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Course Introduction

The modern landscape of global commerce and international relations is increasingly complex, making
dispute resolution a critical skill set for professionals across various sectors. Advanced Negotiation in
International Disputes Training Course is designed to equip participants with the strategic tools and tactical
acumen necessary to navigate these intricate, high-stakes environments. It moves beyond basic
negotiation theory to focus on the real-world application of advanced techniques, addressing the unique
challenges posed by cross-cultural communication, complex legal frameworks, and multi-party interests.
The course will provide a comprehensive understanding of how to deconstruct conflicts, identify underlying
interests, and construct durable, mutually beneficial agreements while managing risk and preserving
professional relationships.

This program emphasizes a pragmatic approach, combining integrative and distributive negotiation
strategies with cutting-edge dispute resolution methodologies. Participants will engage with real-world
case studies and interactive simulations to hone their abilities in a safe, controlled environment. The
curriculum is built to foster a deep understanding of psychological factors, ethical considerations, and the
role of third-party intermediaries, such as mediators and arbitrators, in resolving deadlocked disputes. By
mastering these advanced negotiation tactics, attendees will be better prepared to represent their
organizations' interests effectively and become key players in international conflict management.
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Course Duration
5 days
Course Objectives

Master advanced integrative and distributive negotiation strategies for optimal outcomes.
Develop a robust framework for strategic negotiation planning and BATNA analysis.

Effectively navigate complex multi-party and multi-issue negotiations.

Acquire skills for cross-cultural communication and intercultural competence in global disputes.
Apply psychological principles and emotional intelligence to influence negotiation dynamics.
Utilize game theory and behavioral economics to predict and manage a counterpart's moves.
Enhance proficiency in dispute system design and conflict management.

Learn to manage high-stakes negotiations and handle difficult or deceptive tactics.

Develop a deep understanding of international legal frameworks and arbitration clauses.
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Implement techniques for value creation and relationship building in international contexts.
. Explore the role of mediation and arbitration as alternative dispute resolution (ADR) methods.
. Cultivate ethical negotiation practices and professionalism in international forums.
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. Leverage technological tools and virtual negotiation platforms to bridge geographical divides.
Target Audiences

1. Corporate Lawyers and In-house Counsels dealing with international contracts and disputes.
. Diplomats and Government Officials involved in bilateral or multilateral negotiations.
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Business Executives and Senior Managers leading cross-border mergers, acquisitions, or
partnerships.

International Arbitrators and Mediators seeking to enhance their professional capabilities.
Project Managers overseeing large-scale international projects and supplier relationships.
Supply Chain Professionals managing complex global logistics and vendor negotiations.
Compliance Officers and Risk Managers focused on international regulatory frameworks.
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Consultants and Advisors specializing in international conflict resolution.

Course Modules



Module 1: Foundations of Advanced Negotiation

Differentiating between distributive, integrative, and multi-party negotiations.

Mastering the BATNA (Best Alternative to a Negotiated Agreement) and ZOPA (Zone of Possible
Agreement).

Understanding the role of interests vs. positions in uncovering hidden value.

Exploring the power of anchoring and concessions as strategic tools.

Case Study: The Microsoft-Nokia Deal and the complexities of high-value asset transfers.

Module 2: Strategic Negotiation Planning

e Developing a comprehensive negotiation playbook for international disputes.

Mapping stakeholder interests and influence in complex environments.

Conducting effective pre-negotiation research and intelligence gathering.

Crafting persuasive arguments and anticipating counter-arguments.

Case Study: The East China Sea Dispute, analyzing how different nations mapped their geopolitical
interests.

Module 3: Psychology and Emotional Intelligence in Negotiation

e Recognizing and overcoming cognitive biases and common deal-making pitfalls.

e Applying emotional intelligence to build rapport and manage difficult personalities.

Utilizing principles of persuasion and influence, such as reciprocity and social proof.

Dealing with deadlock and breaking through impasse using creative problem-solving.

Case Study: The Iran Nuclear Deal provides a look at how emotional dynamics and political rhetoric
shaped negotiations.

Module 4: Cross-Cultural Negotiation

e Understanding high-context vs. low-context cultures and their impact on communication.

Adapting negotiation styles to different cultural norms and business etiquettes.

Navigating language barriers and the importance of professional interpreters.

Building trust and long-term relationships across diverse cultural backgrounds.

Case Study: The negotiation between an Australian consultancy and a Chinese brewery highlights
the importance of cultural due diligence and trust-building.

Module 5: Dispute Resolution Alternatives

o Exploring the spectrum of Alternative Dispute Resolution (ADR): negotiation, mediation, and arbitration.
Selecting the most appropriate dispute resolution method for specific international conflicts.
Understanding the legal enforceability of mediation agreements and arbitral awards.

Preparing for and participating in an international arbitration hearing.

Case Study: Kraft Foods vs. Starbucks where arbitration was used to settle a multi-billion-dollar
contract dispute.

Module 6: Advanced Legal and Contractual Issues

¢ Drafting effective and enforceable arbitration clauses and governing law clauses.

¢ |dentifying and mitigating legal risks in international contracts.

e Understanding the role of sovereign immunity and public policy in international disputes.
o Navigating issues of intellectual property (IP) and data protection across jurisdictions.



e Case Study: The Apple vs. Samsung patent dispute illustrates the complexity of IP litigation across
borders.

Module 7: Crisis and High-Stakes Negotiation

e Techniques for negotiating under pressure and in a crisis situation.

Managing media, public perception, and reputational risk during a dispute.

Dealing with ethical dilemmas and avoiding unethical or deceptive tactics.

Collaborating with legal and public relations teams during a high-stakes conflict.

Case Study: The Rana Plaza factory collapse in Bangladesh shows how international brands
negotiated compensation and safety standards under immense public pressure.

Module 8: The Future of International Negotiation

Leveraging technology, from Al to blockchain, in modern dispute resolution.

Best practices for virtual and remote negotiations.

Adapting to emerging geopolitical shifts and their impact on global disputes.

Developing a personal action plan for continuous professional growth.

Case Study: A discussion on how the COVID-19 pandemic forced a shift to virtual negotiation in

international relations.
Training Methodology

Instructor-Led Sessions

Hands-on Labs

Real-World Case Studies

Group Discussions & Problem-Solving:
Live Demonstrations.

Q&A Sessions

Project-Based Learning.

Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.
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d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon
successful completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to FINESKILL TRAINING
CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price

10 Aug 2026 14 Aug 2026 Online $1,100
17 Aug 2026 21 Aug 2026 Online $1,100
24 Aug 2026 28 Aug 2026 Online $1,100
31 Aug 2026 04 Sep 2026 Online $1,100
07 Sep 2026 11 Sep 2026 Online $1,100
14 Sep 2026 18 Sep 2026 Online $1,100
21 Sep 2026 25 Sep 2026 Online $1,100
28 Sep 2026 02 Oct 2026 Online $1,100

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/advanced-negotiation-in-international-disputes-training-course

