
Ivo is a management consultancy company, providing commercial advice to clients primarily in the areas of 
procurement, buying, spend analysis and negotiation support. Ivo helps clients to implement improvements 
and works closely with teams to build capabilities and learn new skills. Through its network of contacts and 
links to large businesses, Ivo is partnering with PON to help extend the global footprint of PON’s negotiation 
and leadership program.

WHY PON GLOBAL - LONDON?

In three intensive days, you’ll gain cutting-edge negotiation skills, learn how to overcome emotional and 
rational biases, and practice a range of cooperative and competitive negotiation strategies. It’s everything 
you need to gain a critical advantage at the bargaining table. 

November 3-5, 2020

A Program on Negotiation  
at Harvard Law School course  
in collaboration with Ivo Consulting 
Solutions

PON GLOBAL - LONDON

The Program on Negotiation (PON) is a  
consortium program of Harvard University, 
Massachusetts Institute of Technology (MIT),  
and Tufts University.

EARN A PROFESSIONAL CREDENTIAL FROM THE  
PROGRAM ON NEGOTIATION AT HARVARD LAW SCHOOL

Participants who take part in all sessions and negotiation  
simulations will receive a certificate of completion from the  
Program on Negotiation.



PROVEN FORMAT 

Alongside accomplished leaders from across the 
globe, you’ll broaden your understanding of 
negotiating concepts and acquire proven 
negotiating techniques through a learning  
format that includes:

•   Interactive classroom sessions led by a  
PON instructor

•  Video-based modules featuring world-class  
PON faculty

•   Real-life Harvard case studies

•   Videoconferences with PON faculty at Harvard

•  Dynamic negotiation exercises and discussions

ABOUT THE PROGRAM

KEY BENEFITS

PON Global - London is designed to enhance 
employee decision-making, performance, 
innovation, and retention— leading to competitive 
advantage, business growth, and higher profitability 
for your organization. 

•  Learn how to confidently negotiate successful 
deals around the world

•  Discover how to build partnerships and create 
sustainable outcomes

•  Improve your working relationships with boards  
of directors, colleagues, employees, and other  
key stakeholders through effective negotiation

•  Understand how to effectively conduct international 
negotiations in a turbulent environment

•  Learn how to negotiate in multi-cultural situations

An innovative, blended learning program hosted in cities around the world, PON Global is offered by 
the Program on Negotiation (PON) at Harvard Law School (HLS), which has provided world-class 
negotiation training to more than 35,000 global professionals since its founding in 1983. 

Samuel (Mooly) Dinnar is a lecturer at the Massachusetts Institute of Technology (MIT), 
where he teaches negotiation and engineering leadership. Dinnar has also been an instructor 
for the Harvard Negotiation Institute (HNI) and the Program on Negotiation (PON). He has 
contributed to the development and delivery of several courses, including PON Global and 
HNI’s Mediating Disputes and Advanced Mediation courses. During the program, Dinnar 
will facilitate group discussions, negotiation simulations, and role-playing scenarios that 
complement the video-based modules.   
In addition, there will be interactive web-based video sessions with expert faculty 
broadcasted live from Harvard. 

MEET YOUR ON-SITE INSTRUCTOR



WHO SHOULD ATTEND 

PON Global - London attracts a diverse audience  
from private and public sectors. Participants  
span a range of titles and industries, including  
the following:

•  Chief Executive Officers

•  Company Presidents and Officers

•  Board Chairs and Board Members

•  Executive Directors

•  Managing Directors

•  Directors of Operations

•  Human Resources, Purchasing, Marketing,  
and Sales Managers

•  Government Officials and Diplomats

•  Lawyers

•  Mediators

•  Program Directors

REQUIREMENTS

The language of instruction for the program will be 
English without interpretation. Participants must be 
able to communicate at a business level in English.

FEE

The tuition fee is £3,995 (plus VAT).

ENROLLMENT 
To apply to attend the course, please submit a 
completed enrollment form. Tuition must be paid 
following the submission of a complete enrollment 
form. Payment can be made via online bank 
transfer, credit card/debit card or cheque. For 
company enrollments, an invoice can be provided. 
Following the receipt of your enrollment form, you 
will be contacted with payment details.

For more information, please refer to:
www.pon.harvard.edu/pon-global
www.ivosolutions.com/pon-global

For any queries, email: ponglobal@ivosolutions.com, 
or call +44 (0) 203 507 0036

VENUE

The course will be held at County Hall, situated 
on the Southbank of the river Thames, next to the 
London Eye and just five minutes walk from London 
Waterloo train station.

County Hall, Westminster Bridge
Belvedere Road, London
SEI 7PB

PROGRAM DETAILS

A rich learning experience using both 
theory and practice to deliver thinking  

and learning around negotiation.
—VALERIE GENTY, 

Sales Manager, Galerie Bartoux

Fabulous mix of cultures, businesses 
and issues from the delegates, and 
knowledgeable lecturers who could 

answer all of our questions.

—AMEY NARGOLKAR,  
Partner/Founder, VoxLaw (PON Global - London)

http://www.pon.harvard.edu/category/pon-global
http://www.ivosolutions.com/pon-global
http://ponglobal@ivosolutions.com


1.  Lead at the bargaining table 
Great leaders are skilled negotiators. At PON 
Global - London, we accelerate your learning 
process and focus on techniques that work in  
the corner office and at the bargaining table as 
well as in your personal life.

2.  Close deals while building strong relationships 
The strategies you acquire in this program will 
help you finalize important deals, negotiate in 
uncertain environments, improve your working 
relationships, claim (and create) more value, 
and resolve seemingly intractable disputes. 
You’ll work through complex scenarios and learn 
problem-solving tactics you can apply to future 
negotiations.

3.  Practice with confidence 
At PON Global - London, you will engage 
in negotiation exercises that put your new 
knowledge to work as you test groundbreaking 
theories, practice new approaches, and gain 
insights from other participants. You’ll emerge 
from the program with proven strategies you  
can immediately apply in the workplace.

4.  Give—and receive—quality feedback 
It is rare to receive feedback on how you negotiate. 
In this course, you will receive the feedback you 
need to hone your own abilities and learn how  
to give constructive feedback to others.

LEARNING OBJECTIVES

SCHEDULE

DAY 1:  UNDERSTANDING KEY  
NEGOTIATION CONCEPTS

MODULE 1
Negotiation Fundamentals

MODULE 2
Creating Value vs. Claiming Value

DAY 2:  MANAGING INTERPERSONAL 
DYNAMICS

MODULE 3
Best Practices for Difficult Situations

MODULE 4
Dealing Effectively with Emotions and Relationships

DAY 3:  ADDRESSING NEGOTIATION 
COMPLEXITIES

MODULE 5
Negotiating Across Cultures

MODULE 6
Multiparty Negotiations and Organizational Challenges

This program is beyond worth the investment. 
Whether you’re seeking a promotion, buying a 
car, or trying to change the world - everything 
is a negotiation in some way. This course gives 
you powerful tools to think and deliver on your 

next difficult conversation. The program is lively, 
engaging, and packed full of useful guidance.

—ROSS KENNEDY,  
Head of Strategic Negotiations, Google

Very grateful to get the opportunity to have   
the very experienced and knowledgeable 
faculty in one room for 3 days, fantastic!

—ALEX BARTLETT, 
Director, Albert Barttlett (PON Global - London)


