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Sunday in Cape Town…glorious Summer’s day…again…and again…and again 

For the third time this week the website www.negotiationupdate.com was infected with malware.  There’s no 
point in getting paranoid and wondering who might be doing it.  The first time last year the whole site was 
broken and we changed hosting.  Twice in a few weeks we’ve had to get it cleaned and each time, of course, 
it costs money.  Eventually if we can’t maintain the security of the site we’ll have to consider taking it down but 
let’s hope it doesn’t come to that. 
 
We’re going to get to see our new kitchen this week.  The company making it are doing a mock up so that we 
can see what we’re getting for our money.  We’re taking the kitchen back to the bare walls and starting from 
scratch.  We’ve found a really good designer and the builder seems to be giving us a good price.  The work 
starts on Tuesday week and will last about a fortnight.  I can recommend the designer if colleagues in Cape 
Town are interested. 
 
Work is gearing up now.  January is essentially a write off for business in SA but there’s a buzz about our new 
SDI product set and we’re looking for some new and progressive business. 
 
We’re one episode from finishing Downton Abbey.  After 5 series of that it’s now a toss up between watching 
the whole of Spooks or The Wire.  I really enjoy binge watching good series drama and there’s never been a 
better time for both quality and availability. 
 
Rugby is starting again.  I’ve got my new Stormers season ticket and we’ll be good to go in 2 weeks 
time…just about the same time as the cricket world cup.  I’ve got England/Australia on pause as I write this.  I 
can’t really bear to watch 6 hours of cricket at normal speed so I record it and watch it on fast forward and go 
back to see each wicket fall.  Arsenal this afternoon and Millwall won away yesterday.  I’m in sports heaven. 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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1st February 2015 

My satellite box broke this week so I bought an Explora which gives me better functionality and more storage for 

TV recordings.  It’s a good investment and there’s little point in buying a standard box when the Explora gives so 

much more at not so much a greater price. 

 

Ronnie Ronalde, the famous variety whistler died recently.  Here’s part of the obituary in The Independent which 

made me laugh out loud  You will, as well. 

 

In 1949 he caused a sensation when he appeared on a variety bill at Radio City Music Hall in New York for 10 

weeks. At first he would appear just before Roy Rogers and Trigger, but his whistling caused the horse to urinate. 

Rogers told him that winning horses often had to be tested after racing so Ronalde could have a new career if he 

wished. On subsequent visits he met Jane Russell and Marilyn Monroe. Russell sat on his lap, stuck her fingers in 

his mouth and told him to whistle, and as Ronalde told me in 2000, "Marilyn Monroe said my whistle made her 

shiver, now why did it do that? It must be something spiritual, I think." 
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Expert advice... 

 
I was quoted R20k for some granite work tops for my kitchen.  What I know about granite 
worktops would not fill a postage stamp. 
 
Fortunately my expert told me that he thought that the fair price of this commodity was R10k.  
Accordingly we put this to the supplier who then miraculously found a better source of supply and 
the price came down to R12k...and we haven’t even started negotiating yet. 
 
The learning point here isn’t the need to negotiate up front bids but the ability to be able to judge 
when the upfront price is way out of whack with the market. 
 
I’m paying my expert 10% of the cost of the contract for his advice and project management.  As 
you can see he’s already paid back a large slice of his fee on this one item alone. 
 
I’m always aware when I’m a novice in a market place and so I either withdraw, work hard on 
some homework or get an expert. 
 
The key issue is never to be a victim in a marketplace you don’t know.  Good buyers and sellers 
are fantastically knowledgeable about their market places and the items they buy/sell.  If you 
want to compete with them you’ll need to acquire the same knowledge. 
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No negotiation... 

I was in the market for some building quotes for my new kitchen. 
 
One company bid and their numbers were so outrageously high that I assumed that they either 
didn’t want the work and that they thought that I was a fool and would treat their bid as serious. 
 
They were immediately disqualified. 
 
I’ve spent years teaching people to aim high and be ambitious…but when I do say, “ABC” the “C” 
is very important because Ambitious But Credible is the key and if you’re not Credible then your 
bid just won’t be considered. 
 
By all means be some percentage points higher and be prepared to negotiate vigorously but if 
you go into a deal 3 times more expensive than the next bidder then you’re dead from the outset. 
 
Know your market, know your opposition and bid in the top decile of bidders and then be well 
prepared to present your proposition attractively and enthusiastically.  You don’t ever want to be 
the cheapest bidder.  You’re just giving money away. 
 
When I handle tenders for clients we look at a short list of about 5 bidders from a Request for 
Price exercise and then we negotiate with each one.  It’s very common for one of the highest of 
the 5 to win the contract when they show quality, flexibility and value after a positive negotiation 
process. 
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