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Sunday in Cape Town…The sun is shining…and the weather is warming up… 

Real life often gets in the way of writing newsletters and that was last Sunday.  Back to normal now. 
 
With Europe facing off Russia over Ukraine it’s nice to know that what’s really exercising the UK at the 
moment is whether Diana took Iain’s Baked Alaska out of the freezer to let it melt.  It’s clear that the Great 
British Bake Off has a grip on the Brit psyche. 
 
Business is looking at interesting new directions as I try to make an agreement with an agent in Jo’burg.  
South Africa is a very large country and I can’t cover Cape Town and Jo’burg but it’s been a very long 
process to try to find someone to represent me up there.  Hopefully it will reach a speedy conclusion.  It’s a 
very similar process to people trying to do business in Australia and the USA. 
 
Meeting someone on Wednesday to help me look at my social media presence.  I still don’t feel comfortable 
with Facebook but I’d enjoy beefing up my website and my LinkedIn pages. 
 
Sport is moving marvelously.  Western Province are unbeaten…Millwall are winning and the Mancs are 
losing.  Hamilton is racing Rosberg next weekend and we hope that the German won’t run him off the road for 
two races running.  What is it about German racing car drivers? 
 
I am becoming a very sad television watcher.  With my new 60inch kit and Blu Ray recorder I’ve just watched 
the Blu-Ray Godfather set after upgrading from DVD and I’ve just bought the 22 James Bond vids to watch in 
a boxed set of immense value.  Start with Dr. No this week. 
 
I’m seriously thinking of migrating this newsletter to LinkedIn and Twitter only.  Could I ask for some feedback 
about whether direct mailing via Aweber is still required.  I assume that most of the network is on LinkedIn 
and it would save me a subscription. 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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My wifi modem was becoming more and more problematic so I bought a Netgear N6300 and it does the job 

wonderfully.  I’ve got an extender on the top floor to help in the office and the whole house is now nicely covered.  

It’s a shame that SA prices are so high but I’ll be in the US at Christmas and I’ll be coming back with a box full of IT 

kit. 

I’m very interested in the Samsung Note.  Does anyone have one and how does it work.  My S3 is now getting a bit 

long in the tooth and it may be time to get a new phone.  My Tesco HUDL works wonderfully and the extra battery 

life really helps. 

KAYSVILLE, Utah (AP) — A northern Utah third-grade teacher is starting the new school year with a surprise: four 

sets of twins in her class. 

Teacher Andrea Wood at Columbia Elementary School in Kaysville says the twins all like being in the same class 

together with their siblings and she won't split them up. 

But while she has the siblings all sitting next to each other as the class becomes acquainted, she'll probably 

separate them inside the classroom eventually. 
Wood told KSL (http://bit.ly/1vymLMJ ) the distinction might make things easier for parent-teacher conferences 

because she'll have just one parent to talk to for each set of twins and their parents will have just one teacher 

to consult. 

Her class has one pair of identical twins as does another third-grade class at the same school. 
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Keeping in touch... 

 
Here are two examples of selling: 
 
The lady who does my garden phones me up from time to time and tells me that it’s time to get 
the garden in shape again.  I book her up for the day and in she comes. 
By the same token my dental hygienist does the same...and an appointment gets made. 
 
A gentleman I used to do some graphic design for me did an OK job and then disappeared and 
doesn’t seem much keen to contact me to see if there’s any more work around.  The irony is that 
there is work around but because they didn’t seem too keen I’m using someone else. 
 
Keeping in touch with clients is vital.  If they don’t know you’re around they’ll assume you don’t 
care.  If they’re not talking to you then they’re talking to the opposition. 
 
It’s really not hard to maintain a database of contacts and prospects and to lubricate that network 
on a regular basis.  Modern technology means that it’s as easy to talk to 1000 as it is to talk to 10. 
 
Keep in touch...that’s this week’s lesson. 
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Sales margins 

If you’re on the buying side of a deal it’s very helpful to understand how big the profit margin is in 
a deal. 
 
Some manufacturing and engineering jobs have singe figure margins while software and 
pharmaceuticals can have astronomical 80%+ numbers. 
 
Once you know how much profit the other party is making on the deal it’s much easier to 
negotiate.  This means, of course, that you need to maintain good market knowledge about your 
suppliers. 
 
Even if the margins are small it might still be possible to get a deal done on a cost plus basis.  I 
don’t like to see a whole lot of fixed cost loaded into my deals.  Let other buyers fund the fixed 
cost…not you.  Cost plus is the way forward on low margin jobs. 
 
So…next time you’re buying do your homework and then you’ll know how much slack there is in 
the deal.  
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