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SHANGHAI
 –––––––

In addition to Hong Kong, we now also offer our range of 
programs and the N-Conference in Shanghai.
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There are many reasons why we shouldn’t negotiate in the period following COVID-19.  
What we absolutely must not do is initiate conflict or negotiate “against” somebody.  
Now is the time to join forces and find solutions.  

We’re convinced that post COVID-19 conditions are ideal for negotiating. We’ve all learned  
that there are risks none of us are able to foresee or evaluate, and we’ve all faced difficulties 
when it comes to assessing the future and drawing the right conclusions.     

Negotiations of the future will no longer be about price or conditions. There will be one 
overriding theme: risk-sharing. How much risk am I willing to take going forward?   
How much risk is my opponent willing to take? And how can we work together to limit that risk 
and incorporate options? It will be about defining a framework for the future. This framework 
will be a common understanding negotiated with each other, not against each other.

It’s going to be crucial not to complain about missed opportunities due to COVID-19,   
but instead to look forward and implement new options.     

I’ve been inspired over the last few months by Zarah Bruhn, founder of Social-Bee,  
a start-up aimed at helping refugees find their place in the labor market.  
She also launched the BringandRing platform when lockdown began to help the elderly  
and vulnerable with their daily shopping needs. 

Which is why we’ve chosen “NO EXCUSES” as our motto this fall. Complaining never helped 
anybody, so let’s fix on the future and unite in implementing new negotiation processes. 

We’d like to inspire you with this edition of our magazine to take a fresh look at negotiating,  
and to prepare you for the future—it’s going to be exciting!    

Enjoy your read!

NO EXCUSES

CEO MESSAGE

Matthias Schranner
CEOPH
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ART IN THE OFFICE

„N“ NEGOTIATION
 –––––––

Freitag bags are more than just shoulder bags—they’re individual 
works of art, each with their own unique story.
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ZURICH
Monday, October 05 to Saturday, October 10, 2020

Every year we invite the world’s best negotiation experts  
to join us in Zurich. Professionals from the fields of  

politics, business, law enforcement and research present  
the most important tactics and strategies.  
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The Corona crisis was and still is a significant situation for us, and one that was impossible for us 
to foresee. With participants unable to travel, borders closing and hotels unable to offer rooms 
and seminar facilities, the seminar side of our business took a severe blow. Which is why we 
developed the idea of presenting our program in the format of online seminars, offered webinars 
and created a Virtual Negotiation Classroom.  

We then took the knowledge gained from these seminars and applied it to completely redesign 
the N-Conference. The result is that we now offer many of our workshops online, have introduced 
#NEGOTIATE as a brand-new module, and made Friday completely digital and global by using the 
follow-the-sun model.

We’re looking forward to discussing fascinating topics with you and developing new strategies 
and tactics together for future negotiations.

“We’ve completely redesigned the 
N-Conference 2020. It now takes  
place over 6 days instead of 2 and  
has a completely new structure.”
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 DAY 1  
MONDAY, OCTOBER 05, 2020

08:00 – 10:00 
BREAKFAST RECEPTION

We invite you to join us for the kick-off event at our Zurich Office. 
There’ll be coffee and kipferl, exciting conversation partners and 
perfect opportunities to connect. We’ll present the week’s 
program and introduce you to our conference speakers, who are 
on hand to answer your questions.  

Please register free of charge quoting “Breakfast” in the subject line:  
info@schranner.com. First come, first served. 

14:00 – 16:00  
UN NEGOTIATIONS

We invite our Club Members to join us for a workshop at the  
UN in Geneva on Monday afternoon. You’ll embark on a tour 
through the UN’s most important negotiating rooms before 
Prof. Kasia Jagodzinska, Prof. Christoph Stueckelberger and 
Prof. Raymond Saner, an expert on international negotiations, 
introduce you to the key success factors for complex negotiations. 
The tour and workshop are free for our Club Members. 

There are a limited number of places available. Please register quoting 
“Geneva” in the subject line: info@schranner.com

19:30 
IRAN DEAL

The most challenging negotiation in recent decades was driven by 
Stephan Klement in his role as Lead Negotiator. Klement, who 
holds a doctoral degree in law and a doctoral degree in physics, 
was in a position to assess both the scope of the treaty and the 
extent of the nuclear threat. He persisted for an astonishing twelve 
years until the landmark Iran Deal was finally negotiated. Klement 
will tell us why the document is not called a “contract”, why it was 
not allowed to be signed by the negotiating partners and, above all, 
about the future of the Iran Deal following U.S. President Donald 
Trump’s withdrawal and call for new negotiations.  

By invitation only

Raymond Saner Kasia Jagodzinska

Stephan Klement
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 DAY 2  
TUESDAY, OCTOBER 06, 2020

10:00 – 12:00 
NEGOTIATING WITH 
U.S. PARTNERS

We take a look at U.S. negotiating characteristics in this 
two-hour online workshop. Based on our experience, 
American culture is completely misjudged. Many 
managers believe that the U.S. has a negotiating culture 
similar to that of Europe—but it doesn’t. We compare 
the Schranner Concept with the Harvard Concept and 
discuss the effects of each on negotiations. 

This workshop is free of charge. Please register 
for this workshop quoting “USA” in the subject line: 
info@schranner.com

15:00 – 16:00 
U.S. ELECTION—4 WEEKS PRIOR 
TO THE ELECTION

Live Virtual Panel Discussion  
Host: Zabeen Mirza 

This workshop is free of charge. Please register
for this workshop quoting “Election” in the subject line:  
info@schranner.com 

19:30
COOKING CLASS “USA”

From Cajun cuisine and Tex-Mex to the many guises of 
the humble burger, we join Michelin-star Chef Rolf 
Fliegauf on a journey through America’s culinary 
tradition. We discuss in a small and intimate setting  
the impact of the U.S. presidential elections on 
international negotiations.

By invitation only

HARVARD 
CONCEPT

Negotiations where both  
parties want an agreement, 
have options and are 
win-win-oriented

Preparation: 
analysis of the other side

Focus on interests  
(Why?)

Win-win

Geared towards US

Rational

Based on theory

vs.

SCHRANNER 
CONCEPT

Difficult negotiations

Preparation:  
no analysis of the other side

Negotiation playbook 
(never ask “why?”)

Win

Internationally applicable

Rational and emotional 

Based on practice

Zabeen Mirza

Rolf Fliegauf
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 DAY 3  
WEDNESDAY, OCTOBER 07, 2020

10:00 – 12:00  
THE FUTURE OF  
FRONTLINE NEGOTIATIONS—  
VIRTUAL SESSION

Andreas Gossen presents the latest tactics for at-the-
table negotiating. The role of the “negotiator” is set to 
become even more important in future negotiations. 

This workshop is free of charge. Please register for this 
workshop quoting “Frontline” in the subject line: 
info@schranner.com 

14:00 – 17:00 
ACADEMY DAY

Matthias Schranner presents our most recent 
research and questionnaire results. Negotiations in 
the post-corona phase will focus on risk sharing. 
Digital negotiating in a global environment requires 
a new approach. We’ll also chat with Felix Finkbeiner, 
founder of Plant-for-the-Planet, about storytelling, 
a new element in the negotiating process.

This workshop is free of charge for Club Members. 
Participation for non-Club Members is 590 EUR/CHF.  
Please register for this workshop quoting “Academy” in the 
subject line: info@schranner.com  

19:30
PARTY “CERTIFICATION”

We join our most recent certificate this evening to 
celebrate their achievement. The certification 
ceremony is followed by refreshments and the 
opportunity to network in a relaxed party atmosphere. 

By invitation only

 DAY 4  
THURSDAY, OCTOBER 08, 2020

09:00 – 16:00  
CONFERENCE DAY

There’s a lot of complaining in the wake of the corona crisis as 
the resulting economic crisis worsens the situation for many 
companies. New conflicts have arisen that need to be resolved 
and the road to a solution can be so stony that it appears 
impossible. Matthias Schranner uses the Schranner Concept®  
to spotlight the right strategies and highlight the possibilities 
borne of changing strategy. Martina Hingis, one of the most 
successful athletes of all time, shares with us the right mindset 
to carry on—even through the pain. In his workshop, THE legend 
of negotiating and our keynote speaker, Jack Cambria, shares 
his experiences of the most challenging negotiations and 
demonstrates the tactics needed to overcome seemingly 
insurmountable obstacles. 

