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Prepare to Win 

____ 
 
"By failing to prepare, you are preparing to fail."  

- Benjamin Franklin 

uilding on the psychological foundation of negotiation, 
preparation serves as the engine that turns mindset into 
actionable results. A positive mindset lays the groundwork, 

but it’s through careful, deliberate preparation that you bridge the 
gap between intention and achievement.  

It’s in the details—understanding the needs of all parties, 
anticipating challenges, and formulating strategies—that 
successful outcomes are crafted. Preparation isn't just about 
having a plan; it's about being adaptable and ready to navigate the 
complexities of negotiation, ensuring you’re not caught off guard 
when the stakes are high. 
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"target" and "walk-away" positions to account for multiple 
scenarios and outcome combinations. 

The objective prioritization matrix provides a structured approach 
to ranking priorities and identifying potential trade-offs. For a 
complex software licensing negotiation, your matrix might look 
like this: 

Category Must-Have Nice-to-Have Walk-Away Triggers 

Financial Max 15% increase Volume discounts >20% increase 

Technical 99.9% uptime service 
level agreement Priority support <99% uptime 

Legal Standard liability Multi-year terms Unlimited liability 

Strategic Data ownership Integration 
support 

Data sharing 
requirements 

This framework helps maintain clarity during intense discussions 
while identifying creative trade-offs that satisfy core requirements 
without compromising essential positions. The matrix also serves 
as a quick reference during negotiations, helping you stay 
anchored to strategic priorities when faced with unexpected 
proposals or time pressure. 

Understanding your counterpart requires developing detailed 
psychological profiles that analyze decision-making styles and 
personal motivations. These profiles operationalize empathy 
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For instance, in a major procurement decision, while the 
purchasing manager holds signing authority, your research might 
reveal that the technical lead's recommendations carry significant 
weight, the CFO has implemented strict ROI requirements, and a 
newly-hired director of innovation is pushing for digital 
transformation initiatives. 

When developing your BATNA (best alternative to a negotiated 
agreement), stress-test it against these key questions: 

➢ Does your alternative require new resources or capabilities? 

➢ How does timing affect its viability? 

➢ What hidden costs or risks might emerge? 

➢ How might market conditions affect its value? 

➢ What relationships might be impacted? 

 

Consider a company negotiating an exclusive distribution 
agreement. Their apparent BATNA might be developing internal 
distribution capabilities. However, thorough analysis reveals this 
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