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[0 O LOCATIONLI [0 Location, or the sudden change of location, can be used to disconcert an opponent-even
more so when theyre "high maintenance" types who require ideal circumstances for optimal performance. Targeted
visitors may find that the meeting facility that was touted as being "just outside of the city" is in reality a two-hour
drive through backroads. Unfamiliar territory and distance from their psychological link to getting home [ the
airportl] make the victim of this tactic dependent on their opposition. No longer merely counterparts, they have
become caregivers. Add into this the accompanying language problems, transport restrictions, and general
separation anxiety [0 homesickness[d , and the picture is complete. Negotiations will proceed but under the control
of the practitioner. Its a tactic thats best used against inexperienced negotiators, as it relies on the target being
unused to the rigors of travel. Experienced teams will be only mildly inconvenienced and yawn at the
ham-handedness of the ploy.[J [J Another location tactic is commonly used by large companies to awe
counterparts. Rather than inconveniencing opponents, they lavish them with every possible thing they could want.
Meeting facilities and hotels are top-of-the-line with furnishings designed to impress. Tours are arranged for
cuttingedge manufacturing plants and high-tech compounds. No expense is spared. The message being sent out by
the practitioner is "were already at the top. We dont need your [ product, business, expertisel] , but we are more
than happy to discuss it." If youre on the receiving end of this tactic, be aware that the underlying message is "We
really want what you have but were going to try and convince you that its not worth very much." This tactic never
works on Impassive or Stern strategists but the rest of us are highly susceptible to it. Remember, though the lap of
luxury is nice, youre still sitting on someones lap.0J [J INDEBTEDNESS O This gambit entails making
counterparts feel as if theyre in your debt on several possible levels. The first involves financial debt and is actually
best used by a negotiator who doesnt appear to be flush with cash. Unlike the rich Location practitioner above,
whose main goal is to make you feel as if their expenditures on negotiations are everyday costs, the Indebtedness
tactician subtly lets it be known that every pfennig, rupiah, or peseta they spend on counterparts is a major
exception. Food, lodging, drivers, translators, sometimes even airfares are paid for by the practitioner as an
investment in the ultimate outcome of the negotiations.
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