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Course Overview:

This course is a highly practical and strategy-driven program designed to help commercial leaders,
sales professionals, and key account managers improve negotiation outcomes, optimize trade
investments, and strengthen retailer partnerships in highly competitive FMCG and retail
environments. This advanced Trade Negotiation Training Course integrates modern Revenue Growth
Management for FMCG, Commercial Excellence Training, and Trade Spend Optimization Training
frameworks with real-world negotiation and promotional execution strategies.

Participants will learn how to improve promotional profitability, control discount leakage, negotiate
stronger retailer agreements, and align commercial execution with strategic growth objectives. The
course combines insights from internationally recognized research and industry publications on Key
Account Management Training, Promo ROI Optimization Training, Retail Negotiation Skills Training,
and Joint Business Planning Training. The program also incorporates practical concepts from leading
studies on trade promotion ROI, pricing strategy, revenue growth management, retailer
collaboration, and commercial analytics.

Through case studies, simulations, negotiation workshops, and strategic account planning exercises,
participants will develop the skills required to enhance promotional effectiveness, improve sell-in
achievement, strengthen retailer relationships, and drive profitable commercial growth while
building sustainable competitive advantage across key accounts and retail channels.

Target Audience:

Key Account Managers

National Account Managers

Trade Marketing Managers

Commercial Managers

Revenue Growth Management RGM Managers
Category Managers

Retail Operations Managers

Commercial Finance Managers

Sales Supervisors

Retail Negotiation Specialists
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Targeted Organizational Departments:

e Sales & Commercial Departments
Trade Marketing Departments
Revenue Growth Management RGM
Key Account Management Teams
Category Management Departments
Consumer Insights & Analytics Teams
Supply Chain Planning

Marketing & Promotions Departments

Targeted Industries:

¢ FMCG Fast-Moving Consumer Goods
Consumer Packaged Goods CPG
Cosmetics & Personal Care
Electronics Retail

Distribution & Wholesale
E-commerce & Omnichannel Retail
Household Products

Automotive Aftermarket Distribution
Industrial Distribution

Course Offerings:

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

Strengthen trade negotiations and improve commercial outcomes across key accounts.
Optimize trade margins while reducing excessive discount dilution.

Improve sell-in achievement versus AOP/forecast targets through better account planning.
Increase promo ROI using effective trade promotion and pricing strategies.

Improve discount control and expand SKU listings across retail partners.

Strengthen payment terms management and reduce overdue receivables.

Accelerate execution timelines for promotions, claims, RTVs, and JBP alignments.

Enhance internal productivity, account prioritization, and commercial execution efficiency.
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Training Methodology:

This course utilizes a highly interactive and business-focused methodology designed to maximize
engagement, commercial application, and measurable workplace impact. Participants will engage in
realistic negotiation simulations, retailer case studies, trade promotion analysis exercises, and
collaborative strategic planning workshops focused on Trade Negotiation and Commercial Excellence
Course concepts.

The methodology combines instructor-led facilitation with practical exercises in Key Account
Negotiation Skills, retailer objection handling, pricing strategy analysis, promotional ROI calculations,
and account-level profitability assessments. Participants will work on live commercial scenarios
involving retailer negotiations, trade spend allocation, promotion planning, discount control, and joint
business planning execution.

Additional activities include negotiation roleplays, trade margin optimization exercises, retailer
strategy mapping, forecasting simulations, and collaborative commercial planning sessions. The
course emphasizes practical implementation, strategic thinking, and measurable commercial
improvement rather than theoretical concepts alone.

Course Toolbox:

Commercial negotiation playbooks

Trade promotion ROl templates

Key account planning frameworks

Pricing and discount governance models

Case studies from FMCG and retail sectors

Reading materials and commercial excellence references

Course Agenda:

Day 1: Foundations of Commercial Excellence & Trade Negotiation

e Topic 1: Introduction to Trade Negotiation Training Course and Commercial Excellence
Fundamentals

e Topic 2: Understanding Revenue Growth Management for FMCG and Retail Markets

e Topic 3: Strategic Retailer Segmentation and Key Account Prioritization

e Topic 4: Fundamentals of Key Account Management Training and Long-Term Customer
Value

e Topic 5: Commercial Strategy Training Course Principles for Sustainable Margin Growth

e Topic 6: Understanding Retail Power Dynamics, Buyer Psychology, and Negotiation Leverage

