
 

 

 

  

Saturday morning in Cape Town with the sun shining and the heating is on. 

Business moves on and the second part of the Have a Nice Conflict runs on Tuesday.  I’ve just booked a 

ticket to Jo’burg for Tuesday week where I’ll be running a Level 1 Facilitators’ qualification event.  Travelling 

to Jo’burg doesn’t really fill me full of joy and happiness so in the usual tradition I’ll be arriving late and 

departing early. 

Got a delivery from the printers this week and the house is now knee deep in stationery.  One of the “joys” of 

working from home is that it’s your warehouse as well as your office. 

Plumbers, Builders and Gardeners are becoming regular visitors to the house…for quoting at least.  There’s a 

world of difference between thinking about getting some work done and then actually commissioning it. 

Rare hiccough for the Stormers last night.  England are well set against the West Indies and Hamilton races 

this afternoon.  What more could a sports fan want. 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets. 

Have a good one  
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Value creating reading for business professionals 

27th May 2012 

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

I decided to treat myself this week to a second monitor.  Now that I’ve got a serious laptop it’ll take one external 

monitor via the HDMI port and another monitor via the Display Port.  So I’ve now got three screens off the one 

laptop.  I suppose I’ll have to get out more…but now that my Ipod Nano has a calorie and distance counter I can 

now calculate how many calories I can use up as I walk to Forries, my local pub.  Is that  a definition of irony? 

 

 

 

(05-18) 08:10 PDT Boise, Idaho (AP) -- 

Police in southwest Idaho say a man chose briefs over boxers to wear on his head as he held up a coffee shop and 

stole a safe. 

Coffee shop owner Jason Wilson tells the Idaho Statesman says he believes the man was likely not prepared when he 

entered Big Star Coffee in Fruitland with an accomplice on Tuesday morning. 

Wilson asked: "Who robs something with underwear on their head?" 

Investigators say the two burglars made off with about $500 in cash that was inside the safe. Their actions were 

captured on surveillance cameras inside and outside the shop. 
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Afternoon on the tiles 
I was in my local tile warehouse looking and deciding on what to buy. 
 
The sales assistant was helpful and enthusiastic…maybe too helpful. 
 
After a good look round I made up my mind and said: 
 
“Ok, I’ll take those tiles there.  It comes to 11 square metres.” 
 
Now put yourself in the shoes of the seller.  What would you say next? 
 
What she should have said is this: 
 
“Ok, Sir, let me just confirm that you’d like to buy those tiles there and you want 11 metres at x 
Rand per metre.  Is that right?” 
 
I’d have said, “yes” and the sale would have been closed. 
 
The seller, however, uttered the immortal words: 
 
“Well, Sir, before you make up your mind why not have a look at these tiles over there.  I think 
they’re really good value.” 
 
I then looked at the other tiles…become undecided after all that choice and left the shop without 
making a purchase. 
 
So…Golden Rule of Closing #1….Close the deal, shut up and leave. 
 
Anything else is likely to jeopardise the deal as it did with me…and I’m now going to a second tile 
shop and the first shop will likely lose the business. 
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Backfit 
This week I’m going to be negotiating on my loft conversion.  I’m not exactly sure that I can afford 
it so price (and, of course, value) are key considerations. 
 
The quote I’ve been given is high…but I don’t really know how high.  
 
I could ask the builder to give me a discount but I don’t know what a good discount might be…5% 
or 10% or 20% or more.  I’m hostage to my lack of market knowledge and his margins and 
costings. 
 
What I do know is how much I can afford so I’m going to backfit the deal into my budget by using 
Onus Transfer. 
 
The script goes like this: 
 
“I’ve got a budget of x and I can’t exceed it.  What can you do to help get down to this price?” 
 
This does, of course, need me to put down a marker…but the marker I’m going to put down is 
around 40% discount to his quote so I don’t think I’m going to miss out by not going low enough. 
 
What I want his to do is to negotiate with himself by coming up with suggestions and ideas for 
cost cutting and hopefully we’ll shoehorn the deal into an affordable package. 
 
Fingers crossed (Europe), Hold Thumbs (South Africa), Stand on Toes (Botswana)…we’ll see 
how it goes. 
 
 


