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There is a welter of advice available on negotiation tech-
niques, but attempts at codifying good practice shade into
controversy about what qualifies as good advice. These
divide into three main schools:

1. Streetwise tactical ploys

2. Principled negotiation

3. Negotiation as a phased process

Streetwise tactical ploys

The Streetwise school appeared in the early 1970s and was
largely promoted by Chester Karass of the Centre for
Effective Negotiation in southern California. It became a
worldwide phenomenon by the 1980s and was heavily
advertised in the in-flight magazines of the world’s airlines
(for the benefit of passengers who were smarting from deals
that went wrong and were determined to get it right next
time).

Karass had a track record from his years at Hughes
Aircraft and a strong academic pedigree, with an excellent
PhD in negotiation behaviour from the University of
California. His first book reflected his academic work (The
Negotiating Game, New York, 1970), but he soon shifted
to a more populist approach with his later book (Give and
Take: The Complete Guide to Negotiating Strategies and
Tuctics, New York, 1974), which was evident in the con-
tent and delivery of his world-famous “Effective
Negotiation” seminars.

codify ['koda,far] (v.) (FERER + w3
streetwise [ strit waiz| (a.) 1T RITEREAT
ploy [plai] (n.) {13 © 58 « 5
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He hit a chord. There was a lucrative and growing mar-
ket in how to negotiate in the US business world. People
who wanted to stop being street-dumb, and who wanted
to know what was going on when they bought or sold their
products, did not want any flim-flam about coming sec-
ond.

Karass claimed that business executives “want to know
what works at the table, why it works, and what to do to
defend themselves”. He responded to a real need, namely,
“the desire of practical people to conduct their negotiations
more effectively”.

The market for streetwise advice continues to be
addressed by several presenters in highly professional semi-
nars. They convey the image of negotiation as a gladiatorial
contest, in which the strong thrive and the weak go to the
wall (unless they attend these seminars first).

Knowing about ploys is valuable because a ploy recog-
nised is a ploy neutered, and, because almost every ploy has
a counter, it is incumbent on a negotiator to know how to
handle himself when face to face with someone who thinks
she has got his measure. However, a knowledge of negoti-
ating ploys, although necessary, is not sufficient to negoti-
ate effectively, particularly when you are in a negotiation
that is prolonged, complex and subject to changes in your
relationships.

Three of Karass's most famous negotiating ploys (he did
not claim to invent them but he ensured their worldwide
popularity) are the Bogey, the Krunch and the Nibble.

The Bogey This, claims Karass, “is simple, effective and
ethical”. You convince the seller that you love his product
but that you have a strictly limited budget, so if he wants

LG Words

hit/strike a chord (v. phr.) 5[#EEE
lucrative [ lukrauv] (a.) BEEERY  BAITIENY
flim-flam [lim flem] (n.) i« FBEE
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to make a sale he must come down in price. Depending on
the seller’s reaction, a new, better deal is possible.

The bogey tests the credibility of the seller’s price. The
seller might react positively by revealing information about
his costings, so that you can force his price downwards.
Also, it might provoke the seller to look at your real needs.

“Before long,” says Karass, “it is discovered that some
things in the original price can be trimmed away, others
can be changed and still others can be adjusted by the
buyer himself to meet the budget. Each party has helped
the other reach its overall goals.” This outcome, however, is
less likely than that of simply confirming the buyer’s suspi-
cions that all prices are padded, and the seller’s belief that
all prices should be padded to protect them from a buyer’s
bogey.

The Krunch The buyer tells a seller: “You have got to do
better than that.” This is the Karass Krunch, which works,
asserts Karass, because there is always some slack in sellers’
prices. If buyers resort to the krunch, they invite sellers to
anticipate it by the ploy of padding their prices. This is
self-defeating in all but the short run.

The Nibble Karass claims that nibbling pays: “If you
can't get a dinner, get a sandwich. The nibbler goes for the
sandwich. It may not do much for his ego but it helps his
pocketbook.”

In some contexts the nibble works, but it can also be a
constant source of strife. Too many instances of nibbling
and you damage your business relations.

“Buyers nibble on sellers and sellers nibble on buyers,”
says Karass. He gives examples: “Sellers nibble by making

LG Words
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