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[bookmark: _Toc2]Article summary:
1. A Cold Read is the process of assessing your environment and any history that might impact how your audience receives your message before driving for a yes.
2. An Accusation Audit is a technique used to identify the negative sentiments likely harbored by the other side by using Labels.
3. Using a Cold Read and an Accusation Audit before presenting can defuse negative emotions and lead to desired outcomes in negotiations.
[bookmark: _Toc3]Article rating:
Appears strongly imbalanced: The article is written in a biased or one-sided way, and the information it provides is not trustworthy enough to be considered a reliable source. You should consult other sources to find reliable information on the presented issues.
[bookmark: _Toc4]Article analysis:
The article titled "Communication Skills: How to Use a Cold Read and Accusation Audit" provides insights into how to use communication skills to achieve desired outcomes in negotiations. The author shares a personal experience of using a Cold Read and an Accusation Audit™ to convince a group of SWAT guys to allocate funds for negotiator training. While the article provides some useful tips on how to prepare for negotiations, it has several biases and limitations that need critical analysis.

One of the main biases in the article is the author's perspective on the relationship between SWAT guys and negotiators. The author portrays negotiators as touchy-feely mouth-Marines who want to talk every problem away, while SWAT guys are knuckle-dragging Neanderthals who have a penchant for destroying things. This bias is evident in the author's description of his audience's reaction when he walked into the room. He assumes that most of them winced and grumbled when they saw his name on the agenda, indicating that they were not thrilled about his presence.

Another bias in the article is its one-sided reporting of the negotiation process. The author only presents his perspective on how he used communication skills to achieve his desired outcome, without considering other factors that may have influenced the decision-making process. For example, he does not mention whether there were any competing requests for funding or whether there was any political pressure from higher-ups to allocate funds for negotiator training.

The article also has several unsupported claims and missing points of consideration. For instance, it assumes that all audiences will have predictable positive and negative sentiments that can be defused using Labels™. However, this may not always be true, as different audiences may have different perspectives and priorities that cannot be easily addressed using pre-prepared Labels™.

Moreover, the article does not provide any evidence or examples of how other negotiation experts have used Cold Reads and Accusation Audits™ successfully. This lack of evidence makes it difficult to assess the effectiveness of these communication skills in different contexts and with different audiences.

The article also has some promotional content, as it encourages readers to download a free guide on negotiation skills. While this may be useful for some readers, it may also be seen as biased towards promoting the author's services or products.

In conclusion, while the article provides some useful insights into how to use communication skills to achieve desired outcomes in negotiations, it has several biases and limitations that need critical analysis. Readers should be aware of these biases and consider other factors that may influence the negotiation process before applying these communication skills in their own negotiations.
[bookmark: _Toc5]Topics for further research:
· Evidence-based negotiation strategies

· Factors influencing decision-making in negotiations

· Different perspectives in negotiation

· Effectiveness of Cold Reads and Accusation Audits™ in different contexts

· Best practices for negotiation preparation

· Ethical considerations in negotiation tactics
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