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TRAINING OPTIONS

SELF-PACED
courses

for individual
entrepreneurs

anytime, remote, 
condensed self-study

material
videos, templates,

examples

LIVE GROUP
Workshops

for accelerators and
universities

onsite or online
interactive sessions

with a trainer
digital tools for

collaboration
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 MERGERS &
ACQUISITIONS
WORKSHOPS

2024
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How and when to start fundraising

Overview of the investor landscape: Which investors to

approach and how to rank them

Fundraising process from your and the investor’s view

How investors think and decide

Which documents to prepare and when to share

How to calculate and challenge your company valuation

Due diligence elements

RAISING MONEY
FROM INVESTORS

You are looking for investor financing to scale your

company or startup

Your startup has already achieved initial sales with

your product or service

You want to be optimally prepared for the investment

process and meetings

Trainer:
Petra Wolkenstein

Get prepared to professionally approach investors to
accelerate fund raising

LIVE group Workshop 
with Self-paced training option

You should attend if

Content outline



“Always a pleasure to have you coaching

our teams, Petra! Your knowledge and

expertise are invaluable!”

A n d r a  B a g d o n a i t ė
 S t a r t u p  W i s e  G u y s

#STARTUPS

https://startupwiseguys.com/


Your own negotiation tactics with direct feedback

Negotiation tactics with suppliers and customers and differences

between customer and supplier negotiations

How to prepare for a negotiation

What is tactically important to achieve good results

Specifics of an electronically conducted negotiation via email or chat

To conduct successfully live contract negotiations, both face-to-face as

well as electronically

To de-brief with style to improve tactics in future negotiations

NEGOTIATION SKILLS
FOR BEGINNERS

You are conducting negotiations with suppliers and customers

You want to learn how to prepare effectively for these negotiations

Your objective is to understand the dynamics in negotiations and to know

critical points

You want to test your skills in accompanied dry runs

You should attend if

Content outline

Conduct first business negotiations with suppliers and
customers

Petra Wolkenstein

Trainer:

Book a LIVE group Workshop



"Thanks for having us! Petra, kudos again, I

loved the structure, your input and the

speed of it."

T a n j a  S t e r n b a u e r  
f e m a l e  f a c t o r

#ENTREPRENEURSHIP



Your own negotiation tactics with direct feedback

Negotiation tactics with suppliers and customers and investors

How to get more out of negotiations

How to deal with challenging settings and set your focus

Strategic steps and systematic preparations before starting negotiations

Special features of sales, partner and investor negotiations

Live negotiation followed by analysis and debriefing

How to best respond in difficult moments and dirty tricks

You should attend if

Petra Wolkenstein

You have already some negotiation knowledge and expertise

You want to get to the next level of negotiations

Your objective is to handle difficult negotiations and learn about dirty tricks

You want to learn how to conduct negotiations with best-prepared experts

Content Outline

Trainer:

Take your negotiation tactics to the next level:
Collaborations, sales and investors

Book a LIVE group Workshop

NEGOTIATION SKILLS
FOR EXPERTS



#INVESTORS

Petra used her wealth of B2B negotiating experience

to help our lab companies find ways to grow and

share the pie with Arsenal. Based on the relationships

they’d developed with the business owners, and the

quality of their offers, half the companies reached

agreements to enter commercial pilots. That speaks

volumes for Petra’s value.

C a l u m  C a m e r o n
A r s e n a l  I n n o v a t i o n  L a b  

p o w e r e d  b y  Y o l o



Different valuation methods for startups

Risk Factor Summation (RFS) and Venture Capital Valuation Method (VCM)

Score Card Valuation Method (SCM), Discounted Cash Flow Method (DCF)

and company valuation based on Multiples

How to use valuation methods to prepare for investor meetings

Where to get benchmark data from

How to prepare your argumentation and how to defend the value of your

startup

STARTUP
VALUATION 

Petra Wolkenstein

You want to raise funds from investors

You want to be prepared for investors meetings

Your startup has already generated first revenues

Content Outline

Trainer:

You should attend if

How to calculate your startup value: evaluation methods
and practical calculation examples

Book a LIVE group Workshop



#VALUATION

"Nice session, Petra!! Thanks for sharing

your wisdom and experience."

