
SENIOR EXECUTIVES 
LEADERSHIP COURSE



Chicago Booth is the second oldest business 
school in the U.S., established in 1898. From its 
origins, Chicago Booth has stressed discipline-
based knowledge. The “Chicago Approach” 
combines the very best in conceptual 
knowledge and academic theory with     
practical real world application. 

Drawing on multiple academic disciplines Chicago Booth 
helps students create sophisticated analytical frameworks 
– teaching leaders “How to Think, not What to Think.” 
Chicago Booth were the first and still only U.S. business 
school with permanent campuses on 3 continents: Asia 
(Singapore and Hong Kong), Europe (London) and North 
America (Chicago). 

The School is consistently recognised as one of the 
world’s top business schools; currently ranked by the 
Financial Times as #1 US and #2 Worldwide for open 
enrolment programmes (2014) and #1 by The Economist 
for our full time MBA (2014).

 The partnership between NAPF and Chicago Booth 
School of Business for this Senior Executives Leadership 
Programme will offer those working within the pension 
funds industry an exciting new professional development 
opportunity. 

The UK pensions industry has multiple stakeholders and 
suppliers and even the most technically-skilled managers 
must be able to collaborate and motivate scheme 
sponsors trustees, suppliers, colleagues and teams. By 
improving your decision making skills, you can be more 
intentional with your strategy and rely less on intuition.

This course will 
•  develop the skills required of every successful leader, 

including the ability to motivate and effectively shape 
other people’s convictions and actions; 

•  reveal hidden biases managers may have that limit 
the way they seek and receive information, which can 
eventually lead to bad decisions; 

•  help you develop effective strategies and adopt 
systematic approaches to decision making which will 
dramatically improve your personal effectiveness and 
the productivity of your employing organisation.

Built around cutting- edge research into human behavior 
and principles of social capital, and using interactive 
exercises and discussion, you will
•  practice new skills and gain self-awareness about the 

way you form impressions and make decisions;
•  learn how to navigate complex organisations and 

maximise value from diverse backgrounds and 
perspectives; 

•  gain a better sense of how people judge you and how 
you may be able to shape the impressions of others; 

• find out how to avoid common decision traps; 
• improve your decision making process,  and
•  recognise how to best influence decision making 

within teams and business units. 

COURSE PARTICIPANTS
This course is suitable for Chief Executives, Chief 
Investment Officers and senior executives working for 
pension funds or for companies supplying services to the 
pensions industry.

COURSE OBJECTIVES
•  Learn frameworks that foster more effective decision 

making.

•  Understand common systematic biases and the impact 
on decision making.

•  Gain awareness of the impact that your behaviour has 
on others.

•  Become more skilled at understanding why others 
behave the way they do.

•  Understand how your expectations of others influence 
the impressions you form of them.

•  Learn mechanisms to make decisions in times of 
uncertainty.

•  Develop skills to influence and manage group decision 
making.

•  Learn how increased social capital can provide you 
with a competitive advantage.

•  Develop a systematic framework for improving 
negotiation outcomes.

•  Recognise and overcome flaws in the decision making 
process.

• Develop frameworks for making sounder decisions.

COURSE FEES
£2750 + VAT – NAPF members

£4000 + VAT – Non members



COURSE BENEFITS
After attending this course, you will:
•  Understand how the social capital principle of 

‘brokerage’ can help you read organisations and  
markets to figure out what to do, and who to involve 
to get the task done.

•  Understand the basic influencing techniques used 
by professional negotiators, including commitment, 
reciprocity, framing, and anchoring.

•  Develop an ability to recognise and thwart common 
influencing techniques.

•  Develop a general understanding of how to improve joint 
outcomes.

•  Gain insights into how intuitive decisions are made, 
how to educate intuitions and how to improve reactions 
during decision making.

•  Formulate concrete action plans for improving decision 
making skills.

• Improve the decision making process.

COURSE DATES
10 & 11 June 2015.  The course is run over two days at the 
Chicago Booth School of Business, London Campus. To book 
contact Nikolina.hudi@napf.co.uk Tel: 020 7601 1710

COURSE OUTLINE
Day 1  Registration  8:00am-9:00am

   9:00am -5:00pm

Navigating the Pensions Industry (Segars)

• Why good leadership is necessary

• What good leadership means

The Psychology of Judgment and Decision Making 
Processes (Menon)

•  Framing decisions - structuring problems to reach 
appropriate solutions

•  Assessing uncertainty - recognising and avoiding 
common pitfalls in decision making

•  Seeking information - asking the most informative 
questions

•  Learning from experience - distinguishing what can or 
cannot be learned from experiences

•  Individual feedback on a survey relevant to decision 
making style.

