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 Sunday morning in... 
Saturday morning watching the clock tick round and playing poker online in the Millennium in Bangkok waiting for 
tonight’s flight.  Unfortunately the Joburg-Bangkok flight is no more so you have to fly via Singapore which adds 
several hours to the journey and means I lose a day every trip.

I’ve been to Bangkok many times and keep meaning not to go back...it’s a difficult journey but the people are so 
friendly that once you’re here it’s a very pleasant experience.

Back tomorrow and then off to Joburg for a couple of days next week for our first SDI programme there.  It’s quite 
a step forward and even though we might only have a small class it represents one small step for man...but a 
giant leap...you know the words.

I’ve got the Stormers/Sharks game recorded on the television so I’ll have to stay away from the score until I get in 
the house and have a chance to catch up.

Have a good week with three tips as usual...
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
I’ve now found a service that we’ll use to send this newsletter.  It’s Aweber...and you can find them on 
www.aweber.com.
We’ve now got to get a piece of code put in the website page on beasor.com and then we’ll be in a position to get them to send 
the newsletter to those people who choose to opt in.  Once it’s all set up then I’ll be letting everyone know...nothing will happen 
suddenly and we’ll make it as easy as possible for everyone.

I’ve joined a coaching service...www.cardrunners.com.  It’s a mixture of training videos and articles and forums to help people play 
poker better.  I’ve decided it’s about time I took my game to a new level and I now have access to really good advice.  The learning 
point is not wasted on me and I’m seriously looking at something similar that I might be able to add for clients...especially clients in 
remote locations for whom vids and online work would be particularly helpful.

C’mon...all together now.....
Arhhhhhhhhhhhhhhh!
Everyone loves a koala.
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SDI and  culture...
I met a lady this week and we did the SDI inventory and the main talking point 
about her score was the long arrow into the red in conflict.

She readily agreed that this represented her well.  She rose to the challenge 
in conflict and wanted fiercely to fight her corner when life got tough.  The 
problem for her was that she was from a culture where women cannot readily 
speak up and have their say.  This frustrated her mightily and she had to find 
a coping strategy whereby she could express herself to her own satisfaction 
while at the same time satisfying cultural norms.

Every culture has rules about what behaviour is acceptable to them and our 
traits and motivations have to be shaped by that culture.  In some cultures you 
can blow your top with impunity while in others you’d lose a great deal of face 
with that behaviour and it would largely be unacceptable.

While teaching SDI around the world I’ve learnt that we have to sea the 
theory within the culture that we’re dealing with.  It adds an extra layer to the 
discussion.  People feel the same but they can express it very differently.

Interesting stuff this and it’s worth revisiting the work of  Hofstede and 
Trompenaars who are the gurus of cultural awareness and can help us make 
sense of what we find in our travels.

© Tom Beasor 2009

The search for value



The search for value

Sales Tips

© Tom Beasor 2009

    415

Sales prevention...
I’ve never worked in the marketing department of any company I’ve been with 
but I’ve been in a few sales departments.

Sellers around the globe always seem to have a healthy disregard for 
marketing...who carry the nickname “sales prevention department” wherever 
they go.

I’ve been to several product launches where the sales team were asked to 
sell a dog of a product to unwilling customers courtesy of a bright idea from 
someone in the product development team.

Of course I’m biased...I had to sell the stuff...not come up with a product 
nobody wanted at a price they couldn’t afford.

If you don’t believe me check out:

Midori, melon liqueur.
Archers Peach County Schnapps.
Kirin lager...(in South London!)
Miller Lite (at 4% alcohol)
Barbican

and the list goes on.

It was fun working in the drinks business....NOT.
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School yard bully...

I was working with some pleasant people recently who had to deal with a 
department in their own company that gave them a very hard time and who 
bullied them mercilessly.  They asked me if I could give them some tips.

The problem wasn’t really a negotiation problem but more a problem of 
confidence and assertiveness.

You must remember that negotiation can only start when you say “no” to the 
other party.  We only negotiate with people who say “no.”
If they agree with us then there’s no need to negotiate.  By definition we only 
negotiate with disagreeable people.

So...you must learn to say “no” with confidence and you must never give in to 
bullying.  Bullying is bad behaviour and if you reward bad behaviour then all 
you’ll get is a whole lot more.

If someone tells you to “take it or leave it” you’ve really got no choice.  You 
must LEAVE it.  It might be painful...and maybe it is...but, believe me, the 
alternative is worse.


