
Content and purpose of the program

Keld is devoted to improve the way 
we negotiate! 

Keld is an internationally recognized 
expert and advisor on negotiation, 
trust and behavioral economics. 

He works with governments and 
major corporations in applying the 
techniques of the award winning 
SMARTnership negotiation strategy, 
while maintaining a busy teaching 
schedule at top-ranked universities 
around the world.

His corporate clients include Vestas, 
Novo Nordisk, LEGO, Johnson & 
Johnson, Carlsberg Group, Siemens, 
Rolls-Royce, SAB Miller, Bang & 
Olufsen; he has also worked 
extensively with UNICEF and several 
national governments. 

A prolific author, Keld has written 24 
books to date, with his works 
available in more than 38 countries.

In 2016 he was named as one of the 
world’s Top 100 Thought Leaders in 
Trust. In 2017, he was awarded the 
IACCM Innovation Award and the 
National Public Procurement 
Organization “Negotiation/tender of 
the year award” in Denmark. His 
latest book Honest Negotiation, 
received the #1 New Release 
recognition on Amazon. 

Watch the video introduction

SMARTnership Negotiation Online 
LIGHT Master Class

Module 1

– What's in it for you?
– SMARTnership and NegoEconomics – What is it really?
– Negotiation Strategy – why your progress is based on your 

choice if strategy
– Tru$tCurrency in Negotiation – the marriage between trust 

and economics

Module 2

– The 4 essential Findings for successful negotiators
– Are you unconsciously incompetent in the art and science 

of negotiation?
– The unutilized potential
– NegoEconomics – where the 42% “free” value comes from
– SMARTnership – the REAL potential in collaboration

Module 3

– The 10 phases in almost every Negotiation
– Not preparing is the same as preparing for a failure
– Negotiation Planner – the tool you don’t want to miss
– Strategy Assessment Matrix (SAM)
– Checklists 
– The BlueTender case

Module 4 – The 5 different negotiation styles and behaviors

https://vimeo.com/253300542


Purpose
The purpose of this programme is to understand the theory and practice of high level 
professional negotiation with particular emphasis on the context of international 
business whether it be public, governmental or private. It should be useful to 
professional decision-makers in a variety of settings. The goal will be to hone both 
practical and analytical skills you can use in any situation from a wage negotiation with 
a single employee to a negotiation over an international joint venture involving several 
partners of different types. These analytical skills will provide guidance in structuring 
and fostering agreements. Particular emphasis is placed on reaching agreements that 
achieve the largest possible joint gains for all parties.

Additional objectives of the programme are to:

understand and think about the nature of negotiation and to provide analytic tools 
for guidance

cultivate an instinct for what to do when there are no unambiguously right or wrong 
answers

develop a broad intellectual base from which to systematically evaluate and 
facilitate negotiation processes, and

develop confidence in negotiation as an effective means for resolving conflict in 
groups and organizations.

Negotiation is the art and science of arriving at an agreement between two or more 
parties over one or more issues. The parties involved are of course attempting to 
maximize their own welfare within the practical constraints of resources and cognitive 
ability. This programme deals with the tension between conflict and cooperation and 
strives to develop insight into the behaviour of individuals, groups and organizations, and 
to foster effective negotiating skills at a high level and at the same time establish a 
individual and corporate negotiation strategy.

In addition, the program focus on the science of NegoEconomics™ - the creation of 
additional value of up to 42% - often a unutilized value that the parties leave on the 
negotiation table. 

The Master class consists of an intensive 5 or 6 weeks program,  all taught at eMBA level. 
The topics covered include:

SMARTnership Negotiation techniques and strategies
The Creation of NegoEconomics™
The importance of Tru$tCurrency™
Positive Impact – Communication and Personal Impact in negotiations
Cross Culture issues in the global marketplace
Negotiation styles and behavior

1. Course Description

The SMARTnership Negotiation 
approach won the IACCM Innovation
award in 2017 and the award
”Best negotiation/tender ”



Learning concept 
and methods

The contents of the program have been specially designed and are dynamic, 
interactive, challenging while broadening the minds of participants and widening their 
scope. The program builds up knowledge, expertise and the techniques that the 
professional negotiator needs to use in order to achieve splendid sustainable results.