The participation costs 980 EUR/CHF. Please register quoting “Day4” 
in the subject line: info@schranner.com 

19:30 
KRONENHALLE 

Dinner at the respected Kronenhalle is legendary.  With the 
new “Table Captains”, this is where discussions will get more 
intense and networking becomes a real asset.     

By invitation only

Andreas Gossen

Jack CambriaMartina Hingis

Luisa Neubauer and Felix Finkbeiner in Davos at the World Economic Forum
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“You clearly have 
built something 
very impressive 

and special.”
DAVID PETRAEUS

“The N-Conference  
provides excellent 

information for global 
negotiations.”

ANDERS F. RASMUSSEN

It was a great honor for us to hold a 
keynote speech during the China 
Retail Leadership Summit in 
Shanghai. Daisy Yang, responsible 
for the APAC Region, supports our 
customers in Mainland China.

The Chinese edition of “Negotiations 
on the Edge” was the N°1 book on 
negotiations in China during the 
summer of 2019. 

N
CONFERENCE
ZURICH | 2020

Further information: schranner.com/conferences 

 DAY 5  
FRIDAY, OCTOBER 09, 2020

09:00 – 15:00 CET
GLOBAL MASTERCLASS 

We don’t just talk about other negotiating cultures, we 
talk directly to negotiating experts in different cultures. 
This “Global Masterclass” offers you the opportunity to 
question our experts. Where we will create a summary of 
the most important negotiating tips for each culture.
09:00 am – Shanghai
10:00 am – Hong Kong 
11:00 am – Dubai 
12:00 pm – Zurich
01:00 pm – Frankfurt 
02:00 pm – NYC

Please register quoting "Sun" in the subject line: 
info@schranner.com

19:30 
FIRESIDE CHAT

This event is aimed at the younger generation.  
It provides a way of getting to know each other and  
allows them to exchange experiences about social media. 
A long evening—with pizza and sushi! 

For all, Zurich Office  |  Please register quoting "Pizza" in the 
subject line: info@schranner.com

 DAY 6  
SATURDAY, OCTOBER 10, 2020

14:00 – 17:00
#NEGOTIATE

New in Zurich: #NEGOTIATE – Negotiating for Youngsters. 
The topic for 2020: #ZeigDich – how to present yourself 
correctly in negotiations and on social media. 

For all, Zurich Office  |  # is free of charge, please register quoting 
"#" in the subject line: info@schranner.com

N-CONFERENCE
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Many decision makers avoid difficult negotiations and 
look for excuses. How can top managers prepare for 
difficult negotiations?
It doesn’t matter if it’s the NYPD, FBI or businesses, 
negotiations should always be a team effort. You’re  
never alone! With the support of your team, especially 
during a difficult phase or when performing under  
time pressure, you can keep the overview and negotiate 
more deliberately.  

What in your view is the biggest mistake?
Speed—fast-paced negotiations lead to hasty decisions. 
It’s important during negotiations to decelerate. Slow it 
down!—this is a crucial element of NYPD negotiating. 
When I appear at a crime scene with my “Hostage 
Negotiation Team” jacket, everybody thinks Jack’s going  
to sort it. A certain calmness descends. It’s a bit like  
the parting of the Red Sea by Moses: everybody turns to 
me in the belief that I’ll solve all the problems.   

That can also be quite stressful.
Of course, there’s a lot of pressure. When a hostage taker 
with a propensity for violence presses a gun against the 
head of a hostage and threatens to shoot, it’s important  
to stay level-headed and not get dragged into their world. 
I always use the same tactic: Slow it down! The hostage 
taker hasn’t pulled the trigger yet and nobody has died. 
Everything is still ok, there are enough options left. 

N-CONFERENCE

FOR JACK CAMBRIA, EVERY WORD COUNTS IN NEGOTIATIONS.  
THERE’S NO ROOM FOR MISTAKES IN DIFFICULT SITUATIONS.You’re never alone!
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“We begin with what we believe  
is the best strategy and 

continually adjust it. As soon as 
we notice we’re pursuing the 
wrong strategy, we correct it.  

We continue in this manner until 
we reach our goal.”

How do you proceed?
I ask every team member about the information they’ve 
received and how they judge the situation. I then give my 
evaluation of the situation to the operation leaders, the 
decision makers. We begin with what we believe is the 
best strategy and continually adjust it. As soon as we 
notice we’re pursuing the wrong strategy, we correct it. 
We continue in this manner until we reach our goal.

A change of strategy is uncommon in business. 
Once it’s planned, it’s carried out
I think that’s a very dangerous route to take as there is  
no such thing as a universal strategy. Each situation is 
different and you’re dealing with different people  
every time. It’s important to take individual elements  
into account and maintain a certain amount of flexibility. 
I’ve never known one strategy to work in two different 
negotiations.  

But there’s a danger of straying from the line if  
you’re flexible? 
We always begin with the same basics. That is to say we 
always start with a personal introduction. We paraphrase 
what has been said by the opponent, choosing each  
word with the utmost care. It’s a highly concentrated  
and detailed procedure. Every word counts in difficult 
negotiations, there’s no room for mistakes.  
The negotiation team is there to support you at all times 
and ensure that you don’t stray from the line.

And then?
Your opponent’s every word teaches you something new 
about them as a person. A certain calmness is needed 
before they’re willing to talk and disclose information.  
A kind of relationship evolves and a trust develops that 
you can build on.

How are you organized internally? 
When I became Chief Negotiator, I thought I was the boss. 
It soon became apparent, however, that a Chief Negotiator 
deals primarily with the boss. And it is paramount in every 
negotiation that your own decision makers are always 
informed—if they become nervous, you have to negotiate 
more internally than externally. I view myself as a rodeo 

clown. It’s the job of the clown to protect the cowboy from 
the bull. When the cowboy’s in danger, the clown comes 
along and attracts the bull’s attention. When I’m in charge 
of a negotiating team, I attract the internal attention so 
the negotiators can continue negotiating in peace.  

JACK CAMBRIA conducted negotiations for the New 
York City Police Department (NYPD) for more than 
35 years. He spent 16 of those in the Emergency 
Service Unit (ESU), the NYPD’s specialist unit for 
Rescue, SWAT and Counter-Terrorism operations. 
He served on such high-profile assignments as the 
9/11 disaster and has responded to airplane hijacks, 
and countless suicide and hostage situations.  
Jack was selected on the basis of his success  
to command the elite Hostage Negotiation Team.  
He was the coordinator of more than 100 
professional police negotiators and has coordinated 
some of the most challenging negotiations. 

He is regarded by the global community of police and 
FBI negotiation professionals as the N°1 negotiator. 
There is nobody in the world who can boast more 
experience or greater knowledge of difficult 
negotiations than he. Jack is THE legend among 
negotiation professionals. 

N-CONFERENCE
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We invite all former alumni of our certification programs to exclusive events.  
In addition to others, we recently joined BMW’s R&D Department to discuss  

the internal negotiations surrounding the development of the new BMW 8 Series.  
The N-Conference in Zurich continues with this offer to our Club Members  

of these exciting, made-to-measure workshops and events.

WELCOME  
TO THE CLUB

NEGOTIATION CLUB

BECOME A CLUB MEMBER!
YOU ARE ELIGIBLE TO JOIN OUR NEGOTIATION CLUB AFTER SUCCESSFULLY COMPLETING 
ONE OF OUR CERTIFIED PROGRAMS. BEING PART OF THIS UNIQUE NEGOTIATION COMMUNITY 
GIVES YOU ACCESS TO EXCLUSIVE EVENTS AND ENABLES YOU TO EXCHANGE VALUABLE 
KNOWLEGDE WITH OTHER CLUB MEMBERS. SHARING IS ON THE INCREASE, SO LET’S LEARN 
MORE FROM EACH OTHER.  

Negotiation Insights
You have access to the latest topics, research results, podcasts, interviews and much, 
much more.
 
3-Day Refresher over 3 Years
We firmly believe that you should continue to develop your negotiating skills into the 
future. In addition to meeting and sharing information with alumni of other programs, 
these “refresher days” are designed to keep you up to date on the latest developments 
within the digital and global environments.
 
Exclusive Events
As you can see in our N-Conference Program, we organize exclusive-access events for 
our community, which means we can discuss the latest challenges of negotiation 
management with you in a more intimate setting. The Chatham House Rule applies: 
there’s no press and what’s said in the room, stays in the room. 
 
Virtual Negotiation Classroom
To ensure a deeper understanding of the learned content, our regular online classrooms 
offer you the opportunity to ask us any questions you like about negotiation management. 
 
