
Sunday morning in Cape Town...it’s Winter and the heater will be switched on soon.  No central heating here...we’re in 
South Africa! 
 
Business at the moment is about seed sowing.  I’m meeting people and getting things put into place the activity levels 
are high but, of course, the lead times for all this activity is what means that we have to wait for results.  Talked to a 
potential colleague about Leadership...answered a query about negotiation in Australia...and talked about SDI. 
 
I managed to get to the bottom...or more appropriately the top...of my Outlook inbox this week.  I now a tick against all 
actioned mail and I’m feeling righteous. 
 
Sport is up and down this week.  Watched the Stormers snatch defeat from the jaws of victory yesterday in NZ and the 
FA Cup Final passed me by.  Watching Mancs playing Potteries is close to a punishment for bad behaviour but I guess 
at least the blue half of Mancville was happy. 
 
Start my 8 week programme at the Sports Science Institute on Tuesday.  I’ve got a bio kineticist, a dietician and a 
fitness class supervisor all keen to watch me progress .  I’d bet not disappoint them. 
 
Enjoy your week 

Sunday morning in... 

and finally... 

Written and published 

by Tom Beasor 

 

Contact Tom at 

tom@beasor.com 

www.negotiationupdate.com 

 

Copyright © Tom    

Beasor 2011 

 

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 

15th May 2011 

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

I don’t often share You Tube vids but I thought that this one is outstanding:   http://www.youtube.com/watch?

v=g_xAMniCGCA 

The pilot of the Chinook says:  “Ok chaps, just to let you know I took a round through my front windscreen.”  Shot in the 

head he lands the damaged helicopter.  Almost perfectly describes the British sang froid.  

Found a piece of software that takes the DRM away from Kindle books and turns them into PDFs so that you can print 

them.  This is an outstanding piece of kit and at $30 is great value.  I downloaded a Kindle book this week with lots of 

graphs so a printed copy will be most helpful.   

 

Slated to begin sometime in January, the upcoming McWeddings will first appear for a test period at three major 

McDonald’s branches. They’ll be offered in packages starting at HK$1000 ($129), which is a major savings from the 

typical HK$10,000 or $1,300 price of a Hong Kong wedding. 

Included with the reservation is a personalized menu, decorations, McDonald’s-themed gifts, a special apple-pie 

wedding cake, and a lone fry in place of the traditional cherry a couple shares prior to kissing. 

It’s essentially an ultra-cheap and fun way to get married. It’s kind of like an American couple getting married in a Las 

Vegas casino. Similarly, there are a couple striking caveats. For one,  couples who opt for a McWedding aren’t 

guaranteed any privacy whatsoever. Other customers who walk in to grab a bite are welcome to watch the ceremony. In 

addition, McDonald’s doesn’t carry any liquor or beer, so there’ll be no drinking. 

Searching for value 

http://www.youtube.com/watch?v=g_xAMniCGCA
http://www.youtube.com/watch?v=g_xAMniCGCA
http://www.weirdasianews.com/2010/05/23/ifairy-robot-performs-wedding/
http://www.fastpencil.com/publications/1220-Negotiate-For-Value
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6828&edition_id=9707
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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Not cheap enough! 

This follows on from last week’s contribution. 
 
Yesterday I had breakfast at a club showing the early morning rugby from New Zealand.  I 
met a group of mates there and we had breakfast. 
 
The price was really quite cheap and it didn’t break my budget but I wouldn’t have 
complained if it had some extra money had been spent on warming up the food, filling the 
coffee pot and making sure the place was clean. 
 
Next time I’ll pay a little more and make sure I get a whole lot more. 
 
Cheap is good but only when it’s good value.  No matter what you sell you can’t win on price 
for ever.  Eventually the customer will demand better quality.  This is what Japan found out 
after WW2 and what the Chinese are now slowly realising. 
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Tight and aggressive 

I remain fascinated by the crossover between poker and negotiation. 
 
It’s generally recommended that the most efficient style of winning poker is to play a game that is 
tight and aggressive.  Loose and aggressive may do the job nearly as well but conversely tight 
and passive is a sure road to failure. 
 
What this means is that you need to be tight...that’s when you have strict parameters and work 
within defined boundaries.  You also need to be aggressive...that’s when you set high targets are 
ambitious and energetic. 
 
Passive negotiators tend to take what’s on offer from the other party.  Aggressive negotiators see 
the other party’s initial offerings as little more than a starting point on the journey to something 
better. 
 
Everyone needs to be realistic in a deal but remember...energy and planning...tight and 
aggressive is the way forward both in poker and in negotiation. 


