
Negotiation Update 

Sunday  3rd February 

And finally... 
(01-31) 04:33 PST Salem, Ore. (AP) -- 

Cody Young parked his bike in the wrong place at the Goodwill store, where the rule is that 
anything on the floor goes. He didn't have a lock, but friends said they had parked inside the store 

before. On Sunday, though, the black BMX bike was sold. 

But the 13-year-old is going to get his bike back, Goodwill officials said, after the buyer saw a 

newspaper story about the mix-up and called to make things right. 

The buyer got the bike for just $6.99 but will get a $100 gift certificate from Goodwill for coming 

forth. 

It's not the first such mix-up in Goodwill's busy stores, Goodwill spokesman Dale Emanuel said. A 

janitor once left a bucket and mop on a store's sales floor, and they were sold the next day. 

Sunday morning in the sun looking at my new garden....not a blade of grass in sight. 
 
Had a very interesting conversation online this week with Josh Weiss from Harvard.  He runs a 
podcast which is found on www.negotiationtip.com and you should visit the site if negotiation interests 
you as I know it does.  You will soon find my dulcet tones there when Josh has edited the 
conversation.  Let me know what you think. 
 
Here’s a cry from the heart for all the readers of this note in South Africa.  I’m sorry if it doesn’t mean 
much to the people elsewhere...but I want to get it off my chest... 
Don’t buy Pastel Accounting software.  It’s rubbish.  It’s expensive...and then I went on a 2 day 
course...and then I had 3 hours one to one tuition and now they’re likely to be coming back for more 
one to one.  That’s an investment of over $1000 and I still can’t use it properly.  Quickbooks worked 
within 20 minutes of opening the box...it’s cheap and very user friendly.  Stick with that...I have the 
scars to prove it. 
Now that feels better...let’s get on with Sunday morning. 
 
I’m thinking of migrating this newsletter from Microsoft Publisher to InDesign.  Do we have any 
InDesign experts in the network who can give me a steer on how easy that might be. 
 
This is being written before I know the Superbowl result.  I’ll tape the match and then watch it and 
fast forward through the commercials and time outs that sadly disfigure US sport.  As someone who 
appreciates success I hope the Patriots complete a perfect season. 
 
Back next week with 3 tips as usual... 
 
 
 

Sunday morning... 

This week I... 
Tried to finish my negotiation software project and it’s almost done.  
We’ve had a lot of rework and it’s behind schedule but another day 
or two sees us finished and then I’ll spread the good news.  

Captivate is an interesting piece of software when you get it going. 

Am enjoying reading Spud by John van de Ruit.  It’s a fun read and I 

agree with the cover...you really will laugh out loud.  Recommended. 
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The search for value 

It’s only small but it’s the new 
Cape Town garden and no 
grass and plenty of gravel.  

(You can just spot the electri-
fied wire at the back!) 
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Today and tomorrow

There are many people who wish that tomorrow be just like 

yesterday.  They don’t like change...change is risk and it’s 

something to be avoided.

There is another group of people who wish tomorrow to be very 

different from yesterday and these people embrace change and 

see it as their lifeblood.

I’ve got both types of these people in my life and sometimes it’s 

difficult trying to balance both perspectives.  Most people tend to 

believe that their view of life is “normal” and so it’s not normal for 

people to be so different from them.

I’ve not found age to be any sort of discriminator...young and old 

can both want things to stay the same or be different.

So...if you’re a “manager” of people...that’s just as likely to be a 

friend or relative and not just the boss...then don’t ask the 

“Honest Citizens” to become explorers in the unknown and 

conversely have some sympathy for those who don’t want to get 

locked into a routine.

This sentiment is an abiding feature of these tips when it comes 

to dealing with all of the people in our lives...both business and 

personal.

The search for value
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Who the hell are you?

A close friend of mine has an upcoming interview for a position 

at college.  

As a student they’re going to be asked about themselves and 

they need to get ready for the pitch.  They’re going to have to 

sell themselves...and to differentiate themselves from all the 

other applicants. 

Professional sellers are in this position daily.  Quite often they’ll 

be in with the buyer and outside...queued up...will be their 

competitors.  Most sellers know the competition well...they meet 

them in all the best places...client’s offices.

Buyers and customers are not always so polite as college 

entrance interviewers.  You don’t get long to make the pitch and 

sell yourself, your company and its goods and services.

So when a buyer asks these questions:

“So who the hell are you?”

“And what’s so special about your products?”

“Any why should I bother with the new upgrade?”

...and a hundred other similar questions....

You’d better have a good reply...and make sure it’s better than 

the guys sitting outside.

The search for value



Negotiation Tips

©Tom Beasor 2008

tom@beasor.com

393

The full price

You’ll have gathered from my update this week that I’ve had the 

garden fixed at my Cape Town house.  It looks nice and I’m 

pleased with it.

You will not know that I also paid the full price and didn’t 

negotiate a single penny.

This is not the first time that I’ve done this and I have a very 

good reason.  My ambition with this project is to have the 

landscaper come back a few more times for “improvements” and 

also to get some maintenance done.

I want a long term relationship and I’d wish to be perceived as a 

premium customer deserving of good service.

I’m taking the long view and the relationship is just as important 

as the outcome.  In my jargon I’m making this a Blue relationship.  

Maybe it’s a Light Blue relationship and I’ll take the criticism that 

I’m not optimising the deal.

Whatever your view...I do have an objective here and a 

relationship management strategy.

Deals have to be put in the context of the relationship and there 

are several tools to help us with this.  If you’d like to have a copy 

of my six box model then fire away and I’ll send it to you.

The search for value


