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 Sunday morning in... 
Saturday morning in Cape Town back from Accra on Thursday and off to Nairobi tomorrow then back on Thursday 
and off to Joburg on Sunday and then off to Bangkok on the Friday and then off to Ho Chi Minh city on the 
Wednesday and then back to Cape Town on the Saturday.  Simple really.  I could have been a travel agent in  a 
previous life.

Sorry about last week.  No reliable broadband in the hotel in Accra so I took a rain check and left it a week.  
Regular readers know that I write this on the road when I’m away so with the best will in the world some weeks it 
just won’t work.

I did manage to watch the Formula 1 in the hotel and Lewis Hamilton is the best Brit sportsman we have at the 
moment but sadly there’s not much current competition for that.

In about an hour the Bokke are playing the All Blacks.  Maybe there’s room for a sarcy comment at the end if the 
result goes the right way...but I won’t say what way that should be as I don’t like to intrude on private grief...but 
Bokke jou lekker ding!

Started filling in the forms for permanent residence in South Africa this week.  Seems a simple process...shouldn’t 
take more than about 18 months with the current backlog!

Have a good one...with three tips as usual...
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Nelson Mandela’s birthday is July 18th and he’ll be 90 this year.

Ube nemini yokuzalwa emnandi Madiba.
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 A picture is worth a thousand words...

 This week we used, read, played with....
I understand that Hi Def television is coming to South Africa this week and we’ll be at the front of that queue.  They 
want it to be in by the Olympics so they’ve got 4 weeks to get it going.
Read two books cover to cover this week.  Bought Red Tape and White Knuckles by Lois Pryce.  I got it at Joburg 
airport and read all the 350 pages by the time I got to Accra.  Reading it all in one session tells you how much I 
enjoyed it.  There are lots of Cape to Cairo books at the moment but this one is different and is actually written to 
be a good read as well as being a narrative of the journey.
Also read a thriller which is rare for me.  Read The Clayton Account by Bill Vidal.  It’s a page turner and easy to 
gobble up in a couple of sessions if you like plenty of murders and a bad guys versus worse guys.

(07-11) 12:44 PDT SALT LAKE CITY, (AP) --
A Las Vegas man who devised a calendar that features shirtless Mormon missionaries is facing a disciplinary hearing and possible excommunication 
because of the project.
A lifetime member of The Church of Jesus Christ of Latter-day Saints, Chad Hardy was summoned by letter to a Sunday meeting with a council of elders 
to discuss his “conduct unbecoming a member of the church.”
A copy of the letter from Frank E. Davie, the senior leader over a group of Mormon congregations in the Las Vegas area, was provided to The 
Associated Press. It was sent early this week, days before the 2009 version of the “Men on a Mission” calendar went to press, Hardy said in a telephone 
interview.
A takeoff on calendars of firefighters and returned U.S. servicemen, Hardy’s project debuted with a 2008 calendar featuring 12 returned church 
missionaries in mostly modest poses, minus their trademark white shirts, ties and black plastic name badges. It has sold nearly 10,000 copies.
“You see more in a JCPenney catalog,” said Hardy, 31, who once worked for Utah Jazz owner Larry Miller and now has his own entertainment company. 
“I just feel like my right to free speech is being violated.”
The calendar was designed to shake up Mormon stereotypes, Hardy said. The pages include photos of the men dressed in standard missionary garb. In 
biographical sketches each missionary talks about his beliefs.
Davie on Friday confirmed sending the letter and the plans for the meeting. He said the calendar was the primary concern.
A returned missionary himself, Hardy acknowledged he has not been an active member of the church since 2002. He said he’s never been contacted by 
anyone from the church encouraging his return to the fold and he suspects the current inquiry was driven by the church’s Salt Lake City headquarters.
“I’m still a good Mormon boy in many ways,” said Hardy, who says he bears no animosity toward Latter-day Saints, but never felt he fit in.
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Flexible 
One of the pleasures of using SDI is that it is so flexible in its use.  Very few 
people really care to use SDI on its own...it’s more a matter of choosing the 
right environment.

We have many people using SDI to help with their coaching in South Africa and 
I’m using it next week to help people with their communication and influencing.  
I’ve a course in September where we’ll use it for improving sales skills.

This shows a balance between its developmental use and its commercial use.

Here’s a quick use for sellers:

Red buyers:  fast deals, take it or leave it. Threat.
Blue buyers:  slower deals, more emphasis on the people.
Green buyers:  detailed deals, concentrates on the facts.
Hub buyers:  need options, slow to make up their mind.

I could teach that in 15 minutes if I wanted just a cut down version of the theory 
and we didn’t have a chance to use the inventory.  Sellers lock into this very 
quickly and we get a fast conversion rate.  You’ll find the same for any of the 
other uses for SDI.

© Tom Beasor 2008

The search for value



The search for value

Sales Tips

© Tom Beasor 2008

    392

Budgets, forecasts & cost breakdowns
Ask a class of buyers when was the last time they told a seller their real budget 
number and the hands in the air are easy to count on the fingers of one finger.  
No buyer ever told a seller their real budget number, it seems.

Now ask a classroom of sellers when was the last time they told a buyer their 
real costs and profit margins.  Stoney silence.

Now...I’m not a simpleton and I know that it’s a tough life out there but let’s 
look at what might happen if this interchange of information did take place in a 
context of trust and a good collaborative relationship.

The benefits of this are obvious. The downside is also obvious.

What I’d suggest is that you take a health check of your most important 
business relationships and see what benefits might accrue if you put some 
work in on creating a better business relationship where buyers and sellers are 
collaborating rather than competing.
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Ask
In over 400 tips I must have written this one a few times...but it came up again 
this week so I’ll say it again:

“If you don’t ask you don’t get.”

I challenge you to be 1% more ambitious this week.  Ask for more than you 
would normally have done and then at the end of the week audit your business 
and see how many dollars this extra ambition has created. You don’t need to 
be any more skillful just more ambitious.

I often need to take this advice myself and I’ll try to do the same.

A short simple but very powerful piece of advice.


