
 

 

 

Sunday in Cape Town…the fleece is out of the cupboard and the watering system is turned off. 

We’re rolling along in a positive business way and the year on year numbers are looking positive. I’m still 
trying to break into the Jo’burg and Durban markets more fully to give me the same visibility as in Cape Town 
but they’re a long way away and South Africa is a big country. 

Chinua Achebe died this week.  Read Things Fall Apart and see why he’s such an important figure in African 
and World literature. 

The internet has gone haywire in South Africa.  The Seacom cable is broken and while it’s being fixed we’re 
all being rationed.  It’s slow beyond slow at the moment despite paying over $100 a month. 

Can’t let a week go by without crowing about Millwall and then crowing about the Stormers.  I was at 
Newlands last night when they put it across the Brumbies in no uncertain fashion.  The show is very definitely 
back on the road. 

Easter next week so I’ll take the weekend off and write again in a fortnight…that’s 2 weeks for US readers!. 

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 and @sdisouthafrica and LinkedIn for daily SDI 
tweets.  Feel free to connect on LinkedIn and re-tweet. 
 
Have a good one  
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24th March 2013 

Bought a DSTV Walka this week so that I can watch satellite sport when I’m at the ground or in a café.  It’s a very 

nifty piece of kit and I don’t think there’s a UK equivalent. 

 

We’ve started using Dropbox to transfer large files.  It’s a better bet than just sending it by Outlook and doesn’t 

make you hostage to size limits in mail boxes.  It works really easily and is free…how bad is that. 

CINCINNATI (AP) — A shadow of a different kind is hanging over Punxsutawney Phil. 

Authorities in still-frigid Ohio have issued an "indictment" against the famed groundhog, who predicted an early 

spring when he didn't see his shadow after emerging from his lair in western Pennsylvania on Feb. 2. 

Spring arrived Wednesday, and temperatures are still hovering in the 30s in the Buckeye state and much of the 

Northeast. While it's not the coldest spring on record, it's a good 5 degrees below normal, said Don Hughes, a 

meteorologist with the National Weather Service in Wilmington, Ohio. 

So the heat is on against Phil, and the furry rodent has been charged with misrepresentation of spring, a felony 

"against the peace and dignity of the state of Ohio," wrote prosecutor Mike Gmoser in an official-looking indictment. 

"Punxsutawney Phil did purposely, and with prior calculation and design, cause the people to believe that spring 

would come early," Gmoser declared. 
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Pricing 

 
Every Saturday I go to a local market to buy some produce and have a coffee.  It’s a pleasant 
place and I’ve got to know the people there. 
 
I’m fascinated by the way that the stallholders price their goods.  There’s a stall that sells the 
most excellent chilli sauces in a wide variety.  The Habanero will take your head off.  They sell a 
bottle for R25 which is a steal considering the quality and you could easily re-sell it at a profit if 
you were minded to. 
 
There’s also a bread stall that sells excellent homemade bread for R35 a loaf.  This is not 
obviously “cheap” but the quality is outstanding and the value is there.  I don’t think they could 
sell it any more expensively so they’ve hit the price point just about right. 
 
There’s my mate, Brian, who sells cheese.  He has his pricing just right and it’s high but just 
about OK.  His challenge is to maintain the quality perception and improve his marketing and 
stock control. 
 
There’s a pie stall that was selling pies for R10.  The penny has obviously dropped with them and 
now the price has gone up to R15.  It’s not very often the market will stand a 50% price rise...but 
it will if your original price was much too low. 
 
My consultancy colleagues and I have exactly the same problem.  Hitting the right price and 
value proposition to your customers is always problematic and more of an art than a science. 
 
Have a look at your prices and compare them with the stallholders above.  Are you selling pies, 
cheese, bread or chilli sauce? 
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Radius of credibility 

I was talking to a friend this week and discussing how he might make an offer for something he’s 
buying. 
 
He wanted to put in a counter offer to their list pricing but didn’t want to low-ball it so badly that it 
antagonised them. 
 
There are two pieces of theory that will help here.  One is the radius of credibility…that’s the 
distance that you can stretch your offer before it starts to become incredible and therefore 
damaging to your reputation.  You can’t calculate it mathematically but it helps if you can at least 
justify it with some good arguments. 
 
You then create a range of acceptable alternatives as you back track from your “wow” position.  
You finally end up with your walkaway, no deal position. 
 
In short you need to remember your ABC…you need to be Ambitious But Credible when making 
a counter offer…but remember never have a one and done number.  Always create ranges of 
acceptable alternatives. 
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