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Course Introduction

The "Applied Negotiation Skills for Trade" course is designed to equip professionals with practical,
hands-on techniques to enhance their negotiation capabilities in the fast-paced world of global trade.
This course focuses on the application of critical negotiation strategies, including intercultural
communication, conflict resolution, and deal-making. As trade dynamics evolve, mastering
negotiation tactics is essential for optimizing outcomes, strengthening partnerships, and fostering
sustainable business practices. Participants will be immersed in realistic scenarios that hone their
skills and increase their confidence in handling trade-related discussions. The course integrates a
blend of theoretical principles and real-world examples to ensure that each learner can apply their
knowledge immediately in various trade environments.

The curriculum emphasizes a comprehensive understanding of international trade negotiation
frameworks, leveraging insights into psychological principles, ethical negotiation, and value
creation. It ensures that professionals not only understand the theory behind negotiation but also
develop the ability to respond strategically to different negotiation situations. Designed for
individuals seeking to gain expertise in cross-border negotiations, this course explores the latest
trends, tools, and techniques that are reshaping the global trade landscape. By the end of the course,
participants will have mastered advanced negotiation skills that will provide them with a
competitive edge in driving trade negotiations to a successful conclusion.
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Course Duration

10 days

Course Objectives

1. Develop advanced negotiation strategies for global trade.
2. Master communication techniques for cross-cultural negotiations.
3. Analyze the psychological aspects of negotiation in international trade.
4. Apply ethical frameworks to trade negotiations.
5. Identify and manage negotiation tactics to ensure optimal trade deals.
6. Understand global trade regulations and their impact on negotiations.
7. Learn conflict resolution strategies in high-stakes trade discussions.
8. Use negotiation tools and technologies to enhance decision-making.
9. Build trust and rapport with international stakeholders.

10. Negotiate win-win solutions for long-term trade partnerships.
11. Integrate legal and financial considerations into negotiation strategies.
12. Apply scenario-based learning for real-world trade negotiations.
13. Develop a personal negotiation style to align with business goals.

Organizational Benefits:

Organizations that invest in this Applied Negotiation Skills for Trade training will experience
several key benefits:

Improved Trade Agreement Outcomes: Securing more favorable terms and conditions in
international transactions.
Enhanced Profitability and Revenue: Achieving better pricing, terms of payment, and
contract structures.
Stronger International Partnerships: Building trust and long-term relationships with global
business partners.
Reduced Negotiation Cycle Time: Streamlining the negotiation process for greater
efficiency.
Mitigation of Trade Risks: Proactively addressing potential conflicts and
misunderstandings.



Increased Employee Confidence and Competence: Empowering teams to negotiate
effectively on behalf of the organization.
Enhanced Organizational Reputation: Projecting professionalism and expertise in
international dealings.
Competitive Advantage in Global Markets: Outperforming competitors through superior
negotiation capabilities.

Target Audience

1. Trade professionals seeking to improve negotiation tactics.
2. Export and import managers involved in cross-border trade deals.
3. Supply chain managers in multinational companies.
4. Business development and sales teams in global markets.
5. Corporate lawyers and legal advisors working with international contracts.
6. Diplomats and government officials engaged in trade negotiations.
7. Entrepreneurs involved in establishing international partnerships.
8. Senior executives and decision-makers in global companies.

Training Outline

1. Introduction to Global Trade Negotiations

Overview of global trade negotiations
Key negotiation frameworks
Elements of a successful trade deal
Factors influencing international trade
Importance of understanding cultural differences

Understanding Negotiation Psychology

Psychological triggers in trade negotiations
Influence and persuasion techniques
Managing negotiation stress
Cognitive biases in decision-making
Emotional intelligence in trade negotiations

Cross-Cultural Communication in Trade

Understanding cultural communication styles
Navigating cultural barriers in negotiations
Building rapport across cultures
Managing language and translation issues
Developing cultural sensitivity for global markets

Negotiation Ethics and Fair Practices

Defining ethical negotiation
Balancing transparency and strategy
The role of honesty in negotiations
Handling unethical tactics in negotiations
Corporate social responsibility in international trade

Negotiation Tactics and Strategies



Tactics for influencing trade outcomes
Leveraging competitive and cooperative strategies
BATNA (Best Alternative to a Negotiated Agreement)
ZOPA (Zone of Possible Agreement)
Strategic use of concessions

Conflict Resolution in Trade Negotiations

Identifying conflict triggers in trade talks
Mediation and negotiation tools
Reaching consensus in contentious negotiations
Building long-term solutions post-conflict
Techniques for de-escalating trade disputes

Legal and Regulatory Considerations

International trade laws and regulations
Compliance in global trade negotiations
Drafting international trade contracts
Dispute resolution mechanisms in trade agreements
Antitrust and competition laws in trade

Technology and Negotiation Tools

Digital negotiation platforms
Using AI and analytics in trade negotiations
Cloud-based solutions for global trade deals
Automating negotiation processes
Blockchain applications in trade negotiations

Risk Management in Trade Negotiations

Identifying negotiation risks in international trade
Mitigating financial risks in trade deals
Evaluating the political risks in global markets
Risk assessment frameworks
Contingency planning for trade negotiations

Building Long-Term Trade Partnerships

Understanding relationship dynamics in trade
Strategies for building trust and credibility
Leveraging alliances for better trade terms
Negotiating joint ventures and strategic alliances
Maintaining partnerships over time

Advanced Communication Skills for Negotiators

Mastering persuasive communication
Handling difficult conversations in trade
Advanced listening skills
Non-verbal communication in international trade
Tailoring messages to different stakeholders



Financial Considerations in Trade Deals

Financial tools in trade negotiations
Exchange rates and their impact on trade deals
Payment terms and conditions
Credit risk management
Structuring trade finance arrangements

Leadership in Trade Negotiations

Leading negotiation teams
Motivating and managing stakeholders
Delegating negotiation responsibilities
Leading through crisis negotiations
Building a negotiation-focused culture

Negotiating in Complex and Emerging Markets

Understanding emerging market dynamics
Negotiating with state-owned enterprises
Handling political instability in trade negotiations
Managing currency fluctuations
Dealing with economic sanctions and tariffs

The Future of Trade Negotiations

Emerging trends in trade negotiations
The role of artificial intelligence in trade negotiations
Sustainability in international trade
Impact of geopolitical shifts on global trade
The future of trade agreements and negotiations

Training Methodology

The course follows an interactive, practical learning methodology that includes:

1. Case Studies: Real-life trade negotiation scenarios for hands-on learning.
2. Role-playing: Simulating negotiations to develop negotiation confidence.
3. Expert Panels: Sessions with seasoned negotiators sharing industry insights.
4. Workshops: Group activities that foster peer learning and collaborative problem-solving.
5. Assessments: Self-assessments and feedback loops to track progress.

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.

mailto:info@fineskilltrainingcenter.com


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.

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 21 Aug 2026 Online $2,200

17 Aug 2026 28 Aug 2026 Online $2,200

24 Aug 2026 04 Sep 2026 Online $2,200

31 Aug 2026 11 Sep 2026 Online $2,200

07 Sep 2026 18 Sep 2026 Online $2,200

14 Sep 2026 25 Sep 2026 Online $2,200

21 Sep 2026 02 Oct 2026 Online $2,200

28 Sep 2026 09 Oct 2026 Online $2,200

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/training-course-on-applied-negotiation-skills-for-trade

