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Foreword

			By Chris Voss

			I was nervous, of course.

			But I couldn’t show it. You can’t show bad guys fear.

			It was my very first negotiation with real hostages during a bank robbery. This was many years ago now, but I still remember it like it was yesterday. I got the call, and within a few minutes, I found myself at the corner of Seventh Avenue and Carroll Street in Brooklyn, New York, outside the Chase Manhattan Bank.

			Still pretty green, I was out of negotiation training for barely a year. But there I was, facing the bad guys, one wingman and one “Lead Bad Guy.” Lead Bad Guy—a highly shrewd, manipulative personality—decided that that day was going to be his day. His day to take control, his day to show who had the power.

			Lead Bad Guy’s decisions were deliberate, cold, and calculating. Lacking any and all integrity whatsoever, he didn’t even bother sharing his day’s plans with his own wingman. His wingman thought their afternoon was going to be a simple joyride of burglarizing the bank, probably followed by a spending spree somewhere.

			By the time we got there, the two had taken two female bank tellers and a male security guard as hostages. One had been pistol whipped with a .357 Magnum revolver, and Lead Bad Guy had pretended to shoot another (although the gun wasn’t loaded). Purely sadistic. Plain and simple.

			Using brute-force negotiation tactics with hostage takers doesn’t work. People can quickly end up dead that way. Hostage takers need to be influenced into surrendering, even though it may seem counterintuitive. Influencing hostage takers is a delicate process, one in which egos must be constantly navigated and where a continuous and healthy display of respect needs to be paid, or at least feels like it is being paid, to them.

			On that day, after nearly twelve hours, we were able to convince both bad guys to surrender, and the hostages were safely released to us. Once the wingman gave himself up earlier in the day and shared details with us, their house of cards began to fall. A dramatic end to a very long day, to say the least.

			There can be little doubt that hostage takers and narcissists have much in common. Often, they have delusional, grandiose fantasies of power. They are preoccupied with unreasonable expectations of admiration, they take advantage of others to get what they want, and of course, it goes without saying that they seemingly have no ability to recognize others’ needs or feelings in the process.

			You can’t split the difference with hostage takers just like you can’t split the difference with narcissists. Highly advanced negotiation skills are required when dealing with these people. That is precisely why I was drawn to Rebecca Zung and her SLAY method as set forth here in SLAY the Bully: How to Negotiate with a Narcissist and Win.

			Rebecca and I share a common approach to dealing with highly complex, difficult personalities. The magic of her SLAY approach to negotiate with narcissists lies within her depth of understanding of the psychological mind of the narcissist (which can sometimes be sadistic, arbitrary, capricious, and even maniacal). She seamlessly and efficiently integrates this understanding with her unique insight and skill in the negotiating process. She is then able to distill it all down and lay it out in a simple step-by-step structure that anyone can follow.

			Narcissists and hostage takers are both types of people who want attention. They want their moment in the sun. For attention-seeking personality types, it is essential to create the illusion of control during the negotiation process in order to gain the upper hand on their egos. Trying to get your opponent to admit you’re right is not only a futile process but also one that will simply enrage the other side and potentially cause communication to fail entirely. This is why Rebecca’s framework is so incredibly useful.

			The name of my company is The Black Swan Group. The Black Swan theory is this: things that were previously thought to be impossible can—and do—happen. In the negotiation context, it’s being able to accomplish an outcome by uncovering information you didn’t even know existed. These are the unknown unknowns, the difference that makes the difference in the end.

			With SLAY, Rebecca has found a Black Swan. The majority of the population believes you can’t negotiate with narcissists, but she has put together a framework that makes it not only possible, but probable to ensure a winning outcome. The bonus is that once you “SLAY” the narcissist, you can create a new mindset and thus, a new life. Whether a person’s battle is personal or professional, the information in this book delivers insights every single one of us can use.

			There are seemingly more narcissists in the world than ever right now. Ten years ago, I hardly ever heard this word, but now it seems to be an epidemic. This is not a problem that is going away anytime soon.

			I have often said that every moment of life, every conversation, and every interaction with people is a negotiation—especially when you’re dealing with a narcissist. The personal and professional costs can be great: emotionally, financially, physically, and spiritually. What Rebecca is offering you is an opportunity and a path to create a solution for you—and ultimately for your life—that will allow you to achieve something incredibly valuable: peace of mind.

			This is an opportunity. Embrace it.

