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S L I D E  2

“ I F  Y O U  C A N ’ T  N E G O T I AT E ,  
Y O U  C A N ’ T  B E  A  S U C C E S S F U L  E N T R E P R E N E U R . ”

- L A W R E N C E  S U S S K I N D ( M I T )



S L I D E  3

“ O U R  R E S E A R C H  S U G G E S T S  T H AT  
T H E  S I N G L E  B I G G E S T  T H R E AT  T O  E N T R E P R E N E U R I A L  S U C C E S S

I S  A N  
I N A B I L I T Y  T O  E F F E C T I V E LY  M A N A G E  T H E  N E G O T I AT I O N S  

T H AT  A R I S E  AT  K E Y  I N T E R A C T I O N S .”

-  S A M U E L  D I N N A R  ( H A R V A R D )
L A W R E N C E  S U S S K I N D  ( M I T )
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MOST  NEGOTIATIONS DO NOT FA IL  ON LOGIC.

T HEY  FAI L  B EC AU SE  WE RU N OU T OF  
LANGUAGE PAT TERNS UN DER PRESSU RE.



TYPICAL negotiation lessons

Most Negotiation classes focus on strategy and logic…

• BATNA (Best Alternative to a Negotiated Agreement)

• ZOPA (Zone of Possible Agreement)

• Anchoring

• Reservation Price

• Concessions

• Cost-Benefit Analysis

 … and forget that negotiation take place between humans - who are often driven by beliefs and language patterns. 
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W HEN  W E HEA R A 
CONSTRAIN OR OBJECTION, 

W E OFT EN DEF END, EX PLA I N,  OR D ISCOU NT.
T HAT T ENDS  TO HA RDEN POS I TI ONS .

SLEI GHT OF MOUTH GI VES US  A THI RD OPT ION: 
S HI FT  MEA NI N G …  TH EN EX PLORE .  



The Core Idea

Objections or Constraints are usually belief statements, not facts.

Examples:

○ “That equity split isn’t fair.”

○ “If we give exclusivity, we’ll lose flexibility.”

○ “Giving up equity means losing control.”

○ “That price is too high.”

Our job is to surface the assumptions, then open room to negotiate.



Structure of a Belief

Cause Effect Meaning



Structure of a Belief

Cause
if

Effect
then

Meaning
therefore



Two Common Belief Types

Equivalence

X means Y

“Giving up equity means losing control.”

Cause–effect

If X, then Y

“If we give exclusivity, then we’ll lose 
flexibility.”
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We’ll lose 
flexibility
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We’ll lose 
flexibility

INTENT:
Acknowledge their good motive, then reframe it to 

a shared goal.

“I get that you want flexibility so we can adapt 
fast.  That’s exactly why we’re proposing 

exclusivity — it locks in priority access and 
responsiveness instead of juggling competing 

suppliers.”
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We’ll lose 
flexibility

CONSEQUENCE:
Question or reframe the logical outcome.

“If we avoid exclusivity to stay flexible, we might 
end up less flexible  - always negotiating and 

waiting in line behind bigger customers”
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COUNTER EXAMPLE:
Show where the belief doesn’t always hold true.

“There are plenty of exclusive partnerships that 
actually increase flexibility — look at how Apple 
partners with one chip supplier, yet moves faster 

because of the dedicated focus.”
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We’ll lose 
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Hierarchy of Criteria:
Shift to what matters more than the stated 

concern.

”Ultimately, isn’t reliability what gives us 
flexibility?  An exclusive deal gives guaranteed 

delivery, which is what lets us /you stay agile.”
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REDEFINE:
Change what the key word actually means.

“Flexibility isn’t about keeping options open, 
it’s about being able to move quickly when it 
matters. An exclusive arrangement gives us 

that kind of flexibility”
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We’ll lose 
flexibility

CHUNK DOWN:
Ask a clarifying question to make the 

belief more specific.

“What kind of flexibility are we worried 
about losing … product range, delivery 

timelines, or pricing?”
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OBJECTION TENNIS
N E G O T I AT I O N  A S  A  L A NG UA G E  A N D  B E L I E F  G A M E  

N OT  J U S T  A  LO G I C  A N D  P R E P  G A M E .



How To Play

Person B: Reframer

You have the ‘Pattern’ Cards

Returns using the pattern they feel best fits 
the constraint/objection.

Person A: Objector

You have the ‘Constraint Cards’

 Serves up a clear objection (one sentence).

Notes: 
 We are not scoring “wins”.
 We are scoring reps.
 If it gets messy, reset and serve again.



Example

Serve: “Giving up equity means losing control.”

Return:

Intent:
“I get that… it sounds like you’re protecting decision-making speed. Where do you most need control?”

Hierarchy: 
“I respect that concern, and… is control more important than aligned incentives, or is there a way to secure both?”

Counter example: 
“Totally understand that view … have you seen founders take investment and keep control through governance?
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Your Turn …..
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PLEASE VOTE
USASBE    3E 
COMPETITION
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SLIDES
PRINTABLES
LESSON PLANS
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Q+A ?
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