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Sunday in Cape Town…cold…and wet…continuing… 

We have a very large number of Dutch friends in this network and this week we should take a moment to try 
to imagine how the people who lost their loved ones on the Malaysian Airways plane must feel.  We only have 
words to express our feelings but sometimes they just won’t do the job.  Let’s just say that they should know 
that we care about our Dutch friends and we grieve with them. 

It seems trivial to mention sport and business on a week like this.  I’ve been watching the television and I’m 
outraged that people can do this and seem to get away with it.  Let’s hope justice will soon follow and that Mr. 
Putin will get the outcome he deserves. 

I ran my team programme this week and hard work it was.  The result was positive and I feel that we now 
have a good polished programme to take to the market.  When you’re a consultant it’s never hard to invent 
new ideas and products but trying to persuade clients to part with their cash is the real issue.  Marketing for 
independents is key. 

Married life arrives in South Africa next Friday and we’ll be taking a break for a few days.  There’s a place 
called Halfaampieskraal near Caledon and we’ll book a couple of nights there.  It’s hugely well recommended 
and gets a full house of 5’s on Trip Advisor.  Trip Advisor is by no means perfect but if you can pick your way 
through the bigots and relatives of the owner then you can get a decent average.  The secret is to look at how 
many crits the posters have made. 

It is cold and wet in Newlands.  I’m waiting for my clothes from LL Bean…they’ve been stuck in Jo’burg by 
UPS for 3 weeks.  Read the Sales Tip this week. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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20th July 2014 

All my new kit arrives this week…Hudl and headphones… I’ll give a review next weekend. 

 

 

 

ALLENTOWN, Pa. (AP) — An eastern Pennsylvania judge has dismissed a contempt-of-court citation against a 

man who was fined $50 for wearing saggy pants in court. 

The (Easton) Express-Times (http://bit.ly/1kCc0Qu ) reports that Lehigh County Common Pleas Judge William 

Ford on Thursday dismissed the charge against 18-year-old Adam Dennis of Macungie. 

District Judge Wayne Maura had fined Dennis $50 for his attire at a May hearing. Defense attorneys appealed, 

saying a criminal contempt charge was inappropriate in this case. 

Attorney Kimberly Makoul cited a previous Pennsylvania Supreme Court ruling that failure to stand when a judge 

enters doesn't support a criminal contempt conviction. 

Maura's office door bears a sign directing people to "pull your pants up" and showing a cartoon of three people 

wearing baggy pants. He declined to comment on the ruling. 
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The Good and the Bad 

 
I’ve been buying clothes online from LL Bean for 20 years and their service and quality is second 
to none. 
 
I recently bought some clothes and got them couriered to Cape Town by UPS for an extra fee. 
 
3 weeks later the goods are locked in Jo’burg because UPS did not have my telephone number 
to get my ID number so that we could clear customs.  This is incompetence of the highest order. 
 
I’ve unpicked it now and the clothes should turn up this week...no thanks to UPS.  That’s the bad. 
 
Now here’s the good bit.  I called LL Bean...in fact I had an online message with them and they 
were hugely apologetic and immediately offered to re-send the goods by fastest courier at their 
expense and instruct UPS to return the Jo’burg package.  This wasn’t really necessary as it’s 
likely to be quicker kickstarting UPS in SA rather than starting from scratch in the USA. 
 
I’ve had occasional issues with LL Bean before and they have been a continuous delight to deal 
with and I can readily sound like an advert for them.  I recommend them wholeheartedly. 
 
When things go wrong and the wheels fall off it’s good to know that LL Bean will just say...”Don’t 
worry, we’ll send it again at our expense...”  even when it’s not their fault at all. 
 
I wish I could say the same for UPS. 
 
Ask yourself how your customers see you.  How do you handle situations when problems arise?  
That’s why I’m a 20 year customer of LL Bean and my lifetime value to them is substantial. 
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Pricing and Discounts 

There are many price conscious buyers who are obsessed with the need to get a discount.  “How 
long can you go…?” is their constant cry. 
 
Let’s examine this more closely.  If I know I’m up against a price conscious buyer then I’ll factor 
into the up front price enough wiggle room to be able to offer a discount.  In short the buyer is 
getting back what I put into the deal in the first place in order to create a discount. 
 
The good news is that the buyer believes that they’ve had a victory by obtaining large 
discounts…the bad news is that the price they finally pay is the same as it would have been if I’d 
started low and stayed there. 
 
Never underestimate the human need in a deal…the need to feel that you’ve achieved 
something. 
 
About 500 tips ago I mentioned a jeweller’s in Hong Kong who offered me an up front discount of 
50% and then added another 10% in short order.  They took the discounting rather too far…in so 
much as they offered so large a discount that they damaged their credibility and they lost the 
business. 
 
The learning point for buyers is not to worry about the starting point…just look at what you pay 
and calculate the value from there.  For sellers…give the buyers a chance to feel they’ve had a 
victory but don’t over egg the deal with too large a discount because it will confuse the other party 
and potentially destroy your credibility. 
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