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Sunday in Cape Town...pleasant sunny day. 
 
This week sees the Solstice which for us folks in the Southern Hemiphere means that the worst of the dark 
mornings and early sunsets is over and it’ll start getting a bit lighter although the price you pay for that in 
Cape Town is the rain in July and early August. 
 
I’ve got a meeting on Tuesday of all my SDI distributors.  We’re a pretty loose agglomeration of independent 
consultants with some corporates although the corporate users never seem to come to the meeting.  We 
meet at an old fashioned country club place nearby...Kelvin Grove.  It’s just on the line between old fashioned 
charm and run down dowdiness.  The good news is that every time I go there I lower the average age quite a 
bit so it makes me feel young! 
 
I went to see the Stormers get humiliated last night and a ghastly affair it was.  Nonetheless I had England’s 
cricket win to watch and there’s Hamilton this afternoon.  As I’ve said before...if you support enough teams 
and different sports you’ll find a winner somewhere. 
 
Business continues to roll along in Cape Town and I’m now planning my first visit to Jo’burg next month for 
quite a while.  That’ll be the first new step in growing the business “up north.” 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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I’m progressing my unhappiness with Takealot with my book order.  They really do apologise nicely...but I guess 
they get plenty of practice! 
 
I’ve discovered some really nice low carb chocolate at Caring Candies.  It’s got three advantages: low carb and no 
sugar, good price and it tastes fine.  Their online ordering is super in Cape Town and I recommend them 
wholeheartedly if you’re looking for chocolate that won’t rot your teeth or give you too many calories. 
 
I did buy some carb free granola from Life Bake.  Tasted like sawdust and is definitely not recommended. 
 
 

GENESEE FALLS, N.Y. (AP) — Authorities say a good Samaritan trying to help a New York man in distress turned 
out to be a bad Samaritan. 
The Wyoming County sheriff's office says a man's foot got stuck under his riding mower last week on a sloped lawn 
near an embankment in Genesee Falls. 
Deputies say 31-year-old Christopher Ratcliffe heard his cries for help. Ratcliffe had stopped at a nearby gas 
station while driving back to Pennsylvania. 
Police say Ratcliffe tied a rope from his vehicle to the mower. But instead of backing up, Ratcliffe went forward, 
causing the trapped man, the mower and Ratcliffe's vehicle to go over the 12-foot-high embankment. 
The mower landed on the man, who had minor injuries. 
Ratcliffe was ticketed for driving a vehicle that was uninsured, uninspected and unregistered. 
 

 

 

 

 

 

  

Searching for value 

http://www.amazon.com/dp/B00A9SOE2I
http://www.twitter.com/tom_beasor
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Christopher+Ratcliffe%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


  

      

     691 

Discounts 

I remember going into a jeweller’s and being offered a 50% discount within 5 minutes of being 
there and then when I “thanked and banked” I got another 20%.  At that stage I walked out.  If a 
shop can offer me a 70% discount that quickly then their pricing structure doesn’t have any 
credibility. 
 
Jewellers are always prone to this because their margins are so high.  I mentioned last week 
about subscriptions and again when margins are high then discounts can seem mad. 
 
If you’re a seller and you want to offer a discount then it’s got to have credibility...otherwise the 
customer will give you no credit for it and will “thank and bank” you into oblivion. 
 
There are two rules that apply: 
 

1.  Make the discount seem credible.  If you offer a large discount ensure that there’s good 
logic for it. 

2. If you’re going to offer a subsequent discount always offer a progressively smaller 
increment.  40-20-10-5 is the sequence if you want to go that high although I’d prefer 
something like 10-5-3-1.  This tells the customer that the shop is shutting on the discount 
and it’s a disincentive on them to keep asking for more. 

 
“Oliver Twist” customers are a real pain.  Don’t just satisfy them by giving them extra discounts...it 
just makes them greedy. 
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 
 

Sales Tips 

© Tom Beasor 2015 

The search for value 



 

Negotiation Tips 

  

   711 

Russian Front 

I was discussing a price increase this week and the client started to compare the new prices with 
the old prices...and in comparison it was quite a jump. 
 
What I did was to change the comparison and instead of comparing the new price with the old 
price I showed them the UK equivalent price which is 3 times what I was charging.  In comparison 
with that my new price seemed very reasonable. 
 
Prices don’t exist in a vacuum.  People automatically compare them...and it’s your task to ensure 
that they compare them with the appropriate (for you, that is) number. 
 
Our good friend, The Russian Front, comes into play.  Remember...”if you think this price is bad 
look at this one, it’s even worse!”  Anything can be made to look beautiful by comparing it to 
something which is even more unpleasant. 
 
If you think I’m ugly you should see my brother! 
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