
Sunday morning in Cape Town and it’s been a hot week and I guess there are a few more to come this 

Summer.  Started watering the garden...which tells its own story. 

 

Some changes this week to the newsletter.  I’m taking the SDI tip and putting it on the front page of the 

new SDI website:  www.sdisouthafrica.com  The site went live this week and although it’s not fully 

finished it’s time to get going on that.  It’s not always been a good fit here and this will leave the 

newsletter to concentrate on buying, selling and dealmaking which is our primary purpose. 

 

Major activity this week is continue telling the world about the Video Library.  We’ll get there. 

 

Two more weeks in Cape Town before going back to England and then off to Vegas and San Francisco 

for New Year.  I’ll be taking a Christmas break from the newsletter over that period.  We may, in fact, 

have a slow start to the new year as I’m planning a long trip driving up to Nairobi for much of January 

and February but I’m sure I’ll be fitting a few messages along the route. 

 

Enjoy your week with three tips as usual... 
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Value creating reading for business professionals 

November 29th 2009 

This week we used, read, visited, played with... 

Bought a book this week….Heart of Africa by Sihle Khumalo.  I really enjoyed his first book.  He writes a 

nice balance of travelogue and humour and there aren’t too many black African travel writers seeing life 

from their perspective.  The title of his first book,  Dark Continent My Black Arse...gives you a clue to his 

view on life. 

I’m coming up against a moral dilemma.  The internet is full of torrent sites that allow you to download 

material for free which is clearly not theirs to provide.  I’ve seen books provided for download that cost 

upwards of $1000...yes, there are books that cost that much...and they’re “free” provided that you don’t 

mind stealing the intellectual property.  It’s been the same for music for quite some time.  With two books 

published I’m sensitive to these issues...but I have had words with my publisher about their high book 

prices and I guess that if you’re going to charge $1500 for a book you can’t be surprised that people 

scan it and share it around as a pdf.   

(11-23) 17:38 PST MELBOURNE, Australia (AP) -- 

A kangaroo startled by a man walking his dog attacked the pair, pinning the pet underwater and slashing the owner in the abdomen with its 

hind legs. The Australian, Chris Rickard, was in stable condition Monday after the attack, which ended when the 49-year-old elbowed the 

kangaroo in the throat. 

Rickard said he was walking his blue heeler, Rocky, on Sunday morning when they surprised a sleeping kangaroo in Arthur's Creek 

northeast of Melbourne. The dog chased the animal into a pond, when the kangaroo turned and pinned the pet underwater. 

When Rickard tried to pull his dog free, the kangaroo turned on him, attacking with its hind legs and tearing a deep gash into his abdomen 

and across his face. 

"I thought I might take a hit or two dragging the dog out from under his grip, but I didn't expect him to actually attack me," Rickard, 49, told 
The Herald Sun newspaper. "It was a shock at the start because it was a kangaroo, about 5 feet high, they don't go around killing people. 
 
"Kangaroos rarely attack people but will fight if they feel threatened.Dogs often chase kangaroos, which have been known to lead the pets 
into water and defend themselves there.Rickard said he ended the attack by elbowing the kangaroo in the throat, adding Rocky was "half-
drowned" when he pulled him from the water. 
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This is our new NU mascot. 
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LinkedIn and Plaxo 
 
I was trying to track someone down this week...an old friend and client who’s moved on in their 
job.   
 
I tried Google but only got their old job references.  I then moved on to LinkedIn and Plaxo and 
couldn’t find them there but in doing so I did find a whole stack of names of friends and 
colleagues who are connected. 
 
Last port of call will be be Facebook and if he’s not there then I’ll email a couple of friends and 
see if they know. 
 
The point of this is that being connected in the business world is a very powerful tool.  It may be 
that someone is trying to connect with you for a very profitable business purpose and they may 
have lost touch with you.  If you’re in business then you must be easy to find.  I’ve talked before 
about having your own website...that’s a given, these days. 
 
So...if you’re a buyer or seller the lesson is....be easy to find...you never know who may be on 
your tail with a pot of legitimate money to put in your direction...and I don’t mean the hundreds of 
Nigerian 419 Fraud spam emails that I get. 
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More thoughts on value... 
 
I want to tell you about a book that costs $947…and if you don’t believe me that a book could 
cost that much then you can check it out on www.dailyvariance.com 
 
How can Cole South charge so much for a downloaded internet book?  Well, the answer is 
easy...because people will pay for it. 
 
How can Michael Porter charge $75,000 for a consultancy day and I know people working for 
less than $500.  That’s a multiple of 150...and I can tell you that he doesn’t work 150 times 
harder, longer or eat 150 times more lunch. 
 
The reason for this is that value is subjective and if you can persuade people to pay your 
price then you’ve won the argument. 
 
This is the absolute nub of the argument about commercial negotiation.  It’s the 
disagreement about value...and the need to reach a deal that cements the value equation. 
 
I’ve often said that you can sell anything if you give it away.  Well...if you don’t want to give 
it away then how much are you going to charge?...and the answer is…”As much as I 
can”...and that’s why we’ll need to sit down and talk about it...which, the last time I thought 
about it was called...NEGOTIATION. 


