
 

 

 

Sunday in Cape Town...I have unilaterally declared Spring open.  Winter is finished. 

I’m getting to be very popular with the local Postnet.  I’ve sent SDI materials to Lebanon, 
Tanzania and Zambia in recent weeks and I’m still shocked at the ruinous cost of couriers.  It 
seems that all my clients want materials urgently so we’re always paying top dollar with DHL. 

This is the wettest Winter for years in Cape Town.  Everyone is cold and wet and the reservoirs 
are full.  The water table is through the ground in some cases so we’re bound to be in for a 
drought over the Summer. 

I’m currently “translating” a US booklet into the Queen’s English…so out go all the “behaviors” 
and “organizations” and “programs” and in come the proper spellings!! 

Great weekend of sport.  England won the football international and Western Province 
murdered the Sharks.  Australia lost the rugby to the Boks.  We’ve got more cricket today and 
the Monza GP.  What more could a sports fan want. 

I’m doing a session this week which to be polite is “intensive.”  That’s the sort of word you use 
when you’ve got a whole day’s worth of material and a client who only wants to pay for half a 
day…twice. 

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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8th September 2013 

Got the hard drive installed…fast and very quiet and the capacity is wonderful. 

My new microphone…it’s a Blue Snowball…is excellent. 

Work to do on the website but the archive is filling up with back issues. 

If you’re not an SDI person and wonder what I’m always talking about you might like to read “Working with SDI” by 

Scudder and Lacroix.  It’s brand new and is an encyclopedia type book of all that we teach. 

MOORHEAD, Minn. (AP) — Students who worked on the Moorhead High School yearbook this year have learned 

a hard lesson about proofreading, after misspelling the Minnesota school's name on the front cover. 

A Forum News Service report (http://bit.ly/18KFEMp ) says the 2013 yearbook arrived this week with the school's 

name spelled "Moorehead." 

Moorhead school officials say the mistake slipped past an adviser and two classes of students who worked on it 

during the school year. They finalized it after graduation and sent it to be printed this summer. 

The district can't afford to reprint the yearbooks. Principal Dave Lawrence says one option is to use a high-quality 

adhesive label to cover the mistake. 

District spokeswoman Pam Gibb says people feel very bad about what happened. 

The yearbook's title is "Moments Fade, But Memories Stay." 

 

 

 

 

 

 

 

Searching for value 

http://www.twitter.com/tom_beasor
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Moorhead+High+School%22
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Minnesota+school%22
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Forum+News+Service%22
http://bit.ly/18KFEMp
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Dave+Lawrence%22
http://www.sfgate.com/?controllerName=search&action=search&channel=news&search=1&inlineLink=1&query=%22Pam+Gibb%22


 

      

     612 

Discounts 

A carpet shop near my house is advertising 75% discounts. 
 
Without being an expert in the carpet business this seems to me to be a ridiculous amount as 
immediately I’m sceptical of even thinking about a purchase because the pricing looks wrong. 
 
I once walked out of a jewellers in Hong Kong when they offered me a 55% discount within the 
first two minutes of conversation. 
 
Discounts are a valid sales tool but they have to be realistic and have some authenticity.  If you 
pitch it wrong you’re making the customer worry that they don’t understand the market and it 
creates a credibility problem when you go back to selling at the real price, whatever the “real” 
price might ever be. 
 
In this case I believe their discounts are harming business. 
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Railings 

Our neighbours are getting some quotes together to get our joint metal fence and gates painted. 
 
We’ve got two numbers so far.  The lower one looks too cheap and does not include VAT which 
tells me that the contractor is not VAT registered and that makes me worry that they’re using sub-
contractors and not directly employed staff. 
 
We’re going to have to look at these railings for a very long time so I don’t want to jeopardise the 
quality…or at least the perceived quality. 
 
We’ll probably run with the second, higher quote because it looks more professionally presented. 
 
Over all the years I’ve been writing tips I’ve re-inforced the Chinese proverb:  Cheap Things No 
Good.  In broad terms:  You get what you pay for. 
 
My advice to the cheaper bidder would be to smarten up their quote and check the market.  If you 
undercut the market too heavily you get a credibility issue arising and risk is a key element of any 
deal decision. 
 
Go for value every time but judge it carefully.  Being too cheap is just as bad as being too 
expensive. 
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