
 

Jun 

 

  

Sunday in Cape Town…oak leaves in the streets and very cold (for SA) in the mornings... 
 
This week emphasises the strange nature of consultancy life.  We went to Home Affairs on Thursday so that 
Sue could get her Permanent Resident status confirmed.  We had every intention of being here together for 
the next few months when the phone rings and she gets offered a stack of work in the UK and so she’s back 
off to London next Friday for 5 weeks. 
 
Consultancy life is very much feast and famine and on any particular day a phone call or email could turn your 
plans upside down with the offer of work.  It’s been like this for the last 20 years and it seems to be continuing 
no matter where we live.  Thankfully air fares are quite reasonable at the moment so it’s not too punishing to 
fly back and forth and the real bonus is that there’s no jet lag issues by just flying north-south. 
 
We sat in on a webinar last week and for reasons best known to someone else the sound didn’t come 
through.  They did record it and as I write this it’s being downloaded from Dropbox.  I’m finding that Dropbox 
is becoming more and more a feature of life.  All my files are backed up there and it’s the repository of all my 
vids and photos.  I also use One Drive as I get 1TB of space for using Microsoft Office.  All the backing up is 
down in the background and it’s a godsend. 
 
My advice is that if you use Outlook...and most people do...then you should back up your .pst file daily 
automatically into the cloud.  It’s a large piece of business...mine is 4.6 gigs...but it means that if my computer 
died I’d have all my emails and contacts ready to be loaded into Outlook again.  Outlook is clearly my most 
important business programme and the .pst file is its heart.  You lose it at your peril. 
 
Went to Newlands last night to enjoy the Stormers winning again.  Today is a red letter sports day and I’m 
recording the cricket, Monaco grand prix and there’s the last football of the season to watch as well.  I watch a 
lot of it on fast forward as there’s never enough time in the day to watch it all in real time. 
 
I’m embarking on a very serious fitness regime.  I won’t bore you with the details but if anyone wants to share 
ideas and thoughts on weight loss/fitness training/cycling/weight training then I’d be happy to have the 
conversation offline. 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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I’m enjoying more and more podcasts and Kindle downloads.  I’m using my US address to look for items not 
available in SA and Takealot gives me access in SA to books not worth importing by Amazon into SA.  I’ve pretty 
much got the international shopping issue nailed down now.  It’ll almost seem a shame to actually do it in the US or 
UK when I’m there. 

TRAVERSE CITY, Mich. (AP) — Police say a belligerent man dressed in scuba gear caused a stir at a northern 
Michigan fast food restaurant. 
The Traverse City Record-Eagle and MLive.com report the man, who had been drinking, showed up Tuesday 
morning at a downtown McDonald's. Workers called police, who found the 48-year-old man nearby. Police say they 
warned him that management didn't want him at the restaurant. 
Police didn't know why the man was wearing scuba gear. 
Regardless, Detective Sgt. James Bussell says that "as far as wearing scuba gear and having a couple of beers, 
that's legal." 
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Needs and wants... 

When you’re a customer or a seller and the process affects you personally then you always gain 
a greater insight into the way it’s done. 
 
I’m currently contemplating a few purchases which I can’t reasonably say that I “need.”  I guess I 
could try to convince myself that it’s really a “need” but it’s more likely a “want” or somewhere 
between the two. 
 
The best example I know of this is in the fashion world.  Most people have as many clothes as 
they need to keep warm, dry and safe.  That doesn’t stop them from buying more items as 
fashion trends start to turn “wants” into “needs.” 
 
When you’re selling to a prospect do try to separate the needs from the wants in the way that you 
pitch it.  You can pitch an item or service as a “need” but you’ll do it a lot differently if it’s only a 
“want.”  You don’t sell a luxury car the same way you’d sell a commuter vehicle.  They occupy 
different areas of the buyers psyche. 
 
Just split out the two categories and ensure that you’re selling them appropriately to the right 
customer base.  Ferrari drivers don’t buy taxis...and taxi drivers (generally) don’t buy Ferraris. 
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Risk and reassurance... 

A friend of mine had a puncture recently and got stranded because she couldn’t change the tyre 
herself and didn’t have any roadside assistance. 
 
It immediately made me think of my own situation and I checked my AA roadside membership 
and then downloaded the app in case I’m ever in the same situation. 
 
This is remarkably good news for the AA as it made me hostage to their advertising whereby I’m 
judging their price/cost not by what I pay upfront but by the risk protection and reassurance it 
provides. 
 
We’ve been teaching for many years that deals are often based more on emotion than logic.  In 
this case the AA are “selling” risk and that’s a very powerful commodity to sell because it’s almost 
impossible to quantify. 
 
I’ve worked with clients many times where we’ve paid a premium in order to reduce the risk.  I 
remember a deal in Hong Kong where my client paid 25% more for a product because they knew 
the Japanese brand of one supplier against a semi-unknown Chinese competitor.  They told me 
that the Chinese offer was just too great a risk. 
 
When you’re doing a deal always evaluate the risk on your side and always pitch yourself (if 
you’re a seller) as the low risk option.  You’ll never know how many percentage points it’s worth 
but it’s more than you’d think. 
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