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Sunday in Cape Town…late Summer sun but a few cold days... 
 
The clocks have gone forward in Europe but South Africa remains constant but at least we’re only 1 hour 
ahead of London which makes watching the sport a bit easier. 
 
It’s Easter and it’s a quiet time in Cape Town.  People go away for Easter and there’s a stronger sense of the 
Christian tradition than there is in the UK. 
 
I’m going to ramp up my fitness regime.  I go to the gym three times a week but I want to move some weights 
at home and I’ve been looking at the DASH eating regime and it seems to be the first “diet” that is based on 
some soundness of medicine and research.  I’m going to cut my sodium intake which I trust will be good for 
my blood pressure and then it’s a new push on weight reduction.  I’ve done phase 1 but it got stuck there and 
so phase 2 now begins.  If anyone’s interested in sharing ideas or comments on fitness and eating I’m happy 
to have the conversation. 
 
In two weeks we’ve got a pilot programme with a new high visibility client.  It’s new material, a new product 
and we’ve never run it before...so, no pressure then!  We’ll be fine...I bloody well hope so! 
 
From my wide portfolio of sports teams I’ll pick Arsenal this week...and did they do the job or what...and 
Millwall who managed to win at last. 
 
We use Quickbooks as our accounting package.  I tried Pastel but it was just too hard and not user friendly.  
We like it a lot and I’d recommend it to small businesses.  We’re going to get some more training on it so that 
we can bottom out all of its functionality.  It’s also a fraction of the price of Pastel and value is important...as 
we all know. 
 
I’m getting quite a few connections on LinkedIn from people I’ve never heard of.  I reckon it must be the daily 
negotiation tweet and that’s a message to all small businesses who’re looking to create a wider network of 
contacts and prospects. 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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5th April 2015 

There are a couple of really decent tea/coffee merchants in Cape Town and this week I broadened out my 

selection of teas.  I treated myself to a bright new glass teapot and then promptly broke the lid.  Marvellous. 

 

PLAINFIELD, Vt. (AP) — An apparent April Fools' Day joke claiming that every road in Plainfield, Vermont, would 

be paved has created a small dust up. 

A resident posted a message on an online community forum saying the town decided to pave its roads as part of 

"Obama's federal stimulus package." 

Some residents responded, with one saying he enjoyed living on a dirt road and that the slower pace of the 

unpaved parts of the community would be in jeopardy. Another resident said it was a costly and "absolutely awful 

idea." 

The town's road commissioner says the town doesn't plan to expand its blacktop. 

The Times Argus reports (http://bit.ly/1IebOWV ) that after the outcry, the original poster said the dirt roads had 

been saved, signing off with "Happy April 1." 

 

 

 

 

 

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=%22The+Times%22
http://bit.ly/1IebOWV
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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Two way street 

Normally selling is a one way street...money moves from the customer to the supplier. 
 
I can think of several examples where money has moved in the opposite direction and this week 
this is a tip for buyers. 
 
If you’re a buyer always examine the opportunities to turn your purchase into profit.  
Supermarkets are a good example...they derive income from their suppliers by selling them shelf 
space.   
 
I once had a client who was buying software.  We calculated that the value of their supplier 
getting a blue chip customer in a new country meant that they should pay for the privilege.  My 
purchasing client was shocked when I suggested that instead of negotiating the price down he 
should demand a fee for purchasing the product...and he got it. 
 
Never believe that money can’t flow uphill.  If you’re a buyer try to understand how you might be 
able to turn the purchase into a profit opportunity.  If you’re a seller always be flexible when the 
right deal comes along...even if it means paying the customer! 
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Conditioning... 

I may soon be in the market for some wooden flooring...and it’s not cheap. 
 
I went to a shop to get a quote and quite rightly they gave me a “ball park” figure.  I was just a 
stranger off the street and they’re not going to give me their biggest discount until I’ve proved my 
credentials as a credible buyer. 
 
What we did do...to make that happen...was to get my friend who knows the people in the shop to 
tell the shop owner that I’m a very serious guy who’s definitely going to do a deal and that he 
should be very prepared to give me a good discount because he wouldn’t want to lose me. 
 
This sort of conditioning is worth a great deal of money.  It means that when I next talk to the 
shop the chance of my negotiating a decent discount is greatly enhanced. 
 
It’s always worth doing a bit of pre negotiation conditioning so that when the music does start the 
other party have been put in the right frame of mind.   
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