
Sunday morning in Cape Town and the rain has stopped not before it half blew a tree over in the garden 

and created a mudpile.  This is not global warming...but global wetting. 

So Michael Jackson has died...and the latest bulletin on Sky is that he’s still dead.  I must say it’s a great 

career move...it’s done wonders for his sales that’s for sure.  I’m the generation that grew up with 

Motown in the 60s and I remember my first term at college in ‘69 and you couldn’t get into the bar without 

hearing “I want you back” from the Jackson 5.  Juke boxes were always great things to put punctuation 

marks into your life where a particular tune always cropped up in a certain place and time.  Try telling 

today’s Gen Ys what a Juke box is.  Hmmmm. 

Great sport as always...Lions and Springboks, Valentino Rossi wins his 100th GP and Bafana Bafana 

proved that they really can play football. 

I’ll mention the work I’m doing on the website below.  It’s the big project of the week. 

I’ve bought a heater to get some warmth in the house.  Next week I’ll probably buy a second.  It’d be 

cheaper to fly back to the UK and enjoy the Summer there and come back here in October. 

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

 

Sunday morning in... 

and finally... 

Negotiation Update       searching for valuesearching for valuesearching for valuesearching for value 

Written and published 

by Tom Beasor 

 

Contact Tom at 

tom@beasor.com 

www.beasor.com 

 

Copyright © Tom    

Beasor 2009 

 

Back numbers of this 

newsletter are       

available in the      

archive on the            

website. 

 

You are welcome to 

share this newsletter  

with colleagues and to 

clip the tips provided  

that my authorship is 

acknowledged. 

 

Value creating reading for business professionals 
June 28th 2009 

This week we used, read, visited, played with... 

We should be able to get a soft launch to negotiationupdate.com this week.  Don’t expect too much too 

soon as we’re still playing with it but at least we should be able to get something on the screen albeit full 

of broken links and half done graphics. 

Current projects involve creating cartoons on xtranormal and then making a vid of them with Camtasia 

and then putting them up on the screencast website.  That’s how it’s planned to go and if you ever want 

to do the same you should check out each of those 3 items for your company. 

The new website will have a member’s section and that’s what’s taking my time and energy at the 

moment.  We’ll be launching this...tentatively...in July. 

06-25) 18:25 PDT Kalamazoo, Mich. (AP) -- 

Police wish all their cases were this easy to solve. A breaking and entering suspect inadvertently turned 

himself into the police after committing his crime on Wednesday. 

The 27-year-old man walked into the Department of Public Safety around 4 a.m. He was bleeding from 

cuts on his arms and hands and apparently was drunk. He told officers he had seen someone breaking 

into a building. 

WWMT-TV, WOOD-TV and the Kalamazoo Gazette reported the man told police he wanted to stop the 

crime, so he climbed into the building and scuffled with the other person. 

When officers investigated, it became clear to them the witness actually was the suspect. The 

Kalamazoo police say in a statement it "cannot always count on suspects to report their own criminal 

activity." 
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Trying to find an explanation 
 
I had a situation this week where someone I was doing business with behaved in a way that 
surprised me and as is my usual way I tried to ask why they did this. 
 
Maybe they were trying to be a bit Red and wanted to beat me in a negotiation and therefore saw 
their behaviour as challenging. 
 
Maybe they were trying to be a bit Green and were acting out of a principle that told them that 
they were acting according to the right rules...or at least their interpretation of them. 
 
I really don’t know the person I was dealing with...we’ve never met...so I’m trying to get a handle 
on him so that when we do meet I’ll have a better understanding of who he is and what he’s like. 
 
If you’re a sensitive business person you should always try to understand your counterparts 
better.  I often fail and, of course my red filter doesn’t always help but it’s a sound policy 
nonetheless. 
 
People make decisions and knowing people better can only be to your advantage. 
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Community of users 
 

My SDI business is still in a start up mode and I’m still at the stage where I know every customer 
personally.  Of course I’d much rather have so many customers that this would be impossible but 
that’s next year’s problem. 
 
I try to make a virtue of this small number and I talk endlessly about a community of users and in 
a fortnight’s time we’re having a usergroup meeting where I’ll try to foster this feeling yet more. 
 
You may find that some of your customers really would quite like to meet other customers of 
yours and the occasional face to face can only do good. 
 
I remember being invited out to Heathrow to a suppliers meeting where several hundred key 
suppliers were entertained by BA and made to feel special and got a chance to sit in the pilot’s 
cockpit of Concorde.  That was the same thing done by buyers to their suppliers. 
 
A quarterly meeting might work wonders and with online activity so easy a users’ forum is a very 
straightforward thing to organise. 
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Route A and Route B 
 
When you’re negotiating there are generally two ways to get the numbers on the table...route A & 
route B. 
 
Route A is transparent and obvious and both parties can see what’s happening. 
 
Route B is opaque and both sides definitely do not see what’s happening. 
 
Example: 
 
Both sides are discussing terms and the villain plays hard ball with the delivery costs and 
absolutely refuses to move.  This is perceived as harsh and unnecessary by the other party as it’s 
not a major issue and could easily have been resolved.  The other party concede reluctantly and 
the negotiation moves on to the next item...packaging. 
 
When we get to packaging the other side still has the issue of delivery in their mind and they’re 
feeling pretty sore about the whole thing.  They’ve calculated that the bad attitude of the villain on 
delivery is a punishment of 1% to them and they’re going to get it back.  They therefore inflate 
their packaging terms by 1.5% in order to recover the 1% and then punish the other side with a 
fine of .5%. 
 
If the packaging issue won’t stand the heat then payment, warranty or  some other variable will 
soak up the extra compensation and fine. 
 
This is what happens when you have Route B negotiations. 
 
The lesson here is clear.  Don’t create bad feeling on trivial issues.  The other side won’t forget it 
and they’ll load another part of the deal to get their money back and some extra besides. 
 
Believe me...you see this every day...I’ve been party to it many times. 


