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Online / On-site
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Course Introduction

The mining industry operates in a high-stakes, high-value environment where negotiation outcomes directly

impact profitability, regulatory compliance, stakeholder relationships, and long-term project sustainability.

From exploration rights and joint ventures to procurement contracts, community engagement, and

government licensing, strong negotiation skills are critical for securing competitive advantage in today’s

volatile global mining market. Negotiation Skills in Mining Projects Training Course is designed to equip

professionals with advanced, practical, and strategic negotiation capabilities tailored specifically to mining

operations, mineral economics, ESG demands, and cross-border resource development.

In an era defined by resource nationalism, ESG compliance pressure, commodity price fluctuations, and

supply chain disruptions, mining organizations require negotiators who can balance commercial value with

stakeholder expectations. This course integrates strategic negotiation frameworks, deal structuring

techniques, conflict resolution strategies, and data-driven decision-making tools to empower participants to

negotiate effectively with governments, contractors, indigenous communities, investors, and joint venture

partners. The program emphasizes real-world mining case studies, including royalty negotiations, land

access agreements, EPC contract disputes, and multi-party joint venture structuring.

Programme Curriculum

Negotiation Skills in Mining Projects Training Course

Introduction

The mining industry operates in a high-stakes, high-value environment where negotiation outcomes directly

impact profitability, regulatory compliance, stakeholder relationships, and long-term project sustainability. From

exploration rights and joint ventures to procurement contracts, community engagement, and government

licensing, strong negotiation skills are critical for securing competitive advantage in today’s volatile global



mining market. Negotiation Skills in Mining Projects Training Course is designed to equip professionals with

advanced, practical, and strategic negotiation capabilities tailored specifically to mining operations, mineral

economics, ESG demands, and cross-border resource development.

In an era defined by resource nationalism, ESG compliance pressure, commodity price fluctuations, and supply

chain disruptions, mining organizations require negotiators who can balance commercial value with stakeholder

expectations. This course integrates strategic negotiation frameworks, deal structuring techniques, conflict

resolution strategies, and data-driven decision-making tools to empower participants to negotiate effectively

with governments, contractors, indigenous communities, investors, and joint venture partners. The program

emphasizes real-world mining case studies, including royalty negotiations, land access agreements, EPC

contract disputes, and multi-party joint venture structuring.

Course Duration

5 days

Course Objectives

1. Master advanced mining contract negotiation strategies

2. Develop expertise in stakeholder engagement and conflict resolution

3. Apply value-based negotiation techniques in mining projects

4. Understand ESG-driven negotiation frameworks

5. Strengthen cross-cultural negotiation in global mining operations

6. Build capability in royalty and licensing agreement structuring

7. Enhance procurement and supply chain negotiation skills

8. Manage high-risk multi-party mining negotiations

9. Apply BATNA and ZOPA in mining deal-making

10. Improve joint venture and partnership negotiation tactics

11. Navigate government and regulatory negotiations effectively

12. Optimize cost reduction through strategic supplier negotiations

13. Use data analytics for negotiation decision intelligence

Target Audience

1. Mining project managers 

2. Procurement and supply chain managers in mining 

3. Legal and contract management professionals 

4. Mining engineers and operations supervisors 

5. Government relations and compliance officers 

6. Joint venture and partnership executives 

7. ESG and sustainability managers in extractive industries 

8. Business development and commercial directors in mining companies 

Course Modules

Module 1: Foundations of Mining Negotiation Strategy

Core principles of mining negotiations and deal economics 

Stakeholder mapping in mining ecosystems 

Understanding value drivers in mineral projects 

Power dynamics in resource-based negotiations 



Case Study: Iron ore project land access negotiation breakdown in West Africa 

Module 2: Contract Negotiation in Mining Projects

Mining EPC, EPCM, and O&M contract structures 

Risk allocation and liability clauses 

Pricing models and escalation mechanisms 

Legal enforceability in international mining contracts 

Case Study: Copper mining EPC contract dispute resolution in Chile 

Module 3: Government & Regulatory Negotiations

Mining rights, permits, and licensing negotiations 

Royalties, taxes, and fiscal regime negotiation 

Resource nationalism and policy shifts 

Public-private negotiation frameworks 

Case Study: Lithium mining royalty renegotiation in South America 

Module 4: Stakeholder & Community Negotiations

Indigenous community engagement strategies 

Social license to operate (SLO) negotiation tools 

ESG compliance integration into agreements 

Conflict prevention and grievance mechanisms 

Case Study: Diamond mining community relocation agreement in Southern Africa 

Module 5: Joint Ventures & Strategic Alliances

Structuring mining joint ventures 

Equity distribution and governance models 

Partner selection and due diligence 

Exit strategies and dispute clauses 

Case Study: Gold mining JV restructuring in Australia 

Module 6: Procurement & Supplier Negotiations

Strategic sourcing in mining supply chains 

Equipment leasing vs purchasing negotiations 

Vendor performance agreements 

Cost optimization strategies 

Case Study: Heavy equipment procurement negotiation in a coal mining project

Module 7: Crisis & High-Stakes Negotiation

Negotiating during project delays and cost overruns 

Dispute resolution and arbitration tactics 

Emergency stakeholder negotiations 

Reputation risk management 

Case Study: Tailings dam incident negotiation with regulators 

Module 8: Advanced Negotiation Simulation Lab

Real-time mining negotiation simulations 



Multi-party negotiation dynamics 

Pressure-based decision-making exercises 

Behavioral negotiation psychology 

Case Study: Simulated multinational lithium supply contract negotiation 

Training Methodology

Interactive lectures and presentations.

Group discussions and brainstorming sessions.

Hands-on exercises using real-world datasets.

Role-playing and scenario-based simulations.

Analysis of case studies to bridge theory and practice.

Peer-to-peer learning and networking.

Expert-led Q&A sessions.

Continuous feedback and personalized guidance.

Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.org or call +254769199797 

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.

Tailor-Made Course

 We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon

successful completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to Fineskill Training Center

account, as indicated in the invoice so as to enable us prepare better for you.

 

Upcoming Scheduled Sessions

Start Date End Date Location Price

mailto:info@fineskilltrainingcenter.org


07 Sep 2026 11 Sep 2026 Online $1,000

07 Sep 2026 11 Sep 2026 Physical $1,500

14 Sep 2026 18 Sep 2026 Online $1,000

14 Sep 2026 18 Sep 2026 Physical $1,500

21 Sep 2026 25 Sep 2026 Online $1,000

21 Sep 2026 25 Sep 2026 Physical $1,500

28 Sep 2026 02 Oct 2026 Online $1,000

28 Sep 2026 02 Oct 2026 Physical $1,500

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com

https://fineskilltrainingcenter.com/courses/negotiation-skills-in-mining-projects-training-course

