose any questions to the 

business owner.  Questions could include: 

 Why did you start this business? 

 What risks do you face? 

 What challenges do you face? 

 Is this your first business? 

 Who are your customers? 

 Do you have a business plan? 

 What advice would you offer to a new small business owner? 
C. This can be repeated if more business owners are visited. 

 

III. Practice/Production/Application Time: 10-25 minutes 

 

After the visit, the facilitator should lead participants in a discussion of the visit. 

 What did participants find most interesting? 

 What was their most important learning? 
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 How will these learnings affect them when they start their own small business? 

 

 

ASSIGNMENTS/ACTIVITIES: None 

TRAINER NOTES: None 
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SESSION TITLE:   Cast Studies of Entrepreneurial Ventures 

RATIONALE: The best way for someone to learn a concept is by 

example. Case studies are a relatable way for people to 

take what they have learned in the classroom and match it 

up to an existing application. Learning these examples, the 

participants can then refer back to them when they begin 

their own business plans.  

COMPETENCE AREA: Application, Research 

OBJECTIVES OF THE 

SESSION: 

Participants will learn about case studies, then develop a 

list of three positive aspects and three improvements for 

each case study presented  

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: 35 participants 

MATERIALS NEEDED: Paper, writing utensils, case studies 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 30 minutes 

Participants will be divided into small groups, and briefly discuss an existing 

entrepreneurial venture they know of. It does not need to be local – it can be any type of 

profit earning organization they choose. They will then create a list of positive and 

negative aspects of the company. 

II. Presentation and Demonstration  Time: 40 minutes 

Participants will go around the room and each group will present the discussion they had. 

Each group member should speak during this presentation to become more comfortable 

with speaking and interacting with others.  

 
Facilitator will introduce new case studies as necessary to highlight other examples (see 

attached case study).  

 

 

III. Practice/Production/Application Time: 20 minutes 

Participants will be asked to create a list of lessons learned from the case studies that 

they will then take into consideration for their own entrepreneurial ventures.  

 

Examples: 

Funny advertisements were successful. 
Working in partnership worked better than working alone. 

They ran out of inventory often, so I should make sure I am well stocked. 

They had poor customer service, so I should put a big emphasis on it. 

 

The list the participants create will be references when they write their actual business 

plans to make sure they incorporate their lessons learned 

ASSIGNMENTS/ACTIVITIES: See above. 

TRAINER NOTES: None. 

 



Lokman’s Grocery 
 
Rama lives in Samut village. He was married with two children. He thought about 
starting a small shop, but did not dare to do so outright. He saw the difficulty Lokman 
was having with his shop. There are few sales. Very few villagers go shopping at his 
shop. Mostly they buy goods from the market. Rama asked neighbours why they did not 
go to Lokman’s shop. Most of them complained that essential goods were not available 
there, or else were priced too high. In addition, the shop was not kept open regularly 
and some of the goods were of low quality. Rama thought this information would be 
useful for him. If he could overcome these problems, maybe his shop would be a 
success. Rama also obtained advice from nearby shopkeepers about the conveniences 
and inconveniences of operating a shop. After considering all this information, Rama 
selected a site for the shop, purchased stock and started doing business. The new shop 
attracted many customers. Lokman was perplexed. He asked Rama his secrets. When 
Rama shared his ideas for operating the shop, Lokman realized the mistakes he had 
committed so far. 
 
 
 
Questions: 
1. What are the reasons for fewer customers in Lokman’s shop? 
2. What are the reasons for the success of Rama’s shop? 

 

 

 

 

 

 

 

From: Training Manual for Small Scale Enterprise, UNESCO, 1999.  



Trainer Notes – Lokman’s Grocery Case Study 

What happens when an entrepreneur starts her business without conducting a market 
survey? 
 
