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(0 O An importer may reject an exporters price at the outset of the discussions simply to get theupper hand from
the beginning of the negotiationsd thereby hoping to obtain concessions on othermatters. 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[d 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.[] [ If the
importer does not accept the priced the exporter should react positively by initiating dis-cussions on non-price
questions] instead of immediately offering price concessions or taking a de-fensive attitude. Widening the issues
and exploring the real reasons behind the objections to theprice quoted will put the talks on a more equal and
constructive footing. Only by knowing the cau-ses of disagreement can an exporter make a reasonable
counter-offer. This counter-offer need notbe based merely on pricing. It can cover other related aspects.l] J To
meet price objections[] some exporters artificially inflate their initial price quotations. Thisenables them to give
price concessions during the opening of the negotiations without taking any fi-nancial risks. The danger of this
approach is that it immediately directs the discussions into pricingissues at the expense of the other important
components of the marketing mix. Generally[J such ini-tial price concessions are followed by more demands from
buyers that will further reduce the profit-ability of the export transaction. For instancel] the buyer may press for
concessions on[J Quantitydiscounts [1 Discounts for repeat orders (I Tighter deliverydeadlines that may increase
productionand transport costs [J Free promotional materials in the language of the import market [J Free after-
sales servicing [1 Market exclusivity [1 A long-term agency agreement [1 Higher commission rates [1 Better
credit and payment terms[] etc.[] [J To avoid being confronted by such costly demands[] an exporter should try
to determine the buyers real interest in the product from the outset. This can be ascertained through appropriate
questions but must also be based on research and other preparations before the negotiations. Only then should
suitable counter-proposals be presented.
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