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Indemnification Cap Negotiation
Worksheet

Use when drafting or renegotiating a liability limitation clause. Maps the exposure

both parties face if the cap is set too low, too high, or absent.

Complementary worksheet for

Contract Negotiation Tactics
by Ibrahim Anwar



SECTION 1

What This Is For

A liability cap clause sets the maximum amount either party can claim if the other fails to perform.
Without a cap, exposure is theoretically unlimited — a consequential loss claim (lost profits, reputa-
tional damage, third-party claims) can exceed the original contract value by a multiple. With a cap set
too low, the aggrieved party receives less protection than the contract itself is worth. Getting the cap
right requires calculating realistic loss scenarios for both parties before the clause is drafted, not after

a failure occurs.

This worksheet is used in two situations: when drafting or reviewing a liability clause in a new con-
tract before signing, and when the other party has proposed a specific cap and you need to evaluate
whether it adequately covers your realistic downside scenarios. In both cases, the process is the same
— estimate the dollar value of each realistic failure scenario, then determine what cap would provide

adequate coverage at proportionate risk to both parties.
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SECTION 2

Benefits

What you get when you actually run this worksheet on a real situation:

Forces an explicit dollar estimate of each realistic loss scenario before accepting or proposing a

cap, replacing guesswork with a number.

Identifies whether the proposed cap is symmetric — the same ceiling for both parties — or

asymmetric in ways that need correction.

Checks whether consequential losses (lost profits, third-party claims) are included or excluded

from the cap language.

Establishes a documented basis for the proposed cap that can be referenced if a dispute arises
about whether the agreed cap was reasonable.

Surfaces the phrase 'under any circumstances' — the most common mechanism for eliminating all

liability — before it appears in a signed contract.
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SECTION 3

Framework To Use

— Loss Scenario Matrix

Map each failure type against estimated dollar loss for both parties and the cap that would cover it. The pro-
posed cap is the highest of the scenarios both parties find acceptable.

Failure Scenario Who bears the loss? Dollar range Cap implication

Direct loss only (one Receiving party 1-3 months contract value | Cap at 3 months =

invoice or delivery) adequate

Operational disruption Receiving party, 3-12 months contract Cap at 12 months =

(production halt, delayed customers value baseline minimum

fulfillment)

Third-party claim (your You + legal costs Unpredictable; can exceed | Cap must explicitly

customer claims against annual value address or exclude

you)

Consequential loss / lost Receiving party Can be 2-5x contract value | Cap or explicit exclusion

profits required — not silence

No cap defined in contract | Both parties Unlimited; court decides Exposure is open-ended;
always negotiate a cap
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SECTION 4

How To Use

Follow these steps in order. Each one builds on the previous.

Locate the liability limitation clause in the contract. Copy the exact text into this worksheet.

Note the article number.

Check whether the clause is symmetric: does the cap apply equally to both parties? An
asymmetric cap that only limits one party's liability and leaves the other's unlimited is the result

to correct.

For each scenario in the table, estimate the realistic dollar loss range. Direct loss is typically the
easiest to calculate — the value of one failed delivery or invoice cycle. Operational disruption

and third-party claims require an estimate based on your actual operations.

Check whether the phrase 'under any circumstances' appears in the liability clause. That phrase
typically removes all exceptions from the cap, including situations where the provider's own
breach caused the loss. If it appears, the cap column in the table is effectively zero for the
aggrieved party regardless of the stated dollar limit.

Check whether consequential losses — lost profits, reputational damage, indirect losses — are
included in or excluded from the cap. If they are excluded entirely with no alternative
protection, the aggrieved party has no recourse for the most significant category of loss. If they
are included without limitation, the providing party has unlimited exposure from indirect

effects.

Propose a cap equal to at least 12 months of annual contract value for any contract where service
failure could cause operational disruption. The 12-month figure is the standard minimum that

gives the aggrieved party meaningful protection proportionate to the contract's importance.

Document the agreed cap, the basis for the amount, and which scenarios are included or

excluded. That documentation is the reference if the clause is ever disputed.
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SECTION 5

Example Use

A logistics service provider is reviewing a 24-month supply contract from a large corporate buyer. The buyer’s
draft contract contains a liability clause capping their own liability at 1 month of contract value while leaving

the provider’s liability uncapped. The provider uses this worksheet to build a counter-proposal.

The provider enters each scenario in the matrix. Direct loss: a failed delivery of one month's goods,
value $45,000. Current cap: $45,000 (1 month). That covers the direct loss but nothing beyond.

Operational disruption: the provider's goods are components in the buyer's production line. If a de-
livery fails and production halts for one week, the buyer's loss is approximately $180,000 in produc-
tion value. The current 1-month cap of $45,000 provides 25% coverage of that scenario. The buyer's
proposed cap severely under-covers their own risk — but as it is the buyer drafting the contract, they

have no reason to complain.

The provider then checks the asymmetry. The buyer's cap: 1 month ($45,000). The provider's cap: not
stated — unlimited. The provider calculates their worst-case scenario: a batch quality failure causing
a recall at the buyer's facility. Third-party claims from the buyer's customers could exceed $500,000.

The provider is proposing to accept unlimited liability for that scenario under the current draft.

Counter-proposal built from the worksheet: symmetric cap at 12 months of annual contract value
($540,000) for both parties. Consequential losses capped separately at 24 months of contract value
with a requirement to demonstrate a direct causal link. 'Under any circumstances' removed from the
buyer's liability clause and replaced with the specific list of excluded events. The provider sends this

as a redline with a cover memo citing the basis for each change.
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SECTION 6

The Worksheet

Tear this out, copy it onto a fresh sheet, or fill it in directly.

