
Sunday morning in Cape Town...and the very last day of the World Cup.  One thing I hope for the final is that Mandela 
is fit and well enough to present the trophy but he’s very frail now and it might be beyond him. 
 
I have heard that if he can only come for a few minutes FIFA might think of shortening the match...just joking. 
 
There’ll be a bit of a hangover next week and it’ll take a few days to get back to something resembling “normal” 
although I do think that some things have changed here which will have a lasting effect.  There’s no doubt that all 
visitors have been totally charmed by Cape Town and you’ll understand a little now why I decided to move here. 
 
I’m going to try to get myself into gear tomorrow to do some work but just for one more day we’ll watch the British Grand 
Prix, Tour de France and the Final which I trust will be won by the cloggies much to the delight of all the Dutch readers 
of this newsletter. 
 
Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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Value creating reading for business professionals 

July 11th 2010 

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

MWeb fell over this week and the new Seacom cable failed which meant that we were all without internet 

connections.  I bought a back up service and it was rather good so if any South African colleagues need 

some ad hoc internet connectivity you should try GConnect...it was both cheap and fast. 

I also managed to get my DSTV sorted out.  Instead of having 2 accounts I “downgraded” to one account 

with Xtraview which saves me nearly R500 a month with identical functionality. 

Got my book proposal rejected by Rough Guide so I’m trying Nissan direct.  I really do think there’s room 

for a book showing you how to drive your car from London to Cape Town or vice versa.  I’m going to 

write it anyway but it’d be nice to get a sponsor/publisher.  It all else fails I’ll e-publish it which will allow 

me to put in more colour pictures and make it more interactive. 

United Arab Emirates Decrees Fatwa Against Vuvuzelas 

The United Arab Emirates' General Authority of Islamic Affairs and Endowments has issued a 
fatwa against vuvuzelas (Fatwa 11625). 

The decree, which forbids adherents from using vuvuzelas that are louder than 100 decibels, 
comes a bit late in the World Cup 2010 tournament, as only two matches remain. 

What with overly loud vuvuzelas (i.e. all of them) being haram (forbidden by Islamic law), local 
business owners' plans to import the plastic horns has been shot down. Indeed, the edict was 
ordered as a response to the migration of vuvuzelas from South Africa to the Emirates, and the 
powers that be did not want the plastic horns to become a fixture at local soccer matches. 

Searching for valueSearching for valueSearching for valueSearching for value    

Zog 

Our mascot 

 



The search for value 

Sales Tips 

© Tom Beasor 2010© Tom Beasor 2010© Tom Beasor 2010© Tom Beasor 2010    

      

     474 

 

Whole life value 
 
We all know that the real cost of owning a computer printer is the cost of the cartridges and not 
just the upfront cost of the machine itself.  In fact as a business principle HP could probably give 
their printers away and still be hugely profitable. 
 
My commercial printer has 4 cartridges that cost over $100 each. 
 
So...the lesson this week is to understand the lifetime value of a customer and to understand 
where the profit really comes from. 
 
It may be that you can make more money from maintenance and spares than the upfront cost of 
the machine and many software companies now offer help desks at a fee. 
 
Once you’ve got a customer locked in then you can start to make long lasting profits so when 
you’re looking at the value of a customer don’t just think through the first purchase profit but 
calculate the whole life value of the customer over a long period.  You’ll be surprised how much 
this can be.   
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Second season syndrome 
 
Cricketers often suffer from “second season syndrome.”  This is where they have a very successful first 
season until the opposition watch them closely on video and then analyse their weaknesses and check their 
performance stats. 
 
J.P. Duminy is a good example of this in South Africa.  He’s now been worked out by the opposition and 
has been dropped from the team. 
 
Negotiators very rarely spend this much time analyzing their performance and watching themselves on vid.  
If they did they’d find words and behaviours that are weak or counter-productive.  They’d see situations 
where they had failed to exploit an advantage and areas where they need to improve in their “second 
season.” 
 
I suggest that you spend a long time reviewing your performance.  I tell my clients that they need to spend 
a minimum of 2 times the negotiation session duration in preparation and one of the key elements of 
preparation is the review of previous sessions. 
 
Your negotiation counter parties have good memories and they’ll remember what happened last time.  
They’ll be ready with new tactics and antidotes to your powerful moves.   
 
Don’t get caught out in your second season.  Review and plan and be ready for well prepared adversaries. 


