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Summary of Never Split the Difference by Chris Voss and Tahl Raz - Includes
AnalysisPreviewNever Split the Difference by Chris Voss and Tahl Raz is a guide to using
hostage negotiation techniques in business and personal negotiations.Modern negotiation
strategies taught in business school usually center on classic texts that describe negotiation
without factoring in emotions or irrational behavior. In reality, all negotiations involve emotional
factors and illogical reactions. And in hostage scenarios, "splitting the difference" by accepting
the release of half the hostages in exchange of partial fulfillment of demands is never a desired
outcome.Hostage takers who feel heard are more likely to trust negotiators to be honest about
what they want. Active listening involves mirroring the other person's speech, speaking in a way
that sounds assertive but calming, and not saying anything at all for several seconds between
utterances. This slows the conversation down and conveys the impression that the negotiator
wishes to understand...PLEASE NOTE: This is key takeaways and analysis of the book and NOT
the original book.Inside this Instaread Summary of Never Split the Difference by Chris Voss and
Tahl Raz - Includes AnalysisOverview of the BookImportant PeopleKey TakeawaysAnalysis of
Key TakeawaysAbout the AuthorWith Instaread, you can get the key takeaways, summary and
analysis of a book in 15 minutes. We read every chapter, identify the key takeaways and analyze
them for your convenience.Visit our website at instaread.co.

"I can't believe it! Here's a book that is packed with wisdom that will help anyone improve their
life and yet it is easy and fun to read! Amazing!"--Og Mandino, author of The Greatest Salesman
in the World"A fast, entertaining read that should be required reading for anyone who deals with
people. Highly recommended."--Ken Blanchard, coauthor of The One Minute Manager"Roger
Dawson's great book will help you create and expand one of the most critical skills to life-long
success."--Anthony Robbins, author of Unlimited Power and Awaken the Giant WithinAbout the
AuthorRoger Dawson is the founder of the Power Negotiation Institute and one of the country's
top experts on the art of negotiating--SUCCESS Magazine calls him "America's Premier
Business Negotiator." As a full-time speaker since 1982, Roger has travelled the world to teach
business leaders how to improve their profits using his Power Negotiating techniques. He has
trained executives at some of the world's largest companies, including General Foods, General
Motors, Xerox, IBM, and Harvard Medical School, and conducted seminars around the world.
He resides in La Habra Heights, California.
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Charles A. Ray, “Getting to yes, effectively. Traditional texts on negotiations teach techniques
that assume all parties to a negotiation are acting rationally and unemotionally. The reality is, in
every negotiation, there is a certain amount of emotion and irrationality involved. Hostage
negotiator, Chris Vos, and Thal Rahz, in Never Split the Difference, offer negotiating guidelines
based on Vos’s experience as a hostage negotiator for the FBI, and tempered by Rahz’s
experience in business. Their techniques, undergirded by the principle in the title, ‘Never Split
the Difference,’ can be used successfully in business negotiations or in personal
encounters.Summary of Never Split the Difference by Chris Vos and Thal Rahz by Instaread is a
comprehensive analysis of the book. It discusses each of the authors’ main points and gives
their background and credentials, which lends authority to the work. This handy little guide can
be read in about 15 minutes and gives an excellent overview of the book.I received a
complimentary copy of this book in exchange for my unbiased review.”

Cool Stuff, “Fascinating twist on everyday negotiations. Chris Voss is a former FBI negotiator
who has applied his unique skill set to every day business negotiations. The title, Never Split the
Difference, refers to the FBI rule that you don't settle for some of the hostages in exchange for
some of the money. This is a well written summary of book and I found the key takeaways
especially enlightening. The techniques listed are ones anybody can apply to any situation.
What impressed me most was that these techniques can be used in everyday situations, too.
Everybody can use them to gain a bit of an edge in any situation. I was given this summary for
review purposes and highly recommend it.”

Ivy Reisner, “Negotiating in emotionally charged situaitons. The first line lays out the content of
this book perfectly. "Never Split the Difference by Chris Voss and Tahl Raz is a guide to using
hostage negotiation techniques in business and personal negotiations."The key points covered
are:1- Manage emotions.2- Listen actively to gain trust.3- Show empathy, again to gain trust.4-
Get the other party to say "that's right" by restating concerns back to them. This instills the
willingness to agree to a solution.5- "No" can reveal unknown points of contention.6- Unusual
factors (starting extremely high, low, or odd but specific) can influence parties.7- "How" and
"what" questions can convince the other party to solve shared problems.8- Understanding tone
and body language is critical.9- There are multiple haggling styles, each with their own efficacy
in any given situation.10- Black Swans, unforeseen events or situations, can completely change
the negotiation.11- Preparation is critical.This is an interesting high level analysis. I might have
preferred more details and examples, but that might be too much given the format and density of
information.I received a copy in exchange for an honest review.”

eugene robitaille, “good book. good book”
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