Indemnification Cap Negotiation Worksheet

Use when drafting or renegotiating a liability limitation clause. Maps the exposure both parties face if the cap is set too
low, too high, or absent.

YOUR OTHER CAP AS % OF
' ?
SCENARIO ESTIMATED PARTY'S PROPOSED ANNUAL ACCEPTABLE?
ESTIMATED CAP ($) CONTRACT (Y/N)
LOSS ($)
LOSS ($) VALUE

Service failure
causing direct loss

only

Service failure
causing operational
disruption (indirect

loss)

Breach leading to
third-party claim

against us

Consequential loss
— lost profits

Maximum realistic

worst-case scenario

Cap currently in the
draft contract

Cap proposed after
this analysis
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SECTION 6 (CONTINUED)

Reflection Prompts

After filling in the worksheet on the previous page, work through these.

1. Is the current cap symmetric — the same ceiling for both parties? If not: write which party
benefits from the asymmetry and what specific argument supports equalizing it. 'Fairness' is not
an argument. 'Equal exposure to contractual performance risk' is.

2. Is consequential loss (lost profits, reputational damage) included or excluded? 'Under any
circumstances' in a liability clause typically means everything is excluded. That phrase must be

located and either removed or replaced with a specific exclusion list before signing.

3. What is the annual contract value? A cap below 12 months of annual contract value gives the
aggrieved party less protection than the contract itself is worth. Is that the position you intend to
accept? Write the explicit dollar gap between the proposed cap and 12 months of contract value.
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SECTION 7

Tips and Traps

TIPS

TRAPS

e Propose a cap that applies equally to both
parties. A symmetric cap is easier to defend as
a principled position than an asymmetric one,
and experienced counterparties often accept
symmetric caps more readily than asymmetric
ones that appear self-serving.

® Request that the cap be expressed as a multiple
of monthly or annual contract value rather than
a fixed dollar amount. A contract that grows in
value over time should have a cap that grows
proportionally — not one that becomes
trivially small relative to the actual exposure as
the contract scales.

¢ Read the consequential loss exclusion language
carefully. There is a significant difference
between 'consequential losses are capped at X'
and 'consequential losses are excluded
entirely.' The first limits exposure; the second
eliminates it. If the second appears, propose the
first as the alternative.

¢ In contracts with third-party exposure —
where your failure could cause claims from the
other party's customers — consider whether a
mutual indemnification clause (each party
indemnifies the other for third-party claims
arising from their own actions) is more
appropriate than a single aggregate cap.

® Accepting a cap defined in currency terms set
at the contract start without any adjustment
mechanism for a multi-year contract. A
$100,000 cap on a contract that will grow to
$500,000 per year by year three provides
shrinking protection as the contract scales.

¢ Not distinguishing between direct loss and
consequential loss when reviewing the cap. A
clause that caps direct loss adequately but
excludes all consequential loss 'under any
circumstances' leaves the largest loss category

uncovered by any protection.

¢ Treating a cap as equivalent to insurance. A
cap limits the other party's claim against you; it
does not pay you anything. If the other party
cannot pay the capped amount due to
insolvency or insufficient assets, the cap is
theoretical. Separate provisions or performance
bonds may be warranted for large contracts
with counterparties of uncertain financial
standing.
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SECTION 8

Appendixes

Appendix A — Standard Liability Clause Language (Three Levels)

LEVEL A — Symmetric aggregate cap (most balanced):

"Neither party shall be liable to the other for any single claim
or aggregate of claims arising under or in connection with this
contract exceeding [12] months of the contract value at the time
the relevant claim arose. This limitation applies equally to both
parties. Claims for direct loss caused by willful misconduct or
gross negligence are exempt from this limitation."

LEVEL B — Separate caps for direct and consequential loss:
"Liability for direct loss is capped at [12] months of contract
value. Neither party shall be liable for consequential losses,
including lost profits, loss of business opportunity, or
reputational damage, except where such loss results directly and
demonstrably from willful misconduct by the liable party, in
which case liability for consequential loss is capped at [24]
months of contract value."

LEVEL C — Minimum language for contracts where liability is
currently uncapped and unlimited:

"Each party's total liability under this contract shall not
exceed the total value of fees or payments due and payable

in the [12] months preceding the event giving rise to the
claim. This limitation applies to all types of claims including
breach of contract, tort, and negligence."

Notes for use:

- Replace [12] and [24] with the months both parties agree are
commercially reasonable for the contract category.

- Remove 'under any circumstances' from any clause where it
appears; replace with a specific exclusion list.

- Level C is last resort. Always aim for Level A or B.
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WHERE THIS WORKSHEET COMES FROM

Contract Negotiation Tactics
A Clear Contract Is a Healthy Relationship

by Ibrahim Anwar

This worksheet is one of nine in the Contract Negotiation Tactics companion worksheet pack.
The full pack is grouped into three categories: high-volume worksheets you can run weekly,
niche-search worksheets for rare but high-value situations, and specific-case worksheets that

walk you through a single concrete scenario.

Every framework, decision filter, and figure used in these worksheets is drawn from the
chapters of the source book. The book sets the diagnosis, the worksheets give you the form to

act on it.

Available on Google Play Books

play.google.com/store/books

PT Hibrkraft Kreasi Indonesia - Cileungsi, Bogor - hibranwar.com
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