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 Sunday morning in... 
Sunday morning in Cape Town dodging the rain.  I guess that if you were feeling depressed and wanted to kill 
yourself then drowning yourself would be appropriate if you’re a Capetonian.  It’s the wettest Winter for 50 years 
and boy does it feel like it.  Joburg’s got 30 degrees of heat and we’ve got 30 cms of rain.  Spring must break 
eventually.

Got back from Joburg on Tuesday night and have a glorious 10 days in Cape Town to do all those things that 
consultants do on their downtime like washing, dry cleaning, getting your hair cut, sorting out air travel and putting 
out the bins that I’ve missed for the last 4 weeks and keeping the weeds down.  These are, of course, all of the 
major strategic issues that face international consultants after 4 weeks on the road.

In between all this I’ll be getting ready for next Saturday’s trip to London and then onward to Zurich for the week 
followed by a trip to Cote d’Ivoire...visa application permitting.  You can see why you need two passports...the 
visa people are quoting 8 day turnaround on visas and I couldn’t operate on just one passport with this nonsense 
to cope with.

Western Province sadly are not in the Currie Cup semis and Millwall sadly lost.  It’s a sad sporting week.

Back next week with three tips as usual...
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Waiting for Mr. Satellite to come and install my HD box next Friday.  The deal on HD television is very good in 
South Africa and more affordable than in the UK.   We already get every Premier League football match every 
weekend and now at least one of them is in Hi Def.  In my gadget hunt that just leaves me with a BluRay machine 
to get but the technology needs to settle down before I commit to that...unless I buy it in the UK and bring it over.  
One good thing is that all the machines in South Africa are internationalised so the Region nonsense that you get 
in the UK and elsewhere with DVDs seems to have been ignored at long last.

(10-01) 15:21 PDT New York (AP) --

A Mets fan accused of badgering the team’s baseball-headed mascot has pleaded guilty to harassment. 
Authorities said Christien Hansen harassed the mascot at a game in May, refused to leave Shea Stadium and 
took a swing at a security guard 
They say the 32-year-old spit in the guard’s face and pushed kids out of his way.

Hansen had no comment after he was ordered to pay a $500 fine and released.

There seems to be something odd 
here but I’m not sure what it is.
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Halo recruitment
I put a group of sales people through the SDI this week and all of them had 
Red/Hub scores.  There wasn’t an ounce of Blue or Green in the room to 
speak of.

This would be a severe disadvantage to the team when they’re selling to 
people who wanted detail or who didn’t appreciate their Red style but it begs a 
question about the recruitment of such a team.

We say at great length that SDI should not be used as a criteria for 
employment selection.  It is not designed to offer a no/no go decision making 
criteria and there are no norm groups to compare participants with but when 
decisions are being made or when conversations with applicants are taking 
place it’s worth discussing the diversity of potential job seekers.  

SDI presents a valid agenda for a conversation that helps understand people 
better.  As I said in the last paragraph this is for understanding purposes and 
not selection purposes.

If we’re to recruit a team of all the talents there’s little point in continuing 
to clone current people.  It enhances strengths, of course...but then it also 
exacerbates weaknesses.

SDI helps us understand better what makes people tick and this is helpful for 
individual and team performance when we look at what success criteria are 
really required from our people.
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What do we sell?
I teach people that what we sell is Asprins for Headaches.  That’s a commercial 
asprin (solution) for a commercial headache (problem).  I think that the analogy 
works well.

I also teach people that happy people don’t buy things.  People have a need or 
want that needs to be satisfied.  This dissatisfaction is at the root of the buying 
decision.

So in short...people want to be reassured that the asprin they’re buying will 
take away their headache and make them feel better.

Do that and you’re a successful seller...simple as that.
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Champagne glasses
When I was in Macau we had a champagne reception.

We all gathered in an area with a table of glasses and a gentleman doing 
the pouring.  I must say that his view of what represented a full glass of 
champagne differed strongly with mine and in a friendly way I asked if he’d be 
kind enough to top up my glass.

I walked back to my group...all standing there with half filled glasses and they 
looked at my glass, full to the brim.

The obvious question was soon forthcoming.  The answer was equally obvious:

“I asked for it.”

Sorry, folks, can’t make this any harder.  Don’t ask, don’t get.

Start tomorrow.


