
Easter Sunday morning in Cape Town with warm late Summer sun. 

 

Have managed to catch up now on most things and am back in the swing...but now I’m thinking about next year’s trip! 

 

Business was tough for many people in 2009 but there’s every reason to be more optimistic this year.  I’m hearing 

better news about business and my network is more positive.  Let’s hope it works well for you all around the world.  

Certainly most consultants I know are just happy to have survived last year. 

 

It’s interesting watching the UK from afar.  There’ll be an election within 6 weeks and I get a postal vote so I’ll be taking 

part but not with a great deal of enthusiasm.  It’s said that elections are never won...just lost.  Gordon Brown has this 

election to lose….people seem to think about whether it’s time for a change rather than whether the Tories are a better 

choice.  South Africa only really has that decision to make in the Western Cape.  Everywhere else in the country they 

don’t count the votes for the ANC, they just weigh them compared with the opposition. 

 

Arsenal supporters around the world are now noticeable by their grey hair.  After Barcelona in midweek it was just the 

same against Wolves yesterday.   Barcelona must easily be the best football team in the world.  The beautiful game 

indeed. 

 

 

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... 

Got my little Toyota Auris recalled this week.  They did the service in less than an hour for free.  Don’t 

know what the issue was and the car feels just the same as before. 

I’ve a house guest at the moment so there’s not much time for any new books or thinking about whether 

the new Ipad might do the job but I am getting a Nikon S8000 to replace the camera I “lost” in Tanzania.  

At around £225 on Amazon it looks a good buy and the spec is quite high with a 10x optical zoom. 

The television is playing up but I won’t be replacing it any time soon...not until the new 3D teles come to 

South Africa.  Now that’s what I call a gadget! 

(03-31) 14:20 PDT CLEVELAND (AP) -- 

Police say a motorist fleeing officers in Cleveland abandoned his car and jumped a fence — landing in 
what turned out to be a prison yard.Garfield Heights police say the chase started in that suburb early 
Monday over a traffic violation and reached speeds of 90 mph.Police say that after a race through 
several communities, the driver and a passenger bolted from the car and headed for a fence. 

They apparently did not realize it was on the outside of the state women's prison in Cleveland.They were 
arrested along with two other passengers who also tried to flee. 
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You can’t make it hard 
 
Selling is really easy and that’s why my sales tips each week seem so simplistic...it’s just really 
straightforward to match what you do/sell with people who need/want your products/services. 
 
I have literally 100s of examples but I’ll share my own challenge with SDI to show you how we got 
about it. 
 
SDI is a product that gets warms reviews from people who use it but that’s no good unless we 
can find customers who want the outputs it provides.  The challenge, therefore, is to go into the 
business world and find potential users (prospects) and see if we can interest them in what we do 
(qualify them) so that we can then pitch our product and try to get a sale (close out). 
 
It really isn’t hard. 
 
The real challenge is the leg work to knock on doors (marketing) to find out where these people 
are and get to talk with them. 
 
I’m doing this in South Africa all the time and so are people in my network.  I guess that’s what 
your sales people are also doing all the time wherever you are around the world. 
 
It’s not hard at all to do this selling.  Negotiating the prices and terms and conditions is rather 
harder in many cases...but that’s a negotiation and not a sale...and that’s often a whole lot harder. 
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Two styles 
 
I was staying at a hotel recently with a friend and we were standing at the front desk trying 
to get a discount on the room rate. 

 
My mate decided to have a go at negotiating the rate and after asking the room rate said: 

 

“That’s much too high...if you don’t reduce the price we’ll go elsewhere.” 
 

The woman behind the desk looked at us with an expression that informed us that the world 

was full of hotels and she wouldn’t be losing any sleep if we walked out. 
 

I jumped into the conversation with: 

 
“We’ve travelled a really long way and we were looking forward to staying here...you’ve got a 

good reputation...and it’d be a shame if we couldn’t find a price that we could afford.  We will 

be having dinner here tonight and you don’t have to worry about breakfast if that helps 
reduce the price.” 

 
I then smiled. 

 

So did she...and we got a discount with breakfast included. 
 

My mate’s a tough negotiator...but not a very successful one. 

 
Be nice...it’s good for business. 

 

 
 

 
 


