
Sunday evening in Oceanside, California...a few miles north of San Diego on the coast. 

 

We’re staying at a Days Inn that is cheap and really quite cheerful...with free unlimited internet...I’m in 

Heaven!  Got here today from London on United and tomorrow morning I’m up at the crack of crow to fly 

to Chicago for a day with a potential client on Tuesday...back Tuesday night and ready for the SDI 

conference on Wednesday.  It’s far more hectic than I would wish but this is a very good opportunity for 

me and well worth the journey. 

 

We’re here now for a week so once we’ve settled in I can get to grips with Carlsbad which is a pleasant 

little town and always worth the visit. 

 

This week in London has been hectic as I’ve tried to catch up with friends and clients and it’s gone very 

well...I’ve eaten out every day...and that includes 3 curries! 

 

I’m swopping Millwall and Western Province temporarily for the New York Yankees who look like they’re 

on their way to another World Series.  I’m a big Derek Jeter fan...he’s a top man. 

 

Enjoy your week with three tips as usual... 
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Value creating reading for business professionals 

October  4th 2009 

This week we used, read, visited, played with... 

Dinner at The Berkeley was fantastic.  Marcus Wareing is a chef beyond chefs and I recommend it 

wholeheartedly.  Cheap it is not...but if you’re pushing the boat out for a special evening then you really 

couldn’t do better.  Start saving now. 

At the other end of the scale is Marsala Zone next to the Royal Opera House in Covent Garden.  First 

class curry house and great value for the quality and the location.  

Bought some Sennheiser in-ear phones for the Ipod.  One of the problems of having two bases is that I 

end up duplicating stuff I’ve left behind.  They’re good and much better than the standard Ipod buds. 

(10-09) 04:35 PDT CINCINNATI (AP) -- 

Saying the courts have had enough, a judge in Cincinnati has ordered a man to stop filing lawsuits. The 

man responded by taking a new complaint to the state Supreme Court. 

Hamilton County Common Pleas Judge Ralph Winkler says 42-year-old Saint Torrance pursues frivolous 

cases that waste court resources. Torrance has gone after tenants, utility companies and judges in 21 

lawsuits filed in Hamilton County and 16 complaints filed with the Ohio Supreme Court since 2007. 

Judge Winkler's order this week requires Torrance to get an OK from the presiding judge before filing 

another lawsuit in the county. 

He describes himself as a disabled veteran who seeks justice based on laws he says were made by 

God, not man.
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Learning Styles 
 

I was thinking this week how people learn differently courtesy of their SDI scores. 
 
I believe that their is some strong correlation with the Honey and Mumford Learning Styles 
Inventory and I’d like to suggest: 
 
Red people learn best by being given overviews and a chance to get on and practise with the 
learning. 
 
Green people learn best by thinking about the issues and getting the detail right before they 
embark on any practical applications. 
 
Blue people need to understand the human element of learning.  They respond well to the 
teacher as a person and in a class of learners they can sometimes get bulldozed by the group. 
 
Hubs need to experiment and learn with others and explore. 
 
If I were a teacher then I’d enjoy knowing more about my pupils so that I might be able to 
structure the learning experience more suitably for the individual. 
 
There’s plenty of work to be done on this subject and I’m working on some ideas that I’d be happy 
to share with anyone who’s interested. 



The search for value 

Sales Tips 

© Tom Beasor 2009© Tom Beasor 2009© Tom Beasor 2009© Tom Beasor 2009    

      

     447  
 

Car hire 
 
Picked up a car from Alamo this afternoon.  The man on the counter asked if I was interested in 
an upgrade...I said “No.” 
 
He asked me if I wanted GPS...I declined. 
 
He asked me if I wanted more insurance...Negative response. 
 
In fact...he got me into such a negative mindset that I’d probably have turned down the offer of a 
$10 bill. 
 
This is crazy selling.  You can’t just give the customer a list and say...”Do you want this...” and 
just read from a list. 
 
First of all he should have engaged me socially.  In a few seconds he could have know my 
circumstances.  He could have asked if I knew the area well...that’s the best way to sell a Garmin 
to me....and so on. 
 
He never tried to discover if I needed anything or what I might have preferred nor did he try to 
pitch any of the items on offer with a set of benefits. 
 
Truly a woeful sales performance and it got the response it merited.    
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Orange mobile phones 
 

So the question is...Am I a fool or a genius?  Answers, please, by return. 
 
I phoned up Orange to discuss my mobile phone contract.  I’ve changed my usage over the last 
year and I thought I should check out the arrangement. 
 
It so happens that I am indeed overpaying by an amount which I’m embarrassed to mention. 
 
So we reconstructed the deal.  I’ve not got 3 brand new mobile phones...FREE...and a wifi 
internet dongle...FREE...and 400 minutes FREE...and Unlimited Texts FREE...and I’m saving a 
shedload of money. 
 
[  ] I’m a genius for negotiating such a fantastic new deal. 
[  ] I’m a fool because I should have done it 12 months ago. 
 
You choose. 
 
Moral of the story....Deals change, circumstances change, markets change...and you need to 
keep abreast of this or you’ll suffer.  Don’t expect the other party to contact you when they’re 
overcharging you and you seem happy to pay. 


