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 Sunday morning in... 
Sunday morning in Cape Town...pretty much had the last braai of the season yesterday and Autumn is arriving.

Had a week where patience and fortitude was tested to the limit.  The Windows partition on the Mac corrupted 
and needed to be replaced.  Thankfully everything is backed up but I’ve still got to reload the programme files.  
Words can hardly describe my view of Microsoft.

I’m also finding it hard to find words to describe my view of Pastel software.  I’ve now binned it despite taking a 2 
day course and 10 hours of intensive one to one training.  This is seriously ropey software at an extortionate price 
and I’m going back to Quickbooks which believe it or not is FREE...and in many cases has better functionality.  If 
any South African readers want a copy of Pastel Express which I bought for R4000 then they should contact me 
and we can do a deal.

Next week sees me running my second SDI Facilitators Qualification.  This will double the number of active users 
and set the show firmly on the road.  On Wednesday I’m off to Plettenberg bay for a break so next Sunday may 
be problematic for the Update to send to each of you individually.  If you don’t get this next Sunday morning then 
check on www.beasor.com on the front page where Margaret will post it for me.

Have a good week with three tips as usual...

 and finally... 
(03-15) 12:26 PDT Seaside, Calif. (AP) --
A 15-year-old girl who stopped her out-of-control school bus was hit with a Saturday detention be-
cause she was supposed to be in class when the accident happened.
Marina High School student Amanda Rouse was on a bus with 40 elementary school students 
Wednesday morning when the driver fell out of her seat after a turn and hit her head.
Rouse jumped up and applied the brakes, bringing the bus to a halt after striking two parked cars. No 
one was injured.
But Rouse said she was punished because she wasn’t supposed to be on the bus in the first place.
Rouse said she fell ill on the way to school, but instead of calling in sick, she asked the bus driver for 
a lift back to the bus yard before the accident happened. She must attend Saturday school as punish-
ment for failing to call in sick that day.“She is in trouble with school because she made the wrong 
decision,” said Rouse’s grandmother, Sally Correll. “But I can’t help but believe that she was where 
God wanted her to be.”
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Interesting balance of power and authority for the Dalai Lama as he speaks 
out about Tibet this week.  It proves that if you have moral authority then you 
automatically have power.  Augn San Suu Kyi has proved this in Burma.
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a picture is worth a thousand words...

 This week we used, read, played with....
A subject close to my heart is free software.  Here’s two bits.  First up is the Intuit site.  If you want a 
free copy of some very good accounting software visit 
http://quickbooks.intuit.com/product/accounting-software/free-accounting-software.
jhtml?priorityCode=3951700000
This is a goldmine and shouldn’t be missed.
The next piece of free software is at www.logmein.com  
This software allows one computer to access a remote computer.  It means that you can use your 
computer at home from a remote computer elsewhere.  This is fantastically useful if you travel alot 
and have key material left on another computer.
These two pieces of software are some of the best free offers you’ll ever experience.
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Good news, bad news
I want to talk here about the power of feedback. 

We’ve mentioned this before but something came up recently that put it back in 
my mind.

People understand the power of feedback when it’s used to help improve 
performance.  It’s described as the “Breakfast of champions” by the One 
Minute Manager team.

That’s all well and good provided that the feedback goes both ways...good 
news and bad news.  If you wish to help people improve their performance 
then you’ve got to give them praise and encouragement when things go right 
and not just concentrate on the negative side of feedback when performance is 
not up to standard.

You must be even handed in your comments.  This is only fair and allows you 
to be seen as an honest broker rather than a negative critic.

Find the things that are good and you then have the rights to mention what’s 
not quite so good.
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Trust
I made a proposal to a client this week that involved a large project with a 
significant price tag.  I told them what I believed was best for them and I’ll help 
them make a good choice.

You can do this when you work with a client that trusts you.  Consultants have 
had a poor reputation many times in this respect where they’ve given advice 
that the client believes is often better for the consultant than the client.

When  a client trusts you then you’ve got a synergy that works well on both 
sides.  Many sellers have forfeited this trust by taking a short term view that 
has exploited the client and made them feel that they are being seen as a 
gravy train.

Remember...you can only skin a sheep once...but you can shear it every 
year. Always take the long view and take steps to ensure that you’re seen as 
trustworthy by the client.

This is good for business....good for the relationship...and creates an almost 
insurmountable barrier against the competition. 



The search for value

Negotiation Tips

© Tom Beasor 2008

    398

Win to lose
Last week I foolishly got the title of this tip the wrong way round...it should 
obviously have been “Lose to win”.

I will, however, continue with this theme and mention what a negotiation looks 
like when people decide to “Win to lose.”

An example comes to mind where a supplier was negotiating with my client 
and then came up with the golden words...”the problem with you guys are that 
you’re just too small to matter in this business...”  My client switched off like a 
light and they didn’t get a penny of the action.

Another example occurred when a supplier accused my client of acting 
dishonestly.  Bang...out the door they went.

Business is tough enough when things are going well but when negotiators 
gratuitously insult the other party they quite frankly deserve all they get...and 
they get plenty...but none of it is business!

So...let’s not shoot ourself in the foot.  Build the relationship, take the long 
view, admit your mistakes when you make them and take an honest view of the 
business.  Negotiations are tough enough when all of this is in place...they’re 
suicidal when you’re determined to lose.


