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Sunday in Cape Town...even more freezing cold early on but warming up a little during the day... 
 
There are times when it is good to be in South Africa and this is one of them.  The weather is terrible but the 
alternative in the UK is worse...pouring with rain and the fall out of the Brexit vote verges on madness.  On top of that 
England can’t even beat Iceland who truly deserved to win.  In the meantime I shall stay in Cape Town drink 
cappuccinos and train for the Cape Town marathon in September.  It seems a much better way to spend your life 
than trying to make sense of the British political system. 
 
I will go back next month for two weeks to try to get the best of the weather and run a 21k in Cambridge.  I spent 18 
months in Cape Town without going back to London and I’ve decided not to repeat that as long as time, 

circumstances and money allow. 
 
However...England murdered Sri Lanka at cricket and the Stormers played great rugby against the Melbourne 
Rebels and Hamilton’s on pole this afternoon and Cavendish won the first stage of the Tour de France so there’s a 
little sunshine in my sport’s life. 
 
This is the busiest time of the year for SDI and I’m pleased to see that we’re moving along nicely.  We’ve got a new 
facilitator training programme at the end of the month in Cape Town and another one in Jo’burg in October.  Let’s 
hope it continues.  I’ll be in the US for the SDI conference in December so that’s even more travel later this year. 
 
I’m getting my target of 50+kms a week moving now and it’s only 10 weeks until the marathon.  It’s nearly 30 years 

since I last ran a marathon and these old bones of mine need a bit of cranking up but we’re moving in the right 
direction and I’ve got a good coach and a small team of keen friends joining me in the training.  It certainly does 
require a lot of fortitude to get up at 5.00am and run in the dark with a headlight in the freezing cold.  I look a bit like 
the Michelin man with so many layers of clothes on...but we all know where the reward of the righteous is...don’t we. 
 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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The public sector 

I hardly ever sell in the public sector...governments, councils, large parastatals.  In South Africa 
it’s almost impossible to get any sense from these people. 
 
Here’s the reason...tendering. 
 
I remember talking to a large public sector organisation in Cape Town and after my sales pitch 
their reply went like this: 
 
“Well, we certainly like what you’re offering and it could work well for us.  The next time we’re in 
the market for training like this we’ll definitely make sure you’re on the bid list.” 
 
I couldn’t get out of the door quick enough.  I’ve always been told to look for the MAN...the person 
with the money, authority and need to purchase your product or service.  The problem with the 
public sector in SA is that there’s no MAN.  It’s just an impersonal system of brown envelope 
bidders where you get no credit for your research and relationship management and it becomes 
essentially a  race to the bottom on price. 
 
I’ve spent 25 years training people about commercial business relationships and this is the 
absolute antithesis and if that’s the way they want to do business then I’ll stick with the private 
sector where decisions get made more quickly and you can get to the heart of the matter simply 
and easily with a decision maker. 
 
Sad but true.  
 
 
 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
 

Sales Tips 

© Tom Beasor 2016 

The search for value 



 

Negotiation Tips 

  

   742 

It’s that V word again 

When you’ve written over 700 tips there’s always an element of repetition of key points so I don’t 
apologise for revisiting a key concept that’s just come up for me personally. 
 
To repeat....the price isn’t the cost...the cost isn’t the value...and the value is enhanced by the 
relationship.  Procurement specialists should get that tattooed on their arms. 
 
Here’s the deal for me...I pay a subscription to go to a gym class...it’s monthly.  Later in the year 
I’ll be away from the class for 6 weeks so I’ve a choice.  Do I give “notice” for 4 weeks and then 
rejoin at the end of the 6 weeks or do I just pay up and leave it as it is. 
 
I hope you know me well enough to know that I’ll continue to pay while I’m away because the 
value in maintaining a good relationship with the class tutor is important to me and she ’s gone out 
of her way in giving me some personal advice beyond the remit of the class.  I’d feel 
uncomfortable chiseling her for a few rand. 
 
The good news is I think that she’s likely to realise this herself so that the goodwill in the 
relationship will be enhanced and I’ll be able to enjoy better advice and support than before. 
 
If you reduce everything down to a dollar value then I believe that you’ve got a faulty metric.  
Quality and value come at a price and it’s a price you shouldn’t be afraid to pay. 
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