INDEX TO
MORGENSTERN'S MAXIMS

(IN ORDER OF APPEARANCE)

An Expectation Unarticulated is a Disappointment Guaranteed. 10
Structure unexamined vs Stricture. 10

People are the epicenter of every deal. 12

The Seller’s Mantra is Certainty and Confidentialilty. 13
Rejection 1s unpleasant but unlikely to kill you. 18

Free vs §10 cheaper than $1. 21

You can only spend the same dollar one time. And you can only spend the same
hour one time. 24

Groveling and pandering are underrated virtues. 25

Selling and negotiating may not be identical twins, but they’re no worse than

fraternal. 26

Don’t quarrel with convictions that favor you. 30

Maybe every circle isn’t round. 30

Scarcity sells. Scarcity motwates. 33

Time 1s the invisible but palpable enemy. 34

LEuvery negotiator needs a metronome. 34

Necessity is the Mother of Everything. 34

1t’s easier to get money back from someone if you never gave it to them. 34

No one 1s more unreasonable than a reasonable person whose patience has been
exhausted. 40
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Negotiating is Theater with consequences and results. 45

All deals are personal ... only Founders are more so. 48
Possession 1s 9/10 of any memory. 53

Capture your counterparty’s heart and thewr mind will follow. 66
Always leave them laughing. 66

A house divided against itself cannot be bought. 67

Dealing with two Co-Founders is five times harder than dealing with a sin-
gle Founder. 74

Being a Founder s a_fact; not a job description. 82
If it’s important, do it in person. 98

Propinquaty counts. 99

Deals, like the universe, tend toward entropy. 104

Nezther life nor negotiations are linear. You can get from Point A to Point C
without passing through Point B. 111

Exploration ts not commatment. 117

People absorb information and experience emotion more easily going from con-
crete to abstract than abstract to concrete. 121

Possession is 9/10 of any sale. 122
Cash s fungible. Trust isn’t. 124

When people are paying tultp bulb prices, and you own tulip bulbs, you should
sell them. 125

Many issues are best resolved by monetizing them. 133
A deal in motion tends to stay in motion; a deal at rest tends to die. 133

You can only spend one dollar one time. And you can only spend one hour
one time. 136

People (not spreadsheets) are the epicenter of every deal. 139
Startups are time, cash, and emotion vampures. 151

Cash is a proxy for time; tume is a proxy for opportunity. 157



THE SOUL OF THE DEAL

The obvious isn’t always optimal, and the optimal isn’t always obvious. 179
A body not in motion trends toward falling apart. 192

Speed is a tactic. Speed is a strategy. 192

God gave you one mouth and two ears; the ratio wasn’t an accident. 193
Dealammers can compromuse without feeling compromused. 204

Emails don’t create dialogue; they create sequential monologue. 204
Maximize your optionalities. 209

Ifyou put your head in the lion’s mouth enough times, eventually the lion wins. 217
1d rather own some percentage of something than 100% of nothing. 219
What matters about capital isn’t price, it’s availability. 219

If you volunteer to be a hostage, prepare to pay ransom. 224

If you put your head in the mouths of enough lions, enough times, the lions
win. 224

Scarcity sells everything. 245

Anger’s only useful when it’s useful. 253

People like to do business with people they like to do business with. 264
Exploration 1s not commatment, and results aren’t guaranteed. 265

There are no rules in a Deal or a fam or a Knife Fight. 268

T here are so many ways to be human. 271
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