The groups may come up with the following answers: 
 

 She doesn’t know the purchasing power of the customers 
 She doesn’t know the age group of the customers 
 She doesn’t know the target market of the customers 
 She doesn’t know the right place to start her business 
 She can’t get enough profit 
 Difficulty in sales 
 She cannot decide which product should be produced 
 She cannot decide the production capacity 
 No market for product 
 Plan would become a failure 
 Customers’ availability 
 People don't need the product 
 Accessibility of the product 
 Cannot sell the product 
 Customers may go to another shop 
 Without market survey, no customer, no benefit 
 Difficult to sell because they don’t know about standard price so that they will sell 

cheaper or higher 
 She has risks – gets little profit or it’s too late to develop the enterprise; doesn’t 

have buyers 
 Goods not needed in the market 

 
 
A market survey is a systematic collection, recording, analysis and interpretation of data 
relating to the existing or potential market for a product or services 
 
A market survey is a useful tool for contact with the market 
The systematic and intelligent use of this tool can reduce risks of decision making under 
conditions of uncertainty 
 
Through a market survey we can obtain information in the following areas: 

 size of market 
 pattern of demand 
 buying habits and motives 
 past and present trends for this or other products 
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SESSION TITLE:   Selection and Description of Ventures 

RATIONALE: Participants will select and elaborate upon plans for their 

ventures. 

COMPETENCE AREA: Entrepreneurship, planning 

OBJECTIVES OF THE 

SESSION: 

By the end of this session participants will have selected a 

feasible venture for their business plan. 

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: 35 

MATERIALS NEEDED: Pen, paper 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 10 minutes 

The facilitator will ask participants how the case studies and brainstorming have impacted 

their thoughts on developing a plan for a small business.  Allow each participant to 

provide a response. 

 

II. Presentation and Demonstration  Time: 30 minutes 

 

Selection of Business Venture (30 minutes) 

Divide the participants into groups of no more than 6.  Ask each group to come together 

for a discussion.  Each participant should present for 10 minutes to their small group on 

their idea for a small venture (What they plan to open?  Why?  Where? How? What will 

they do?).  Other group members should ask clarifying questions (based on the active 

listening module). 

 

Facilitators should circle the room to listen to participants’ ideas, and provide feedback 

and questions as necessary. 

 

III. Practice/Production/Application Time:50 minutes 

 

Description of Business Ventures 

The facilitator will describe that this is a working session to allow participants to 

complete the first part of their business plan.  Participants will be provided with a 

business plan template and asked to complete the General Information, Market, 

Operations, and Management sections based on the discussion over the past sessions.   

 

The facilitator will introduce members of the training team who will be available to 

support individuals in completing this section of their business plan. 

 

Facilitators will circle the room and meet individually with each participant in completing 

this section of their business plan. 

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER NOTES:  
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SESSION TITLE:   Introduction to Profits and Losses - Bookkeeping 

RATIONALE: Profits and Losses are the simplest way to do accounting 

and making sure a book is balanced. It is a fundamental 

function of running a business.   

COMPETENCE AREA: Accounting, Money management 

OBJECTIVES OF THE 

SESSION: 

Participants will learn how to balance a book of cash flow  

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35-40 

MATERIALS NEEDED: Paper, writing utensils, balance book 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 15 minutes 

 

Facilitator presents story of business: 

The women's group business makes rice noodles and chips. The members meet at the 
group leader's house to use the machine kept there. They make and sell noodles 

throughout the day. At the end of every day, the money they earn is given to the leader, 

who puts it in a basket. Before handing the money over, the group notes the amount on a 

small pad kept for this purpose in the basket. Sometimes, they forget to enter small 

amounts. If they need petty cash, they take it out of the basket. 

The leader deposits the money in the bank once in a month. She keeps it with her till 

then and pays for other expenses such as bags of rice and noodles when stocks are low. 

Other group members often make these purchases. The leader knows how to write 

accounts but has three small children and, sometimes, does not have the time to do the 

accounting for three months at a time. Once, when she visited the bank, she found that 

the group had only 1 000 SDG remaining in their account. 

She was worried and convened a meeting of members as soon as she returned. The 

members had not met for three months. They were very angry with the leader. The 

members could not locate all the slips where they had noted down the purchases made. 

The other members were upset and accused them of taking away money from the 

business. They said the business was good and they should have earned a profit, rather 

than make a loss. 

 Ask participants why it is important to write the accounts and understand 

profits and losses. They may make one or more of the following points: 

- it is important because no one can remember all the details 

- to know whether the business is making a profit or a loss 

- to know whether the business will do better or worse 

- it provides basic information for planning future business 

- so that variable costs can be reduced if possible and the product sold at a viable price 
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- because everyone must know the details of the business 

Let the participants discuss the story and the importance of book keeping. What can happen if 

books are not kept? What can happen if entries are not made in time? Emphasize the 

importance of daily cash control and profit calculations. 

