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Sunday in Cape Town…cold and wet and not likely to get much better for the next couple of months... 
 
This is a pivotal point in my business cycle.  There are new products that need investment and that soaks up 
spare cash and we’re hoping that the product development will provide a long term pay back.  It’s easy to see 
how many small businesses go under when hugely successful.  Cash, as we all know, is king...and it is easy 
to be very successful, have a full order book and be very bankrupt if you run out of cash. 
 
I’ve known this for years and have reduced fixed costs to the barest minimum.  I work from home and don’t 
employ anyone.  If I need help I buy it in on a temporary basis.  This is the key to survival for small 
businesses. 
 
Many of you will know about my sales and negotiation business...www.negotiationupdate.com...but you may 
not know exactly that I’m the South African distributor of SDI and you can check this out on 
www.corestrengths.com and you’ll see there what all the fuss is about. 
 
So Arsenal win the cup and England beat NZ and the Stormers are set fair for the playoffs.  Sport isn’t all 
Hamilton and Millwall. 
 
I went to the printers this week and bought a print run for 250 items.  It’s very frustrating to know that a run of 
1000 would be only twice as much money but, of course, I’d then have enough stock in my attic to see my 
through for years and years.  Buying printing must be glorious fun when you’ve got plenty of volume but for 
low volume runs it’s a case of grin and bear it. 
 
 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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31st May 2015 

I’ve made a commitment to myself to get fit...as fit as I was 30 years ago when I ran 3 London Marathons.  Apart 
from the fitness issue I’m going to have to lose some weight and I’ve already made a move in that direction.  In all 
I’ll need to lose 30 kilos and I expect to achieve that in around 12 months’ time. 
I’m not going to run...it kills my knees...so I’m going to buy a decent bike and get some time in cycling. 
I’ve read a huge amount on weight training and I advise a visit to You Tube where there’s just enormous free 
resource.   
A book I’ve found helpful is Burn the fat, Feed the muscle by Tom Venuto.  It’s a good read on Kindle.  If anyone’s 
interested in continuing this conversation then mail me up and we can share ideas. 
 

TWIN FALLS, Idaho (AP) — A 73-year-old BASE jumper who died after leaping from an Idaho bridge had set his 
parachute on fire as part of a stunt, authorities say. 
A graphic video of the fatal jump, posted to YouTube on Monday, shows someone engulfed in flames and falling 
from the Perrine Bridge into the Snake River, 500 feet below. 
James E. Hickey, of Claremont, California, had apparently planned to ditch the flaming parachute and deploy a 
second chute in the May 7 stunt. 
The initial report from the Twin Falls County Sheriff's Office said only that Hickey's parachute deployed too late, 
and the coroner said Hickey died of blunt-force trauma. 
 

 

 

 

 

 

  

 

Searching for value 

http://www.amazon.com/dp/B00A9SOE2I
http://www.corestrengths.com/
http://www.twitter.com/tom_beasor
http://www.sfgate.com/search/?action=search&channel=sports&inlineLink=1&searchindex=gsa&query=%22James+E.+Hickey%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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Cats and fear 

So I go into a pet shop to buy some Hills Science for the cats. 
 
In conversation with the lady serving I mention that I combine Hills Science with Whiskas.  Her 
immediate reply was that I should avoid Whiskas as it was full of salt and would damage the 
cats...by the way, she doesn’t sell Whiskas. 
 
This made me smile because everyone knows...that’s everyone who doesn’t sell Hills Science, 
that is, ... that dry food is bad for cats.  Just ask the person behind the counter in the petshop. 
 
I’m sure I could repeat this example with umpteen other brands of cat food that are “bad for cats.” 
 
We all know that customers are generally driven by fear and greed.  If you can position your 
product or service to hit one of those targets then you’ll do very successfully.  I sell negotiation 
and sales training so I should know particularly well. 
 
When you pitch your product always aim to allay fears and expand greed.  It’s not a pleasant 
human trait but it really works...just ask my cats. 
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Cheap is good! 

This week I bought a piece of equipment and it was cheap. 
 
I’m not sure that it was the best value on the market as I saw something 3 times more expensive 
that would probably have lasted longer and the Total Cost of Ownership was probably less over a 
period of time. 
 
I bought the cheap choice because my budget was constrained and despite all of my strictures 
that Value is more important than Cost and Cost is more important than Price...this time I went 
Cheap! 
 
It’s not a sin to break the rules when you do it knowingly.  I said in this week’s update that cash is 
king and you don’t get to the long term unless you survive the short term. 
 
So this week I went cheap to survive the short term.  I may, indeed, go for the value option next 
time round but at least I’ll be doing it mindfully and breaking and bending the best practice rules 
knowingly. 
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