
 

 

 

  

Sunday morning in Cape Town…cold in the mornings before warming up. 

It never ceases to amaze me how business ebbs and flows.  Nothing happens for a few weeks and then a 
flurry of phone calls and emails fills the diary.  Newcomers to consultancy have to learn to live with this 
uncertainty…and many find it impossible. 

I’m off to the Drakensbergs next weekend…just north of Lesotho to present to a sales conference.  It’ll be a 
chance to take a break.  It’s 30 years since I was last there.  Depending on connections there may not be an 
update next weekend. 

We’re doing facilitator training this week and planning, hopefully, for a negotiation week in Ghana.  All this 
came up in just the last few days along with a couple of meaty SDI orders. 

Went to Newlands yesterday to watch the Rugby.  Argentina were woeful and for the first time in ages I left 
early to get back and watch the first day of the new football season and then watch Kallis being swindled out 
twice…how the English must be laughing. 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets.  The daily 
negotiation message is also posted on LinkedIn.   Feel free to connect. 
 
If you’d like to purchase 500 Negotiation Tips for $9.95 then click Negotiate for Value below for an immediate 
download via Paypal.  If you’d like to teach yourself to negotiate then purchase Business Negotiation for a 
step by step guide. 
 
Have a good one  
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19th August 2012 

My Lumosity scores remains just below the 75
th
 percentile. 

Entered the sushi wars in Newlands and I can now tell you how many pieces you can get for R149 in any one of 5 

different locations…and I mean 5. 

Looking to upgrade the wifi modem as it doesn’t cover the whole house.  We need a stronger signal if we’re going 

to develop an office “upstairs”. 

 

 

BRAINTREE, Mass. (AP) — When a store clerk gave a Massachusetts man a different kind of scratch-off lottery 

ticket than he asked for, he didn't make a big deal about the mistake; he said he just "rolled with it." 

It was a good decision: He won $1 million. 

Richard Brown of Taunton said he went into Gulf Taunton recently and asked for a $5 "Blue Ice 7s" ticket, but the 

clerk was distracted and instead gave him a "Sizzlin 7s" ticket. 

Brown selected the cash option on the prize and received a one-time lump sum payment of about $430,000 after 

taxes. He plans to use the money for a new roof on his home and to take a trip to San Francisco. 

The store gets a $10,000 commission. 

 

 

 

Searching for value 

https://www.e-junkie.com/ecom/gb.php?c=cart&i=1111847&cl=216398&ejc=2" target="ej_ejc" class="ec_ejc_thkbx" onClick="javascript:return EJEJC_lc(this);
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Richard+Brown%22
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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Ajacencies 

Went into a local wine shop to buy a corkscrew.  The last 2 supermarket corkscrews broke. 
 
The wine shop sadly said that they didn’t stock corkscrews and they pointed me in another 
direction to a competitor. 
 
It’s not hard to think that if you sell people wine in bottles then stocking a few corkscrews 
shouldn’t be a tough decision.  This is known in selling as an adjacency.  You stock the core 
product but then offer a raft of products and services that buyers of that first product might need. 
 
That’s why car dealers offer spares, tyres, maintenance, painting etc.  It’s all extra incremental 
income. 
 
Ask yourself what extra you could supply to people who’ve bought your core product and while 
you’re thinking about that you might like to buy one of my books which is specifically focused on 
people who’ve attended my training! 
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The final concession 

I don’t like to make unilateral concessions in a negotiation.  Much of the time we’re trying to 
exchange variables while at the same time increasing the value propostion. 
 
One place where I do like to offer “something for nothing” is right on the edge of the agreement.  I 
often think of this as a closing concession.  The script goes like this: 
 
“OK…I’ll give you 2% discount if you’ll sign the contract now.” 
“I’ll shake your hand if you can deliver by the end of the week ( a demand for a concession at the 
close). 
 
Whether you’re demanding or offering, getting people to the edge of an agreement is a great 
place to gain or give a concession linking it to the closure of the deal. 
 
We’ll develop this them next week. 
 
 
 
 
 
 
 
 


