
 

 

 

Sunday in Cape Town…hot, hot, hot…and all ready for Christmas. 

Now that I’m a full on SA Resident I’m going to do what everyone does here…I’m going to shut down for 
Christmas and the new year and we’ll be back in January. 

I’ll be thinking of how best to communicate with everyone and I’m going to experiment with a move to 
LinkedIn where there’s a much bigger audience.  We’ll have to see. 

So…have a great Christmas and let’s all hope for a happy and peaceful 2013.  See you in January but just to 
keep you going: 

http://www.youtube.com/watch?v=Kur5sS3EWQs  Jingle Bells to everyone! 

http://www.youtube.com/watch?v=VXVLP2FY7_w  Simpson’s Christmas message 

http://www.youtube.com/watch?v=L8TQZBHszI4  My all time favourite cartoon character and my avatar, 
          Foghorn Leghorn 
 
 
http://www.youtube.com/watch?v=9bZkp7q19f0  And just in case you’re the only person on the planet who’s 
                                                                              not watched it…Here’s my latest ringtone. 
 
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’ve got a Kindle check out this: http://www.amazon.com/dp/B00A9SOE2I  if you want to buy 100 tips for 
$1.99. 
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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9th December 2012 

I’ve bought the Sony box that gives me Google Television.  My Christmas fun will be to surf the internet on my tele. 

I’ll tell you what it’s like in the new year. 

VIENNA (AP) — Vienna's transport authority says a city bus driver checking a bag left behind by a passenger had 

the surprise of his life — €390,000 (more than $500,000) in neatly stacked 500-euro bills. 

Transit authority spokeswoman Anna-Maria Reich says the driver handed the stash to police who tracked down the 

owner, an unidentified elderly woman. 

But the driver has nothing to show for his honesty beyond praise from superiors. Weeks later, the owner has not 

contacted him to offer a reward. 

The incident happened last month and Reich confirmed details first reported Thursday by several Austrian tabloids. 

It was unclear why the woman was carrying so much cash. 
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Follow through… 

 
I contacted a carpenter to do some work for me. 
 
He did a drawing and sent me the price. 
 
I asked for a sample of the wood and then silence for two weeks.  I chased him and finally I got 
the sample. 
 
I’ve now decided to run with the proposal and have left two messages for him to contact me so 
that I can give him the good news. 
 
Let’s just say that if I don’t get contact from him this week then the job’s off and another carpenter 
in Cape Town will get the business. 
 
Selling is hard enough without failing to follow through.  Do your proposal but don’t let the 
business die.  Have a proper plan to close out the cycle of prospecting, proposing and then 
closing and negotiating.  There are plenty of hungry competitors. 
 
I’ll talk more about this in the negotiation tip. 
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Selling and Negotiating… 

Let’s get the sequence right…first you sell and then you negotiate. 
 
Selling says: “Will you buy my product?”  You close out the business “Yes” or “No”. 
 
When they’ve decided to buy you then negotiate the terms.  Remember…that only buyers who 
are interested in buying will want to negotiate so when you hear the words…”your price is too 
high” this represents a full on buying signal and shows that the customer has essentially bought 
the product if you can reduce the price. 
 
It may be that the final selling close comes after you’ve negotiated the terms but the sequence 
always starts with selling and then finishes with negotiating. 
 
If you start negotiating too soon as a seller you’re very vulnerable to a time waster who’s just 
doing a market test and wants to see what the prices are before they go elsewhere. 
 
Get commitment first and then talk terms.  You can try the conditional close:  “If we agree price, 
have we got a deal?” but be careful because used badly this close can really antagonise a buyer. 
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