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Sunday in Cape Town...Winter sunshine. 
 
I was reading the Independent this morning and came across this analysis of Roger Federer: 
 
Federer will be on his own once the formality of today’s coin toss is complete, but he will not be alone. 
Djokovic will probably endure, wear him down and out-last him. But should Federer surf the flood tide of 
popular support and eke out an early lead, he will be a force of nature. 
The clock is ticking, but tomorrow will take care of itself. Prepare to bear witness to greatness, for days such 
as these are gifts from the Gods. 
 
That’ll do for me...I’ll be watching at 3pm in Cape Town. 
 
Got the Patrol serviced this week prior to driving to Jo'burg in 10 days’ time.  I’ve got the cats booked in at the 
Vets...but don’t tell them...and I’ll be off to collect Sue from the airport prior to some business meetings.  I’ll 
overnight at Bloemfontein as the days of my driving all that way in one day are now behind me and we’ll 
overnight coming back at a very nice B&B in Springfontein. 
 
The vehicle only does about 6kms to the litre so it’s not exactly the greenest or cheapest car on the road. 
 
Driving in SA is problematic to say the least.  The N1 is prone to contra flow closures which can add an hour 
or two to the journey and driving at night in places I don’t know outside of Cape Town is a no-no...so I’ll leave 
around 5.00 in the morning to ensure that I get to Bloem in daylight.  Some years ago I nearly hit a pedestrian 
near Mafeking in the pitch dark when he was walking in the middle of the road.  There’s no accounting for the 
death wish of the locals. 
 
I’ve got my fitness plan loaded on to Training Peaks website with Kathleen as my expert  and it’s full speed 
ahead for an all jogging/all cycling next few months.  Venerable old gentlemen, like me, need to take it steady 
at first but it’s nice to be organised and have a plan.  Watch this space for a leaner and fitter Negotiation 
Update! 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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           12th  July 2015 

My Garmin 225 has been shipped in the US to usaddress.com and when I hear from them I’ll get it moved over to 
SA.  It’s a premium price but that’s what early adopters pay...as you’ll know from last week’s sales tip.  I’m hoping 
that this time, like the Levis, there’ll be no local tax to pay. 
 
I’m really enjoying watching You Tube on the television courtesy of the wifi.  It means I can use the phone to select 
the page and I get a nice big picture and sound on the screen.   

NEW YORK (AP) — Matt Stonie shocked the competitive eating world Saturday by upsetting Joey "Jaws" Chestnut 
at the Fourth of July hot dog eating contest at Nathan's Famous in Coney Island, thwarting Chestnut's bid for a 
ninth straight victory. 
Stonie, 23, who finished second last year, downed 62 hot dogs and buns, beating Chestnut by two. Both are from 
San Jose, California. 
As thousands of spectators observed the eaters on an elevated stage, the next closest competitor ate 35 hot dogs. 
"I trained hard for this. This is actually amazing," Stonie told ESPN, which broadcast the competition live like the 
major sporting event its biggest fans say it has become. 
Afterward, Stonie, holding his fist in the air in victory, said he came into the competition confident and prepared in 
his quest for the $10,000 prize and the coveted mustard yellow winner's championship belt. 
"We don't just go up there and eat hot dogs. We practice for this. We prepare our bodies," Stonie said. "It was a 
tough contest. Joey brings it all. I had to push really hard to beat him. But I feel great." 
Stonie had defeated Chestnut in the past year in competitions featuring Twinkies, poutine, pumpkin pie and gyros. 
Chestnut, smiling in defeat, said he was slow and couldn't catch Stonie, who entered the match weighing just 125 
pounds to Chestnut's 230 pounds. 
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Take a seat 

I got my car serviced this week. 
 
It was a main dealer and a 90k service so a few extras were needed including a new battery and 
some windscreen wipers. 
 
When I went to collect it the conversation went like this: 
 
“So...what’s the cost then?” 
 
“Just hold on, Sir, we’ve gone to get a chair from the spares department.  We find that customers 
often need a chair to sit on after we tell them the price of spares!” 
 
“Go on.  How much is it?” 
 
“It’s R8500.” 
 
“Good God, I could go to Mannenberg (a local township) and buy a car for R8500.” 
 
“And for R8500 you’d get a good car as well.” 
 
Conversation finished with laughs and smiles all round as I produced a credit card to pay.   
 
This Nissan dealer is a good shop and they give me great service but servicing Nissan Patrol 4.8 
V6’s isn’t cheap, believe me, but they know this and they approach the subject with great good 
humour. 
 
I like the fact that they know me well enough to have a joke and engage me personally. 
 
I’ll continue to use them and recommend them. 
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Large and small 

Here’s a tip from the archives: 
 
If you want to make something look attractive ensure that you present it as either large or small 
depending on which one best suits the situation. 
 
If you’re a seller then you’d offer a LARGE discount of 4%. 
If you’re a buyer then you’d be looking for a SMALL discount of just 11%. 
 
Numbers don’t have an emotional element to them so that’s what you need to add.  We all know 
that round numbers have a special attachment...that’s why 10% is such a popular number for 
discounts. 
 
Always make sure that you add the proper element of emotion to a bare number so that it looks 
more attractive to the other party.  Any number can be big or small.  It depends how you present 
it. 
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