			Chris Voss

			Former FBI Lead Hostage Negotiator

			CEO of The Black Swan Group

			Wall Street Journal Bestselling Author of Never Split the Difference





Preface

			Bullies. Unfortunately, I know them well. And I know the shame of knowing them well.

			For me, growing up in the 1970s was similar in many ways to many others’ experiences of suburbia during that time.

			I went to public school. I rode a big yellow school bus. I ate the school lunch. My brother and I were “latchkey” kids who watched reruns of The Brady Bunch and Gilligan’s Island after school on the one color television we had in our house. The TV had four channels, which represented the major networks plus the one local public television station. We drank Kool-Aid with Red Dye No. 2, ran through sprinklers in our yard, and played Kick the Can on the street in front of our house.

			But I was also very different. I was half-Chinese. I lived in Northern Virginia, just outside of Washington, DC, and racism was still quite prevalent there during that time. My parents were married in the 1960s, prior to the landmark U.S. Supreme Court case Loving v. Virginia, in which the Court ruled that the state laws banning interracial marriage were unconstitutional. This meant that because my mother was white and my father was Asian, it was actually illegal for them to marry in the Commonwealth of Virginia at the time when they wanted to get married, so my parents had their wedding ceremony in Washington, DC instead. I tell you all of this to give you an appreciation of the racial climate in the area at the time.

			When my younger brother was born, just after me, my mother, who had been an operating room nurse, realized that my father, who had spent his life as an anesthesiologist, didn’t have a lot of real estate knowledge, so she decided to get her real estate license to gain some understanding. Once she obtained it, she decided to go ahead and become a real estate salesperson. Her career immediately took off, and her life became much more about her business, as she then even started her own real estate company. My father would come home at the same time each day and make dinner and was, in a lot of ways, “our mother,” but he was certainly not maternal. Thus, my brother and I were left on our own a lot of the time.

			My father left quite early for the hospital each morning. This meant my brother and I had to get ourselves up, make our own breakfast (meaning, pour cereal out of a box and milk on top of it), and make our way to the bus stop.

			Kids who don’t have a whole lot of home support, whose moms aren’t present, already feel very different from the kids who have moms at home all the time. Add in being the only kids who are half-Asian in an all-white community, and this really makes for feeling like an outcast.

			The bus stop was where the hell with the bullies began.

			“Ching Chong?”

			Laughter.

			“Hey, slanty eyes!” (while they held their eyes back).

			“Hey, I saw your middle name—isn’t it like ‘King Kong’?” (My middle name is Yu-Kang, which is a family name.)

			More laughter.

			The bus would finally come.

			I would then sit with one of what felt like my only friends, MyMy, a Jewish girl, who was also not part of the “cool” crowd.

			Then school was relatively fine…until recess. This was when the bullying would sometimes begin again, this time with a new set of kids. This time, the African American girls would start in on bullying me, also for being Chinese. Looking back, I now find the racism from that particular group paradoxical. But at the time, I thought nothing of it. I just wanted it to not be happening.

			Once, when my father came to school with me, I remember one of the girls commenting, “Oh, this time she brought a bodyguard!” Interestingly enough, they didn’t comment on his being Chinese, just his being my bodyguard.

			My thought process at that time never involved fighting back, though I’m not sure why. Perhaps it’s because I thought of myself as average and nothing special. I was also terrible at sports, so that didn’t help; the kids who were sports superstars were all super popular, of course. They were the “cool” ones.

			So, what did I do about the bullying at the time?

			Nothing. Nada. Zippo. I just would sit there and say nothing.

			When we are presented with situations where we perceive that a harmful event, threat, or attack is imminent, our brains react physiologically by pumping a surge of hormones into our bodies to prepare us and protect us. The result is that most of us do one of three things: fight, flight, or freeze. I believe that in my childhood, my response was to just freeze.

			I said nothing to the other kids. I said nothing to the teachers. I said nothing to my parents. I said nothing. I wanted to just not make waves.

			You have to remember: this was the 1970s. There were no talk shows about bullying. There were no anti-bullying campaigns. My mom certainly wasn’t someone I could talk to about it. Her parents were German immigrants, so she came from very stoic people. And my dad, great as he was at taking care of our needs, wasn’t Mr. Let’s-Talk-About-Our-Feelings either. He was raised in China until he was fifteen years old, and he was in his forties when I was born.

