
 

 

 

Sunday morning in Cape Town…lovely warm weather and two Hardeedars sitting on my garden table… 

It’s been a hectic couple of weeks and after dashes to Washington, Cambridge and London I’m now back in 
Cape Town and hoping to stay in one place until next year at least. 

Getting through immigration at the airport gets increasingly more difficult as they find it harder and harder to 
believe that my application for permanent residency can take longer than 2 years to process.  I’m told that I 
should expect a decision imminently but I’m not holding my breath. 

I need to apologise to people who’ve not got their usual speedy response to their emails but suffice it to say 
that I’m now back at my desk and will start clearing the backlog.  A couple of busy days should see the end to 
that problem. 

This is now a busy season in South African business before the big Christmas shutdown and I’ll be round to 
Postnet tomorrow posting SDI inventories and  getting that part of the business up to speed. 

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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In my trip around the globe my laptop has disowned the webcam.  Software problems are always the worst sort to 

fix. 

 

Found a good car charger for my phone…cheap and very useful.  Bought it in Tesco’s which is not usually at the 

cutting edge of technology. 

 

Google maps is starting to put my GPS out of business.  I’m really impressed with it…it got us round Cambridge in 

short order.  I wrote up all my stays and visits on Trip Advisor which I find a powerful way to be thoughtful about 

where you’ve been and your views on the place compared with others. 

 

YUMA, Ariz. (AP) — Suspected smugglers who tried to use ramps to drive an SUV over a 14-foot-tall border fence 

had to abandon their plan when the Jeep became stuck on top of the barrier, authorities said Wednesday. 

Agents patrolling the U.S.-Mexico border near the Imperial Sand Dunes in California's southeast corner spotted the 

Jeep Cherokee teetering atop the fence early Tuesday, Border Patrol spokesman Spencer Tippets said. The 

vehicle was perched about five miles west of the Colorado River and the Arizona state line. 

Two smugglers on the Mexican side of the border were trying to free the Jeep when the agents approached, 

Tippets said. They ran further into Mexico and escaped. 

The Jeep was empty, but agents said it was probably filled with contraband like bales of marijuana before it got 

high-centered atop the fence. 

The smugglers had built ramps to drive up and over the fence, something that has been tried at least once before. 

In April 2011, agents found a truck that had ramps built onto it and had driven up to the border fence. A pickup had 

driven up and over the fence, but it was spotted and its occupants were captured, Tippets said. 
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Free…or not Free 

Here’s two examples of free selling…one works the other not so much. 
 
The London Evening Standard is now a free newspaper given away each day.  This has meant 
that circulation has grown and advertising has risen.  Giving the paper away compared with the 
past is now much more profitiable. 
 
I stayed at a hotel this week where the Autumn break meant that the 2 course evening meal was 
included…i.e Free. 
 
We had a drink before the meal, had a bottle of wine with the meal, chose 2 desserts (not 
included in the price) and had 2 coffees (again not included).  The cost of this “free” meal was 
over £40.  The following night we gave up on the meal and ate elsewhere at a much lower cost. 
 
I’m sure the hotel feel that giving a meal away is good value to the guest but sadly it’s not.  The 
extras are just too expensive. 
 
The Evening Standard, however, is still essentially the same paper so that there are no extras 
involved. 
 
Free promotions are to be encouraged but you have to choose whether your free promotion is for 
marketing purposes or is a stand along profit centre.  If you try to make too much profit then the 
customer might just realise what’s happening…as we did…and then they go elsewhere. 
 
Customers are not silly.  They’ll soon discover when free is too expensive. 
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Perception 

I stayed in a hotel recently and wrote a review on Trip Advisor afterwards. 
 
What I said was that if you think of the hotel as a pub with rooms it’s great value. 
 
If you think of the hotel as a bed and breakfast it’s OK value. 
 
If you think of the hotel as a full service hotel then it’s poor value. 
 
The hotel/guesthouse/pub doesn’t have an absolute value proposition.  It all depends on how the 
user perceives it. 
 
We all seek value yet we calculate it differently. 
 
If you’re selling or buying ensure that your definition of value is congruent with the other party or 
you’ll get some very difficult mismatches that will make negotiation almost unable to be resolved. 
 
You must try to understand the mindset of the other party…and their perception and calculation of 
value. 
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