Thus, the learning methods in the Online Master Class can be characterized as follows

Reading of textbooks (passive learning)
Reading of cases (passive learning) 
Using the Negotiating planner for preparation of each simulation (active learning)

Teaching: 
- Lectures (passive learning)
- Case learning (active learning) 

Evaluations (active learning)

Lectures are a good learning method when the goal is to learn about different 
negotiation techniques, both specifically and in the abstract. 

Target group The program has been devised for sales staff, procurement, project, middle and senior 
management within the private business sector and managers in the public sector.  During 
the course people participating in the Master Class will build up a well-oriented and 
analytically based approach to solving complex problems in negotiation situations in both 
companies and organisations.  This process is an important pre-requisite for 
understanding the principles and foundations of successful negotiation.

Participants comprise a wide range of companies; they come from different sectors, have 
had different types of training and are from different backgrounds, thus contributing to 
this inspiring diversity in the interactive programme. 



• Students will learn how to analyze a negotiation and identify the negotiation strategy
• Students will examine the various types of negotiation styles and be able to identify 

tools to handle different styles
• Students will work with behavioral economics in negotiation, including decision making
• Students will examine the potential in NegoEconomics
• Students will work with checklist and negotiation planner to improve preparation and 

post negotiation evaluation
• Students will learn techniques in order to gain more information
• Students will be introduced to preparation tools in negotiation

Negotiation 
simulation

Negotiation simulation, on the other hand, is a great learning method to allow the 
participants to develop negotiation skills. Negotiation simulation is based on the learning 
concepts metaphor and simulation, teaching the negotiator to analyse a negotiation 
situation and to develop recommended approaches and conclusions in a well-grounded 
and structured manner. Cases describe different, real negotiation situations. They are 
used in the teaching process to discuss the real negotiation situations which real 
negotiators had to deal with. It is your task, as part of a team, to analyse the situation and 
then carry out the plan. You will have the opportunity, during class, to be negotiating 
partnership with another team. It should be a constructive dialogue, a partnership in 
which the parties can benefit from each other’s experience and resources to create added 
value between them. One of the great things in case learning is that there is no correct 
solution, but some are better than others. 

Please be aware that negotiation simulation is in the Silver and Gold version and not
available in the Bronze or LIGHT version of the course. 

This course covers intermediate to advanced theories and practices of modern global 
negotiations. The course is designed to develop strategic, analytical and practical skills for 
sound decision-making in a global setting. The course also links behavioral economics 
decision-making negotiation. It emphasizes practical applications with the method of 
instruction combining case discussions and lectures.

2. Learning Objectives

3. Learning Outcomes
By the end of this course, participants will be able to:

a. understand the basics and more advanced steps in any negotiation. 
b. understand the different strategies used in negotiation
c. apply a professional and efficient preparation
d. analyze the variables and capitalize NegoEconomics
e. understand the importance of a thorough preparation
f. conduct a negotiation at a professional level



a. Textbook: The Negotiation Manual, Keld Jensen 2017

4. Required Course Materials

5. Spreadsheets and Computer

All students are expected to have a laptop computer capable of running Excel or similar 
spreadsheet programs. I highly recommend the use of spreadsheets for negotiation 
planner in your homework assignments and exams as well

6. Exam
There will be NO final exam for the course. 

Final Paper
Prepare a paper, describing an actual negotiation you have been involved in or currently 
are actively involved in. The content of the negotiation is not important. You must include 
the following:
• Negotiation planner
• SAM model description of strategies chosen
• Describe the negotiation strategies used
• Describe the people involved and their negotiation style (combative, concession, stalling, 

compromise or collaborative
• Room for negotiation
• Variables that creates NegoEconomics

See example of of a final paper in week 6. 