Meeting Points and Table Captain
We create a network tailored to your specific needs—you tell us exactly what you want to 
learn and we establish the appropriate contacts.



#NEGOTIATE

ZEKI IS SWITZERLAND’S MOST PROMINENT 
INFLUENCER. HIS SWISS MEMES ARE LEGENDARY. 
HE’S INTERVIEWED HERE BY FABIO, THE FOUNDER  
OF #NEGOTIATE.
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miss the trends, but now it doesn’t really matter if I post  
or not. I do try to stay active, though. 

You’re quite far-reaching. Are you aware of your influence 
and responsibilities with respect to your followers? Do you 
think you play an educational role?
I think education is still the responsibility of parents. There 
are young kids consuming social media videos, but that’s 
also a question of parenting. I’ve posted content in the past 
where my responsibility with regard to my fans was not 
great, but I’m just a human being at the end of the day—and 
humans make mistakes. Of course, I try my best to avoid 
these situations and to teach young people good values.
 
What values do you want to pass on to your fans?
Values like love, family and health. I try to keep young 
people away from things like tobacco, alcohol and other 
addictive substances by not using them in my videos.

As you know, the themes of our event on 10.10. in Zurich 
are #ZeigDich and self-presentation, which is why I’d like 
to ask you how much of the social media Zeki is also the 
private Zeki.
I’m exactly the same in private as I am in my videos. I was 
always the funny kid. I try to find the joke behind almost 
every topic and that’s how I’ve always been, which is why I 
would say I’m absolutely authentic in my videos.  

Do you have clear boundaries when it comes to jokes?
I try not to disclose too much, but Switzerland is quite 
small, and although I’ve never shared my address, young 
people often come ringing at my door wanting a photo. Of 
course, I don’t blame them for that because they see the 
subject of privacy through different eyes, but that’s the 
reason I try not to reveal too much about myself.   

Zeki and Herolinda 
Osmanaj, Director  
Advanced Program,  
at our office in Zurich

How did you become an influencer? In kindergarten,  
when someone asked you what you wanted to be, did  
you say, “One of the biggest and best-known influencers 
in Switzerland”? 
I didn’t plan it at all—I spent 10 years in sales and retail 
before starting off the cuff with no real expectations.  
It just grew and grew until I was able to quit my job and  
dive headlong into entertainment. I don’t think influencer  
is the right description for me because I began before the 
word became widespread.  

Did you ever imagine it would become so big and that 
you’d be able to make a living from it?
I still do it for fun. I put my wig on even now without wanting 
to make money from the videos. I also shoot clips without 
ads because I still see the whole thing as a hobby, one that  
I enjoy doing. I’m lucky, of course, that I can earn money 
from my hobby.

You say then that Swiss Memes and ZekisWorld are your 
hobbies, and that’s a very positive view, but would you 
also say in retrospect, or even now, that working in social 
media is a hard job?    
It’s not physically hard at all, but it is quite psychologically 
demanding, especially for me because I want to be non-
stop creative and continually push forward. It’s definitely  
a job, though, because it’s how I earn my money—and I pay 
taxes on the income (laughs).  

Would you say the psychological pressure, both from 
yourself and your followers, affects you a lot?
Because I’m so well established in Switzerland, the world 
wouldn’t end if I didn’t post for two or three weeks. I was 
under much more pressure when I first started out.  
I would constantly tell myself I had to do something or  

ZURICH
#ZEIGDICH

Zeki



If you don’t mind me asking, how exactly do you earn your 
money with social media?   
Via bookings, product placements and, more recently, with 
monetization on Facebook and YouTube

Your primary target group is young people. What two  
key tips would you give them to become successful 
influencers?
The most important thing is to be unique—even the best 
copy is still only a copy. Just be yourself. What you do need 
a lot of is perseverance. And whatever you do, don’t let 
yourself be intimidated by the competition.     

How do you manage not to be intimidated by the 
competition?
Don’t look left, don’t look right —just do it. Don’t think about 
it too much, really, just do it

Do hate comments or haters affect you?
They used to, but now I don’t care. When I look at people 
who hate me, I realize they’re often the people who do 
nothing themselves. Haters write the comments they do 
because I’ve achieved something, and I’m proud of my 
success. Having such a wide reach means I can’t make 
everybody happy and I’ve accepted that. 

Do you have a role model?
Yes, Jim Carey. His whole manner, his facial expressions, 
the way he acts—I’ve admired him since I was a kid.  
I think he’s fantastic! 
 
Do you consume a lot of social media privately?
No, I consume very little. I close the media the  
second I’ve posted a video. I love being in the great 
outdoors. If somebody sends me something then  
I take a look, of course, but I’m not really a consumer,  
I never have been. 

2928

#NEGOTIATE

Do people recognize you in the street? What does  
that feel like?
It all depends where I am when I’m recognized. For 
example, if I’m in McDonald’s and some teen gets wind  
of it, they text their mates, who text their mates, and 
suddenly the whole place is full of fans and teenagers— 
and all I want to do is eat my burger (laughs). Everything 
spreads like wildfire on social media. Of course, I’m 
grateful to my fans—without them I wouldn’t be where  
I am now—but if I’m out and about privately then being 
recognized can be a bit of a burden.  

You’ve already mentioned how important your viewers 
are. But how important are likes and followers? Or are 
likes more indicative of how well received your post is?
I use them to gauge if I’ve done something right or not.  
I don’t look at the number of likes. Whether I get 50’000 or 
100’000 is not important to me, nor is it important if it’s 
50’000 or 51’000. As silly as it sounds, influencers should 
check their bank balances and not the number of likes 
they’re getting (laughs). 

YOUTUBER, ACTRESS, PRESENTER, COMEDIENNE, AUTHOR

#ZEIGDICH  
MUNICH  

We chat with Joyce at #NEGOTIATE in Munich about all the 
things we need to know in life but never learned at school. 
She’s written a great book: “Hätte ich das mal früher 
gewüsst” (Had I known that earlier), highlighting the most 
powerful tools for a happy and successful life. Joyce is an 
actress (“Dahoam is Dahoam”, “Alarm für Cobra 11”, 
“Unser Charly”), YouTuber, and with 1.4 million followers 
on Instagram, a renowned influencer. You may also 
recognize Joyce from “Kayas Woche” (RTL), “Luke – Die 
Woche und ich” (Sat.1) and “Verstehen Sie Spaß?” (ARD). 
She’s also made frequent appearances on Stefan Raab's 
TV shows “Wok WM”, “Stock Car” and “TV Total”. You may 
even be familiar with Joyce’s voice from “The Emoji Movie”. 
We’re delighted that Joyce is part of #NEGOTIATE. She 
says in her book, “Too bad nobody told us all this before.” 
And that's precisely the theme of #NEGOTIATE: we want to 
learn together with you what exactly we need to look out 
for so we’re perfectly prepared for life after school.

“I TRY TO FIND 
THE JOKE BEHIND 

ALMOST EVERY 
TOPIC AND  

THAT’S HOW I’VE 
ALWAYS BEEN.” Joyce Ilg
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Registration: info@schranner.com
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Where did you get the idea to set up SOCIAL-BEE?  
Many people believe that when you found a social 
enterprise you need to be involved or affected by it 
personally, but I was more driven by experience and  
the will to improve the world by entrepreneurial means.  
I got together with a fellow student while studying,  
herself a refugee from Syria, to help other refugees 
arriving here. This “first-aid” approach worked well, but 
the refugees soon ran into difficulties—especially when  
it came to finding work. That’s when I realized something 
had to be done, that it couldn’t wait, and that I wanted to 
be the one to tackle the problem.

What difficulties are you faced with?  
There’s a lot of red tape for businesses wanting to employ 
refugees. There’s an air of uncertainty. Many businesses 
are not even aware that refugees are allowed to work, or 

under what conditions they can employ them if they do. 
We’re the first integration service provider to bring  
all this expertise under one umbrella to offer a one-stop 
structured integration program. We continue to mediate 
between business and refugee until their working 
relationship functions without us. 

And what was the first step towards founding this start-up?
After making the decision to tackle the issue, I immediately 
set up a limited company. I want to invest my working  
time as wisely as possible, and this start-up has been a 
powerful springboard for my career as an entrepreneur. 
The greatest challenges of our time can only be mastered 
with solutions born of social entrepreneurship. I can’t listen 
to any more excuses: it’s time to act now—and there are 
many more remarkable social entrepreneurs at the 
beginning of their careers thinking exactly the same thing.

