
Reflection�Questions

How�can�I�apply�the�concept�of�"tactical
empathy"�in�my�daily�negotiations?

In�what�ways�can�I�leverage�the�power�of
"mirroring"�to�improve�communication
and�build�rapport?

How�can�I�implement�the�strategy�of
"calibrated�questions"�to�gather�valuable
information�and�influence�outcomes?

What�techniques�from�the�book�can�I�use
to�effectively�deal�with�difficult
personalities�in�negotiations?