The paper should be min 5 pages and max 8 pages. Your paper will be reviewed and 
grading based on your ability to demonstrate the take away from the course.

Please be aware that BRONZE and LIGHT subscribers will NOT have the option of doing a 
final paper with any feedback. This is only an option for SILVER and GOLD clients. 

7. Class Participation

Each week, you are invited to actively participate in the discussion of class materials. Active 
participation will not only enliven the environment in which we learn negotiation, but also 
determine the amount we will get out of the subject. To gain the full potential of the class, 
you are invited to participate by posting an original response to the questions and a reply 
response to another student or professor EACH WEEK. Please bear in mind that quality of 
participation is much more important than quantity. Please maintain a professional 
business attitude in all the asynchronous discussions. 

The LIGHT subscribers do NOT have class participation. 



12. Online Course

This is an online course. There are no face-to-face meetings. You can log into your course 
via the portal.

13. Email and Internet
Email is an official means of communication among students, faculty, and staff. Students 
are expected to read and act upon email in a timely fashion. Students bear the 
responsibility of missed messages and should check their email regularly.
All instructor correspondence will be sent to your official email account.

14. Course Time Commitment
This course requires approximately 90 hours of work. Please expect to spend around 15 
hours on average each week preparing for and actively participating in this course.

15. Student Conduct and Academic Integrity
Academic honesty is expected of all students in all examinations, papers, laboratory work, 
academic transactions and records. The possible sanctions include, but are not limited to, 
appropriate grade penalties, course failure (indicated on the transcript as a grade of E), 
course failure due to academic dishonesty (indicated on the transcript as a grade of XE), 
loss of registration privileges, disqualification and dismissal. 
Appropriate online behavior (also knows as netiquette) is defined by the professor and 
includes keeping course discussion posts focused on the assigned topics. Students must 
maintain a cordial atmosphere and use tact in expressing differences of opinion. 
Inappropriate discussion board posts may be deleted by the instructor.

16. Prohibition of Commercial Note Taking Services

17. Course Evaluation

Written permission must be secured from the official professor of the class in order to sell 
the instructor's oral communication in the form of notes.

Students are expected to complete the course evaluation. The feedback provides valuable 
information to the instructor and the college and is used to improve student learning. 
Students are notified when the online evaluation form is available.

http://www.asu.edu/aad/manuals/ssm/ssm107-03.html


The syllabus is a statement of intent and serves as an implicit agreement between the 
instructor and the student. Every effort will be made to avoid changing the course 
schedule but the possibility exists that unforeseen events will make syllabus changes 
necessary. Please remember to check your email and the course site often.

18. Syllabus Disclaimer

19. Computer Requirements

This course requires a computer with Internet access and the following:

• Web browsers (Chrome, Internet Explorer, Mozilla Firefox, or Safari)
• Adobe Acrobat Reader (free)
• Adobe Flash Player (free)
• Microphone (optional) and speaker

20. Technical Support
Technical support is available 24/7 regarding learning portal issues. 

21. Student Success
This is an online course. To be successful:

• check the course daily
• read announcements
• read and respond to course email messages as needed
• complete assignments by the due dates specified
• communicate regularly with your instructor and peer
• create a study and/or assignment schedule to stay on track

Contact 
Information

Keld Jensen
Ass professor, author
info@keldjensen.com

The syllabus is a statement of intent and serves as an implicit agreement between the instructor and 
the student. Every effort will be made to avoid changing the course schedule but the possibility exists 
that unforeseen events will make syllabus changes necessary. Please remember to check your email and 
the course site often.

https://www.google.com/chrome
http://windows.microsoft.com/en-us/internet-explorer/products/ie/home
http://www.mozilla.org/en-US/firefox/new/
http://www.apple.com/safari/
http://get.adobe.com/reader/
http://get.adobe.com/flashplayer/