ZARAH BRUHN IS THE FOUNDER OF THE START-UP SOCIAL-BEE, GERMANY’S FIRST 
INTEGRATION SERVICE PROVIDER. SHE REINVENTED THE TEMPORARY EMPLOYMENT 
MODEL TO SUIT MODERN DAY CHALLENGES. HER OBJECTIVE IS TO HELP REFUGEES  

FIND THEIR PLACE IN THE LABOR MARKET AND WIDER SOCIETY AS A WHOLE.  
SHE ALSO FOUNDED BRINGANDRING AT THE ONSET OF THE CORONAVIRUS CRISIS,  
A NEIGHBORHOOD ASSISTANCE PLATFORM FOR THE ELDERLY AND VULNERABLE.  
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“I don’t deal with realism.”

The meaningfulness of work will be the most important 
element of the future.         
Yes, people are questioning meaningfulness, and those 
businesses tackling this question are getting the people 
they need. It’s about doing something useful for society 
and the environment. Businesses ignoring the question 
will soon face the problem of not being able to offer their 
employees something meaningful. 

Money and status are no longer decisive factors?      
Salary is more a hygienic factor than a decisive one.  
As a central incentive, it’s most certainly a phase-out 
model. Today’s people want to work with passion and  
a sense of self-realization. We at Social-Bee see money  
as a means to an end rather than an end in itself. I’m 
certain that businesses battling for the best talent are 
now forced to ask themselves how they can make the 
meaningfulness of their business clear, ergo secure the 
contribution of their employees.

You’re passionate about this idea. How do you carry this 
into a negotiation? 
I love sharing my passion with people. I take my enthusiasm 

for our business into the negotiating room and try  
to infect my negotiating partners with it. The details  
of implementation then become just that: details.  
The most important aspect is the big picture. 

And how do you create the big picture in a negotiation?     
It requires a common understanding, a shared enthusiasm. 
When that’s established, we move on to a concrete plan  
of action, one that makes a given project clear to the 
negotiating partner. When enthusiasm for an idea comes 
together with this concrete plan of action then both  
sides reach an agreement: you could say we set off on  
a journey together. 

Negotiations don’t usually take place behind closed 
doors, there are often many actors observing. 
Storytelling is becoming an increasingly important  
way of taking people on a journey.
Yes, I’ve got big dreams, and I’m searching for partners 
who share or want to share these dreams. The more 
energetic and enthusiastic I am, the better my negotiating 
partners respond. People want a grand vision—and I’ve 
got a grand vision. 
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Your real limits or your game play limits? 
I don’t have game play limits. And because they’re my  
real limits, I know very quickly if a deal is going to close 
successfully or not. Of course, I don’t always know if  
it’s the best deal, but it’s always a deal we can live with.  

What are your negotiating goals for the future?
We want to get 10’000 disadvantaged people into long-
term employment over the next 5 years. We still have  
a fair distance to go, but I have no doubt we’ll find a  
way of achieving our goal. We want to expand across  
the whole of Europe: being ubiquitous is the perfect 
foundation for doing good.   

“I don’t have game 
play limits.”

PH
OT

O:
 N

ils
 S

ch
w

ar
z

I DO IT MY WAY

Many people will say, “Get real!”  
I don’t deal with realism. Ideas diminished with ifs  
and buts will never work. If you believe in your idea,  
then you’ll always find a way to get a good result at the 
negotiating table. 

You’re a founder and successful entrepreneur.  
How do you lead a team into negotiations?    
First and foremost, I believe we enter negotiations  
with honesty and transparency. We prepare in advance, 
of course, and I give the team framework conditions,  
let them know what we want to achieve, assign speaking 
roles and define redlines. But then I just lay my cards on 
the table and look for the highest common denominator.

And how do you react if a negotiation doesn’t go to plan?
I’m very quick in negotiations to notice if and what conflicts 
are developing. I don’t have a plan B or C, I just communicate 
my limits outright.   

FOUNDER AND 
ENTREPRENEUR 

–––––––
Social responsibility is the 

foundation—this responsibility  
is implemented with  

entrepreneurial solutions.   



Women should go their own way rather than adopt male behaviors. I DO IT MY WAY is not a workshop 
against men—it is a workshop for women who have to assert themselves in tough business negotiations. 

Women from all walks of life and industries come together to learn, inspire, network and trailblaze into the 
future. Here, the future is female, and those females have a seat and a voice at every negotiation table.

THE WORKSHOP  
FOR WOMEN

MUNICH 
23.10.2020 
THE CHARLES HOTEL

VIENNA 
29.10.2020 
PARK HYATT VIENNA

ZURICH 
30.10.2020 
PARK HYATT ZURICH
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Registration: info@schranner.com
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ANNETT FLEISCHER 
–––––––

Successful actress with several 
nominations, including for  

the German Television Award.

HELGA HENGGE 
–––––––

was the first German woman to 
successfully climb Mount Everest 

and the Seven Summits.

ANNE-MARIE 
FLAMMERSFELD 

–––––––
Ultrarunner and extreme athlete. 

She’s the first woman in the 
 world to win RacingThePlanet’s 

4-Deserts Series.

NICOLE SCHINDELAR 
–––––––

“Junkyard Princess”  
and Instagram star.

MARIE LANG 
–––––––

Kickboxing World Champion.

We invite women from the fields of sport, business and 
the arts to our workshops, women who go their own way. 
Never “the wife of”, but always successful women in  
their own right. We’re interested in women who inspire 
and empower others to tackle conflict head-on.  
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RISING 828 METERS ABOVE THE GROUND, THE BURJ KHALIFA CAN BE SEEN FROM THE PLANE  
WHEN APPROACHING DUBAI BY AIR. THE WORD’S HIGHEST TOWER WILL BE TOPPED  

IN 2021 BY A NEW TOWER DESIGNED FOR THE EXPO SITE BY THE SPANISH-SWISS ARCHITECT  
SANTIAGO CALATRAVA. IMPRESSIONS AND TIPS FROM MATTHIAS SCHRANNER.

 
MY

DUBAI
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CITY PORTRAIT

T he coronavirus crisis also paralyzed 
Dubai and led to the postponement of 
Expo. Work at the Expo site (1) has 
been halted and will probably not 
resume again until the spring of 2021. 

I was able to visit the site and see the project’s 
colossal scope shortly before the shutdown.  
Video animations on display adjacent to the site 
give a clearer indication of its enormity: Expo  
is a mega-event par excellence, even for a city 
accustomed to superlatives. We’ll be offering our 
N-Conference for the first time in Dubai during 
Expo 2020. We’re currently working on a variety of 
options, and if everything goes to plan—fingers 
crossed—we’ll be bringing together an inter-
national negotiating community at the Four 
Seasons Hotel. The elegant Four Seasons Resort 
Dubai at Jumeirah Beach (2) offers an exclusive 
way to hit the escape button. Its world-class beach 
and beach restaurant are serene and unspoiled, 
even by Dubai standards. Downtown Dubai and its 
pulsating Sheikh Zayed Road is within easy reach— 
which is a big plus when observing this emirate’s 
traffic situation. In the evening, I like to visit a souk, 
where local traders sell gold, spices and the  
finest cashmere scarves. From here you can jump 
on a water taxi or sail across Dubai Creek on a 
traditional dhow to the opposite side for a trip to 
the Bastakiya district. Having survived the building 
boom of recent decades, its narrow streets and 
clay-clad wind towers now offer a lively impression 
of old Dubai. Al Fahidi Fort is still surrounded by 
many beautiful and traditional courtyard houses, 
some now home to art galleries, shops and cafés.  
If like me you’re a fan of Arabic coffee and crispy 
falafels, then you’ll find them here in abundance. 
You can also journey back to the dawn of the 
emirate, explore how pearl fishers and sheikhs 
live, discover the significance of the dhows and 
learn about life in the desert at Dubai Museum (3) 
located inside the fort itself. 

DINING OUT 
–––––––

Torno subito (4) 
The first restaurant outside of Italy by  
Michelin-star chef Massimo Bottura.  

