
 

 

 

Sunday in Cape Town…the Indian Summer has begun…35 degrees in April…who knows what we’ll get 
next… 

It’s a busy time for me at the moment…early morning online negotiation coaching…presentation to a 
networking group and on Monday and Tuesday I’m teaching SDI to a political party which should be 
illuminating…both for me and them. 

I’m likely to be on an Enneagram course in May.  I’m keen to know more about it as I think it complements the 
SDI work I do and it’s very affordable.  Even in education we need to find value. 

I’ve been dealing with DHL Express.  If ever a company had an oxymoron for a name it’s them…come back 
UPS all if forgiven.  I’m wating for a package from Korea…I’ll mention it below. 

Watching Mo Farah in an hour in his first marathon and then it’s Liverpool v Man City.  Sport is good today. 

The cats are training me well.  I’m into their routine…waking up when it suits them…feeding them when they 
complain and doing unmentionable things to their litter tray and getting them off the roof….but they seem 
happy enough. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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I’ve ordered a 30inch hi res monitor from Korea at an unbelievably low price.  It almost seems too good to be 

true…but if it does the job who cares about the brand name.  I’ve had a Chinese television for over 5 years and the 

thing just won’t break…which is a frustration because I’m right in line for a 50inch smart TV as soon as this one 

passes on.   I should get the monitor this week if DHL can do the job and I’ll tell you about it next week. 

ROSEVILLE, Calif. (AP) — Don't shed any tears for a crocodile that was captured wandering outside a pet store at 

a Northern California shopping mall. 

California Fish and Wildlife officials have taken custody of the croc, are feeding it rainbow trout and will likely 

donate it to a zoo. 

Police say the crocodile was apparently left outside the Roseville store by someone who didn't want it anymore. 

The animal had grown to 4-feet long, and its jaws had been wrapped shut with heavy-duty tape. There was a note 

identifying it as a Nile crocodile and requesting someone "call rescue." 

Police say no one was hurt Wednesday when the animal was picked up with the help of a catch pole typically used 

to nab stray dogs. 
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Margin vs Volume 

 
When a business prices its goods and services it always has to create a balance between price 
and volume. 
 
If you price it low you make a small margin  but your volume is high.  Conversely higher prices 
suggest lower volume. 
 
There are always strategic considerations like market penetration to consider but tactically it’s all 
about raising the cash total. 
 
I’m going on a training programme soon that I think that will be helpful for me.  They’ve priced it 
attractively and that’s the reason I’m going.  I’m sure that they’re taking the long view because 
once I’m trained then I’ll become a user of their products and they’re taking the lifetime value of 
me rather than the profit from one 2 day course. 
 
This is exactly what I do so I know the strategy well. 
 
I don’t doubt the Ferrari could sell more cars if they reduced their price but it would kill their brand 
image...and tea manufacturers could make much more profit if they upped the price of a packet of 
tea but it would kill their volumes. 
 
Examine your market carefully and balance price, margin and volume.  Get this balance right and 
you’re on your way...a good strategic mix and tactical success. 
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Nearly there! 

 
Here’s a short tip: 
 
I was talking this week to a person and discussing my SDI inventories. 
 
They asked if they could have one… and I gave them one. 
 
These inventories are not cheap but I valued their confidence/interest/nerve in asking.  Well done, 
them. 
 
But what if they’d asked for two? 
 
Don’t ask, don’t get…agreed…but ask for a little and you get a little.  Ask for 2 inventories and 
you might just get them. 
 
But then you’ll never know if you don’t ask. 
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