S a r a h  I r a n p o u r
F o u n d e r  a t  P e r S o N  C l i n i c  L L C .



About examples of corporate venturing initiatives

About typical expectations of startups

To structure your own initiatives and exchange ideas for collaboration with

established companies

How to choose corporate venturing models for different goals and phases

To be prepared for Culture Clash: How to keep partnerships with startups

and companies alive and create mutual added value (win-win situations)

How to outline your own corporate venture initiative

You should attend if

Petra Wolkenstein

Your company is a small or mid-size and innovative

You agree that collaboration with the big ones is key

Your plan is to push corporate venturing for your startup

You like exchanging ideas and experience with corporate venture believers

and experts

Content Outline

Trainer:

Get familiar with Corporate Venturing initiatives. Go for
collaboration between large companies and startups

Book a LIVE group Workshop

CORPORATE 
VENTURING



#ACCELERATION

Thanks for your great support!!

G a b r i e l e  T a t z b e r g e r
V i e n n a  B u s i n e s s  A g e n c y



Key legal terms when talking to investors

About legal documents during the investor process and best practice

strategies

Main rules in Term Sheets and other transaction agreements

What typically goes wrong and how to avoid that

Managing an efficient M&A process

Insight into the M&A complexity

LEGAL TERMS &
FRAMEWORKS

Irina Tot

Content Outline

Trainer:

Get familiar with key legal terms and framework. Learn legal
strategies to efficiently negotiate and successfully complete
your M&A process.

You should attend if

You are aware that understanding of Legal Terms and Framework can be a

game-changer in M&A projects

You want to understand Legal Terms and make sure you are aligned with

investors

You want to negotiate Legal Documents and Agreements to your advantage

You want to avoid future misunderstandings and be at least at investors level

regarding legal terms and documents

You want to not only understand, but also efficiently plan your M&A process 

Book a LIVE group Workshop



“Thanks, Petra Wolkenstein for being part of

an amazing coaching team.”

C r i s t o b a l  A l o n s o
 S t a r t u p  W i s e  G u y s

#EXPERTS

https://startupwiseguys.com/


About typical funding options for startups

How to define your financing needs

How to create realistic financial plans

Your individual financing option(s)

How to develop an appropriate financing path

You should attend if

Franziska Kolk

Petra Wolkenstein

Your startup is short of cash

You agree that growth needs financing

Your plan is to specify financing needs and requirements

You are looking for financing options to grow your business

Content Outline

Trainer:

Finance the growth of your startup according to financial
needs. Financing plan, options and path

Book a LIVE group Workshop

STARTUP 
FINANCING



#INCUBATORS

"Thank you for all the great insights on the

topic, looking forward to the next ones!"

D i j a n a  J a n e v s k a
E S A  B I C  A u s t r i a  a t  
S c i e n c e  P a r k  G r a z



ORGANIZATION
DESIGN

WORKSHOPS

2024

WWW.KONSULTORI.COM



Introduction to images, models & types of organizations

Cornerstones & variables of organization design

Interconnections & dependencies

Context & stakeholder analysis

Your organizational challenges and possible responses

The role of leadership

Fostering collaboration

Organizational capabilities & learning

Feedback & reflection

Michael Kubiena

Content Outline

Trainer:

You should attend if

Your organization is growing (shrinking) significantly

Your organization is facing external pressures (competitive, regulatory,…)

and/or increasing complexity

Your organization is tapping into new, international markets

You feel the need to professionalize your organization

Lack of cohesion and/or collaboration between different elements of the

organization leads to silo-thinking

Your organization’s leadership is changing or you are facing other disruptions

Book a LIVE group Workshop

ORGANIZATION
DESIGN

A holistic understanding of organizations & its key concepts



“Thanks for the great workshop! Super

interesting and lots of learnings :-)”

G o t t f r i e d  E i s e n b e r g e r
A r t  E n t r e p r e n e u r

#ORGANIZATION



The role of HR and its interfaces

Key HR-instruments & -processes and the employee experience

Recruiting & onboarding

Talent management & development

Job categorization & evaluation, career management

Compensation & performance management

Where & how to start and what to prioritize?

What does HR currently do and what should it do in the future?

