


     

     
          
               Become A Master Negotiator

          

          
              Sharpen & strengthen your negotiation skills & techniques

          





	About
	Testimonials and Clients
	Negotiation Training
	General Business Professionals
	Attorneys
	Sales and Marketing Professionals
	Real Estate Sales Professionals
	Purchasing Professionals
	Loss Mitigation Professionals
	Financial Service Professionals
	Education Professionals



	Contact
	
		
			
			
			
		

	



	Blog
	Negotiation Tactics
	The Master Negotiator



	
				
			
	

		Not Found, Error 404

		
			The page you are looking for no longer exists. Perhaps you can return back to the site's homepage and see if you can find what you are looking for. Or, you can try finding it with the information below.


			

				Pages:

					About Peter Barron Stark Companies
	Contact Peter Barron Stark Companies
	Determine Your Negotiation Style
	Error
	Negotiation Styles
	You are a ‘Blend’
	You are a ‘Driver’
	You are an ‘Amiable’
	You are an ‘Analytical’



	Negotiation Training
	Negotiation Training for Any Business Professional
	Negotiation Training for Attorneys
	Negotiation Training for Education Professionals
	Negotiation Training for Financial Service Professionals
	Negotiation Training for Loss Mitigation Professionals
	Negotiation Training for Purchasing Professionals
	Negotiation Training for Real Estate Sales Professionals
	Negotiation Training for Sales and Marketing Professionals



	Newsletter: The Negotiation Tactic of the Week
	Our Negotiation Clients
	Tactic Sign up (Temporary)
	test
	Thank you for Signing Up



				Categories:

					Blog

	Negotiating Tactics

	The Master Negotiator




			


			

				Authors:

					Peter Stark (152)



				Monthly:

					January 2014
	December 2013
	November 2013
	October 2013
	September 2013
	August 2013
	July 2013
	June 2013
	May 2013
	April 2013
	March 2013
	February 2013
	January 2013
	December 2012
	November 2012
	October 2012
	September 2012
	August 2012
	July 2012
	June 2012
	May 2012
	April 2012
	March 2012
	February 2012
	January 2012
	December 2011
	October 2011
	August 2011
	July 2011
	May 2011
	March 2011
	August 2010
	July 2010
	June 2010
	May 2010
	April 2010



				Recent Posts:

