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46894 9 1 1 0 1 0 0 1 1 1 0 1 1 1 0 0 Environmental:- learned behaviour: you expect people from a certain country to act in a way - maybe a foreignor will say all portuguese will like to work remotely to escape from work easily.- shared values: characteristics of people of a culture are different but may do things equal - China's (collectivist) and Germany's (Individuamodelic) people may prefer to work remotely.Immediate:- dialect: even in countries where the culture is the same, they have different ways of saying and doing things (although they don't vary much) - in lisbon people are used to work remotely and in Alentejo they are less likely.- personal context: even if you are from the same culture (or even relative to your family), you will certainly have different experiences in life as all people. - my mom isn't good with technology so she won't work remotely and I prefer to work remotely.Moderate daptation is often more effective than ‘acting as the romans do’ in cross-cultural negotiations because tryingto learn how the to negoa1,5 1,0 0,5 Only one valid environmental factor (culture) but duplicated; no second 
distinct env factor; no immediate-context factors identified; Part b 
omitted cultural familiarity.

10,5

46914 10 0 1 1 1 1 0 1 1 0 1 1 1 1 0 0 Starting with the environmental factors, instability is relevant in this context, as countries entered a moment of unstable economic and politic conditions as well as geopolitical complications after the pandemic, generated by the closing of businesses both private and public, as well as problems with migration of people between countries, the example of New Zealand represents this, in the way they closed borders for quite some time, only to delay the pandemic effects, generating problems in the country later than the rest of the world, impacting the local businesses negatively. Also, Culture plays a big role, since in times o adversity such as the pandemic, the values and characteristics of each culture stand out on how the people deal with those problems, in the post-pandemic scenario, Portuguese companies tried to gain back what they lost, tangibly and intangibly, representing the culture. The Immediate factors can be the strategy of the negotiators, as after such an unexpected shift in global conditions2,5 2,0 0,5 Both environmental factors correct; no immediate-context factors; Part b 
omitted cultural familiarity.

12,5

47166 12 1 1 0 1 1 1 1 1 0 1 0 1 1 1 1 Although, nowadays, it is easier to reach the international markets and look for new opportunities, there are crucial factors that can highly influence new agreements. The way that the world became "smaller" on the post-pandemic, enhanced the contact between cultures instantaneously, opening greater doors to experience them and adapt to it on international corporate setting for example (Ramadan). Also, this world's openess raised the amount of information available to everyone (news, conversations, business relations), totally changing how companies analyze and evaluate possible partners ( not only more options, but also more different ones!)Moreover, this proximity of cultures made the business environment more competitive, as companies easily establish contact with other ones on the other side of the globe, making easier to find a partner whose ethical values or objectives are more similar. Also, this cultural openess allowed companies to employ from different countries, changing their values and vision, 1,0 1,0 0,0 Only culture identified (no second env); no immediate factors; Part b too 
vague, no risks or familiarity explained.

13,0

51451 14 1 1 1 1 1 1 0 1 1 1 1 1 1 1 1 As a CEO of a startup, paying attention to the world surronding myself and company is key, once I can spot factors I must tackle (﻿immediate context)﻿. However, there are factors that I can cannot control (the ﻿environmental context﻿). In the ﻿environmental context, ﻿political instability can be taken in consideration since after the pandemic many governments and laws where unstable, thus affecting our startup to enter in different markets. Moreover, we must think of culture﻿, we are about to expand and there are differences in ways of being, thinking that wew do not have control over, so we must tackle to have control with. In the ﻿immediate context﻿, bargaining power can be a good factor, since after a crisis more companies will need consulting advice and our company can charge more, once it has more leverage. Also, the ﻿parties involved﻿ have changed for example: there are now more willingness to buy online, so there are different buyers interested in our service. Moderate adaption is often more effe4,5 4,0 0,5 Part a perfect; Part b solid but omitted explicit reference to cultural 
familiarity.

18,5

51939 12 1 0 1 1 1 1 1 1 1 1 1 1 1 0 0 The environmental context factors are factors that we don't have any control over, opposed to the immediate context factors in which we have some control. Two environmental context factors are the economic landscape and the political landscape, which we can't control but will shape how we can attract new clients, with for example high inflation or more restrictions, which can damage business. Two examples of immediate context factors are the oppeness to change, and adaptive culture, which describes how willing people are to embrace new ideas and adopt them, which increased during the pandemic due to the fast need of changing our ways of living and adapt to the new reality and influenced how people behaved in the post-pandemic context and can affect how we can attract new clients after it.Moderate adaptation is when the company adapts in a moderate way its behaviour when working or dealing with people from another culture, which can be more effective than fully embracing the other culture, because a different1,5 1,0 0,5 One valid env (political), one invalid (economic not on the framework); 
no immediate factors; Part b omitted risks/trust/familiarity.

13,5

51961 12 1 0 0 1 1 1 1 1 1 1 0 1 1 1 1 Moderate adaptation brings a level of adaptation to the context in which the negotiators are within, and also to cultural factors. In cross-cultural negotiations, said moderate adaptation will have impacts on the effectiveness of the comunication during negotation and help in assuring that escalations take place while preserving the state of the relationship. In a world in which we cannot just simply dominate the other party; multiple negotiations with the same party are common and the idea of creation of value is set as a goal when it comes to negotiating, adaptation and a showcase of openess are essential to achieve a solid relationship and win-win scenarios. Looking into post pandemic context, environmental factors could be the development of a new work model status quo (looking into a social level), making it so that workers now demand for remote work policies from companies; and another factor could be development of governmental policies and procedures to regulate ai, as given with enforcement of data3,5 3,0 0,5 One env (AI regulation as political/legal), one invalid (new work model 
not on the model); both immediate factors correct; Part b lacked explicit 
risks/familiarity.

15,5

52056 10 0 1 0 1 1 0 1 1 1 0 1 1 1 0 1 As part of my preparation, the two environmental context factors that I identify are cultural differences and communication dificulties. Cultural differences have a strong relevance in this case as they will emerge daily between stakeholders. They will be clearer in the negotiations processes. Different cultures and ways of doing business create more difficulties in negotiation processes and in intereaction between different parties. Communication dificulties are also a environmental factor that is going to be relevant. With a business that works in the international market, and in a era where working from home is a common habit, most negotiations are happening online. This opens a lot of doors (as you have more ways of negotiating) but the processes of negotiating become more complex and exausting.Two immediate context factors that I identify are legal factors and representativeness heuristics. International laws, foreign laws and other legal factors will be noticed from the beginning. Some advantages will0,5 0,5 0,0 Only one env identified (culture) with no clear post-pandemic example; 
no immediate factors; Part b too vague, no risks or familiarity.

10,5

52110 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 In negotiations, particularly in this internactional market, we need to be aware of environmental factors, those we cannot control, and immediate context factors, those we have some influence on and that are more directly related to the parties involved. The international political context of greater nationalism post-pandemic is an environmental factor that will impact negotiations, since people tend to be less open to other cultures. Another, is the social context related to the pandemic which leads to a shift in communication to a more impersonal one (preference for on-line over in-person meetings). Immediate context factors can be the relationship with the other party and the power dynamics between the two. The relationship and network can be harder to explore dealing with international clients and the developments in AI (that can give consulting insights for basically free) can put them in a position of greater power when negotiating with our smaller startup.Firstly, if you are not absoulutely familiar 4,0 3,0 1,0 One env missing (social context not on the model); immediate factors 
correct; Part b full.

19,0

52201 13 1 1 1 1 1 1 0 1 0 1 1 1 1 1 1 Starting by the contextual factors, the Covid-19 pandemic brought tremendous change to the World, disrupting the international channels, making countries to turn proteccionist instead of globamodels. This also led to huge change in the labour world. Companies had to learn working remotedly, and most companies figured out that it wasn't needed for them to always be at the office, some things could be done away. In fact, most people loved working from home. So, an envriornmental middle-ground factor was established between companies and their working force: hybrid work. The current developments in AI come up as an important environmental factor. At a time where most companies' efficiency was put to proof, AI comes exactly tackling that problem. The current advancements in that area are helping the companies to become more and more efficient. AI will and is already cutting a lot of jobs, and it's up to the next generation to understand how it can leverage AI to better optimize it's utility to the companies wit0,0 0,0 0,0 No valid environmental or immediate factors; Part b lacked any risks or 
cultural familiarity.

13,0

52776 13 1 0 1 1 1 1 0 1 1 1 1 1 1 1 1 In this scenario the CEO created his Startup having identified the following two enviromental factors that occured. One of them is the Covid19 pandamic and the other one is the accessibility to AI models. Also two contectual factors can be identified which directly derive from the enviromental factors that occured. Linked to the pandamic, companies had to allow employees to work from home, which created a new standard for hybrid work arrangements. And through AI models beeing used for multiuple taks now, companies need to train their employees how to use AImodels in the market to remain resiliente and competitiveness in a rapidly changing environment. As the CEO whats to attract new clients especially in the international market it is important that he emphasises on a modorate adaption for companies regarding those two enviromental factors. For the hybrid working arrangements topic it is important to create more alternative meeting concepts and verifying their effectivness before allowing employees to wor0,5 0,5 0,0 Only “pandemic” counted as instability/change (env). No valid second 
env. Immediate factors not from the framework Part b lacked any 
discussion of risks or negotiation relevance.

13,5

57287 11 1 1 0 1 1 1 0 1 0 1 1 1 1 0 1  AI is growing and taking each day a bigger part in the business world. Be prepared to explain how the company brings value that AI can't replicate. Have to show that you are updated with technologies, but can still bring added-value.- Want to bring in international clients, need to ensure that the communication can be well established, that you have the same expectations, and that remote communication will not damage the outcome.  Being able to adapt quickly is crucial. As mentionned, the business world is constantly changing rapidly, need to show adaptiveness, understanding, and flexibility, to grow as fast as the industry. - Competition is increasing rapidly, companies are noticing new gaps and opportunities that can be taken. It is now even easier to enter a market and rapidly grow, by finding the right approach. Differentiation is even more required post-pandemic, need to create a real brand image and stay true to it, add authenticity. In most cases of cross-cultural negotiations, moderate adapta0,5 0,0 0,5 No valid environmental or immediate factors; Part b omitted cultural 
familiarity (though mentioned trust/inauthenticity).

11,5

58176 13 0 1 0 1 1 1 1 1 1 1 1 1 1 1 1 Environmental: 1. Because of Covid, the awareness of health has increased. Still, many people have a phobia agains bacteria. If there is an in-person meeting, Lil-Focus-Gen needs to be aware that many cultures prefer to have a physical distance between people, as the awareness of the personal space has increased.2. As WFH structures were applied during Covid, it is normalised nowadays to not fly out to another country for a negotiation but to use online meetings. Lil-Focus-Gen needs to adapt and expect that the other party would prefer online meetings.Immediate: 1. With rapidly-changing technology trends, more and more technology is being leverages during negotiations. Studies have shown that upper management often has troubles grasping technology. Lil-Focus-Gen needs to understand that although it can be effective to use technology in negotiations, they need to focus on user-friendly technology when dealing with their client to not overwhelm them.2. As in the pandemic most of the people where isola0,0 0,0 0,0 None of the factors modeled match the defined environmental or 
immediate dimensions. Part b lacked risks and cultural familiarity.

13,0

58420 0,0

58434 8 0 1 0 1 0 1 1 0 1 0 1 1 1 0 0 Environmental context means, that there are factors that none of the negotiatiors can influence. Immediate context on the other hand includes factors, which at least one of the negotiators can have some impact on.Relevant environmental factors could be politics and legal requirements. The politics are relevant to Lil-Focus-Gen in a post-pandemic context, because there was a political shift, which can lead to other changes, in some countries as the different parties campaigned with different measures to deal with the pandemic. Law and legal requirements are also relevant in this sense, that laws were adapted during the pandemic, which can have an influence on the working processes in the current time. Immediate context factors could be internal stakeholders and the goals/targets that Lil-Focus-Gen now has. Internal stakeholders such as employees of Lil-Focus-Gen might have a different mindset through the pandemic and be are therefore more careful and precise in all other matters, which gives the company a 3,5 3,0 0,5 Only one distinct environmental factor (political/legal); second missing. 
Immediate factors both correct with examples. Part b mentioned 
ingenuine adaptation but no reference to cultural familiarity or detailed 
risks.

11,5

59771 11 1 1 1 1 0 1 1 1 1 0 1 1 1 0 0 As the CEO of a newly established consulting startup looking for new clients in the international market, I should keep in mind during my preparation of several factors and effects characterizing not only the industry, but the entire world after the last major global events (covid-19, hybrid-work and AI's development). Firstly, as an environmental factor it's worth mentioning the possibility of remote-working, which is still in use even though the pandemic is over. The implications are various and after years, Moderate adaptation is, most of the time, more effective in the sense that allows for a deep and conscious implementation of a strategy (or process), understanding better the "why" behind it and consequently implementing it in the best way possible. Futhermore, it helps keeping or improving the relationships with the rest of the parties involved, as well as being aware of not leaving behind other important aspect. It supports both parties dealing or overcoming differences and obtaing the best possib0,0 0,0 0,0 No defined environmental or immediate factors identified. Part b did not 
address risks of full adaptation or reference cultural familiarity.

11,0

59932 12 1 0 1 0 1 1 1 1 1 0 1 1 1 1 1 Today the world is becoming increasingly globalized and regarding environmental factors, each country has their own political setting and societal views, which affects the way I will engage with the specific clients I will try to recruit. Moreover, shaped by different societal values, each culture has specific acceptable behaviors relfected, for example, in their current legal systems in place. Thus, the following factors are important in order for myself to correctly approach these individuals and hopefully persuade them to become my clients, while acting politicaly and culturally correct.Furthermore, immediate factors such as the relationships with the current stakeholders involved in the negotiation (in this case my possible client), are key as I need to understand them more deeply. As a result, I'll enhance the relationship by exploring our differences and adopting an integrative approach that best fits everyone's needs. Additionally, the bargaining power of stakeholders is essential. As an example,, th2,5 2,0 0,5 Env: “political/legal pluralism” and “culture” both valid. Immediate: 
“stakeholders” and “bargaining power” both valid. Part b gave general 
rationale but did not explicitly mention cultural familiarity.

