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(0 O As pricing is often the most sensitive issue in business negotiations, the subject should usually be postponed
until all of the other aspects of the transaction have been discussed and agreed upon. It is estimated that about 80
of the issues negotiated are of a non-price nature. Decisions to place export orders involving a long-term
commitment are in any case rarely made on the basis of price alone but rather on the total export package. This is
particularly so in markets where consumers are highly conscious of quality, style and brand names, where
marketing channels are well structured, and where the introduction of the product in the market is time consuming
and expensive.[ [ By presenting a more comprehensive negotiating package in a well planned and organised
manner, exporters should be able to improve the effectiveness of their business discussions and in the long term the
profitability of their export operations. Tactics in negotiationsC] [1 An importer may reject an exporters price at the
outset of the discussions simply to get the upper hand from the beginning of the negotiations, thereby hoping to
obtain maximum concessions on other matters. The importer may also object to the initial price quoted to test the
seriousness of the offer, find out how far the exporter is willing to lower the price, seek a specific lower price because
the product brand is unknown in the market, or demonstrate a lack of interest in the transaction as the product
does not meet market requirements.
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