
Sunday morning in Cape Town...and I’m in a nice warm house courtesy of a new gas heater...these little things tend to 
notice when you work from home. 
 
So...you’ll get no sense...or even less sense...from me this week as England are playing this afternoon and that’s the 
major item on the Beasor agenda this weekend.  Playing Germany has just that little extra resonance for a Brit...just 
remember that the ball WAS over the line in 1966. 
 
The only thing we ask...as we whistle the tune from the Great Escape is that we don’t lose on penalties.  You can join in 
here:  http://www.youtube.com/watch?v=MbsuAbTTsV8 
 
I guess there’s some work and clients on the horizon somewhere but we’ll let that go until next week. 
 
 
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 

June 27th 2010 

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

Resolved my Quickbooks issue courtesy of a stellar gentleman from their customer service team in Cape 

Town.  That was after they gave me the bum’s rush initially and I had to complain.  Evidently if you don’t 

pay R1500 they won’t even talk to you.  I moved to Quickbooks because Pastel was so rubbish but it just 

proves that if your competitor is no good then you don’t have much to compete against...and that can 

cause complacency. 

Prices of e-book readers are coming down...Kindle and Sony are now a lot cheaper as a result of the 

Ipad launch.  Might be time soon to think in that direction.  I really do believe that e-books and interactive 

books are the way of the future. 

(06-25) 12:22 PDT Victorville, Calif. (AP) -- 

Authorities say two women have been arrested following a parents' brawl that interrupted a Southern 
California kindergarten graduation ceremony. 

School officials placed Puesta del Sol Elementary in the desert town of Victorville on lockdown 
Wednesday morning after a fight broke out among a group of parents. 

The San Bernardino County sheriff's department says witnesses told deputies several mothers were 
involved in an argument and it got physical in a field near the ceremony. Several men then jumped into 
the fray, and the incident turned into a brawl. 

A deputy later arrested two people on suspicion of being a disruptive presence at a school. Witnesses 
said they were the main instigators. In all, 20 adults were identified in the brawl. A school district official 
says there could be more arrests. 

There were no reported injuries. 
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Colour coding customers 
 
We’ve developed a system of colour coding buyers and the one I’d like to talk about this week is 
what we call Rainbow customers. 
 
The word Rainbow is used to describe those people who can’t make up their minds which colour 
they want to be. 
 
These guys are variously known as “maybe” customers. 
 
I’ve got a “maybe” customer in mind and it’s neither “yes” or “no” and business just rolls along in 
limbo.  It seems ironic that I’d rather have a categorical “no” rather than just drift. 
 
We need to fnd a means of obtaining a decision and putting in some gentle...and then some no 
so gentle pressure. 
 
Please buyers...if the answer is “no” be a Red customer and not a Rainbow. 
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Aggression 
 
Successful poker players are aggressive.  There are no successful passive players. 
 
Let’s see what this means for negotiators.  Aggression here has to be described in terms that are business 
orientated.  We don’t mean that aggressive negotiators are harsh and difficult with people because we’ve 
known long since that this is counter productive. 
 
What we mean here is that they are results orientated, ambitious and prepared to lead out with their 
suggestions and ideas.  They take a place of precedence in the negotiation room.  Confidence is a key 
issue. 
 
We take their competence for granted...it’s the style that’s important. 
 
So...using a simple term I learnt some years ago it’s Warm/Tough.  It’s good socially with the people but 
absolutely focused as a business operator.and prepared to look at risk/reward analysis and ultimately 
prepared to say “no” if necessary.   
 
They are never passive...never followers...they’re negotiation leaders. 
 
If you can create a style like this success is a simple step ahead. 
 


