




“Andrew Urich is an entertaining and thought-
provoking speaker. He keeps your attention and 
motivates you to want to accomplish more.”

~ MICKY SULLIVAN 
President, IWI Insulation & Wires, Inc.

>> Tune Up Your Negotiation 
and Persuasion Skills

Better negotiations lead to higher profits. Human inter-
action and persuasion are among the most important 
skills affecting your success in business today. This 
program will help you fine tune both your negotiation 
strategy and execution. You will develop the ability to 
change your negotiation style based on an understanding 
of persuasion, clear thinking, and logical planning.

WHAT YOU WILL LEARN
• 	 Increase your aspiration level
• 	 Redefine negotiation
• 	 Manage the concession process
• 	 Manage information creatively and thoroughly
• 	 Evaluate and build bargaining power
• 	 Hone your communication skills for a more 

persuasive message
• 	 Identify a win/win negotiation

WHO SHOULD ATTEND
• 	 Executives
• 	 Managers
• 	 Human resources personnel
• 	 Sales staff
• 	 Purchasing agents
• 	 Customer relations personnel

>> Developing Your 
Professional Image:
Become more successful by building  
a personal brand image

This program is about selling yourself. You will learn to 
see yourself as the product, and you will work on your 
personal marketing strategy by developing your own 
personal brand.

WHAT YOU WILL LEARN
• 	 The importance of image
• 	 Improve self-image (how you see yourself)
• 	 Develop a practical world view  

(how you see the world)
• 	 Manage your image by creating your own  

personal brand (how the world sees you)

WHO SHOULD ATTEND
• 	 Executives
• 	 Managers
• 	 Supervisors
• 	 Human resources personnel
• 	 Sales staff
• 	 Purchasing agents
• 	 Customer relations personnel

Center for Executive and Professional Development  |  William S. Spears School of Business  |  Oklahoma State University  
Phone: 405.744.5208  |  Toll Free: 1.866.678.3933  |  E-mail: cepd@okstate.edu  |  Web: cepd.okstate.edu  |  Dr. Urich’s Web: andrewurich.com

Dr. Urich is available for keynote speeches for conventions and conferences.

>> Additional Programs  

•	 Ethics:  Managing for an  
Ethical Workplace

•	 Critical Thinking:  Outsmart  
the Competition

•	 Executive Negotiation Program:  
A two-day program including  
discussions and exercises
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Reviews

“Talk about a tough crowd! Professor Urich spoke to over 450 lawyers 
and insurance professionals at our national conference in Denver. 
He delivered practical and useful advice in a very entertaining 
presentation. In fact, numerous members endorsed him as the best 
presenter we have ever had in the history of our association. I would 
highly recommend Professor Urich to any organization.”

~ WARREN L. SIEGFRIED, J.D.
Program Chair, Trucking Industry Defense Association

“Dr. Urich’s methods of instruction develop creative thinking 
approaches to corporate issues. His classes broaden awareness 
of capabilities within us to become effective negotiators in both 
monetary and interpersonal relations.”

~ LEIGH ANN BRYSON
Director of Staff, ADR Program Manager

Oklahoma City Air Logistics Center, Tinker AFB, Oklahoma

“Whether commercial transactions are an integral part of your work 
scope, or if you ever plan to purchase another automobile, this pro-
gram provides a systematic and effective approach to negotiations.”

~ PETER RAMIREZ
Commercial Trader, CITGO Petroleum Corporation

“I found Professor Urich’s program to be full of excellent advice and 
presented with clarity and humor. It has definitely given me new 
knowledge to apply in my business.”

~ BRUCE LABRIE
President, Info Optics, Inc.

REPRESENTATIVE CLIENTS

Oklahoma Presentations
American Fidelity Group
Bank of Oklahoma
BlueCross BlueShield of Oklahoma
Halliburton
McGraw Stewart Davisson
OGE Energy Corp.
ONEOK, Inc.
PennWell Publishing
Public Service Company of Oklahoma
Samson Industries
The NORDAM Group
Seagate Technologies
SolArc, Inc.
Southern Hills Country Club
SSM Healthcare
Texaco
Tinker Air Force Base
Webco, Inc.
Williams

National Presentations
ACE Relocation, Inc.
Atlas World Group
CITGO Petroleum
Phillips Alaska
ConocoPhillips
Indian Health Service
TMS, Inc.
Trucking Industry Defense Association
Tyson Foods

International Presentations
Valencia Chamber of Commerce,
   Carabobo, Venezuela
Ssang Yong, Seoul, Korea
Diamond Business Club, Tokyo, Japan
Zayed University, Abu Dhabi,  
   United Arab Emirates
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