
Sunday morning in Cape Town...the Sun’s getting lower in the sky and the oak leaves are clogging the road. 

 

I made progress this week with developing a plan to get more marketing emphasis in the business.  I’m taking on an 

assistant on an ad hoc basis and we’re going to get some better interaction between the products and the market place.  

As I tell people there’s no point in having great products and solutions if nobody knows about them. 

 

Running an SDI course next week.  It’s good to have two strands to the business...when one is fallow hopefully the 

other one is growing. 

 

Had the great pleasure this week to see some great sport...one live and one on the box.  How good were Inter in 

surviving in Barcelona.  Jose Mourinho must walk on water.  I’m also very happy to tell Kiwi readers that I saw the 

Stormers run the Crusaders off the park at Newlands on Friday night.  I tried to get a ticket for the Bulls game in a 

fortnight’s time but half of South Africa wants to be there and it’s a sell out many times over. 

 

The UK election is on Thursday.  My money is on a hung parliament with Labour surviving in a coalition with the Lib 

Dems after Brown resigns.  Let’s see how it pans out...I’ve got a proxy vote and my x will be on the ballot paper in 

Rotherhithe. 

 

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 

May 2nd 2010 

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

Still no sign of the electrician. 

Telkom fixed the phone and the guy who came was friendly and professional...very much unlike the rest 

of his organisation. 

I tried the website of Ether publishing.  They specialise in publishing books for iphones and ipads.  I’m 

keen to get on with the idea of an e-book and reading it on an iphone could be just the thing for the tips 

that I write. 

 

(04-22) 17:31 PDT Albion, Ind. (AP) -- 

Police said that officers searching for a man wanted on methamphetamine charges found him hiding 

neck-deep in a liquid manure pit at a northeastern Indiana farm. Noble County sheriff's deputies thought 

they'd lost the man until an officer spotted him in the tank beneath an outbuilding floor on the farm near 

Albion. 

Chief Deputy Doug Harp said the man, 52, had been neck-deep in the combination of hog and dog feces 

for at least an hour Tuesday evening. He later became combative and had to be shocked twice with a 

stun gun. 

The suspect was treated at a hospital for hypothermia before he being taken to jail. 

A Steuben County magistrate on Wednesday ordered the suspect held without bail because he 

missed court hearings in February and March. 
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Product knowledge 
 
It always makes me smile when I go into a shop and ask the staff questions and find out that they 
in fact know less than me. 
 
That’s one of the joys of an Apple store...the people understand the kit better. 
 
I’ve just ask someone to help me with my sales and next week they’re coming on a course so that 
they’ll know exactly what it is that I teach and they’ll then have a much better idea of what it is that 
they’re trying to tell the clients. 
 
Sellers don’t have to be technical experts...there’s usually a support team that do that but if you’re 
talking to a customer and they know more than you then you’re in a bad place and you should 
either beef up your own knowledge or get a colleague there pronto. 
 
I sell expertise to my clients so it’s a no-brainer for me...it should be for you. 
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Negotiating your salary 
 
Here are four simple points that you should always have in your mind when you’re talking to 
your boss. 

 
• You only get one shot at this so make sure that you’re well prepared.  Future years will 

compound either your success or failure. 
 
• A dollar of company car, health insurance, holiday time etc. spends just as well as the 

salary.  Don’t get fixated on the upfront money...think of the total package. 
 

•  You’ve got to live with the consequences.  Antagonising your new boss could be very 

bad for business over months to come.  Have the relationship in mind. 

 
• If it’s a new job then you’re powerful.  They must have wanted you to have offered you 

the job and you haven’t had a chance to foul up yet.  Use your strength. 

 

It’s pretty straightforward...and a whole lot of fun. 


