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Suitable Tools and Attachments 1 3
Imagination is more important than knowledge, because
knowledge is limited.
—Albert Einstein (1879-1955)
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Summary

Chapter 13 includes tools and forms for successful negotiations: the Manuscript,
Priority Matrix, 5-Forces Analysis, SWOT Analysis, Argument and Counterargument
Form, A-6 Negotiation Concept, PESTEL, Balance Sheet, Profit and Loss Statement

(P&L), and Demand Matrix.
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13 Suitable Tools and Attachments

13.1 Annex 1: The Manuscript

1. Negotiation title:

Delivery:

2. Scope I Qualty:

Scope

Technology:

Alpha (others):

!
3. Analysis of rfegotiation opponents:
OtES & TESpoTsibilities (alpha, beta, gamma, omega, delta and kappa):

__—— Personalities

____— Strategies & Tactics

Objectives

7. Intercultural
aspects

4. Strategies and tactics: -
ctics:
——
e
5. Objectives I We: They:
6. Motives I e i h
My reaction:

Motives

Intercultural aspects
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13.2 Annex 2: Priority Matrix

Negotiation Catgeory Very high High Medium Low
Priority Priority Priority Priority
1.

10.

13.3 Annex 3: 5-Forces Analysis

Threat of

new
Substitutes

Porter’s 5 Forces Analysis

Bargaining Rivalry amongst Bargaining
Power of Competitors Power of
Suppliers Buyers

Threat of
new
Market Entrants
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13.4 Annex 4: SWOT Analysis

Strengths Weaknesses

Internal

SWOT

Analysis

External

Opportunities Threats

13.5 Annex 5: Priorities and Arguments

Prioritat: Meine Argumente: Mogliche Gegenargumente und Reaktion
Argumente fir die Verhandlungsfihrung

1l

Z

3.

4.

Prioritit: | Verhandlungsgegner: Schwachstellen der Argumente

Argumente fir die Verhandlungsfihrung
1L
2

3.
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13.6 Annex 6: A-6 Model by Dr Marc Helmold

(Political)

Makro Analysis
(PESTEL)

(Economic)

(Environment) (Social)

(Technological)

13.7 Annex 7: PESTEL Analysis

7

A-1: Analysis of Negotiation Scope and Negotiation Partners

\
‘ A-2: Alignment of Negotiation Strategies and Tactics
)

‘ A-3: Aggregation and Affirmation of Arguments
|
‘ A-4: Accomplishment and Amplification of Negotiations
[
‘ A-5: Ascertation of Resistance and attacking Counterarguments

‘ A-6: Administration of Contracts and Agreements
7



236 13 Suitable Tools and Attachments

13.8 Annex 8: Balance Sheet

[ Fixed assets \
« Landand real Balance sheet Equity capital
estate * Common stock
¢ Buildings * Retained earnings
* Machines ) ) * Acumen and other
Fixed Equity earnings
T assets capital
Current assets T
. Cash Long-term liabilities
* Inventory * Long-term loans
« Supplies Current Long-term payable
assets liabilities * Notes payable

* Bonds payable

Other assets
Long-term liabilities

* Trade names "
.« Goodwill Intangible and other Sl)orr-'tt.arm - Notes payable
+ Patentsand assets liabilities + Accounts payable

Rights * Wages payable

\_* Interestpayable )

13.9 Annex 9: Profit and Loss Account (P&L)

Profit and Loss account

VR
Material cost

Sales Material imisati
4mm | optimisation
programme SENEREES expenses * Make/buy

* Global sourcing

Revenues

Salary o . ..
. i rganisational
generation q Special revenues [

expenses

restructuring
* Sale of shares —
. YT
;m:es; "T;Z'Tts Sl Other Organisational
* ale buildings .
« Sale fixed assets éxpenses Restructuring

* Sharedservice
Profit centers

Lease back
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13.10 Annex 10: Demand Matrix

Claim Reason Minimum-Claim Maximum-Claim Probability Negotiation Strategy
Nr.
i,
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