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Course Introduction

Training Course on Negotiation of Investment Agreements is designed to equip participants with
the essential skills and knowledge required to navigate the complexities of investment agreement
negotiation. In today's dynamic globa landscape, the ability to effectively negotiate favorable
terms in investment deals is a critical competency for professionals across various sectors. This
program delves into the core principles of negotiation, specifically tailored to the unique challenges
and opportunities presented by international investment law, contract drafting, and dispute

resolution. Participants will gain practical insights into developing negotiation strategies,

understanding legal frameworks, and achieving mutually beneficial outcomes in high-stakes
investment projects.

The curriculum focuses on building practical negotiation skills through interactive exercises, case
studies, and expert guidance. By understanding the nuances of cross-border investment, risk
assessment, and stakeholder management, participants will enhance their ability to secure

advantageous terms and mitigate potential disputes. This course emphasizes the importance of
strategic negotiation planning, effective communication, and a deep understanding of the legal
and economic factors that shape investment treaties and agreements. Mastering these skills will
empower individuals and organizations to foster successful and sustainable foreign direct
investment.
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Course Duration
10 days
Course Objectives:

Understand the fundamental principles of investment agreement negotiation.
Identify key stakeholders and their interestsin inter national investment deals.
Develop effective negotiation strategies and tactics for various scenarios.
Analyze the legal framework governing foreign direct investment (FDI).

Master the art of contract drafting and risk allocation in investment agreements.
Navigate the complexities of cross-border investment regulations.

Conduct thorough due diligence in investment projects.

Apply effective communication and inter cultural negotiation skills.

Understand and mitigate potential investment disputes.

Explore mechanisms for investor -state dispute settlement (ISDS).

. Learn to negotiate specific clausesin investment treaties and contracts.

. Develop skillsin conflict resolution and reaching mutually beneficial agreements.
. Stay updated on current trends and best practicesin global investment negotiation.
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Organizational Benefits:

« Enhanced ability to secure favorable termsin investment agreements.

« Reduced risk of costly investment disputes.

« Improved understanding of inter national investment law and regulations.

« Increased efficiency and effectivenessin cross-border transactions.

« Strengthened capacity for strategic negotiation planning.

« Better management of stakeholder relationshipsin investment projects.

« Increased confidence in navigating complex investment deals.

« Improved organizational reputation as a skilled negotiator in global markets.
« Enhanced ability to attract and retain foreign direct investment.

« Development of internal expertise in investment agreement negotiation.

Target Participants

1. Legal professionals specializing in inter national investment law.



Business devel opment managersinvolved in foreign expansion.
Government officials responsible for investment promotion.

Financial analysts and investment bankers involved in deal structuring.
Project managers overseeing inter national investment pr ojects.
Corporate executives involved in strategic partner ships.

Consultants advising on cross-bor der transactions.

Individuals seeking to enhance their skillsin global negotiation.
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Course Outline:
Module 1: Foundations of Investment Agreement Negotiation

« Understanding the nature and scope of investment agreements.

« ldentifying key elements and clausesin typical agreements.

« Exploring different types of investment agreements (BITs, contracts, etc.).
« Analyzing the objectives and motivations of negotiating parties.

« Ethical considerationsin investment agreement negotiation.

Module 2: The Legal Framework of International I nvestment

» Overview of international investment law principles and sources.

« Understanding Bilateral Investment Treaties (BITs) and their significance.
« Exploring Multilateral Investment Agreements and their impact.

« Analyzing therole of international organizationsin investment governance.
« Recent developments and trends in international investment law.

Module 3: Developing Negotiation Strategies and Tactics

« Defining negotiation objectives and desired outcomes.

« Conducting thorough preparation and information gathering.

« |dentifying and analyzing the interests of al partiesinvolved.

« Developing effective opening offers and concession strategies.

« Understanding and applying different negotiation styles and techniques.

Module 4: Key Clausesin Investment Agreements: Part 1

 Scope and definition of investment.

« National treatment and Most-Favored-Nation (MFN) clauses.
« Fair and equitable treatment standards.

