
Sunday morning in Cape Town and the sun’s out and that’s not a bad thing.  Out for brunch this morning...something 

that Capetonians don’t really do very well.  It takes some finding.  I remember being in Melbourne where Sunday brunch 

was quite an event. 

 

Thanks to the people who replied about last week’s update and one thing that came out of the comments was that 

there’s a demand for a subscription service for a video and a set of notes each week.  This would be around $30 a 

month and if having a video sent to your mailbox and a set of supporting notes sounds like something that will add value 

to your business then let me know and we can sort something out. 

 

That’s the end of the ads...promise. 

 

Instead let’s talk about Cape Town being the sporting capital of the world.  SA television gets more sport than you could 

ever believe and there’s plenty live as well.  Saw the Springboks beat Australia last weekend at Newlands and 

yesterday watched Arsenal stick 6 past Everton and a whole host of other games.  It’s ironic that there’s more English 

football on the tele in SA than there is in England. 

 

Enough of sport...I’m waiting for the Telkom man to come and fix my adsl line...on a Sunday morning as well!! 

 

Enjoy your week with three tips as usual... 
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This week we used, read, visited, played with... 

Bought a cheap GPS system this week...a Garmin Nuvi 205W.  It’ll do for messing around in Cape Town 

and in cities.  When I go travelling I need something that’ll take waypoints and log trails but that’s a few 

months away yet.  Got Mapsource to work and now have all the maps on my laptop.  Garmin is pre-

eminent here...don’t be tempted by TomTom...you’ll miss the software support and in Africa you won’t be 

able to use Tracks4Africa which is a sine qua non of long distance off road travel. 

Here’s a difference between the UK and SA.  Yesterday I used up 1 gig of bandwidth in a day...and the 

service went off and I had to top it up.  The reason was that my wife’s Ipod updated her weekly podcasts 

and some of them are video.  In the UK bandwidth is free and you don’t think twice about it.  Here 

bandwidth costs an arm and a leg...approx $9 a gig...and it’s very limited.  They say it’s going to change 

but I’ll believe it when it happens.  Telkom is not a very benevolent monopoly. 

(08-13) 13:35 PDT Joliet, Ill. (AP) -- 

An Illinois judge has freed a man who had been in jail for three weeks after letting loose a loud yawn 

during a sentencing hearing. Thirty-three-year-old Clifton Williams of Richton Park was found in 

contempt of court and jailed on July 23 after yawning in Will County Judge Daniel Rozak's court. He 

could have been jailed for six months. 

Williams was in court for his cousin's sentencing on a drug charge. A prosecutor in court at the time 

described the offending yawn as "loud and boisterous." 

As Williams stood before the bench in shackles on Thursday, the judge gave him a short lecture. He told 

Williams he wasn't in custody for simply yawning but for making a sound "that was offensive to the 

court." 
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The need for Green 
 
Got an email from a friend this week telling me that they were under pressure, had a long job list 
and needed to borrow some Green to get organised. 
 
I know that problem well and I also could do with wearing a Green hat more often. 
 
What I like about this email is that it very succinctly showed how SDI can create a simple and 
easy vocabulary for people to communicate to each other about themselves. 
 
SDI people know what “borrowing a bit of Green” means.  It’s clear and simple. 
 
When you’re in the company of SDI trained colleagues it really easy a snip to communicate with 
them more effectively.  It tells them how you’re feeling, respects how they’re feeling and keeps 
the relationship on a much more level footing. 
 
Simple but effective. 
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Horses for courses 
 

If you read these tips regularly then you’ll probably read the SDI tips that accompany them. 
 
Here’s a combination, this week. 
 
Salespeople come in all shapes and sizes and so do customers.  Wouldn’t it be a good idea to try 
to match the job with the seller and then match that to the customer. 
 
The different types of sales job are well known.  At one end there’s telesales and new business 
and at the other end is Key Account Management.  These are hugely different tasks and require 
different skills and expertise.  They also require that you match the character and personality of 
your sales people to match these tasks. 
 
Then we also have customers. They come in different shapes and sizes as well so if we 
understand them better we can then interface more effectively with them and match the seller, the 
sales style, the customer and the buying style. 
 
If we get that fit right then we’re moving onward and upward...per ardua ad astra. 
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Big deals 
 

It’s pretty true that the bigger the deal the more “honest” the other party will be. 
 
I use the word “honest” not to suggest any lack of integrity but to indicate the their statements and 
planning will focus more in on what is real and not just play acting. 
 
When you buy something of low value in a market you can expect all of the fun and games of 
haggling and marker setting.  If you’re doing a deal in the millions of dollars with high strategic 
importance then you can assume that the statements from the other side will have a greater 
sense of reality. 
 
It’s important to know this because in your contingent planning you’ll need to try to put yourself in 
the other person’s shoes.  In a street market the range of numbers could be huge...several 
magnitudes whereas in a bigger deal the range might be just a few percent. 
 
This can make big deals even easier than low value deals.  Who knows the true price of a carpet 
in a souk but we do know the true price of high value capital goods and we can make a pretty 
good stab at doing almost exact calculations. 
 
From my point of view, bigger is better. 


