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Sunday in Cape Town…pleasantly warm in Autumn...thankfully no cold wind or rain... 
 
Quite often it’s rather pleasant when not much happens during a week.  It’s not much good for writing a 
newsletter but it does mean that life continues without too many hiccoughs. 
 
We tidied up the first Quarter’s books this week and it’s always a disappointing time.  Unlike the northern 
hemisphere people combine Christmas and New Year with the Summer holidays so nothing much happens in 
January and even February is pretty flat.  Q2 is generally a lot better. 
 
England finally won a cricket match and I joined 45,000 Stormers fans last night at Newlands to see them 
finish off the Bulls.  This is the best Stormers team I’ve seen, myself, in SA so there must be high hopes for 
them in the post season playoffs. 
 
I’m gearing up for a Royal visit on Tuesday week.  Married Life returns from London so I’ve got the cleaner in 
and I’ve had a strong word with the cats about keeping the place in good order. 
 
The fitness regime continues with some real success.  In a month or two’s time there should be a whole lot 
less of me...and many people I know will think that it’s got to be a step forward. 
 
Next week has 2 public holidays so not much will be done in SA...another fallow week. 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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26th April 2015 

It’s not easy to write here about how many books and vids I’ve collected in the last few weeks but if you’re 

interested in enlarging your e-book, vid and audio book library give me an e-mail and I’ll share my thoughts with 

you. 

NORTHBRIDGE, Mass. (AP) — A Massachusetts police department has been receiving some curious calls from 

people with Australian accents. 

Police dispatchers in Northbridge say they have recently received several calls on their business line from people 

in an Australian community with the same name. 

Northbridge, Massachusetts, is about 35 southwest of Boston. Northbridge, Australia, is a suburb of Perth. 

Lisa Gaylord, who's been a dispatcher for 16 years, tells The Telegram & Gazette (http://bit.ly/1EbtaBj ) she got her 

first call from Australia in March. She thinks people there are probably searching online for "Northbridge police" and 

calling the first number that pops up. 

One disgruntled Australian said the call would "cost a fortune," and hung up. 
Australian callers have also told Gaylord about a fight and to report a missing person. 

 

 

 

 

 

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=%22Lisa+Gaylord%22
http://bit.ly/1EbtaBj
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


  

      

     684 

The sales funnel 

Some books call it The Sales Funnel...others call it the Sales Pipeline.  It’s the same thing...it 
describes the system whereby a prospect becomes qualified and then gets closed and becomes 
a customer. 
 
All of this depends on the seller following up. 
 
Just before Christmas I spoke with two finance advisors about some savings opportunities.  We 
had preliminary discussions and I said that I’d get back in the new year.  I didn’t get back to 
them...but they don’t much seem to care as they haven’t got back to me.  Considering that they’re 
the sellers I’d have expected rather more energy from them. 
 
A couple of weeks ago I spoke with a wooden flooring salesman who told me he’d get back to me 
with some samples.  Since then...silence.  It looks as if I’m going to have to progress this 
business myself. 
 
Suspects become Prospects.  Prospects become Customers.  Customers become Accounts.  
Accounts become Pension Funds...but only if the seller has enough desire and energy to make it 
happen. 
 
Don’t let the fish slip off the hook. 
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Contracts 

I’ve always preferred to work on a goodwill handshake basis in my own business.  Occasionally 
we write down the agreement on a simple sheet...mainly to ensure that we have a record of the 
deal. 
 
I don’t much value having pages of contracts signed up.  It complicates the business and takes 
the focus away from the key issue of creating value. 
 
My business is rather small and in large international multimillion dollar deals a contract is always  
a requirement because it dimensions the deal and ensures that both parties are managing the 
risk element properly. 
 
I’ve written before that I’ve never found the lawyer’s role in a deal to be a positive one.  Generally 
they complicate matters and take the focus away from both the value and the relationship. 
 
If you must have a contract then don’t over complicate it.  Ensure that both you and the other 
party work closely together and the contract is never used a stick to beat the other party. 
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