« Expropriation and compensation provisions.

« Transfer of funds and currency convertibility.

Module 5: Key Clausesin Investment Agreements. Part 2

« Performance requirements and their limitations.
 Taxation provisions in investment agreements.

« Environmental and social responsibility clauses.

« Intellectual property rights protection.

« Dispute resolution mechanisms within the agreement.

Module 6: Due Diligence in Investment Proj ects

« Importance and scope of due diligence.
« Legal, financial, and operational due diligence processes.



« ldentifying and assessing potential risks and liabilities.
« Utilizing due diligence findings in negotiation.
« Cross-cultural considerationsin international due diligence.

Module 7: Contract Drafting and Risk Allocation

« Principles of effective contract drafting in investment agreements.

« Clearly defining obligations, rights, and responsibilities.

« Mechanisms for allocating and mitigating potential risks.

« Understanding the legal implications of contract language.

« Drafting effective clauses for unforeseen circumstances (force majeure, etc.).

Module 8: Cross-Border Investment Regulations and Compliance

» Understanding host country investment laws and regulations.

« Navigating foreign exchange controls and capital flows.

« Compliance with international sanctions and anti-corruption laws.
« Understanding tax implications of cross-border investments.

« Best practices for ensuring regulatory compliance.

Module 9: Effective Communication and Intercultural Negotiation

» Developing clear and persuasive communication skills.

« Understanding cultural differencesin negotiation styles.

« Building rapport and trust across cultural boundaries.

« Overcoming language barriers and communication challenges.
« Adapting negotiation strategies to different cultural contexts.

Module 10: Managing and Resolving I nvestment Disputes

« Understanding the causes and types of investment disputes.

« Negotiation and mediation as dispute resol ution methods.

« Introduction to international arbitration and its processes.

« Overview of investor-state dispute settlement (1SDS) mechanisms.
« Strategies for effective dispute management and prevention.

Module 11: Investor-State Dispute Settlement (I1SDS)

« Detailed analysis of ISDS mechanisms and procedures.

« Key institutions and rules governing ISDS (ICSID, UNCITRAL, etc.).
 Understanding the principles of treaty interpretation in 1ISDS cases.

« Recent trends and criticisms of the ISDS system.

« Strategies for navigating and responding to ISDS claims.

Module 12: Negotiating Specific Clausesin Investment Treaties

« In-depth analysis of key clausesin Bilateral Investment Treaties (BITS).
» Negotiating provisions on national security exceptions.

 Addressing environmenta and social safeguardsin treaties.

« Understanding the implications of evolving treaty language.

« Strategies for negotiating balanced and effective treaty provisions.

Module 13: Conflict Resolution and Reaching Agreement



« ldentifying and addressing common negotiation roadblocks.
» Developing techniques for creative problem-solving.

« Strategies for finding common ground and mutual benefit.

« The art of making concessions and reaching compromise.

« Documenting and formalizing negotiated agreements.

Module 14: Current Trendsand Best Practicesin Global I nvestment Negotiation

« Impact of globalization and technologica advancements on investment.
 Therise of sustainable and responsible investment practices.

» Navigating geopolitical risks and uncertainties in investment deals.

« Emerging issuesin international investment law and policy.

« Best practices for successful investment agreement negotiation in the current climate.

Module 15: Practical Application and Future Strategies

« Applying learned skills through advanced case studies and simulations.
« Developing personalized negotiation action plans.

« Strategies for continuous learning and professional devel opment.

« Building a network of professionalsin international investment.

« Future trends and challenges in investment agreement negotiation.

Training M ethodology:
This course employs a blended | earning approach incorporating:

« Interactive lectures providing foundational knowledge and legal frameworks.

» Case studies analyzing real-world investment agreement negotiations.

« Role-playing exer cises simulating negotiation scenarios to build practical skills.
« Group discussions fostering peer learning and knowledge sharing.

o Expert presentations from seasoned professionalsin the field.

Register asa group from 3 participantsfor 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.
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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-negotiation-of-investment-agreements

