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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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13.1 Annex 1: The Manuscript

__________________________________________

(alpha, beta, gamma, omega, delta and kappa): 
______________________________________________ 
______________________________________________ 
______________________________________________
______________________________________________

______________________________________________
______________________________________________

4. Minimum- und Maximumziele:  
______________________________________________

2. Scope Quality: Cost:

Delivery: Technology: Alpha (others):

We: They:

We: They:

7. Intercultural
aspects

Scope

Intercultural aspects

232 13 Suitable Tools and Attachments



13.2 Annex 2: Priority Matrix

No. Very high 
Priority

High 
Priority

Medium
Priority

Low
Priority

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

13.3 Annex 3: 5-Forces Analysis

Rivalry amongstBargaining
Power of
Suppliers

Bargaining
Power of

Buyers

Threat of
new

Market Entrants

Threat of
new

Porter´s 5 Forces Analysis
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13.4 Annex 4: SWOT Analysis

Strengths Weaknesses

Threats

SWOT 
Analysis

In
te
rn
al

Ex
te
rn

al

13.5 Annex 5: Priorities and Arguments
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13.6 Annex 6: A-6 Model by Dr Marc Helmold

(Economic)

(Social)

(Technological)

(Legal)

(Environment)

Makro Analysis
(PESTEL)

13.7 Annex 7: PESTEL Analysis

13.7 Annex 7: PESTEL Analysis 235



13.8 Annex 8: Balance Sheet

Fixed 
assets

Current 
assets

Intangible and other 
assets

Equity 
capital

Long-term
liabili es

Short-term
liabili es

• Cash
• Inventory
• Supplies

Current assets

Balance sheet• Land and real 
estate

• Buildings
• Machines

Fixed assets

• Long-term loans
payable

• Notes payable
• Bonds payable

Long-term liabili es

• Common stock 
• Retained earnings
• Acumen and other

earnings

Equity capital

• Trade names
• Goodwill
• Patents and 

Rights

Other assets

• Notes payable
• Accounts payable
• Wages payable
• Interest payable

Long-term liabili es

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

Revenues

Special revenues

Loss

Material 
expenses

Salary 
expenses

Other 
expenses

Profit and Loss account

Sales 
programme

Material cost
op misa on
• Make/buy
• Global sourcing

Organisa onal
restructuring

Revenues
genera on

Organisa onal
Restructuring
• Shared service

centers

• Sale of shares
• Investments stops
• Sale buildings
• Sale fixed assets
• Lease back

Profit
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13.10 Annex 10: Demand Matrix

Claim 
Nr.

Amount Reason

1.

2.

3.

4.
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