
10Legendary Negotiation
Techniques From Chris Voss

Learn the high-stakes, do-or-die negotiation secrets from master negotiator 
Chris Voss (you know, the best-selling author of Never Split The Difference?).

It’s how elite sellers skip the push back and close more deals.

Hearing “yes” may feel good. But when buyers 
hear yes-oriented questions, their gut instinct 
screams “it’s a trap.” A no-oriented question 
makes prospects feel more in control, safe, 
and willing to listen.

How to do it:

No-Oriented Questions
Technique

#1

Would you be opposed to 
chatting for a few minutes?

“
”

No, not what you do while you’re brushing your 
teeth. Mirroring is when you repeat the last 
few words of your buyer’s sentence. And do it 
with an upward voice tone (like you’re asking a 
question). That triggers your buyer to give you
long, information-rich responses.

How to do it:

Mirroring
Technique

#3

The price is too high?“ ”
Your boss said no?“ ”

Timing is not right?“ ”

Sales can be perceived as manipulative 
(some would say that good salesmanship is 
more concealed, but I digress). Being clear 
about your real motives and aligning with your 
buyer’s top priority – them – helps disarm 
their initial impulseto pull away.

How to do it:

Straight Up
Technique

#2

I’m calling to learn more about 
the challenge you’re having with 
XYZ, and see if we might be a 
good fit to help you solve it.

“
”

It’s not just what you say, it’s how you say it. 
Tone actually impacts the mirror neurons and 
triggers an involuntary neurochemical reaction. 
Your tone of voice can make all the difference in 
a negotiation. A calm, even tone makes people 
feel more comfortable and less guarded.

How to do it:

The “Late-Night FM DJ Voice”
Technique

#4

When they’re hit with an objection, 
elite sellers slow down (Matrix-style) 
to 102 words per minute. Meanwhile, 
average reps dial up to 144 words per 
minute, making them come across as 
flustered and unconfident.

!



Your mood directly impacts your mental 
game. To bring your best to any negotiation, 
you need to manage your own emotional 
state, and know how to influence your 
customer’s mood as well. You're 31% smarter 
in a positive frame of mind, and at least 31% 
dumber in a negative frame of mind.

How to do it:

Practice Positivity
Technique

#5
The secret to gaining the upper hand in a 
negotiation is giving the illusion of control. Ask 
“how” questions to make the buyer feel more in 
charge, and help them recognize the difficulty 
of what they are really asking from you.

How to do it:

How am I supposed to do that? 
How can I ask my boss to give 
you 3 months free AND a 10% 
discount? - You

“
”

"How" Questions
Technique

#6

We’d really love to see 
if you could get us 3 
free months and a 
10% discount. - Buyer

“
”

You can override your own system. 
There's a hard wire between the 
muscles in the face and the mirror 
neurons. You can force a hit of 
dopamine into your system by 
forcing a smile on your face.

“Fair.” It’s the most powerful word in any 
negotiation. Nobody wants to feel like they’re 
being unfair or being treated unfairly. 
According to Gong Labs data, top performers 
use the word “fair” 1.7x per deal (i.e., all calls 
that span one deal), while average reps only 
say it only 0.2x per deal.

How to do it:

The F-Bomb
Technique

#7

You -
I’d love to step you through a short 
product demo. All I ask is that if 
you’re intrigued by what you learn, 
that we schedule a concrete next 
step at the end of the demo.
Is that fair?

Labeling is empathy on steroids. When your 
buyer expresses an emotion, state an accurate 
label of that emotion—“It seems/sounds/looks 
like you _________.” And then let your buyer talk 
without interrupting.

How to do it:

Labeling
Technique

#8

When you notice your buyer express 
an emotion, label that emotion by
completing one of these sentences:
It seems like you __________.
It sounds like you __________.
It looks like you __________.

!

”

“



Great salespeople clarify objections with a 
question. Asking questions helps you identify 
the core issue, and turn objections into an 
opportunity to strengthen the relationship. 
Gong data shows that top performers followed 
up objections with a question 54.3% of the time, 
compared to just 31% for average performers.

How to do it:

Avoid “why” questions—Asking “why” challenges 
the validity of the buyer’s objection and puts them 
on the defensive. Instead, say something like:

Clarify With Questions
Technique

#9

Can you help me understand 
what’s causing that concern?

We (salespeople) apologize for reaching out, 
being late, and “taking up valuable time.” 
Overuse of apologetic language eliminates 
power and sincerity except for one very 
specific type of apologizing. Tactical 
apologies—putting the “blame” on yourself 
for denying their pricing request—actually 
boosts win rates by 5%.

How to do it:

Tactical Apologies
Technique

#10

I’m sorry. I really want to offer you 
that number, and if it were up to 
me, I would. But that discount 
simply isn’t doable.”

“
”“

”

Only if you want more…
Follow Gong on LinkedIn for more data-backed sales tips 
to grow your career in sales (and your commission).


