
 

 

 

Armistice day in Cape Town…glorious Summer sun…long may it continue. 

Nice easy week in back at base and I’ve actually caught up with all my emails and this week might even see 
me getting a degree in front and at the same time watching the cricket which starts on Thursday…as opposed 
to the cricket which started this week…rather depends which team you’re following. 

I decided to buy Nate Silver’s book about forecasting seeing that he did so well in predicting the outcome of 
the US elections.  I’ve heard about Baye’s theorem in my poker playing world but I’ve now got a fighting 
chance of actually understanding it. 

We’ve been working on our SDI website and we’re due for a relaunch fairly soon.  Once that’s done we’ll 
move on to Facebook and LinkedIn and we’ll have a full set.  Twitter works OK…I hope you get the daily 
tweets…but we need to integrate it better. 

Marketing next week...time to try to find some new clients! 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets.  The daily 
negotiation message is also posted on LinkedIn.   Feel free to connect and re-tweet. 
 
If you’d like to purchase 500 Negotiation Tips for $9.95 then click Negotiate for Value below for an immediate 
download via Paypal.  If you’d like to teach yourself to negotiate then purchase Business Negotiation for a 
step by step guide. 
 
Have a good one  
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11th November 2012 

The software in my computer has now changed its mind and now owns the webcam.  I couldn’t be a software 

engineer…it’d drive me mad. 

 

Bought a battery recharger after a batch of AAA batteries lasted a day each.  It was a bad batch, I’m sure, but it 

becomes the basis of this week’s negotiation tip. 

 

Got a quote for getting an office unit installed.  Where O where is IKEA.  Come to SA and save me money, please. 

BILLINGS, Mont. (AP) — A man napping in a Montana cornfield was startled out of his snooze when he was run 

over by a large harvesting machine — and Yellowstone County deputies say he's lucky to be alive. 

Sheriff's Lt. Kent O'Donnell says the 57-year-old man had been traveling the country by bus and decided to take a 

rest three rows deep in a field on the outskirts of Billings, the state's largest city. 

A farmer harvesting Wednesday felt his combine hit something. When he turned the machine off, he 

heard screaming. 

Emergency responders found the man's clothing had been sucked into the cutter, ensnaring him in the blades. 

O'Donnell says the man, whose name was not released, suffered cuts requiring stitches and may need skin grafts, 

but given the circumstances is "incredibly lucky." 
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Cold calling… 

Got a cold call this week from a stranger. 
 
You know it’s a spam phone call when they start the message with: 
 
“Hello, Mr. Beasor, how are you?” 
 
My reply is: 
 
“And who are you?” 
 
It’s amazing how reticent people are to tell you who they are yet they expect you to tell them who 
you are. 
 
The conversation continued: 
 
“You phoned me so you go first.  Tell me who you are and I’ll confirm who I am.” 
 
It went downhill from there and the phone went down on the call seconds later. 
 
Cold calling is never a joy at the best of times but please, don’t make it worse by actually 
sounding like a cold call.  Make it personal and try to engage me at a human level without 
working a number on me. 
 
You’ll still probably fail but then cold calling is always about a low success high volume activity. 
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Total cost of ownership 

I bought a duff packet of batteries this week and having used all 4 in consecutive days it made me 
think that it’d probably be cheaper to buy some rechargeables. 
 
That’s where the arithmetic kicks in and I start having to work out how many cycles of recharging I 
need before I’m in profit. 
 
Exactly the same exists for printer cartridges and many other consumable items. 
 
The challenge when calculating value is to look at the TCOO…the total cost of ownership of the 
item. 
 
For the duration of the product how much will it cost in total…and this is then compared with other 
alternatives. 
 
In this case I’ve got the upfront cost of the charger with two batteries and the nominal cost of 
electricity to do the charging. 
 
Against this is the cost of buying batteries as I need them. 
 
A quick trip to the calculator gives me an answer. 
 
This is a simple example but in more complex negotiations calculating the TCOO rather than 
merely relying on the upfront price is the only real way to arrive at a proper value proposition. 
 
(N.B.  600 tips…that’s over 12 years of work.  All soon to be available on Kindle). 
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