
Sunday morning, fleece on, and the corner is turning into Winter. 

 

This was an ordinary week with nothing much to report.  My largest SDI client placed a large order...my business in that 

area really does explore the extremes of the Pareto principle...and I’d like to reduce it when I can find some more 

customers. 

 

I’m on the edge of taking on an assistant to help with some of the marketing and admin tasks.  This will prove a 

godsend and for all you oldies out there you’ll be pleased to know that it’s not likely to be a young’un...more like an 

old’un.  I did a conference on the Generation Y issues for business in Macau and even in my humble way I’ve also 

discovered what a pain it can be to use Gen Y kids.  Just to be fair I’ll tell you that Cape Town is full of Boomers and 

they ain’t much good either when you’re looking to get anything done quickly...hence my lack of an electrician...who 

can’t be bothered to call me and let me give him some money. 

 

Sport continues apace and the World Cup gets closer.  I think Cape Town will be a great place to watch football.  The 

stadium look s great and all the games here are sold out.  It’ll be good to see the place busy and lively.  Let’s just hope 

that England do better than before and Bafana Bafana look out of their depth.  Football is a passion here but they just 

can’t seem to get a team together that can do anything. 

 

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 

April 25th 2010 

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

This was a low tech week.  Everything is working smoothly and nothing needed fixing or improving. 

Haven’t bought a book for weeks and that’s pretty strange for me.  If I get back to the UK in July I’ll enjoy 

a trip to Waterstones to stock up. 

I found out that a spare key for my Patrol costs R2700.  That’s about $375.  Can you believe that...how 

can a bloody key cost nearly £250.  You could buy a computer for that money.  Suffice it to say I’ll be 

making do on one key for a long time to come. 

Current vacancies exist in the Beasor household for an electrician, locksmith and braai builder.  All of 

them promised to “call me back” and none of them did.  People must be doing well in Cape Town. 

(04-21) 18:28 PDT Bellingham, Wash. (AP) -- 

Police said a Cost Cutter store employee was punched in the mouth after he confronted a 

customer about his body odor. Police spokesman Mark Young told The Bellingham Herald that 

police went to the store after a report of a fight and found employees holding down a man. 

The newspaper said customers apparently complained while the man was in the store Sunday, 

and the employee decided to discuss it with him when he returned the next day. 

Young said the store employee was not going to ask him to leave the store, but only approached 

him to share the complaints. Young said the man snapped and threw a bunch of batteries and 

punched the worker, causing a minor injury. 
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Phone a friend 
 
Continuing the theme of new inexperienced sellers. 
 
People have a fear of cold calling and rightly so...it’s a tough and often unpleasant 
environment...we all hate being badgered by people on the phone we’ve never heard of...and 
never want to hear of. 
 
So...what’s the solution? 
 
Don’t make cold calls...make warm calls. 
 
Try to find a connection, a friend, a colleague, a referral who can give you a reason to call or 
email someone. 
 
The script goes like this: 
 
“Good morning...I was given your name by your colleague xxx in Johannesburg who I’m working 
for and they told me that you may have a similar need to them in terms of....etc. etc. 
 
This is by no means perfect...invent your own...but it gives you some reason to call...some 
credibility and the mention of someone they know makes them more likely to want to give you a 
minute or two to try to get a short meeting...and that’s generally all you’re looking to achieve with 
a first call like this.  
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Weak or strong? 
 
Here’s another crossover tip from the world of poker. 
 

In poker it’s pretty near suicidal to look weak.  If you’re weak and the other party smells it 
then they’ll take all your money in short order. 

 

So...you learn that even if you’re weak it pays to act strong.  Of course, players are not silly 
and they’ll test your strength to see if it’s just a bluff. 

 

The same applies to negotiation. 
 

How many times have I heard a buyer say: 

 
“We’re looking at a selection of suppliers who can give us what we need and I’m happy to tell 

you that we’ve put you on the short list.” 

 
What this can really mean is…”You’re the only game in town and we’re desperate.”   

 
A seller will tell you,  “I may be able deliver next week but we’re extraordinarily busy...but I’ll 

try to fit you in as we really value your business.” 

 
Which means…”The order book is empty and I’m just about to lay off some staff.  Hallelujah, 

we’ve just found an order.” 

 
Never believe that the other party is strong.  It may be a bluff...and you must test it.  If 

you’re a seller you can always test a buyer’s truth by looking at their mouth.  If it’s moving 

they’re probably giving you an exaggeration.  Believe nothing. 
 

 
 

 


