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Tactic #14 - Facts and Statistics

Summary: Using statistics to support an offer or a point of view.

Anytime you can incorporate Facts and Statistics into your

presentation, you have a tool that your counterpart will find difficult to

handle. Reliable facts can add a tremendous amount of power and

credibility to your case. But be careful—if you quote statistics incorrectly

and your counterpart proves you wrong, you lose your credibility. Once

=N = 1ggel s B =1 a '@ this happens, you have to fight twice as hard to gain any deal point.
President

Example
Peter and his team of expert

negotiators train leaders, sales
professionals and procurement
specialists in the art of
negotiation.

An employee goes to his boss with a recently published salary survey
documenting that the employee’s salary is significantly below market.
The employee has pulled Facts and Statistics that examine salary

levels by industry, position, and geographic location to demonstrate the
Click here to learn more I EUINA

about our programs.
Counter

First, the boss could question the validity of the employee’s Facts and
Statistics. Who patrticipated in the salary survey? Who collected the
If you have not yet subscribed to information? Are the salary statistics valid for someone with this
I A et Il cmployee’s experience? As a second option, the boss could delay the
Tactic of the Week, negotiation process to give himself time to do some research and
sign up here. develop his own Facts and Statistics.

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

Enough

Recent Tactics:

_ For daily negotiation tips, follow us on Twitter at:
IEGIoE:AVENCECYIE Y |\\\\\ Tyitter.com/NegotiateWinWin
Guy

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

Tactic #11 - Higher Authority

Connect with Us: This tactic is one of 101 strategies and tactics featured in The Only

A SV SN sl = Reel [Negotiating Guide You'll Ever Need, by Peter Stark and Jane Flaherty.

Follow us on Twitter
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