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Hello and welcome to The Smart Negotiator.  
 
My name is Shawn Doyle, CSP and I travel around the country as a 
trainer speaker and coach.  As an expert in negotiating skills, I have 
taught thousands of professionals how to negotiate.    
 
There is a truth about negotiating, and while some people are natural 
negotiators, most great negotiators have had to study and learn how to 
negotiate.  
 
I know that negotiating success is based on three factors: 

1) Preparation- Great negotiators do their research and prepare. 
2) Targets- Great negotiators know their goals and what they are 

aiming for as an end result. 
3) Strategy- Great negotiators have a strategy of how they intend to 

negotiate. This includes negotiating tactics. 
 
Tactics 
The fascinating thing about negotiating tactics is smart negotiators use 
many tactics when negotiating. They know how to use them skillfully to 
get desired results. They also can tell when someone else is using 
them. 
 
Negotiators with little or no experience don’t know the tactics. Because 
they don’t know it is a tactic, they respond emotionally or give 
concessions up, and then the other party wins. Many people don’t know 
what they don’t know, and what you don’t know can cost you! 
 
This short report is designed to give you 30 negotiating tactics that 
people use and how to counteract them. If you chose you can also use 
the tactics yourself when negotiating. It can also make you more 
confident, more competent and knowledgeable.  
 
So start your negotiating engines- let’s get negotiate! 
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The following is a list of the 30 tactics. There are more tactics, but these 
are the ones I have found to be most common. On the left is the tactic, 
and in the middle is a brief description of that tactic, and on the right 
side, the solution on how to solve it- or counteract it. 
 
Tactic Description Counter tactic 

Flinch No matter what the 
offer the person 
makes the other party 
flinches physically or 
verbally. “Wow that is 
sooo high.” 

• Don’t respond at 
all 

• Flinch back- “I am 
surprised you 
would say that.” 

• Respond “That is 
the market price.”  

Lowball Buyer makes and 
incredibly low offer- 
evoking an emotional 
outburst “that is so 
low- what are you 
nuts? That is way too 
low- but here is what I 
could do…”  

• Tell them that is 
not a reasonable 
offer. 

• Tell them what 
you believe is 
reasonable.  

Competitive offer  Buyer says- “I have 
gotten three offers and 
yours is too high.” 

• Tell them how 
your offer is 
better. 

• Make sure the 
offers are equal- 
oranges to 
oranges.( same 
quality)  

Good cop/ Bad 
cop 

Two buyers and one 
takes the “good” role 
and one takes “bad”  
role. Designed to put 
pressure on the other 

• Be logical and 
don’t respond to 
bullying of bad 
cop 

• Answer question 
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party.  in a calm  on 
emotional 
manner. 

Bait and Switch Seller makes an offer 
for “A” and then once 
deal is made provides 
“B”. Usually B is a 
more inferior product  

• Make sure when 
buying you 
specify product 

• Don’t accept B. 

Walkway When negotiating 
reaches a stalemate, 
they say “If we don’t 
make a deal- I’m done 
and walks out. 

• Be prepared to    
call their bluff by 
letting them walk 
away. 

• Stop them with 
some benefit 
statement “here 
is why your 
walking away 
would be a bad 
idea…” 

Leverage This is when the buyer 
uses some other factor 
to put pressure- like “If 
you don’t help us on 
this one it could effect 
your business at ___.”  

• Try to separate 
the items. 

• Ask why A is 
related  to B. 

Reasonable offer The person says “this 
is a reasonable offer.” 

• Tell them why it is 
not reasonable 
offer based on 
market 
conditions. 

• Make a 
reasonable 
counter offer.  

Guilt equity  When negotiating • Tell them you 
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person says “After all I 
have done for you, I 
need you to help me 
out here.” 

understand and 
when you can 
help you will, but 
you have 
constraints. 

Silence After asking a 
question, someone 
(usually a buyer) goes 
silent. The other 
person speaks to fill 
the silence and 
reveals all.    

• Wait out the 
silence. 

• The person who 
speaks first loses. 

Market Person buying or 
selling says the price 
is too high and not 
where the market is 
right now.  

• Respond with 
market data. 

Add On After a deal is struck 
buyer wants to add on 
goods or services not 
originally in the deal.  
“Oh by the way this 
includes free 
maintenance right?” 

• Do not agree to 
any add on 

• Only provide 
concessions you 
have planned.  

