
Training Program: How to Obtain International Freight Forwarding Clients  

 

Module 1: Introduction to International Freight Forwarding (IFF) 

• What is International Freight Forwarding? 

Definition and importance in global trade. 
 - Definition: International Freight Forwarding (IFF) refers to the coordination and management 
of the movement of goods across international borders. A Freight Forwarder acts as an 
intermediary between the shipper (the exporter or seller) and various transportation services 
(e.g., shipping lines, airlines, rail operators, trucking companies) to arrange the optimal shipping 
route for goods from origin to destination. 
 
- Importance in Global Trade: 

1. Facilitates Global Supply Chains: Freight Forwarding enables the smooth movement of 
goods between countries, ensuring that products are delivered on time to meet demand. 

2. Reduces Complexity: Shipping internationally involves multiple logistics channels, 
documentation, and compliance requirements. Freight Forwarders simplify the process 
for businesses by managing the complexities on their behalf. 

3. Cost Efficiency: Freight Forwarders often have established relationships with carriers 
and can negotiate better rates, helping businesses save on transportation costs. 

4. Risk Mitigation: They help in managing risks related to damaged goods, theft, or delays 
by offering insurance and strategic planning. 

5. Customs Compliance: Ensuring that all international shipping and import/export laws 
are followed, avoiding costly fines and delays. 

In essence, International Freight Forwarding plays a pivotal role in ensuring the efficiency, 
safety, and legal compliance of moving goods globally, which is crucial for maintaining the flow 
of international trade. 

o Key services: transportation, customs brokerage, cargo consolidation, 
warehousing. 

o Role of a Freight Forwarder in managing cross-border logistics. 
• Why Frontier Shipping & Supply Chain Inc.? 

o Overview of Frontier’s unique offerings in international shipping. 
https://www.frontierscs.com/international-freight-forwarding/  

o Strong industry reputation and partnerships with leading carriers. 
o Personalized service and end-to-end supply chain solutions. 

 

 

https://www.frontierscs.com/international-freight-forwarding/


Module 2: Identifying Potential Clients 

• Understanding Your Ideal Client Profile 
o Types of businesses that need International Freight Forwarding (e.g., e-commerce 

companies, manufacturers, retailers). 
o Key decision-makers: logistics managers, supply chain directors, and operations 

executives. 
• Where to Find Prospects 

o Industry events (trade shows, conferences). 
o LinkedIn and professional networks. 
o Market research and trade directories. 

• Research and Preparation 
o Understanding a potential client’s shipping needs and pain points. 
o Investigating a prospect’s international shipping volume, destination countries, 

and past shipping experiences. 

 

Module 3: Selling International Freight Forwarding Services 

• Crafting the Perfect Pitch 
o Understanding the client’s logistics challenges. 
o Highlight Frontier’s strengths in providing seamless international solutions. 
o Show the value of end-to-end visibility, cost savings, and timely deliveries. 

• Understanding and Presenting Our Services 
o Tailoring solutions based on the client’s unique needs (e.g., ocean freight, air 

freight, LTL services). 
o Emphasizing technology-driven tracking and reporting systems for transparency. 
o Providing cost-effective solutions without compromising on quality or safety. 

 

Module 4: Negotiation Strategies 

• Effective Negotiation Techniques 
o Start by establishing rapport and trust. 
o Identify pain points and position Frontier as the solution. 
o Focus on value, not just price – highlight efficiency, reliability, and security. 

• Flexibility in Proposals 
o Offering flexible shipping options. 
o Discussing volume discounts, customized pricing, and payment terms. 
o Addressing specific concerns with tailored service offerings. 

 

 



Module 5: Overcoming Objections 

• Common Client Objections
o "Your prices are higher than competitors."
o "We already have a long-term supplier."
o "We don’t need international shipping right now."

• Techniques for Overcoming Objections
o Objection 1: Price Comparison

 Emphasize the total value of your solution (e.g., faster delivery times,
reliable service, and transparency).

 Break down costs versus the cost of delays, miscommunications, or
missed deliveries.

o Objection 2: Existing Supplier
 Acknowledge their loyalty, but differentiate Frontier’s strengths: superior

customer service, faster transit times, and global reach.
 Offer a risk-free trial period or small volume test shipment.

o Objection 3: No Need for International Shipping
 Present growth opportunities by expanding into new markets.
 Provide examples of clients who have grown their business internationally

using Frontier’s services.

Module 6: Closing the Deal 

• Recognizing Buying Signals
o Verbal and non-verbal cues that indicate readiness to buy (e.g., asking for pricing

details, showing interest in contract terms).
• Effective Closing Techniques

o “Summary Close”: Recap the value proposition and align it with the client’s
needs.

o “Alternative Close”: Present two options, both of which lead to a sale (e.g.,
“Would you prefer air freight with express delivery or ocean freight with standard
delivery?”).

Conclusion 

By completing this training program, sales representatives at Frontier Shipping and Supply 
Chain Inc. will be equipped with the necessary tools to attract, negotiate, and successfully close 
deals with international freight forwarding clients. Regular practice with mock calls and real-
world applications will further improve skills and build confidence. 
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