
Sunday morning in Cape Town…warm and sunny.  This is what a Cape Town Winter should be like. 
 
Desmond Tutu said he’d retire this week on his 79th birthday in October.  This means that both of SA’s elder statesmen 
will be in retirement and marks the moving of the generations.  Sadly there are no Mandelas or Tutus to follow them. 
 
Off to Virginia in September to do a leadership course.  I’ll be a participant and I’m pretty lousy at sitting in a group and 
not being up front but it’s a great opportunity and it’s free and I hope the air miles will cover the travel. 
 
You may have noticed that the 500th newsletter is coming up soon.  I’m taking some advice about how to package up 
the tips for sale.  There are now over 1000 of them and I’ll create some form of e-book and offer them for sale.   Of 
course, the price will be a steal...I’m just kind hearted like that. 
 
One more newsletter next week and then I’m taking a break for a month.  I find it hard not to think of August as a 
holiday month.  It’s my northern hemisphere heritage. 
 
And so to sport.  Springboks are rubbish but Western Province look good.  What price Mark Cavendish as the fastest 
cyclist in the world.  I’ve enjoyed watching the Tour de France and Cavendish is really something special. 
 
This is an SDI week...meetings and plans to sort out. 
 
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 25th 2010 

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

Finished Fooled by Randomness...good read...not an easy read...but enjoyable.  I’ll move on to the second volume this 

week. 

Bought two poker books if that’s of any interest to people.  Poker players who want book recommendations should 

contact me.  I’ve an extensive library...and I mean very extensive. 

The Amazon book arrived damaged and they replaced it without question.  They’re a smart company and I always feel 

confident buying books and electronic equipment from them. 

Here’s a question...does anyone know if any reputable sunglass companies do lenses with progressive prescriptions.  

I’m being quoted unbelievable money...and I’m searching for value. 

(07-21) 16:42 PDT BLACKMAN TOWNSHIP, Mich. (AP) -- 
Bills, catalogs, junk mail — marijuana? 
Indeed, police say a surprise 2-pound package of marijuana arrived in the mail last week at 
one elderly woman's home in southern Michigan's Blackman Township, which is about 75 
miles west of Detroit. 
The woman called police. Detectives don't know who sent the weed. They learned that the 
Arizona return address on the package was bogus. 
Police say the pot is worth about $2,400. 
Deputy Director Jon Johnston told The Jackson Citizen Patriot that the marijuana either was 
sent to the woman's home by mistake or someone planned to snatch it from the mailbox 
before she checked. 
The pot will be destroyed. 
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Hard to spend money 
 
Went into an opticians this week and tried hard...and I mean very hard to give them some money.  
I asked for 4 different products or services and they just weren’t interested.  It seems that unless 
it’s right in front of them off the shelf then they don’t want to know. 
 
The key issue about selling is to separate the client from their money. 
 
If people want to throw money at you then you’re morally obliged, at least, to try to catch it. 
 
Customers can be a nuisance at times...we all know that but when they do give you a firm buying 
opportunity and you refuse it then shame on you. 
 
If you want training then I’m your man.  The principle is always “yes”...we can sort out the details 
later.  That’s the way forward. 
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Trust 
 
Negotiation is a process of communication and when people start to communicate then the relationship 
starts to flourish and trust is nurtured. 
 
If I make a proposition to you and we then discuss it there’s a good chance of finding an overlap of interests 
where what’s good for me is likely also to be good for you. 
 
If during the conversation you find that what’s good for me isn’t very bad for you then you’ll soon tell me and 
if I’m a sensible person I’ll rejig my proposal to make it mutually acceptable. 
 
To quote Mrs Thatcher about Mikhail Gorbachev:  I like Mr Gorbachev, we can do business together. 
 
You don’t have to be bosom buddies for a deal to be easily reached.  Indeed...by initially disagreeing we 
might actually create an even better deal. 
 

 

 
 
 


