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Sunday in Cape Town…still sunny… 

I’ve been taking financial advice this week.  It’s quite a poser trying to calculate where to put money.  In the 
UK the interest rates are essentially zero and in SA we’ve got a weak currency.  It can look as if you’re 
damned if you do and damned if you don’t.  I have found something that looks like a reasonable way forward 
and I will take this offline if anyone in SA, especially, would like to continue the conversation. 

Looks like everyone’s a loser this weekend…England lose, SA lose, Millwall lose…so it’s down to Hamiliton to 
try to find something to cheer about later today. 

We’re now thinking and planning…as far as we can…for next year.  My visit to the US in December is a 
pivotal moment in my SDI career and it’s not an understatement to say that next year definitely won’t be like 
this one.  We live in interesting times. 

I’m getting quite a few comments on my LinkedIn/tweets that we post daily.  If you’d like to get a daily dose of 
negotiation wisdom do follow me on @tom_beasor or better still connect on LinkedIn…where you can this 
newsletter each week as well. 

More meetings again this week and a bit of credit control.  I’m getting very close to having my first bad debt in 
8 years of business in SA and I’ve given the rotter one last chance before to pay before he becomes a non 
person… and before all my friends and clients start worrying if it’s them I’m talking about believe me it’s 

not!...unless your initials are DPS…and you’ll know who you are. 

Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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9th November 2014 

Thanks for the book reviews.  I’ll have to start reading it. 

Just one last piece of The Sopranos before that on is finished…and then on to another box set. 

The Curry front is moving.  That Hairy Bikers book is good and combined with the Rick Stein book they make a 

pretty comprehensive pair.  Also…if you want to complete the set is a good e-book by Pat Chapman.  A curry 

triumvirate. 

Can’t buy a Note 4 for love nor money.  Not a spare one in SA.  We continue to look. 

 

NEW YORK (AP) — If some workplace problems happen because employees are only human, one New York City 

government worker got in trouble for virtually the opposite. 

He was suspended for 20 days without pay partly for answering an information-technology help line "in a robotic 

voice." The city Civil Service Commission upheld the suspension this month. 

An administrative law judge's report says the Health Department worker told callers "you have reached the help 

desk" in an over-enunciated monotone. Callers complained and one even hung up, later saying she needed "to 

speak to a human." 

The worker said at a hearing he was following a call-answering script and articulating carefully because his 

Brooklyn accent can be difficult to understand. 

The judge called him a "disgruntled employee" acting out. 

His lawyer called the suspension "exceedingly harsh." 
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Financial Advice 

 
I was given the name of a financial advisor by my accountant.  I emailed him and it took 17 days 
for him to reply. 
 
I was given the name of another financial advisor and we connected within the day, I saw him the 
following day and he’s now in poll position to win my business. 
 
It beggars belief that you can be in business and hope to win business when it takes you so long 
to connect with customers.  I’m still waiting after 3 weeks for a quote for my kitchen. 
 
Business in Cape Town moves at the speed of molasses.  They don’t call it Slaapstad for 
nothing. 
 
Business is often won by the fastest...not the best. 
 
Remember...if they’re not talking to you they’re almost certainly talking to your competitors. 
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Adjusting expectations. 

We tell students not to put down markers in a deal because it limits your opportunities.  If you’re a 
regular reader of these tips you’ll know exactly what I mean. 
 
There is, however, one area where a marker might help and that’s to focus the other party on a 
realistic zone of numbers. 
 
The conversation goes like this: 
 
“I’m really not sure how much to offer here.  I need a discount…can you help me?” 
 
Now it’s your chance to put down a marker to limit the other party’s expectations.  You could say, 
“Well I could offer you a 3.2% discount.” 
 
This means that you ain’t getting any more than 5%. 
 
Or you might say, “Well I could offer you 18%.”  This means that the market is different and that a 
discount of around 20% would be right. 
 
By putting down your marker here you’re leading the other party to have an expectation in line 
with what you want to offer and to prevent them from setting the zone of expectation. 
 
Generally don’t be the first with a marker…when it’s a firm offer…but a zonal marker can help 
direct expectations. 
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