






Short Topical Programmesstp
Short topical programmes, described in the following pages, are

2 to 4 days in length that address in greater depth 
a specific business issue or topic. 

The STP programmes leverage the diverse experiences of our
member companies and the participants to create a solution

driven learning environment. 

They also represent an opportunity to share development costs of a
tailored programme for companies that do not have enough critical

mass to support the costs on a stand alone basis.

We invite you to discover these programmes that provide
executives a fresh, in-depth and practical approach to their

specific business challenges. 

1. Value Innovation in Human Resources
Aligning and Implementing HR and Corporate Strategy

2. Strategic Account Management Programme
Becoming an Entrepreneurial and Proactive Key Account
Manager

3. Mastering International Negotiation Programme
Effectively Negotiating Across Cultures with Confidence

4. Safety and Leadership Programme
Creating a Safety Culture in a High Reliability Organisation
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“However successful, an organisation can never stop learning. 
Without this urge to improve and change, the organisation will die. 

Each organisation has to f ind its own way towards furthering the learning 
process within itself. CEDEP has been part of the process of helping Tata do this.”

Director
Tata Steel



1. content
The two day programme provides the know-how in applying
the tools and frameworks of Value Innovation to the Human
Resource function. The first day covers the fundamentals of
Value Innovation. Day two challenges participants’ key
prevailing assumptions in order to better align the HR
functions into the perspective of the entire organisation and
its stakeholders.

2. faculty
Jens Meyer and Peter Hessey are corporate strategy and
organisational development experts. Jens Meyer has helped
implement Value Innovation in some of the leading companies
in a variety of sectors worldwide. 
Peter Hessey has served as an HR and communications
executive to several blue chip companies and has led major
change, integration and rationalisation programmes. Together,
they demonstrate how to align HR practices to corporate
strategies which are based on gaining competitive advantage
through innovation.

target audience
● HR Directors /HR Managers/HR Business Partners
● Talent & Development Directors
● To maximise impact, we recommend that at least two people attend from each organisation

Value Innovation in Human Resources
Aligning and implementing HR and Corporate Strategy

FOR PARTICIPANTS
● Objective evaluation of
your current HR strategy and
performance
● A new framework for your HR
agenda, which meets the needs
of both your own department
and the business as a whole
● Tools and techniques to
improve your own
performance, as well as that
of the company
● Greater understanding of
how to communicate your HR
agenda more clearly
● New knowledge to cascade
throughout your department
and improve motivation

�

3. benefits

● An objective evaluation of
how your current HR function

meets your needs
● A regenerated HR agenda

which is genuinely aligned with
the overall business strategy

● New tools and techniques
to improve performance in

HR and beyond
● A clear articulation of the

HR strategy for the entire
company

● A stronger and more
motivated HR team

FOR COMPANIES
�
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tuition fee
1 850 €

Prices are subject to change. Full-board
accommodation on the Fontainebleau

campus costs € 165 per day. 

length 
2days 

■ 9 - 10 November 2009
■ 9 - 10 June 2010*

*Date could be subject to change

tuition fee
2 875 €

Prices are subject to change. Full-
board accommodation on the
Fontainebleau campus costs 

€ 165 per day. 

length 
3.5days 

■ 7 - 10 September 2009
■ 16 - 19 February 2010*
*Date could be subject to change

Value Innovation, derived from the best seller book “Blue Ocean Strategy”, written by one of the most powerful management concepts
that have helped companies to constantly innovate and out perform the market. Today the business requires the human resources
function to take a bigger role on the business roundtable and to re-invent itself. As a result, CEDEP has designed this cutting-edge
programme to help HR executives better align their HR practices with the overall corporate strategy and their talent management agenda. 

1. content
The three and a half day programme takes an efficient and yet
eclectic perspective by combining concepts from the fields of
business economics, neuro-economics, network theory and
knowledge based marketing. It covers the following interrelated
topics :
● the fundamentals of strategic account management
● shaping selling
● entrepreneurial and proactive interfaces
● effective networking
● sales call anxiety
● managing account teams effectively

The intense training sessions are based on CEDEP’s business case
studies, role plan, psychological tests and team simulations.

2. faculty
Willem Verbeke is a renowned expert on sales and account
management. He has consulted to leading companies on key
account management, published widely in leading marketing
journals, and authored several books including “The successful
shaping of key accounts” and “The selling of knowledge.”

target audience
● Marketing and sales

executives 
● Commercial managers
● Experienced senior 

account managers

Strategic Account Management Programme
Becoming an Entrepreneurial and Proactive Key Account Manager

FOR PARTICIPANTS
● Consolidate a strategic and
tactical approaches of
account management
● Proactive and innovative
approaches to shape selling
● Ability to look at the
customer’s business bottom-
line 
● Managing account teams
more effectively
● Confidence in engaging
customers in inspiring
conversations
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3. benefits

● Avoid being trapped into
commodity based exchanges
with buyers based on price
negotiations that are value

destructive
● Attain a trusted and long-
lasting advisory position and

relationships based on
exchange of information to

build more customer-oriented
solutions

FOR COMPANIES
�
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Excellent key account managers co-produce innovative business solutions with their customers, and build the basis for viable 
long-term and mutually beneficial relationships. The Strategic Account Management Programme provides participants the tools to
effectively look at the business from the customers’ perspective, which is a critical underlying factor for a successful key account manager. 



