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Rules and principles of international commercial contracts
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Negotiation process: MOM to contract
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Process and framework of contract formation
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Definitions
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Product and its details
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Price, currencies, price revision formula
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Payment terms and conditions
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Delivery
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Transportation
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Vessel charter
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Shipment documents
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Duties and obligations of ...
el

Liquidated damages
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Penalties
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Term
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Termination
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Consequences of contract termination
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Force majeure
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Confidentiality

Sl 056

Governing law
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Dispute settlement
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Language and notices
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Amendments and addenda
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Miscellaneous conditions
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Industrial contract process: contract’s signing date to the end of spare parts provision period
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International commerce process
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Professional correspondence importance
Sl 3 s 5o DLl
Success necessities in correspondence
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Commercial letters’ structure and framework
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Request for quotation
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Business profile request
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Introduction and marketing letter
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Data and catalog request letter
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Order placing letters and its stages
VS ok ,8 5 S50 s Sales wl
Commercial card coordination
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Sample request letter
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Proforma issuance letter
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PI Alteration letters and Incoterms 2010
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Discount and bargaining
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Inspection coordination letters
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Payment terms coordination letters
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Transportation coordination letters
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Shipment Documents request and documents analysis
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Complaint letters about packing and product discrepancies
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Agency request letters
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Exhibition participation letters
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Export related letters
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Contract amendment letters
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Dispute settlement letters
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Principles, techniques and the art of international negotiation
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Negotiation steps
oSl o LS5 G a3 0 g0 Al b
Project process: start to team formation
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People and important role in negotiation team
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Pre- session studies
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Place and time of session
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Probing and asking questions
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Product presentation and explaining conditions
Closing technics
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Professional negotiation session formalities
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Professional negotiation NOTs
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Negotiation deceptions
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Personal characteristics of professional negotiators and personality types
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International travel planning
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Verbal and non-verbal communications
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Persuasion technics in international negotiations
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Cultural considerations in international negotiations
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Ethical considerations in international negotiations
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Country analysis framework in international negotiations




Decision making in international negotiations
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Online negotiation considerations and common mistakes in international negotiations
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Trust building in international negotiations

Al ol Sl s &5

Power and international negotiations
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Deadlock overcoming technics in international negotiations
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Future trends in international negotiations
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f-hour team negotiation workshop in English




