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INTRODUCTION

Never Split the Difference by Chris Voss, former FBI lead international kidnapping negotiator, revolutionizes
negotiation by replacing traditional rational problem-solving with Tactical Empathy. Drawing from decades of high-
stakes hostage negotiations, Voss demonstrates that emotions, not logic, drive decision-making. The book provides

practical techniques for influencing behavior, building rapport, and achieving breakthrough results in business and life.

CORE PHILOSOPHY

Life is Negotiation. Every interaction where parties want something from each other is a negotiation—from hostage
crises to salary discussions to bedtime with children. Emotions Trump Logic. Traditional negotiation models assume
rational actors, but Kahneman's research proves humans are irrational, emotional beings. System 1 (emotional,
instinctive) guides System 2 (logical, deliberative). Tactical Empathy. Understanding and acknowledging emotions—

without necessarily agreeing—creates trust, safety, and influence. It's "listening as a martial art."

KEY TECHNIQUES

1. Mirroring — Repeat the last 1-3 words your 4. Calibrated Questions — Use "How" and "What"

counterpart says. This simple technique encourages them
to elaborate, reveals information, and builds rapport.

Mirroring triggers an unconscious bonding response.

2. Labeling — Identify and verbalize your counterpart's
emotions: "It seems like..." or "It sounds like you're
concerned about..." Labeling validates feelings, diffuses
negative emotions, and reinforces positive ones. Aim for
"That's right" (genuine agreement), not "You're right"

(appeasement).

3. Accusation Audit — Proactively list all negative
perceptions the other side might have before they voice
them. This self-

awareness, and creates a collaborative atmosphere.

defuses accusations, demonstrates

NEGOTIATION TACTICS
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questions (never "Why," which sounds accusatory).
Examples: "How am I supposed to do that?" "What about
this works for you?" These questions give the illusion of
control while steering the conversation and making

counterparts solve your problems.

5. The Late-Night FM DJ Voice — Use a calm, slow,
downward-inflecting voice to create safety and authority.
Reserve this for critical moments. For most interactions,

use a positive, playful voice.

6. Master "No" —
negotiation. It makes people feel safe and in control.

"No" is not failure; it's the start of

Don't push for "Yes"—seek "That's right," which signals

genuine understanding and agreement.
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The Ackerman Model — A 6-step bargaining system:
(1) Set target price. (2) Offer 65% of target. (3) Calculate
three raises: 85%, 95%, 100%. (4) Use empathy and

different ways to say "No" at each step. (5) Use precise,

Bend Their Reality — Use deadlines strategically
(they're often flexible). Leverage the concept of
"fairness"—people are hypersensitive to unfairness.
Anchor emotions to make your offer the reference point.

Show losses, not gains (Loss Aversion). non-round numbers. (6) On final amount, include a non-

monetary item to show you're at your limit.
Create Illusion of Control — Calibrated Questions make

counterparts think they're in charge while you guide the Find the Black Swan — In every negotiation, 3-5 pieces

conversation. Use "How" to implement "No" softly: of unknown information can transform everything. Stay

"How can I do that?" curious. Listen for what's not being said. Understand

worldviews,  constraints, and unspoken  desires.

Guarantee Execution — Identify decision-makers and Similarities create empathy; differences create leverage.

influencers not at the table. Use the "Rule of Three"—get
them to agree to the same thing three times in different
ways. Recognize "Yes" as confirmation, commitment, or
counterfeit.

FINAL TAKEAWAYS

e Slow down. Going too fast undermines rapport. When you slow the process, you calm it down.

o Listen actively. Make it about them. The goal is discovery, not arguments. Let them talk.

« Emotions are tools. Recognize and influence System 1 (emotional mind) to guide System 2 (rational mind).
e Seek "That's right,” not "Yes." Genuine understanding creates breakthrough moments.

e Preparation is critical. Use the Negotiation One Sheet to strategize before every important conversation.

» Negotiation is collaboration. It makes conflict productive. Master these techniques to transform your career,

relationships, and life.
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