Negotiation Intelligence



Slide 2: Silent Risk Detection + Exculpatory Analysis

Title: Unmasking Hidden Liabilities & Exculpatory Clauses
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CROSS CLAUSE

Example: Force Majeure +
Confidentiality interaction
creates latent risk exposure
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» Designed for construction
contracts.

» Analyzes 10+ clauses to detect

L unfair risk allocation patterns.

ACTION TRIGGERS

— ROI ESTIMATION

REAL EXAMPLE DETECTED

* Indemnification clause with:
unlimited monetary cap, survival
beyond project completion, and
waiver of contribution rights.

* Risk Score: 76%.|
Flagged as 4
“Deal Breaker T

Strategic Takeaway: Auto-redline +
precedent finder + live legal alerts
= continuous contract protection.
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Slide 3: Counterparty Behavior Analysis

Title: Know Your Counterparty Before You Negotiate
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* Profile: Based on historical data. [

» Sample: Contract_6_Consulting_

=| Agreement

=| Conttive Approach

2| (70+ negotiations analyzed).
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* Avg Redlines: 4.5
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~ o Aggressiveness: 0.69 (High)
» Elasticity: 0.06 (Very low —
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NEGOTIATION STYLE
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« "Aggressive — Resistant to
initial proposals with low
flexibility.

Escalation may be required.
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| Strategic Takeaway: Real-time

AUTO-POLICY

HIGH-RISK

STALL CLAUSES

Cause Type Alert

* Non-Compete stalled in 5
negotiations (acceptance rate
only 17%).~4&"

. risk modeling for auto-mitigation.

ROIESTIMATION ¥ (® BUSINESS

L P | e— & % El

FINAL POSITIONING: [INIFIED STRATI A MTVORY 'S AT YTV ITIS ALPOWERED REI A mmmp R RISK OPTIMIZATIO



~— Slide 4: Multi-Round Negotiation Simulator
Title: Simulate Every Round Before You Sit at the Table
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