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	1- On Broadway, They Wear Pink:
'Mean Girls' Is Now A Musical

For a lot of people, when they hear "fetch" and "Is butter a carb?"
one thing comes to mind:
Mean Girls.
The 2004 movie was so influential that screenwriter Tina Fey and producer Lorne Michaels figured, why not a musical?
Fourteen years later, it's opening on Broadway.
If you're not familiar with Mean Girls, here's a quick back story:
In the early 2000s, Tina Fey read Rosalind Wiseman's nonfiction book Queen Bees and Wannabes, about the drama of teenage girls and their often-dysfunctional friendships.
Fey was struck by the power some girls wield over others.
She says, "The thing that I was so drawn to was they were insidious in their intent, but also so fascinatingly clever.
...
You had to kind of admire the intelligence and power of it.
At the same time, it has to stop.
It was like a book full of Bond villains."





2- William Flats halfway home

Paramount Assets has reached the halfway point in construction at William Flats, a multifamily rental property in Newark.
The site formerly served as headquarters of United Women’s Garment Workers’ Union.
Situated in the Four Corners neighborhood, it lies between Teachers Village – certified as a LEED Silver neighborhood development earlier this year-- and Prudential Center.
Developers have tried to preserve distinctive elements of the building, such as its façade, while adding amenities including a four-story open-air courtyard with vertical garden.
In addition to 37 apartment units, William Flats will feature 12,000 square feet of ground-floor retail space.
Residential leasing at 869 Broad St. will begin in August, with the property slated for delivery later in October.
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	Table 14-3 Questionable/Unethical Tactics in Negotiation
	Tactic
	Description/Clarification/Range

	Lies
	Subject matter for lies can include limits, alternatives, the negotiator’s intent, authority to bargain, other commitments, acceptability of the opponent’s offers, time pressures, and available resources.

	Puffery
	Among the items that can be puffed up are the value of one’s payoffs to the opponent, the negotiator’s own alternatives, the costs of what one is giving up or is prepared to yield, importance of issues and attributes of the products or services.

	Deception
	Acts and statements may include promises or threats, excessive initial demands, careless misstatements of facts, or asking for concessions not wanted.

	Weakening the opponent
	The negotiator here may cut off or eliminate some of the opponent’s alternatives, blame the opponent for his own actions, use personally abrasive statements to or about the opponent, or undermine the opponent’s alliances.

	Strengthening one’s own position
	This tactic includes building one’s own resources, including expertise, finances, and alliances. It also includes presentations of persuasive rationales to the opponent or third parties (e.g., the public, the media) or getting mandates for one’s position.

	Nondisclosure
	Includes partial disclosure of facts, failure to disclose a hidden fact, failure to correct the opponent’s misperceptions or ignorance, and concealment of the negotiator’s own position or circumstances.

	Information exploitation
	Information provided by the opponent can be used to exploit his weaknesses, close off his alternatives, generate demands against him, or weaken the alliances.

	Change of mind 
	Includes accepting offers one had claimed one would not accept, changing demands, withdrawing promised offers, and making threats one promised would not be made. Also includes the failure to behave as predicted.

	Distraction
	These acts or statements can be as simple as providing excessive information to the opponent, asking many questions, evading questions, or burying the issue. Or they can be more complex, such as feigning weakness in one area so that the opponent concentrates on it and ignores another.

	Maximization
	Includes demanding the opponent make concessions that result in the negotiator’s gain and the opponent’s equal or greater loss. Also entails converting a win-win situation into win-lose.
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	“RU BRD?”1
The text message from Ashok stood out in bold block letters on the small screen of Josh Lewis’s iPhone. Am I ever, Josh thought, stuffing the device back into his pocket and emphatically rolling his chair away from his PC and the backlit spreadsheets and formulas that had made his eyes bloodshot and his mood sour. He stood up, stretched, and took a minute to consider his plight: For the past three days, he’d been crunching U.S. and international film sales, attendance, and merchandising figures nonstop for his boss, Sarah Bennett, the marketing chief of the movie division of Rising Entertainment. Bennett and her team were in the midst of prepping the promotions, advertising, and branding plan for the next Fire Force Five film; her presentation to the company’s CEO, its head of distribution, and other unit leaders was planned for Friday.
Two more days—many more hours, many more stats to go over before I sleep, the 23-year-old marketing associate estimated. He plunked himself back down in his chair.
A recent graduate of the University of Southern California, Josh had had visions of making films that offered strong social commentary—like Al Gore’s An Inconvenient Truth or Morgan Spurlock’s Super-Size Me—and distributing them on open platforms so that his message could reach the greatest number of people. With some championing from his uncle—a well-regarded TV producer who knew people who knew people—Josh joined Rising Entertainment, one of the top three multimedia production and distribution houses in the world. The company boasted large film, television, home video, music, and licensed merchandise units, with a catalog of thousands of properties. Josh expected that the studio, with its location in the heart of Los Angeles and satellite offices in six countries, would offer plenty of excitement and opportunity—ever-present TV and film shoots on the lots, hobnobbing with industry power brokers, the inevitable offers from competing studios, and, of course, the terrific LA nightlife. But now, with 10 months on the job, and most of that time relegated to mundane, ancillary projects that informed the bigger initiatives his boss was spearheading, Josh was feeling numb. Who would have thought that life in a big movie studio could be so routine? He thought to himself.
Suddenly there was that familiar vibration from his iPhone and another text message from Ashok: “WRUD? TAB?”2 .A break sounded great. He replied immediately—“BRT”3—and set off for their favorite meeting spot. As he was heading out, it occurred to Josh that he should let Sarah know where he was. He fired off another quick text message.

1 Are you bored?
2 What are you doing? Take a break?
3 Be right there.



I have also translated books of physics, chemistry and mathematics for the sake of the International Egyptian Publishing Company (Longman) but I cannot send them because I have signed an NDA. 

