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Tactic of the Week #48 December 16th, 2010

Tactic #48 - Massaging a Big Ego

Summary: Appealing to a counterpart's sense of power to get him to
make a decision.

Asking a question like, "Do you have the power to make this deal
happen?" can be an effective tactic. Some people feel compelled to say
"yes" for the sole reason that it strokes their ego. People with big egos
believe they are always right, and like to feel in charge.

Example

A man goes out to buy a car for his family. He is a bottom-line, results-
oriented type of guy who is good at negotiating a great deal. Once he
makes the decision to buy a car, he wants to do the research, take a test
drive, negotiate a deal, and purchase the car all in one afternoon. The
salesperson, sensing the buyer’'s need for power, asks, "Do you have
the power to make this type of decision without your wife?" The husband
replies, "l am the sole decision maker when it comes to purchasing the
family car.”

Counter

Obviously, the tactic of Higher Authority would work best here—and
it is probably in this man's best interest to employ it. He could say,
"Although my wife and | usually agree on this type of purchase, | will
have to review the purchase agreement with her to gain her approval.”

It is usually wise to get someone else to review any deal you are
structuring. Asking someone else to review your proposed outcome is
not a sign of weakness, but a sign of strength.

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.

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.

file:///P|/Newsletter/Tactic%200f%20the%20Week/html_text/Tactics%2031%20-%2060/tactic48_massage_ego.htmlI[12/23/2010 9:39:09 AM]



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/2010/12/tactic47_stall_concessions.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/12/tactic47_stall_concessions.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/12/tactic46_electronic_shark.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/12/tactic46_electronic_shark.pdf
http://everyonenegotiates.com/files/wordpress/uploads/2010/11/tactic45_persistence.pdf
http://www.everyonenegotiates.com/
http://www.youtube.com/peterbstark
mailto:info@everyonenegotiates.com
http://www.everyonenegotiates.com/files/wordpress/uploads/2010/04/Tactic11_Higher_Authority.pdf
http://www.peterstark.com/products/negotiating-guide/
http://www.peterstark.com/products/negotiating-guide/

The Negotiating Tactic of the Week - Tactic #48 - Massaging a Big Ego

(j PeterBarronStark

11417 West Bernardo Court COMPANIES
San Diego, California 92127

11417 W. Bernardo Ct.
San Diego, CA 92127

Phone: 858.451.3601
FAX 858.451.3604

Copyright 2010 Bentley

Press

file:///P|/Newsletter/Tactic%200f%20the%20Week/html_text/Tactics%2031%20-%2060/tactic48_massage_ego.htmlI[12/23/2010 9:39:09 AM]


http://www.peterstark.com/

	Local Disk
	The Negotiating Tactic of the Week - Tactic #48 - Massaging a Big Ego


