
 

 

 

  

Sunday morning in Cape Town…still cold and wet. 

Back in the swing again this weekend.  I drove 2500kms in the last week by going from Cape Town up to 
Bergville in the Drakensbergs.  It was an interesting place and I enjoyed the work.  It’s nice to combine 
business with pleasure. 

This is the first time I’ve split the journey and I stayed over at Springfontein on the way up and at Beaufort 
West on the way down.  There are some nice guest houses in SA if you hunt them out and the right ones are 
great value. 

Picked up a bug on the journey and came back feeling a bit less than chirpy.  It was something I ate and it 
really disagreed with me. 

Internet connections were horrible so I’m way behind on email.  Need to catch up next week and chase a 
couple of potential clients who’ve been less than quick to reply…which usually means bad news! 

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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This week’s long journey allowed me to get the Patrol out of the garage.  It never ceases to amaze me what a 

great car it is.  It beats the LandCruiser all ends up and is significantly cheaper. 

I may have an unwanted visitor on my computer and I’m going to scan until I find it.  Here’s what I use…it’s all free 

and if you have any bad files or bugs on your machine that you want rid of here’s the stuff to find it: 
http://housecall.trendmicro.com/  

http://www.kaspersky.com/virusscanner  

http://download.cnet.com/Malwarebytes-Anti-Malware/3000-8022_4-10804572.html?part=dl-

10804572&subj=dl&tag=button 

http://www.superantispyware.com/download.html 

http://www.ccleaner.com/  

 

EPPING, N.H. (AP) — Authorities say a New Hampshire woman has been arrested four times in 26 hours for 

blasting the AC/DC song "Highway to Hell" and other loud music from her home and for throwing a frying pan. 

Police first issued a warning to Joyce Coffey on Tuesday afternoon at her home in Epping. They say they were 

called back an hour later and arrested her for the loud music. 

Police say Coffey was arrested again five hours later. She was released and arrested again before dawn 

Wednesday over more loud music. 

Police arrested her again after her nephew said he tried to remove some of his belongings from her house and she 

threw the frying pan at him. 

Coffey was jailed Friday and couldn't be reached for comment. WMUR-TV reports a judge has recommended she 

use headphones.  

 

 

Searching for value 

https://www.e-junkie.com/ecom/gb.php?c=cart&i=1111847&cl=216398&ejc=2" target="ej_ejc" class="ec_ejc_thkbx" onClick="javascript:return EJEJC_lc(this);
http://housecall.trendmicro.com/
http://www.kaspersky.com/virusscanner
http://download.cnet.com/Malwarebytes-Anti-Malware/3000-8022_4-10804572.html?part=dl-10804572&subj=dl&tag=button
http://download.cnet.com/Malwarebytes-Anti-Malware/3000-8022_4-10804572.html?part=dl-10804572&subj=dl&tag=button
http://www.superantispyware.com/download.html
http://www.ccleaner.com/
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22AC%2FDC%22
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Joyce+Coffey%22
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6828&edition_id=9707
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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New sms idea 

Booked a night at a guest house this week and as we were driving there in the morning we 
received an sms wishing us a good journey and asking if we’d like to book dinner.  We called 
back and booked dinner which was ready when we got there. 
 
I’ve stayed at some of the best hotels in the world and this has never happened before.  I was 
really charmed by the concept. 
 
So…what you do is to get the sms or twitter number/address and give your customers something 
special either before or after the sale.  I’ve always contacted clients after the event by email but 
maybe it’s time to try twitter or sms before the event to welcome them and remind them of the 
pre-work or similar. 
 
I’m going to give this some thought and might start adding twitter addresses and cell phone 
numbers to my client database and giving them some extra before and after service. 
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The final concession…part 2 

So just as you can get a final concession to clinch the deal you can also get a final concession 
with the implied threat that you’ll miss the deal. 
 
This is known as the One Last thing tactic.  It’s a buyer’s tactic and they use it just as the seller 
thinks they’ve got a deal.  Here’s the script: 
 
“So, do we have a deal?” 
“I think, we’re about there.” 
“So can we sign up, now?” 
“Can’t see why not.” 
“Good…glad we can do business.” 
“Excellent…I’ll get my pen…but just before I sign can we just add back that extra volume discount 
we discussed?  If that’s in the deal…I’ll sign the deal straightaway, here and now. 
 
Seller cuts his wrists! 
 
The buyer left one last thing as the clincher.  The seller was left thinking that the deal was in 
jeopardy without that one last small discount. 
 
It’s a dirty buyer’s trick but a very effective one. 
 
 
 
 
 
 
 
 


