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Negotiations are tough
in any situation. But did you
know that nearly HALF of all
negotiators admit to lying!

Whether it's to gain the upper

hand or just before they have

a motive to do so, negotiators
lie--and get away with it.

THE NUMBERS

90% of people lie 30% of people lie
on their online 40% of people lie about having seen
dating profile on their resumes The Godfather
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Studies show that
people can identify a lie
only 54% of the time!

That's why it's
_than to detect 1it.

Build TRUST andg
Share Information

Disclose a piece
of important
information early on.

When you reveal
strategic information,
you prompt the other
person to reciprocate.

By sharing your motives
early, you can also
frame the negotiation
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Ask specific and direct questions

Studies have shown that 61% of
negotiators are likely to reveal
their weaknesses in bargaining
power when asked (compared to
0% who were not asked!)

Frame the question with pessimistic

assumptions. People would rather
agree with a negative statement

than than lie about a true statement.

Hone your
LISTENING Skills

Keep track of your
questions and take
notes of their responses.

Don't rush; take the time
to really pay attention to
what they're saying.

on average politicians dodge
70% of questions they are asked.
Don't move on to the next
question until you're sure
their answer is relevant.

Watch for LEAKED
Information

[t's not easy, but if you take control of
the negotiation, you can easily deal
with any lies that come your way!
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