Enjoy the very finest, uncomplicated Italian  
cuisine in a unique retro-Riviera ambiance. 

tornosubitodubai.com
 

The Maine Street Eatery (5) 
It may look cool and casual, but the quality  

of the classic Brasserie cuisine served  
here is high—be it a sandwich, a pizza,  

a dozen oysters or a Maine lobster.      
themainestreeteatery.com

Phoenicia (6) 
The well-known Australian Greg Malouf is the creative 

mastermind behind this culinary crossover concept 
combining Arabic elements (hummus, falafel, b’stilla)  

with western ingredients and techniques.
phoeniciadubai.com

“The Four Seasons Hotel is the premiere 
address for client meetings. Its discretion  

is greatly appreciated by the locals.”
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CITY PORTRAIT
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LEISURE TIP 
–––––––

Dubai Aquarium (9) 
Discover 140 species of aquatic life from  

a glass tunnel traversing this gigantic aquarium.  
You can even dive in and feed the sharks!   

thedubaiaquarium.com 

Desert Safari 
Desert-lovers can look forward to an  

adventurous jeep safari or camel-back tour  
across the expansive sand-dune  

landscape. A trip can be organized by  
any hotel concierge or booked online at 

desertsafaridubai.com

SHOPPING 
–––––––
Bateel 

You can’t leave Dubai without stocking up on dates  
from Bateel. Elegantly gift-boxed, they come filled with 

almonds, orange peel, ginger or pistachios. They’re also 
available at the airport if you’re pressed for time.  

bateel.com
 

Dubai Mall (8) 
The world’s largest mall is a universe in itself.  

From every luxury brand-name store imaginable  
to a replica souk selling traditional Arabic produce 

and an underwater zoo—it’s literally got the lot.   
thedubaimall.com
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T his Persian Gulf emirate has 
transformed itself from a humble 
pearl fishing village into a post-
modern megacity in just 50 years. 
And no expense has been spared: 

horse stables and bus stops are equipped with air 
conditioning, the metro is regarded as one of the 
most up-to-date in the world, and every evening a 
dazzling water ballet takes place in the courtyard of 
the Dubai Mall—a true spectacle in every respect. 
Gazing out from a glass tower window you can see 
planes landing every minute at Dubai’s award-
winning airport, the futuristic buildings of the 
domestic telecommunications company Etisalat, 
the opera house (7) designed by Zaha Hadid, and 
the spectacular landmark glass bridge known as 
the Dubai Frame. There’s a strategy behind this 
rapid development, and behind that strategy are 
Dubai’s royals, the Al Maktoums. They have single-
mindedly led their empire, whose oil wells will 
eventually run dry, to explore more durable lines  
of business, such as global trade, real estate and 
tourism. Expo 2020 Dubai (now taking place in 
2021) will be an  will be an opportunity for many  
to meet people from around the globe, explore  
the latest cutting-edge developments in the  
fields of culture, cuisine, science, innovation, 
technology and lifestyle, and put forward-looking 
ideas into practice. 

“We’re able to work 
together with our 

local experts to 
integrate cultural 

differences into the 
negotiating process.”  

LEANNE FOY is Director Dubai 
and responsible for the MENA 
Region: Middle East and North 
Africa. Having lived in the 
region for many years, this Brit 
by birth knows the market’s 
cultural differences inside out.
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Our Partner in NYC:
Columbia University 
ON NOVEMBER 11, 2019, THE SCHRANNER NEGOTIATION INSTITUTE KICKED OFF ITS FIRST EVER NEW 
YORK CITY NEGOTIATION WEEK WITH A JOINT PANEL ON “THE FUTURE OF NEGOTIATIONS” WITH 
EDUCATION PARTNER COLUMBIA UNIVERSITY.  
THE PANEL HOSTED A NUMBER OF GLOBAL NEGOTIATION EXPERTS ACROSS MULTIPLE INDUSTRIES 
AND PRACTICE AREAS, AND WAS MODERATED BY DR. BETH FISHER-YOSHIDA, ACADEMIC DIRECTOR 
OF THE NEGOTIATION AND CONFLICT RESOLUTION PROGRAM (NECR) AT COLUMBIA UNIVERSITY. 
HERE WE RECAP SOME OF THE HIGHLIGHTS FROM OUR GUESTS OF HONOR:

EXPERTS

“One of the most crucial things 
is to have good information; 
you get that only by talking  

to people; have advisors 
 in their own context  

and practice with them.”

“What are your counterparts’ 
reasons to say no? If you have 
five reasons you can change 

your standpoint.”

“In negotiations there is a 
potential that is waiting  

to be found, a potential that 
could be unleashed.”

–––––––

ANDREA BARTOLI 
Dean of the School of Diplomacy and  

International Relations at Seton Hall University

 “Women don’t ask! We know from 
studies that despite being capable 
and competent, women are prone 

to be less confident, set lower goals, 
and more likely to suffer aspirational 

collapse than their male counterparts.”

“Women are often offered roles they 
don’t want—and they are expected to 
say ‘yes’… because that’s what they’ve 

historically accepted.”

“If you don’t negotiate you train  
people to think that you don’t 
negotiate. Teach them—this is  

only the beginning.”

–––––––

DEBORAH KOLB
Former Executive Director of the Program on  

Negotiation at Harvard Law School

“Government negotiations have  
really become polarized. 
Acknowledging this will  

prepare you to approach it with 
the right tactics.”

“My responsibility is to save the 
state money. That is what drives my 

decision-making, and that is what 
drives my negotiations.”

“Nowadays, attorneys tend  
to be the backroom negotiators, 

although somebody else is  
in front. We need to get back to 

negotiating openly.”

–––––––

SERGIO C. PANEQUE
Head of Procurement, Government, 

Former Chief Procurement Officer, State of New York

“For future negotiations  
you need to set up a crisis team. 

Business as usual simply 
doesn’t work anymore.” 

“It’s great if you start with a deadlock, 
because you have  

to listen, to be concentrated,  
and to find a solution. 

Deadlock is not the end— 
it is the beginning.” 

“Never negotiate with yourself,  
you don’t know your power position, 

and you can’t know. Assumptions 
will only hurt you at the table.”

–––––––

MATTHIAS SCHRANNER
Global CEO Schranner Negotiation Institute 
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FOR FREITAG, SUSTAINABILITY IS A DUTY. THIS IDEA SHAPES EVERY ASPECT  
OF THE BUSINESS. YOU FEEL THIS SPIRIT THE MOMENT YOU ENTER THEIR  

HEADQUARTERS IN ZURICH. DANIEL AND MARKUS FREITAG MADE  
THEIR START-UP A SUCCESS BY CONDUCTING HONEST NEGOTIATIONS.  

FROM 
TRUCK

TILL 
BAG 
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INTERVIEW

In 1993, FREITAG was a small start-up. Most founders 
negotiate with big, seemingly formidable partners.  
How did you go about this at the beginning?  
We took a very low-key approach. We were a student project 
so we just went straight in and said, “Hey, we need your 
help.” Then came an interesting milestone that began with 
the first copy of the Freitag bags. Migros, a supermarket 
chain known for improving brand products, launched a bag 
called DONNERSTAG instead of FREITAG (THURSDAY 
instead of FRIDAY). It was a cheap product from China 
slavishly imitating the shape of our bags. We got a lot of 
attention through the media storm that ensued and became 
the original through the copy. We realized that people had 
recognized us as a brand and our radiant power increased. 

And that radiant power bolstered your self-confidence?
Yes, you could say that, but it wasn’t always helpful.  
During the early phase we were often underestimated in 
negotiating situations. The opposite was true further  
down the line: we were sometimes overestimated with 
regard to our size and means.   

But you never positioned yourselves as imposters? 
No, we’re very grounded, and that has to do with us 
working as brothers, as family. Our growth was very 
organic, so there was never one single moment where  
we could say we positioned ourselves differently.

Your brand’s radiant power very much changed, though. 
Your bags were suddenly “in”, absolute must-haves.
A product is recognized as a brand when it gains a certain 
street presence. You begin to think, “My neighbor and my 
friends have that too, they’ve earned that bag”. From that 
point on a brand is seen as being “worth its price”.   

When did you begin letting your team do the 
negotiating?
I think I’m a bad negotiator so very early on.

That’s what all good negotiators say.
I’m more a diplomat who uses a great deal of honesty 
and high level of trust to achieve a goal. I also have 
trouble requesting money for my services. And that’s 
certainly not helpful if you want to negotiate. 

What are your strengths within the business?
My brother Markus and I see ourselves as creative 
instigators and, when necessary, as sparring partners 
for all departments. We quickly got ourselves some 
help for the business admin side of things. The big 
deals were negotiated by other members of the team.  

If you don’t like to negotiate yourself, do you give your 
team clear objectives?
It’s more a culture that we give them, a culture to 
negotiate. During the forming—storming—norming 
phase, we hired people who brought knowledge from 
large corporations. We listened carefully to what  
they had to say and realized that most of this knowledge 
didn’t fit in with our culture. We developed the 
confidence over time to go our own way.   