Devising an HR roadmap

Feedback & reflection

THE HR TOOLBOX

Michael Kubiena

Content Outline

Trainer:

You should attend if

You sense that a dedicated HR function might facilitate the growth of your

company

You want to pay more attention to your employees, their engagement &

satisfaction

Managers & leaders need the tools & support to effectively manage their

people

Employee retention has become an issue

You have doubts that your company can attract the right talent

Standards for managing people are absent or lacking in your organization

You have a newly appointed HR Manager who needs support & guidance

Book a LIVE group Workshop

The impact of a fit-for-purpose HR role & respective HR practices



#LEADERSHIP

"The workshop Organization Design and

Essential HR Practices brought tremendous

value to our startups. Huge thanks, Michael

Kubiena.”

C h r i s t i a n  B a c h e r
S c i e n c e  P a r k  G r a z



The role and purpose of OKRs, concerning strategy implementation & communication,

performance management, OKR as an instrument of participatory leadership 

How to align team & individual performance with corporate performance and strategy

Re-thinking performance management: How do OKRs differ from other, more

traditional performance management approaches?

Key concepts: Which are they? How are they related? Objectives, Key results, Key

performance indicators, targets

Integration of OKRs with other essential people practices

Process & tools; Dos & Don’ts

Practical examples and how to get started?

OKRS: OBJECTIVES &
KEY RESULTS

Michael Kubiena

Content Outline

Trainer:

Translating strategy into action

You should attend if

You want to align strategy, people & their performance

You want to establish a clear line of sight between a corporate, team and individual

performance

You are looking for ways to promote accountability and ownership

You want your employees to take charge of their own and the company’s

performance

You want your people to grasp how they can shape & influence corporate

performance

You want a powerful participatory leadership instrument

You aim to avoid silo-thinking and promote shared responsibility from the very start

Book a LIVE group Workshop



"The OKR Essentials video by Michael Kubiena

was quite helpful for our workshop

participants to understand the difference

between OKRs and KPIs. Those who don't work

with OKRs said they are excited to try it out”

E l i s a b e t h  v a n  H o l t h e  t o t  E c h t e n
F e m a l e  F o u n d e r s

#OKR



GROWTH
STRATEGY

WORKSHOPS

2024

WWW.KONSULTORI.COM



To sharpen your positioning and stand out from the competition

To identify your ideal customers

Which online acquisition channels exist for your area

How to prioritise acquisition channels and activities

How to reactivate existing customers

When to open additional new online channels

Illustrative examples and success stories for each customer acquisition

channel

You should attend if

Petra Wolkenstein

You have already achieved initial sales with your startup

Your plan is to expand sales

You want to grow through online marketing

You want to create brand awareness at reasonable costs

Content Outline

Trainer:

Increase your growth through efficient online marketing
Identify optimal channels and grow with reasonable costs

Book a LIVE group Workshop

ONLINE MARKETING
FOR GROWTH



"I enjoyed the workshop on customer acquisition

measures for civil engineers so much that we are

now going to get the whole office on board to

implement the measures. The practical examples are

motivating and show how customer acquisition can

be strengthened on several channels - and that

acquisition is something that can be learnt! Highly

recommended."

Arch. DI Martin Kircher
Imgang Architekten

#GROWTH



How to sell to companies: B2B sales

How to grow successfully with B2B sales

To define your B2B sales model

Revise your key sales processes

Rethink your pricing models: Not too high and not too low

How to maximise margins while staying competitive

B2B SALES &
PRICING   

You should attend if

Robert Batoja

Book a LIVE group Workshop

You want to increase your sales to companies: your growth

objectives can only be met with higher B2B sales

Your prices should be attractive for your clients and at the

same time you want to keep high margins

Your sales processes could be more efficient

Content Outline

Trainer:

Learn how to sell to companies and how to determine the
optimal price



 The founders, regardless of their industry, benefit

enormously from the Konsultori trainers input on

the topics of business modelling, finance,

negotiating and investments. Konsultori's wealth

of experience, expertise and approachability is a

great asset to the startup ecosystem. 

for the startup ecosystem in Vienna.

