Training Course on Negotiation Skills for

Agribusiness Professionals

Professional Development Training Course Outline

Category Agriculture Duration 5 Days

Online / On-site

Base Fee $1,100 USD Delivery Mode )
Hybrid

Course Introduction

In today’ s dynamic agribusiness environment, strategic negotiation skills are essential for professionals seeking to
secure favorable terms, resolve conflicts, and build long-lasting partnerships. Training Course on Negotiation Skills
for Agribusiness Professionals empowers participants with practical tools and tactics to navigate complex deals,
contract negotiations, stakeholder discussions, and supplier-buyer relationships. Through real-world case studies and
interactive sessions, learners will master the art of persuasive communication, leverage data-driven arguments, and
adapt strategiesto fit diverse agricultural contexts.

With increasing competition, global supply chain disruptions, and sustainability pressures,
agribusiness professionals must go beyond traditional negotiation methods. This course blends
behavioral science, communication psychology, and agricultural economics to provide awell-
rounded learning experience. By the end of the program, learners will be equipped to achieve win-
win outcomes, enhance organizational value, and promote ethical and sustainable practices across
the agrifood value chain.

Programme Curriculum

Training Cour se on Negotiation Skillsfor Agribusiness Professionals

Introduction

In today’ s dynamic agribusiness environment, strategic negotiation skills are essential for professionals seeking to secure
favorable terms, resolve conflicts, and build long-lasting partnerships. Training Course on Negotiation Skills for
Agribusiness Professional s empowers participants with practical tools and tactics to navigate complex deals, contract
negotiations, stakeholder discussions, and supplier-buyer relationships. Through real-world case studies and interactive
sessions, learners will master the art of persuasive communication, leverage data-driven arguments, and adapt strategiesto
fit diverse agricultural contexts.



With increasing competition, global supply chain disruptions, and sustainability pressures, agribusiness professionals must
go beyond traditional negotiation methods. This course blends behavioral science, communication psychology, and
agricultural economics to provide awell-rounded learning experience. By the end of the program, learners will be equipped
to achieve win-win outcomes, enhance organizational value, and promote ethical and sustainable practices across the
agrifood vaue chain.

Course Objectives

1. Understand core principles of strategic negotiation in agribusiness contexts
Enhance communication and persuasion techniques for deal-making
Apply data-driven decision-making in supplier and buyer negotiations
Analyze market dynamics and their impact on negotiation strategies
Build emotional intelligence and conflict resolution skills
Leverage cross-cultural negotiation strategies in global agribusiness
Conduct effective price and contract negotiations
Develop collaborative negotiation models for value chain integration
Master the use of negotiation tools and digital platforms
Strengthen stakehol der engagement and influence
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. Navigate ethics and power dynamics in agribusiness deals
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. Simulate real-life agribusiness negotiation scenarios
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. Evauate negotiation outcomes using performance optimization metrics

Target Audiences
1. Agribusiness managers
Agricultural extension officers
Exporters and importers in agriculture
Agro-input suppliers
Cooperatives and farmer-based organizations
Agrifood processors
Marketing and sales teams in agri-companies
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Government and NGO professionalsin agricultural trade
Course Duration: 5 days
Course Modules

Module 1: Foundations of Negotiation in Agribusiness

o Key concepts and types of negotiations
Principles of interest-based bargaining
Characteristics of successful agribusiness negotiators

Differences between distributive and integrative negotiation

Understanding negotiation processes in food systems

Case Study: Negotiating farmgate prices with alarge-scale buyer

Module 2: Communication and Persuasion Tactics
e The psychology of persuasion
Building rapport and trust with stakeholders
Active listening and strategic questioning
Non-verbal communication cues in negotiation
Framing offers and counteroffers effectively
Case Study: Persuading cooperatives to adopt new seed varieties



Module 3: Data-Driven and Evidence-Based Negotiation

Using market data to inform negotiation

Benchmarking supplier offers

ROI analysisin agribusiness deals

Presenting compelling val ue propositions

Leveraging agricultural KPIsin negotiation

Case Study: Using crop yield data to renegotiate input supply terms

Module 4: Conflict Resolution and Emotional Intelligence
o |dentifying sources of negotiation conflict
Techniques to de-escalate tensions
Role of empathy and emotional regulation
Managing difficult personalities
Integrating feedback into negotiations
e Case Study: Resolving disputes between a cooperative and an agro-dealer

Module 5: Cross-Cultural and International Negotiations
e Understanding cultural dimensions in negotiation
Adapting styles for diverse stakeholders
International agribusiness trade norms
Time sensitivity and communication differences
Legal and ethical considerations across borders
e Case Study: Export negotiation between a Kenyan exporter and EU buyer

Module 6: Price, Contract, and Terms Negotiation
e Factorsinfluencing agricultural pricing
e Key components of effective contract design
Renegotiating during economic shifts
Payment terms and risk mitigation
Regulatory frameworks affecting negotiation
Case Study: Contract renegotiation amid currency fluctuation

Module 7: Negotiation Toolsand Technology in Agribusiness
e Use of CRM and ERP systemsin negotiation
e Datavisualization for impactful presentations
Virtual negotiation platforms and etiquette
Simulation tools and Al-supported analysis
Tracking and storing negotiation outcomes
Case Study: Using digital platforms to negotiate bulk grain purchases

Module 8: Measuring and Optimizing Negotiation Performance
e Setting SMART negotiation goals
e Post-negotiation analysis tools
e Monitoring long-term rel ationship outcomes
Continuous improvement techniques
Linking negotiation to organizational KPIs
Case Study: Performance review of negotiation with fertilizer distributors

Training M ethodology
e |nteractive instructor-led sessions



Real-world agribusiness case studies
Simulation-based negotiation role-plays

Group discussions and peer learning

Practical assignments and strategy development
Continuous feedback and self-assessment

Register asa group from 3 participantsfor a Discount

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

Certification

Upon successful completion of thistraining, 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

¢. 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 |east 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


mailto:info@fineskilltrainingcenter.com

Start Date End Date Location

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/training-course-on-negotiation-skills-for-agribusiness-professionals

