
 

 

 

Sunday in Cape Town...hot…Summer. 

South Africa is back to normal and I don’t doubt that every one of you will have watched some 
element of the ceremonies.  I particularly valued the contribution of Ahmed Kathrada at the 
funeral service and seeing Kenneth Kaunda at nearly 90 give a rousing speech was a reminder 
of when we lived in Zambia over 30 years ago. 

So Christmas is next week and the 13th year of writing this newsletter comes to a conclusion.  
We look forward to a 14th year and wish all of the community here a very Happy Christmas and 
a blessed and peaceful new year. 

South Africa  is now closed down until the second week of January and nobody will get any 
sense out of anyone else until then.  I shall join this noble tradition and disappear off to the braai 
to burn some meat and watch the England cricket team try to recover something on Boxing 
Day…without Swann it now seems.  They’re dropping like flies! 

The tweets are stacked up and so I’m off to do some gardening/drinking/eating/braaing and 
celebrating…and I hope you are too! 

Have a very good holiday. 

 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn 
and re-tweet. 
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22nd December 2013 

We finished Breaking Bad and mighty good it was.  We watched 24 episodes of Masterchef and we’re now working 

our way through Arrested Development.  All good stuff on Netflix and BBC iplayer. 

 

We’ve acquired two cats who are now shredding the curtains and using the litter tray like good ‘uns.  They’re 

Bumble and Lupin although my wife keeps changing which one is which so it’s just José and Josb for the time 

being.  That joke has always appealed to me! 

 

HOLLIS, N.H. (AP) — Police in southern New Hampshire say a man dressed as Santa Claus was only trying to 

spread some cheer but ended up panicking officials when he knocked on school windows and entered the building. 

The Nashua Telegraph reports (http://bit.ly/J1Uxog ) that administrators at the Hollis Primary School called police 

around 10 a.m. Thursday after they saw the man running around the school, tapping on windows and waving 

at students. 

He was buzzed into the building but fled when he saw a look of alarm on a staffer's face. 

Other schools and parents were notified and kids were kept inside for recess. 

The man has contacted police to say he was only trying to spread "holiday cheer" and didn't mean to cause panic. 

Police aren't identifying him because he wasn't charged. 
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Hard sell 

So I go into a pet shop to buy some “stuff” for the new cats.  First up we’re offered free food...for 
the cats, that is...and that’s this week’s negotiation tip. 
 
The assistant then started talking about fleas...and how the Cape is infested with fleas and 
without a doubt our cats will have fleas and the fleas will breed and infest our house and the only 
solution will be a hugely expensive tin of anti flea spray...and it’s clear this assistant is not going 
to take “no” for an answer...but, of course, she’s not met me before and so we leave without a tin 
of flea spray quite independently of whether we either needed it or wanted it. 
 
The hard sell completely antagonised me and cost her the sale. 
 
We went elsewhere and bought the same product! 
 
No matter how passionate you are about what you sell you can’t bombard customers with the 
hard sell.  You’ll antagonise them and it won’t just cost you the up front sale but could actually 
turn the customer away for good. 
 
Let customers come to you at their own speed.  Don’t drag them towards you at your speed. 
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Free samples and total cost... 

 
It seems that you can’t walk into a pet shop in Cape Town without being given a large “free” 
sample of very expensive cat food…and it’s a large sample as well. 
 
It’s clear that they want to habituate your cat with this food and then when the cat won’t eat 
anything else they’ve got you hooked for the next ten years. 
 
The cost of the sample is amortised into the lifetime value of the cat’s future purchases and the 
margin on high end cat food is enormous.  These guys certainly know the concept of total cost of 
ownership. 
 
Thankfully the cats can’t read the labels on the packets and tins so when the samples have gone 
we’ll be on to commodity cat food where price becomes the issue as even cats know that 
commodities are only differentiated by price…mostly. 
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