14,5

60063 10 1 0 1 1 1 0 1 1 0 1 0 1 1 0 1 One of the factors after Covid was inflation and therefore marcorencomic-uncertainity. Beacuse of the the Covid-19 pandemic, Central-banks were forced to highten interest rates to limit the rising inflation. These had major impact on many industries as getting a credit became much more expensive and therefore we saw a massive decline in economic activity, which had major practical relevenace for many industries as they were forced to become more reselient in many ways. The second environmental context Factor was the tendency of countries to foster protectonism. Especially as we see it now in the US with the tariffs, there was a major shift in politics to more conservatism and less globalization. Consequently companies have to redesign long created supply chains and find new trade-partners. On the other hand, one immediate context factor was that relationships become less personal due to increased digitalization after Covid. This tendency to more digital relationships and communictaion channels majorly impac1,5 1,0 0,5 Part a: “Inflation” (instability/change) and “protectionism” (political) 
covered two env; one immediate (“prior relationship”); second invalid. 
Part b lacked explicit mention of cultural familiarity.

11,5

60274 12 0 1 0 1 1 1 1 1 1 1 1 1 1 0 1 Evironmental factors (not directly influencable) in the post-pandemic world are one the one hand, that there is a political and legal pluralism that influences how companies are forced to operate. For example, there are new hygiene guidelines, that differ from country to country have set complex standards that might be interdependant with a companies operation depending on the sector. Another example are external stakeholders like worker's rights colations that pressure companies to introduce new work models like hybrid working or reduced work days in a week, that might interfere with the companies ideology and requires complex negotiation strategies.Immediate factors (that we have some control over) are for instance the relationships with negotiation partners of a company e.g. with suppliers that have post-Covid restrictions. In this regard companies can make concessions to accomodate the long-term relationship, while aiming for mutual benefits - like priorization of supplies for the company for better con5,0 4,0 1,0 17,0
61452 12 0 0 1 1 1 1 1 1 1 0 1 1 1 1 1 One environmental factor is the politcial environment of a country and the political events happening, for instance the newly elected president in the United States: Doland Trump. This event was influenced by political conviction of a huge popularity. Second, the changing values of currecies in different countries. This is depending on the success of markets  and the economic sitiuation. Both environmental factors can not be influenced by a single person and have huge influence on how the market is performing post-pandemic. Context facors include relationships with negotiators or parties from different cultures. These relationships, for instance the relationship between a german company and a russian supplier can be actively stopped if values dont align anymore. In contrast to environmental factors context factors can be actively influenced. This is especially important since such actions/inactions shape public perception in times where messages easily spread and polarize on the internet. Sometimes modera2,5 1,5 1,0 Environmental: “political environment” (0.5) and “currency risk” (0.5). 

Immediate: “prior relationship” (0.5). Part b explained authenticity/trust 
and mentioned familiarity considerations—full credit.

14,5

61893 11 1 1 0 1 0 1 1 1 1 1 1 1 1 0 0 It is important to mention that we can only actively manage/influence the immediate factors but just have to accept the environmental factors. The first environmental factor is for example the legal system the clients in the new country are operating in - especially important in cases of potential hybrid work settings (are there any regulations that support or prohibit remote work which ultimately could affect our potential for new clients). A second evironmental factor are the culture & values within a country - maybe the culture is strongly differentiating between work & family life and it is seen as an obligation & a privilige to go to the office, so there is limited potential. One immediate factor are the internal stakeholders that are directly affected by the potential new client - maybe companies just invested into new offices and employees had to move to new locations - a shift to remote work could create tensions between company & employees due to contrasting guidelines. Another immediate factor is lo3,5 3,0 0,5 Both env (legal/political, culture) and one immediate (stakeholders) 
correct; second immediate “local knowledge” not on model. Part b 
explained resource/time risk but did not reference familiarity.

14,5

61893 13 1 1 0 1 1 1 1 1 1 1 1 1 1 0 1 One environmental factor is Cultural Norms. Understanding the similarities and differences between cultures is essential to work together effectively. E.g., culture can be seen as shared values (Hofstede). Knowing this can significantly help in crosscultural negotiations. For example, increasing adaptations of AI: Knowing the long-term-orientation part of that framework, when approaching a new client it could be beneficial to understand where they are oriented more pragmatic, where AI consultaion would be beneficial to prepare for the future.Another environmental factor is government & policies. Knowing the governement of the respective country of clients can help in preparing and planning negotiations. Some countries, e.g. Germany provide grants for small businesses to prepare them for the post-pandemic world. Knowing that can be leveraged and included in the initial bid when entering discussions with potential clients. Immediate factors include Relationships. Productive relationships are important and 2,0 1,5 0,5 Env: “culture” (0.5), “political/legal” (0.5). Immediate: “relationships” 
(prior relationship, 0.5); “interest/tactics” invalid. Part b noted 
authenticity/trust but omitted explicit familiarity.

15,0

61907 13 1 1 0 1 1 1 1 1 1 1 1 1 1 1 0 The two environmental context factors I deem to be most relevant are the "Foreign Governments power and bureaucracy", as for an example, one could think of the development during the Covid-19 pandemic when businesses were facing new and unforseen regulations and bureaucratic hurdles, that quickly changed and made production or service delivery increasingly more difficult. As for the second external context factor "Instability and change".  For an example why these two are relevant think of a country where, during covid 19 lockdowns, people were not able to work remotely because the unforseen overconsumption of electricity lead to shortages and outages in electicity and wifi connection. For the two immediate context factors, "Level of underlying conflict" and "Relationsship before and during the Negotiation" there can be said that they are both pracitcally relevant as they will both have major impact on how negotiations with potential clients would be influenced and whether or not there would be additional4,5 4,0 0,5 Part a complete; Part b gave a general rationale but did not explain risks 
of full imitation or explicitly reference cultural familiarity.

17,5

63492 12 1 1 0 1 1 1 1 1 1 0 1 1 1 1 0 EnivromentalHybrid work setting: Some cultures may prefer hybrid work due to flexibility, e.g., Europe, whereas companies in more controlling cultures, e.g., China, do not, so LFG will have to adjust their strategy based on the geographical location of clients. Attitudes towards in ai: ﻿More individuamodel cultures (based on Hofstede's criteria), e.g., are more likely to adopt new ai advancements as it would promote economic progress, whereas more collectivist cultures, e.g., Eastern Europe, may be reluctant as it may lead to certain jobs being made redundant. LFG should focus on the former.﻿﻿Immediete﻿﻿﻿﻿Time preference: ﻿Novelty of ai means there is a lot of companies entering this market. This gives potential clients a number of credible BATNA's, so LFG should aim to close deals quickly.﻿Adaption to global setting: Gaining an international client base would require LFG to create an adaptive negotiation strategy dependent on where the client is based.While 'acting as the romans do' may work in some 0,5 0,0 0,5 No defined environmental or immediate factors. Part b noted mistrust 
risk but lacked reference to cultural familiarity.

12,5

63495 11 1 0 0 1 1 0 1 1 1 1 1 1 1 0 1 The switch from an in-person to an online environment during the pandemic highly influenced the relational aspect of the negotiations as parties did not sit togetherv and talk. Today, a lot of companies still tend to follow negotiations online because it saves time and money but minimizes the ability to build trust as easily and sustainable as they were able to do before. This also influences the attraction of new clients for the Lil-Focus-Gen startup.Besides that, a lot of companies fell in some kind of conservation mode and did not want to change anything in their business due to the uncertainty about the future. Others that did decide to change things for the better or stay innovative might still benfit from these changes today and are more open to hiring an outside firm/start-up that helps them to grow.In addition, the desire and availability of information, especially post-pandemic, makes it easier for companies to compare the offer of consulting firms and therefore highly increase their possible BATNA0,5 0,0 0,5 No defined environmental or immediate factors; Part b mentioned risk of 
harming outcome but omitted cultural familiarity.

11,5

63539 12 1 1 0 1 1 1 0 1 1 1 1 1 1 1 0 Environmental context factors are outside factors, which can´t be controlled, while immediate context factors can partially be controlled.Environmental factors:Employees require more flexible work. Managers need to adopt the way of working, based on employees expactations. Employees expecting home office or flexible working hours. If not delivered, companies will struggle to attrackt high-performers.Competition has increased, due to higher efficiencty by the use of AI. This environmental-factor has a huge influence on companies. If not able to increase the efficiency, they will loose the race. Repetitive tasks or due dilligences can be quickly performed by AI. Immediate factors:Energy costs (Ukraine war). This immediate factor, can partially be controlled. Having too high costs, profitability will decrease. Reduced requirement office space, due to increased home office. Having large offices is directly connected to monthly rent payments, which can be avoided by adjusting the required space. Contract 1,5 1,0 0,5 Env 2 was not a defined aspect (AI/competition not accepted); both 
immediate factors were outside the framework; Part b omitted 
discussion of familiarity.

13,5

63557 10 1 1 0 1 0 1 1 1 0 1 0 1 1 0 1 Environmental factors are factors that you can not change, in an international negotiation you can´t change the culture of your negotiator. Other example post pandemic is that many companys start operarting completly online without presencial offices and start to expand internationally and have multiple nationalities working together, so comunication as a team might be challenging since you can not change the fact that you are doing remote work but you can do zoom/teams cals instead of sending emails in order to avoid miscummunication or catch subtle voice tones or facial expression that otherwise you wouldnt, so is realy important to chose your social bandwithth which constitutes an immediate factor.immeddiate factors are factors that you have the ability to change and control like the way you communicate with the other party, if you are from an european country negotiating with a japanese company you should take in consideration that probably the deal is going to take longer to be finished since they have1,0 0,5 0,5 Only “culture” was valid; “technological advancements” invalid. No 
defined immediate factors. Part b mentioned authenticity risk but 
omitted clear discussion of cultural familiarity.

11,0

63607 11 1 1 0 1 1 1 0 1 0 1 1 1 1 1 0 During the Covid-19 pandemic remote work gaind traction world-wide, but after the pandemic face-to-face negotiations and personal talks gained higher importance, as it reflects genuinity and trust. Especially when trying to attract new clients in the international market it is important to have a high cultural inteligence (CQ). When entering entering negotiations with foreigners from different culturs you must understan the different levels of contextual communication. Europeans prefer timly (fast) decisions that can be made by individuals and they act very direct in communications - low level contextual communication. On the other hand especially Japanese will show a high level contextual communication style. This means that they prefer to make decisions in groups, take some time to discuss them and show an indirect communication style. In such situations moderate adaption is usually more effective, as it is important to frame the negotiation so that both parties have the same understanding and one doesen't 0,5 0,0 0,5 No defined environmental or immediate factors named; Part b explained 
misunderstanding risk but omitted cultural familiarity.

11,5

63634 13 1 1 1 1 1 1 1 0 1 1 1 1 1 1 0 Legal and policy aspects or frameworks (each point) are a concern as this scontext marks a significant, introducing changes/uncertainties. E.g., Use of AI could help to idenfity/attract customers by categorizing and preparing tailored advertisement and offers to their needs. However, some countries restrict the use of AI regarding customer data while others are rather open to use AI for advertisement/customer attraction. Since we can't influence these standoints of different regions, we have to prepare, how and when to use AI. Further, the role of external stakeholders (customers). E.g. when consulting management teams reagrding the implementation of AI, we must understand that clients in some cultures are open to use and implement AI tools while others wouldn't want to works with us (more sceptical). Internal Stakeholders (employees) have to be open to hybrid work agreements to better adapt/expand service offerings. In some cultures (e.g. high scores on Collectivsim or Power Distance) people might work les1,5 1,0 0,5 Environmental: “external stakeholders” (0.5). No other defined env 
factors. Immediate: “internal stakeholders” (0.5). Part b noted 
authenticity/disrespect risk but omitted clear discussion of cultural 
familiarity.

14,5

63643 9 0 0 1 1 1 0 1 0 1 1 0 1 1 0 1 Environmental factors are the ones neither of the parties can control, in this case two examples: the pandemic itself and its constraints, such as economic reprecusion on the businesses, and the advance in the AI sistems and its application to the day-today life. For example, our reality ended up changing from, particularly the economic instability for most companies, creating the necessity to utilize better their resources and wanting to invest in consulting projects to ensure the companie's sucess in the long-term. Addicitionally, the advance in the AI generates new opportunities for better managament of resources to maintain advantage. When having a shorteg on the financial budget makes consulting the best investment.In the other hand, immediate factors are the ones the company can control: hybrid work choosen to stay after the pandemic and the countries to which the company will expand to. The first one creats a flexible work-life balance and give better quality of life to the employees and, in the long0,5 0,5 0,0 Only “instability/change” counted as environmental; no defined 
immediate factors. Part b lacked any discussion of risks or cultural 
familiarity.

9,5

63747 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 Environmental context factors, one of the main contexts when dealing with different cultures, can't be controlled by the CEO. In terms of increasing importance of AI, political and regulatory factors are crucial to analyze. For example, countries like China or the US follow a "low regulation"-approach when it comes to AI which gives companies more freedom in implementing strategies, while Europe is more regulating. Furthermore, the differences in culture is another environmental factor that can't be controlled. Markets like Germany or Japan can be categorized as high uncertainty avoidance cultures while people from the US are more pragmatic cultures, more willing to drive change. The relationship between the CEO and employees is a central immediate factor that can be controlled by him. Increasing AI use lead to high uncertainty of employees in terms of replacements. Reducing this uncertainty by managing the relationship is central. Hybrid work arrangements often lead to conflicts in companies. Controlling t5,0 4,0 1,0 — 20,0
63760 12 1 0 0 0 1 1 1 1 1 1 1 1 1 1 1 The first environmental factor is Inflation, which especially went up after covid, where adaption and a new assessment of financials and processes are necessary. Secondly, also technological advancement especially with AI influences how businesses do their day to day, consultation in effectively using these technological advancement might be necessary.An immediate factor are the relationships and how you handle them, especially when attracting new clients its important to adapt to their needs and wants, to understand their behavior and adapt to it. Another immediate factor is the organisational flexibility, the way companies work changed after Covid with lots of remote work so it's important to adapt to these needs, focus on flexibility and technology. Moderate adaption is especially important for cross cultural negotiations, as values and norms can be different, it's important to adapt, in some cultures, harmony and relationships might be the most important part others stay professional and want to pursu1,5 1,0 0,5 Only “Inflation” matched instability/change. “Technological 

advancement” not on the model. One valid immediate (stakeholders); 
“organizational flexibility” not on model. Part b omitted explicit cultural 
familiarity and detailed full-imitation risks.

