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Sunday in Cape Town…glorious warm Spring day… 

This is a diverse global group and we have many friends in Hong Kong and especially good friends with the 
Hong Kong Police.  I’ll refrain from offering any views that might embarrass the readers but I’ll be happy to 
share thoughts on what’s happening there privately if folks would like to write. 

My DVD arrived this week on bread baking and I cooked a curry evening for some friends on Thursday.  None 
of them got food poisoning so that’s a minor triumph in itself and I’m quite happy with my culinary progress. 

This is one hell of a good weekend’s sport.  Yesterday the whole of SA jumped up at about 6.45 when 
Lambie’s kick went over.  Can there ever be more sports fun that watching the Boks beat the All Blacks.  
Western Province are top in the Currie Cup, Hamilton won the Japanese Grand Prix and there’s more football 
to come this afternoon.  Joy, indeed.  

It looks as if we’ve got an SDI programme organised for Jo’burg in November and at long last I might be able 
to get something moving there.  SA SDI friends in Jo’burg will get a note to explain. 

I’m having some fun thinking of where I might like to spend my 40th wedding anniversary next year with Sue.  
Here’s a challenge…where’s your idea of an idyllic celebratory holiday venue?  I’d enjoy a few thoughts.  I’m 
thinking of India, maybe, but we haven’t made up our minds yet.   

 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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5th October 2014 

All the kit in the house is working and I’m enjoying downloading cheap Kindle books.  My Tesco HUDL tablet is 

getting indigestion as it doesn’t have great capacity so I’ll have to add a micro SD card to increase the storage. 

 

Time to think about buying a new Note 4 and replacing my S3.  They look very lovely but have not got a very lovely 

price tag.  We’ll see what’s on offer when I’m in the US in December…the One Plus One phone looks a very 

attractive price option. 

 

 

EPPING, N.H. (AP) — A New Hampshire police station sheltered, then released a confused homing pigeon that 

went the wrong way in a race. But the bird didn't go far after cloudy, rainy weather affected its ability to navigate. 

For now, the pigeon is hanging out at the Epping Police Department, waiting for sunny weather. He rested in a box 

and ate popcorn Wednesday night. 

The 4-month-old pigeon showed up Monday after getting lost in a race from New York to its home in New 

Braintree, Massachusetts. 

Police contacted the bird's owner and kept it safe before releasing it Tuesday. But the pigeon only flew a few miles. 

The bird, which had a tag on its foot that said, "I left the Epping Police Department at 8:40 a.m. on 9/30/14," was 

returned to police. 
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Toothpaste... 

 
I bought some new toothpaste this week which was 50% more expensive than my regular brand.  
I thought I’d give it a try. 
 
What does this tell you about my purchasing habits...except that I’ve got more money than sense! 
 
It tells you that in my opinion the price of toothpaste is not elastic.  It suggests that price and 
volume and not in inverse proportion and it’s quite possible to maintain volume levels for some 
products even if the price moves upwards. 
 
I work in a consultancy environment and here it’s very easy to be too cheap.  I wouldn’t double 
my business if I reduced my prices by half.  In fact it would be an interesting exercise to double 
my prices and see what happened to my volume.  I think I might be pleasantly surprised. 
 
Sellers are always fearful of underpricing their products...yet they nearly always do.  The market 
will tolerate a higher price than many sellers would believe and the underpricing is often a real 
punishment to the profit levels. 
 
Think of your pricing as a piece of elastic.  How far can you stretch it before it snaps.  That’s the 
bite point...the place where maximum opportunity exists before clients move elsewhere.  You 
should try to find that point in all your markets with all your products and services. 
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All my customers are sheep... 

A friend of mine asked to buy a piece of furniture from me which is spare to my needs. 
 
I refused to sell it to him for cash and we’ll organise an appropriate currency based on restaurant 
dinners and bottles of wine. 
 
I did, though, sell my old TV to another friend for a low price because a) it was old and b) they 
need the money much more than I do.  In fact they’ll probably sell it on and make a quick 
profit…and I hope they do. 
 
Many dozens of these tips mention the balance of profit with relationships.  These are two good 
examples.  In one case we’ve tweaked the deal to suit our relationship and in the second example 
we used cash as the currency but I placed the price much lower than I would normally 
do…courtesy of the particular relationship. 
 
Always take the long view.  Business is a long term affair and so making a quick kill may seem 
appropriate but I believe that the long profile works better.  Remember the old cliché,  “You can 
only skin a sheep once, but you can sheer it every year.” 
 
All my customers are sheep…and my friends are in another entirely different category whereby 
we try to remove the business dynamic entirely. 
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