 Start a discussion on why some businesses and groups do not maintain 

proper accounts. The following explanations may be given: 

- group members do not know the importance of bookkeeping 

- they do not know how to write the books 

- it is a difficult and complex job 

- they do not have the time to write the books 

(information from http://www.fao.org/docrep/004/ad499e/ad499e09.htm) 

 

II. Presentation and Demonstration  Time: 55 minutes 

A. Why keeping accounts is important? (10 minutes) 

The practice of writing accounts helps to manage the business well. It also helps to 

monitor the business and know if it is making profit or losing. 

The following example explains some ways in which accounts are useful: 

 A women's group buys fabric and gives it to its 20 members to make garments. If 

they keep an account of how much material has been given to each member, they 

can estimate the number of garments that can be produced each week. 

 If they write how much fabric they have in stock and how much is required for the 

following week, they can calculate how much extra they will need to meet their 

orders. 

 If they keep an account of the cost price and the selling price it will help them to 

calculate the profit they make per garment. 

 Sometimes the fabric is bought on credit and the women forget to pay for it in 

time, upsetting the supplier. If these details are recorded in the accounts, the 

group can plan the payment on time. 

 If the group writes down its costs, it can plan ways to reduce these and thus make 

a larger profit. 

 Maintaining records of debtors helps in following up on payments. 

 Keeping accounts also helps to calculate the profit made at the end of each month 

or year. This, in turn, helps the group to determine the amount of money to be 

distributed among their members. 

 They can also keep aside some money for the following month's expenses and 

future investments. 
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Thus, keeping accounts helps the group to: 

 plan the purchase of raw material 

 plan the sale of finished goods 

 calculate costs and profits 

 plan reduction in costs 

 plan cash flows 

 pay their creditors and follow up their debtors, thus improving their cash flow 

 gauge whether the business is making a profit or loss 

 know how they have used their money by comparing profits with the capital 

invested in the business 

B. Explanation of how to calculate and chart business profits and losses (35 

minutes) 

The facilitator explains and demonstrates to participants the following: 

- Definition of profit 

- Definition of loss 

- How to calculate and record profits and losses (using examples and sample 

accounting book example) 

Ledger book: all types of transactions must be listed in a ledger book. 

 

C. Clarification (10 minutes) 

The facilitator answers any questions from the participants, 

III.  Practice/Production/Application Time: 20 minutes 

Participants will be divided into groups and given the following series of exercises and be 

asked to produce a completed balance sheet: 

 

Day 1: You have 50 SDG. You sell 10 SDG worth of products for the day.  

Day 2: You sell 30 SDG worth of products for the day. You notice you are running low 

on stock, so you buy 50 SDG worth of supplies and products. 

Day 3: You sell 20 SDG worth of products for the day. Your stand breaks and you have 

to pay 10 SDG to fix it.  

Day 4: You sell 30 SDG worth of products for the day. It rains, and you discover 20 SDG 

of your products are ruined and you must throw them away.  

 

How much money do you have to begin Day 5? Answer: 60 SDG.  

 

ASSIGNMENTS/ACTIVITIES: See above. 

TRAINER NOTES: See attached financial background notes in Arabic.   
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SESSION TITLE:   Business Finance: II: Costing, Pricing, and the 

Business Plan 

RATIONALE: Understanding how to cost and price goods is key to 

managing a successful and sustainable business. 

COMPETENCE AREA: Business finances, business management 

OBJECTIVES OF THE 

SESSION: 
 Explain the importance of costing goods and relate 

the ways of assessing the cost of each product 

 Explain fixed and recurring expenses related to 

products/goods 

 Assess the total expenses of products/goods 

 Explain the concept and importance of pricing 

goods 

DURATION: 1.5 hours 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35 participants  

MATERIALS NEEDED: Flip chart, pens, paper 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 15 minutes 

 

A. Welcome 

The facilitator welcomes the participants to the costing and pricing session of the 

business finance modules. 

 

B. Case Study on Importance of Appropriate Costing and Pricing of Goods 

 Present the Lokman’s grocery case study.   