13,5

63766 13 1 1 0 1 1 1 1 1 1 1 1 1 1 1 0 Environmental context factors include any factors that can not directly be influenced by a person as they derive from external situations. One such factor includes the ability for people to work remotely post-pandemic and therefore have access to many different options and possibilities, which increases the other parties BATNA. Another environmental context factor includes the rise of AI, which is also linked to the spread of misinformation as people tend to do less of their own research. When information sources become less trustworthy it is particularly important to fact-check statements and not be too naive in trusting what is being presented. Immediate context factors relate to the factors one can directly influence and therefore increase one's leverage, knowledge and power. In this particular instance, one could make use of cognitive cultural understanding, which relates to the knowledge of other cultures, particularly about their behaviours or values and can be useful in order to adapt one's offerings t0,5 0,0 0,5 No defined environmental or immediate factors; Part b noted 
trust/reputation risk but omitted cultural familiarity.

13,5

63826 12 1 1 1 1 0 0 1 1 1 1 1 1 1 1 0 In such contexts environmental factors are those out of the control of all parties involved in the process. In this specific scenario, they can include external stakeholders, ideological differences, shocks to the economy (epidemics as well), and technological breakthroughs. Each of these has a specific degree of impact on your strategy. For instance, ideological differences should definitely be considered when presenting a consulting plan, as some business strategies, perfectly ethical in some cultures, may be perceived as unethical in others. Similarly, risks factors such as shocks to the economy must be taken into account when addressing new clients internationally. However, one must consider the existance of other factors, immediate ones, that are within the control of negotiators. When attracting new clients, the goal of the negotiation as well as the intended relationship between the parties affect your approach. One must know whether there is an intention to continue interacting and whether the goal 5,0 4,0 1,0 Full criteria. 17,0
63839 10 0 1 0 0 1 1 1 1 1 1 1 1 0 1 0 Enviromental impact could be political, legal impacts which restrained the whole (business) world. Differening also from country to country. It changed the perspective for the business environment as you could work together virtually and dont need to fly to clients. When working with international clients we need to be aware what effect it has. The means of communication are not only in person anymore but people get used to talk virtually. This could expose an immediate effect and the Hofstedes model could help. Is the client (country) long-term oriented. Is a in-person relationship important to the client? Another environmental factor could be external stakeholder. E.g. Companies in an international context which already experienced best practices using AI in a management consulting firm (assume we dont) which makes working with more efficient but also pushes working individual. Does this changes the client (country) in preference of working collective or Individual. Immediate impact could be internal stakeh2,5 2,0 0,5 Two environmental factors (political/legal pluralism, stakeholders) 

identified but examples were vague; two immediate (stakeholders, 
desired outcomes) correct; Part b omitted cultural familiarity.

12,5

63909 12 1 1 1 1 0 1 1 1 0 0 1 1 1 1 1 Identify and describe two environmental context factors: ﻿The environmental context factors are factos, that can't really be controlled by the parties in a negotiation. The parties are actually influenced by these given factors.- Regulations/Policies from Politics/Government, after the post-pandamic it got difficult to attract new clients, particularly in the international market because of new and different rights, policies invented for more fraud safety and security. This concern has been evolving during the pandemic, after recognizing insecure gaps they're are more concernd and aware of international markets.- Infrastructure, after the pandemic the Infrastructure has been changing and evolving drasticlly. The approach from more conventional/old ways to online/data ways of gathering informations of new clients abroad.Identify and describe two immediate context factors:The immediate context factors are factos, that can more or less be controlled by the parties within a negotiation.- Core Values/belief1,5 1,0 0,5 “Political/legal pluralism” (regulations/policies) counted (0.5); 
“infrastructure” not on model. No defined immediate factors. Part b 
noted long-term understanding benefit but did not mention risks of full 
imitation or cultural familiarity.

13,5

63938 9 1 1 1 1 1 0 0 1 0 1 1 1 0 0 0 Negotiations in the international market imply involvement of different cultures that should never be underestimated. Negotiators dont have control over the external context. Examples of the external context are instability (lack of resources or financial/political/societal instability) and culture. Negotiators of companies do not have influence over another country's culture or instability. In terms of the post-pandemic context one could argue that some countries have experienced harder times with covid than others. Some might rely heavily on tourism for example and are now financially instable. Low instability means decreasing economy and companies are not willing to invest. Attracting new clients with low instability due to the pandemic is difficult. Culture has another huge influence. As an example, if a culture is more short-term oriented it might be harder to attract them after pandemic than clients with a long-term oriented culture. Negotiators appear to have some control over the immediate context. Th5,0 4,0 1,0 — 14,0
63947 12 0 1 0 1 1 1 1 1 1 1 1 0 1 1 1 According to the dual concern model, compromises and collaboration have never been more relevant to ensure competitiveness. The current trade affairs can hinder your competition, but spreading out your company internationally can lead the ability to move quicker and adapt, while gaining the maximum individual profiles that will complement your company in all different sectors, since asian markets have big tech players and german markets have high work ethics for example. Second,remote companies, where staff can work all across the globe,can occupy the company 24/7 with stafff in different time zones, but those different cultures. Expanding into Asia will bring new perspectives and work ethics to your german company, enhancing diversity and the potential of having positive conflict where everyone will eventually gain from this in the form of a learning curve, if they are open to it. However, expansion requires capacities and infrastructure inside the countries, meaning that less developed countries such as in 1,0 0,5 0,5 No defined environmental factors; only “relationships” matched an 

immediate (prior relationship). Part b lacked explicit cultural familiarity 
and detailed full-imitation risks.

13,0

63954 12 1 0 1 1 0 1 1 1 1 1 1 1 1 0 1 Environmental (environmental forces that neither negotiator can control to influence the negotiation): 1) Market trends, competition: Market trends cannot be changed by the individual(s) and if a client wants us to do X because of trend Y or competitor X, as the consultancy we will have to comply. Specifically after Covid, it became apparent that competition moves fast.2) Culture, Social Structure: ﻿Covid proved that human culture is very solid and won´t change easily. As consultants, we need to understand our international clients  ́culture and learn how to act around them.Immediate (factors that appear that negotiators can control): 1) Communication: The way we communicate with our client in terms of place (in-person or online) or style (open, friendly, cooperative or distant, assertive, dominant). Communication is important since one major challenge is to understand multiple influences of several factors in the negotiation process and to update them regularly. Communication became a lot harder due t1,5 1,0 0,5 Only “culture” counted as env; no defined immediate factors. Part b 
discussed adaptation levels (familiarity) but did not spell out risks of full 
imitation or trust implications explicitly.

13,5

64047 12 1 1 1 1 0 1 1 1 1 1 1 1 1 0 0 The first environmental context factor is external stakeholders. Stakeholders now can exert pressure on companies without having to be in the same location. They can be more dispersed around the globe but still be highly connected. The force of external stakeholders might have even increased as there can be more stakeholders overall. Cultural difference also play an increased role, as international (virtual) teams have been established. Employees from an American firm, who now work together with Indian colleagues are facing different cultural approaches than they might have before, requiring adjustments and understanding on both sides. The first immediate factor is desired outcome. As the world is increasingly connected, people might have increasingly different aspirations for projects, as there is more comparison, requiring different approaches eventually. Immediate stakeholders play a crucial role too as the needs to satisfy might be more broad than before, requiring internal adaptation. Moderate adapta4,5 4,0 0,5 Both env (stakeholders, culture) and both immediate (desired outcomes, 
stakeholders) correct. Part b explained flexibility but omitted explicit risks 
of full imitation and cultural familiarity.

16,5

64063 7 1 0 0 0 0 0 1 1 0 1 1 1 1 0 0 With the examples of lil-focus-gen, the concept of trust, hofestedes and cialdinis principles can be explained. Two environmental factors: we see a shifting from face to face /inperson meetings to online meetings and an Increase in AI. These two factors have effects  on employees and clients.The immediate context is that less inperson meetings mean that relationships can not develop as deeply as before, since there is  no smalltalk and less knowing someone outside the work context. The feeling of being a union decreases. Because of that cialdinis principles of reciprocity, to give someone something valueble in the beginning, to persuade better, is losing value. Furthermore building trust is harder. Relationships are important for people and they help to not be to biased. Knowing  only someone online personality can increase biases. The increased use of AI can mess with the concept of authentiticity. If you as a boss always said your employees are important to you,  you have to make sure that you don´t switc2,5 2,0 0,5 Neither “online meetings” nor “AI increase” are  env factors; only “prior 
relationship” counted from immediate dimension; Part b discussed trust 
but omitted explicit familiarity.

9,5

64074 13 1 0 1 1 1 1 1 1 1 0 1 1 1 1 1 Negotiators don't have control over environmental context factors, but over immediate context factors. Ideological differences: These are huge about the rise of hybrid working. Some argue that, working from home, having meetings online, enhances effectivenss and helps the climate change, while others argue that it leads to people being more lazy and damaging the team culture, as it lacks physical interaction.Cultural differences: In some countries, working from home is seen as a lack of commitment, whereas in other cultures it is seen as a sign of respect, especially when people are sick to not get the whole team sick.Relationship between negotiators before/during negotiations: Online meetings changed the way people negotiate, as non-verbal communication like body-language is lacking, and thus cannot be interpreted anymore.Desired outcomes of negotiations: The use of AI helps people to better plan negotaions (issues, bargining mix, BATNA, resistance point), which leads to poeple having an increased de4,5 4,0 0,5 Part a correct. Part b explained authenticity/trust but did not reference 
cultural familiarity.

17,5

64113 10 1 0 0 1 1 1 0 1 1 0 1 1 0 1 1 The environmental factors, so the differences in acceptance in other countries and cultures, are different openess to innovation and new technologies like AI. The other environmental factor is the importance of direct personal communication and relationship building with clients or colleagues opposed to using remote working and virtual meetings. Virtualmeetings are omnipresent after COVID. AIisthefuturewayofworkingandshouldntbeneglected. The immediate context factors would be the adoption of AI as a new technology and trusting it. The other immediate context factor would be meeting clients in virtual meetings and not personally eye to eye. For example in asian cultures like in china the personal aspect of meeting with clients is seen as very important. In other not highly developed countries AI use could lead to distrust in the technology and the ethics and wrong adoptation becaus of missing IT knowhow.Moderate adoption is often the better choice if you are not 100% sure you are completely aware of all the 1,0 0,5 0,5 Only “culture” counted; “technological advancements” not on model. No 
defined immediate factors. Part b mentioned authenticity risk but 
omitted explicit discussion of cultural familiarity guiding adaptation.

11,0

64145 11 1 1 0 1 0 1 1 1 1 0 1 1 1 1 0 Cross-cultural negotiations require strategies and characteristics to be definded and implemented. When considering attracting new clients you have first to analyze different factors: On the one hand,  there are environmental context factors -factors that negotiators can not change. When the company is analyzing the environment, factors can be for example the political situation in each market, the economical situation, technological standards in that countries or some legal factors. Especially technological standards and economical conditions have changed a lot due to the pendamic - usage of technical tools.On the other hand, immediate context factors include factors like the time conditions, relationship factors, interests. These are factors the negotiators can change and influence. A specific goal is to understand the clients specific needs, gathering information, giving information.Moderate adaption is often more effective, because on the one hand you really try to get to know these different cultures3,0 2,5 0,5 Only one distinct defined environmental factor (political/legal) – no 
second from model; two immediate (relationship, desired outcomes) 
identified; Part b omitted explicit full-adaptation risks and familiarity.

14,0



64205 13 1 0 0 1 1 1 1 1 1 1 1 1 1 1 1 Post-pandemic immediate context factors lie within our sphere of influence and control, such as; the way we set up our company, to address what problems, the inventive strategies we use, the services we offer and the technological implementation we promote in light of the actual changes in environment. (why important)We cannot affect the environment to a sufficient degree, but we can address the context around us, through harnessing things which are in our sphere of control and proximity (immediate context).Environmental factors lie outside of our sphere of control, such as the legal system, or the communication used in a particular country.When making reference to the graph of the framework, immediate factors stand between us and the environmental factors, which we cannot alter.A company cannot influence the demands of the environment. However, we can craft our path through the environment's demands, such as by leveraging the Covid19 restrictions, new hybrid policies, and the implementation of AI.2,5 2,0 0,5 Two environmental (legal/political, culture) identified; no 
immediate-context factors from model; Part b omitted explicit mention of 
cultural familiarity.

15,5

64223 12 0 1 1 0 1 0 1 1 1 1 1 1 1 1 1 As the CEO of Lil-Focus-Gen, itis crucial to understand the environmental and the immediate context factors influencing businesses in the post-pandamic landscape to attract new clients, especially internationally. Two key environmental factors are technological advacments and changing consumer behavior. The rapid development of AI has transformed business operations, enabling companies to optimize processes and enhace decision-making. For instance consulting firms can assist clients in implementing AI-driven solutions to improve supply chain efficiency. Additionally, shifting consumer preferences towards sustainibility and ethical practices require businesses to adapt their offerings. Consulting firmes can guide clients in developing strategies to meet these evolving demands, ensuring they remain competitive in the market.In the immediate context side, market dynamics and workforce adaption play significant roles. The shift towards online services has altered consumer behavior, and consulting firms can help0,5 0,0 0,5 No defined environmental or immediate factors. Part b argued for 
authenticity but omitted cultural familiarity.

12,5

64316 12 1 1 1 1 1 0 1 1 0 1 1 1 1 1 0 EnvironmentalExternal Stakeholders: As the Startup wants to seize the opportunity expanding in different international markets, many different cross- cultural external stakeholders will be involved in this process. Especially post-pandemic everything focused more on globalisation and digital tools, thats why many networks will be build up over online conversations. In this case it is even more important to build up trust (best case over: face-to-face), to guarantee long-term relationships which will be reslient in unstable times. Government/Politics: Regulations and politics are varying in different international regions. Having a worldwide network with contacts can provide easier access to settlments in other countrys, easier negotiations/pesuastions as there is already established trust between the parties and faster legislation.ImmedidiateInternal Stakeholders: Post-pandemic many jobs stayed in hybrid or remote settings, which is highly attractive to job seekers, especially younger generations. To be 3,5 3,0 0,5 Only one immediate factor (internal stakeholders) from model; 
“expertise” not on the framework; Part b omitted explicit mention of 
cultural familiarity.