			But inside. Inside I knew I was made for more, even though I felt average on the outside. Somewhere deep down there inside, I heard that whisper. It was my soul. Your soul always remembers and knows. Pierre Teilhard de Chardin said, “We are not human beings having a spiritual experience. We are spiritual beings having a human experience. Yet the imprint of bullying was left there. Your physical body always carries your trauma with you.

			Many years later, I thought I had scratched out that imprint. I thought I had done my due diligence as a human in progress.

			Went to therapy. Got married at nineteen. Had three kids by the age of twenty-two. Got divorced.

			Went to meditation classes. Read lots and lots of self-help books.

			Tried the self-flagellation and self-destruction path for a while too.

			Got remarried. Had another child. More therapy. I’ve been on Buddhist retreats. I’ve even studied Kabbalah privately with a rabbi.

			Then when I was closing in on age forty, I decided my career needed a radical shift, so I hired a really good business coach and very quickly became one of the top 1 percent of attorneys in the nation.

			Life was good. I wrote two bestselling books. I had a really strong circle of friends. I had a good marriage and a nice family.

			That little voiceless girl who was bullied on the playground was long gone. Dust in the wind.

			Or so I thought.

			Then enter a covert passive-aggressive narcissist business partner. Separate from my law practice, only a few short years ago, I decided to go into an entrepreneurial endeavor with this woman, who seemed smart, experienced, and fun. But underneath her veneer was a jealous, vindictive, deeply insecure person, filled with underlying rage.

			Unwittingly, I became her target. Within a short time of becoming involved in a business relationship with this person, old imprints in me began to bubble back to the surface again. I found myself transported back to the Chesterbrook Elementary School playground.

			Those feelings of not being good enough, of being small and voiceless, were reignited almost like a pilot light that I thought was no longer lit but it turned out had just been dimmed. It was excruciating, frustrating, and maddening all at once.

			Toward the end of this relationship, I met with the business coach whom I’d worked with at that point for more than a decade, who is also an expert in human behavior and the brain, and she said to me, “Rebecca, it’s not what’s happening or what she is doing or saying, it’s how it lands for you.”

			So profound. Put another way, if someone called you a banana, you would obviously laugh it off and think nothing of it, because you know that it has nothing to do with you whatsoever. Obviously, you know you’re not a banana.

			It’s only when you believe that there might be a modicum of truth to what the other person is saying that it bothers you.

			This was an aha moment. The grown-up version of me then came flooding back. It was at that moment that my partner’s behavior stopped bothering me.

			But before I had that aha moment, I had found out that this person was a narcissist and had decided to read dozens of books on the topic. I then realized that I had been dealing with narcissists all wrong in my law practice.

			I had been litigating high net worth cases for years. I had represented billionaires and celebrities. I had lots and lots of accolades. I had written a bestselling divorce book. But I didn’t know anything about narcissism. In the legal world, the term “narcissist” is a fairly new word that’s being thrown around. For many years, it seemed like all the wives would say that their husbands were “controlling,” and all the husbands would characterize their wives as “crazy.” But in the last couple of years, all the parties (on both sides of the cases) have started to use the term “narcissist.” This means that judges and attorneys are just now hearing this term regularly. Whether the judges, attorneys, mediators, arbitrators, or others in the court system know what it actually means is another whole conversation.

			I will be sharing much more of my own story as I go through the book.

			Many narcissists are just grown-up bullies. That’s about as plainly as it can be put.

			The problem is that the world is overrun with them right now. Experts estimate that potentially up to 15 percent of the world’s population either has narcissistic personality disorder, possesses narcissistic traits or tendencies, or has other types of antisocial personality disorders which cause people to lack empathy.

			To put that into perspective, there are approximately 7.9 billion people on the planet currently and about 333 million in the United States. If each person in that 15 percent of the population emotionally abuses just three people in their lifetime, that results in approximately 3.4 billion people in the world or 150 million in the United States being the victims of a toxic personality. This is probably why so many of us feel impacted by narcissistic people or people who have these traits or tendencies.

			Now, here’s the big problem, and here’s what I know for sure, sure, sure.

			When it comes to communicating or negotiating with narcissists, or litigating with narcissists, we have been going about it all wrong.

			Narcissists do not think like non-narcissistic people. Their brains do not function in the same way that the rest of the world’s brains do, so you cannot interact, negotiate, or deal with them in the same way. If you do, you will fail, and miserably. Every single time. It will cause you searing pain. It will cost you lots of money. It will eventually drain your life and your soul from you. All while the narcissist sits back and enjoys the show, eating their popcorn, watching you slowly becoming a shell of yourself.

