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Sunday in Cape Town…glorious warm Spring day… 

Life rolls along and I can’t always come up with new and different issues in life and business each week.  
Sometimes it’s possible to have a totally ordinary week. 

On Monday 28th October I’m part of a “brains trust”…and I use that expression lightly…discussing 
psychometrics in Cape Town.  If that’s part of your life and you don’t live in Hong Kong or Auckland then I 
thought I’d let you know…but if you do live in Auckland you might like to mull over the Gold Coast 7’s where 
England beat the AB’s fairly comprehensively and then got murdered themselves by Fiji.  That’s the worst All 
Black performance I’ve seen for some time and as an adopted Bok fan I’m quite happy about that. 

I continue to download a whole host of podcasts.  It’s truly amazing entertainment.  I enjoy the TWIT 
series…This week in technology…unfortunate acronym…if that’s what you like and then there’s a political 
podcast courtesy of the Guardian in London.  If you’re not downloading free podcasts you’re missing out.  You 
might like to check Arseblog for all matters Arsenal…and there’s a Millwall one as well. 

Off to the Currie Cup semis next Saturday…and hopefully a home final the week after. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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12th October 2014 

I’ve started reading www.thedailymash.co.uk and it’s a hoot.  Like all good satire you wonder if it’s really true or a 

mickey take.  I recommend it absolutely. 

 

I’ve ordered the box set of all 9 series of Dad’s Army.  It was absurdly cheap and it’s always good to watch an odd 

episode…and remember…”Don’t tell him your name, Pike!” as the memories come flooding back.  Perhaps the 

greatest example of British humour of the last decades. 

 

OCALA, Fla. (AP) — A former drive-through funeral home in Florida has been razed. 

The building in Ocala sat empty for years, but in the early '80s it was set up to permit mourners to see departed 

loved ones without ever leaving the car. 

The Ocala Star-Banner (http://tinyurl.com/ojn9b7t ) reports a large drive-through bank teller window was added to 

the Westside Serenity Funeral Home after the city denied a request for additional parking. 

The deceased lay in state next to the window behind closed drapes that opened when the front tires of a car 

passed over a rubber cable on the ground. Mourners signed in at a register kept in a deposit drawer. When the 

car's back tires drove over the cable again, the drapes closed and the lights and music that mourners heard shut 

off. 
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Price 

 
I sometimes wonder how people price up their products.  It’s a source of some wonderment to 
me. 
 
Two examples...I can get my blocked ear cleaned out for R50 at a pharmacy or I can pay a 
specialist R740 to do exactly the same.  I don’t doubt the specialist is better qualified etc. etc...but 
the price differential is laughable. 
 
Second I’ve just bought a box set of DVD’s.  That’s 35 hours for R499.  An individual episode...1 
hour...is on sale for R182. 
 
Now you can’t value entertainment as price per hour and you can’t value a medical specialist’s 
treatment and compare it with a less qualified service but when the price differential is so great it 
gets you thinking. 
 
We discuss the “Russian Front” tactic in our negotiation classes but that’s not here because the 
prices are charged by competing companies. 
 
So what’s the moral?  The moral is that you’ve got to choose your price point...think of a bottle of 
wine.  You can’t compare bottles of wine without knowing their comparative prices. 
 
You must know market...target your customers and then decide whether your customers will 
happily pay R740...’cos if they will then you don’t want to be charging R50...and if they’ll pay 
R150 for a bottle of wine, why charge less. 
 
Position yourself well in the market...know your competitors...understand your customers and 
price yourself accordingly. 
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Make a suggestion... 

When I’m scratching my head trying to think up a tip for the week I often consult my library of 
books for inspiration. 
 
This week I looked at a book…and I won’t mention the author…and he says this: 
 
Be flexible on generalities…”We suggest £10,000 as a compensation figure.” 
 
I’m confident enough to disagree with so-called experts and I’m happy to disagree here.  If you 
tell some that you “suggest” a certain figure then suddenly that figure has absolutely no validity 
and is only a ball park zonal marker.  The word “suggest” is a shockingly poor choice of words. 
 
Here’s my script: 
 
“Compensation is vitally important to us and we can’t leave here without discussing the money 
involved.  I need to tell you that we’re well into 5 figure territory and I’m interested to know what 
offers you  can make.” 
 
So…no suggestions from me.  No specific markers from me either.  Let’s get them to put down a 
marker “in 5 figure territory” and we might then be pleasantly surprised. 
 
Choose your language carefully.  “Suggestions” can be easily avoided…but “Firm Commitments” 
are more difficult to avoid.   
 
And if you’ve read any of the previous 681 tips and you put down a first specific marker in this 
example…then go hang your head in shame. 
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