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[0 O Tactics in negotiations An importer may reject an exporter's price at the outset of the discussions simply to get
theupper hand from the beginning of the negotiations, thereby hoping to obtain concessions on othermatters. [

[0 The importer may also object to the initial price quoted to test the seriousness of the offer,to find out how far the
exporter is willing to lower the price, to seek a specific lower price becausethe product brand is unknown in the
market, or to demonstrate a lack of interest in the transactionas the product does not meet market requirements. [
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