			I cannot stress this enough.

			That’s the bad news.

			Here’s the good news.

			Narcissists, while sometimes challenging to deal with, are actually quite predictable in their behavior and extremely easy to read. They do follow patterns. This is how I was able to develop my SLAY Method® and know that, when followed precisely, it absolutely works, so that you can win, every single time. You may have your narcissist asking to resolve issues with you—begging, even.

			I know that you picked up this book because you’re probably feeling powerless, maybe used and abused, paranoid, or like you’re walking on eggshells all the time.

			Deep within you, though, the real you—your soul—knows you were born for more, and that is the voice inside yourself that you need to listen to now.

			The narcissist just represents the battle to be won. This is a test. A test of your strength.

			Whether you have a real trial to go through against them (which I will show you how to win) or a proverbial trial (you will see how to beat that too), once you see how strong you are, you will be able to conquer anything and anyone.

			You are on this planet for a reason. You are meant to shine. You are meant to create. You are meant to share your gifts with the world.

			Step-by-step, this guidance will show you the way, and I am here to support you in breaking through and breaking free from toxic relationships so that you can shine your light.

			Today is a great day to start negotiating your best life.

			Now, let’s SLAY this!

			 

			Rebecca 





Chapter 1

			Welcome to Hell

			“The path to paradise begins in hell.”

			Dante Alighieri, The Divine Comedy

			Let’s start off by having you think about a time in your life when you were in any type of a relationship, business or personal.

			The relationship I want you to think about is a relationship with a person where the person started off being super charming, charismatic, and personable. They seemed absolutely perfect…at first.

			It was as though the stars had aligned. If it was a business relationship, they may have had every single skill set you had ever wanted in a business partnership, plus all the most incredible contacts. If they were a potential romantic partner, well, they rocked your world. They were probably intoxicating. You could barely see straight.

			This person was so captivating that you were immediately drawn to them.

			Another reason you were drawn to them was that they didn’t stop communicating with you in the beginning. They had a way of making you feel like you were special—as if you were the most incredible human they had ever met on the planet. You found yourself thinking, Where has this person been all my life? Wow! They are amazing!

			Then they wanted to hurry the relationship along. Again—this is business or personal. Whatever the next level was, they wanted to get to it—right away. If it was business, they wanted to sign contracts or form a partnership. If it was a romantic relationship, they wanted to meet the family, move in together, and get married—right away. Their philosophy was, “Why wait? We are perfect for each other! Come on. Let’s do this now!”

			While you may have had some misgivings, or you weren’t sure, they talked you into it, overpowered you, and then you found yourself on that next level. Locked in.

			Then almost right away…you began to see red flags. You started to see inconsistencies in their stories. Or they would promise to do things but then didn’t follow through. Or suddenly they weren’t texting you back right away anymore. Or maybe you even caught them in lies.

			But they always seemed to have some sort of explanation: it was someone else’s fault. Or something was going on in their personal lives. Or maybe it was your fault.

			Suddenly now, you were the issue.

			You were too needy. You were the one to blame for their problems.

			Maybe you asked them about something that they were doing with their friends on a weekend, or something for the business that needed to be discussed. They might have said, “We talked about that, and you agreed; don’t you remember?” and you knew that conversation never took place.

			Perhaps then it started to become confusing for you, because you found yourself wondering what happened to that incredibly charming and charismatic person who initially swept you off your feet.

			Then maybe you even started to feel like this person was having conversations about you behind your back with third parties. Perhaps you even read some of their texts or emails that seemed questionable, but when you asked the person about them, they told you that you were crazy, that you were reading too much into them, or that you were jealous or oversensitive.

			At some point in that relationship, you might have started to feel disempowered. Your gut might have started to tell you that something was off, but you were already deep into the relationship by that point, so you weren’t sure what to do. You might have even started to rationalize with yourself, telling yourself it wasn’t always bad and that sometimes the person could be great. You might have found that you were starting to doubt yourself, but you still wondered whether you should trust the other person or not.

			You found yourself waking up in the middle of the night thinking about it, waking up in the morning thinking about it, thinking about it when you were brushing your teeth.

			In short, you started to obsess about it. Maybe you even started to feel paranoid.

			You really started to feel crazy, because a lot of the time, other people thought that other person was absolutely wonderful, which just compounded your feelings of confusion.

			You began to feel like something was wrong with you.

