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Mirroring as a negotiation technique is described on page 79 of the textbook. According to well 
known negotiator Chris Voss, Black Swan mirroring is not the mirroring frequently referred to in 
nonverbal communication.  That type of body language mirroring refers to behaviors such as if 
the other person puts the hand to the chin you put your hand to your chin. The type of mirroring 
Voss describes is starting out by repeating the last one, two or three words that the other 
person just said. It could be one word; it could be three words. It’s the simplest mechanism 
possible.  You do not have to engage in deep thought to use this type of mirroring. 

No matter how startled and flummoxed you are by your negotiation counterpart, you can observe the last one to three words. It is a great skill to use when someone has just said something that has caught you off guard and you are flummoxed. You don’t know what to say to it’s a great way to give you time to contemplate what to do next. You have the opportunity to get back on your feet. After being mirrored, the other side wants to talk some more and loves the opportunity.  

Mirroring is a next-level tool black swan tool.  If you didn’t understand something what  somebody just said, you probably say, “What did you mean by that” It is effective to ask good questions and gather information. Quite likely, they’re going to repeat what they just said with the exact same words only louder. We repeat the words because for whatever reason, the words that we’ve chosen in our brain, make the most sense to us. Mirroring gets people to say the same thing in different words. And it will be more enlightening for you and for them. Mirroring will sometimes clarify what people mean by a noun, such as the two definitions of a notebook by Voss and his sone Brandon.

To repeat, mirroring is just repeating the last one, two, or three words.  A lot of people 
say, “Can I repeat words that weren’t just the last ones? The answer is yes when you develop 
mirroring skill.  Mirroring becomes a surgical tool that you can during the conversation to guide 
what is being said.

Questions for Thought and Discussion

1. Although not explicitly stated in the video, what are two purposes of mirroring in negotiation?






2. What impact might mirroring have on building a positive relationship in negotiation?






3. What does Voss have in mind when he declares that mirroring is a “next-level black swan tool”?






4.	What appears to be the difference between mirroring as described in this video and paraphrasing?






5. To what extent does mirroring appear to be such a powerful negotiating technique that it can replace such standard techniques as the BATNA and compromise?