15,5

64348 13 1 0 1 1 1 1 1 1 1 0 1 1 1 1 1 The environmental and immediate context play a huge role in the process and outcome. The environmental context, that is not controllable, can concern e.g. technological and economical factors. Especially during Covid, developments in AI, big data etc. have been shaping the world of tomorrow and are also in the post-pandemic context more important than ever. Businesses had to react quickly and put effort in digitalization and tech know-how, it also remains a crucial factor today with e.g. hybrid work arrangements. Moreover, the economic had slowed down in 2019/20 with companies shutting down their businesses, the world economy is again on the uprise e.g, with people spending more money. The Immediate context has controllable factors, such as teams and cultures. Teams became more diverse (generations, engagement, requirements regarding work-life balance) and globalization enhances but also challenges the work between different cultures while cross-cultural management plays an important role here to ensure succe0,5 0,0 0,5 No defined environmental (political/legal pluralism, culture, etc.) or 
immediate factors identified; Part b omitted reference to cultural 
familiarity and detailed risks of full imitation.

13,5

64352 10 1 1 0 0 1 0 1 1 0 0 1 1 1 1 1 As time goes by and world is developing, it's important to be aware of the changes and how to proced. As a CEO of a recent startup, this has to be top priority, because of latest investments and risks (bankrupcy), so adapting and preparing strategies leads to success. Two environmental factors could be:politics/laws - some laws may not coincide with what technology evoluation gives.language - negotiating trought computers could be a barrier considered to be face-to-face and use body language.Immediate factors could be:culture values - working at home could show weak worker characteristics, but for others could show that people value quality work time.culture menthalities - AI for some might limit intelligence but for others it helps innovating.In cross-cultural negotiations people should work with moderate adaptation, because people are different in mentalities and cultures ("What's best for me, could be an ofense to you"), so being radical it's not the best option. Choosing a niche way of acting can1,0 0,5 0,5 Only “politics/laws” matched a defined env factor, example was vague; 
no  immediate factors from the model; Part b mentioned authenticity but 
omitted risks and familiarity.

11,0

64421 12 0 1 0 1 0 1 1 1 1 1 1 1 1 1 1 Generally, the environmental factors are those that are out of control for the company, while immediate context factors are those that the company can influence. The first environmental context factor would be economic conditions. For example, currently there are tensions between the US and China about trade and tariffs. Secondly, there are political factors such as the shift towards right-wing parties not in favor of migration, which has become an increasingly hotly debated topic after the pandemic.Regarding the immediate context, a company can choose its internal policies, which influence the way of operations. For example, a hotel can establish standard operating procedures for its employees to welcome guests, ensuring quality of service. During and after Covid, many hotels adapted their standard operating procedures to adapt to shifting hygeiene standards. Another example could the flexible working hours or work-from-home policies that the company could establish, which many employees demand after the C1,0 0,5 0,5 Env: “politics” (0.5); “economic conditions” invalid. No defined 
immediate factors. Part b referenced time/familiarity but omitted explicit 
trust and detailed risks.

13,0

64468 11 0 1 1 1 0 1 1 1 1 1 1 1 1 0 0 Environmental context factors describe factors, not directly influenced by negotiators/individuals themselves.First factor: Hofstede's distinction between a culture's general perception of individualism vs collectivism. For example, Japan is a highly collectivism-oriented culture. While in the USA full-remote or hybrid-work concepts are benefitial due to more focus on individualsim, Japan's collectivism culture requires me to adjust my consulting advice in respective regions to more in-person concepts.Second factor: Power-distance and hierachy are considered differently across cultures. While I could address a Scandinavian-CEO on eye-level, US-CEOs want their postion to be acknowledged by adjusted communication.Immediate context factors are cultural influences, influenced by negotiators/individuals themselves.First factor: differentiation between employees' focus on career success vs personal life fulfiments. While in the USA, some companies are moving back to full on-site work, as individuals seek caree1,0 1,0 0,0 Only “culture” counted as env; no immediate factors. Part b missing 
entirely.

12,0

64499 13 1 0 1 1 1 1 1 1 0 1 1 1 1 1 1 Regarding environmental context factors, there are several points influencing this situation. For instance, cultures have different attitudes towards uncertainty avoidance. This could mean that it could be difficult to gain new clients in countries with high uncertainty avoidance such as Japan because they could be sceptical about a startup's ability or general unstable macro conditions. Nevertheless, the recent developments also open business opportunities regarding hybrid work, where potential clients could be advised regarding what policies they should adopt for their employees. This could become especially relevant in countries with low masculinity and high tendency towards quality of life such as Scandinavian countries, where working from the comfort of your own home might be valued even higher.In terms of immediate context factors, the post-pandemic situation provides business opportunities regarding people's social interactions. As individuals are less engaged among each other through home office and1,5 1,0 0,5 Only culture counted as environmental; “hybrid work” not on model. No 
defined immediate factors. Part b omitted cultural familiarity.

14,5

64533 12 1 0 1 1 1 1 1 1 1 0 1 1 1 1 0 While some factors cannot be controlled (environmental), others can be controlled (immediate). Out of control was the high political interest in economic growth: Big investments were supported by governmental programs after Covid-based disruptions of industry capacities, such as Tesla's plant close to Berlin was supported financially. Such programs can be identified to improve the offer to clients and persuade interest-based (lower prices). Also, the pandemic accelerated industries' shift of work environments to online platforms. It is important to anticipate clients' way of working: To understand their "normality" (like scheduling meetings online) and act accordinly can help building trust (competence-based through sovereignity) and improve their process perception of collaboration, exploiting the trend by using online meetings as a first method.The "new normality" valued health-care higher. To choose a setting demonstrating the same core values is extremely important: In meetings one should be carefully2,5 2,0 0,5 Only “political/legal” and “stakeholders” counted; no second env or 
immediate. Part b gave authenticity rationale but omitted cultural 
familiarity.

14,5

64537

64560 13 1 0 0 1 1 1 1 1 1 1 1 1 1 1 1 Immediate factors for the consulting firm is its youth, it was just recently established has no big name internationally. This results in failing to get new customers as bigger more well known companies can have network and positional effect over us which requires the need for differentiation and building relationships and trust. Another immediate factor might be the ethical consideration, due to the effect of Covid a lot of companies struggle financially requiring the need to let people go. If we now give a recommendation to let people go it could affect our internal values and stakeholders, seem unfair and potentially damage our reputation which is hard to repair once damaged.Environmental factors like technology change, the change in AI landscape which results in might not beeing needed as a consultant/consulting industry anymore. For example a lot of companies develop their own AIs not requiring external consultants anymore. Secondly the overall downturn of the economy and associated consulting downturn0,5 0,0 0,5 Both “technology change” and “economic downturn” are not on the 
environmental dimension; no defined immediate factors; Part b did not 
discuss risks of full adaptation or reference cultural familiarity.

13,5

64619 12 1 0 0 1 1 1 1 1 1 1 0 1 1 1 1 The issue at stake is the expansion internationally. To prepare immediate context factors have to be taken into consideration, which have a direct impact on the business and outcome and can be influenced to an extent, as well as environmental context factors, that can't be controlled. It's important to take both into consideration to be aware of potential harm as well as benefits and coalitions. For immediate factors a strategy to shape and controll should exist and possible szenarios in the environmental context should be considered.Environmental factors could include government regulatories that change the use of AI or hybrid work for the firms client. Another factor could current and future international crises, e.g. a financial crisis or another pandemic, which would have an impact on all businesses and their budget. Immediate factors include direct stakeholders needs, also internationally, e.g. less demand for the type of consulting we offer. Another immediate factor is what shareholders or potential5,0 4,0 1,0 — 17,0
64831 9 1 0 0 1 1 0 0 0 1 1 1 0 1 1 1 A factor would be how the current developments like AI will effect the enviroment. This would cause diffuculty because Lil Focus Gen is trying to become a more enviromentally sustainable company, but it is hard to be when AI is one of the biggest contributers to energy waste. This is relevent because AI is such an emerging development, so it is important to recognize that these developments is key to run a sucessul business. Another enviromental factor is that the current developments are consatantly changing, which can be hard to keep up with in this current age.  For example when Covid 19 began rules and developments were contantly changing and was hard for companies to keep up. Since it is constantly changing the company  is worried about the rapid change. Context factor would be that clients would not agree to join because there was no former relationship since it is a startup company. This would be an immediate concern because often clients that have a previous relationship with the company tend to build1,5 1,0 0,5 Env: “instability/change” (0.5); no second env. Immediate: “prior 

relationship” (0.5). Part b argued for compromise but lacked explicit 
mention of cultural familiarity and detailed risks of full imitation.

10,5

64850 12 1 1 1 1 1 0 1 1 1 0 1 1 1 1 0 Negotiators can have an impact on immediate context factors, but not on the environmental one´s. Regarding the environmental context factors legal development plays an important role as rules and policies provide the range in which AI can be used. Moreover, politics are important as they shape the international relationships and are key to an environment in which international acting companies can succeed. Speaking about the immediate context factors the past and present relationships are important in such an disruptive and fast changing environment in order to provide stable outcomes for both sides. On top of that, the desired outcomes (e.g., Employees want more remote work vs. Boss wants them in the office) are important factors to consider.Moderate adaption is often more effective than understanding another partie´s culture in detail, because gaining detailed knowledge about the other culture and effectively integrating it in one´s own strategy may take up to several years. Even if effectively integrated2,5 2,0 0,5 Part a: Only “legal/political” as env; two immediates correct. Part b 
mentioned moderate approach but omitted explicit detail on 
full-imitation risks and didn’t fully articulate cultural familiarity.

14,5

64855 13 1 1 1 1 1 1 1 1 0 1 0 1 1 1 1 For international negotiations it is important to differ context factors, since environmental factors cant be controlled, while on immediate factors you appear to have some control. In the post-pandemic context one environmental factor would be legal pluralism. As stated in text, the introduction of hybrid work changes work settings. Hence, there is a need for new data privacy laws to be set up, changing requirements in international settings. Moreover, another factor are cross-cutural differences. After pandemic, meetings are increasingly held online and not face-to-face with social interactions decreasing. While some western cultures focused on career success may favor this development, non-western cultures, especially in Asia, put high emphazise on relationships that tend to suffer from this development. As already touched on before, one immediate context factor is referring to the relationship between the negotiating parties. Post-pandemic interactions tend to be less face-to-face, directly influencin4,5 4,0 0,5 Part b omitted explicit reference to cultural familiarity (though risks of 
imitation and trust were noted).

17,5

64858 14 1 1 1 1 1 1 1 1 1 0 1 1 1 1 1 Two environmental context factors are the legal and political context. The first one refers to the laws and regulations of each country and culture while the second one means the political landscape, system and how the people see politics. The legal context is important as during or after the end of the pandemic many laws were changed and everyone has to adapt to it. An example is the new EU law that is not as eager as before when it comes to sustainability. The political context is relevant since it often reveals trends for the future. For example, the political trend to support Ukraine with weapons will boost the weapon industry and all its stakeholders significantly in the future.Immediate context factors are the power distribution between negotiators and the parties inlcuded in the negotiation process. The first one is important as it can be fully changed in the post-pandemic world due to stronger focus on online meetings so that people that used to be good presenters do not seem as persuasive as before2,5 2,0 0,5 Env: “legal” (0.5), “political” (0.5). Immediate: “bargaining power” (0.5); 
“independent work” invalid. Part b noted authenticity risk and trust but 
omitted explicit cultural familiarity.

16,5

64890 11 1 0 1 1 1 0 1 1 1 1 1 0 1 0 1 Environmental context factors describe factors over which the negotiating parties have no control over. In the post-pandemic context this could mean that firstly, not every country was similarly affected by the Covid-19 pandemic because e.g. they have shut down borders earlier and secondly, e.g. due to different effects of the Covid-19 pandemic, the government had less capital to subsidize companies on AI development or companies occured losses due to environmental factors they had no control over such as the Covid-19 pandemic and did not have enough capital for Research and Development. Immediate context factors are factors that the negotiating parties seem to have control over. This involves cultures where people are very collaborative and do not want to work from home, making propositions by the CEO regarding hybrid work arrangements an unnecessary topic resulting in a failed attempt by the CEO. Another factor might be countries such as China where technical advancements are on top of the world because o1,0 0,5 0,5 “Instability/change” (post-COVID effects) counted (0.5); no defined 
immediate factors. Part b gave generic rationale but omitted explicit 
references to cultural familiarity and detailed negotiation risks.

12,0

64897 11 0 1 0 1 1 0 1 1 1 1 1 1 1 1 0 Important environmental factors in the post-pandemic context: Political Pluralism ﻿is important because the world has seen a change towards extreme political opinions on the political spectrum and Covid certainly has been catamodel. This is important for a business because one has to decide how to position (say nothing or become politically active) in such a heated environment.Additionally, Legal Pluralism ﻿is important because countries and Unions even in the western world have become very pluramodelic in their approach to handling new technologies like AI (e.g. US very liberal, EU more restrictive). As a management consulting startup, one has to find out how to navigate through this different regulations.Important immediate context factors in the post-pandemic context: ﻿Immediate Stakeholders ﻿is important, for example because having an extensive network even abroad is especially important when one wants to do business in a specific country. The connection could be beneficial to help with the current 2,5 2,0 0,5 Env: “political pluralism” (0.5) and “legal pluralism” (0.5). Immediate: 
“stakeholders” (0.5) and “desired outcomes” (0.5). Part b explained 
authenticity/trust but did not explicitly reference cultural familiarity.

13,5

64919 11 1 0 0 1 1 0 1 1 1 0 1 1 1 1 1 One environmental factor are the rising political tension which influence business and how they operate in a cross cultural setting. The recent tariffs imposed by Donald Trump have severly injured trust between different cultures when negotiating which makes information sharing less likely and hurts relationships in cross-cultural negotiations. Another environmental factor might be the willingness for some cultures to accept new truths or change, deviating from their traditions to bring forward innovation like AI. An immediate context factor might be the adoption of virtual communication channels. While the Covid 19 pandemic has proven that virtual communication can increase efficiency, trust and relationship building often suffers from it due to its social bandwith and the importance of face-to-face interactions when building trust. Another immediate context factor is the way you present your information to the other parties. By implementing AI into your information preparation process, you can make it mor1,5 1,0 0,5 Env: “political/legal pluralism” (political tension) and “ideology” 
(willingness to adopt innovation) each 0.5. No defined immediate 
factors. Part b discussed empathy/trust but omitted explicit mention of 
cultural familiarity.