Time frame Buyer says “I need to 
have a bid by the end 
of the week.” 

• Find out what is 
the reason 
behind the time 
frame (is it real?) 

• Try to buy more 
time by asking for 
an extension.  

Counter offer Person says “I can’t 
give you “A” but I will 
give you “B”. 

• Tell them if you 
can do it. 

• If you can’t make 
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a counter offer to 
their offer. 

    Bluff Person says “I am 
going to ________ if 
you don’t ______          
(example stop selling 
to you if you don’t help 
me.”) 

• Call their bluff – 
say “that is all I 
can do.”( if you 
are at your limit) 

• Make a counter 
offer- “I can’t do 
that but here is 
what I could do.” 

   Last minute “I am sorry I need an 
answer in the next 15 
minutes- otherwise I 
can’t do business with 
you.”  

• Do the deal if it 
makes sense. 

• If not take a pass 
and say no. 

   Volume  Buyer says – “Do I get 
discount if I buy in 
bulk?”   

• If your company 
has discounts for 
volume then give 
volume pricing 

• Make sure they 
meet the criteria. 
(example: people   
want truckload 
pricing but don’t 
buy a truckload)    

 Long term contract Person says “ If sign a 
3 year contract instead 
of 1, can I get a 
discount?”   

• Provide discount 
pricing for long 
term deals if you 
want to. 

Spilt services Buyer says – don’t 
give me just one price, 
itemize each item 
separately. This allows 
them to cherry pick on 

• Try to bundle if 
possible (sellers 
want to bundle 
buyers want to 
separate.) 

http://www.shawndoylemotivates.com/


 
7 

© 2018 New Light Learning & Development Inc./Shawn Doyle- all rights reserved   
www.shawndoylemotivates.com 888.513.5060 

 

selected services.  • Mark up separate 
items to make 
them more than 
the bundle.  

Inclusion  This is when a person 
want the bid to be 
inclusive- meaning 
everything 

• Can do an 
inclusive bid but 
be careful is there 
are variables you 
can’t count on.     
(example: air  
travel 6 months 
from now) 

• Put in a clause on 
the variable items 

Prestige  Person says “having 
us as customers will 
be great for your 
company clients and 
reputation.” I think it is 
worth it to you to make 
a deal.” 

• Make a deal to 
get the client on 
your list but only 
if it makes 
financial sense. 

• If you have a 
name you can 
use it as 
leverage.” Our 
product or brand 
will add to your 
prestige.”  

Budget limits Person says – “I am 
sorry that is just way 
above our budget.” 

• Always ask what 
the budget is – 
sometimes they 
will tell you. 

• Are there other  
budget areas  
that can be used 

• Offer to take 
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certain items 
away to get 
closer to their 
budget. 

Tie- in “If you want our 
business on A – then 
you have to give us a 
deal on B. It’s one 
package.”  

• Price out each 
one separately.  

• Don’t just give 
discount for no 
reason to get A. 

Sharpen pencil Person says “I am a 
real stickler on price 
so I need you to really 
sharpen your pencil.” 

• Tel them your 
fees are 
competitive. 

• Point out factors 
beyond price.      
(quality, lead 
time, knowldge 
experience)   

More future business  “If you work with us on 
this deal we can 
possibly get you more 
business with our 
other divisions.”  

• Ask them to put 
that in writing. 

• Still price it out as 
if you only have 1 
deal.  

Power  When some uses 
rank, size or spending 
ability to assert power. 

• Point out what 
you have that is 
unique vs your 
competition 

• Think of ways to 
offset their 
power- like 
having other 
choices or 
options 

Data/Research  Person says- “I have 
done my research and 

• Have data,proof 
and evidence to 
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the data shows….”      
(talking about price 
terms and conditions) 

prove claims. 

Discount Person asks for a 
discount. As in “what 
is my discount?” 

• Ask diplomatically 
why a discount is 
in order. 

• Say it’s the best 
you can do. 

• Inflate bid to a 
higher level so 
you can take 
some off to the 
price you wanted 
anyway.  

Other party Person says they have 
to run it by someone 
else who is the 
decision maker 

• Offer to meet with 
the other person 

• Identify the 
decision maker 
up front, before 
negotiations start 

   
 
We offer a wide range of services:  
 

• Live training programs 
• Keynotes for your meetings 
• Executive coaching 
• Consulting 

 
If you would to talk about how we can help you call us at 888-513-5060 
or email to info@shawndoylemotivates.com               
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