
 

 

 

  

Saturday morning in Cape Town…surprisingly sunny and warm. 

Garden people came this week.  Bathroom people have been and gone…I’m now an expert in shower heads.  

Loft guy been and gone…I’m now an expert on Isotherm insulation.  Safe to say the word must be out among 

the building community in CT…I guess they’re selling my name for commission. 

Jo’burg on Tuesday…back on Thursday which is very much how I like it.  I don’t much enjoy Kalula as an 

airline but they’re cheaper than SAA so it’s worth the false bonhomie and humour. 

Went to a rugby party last night to watch the Stormers play the Bulls.  Shocking game, great result and very 

nice Boerie rolls….good God, I’m turning into a South African…I’ll be saying “lekker” next. 

As a paid up Brit I really ought to be saying something about the Queen’s diamond jubilee.  60 years is a long 

time in anyone’s language so we’ll give her due credit on the basis that every year she lasts is another year 

we don’t have to suffer Charles as king….but I’m a long way away and I smile benignly from afar. 

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 

3rd June 2012 

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

Tom, three monitors, Beasor is a happy computer user. 

My Ipod Nano is now part of my life and I don’t regret buying it although it’s a distinctly overpriced piece of kit. 

I hear that Telkom is testing 10 megabit lines in Cape Town.  That’s more like it…provided that I don’t have to 

share it with half of Newlands which is rather self defeating. 

If you really want to see a great haggler in action watch Pawn Stars on the History Channel.  Rick is a top man.  

I’m thinking that when I’m next in Las Vegas I might try to pawn something just for the fun of doing battle with him. 

 

I always like checking out the Darwin awards:  http://www.darwinawards.com/darwin/ 

 

(February 1998) Matthew and his friends were sliding down a Mammoth Mountain ski run on a foam pad at 3am, 

when he crashed into a lift tower and died. His makeshift sledge of yellow foam had been stolen from the legs of a 

lift tower on Stump Alley. The cushion is meant to protect skiers who hit the tower, and the tower Matthew ran into 

was the one from which he had created his sledge. There's a moral in there somewhere.  
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Reassurance 
When you’re going to let a contract that’s important to you one of the key criteria for selection is 
the reassurance that the risk is low and that the job will be carried on without any problems. 
 
In corporate life your job could be on the line. 
 
In independent business it’s your money that’s on the line. 
 
I’ve dealt with a lot of sellers recently and I’m drawn towards the ones that reassure me most 
rather than the ones that are the cheapest. 
 
It’s not easy to put a price tag on risk and reassurance but it’s a key part of the sales value 
proposition.  Always ensure that you are the low risk option for your customers and clients. 
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Quick quotes 
I asked a builder for a quote this week…not an estimate but a full blown quote. 
 
I expected him to go away and do his sums but instead he thought for a minute and plucked a 
number out of the air. 
 
He told me that it was a calculation but it seemed to me that he merely just placed a high marker 
on the table to test the temperature of the negotiation.   
 
As the quote lacked any substance I immediately became wary. 
 
If he’d have waited a day and made it look more thoughtful he could have quoted the same 
number with more credibility. 
 
Don’t snatch numbers out of the air…even if you know for sure what they are.  The other party 
won’t value such quick thinking. 
 
 