1. content

The two and a half day programme covers
● the strategy and tactics of effective negotiations
● the limitations of positional bargaining and alternative

proposals through a detailed examination of package 
deals

● a systematic process designed to resolve tense 
negotiating situations in a cross-cultural context

● a variety of specialised tools designed to successfully
mitigate cross-cultural issues

2. faculty
INSEAD professors, Sam Abadir and Erin Meyer, are experts in
international negotiations and cross-cultural management and
consult to large corporations. Erin Meyer also trains and
coaches expatriates, senior-level executives and multi-national
teams to work more effectively in a cross-cultural environment.

target audience
● Middle, upper-middle and senior level executives involved 

in international operations
● Executives responsible for international business negotiations,

especially in a multi-cultural environment
● International merger and acquisition team members

Mastering International Negotiation Programme
Effectively Negotiating Across Cultures with Confidence

FOR PARTICIPANTS

● More effective negotiation
strategies
● Better awareness of your
negotiation strengths and
weaknesses 
● Intensive hands-on practice
and constructive feedback
from faculty and peers
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3. benefits ● In-house competency to
optimally manage complex,
multi-cultural negotiations

● Support for executives
transiting into an expanded,

international role
● A consistent approach for
teams working on mergers

and acquisitions
● Improved productivity and

effectiveness on international
project teams

FOR COMPANIES
�
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In today’s business environment of competition and global consolidation, executives need to be skilled at international negotiations.
The Mastering International Negotiation Programme takes an integrated approach on the art of negotiation combined with the
complexity of understanding across cultures. Participants perfect personal negotiation styles, sharpen their skills during a variety
of negotiation scenarios, and acquire tools to better negotiate and build long-term collaborative cross-cultural partnerships.

tuition fee
2 150 €

Prices are subject to change. Full-board
accommodation on the Fontainebleau

campus costs € 165 per day. 

length 
2.5days 

■ 15 - 17 July 2009 Seminar in French
■ 24 - 26 March 2010 Seminar in English

1. content
The three and a half day programme is run by experienced
business executives, using powerful real-life learning examples
from the nuclear power and aviation industries. 
The programme covers :
● why safety should be on the strategic agenda
● fostering top management commitment to safety
● organisation, team and individual behaviours
● human factors in risk judgement & decision making
● shifting from safety by compliance to building a safety culture

2. faculty
The programme is run by nuclear and aviation Industry experts
who have been responsible for setting up safety standards in
their industries. The importance to develop a leadership
perspective on the positive and negative effects of stress on
safety and human behaviour is demonstrated by a psychotherapist.

Safety and Leadership Programme
Creating a Safety Culture in a High Reliability Organisation

FOR PARTICIPANTS
● Increased awareness of

safety issues in a wide
variety of industries
● Improved leadership skills 
● An empowering sense of
accountability

�

3. benefits
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target audience
● Executives involved in plant management or responsible for 
physical distribution and manufacturing operations

tuition fee
3 150 €

Prices are subject to change. Full-board
accommodation on the Fontainebleau campus

costs € 165 per day. 

length 
3.5days 

■ 29 June - 3 July 2009 
■ 22 - 25 February 2010 

Safety practice is not just a question of temporary priority or regulatory compliance. It is a matter of leadership. Poor safety practices
in companies lead to accidents and catastrophes which are costly to the organisation in terms of moral and finances.
The Safety and Leadership Programme deals with the importance of safety from a strategy and performance point of view.
Responsible companies create a culture of safety awareness that leads to high performance.

*Date could be subject to change

*Date could be subject to change

● Improvement in the
organization’s overall

productivity and performance
● Better alignment of people,

culture and systems to
support the progress

● More engaged, motivated
and committed workforce

FOR COMPANIES
�



Company Specific Programmescsp

“ L’Oréal’s 30-year partnership with CEDEP has played a decisive role in training 
our talented young and senior managers throughout the world and we have derived 

great benefit from the rich and diverse melting pot of the CEDEP “club” . 
We have been able to shape the development of our key asset - management - 

in close collaboration with a world-class faculty in a way 
that would not have been possible at a conventional, 

even first-class, business school.”

Executive Vice President Human Resources,
L’Oréal

Unlike many business schools CEDEP does not force fit off-the-shelf
content or programme designs when developing Company Specific
Programmes. Members and CEDEP closely collaborate to co-design
these private company programmes to best meet their
management learning needs. 

Company Specific Programmes are designed to give answers or
raise pertinent questions regarding current business challenges.
The programme can cover all management disciplines in-depth or
in breadth, as needed. Content and faculty are sourced from our
global network. Members are also welcome to bring into
programmes their own preferred faculty and speakers. 

CEDEP can support the delivery on these programmes on the
Fontainebleau campus or at any off-campus worldwide location
chosen by the member company. The flexibility, responsiveness,
and close cooperation during design, delivery, and post
programme follow up results in an innovative and meaningful
learning experience.

recent examples of programmes include

● Strategy Regeneration: Innovating tomorrow’s business
● Leveraging the Value Chain to maximize quality and

customer satisfaction
● Financial Analysis and Managing Company Performance

For more up to date information - www.cedep.fr - Joanne Dufour - dufour@cedep.fr - Tel : +33 (0)1 64 69 43 8 3



Boulevard de Constance - 77305 Fontainebleau cedex
Tél. +33 1 64 69 44 44 - Fax +33 1 64 22 77 31

www.cedep.fr

in association with INSEAD

cedep is located 
in picturesque Fontainebleau,

a convenient 45-minute train ride from Paris. 

Participants enjoy comfortable, private, 
on-campus accommodation 

with high speed internet access. 

cedep is an idyllic setting 
in which to network and learn.

gmp & ame contact
Martine Arrighi
arrighi@cedep.fr 

short topical contact
Kate Chauviré
chauvire@cedep.fr

Please visit www.cedep.fr 
or call +33 1 64 69 44 44 
to learn more about Cedep’s learning
environment and its unique 
collaborative offering.




