
Sunday morning in Cape Town...nice sunny day. 
 
Off to Carlsbad tomorrow.  It’s much cheaper, but sadly longer, to fly via Dubai so it’s off on Emirates...Cape Town - 
Dubai - Los Angeles and then down the coast for 8 days.  I go every two years and it’s chance to catch up with SDI 
colleagues and come back with new ideas and products. 
 
We’ve been developing a new programme based on Emotional Intelligence and that’s another programme in the bag for 
the new year.  November will be the last working month in South Africa before everywhere closes down for Christmas 
and the New Year. 
 
I’m writing this while I’m watching the World Cycling Road Race championship on the web.  Mark Cavendish is the great 
British hope and it’s fingers crossed for him and Lewis Hamilton in Singapore and the Rugby team and the Cricket 
team.  This has to be the best weekend of sport for a long, long time. 
 
I’ve joined Google Plus which I’m hoping will be an improvement on Facebook which can at times be really trivial.  If 
Google Plus can build a bridge with LinkedIn and Twitter then that will give me a nice balance between business and 
pleasure.  It’s a bit like having the world’s first telephone...a great idea but nobody to talk to...at the moment at 
least….so why not join up and see who else is there. 
 
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 

25th September 2011 

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

Downloaded a very nice book by Tommy Angelo, Rubber Band.  He’s a poker player who’s written a series of short 

stories in a style similar to Damon Runyon.  It’s a fine read and if you like short stories about people you’re glad are not 

members of your family then this is for you. 

 

(09-20) 14:55 PDT Yuma, Ariz. (AP) -- 

A runaway steer stopped traffic on a major highway, hurtled over a brick wall and damaged two police vehicles during a 

chase that had four Arizona law enforcement agencies scrambling. 

Yuma County sheriff's Capt. Eben Bratcher says the male bovine escaped from a livestock trailer Tuesday morning on 

Interstate 8 just east of Yuma in southeastern Arizona. 

Police responded immediately because the steer was darting in and out of traffic. 

Bratcher described the scene as chaotic as the steer bounded over one police car and later barreled over a brick wall, 

knocking part of it down. 

A deputy eventually was able to rope the steer from the bed of a patrol truck. Bratcher says it then "kicked the crap out 

of the truck." 

The nimble steer was uninjured and returned to its owner. 

Searching for value 

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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Individual email contact 

 
I write travel reviews for Trip Advisor and they write to me regularly to thank me for new 
reviews and to tell me how many people have read my reviews and how many good 
comments I’ve received. 
 
Their life blood is people like me who are interested in travel who write free reviews and they 
know how to keep folks like me interested and enthusiastic. 
 
It’s one thing to write regularly to your customers...and that’s one thing I’ve been on about for 
years...but it’s another thing to write to your customers individually about their particular 
needs or purchases. 
 
Amazon have long since understood their customers as individuals and that’s this week’s 
learning point.  Write to a few customers each week about specific product or account issues 
directed at them personally.  You’ll build up much better relationships. 
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Pressure points 

It’s always helpful to have identified areas of the negotiation where you can give way if 
necessary...and conversely those areas which of great importance. 
 
You cannot fight every point in a deal to the bitter end.  It will create antagonism and it will often 
force the other party to fight you back in return so that they do not seem weak and they might just 
choose one of your key areas to make their stand. 
 
I suggest your prioritise your “shopping list” and be prepared to be flexible and concede in some 
small areas especially if you can trade off that concession in return for something you really need. 
 
Flexibility and planning, as always, are the key issues. 


