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L.eben heiBbt Verhandeln

,verhandeln ist eine zweiseitige Kommunikation,
die eine Vereinbarung zum Ziel hat,
wenn beide Seiten gemeinsame und

gegensatzliche Interessen haben.”

Prof. Roger Fisher (1922 — 2012)

Griinder des Harvard Negotiation Project,
Harvard Law School
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Leben heifit Verhandeln

WIE SEHEN ANDERE SIE ALS VERHANDLER:IN? WELCHEN STIL NUTZEN SIE?

Durchsetzungs
Vermogen

Niedrig

Gemeinsame
Problemlosung

Vermeiden Nachgeben

Niedrig Kooperation Hoch
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3 Seiten

Professioneller
Verhandlungsfihrung
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3 SEITEN

\_@ IN PROFESSIONELLEN VERHANDLUNGEN

=

PROZESS

CUMPASSIONATE
ACCOUNTABILITY
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Kommunikation auf 5 Ebenen
PROCESS COMMMNICATION MODEL®

- Worter
- Tonfall
- Gesten
- Mimik
» Korperhaltung
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Personlichkeitsarchitektur
KOMMUNIKATION & PRAFERENZEN

Person A Person B

REFLEKTIEREN
:: Phantasie

REFLEKTIEREN
:: Phantasie

FUHLEN
:: Empathie

MEINUNGEN
:: Werte

DENKEN
:: Logik

AGIEREN
:: Initiative

FUHLEN
:: Empathie

MEINUNGEN
:: Werte

AGIEREN
:: Inttiative

DENKEN
:: Logik

(0]

0] 100
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Process Communication Model®

WIE

wir etwas sagen ist
wichtiger als

WAS
WIr sagen.
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Praferenzen in der Kommunikation
VERTEILUNG AUF BASIS VON CA. 2,6 Mio PCM PROFILEN

MEINUNGEN
SPELERISCHES Respekt fiir Werte - 10%
REAGIEREN,
KONTAKT

AGIEREN
Initiative,
Challenge - 5%

Humor — 20%

FUHLEN & SINNE
Empathie — 30%

STRUKTURIERTES
DENKEN
Logik — 25%

IN RUHE REFLEKTIEREN
:: Phantasie — 10% 11
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Sind meine Talente verfiigbar?
SELBSTMANAGEMENT & AUFZUG FAHREN

v fp

\

/
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4 Prinzpien

Interessen-basierter
Verhandlungsfihrung

nach dem Harvard Konzept
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4 Harvard Prinzipien
FISHER, URY, PATTON,SUSSKIND, RAIFFA, KELMAN ...

» Fokussieren Sie auf Interessen und seien
Sie flexibel mit POSITIONEN

beyond
reason

« Unterscheiden Sie die BEZIEHUNG
(Mensch) vom INHALT (Problem) und

gestalten Sie beides separat

* Trennen des Brainstormings von
OPTIONEN vom Bewerten und Entscheiden
fiir Optionen (Losungen) e

- Bestehen Sie auf die Nutzung objektivierbare GREAT FOR
KRITERIEN der Legitimitat oder '
STANDARDS der Fairness




\J VIENNA SCHOOL

4 OF NEGOTIATION

Machtdreieck

MACHT
RECHT

Macht Interessen

Recht

INTERESSEN

17
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7 Elemente

Vertragsverhandlungen
& Deals aller Art
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_, -;D 7 Elemente des Dealmaking

nach Fisher, Ury und Patton

KOMMUNIKATION BEZIEHUNG

INTERESSEN

OPTIONEN

STANDARDS

Falls “NEIN” Falls “JA”

20
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Gute Verhandler:innen losen Probleme

...ohne neue zu
schaffen




KONFLIKT IST NICHT DAS PROBLEM

Das Ziel von Konflikten ist zu
gestalten. Michael J Meade
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Kontrollieren Sie
den PROZESS,

dann kontrollieren

Sie das Ergebnis

21
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Compassionate Accountability
NEXT-ELEMENT.COM
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3+4=7
3 Seiten

4 Prinzipien

7 Elemente
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Professionell Verhandeln
EINE REISE DES MITEINANDERS

Strukturierte Vorbereitung :: 3 Seiten
Gemeinsame professionelle Sprache

Nutzen Sie Negotiation Facilitator

Distress = Hinweis auf unbefriedigte

menschliche Bediirfnisse
Komplexitat fordert gemeinsame Diagnostik
Compassionate Accountability

OFFEN

LOSUNGSORIENTIERT
BEHARRLICH
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Sonja Rauschiitz

Griinderin & Geschaftsfiihrerin der Wiener Schule der Verhandlungsfithrung

Negotiation Facilitator internationale Verhandlungen, Konflikte und
Kooperationen. Trainiert und coacht Verhandlungsprofis und Teams in
Verhandlungen. und unterstiitzt als internationale Mediatorin im
Grenzbereich in emotional fordernden und langanhaltenden Konflikten.

