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 Sunday morning in... 
Sunday morning in South London...and how rarely have I written that this year on just my second visit in 2008.

Home now until Tuesday and then off to Zurich to run a 3 day course and back on Friday.  Next Sunday sees me 
off to HK and Macau for just a short trip and then straight back to Cape Town.  This is a busy season but it all 
starts to even out in December which is nicely full of vacation time.

Got caught with excess baggage at Joburg after a misunderstanding on code share rules.  $300 for 10kg...looks 
like robbery to me, feels like robbery to me and sounds like robbery to me.  In fact it is robbery.

I’ve hit some nice Autumnal weather in London and it’s certainly a whole lot better than Cape Town which is like a 
sponge these days with day after day of rain.

What a good week on the Beasor sports front.  England stuffed Croatia...Millwall won away...and Western 
Province murdered Valke...and on top of that the GB team is doing brilliantly in Beijing...despite the Australians 
rather bad sportsmanship which is very unusual for them.  I’ll now get a barrage of notes from Aus but they 
should look at their 800 metres appeal and the behaviour of their shot putter.  Poor stuff.

Back next week with three tips as usual...
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Good week...bad week for various African 
politicians.  JZ gets off...Mbeki gets 
implicated...and Mugabe gets a partner.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Started reading “Do not take this road to El-Karama” by Chris Harvie.  I’m reading a whole host of travel books 
these days and the market is saturated with them.  It seems just about everyone who ever made a trip wants to 
write about it.  I’ve done three trips like this myself in the last 12 months and am doing Cape to Cairo next year so 
there has to be a book from me somewhere along the line.
You might like to spend your money on something better and that something might be the new Michael Moore 
book on the 2008 election which comes well recommended by a colleague in Aus.
I’ll leave it there this week and probably there’s not much on the technology front going on unless something 
catches my eye at Heathrow or in Hong Kong.

(09-12) 20:39 PDT Green Bay, Wis. (AP) --
A 33-year-old woman stole her daughter’s identity to attend high school and join the cheerleading squad, according to a criminal complaint filed against 
the woman.
Wendy Brown, of Green Bay, faces a felony identity theft charge after enrolling in Ashwaubenon High School as her 15-year-old daughter, who lives in 
Nevada with Brown’s mother.
According to the complaint, Brown wanted to get her high school degree and become a cheerleader because she didn’t have a childhood and wanted to 
regain a part of her life that she’d missed.
Brown allegedly attended cheerleading practices before school started, received a cheerleader’s locker and went to a pool party at the cheerleading 
coach’s house.
The $134.50 check Brown gave to the cheerleading coach for her uniform bounced, the complaint said.
A high school employee, Kim Demeny, told authorities that the woman, posing as the teen, seemed very timid. Demeny said she told her she was not 
good at math and even cried when she talked about moving from Pahrump Valley High School in Nevada. Demeny said she looked older than a student 
but had the demeanor of a high school girl.
A school liaison officer started investigating after Brown only attended the first day of classes last week, the complaint said.
Assistant Principal Dirk Ribbins later learned Brown’s daughter was enrolled at Pahrump Valley High School. Ribbins also spoke with Brown’s mother, 
who told him she had custody of the girl. She said Brown has a history of identity theft crimes, the complaint said.
Brown made her first court appearance Friday by video conference. The judge set bond at $8,000.
If convicted, she could face up to six years in prison and a $10,000 fine.
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SDI and conflict
SDI has a lot to say about how people react when they are cut off from feeling 
good about themselves...which is one definition of conflict.

The theory suggests that people will act in a 3 stage process in order to solve 
their conflict.  They may not need to get right through all 3 stages to solve the 
conflict but it is a path they’ll tread if things are not working out.

In my case...and I always use real people as examples wherever I can...I rise 
to the challenge when things are not working out for me and if that fails I’ll 
withdraw and try to sort out a solution.  If that doesn’t work out for me then I’m 
more than likely to give up and walk away in defeat and let other people get on 
with it.  

I can think of many examples in my life where this has happened.

Other people behave very differently one of whom is my wife, Sue.  When 
partners know each other’s style then it really helps to resolve issues and get 
to the core of the problem before matters get out of hand.

If managing conflict is an issue in your life you may find the SDI theory to be 
very helpful in providing a way forward.

© Tom Beasor 2008
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Theory 1.01
I was running a sales seminar recently and in the roleplay the participants took 
my advice and did a very good pitch for their product.

The problem was that they went into the pitch much too soon and ended up 
selling the client something they didn’t want.

If they’d ascertained the client’s need in advance then the pitch would have 
been pushing at an open door...rather than a closed one.

Imagine going to the Doctor’s surgery with an illness and hearing these words:
“Don’t tell me what’s wrong with you...let me guess...It’s your leg!”
You’d be horrified.  Immediately you’d think...”Why doesn’t he ask me what’s 
wrong with me rather than guessing...”

Well...if you’re unhappy with the Doctor’s behaviour put yourself in their 
position.  You say to a client:

“If my training course was a success what would you people be able to do 
better?”
“What problems caused you to think that your people needed training?”
“How will my training help in the running of the business?”

And on and on....

Once I’ve ascertained the client need I can then design the right objectives and 
format to treat that need.  

I don’t guess...I ask.
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Price, cost and value
This is another tip that comes up regularly...and I don’t apologise for the 
repetition...

If you’re a buyer or seller and you can’t define the following words quickly and 
easily then you’ll never be a successful commercial negotiator.

Price
Value
Cost of Acquisition
Total Cost of Ownership

It’s no coincidence that my sales training is called Value Based Selling and my 
negotiation training is entitled Value Based Negotiation.

I know where I stand on this subject...do you?

And if you don’t have fluent understanding of these words then let me send you 
to Price Hell where you’ll soon find out.


