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Tactic #28 - Calling Your Bluff

Summary: Telling a counterpart to go ahead and act on a "threat" or
"challenge" she has issued.

Once in a while, one party in a negotiation may say something
outrageous in the belief that his counterpart does not have enough
information to challenge him. The appropriate tactic in this situation is to
simply call the first party’s bluff. 

Example

A home seller tells a potential buyer, "We have already had an offer to
buy this house at a price higher than yours." The buyer calls the seller’s
bluff, asking, "Why didn’t you sell your house to the buyer with the higher
offer?" This is a great question, since it will probably help Uncover the
Real Reason the home seller is still negotiating. 

A second common example is a slight variation. A person buying a
product might say, "I don’t even need your product." Once again, the
appropriate question is, "If you do not need my product, why are you
even taking the time to talk with me?" 

Counter

You do not need a counter to this tactic if you are negotiating honestly
and providing full disclosure. In the event that a counterpart tries Calling
Your Bluff with a good question, simply reply, "That's a great question,"
and give the honest reason why you are negotiating with him. 

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. 

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. 

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.

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/2010/07/tactic27_deflect_answer.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/07/tactic27_deflect_answer.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/07/tactic26_forgive_me.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/07/tactic26_forgive_me.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/07/tactic25_focus_future.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/07/tactic25_focus_future.pdf
http://www.everyonenegotiates.com/
http://www.twitter.com/NegotiateWinWin
http://everyonenegotiates.com/files/wordpress/uploads/2010/06/tactic23_real_reason.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/06/tactic23_real_reason.pdf
http://www.twitter.com/NegotiateWinWin
http://www.peterstark.com/products/negotiating-guide/
http://www.peterstark.com/products/negotiating-guide/


The Negotiating Tactic of the Week - Tactic #28 - Calling Your Bluff

file:///P|/Newsletter/Tactic%20of%20the%20Week/tactic28_calling_bluff.html[7/13/2010 2:21:26 PM]

info@everyonenegotiates.com 

local: 858.451.3601
long distance: 877.727.6468 

11417 West Bernardo Court, 
San Diego, California 92127

11417 W. Bernardo Ct.
San Diego, CA  92127

Phone: 877.727.6468
Phone: 858.451.3601

FAX 858.451.3604

Copyright 2010 Bentley
Press

mailto:info@everyonenegotiates.com
http://www.peterstark.com/

	Local Disk
	The Negotiating Tactic of the Week - Tactic #28 - Calling Your Bluff


