
 

 

 

Sunday in Cape Town...sunny and rainy…big rainbow over Newlands. 

I have spent many hours this week trying to get the domain for negotiationupdate.com transferred to a SA 
company away from the original hosts.  I think I’ve finally got it nailed and we should be good to go next week.  
It’s a bit like transferring your adsl provider…the outgoing provider has to provide a code and, of course, they 
have no incentive to do so…and boy, do you know it. 

Business continues to look up.  Maybe the green shoots of activity are finally visible. 

I’m off to the UK next Saturday evening and so please don’t be confused if there’s a hiatus for a couple of 
weeks while I’m on my travels: London, San Diego and Las Vegas.  Back at the end of August and we’ll get 
the updates going then. 

Next cricket test on Thursday. Surely Australia can’t do any worse than the Bulls did yesterday against the 
Brumbies…ritual suicide comes to mind. 

At least it’ll be warmer in London…it’s bloody freezing here in Newlands and that’s a sure sign I’m going 
native! 

If you want to get all the tips in one package visit Amazon and put my name in the search box. You complete 
the purchase it is $1.95 for 100 tips or you can buy 500.  Next up will be some short vids for YouTube. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
 
Have a good one  
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The new Nexus 7 is out and that looks like my new small tablet for surfing the web and watching vids.  I don’t need 

anything bigger nor do I need 3G connectivity…that’s what the phone is for. 

 

I was reading about plunger coffee mugs and I wonder how they can possibly work…does anyone have 

one…seems like a neat idea. 

MCARTHUR, Ohio (AP) — An Ohio bank says a bad GPS navigator is the reason it repossessed the wrong house 

— and threw out all the possessions inside. 

Homeowner Katie Barnett says her McArthur home was wrongly repossessed while she was away with her family 

last month. When they returned to the house, the locks had been changed and many of their belongings 

were missing. 

Barnett wants the First National Bank of Wellston to give her $18,000 for the lost items. She says the bank wants 

her to MCARTHUR, Ohio (AP) — An Ohio bank says a bad GPS navigator is the reason it repossessed the wrong 

house — and threw out all the possessions inside. 

Homeowner Katie Barnett says her McArthur home was wrongly repossessed while she was away with her family 

last month. When they returned to the house, the locks had been changed and many of their belongings 

were missing. 

Barnett wants the First National Bank of Wellston to give her $18,000 for the lost items. She says the bank wants 

her to show receipts for everything that's missing. 

First National CEO Anthony Thorne says the bank wants to compensate the family "fairly and equitably" but the 

items Barnett is claiming doesn't match up with what the bank's employees removed. 

The bank says the house it meant to clean out was on the same street.  
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Skype 

I’ve just reclaimed my webcam from the latest skype update.  It broke my Dell webcam and all the 
forums are up in arms and the official skype advice is to uninstall skype and roll it back to a 
previous version which worked with Dell. 
 
If I treated my customers with the arrogance that Microsoft treats its skype customers then I’d 
have none of them left. 
 
Imagine my telling my clients that I’d changed all my training programmes to suit my purposes 
and I wasn’t over fussed if they didn’t like it.  Of course I’d do this without telling them so that they 
turn up on a programme and find that it’s all different and nothing like they were used to. 
 
Don’t these people do any beta testing...don’t they worry about third party programmes that won’t 
work with updates and last of all why don’t they tell us about it. 
 
Why am I not surprised...because it’s owned by Microsoft, the designers of Windows 
Millenium...which says it all. 
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Reciprocality 

Reciprocality is a concept made famous by Tommy Angelo is his book, “Elements of Poker.”  If 
you’re not a player I’ll just tell you that Tommy Angelo is a pre-eminent poker coach and author. 
 
I’ll paraphrase to suit negotiations: 
 
“Before anything flows, there must be a difference.  Between different elevations water flows.  
Between different pressures, air flows.  Between different negotiators, money flows.” 
 
In the world of reciprocality, it's not what you do that matters most, and it's not what they do. It's 
both. Reciprocality is any difference between you and your opponents that affects your bottom 
line. Reciprocality says that when you and your opponents would do the same thing in a given 
situation, no money moves, and when you do something different, it does. 
 
What we’re saying here is that over a multitude of negotiations you’re going to be in good spots 
sometimes, bad spots sometimes and average situations sometimes. 
 
If you cope with all three of these types of situations about as well as your opponents then over 
the period no money moves between you and them.  When you really make money is when: 
 

1.  When you’re in control and have power you make the very best of it (better than your 
opponents could ever do). 

2. When you’re in a weak position and are struggling you find a good way out (better than 
your opponents could ever do). 

3. When situations are normal you squeeze every last drop of value from the deal (better 
than your opponents could ever do). 

 
That’s reciprocality.  You’ll have just as many good times and bad times as the opposition but 
you’ll handle each situation so much better than ever they could….if you’re good enough, that is! 
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