
Sunday morning in Cape Town...it’s Winter, grey and cloudy this week...heating on! 
 
Three more visits to the gym and the kilos are dropping off and I can now stretch a bit more.  I asked for some 
forbearance for being a senior with the training schedule and was accused of being too young! 
 
Ratko Mladic has been arrested in Serbia.  The question is...whether there is a hole deep enough to drop him in.  I 
suppose he deserves a fair trial and then they can find him guilty and look for a suitable hole. 
 
The Danes have banned Marmite.  Shame on them.  Marmite is what made the Empire great.  People should be forced 
to eat Marmite.  The world would be better for it. 
 
 
 
Stormers win in Canberra in the face of a R22 breakfast with bottomless coffee.  Currently the winner in the great 
Newlands breakfast war.  More to follow next weekend. 
 
 
Enjoy your week 
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Value creating reading for business professionals 

29th May 2011 

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

I’m looking for a tablet PC.  I’m not even thinking of an Ipad because it won’t play .wmv vids natively and it doesn’t have 

a USB port.  There are now plenty of alternatives for people who don’t want to live an Apple and Itunes ghetto. 

Dug out a copy of my old Kepner Tregoe book The New Rational Manager.  I went on one of their programmes years 
ago and I’ve always been a fan.  If Problem Solving and Decision Making is your thing then this is a book to read. 
 
When you surf the back corners of satellite television you find the Dog Whisperer, Cesar Millan, and the US Chef Bobby 
Flay.  I’m now a paid up fan of both of them….are you ready for a throwdown!! 
 

 

(05-23) 05:04 PDT LONDON, United Kingdom (AP) -- 

Police scrambled helicopters and ordered tranquilizers to hunt what they feared was an escaped wild animal in southern 

England — but found that the tiger was a toy. 

Hampshire Police say they responded after several residents called in to say they'd seen a white tiger in a field near a 

golf course in Hedge End, near the English coastal city of Southampton. 

A tongue-in-cheek recorded message posted to the force's media line said that after "a brief stalk through the Hedge 

End savannah ... it became obvious that the tiger was a stuffed, life-sized toy." 

A second message posted on Sunday emphasized police had a duty to take such sightings seriously. As for the 

renegade tiger, "it's being treated as lost property." 

Searching for value 
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Newlands breakfast war 

So you thought a R20 breakfast was cheap...well now it’s R22 with bottomless coffee. 
 
My regular coffee shop is trying a BOGOF...shame on you if you don’t know what it 
means...via a coupon company that advertises on the interwebz. 
 
It seems that everyone in my part of Cape Town is trying to win some volume...at the 
expense of a little margin over an early morning breakfast. 
 
The problem for these shops is that buyers are not silly.  People cut coupons out and jump 
from promotion to promotion.  It’s naïve to think that any of them become loyal customers 
anywhere. 
 
So...what to do when the opposition is cutting its throat to steal your business? 
 
How about ring fencing your regulars and current customer base with a long term loyalty plan 
and give them ad hoc coffee that helps cement the relationship. 
 
I remember British Airways letting me sit in the pilot’s seat on Concorde as a “thank you” to 
suppliers.  They were thanking their suppliers.  Companies should be thanking their 
customers even more.  Build a moat around your regulars and ensure that they never jump 
ship to the opposition and give them a free “coffee” every now and then as a way of thanking 
them. 
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Volume discounts 

My neighbour and I share a wall in the loft...or more to the point we don’t share a wall because 
there isn’t one there.  We need to get one built for security and fire prevention reasons. 
 
At the same time we’re both thinking of getting our lofts improved to create some extra space. 
 
You don’t need to be a genius to realise that we’re going to do a whole lot better if we use one 
company to do all the work and negotiate a better rate than either of us could achieve individually. 
 
Recently I needed some roof work done.  I asked “next door” if they wanted any work done on 
their roof and they joined in and got some work done for materials only.  I paid the call out charge 
and they owe me dinner. 
 
Purchasing consortiums are a well known means of leveraging volume but even at a domestic 
level it’s possible to get a reduction if you can increase the volume of work to be done. 
 
This is a simple principle but with a little cooperation with Sam, next door, a few extra Rands are 
now in my pocket. 
 
 


