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Introduction

The negotiation process is a part of every manager’s day-to-day activities
with people inside and outside the organisation, people whose cooperation
is essential to attain your goals. Since negotiation is pervasive to our daily
activities, The Master Negotiator will focus on equipping you with the right
tools to help you achieve successful business deals.

Consider for a moment what percentage of your working day you will spend
negotiating. The Master Negotiator aims to formalise your experiences,

with the skills and ability to think critically about what may now be an
intuitive process for you. This will allow us to establish a framework that will
help you increase your learning every time you are involved in a new
negotiation, and equip you with new skills that will become part of your
repertoire.

Key benefits of attending this program

You will be able to apply the concepts you learn in this seminar to:

¥ Improve your ability to negotiate in competitive as well as
collaborative situations

¥ Increase your level of awareness of the negotiation process

¥ Become familiar with specific concepts and principles that will
enhance your negotiation effectiveness

¥ Reflect on your personal style and the impact it has on others
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What will you learn?

The Master Negotiator Program will focus on:

* Elements of a Negotiation model

* Principals of Negotiation

* The Process of Negotiation

* Cooperate and compete; Coo-peting
* Creative Negotiations

* Group Negotiations

Topics range from; preparing and managing the
negotiation process, to more complex issues
such as managing deadlocks and multivariable
negotiations. Through this highly practical
program taught through the use of case studies,
interactive exercises and simulations,
participants will acquire practical skills that can
be applied immediately in conducting both
internal and external negotiations that are a key
part of their management responsibilities
successfully.

Participant profile

The Master Negotiator is specially designed for
those that carry out negotiations in their roles.
Typical participants include those involved in
procurement, lawyers, supplier liaisons, claims
managers among others.

Faculty

The program will be led by Prof. Roure who
teaches negotiation, entrepreneurship &
private equity in IESE Business School’s
executive education programs and the MBA for
Executives.

Contact us

Tel: +254-6004036/6003412
Edwin: eonyango@strathmore.edu

Program Leader

Prof. Juan Roure

Juan Roure is a professor in the Entrepreneurship
Department, and a member of IESE Business
School’s International Advisory Board.

He teaches negotiation entrepreneurship and
private equity on IESE Business School’'s executive
education and MBA programs. His current areas of
of interest include venture capital, intra-entreprene-
urship, growth, strategies, family venturing and
corporate and family governance.

He has been a visiting Professior at Harvard Business
School, Stanford University, INSEAD and CEIBS.

Prof. Roure is co-author of The Venture Capital
Cycle in Europe and of Good Governance in the
Family Business, and has published several
studies and documents. Within the Center for
Entrepreneurship and Family Business, he leads
the Business Angels Network, which has resulted
in the founding of 18 companies in the last two
years, and other initiatives and projects such as
the Entrepreneur of the Year and Best Deal of the
Year awards in Spain.

Comments from participants on The Master Negotiator Executive Program:

“For any middle and higher level executives, this is a must have program. It opens ideas so clearly and in a
natural manner” Jacob Otsyula, Group Procurement Manager - East African Breweries Ltd.

“The Master Negotiator is a must attend program for business leaders who want to improve the art of

win-win” Duncan Kabui, CEO - Chase Bank
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