
The  
Successful 
Negotiator

EXECUTIVE EDUCATION >  
PErsONAl AND OrgANIsATION EffECTIVENEss

Cultivate the necessary 
implementable skills and 
knowledge to become an  
ever more successful negotiator.

 



who Should aTTeNd?
 > The programme is intended for individuals who are involved in 
negotiations and deal-making, and those who wish to improve 
and enhance their negotiation skills and gain confidence and 
expertise in negotiating;

 > It is relevant to individuals who wish to take power in their 
personal lives, business and the public arena; and

 > It is suitable for individuals who might be undergoing a 
transition in life, entrepreneurs, young aspirant leaders, deal-
makers, experienced leaders, executives, strategists and those 
involved in meetings and groups. 

key FoCuS aReaS
 > session 1: Introduction to negotiations and your pursuit of 
meaning and purpose in life: (Preparation for Negotiation)

 > session 2: The Creation of Value in Negotiation: How do we 
discover value in negotiation? (Preparation for Negotiation)

 > session 3: The Negotiation Rules of Engagement (Personal 
Styles of Negotiation)

 > session 4 Conduct of Good and Bad Negotiation Biases and 
Heuristics Personal Styles of Negotiation

 > session 5: The Excellent and Functional Negotiation Team
 > session 6: Mandating in Negotiation (Preparation for 
Negotiation)

 > session 7: Negotiation Scenarios (Preparation for Negotiation)
 > session 8: Influence and Negotiations (Personal Styles of 
Negotiation)

 > session 9: Individual and Organisational Preparation for 
Negotiation

 > session 10: Resolving Deep-Rooted Conflict
 > session 11: Idealised Redesign and Interactive Planning

how you will beNeFiT
The course will enable the participants to become competent 
with two sets of essential and high-level negotiation knowledge 
and skills that are essential in day-to-day life in South Africa and 
across the world:

 > Create and monetise value, through the acquisition of a 
new, intellectually robust and practical set of commercial 
negotiation and deal-making skills; and

 > Acquire the essential knowledge to constructively contribute 
to negotiating and resolving deep-rooted conflict.

OVErVIEW

GIBS, close to business.

This programme can 
also be offered in-house 
for your organisation. 
Enquire about our Study 
& Stay packages at our 
on-site Illovo Hotel.

CLICK HERE TO REGISTER ONLINE

This programme is designed 
and presented to solve real–life 
negotiation challenges using active 
learning and engaging teaching 
methods to assess negotiation skills; 
such as relevant case studies, film 
footage, role plays and simulations. 
Each participant will be provided 
with feedback on how to derive 
greater opportunity from their 
negotiation skills. 

This programme provides a deep 
and practical understanding of 
the commercial and deep-rooted 
conflict negotiation process that 
can immediately be implemented. 
Participants will be equipped with 
essential negotiation skills to create 
value, resolve disputes, overcome 
challenging work situations, and 
further skills and to negotiate upon 
personal matters at the end of the 
programme.    
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For enquiries call +27 (0)11 771 4000  
or email execed@gibs.co.za

For more information and an online application form, 
please visit www.gibs.co.za/successfulnegotiator

 
FaCulTy:  Dr geoff Heald has a PhD and 

LLM from the University of Witwatersrand; MBA and a 

BA (Hons) from the University of Stellenbosch; and a 

B.Soc. Sci. from UCT.

Dr Heald is responsible for the Executive and Academic Education Negotiation portfolio at the at GIBS Business School & Free 

State Business School. He is also a visiting professor at the Pontifical Catholic University in Santiago, Chile and currently designing a 

Resolving Deep-Rooted Conflict elective for students from across Latin America.  

He designs and teaches negotiation programmes from entry-level 

, and is a visiting negotiation professor at IEDC Business School 

in Bled Slavonia. He is currently creating an African Negotiation 

Project that will seek to rectify the enormous skill imbalance that 

exists between African negotiators and their counterparts from 

societies that have the benefit of advanced negotiation training 

and education. This project will offer negotiation training, education, 

think-tanks, conferencing and research.

https://www.gibs.co.za/courses/short/Pages/the-successful-negotiator.aspx


about GibS

Founded in 2000, the university of 
Pretoria’s Gordon institute of business 
Science (GibS) is an internationally 
accredited business school,  
based in Johannesburg,  
South africa’s economic hub.

As the business school for business, we focus 
on general management and aim to significantly 
improve responsible individual and organisational 
productivity and performance, in South Africa and 
in our broader African environment, through high 
quality business and management education.  
In May 2020, the annual UK Financial Times 
Executive Education rankings, a global benchmark 
for providers of executive education, once again 
ranked GIBS as the top South African and African 
business school. This is the 17th year running that 
GIBS has been ranked among the top business 
schools worldwide. As one of the leading business 
schools in South Africa and Africa, we inspire 
exceptional performance.

GIBS is accredited by the Association of MBAs 
(AMBA), the Association to Advance Collegiate 
Schools of Business (AACSB), the Council on Higher 
Education (CHE) and is a member of the South 
African Business Schools Association (SABSA), and 
the Association of African Business Schools (AABS).

for more information, visit www.gibs.co.za

gIBs Business school 
26 Melville Rd, Illovo, Johannesburg, 2196


