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Nibbling is presented as a borderline unethical technique on page 111-112 of the textbook. According to Kevin Graham of Empowered Sales Training, the nibble is a negotiation technique designed to add things on to your deal. Why struggle to get every single item approved up front? There are certain pieces to the puzzle that are best left until the prospect has committed to going forward. A key point is that the nibble takes place after the deal is done. One or two parties adds a small demand that would not be regarded as a deal changer. (Yet some negotiation scholars say that nibbling can take place close to the final deal.)

Questions for Thought and Discussion

1. 	Why might the Nibble be considered a form of lying?






2.	Imagine that a couple has signed a deal to purchase an existing four-bedroom home from a builder for $650,000. Provide an example of what form a nibble might take.






3. Which personality or thinking style is likely to be characteristic of a nibbler?






4. Emma has just sold her food truck to Malcolm for $28,000, the absolute minimum she was willing to accept. Malcolm then requests that Emma pay for an oil change, tire rotation, and truck wash. Emma dislikes the nibble. How might she turn down Malcolm’s request?






5. Why should a serious study of negotiation and conflict resolution include the topic of nibbling?



