
 

 

 

Sunday in Cape Town...warm sunny Autumn day. 

The website is now totally broken.  Whoever hacked it did a decent job of ruining the thing and we’ve now got 
to start from scratch rewriting it.  The website host oddly does not keep backups so once the site is back up 
we’ll be moving it to a host that does back up.  Considering Demon are one of the largest hosting companies 
in the UK I’m surprised that they don’t back up all their sites daily.   

Business seems to be on the up and that’s good news.  I was reading that London seems to be enjoying a 
start of the end of recession and maybe we’re all getting towards the end of this bad run.  This won’t be much 
joy if you live in the north of England or other pockets of the world which still are deep in the throes of 
recession. 

I must have spent too long in SA ‘cos I really couldn’t get excited about yeserday’s cup final and I was more 
exercised by the woeful performance of the Stormers who don’t look like they could win a raffle if they bought 
all the tickets. 

Carrying on watching the West Wing…series 3 now…only 4 series to go. 

Back to the Karoo in 3 weeks for another mini break. 

If you want to get all the tips in one package visit Amazon and put my name in the search box. You complete 
the purchase it is $1.95 for 100 tips or you can buy 500.  Next up will be some short vids for YouTube. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
 
Have a good one  
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12h May 2013 

My battery charger has arrived and I can now carry 3 top-ups for my S3 with me.  It’ll be a boon on long flights and 

it’s just what you need if you use your phone/tablet for watching vids…which really chews up the battery. 

 

 

 

WALNUTPORT, Pa. (AP) — An eastern Pennsylvania man says when he looked out his kitchen window earlier 

this week, he saw what he first thought was a huge wild turkey. 

Robert Leseberg says he went outside his home in Walnutport, near Allentown, on Tuesday night to get a closer 

look. He says the bird lifted its head and was suddenly towering over the 6-foot-3 man. 

This was no wild turkey. 

It was an emu. The flightless birds are originally from Australia. 

Leseberg checked with animal control officers, police and the Lehigh Valley Zoo. There are some emu farms in the 

region, but so far no one has claimed this wayward bird. 

For now, the big bird is heading to an emu farm in the Poconos. 
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The 600th tip 

 
In order to celebrate round numbers I suppose I ought the offer something golden about selling 
theory or practice. 
 
Here’s something simple and memorable: 
 
Selling is simply the fulfilling of needs and wants.  If you ask someone, “What exactly are you 
looking for?”...they’ll more than likely tell you and then you merely back fit what it is you 
do/offer/sell to match what they’ve said. 
 
It’s so easy it’s laughable. 
 
Sadly too many sellers do it the other way round...”This is what I’ve got to sell...” without any 
reference to the buyers needs or wants. 
 
That’s selling in a nutshell.  Simple and powerful.  
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Selling and negotiating 

In this week’s sales tip I defined selling. 
 
Let’s now differentiate selling from negotiating. 
 
Selling says, “Will you buy my product that fits your needs/wants?” 
 
Negotiating says, “How much will you pay and under what terms and conditions will you buy my 
product?” 
 
Selling is about “if”…negotiating is about “how much”. 
 
 
 
 
 
 

© Tom Beasor 2013 

The search for value 