¢ Reflection & Review: Reviewing negotiation fundamentals, retailer behavior, and
commercial growth opportunities
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Day 2: Advanced Retail Negotiation & Key Account Management

Training Center

Topic 1: Advanced Key Account Negotiation Training Techniques
Topic 2: Retail Negotiation Skills Training for Margin Protection and Discount Control
Topic 3: Building High-Impact Joint Business Planning Training Strategies

Topic 4: Negotiating Listings, Assortment Expansion, and Shelf Space Agreements
Topic 5: Managing Objections, Claims, RTVs, and Retailer Pressure Effectively
Topic 6: Strategic Relationship Building and Cross-Functional Commercial Collaboration
Reflection & Review: Evaluating negotiation tactics, retailer influence, and strategic
account growth

Day 3: Trade Promotion ROl & Trade Spend Optimization

Topic 1: Fundamentals of Trade Promotion Management Course Strategies

Topic 2: Promo ROI Optimization Training and Post-Event Analysis Frameworks

Topic 3: Trade Spend Optimization Training and Commercial Investment Governance
Topic 4: Promotional Forecasting, Scenario Planning, and Commercial Analytics

Topic 5: Evaluating Promotional Performance Using Revenue Growth Management Metrics
Topic 6: Designing Effective Trade Promotions and Pricing Strategy Course Models
Reflection & Review: Assessing trade promotion effectiveness, ROI drivers, and
promotional profitability

Day 4: Revenue Growth Management & Commercial Execution Excellence

Day 5: Strategic Commercial Leadership & Sustainable Growth

Topic 1: Advanced Revenue Growth Management Course Frameworks

Topic 2: Pricing Architecture, Trade Margin Optimization, and Profitability Management
Topic 3: Assortment Strategy, Category Growth, and Retail Commercial Management Course
Practices

Topic 4: Commercial Execution Excellence Training for Faster Negotiation Closures

Topic 5: Improving Sell-In Achievement, Forecast Alignment, and Retail Planning

Topic 6: Enhancing Internal Productivity, Approval Workflows, and Commercial Agility
Reflection & Review: Reviewing execution excellence, retailer profitability, and commercial
productivity

Topic 1: Strategic Retail Partnerships and Long-Term Commercial Growth
Topic 2: Data-Driven Decision-Making in Revenue Growth Management for FMCG
Topic 3: Retail Collaboration, Omnichannel Strategy, and Consumer Insights

Topic 4: Commercial Risk Management and Payment Terms Negotiation

Topic 5: Building Integrated Commercial Action Plans and KPI Dashboards

Topic 6: Final Negotiation Simulation and Strategic Account Presentation Workshop
Reflection & Review: Developing actionable commercial excellence roadmaps for
sustainable retailer success
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How This Course is Different from Other Trade Promotion ROl &
Key Account Negotiation Mastery Courses:

This course stands out by combining advanced Trade Negotiation Training Course, Revenue Growth
Management Course, and Key Account Management Training concepts into one highly practical
commercial excellence program. Unlike traditional negotiation or sales training courses that focus
only on communication techniques, this course integrates retailer negotiation strategy, trade spend
optimization, promo ROI analysis, pricing governance, joint business planning, and commercial
execution excellence into a complete commercial growth framework.

The course also emphasizes measurable commercial outcomes such as margin improvement, sell-in
achievement, promotional effectiveness, discount control, retailer profitability, and execution
efficiency.

Additionally, the course addresses modern commercial challenges such as omnichannel retail
complexity, retailer data sophistication, consumer behavior shifts, and the increasing importance of
connected commercial planning and agile revenue growth management. This creates a far more
strategic and implementation-focused learning experience compared to traditional retail negotiation
or sales management courses.
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Training Course Categories

Communication & Public Relations Training Courses

8xe
Agile PM and Project Certified Courses By Communication and Data Analytics Training
Management Training International Bodies Public Relations and Data Science
Courses Training Courses Courses

HR TRAINING &
DEVELOPMENT
Environment & Finance and Accounting Governance, Risk and Human Resources
Sustainability Training Training Courses Compliance Training Training and
Courses Courses Development Courses

