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Course Overview:

The course is a transformative learning experience designed to empower professionals to master
Kremlin negotiation techniques, rooted in Russian negotiation strategy, to thrive in high-stakes
business negotiations. Combining strategic negotiation skills with emotional control, participants will
gain insight into host vs guest roles, cold strategies, and handling tough opponents.

This course is built for real-world corporate conflict scenarios. Through intensive simulations,
behavioural decoding, and role-based drills, trainees will refine their ability to influence, defend
against manipulation tactics, and optimise business deal closures. Whether you're leading
negotiations in hostile contexts or closing multi-million-dollar deals, this course is your corporate
negotiation roadmap to resilient and assertive communication.

Target Audience:

Senior Executives
Sales and Procurement Managers
Government Relations Officers
International Business Developers
Legal and Compliance Advisors
Conflict Resolution Specialists

Targeted Organisational Departments:

Corporate Strategy and Planning
Procurement and Contracting
Legal Affairs and Compliance
Sales and Client Relations
Government and Public Affairs
Human Resources and Organisational Development

Targeted Industries:

Oil & Gas
Government & Diplomacy
Finance and Banking
Defense & Security
Manufacturing
International Trade



Course Offerings:

By the end of this course, participants will be able to:

Apply Kremlin negotiation techniques in high-pressure environments
Implement the Russian negotiation strategy in structured deal-making
Analyse and respond to manipulation tactics in real-time
Use emotional intelligence and control for advantage
Manage host vs guest dynamics effectively
Engage in hardball negotiation methods with confidence
Plan and lead strategic negotiations with tough opponents
Defend against depreciation and red carpet tactics
Build resilience for business conflict resolution
Design assertive communication strategies across cultural contexts

Training Methodology:

This course employs immersive and interactive methods to ensure skills are internalised. Through
case studies drawn from real international negotiations, role-play scenarios, and behaviour
simulation, participants explore Kremlin-style negotiation in action. Techniques like strategic
listening, cold strategy negotiation, and discreet influence methods are practised in guided sessions.
Participants receive expert coaching and group feedback to develop resilient and persuasive
communication skills. The methodology merges Soviet legacy negotiation systems with modern
applications.

Course Toolbox:

Kremlin Negotiation ebook
Negotiation Role Play Templates
Emotional Control and Manipulation Checklist
Host vs Guest Dynamics Guide
Strategy Evaluation Templates
Post-Course Self-Assessment Kit

Course Agenda:



Day 1: Foundations of Kremlin Negotiation Strategy

Topic 1: Introduction to Tactical Negotiation Frameworks
Topic 2: Historical Roots of Russian Negotiation Tactics
Topic 3: Host vs Guest Role Dynamics in High-Stakes Talks
Topic 4: Core Values of Strategic Negotiation Behaviour
Topic 5: Defining Your Opponent: Behaviour and Strategy Types
Topic 6: The Strategic Power of Emotional Control
Reflection & Review: Analyse your default negotiation identity and assess foundational
methods.

Day 2: Planning and Structuring for Power

Topic 1: Building the Negotiation Roadmap: Goals, Power, and Timing
Topic 2: Managing Perception: Creating the Right Impressions
Topic 3: Zone of Possible Agreement ZOPA and Bargaining Range
Topic 4: Preparation Tactics: Controlling Information Flow
Topic 5: Role Reversal Techniques and Strategic Simulations
Topic 6: Building Your Negotiation Persona
Reflection & Review: Structuring your first full negotiation plan

Day 3: Tactics, Tools, and Behaviour Management

Topic 1: Advanced Kremlin Techniques: Cold Logic and Psychological Dominance
Topic 2: Behaviour Analysis of Tough Opponents
Topic 3: Emotional Intelligence: Observing, Redirecting, and Neutralising
Topic 4: Questioning Techniques and Listening Powerfully
Topic 5: Strategic Concessions and the Art of Delay
Topic 6: Managing Power Shifts During Negotiation
Reflection & Review: Tactical exercises and behavioural response mapping

Day 4: Manipulation, Defence and Crisis Tactics

Topic 1: Identifying and Neutralising Manipulation
Topic 2: Crisis Management: Holding Power Under Pressure
Topic 3: Hostile Scenarios and Red Carpet Strategy
Topic 4: Conflict Escalation vs Controlled Confrontation
Topic 5: Compromise vs Concession: Strategic Approach to Resolution
Topic 6: The Use of Silence and Psychological Pressure
Reflection & Review: Live crisis scenario debrief and personal strategy audit



