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Sunday in Cape Town…cold and windy. 
 
Our software update went OK and was pretty seemless.  Some of the rules have changed for my facilitators 
and they’ve got to learn a new system but all in all it’s fine. 
 
I’m putting up my prices for SDI on August 1st.  I raise my prices every two years and so the jump is quite high 
although unlike Europe this is a country with old traditional inflation and a sinking currency so it’s not a 
surprise that everything has to adjust.  We’re not quite Zimbabwe but for me personally rising prices are 
balanced by strong Sterling so I come out of it in good order. 
 
Here’s a thought for teams and leaders:  At the moment everyone is complaining that SA rugby, as evidenced 
by the Super 15 is weak and doesn’t deserve a place in the playoffs.  People are also looking forward to 
Australia murdering England in the upcoming Ashes games.  Murray always loses to Djokovic.  The key point 
is that if Murray took his racquet home and refused to play because his position was hopeless then tennis as 
a sport would disintegrate.  Without losers we don’t have sport. 
 
Our US colleagues tell us that to come 2nd is to be first of the losers.  Well, without the losers you wouldn’t 
have a winner...and the spectators wouldn’t have anything to watch and cheer (or jeer) about.  I’m writing this 
in praise of losers.  These are the guys...a bit like me a few years ago...who came 25,000th (give or take a few 
hundred) in the London marathon.  Was I a loser...certainly not.  I’m going to enter the Cape Cycle Race next 
March and there are 35,000 entrants.  I shall come many thousands down...but don’t dare call me a loser. 
 
I don’t want to echo the Chariots of Fire concept of participation is key...’cos Harold Abrahams wanted to 
win...but if this weekend you can’t be Lewis Hamilton or Usain Bolt don’t worry...get the activity going and 
embrace being a happy and very fulfilled loser. 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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           14th  June 2015 

I now possess my bike and very happy I am with it.  Like all keen cyclists I’ve now joined Strava and will log my 
journeys.  If anyone in this network is on Strava then do share your name with me and I’ll happily follow your 
journeys, share my own and enjoy a conversation. 
 
Here’s why people buy e-books.  I’ve ordered two books from Takealot (the SA Amazon) and 3 weeks later they 
still haven’t arrived.  E-books take approximately 30 seconds to arrive.  They don’t look nice on the bookshelf but 
at least I can read the things. 
 
 

FLINT, Mich. (AP) — A lawyer who wanted to enter his pet pig into the Flint mayoral race is calling off the effort. 
Michael Ewing started the "Giggles the Pig for Flint Mayor" campaign after learning that a mix-up by Flint's clerk 
threatened to keep candidates' names off the ballot. Gov. Rick Snyder on Friday signed a law allowing Flint's 
mayoral election to proceed despite the error. 
Ewing confirmed to The Associated Press in an email Wednesday that with the write-in effort off, a "Giggles the Pig 
for Flint Mayor" Facebook page now will be used in part to share good news stories about Flint. 
Ewing had said Giggles' candidacy sought to draw more attention to the mayoral race, better educate voters about 
their choices and encourage residents to demand more of elected officials. 
 

 

 

 

 

 

  

 

Searching for value 

http://www.amazon.com/dp/B00A9SOE2I
http://www.twitter.com/tom_beasor
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http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22The+Associated+Press%22
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6572&edition_id=6755
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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Subscriptions 

I was checking out some prices to subscribe to a website service.  They offer two levels: 
 
Annual  $29.99 
Monthly $5.99 
 
Now you don’t need to be Einstein to work out what’s going on here.  Clearly they do not want 
people to subscribe monthly and they make it prohibitively expensive.  To mitigate this they do 
offer one month free. 
 
This is known as the Russian Front.  You make something look attractive ($29.99) by comparing 
it to something ugly ($5.99 per month). 
 
The real question is whether $29.99 a year is good value.  The monthly comparison is there 
merely to confuse people. 
 
Don’t let sellers confuse you with their pricing strategy and don’t allow them to push you in a 
certain direction courtesy of their numbers. 
 
What I’ll do here is to have a free month and then decide whether the annual is good value.  The 
monthly comparison will be ignored.  The annual price is the real price; the monthly price is 
merely there to add camouflage. 
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Free gifts 

I was really quite shocked this week when I bought my new bike and went to settle up. 
 
The seller made sure that the package included all the extras that I needed and we then went to 
the till. 
 
As he added up all of this I was doing my own arithmetic and had a price in my mind which was 
the discounted bike price plus extras. 
 
After he’d done his stuff on the calculator he quoted the final price, including all the extras, which 
was little more than the bike price.  It seemed that I’d got most of the “extras” for free. 
 
So...as a lively negotiator I had two feelings: first was...did I pay too much for the bike and as an 
act of mercy he added these in and he still made a nice margin.  Second was that I’d bottomed 
the deal on the bike and he foolishly gave me stuff that I would readily have paid for. 
 
I really don’t know which...and such is the nature of negotiations...I never will. 
 
What is true is that the seller, no matter what the value equation, created a good felling in me and 
I will give him more business and my lifetime value is good news for him.  It’s only in my cynical 
bones that I’m just a little worried about whether I got “done” or not...no matter what “free gifts” I 
got. 
 
We’ll just never know...and that’s the charm/curse of negotiations! 
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