
Sunday morning in Cape Town…who knows what sort of whether it’s like...choose any one from wet, rainy, showery, 
damp, cold,  sunny, windy. 
 
Can’t write a newsletter in South Africa without noting Nelson Mandela’s birthday.  He’s 92 this week and I guess that 
his “island holiday” as he, himself, calls it has given him some longevity although he’s very frail these days….but 
nonetheless let’s think what a place this would be in 8 year’s time if he managed to get to a 100.  Good luck to him...and 
many more of them. 
 
The World Cup has been and gone and South Africa is a better place because of it.  Shame about the final...I can’t 
understand what came over the Dutch. They’ve got a fantastic football team but they played like donkeys and tried to 
kick their way to success...thankfully it failed and thankfully football has learnt a lesson from it. 
 
I’m back at the grindstone, if Newlands can ever be a grindstone and it’s a marketing phase at the moment for SDI 
especially.  Our biggest competitor is currently in a state of some flux and I’m happy to be catch some of the benefit 
from it. 
 
Tickets arrived this week for a September trip to Bangkok and Singapore.  Just a short in and out training trip but a 
chance nonetheless to check a few old friends out and see how Bangkok is bearing up after the recent troubles. 
 
 
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 18th 2010 

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

Bought that Nitro PDF programme this week from their website.  It was $99 for the download but before I did that I 

googled the words “nitro pdf coupon” and lo and behold I found a site with a coupon code that saved me $35.  If you’re 

ever going to buy software online and they have a box that asks for a coupon code go to google and find if there’s 

anything going.  Several sites specialise in listing discount coupon codes and it’s all very legit. 

Bought two books this week.  One is by Cesar Millan “Be a pack leader”...great book about dogs.  Also bought Fooled 

by Randomness by Nassim Nicholas Taleb.  That’s next week’s read...I’d appreciate any views on either of these if 

you’ve read them. 

Lastly...I got an email from an old friend...a very old friend...via Friends Reunited.   We were both Best Man at each 

other’s weddings in the 70s and I haven’t seen him for over 30 years.  It’ll be a joy to swop pictures and stories.  I often 

visit that site and see what people think of me who knew me when I was 10 and also some of my old pupils when I was 

a teacher in a previous life.   What it is to be old!! 

(07-13) 18:35 PDT Macungie, Pa. (AP) -- 

A veterinarian said a dog trapped in a car on a 90-degree day in eastern Pennsylvania honked the horn 

until he was rescued. Nancy Soares said the chocolate Labrador was brought to her Macungie Animal 

Hospital last month after he had been in the car for about an hour. 

She said Max's owner had gone shopping and was unloading packages when she returned but forgot 

that Max was still in the car. She later heard the horn honking and looked outside several times but saw 

nothing amiss. Finally, she went outside and saw Max sitting in the driver's seat, honking the horn. 

Soares said the owner immediately gave Max cold water to drink and wet him down with towels before 
rushing him to the clinic. 

Soares said Max was very warm and panting heavily but had suffered no serious injuries, only heat 
exhaustion. 
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Competing with agents 
 
Comparison shopping is what the internet really does well.  With a few clicks of the mouse any 
potential customer can check prices and many websites provide this service. 
 
What is more interesting is that many companies provide their agents and affiliates with a 
substantial discount and many of these people choose to give some of the discount back to the 
customer. 
 
We then get the situation whereby an agent of the parent company is able and willing to sell the 
product cheaper than their own supplier will sell it to the end user.  I’m sure that price fixing is still 
common but in these cases it’s more or less disappeared. 
 
This behaviour cannibalises the business and shows the buyer how a disorganised market can 
work both in favour and against the buyer. 
 
I also have another example, here in South Africa, where the parent company competes with its 
own agents and specifically undercuts them.  It must be bad enough when your competitors try to 
steal your business but when your own supplier does it against you then it must be terminal for 
the relationship. 
 
If you sell through agents then ensure that the pricing policy and the relationship is high on your 
agenda.   
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Luck and variance 
 
I can remember several negotiations where I was very lucky in getting a good result.  It just so happened 
that my plan fitted perfectly with the other side and it was the right plan on the right day.  Of course, I took 
the credit to my client! 
 
Conversely there have been times when my great idea fell on stony ground...great idea, wrong day, wrong 
opposition.  Of course, I blamed the situation and not myself to the client! 
 
In poker this is known as variance...the fact that sometimes the coin comes down heads and sometimes it’s 
tails.  We know that over the long run it’s a 50/50 proposition but in the short term it can easily come down 
10 heads in a row. 
 
Bad negotiators blames variance a lot.  They talk about “bad luck” and “difficult market circumstances” and 
“obstructive opposition”… 
 
This is probably true but a successful negotiator would have known this in advance and had a contingency 
plan ready. 
 
So what if the coin comes down 2 heads in a row...what do we do? 
So what if the coin comes down 4 tails in a row...what do we do? 
And what if the coin lands on its side in a one in a million situation...what do we do? 
 
You can’t plan for every contingency but don’t be a hostage to luck.  Don’t have just one plan and hope to 
be lucky.  Plan for all possible outcomes. 
 
 
 
 


