
About the Presenter

Jonathan Hughes is a partner at the prestigious Boston based consulting firm Vantage  
Partners, and is head of the firm’s Sourcing and Supplier Management Practice.  Vantage  
Partners was founded by members of the Harvard Negotiation Project, best known for  
‘Getting to YES’, the win-win negotiation best seller.

As an expert on negotiation and relationship management, Jonathan has worked across 
a range of industries to help develop and implement strategies that depend on internal 
and external collaboration. He has worked nationally and internationally with some of the 

world’s best known corporations including Johnson & Johnson, IBM, Monsanto, The New York Times and Hewlett 
Packard. His work has ranged from helping clients structure and launch new alliances, to facilitating complex 
negotiations, to helping companies partner with their key suppliers to drive innovation. 

Jonathan has taught at Harvard and is the author of numerous articles in leading journals including Harvard 
Business Review, CPO Agenda, Harvard Supply Chain Strategy, CIO Magazine, The Journal of Trading Partner 
Practices, and The Outsourcing Journal.

Management Toolbox is pleased to invite you to a seminar on how to... 

Improve Profitability Through 
Managing Key Relationships

With Jonathan Hughes

Auckland, Wellington, Christchurch
February 2008

 
This is a unique opportunity to learn from one of the world’s leading authorities how to use  

key business relationships to gain competitive advantage in an increasingly challenging marketplace  
and achieve greater profitability.

Jonathan Hughes is a world recognised thought leader on negotiation and managing relationships to drive 
business success.  During the one-day seminar he will lead a series of interactive discussions designed to 
demonstrate how investing time and effort in building relationships between customers and key suppliers, 
and undertaking collaborative initiatives will enable your business to lower costs, increase performance, deliver 
innovation, reduce risk, and improve profitability.

By the end of the day you will understand:

• The true value of strategic relationships,

• How to maximise negotiations while using a collaborative process,

• How to create and sustain long-term relationships, and

• How to effectively monitor performance and results.

Using our Active Group Learning concept the seminar will be based on a round-table format where you can 
join with your key suppliers or customers to utilise the interactive sessions to work on real opportunities or 
issues and achieve immediate results. Each participant will receive a copy of Jonathan’s book “Negotiating and 
Managing Key Supplier Relationships” which will be the workbook for the seminars. 

Four one-day seminars
Auckland ..................Villa Maria Vineyard ........................ Tue  12 Feb 2008

Wellington ...............Holiday Inn Wellington ................. Fri 15 Feb 2008

Christchurch ...........Rydges Hotel .................................... Mon 18 Feb 2008

Auckland ..................Villa Maria Vineyard ........................ Wed  20 Feb 2008

At the end of each seminar there will be the opportunity to network.

Investment
Table ............................. $4,950 +GST 

Individual .......................$1,150 +GST

Please Note: 5 people per table.

Discounts available for multiple tables, NZIM 

and Canterbury Employers’ Chamber of 

Commerce members.

Ways to Register
or obtain further information
 
Website:  www.management-toolbox.co.nz

Email: info@management-toolbox.co.nz

Phone: (+64) 9 913 9130
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