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5 Part primary

S is responsible for S

fugitives  

6 Part

 

7 Part

 

8 Part Part

 

9 a PART 3 2 Exposing negative thoughts to daylight  “It looks 

like you don’t want to go back to jail”  makes them seem less frightening.

9 Developed well, it’s how we as negotiators identify and then slowly 

alter the inner voices of our counterpart’s consciousness to something more 
collaborative and trusting.  

b PART 3 1 We spotted their feelings, turned them into words, 

and then very calmly and respectfully repeated their emotions back to them.  

c PART 3 2 4 Think of labeling as a shortcut to intimacy, a time-saving 

emotional hack. 9 Developed well, it’s how we as negotiators 

identify and then slowly alter the inner voices of our counterpart’s consciousness to 
something more collaborative and trusting.  

10 PART 3 Harlem doorway PART2

tactical empathy

labeling  

11 (1) b  PART3 7 2 That’s because the word “I” gets people’s guard up. 

 

(2) a  PART3 4 4 For most people, it’s one of the most awkward negotiating 

tools to use.  

(3) a  PART3 5 3 The trick is to spotting feelings is to pay close attention 

to changes people undergo ...  

(4) b  PART3 8 2 Once you’ve thrown out a label, be quiet and listen. 

 

(5) b  PART3 6 2 Labels can be phrased as statements or questions. 
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(6) b  PART3 7 4 But when you phrase a label as a neutral statement of 

understanding, it encourages your counterpart to be responsive.  

 
 

1 

( 1) 

Ryan had to fly to Austin to sign a large contract, but missed his connection due to weather 

and was on the verge of missing the last flight to Austin that day. 
( 2) 

Ryan was on the verge of missing a crucial business deadline because a weather-induced 

flight delay might make it impossible for him to sign a contract in Austin. 

 
2 

( 1) 

At the end of the conversation, the gate agent, Wendy, managed to find Ryan a seat on the 

fully booked flight after his empathetic approach. 
( 2) 

Ryan’s skillful negotiation with Wendy succeeded, and he managed to secure a seat on the 

last flight to Austin. 

 
3 

( 1) 

  In the text in [ ], the author states that tactical empathy requires both understanding 

the other person’s feelings and considering the factors causing those feelings. Furthermore, 

using the subject “I” can give the impression that you are only interested in your own benefit, 

so using phrases like “It seems like ...” or “It sounds like ...” increases the success rate of 

negotiations. 

  Ryan also frequently uses the expression “It seems like...” during his negotiation to secure 

a seat on the final flight to Austin. Furthermore, rather than imposing his own convenience 
and attempting a forceful negotiation, he focuses entirely on showing empathy  expressing 

understanding for being yelled at by the couple just before and for being forced to handle 

similar passengers all day due to the storm. Thanks to this tactical empathy, Ryan succeeded 

in his negotiation, unlike the couple before him. 
( 2) 

   Ryan achieved this success by employing tactical empathy and labeling instead of being 

aggressive like the previous couple. He began by acknowledging Wendy’s difficult situation, 
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saying, “It seems like they were pretty upset,” and later, “It seems like it’s been a hectic day”. 

   By verbalizing her emotions and the chaotic environment, he utilized labeling to validate 

her feelings without using “I” statements, which encouraged her to be more cooperative. This 

emotional alignment, or neural resonance, likely motivated Wendy to proactively look for a 

solution, proving that identifying emotional obstacles is a more effective pathway to an 

agreement than demanding results. 
3  
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メルマガ登録 LINE 登録

医大別直前二次試験対策講座(後期)

金沢医科大学（般後）
日本医科大学（般後）

聖マリアンナ医科大学（般後・共）

獨協医科大学（般後）

合格を勝ち取る！
各大学の二次試験の要点解説と面接対策

◆スケジュールについてはHPでご確認ください。

 
埼玉医科大学（般後・共） 昭和医科大学（般Ⅱ期）

日本大学（N方式2期）
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