The Negotiating Tactic of the Week - Tactic #16 - The Ultimatum

Peter Barron Stark
President

Peter and his team of expert
negotiators train leaders, sales
professionals and procurement

specialists in the art of
negotiation.

Click here to learn more
about our programs.

If you have not yet subscribed to
The Master Negotiator or The
Tactic of the Week,

sign up here.

Recent Tactics:

Tactic #15 - Trade-Off
Concession

Tactic #14 - Facts and
Statistics

Tactic #13 - That's Not Good
Enough

Connect with Us:

www.EveryoneNegotiates.com

Follow us on Twitter

NEG OTIATOR

Published by the Peter Barron Stark
Companies

Your premier resource for strengthening your negotiation technique
and providing negotiation training for your organization.

Tactic of the Week #16 April, 29th 2010

Tactic #16 - The Ultimatum

Summary: Making a final, specific demand to force a counterpart to
make a decision.

From time to time it may be in your best interest to "draw a line in the
sand," or create a rule that allows you to hold your counterpart
accountable. One tactic you can use is to tell your counterpart the
actions you will take if your conditions are not met.

Example

A client calls a consulting firm and asks to tentatively reserve a date for
a seminar to be presented at her company in approximately six months.
Three months prior to the date in question, the consulting firm calls the
client and asks her to confirm the reserved date or the firm will have to
offer it to another client who has requested the same day. The client is
told that a confirmation is needed within twenty-four hours, which makes
the deadline her Ultimatum.

Counter

If you wish to complete a deal but need more time to get permissions or
approvals, one of the most effective counters to the Ultimatum is
postponement. In this specific example, the client might respond that she
cannot get the date confirmed within the twenty-four-hour time frame,
but she can have an answer within forty-eight hours, and ask if that
would be acceptable.

If the deal outcome is not important to her and she needs more time to
get approvals, she can simply walk away and find another seminar
provider.

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.

For daily negotiation tips, follow us on Twitter at:
www. Twitter.com/NegotiateWinWin

If you'd like to forward this issue to a friend or colleague, please click
"forward email" below. If you'd like to forward this issue to a friend or
colleague, please click "forward email" below.
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long distance: 877.727.6468

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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