
 

 

 

  

Sunday morning in Cape Town…colder than a cold place in cold street, coldville. 

Business rolls along the way we like it.  Planning ahead for a trip to Bangkok which may now be postponed 
but I won’t mind too much as it means I’ll see the Stormers in the final of Super 15 and all the Olympics rather 
than be on a plane and in a hotel in Thailand. 

I really like Bangkok but when you’ve travelled as much as I have the novelty long since wore off. 

I’m waiting for a delivery from the printers and you definitely lean fast when it comes to something new in your 
business.  I take it for granted that I can make the IT stuff work…now I’m becoming an “expert” on proofing, 
fonts and pantone numbers. 

The printing’s not cheap but it’s less expensive than shipping it over from the USA. 

England start playing SA on Thursday and that should be well worth watching…along with the Tour de France 
and next weekend’s Grand Prix. 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets. 
 
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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Having great fun with Lumosity.  I “play” a few minutes each day and I’ve noticed a big jump in my scores and my 

thinking is definitely faster.  Check it out and try it for free. 

Downloaded “Thinking fast and slow” by Daniel Kahneman.  Enjoyable and through look at the way in which we 

think and process information. 

 

 

 

TALKEETNA, Alaska (AP) — The mayor of a sleepy Alaska town is feline fine. 

The part-Manx cat clawed his way onto the political scene of Talkeetna, Alaska, through a write-in campaign 

shortly after he was born 15 years ago. 

KTUU-TV reported (http://bit.ly/LYvzBV ) Friday that residents didn't like the mayoral candidates years ago, so they 

encouraged enough people to elect Stubbs as a write-in candidate. The town has nearly 900 residents. 

Although his position is honorary, Stubbs' popularity is real. His election earned him enough press to catapult the 

town at the base of Mount McKinley into a tourist destination. 

Residents say they're happy that their stubby-tailed mayor is promoting tourism. The general store where Stubbs 

hangs out says it gets dozens of tourists a day asking for him. 

 

 

Searching for value 
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Value 

Last year there was a breakfast “war” in Newlands and everyone undercut each other to steal a 
bit of market share.  It came and it went and everyone went back to where they enjoyed their food 
the most. 
 
We’ve now got a coffee “war” and it seems that every shop wants to break into to the expresso 
market.   
 
What’s interesting here is that unlike the breakfast battle which was price based this coffee 
competition is certainly not price based. 
 
Coffee and Sausages can both be undifferentiated commodities but coffee it seems is a bit more 
upscale than toast and people are marketing it on the basis of a variety of criteria none of which 
is priced based. 
 
The good citizens of Newlands can now choose to drink their coffee…and indeed eat their sushi 
(which is also now hotting up) in a variety of places depending on how they define value.  It could 
be comfort, friendly welcome, foreign coffee, food, warmth etc. 
 
What this means is that to sell breakfasts just cut your price….but to sell coffee then you’ve got to 
know what your customers really value.  It could be that what you’re offering is not what they 
value and you need to find that out pretty quickly if you want to survive. 
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How to check the bill 

There are two ways to check the bill in a restaurant:  one is to go through it item by item and 
count the starters and main courses against the menu price; the other is to look at the bottom line 
and see it it’s in the range you expected and then you’re good to pay. 
 
Exactly this happened with a builder I’m dealing with.  I’m only really interested in the bottom line 
cost of getting the job done.  The price of each bag of cement is not anything I need to know 
about. 
 
He was telling me that I’m very unlike another of his customers who wants a completely itemised 
list of every element of the work. 
 
Customers come in all shapes and sizes and if you’ve got a detail conscious person across the 
table you’re going to have to show all the numbers and maybe get “salami sliced” by them.  If 
you’re sitting across from me I won’t attack the price line by line.  I’ll just go to the bottom number 
and start there. 
 
Don’t confuse these two styles.  Be ready to be flexible and negotiate the deal differently with 
whoever is on the other side of the table. 
 
 
 
 
 
 


