Systems for the Strategic Self

The term sheet arrives late on Friday. A key hire wants an answer by Monday.
Procurement says the pilot only works if you cut the price. Across the table sits
someone who has negotiated this kind of deal many times before. You have not.

The Negotiation Operator replaces improvisation with a disciplined preparation and
exchange system. Its NEGOTIATE framework turns behavioral evidence into a
repeatable practice for the three deal types that shape a founder's trajectory: investor
terms, team offers, and customer agreements.

You will learn to:

e Separate positions from interests before the conversation becomes a contest.

e Prepare alternatives, goals, variables, and walk-away points without false certainty.
e Recognize anchors, loss framing, reactive devaluation, and pressure deadlines.

e Expand the deal space before dividing value or conceding price.

e Trade across differences instead of giving unilateral concessions.

e Use calibrated questions and summaries to surface real constraints.

e Evaluate term sheets, compensation packages, and commercial agreements with a
consistent decision record.

o Close clearly while protecting the relationship and your future reputation.

The result is a practical operating layer: a preparation sheet, an issue map, a trade
matrix, an ethical boundary, a decision log, and a review cadence that improves the
next negotiation.

This is not a book about dominance, tricks, or becoming harder to deal with. It is for
founders who want better agreements without manufacturing pressure or
performing confidence. Negotiation is not a personality trait. It is a structured skill,
and the structure can be learned.

This book is educational and does not provide legal, tax, or investment advice. Verify
material terms with qualified professionals who understand the deal and jurisdiction.
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