			You even felt like the person had started to eat away at your soul.

			You probably felt like that person was slowly draining the life out of you.

			If you have ever experienced that type of a relationship, chances are you’ve been in a relationship with a narcissist.

			I’ve been there too.

			Welcome to the Hell Club.

			First, I want to acknowledge those of you who have been in relationships with narcissists and managed to escape. That took a hell of a lot of courage and was probably the hardest thing you ever did in your life.

			Second, I want to tell you this. I am an attorney who trains people on how to negotiate with narcissists. Yes, I can sit here and tell you all about how I’ve represented billionaires and celebrities, and that’s how I’ve learned a helluva lot about narcissists and how to negotiate with them.

			Period. Hard stop. That is the absolute truth.

			I definitely learned a lot about how to negotiate with narcissists from that. But that’s not the only place I learned about it—and that’s not my “why.”

			It was actually just over two years ago that I started making some YouTube videos on negotiation (in general). I was receiving a whopping thirty views a video or so, and I’m pretty sure all the views were from my mom and her church friends.

			Then I did one video on “How to Negotiate with a Narcissist.” All of a sudden that one video got close to seven hundred views!

			Now I had a conundrum. I knew that if I wanted to continue to see more hits on my videos on YouTube, I would have to make more content on narcissism and negotiation.

			I remember lamenting to my husband in our living room, “I really don’t know if I want to be known as the Narcissism Queen!”

			He said something about riding the wave and helping people, and to just go with it. So, I kept making videos on the topic, thinking of it in terms of a few more at a time, then a few more, which turned into a few more.

			Now, why was I able to speak with such authenticity about how to negotiate with a narcissist?

			Well, because, as I mentioned in the preface of this book, a few years before that, I entered into a business endeavor, separate from my law practice, with someone who turned out to be a narcissist.

			That business partnership caused me to feel a tremendous amount of angst.

			That business partnership caused me to feel massive amounts of anxiety.

			That business partnership sent me into this tailspin, which ultimately caused me to dive into reading every book I could get my hands on, on the topic of narcissism.

			Now, about the topic of negotiation, I had already lectured all over the country, including as a keynote speaker at the American Bar Association. In fact, I was considered an expert in the field already and had been teaching and lecturing on it for nearly two decades. I have a book on it, Negotiate Like You M.A.T.T.E.R.: The Sure-Fire Method to Step Up and Win, and Robert Shapiro even wrote the foreword for that book.

			But, to paraphrase Ruth Langmore in Ozark, I didn’t know sh*t about f*ck when it came to narcissism. Until I was dealing with a narcissist on a personal level and was thrust into the depths of what that personal hell actually meant, I didn’t actually start researching the topic.

			I thought I knew what a narcissist was, but I didn’t. I had participated in hundreds of negotiations and mediations, including many with narcissistic personalities, as an attorney, sometimes representing them and sometimes on the other side. I thought I had been managing them, communicating with them, and negotiating with them in the most optimal way possible, but after really diving into learning about their personalities, I realized I had not.

			So, after curling up with my nose in hundreds of books and watching thousands of hours of YouTube videos, I learned quickly. I really wasn’t planning to use my knowledge for anything or anyone but myself. I just wanted to learn.

			Then, an aha moment came to me. A realization. I was still practicing law at the time, and I thought maybe I could take what I was learning and apply it to the cases I had. Perhaps I could see if I could get some of these narcissistic personalities to start to want to resolve the issues.

			Eureka! It was as if I had discovered penicillin! Seriously. All of a sudden, I saw movement in these cases.

			Then COVID-19 happened, and I couldn’t practice law for a while, so I focused on YouTube.

			That’s when I started doing the videos on how to negotiate with narcissists. It turned out that there was a huge black hole in resources on this topic and a desperate need for information.

			So here I am, just over two years later. As of this writing, I have more than 25 million views on YouTube, and I have sold my SLAY Your Negotiation with a Narcissist program to thousands of people around the world, in nearly every country, on every continent, and in every state in the United States. Why? Just because there is a need? Partially, yes.

			But also because people know that I’ve been there too.

			I’m going to share more of the specifics of my story in dealing with that narcissistic business partner as I go through my SLAY Method® throughout this book. But, more importantly, I want to share this with you right now. I believe that everything in my life has led me on this path to doing what I am doing now.

			Having to deal with that person, where I lay awake at night thinking I was going crazy, then woke up in the morning obsessing about it.

