
Sunday morning in Cape Town...and this is the last week of the world cup...final’s next weekend so let’s not talk about 
England...they don’t deserve any time wasted on them. 
 
Let’s talk about cheating.  Uruguay cheated their way past Ghana...if it had been rugby the referee would have awarded 
a penalty try...and of course the world’s most egregious football cheat lost this weekend when Maradonna’s Argentina 
got kicked out by Germany...and God forbid I was actually cheering on Germany...there can’t be any hope for me if it’s 
come down to that. 
 
Anyway...I’ve got my Orange shirts out of the cupboard and I’m trying to find a pair of clogs to wear so that I can cheer 
The Netherlands through to the final.   
 
And then it’ll all be over and then we can go back to normal and wait for another 4 years. 
 
The World Cup has had a most marvelous affect on South Africa and we’re all hoping that the energy and gees that has 

been generated continues.  We’ve also got the Tri Nations next weekend so it’s back to cheering on the Boks against 
the All Blacks. 
 
It certainly seems that nobody’s doing a hand’s turn in Cape Town at the moment so I’m not alone in putting work to one 
side...at least for another week. 
 
So just for one more week...Nederlands jou lekker ding. 
 
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... 

With leisure being more on the agenda this week I’ve enjoyed a bit more television than I would normally 

watch. 

I’ve got to say that The Dog Whisperer is a remarkable programme.  If you’re interested in animals watch 

the National Geographic channel and check it out.  You too, can become a calm assertive pack leader. 

I’ve long since ignored Iphones as they cost a fortune in South Africa but it may be that an Itouch will do 

the job equally as well for me..good functionality without the phone element..  I’m checking out the prices 

and might jump in on my next foreign trip.  Electronic equipment is rarely good value in South Africa. 

I’ve just changed accountants and am I glad.  The skeletons are tumbling out of the wardrobe.  If you 

need a good accountant in Cape Town I can tell you where to go and who to avoid! 

(07-01) 14:36 PDT Boulder, Colo. (AP) -- 

Police responding to reports of a man leaping between cars in a Colorado supermarket parking lot didn't 

need a detailed description of the suspect. Boulder Police Sgt. Fred Gerhardt said witnesses on 

Wednesday reported a man was dressed as a leprechaun and pretending to shoot at people with his 

fingers. 

Witnesses told police the man may have made obscene gestures. 

Gerhardt said they likely called police because the man "was acting bizarre." 

Officers did not find anyone matching the description of the leprechaun. 

Gerhardt said this is the first time Boulder police have received a complaint about a leprechaun. 
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Price multiples 
 
When you sell a commodity the price is generally fixed and open to public scrutiny.  There may be 
discounts for volume but essentially the price is the price. 
 
When you move on to more differentiated products and services you’ll see that the price is very 
much not the price and a pricing strategy becomes very important. 
 
In my world of consultancy I’ve often moved from a basic fee up to 12 times that fee depending 
on circumstances.  Volume is important for me as is convenience and preparation time.  There 
are a whole host of issues that influence pricing. 
 
You should never assume that you cannot change your pricing strategy to suit customers and 
situations.  If you don’t adjust your prices then you’ll invariably under-charge.  Many firms use a 
rate card and discount against that.  That’s a pretty good method as it conditions the client that 
the “rate” is somehow valid and that they are fortunate to get it discounted. 
 
If you could move your prices upwards then every dollar you could earn would be a free one...and 
you know how much I love free money. 
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Let’s go last 
 
Another poker tip for negotiators.  In most forms of poker it’s very profitable to act last.  If there is a table full 
of players then you’d want to be “on the button”...that means you get to act last...and that means that you 
have a great deal of extra information available to you before you have to make a decision. 
 
This is also nearly always the case in a negotiation. 
 
Except… 
 
If you go first then you have the right of first bluff and in acting first you may force the other party to fold...or 
to give in. 
 
“I need a 10% discount” is a buyer’s first move.  This can condition the seller and make them aware that a 
2% discount isn’t acceptable...and that could be good.  On the other hand asking for 10% is putting down a 
marker and you surely won’t get 11% if you go down that route. 
 
Another first move is the use of threat…”I need 10% or I go elsewhere.”  That’s the poker equivalent of a 
raise.  An aggressive first move hoping to force the other party to concede. 
 
On the other hand...If you act last and say…”I need a substantial discount...what can you do?”  then it 
becomes the poker equivalent of a check...a way of saying “I’m waiting for your decision.”  You speak first 
but force the other party to act first.  
 
This is what negotiators talk about all the time when they’re preparing for a meeting.  Do we go first...and 
what do we say? 
 
You should have this in your mind when you’re getting ready for your next negotiation. 