Coalitions, Power, and Fairness (Menon)

•  Influencing outcomes when lacking might

•  Forming and using coalitions strategically to build power

•  Dealing with divergent fairness concerns within groups 
and coalitions

Day 2  9:00am-5:00pm

Social Capital (Menon)

•  What is social capital

•  How does social capital give executives a competitive 
advantage in adding value

•  Social capital and innovation

Persuasion and Influence (Menon)

•  How do leaders effectively shape the beliefs, convictions, 
 and actions of others?

•  Frameworks to effectively influence others

•  Techniques for influencing difficult small group meetings

•  Getting out of impasse situations

Competition and Cooperation: Negotiation (Menon)

•  What are the best ways to prepare for a complex 
negotiation?

•  How can negotiation outcomes be improved?

•  The role of creativity in reaching agreements

•  How one individually approaches and manages conflict

Panel Discussion: Leadership in the Pensions Industry 
(NAPF and pensions industry leaders – moderated by 
Menon)



Cheapside House, 138 Cheapside, London EC2V 6AE

T: 020 7601 1700   F: 020 7601 1799   E: napf@napf.co.uk   www.napf.co.uk/training

Tanya’s research has been cited in various 
media outlets including the The Economist 
Intelligence Unit, The Times of London 
(UK), The Guardian (UK), and The Times 
of India. Menon has taught courses on 
Persuasion, Negotiations, Power, and 
Organisational Behaviour and was the 
winner of the 2013 Best Elective Award at 
the Ohio State University’s Fisher School 
of Business. 

She formerly was Associate Professor at 
the University of Chicago Booth School 
of Business where she won the 2006 
Faculty Excellence Award for exceptional 
commitment to teaching as voted 
by students in the Evening MBA and 
Weekend MBA programmes, and the 2007 
Phoenix Award, voted by the class of 2007 
for enriching the experience of students 
inside and outside the classroom. 

She has additionally been a visiting 
professor at Northwestern University’s 
Kellogg School of Management, Cornell 
University’s School of Industrial and Labor 
Relations, Indian School of Business, 
London Business School, and INSEAD. 

Tanya Menon is currently teaching in the 
Emerging Markets Leadership Program 
at Chicago Booth. She has conducted 
executive programmes all over the world, 
including the US Intelligence Community, 
Discover Financial Services, DHL, Citibank 
(India), Tetrapak (Italy), Aetna, Erie 
Insurance, CareerBuilder.com, National 
Starch, Baker-Tilly, McCormick, and the 
Environmental Protection Agency. She has 
been a keynote speaker at organisations 
including American Bar Association Chief 
Bar Executives, Ronald McDonald House 
Charities, and the Deloitte Women’s 

group. Prior to graduate school, Menon 
was a research assistant in INCAE Business 
School in Costa Rica and an intern in 
Morgan Stanley’s London office. Menon 
earned a bachelor’s degree in sociology 
from Harvard University in 1995 and her 
Ph.D. from Stanford Graduate School of 
Business. She is currently working on 
a book featuring her research (under 
contract, Harvard Business Review Press).

Joanne Segars became CEO of the NAPF 
in 2006 having joined the organisation in 
2005 as Director of Policy. She was Head of 
Pensions and Savings at the ABI from 2001 
to 2005.

Joanne held the pensions brief at the 
TUC for 13 years and started her career in 
pensions as a researcher and journalist for 
Incomes Data Services.

She has a degree in economics from John 
Moores University, Liverpool, and a Master 
of Arts degree in industrial relations from 
the University of Warwick.

Joanne is a founding governor and Council 
member of the Pensions Policy Institute and 
a Director of TUC Stakeholder Trustees Ltd.

From 1996 to 2003 Joanne was an Opra 
board member and in 2007 she was elected 
as a Director of the European Federation for 
Retirement Provision (EFRP).

In November 2012 was elected Chair of 
PensionsEurope (formerly EFRP).

Joanne was awarded an OBE for services to 
the pensions industry in the 2003 Queen’s 
Birthday Honours.
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