
 

 

 

Sunday in Cape Town…we have turned the corner…first signs of cold and wet…on with the fleeces and 
jeans. 

Last weekend we spent 4 days in a place called Donkerkloof which is a very long way away from nowhere.  
My dentist…of all people…gave me the hard sell about his place during a recent check up so we went to 
explore and very pleasant it was.  We’re in the Karoo there so it’s hot and dry…too hot to do much during the 
day but fortunately the sun passes over the yard arm pretty quickly there so we got down to braaiing and 
drinking fairly early in the piece. 

On the way home it poured with rain…biblical rain…and Cape Town had suddenly welcomed Winter.  We left 
in the Summer and 4 days later it was Winter. 

Back in the swing this week and it’s the end of the quarter and time for a price rise for SDI.  This means I’ve 
got to go into Quickbooks and change the prices of all the inventories.  It’s the first price rise for 2 years and 
it’s still less than inflation so it shouldn’t be too painful for the customers. 

The Stormers have just lost 4 in a row in ANZ so next weekend they’ll at least be able to lose in SA.  What a 
shoddy performance and the management will soon find out how David Moyes feels at United. 

I’m pretty ambivalent these days so when SA beat England at cricket I’m at least half on a winner.  It pays to 
hedge your bets in these cases. 

Got some pics taken this week so I’ll be adding them to LinkedIn and other bits of work.  It proved worth doing 
and wasn’t too expensive to get them done professionally. 

BTW…when I was in the Karoo I saw a bloody big Boeing 777.  Does anyone know where it might have come 
from? 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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I’m trying to get on a LinkedIn course to get my profile up to date and properly written out.  I’ve pretty much given 

up on Facebook but Twitter and LinkedIn are worth pursuing. 

 

My S3 phone is now in very poor order.  I’ll be upgrading to an S4 soon.  If I keep one iteration behind latest model 

then the value proposition really works.  

 

BELLEVUE, Neb. (AP) — When emergency dispatchers in Nebraska's Sarpy County picked up a recent call, all 
they heard were the sounds of breathing and scratching. 
Dispatchers were worried — until they learned the noises were coming from a dog who dialed 911. 
Sarpy County 911 Assistant Director Marilyn Gable tells Omaha television station KETV (http://bit.ly/1m6BSWd) 
that it's the first time a dog has called the emergency center. 
The dog's owner, Melissa Acosta, says she thought her 2-pound Japanese Chin, Sophie, was trying to curl up next 
to her on the couch, when she realized Sophie was scratching at Acosta's smartphone with her paw. 
Then Acosta heard a voice from the phone asking for an "address of the emergency." 
Acosta says the whole thing is "a little embarrassing." Sophie, of course, had no comment. 
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Free rides 

 
I got my Patrol serviced last week and one of the reasons why I use an agent that is not very 
close is because they give me a life home after dropping it off and then come to collect me when 
the car is serviced. 
 
This service is “free” and we all know it’s not free because it’s costed into the price of the service 
but nonetheless if they didn’t offer this service...and a “free” cup of coffee I’d use a dealer that is 
closer to home. 
 
Customers are not thick...they know nothing is truly free...but the little extras that can be provided 
FOC...free of charge...are always well appreciated. 
 
I’ve got some inventory support material that I give away when I sell SDI.  Customers seem to 
value it...and as long as the customers seem happy with that process then I’d be mad to charge 
for it. 
 
Don’t chisel the customers for every last cent.  A few freebies can lubricate business wonderfully.  
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Lies and damned lies 

 
You must never lie in a negotiation.  It’s an absolute no-no.  I can safely say that I’ve never told 
an outright Porkie in all my negotiation career. 
 
However…and this is where reality kicks in…I haven’t always told the truth. 
 
In a negotiation you’re under no pressure to always tell the truth.  When a buyer asks:  “How low 
can you go with your pricing?”…do they really expect you to tell them.  It would be naïve. 
 
“How quickly can you deliver?”…means that if you phoned the office immediately and put it in a 
taxi you could probably get a small item delivered within the hour but that’s not what they meant 
so you answer the question based on when you can legitimately, regularly and profitably deliver.  
That’s the truthful answer. 
 
I’ve asked buyers, “Can you pay me cash up front?”…and they’ve said “No” and I bet that deep 
down they could twist an arm in finance to get an invoice processed pdq. 
 
So…truthfulness is a commodity that needs to be defined.  Don’t tell outright immoral lies that win 
you the deal when you know you can’t deliver on the promise.  A client did this to me once and 
they immediately became an ex-client.  How could I ever trust them again…but don’t be naïve 
and believe everything you’re told! 
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