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Haggling is covered briefly on page 112 of the textbook. The video claims that you will learn how to haggle with eight of the best negotiation strategies and tactics for bartering. The definition of both haggling and the meaning of barter is to dispute or bargain persistently, especially over the cost of something. There are many reasons to learn to get a better deal, but most people don’t want to because they are afraid the techniques will step on the seller’s toes or offend him or her in some way. 

In overview, here are some simple methods to get a better deal without offending the seller, using psychology and the art of negotiation. No salesperson will toss you of the shop out for requesting a markdown if you do it in a thoughtful and gracious way. There are tons of tips you could take and use properly when trying to get a better deal but use the tips in this video to ensure a quality trade. Deals are there to be done, particularly in an emergency. If you see someone needing money on a Craigslist ad or Facebook post, you are at the advantage. Make sure you shake the seller’s hand and thank the person for the purchase. 

	According to this “practical psychology” video, haggling means about the same thing as negotiation. Following are a sampling of the dozens of psychological negotiation tactics and strategies offered in this video.
· Do your research about competitive prices.
· Set your spending plan in terms of how much you are willing to pay for the item.
· Build rapport with the sales rep in such ways of using his or her name and asking how the person’s day is going. Use positive body language through such means as pointing your toes toward the person.
· Don’t be in a rush. Have the person teach you about the product and look for flaws. A quick deal could mean the seller is hiding something. 
· If you are buying never give your price ceiling. If you are selling, never give your price floor.
· Silence is an important part of haggling because it makes the other person think.
· Perhaps make an annoyingly low offer but so low as to be offensive.
· Stand your ground in terms of the maximum you are willing to pay.
· See if the sales rep will throw in a few extras, such as a spare tire for a used vehicle. 
· Have a “get out of jail card,” meaning that you have a legitimate reason for exiting the negotiation.
· If you are gracious, no sales representative will never throw you out of the sales room.

Questions for Thought and Discussion

1. Why is haggling not simply a synonym for negotiation?






2. Was there any negotiation trick you observed in this video that was new for you?






3. The video suggests that you see if the sales rep will throw in a couple of extras if you make the purchase. Which other tactic mentioned in Chapter 7 is this technique called?






4.  How would you rate the suggestions in this video in terms of their ethics?






5.	The video states there are many reasons to learn to get a better deal, but most people don’t want to because they are afraid the techniques will step on the seller’s toes or offend him or her in some way. What is your opinion of the validity of this statement?



