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Tactic #47 - Stalling for Concessions

Summary: Delaying a negotiation or decision to encourage the
inpatient counterpart to make a better offer.

Salespeople are typically short on patience when they smell a deal in the

air. In fact, sales trainers sometimes teach that if you do not strike while

the iron is hot, you might lose the deal. But impatience may encourage a

negotiator to make unnecessary concessions. Knowing this, a savvy

I = lggels B -1a @ counterpart might stall for time, trying to make the impatient negotiator
President nervous and more willing to make trade-offs.

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

specialists in the art of
negotiation.

A saleswoman prepares a proposal for a customer and, over the next
few days, calls two or three times to ask what the customer thinks of the
proposal. The customer never calls back because he is stalling, hoping
(OllTel dal=TC-R (oM [E:Tdalnle]i-l the saleswoman will be willing to make some concessions if she feels he
about our programs. isn’'t particularly interested in making a deal. Worried that the customer
might be doing business with a competitor, the saleswoman gets
nervous. Although she is not sure if the customer has even had time to
review any of her proposals, the saleswoman leaves a message that her
"numbers are ballpark, based on the information given, and there is room

If you have not yet subscribed to to negotiate.”

The Master Negotiator or The
Tactic of the Week, Counter

sign up here.
You should never discount a price before your counterpart tells you there
is a need to do so. The best counter in this situation would probably be
for the saleswoman to wait patiently for a reply. Or she could send an
IR 2 R = it ol 4l €mail to the customer, stating, "l have tried to get in contact with you

in the Moat several times over the last week, and for whatever reason, we have
_ _ been unable to connect.” Under no circumstances should she leave any
Tactic #45 - Persistence more phone messages.

Recent Tactics:

Tactic #44 - No More

Mr. Nice Gu When a counterpart is obviously stalling, be patient. Don’t keep using the

same tactic to make contact. Think like a dolphin and do something
different.

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
TASYS el a N e ol 1= Rele] Ml tO address them in upcoming issues.

Connect with Us:

Watch us on YouTube If you'd like to forward this issue to a friend or colleague, please click

. ) "forward email" below.
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