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Introduction

International deals succeed or collapse on how well negotiators read cultural context and
adjust their approach. The International and Cross-Cultural Negotiation Training Course
builds that capability for professionals working across borders. Participants study
negotiation theory, cultural frameworks, and the practical habits that separate effective
international negotiators from domestically successful ones. Furthermore, the programme
covers multi-party talks, virtual negotiation, ethics, and dispute prevention. Delivered by
Gentex Training Center over five days, this programme suits commercial, procurement,
sales, and diplomatic professionals. As a result, participants negotiate stronger outcomes
and preserve relationships across cultures.

International and Cross-Cultural Negotiation Course
Objectives

- Explain distributive, integrative, and mixed-motive negotiation approaches.

- Apply Hofstede's dimensions and the Culture Map scales to negotiation behaviour.
- Analyse BATNA, WATNA, ZOPA, and reservation value before every negotiation.

- Plan negotiations with objectives, tradeables, and concession ladders.

- Adapt communication style for high-context and low-context counterparts.

- Interpret time, hierarchy, and trust expectations across cultural settings.

- Apply the Thomas-Kilmann Instrument to negotiation and dispute behaviour.

- Manage multi-party and multilateral negotiation dynamics.

- Negotiate effectively through virtual channels and across time zones.

- Apply ethical standards and anti-corruption awareness in international deals.

Course Methodology

- Interactive sessions built on negotiation theory and intercultural research.

GENTEX

TRAINING CENTER



LEARN BOLD. LEAD BEYOND

GENTEX Training Center LLC | Orlando - FL, USA
Info@gentextraining.com

- Stakeholder and culture mapping exercises for real negotiation cases.

- Role-play simulations covering bilateral, multi-party, and virtual negotiations.
- Case studies from international trade, procurement, and joint ventures.

- Recorded practice with structured peer feedback.

- Action planning with a personal negotiation preparation framework.

Who Should Take This Course

- Commercial managers and business development professionals.

- Procurement and contracts specialists dealing with international suppliers.
- Sales and account directors managing global clients.

- Project managers coordinating cross-border agreements.

- Legal and compliance advisers supporting international deals.

- Diplomats and officials negotiating bilateral arrangements.

- Consultants and export managers working with foreign partners.

International and Cross-Cultural Negotiation Course
Outlines

Day 1: Negotiation Foundations

- Distributive, integrative, and mixed-motive negotiation explained.
- Interests versus positions in international dealings.

- BATNA, WATNA, ZOPA, and reservation value analysis.

- Negotiation planning templates and objective setting.

- Power, leverage, and information asymmetry across borders.

- Negotiation ethics and anti-corruption awareness.
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- Self-assessment: personal negotiation style and gaps.

Day 2: Culture and Negotiation Behaviour

- Hofstede's dimensions applied to negotiation expectations.

- Erin Meyer's Culture Map scales for persuasion, trust, and disagreement.
- High-context and low-context communication in negotiation.

- Time orientation: monochronic and polychronic expectations.

- Hierarchy, authority, and decision-making protocols.

- Trust building: task-based versus relationship-based.

- Workshop: building a cultural profile for a negotiation counterpart.

Day 3: Strategy, Tactics, and Concessions

- Anchoring, framing, and first-offer strategy.

- Concession planning and tradeable packages.

- Multi-issue negotiation and logrolling.

- Recognising and responding to pressure tactics.

- Handling deadlock with conditional offers and creative options.
- Managing agents, intermediaries, and interpreters.

- Simulation: a bilateral international negotiation.

Day 4: Multi-Party, Virtual, and Complex Negotiations

- Multi-party negotiation dynamics and coalition formation.
- Multilateral talks, chairing, and consensus building.
- Virtual negotiation: platforms, tone, and relationship maintenance.

- Cross-time-zone sequencing and documentation discipline.
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- Managing internal stakeholders behind the negotiation table.
- Dispute prevention and escalation pathways.

- Simulation: a multi-party negotiation with competing coalitions.

Day 5: Agreements, Ethics, and Action Planning

- Drafting terms, memoranda of understanding, and minutes.

- Verifying commitments across language and legal differences.
- Contract administration and change control awareness.

- Ethics, gifts, facilitation payments, and compliance boundaries.
- Post-negotiation review and lessons-learned practice.

- Building a 90-day personal negotiation improvement plan.

- Final simulations, peer review, and course consolidation.

Conclusion

By successfully completing the International and Cross-Cultural Negotiation Training
Course, participants will have acquired practical knowledge of BATNA and ZOPA analysis,
cultural frameworks for negotiation, concession planning, multi-party dynamics, virtual
negotiation practice, and ethical standards in international dealings. In addition, they will
negotiate across cultures with confidence and integrity. Gentex Training Center delivers this
programme through recorded simulations and real international cases, so participants apply
their new knowledge immediately.

FAQs
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Q1 What is the "International and Cross-Cultural
Negotiation” course about?

The course teaches professionals how to negotiate effectively across cultural and national
boundaries. It covers negotiation strategy, cultural frameworks, concession planning, multi-
party talks, virtual negotiation, ethics, and agreement documentation.

Q2 What are the key benefits of the "International and
Cross-Cultural Negotiation” course?

Participants secure better commercial terms and avoid cultural missteps that break trust.
Furthermore, they prepare more thoroughly, handle difficult counterparts with composure,
and reach agreements that hold. As a result, international partnerships last longer and
deliver more value.

Q3 What skills will I gain from the "International and
Cross-Cultural Negotiation” course?

Participants gain negotiation strategy and preparation, cultural analysis and adaptation,
concession planning and tactical negotiation, and multi-party and virtual negotiation
management. These four skills combine to strengthen outcomes in cross-border dealings.
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Q4 What tools, methods, or standards are covered in
the "International and Cross-Cultural Negotiation”
course?

The programme covers BATNA, WATNA, ZOPA and reservation value analysis, negotiation
planning templates, Hofstede's cultural dimensions, Erin Meyer's Culture Map scales, high-
context and low-context communication theory, the Thomas-Kilmann Conflict Mode
Instrument, logrolling and concession ladders, memoranda of understanding and term
sheets, and anti-corruption and compliance frameworks.

Q5 How is the "International and Cross-Cultural
Negotiation” course applied in real-world practice?

Professionals apply it when negotiating supply agreements, entering joint ventures, closing
export contracts, resolving cross-border disputes, managing international clients, and
coordinating multi-country projects. In addition, they use it to prepare internal teams before
talks with foreign counterparts.
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