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Sunday in Cape Town…dull and overcast… 

I’ll make this the last update of the year.  I’ve got a hectic schedule in the next four weeks as I fly to London 
and then off to Los Angeles…a short break in the US…and then back to Cape Town via London for New 
Year’s Eve. 

I can certainly say that 2015 will be different from this year in several key respects…and I’m hoping that those 
respects will generally be positive…but at this stage I’m not completely in command of my fates so I’ll update 
everyone in January when things have worked themselves out. 

Several friends have had to say “goodbye” to their pets in recent months.  It certainly seems that a cat or dog 
really becomes a powerful family member and I can attest to as the feeder and door opener to our pair. 

The sport remains frustrating…but then that’s the nature of games…but at least it keeps me off the streets 
and occupied in between trying to earn a living. 

I’m awaiting a quote for the new kitchen and then I’m going to have a delicious negotiation with the designer.  
I don’t know much about building and design but I do know something about knocking bills down and I’m 
expecting success on that level.  I’ll keep you posted as it’s good to try to live your own theory with your own 
cash. 

My debtor has contacted me and made the offer of a small contribution.  It’s better than writing it off so I’ll play 
along and see if something arrives in my  account. 

With Twitter, LinkedIn and the email recipients of this update we’ve got about a 1000 readers and to all of you 
I wish you a really happy and peaceful Christmas and let’s hope for something good and positive for 2015. 

I’m off to the freezing cold on Wednesday but Tuesday week I’ll be watching The Who in Leeds so it might 
just be worth it.  Have a good one. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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23rd November 2014 

The Note 4 has arrived and I’m mighty pleased.  I’ve spent an hour fettling it and it’s just the business.  At this early 

stage it’s highly recommended and the Iphone 6+ will have to go some to beat it. 

 

Now that I can watch YouTube on my television I’m enjoying the lectures and educational elements of it.  You’d be 

surprised how varied the expertise is and if you combine this with Wikipedia you can become an expert on almost 

any subject.  Spend some time on YouTube….but be careful it can be addictive. 

WARSAW, Poland (AP) — Officials in a Polish town have opposed a proposition to name a playground after 

Winnie-the-Pooh due to the bear's unclear gender and immodest clothing. 

The matter was debated in a closed-door meeting weeks ago in the central Polish town of Tuszyn, but didn't get 

much media attention in Poland until recent days. 

Voice recordings of the meeting were leaked to the media in which officials complained that Pooh Bear is 

immodestly dressed and also lacks a clear gender. One called the bear a "hermaphrodite." 

Some said a fully clothed Polish cartoon bear named Uszatek would be a better choice. 

One of the Pooh Bear opponents, Ryszard Cichy, told a newspaper that he had been joking at the end of a 

discussion on a playground that had gone on too long. 
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Excitement! 

 
I’m waiting for a quote from a kitchen designer. 
 
I’ve heard via a friend that the designer is very excited by what he’s thought up and he believes 
that I’ll be impressed. 
 
As a cynical old buyer I’ll pass on the “excitement” until I’ve seen the design...and the pricing! 
 
Nonetheless...the fact that the kitchen guy has shown commitment to the task and clearly seems 
to be enjoying the prospect of winning the contract makes me feel warm.  At least I’m not getting 
the brush off...treating me like just another “nuisance” customer. 
 
I am indeed a small customer but my referral power is strong if the guy does a good job.  The 
southern suburbs of Cape Town are a small community and a good reference is worth having. 
 
The least you can expect of a supplier/contractor is that they’re keen for your business.  There’s 
nothing worse for a customer than to get a blasé brush off.  I reference here to the first kitchen 
guy who couldn’t even be bothered to quote. 
 
So...sellers...be enthusiastic.  Make the customer feel special and give them a buzz.  That way 
you’ll more likely get the business and you may even be able charge a few percentage points 
extra. 
 
Nice...and enthusiastic...is good for business. 
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Comparison shopping 2014 

I’ve just bought a Samsung Note 4.  It’s on a 2 year contract in South Africa with MTN. 
 
I compared the value proposition with the same model on a contract in the UK and with a phone 
only deal in the US.  The internet allows me to do this readily. 
 
The reason that I can state that SA is cheapest for me is because I can prove it with hard 
numbers…I’ve done my homework. 
 
Ironically here there is no negotiation.  I paid the list price but even so it’s the best deal. 
 
Here’s why: 
 
The Rand is weak and I can finance the deal readily with UK Sterling. 
The phone only price in the USA is at a premium because it’s a new model and the US $ is 
strong.   
I’m not able to get a contract price from a USA telcom. 
If I give up my UK contract and swop it out for a Pay As You Go deal then I can use that money 
towards the SA cost….and then use my wife’s UK phone when I’m there. 
I get 100 free minutes and 300meg of data monthly so I don’t need to Pay As You Go in SA 
anymore. 
 
So all in all I get the brand new phone…worth around $750 (phone only)…for the same price as 
I’m currently paying to run my S3.  I need to do a bit of maneuvering but it’s a runner.  
 
I’m no genius but you’ll have heard me talk about the power of preparation and planning in a deal.  
In this simple example I’m about $750 in front by thinking around the problem and doing a simple 
piece of footwork. 
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