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Tactic #7 - I'll Meet you in the Middle

Summary: Selecting the midpoint between two counterparts' offers.

When two parties are apart on an issue and the negotiation seems to be
at a stalemate, one counterpart can offer to split the difference with the
other. 

Example

You are buying a car and do not want to pay any more than $5,800. The
seller does not want to come down any further than $6,000. Since you
are $200 apart, either of you could offer to split the difference and do the
deal for $5,900. 

Counter

The rule of thumb in this situation is to let your counterpart offer to split
the difference. If you make the offer, your counterpart knows you are
willing to pay the higher price. A good solution is to state, "We are only
two hundred dollars apart. What should we do?" If the seller offers to
split the difference, you know she is willing to accept $5,900. With this
new information, you, as the buyer, could counter, "You have just stated
that you are willing to take $5,900 for your car. I am willing to give you
$5,800. That makes us only $100 apart. Why don’t we split the difference
and do the deal for $5,850?" 

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
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.
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