Marlene Welzl
Vienna Business Agency

#WORKSHOPS



What growth hacking is and how to improve your customer journey with

growth hacking tactics

When it is the right time to start growth hacking

How your target clients can contribute to an appropriate growth hacking

strategy

Best practices and an overview of all growth hacking tactics from

acquisition to conversion to user retention

How to decide which first growth hacking measure to take

GROWTH HACKING
TACTICS

You should attend if

Petra Wolkenstein

You want to improve your customer journey

Your resources are limited, hence you want to know which concrete

actions and measures succeed highest conversion rates

You want to find out what really matters for your end clients

Content Outline

Trainer:

Learn how to conduct experiments to increase your
conversion rate

Book a LIVE group Workshop



“Competence. Experience. Excellence.

Full Commitment! Thank you for all

the great workshops and the

coaching.”

D u d u  G e n c e l
V i e n n a  B u s i n e s s  A g e n c y

#ACCELERATORS



Petra Wolkenstein

To review your strategy in times of great change

To look back at what is already in place, generate options, make new

decisions, consider implications and come up with a new implementation plan

How to build an inventory of your current customer groups, their use cases

and your products and services

To identify your core competencies and key assets

About the impact on your business from current trends

How to revise and redefine new target groups and new products and services

To prioritise your long list according to Impact, Confidence and Ease (ICE

Scoring Model)

To elaborate your market potential and business case per product

REVISE YOUR
STRATEGY

Content Outline

Trainer:

Revise your strategy in changing times. Look back, analyze your
strengths and trends, develop options, and make new decisions

You should attend if

You are a startup or innovative SME

Your company is experiencing strong growth and you need focus or your

company is stagnant and you need new opportunities

You have the overall view of your company and can decide strategically

You would like to have an external perspective and exchange with other

entrepreneurs

Book a LIVE group Workshop



#STRATEGY

I really enjoyed the workshop with you and many of my TU

Wien Innovation Incubation Center pals the other day!

Honestly one of the best workshops I have ever attended

and probably with much more interaction from all sides

compared to some offline workshops.”

D a j a n a  D o s k o c
S n i p e d y



How to increase your growth through cooperations

In which areas of your company you would like to enter into cooperations

How to identify good partners

What you need to decide in advance and do during a cooperation to

increase your probability of success

To compare cooperation models and selection criteria

How to monitor and maintain successful cooperation

How to achieve the transition from a single cooperation to building your

network

BUILD
COOPERATIONS

You should attend if

Petra Wolkenstein

You want to grow through cooperations

You want to cooperate with the best partners

Your objective is to increase your network

Content Outline

Trainer:

Increase your growth through cooperations with the right
choice of partners for a long-term partnership

Book a LIVE group Workshop



#COOPERATION

"Thank you, Petra for the great insights

and helpful advice. Our Start-Ups gave

great feedback and had a successful

virtual conference!“

P h i l i p  M o r g e r
 S w i t z e r l a n d  

G l o b a l  E n t e r p r i s e

https://www.s-ge.com/en/sbh
https://www.s-ge.com/en/sbh
https://www.s-ge.com/en/sbh


Petra Wolkenstein

About international market entry

How to calculate your market potential both in your home market as well

as abroad

Meaning of TAM-SAM-SOM

Which markets to enter first: how to sell internationally

Several partnership models for international sales and its advantages and

drawbacks

How to create your own go-to-market-plan

How to define your own internationalisation strategy

PARTNERING
& MARKET ENTRY MODELS

You should attend if

You have generated first revenues in your home country

Your plan is to expand internationally and to sell abroad:

you are planning your international market entry

Therefore you want to know which is the optimal way to sell

internationally

Content Outline

Trainer:

How to sell abroad: Calculate your global market potential
and learn how to sell internationally

LIVE group Workshop 
with Self-paced training option



#EXPANSION

"Petra is the best business coach I’ve ever

met. She always tries to dig into your

situation, not just giving common advices.

She has clear and very fast mind, so it’s

very easy to follow her suggestions."

