
 
 

 

 

 

 

JOHNS HOPKINS CAREY BUSINESS SCHOOL 

 

Strategic Negotiation  

We negotiate every day – with employers, 

coworkers, employees, clients, and others. Although 

negotiations are ubiquitous, many of us know little 

about the strategy and psychology underlying them, 

nor do we feel particularly comfortable negotiating. 

This seminar will provide participants with the 

foundational skills and knowledge needed to 

negotiate effectively. Through a set of interactive, 

increasingly-complex negotiation exercises, 

participants will hone their negotiation skills, learn 

about their negotiation style, and develop a 

systematic approach for approaching a variety of 

negotiation situations. They will learn to cope with 

win-lose situations but also transform them into win-

win opportunities. Most importantly, participants will 

leave with the ability to achieve their goals through 

strategic negotiation. 

Who Should Attend 

Powerful negotiators are valued at all levels of an 

organization.  This seminar serves individuals at all 

career stages as well as rising managers who want to 

improve their negotiation performance and 

outcomes.  Participants’ with the following areas of 

expertise may particularly benefit from this course:  

sales and marketing, planning and development, 

strategic partnerships, supply-chain agreements, 

recruitment and human resources.  

 

Faculty 

Brian Gunia is an assistant professor at the Johns 

Hopkins Carey Business School. He holds a PhD in 

management from Northwestern University. Brian’s 

research focuses on negotiation, ethical decision-

making, and organizational failure. It has been 

published in several academic journals including the 

Academy of Management Journal, Journal of Applied 

Psychology, and Annual Review of Psychology. Brian’s  

research has also been featured in popular media 

outlets like The Economist, Wall Street Journal, and 

Forbes. Brian has received several awards for his 

research and teaching, and he is the founder of the 

Carey School’s Business in Government Initiative, as 

well as, the author of a blog called, “Life’s 

Negotiable”. Previously, Brian worked as a consultant 

at Deloitte. 

Fee: (includes materials, continental breakfast,  

         and lunch) 

 $3,800 for the 3-day seminar 

 20% discount to JHU and JHHS employees 

$3,040 

 JHU employees may use tuition remission for 

the seminar 

Location 

Baltimore Harbor East 

Agenda/Schedule 

Monday, Wednesday, Friday 

 

 

http://carey.jhu.edu/about/partnerships/business-in-government-initiative
http://briangunia.com/my-blog-lifes-negotiable/
http://briangunia.com/my-blog-lifes-negotiable/


 

Day 1 Day 2 Day 3 

Registration and Breakfast 

8:30am – 9:00am 

Breakfast 

8:30am – 9:00am 

Breakfast 

8:30am – 9:00am 

Morning session (including a 

coffee break) 

9:00am – 12:00pm 

Morning session (including a 

coffee break) 

9:00am – 12:00pm 

Morning session (including a 

coffee break) 

9:00am – 12:00pm 

Introduction to Win-Lose 
Negotiation and Building Blocks 
 Learn to think about 

negotiation and develop 
strategies for claiming value 

 Case: Biopharm-Seltek 

Intermediate Win-Win 
Negotiation 
 Learn intermediate strategies 

to create value in multi-issue 
negotiations 

 Case: New Recruit 

Agents and Ethics in Negotiation 
 Learn to strategically act as an 

agent in negotiations  
 Case: Bullard Houses 

Lunch and Afternoon Preparation 

12:00pm – 1:00pm 

Lunch and Afternoon Preparation 

12:00pm – 1:00pm 

Lunch and Afternoon Preparation 

12:00pm – 1:00pm 

Afternoon Session (including a 

coffee break) 

1:00pm – 4:00pm 

Afternoon Session (including a 

coffee break) 

1:00pm – 4:00pm 

Afternoon Session (including a 

coffee break) 

1:00pm – 4:00pm 

Introduction to Strategic  
Win-Win Negotiation 
 Expand your thinking about 

negotiation and develop 
strategies to create value 

 Case: Les Florets 

Advanced Win-Win Negotiation 
and Team Negotiation 
 Learn advanced strategies to 

create value in complex team 
negotiations 

 Case: Moms.com 

Disputes and Mediation 
 Learn to strategically manage 

and mediate disputes 
 Case: Paradise Projects 
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