
 

 

 

Sunday in Cape Town...hot…biblical rain yesterday. 

The weeks roll along and people are already talking about getting things done before Christmas 
or leaving it to February.  Certainly nothing much is being done in Cape Town late in December 
and in January. 

I’m in the process of planning for next year and trying to expand the SDI business.  We’re 
hopefully getting hooked up with a consuttancy in Jo’burg and that’s a big step forward if we can 
make it happen.  I’ve already tried to get this done twice already so I’m aware that there are 
pitfalls in trying to get these partnerships to be productive. 

A weekend of sport…England lose at Rugby Union, win at Rugby League and today the Boks 
play Scotland.  Bad time for burglars with everyone being at home watching the tele. 

We’re engaging with contractors to get a quote on getting the house painted.  The first quote 
was very high so we’re going back into the market to see if it was our guide price that was 
wrong or if the contractor was pricey.  It’s never easy trying to find value when you don’t have 
the expertise yourself and you don’t understand the market place. 

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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I’ve downloaded a book on Evernote so that I can improve the way I use it and I’ve hooked it up with my Google 

Calendar.  There should be a way to get all my sales activity on Evernote and then I can sync it with the mobile 

phone. 

 

Downloaded Getting Things Done by David Allen to try to find a system that works well with the diary and 

Evernote. 

MISSOULA, Mont. (AP) — Nicollette Brynn Anders was born just in time. 

Little Nicollette came into the world at 2:15 p.m. Tuesday at Community Medical Center in Missoula, Mont., 

meaning she was born on 11-12-13 at 14:15 in military time. 

Proud dad Mark Anders tells the Missoulian (http://bit.ly/1bAaZpO) that's just when she showed up. 

The doctors induced labor Tuesday morning, and mom Amanda Anders says they were aware of the potential 11-

12-13 birthdate, but didn't realize they might possibly have the 14:15 until about 10 minutes before Nicollette 

was born. 

Nicollette weighed 9 pounds, 3 ounces and was 20.5 inches long. 
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Risk 

It’s been a feature of my negotiation work that the concept and calculation of risk is a key element 
of value creation. 
 
The learning point here is that for many buyers a transaction can be a very worrying time and 
anything you can do as a seller to minimise the risk element of the purchase is going...first of all 
to give you a head start against the opposition and at the same time it should allow a premium 
price to be considered more favourably. 
 
When you’re next making your sales pitch...goods or services...try to ensure that you present 
yourself as the low risk option.  This will create a serious advantage against competitors who only 
focus on the numbers and the price. 
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Salami slice 

It’s always enjoyable to see a piece of theory start to work in practice. 
 
I’ve just been given a quote to get the house painted and it includes several different processes 
and optional elements. 
 
My challenge will be to get each element of the quote costed separately so that I can attack the 
overall cost via lots of small issues rather than just look at one large inclusive price. 
 
Salami slicing is a very effective means of splitting down a deal into small elements…variable by 
variable…and getting individual costings.  It means you can deconstruct a deal and reconstruct it 
to your advantage. 
 
Sellers hate this tactic.  Their choice is to package price a deal…one stop shop…full service 
option…to prevent the buyer from seeing any transparency in the pricing. 
 
Buyers slice…sellers package.  That’s negotiation. 
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