Als Negotiation Facilitator, Executive Coach und Management Trainerin, in
den USA, Europa, Siidost- und Zentraleuropa sowie dem Nahen Osten tatig;
Universitatslektorin und Keynote Speaker mit Fokus auf Agilitait in
Verhandlungen.

1999 — 2002 Fakultatsmitglied, Program On Negotiation, Harvard Law
School engste europaische Mitarbeiterin von Prof. Roger Fisher (Harvard
Konzept)

Wirtschaftsuniversitat Wien, A

Harvard Kennedy School of Government, USA

Prozesskommunikation Trainerin, D - Leading Out of Drama Provider, USA
Systemische Beraterin, A und Tri - Energetik Counsellorin, NL
Wiener Schule Initiativen e.V.: Israeli Palestinian Negotiation Partners (seit
2001), Balkan Negotiation Partners (2004—2006), Young Negotiator
Initiative (seit 2015) sowie mafigeschneiderte Programme fiir z. B.
Weltbank, CTBTO, UNIDO, IMO, OSZE, European Energy Community u. a.
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Leben heibbt Verhandeln

DANKE FUR IHR INTERESSE

‘ VIENNA SCHOOL

OF NEGOTIATION

Sonja Rauschiitz

+43 699 1953 2652

s.rauschuetz@viennaschool.at SCAN ME
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DISCLAIMER

This document was produced by Vienna School of Negotiation ('Vienna School') solely for the purpose of this company presentation. It has been compiled only for your information and may not be photocopied,
distributed or otherwise made available to any person other than the recipient.

The facts and information in this presentation are as current as reasonably possible and they are likely to be updated in the future. Neither Vienna School nor any of its executive officers, employees or
consultants extend any guarantee or warranty, explicit or implied, regarding the accuracy or completeness of the information contained in this presentation. Neither Vienna School nor its executive officers,
employees, consultants, or any other person shall be liable for loss or other damage, regardless of nature, resulting directly or indirectly from the use of this presentation.

While every reasonable effort has been made to ensure that the facts contained in this presentation are accurate and that the opinions set forth are objective and reasonable, this document is, in its nature,
selective and only meant as an introduction to and overview of the operations of Vienna School. As far as information and statistics are provided from other sources, the information should not be interpreted as
meaning that Vienna School adopts such statements with regard to their accuracy.

This presentation contains future expectations, which are based on the management of Vienna School's current estimates. They are provided to the best of our knowledge and belief and are appropriate in the
eyes of management. Such statements may be marked, in particular, by words such as 'expectation’, 'target’, similar expressions or by their context. Expectations for the future involve known and unknown risks,
uncertainties and other factors that could cause the actual development, financial situation or earnings of Vienna School or performance of the real estate sector in general to differ significantly from the
expectations expressed or implied here.

Given these risks, uncertainties and other factors, recipients of this document are reminded not to act in reliance on the accuracy of such expectations for the future.

Vienna School assumes no obligation to update or adapt these expectations for the future according to changing conditions.

This presentation is not part of an offer, nor an invitation to purchase any securities in any jurisdiction where such an offer would be unlawful. Moreover, no part of this information should be used with respect
to an investment decision in connection with any security.

Neither this document nor any copy thereof may be taken or forwarded to the U.S. Furthermore, it may not be directly or indirectly distributed a) in the U.S., or b) to a 'U.S. person' (as defined in the latest version
of Regulation S of the U.S. Securities Act of 1933). Any breach of this provision may constitute a violation of U.S. law.

Neither this document nor any copy thereof may be taken or forwarded to Australia, Canada or Japan or made available to a resident of one of these countries. Distribution of this document in other jurisdictions
may be restricted by law. Persons into whose possession this document comes should inform themselves of and comply with such restrictions.

This document is directed exclusively at persons who (i) are outside the United Kingdom, (ii) have professional experience in dealing with investment issues, or (iii) are persons within the meaning of Article 49 (2)
(a) to (d) of the Financial Services and Markets Act 2000 (Financial Promotion) Order 2001, as amended. Any such person is referred to hereinafter as 'relevant person'. This document is directed exclusively at
relevant persons. Other persons may not act on the basis of or rely on this document. Any investment or related action to which this document relates is available only to relevant persons and will be carried out
only with relevant persons.
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