Advanced Financial Negotiation Strategy and
Deal Controls Course

24 - 28 May 2027

Tokyo
AGILE LEADERS

Training Center




o
I\O AGILE LEADERS
'\‘J Training Center

Advanced Financial Negotiation Strategy and Deal Controls Course

Ref: 1165_186050 Date: 24 - 28 May 2027 Location: Tokyo Fees: 10000 Euro

Overview

Advanced Financial Negotiation Strategy and Deal Controls Course is a one-week course for finance
managers, controllers, treasury professionals, analysts, accountants, budget owners, and commercial
finance partners who need a Financial Negotiation Decision Pack. Participants connect evidence-based
preparation, BATNA and ZOPA analysis, objective criteria, quantified concessions, budget and credit terms,
pricing, risk allocation, governance mandates, difficult conversations, and documented agreements. The
course treats negotiation as a controlled financial decision process. Agile Leaders Training Center develops
financial negotiation capability.

Who Should Attend

Finance teams responsible for budgets, forecasts, investment cases, and resource allocation

Treasury and funding teams responsible for liquidity, credit terms, covenants, and banking
relationships

Controllership and accounting teams responsible for financial controls, approvals, and agreement
documentation

Commercial finance teams responsible for pricing, margins, customer terms, and deal support

Risk and governance teams responsible for mandates, exposures, escalation, and decision assurance

The course assumes participants already interpret financial information and contribute to negotiations; it
leaves out introductory accounting and general sales techniques.

Departments and Industries

The course supports financial negotiations across internal governance and external commercial
relationships.
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* Finance, accounting, treasury, tax, and controllership departments

Procurement, commercial, sales operations, and business-partnering teams

Banking, insurance, investment, and professional-services organizations

Energy, manufacturing, construction, and technology enterprises

Public services, healthcare, education, and nonprofit institutions

Learning Objectives

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

Analyze interests, alternatives, reservation points, and zones of possible agreement

Build evidence-based targets, mandates, anchors, and concession plans

Evaluate budget, credit, pricing, covenant, and risk-allocation proposals

Apply bargaining, questioning, listening, and deadlock-management techniques

Prioritize terms through quantified value and risk trade-offs

Use approval, documentation, and post-agreement control mechanisms
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Course Agenda

Day 1: Financial Negotiation Architecture

Stakeholder Interest and Authority Map

BATNA, WATNA, and Reservation-Point Analysis

Zone of Possible Agreement Range Model

Financial Objective and Constraint Register

Negotiation Governance and Escalation Mandate

Day 2: Evidence, Value, and Opening Positions

Objective-Criteria Evidence File

Valuation, Pricing, and Margin Impact Model

Target, Anchor, and Opening-Offer Decision Matrix

Scenario and Sensitivity Analysis for Deal Terms

Financial Narrative and Justification Brief
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Day 3: Bargaining and Concession Control

Issue-Linkage and Tradeable-Terms Matrix

Concession Cost and Reciprocal-Movement Log

Conditional Proposal and Package-Offer Method

Questioning, Listening, and Information-Test Plan

Deadlock, Objection, and Difficult-Conversation Protocol

Day 4: Finance Deal Applications

Budget Settlement and Capital Allocation Scorecard

Funding, Credit, and Covenant Term Sheet Review

Supplier and Customer Pricing Trade-Off Model

Risk Allocation and Contingent-Term Matrix

Agreement Economics and Approval-Control Checklist

Day 5: Simulation and Deal Assurance

Exercise: Diagnose a Weak Financial Negotiation Position

Exercise: Build an Evidence-Based Opening and Mandate

Exercise: Trade Concessions Across Price, Credit, and Risk

Exercise: Resolve Deadlock and Draft Decision Records

Capstone Exercise: Financial Negotiation Decision Pack
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Practical Exercises

The course uses suggested activities that join financial analysis with controlled negotiation behavior.

Suggested activity: calculate the value and risk effect of alternative payment and pricing terms

Suggested activity: test BATNA assumptions and define a defensible reservation point

Suggested activity: construct a reciprocal concession sequence for a funding discussion

Suggested activity: document approvals, obligations, triggers, and follow-up controls after
agreement

FAQs
Who suits advanced financial negotiation training?

Finance professionals who analyze proposals, advise decision-makers, negotiate terms, or control approvals
suit the training. Participants should already interpret financial data and contribute to business decisions.

How does financial negotiation differ from general negotiation skills?

Financial negotiation integrates bargaining behavior with valuation, budgets, credit, pricing, covenants,
quantified concessions, risk allocation, approval mandates, and documented economic outcomes.

How are BATNA and ZOPA used in financial negotiations?

BATNA defines the best credible alternative if no agreement is reached, while ZOPA identifies the range
where both parties may accept terms. Financial analysis tests the value, risk, and feasibility of that range.

How should financial concessions be controlled?

Financial concessions should have a quantified cost, approval boundary, reciprocal condition, sequence, and
record. This prevents unpriced movement and links each concession to value received.

What makes a financial agreement controllable after negotiation?

A controllable agreement states economics, responsibilities, approvals, conditions, deadlines, triggers,
evidence, escalation routes, and monitoring ownership in language operational teams can apply.
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Conclusion

Participants take back a Financial Negotiation Decision Pack containing stakeholder maps, alternatives,
range analysis, evidence files, targets, mandates, valuation models, concession logs, term reviews, approval
controls, and agreement records. The pack makes negotiation choices traceable to value and risk. It also
supports disciplined execution after the parties agree.




