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A asks lots of questions.
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1. techniques, negotiating

2. first, identify, expectation, waffle

3. try, 1identify, interests, other party, personally, professionally

4. locate, crucial

5. skilled negotiator

6. Demonstrate, passion, mutually beneficial results

7. 1ssue oriented, sense hostility, take, personally

8. What 1f, lose ground

9. Taking, refreshed, recharged



10. spirit, negotiating, create, win-win
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