Day 5: Simulations and Strategic Leadership

Topic 1: Full-Scale Negotiation Simulation with Peer Review
Topic 2: Applying Kremlin Techniques to Sales and Procurement Deals
Topic 3: Closing Complex Business Agreements Strategically
Topic 4: Cross-Cultural and International Negotiation Leadership
Topic 5: Long-Term Influence and Building Negotiation Authority
Topic 6: Post-Deal Power and Relationship Consolidation
Reflection & Review: Personal Action Plan and Leadership Growth Areas

FAQ:

What specific qualifications or prerequisites are needed for participants
before enrolling in the course?

There are no mandatory prerequisites. However, experience in leadership, sales, procurement, or
conflict management will enhance learning outcomes.

How long is each day's session, and is there a total number of hours
required for the entire course?

Each day's session is generally structured to last around 4-5 hours, with breaks and interactive
activities included. The total course duration spans five days, approximately 20-25 hours of
instruction.

How do Kremlin negotiation strategies differ from Western models?

While Western negotiation models often focus on win-win outcomes, Kremlin strategies emphasise
power dynamics, role perception, and cold logic, drawing on emotional restraint and psychological
tactics. This method is less about compromise and more about strategic dominance and resilience.

How This Course is Different from Other Negotiation Courses:

This course is not just a theoretical model—it’s a high-intensity, strategic simulation built on the
practical application of Kremlin-style negotiation tactics. Unlike generic negotiation programs, this
one leverages Soviet-era strategic behaviour, cold logic structures, and real-world simulation of
hostile and high-stakes environments. From advanced leadership in negotiation to managing cross-
cultural complexity and tough opponents, this program is designed for professionals who need to win
when compromise is not an option. The method trains both the emotional core and the strategic
brain of every negotiator.
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Management Training
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International Bodies
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Training Courses
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IT Security Training & IT
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https://agile4training.com/programs/finance-and-accounting-courses
https://agile4training.com/programs/project-management-courses
https://agile4training.com/programs/certified-courses-by-continuing-professional-development-cpd
https://agile4training.com/programs/political-public-relations-courses
https://agile4training.com/programs/data-analytics-training-and-data-science-courses
https://agile4training.com/programs/environment-and-sustainability-training-courses
https://agile4training.com/programs/governance-risk-and-compliance-training-courses
https://agile4training.com/programs/human-resources-management-courses
https://agile4training.com/programs/it-security-training-it-training-courses
https://agile4training.com/programs/management-leadership-courses
https://agile4training.com/programs/legal-training-procurement-and-contracting-courses
https://agile4training.com/programs/maintenance-training-and-engineering-training-courses


Training Course Categories

Marketing, Customer
Relations, and Sales

Courses

Occupational Health,
Safety and Security

Training Courses

Oil & Gas Training  and
Other Technical Courses

Personal & Self-
Development Training

Courses

Quality and Operations
Management Training

Courses

Secretarial and
Administration Training

Courses

https://agile4training.com/programs/branding-marketing-customer-relations-sales-courses
https://agile4training.com/programs/occupational-health-and-safety-training-courses
https://agile4training.com/programs/oil-gas-training-and-other-technical-courses
https://agile4training.com/programs/self-development-courses
https://agile4training.com/programs/quality-and-operation-management-courses
https://agile4training.com/programs/secretarial-and-administration-training-courses


Training Cities



WHO WE ARE

OUR VISION
We aspire to be the top choice training

provider for organizations seeking to

embrace agile business practices. As we

progress towards our vision, our focus

becomes increasingly customer-centric and

agile.

OUR MISSION
We are dedicated to developing value-

adding, customer-centric agile training

courses that deliver a clear return on

investment. Guided by our core agile

values, we ensure our training is actionable

and impactful.

Agile Leaders is a renowned training center with a team of experienced experts in

vocational training and development. With 20 years of industry experience, we are

committed to helping executives and managers replace traditional practices with more

effective and agile approaches.

At Agile Leaders, we offer agile, bite-sized training courses that provide a real-life return on

investment. Our courses focus on enhancing knowledge, improving skills, and changing

attitudes. We achieve this through engaging and interactive training techniques, including

Q&As, live discussions, games, and puzzles.

WHAT DO WE OFFER

UAE, Dubai Investment

Park First

+971585964727

+447700176600

sales@agile4training.com
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