How to handle dirty tricks g
in negotiations - Q b

By lan Newall

Dirty trick 4:

“Hot and cold”

At Huthwaite we have done extensive research ‘Hot and Cold’ is a subtle variation of the old ‘Good
into what we call low reactors. Low reactors Cop, Bad Cop’ routine where one negotiator
are people who avoid agreeing or disagreeing. takes a tough stance, making things as difficult as

Sometimes they are quiet and easier to recognise possible for the other side. The ‘good cop’ then
but often they are not. They may be quite talkative =~ comes in, oozing reasonableness and dripping the

but never agree or disagree. In other words they milk of human kindness. You immediately warm to
don’t react to anything that you say. The effect that the ‘good cop’ and are likely to make concessions
low reactors have on sellers is often devastating. in order to keep the ‘bad cop’ off your back. ‘Good
Sellers have been known to give discounts without  Cop, Bad Cop’ and ‘Hot and Cold’ are so easy to
being asked, lose track of what they are saying spot that you may find yourself biting your lip to
and make exaggerated claims for their products. stop laughing.

Low reactors often have a similar effect on
negotiations. Many procurement professionals
have developed the low reactor habit because they
have found that it helps extract concessions from
suppliers.

‘Hot and Cold’ involves showing enormous initial
enthusiasm for a solution then cooling off later.

If you are not careful you will be swept up in the
initial enthusiasm then deflated and disconcerted
when they cool off. At this point you will be
vulnerable to making concessions in an attempt to
re-kindle their old enthusiasm.

As with most dirty tricks, just becoming aware
that it is happening is often enough to counter it.
However, it is essential that you condition yourself
to never give anything away unless you get
something in return. In this way, if you decide to
make a move you will make it conditional on them
also making one.
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