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Tactic #33 - I'll Think About It and Get
Back to You Later

Summary: Putting the decision off to have more time for consideration.

One of the tactics that can keep the door open in a negotiation is: "I'll
Think About It and Get Back to You Later." 

Example

A potential buyer is interested in a dining room set advertised on
Craigslist. The seller says her price is $1,500. The buyer responds, "I'll
Think About It and Get Back to You Later." 

Counter

Some questions the seller could ask to counter this tactic would be:
"What specifically are you going to think about?" and, "When will you get
back to me?" Another appropriate response for the seller would be to
explain that, until the buyer gets back to her, she will continue to
advertise the set. Finally, a more aggressive response would be to ask,
"Is price the issue? Do you have a ballpark figure in mind that we could
discuss?" 

Do you have any negotiation questions? If so, then send them
to us by hitting the "reply" button in your email window. We'll do our best
to address them in upcoming issues. 

If you'd like to forward this issue to a friend or colleague, please click
"forward email" below. 

This tactic is one of 101 strategies and tactics featured in The Only
Negotiating Guide You'll Ever Need, by Peter Stark and Jane Flaherty.

11417 W. Bernardo Ct.
San Diego, CA  92127

http://www.everyonenegotiates.com/
http://www.everyonenegotiates.com/
http://everyonenegotiates.com/negotiation-training
http://everyonenegotiates.com/negotiation-training
http://visitor.constantcontact.com/d.jsp?m=1102778245308&p=oi
http://everyonenegotiates.com/files/wordpress/uploads/2010/08/tactic32_launching_tangent.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/08/tactic32_launching_tangent.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/08/tactic31_broken_record.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/08/tactic31_broken_record.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/08/tactic30_feel_pain.pdf
http://www.everyonenegotiates.com/
http://www.youtube.com/peterbstark
mailto:info@everyonenegotiates.com
http://www.peterstark.com/products/negotiating-guide/
http://www.peterstark.com/products/negotiating-guide/
http://www.peterstark.com/


The Negotiating Tactic of the Week - Tactic #33 - I'll Think About It and Get Back to You Later

file:///P|/Newsletter/Tactic%20of%20the%20Week/tactic33_back_to_you_later.html[9/1/2010 10:42:35 AM]

858.451.3601 

11417 West Bernardo Court 
San Diego, California 92127

Phone: 858.451.3601
FAX 858.451.3604

Copyright 2010 Bentley
Press


	Local Disk
	The Negotiating Tactic of the Week - Tactic #33 - I'll Think About It and Get Back to You Later


