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V a l u e  c r e a t i n g  r e a d i n g  f o r  b u s i n e s s  p r o f e s s i o n a l s

 Sunday morning in... 
Friday evening in Cape Town.  It’s been a lovely day and let’s hope that Summer has finally come.

I’m off to Malaysia tomorrow morning for the week and back in London next Saturday and then it’s a week in 
Morocco.  That’s one I’m particularly looking forward to...I’ve not been there before and I’d like to try to get to 
Marrakesh if time allows.

We lost two members of this readership this week.  One person in Bangkok didn’t like my jokes and withdrew and 
another in New Zealand was “disgusted” with my attack on Air France.  All I can say is that it’s a strange world we 
live in.  

I qualified another 15 people into the SDI network this week.  It’s slowly taking shape in South Africa and it’s a 
great challenge running the consultancy business which is very mature and a start up business side by side.  
We’ve already had many conversations about strategy.

England beat Germany this week at football and when Terry scored the ball was definitely over the line...believe 
me.

Back next week with three tips as usual...

 and finally... 
This is almost certainly an urban myth...but who cares!

 
Lawyers should never ask a Mississippi  grandma a question if they aren’t prepared for the  answer.
In a trial, a Southern small-town  prosecuting attorney called his first witness, a grandmotherly,  elderly woman to the stand. He approached her and 
asked, ‘Mrs.  Jones, do you know me?’ She responded, ‘Why, yes, I do know you, Mr.  Williams. I’ve known you since you w ere a boy, and frankly, 
you’ve  been a big disappointment to me. You lie, you cheat on your wife, and you mannipulate people and talk about them behind their backs.  You 
think you’re a big shot when you haven’t the brains to realize  you’ll never amount to anything more than a two-bit paper pusher.  Yes, I kno w you.’

The lawyer was stunned. Not knowing what  else to do, he pointed across the room and asked, ‘Mrs. Jones, do  you know the defense attorney?’

She again replied, ‘ Why  yes, I do. I’ve known Mr. Bradley since he was a youngster, too.  He’s lazy, bigoted, and he has a drinking problem. He can’t 
build a  normal relationship with anyone, and his law practice is one of the  worst in the entire state. Not to mention he cheated on his wife  with three 
different women. One of them was your wife. Yes, I know  him.’

The defense attorney nearly died.

The judge  asked both counselors to approach the bench and, in a very quiet  voice, said, ‘If either of you idiots asks her if she knows me,  I’ll send you 
both to the electric chair.’ 
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Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
I bought my Wii this week and I’m like a little boy as I try to ski down the slope and then stand on one leg...and...
and.  It’s buckets of fun and what a Christmas present to olduns and younguns alike.

Started reading more about Motorcyle adventure travel.  There’s a bike in me yet and I’ve got a decade birthday 
getting ever closer.  It’s a great book...Adventure Motorcycling Handbook by Chris Scott.  We can but dream.

You’ve heard of the pirates of the Caribbean so 
let’s now welcome the pirates of Somalia.  How 
did they get aboard?
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Authentic behaviour
A colleague asked this week if it was proper to change your behaviour to suit 
another person and didn’t it seem rather manipulative.

The answer could easily be “yes” if the intent of the first person was to play 
games and trick the other.  Salespeople come to mind in the way that some of 
them try to create false rapport with their customers.

The way we see it is to think of languages:  If you went to France you’d try to 
speak French and it would just be a common courtesy. So when we meet Red 
people it’s just the same courtesy to try to talk Red to them and Blue or Green 
or Hub depending on who’s in the conversation.

When you pick the right style, words and tone then your communication will 
flourish and your persuasive style will improve and at the same time create 
more powerful relationships.  That’s something we should all be aiming at.  It’s 
a legitimate ambition.

© Tom Beasor 2008

The search for value



The search for value

Sales Tips

© Tom Beasor 2008

    407

The long run
There’s a saying that you can sell anything if you give it away.  That’s pretty 
much true although I wouldn’t want a Lada car even if it was free...nor a 
season ticket to watch several football teams whose fans I won’t offend by 
naming them.

I’ve just run a training programme at a loss.  If I factor in the hire of the venue 
and the cost of the materials I’m behind on the deal and that’s without costing 
in my time.

My intention is to create goodwill and hopefully that goodwill will come back to 
me in the future with extra repeat business.

My low cost course could turn out to be a great investment or a waste of 
money.

Sellers always have this dilemma...volume or margin...take the long run and 
hope it arrives.

There are no right answers...just lots of opinions over several glasses of cold 
beer.



The search for value

Negotiation Tips

© Tom Beasor 2008

    427

It’s that tip again!
I try to write these tips based on my experience each week as a jobbing trainer 
and negotiator.  I try to find something new and different to discuss but there 
are some recurring themes and this week it’s come home to me again...and so 
there’s no reason why it shouldn’t come home to you as well.

Nice is good for business
Revenge is bad for business

Just keep this in mind as you travel the byways of life doing deals and meeting 
people.  Put it up on the wall and look at it often.

People make deals and people have feelings.  Don’t ever forget it.


