
Sunday morning back in the sunshine in Cape Town.  Good to be back after a hectic few weeks.  Here for 3 weeks and 
then off to the UK for a fortnight. 
 
I’m in selling and networking mode at the moment.  I’ve come back from the US with stuff to share and sell and it’s a bit 
frustrating that this week is a holiday week in SA and I’m still not attuned to the rhythm of the place.  I tend to ignore 
school holidays and public holidays.  It seems strange when I get out and find everything shutting down early because 
it’s a public holiday.  I really should put them in my diary. 
 
I always remember school holidays in the UK because as a teacher, once  before, I got married during a half term 
break…and that’s what’s coming up at the end of the month. 
 
The big development now is the creation of online teaching.  I’ve now got my first trialists and we’ll be test bedding our 
material in the next couple of weeks.  With South Africa being such a big place then online activity is perfect and that’s 
where we’re going. 
 
Sport continues unabated...Currie Cup, Ryder Cup, Millwall, Arsenal, Formula 1...as you’ll see I don’t begrudge my 
satellite subscription every month and unlike in the UK I can get to some of these games live.  They’re cheaper here 
and I can walk to Newlands for the rugby and cricket. 
 
Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com (and sorry for the delay there...I 
need to get my act together on that website...and I’ll repeat it again this week with the hope of fixing it next week!)...I 
didn’t but my intentions are good...honest! 
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Value creating reading for business professionals 

October 3rd 2010 

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

Never read so much!  I get the Independent from London downloaded on the Kindle every day and I’ve now got all my 

pdf e-books converted.  This is the way to go, believe me.  If you’re a reader and you want fast and easy access then a 

Kindle will do the job.  What’s better is that because I bought it in the USA they think I’m an American which normally 

wouldn’t be such a clever thing…(Brit, and proud of it) but the US Kindle prices on Amazon.com are much cheaper than 

the same books on Amazon.co.uk.  It’s a huge rip off against the Brits and they should be ashamed of themselves. 

Settled on Webex as my conference software of choice.  Cheap it ain’t ($49 a month) but it gives me the chance to run 

lessons and meetings online.  If SA could only speed up its ADSL lines then it’d be even better but it’s great for 

powerpoints and lectures….video is more problematic because of the slow upload speeds. 

If you’re also thinking about moving in this direction then give me a PM and we can discuss opportunities. 

(09-25) 09:38 PDT Cheyenne, Wyo. (AP) -- 

A Cheyenne man who doused himself with white latex paint in hopes of avoiding a police Taser was hit with the stun 

gun anyway. 

The Taser chase happened Sept. 16, when Cheyenne police went to Brian Mattert's house on a domestic violence call. 

The Wyoming Tribune Eagle reports that when police arrived, Mattert thought they'd use a Taser on him, so he hastily 

covered himself in paint and told officers that if they shot him with the stun gun, he'd die. 

Officers told him the paint wouldn't affect the Taser's capability. According to police, Mattert scuffled with officers and 

was hit with a Taser twice before officers handcuffed him. 

He faces several criminal charges. Police say the officers' uniforms had to be cleaned. 

 

 

Searching for value 

Zog 

Our mascot 

 

http://topics.sfgate.com/topics/Taser
http://topics.sfgate.com/topics/Wyoming_Tribune_Eagle


      

     482 

 

I remember a long time ago trying to buy a training video and finding out the price was much 
cheaper from the Swiss agent than from the local UK agent. 
 
When I put this to the UK guy he told me that it was just my bad luck and that his Swiss colleague 
would refuse to sell to me.  I explained to him that I also had a Swiss colleague and that he’d just 
lost the business.  I bought it via Geneva at a substantial discount. 
 
Exactly the same thing happens on Amazon.  The Amazon.com prices are almost always 
cheaper than the Amazon.co.uk prices for identical goods.  This is ridiculous in a global market 
and they even try to rig it by refusing to allow people with British addresses and credit cards from 
doing business on the .com site. 
 
Remember...in an online world and with savvy buyers comparison shopping is the default.  The 
irony is that you’ll often find that your biggest competitor is not the opposition in the market place 
but in fact one of your own colleagues from a different territory and currency.  This is particularly 
true at the moment for people who live in the north of the USA and Canda and can take 
advantage in some markets of a very strong Canadian dollar. 
 
You should always know your pricing against the opposition but you should also know your 
pricing compared with your sister companies around the world who could be “stealing” your 
business.   
 
The buyers will know this...you must know it also. 
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I remember a negotiation some time ago with a person whom I neither liked nor respected.  Sadly we 
needed to resolve an issue so we had a strained meeting and reached a poor settlement.  I still remember 
the occasion vividly. 
 
I think it’s profitable to remember the lesson that Nelson Mandela taught us when he negotiated with first 
P.W Botha and then F. W. de Klerk.  
 
He understood that he needed to negotiate with the “enemy” in order to end the conflict and he then 
explains how in doing so the “enemy” becomes a partner in the process. 
 
In my example I never allowed the other party to become a partner in the process and that’s why we 
reached a poor settlement. 
 
The learning point here is not to allow your feelings and emotions to get in the way.  Another great 
negotiator, besides Mandela, was Vito Corleone: 
 
“It’s not personal, Sonny, just business.” 
 
“Keep your friends close, but your enemies closer.”  (spoken by his son Michael). 
 
 
 


