Jméno, misto a datum:

M Od e I O Vd S i tu ace Vytisknéte pro kaZzdého ucastnika skoleni

Protistrana (nazev):

Historie: obrat celkovy, s nasi firmou, polozky, Gspéchy, potize, smlouvy, konkurence, splatnost

Budoucnost (kam se chceme dostat ve vzajemné spolupraci za nasledujici 1-3roky):

Osoba se kterou jedname (vzajemny vztah, jaky je to typ clovéka, jeho ocekavani):

Historie obchodniho pfipadu (co se jiZ v této véci udalo):

Produkt a jeho alternativy (pokud existuji): silné stranky, slabiny, rizika

CILE PROTISTRANY, tj. odhad ¢eho chce protistrana na jednani dosahnout, pokud ma vice cilt, rozvedte:

== (minus)

(plus)

"Kam je protistrana ochotna v Cil 52 oy . . . " _
. ., . n Ceho mtze protistrana v ramci cile dosahnout navic
ramci cile maximalné ustoupit
Co udéld protistrana, pokud se na cili nedohodneme:
Cil 1
Co udeéla protistrana, pokud se na cili nedohodneme:
Cil 2
Co udéld protistrana, pokud se na cili nedohodneme:
Cil 3
ME CILE:
== (minus) == (plus)
"Kam jsme ochotni v ramci cile Cil "Co muzu v ramci cile dosahnout navic v mezich slusnosti
maximalné ustoupit" a udrzeni dlouhodobého vztahu"
Co udéldm, pokud se na cili nedohodneme:
Cil 1
Co udelam, pokud se na cili nedohodneme:
Cil 2
Co udélam, pokud se na cili nedohodneme:
Cil 3
Obchodni strategie (osnova jednani, jak na to pujdu, ¢im zac¢nu; alternativni scénare):
Analyza potieb - predpfipravené otazky a jak budu zjistovat informace od druhé strany:
z Co chci zjistit? nékolik otazek pro kazdou skupinu (zacit ze Siroka a zuZovat)
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Primo ke stanovenému cili

Ocekavana namitka

Jak na ni budu reagovat?

1)

2)

3)




Model situation Print for every seminar participant

Name, place and date:

Participating / counter party (name):

History: overall turnover, cooperation, items, accomplishments, difficulties, contracts, competition, invoice maturity

Future partnership - cooperation (Where we would like to be in 1 - 3 years):

Negotiating person (Mutual relationship, What kind of person is he/she, his/her expectations):

History of business case (What has been done so far):

Product / and its alternatives: strengths , weaknesses , risks

COUNTER PARTY'S TARGETS, assumption - what are their targets for this meeting, if more pls. elaborate:

(Negative) .
" S (Positive)
considering the target,what could be the " .
B i .. Target considering the target, how would the counter party
counter party representatives” maximum limit .
. ) " gain the most
of compromise they can still accept
What would be the counter party's reaction if we could not agree on the target:
Target 1
What would be the counter party's reaction if we could not agree on the target:
Target 2
What would be the counter party's reaction if we could not agree on the target:
Target 3
MY TARGETS
. (Positive)
(Negative) " . .
" .. : 5 Considering the target, what would be my maximum
Considering the target, what is the maximum Target L. ) )
.. = . " gain in the range of politeness and long lasting
limit of my compromise | can still accept ) ) .
business relationship
What would be our reaction, if we could not agree on the target
Target 1
What would be our reaction, if we could not agree on the target
Target 2
What would be our reaction, if we could not agree on the target
Target 3
Business strategy (negotiation outline, my approach, how will | start; alternative scenario):
Needs assessment - pre-arranged questions, how will | gather the intelligence:
| What | want to know several questions for each group (from broad to narrow)
n
v q .
e u General questions
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v Questions considering our targets
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Expected objections How will | react?
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