 Discuss with participants why it is important to price goods correctly.   

o What happens if your prices are too high? (ex: customers will go 
elsewhere, you will not make sales, your business will not succeed) 

o What happens if your prices are too low? (ex: you will make more 

sales, but you will lose money) 

 Explain to participants that during this session, participants will learn how to 

determine the total cost of their products (costing), and then learn how to 

appropriately price their goods based on this cost. 

 

II. Presentation and Demonstration  Time: 45 minutes 
 
A. Costing Goods 
 
In any business concern, there are two types of expenses: “fixed” expenses and 

“variable” or “recurring” expenses. It is difficult to run an enterprise if the difference 

between the two is not perceived. As a small business owner, you must understand all 

of your expenses. 

 

 Fixed expenses: Expenditures that are not related to the amount of goods 

produced are called fixed expenses.  

Examples are rent of a shop or stall, or the charge for using a scale. These are 

core expenditures for the business and do not vary with the volume of 

business. (Ex: If I pay rent for a stall, I will have to pay this rent whether I make 

lots of sales or make no sales.) 
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 Variable/recurring expenses: Expenditures that vary with changes in the 

volume of sales are called variable expenses. 

 

When sales increase, the production or supply has to be increased. Thus the 

purchase of goods or raw materials also increases, resulting in an increase in 

recurring expenditure. 

 

Costing Goods Example 

The following table shows various types of fixed and variable expenses for a store 

owner who sells seeds. 
 
 
           
 

 

 

 

 

 

 

 

 

This 

table shows that the total cost for 200 kilograms of rice is 640 SDG (420 SDG + 220 

SDG). 

 

The per kilogram cost is 3.20 SDG (640 SDG /200kg). 

 

If the amount of rice is increased to 400 kilograms, then the per kilogram cost 

becomes (420 + 440 = 860/400) 2.15 SDG. 

 

 

 

 

 

 

 

 

 

 

 

 

In general, fixed expenses never change, while variable or recurring expenses change 

along with the change in the volume of transactions.  When might fixed expenses also 

change? Ex: your store grows so much that you require a second space to rent. 

 

Costing Goods Practice – Give this example to participants to practice determining 

fixed and variable expenses, and costing goods. 

 

Fixed expenses  Variable expenses  
Rent 100 

SDG 
Purchase of seeds 
200kg 

220 SDG 

Electricity 100 
SDG 
 

  

Bag, mat, etc. 20 
SDG 
 

  

Other expenses 200 
SDG 
 

  

Total fixed expenses 420 
SDG 

Total variable 
expenses 

220 SDG 
 

Fixed expenses  Variable expenses  
Rent 100 

SDG 
Purchase of seeds 
400kg 

440 SDG 

Electricity 100 
SDG 

  

Bag, mat, etc. 20 
SDG 

  

Other expenses 200 
SDG 

  

Total fixed expenses 420 
SDG 

Total variable 
expenses 

440 SDG 
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Amina sells traditional sorghum at the market.  She pays 35 SDG for a stall at the 

market.  Amina recently purchased 100kg of sorghum to sell for 150 SDG. She pays 5 

SDG for electricity for her stall. She pays 10 SDG for transportation.   

 

 What are Amina’s fixed costs? 

 What are Amina’s variable costs? 

 What is the cost per kg to Amina of sorghum?  

 What would be the cost per kg if she purchased 200kg of sorghum for 300 

SDG. 

 

Verify the responses of the participants. 

 

 

 

 

 

 

 

 

 

 

 

Total cost = 50 SDG +150 SDG =200 SDG 

Cost per Kg = 200 SDG /100= 2 SDG /kg 

 

If she purchased 200kg of Sorghum, the cost per kg would be: 

Total cost=50 SDG +300 SDG =350 SDG 

Cost per Kg=350 SDG /200=1.75 SDG /kg 

 

Ask if participants have any questions based on this example 

 

 

B. Pricing Goods 

 Emphasize that the price has to be fixed so that both sales and profits remain 

at an optimum level. Explain the issue with an example. 

 Explain the negative relations between price and sales. If the price increases 
sales go down.  Ex: When milk is more expensive, I buy less milk.  When the 

price goes down, sales typically go up.  If sorghum is cheaper, I will buy a 

greater quantity. 

 Now that I understand the cost of my product, how do I determine what price 

I should set for my product for my customers? 

