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High Impact Negotiation ft. Kasia Jagodzinska of the Schranner Negotiation Institute
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Join us for an engaging session with Kasia Jagodzinska, author of the Financial Times Guide to High Impact
Negotiation. We discuss the negotiation process, how Kasia's multicultural training served her in international
negations at the United Nations, and the influence of psychology on negotiations. Kasia considers various
negotiation strategies, including the Harvard Win/Win teaching and the FBI's strategies for crisis negotiations,
and observations on new technology.

As an associate professor in negotiations at the University of Neuchatel, and senior trainer at the Schranner
Negotiation Institute, Kasiais recognized as a national expert to the European Parliament on cross-border
mediations and served as a senior advisor to the United Nations in Geneva. She is the author of several books on
self-empowerment in high-stakes negotiations, including Negotiation Booster.
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