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“I'F YOU CAN'T NEGOTIATE,
YOU CAN'T BE A SUCCESSFUL ENTREPRENEUR.”

-LAWRENCE SUSSKIND (MIT)
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DEAKIN

“OUR RESEARCH SUGGESTS THAT
THE SINGLE BIGGEST THREAT TO ENTREPRENEURIAL SUCCESS
1S AN
INABILITY TO EFFECTIVELY MANAGE THE NEGOTIATIONS
THAT ARISE AT KEY INTERACTIONS.”

- SAMUEL DINNAR (HARVARD)
LAWRENCE SUSSKIND (MIT)
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MOST NEGOTIATIONS DO NOT FAIL ON LOGIC.

THEY FAIL BECAUSE WE RUN OUT OF
LANGUAGE PATTERNS UNDER PRESSURE.
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TYPICAL negotiation lessons L'?NE,‘.;‘;!&'TQ',

Most Negotiation classes focus on strategy and logic...

« BATNA (Best Alternative to a Negotiated Agreement)
* ZOPA (Zone of Possible Agreement)

* Anchoring

* Reservation Price

* Concessions

e Cost-Benefit Analysis

... and forget that negotiation take place between humans - who are often driven by beliefs and language patterns.
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WHEN WE HEAR A

CONSTRAIN OR OBJECTION,
WE OFTEN DEFEND, EXPLAIN, OR DISCOUNT.
THAT TENDS TO HARDEN POSITIONS.

SLEIGHT OF MOUTH GIVES US A THIRD OPTION:
SHIFT MEANING ... THEN EXPLORE.
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The Core |dea %’éém

Objections or Constraints are usually belief statements, not facts.

Examples:

o “That equity split isn’t fair”

o “If we give exclusivity, we'll lose flexibility.”
o “Giving up equity means losing control.”

o “That price is too high.”

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



Structure of a Belief

Cause

Effect

Meaning
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Structure of a Belief

Effect
then

Meaning

therefore
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Two Common Belief Types

/

Cause—effect

If X, thenY

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

A

/
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Equivalence

X means Y

“Giving up equity means losing control.”

A

\
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Reality
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Model of
the World

Intent

o

Counter
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Apply
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Reality

Meta Frame

Strategy
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Meta Frame

Reality
Strategy
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Acknowledge their good motive, then reframe it to
the %’K}Lﬁfd 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.”

Redefi .
edefine Robert Dilts
Sleight of Mouth: The Magic of
(Chunk Dc;w?) O ) Conversational Belief Change,

Counter meta mode Another L .
Example M:Ta|':>hor'/ Outcome Meta Publications, Capitola, CA, 1999.
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Reality
Strateg

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”

/ 5 h
Chunk Down h
(meta model)

Counter
Example

Another

Metaphor/ Oiteome

Analogy

Blow Up
(exaggerate)
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Robert Dilts

Sleight of Mouth: The Magic of
Conversational Belief Change,

Meta Publications, Capitola, CA, 1999.
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Reality
Strategy

Counter
Example

Meta Frame

Model of
the World

[\

ierarchy of

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.”

Blow Up
(exaggerate)
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Sleight of Mouth: The Magic of
Conversational Belief Change,

Meta Publications, Capitola, CA, 1999.
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Meta Frame

Reality
Strate R DEAKIN
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Hierarchy of
Change ey
Model of TApg');f Fr-arr?e TApgh{f Criteria
the World 0 oe Size 0 e

Hierarchy of Criteria:

Shift to what matters more than the stated
concern.
“Ultimately, isn’t reliability what gives us Robert Dilts
T . . Sleight of Mouth: The Magic of
flexibility? An exclusive deal gives guaranteed Conversational Belief Change,
delivery, which is what lets us /you stay agile.” fleta Publications, Capitola, CA, 1999.
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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”

Complex Equivalencs

Redefine

Criteria

Consequence

/ Redefine

Chunk Down

Counter (meta model)

Example

Blow Up
(exaggerate)
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Reality
Strategy

Ry
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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edefine i ~ ~ Robert Dilts
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OBJECTION TENNIS

NEGOTIATION AS A LANGUAGE AND BELIEF GAME
NOT JUST A LOGIC AND PREP GAME.
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How To Play

p

You have the ‘Constraint Cards’

erson A: Objector

N

Serves up a clear objection (one sentence).

S

/

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

You have the ‘Pattern’ Cards

erson B: Reframer

N

Returns using the pattern they feel best fits

the constraint/objection.

(&

/
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Serve: “Giving up equity means losing contro

Return:

Intent:
“l 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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Q+A ?
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