 

Cost per unit + Profit = Selling Price 

The cost per unit is the (Variable Cost + Fixed Cost)/Unit 

 

 Profit is the financial gain that you will make from selling the product. 

Profit = Selling Price - Cost to Sell item. 

Fixed expenses  Variable expenses  
Rent 35 

SDG 
Purchase of 100kg of 
sorghum 

150 SDG 

Electricity 5 
SDG 
 

  

Transportation 10 
SDG 
 

  

Total fixed expenses 50 
SDG 

Total variable 
expenses 

150 SDG 
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 How do you determine how much profit you should make? 

o How much money do you need to survive financially? 

o What are other people in the area selling the same product for?  If you 

set your price too high, people will not buy from you.  If you set your 

price too low, you will not make enough profit. 

 

Example 1: 

I make wooden toys for children. 

The wood for one toy costs 5 SDG 

My labour costs for making the toy are 5 SDG 

My bus fare to and from the marketplace is 1 SDG 

My place at the market costs 2 SDG 

My business’ profit is 2 SDG 

 

What is my selling price? 

 

5+5+1+2+2=15 SDG 

 

Example 2: 

Adam is in the pressed rice business. He buys paddy, prepares pressed rice and sells it 

in his small shop. Adam sells 200 kilogram of pressed rice each month. His expenses 

are as follows: 
 

PART A 
Variable Costs  
Price of paddy: 200 kgs at 200 200 

SDG 
Expense for pressing: 50 

SDG 
Fixed Costs  
Rent: 50 

SDG 
Electricity: l0 

SDG 
Total 310 

SDG 
 
Along with this expense, Adam added a daily wage rate of 5 SDG per day for his labor 

in the business for the 30 days he worked during the month. The monthly charge 

comes to (5 x 30) 150 SDG. Thus the total expense stands at (310 + 150) = 460 SDG. 

Expense per kilogram is (460 SDG /200) 2.30 SDG. 

Adam calculated that if he sells the pressed rice at the rate of 2.75 SDG per kilogram, 

he would not suffer a loss. Since he has invested his own capital, he does not need to 

pay interest. If he had to pay that, expense per kilogram could be higher. He checked 

neighboring shops. 

 

They were selling at the rate of 3.50 SDG or 4.00 SDG. Adam decided to sell at a 

little less. He started selling at 3.25 SDG. The other shopkeepers reacted and lowered 

the price to 3 SDG. Adam thought that he could not sell at that rate. He kept waiting. 

Eventually the other shopkeepers realized that they were losing money. 
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Questions: 

1. Why is it important to set prices in a proper way? 

2. How did Adam set the price of the pressed rice? 

3. What other factors can be considered for pricing goods? 
 
 

III. Practice/Production/Application Time: 30 minutes 

 

A. Business Plan: Costing and Pricing for your Business 

Now that we have learned about the importance of costing and pricing your goods, 

and learned the steps to this, we can work to develop the costs and prices for your 

business. 

First, ask participants to list all fixed costs in their business. 

 

 

Secondly, ask participants to list all expected variable costs. 

 

 

 

 

 

 

As in the examples, discussed earlier, participants should then determine the cost per 

unit that they plan to sell. 

The participants should then begin to think how they will price their item. 

- What is the current price of the good in the area? 

- How much profit do I need to make to survive? 

- What should be my profit? 

 

Fixed expenses  Variable expenses  
    
    
    
Total fixed expenses  Total variable 

expenses 
 

ASSIGNMENTS/ACTIVITIES: See activities above and Lokman Case Study.  Activities 

adopted from the following sources: 

 

“Training Manual for Small Scale Enterprise.” Asia-

Pacific Programme of Education for All.  UNESCO 

Principal regional Office for Asia and the Pacific, 

Bangkok, 1999. 

 

 

TRAINER NOTES: See general financial training notes for more background. 
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SESSION TITLE:   Business Finance III:  Financial 

Statements 

RATIONALE: Educate participants on the importance of 

bookkeeping in business 

COMPETENCE AREA: Management; Budgets 

OBJECTIVES OF THE SESSION: 1. Detail financial management and 

management responsibilities. 

2.  Learn how to manage financial 

resources appropriately. 

3.  Develop a project budget; 

bookkeeping; prepare financial reports. 

