
 

 

 

Sunday in Cape Town…the weather is yo-yoing…wind, rain, sun, cloudy.  

This was a righteous week for me in so much as I put some substantial bricks in the business wall and it gives 
me warm feelings about the way ahead for the year. 

In my role as SDI distributor I’ve become a professional coffee drinker but it’s none the worse for that.  We’ve 
got new people in the network and some new energy from current colleagues. 

This week I hope we’ll finally conquer Jabber and get a conference call set up.  It took us around 30 seconds 
to organise it with Skype and several weeks later Jabber is still not fully configured. 

I’m talking with my pals in The Netherlands and hopefully we’ll soon get the ball rolling on an internet 
negotiation product.  It’s something I’ve worked on before and with some collaboration from my favourite oil 
company we might reach a tipping point of development. 

Oh, woe is the Stormers.  What price my season ticket now….but that was two away games and we’ll see 
them at Newlands next weekend. 

If you followed the saga of the doors…they are now fitted and paid for and they do the job excellently.  

We’ve finally sorted out the Amazon pdf tips books.  It seems that when you just visit the page you get one 
price but when you complete the purchase it is $1.95 for 100 tips.  Just put “Tom Beasor” into Amazon and 
you’ll get the books.  Next up will be some short vids for YouTube. 

 

Remember:  @tom_beasor and LinkedIn for daily neg tweets and @sdisouthafrica and LinkedIn for daily SDI 
tweets.  Feel free to connect on LinkedIn and re-tweet. 
 
Have a good one  
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3rd March 2013 

Say Argo this week…excellent film…and also saw Quartet which is a most pleasant English film and is to be 

thoroughly recommended. 

 

I bought some computer glasses last year and this week I bought yellow polarized clip-ons for them.  It really does 

make a difference.  The yellow tint works wonders with the screen and for $10 was excellent value.  Glare is no 

longer an issue when you’re working several hours a day at the machine. 

  

SPOKANE, Wash. (AP) — A toddler who jumped on a bed and bounced out a second-story window was saved 

Friday by his mother, who leaped behind him, caught his foot and lowered him safely to his grandmother who was 

having a smoke on the porch below, police said. 

The mother was just getting out of the shower when she saw the 14-month-old boy, who had been jumping on the 

bed, trip on a pillow and fly out the half-open window, Police Communications Director Monique Cotton said. 

The mother smashed through the window and caught him by a foot as his head bounced on a small roof 

overhanging the front porch. 

The momentum took them both out the window to the porch overhang. The mother was able to lower the baby to 

the grandmother just as his shoe came off in her hand, police said. 

The grandmother heard the breaking glass and was in the right place at the right time to catch the baby before the 

mother fell into some bushes. She was taken to a hospital for treatment of cuts and a shoulder injury, Cotton said. 

"The baby actually did fall," Cotton said. "Grandma caught him and mom fell in the bushes nearby. She's pretty 

scraped up." 

The baby also was taken to the hospital with grandma to be checked out. 

"The baby is going to be fine," Cotton said 

 

Read more: http://www.sfgate.com/news/article/Police-Spokane-mom-

catches-baby-going-out-window-4321174.php#ixzz2MSP2UHyl 
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GP 

 
I was in my local watering hole this week and was talking to the manager about his Gross Profit 
margins. 
 
In a previous life I ran a whole slew of pubs and restaurants and understand that business well. 
 
It transpires that after all these years and on a different continent the dynamics of running the 
hospitality business haven’t changed at all. 
 
Their focus on GP (Gross Profit) is identical to what I was doing in the 80’s in London. 
 
We looked at the irony of working with a people based hospitality business sector but with a P&L 
focus that always sits in the background measuring the money, cost and profit flow of the 
business. 
 
How you keep score in a business is your concern but every business has a P&L and every 
business that sells products has a GP. 
 
I used to be held accountable every Monday morning to my previous week’s performance.  
Thankfully I’m now running my own show buy I can still show you a P&L and if you buy me a beer 
we can discuss GP Margins, volumes, costs and profitability. 
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Poker stats 

When you play as much poker as I do you need plenty of information and analysis to help your 
play.  I’ve got over 20 million hands in a database and can run all manner of enquiries. 
 
The biggest factor in my game’s success is how well I do at the showdown compared with my 
performance before the showdown.  This has a real correlation to negotiation…I’ll explain. 
 
When you’re planning a negotiation your showdown position is when all the “cards” are on the 
table and you’re at the end of the process and an agreement is made…hopefully in excess of 
what you planned.  You win or lose at this stage. 
 
Of course you don’t need to get to the showdown.  You can choose to agree prior to this final 
stage when you think you are winning, maybe, or when you think things are going badly and you 
want to bring the process to a smart conclusion. 
 
Although we teach that a fast deal is often a bad deal it doesn’t mean that every deal has to be 
sweated down to the last gory detail before there’s a handshake or a walk away. 
 
I’ve done plenty of deals where sweating it out was likely to be counter productive because I 
didn’t want the other party to see another card and when I felt I had the current advantage. 
 
Be in control of the rhythm of the deal…fast or slow…long or short. 
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