
Saturday morning in Cape Town...a bright sunny day as we await two of more important sports events of the 

season….Millwall are at Wembley and the Stormers are in Soweto.  I thought I’d write this in expectation and let the 

readership enjoy/suffer the results of these two matches later today.  I’ll trade off the Stormers losing if Millwall can get 

the promotion.  I’ve been supporting them since I was 11...and that’s a very, very long time ago. 

 

Business continues to bubble away.  This is a period where plans are taking shape rather than with too much travelling 

on the agenda but the good news is that Bangkok, Singapore and Dubai are likely candidates into the future and SDI is 

launching in Joburg in August and my spies are working on a launch in Durban. 

 

My books got released from customs in Joburg.  I’m now $150 poorer  and a great deal wiser.  DHL and UPS and 

Fedex didn’t get to be successful for no reason.  Do not use the Post Office in the UK for overseas parcels...too  slow, 

too expensive and too complicated. 

 

If you really want to get going on the World Cup make sure you know exactly what a Vuvuzela is...it’ll be a major talking 

point of the tournament and...do you know what a Makarapa is?  Check them out. 

 

 

Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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This week we used, read, visited, played with... 

Checked out some wood burning stoves this week...it’s getting very cold and damp as Winter 

approaches. 

Got my loft measured up for a conversion and a quote made.  I was surprised that they did a quote on 

the spot but they seemed to know what they were doing and actually it’s rather less than I expected...but 

I’ve been conditioned by UK prices for far too long. 

Had dinner at the Savoy Cabbage this week.  They were having an offal promotion but I really couldn’t 

manage Tripe, Brains, Sweetbreads and Pigs Trotters….but I ventured as far as the beef tartare.  Nice 

restaurant and really easy to park. 

(05-28) 06:55 PDT Buckfield, Maine (AP) -- 

The guys from Maine who became online celebrities by creating geysers from Mentos candies and Diet Coke say they 

have harnessed that power to create a "rocket car." 

The contraption created by Fritz Grobe and Stephen Voltz of Buckfield features a utility trailer on the back and a 

modified girl's bike at the front. 

They're offering a teaser of their invention on their website. The full video directed by Rob Cohen of "The Fast and the 

Furious" will debut online Tuesday. 

Grobe tells the Sun Journal newspaper that their latest invention uses Coke Zero and has been dubbed "The Fizzy and 

the Furious." 

The two, dressed in lab coats and goggles, became Internet celebrities four years ago with their "experiments" that 

created geysers by dropping Mentos candies into bottles of Diet Coke.
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Close out the maybes 
 
Had a chat with a colleague this week and we discussed the problem of his “maybe” customers 
who can’t make up their minds. 
 
It’s always tough to have a customer that sits on the fence neither agreeing or disagreeing with 
your pitch.  It can waste many important hours of selling time. 
 
So...here’s the answer: 
 
Cut out the maybes. 
Some customers will say “yes” 
Some will say “no” 
 
Whatever you do try to get the “maybes” into either the “yes” or “no” camp.  When you’ve been 
doing this job a while you’ll learn that a solid “no” is actually more productive than a prolonged 
“maybe”. 
 
At least when the answer is negative you can get down the road and sell to someone else.  When 
you’ve got a client who can’t make up their minds then you need to help them...and a gentle...or 
not so gentle push works wonders. 
 
Yes is good. 
No is OK. 
Maybe is poison. 
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Agree, disagree 
 
If we’re negotiating a difficult subject then I’d suggest that we start with the things that we 
agree about and get them resolved before we move on to the major areas of disagreement. 

 
If you can start with some measure of agreement...even if the areas concerned are 

comparatively trivial...then at least you’re moving in the right direction and you’re setting a 

positive tone. 
 

The alternative is to start at the substantive issues of disagreement and that often presents a 

brick wall in the first hour.  What’s worse is that you can often never get beyond this 
disagreement even though there may be several areas where agreement is obvious. 

 

Negotiation doesn’t have to be trench warfare. 
 

Start with something positive and then move on to the tougher issues with this “success” 

already banked by both sides. 


