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INTERESTS, NEEDS & OBJECTIVES 

Lionheart Ventures/YellowBrick Ltd GlindaPop Plc (presumed likely) 
Interest 1: Maximise sale price of 
YellowBrick and agree to a beneficial 
payment plan 
1. Achieve goal sale price for buyer. 
2. Achieve a payment plan that allows for 

Lionheart to pursue its business interest 
and financial obligations by preferred 
dates and within agreed timelines.  

3. Achieve a deal to avoid future and 
extended sale negotiation. 

Interest 1: Enter the coffee market 
economically 
1. Acquire YellowBrick at an optimal price 

and retain its attributes that has made the 
business financially successful.  

2. Retain YellowBrick’s brand, expertise 
and supplier loyalty. 

3. Gain an opportunity to upscale the 
business. 

Interest 2: Avoid contractual constraints 
on Lionheart’s future business  
4. Ensure non-compete clause that retains 

rights to: (a) operate in the US; and (b) 
operate coffee vending machines; and (c) 
use YellowBrick’s suppliers.  

Interest 2: Restrict competition  
4. Successfully enter the market before 

competitor Sorcier achieves any 
significant market dominance.  

5. Do not allow future Lionheart ventures 
to compete with the newly acquired 
YellowBrick business.  

Interest 3: Reputation and due diligence  
5. Ensure the continuation of YellowBrick’s 

current CSR programs  
6. Maintain Castletown factory and its 

ancillary programs. 
7. Facilitate the continued employment of 

Giovanni after GlindaPop acquisition, if 
required. 

Interest 3: Reputation and due diligence 
6. Ensure YellowBrick’s positive 

reputation remains untarnished. 
7. Minimise obligations to the Castletown 

factory or eliminate, if possible. 
8. Ensure Giovanni is given a waiver of his 

termination right, otherwise continue his 
YellowBrick role long-term. 

 
Lionheart Ventures/YellowBrick Ltd 

STRENGTHS WEAKNESSES 
1. Brand: excellent brand image with 

high quality story; successful business 
for 30+ years, public brand icons and 
experts (David Toto and Giovanni); 
operate in a highly brand-competitive 
industry.   

2. Supply Chain: World class supply 
chains in terms of quality and cost; 
strong supplier loyalty and 
cooperation. 

3. In a Growth Industry: coffee 
industry has expected growth patterns; 
YellowBrick is in a prime position in 
its strategic market. 

1. Size: GlindaPop is larger and could use its 
power to influence the negotiation.  

2. Finance/Timing: Less liquid capital 
demands a payment plan; requires £1 billion 
immediate cash at sale.  

3. Giovanni: Hard to negotiate a full proof 
method for obtaining Giovanni’s waiver as 
we cannot be certain of his future 
employment or service interests. 

4. Castletown: Forming an acceptable post-
contractual obligation to protect the factory 
is legally and practically challenging. 

5. Exclusivity clause: reduces our bargaining 
leverage.  

BATNA WATNA 
Release from the exclusivity agreement: 
resulting in extended GlindaPop 
negotiations or pursue alternative tenders 
for sale. 

Sale incomplete by date goal: not meeting 
target, losing other buyers and costly extrication 
for exclusivity agreement. 
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GlindaPop Plc (presumed likely) 

STRENGTHS WEAKNESSES 
1. Scale: large scale and ability to expand 

production/supply chains makes them an 
attractive acquirer; dominant supplier with 
global supply chain. 

2. Commercial Reputation: largest 
beverage company, valuable brand; can 
use clout to influence deals; has recently 
and successfully entered new industry 
through acquisitions – can argue with 
extensive experience. 

3. Finance: recent annual report with strong 
growth and new-venture success. 

4. Exclusivity clause: Lionheart must close a 
deal with GlindaPop or trade for a waiver 
of the exclusivity clause.   

1. Business in Weakening Market: 
Consumer trends suggest that 
GlindaPop’s central business holdings 
in Fizzy Drinks may be shrinking; thus 
needs to diversify operations to 
minimise risk.   

2. Reputation: unhealthy product with 
public criticism, attacks, protests 
including influential politicians; has a 
monolithic corporation image problem; 
not necessarily associated with ethical 
supply chains or conscientious 
consumerism. 

3. Competitors: rival Sorcier has 
advantage with Kansas coffee. 

BATNA WATNA 
Delayed but Discounted Sale: Delay the 
negotiation process until Lionheart have a 
heavily discounted sale price, subject to timely 
entry to coffee market. 

Sale incomplete: Lionheart breaks the 
exclusivity clause to begin discussions with 
other potential buyers. 

STRATEGY 
Ø Advocate for a timely agreement for the Sale of YellowBrick: Acknowledge the 

importance of GlindaPop’s market entry before its competitors gain dominance and reach 
timely settlement. Request an in-principle agreement with a near-future closure date. 

Ø Emphasise the importance of reputation in the coffee business, especially the positive 
value of YellowBrick: Supports a strong sale price and the ongoing maintenance of other 
reputation programs (CSR and Castletown) in the agreement, but will only succeed if the 
buyer is aware of the true value of Lionheart’s reputation.  

Ø Offer flexible prices: Offer high price point but be open to compromise incrementally 
(with set minimum). Use prices and payment plan to achieve an optimal deal outcome. 

Ø Non-compete clause: Emphasise that future operations will not be directly competing with 
YellowBrick’s core operations; offer creative solutions for terms that allow both parties to 
continue successful operations. 

Ø Giovanni: Linked to reputation, we must use Giovanni as a key brand icon for GlindaPop’s 
success, which can maintain a strong ethical YellowBrick brand image. We cannot however 
guarantee what may be the outcome of his interests by this negotiation.  

AGENDA 
Lionheart's board of directors has provided an agenda for the meeting including formalities and 
introduction of principal client and legal counsel, followed by EOIs, discussion over points of 
disagreement, brainstorming solutions and exploring a satisfactory agreement.  

DIVISION OF ROLES & TACTICS 
Client, the Lionheart Board, is the decision-maker who is interested in a timely and profitable 
deal, retaining YellowBrick brand and continuing business operations elsewhere. 
Counsel, is the legal advisor, a present legal consultant providing advice, recommendations, 
and support for Client’s interests. In this negotiation, the legal Counsel must suggest 
contractual terms that effectively achieve the Client’s wishes.   



4 

 
END 
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