
 

 

 

Sunday in Cape Town...hot…Summer. 

Ours is the house on the right with a tasteful shade of lilac and grey eyebrows.  Job done…just 
the snagging and then the paying. 

We welcomed some new people into the SDI community this week and we’ll be running 
sessions like this throughout the year as we seek to expand our business there.  The two 
elements of SDI and Negotiation continue in parallel with one taking precedence over the other 
as circumstances require. 

England have dropped Kevin Pietersen which I guess makes sense to someone but sadly not 
me.  After disastrous performances you don’t drop your best player…maybe you should 
concentrate on the weaker players first.  Seems logical to me. 

Rugby starts next week and Australia and SA are playing cricket.  One day I’ll just give up work 
and become a professional sports watcher.  I wouldn’t lack for activity or opportunity.   

The cats went to the vet this week and more money left my life and the vet said that we must 
bring them back in 4 more weeks when more money will then leave my life.  There’s a world of 
business that I’m now just beginning to learn.  Plenty of material for the tips. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn 
and re-tweet. 
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The internet is rather slow at the moment and Netflix keeps buffering.  Online films are fine…but only when the 

connection is fast. 

 

I’m reading several ebooks on self improvement.  If this is a subject that interests you then send me an email and 

I’ll tell you what I’ve found useful. 

DENVER (AP) — Denver police have arrested four suspects accused of unwittingly trying to sell items they stole 

back to the burglary victim. 

KMGH-TV (http://tinyurl.com/mqhetvy ) reports Lacinda Robinson discovered the items missing at her home on 

Friday and drove to the parking lot of a nearby fast-food restaurant to report the theft. That's where she says she 

was approached by two people asking if she wanted to buy a video game set. 

Robinson says she was startled when another person walked up wearing her jacket. She went next door to a gas 

station and found two off-duty police officers who made the arrests. 

Robinson told police she is still missing an iPad, a flat-screen TV and some cash. 
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Bumble and Lupin 

 
If ever I wanted an example of life time value then our two new cats would be the perfect 
example. 
 
Our local Vet is now examining his holiday brochures and dreaming of The Seychelles as another 
bill gets paid for injections and a cracked tooth.  I’m surprised that he didn’t suggest that the cat 
wear a brace to stop the teeth growing crooked.  Perhaps there’s a market for feline 
orthodontistry! 
 
It’s not difficult to understand why the vet wants to know the names of the cats.  They’re now the 
clients...and how could we ever use a vet who’s not known to the moggies. 
 
We’re hooked...and there’s no avoiding it.  Hills Scientific, Blue Cross Vet...I’ll just give you my 
wallet and you can take what you need. 
 
Once you’ve got that level of loyalty it’s money in the bank...and it lasts a lifetime. 
 
Next time you see a loyal client...think of Bumble and Lupin...15 years of guaranteed business if 
you don’t mess it up. 
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You don’t want to go there! 

 
I may have told you this before but here goes again… 
 
Near our house in Cape Town is a doctor who specialises in travel medicine…jabs and tablets. 
 
When you go to see him he asks where you’re visiting and it always elicits the same response: 
 
“You don’t want to go there…it’s full of disease:  Hep A to Z, malaria, yellow fever…and the list 
goes on. 
 
I’m sure that if you told him you we’re just going shopping across the road in Cavendish you’d get 
the same response:  “You don’t want to go there…it’s full of disease etc, etc…and you can guess 
the rest. 
 
Sales negotiations are frequently based on fear and risk.  The seller is doing their best to 
convince the buyer that the risk of not using their product is so great that it can’t be avoided and 
that any premium involved in the price is money well invested in peace of mind. 
 
Car insurance, warranty and pensions all work on the same principle. 
 
Don’t let the other side calculate your risk for you.  They’ll do it in their own favour…so do it 
yourself and get the numbers and risk analysis organised before you start to negotiate. 
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