12,5

64943 7 0 0 1 1 0 0 1 1 0 0 0 1 1 1 0 Critical factors determining to which degree change, adaptation is possible: Environmental factors are external powers which are not influencable or changable as they are not controlable from humans. In this case decrease  in 1. assets (investments) and the 2.bankcrupcy due to inflation of many firms are due to factors not controllable. This leads to and less willingness to invest (In AI) and general less cash flow . Furthermore, immedtiate context factors are controllable factors such as with which 1. stakeholders will be collaborated, and which 2. the strategy which will be  developed from the adaption to the environmental factors. Such as stakeholdern which are willing to invest in AI development and a strategy that allows employees to further train thereself in the field of AI.Different cultures, norms and dialects. As also Hofstede underlines each culture perceives and values different dimension. Therefore "act as a roman" could rather restraint the relationship building due to different peceptions in 2,5 2,0 0,5 Neither “assets/bankruptcy” are on defined env dimension; only 
“stakeholders” counted as immediate. Part b mentioned politeness but 
omitted explicit full-adaptation risks and familiarity.

9,5

65073 13 1 0 1 1 1 1 1 1 1 1 1 1 1 0 1 Environmental factors are those outside of the reach or control of any party, such as the pandemic itself, economic cycles, political turmoil or anything that can affect the parties envolved but with which they had nothing/very little to do with. These are of concern for companies, but there isn't much they can do. For example, the world is now more digital than ever and many meetings are now online, which in some cultures is problematic as innuendos, tones and expressions can go by unnoticed (collectivist, high context cultures).Immediate context factors are factors that companies control, like how they approach new markets, their ratio of differentiation to globalization, what trends to pursue and how they are pursued. A terrible example was D&G campaign in China.Moderate adapation is often more effective than just mimicking the other party's behaviour and norms for several reasons. The first one is to avoid being poorly received by the other side, i.e coming out as you are making fun of their way of do1,0 0,5 0,5 Only “culture” counted; no second env factor. No defined immediate 
factors. Part b discussed authenticity but omitted explicit cultural 
familiarity and detailed full-imitation risks.

14,0

65086 12 0 1 1 1 1 1 1 0 1 0 1 1 1 1 1 Starting with the environmental context factors. One factor is the possibility of another virus outbreak, terrible weather conditions as well as sickness and quarantien. These are out of everyones control and slow-down, stop or challenge the persuit of the negotiation. Further, the use of technologies can be another factor, since there can be a shut down or very slow interent-conections, software problems (like crowdstrike) that will make it difficult to negotiate, especially when the client is distributed all over the world.Now looking at the immediate context factos, one is the place and time the negotiation/deal will appear. When I want to attract a new client, most often the client has control over the factor of the negotiation/deal beeing in-persona or remote with a videocall, with in-persona having a hughe adavantage for me building trust. Another factor each negotiator/party can control is their tactics and cultural intelligence (CQ). Especially when dealing with international clients, motivational C0,5 0,0 0,5 No defined environmental factors; no defined immediate factors; Part b 
argued for trust building but omitted explicit risks of full adaptation and 
did not reference familiarity.

12,5

65111 10 1 1 0 1 0 1 1 0 1 0 1 1 1 1 0 Environmental﻿Political Situation: ﻿Refers to how you are allowed to make business in the country, which laws you need to follow and if the system is stable. ﻿One recent example is the Trump Administration in the US deciding to create high tarrifs from one to the other day.Culture: It refers to values, norms and behaviros. This is important to understand especially if you need to employ people - it influences the whole work environment and peoples performance. Especially the asian market is getting more important and e.g. the relationship to work in Japan is completey different compared to Germany. ImmediateStakeholder: Stakeholder are politicians, clients or employees which can highly influency how your business is growing in that country. If your clients are unhappy with your work they are not going to tell others from your good work. Relative baraining power: ﻿Refers to your standing in the market compared to competitors. Do you have the bargaining powert to win against a competitor in a negotiatio4,5 4,0 0,5 Identical to 41: Part a fully correct; Part b lacked explicit mention of 
cultural familiarity.

14,5

65158 11 1 0 1 1 0 1 1 1 1 0 1 1 1 0 1 Negotiating with different international cultures can be difficult in negotiations because there is a continuos need to adjust and tailor to them. Culture can be percived as :Learned Behavior - behaviors that the negotiator should expect.Shared Values - the overall norms and values that culture has (described by Hofstede and Schwartz).Dialectics - the contrasting tensions in culture.Context - behaviours should be understood at different levels simultaneusly.There are two context factors that shape culture which are Envirormental factors - which the negotiator cannot control - and Immediate factors - which negotiators have some power to control. Covid-19 impacted many aspects of culture; examples of envirormental factors can be Values and Power. For Immediate factor, two examples can be Relationships and Working styles. All these aspects were critically shaped by Covid-19, they were relevant factors since they vary significantly in cultures and were impacted by the emergency.Finally when we have a low 2,0 1,0 1,0 Env: “culture” (0.5); second env (“power”) mis-classified. Immediate: 
“relationships” (prior relationship, 0.5); “working styles” invalid. Part b 
referenced mediator, low/medium/high familiarity and rationale—full 
credit for familiarity.

13,0

65167 14 1 1 1 1 1 1 1 1 1 1 1 1 1 0 1 When recruiting or exploring opportunities abroad, we must evaluate both the environment we are dealing with by assessing the generational willingness to change and be to be challenged; and by understanding cultural interests that are common to the whole environment, like religion for example. Willingness to change (first factor) has been growing - or Uncertainty Avoidance has been decreasing -,as we notice that employees' willingness to look for, explore, and embrace job opportunities abroad has increased after the "industrial digitization" that came with the pandemic. As the generations evolve,people become more willing to change also due to the ease of long-distance transportation/migration, knowing that, it comes with uncertainty and sacrifice. It is also crucial to comprehend that interest in religion (second factor) may differ from country to country or even within the same country (Jerusalem is the "holy land" for 3 different religions and the region is divided between them), and these long-lasting b3,5 3,0 0,5 Both environmental factors valid (culture, ideology); only one immediate 
factor (prior relationship) counted. Part b omitted explicit mention of full-
adaptation risks and trust.

17,5

65191 13 1 1 1 1 0 0 1 1 1 1 1 1 1 1 1 Since my start up is offering online services, the covid pandemic gives us a real advantage in demostrating how it can thrive internationally. This is due to environmental factors such as the increase use of technologies (like Zoom or Skype) whom successes skyrocketed during the pandemic (the world has become much more technological) and the increasing importance of globalization (which means that every part of the world is nowadays connected, more than before the pandemic). Regarding immediate factors, that are the ones that the negotiator can act on, we can mention that covid has changed the way in which negotiations are done today: they do not need to be face-to-face to close a deal anymore so it has changed the way of communicating and this could be good for us since we are offering a service that can be done from far away; furthermore, covid also highlighted the importance of crafting strong relationships with a win-win approach (we have seen how collaboration between countries has developed when there1,5 0,5 1,0 Env: none defined; “relationships” counted as prior relationship (0.5). 
Part b referenced medium familiarity and risks of misinterpretation—full 
credit for cultural familiarity.

14,5

65225 12 1 1 1 1 0 1 1 0 1 1 1 1 1 1 0 Environmental factors: Now with the internationalisation there are way more stakeholders with different culture, which can be seen in e.g. different behavior or different shared values (Hoffstedt). New stakeholders can be the new clients, but also new regulatories or new competitors. Because in Italy there are already 4 competitors that do the same we have less power + trust their owns more. Considering negotiation partners maybe regulatories have a different role in this country and "sits" with you on negotiation table (multiple parties), because the company can't decide on its own.Immediate context:There will be a different way to communicates - via video-calls (with the new clients, but also within the team in the start-up). So the communications are going to be shaped way differently and you need new ways of communication-tactis, like writing in a group chat with your collegues during online negotiations. This will influence the way relationships and trust are going to be built. Next we also have the 1,5 1,0 0,5 Env: “culture” (0.5), “foreign bureaucracy” (regulators, 0.5). No defined 
immediate factors. Part b noted risk of mimicking but omitted reference 
to cultural familiarity and trust.

13,5

65240 11 0 0 0 1 1 1 1 1 1 1 1 1 1 1 0 Environmental﻿Political Situation: ﻿Refers to how you are allowed to make business in the country, which laws you need to follow and if the system is stable. ﻿One recent example is the Trump Administration in the US deciding to create high tarrifs from one to the other day.Culture: It refers to values, norms and behaviros. This is important to understand especially if you need to employ people - it influences the whole work environment and peoples performance. Especially the asian market is getting more important and e.g. the relationship to work in Japan is completey different compared to Germany. ImmediateStakeholder: Stakeholder are politicians, clients or employees which can highly influency how your business is growing in that country. If your clients are unhappy with your work they are not going to tell others from your good work. Relative baraining power: ﻿Refers to your standing in the market compared to competitors. Do you have the bargaining powert to win against a competitor in a negotiatio4,5 4,0 0,5 Part a fully correct. Part b noted risk of disrespect/inauthenticity but did 
not reference cultural familiarity.

15,5

65252 9 1 0 0 0 1 0 1 1 0 1 0 1 1 1 1 ENVIRONMENTAL: Politics and Laws. For politics, we can look at the conflict in Ukraine/Russia. This conflict/political dispute has led to some kind of "Economic Crisis". Additionally, when looking at the Environmental Factor of Law, we need to take the "new,stronger" GDPR Laws of the EU into consideration (this may be especially important for the use of AI and hybrid work arrangements, when handling data of e.g. employees, customers, and other stakeholders)IMMEDIATE: Outcome and History of Relationship. For outcome, goal here is to attract new/international clients, while ensuring competitivness and resiliance . (Example: Clients in Westbalkan) ﻿For history of relationship, it is important to be very well aware of the non-existant history of relationship(=example) , because the startup was RECENTLY created. Therefore, it is important to set reamodelic goals and pursue the new clients in a strategic manner, while using certain tactics. Lastly, cross-cultural intelligence is super important (Cognitive, M3,0 2,0 1,0 Part a: “Politics/Laws” and “Ukraine/Russia conflict” covered two env. 
and “outcome” + “history of relationship” covered both immediates. Part 
b fully addressed risks and familiarity.

12,0

65254 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 In terms of immediate context, immediate stakeholders and previous/ongoing relationships are relevant when considering international expansion of a company. First, some stakeholders may be against doing business with a company because of its country of origin. For example, avoiding business with China due to a stakeholder's transparency concerns. International expansion often means online meetings instead of physical ones, which may hinder relationship building with a new client and impact information sharing which is crucial to perform management consulting.Regarding environmental context, currency fluctuations and foreign government policies come into play. In the aftermath of Covid-19, people began to avoid over-relying on other countries, with some like the US even applying tariffs and other barriers to international business - foreign government policies may impact our ability to reach international markets. Additionally, as a management consulting startup, currency fluctuations lead to uncertainty, im4,5 4,0 0,5 All four parts of Part a correct. Part b explained difficulty and some risk 
but omitted explicit mention of cultural familiarity guiding adaptation.

19,5

65310 9 1 1 0 0 1 0 1 1 0 0 1 1 1 1 0 To attract new clients internationally one must understand beforehand if the current context allows such decision. Now we are more connected than ever - due to the pandemic (where digital was our only solution) costumers are more used to having service providers from everywhere and thus, Lil-Focus-Gen, is in great position to go international. Another environmental factor would be the fact that AI is now everywhere and helps, in real time, companies tailor their strategy and offering to their current needs. As in immediate context factors, governments are now interested in attracting foreign investment (specially in Europe, after Trump took over) and are willing to give help for new companies to operate in their countries. Another context factor would be social media (specially Tiktok) which has been responsible for the penetration of companies everywhere - mainly in the minds of consumers. Every company should take advantage of this new, low-budget, opportunity to attract costumers. Additionally, in cross-1,0 0,5 0,5 Only “foreign bureaucracy” (governments interested in investment) 
counted; social media and AI not on defined env dimension. No defined 
immediate factors. Part b lacked explicit reference to cultural familiarity 
and detailed risks of full imitation.

10,0

65382 10 1 0 1 1 1 1 1 0 1 0 0 1 1 0 1 Focusing on international and cross boarder markets brings new challenges to the table. Environmental factors are uncontrollable like politics, currencies or legal circumstances. As not controllable already indicates, you can´t do anything about political and legal circumstances in a different country (e.g. announced tariffs by another country like the US in recent months). Additionally, currencies are mentioned as environmental context factors as well. If you want to do business in a foreign country like Japan, you need to adapt and accept course volatility and transferring costs from the Yen while also coping with it. Immediate context factors on the other hand can be controlled. These factors are for example team makeups, venues and communication modes. Communication modes and venues can be controlled by agreements with business partners across boarders. If you have clients in the middle east it can be agreed on that there are meetings once a week online via MS Teams, while once a month they take place2,5 2,0 0,5 “Politics/legal” and “currency risk” counted; no defined immediate 
factors. Part b gave moderate rationale but omitted explicit 
full-adaptation risks and familiarity.

12,5

65391 12 1 0 1 0 1 1 1 1 1 1 1 0 1 1 1 When the Covid-19 pandemic hit the world, countries had a hard time dealing with regulations and the media to come up with a solution to combat the crisis. As a result, my company focuses on taking advantage of environmental factors we can not control like political decisions including laws and regulations as well as the media to offer world wide conuslting services to our clients focusing on international crisis management. For example, we prepare for future crisis scenarios by analyzing regulations and laws in each country to develop country specific protocols in case of future emergenices. We also provide a crisis management consultancy for companies, individuals and governments to develop a startegy in how to analyze and react to the media because since the pandemic it has become the most influential communication channel. Two immediate context factors my consultancy focuses on are creating process and relationship specific consultancy. These are factors that can be influenced which means we work closel2,0 2,0 0,0 One correct env (political/legal); second env missing. One immediate 
(relationship) correct; second missing. Part b noted trust but did not 
discuss full-adaptation risks or mention familiarity.