DURATION: 1.5 hours 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35 participants  

MATERIALS NEEDED: Flip chart, pens, paper 

PROCEDURE: 

I. Motivation and relating to learners’ previous 

knowledge 

Time: 15 minutes 

A. Group Activity- Determining levels of familiarity with financial concepts 

1.  Ask participants what problems a business might encounter if they did not keep track 

of their finances. 

  Examples might include: “I might forget that my neighbor owed me a substantial amount of 

money” or “I may overspend in one area, and not have enough money left over to pay my 

employees at the end of the week”. 

2.  Use flip chart to record responses. 

Examples might include:  “Keep track of debts” or “Outspend your budget”. 

3.  Define “financial management”. 

After input from participants, facilitator should provide the following definition:  

Financial management is keeping track of all the money coming in and out of your      

business, and then using the information you’ve collected to understand how your business is  

doing and make well-informed decisions. 

4.  Explain “profit”.   

      After input from participants, the facilitator should provide the definition of: 

      Profit is the difference between the amount of money an entrepreneur earns, and the     

      amount he or she spends on buying, operating, or producing a good or service.  

II. Presentation and Demonstration  Time: 45 minutes 

 

A. What kind of records should be kept? 

   1. Amount of money business earns each month. 

   2. Amount business spends each month. 

   3. Debtors and amounts owed 

   4. Creditors and amounts outstanding 

   5. Scale of profit or loss 

   6. Client contact information. 

 

B.  Important questions to ask: 
    1. How much should I charge per item sold? 

    2.  Am I making a profit? 

    3.  Can I afford to purchase that extra piece of equipment this month? 
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    4.  How many people can I afford to employ? 

    5.  How much money should I save for a rainy day? 

    6.  Who should I bank with? 

    7.  If I am not turning a profit, how can I reduce costs? 

 

C. How to develop a budget:  

1. Fixed Expenses – What are my expected fixed costs? 

2. Variable Expenses – What are my expected variable costs? 

 

III. Practice/Production/Application 

 

Time: 30 minutes 

A. Application Exercise  

Use the following example to allow participants to develop a sample budget and develop a 

financial plan. 

I intend to sell goat’s milk and meat in the area.  In order to start my business, I will need 14 

female goats and 2 male goats.  I will breed the goats, and keep some alive to produce milk.  I will 

slaughter the fattened offspring for meat.  I will keep some produce for my family, and the 

remaining product will be sold at the bazaar 2 miles down the road.  The bazaar is a crossroads for 

visitors traveling through the area, and these people will be thirsty and hungry when they arrive.  I 

will market my milk and meat towards these people.  I will need grass and hay to feed my goats, 

but my neighbor has the rights to the best grassland in the area.  In exchange for permission to use 

her grazing land, I will provide her with milk and meat products to feed her family.  

Initial Expenses 

16 goats- $100 each 

Wheelbarrow (for transport)- $50 

**Total Initial Expense- $1650 (take out a $1650 loan) 

 

Monthly expenses 

Grazing rights: 64 oz meat + $25 

Loan Payment: $25 

Employee (Herder)- $25 

**Total Monthly Expenses- $75 

 

Monthly Income:  

300 oz of goat meat- $50 

200 oz of goat milk- $50 

**Total Monthly Income - $100 

 

Monthly Income – Monthly Expense = Profit 

$100- $75 =***$25 

One of my goats falls seriously ill.  

How will I pay for the veterinary care 

to keep my herd healthy? 

I will take $5 out of my earnings each 

month, and put it aside for veterinary 

care (or any unseen emergency in the 

future).  This way, I can enjoy some 

peace of mind that my herd will 

always be healthy and able to produce 

milk and meat. 
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B. Developing Your Budget 

Have each participant draw up a budget for his or her new business. 

Each budget should include the following details:   

What their anticipated costs will be? (Fixed and Variable) 

How much they will need to borrow from the bank? 

Stress the importance of risk management.  Have each participant think of something that 

could go wrong during production.  Next, have each come up with a “rainy day solution” to 

their problem.   

The facilitator should circulate and answer any questions.  After participants have completed 

their budgets, the facilitator can bring the group together and provide participants the 

opportunity to discuss their budgets and ask any questions. 

 

ASSIGNMENTS/ACTIVITIES: See above. 