					Negotiation Tactic #103 – Let’s
	Negotiation Tactic #102 – Giving Up a Future Round Draft Choice
	Negotiation Tactic #101 – Switching Tactics
	Negotiation Tactic #100 – Reach for the Sky
	Negotiation Tactic #99 – A Positive Vision
	Negotiation Tactic #98 – Acting the Bully
	Negotiation Tactic #97 – Scrambled Eggs
	Negotiation Tactic #96 – Go Easy on Me
	Negotiation Tactic #95 – You Go First
	Negotiation Tactic #94 – You’ve Pushed Me Over the Edge
	Negotiation Tactic #93 – Establishing Rapport
	Negotiation Tactic #91 – Jumping on the Bandwagon
	Negotiation Tactic #92 – One Foot on the Dock
	Negotiation Tactic #90 – The Field Trip
	Negotiation Tactic #89 – The Ambush
	Negotiation Tactic #88 – Pulling on Your Heartstrings
	Negotiation Tactic #87 – Setting a Time Limit
	Negotiation Tactic #86 – Flattery or Sweet Talk
	Negotiation Tactic #85 – You’ll Be Sorry
	Negotiation Tactic #84 – The Perfect Solution
	Negotiation Tactic #83 – Providing Negative Information
	Negotiation Tactic #82 – How Would You Like to Pay for That?
	Negotiation Tactic #81 – The Power of Crazy
	Negotiation Tactic #80 – Reward in Heaven
	Negotiation Tactic #79 – Standard Practice or Policy
	Negotiation Tactic #78 – The Dead Fish
	Negotiation Tactic #77 – The Decoy
	Negotiation Tactic #76 – Never Saying “Yes” to the  First Offer
	Negotiation Tactic #75 – The Choice is Yours
	Negotiation Tactic #74 – The False Alarm (Did I Forget to Tell You About…?)
	Negotiation Tactic #73 – Funny Money
	Negotiation Tactic #72 – Low- or Highballing
	Negotiation Tactic #71 – Withdrawn Offer
	Negotiation Tactic #70 – Apparent Withdrawal
	Negotiation Tactic #69 – We’ve Never Done That Before
	Negotiation Tactic #68 – Referencing a Benchmark
	Negotiation Tactic #67 – Salami
	Negotiation Tactic #66 – Two Heads are Better Than One
	Negotiation Tactic #65 – Taking a Time Out
	Negotiation Tactic #64 – Fait Accompli-Asking for Forgiveness
	Negotiation Tactic #63 – Playing Stupid
	Negotiation Tactic #62 – Help Me Understand
	Negotiation Tactic #61 – Appealing to Mother Teresa
	Negotiation Tactic #60 – Investing Time
	Negotiation Tactic #59 – The Threat
	Negotiation Tactic #58 – Give it to Me Straight
	Negotiation Tactic #57 – The Ball is in Your Court
	Negotiation Tactic #56 – The Puppy Dog
	Negotiation Tactic #55 – Building a Bridge
	Negotiation Tactic #54 – Conditional ‘No’
	Negotiation Tactic #53 – These Boots Are Made for Walking
	Negotiation Tactic #52 – Feel, Felt, Found
	Negotiation Tactic #51 – Putting It in Writing
	Negotiating When You Hold Little Power
	Negotiation Tactic #50 – The Power of Competition
	Negotiation Tactic #49 – Losing the Battle to Win the War
	Negotiation Tactic #48 – Massaging a Big Ego
	Negotiation Tactic #47 – Stalling for Concessions
	Negotiation Tactic #46 – Electronic Shark in the Moat
	Negotiation Tactic #45 – Persistence
	Negotiation Tactic #44 – No More Mr. Nice Guy
	The Raise Negotiation: 9 Possible Responses for Managers
	Negotiation Tactic #43 – Find Us an Umpire
	Negotiation Tactic #42 – Feeling Hurt or Betrayed
	Negotiation Tactic #41 – If. . . Then
	Negotiation Tactic #40 – The Trial Balloon
	Negotiation Tactic #39 – Take It or Leave It
	How to Keep your Emotions in Check While Negotiating
	Negotiation Tactic #38 – Moving the Deadline
	Negotiation Tactic #37 – There is More Than One Way to Skin a Cat
	Negotiation Tactic #36 – Making the First Offer
	Negotiation Tactic #35 – Establishing a Fair Starting Point
	Who Has the Power in a Negotiation?
	Negotiation Tactic #34 – Whatever
	Negotiation Tactic #33 – I’ll Think About It and Get Back to You Later
	Negotiation Tactic #32 – Launching a Tangent
	Negotiation Tactic #31 – Playing a Broken Record
	Should You Turn that Job Offer into a Raise?
	Negotiation Tactic #30 – I Feel Your Pain
	Negotiation Tactic #29 – If You Were in My Shoes
	Negotiation Tactic #28 – Calling Your Bluff
	Why Are Some People Afraid to Negotiate?
	Negotiation Tactic #27- Deflecting an Answer with a Great Question
	Negotiation Tactic #26 – Forgive Me, for I Have Sinned
	Negotiation Tactic #25 – Focus on the Future
	Negotiation Tactic #24 – Would You Like the “Meal Deal”?
	Negotiation Tactic #23 – Uncovering the Real Reason
	Negotiation Tactic #22 – The Safeguard
	When Should you Involve a Third Party in your Negotiation?
	Negotiation Tactic # 21 – Putting the Most Difficult Issue Last
	Negotiation Tactic #20 – Isolating Agreement
	Negotiation Tactic # 19 – Moving the Goalpost
	Negotiation Tactic #18 – Clarifying the Ground Rules
	Always Counter the First Offer in a Negotiation
	Negotiation Tactic #17 – Sweetening the Deal
	Negotiation Tactic #16 – The Ultimatum
	Negotiation Tactic #15 – Trade-Off Concession
	Negotiation Tactic #14 – Facts and Statistics
	Empathy in Negotiation
	Negotiation Tactic #13 – That’s Not Good Enough



			


		


	


		

		
The Negotiation Tactic of the Week

			

The Negotiating Tactic of the Week gives you an insider's look at hundreds of strategies and tactics, every week.
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Our Negotiation Blog


Our Leadership Blog
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