14,0

65409 11 1 0 1 1 1 1 1 1 1 0 0 1 1 1 0 Lil-Focus-Gen can adress following environmantal factors by consulting clients with projects focusing on immediate factors.Environmantal context factors (can't be infulenced by Lil-Focus-Gen):Shift to flexible work schedules: A factor that can't be changed as new employee generation shift towards more work-life balance. Replacement of simple labor jobs: Due to the rapid AI developments some simple labor jobs like wearhouse workers are replaced by robots and the integration of AI-based wearhousing systems. Immediate context factors (can be infulenced): Implementation of HR policies: Change in policies through implementation of agile working or flex-time models to directly infulence employee satisfaction (decreased stress and increased work life balance).Creation of new Training methods: Development of upskilling trainings or job enlargement/enrichment programs to upskill workforce to influence job replacement by AI.Moderate adaptation: more effective than any extrem tactic because:a) Not all negotiat0,0 0,0 0,0 No defined environmental or immediate factors identified. Part b gave 
general rationale but did not reference cultural familiarity or specific 
risks.

11,0

65505 13 1 1 1 1 1 1 1 1 0 1 1 1 1 1 0 Environmental context factors (cannot be controlled by the negotiating parties):1. Technological advancements: Increase in video call service options, even including automatic note taking and real time translation, making it easier to meet and negotiate with international clients2. Culture: The learned behavior, values and norms of a country or group. Post pandemic, the culture in many countries has become more protectionistic and sceptical of foreigners, potentially making it more difficult to negotiate with international clients.Immediate context factors (factors over which negotiators might have some control):1. Negotiator´s BATNAs: Consulting services have increased in demand during the pandemic. Currently, almost all corporations are already using consulting services and those who do not are well informed about their offerings. This has implications on negotiations for Lil-Focus-Gen because any offer they make will be compared to the offers of all other consultancies, increasing competitive press3,5 3,0 0,5 Only culture counted as environmental; “technological advancements” 
not on the model. Both immediate factors correct. Part b omitted cultural 
familiarity.

16,5

65525 14 1 1 1 1 1 1 0 1 1 1 1 1 1 1 1 Environmental and immediate context factors are important to understand in (cross-cultural) negotiations to keep complicated negotiations on track and prevent mishaps. One environmental factor is culture with it risk avoidance. Some cultures such as Americans are more risk tolerant and might want to take advantage of AI developments more agressive than other cultures. Additionally the tendency of some cultures to to be less linear with task and time management, for example could a delegation of brazilians show up late to a meeting with their german counterparts and do servel task during the online meeting which could be interpreted as a lack of motivation to reach an agreement by the germans.Immediate context factor are more easly changed than environmental ones.  One one is the medium of communication. Especially through emails and calls not all emotions and tones can reach the recpient as intend which is a growing problem with work from home since the pandemic. Another is the perception the negotiation,1,0 0,5 0,5 Env: “culture” (risk avoidance, 0.5); “task/time management” invalid. 
No defined immediate factors. Part b noted misunderstanding risk but 
omitted cultural familiarity.

15,0

65575 12 1 1 0 1 1 0 1 1 1 1 1 1 1 1 0 Cognitive competence plays a big role. It is important to know before you go into international negotiations that their norms and traditions might vary to the ones you grew up with. Is the other country more focused on Individualism or Collectivism for example. Masculinity vs Feminism can also be important. For example, if I am a male CEO and pitch my service to a Company (culture) where Masculinity vs Feminism plays a role, I will more likely to close the deal because they associate success with masculinity and men adapt to the past covid better (success wise). Another example could be indulgence vs restraint. I preferably pitch my service in countries where they value free time more as in the post covid spectrum there are new ways to allow employeed to have that. As I started my business recently I want to explore long term thinking cultures. The world has changed drasticly after covid and will change rapidly in the future, therefore the CEO looks for partner in long term thinking instead of short term succ1,0 0,5 0,5 Only one env (culture) identified; no second env. No defined immediate 
factors. Part b mentioned failure risk but omitted cultural familiarity.

13,0

65588 13 1 1 0 1 1 1 1 1 1 0 1 1 1 1 1 Over the past few years, the world has rapidly changed. On the environmental factors' side, the main ones that arised in the post-pandemic context are related to consumer trends and to geoeconomical uncertainties. For instance, consumer trends have taken a deeper turn to health-conscious eating habits and environmental-conscious buying habits. On the geoeconomical uncertains, what looked like clear economical alliances between countries are not that stable anymore. If on one side, that brings uncertainties to the markets, that can open doors to new alliances and new market conditions. On the immediate context factors' side, the adoption of new work habits, that allowed employees to work from anywhere, was a game changer to the job market and to how employees look at quality of life. Parallelly, the development of new technologies focused on providing new services to customers allowed for companies to further decrease commercial barriers, geographically-wise. In our globalized society, it is key to know ho1,0 0,5 0,5 “Geoeconomic uncertainties” matched instability/change; “consumer 
trends” invalid. No defined immediate factors. Part b gave rationale but 
lacked explicit full-imitation risks and did not reference cultural 
familiarity.

14,0

65681 12 0 1 1 1 1 0 1 1 1 1 1 1 1 1 0 ENVIRONMENTAL- Some of the counties have introduced mandatory amount of "work from home" days. This is a occasion to help companies introduce well organized and structured system, and how to communicate it to the employees. (after Covid, some comapnies still work in a unclear, and not sanctioned systems and guidelines.- The development of AI is unstoppable, and to stay comepetetive, some companies need to get help how to introduce AI as tools, having in regard it's transparency. ( In advertising agencies it is still often unlear, to wich extent graphic designers can use AI generated content to avoid plagiarism)IMMEDIATE- Our consultancy agency can help encorage their workers to legally use AI, to increace productivness and to save save more time wich can be used in more effective manner in other tasks. For example by introducing workshops or masterclasses with advanced operators of those softwares.- Consultancy can help companies and their workers by advising and funding some well beeing activities 0,5 0,0 0,5 Part a lacked defined factors. Part b mentioned mutual respect but did 
not reference cultural familiarity or full-adaptation risks.

12,5

65689 13 1 0 1 1 0 1 1 1 1 1 1 1 1 1 1 During the preparation stage, it is fundamental to consider the impact of immediate context factors that can be controlled by the organization (to a certain extent), and environmental context factors that cannot be controlled. When considering attracting new clients in an international market, cultural values and uncertainty avoidance are environmental context factors. For instance, particularly after the pandemic, the hybrid meetings and negotiation processes gained momentum. If the organization wants to attract new clients in a market that has a entrenched culture of face-to-face procedures and process decision-making, the company has to respect those values in order for the new client to feel understood.  Following the same rationale, when dealing with clients established in markets with high uncertainty avoidance, especially after the uncertainty period lived during Covid-19, the company has to ensure specific guidelines, regulations, plans and procedures to follow. Immediate factors can be the organiza1,5 1,0 0,5 Treated both “cultural values” and “uncertainty avoidance” as one 
culture factor—only one unique defined environmental factor; no 
defined immediate factors; Part b mentioned authenticity but no 
familiarity.

14,5

65721 11 1 0 0 1 0 1 1 1 1 1 1 1 0 1 1 Environmental context factors: - International competition of Lil-Focus-Gen to have arguments for own position because many companies already do consulting for international firms and support them with their internal struggles after Covid-19 and the fast developments of AI (For ex. Bain, Accenture, BCG)- General trend development to find out where the focus of people and politics are to have critical factors in mind like the rising trend of sustainability Immediate context factors: - Internal Know-How and possibility of Lil-Focus-Gen to provide expertise in technological transformation and AI topics, because of the fast development and high demand after the pandemic- Capabilties to serve international clients in ways of capacities, interaction and culture knowledge, because every culture differs in their needs and requires different expertise and solutions Moderate adaptation is often more effective because you sometimes see that people from different cultures don´t like it when people from the oth1,0 0,5 0,5 Env: “ideology” (sustainability trends, 0.5); “competition” invalid. No 
defined immediate factors. Part b referenced misunderstanding and CQ 
but omitted explicit cultural familiarity and trust.

12,0



65767 13 0 0 1 1 1 1 1 1 1 1 1 1 1 1 1 The first environmental factor that comes to mind is are political/legal regulations changes. On one hand, Covid has spurred on protectionism in a lot of countries and heavier regulations, not only regarding healthcare bit also data protection. A direct example can be seen in recent Australian digital Child protection Law, where  minors now only have restricted access to some digital content. This directly impacts how some social media companies have to function and thus this is where Lil-Focus-Gen could help. Secondly, on the looking at the economic side the spread of information due to globalization is stronger than ever before. Customer awareness and circulation of information can lead to decreasing customer loyalty and non-sticky customers. As two immedeate context factors, Workplace flexibility and Intercultural teams, can be named. Examples for this could be that after covid the demand for Remote-work or even the 35-hour week are becoming more popular. Moreover, working in multicultural teams requires d1,5 1,0 0,5 Second environmental factor (“global customer awareness”) not on the 
framework; no ldefined immediate factors; Part b noted authenticity but 
did not reference familiarity explicitly.

14,5

65816 9 1 0 0 1 1 1 0 1 1 0 0 1 1 0 1 Environmental factors: different cultures can lead to difficulties in negotiating with other parties. The company should consider the different cultural dimensions (individuality or collectivity style of working, hperception of power distance, the level of indulgement). Non-western cultures have a different negotiation style that western countries. For example,they can agree in presence but in their mind they disagree. Another environmental factor is the geographical distance of the countries. In this case remote videocalls/calls allow for working from far away while keeping in mind the different time zones too. immediate context factors--> when approaching to different countries, the communication style need to be considered. Not only the verbal expressions, but the non-verball expressions too. High-context country will consider the gestures, the eye contacts and will give importance to the overall situation too. On the contrary low context countries might go straight to the point and give limited info, th2,0 1,0 1,0 Only culture counted as environmental; “geographical distance” not on 
model. No defined immediate factors. Part b included risks and cultural 
familiarity, so full credit.

11,0

65929 8 1 0 0 1 0 0 1 1 0 0 1 1 1 1 0 Enviromental Factors: are factors that are not able to influence by the negotiating parties such as :1) legal Pluralism2) external stakeholders 3) Cultural Differences (we can´t change how different cultures e.g. interpret verbal and non verbal communicaton, so espically after the pandemic where everything gets more international  & globalized e.g. through teams-call we need to be aware of them)4) Ideological Differences 5) Political Pluralism6) Instabilty & Change ( we can´t controll all external factors e.g. with the pandemic, which caused some more drastic instability in other countries (other rules)).Immediate Factors are those which can be influenced by the negoiating parties such as:1) Relative Bargaining Power & Nature of Interdependece2) Immediate Stakeholders ( we can have an influence on the parties and people who are actively taking part in our negotiation)3) Relationship before and during Negotiation (when we want to have a good relationship we can try to sense that we want to  (322 Words)2,5 2,0 0,5 Environmental factors modeled without clear post-COVID examples 
(only identification points); immediate factors modeled without 
examples (only identification points); Part b omitted explicit risks and 
familiarity.

10,5

65953 14 1 1 1 1 1 1 1 1 1 1 0 1 1 1 1 Environmental context factors are external factors such as political, economical or cultural factors that affect businesses and their strategies. Usually these factors are given and can not be influenced or changed by a company. One example of such an factor is the uncertainty about economic development we are having because of geopolitical crises such as the war in the Ukraine. Another environmental factor is for example Donald Trump, who is able to heavily influence companies around the world with his economic decisions. If he for example decides to increase tarrifs, companies have to accept and adapt their strategy to these new circumstances.Immediate factors  include more specific aspects such as BATNA, power dimensions, or underlying interests/needs that affect business strategies. For example when OpenAI is trying to acquire small AI startups, the negotiation process will be influenced by the power dynamics between both companies (OpenAI has much economic power). Furthermore the underlying interests o4,5 4,0 0,5 Part a correct. Part b noted inauthenticity/misunderstanding risks but 
omitted reference to cultural familiarity.

18,5

66100 10 0 1 0 1 1 1 0 1 0 1 1 1 1 1 0 The environment seems favorable for my management consulting start-up as : -Most companies that already existed before the pandemic will have to change and adapt to the new environment ( switch to hybrid work, use more AI etc). For instance, companies increasing remote work can switch for smaller offices, to reduce their costs.-New companies are being created after pandemic (new needs) and need management advices. Ex, Doctolib (start up for online health consultations)-Digitalization increased since covid, blurring even more physical fronteers, meaning that reaching international market is the right move for a start-up.Cultural intelligence is composed of metacognitive (being aware that differences exist, question your assumptions etc), cognitive ( actually knowing other norms and behaviors), motivational (being motivated and interested in engaging with other cultures ) and behavorial (having a repertoire of behaviors and knowing how to use it accordingly). So, if trying to adapt to the other party's 1,0 1,0 0,0 Only “instability/change” was identified as a defined env factor; no 
immediate factors; Part b did not address moderate vs. full imitation at 
all.

11,0

66102 12 1 0 1 1 0 1 1 1 0 1 1 1 1 1 1 It is important to be aware of environmental (outside of the negotiators' control/ influence) and immediate context factors (negotiator could possibly control) in cross-cultural negotiations.The first EF is culture. The pandemic has shown us how cultures handled the crisis differently, depending on factors like e.g. collectivism/ individualism, power distance or uncertainty avoidance. The second EF is politics. Negotiators typically do not have control over the political discourse but are heavily influenced by it, as we clearly saw in the pandemic. Certain industries, e.g. hospitality, lost a lot of business due to the government's rules, which varied immensely across countries. ICF include the relationship to stakeholders and your own BATNA (best alternative to a negotiated agreement). Having strong relationships with stakeholder like distributor or investors is essential to any negotiation. During the pandemic, strong relationships have proves extremely useful for some companies while others with weak r4,5 4,0 0,5 Part a fully correct. Part b noted implementation risk but did not explicitly 
reference cultural familiarity or trust.

16,5

66129 12 1 0 1 1 1 1 1 1 1 1 0 1 1 1 0 The negotiation here is between Lil-Focus-Gen and clients.Two environmental context factors would be target countries' laws and financial stability. The laws of the target country are essential to be understood if I were to expand my operation to it. Financial stability is also a non-controllable factor that would affect the expansion. For example, I would not expand my business to an environment in which my practices are closely monitored due to legal procedures (burocracy = slower processes), or where the economy is weak.Two immediate context factors would be current client relationships and preparation. These two are controlled by me and employees of my firm. As a consulting firm, my clients operate in various regions, and I could leverage my positive relationships with current client and my network to ensure our partnerships in target countries. I would also make sure I would be prepared to hit a new country, researching on possible new clients, target market capabilities, etc.When it comes to cross3,5 3,0 0,5 Two env factors correct; only one immediate (relationship) valid; 
“preparation” not on model. Part b omitted cultural familiarity.