And if things are not going your own way in a 
negotiation, do you jump in as leader? 
On the contrary. We try to define the roles as early on 
as possible. We adopted the Holacracy working system 
in 2016, which means everyone has responsibilities for 
each role they’re assigned. This is particularly helpful 
during the negotiating process.  

 
DANIEL FREITAG  

–––––––
The creative genius behind 

FREITAG, sometimes pensive, 
always inspirational.
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LANDMARK 
–––––––

The FREITAG Tower in 
Zurich-West is sustainability 
pure: each unique, recycled 

specimen is on display in 
discarded shipping containers.

“My brother Markus  
and I see ourselves as 

creative instigators and, 
when necessary,  

as sparring partners  
for all departments.” 

Are you the kind of person who often negotiates and 
strikes deals with yourself?
Yes, that’s also the difference between me and my 
brother. He’s a dialogue person, he needs the synergy;  
I’m more the broody one carrying ideas around with me. 

Is that why you restrain yourself in negotiations?
I want to understand and get to the core of matters. I can 
only come to a carefully considered decision if my decision 
cockpit has displayed all the necessary information. It’s 
ideal for being well prepared—perhaps less so for 
negotiating. 

You’re very creative, does this also mean you’re playful 
in a negotiation?    
I’d rephrase that: I think I’m good at putting myself in 
other people’s shoes. This empathic approach suits me 
perfectly. I see negotiating less as deal making and more 
as conflict management. I always try to find and suggest 
the middle ground between two points.

The theme of this magazine is “No Excuses”. Do you ever 
feel you’re making excuses like, “My position isn’t great, 
so I can’t negotiate.”?    
That’s an understatement—I always imagine the worst-
case scenario before going into a negotiation. I’m not sure 
if that’s an excuse that potentially gets me a bad deal.  
Or is it more a rational consideration of how far I’m willing 
to go before walking away from the table?    

Did you ever have the feeling that you got a bad deal?
No, never. And that’s the advantage of my attitude. It’s the 
generosity of being happy with a bad deal. Maybe I’m a 
loser if you speak in terms of maximum target or the 
“best deal” measured purely in numbers, but measured in 
attitude to life, measured in serotonin, I’m not a loser.  
I can look in the mirror and consider myself very lucky.  

INTERVIEW
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Do you just tell yourself that or is it really part of your 
personality?
I truly believe it. The question always returns to the 
objective. If I enter a negotiation as an egoist wanting to 
achieve the absolute maximum, then I feel like a loser if  
I don’t achieve it. If my goal includes that my partner also 
wins, then I’m happy. The question is: when is a win a win?  
How can I be happy if I can’t make my partner happy? 

Does it bother you when others come to you with 
excuses?
It’s very important to admit mistakes and learn from 
them. Admitting a mistake is not an excuse. 

Do excuses only exist then for businesses where 
openness is suppressed?
These excuses need a story. A story is told as a way of 
“saving ass”. We simply don’t have the time for such 
stories, we appreciate honesty and use it to create 
learning processes. We nurture a culture wherein 
excuses have no significance.

What’s next for FREITAG?    
We’re an SME on the cusp of M with headquarters in one of 
the world’s most expensive locations. We do everything 
ourselves, from design and tarp sourcing to marketing and 
sales. A large chunk of our production also takes place in 
Zurich. We’re delighted that sustainability is gaining 
traction and that our brand is associated with the term.  

Were you striving for sustainability when you founded 
the business?
The term didn’t even exist back then. We’ve always been 
sustainable, but didn’t always know it. Recycling was the 
thing in those days. We were always motivated to work 
with existing resources. It was fun and made sense. We 
view sustainability as a duty, not a unique selling point.   

What’s the next step for you personally? 
We’re self-sufficient, we don’t rely on investors and that 
feels good. We have the freedom to go our own way and 
remain true to ourselves. Cooperation in connection with 
digitalization will be an important topic for the future. 
We’ve always strived for consent rather than consensus, 
and the confluence of digitalization and new forms of 
organization fascinates me greatly.       

How would you describe your brother Markus in  
a negotiation?
He has the ability to question everything continually  
and the willingness to stand up in a negotiation, draw  
a line and start over. 

And if I asked Markus what he would say about Daniel’s 
negotiating skills?
He appreciates this deep penetration, this deep immersion 
until I understand something fully. I have enough knowledge 
to make decisions in a negotiation.    

“He has the ability to 
question everything 

continually.”

TRADEMARK 
–––––––

Sizes vary, the quality remains the same:  
sustainable also means indestructible. 

INTERVIEW
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THE NEW RULES 
FOR DIGITAL  
NEGOTIATIONS
AN INTERVIEW CONDUCTED BY BRITTA WEDDELING, EDITOR-IN-CHIEF OF THE  
FOUNDERS’ FESTIVAL BITS & PRETZELS.
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at an earlier stage. We had planned some workshops and 
our N-Conference in Shanghai, which we unfortunately 
had to cancel. And although we followed the coronavirus 
crisis in China closely, the speed and impact of it here in 
Europe still took me by surprise. 

What impact did the crisis have on your business?
Our institute is built on two pillars: seminars and 
consulting. And although the seminar side of our  
business collapsed completely, we were able to switch 
many of our workshops to online courses. We created  
a new webinar concept for this purpose, which has  
been very well received by our clients. Consulting also 
dropped off to pretty much zero for several months, but 
many negotiations are now entering a difficult phase.

DIGITAL NEGOTIATING – THE NEW RULES

“DIGITAL MEDIA 
MAKES EMOTIONAL 

NEGOTIATIONS MUCH 
MORE OBJECTIVE”

Many founders said it’s better to wait until the economic 
situation has recovered rather than negotiate during the 
coronavirus crisis.
We’re presented with a truly unique opportunity during a 
crisis, one that’s unlikely to return in a similar form in the 
foreseeable future. That opportunity is to “walk through 
fire” together and come out the other side as real 
partners, or even as true friends. Every well-connected 
negotiation professional I know forged their strongest 
relationships during a crisis—not during a time of 
flourishing abundance.    

And you think investors would have been willing to  
do that?  
A negotiation consists of two elements: a conflict and a 
mutual dependence. Investors rely on start-ups, they put 
a lot of money on the line, so they become suspicious if 
during a crisis there’s nothing to signal a negotiation.

Trust comes from negotiating?
Yes, absolutely. Negotiating creates trust by highlighting 
the importance of a relationship. Refusing to negotiate 
breeds mistrust. 

During the crisis, nobody knew how long it would last or 
what kind of world it would lead to. How can anybody 
plan a negotiation in such uncertain circumstances?
That’s exactly why you need a plan. The more insecure the 
situation, the more important the plan. The term we use 
in negotiating is “strategy”, a mental guideline used as a 
basis for orientation, a quasi-guard rail not to be crossed.        

The negotiating partners, the investors, are just as 
insecure. 
This is the first crisis that has affected every sector of the 
economy in every country around the globe. The 
2008/2009 financial crisis was different. There was an 
epicenter, Wall Street in New York City, and the affect was 

largely limited to the financial sector. Of course, this 
financial crisis impacted on many other sectors, but the 
cause was clearly identifiable. We knew who was 
responsible and we knew it would soon pass. The 
coronavirus crisis was another species entirely. Nobody 
knew what to do, which also meant that nobody knew what 
would happen. We’re all in the same boat and we have to 
come together to find solutions. 

Investors could say, “We’re all in the same storm, but 
not the same boat!” 
My experience is different. It’s precisely investors who 
want to find solutions with start-ups. It’s important for 
both parties to strive for long-term solutions and quantify 
risk. Short-term solutions just don’t work in a crisis. 

Many people negotiated digitally for the first time. How 
has “Teams”, “Webex” and “Zoom” changed negotiating?
Negotiating hasn’t changed at all. It’s still about targets, 
strategies and tactics. What was new, however, was the 
feeling of losing control of the negotiation through not 
being able to analyze an opponent effectively. PH
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Is it a clear disadvantage if I’m not able to analyze my 
opponent as effectively as I once could?
On the contrary, it’s a great advantage. Digital media 
makes emotional negotiations much more objective.  
If your opponent gives you a hard time or attacks you 
personally, you react emotionally. The feeling of distance 
afforded by digital negotiations softens the blow. There’s 
also another advantage: the usual off-the-record 
conversation en route to the coffee machine now takes 
place on LinkedIn. Communicating with our own people 
usually occurs via WhatsApp, in China via WeChat. 

