
 

 

 

Sunday in Cape Town…and for all those in the UK I’m happy to announce it’s a wonderfully hot Summer’s 
morning. 

Back in the swing and the daily tweets are going out and the tips are for sale on Amazon and we’ve got our 
to-do list going for the development work.  January is still the holiday season in SA but I’ve been surprised 
how lively things have been so far…let’s hope it’s a sign of a positive year. 

Trying to roust up any workers is still impossible.  I’m reliably told that my carpenter will start work on Monday 
after the Christmas break.  I should be so lucky to get breaks like that. 

Got my season ticket this week for the Stormers who must be a very strong favourite to win the Super 15 this 
year.  International cricket at Newlands next month and the barrage of sport never stops. 

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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20th January 2013 

Went to see Django Unchained this week and mightily impressed I was.  There was a scene so funny that the 

whole cinema just fell about.  I had to take off my glasses because I was crying with laughter so hard.  The body 

count is very high…Disney it ain’t. 

 

 

BURLINGTON, N.C. (AP) — Police in Burlington say a deaf man was stabbed several times after his sign 

language was mistaken for gang signs by another man. 

Sgt. Mark Yancey said 45-year-old Terrance Ervin Daniels was using sign language with another deaf man. A third 

person saw them, thought they were flashing gang signs and stabbed Daniels several times with a kitchen knife. A 

neighbor saw the victim and called emergency personnel. 

Daniels is in stable condition at UNC Hospitals in Chapel Hill after Wednesday’s incident. 

Police arrested 22-year Robert Jarell Neal and charged him with assault with a deadly weapon with intent to kill 

inflicting serious injury and felony assault on a handicapped person. He’s in the Alamance County jail on a 

$500,000 bond. It’s not known if Neal has an attorney. 
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Customer service?? 

 
It’s very easy to turn these tips into a customer service series because I often speak as I find 
when I’m a buyer.  Being a buyer/customer does give you an insight into how lacking the sales 
process can be. 
 
Here’s an example. 
 
Our local coffee shop got taken over.  The new owners are more corporate and standards of 
service have risen and the menu is more extensive…in the evenings. 
 
I mention “evenings” because the breakfast menu has been reduced in size and quality and now 
none of the regulars has breakfast in there. 
 
If the shop does its analysis then they’ll see a massive downturn in breakfast sales and all the 
“regs” are abstaining. 
 
It hasn’t dawned on them to ask us why we’re not enjoying the French Toast or Croque 
Monsieur…because if they asked us we’d tell them and if they had any sense they’d put it right. 
 
Nobody knows more about your products than the people who use them…and generally the 
sales staff who deliver are just as knowledgeable but both these categories are ignored by 
marketing and management who consider their ideas often more important than those of the 
consumers of the product/service. 
 
Talk to your customers regularly…it will be illuminating. 
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Unit prices, value and packaging 

We were doing some value analysis recently and trying to calculate the true price of a bottle of 
whisky when bought in London, Cape Town and Duty Free both at Heathrow, Gatwick and Cape 
Town. 
 
That’s just comparison shopping and we all do that. 
 
But it gets more complicated.  There are 70cl bottles and 1 litre bottles and then there are 70cl 
bottles that are more expensive than the litre bottles because they come in a posh box and are 
part of a “special promotion.”  The irony here is that the promotion has actually put the price up 
and not down! 
 
Then we get to Johnnie Walker…Red label, Black label, Double Black label, Gold label, Green 
label, Blue label and now Platinum label.  Try working that one out. 
 
Glenfiddich…12, 15 and 18 years old etc.  
 
If you’re a value conscious buyer then you’ve got absolutely no chance of finding a proper value 
benchmark.  The amount of differentiation of brands is beyond calculation…remember mobile 
phone tariffs! 
 
Buyers want to negotiate on the basis of value and total cost of ownership.  In a perfect buyer’s 
world there is a benchmark price against a benchmark whisky per litre.  Only then could you find 
a proper value.  Without this you’re hostage to the marketing hype. 
 
So…the next time you negotiate a highly marketed product try…but maybe you’ll fail!!...to strip out 
the packaging, promotions, tax and duties and differentiation and do your best to get the core 
commodity value.  That’s the heart of the deal. 
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