
Sunday morning in Cape Town and you’ll see that I’m slowly rebranding everything over to the 

negotiationupdate.com theme. 

The website is more or less finished and that’s the main port of call now.  Beasor.com will become a 

personal website with a more social and leisure purpose. 

I want to tell you about a new concept in training that I’m launching with my team.  Attached to this note 

is a document that will explain where we’re going and what it will entail.  Do forgive me for the obvious 

advertising.  Regular readers will know that I’ve never used this newsletter to plug my training but this is 

such a new departure that I want to share it with this readership. 

If you’d like to listen to what it’s all about check out this url:  http://www.screencast.com/t/fKvDNHUk 

If you’d also like to hear the first of the video lessons then check this out: 

http://www.screencast.com/t/SuCAthWY 

 

I’m happy to receive your thoughts and ideas about this new direction and I’d appreciate suggestions 

and questions. 

 

Enjoy your week with three tips as usual... 
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Value creating reading for business professionals 

August 9th 2009 

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

Went to Newlands yesterday to see the Boks play Australia.  I’ve now managed to see more Rugby in 

my short time in South Africa than I ever did in England.   

I’m learning about blog writing.  You’ll see from the website that I’m using Blogger as the software of 

choice.  I’m a real novice with this and I’ll be playing with this over the weeks as the website grows and 

develops. 

Got my internet connection fixed this week.  Telkom, to their credit, fixed it within 24 hours and it’s now 

where it should be...except for the cost...which is outrageous...but you’ve heard that one before. 

I need a new GPS system and am looking at the Garmin 710.  Does anyone use this model.  It seems a 

nice balance between functionality and value.  My old M500 needs replacing after several years of good 

service. 

(08-08) 18:26 PDT HOUSTON (AP) -- 

An obese inmate in Texas has been charged after officials learned he had a gun hidden 
under flabs of his own flesh. 
 
Twenty-five-year-old George Vera was charged with possession of a firearm in a correctional 
facility after he told a guard at the Harris County Jail about the unloaded 9mm pistol. The 
Houston Chronicle reported Thursday that Vera was originally arrested on charges of selling 
illegal copies of compact discs. 
 
The 500-pound man was searched during his arrest and again at a city jail and the county 
jail, but officers never found the weapon in his rolls of skin. Vera admitted having the gun 
during a shower break at the county jail. 
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The need for knowledge 
 
Friend of mine told me about a Green person and how many questions they ask.  They gave 
them my email address as a resource and it wasn’t a surprise that very soon the questions 
started arriving in my mailbox. 
 
People with a high Green score need to make sense of things and often that comes via 
questions.  Green people are thorough in that respect. 
 
I know what Reds are like.  It’s overviews for them.  They’ll take it at face value usually and don’t 
need to internalise the issue quite in the same way. 
 
If you have a Green with you give them knowledge and process...if it’s a Red then give them 
summaries and Cliff’s Notes. 
 
Of course Hubs will want options and will take a while to make up their minds about this 
information and with our Blue friends never forget that people are more important than 
information. 
 
This is hugely important in the selling process and I never forget this when I’m teaching 
negotiation and any other communication and knowledge based process. 
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The spiel 
 

I keep getting phone calls from sales people in call centre boiler rooms who immediately burst 
into their spiel that they’ve practised long and hard. 
 
I interrupt them immediately and bid them a fond farewell. 
 
So...everyone needs to be able to pitch their product or service and you should have a value 
statement if you’re a seller of any importance.  We take that for granted. 
 
What you must never do is apply this pitch to everyone or anyone you meet irrespective of who 
they are or their personal circumstances. 
 
Let people buy from you...don’t sell to them. 
 
Identify their needs and take them slowly along the path towards associating you with the solution 
to those needs.  This is a solid and practical technique that respects the customer at a human 
level. 
 
Learning point:  Don’t sell to “strangers” and don’t give your spiel blindly.  I guess they wouldn’t do 
it if it didn’t work but not with me or anyone I know in my commercial world. 
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The Metagame 
 

A game of poker is a game of poker...both now and in the future.  Every game you play creates 
an impression that can help you with a future game. 
 
If you get a reputation for being a tough player then people will be wary of you next time and you 
can use this as an opportunity to bluff and bet light. 
 
In poker this is called playing the metagame whereby you always have an eye on how each hand 
affects your future opportunities. 
 
Negotiation is exactly the same.  People come into the room with the baggage of their previous 
experiences and you suffer or benefit accordingly. 
 
If people think you’re a serious professional they’ll take it carefully with you...if they think you’re a 
fool they’ll try to achieve more and push you further. 
 
Every time you negotiate you’re doing the deal now but you’re also influencing every deal you’ll 
ever do in the future. 
 
Always bear this in mind.  Play the metagame. 
 


