
You’ve invested a lot of time and energy to get to 
agreement. You have a lot riding on the deal and 
you think you’ve covered everything with the other 
side. At last, you think you have a deal. Then the 
other side says:

“Just one more thing. The boss would be much 
happier if you could extend terms by another 15 
days…”

You’re feeling elated that you’ve fi nally got the deal 
so you agree. Only to hear them ask:

“Do you know, it’ll make life a lot easier if 
you can just provide us with the higher spec 
ferumbulator…”

You’re a bit taken aback that they’ve asked you 
for something more, but after all, the deal is in the 
bag, isn’t it? So you agree. Only to hear:

“And another thing…”

This is your wakeup call. You realise you are 
being screwed, that you have made signifi cant 
concessions without thinking about the 
consequences. Questions will be asked back at the 
offi ce. What the other side has done is to exploit 
the emotional investment that you have made in 
getting to this point, knowing that the sense of 
relief, even euphoria, that you are experiencing in 
having an agreement within your grasp.

The question is, how to avoid getting into this 
situation in the fi rst place and, if you do fi nd 
yourself in this position, what to do about it?

The fi rst step is to recognise the dirty trick. 

Once you realise what they are doing it will be 
much easier to deal with it. A magician using a 
sleight of hand may draw gasps from the audience 
but as soon as the sleight of hand is recognised 
the trick becomes funny rather than a source of 
wonderment, something that was used to great 
effect by the late Tommy Cooper. Experienced 
negotiators frequently report how they almost burst 
out laughing when someone tried a dirty trick on 
them.

The second step lies in the planning. Know how far 
you are prepared to go and make sure you stick 
to your plan. If you have taken the trouble to work 
out your worst case on every negotiable issue and 
checked this with whoever gives you your mandate 
that position will be fi rmly embedded in your 
consciousness and you are unlikely to go past that 
position.

Thirdly, remember the golden rule of negotiation: 
don’t give anything unless you get something in 
return. If they ask for something extra, don’t agree 
until they have made a concession or given you 
something in return.

Dirty trick 1:

“Rolling concessions”
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