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Sunday in Cape Town…generally getting colder but a much nice day today for Sunday brunch... 
 
I’m getting meetings organised for the launch of our new SDI products and this weekend the new website 
goes live so we can expect organised chaos tomorrow when everyone logs in to the new platform.  My 
experience of new IT launches is not very positive but we’ll see what happens.  I notice that I can’t login today 
when it was all supposed to be done yesterday. 
 
Sometimes I’m not sure whether it’s better being a stand-alone consultant as I have been for many years 
teaching sales and negotiation or to be the SA distributor of SDI.  The SDI product set is fantastic and the 
people locally are very positive but I am in a setup which reminds me of corporate life and that’s not a very 
pleasant set of memories.  If we get it right then I get the best of both worlds but sadly when it goes wrong it’s 
very much the worst of both worlds. 
 
The Stormers won the SA log but won’t get a home semi final which is of no use to anyone except the 
Aussies and Kiwis in this network...but there are quite a few of them! 
 
Poor old FIFA...hahahahahaha! 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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This week I bought a new bike and I get to collect it on Tuesday after getting if fitted.  It’s a bit like buying a 
suit...they need to measure you up. 
I’m doing a ton of reading up on the subject and have joined strava.com which is something I think I’ll enjoy. 
Thanks to those who replied about cycling.  If anyone wants to tap into my experience as a complete newbie I’d be 
happy to share it. 
Went to a Banting food fair this morning.  Banting is a big deal in SA and Prof. Tim Noakes is a very famous 
exponent.  Doesn’t seem to have quite the resonance elsewhere. 

WOODSTOCK, Ill. (AP) — A suburban Chicago man who says he always wanted to know what it is like to smash 
through a garage door now knows the feeling. 
Ninety-one-year-old Walter Thomas of Woodstock was able to slam an SUV through a garage door with his 
family's help. 
The garage was slated to be torn down, so Thomas' action was of no consequence. The SUV was donated. It was 
then up to Thomas to back it through the garage door and check that activity off his bucket list. 
Thomas described what he did this way: "I hit the gas, squealed the tires and bang — we went through the door." 
Thomas says he doesn't know what he could do to top that. 
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I’ll call back 

If I had a dollar for every time I’ve been told in Cape Town that the seller would call me back then 
I’d be a lot less poor than I am at the moment. 
 
I’ve written this tip before but it happened again this week...twice.  A plumber and a cycle 
salesman.  The cycle guy lost the sale and I went to another shop.  The plumber is on probation 
and I’ll give him one last chance to turn up or call me back. 
 
This tip is directed at South African sellers.  If you just keep your promise and call back when you 
say you will then you’ll be almost unique and customers will beat a path to your door.   
 
When the opposition is so poor you really don’t have to be much good to succeed in Cape Town.   
 
Just remember...when the customer is hot to do business it just seems perverse to refuse to take 
the money from them.   
 
All you had to do is make a phone call and you didn’t do it.   
 
Shame on you. 
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Desk top publishing 

I was quoted R34 a page this week from a desk top publishing person.  She said that it was her 
“best price.” 
 
I then explained that her “best price” wasn’t very “best” for me so she reduced it to R27. 
 
So what we had then was a second “best price.”  I guess I could have thanked and banked and 
gone for the 3rd “best price” but frankly I felt sorry for the lady who didn’t have a clue and was way 
out of her depth. 
 
Now we do know this, don’t we!  If you move on a “last offer” or “best price” then your credibility is 
shot and you deserve all the punishment you get.  Never use these words unless you really are 
willing to walk away if the offer is refused.  There are many other phrases that can be used to 
present a price and these are not the ones ever to use.  They put you in a terrible “take it or leave 
it” position. 
 
Simple but powerful and very true. 
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