15,5

66202 4 1 0 0 1 0 0 0 0 1 0 0 0 1 0 0 There are many factors that influence a negotiation and they can be environmental (those that are difficult to change) or immediate (those that are easy to change) context factor. An example of environmental context factors is culture. Culture influence a lot a negotiation, because based on his own culture, a person has different feature, ways of thinking and behaving. From our example, the Covid 19 hit people differently depending on their culture and this has an impact in the post-pandemic context. Also, Covid-19 and technology development changed a lot the word in which we are living and how people feel about it. On the other hand, immediate context factors such as hybrid work arragements can be easily negotiated. Another example of immediate context factors is the salary. I can negotiate with the boss a raise in my salary. In cross-cultural negotiations sometimes a moderate adaptation is often more effective because as already mentioned above cultures differs one another and they affect the way people1,5 1,0 0,5 Env: “culture” and “instability/change” (Covid/tech shifts) both valid. No 
defined immediate factors. Part b suggested moderation but omitted 
explicit trust risks and detailed cultural familiarity.

5,5

66236 12 1 1 0 1 1 1 1 1 0 0 1 1 1 1 1 Environmental context factors are those factors that neither party (CEO of the startup and the possible new clients) can control, whereas immediate context factors can be controlled to a certain extent. Two examples of environmental context factors in this case could be economic conditions (for example looking for international clients from countries in a stable economic condition and not in financial crisis, to try to maximize economic reliability, since the company is a startup and might have less economic leverage) and political conditions (for example looking for international clients from countries whose policies for AI use and hybrid work are more flexible, so that the startup can leverage these factors when working with the clients). Two examples of immediate context for this case could be the stakeholders of the startup (for example assuring everyone's goals are aligned with novelties and the new business move) and the culture of the company (for example, fostering a company culture of inclusivity, di2,5 2,0 0,5 Only political conditions counted as an defined environmental factor; 
“economic conditions” not on model. One immediate factor 
(stakeholders) valid; “culture” not on immediate dimension. Part b 
omitted cultural familiarity.

14,5

66242 12 1 1 1 1 1 0 1 1 1 1 1 1 0 1 0 One environmental factor are the different governments, due to their power to make policies. Some countries had long after the pandamic restrictions to enter the country while others opened or never closed their borders. It would be hard to approach new clients since you would need to visit them in person as well.Another factor to consider is imidiate competition. After a rough time during Covid-19 a lot of consulting companies needed to acquire new clients fast. Therefore, you will have a lot of different companies approaching the same clients you do. Therefore, they have a BATNA ready in case your negotiation arent as successful.Know-how is another factor to consider. For example getting into negotiations with a highly informed and well prepared counterpart is a different situation to an unprepared one. A lot of companies had to let go some of there employees, so the dynamic might have changed.Another factor are the power dynamics between both parties. Many businesses lost a lot during the pandamic th2,5 2,0 0,5 Second environmental factor missing (only governments counted); only 
“power dynamics” matched an immediate factor; Part b mentioned win-
win but omitted specific risks and familiarity.

14,5

66295 10 1 1 0 1 1 1 1 0 0 1 0 1 1 0 1 As a consulting startup, trying to attract new clients from the international market, it is important to being able to identify the opportunities around you. Definetly, those who are able to make use of worldwide events, such as the COVID-19 pandemic, have a great advantage. Since covid was something that happened world-wide, many of the "pains" felt accross the world, were shared, idependently of the geographic location, like companies having to change to online work, or the lockdown process. The same thing is happening with the devolopments of AI, where companies from all over the world, are fighting to stay competitive in this rapidly changing environment and trying to keep on with the trend, by having at least one product with AI. By having this events identified, the advantage you have when entering the international market, is that you start by having something in common, something that everyone is feeling. With things in common the communication between cross-cultural clients, for example, becomes ea0,5 0,0 0,5 No defined environmental or immediate factors identified; Part b argued 
moderate approach but omitted explicit risks and reference to familiarity.

10,5

66329 9 1 0 0 1 0 1 1 0 1 0 0 1 1 1 1 Environmental factors are those that the negotiaor can't control or influence, because he doesn't have the power to do it. For example the juridical system present in the various countries, has an influence on the the actions that you can take and the ones that you are not allowed to do. In a practicla sense, you can't sell certain types of products in determined countries because it's illegal, so I would consider this factor for an hypothetical expansion of one client of mine. That's something that no one can change. At the same time, culture is another factor that has a lot of influence, the way that people are living their life, what they prefer or usually do it's influenced by their culture. For example, I would discourged a combogian client to open a restaurant with particular food, like insects etc, in the South of Italy, because those ingredetiens don't belong to the italian culture.  Moderate adoption is more effective because it allows you to understand and see the things from different point of view2,5 2,0 0,5 Both environmental factors (legal/juridical, culture) correctly identified 
and exemplified; no immediate-context factors from model; Part b 
omitted explicit mention of cultural familiarity.

11,5

66649 10 0 0 0 1 0 1 1 1 1 1 1 1 1 0 1 In the environmental context:1. Political Plurasim:To attract new clients in the international markets, the company needs to understand how other cultures operate, to be politically literate and deplomatic with the international customers. e.g the current tensions between the US president and canda, when working with canadians I would not refer to them as "the 51st state".2. instability and changeSince Covid-19 and the rapid advacancments in AI, the company along with most other companies, is having trouble with keeping up with the change. In addition, employee concern of losing their jobs and be replaced with AI is growing. Immediate Context:3. immediate stakeholdersThe immediate stakeholders in this context would be the new international clients and staff, with international policies. 4. Relationships between negotiators and during negotations The relationship in intervierwers (negotiatior) and the interviewees do not have the personal connections they used to have due to online interviews. In 4,5 4,0 0,5 Part a fully correct. Part b noted general risks but omitted explicit 
discussion of cultural familiarity.

14,5

66903 13 1 1 1 1 1 1 1 0 1 1 1 1 1 1 0 I have decided to expand into Balkan countries. For my planning, I take into account factors related to the ﻿environment﻿ and ﻿context﻿. Environmental factors, not controlled  by neither party, include differences in communication styles﻿, with which I have low familiarity. ﻿Hence I hired a cultural mediator to help me navigate through the negotation. Additionally, following the pandemic national laws have strenghthen worker's rights and protection. The legal framework is very different from Portugal, and I had to hire a local lawyer to help me. A contextual factor relates to ﻿workplace culture﻿: my clients do not like hybrid work. Since the pandemic, my consultants have often worked remotely, however, I will demonstrate cooperation and availability to my clients by establishing offices and only offer hybrid work to newly parents. The second contextual factor that I encountered, is the unregulated use of AI. In this non-EU market, there aren't any AI laws, but I negotiated fiercely and they agreed on adapti (290 WORDS)2,5 2,0 0,5 Both “workplace culture” and “unregulated AI” are not on the immediate 
dimension; Part b gave rationale but did not discuss risks of full imitation 
or mention familiarity explicitly.

15,5

66917 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 In international negotiations, the context has a relevant role in shaping the process and outcomes. It is important to understand the contextual factors that could shape the Environmental context: these are ﻿factors outside of our control.﻿1. Legal context: e.g. within AI developments, many countries like the EU have developed regulations and policies like the AI Act to create a framework around AI and its implementations.2. Economic context: e.g. Since the pandemic crisis, the global economic growth is slowing down influencing all businesses and markets. 3. Political contextImmediate context: ﻿parties have some control over these factors. 1. Work arrangements: e.g. Due to Covid, online and hybrid work has become more common and people value flexible jobs more than formal/traditional jobs with strict work arrangements.2. Partnerships: e.g. assuring strategic choices for the business due to high interdepence in the supply chain. In cross-cultural negotiations, moderate adaptation is often a mor3,5 2,5 1,0 “Economic context” is not on the env dimension; “political context” 
lacked an example; “work arrangements” is not a defined immediate 
factor (only “partnerships” was accepted).

18,5

67547 13 1 1 0 1 1 0 1 1 1 1 1 1 1 1 1 The 2 most important environmental-context-factors in this post-pandemic-context will probably be the political&legal context as well as governmental-intervention. Political&Legal factors could arise when different countries still have different laws that stick since the Covid-19-pandemic, as it could be that eg you have to quarantine first when visiting your customers abroad or VISA-processes are still more beaurocratic and taker longer to get, which could deminish the cost-benefit of such international partnerships. The governmental-interventions could arise when certain countries give money to domestic companies (subventions) to help them get out of the crisis and recover which gives them an competitive advantage in a cost/price sense against non-subvented foreign players like us. The first immediate-context-factor is a rising number of stakeholders, as more parties like national government, public organizations, healthcare-providers, etc could be involved in the negotiation which increases the complexity.2,0 1,5 0,5 Env: “political/legal” and “foreign bureaucracy” (governmental 
intervention) valid. One immediate (“stakeholders”); “cultures affecting 
negotiation” invalid. Part b did not explicitly reference cultural familiarity 
or detail full-imitation risks.

15,0

67853 12 1 1 1 1 0 0 1 1 1 1 1 1 1 0 1 Environmental factors are the ones that are not under negotiators control, like for example cultural and ideological differences and the presence external stakeholders. In the post-pandemic context, the presence of new external stakeholders could achieve a great relevance . This is beacuse fast paced technological progress and the improvement of AI tools could both contribute to constitute many new potential solutions for clients in a very limited time.Immediate context are instead elements that can be under negotiators' control, like for example bargaining power, desired outcome and relationships. After Covid-19, many new means of communications have been introduced and have shaped the way in which working environments are organized. This has constitued great advantages in managing relationships and has allowed to maintain contact even at great distances, so for sure the relationship aspect would be one imediate context factor in this setting.Moderate adaptation in cross-cultural negotiation is often mor3,0 2,0 1,0 Env: “culture” and “ideology” both valid. Immediate: “bargaining 
power” and “desired outcomes” both valid. Part b covered familiarity 
well; risks of full imitation implied, meeting full-credit criteria.

15,0

67891 12 1 1 1 1 1 0 1 1 0 1 1 1 1 1 0 First of all environmentally, the current developments in AI have increased. Through this factor and use of AI, work can be more efficient, making it more attractive and offering better and faster services for clients (Technological Developments: AI Developments). Secondly, virtual communication and "paperless" business practices have become the norm (Norm: Digitalization). Through these developments, the efficiency in communication and exchange of data and digital resources has increased and enables better service and productivity for international clients.Immediate context factors are for example the relationship with the client. Me, as CEO can influence the relationship dynamic through the use of AI Tools to go against language barriers and enhance the relationship and communication style (Relationship and Communication) or offer virtual meetings and remote or hybrid work styles to offer the same services to international clients as to locals (Work mode).Moderate adaption is often more effective, becau1,5 0,5 1,0 No defined environmental factors. One immediate (“stakeholders”); 
“work mode” not on model. Part b discussed familiarity and full-imitation 
risks, earning full credit.

13,5

67951 13 1 1 1 1 1 1 1 1 1 1 1 1 1 0 0 Firstly, the inclusion of Ai for decision making processes in all aspects of Bussinesses, is an immediat econtext factor. As a recently created management consulting firm, you need to show expertise as well as constraint when it comes to that topic. Showing that you are aware of the relevance, while noting the ethical questions that need to be discussed, gives you a good chance of landing new clients. Also, the change to more remote work and less days in the week that people want to work needs to be noted. The key here is to stay effective and find a middle ground between employees and employers in order to satisfy both. A clear plan and efficiency will be important here.  Two envrionmental context factors can would be a shifting focus towards renewable energies and CO2 emmission output. The position towards that, obviously needs to be clearly defined in oreder to keep integrity and allign with other companies/clients moral and ethical ideas.   Moderate adoption is clearly superior because it is a more natura1,0 0,0 1,0 No defined environmental or immediate factors identified. Part b 
discussed authenticity and familiarity, but only implicit risk—no mention 
of trust or resource-drain risks explicitly (familiarity was included).

14,0

67955 13 1 1 1 1 1 0 1 1 1 0 1 1 1 1 1 Moderate adaption is often more effective than what the romans did because, if u adapt to the culture of the people, you can improve your understanding of their behavoir and interests. Also it is possible to learn things from other cultures and engage in a collaborative way. This also shows that you care for the people which leads to higher trust and people will feel more valued and engage better.  It would be very biased to think that everything you do yourself is automatically better than what is contributed by the other culture.Hybrid work is effecting the complete workstructure of current companies. Companies now can reduce their officespace which leads to cost reductions. Perfect to consult them in. Also AI is something every Company needs to have in the coming years without a business will not be able to compete espaically internatioal. AI can gather information faster and better than any human being. So introducing this in a company is really important.In the current situation many companies will0,5 0,0 0,5 No defined factors in Part a. Part b discussed trust but omitted explicit 
mention of cultural familiarity and detailed risks of full adaptation.

13,5

68031 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 Environmental (parties don't have influence on):Politics - In different countries, different political structures and laws apply. After the pandemic, rules of hybrid work and allowed use of AI (especially government clients, or sectors where data is strategic resource) differs. Technology - In recent years, after the pandemic but not only, technology develops really fast. This allows companies to adopt automation of repetitive tasks, although they don't always know about it. The start-up can benefit on that by helping clients to implement those solutions.Immediete (parties can influence them):Relative bargening power - In this context, power of potential clients to negotiate engagements prices and scope of them. After introducing AI as a tool for work, companies have more barganing power as they are able to do more by themselves - without the need of hiring management consulting firm/start-up.Realtionships - after pandemic, online meetings are more and more common, this may lead to decreased communicat2,0 1,5 0,5 Env: “politics” (political/legal pluralism) and “instability/change” 
(pandemic-related downturn) were valid. Immediate: “bargaining 
power” and “relationships” both correct. Part b lacked explicit mention of 
cultural familiarity guiding adaptation.