			Brushing my teeth and feeling paranoid. Feeling that tightness in my chest. Feeling sick to my stomach. Like I had no air. Couldn’t breathe.

			Honestly, initially, I really didn’t want to share my own story of having to deal with a narcissist, because I was supposed to be strong. I was supposed to be this badass attorney!

			I was thinking, How the hell did this happen to me?

			But then I realized that instead of asking that question, I needed to ask myself a different question: Why did this happen for me?

			I needed to get over the blame and shame and just start talking about it.

			I needed to be authentic and tell people about it. Not just for other people, but for me and my own healing.

			I realized that maybe everything in my life had led me to doing what I am doing now. Wayne Dyer used to say, “When you change the way you look at things, the things you look at change.”

			Now, I believe I have been chosen by my Creator to be a voice. I believe I am simply the vessel.

			While I’m not quite at the point where I can say I’m glad it happened to me, because it was still awful, I do practice gratitude for it. I do believe that it happened for a reason.

			Now I’m on a mission—for all people to negotiate their way out of toxic situations and relationships and into their best lives.

			Now, Who or What Is a Narcissist?

			I’m going to go into much more depth in Chapter 2, but I want to give you a brief overview here of who this person is.

			I want you to picture a person who is totally and completely empty inside. I have often said that narcissists are like those hollow chocolate Easter bunnies. You know, the ones that look pretty on the outside but have nothing inside. Narcissists feel like they have no value inside. I say they feel that way, because all humans are inherently very valuable, but because narcissists feel no internal sense of value, they must extrapolate all of their validation from external sources constantly.

			This means they are in constant survival mode. It’s almost as if they are starving or gasping for breath. They’re desperate to survive. In fact, they’re so desperate, they can’t see you or feel anything about you.

			This is why narcissists have no empathy. Think about it. If you were lost on a mountaintop because of an avalanche with someone else, your survival was at stake, and the only thing left to eat was one tiny protein bar, you and the person would likely fight over it to survive. This is how a narcissist feels all the time, and it’s why they can’t feel anything about you.

			The emptiness inside of them is like a black hole. They desperately want you to fill it. In fact, you might want to fill it too. But it cannot be filled, because they are incapable of receiving any sort of true love. Inside, the self-loathing runs deep. They simply lack any self-esteem at all.

			This is why, if you’re in a relationship with a narcissist, you are left depleted, yet they’re still starving. All. The. Time. This is a constant cycle, until it literally feels like a reverse IV has been hooked up to you and all the life has been sucked from your body.

			And. It. Cannot. Be. Fixed. (Not easily, anyway.)

			It is a scarcity mindset or way of thinking—to the utmost extreme.

			Can You Actually Negotiate with a Narcissist? Why Bother to Try?

			Most of us recoil just hearing the word narcissist, which brings me to the name of this book: SLAY the Bully: How to Negotiate with a Narcissist and Win. Does that sound contradictory to you in some way? Like, Wait, what? Everyone knows there’s no negotiating with narcissists, right? Why even try, right?

			Here’s what I know. It’s absolutely worth trying, because narcissists are actually way more afraid of you than you are of them.

			And after twenty years of representing narcissists, being on the other side of narcissists in lawsuits, dealing with them as clients, and, unfortunately, having to deal with them in my personal life, I have a very deep understanding of the psyche of these individuals, and I’ve turned that understanding into a framework for getting what you want from them.

			Everyone else is telling you that negotiating with narcissists is futile and a total waste of time. That you can’t win.

			I’m telling you that you can win. That with the right negotiation framework and the right understanding of how narcissists think, you can absolutely win. Every single time.

			I know firsthand the drama, trauma, and chaos narcissists cause.

			In this book, I’m going to give you my framework for slaying your negotiation with the narcissist, so that by the time you are finished reading, you’ll know how to shift the narrative, shift the conversation, and shift the dynamic of power, so that you feel more confident and empowered in every aspect of your life.

			While my experience has been in the legal field, I am here to help you deal with toxic people in your everyday lives. If you are dealing with a family member, a bully in the workplace, a toxic neighbor, an intimidating boss or client, a crazy ex or co-parent, or any kind of situation where you want to be able to communicate or negotiate from a more powerful place, then this book is for you. This framework will apply across the board in all situations. If you are dealing with human beings in any country, in any language, then these methodologies will work.

			SLAY Method® at a Glance

			Narcissists love to trigger you. They love to manipulate you. They love to see you squirm, so if you are negotiating with them and
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