TRAINER NOTES:  
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SESSION TITLE:   Business Legal Aspects 

RATIONALE: Understanding the legal environment is necessary for 

small business owners. 

COMPETENCE AREA: Business plan, entrepreneurship, business start-up 

OBJECTIVES OF THE 

SESSION: 

By the end of the session, participants will have a 

stronger understanding of local legal practices and any 

requirements they will need to follow (registration, 

reporting, taxes, etc). 

DURATION: 1.5 hours 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35 participants  

MATERIALS NEEDED: Flip chart, pens, paper 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time:  

 

II. Presentation and Demonstration  Time:  

-  

III. Practice/Production/Application Time:  

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER NOTES:  
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SESSION TITLE:   Financial Sections – Business Plan 

RATIONALE: Participants will have the opportunity to complete the 

second part of their business plan. 

COMPETENCE AREA: Business plan, entrepreneurship, finance 

OBJECTIVES OF THE 

SESSION: 

By the end of the session: 

- Participants will have completed the finance 

sections of their business plan  

DURATION: 1 hour 30 minutes 

LEAD FACILITATOR(S): At least 2 facilitators and others to provide individualized 

support. 

PARTICIPANTS: 35 

MATERIALS NEEDED: Business plan template, pens 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time: 20 minutes 

The facilitator will describe that this is a working session to allow participants to 

complete the financial part of their business plan.  Participants will be provided with a 

business plan template and asked to complete the Financial sections based on the 

discussion over the past sessions.  The facilitator will provide an example of how this 

could be completed. 

 

The facilitator will introduce members of the training team who will be available to 

support individuals in completing this section of their business plan. 

II. Presentation and Demonstration  Time: 60 minutes 

Facilitators will circle the room and meet individually with each participant in completing 

this section of their business plan. 

III. Practice/Production/Application Time: 10 minutes 

In the last 10 minutes, the facilitator will ask participants to come together in the group.  

The facilitator will ask if there are any remaining questions, and will ask participants to 

share what they have developed. 

ASSIGNMENTS/ACTIVITIES:  

TRAINER NOTES:  
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SESSION TITLE:  Microfinance and Business 

RATIONALE: To provide individuals with the knowledge, 

skill sets, and capital needed to launch a 

successful enterprise in pursuit of a more 

secure and sustainable economic future. 

COMPETENCE AREA: Theory of microfinance, contract mechanics, 

financial aptitude, building/sustaining business 

relationships. 

OBJECTIVES OF THE SESSION: Participants understand how microfinance 

communities operate; his/her role in 

ensuring the success of the cooperative. 

DURATION: 1 hour, 30 minutes 

LEAD FACILITATOR(S):  

PARTICIPANTS: Up to 35-40 participants 

MATERIALS NEEDED: Paper, pencils 

PROCEDURE: 

I. Motivation and relating to learners’ 

previous knowledge 

Time: 20 minutes 

A. What is Microfinance? (10 Minutes) 

The facilitator should begin the discussion by asking the participants if they know about 

microfinance.  What is it?  How can it be accessed? 

 

B. How do the participants plan to finance their business? (10 Minutes) 

The facilitator should begin a discussion with participants on how they plan to finance their 

business.  Will they require additional money to start their business?  Where will they get this 

money (family, friends, bank, microfinance)? 

II. Presentation and Demonstration  Time: 55 minutes 
A. The Four Pillars of Small Enterprise Development 

a.  Financing:  

      i.  secure assets and capital needed to fund a small business/cooperative 

b. Training 

      i.  acquire the skills needed to run a successful enterprise 

      ii.  cover relevant subjects- efficient use of capital, how to turn a profit. 

c.  Construction 

      i.  increasing bargaining power on the local market. 

      ii.  reducing administrative costs 

      iii. integrating skills amongst employees 

      iv. detailing practices/expenses for review 

      v.  learning as a lifelong process, broadening skill base 

d. Consultation/Management 

      i.  preparing for emergencies 

      ii.  addressing problems early on 

      iii.  decision-making based on scientific principles 

      iv.  maintaining a cooperative work environment to facilitate discussion and inclusion. 