17,0

68046 7 1 1 0 1 0 1 0 0 0 1 1 0 1 0 0 Hoffsted cognitive, meta-cognitive and motivational interest and effort Two examples of environmental factors are instability and change, and ideological differentiation. The former concept addresses evironmental changes like Global Warming. Such event led to sustainability driven solutions, especially after the pandemic, where CO2 emissions decreased significantly, hence marking a more sustainability-oriented future for companies. The second concept addresses ideological differences among countries, and how they affect companies and profitability. In countries like the US there is a more frree market, instead, in countries like China the goverment has more oversight over transactions and negotiations, therefore limiting some contract-building practices. Two examples of immediate context factors are conflicts underlying potential negotiations and desired outcomes of negotiations. The former is found in negoatiations among two different parties with different contextual and cultural backgrounds. For example,4,5 4,0 0,5 Part a correct. Part b noted misunderstanding risk but omitted explicit 
reference to cultural familiarity.

11,5

68059 15 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 Enviromental context factors can´t be controlled from the negotiator and include change and cultural differences. Today´s world is marked by a highlighy rapid changing environment, especially with fast evolving technology trends and changing customer demands. For example, the launch of Chat GTP immediately changed the way we are working. Secondly, cultural differences are given and can´t be changed in a world with different languages, traditions and habbits. These differences can´t be ignored, especially not in today´s globalized world. As Lil-Focus-Gen also wants to attract new clients in the international market, they need to be clear about those differences and moderate adapt their negotiation approach accordingly if the negotiator is familiar with that culture.Immediate context factors can be controlled from negotiators and include immediate stakeholders aswell as the relative bargaining power. Immediate stakeholders are directly affected by the outcome of the negotiation (e.g. the negotiators themselves4,0 4,0 0,0 Two environmental (instability/change, culture) and two immediate 
(stakeholders, bargaining power) correctly identified with examples; Part 
b lacked any discussion of full-adaptation risks/familiarity.

19,0

68208 8 0 0 0 0 1 0 1 1 1 0 1 1 1 0 1 Starting from the two enviromental context factors able to influence cross-cultural negotiations are political and economical stabilty and technological advancement.  For example some post-covid recovery policies or AI regulations differs a lot between the countries and in our case, given that we're planning to attract international clients, it's mandatory to take this into account, another valid example could be a company trying to enter in the UE markets because, as we probably already know, they could have to districate between the GDPR and it not would be easy. Two fundamental context factors are the negotiator preparation and the relationship between the parties, that's because after the pandemic, remote work has reshaped the relationship building, so many negotiations happen online right now requiring strong pre-negotiation research and digital communications skills.I think moderate adaptation is more effective because some imitation during a negotiation may be perceived as inauthenic or even disres1,5 1,0 0,5 Neither “economic stability” nor “technological advancement” matched 
the env dimension; only “prior relationship” was accepted for 
immediate; Part b omitted explicit reference to familiarity.

9,5

68253 9 1 0 0 0 1 0 1 1 1 1 1 1 1 0 0 Firstly, the main factor is that of globalisation and the continuous exponential growth of the digital presence and reach of companies.  Sports teams for example have been taking apps like TikTok very seriously in the past year, understanding that there is serious growth potential in a platform that was once just a funny dance app.  The international scope of this is what appeals to all these firms, which started during covid and continued to grow ever since.   (not enough space but - Also remote-work culture & reliance on ai for decisions)Additionally, to explain why moderate adaptation is often more effective than 'acting as the romans do', we can use the Hofstede's theories of culture dynamics. For example, when an international company aquires a branch in a different continent, the process of collaborating with different cultures is complex.  The US for example has a more masculine mindset (focus on long hours, profit etc.), where southern european countries can be seen as more feminine (work-life balan0,5 0,0 0,5 No defined environmental or immediate-context factors identified. Part b 
explained a hostile outcome but omitted explicit risks of full imitation and 
did not reference cultural familiarity.

9,5

68345 10 0 1 0 1 0 0 1 1 1 1 1 1 0 1 1 Since Covid the environmental context has changed. the view on Hybrid working has shifted within the society. This is something that effects Lil-Focus-Gen (LFG) because it is easier to attrack new clients who are not in the direct area. Besides that the development of AI/digitalization ﻿is an impact from the environmental context. This creates an opportunitie to offer different services (like AI agents/chat bots). Although the digitalization creates opportunities LFG should be aware of the impact it has on client relationships and how different cultures view this more digital approach. For the immidiate context ﻿one should be aware of the internal stakeholders, employees need to gain understanding of other cultures (by being stimulated to have more motivation to learn about it and understand an apply other cultures rules (cognitive). besides that it is important to understand the goals of the organisation. In order to focus on new international clients the goal and objective of the organisation should be cl2,5 2,0 0,5 Both environmental factors (hybrid work, AI/digitalization) are not on the 
framework. Immediate factors (stakeholders, desired outcomes) correct 
with examples. Part b omitted risks of full imitation and familiarity.

12,5

69566 12 1 1 0 1 1 1 0 1 1 1 1 1 1 1 0 A post-pandemic environmental context factor might be specific rules a country's legislation provides regarding cross boarder travellings which might result in restricted internatinoal mobility of businesses and their workforce and hence directly affects the way business is conducted in such countries.Furthermore some cultures mainly asian ones react different to the latent risk of infection - in china personal contact is still reduced to a minimum and people wear masks whenever they are in contact with other people. This reduced the option of highly valued personal and realtime negotiation and favors a cultural shift towards negotiation over physical distance which limits interactions such as active non verbal modeleing. When dealing with countries in the third wilrd an imedeate context factor might be the gap in wealth between the countries - corporates from the richer country benefit from a far superior network and digital infrastructure, which gives them even more power in time of AI and general digit1,5 1,0 0,5 Part a: “Legislation/mobility” (political) and “cultural mask use” (culture) 
covered two env; no defined immediates. Part b omitted explicit mention 
of cultural familiarity.

13,5

69569 10 1 1 1 0 0 0 0 1 1 1 1 1 1 1 0 As I understood, we have to find factors, that help to negotiate a relationship with possible new clients in the context of the post-pandemic times.environmental: It is fast changing world, a lot of changes came from the pandemic times and many companies are overwhelmed with the changes. For example, they do not know how to use ai in their business model and are now afraid of competition. Companies may search for help to navigate these challenges.Due to the use of online tools it is easier to make business with people in the whole world and also expand into new regions. For example, can more easily meet people over teams and/or sign contracts online.immediate context: As a founder of a new company, there is not a lot of reputation, that could help to build a relationship, compared to a.e. BCG.Assuming companies are searching for help, which can make it easier to get into contact with possible clients.Completly acting as the romans do is only a good option if you are very familiar with the culture an1,0 0,0 1,0 No defined environmental or immediate factors. Part b covered 
familiarity and trust concerns; earns full credit for Part b.

11,0

69610 12 1 0 1 1 0 1 1 1 1 1 1 1 1 0 1 Assumption: Lil-Focus-Gen is a British company specialised in IT- and AI-related topicsEnvironmental factors include the interntional client's culture (e.g., working culture and environment, but also personal characterstics of the employers). For example, in non-western cultures, maintaining harmony is seen as very important.  In the context of negotiations, they are likely to show endurance or obey publicly/disobey privately. Another environmental factor are the recent infrastructure developments in tech. Online meetings are an efficient way to communicate with international clients and have become a daily tool to coordinate and organise business purposes. Thus, Lil-Focus-Gen can benefit from having efficient communications with international clients thorugh online meeting platforms. However, it should be noted, that face-to-face interactions are more effective for negotiation purposes. But still, having the IT infrastructure enhances the ability to communicate efficeintly instead of having to fly to the2,0 1,0 1,0 Part a: “Culture” matched env; “prior relationship” matched immediate; 
second factors invalid. Part b fully explained risks and cultural familiarity.

14,0

69612 11 1 0 0 1 1 1 1 1 0 1 1 1 1 0 1 Environmental factorsWith hybrid work and globalization, it is now very easy to penetrate international market without any big risk. Therefore, not shooting our shot on attracting new clients on the international market would be a big cost of opportunity for us.Moreover, as AI is still a new market and is not yet saturated, the competition is not mature yet. Therefore, there are still some market shares to catch making the environment very good for usImmediate context factorsThe gap is tremendously increasing between the companies that implement AI tools and the ones that don't so the subject is very relevant today and there is a real demand of management consulting services. Moreover, with the recent tarrif, a lot of companies are badly affected and competition is growing very fast leading to a need of quick adaptation. This adaptation can only be made by external consultant. These points make the immediate context really good for us.Moderate adaptationModerate adaptation is often more effective tha0,5 0,0 0,5 No defined environmental or immediate factors identified. Part b gave 
rationale but did not reference cultural familiarity or explicitly outline 
full-imitation risks.

11,5

69646 13 0 0 1 1 1 1 1 1 1 1 1 1 1 1 1 Cross-cultural negotiations contain environmental and immediate context factors. The former are factors that negotiators don't have power over, while the latter they might be able to influence. In this case of attracting  international clients, environmental factors could be the legislations and economical differences. There might be legal differences in the countries influencing operations on various levels and the economies of the countries might have suffered differently during the pandemic and be at different state of recovery (also different currencies, fluncuations in the rates etc.). In contrast, examples of immediate context factors include immediate stakeholders and the present power dynamics. Stakeholders will determine who is even negotiating while the power they have determines how they are able to negotiate. Cross-cultural negotiation strategy depends on various factors such as how familiar the parties are. Genrally, moderate adaptation, meaning adapting behaviour to some extent based on the op2,5 2,0 0,5 Part a: “Legal/Economics” and “currency risk” covered two env; 
“stakeholders” and “power dynamics” covered both immediates. Part b 
omitted explicit cultural familiarity.

15,5

69651 8 0 0 1 1 0 1 1 0 0 0 1 1 1 1 0 During Covid the online work arrangements really came in the spotlight, and became preffered by a huge portion of the workforce. Since the demand, it is advisable for companies to provide hybrid work arrngement options for their employees. As a continuation of the previous factor today's generations need for work time flexibility is well known. So there is value in creating workflows which gives platform for the employee's own time management if the work can be done online. Though most companies should not change to complete online workforce as it lowers cooporation and information sharing between coleeges.The current AI developments carry significant changes for the future. For the same work less human workforce will be needed as it enhances productivity. Meaning either more production or cost cutting by letting people go (expectedly both). AI solutions should be incorporated in every company's workflow as soon as possible.Trump's presidency with its protectionist policies carries uncertinites which co1,5 1,0 0,5 Part a: Only “political/legal pluralism” counted. No other defined factors. 
Part b discussed risk of embarrassment but omitted explicit cultural 
familiarity.

9,5

69683 12 0 0 1 1 1 1 1 1 1 1 1 1 1 1 0 Environmental factors are those that you cannot control, while immediate factors are those that can be controlled to some extent. One environmental factor is that the world has moved increasingly towards technological and remote solutions since Covid. Second is that AI has made it possible to work more efficiently. Both of these are outside of what is controllable for me as the CEO. The increased use of digital meetings and remote work has made it so that more employees expect to be able to work from where they want, and the use of AI has made it so many processes can be execcuted more efficiently. An immediate factor can be how much remote work to allow in my company. A second one can be how efficiently my company is using AI in solving tasks. The amount of remote work can be controlled by setting rules for whether people need to show up to the office or if they can stay at home, or a hybrid solution. Secondly, I can affect effective use of AI by learning my employees when and how to use it and also importan0,5 0,0 0,5 No defined factors in Part a. Part b mentioned respectful approach but 
did not reference cultural familiarity or detail full-adaptation risks.

12,5

69684 13 0 1 1 1 1 1 1 1 1 1 1 1 0 1 1 Environmental (incontrollable): AI is happening, like it or not. This is true across all borders. Relevance: Can make good use of it themselves, and help clients implement for own purposes. AI could also be a tool in understanding cultures and improving communication.Climate change is as relevant concern. During COVID we saw drastic positive changes in air quality in cities, CO2-emission-reductions and other benefits - proving two things: our global environmental challenge is (at least in part) man made, and it is possible to reduce effects. Relevance: Guiding companies towards eco-friendly sustainable business.Immediate (some control):COVID-19 (and a certain US president) might have increased "us vs. you"-thinking. Trust and reliance for collaborating companies/countries might suffer. Relevance: Facilitating to regain international trust between us and clients from other countries, as well as them and their foreign collaborators.Mental health is emphasized these days. Especially after impacts of CO1,0 0,0 1,0 No defined factors in Part a. Part b thoroughly explained full-imitation 
risks and cultural familiarity, earning full credit.

14,0

69766 9 0 0 1 1 1 1 0 0 1 1 1 1 0 0 1 Since the pandemic there has been a huge progress in techonology for optimizing decision-making; before this, chief officers had a different idea on how the dynamics of an efficent company should be. Now, things have changed and there has been several debates about how the economic, cultural, environmental and even politician manners should be taken care of. For example, meeting via Microsoft Teams or Zoom wasn't a thing a couple years ago, now there are a lot of opportunites in this like cutting office expenses, optimizing working on long- distance, negotiating deals "face to face", optimizing time usage, etc. A different example would be social media, which since the panedmic has never been more used than now. While being a rather "new" concept, a good social media management is a perfect investment for advertisement, as well as for collaborations or even to control a narrative. Both of these examples go to a common ground: Global business. Both of these contextual factor that have risen since the pandemic 0,5 0,5 0,0 Did not identify any defined environmental or immediate factors. Part b 
missing comparisons of adaptation risks and cultural familiarity.

9,5

69799 12 1 1 0 1 1 1 1 1 1 0 1 1 0 1 1 Two environmental factors: factors neither negotiation partner can control auch as a global pandemic. 1)Technological Infrastructure played factor: not every culture/country had a infrastructure to switch to (developing countries) 2)Some cultures saw risks in online work (not working properly)Two immediate factors: following the pandemic every party in negotiation gained some sontrol.1)Problem were communication barrieres in the beginning (uncertrain rules from goverment or no technology infrastructure)2)Some cultures responsed different to the crisis (lockdown in Germany vs China)In Schwarzes cultural value model he describes, that some cultures are more open to change (self-direction) and some are more conservative (tradition-orientated). In some cultures people are more self enhanced and aim for power and in other cultures people are self trancendenced and aim for universalism. Key values in Schwarzes model are power, tradition, achievement, tradidtion, hedonism, universalism. In Hoefstedes Cultu1,0 0,5 0,5 Part a: Only “pandemic” (instability/change) matched env; no defined 
immediates. Part b lacked explicit mention of familiarity and 
full-imitation risks.

13,0


