
 

 

 

Sunday in Cape Town…hot Summer’s new year. 

So we’re back for a new year and the very best wishes to all our readers around the world.  We congratulate 
the USA and their newly re-elected President, we sympathise for Aussies and the fires and we join the Kiwis 
in search of their missing cricket team. 

Here at Negotiationupdate Towers we look forward to an positive 2013 with every reason to feel good about 
the year at both a business and personal level.  My newly found Permanent Resident status makes me a 
freshly minted fake Saffer and we are looking at taking the business into new areas of work and opportunity. 

On one business note we will be moving this newsletter from a direct mailing format using Aweber.  This has 
served us well over the years but new technologies do develop and I believe that it will give us a bigger and 
more easily delivered audience if we go via LinkedIn.  We won’t be doing anything drastic for a while yet but I 
would urge colleagues and friends who are not already on LinkedIn to join up and then connect with me.  It 
will make conversations a whole lot easier and give folks a chance to communicate among themselves within 
the network. 

I’ll stop here and go out for brunch and soak up some Summer sun.  Have a great new year and I wish all our 
readers peace, health and joy for the coming year. 

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 and re-tweet. 
If you’ve got a Kindle check out this: http://www.amazon.com/dp/B00A9SOE2I  if you want to buy 100 tips for 
$1.99. 
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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Google television works well and when we get Netflix in SA we’ll be in movie heaven. 

 

I’ve upgraded my ADSL line to 10 megabits and for those lucky people outside SA it’s costing me well over $100 a 

month.  This is licensed robbery but monopolies are monopolies. 

YELLOW SPRINGS, Ohio (AP) — A western Ohio restaurant is trying to help a patron get his pet chicken back. 

Peach's Bar and Grill in Yellow Springs has offered a $100 reward for the safe return of the pet named "Falcon," 

with no questions asked. It says a customer tucked the live chicken into his backpack when he came in to watch a 

band perform Jan. 5. But he says the pack with his chicken was stolen. 

The Dayton Daily News (http://bit.ly/11n6TO4 ) reports that the customer said the chicken was his traveling 

companion. No other information was immediately available Friday. 
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Slowwwww… 

 
I said “goodbye” to a coffee shop where I go on Saturdays because the service was just so slow. 
 
Making major purchasing decisions isn’t always a fast process but once a decision is made the 
customer invariably wants timely delivery.  This applies to training courses, capital equipment and 
of course, coffee. 
 
When customers are “hot to trot” you need to capitalise on their desire to purchase and consume 
because if you can make it fast then you’re in a great place for repeat business. 
 
When I worked in restaurants and a customer ordered a bottle of wine we always got the wine to 
the table as quickly as possible and got them drinking even before the starters arrived.  More 
times than you can ever imagine we managed to sell another bottle later in the meal.  We 
doubled our wine sales but simply serving the first bottle fast. 
 
You can’t make it any simpler. 
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Negotiation ABC 

If you really want to know how not to negotiate watch “Pawn Stars” on History Channel and enjoy 
the sellers not knowing at all how to structure a simple haggle. 
 
The ABC of haggling is to be Ambitious But Credible. 
 
When the valuer says something is worth $1000 is not credible for the buyer to ask for that sum 
from the pawn shop owner.  His margin needs to be factored in. 
 
This doesn’t mean that you can’t still be ambitious within the bounds of the deal.  
 
One other thing when you do move in a deal do it with reducing increments: 
 
Good is: 1000, 800, 700, 650, 625. 
Bad is:    1000, 900, 800, 700, 600. 
 
In the first example you’re conditioning the other party that the shop is closing soon.  In the 
second example you’re conditioning them to keep on asking because you’re moving in equal 
increments. 
 
Negotiation is really simple if you remember your ABC and move in reducing increments. 
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