 

B. Microfinance in Practice 

a. Sources of funding 
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i. Self-financing 

1. individual (savings) 

2. members (partnership/association) 

ii. Leveraged financing 

1. banks and financial institutions 

iii. Grants/support 

1. non-governmental organizations, charitable organizations, institutions, 

local and foreign. 

b. Financing Formulas 

i. Murabaha 

1. An agreement in which one party agrees to sell a custom-tailored 

product to a buyer at a pre-arranged price (cost + profit margin).  In the 

case of transactions between a bank (seller) and an entrepreneur 

(buyer), the bank must take actual possession of the item/s in 

transaction before providing them to the entrepreneur.  A small profit 

margin may/may not be applied to the transaction.  Repayment can be 

made by lump sum or by installments. 

ii. Speculation 

iii. Partnership 

1. Two parties pool their capital to launch a business they would not 

otherwise have been able to launch separately. 

2. Both parties share equally in loss and profits. 

3. Agreement can be liquidated at any time by the consent of the involved 

persons.  

iv. Al-Qard Al-Hasan 

1. The bank sets aside a portion of money for the poorest segments of 

society to borrow for investment.   

2. interest-free, date of payment to be agreed upon in advance 

3. informally known as the “welfare loan” 

v. Revolving Fund System 

1. provides funding for individual or group projects through payments of 

contributions to a communal coffer.   

2. funds can be borrowed for the purchase of raw materials, equipment, 

tools, or other        

3. materials that contribute to increased productivity. 

vi. Credit Groups 

1. designed to enable quick access to credit 

2. provides a platform for exchange of ideas, trouble-shooting, and mutual 

support 

C. Assistance/Support 

a. access local markets for distribution  

b. technical assistance to improve supply side efficiency 

c. project management training, services to increase employment opportunities available to 

the broader community.  

d. loans and credit access for individual families not directly affiliated with the project. 

D. Challenges to Success 

a. default: failure to repay loans 

b. futility of project: What is possible?  What is reasonable?   

c. limited imagination:  important to think “outside the box”, creative solutions to complex    

problems. 
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d. corruption: using credit/communal funds to pay for personal items/services unrelated to 

the project. 

e. unrealistic payment schedule- income not sufficient to meet contract stipulations. 

f. substance abuse- impact of illegal substances on productivity and work ethic. 

g. lack of focus/confusion:  training inadequate, contract unclear, unanswered questions      

remain. 

h. weak collaboration- credit group/entrepreneurs fail to communicate, discuss problems, 

address issues 

i. deliberate non-payment- conscious decision made to break contract/undermine the    

framework of system/trust of fellow collaborators. 

 

III. Practice/Production/Application Time: 15 minutes 
 

The facilitator asks participants to developing a financing plan for their business plan.   

 

This should include, where they plan to locate resources?  How much financing they will require?  And 

how they receive this financing? 

  

 

ASSIGNMENTS/ACTIVITIES: See above. 

TRAINER NOTES: See attached notes in Arabic. 
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SESSION TITLE:   Business Plan Review 

RATIONALE: Participants will have the opportunity to complete their 

business plan and have it professionally reviewed. By the 

end of the sessions, and individualized draft procurement 

plan will be prepared for each participant based on the 

business plan. 

COMPETENCE AREA: Business plan, entrepreneurship 

OBJECTIVES OF THE 

SESSION: 

By the end of the session: 

- Participants will have completed their business plan 

- Trainers/facilitators will have approved the 

business plan 

- Project team will have a draft procurement plan for 

participants  

DURATION:  

LEAD FACILITATOR(S): At least 2 facilitators and others to provide individualized 

support. 

PARTICIPANTS: 35 

MATERIALS NEEDED: Business plan template, pens 

PROCEDURE: 

I. Motivation and relating to learners’ previous knowledge Time:  

The facilitator will describe that this is a working session to allow participants to 

complete their business plan.   

 

The facilitator will introduce members of the training team who will be available to 

support individuals in completing their business plan. 

II. Presentation and Demonstration  Time:  

Facilitators will circle the room and meet individually with each participant in completing 

this section of their business plan. 

 

Trainers may decide to set exact times to meet with individual participants to discuss 

their plans. 

III. Practice/Production/Application Time:  

The facilitator may ask participants to come together in the group at the end of the 

sessions, to share their business plans.   

 

ASSIGNMENTS/ACTIVITIES:  

TRAINER NOTES:  

 


