
If we give exclusivity,

then we lose flexibility.



If we discount now,

then you’ll expect 

discounts every time.



If we commit to volume,

then we carry the risk if 

demand drops.



If we accept your 

payment terms,

then we’ll strain our cash flow.



If we give you extended 

payment terms,

then we’re funding your 

business.



If we agree to a long-term deal,

 then we’ll be trapped if 

things change.



If we agree to a

short-term deal,

then we’ll be trapped if 

things change.



If we allow early termination,

then the deal isn’t bankable.



If we remove penalties,

then you’ll have no incentive 

to perform.



If we cap liability,
then you’re not standing 

behind your work



If we share IP, 

then we lose our competitive

advantage.



If you don’t guarantee 

timelines, 

then we can’t plan.



If we reveal our costs,

then you’ll squeeze our 

margins.



If you don’t agree to 

exclusivity,

then it means you’re not 

committed.



If we do a pilot, 

then we risk doing free work

with no deal.



If we add a board seat,

then we lose our decision 

autonomy.



Giving up equity means 

losing control.



Giving a board seat means 

losing autonomy.



Cost-plus means inefficiency 

gets rewarded.



A short contract means no 

commitment.



More meetings mean less 

progress.



Documentation means 

bureaucracy.



No exclusivity means no 

priority.



Co-branding means 

reputational risk.



A pay rise means we are 

setting a precedent.



If we allow remote work,

then productivity will drop. 



If we promote from within,

then we’re settling for less 

talent.



Offshoring staff or suppliers

means quality control 

nightmares.



If we bootstrap,

then we’ll get outpaced by

funded competitors.



Money-back guarantees mean 

we attract tyre-kickers.



Monthly billing means higher 

churn risk.



If we capitalise the expense,

then we’re just hiding the 

problem.



Too much documentation 

means no one reads it.



If we discount for acquisition,

then we train customers to 

wait for sales.



Premium pricing means we 

shrink our addressable market.



If we rebrand,

then we confuse existing

customers. 



Short-term leases mean 

landlords can jack up rent.



Open plan offices mean 

constant distraction.



No free trial means prospects 

can’t evaluate properly.



Top-down decisions mean 

people don’t buy in.