You mention China. Your institute has an office in Hong 
Kong, is that why you were better able to assess the crisis?
It meant we were able to deal with the coronavirus crisis 
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businesses have, for example, R&D in the USA, 
procurement in Germany, accounting in Romania, IT in 
India and so on. This is the exact opposite of a bubble.  
You no longer know your opposition’s negotiating 
partner—nor do you know your own people! Teams are  
put together for projects and then negotiations begin,  
this leaves no scope for establishing trust. 

And that makes negotiating easier?
Yes, I’m sure of it. I’m no longer wasting time building 
relationships. I’m focusing acutely on preparing for the 
negotiation. And it’s much better from a compliance 
standpoint. There are no more invitations to dinner, no 
more gifts, no more Oktoberfest and so on. 

That’s interesting. But why do so many managers insist 
on trust and long-standing relationships?
It’s an excuse!  

For what?
For losing money.

That’s a very surprising take.
Let’s assume I’m a sales manager and I don’t get the 
desired three percent price increase across to a 
customer. What do I tell top management?

I safeguarded our relationship with the customer,  
and we’ll continue to do business?
Exactly. It’s an excuse for unprofessional negotiators.  

“YOU NO LONGER KNOW YOUR 
OPPOSITION’S NEGOTIATING 

PARTNER—NOR DO YOU KNOW 
YOUR OWN PEOPLE!” 

DIGITAL NEGOTIATING – THE NEW RULES

Do you have an example?
We support global corporations through negotiations  
with labor unions in Germany. Global corporations have 
international partners and international guidelines. If, for 
example, a business rolls out a new software worldwide, 
this has an impact with regard to labor law in Germany, 
because it could be used to monitor the working time of 
employees. A global business, however, cannot always 
take the legal situation in Germany into consideration. 
These labor unions think regionally and fall back on 
German law. Having international labor unions would 
make things a whole lot easier. 

Will the coronavirus crisis and digital negotiations 
change the way negotiations are conducted in the future?
Our experience tells us that it has been changing for a 
long time now—only the DACH countries haven’t yet 
realized it.      

But changes on the road to digital negotiations lead to a 
loss of trust, because it’s much easier to establish trust 
with somebody you know personally.
That’s the old world. People know each other there, they 
meet for lunch or dinner to discuss critical points. If a 
negotiation escalates, you just go to your negotiating 
partner in person and iron out the creases. There are still 
communities working in bubbles: politics in Berlin or the 
start-up community in Silicon Valley are good examples. 
These bubbles will soon burst, however, because the 
people inside them are destined to miss the boat. Global 

PHASE 1  |  “ANCHORING”  
Topics and numbers are first “anchored” before a negotiation begins. This anchor is a combination of 
storytelling and negotiation targets. 
Example: storytelling—due to the 2025 Internal Compliance Directives, we’re obliged to ask all strategic 
partners if this partnership is based on mutual appreciation.
Target: we see your contribution to this partnership as being a 3% price reduction per annum.    
Medium: e-mail

PHASE 2  |  INFORMATION  
Anchoring is followed by an “Information Meeting”. A video conference is used to check that all participants 
have the same information in front of them. Phrases used should be along the lines of, “Are we discussing 
the same information?” or “Are misunderstandings completely ruled out from this point on?”
Medium: Teams, Zoom etc. 

PHASE 3  |  NEGOTIATION  
A negotiation can only begin once all the information has been clarified. Expectations will always 
differ, but the information must be the same for everyone. Digital negotiations should be conducted  
via telephone or video conferencing software. Continue to implement all previous strategies and 
tactics, such as agenda setting, making demands, periodic summarizing and so on. 
Please note: the negotiation may be recorded, so no attacking, accusing or reproaching  
your opponent.   
Medium: telephone, Teams, Zoom etc.

PHASE 4  |  DEADLOCK  
As in face-to-face negotiations, there’s also a deadlock phase in digital negotiations.  
When options are discussed and no progress is made, then off-site negotiations begin—in face-to-face 
negotiations this would involve a trip to the coffee machine and a mutual examination of how the 
problems can be solved. 
The new coffee machine is LinkedIn or WhatsApp. In addition to the official negotiation, fresh possibilities 
can now be explored unofficially on LinkedIn.
Medium: LinkedIn, WhatsApp, WeChat 



Mr Hahn, you spoke about cybersecurity at the Munich 
Security Conference. You’re the CFO at Marc O’Polo  
and were confronted with a cyberattack on your own 
business.
Yes, one Friday our entire IT system just shut down.  
We were unable to send e-mails, make telephone calls  
or send goods and invoices. The hackers’ contact details 
were stored on our back-up server.  

How did you and your team react?
After an initial emotionally charged, non-target orientated 
internal discussion, we pulled ourselves together  
and decided how we were going to proceed. We quickly 
realized we weren’t going to solve the problem on  
our own, and that we’d have to call in leading external 
experts.     

That’s when we got the call at our institute in Zurich.
It was really helpful in this situation to have the right 
contact and right experts on the phone as soon as 
possible. We also called in external IT experts to support 
us with the technical and organizational side of things.  
We immediately blocked all bank accounts. We got stuck 
in a queue with one bank, that was stressful. It’s essential 
to be able to contact the right people quickly—even on 
 a Friday afternoon.      

What did you do next?
We found the hackers’ contact details on our back-up 
server. It’s a highly sophisticated set-up indeed.

Then the negotiating began?
We had to organize ourselves internally and obtain the 
negotiation mandate first. We got the green light to 
negotiate very quickly. This mandate with its maximum 
and minimum targets was our clear starting point for 
further negotiating with our opponent. It’s imperative at 
this stage to involve internal and external stakeholders, 
and to make the situation absolutely clear to them.
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And how did you begin negotiating with your opponent? 
We knew from the external negotiator’s contact with 
similar cases how the negotiation was going to proceed. 
There were settlement cases where businesses had not 
made contact for over a week. That was a huge mistake, 
as it led to higher demands and greater damage. 

So you have no choice but to negotiate?
Yes, that’s correct. With one exception, and that is if you 
reduce the risk of an attack by backing up your data in a 
way that no damage can occur. We went into negotiations 
with the aim of finding a solution before Monday. For us as 
a fashion business, the logistics of supplying customers 
and our own stores is a critical link in the value chain. 
Incidentally, we called our opponent “sports lover” in 
order to remove the emotional factor from the negotiation. 

How did you deal with this pressure?        
Blocking all the bank accounts and not being able to 
transfer money on Saturday or Sunday bought us some 
time. We had to make our decision by the beginning  
of the week, so we had the whole weekend to do that. 

What is your current status after four months?
Our core systems are up and running again. 
Nevertheless, the costs incurred and loss of sales  
had a considerable impact on our profit situation.  
We subsequently invested significantly in our  
IT infrastructure, personnel and training program— 
but we know there’ll be more attacks. 

What are your “lessons learned” looking back at it today?   
Firstly: good insurance. Many businesses gravely 
underestimate the risk. 
Secondly: data protection. It’s not only important to back 
up data, but also to be able to reboot the system at any 
time. Hackers are highly sophisticated technically, we 
weren’t even aware they could penetrate so deeply into 
our back up servers.

CYBERSECURITY 
EMERGENCY PLAN

1.  IT emergency number
a.  Who needs to be informed?
b.  Are telephone numbers up to date?
c.  Is reachability guaranteed outside  
 office hours?
2.  Who reported the attack to you?
3.  What exactly happened, what  
 peculiarities did the system show?
4.  Which system is affected?
5.  At what time precisely was the trouble  
 first observed?
6.  In which building, in which room  
 and on which laptop was the trouble  
 first observed?   

Best Practices:
1.  Stop using the system immediately
2.  Jot down everything you notice
3.  Stick to the Cybersecurity Emergency  
 Plan—don’t do anything unauthorized.

CYBERCRIME
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Thirdly: you need a plan you can quickly put into action in 
case of an attack, as well as a list of the right people and 
telephone numbers, and an exact procedure to follow.
I have to be honest and say that if we didn’t have the 
external IT and negotiating specialists to help us, we would 
never have been able to tackle the problem on our own.

