
never split the difference cheat sheet
Never split the difference cheat sheet is an essential tool for anyone looking to
improve their negotiation skills. Written by former FBI hostage negotiator Chris Voss, the
book "Never Split the Difference" outlines a series of techniques and strategies that can
help individuals achieve better outcomes in both personal and professional negotiations.
This cheat sheet consolidates the key concepts and tactics from the book, providing a
handy reference for applying these skills in real-world situations.

Understanding the Core Principles

Before diving into the specific techniques, it’s vital to grasp the core principles that
underpin Voss's negotiation philosophy. These principles include:

Empathy: Understanding and acknowledging the emotions and perspectives of the
other party.

Rapport: Building a relationship based on trust and understanding.

Active Listening: Engaging fully to ensure you comprehend the other party’s needs.

Strategic Silence: Using pauses effectively to encourage the other party to share
more information.

These principles serve as the foundation for all the techniques discussed later in the cheat
sheet.

Key Techniques from "Never Split the Difference"

Voss presents several powerful strategies that can be applied to various negotiation
scenarios. Below are the most significant techniques you can use:

1. The Accusation Audit

The Accusation Audit involves addressing potential objections or concerns the other party
may have before they can voice them. This proactive approach can help disarm the other
party and pave the way for a more open dialogue.

- How to Implement:
1. Identify possible objections the other party might have.



2. Acknowledge these concerns at the beginning of the negotiation.
3. Use phrases like "I know you might be thinking..." to demonstrate understanding.

2. Mirroring

Mirroring is the technique of repeating the last few words the other party has said, which
encourages them to elaborate on their thoughts and feelings. This strategy builds rapport
and shows that you are actively listening.

- How to Implement:
1. Listen carefully to the other party's statements.
2. Repeat the last few words or key phrases they used.
3. Follow up with open-ended questions to encourage further discussion.

3. Labeling

Labeling involves acknowledging the emotions of the other party by naming them. This
tactic helps to validate their feelings and can create a more collaborative atmosphere.

- How to Implement:
1. Observe the emotional state of the other party.
2. Use phrases like "It seems like you’re feeling..." or "It sounds like you’re concerned
about..."
3. Wait for their reaction and adjust your approach accordingly.

4. The "No" Strategy

Voss asserts that allowing the other party to say "no" can be empowering and create a
sense of control. When people feel they have the freedom to reject options, they are more
likely to engage in the negotiation process.

- How to Implement:
1. Frame questions in a way that allows the other party to say "no."
2. Use questions such as "Is now a bad time to talk?" instead of asking for a commitment.
3. Once they say "no," explore their reasons and preferences.

5. The 7-38-55 Rule

According to Voss, communication is made up of 7% words, 38% tone of voice, and 55%
body language. Understanding this rule can help you convey your message more
effectively.

- How to Implement:



1. Be mindful of your body language and tone during negotiations.
2. Ensure that your non-verbal cues align with your spoken words.
3. Pay attention to the other party’s body language for cues on their emotional state.

Applying the Techniques in Real-Life Scenarios

Understanding the techniques is just the first step; applying them effectively in real-life
negotiations is crucial. Here’s how you can incorporate these strategies into various
situations:

1. Salary Negotiation

When negotiating your salary, use the following steps:

- Start with an Accusation Audit by acknowledging the employer's concerns about budget
constraints.
- Use Mirroring when they mention your experience or skills to prompt them to share
more about what they value.
- Apply Labeling to express understanding of their budget limitations while advocating for
your worth.

2. Business Partnerships

In business negotiations, collaboration is key. Here’s how to use the techniques:

- Use the "No" Strategy to frame initial discussions, allowing both parties to feel
comfortable expressing concerns.
- Apply the 7-38-55 Rule by being aware of how you present your proposals, ensuring your
tone and body language reflect confidence and openness.
- Implement Active Listening to understand the other party’s objectives and needs fully.

3. Conflict Resolution

In conflict situations, these strategies can help to de-escalate tensions:

- Start with an Accusation Audit to address any grievances upfront.
- Use Labeling to recognize and validate the emotions involved in the conflict.
- Employ Strategic Silence after making a point to give the other party time to process and
respond.



Conclusion

The never split the difference cheat sheet serves as an invaluable resource for anyone
looking to enhance their negotiation skills. By understanding and applying the core
principles and techniques outlined by Chris Voss, negotiators can foster better
communication, build rapport, and achieve more favorable outcomes. Whether you're
negotiating a salary, establishing a business partnership, or resolving a conflict, these
strategies can empower you to navigate the complexities of negotiation with greater
confidence and success. Remember, successful negotiation is not about winning at all
costs; it’s about finding solutions that satisfy all parties involved.

Frequently Asked Questions

What is 'Never Split the Difference' about?
'Never Split the Difference' is a negotiation guide written by Chris Voss, a former FBI
hostage negotiator, that provides practical strategies and techniques to negotiate
effectively in personal and professional situations.

What are the key principles outlined in the 'Never Split
the Difference' cheat sheet?
Key principles include tactical empathy, mirroring, labeling emotions, the Ackerman
model for bargaining, and using calibrated questions to guide conversations.

How does tactical empathy play a role in negotiations
according to the book?
Tactical empathy involves understanding the emotions and perspectives of the counterpart
to build rapport and trust, which can lead to more successful outcomes in negotiations.

What is the Ackerman model mentioned in 'Never Split
the Difference'?
The Ackerman model is a strategic bargaining technique that involves setting a target
price, making calculated offers, and using a specific sequence of increases to reach an
agreement while maintaining the counterpart's engagement.

Can the techniques from 'Never Split the Difference' be
applied outside of high-stakes negotiations?
Yes, the techniques can be applied in everyday situations, such as salary negotiations,
conflict resolution, and even interpersonal relationships to improve communication and
outcomes.



What is the importance of calibrated questions in
negotiations?
Calibrated questions are open-ended inquiries that encourage the counterpart to think
critically and provide valuable information, allowing the negotiator to guide the
conversation without appearing confrontational.

How can 'Never Split the Difference' help in business
negotiations?
'Never Split the Difference' equips business professionals with actionable strategies to
negotiate better deals, resolve conflicts, and strengthen relationships, ultimately leading
to more successful business outcomes.
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