
 

 

 

Sunday in Cape Town...very cold and extraordinarily wet…Winter. 

The website is now in the process of being repaired and we’re moving ahead.  I don’t know how long it will 
take but I’m hoping that we’ll have something for people to see in a week or two. 

I’m  now embarking on an online negotiation training programme with a group of people in Australia.  We’ve 
got a 20 step process and over a period of time we’ll be able to teach people the theory and give them the 
chance to practice the skills online.  I’ve had this material for quite some time and I’m happy to be able to trial 
it.  If this sounds interesting to you then let me know and I’ll share the ideas with you. 

The weather this week has been horrendous.  It was so cold and wet that I couldn’t even get to see the 
Stormers who are only a 10 minute walk away.   

No update next week.  We’re off to Prince Albert in the  Karoo for the weekend.  I’ve heard good things about 
it and the Swartberg Pass and I’m looking forward to checking it out, buying some olives and fig preserves. 

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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2nd June 2013 

My computer kit has been shipped and I’m waiting for it to arrive. 

 

I’ve booked up my trip to the US in August and I’ll be stocking up then on a new solid state hard drive and a tablet.  

The kit is much cheaper in the US and the choice is much greater. 

 

Series 6 of the West Wing…1 to go. 

 

 

 

 VALLEJO, Calif. (AP) — A Northern California man is facing vandalism charges after authorities say he painted a 

crosswalk on a street, allegedly telling officials it was needed. 

Fifty-two-year-old Anthony Cardenas was arrested Thursday morning in Vallejo and booked into Solano County 

Jail on suspicion of felony vandalism. Solano County Sheriff's Lt. Brad DeWall says workers spotted Cardenas 

committing the vandalism at a city intersection. 

The intersection already has three crosswalks. 

DeWall says Cardenas also painted lines through those. 

State transportation workers painted over Cardenas' alleged crosswalk later in the day. A police cadet had been 

posted at the intersection until then to keep pedestrians from using it. 

Cardenas remained behind bars Friday on $15,000 bail. Dewall says he did not have an attorney. 
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Paypal 

 
I don’t have any remit to support Paypal but I want to suggest it to you if you don’t have an 
account. 
 
I have bought many dozens of items over the internet and paid by Paypal and I’ve received 
payments as well.  It’s quick and cheap and allows easy movement between currencies. 
 
Paypal is like a legitimate version of Bitcoins and it’s a fast and secure way to pay...no credit 
cards or cash involved. 
 
Making your goods and services easy to obtain is a key issue for sellers.  Don’t just think about 
credit and debit cards.  Check out Paypal and all of the alternative ways to send and receive 
money online. 
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The edge of the cliff 

Negotiations are often resolved on the edge of a steep cliff and the side that can get closest to the 
edge often gains an advantage. 
 
If you show the other party that you’re fearful of a negative situation then they’ll use that same 
situation as a threat against you and you’ll step back from the edge. 
 
Don’t be a reckless user of threat but I do want to emphasise that effective negotiators don’t 
readily give in to threat and are prepared to go closer to the edge of the cliff than the other party. 
 
Sometimes it’s better to suffer a little short term pain in order to prove to the other side that they 
can’t always use threat against you and that you’re prepared to push back. 
 
The edge of the cliff is always further away than the other party would have you believe. 
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