INTERVIEW WITH JÜRGEN HAHN, 
CFO AT MARC O’POLO
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TAILOR MADE
THE NEW PROGRAM 
STRUCTURE

PROGRAMS
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THE “ONE-SIZE-FITS-ALL” APPROACH TO SEMINARS IS NO LONGER APPLICABLE. 
NEGOTIATIONS OF THE FUTURE CAN ONLY BE MASTERED BY FIRST MASTERING SPECIFIC 
STRATEGIES AND TACTICS. WE’VE STRUCTURED OUR ENTIRE CONTENT SO THAT IT CAN 
NOW BE TAILORED TO MEET SPECIFIC REQUIREMENTS. FOR THE FIRST TIME, OUR 
PROGRAM INCLUDES WORKSHOPS FOR ALL MANAGEMENT LEVELS AND AGE GROUPS.
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Children from the age of 6 can learn to negotiate at our 
“SUMMER CAMP”. Here they discover how to address and 
develop solutions to conflicts with parents, siblings, friends and 
teachers and apply them in numerous exercises. 

Youths aged 16 and over can visit #NEGOTIATE, an afternoon 
packed with essential input and discussions about conflict 
resolution. In addition to our location in Munich, we now also 
offer #NEGOTIATE in Zurich and New York City.

Our new “YOUNG PROFESSIONAL NEGOTIATOR®” program 
assists career starters with their first customer and supplier 
negotiations and internal negotiations.

Our “QUALIFIED NEGOTIATOR®” program is now regarded as a 
classic. We offer this program in Zurich, Munich, Frankfurt, 
Vienna, New York City, Shanghai, Singapore and Dubai. These 
in-house workshops are very popular with our clients. In them, 
we focus on the role of the negotiator at the table.

The “ADVANCED NEGOTIATOR®” program is aimed at 
professionals. This program is ideal if you’re an experienced 
team leader interested in finding solutions to difficult situations.

Our new “PROFESSIONAL NEGOTIATOR®” program offers the 
entire content of the Schranner Concept® in an online workshop.

“60 PLUS” is a new program for managers with knowledge and 
experience they’d like to share. We work together to discover 
which strategies and tactics are successful, especially in a 
global environment.
 

THE SCHRANNER CONCEPT®  
is the guiding principle 
recognizable throughout our 
entire program. Our concept 
focusses on leading negotiations 
proactively—never looking on, 
never reactively. 

TAILOR MADE 
–––––––

In addition to the content learned, sharing with other participants is also essential. These new building 
blocks allow you to “be among each other” in order to share experiences and knowledge. 
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PROGRAMS

Now available as an online course
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PROGRAMS

THE NEW  
ONLINE COURSES

WE OFFER THE SCHRANNER CONCEPT® ONLINE FOR CAREER STARTERS  
(YOUNG PROFESSIONAL NEGOTIATOR®) AND EXPERIENCED NEGOTIATION LEADERS 
(PROFESSIONAL NEGOTIATOR®).

The first years of your career are the most important. It’s a time when  
you position yourself for the future and lay down the tracks to success, 
when you learn to prepare professionally and to position correctly.  
It’s also when you start leading negotiations with opponents that appear 
more powerful than you. You’ll be optimally prepared with the 
SCHRANNER CONCEPT® to view conflicts and escalations positively.    

You lead even the most difficult negotiations to a successful 
outcome using the SCHRANNER CONCEPT®. You use law 
enforcement and FBI techniques to get the right team set-up, 
involve decision-makers and actively promote conflicts.  
You develop the mindset you need to succeed, and learn to lead 
strategically and tactically—never again intuitively.

YOUNG PROFESSIONAL  
NEGOTIATOR

PROFESSIONAL  
NEGOTIATOR

KATHARINA BICKEL is the 
founder and Managing Director 
of a start-up. She spent many 
years negotiating for a 
corporation in the USA, and 
knows the challenges faced by 
career starters in both small 
and large businesses.
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QUALIFIED  
NEGOTIATOR
ONLINE

More info: schranner.com

Do you value flexibility and high-quality professional development, regardless  
of time and location? With our Qualified Negotiator Online® certified program,  
you lay the foundations for creating a powerful digital-age negotiating team.  

SAMUEL GIOIA, Program Director, 
is in charge of the certified 
program and supports our clients 
at our Zurich Office

PROGRAMS

LEARNING MODEL

DURATION
Four weeks

DELIVERY
Online

CERTIFICATE
Online final examination.

PROGRAM STRUCTURE

TOUCHPOINTS
Virtual and personal

REAL  
NEGOTIATING  
SITUATIONS

SMALL  
INTERACTIVE 
GROUPS@

FOR BUSINESSES
Are you interested in tailored solutions and content for your business or department? We’d be delighted to create a 
business-specific Qualified Negotiator Online program to meet your individual negotiating needs.



INTERVIEW

Would you want to work under the chef Tim Raue? 
Sure, I would. He encourages and challenges his 
employees. Tim Raue is tough but fair

What distinguishes your management style? 
Honesty in my approach, setting and achieving precise 
targets, and seeing every employee as an individual. 

Where did you learn leadership?
Leadership was demonstrated to me. I then adapted it.  
I later improved my leadership style through constant 
self-reflection and, of course, further training.      

How do you ensure that your employees work in your 
interest?
I try to define common goals before developing them 
with each respective employee.

And do you manage to remain friendly at all times?
Who says that’s the path to follow?

Would you say you’re a negotiator open to compromise 
when it comes to implementing your dishes, or do you 
insist that your demands are followed to the T?
Dishes are developed as a team. The responsibility that 
those dishes meet our standards, and those of our 
guests and critics, lies with me.

How do you deal with excuses?
I don’t. There are no excuses. It’s about discovering what 
went wrong. Factual analysis and a corresponding 
evaluation make it clear how the error occurred. The 
result is how this error can be avoided in the future. 

And if something doesn’t work out, do you resort to 
making excuses to your employees, guests or even 
yourself?      
No, if something goes wrong I apologize immediately. 
For example, if a dish is over salted or overcooked,  
I offer realistic compensation. I always deal with 
problems and mistakes openly and clearly. 
 
Anyone cooking in your kitchen has to be…
Ambitious and headstrong. You have to want to be one  
of the best. 

Generally, training to become a chef is often described 
as “tough”—truth or exaggerated representation?
Learning a craft is generally characterized by the  
huge gap between theory and practice, therefore it  
is perceived as a challenge. Personally, I think those 
challenges are the reason you grow and why great  
things are created.

Would you choose to be a chef again?
Yes!        

And do you really like Tim Mälzer? 
There’s much more to it than that, otherwise we couldn’t 
do what we do to each other. It’s absolute trust and 
knowing who we are that makes it possible to deal with 
each other the way we do. 

There are no excuses

FOR TIM RAUE, CLARITY OF ACTION AND SUPPORT FOR EVERY INDIVIDUAL 
EMPLOYEE IN THE KITCHEN IS MORE IMPORTANT THAN FRIENDLINESS.  

THE TV-CHEF KNOWS NO EXCUSES. BUT HE IS OPEN TO MISTAKES.  

Year of creation: 1974. Former member 
of the Berlin youth gang “36 Boys”. 
Tim Raue boasts an eventful past and 
busy present. The TV and Michelin-
star awarded chef is a man of action, 
both in the kitchen and when it comes 
to implementing new ideas. In this 
interview, he reveals what leadership 
means to him, and how he ensures 
the quality of his cuisine remains 
consistently high. His choice of words is 
short and concise. He leaves no room for 
interpretation. His demands are clearly 
defined, his expectations precisely 
formulated. 
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save the dates

#NEGOTIATE  |  NEGOTIATING FOR TEENS 
SEPTEMBER 26, 2020  |  MUNICH

OCTOBER 10, 2020  |  ZURICH

I DO IT MY WAY  |  NEGOTIATE SUCCESSFULLY 
OCTOBER 23, 2020  |  MUNICH
OCTOBER 29, 2020  |  VIENNA
OCTOBER 30, 2020  |  ZURICH

N-CONFERENCE  |  THE HIGHLIGHT OF OUR INSTITUTE 
OCTOBER 05–10, 2020   |  ZURICH 
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THE INTERNATIONAL NEGOTIATION AUTHORITY

Schranner AG  
Negotiation Institute
Limmatstrasse 260
CH-8005 Zurich    
Phone +41 44 515 46-16

Schranner Negotiation LLC
500 7th Avenue, 12th Fl
New York, NY 10018
Phone +1 (646) 907 9017 

Schranner Negotiation Ltd.
20/F, Leighton Centre,  
77 Leighton Rd,
Causeway Bay, Hong Kong
Phone +852 3957 4065

Schranner Negotiation Consultancy
Emaar Boulevard Plaza, Tower 2
Dubai – UAE
Phone +971 55 872 5565

info@schranner.com   
www.schranner.com
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