A l e k s a n d r  B o g a c h e v
C E O ,  D a t a S t o r y T e l l e r s



Rudolf T. A. Greger

9 Steps towards a better Business Model

What is a Business-Model-Canvas (BMC) and what is its purpose

How to create a product: Key activities and key resources

How to build product variants to increase success

Who are the key partners

To understand the cost structure

Who are the customers, how to reach them and how to treat them

Which are the main revenue streams of each business model

How to use the Business-Model-Canvas (BMC)

SHAPE YOUR
BUSINESS MODEL

You should attend if

You have a fantastic business idea

You want to know how successful your business will be

Your objective is to select the optimal partners, address the right customers

and maximise revenue streams

You want to get familiar with relevant business and management tools

Content Outline

Trainer:

Map your business, partners and payment streams in a
canvas, a Business Model Canvas (BMC)

Book a LIVE group Workshop



Petra Wolkenstein
Growth and Negotiation Expert, 2024 winner of the Global

Ecosystem Hero award

Business development is Petra Wolkenstein’s passion.
She guides startups and innovative SMEs in growth

issues, be it in international market entry, lead generation,
new business fields, the development of cooperations,
the acquisition of investors or in the accompaniment of

company acquisitions and sales.

https://www.linkedin.com/in/petrawolkenstein/


Michael Kubiena
Organizations- and HR-Expert

Michael has over 20 years of international experience
as a head of HR departments, both in startups and
large companies, especially in the ICT and services
industries. He is therefore very familiar with topics

such as strategic HR, compensation and
performance management, talent management and

HR systems.

https://www.linkedin.com/in/mihikubiena/


Franziska Kolk
Venture Capital investor, coach

Business Developer. Early-stage investor in Africa.
Executive and Startup Advisor. Specialities: Business

development, funding and business operations.
Franziska Kolk is the General Partner of Startup Wise

Guys and CEO of 3EG Technologies. As an early-stage
investor, she works with startups in Africa and Europe,
where she acts as a startup advisor. She specialises in

business development, financing and business
operations.

https://www.linkedin.com/in/franziskakolk/


Robert Batoja
Sales and Finance Expert IT, Direct and Indirect Channels

Management positions at ACP Group, Exoscale, A1 Digital,
Microsoft, Austrian Red Cross: Head of Sales Excellence, Head

of Finance and Administration, Head of Controlling and
Business Analytics. Expert in business domains such as

Controlling – Accounting – Processes with IT Know How, with
years of experience in Controlling, Accounting, Procurement

and Sales.
IT expert since 10 years, with extraordinary knowledge of

modern technologies such as SaaS, IaaS, ML, IoT and more.

https://www.linkedin.com/in/robert-batoja-346627129/


 Irina Tot
Partner/Attorney at Law at Lumsden & Partner

More than 20 years experience in legal advisory, specialised
in Mergers and Acquisitions / Corporate Law, Contract Law,

Employment Law and CEE.
Irina studied Law at the University of Vienna and advised

several years Telekom Austria in Business Development /
International M&A. In the past over 15 years Irina has not

only worked with one of Austria’s leading law firms, but was
also employed in business consulting with focus on

privatisation in Southeast-Europe.

https://www.linkedin.com/in/irina-tot-bab69128/


Rudolf T. A. Greger
Management designer and design philosopher and author of

the book “9 Steps towards a better Business Model”

Rudolf T. A. Greger is design thinking coach with more than 30
years of experience in corporate design/branding, product

design, UX-/CX-/interaction-design and service design.
Founder of Design-Thinking-Tank (2014) and Think-Design

coaching programme and Design-Thinking academy.
Cofounder of GP designpartners GmbH and former chairman

of the board of designaustria.

https://www.linkedin.com/in/rudolfgreger/


Joachim Zimmel
Financial Professional

Joachim Zimmel has more than 25 years of experience in financial
and operational roles up to management and supervisory board

functions.
As an experienced professional from different functions such as

controlling management, CFO and general manager, he can
demonstrate a track record in the plastics production, raw materials,

telecommunications and environmental services industries. His
professional experience spans internationally realized projects, such

as accompanying companies from the startup phase or required
turnaround management.

https://www.linkedin.com/in/joachim-zimmel/


WE ARE WORKING WITH



Konsultori BD GmbH
Währinger Straße 3/10
1090 Wien
+43 680 221 3753
petra.wolkemstein@konsultori.com

GET IN CONTACT

www.konsultori.com

https://www.linkedin.com/company/konsultori
https://www.instagram.com/konsultori.official/
https://www.youtube.com/@Konsultori

