International Association of Conference Centers (IACC)
IACC Capstone Program for CEO’s at the Heldrich Hotel and Conference Center, New Brunswick, NJ

Educational Program: April 18, 2007

This program was developed to bring cutting edge education to the top leaders of properties that are members of IACC. 
CNCR’s workshop provided a framework for conducting negotiations that focus on meeting the needs and interests of people in conflict, for helping participants improve their understanding of negotiation, and their skill and effectiveness in this process.  The program included a series of short lectures, exercises, role plays, debriefings, and discussions of hypothetical but realistic problem situations in order to have participants experience the negotiation process, enhance their understanding of concepts as well as develop valuable skills.  Issues that surface in negotiation were examined as well as the barriers - substantive, strategic and cognitive - that can impede effective negotiations.
Upcoming programs include the following (from the Center’s brochure):
MANAGING CONFLICT IN A NON-PROFIT ORGANIZATION: June 13th and 26th, 2007 (Contact the Center for Non-Profits, North Brunswick, NJ, for information on registration, etc.)
con·flict ('kän-"flikt): Noun  1 : FIGHT, BATTLE, WAR <an armed conflict>   2 a: competitive or opposing action of incompatibles : antagonistic state or action (as of divergent ideas, interests, or persons)     b: mental struggle resulting from incompatible or opposing needs, drives, wishes, or external or internal demands….

Few of us actually welcome conflict in our organizations.  But conflict, large or small, is sometimes inevitable – and, handled properly, it can make our organizations stronger.  Are you a board member, staff and/or volunteer who would like to improve your own problem-solving skills, or help others manage conflict?  In this interactive program, you will:

· learn basic negotiation concepts and skills.
· practice a framework for negotiation that focuses on meeting the needs and interests of all involved.
· explore common barriers that may arise on the way toward reaching a solution, and discover the most effective methods to address them.
· understand when to use a particular approach within specific circumstances.
· Participate in exercises and role plays to help apply the concepts to real-life situations. 
RUTGERS’ MINI EXECUTIVE MBA: July 13-August 17, 2007
(Contact Rutgers Center for Management Development, Piscataway, NJ, for information on registration, etc.)
Sanford M. Jaffe and Linda Stamato will teach a course in the above program.  The course description is as follows:

Understanding negotiation and conflict management is essential for those who are, or aspire to be, leaders in their organizations. Accordingly, this course is designed to provide a fundamental understanding of negotiation (drawing from considerable research and practice) and an appreciation of the contexts in which it is used, from contract negotiation, to workplace dynamics, to managing issues and disputes within and between companies, and, the processes that build on negotiation when legitimate interests are in conflict (e.g. mediation) as well as those that substitute for it when differences cannot be 
voluntarily resolved (e.g. arbitration).

This course is designed to be informal and experiential, highly interactive and intensive.

Accordingly, students will engage in role plays and in discussions of hypothetical but realistic problem situations in order to experience the negotiation process, enhance understanding of concepts and develop skills. Issues that surface in negotiation will be examined as well as barriers—substantive, strategic and cognitive—that can impede effective negotiations. What is provided, essentially, is a conceptual framework 
for understanding and approaching negotiations and a set of opportunities to gain experience and to become familiar with the skills that are most useful.