[T LEGAL TRAINING (ERBIRTSS

IT Security Training & IT Leadership and Legal Training, Maintenance Training
Training Courses Management Training Procurement and and Engineering
Courses Contracting Courses Training 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/finance-and-accounting-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
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Training Course Categories
§
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ELEVATE YOUR POTENTIAL THROUGH TRAINING
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Marketing, Customer Occupational Health, Personal & Self- Quality and Operations
Relations, and Sales Safety and Security Development Training Management Training
Courses Training Courses Courses Courses

SECRETARILIAL &
ADMINISTRATION
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/self-development-courses
https://agile4training.com/programs/quality-and-operation-management-courses
https://agile4training.com/programs/secretarial-and-administration-training-courses
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Training Cities

Accra - Ghana Al Jubail - Saudi Amman - Jordan Amsterdam -
Arabia Netherlands

Athens - Greece Baku - Azerbaijan Bali - Indonesia Bangkok - Thailand

Barcelona - Spain Cairo - Egypt Cape town - South Casablanca -
Africa Morocco

Chicago - USA Doha - Qatar Dubai - UAE Geneva -
Switzerland


https://agile4training.com/c/accra
https://agile4training.com/c/Al Jubail
https://agile4training.com/c/amman
https://agile4training.com/c/amsterdam
https://agile4training.com/c/Athens
https://agile4training.com/c/baku
https://agile4training.com/c/training-courses-in-bali
https://agile4training.com/c/training-courses-in-bangkok
https://agile4training.com/c/training-courses-in-barcelona
https://agile4training.com/c/training-courses-in-cairo
https://agile4training.com/c/training-courses-in-capetown
https://agile4training.com/c/training-course-in-casablanca
https://agile4training.com/c/training-courses-in-Chicag-usa
https://agile4training.com/c/doha
https://agile4training.com/c/training-courses-in-dubai-uae
https://agile4training.com/c/geneva
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Training Cities
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Istanbul - Turkey Jakarta - Indonesia Johannesburg - Kuala Lumpur -
South Africa Malaysia

Kuwait - Kuwait Langkawi - London - UK Madrid - Spain
Malaysia

Manama - Bahrain Marbella - Spain Milan - Italy Montreux -
Switzerland

Munich - Germany Muscat - Oman Nairobi - Kenya Nice - France


https://agile4training.com/c/training-course-in-istanbul
https://agile4training.com/c/jakarta
https://agile4training.com/c/training-in-johannesburg
https://agile4training.com/c/training-course-in-kualalumpur
https://agile4training.com/c/Kuwait
https://agile4training.com/c/training-courses-in-langkawi-m
https://agile4training.com/c/training-courses-in-london-uk
https://agile4training.com/c/madrid
https://agile4training.com/c/manama
https://agile4training.com/c/
https://agile4training.com/c/milan
https://agile4training.com/c/Montreux
https://agile4training.com/c/Munich
https://agile4training.com/c/Muscat
https://agile4training.com/c/nairobi
https://agile4training.com/c/Nice
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Training Cities

Paris - France Phuket - Thailand Prague - Czech Riyadh - Saudi
Republic Arabia

Rome - Italy San Diego - USA Seoul - South Sharm El-Sheikh -
Korea Egypt

Tashkent - Thilisi - Georgia Tokyo - Japan Trabzon - Turkey
Uzbekistan

Vienna - Austria Zanzibar - Tanzania Zoom - Online
Training



https://agile4training.com/c/training-courses-in-paris
https://agile4training.com/c/training-courses-in-phuket
https://agile4training.com/c/prague
https://agile4training.com/c/Riyadh
https://agile4training.com/c/training-courses-in-rome-italy
https://agile4training.com/c/San Diego
https://agile4training.com/c/Seoul
https://agile4training.com/c/sharm-el-sheikh
https://agile4training.com/c/Tashkent
https://agile4training.com/c/tbilisi
https://agile4training.com/c/training-courses-in-tokyo
https://agile4training.com/c/trabzon
https://agile4training.com/c/vienna
https://agile4training.com/c/zanzibar
https://agile4training.com/c/online-training-courses

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.

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.

WHAT DO WE OFFER

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.

AGILE LEADERS

Training Center

CONTACT US

Q UAE, Dubai Investment
Park First

+971585964727
@ +447700176600

8 sales@agiledtraining.com
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