
 

 

 

  

Sunday morning in Cape Town, warm and balmy…lots of oak leaves on the ground.  

I’ve transferred this newsletter to Word.  I cut and pasted the Publisher into Word and it seems to work OK 

and it’s much more flexible and I can say “goodbye” to Publisher. 

Enjoyed a visit into Education this week.  I’ve “done” the pupils and this time it was the senior management 

team and next I’ll “do” the whole staff.  I really think we’ve got the basis of an ongoing opportunity with SDI 

and schools and universities. 

“Enjoyed”  another visit to the printer this week.  I couldn’t be arsed with their 6 page credit form so I paid up 

front.  Very soon 1000 copies of an SDI inventory are going to come my way and we’ll have some fun trying to 

store it all. 

Teaching again this week bringing a new consultancy into the SDI community.  Our growth is moving nicely in 

the right direction. 

Pitching for some negotiation work and so it’s a two pronged attack into the consultancy market. 

Went to Newlands last night and saw the Stormers continue their success….and for no real reason I’ll enjoy 

watching City win this afternoon and Arsenal and see what Hamilton can do from the back of the grid. 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets. 

Have a good one  
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Value creating reading for business professionals 

13th May 2012 

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

I’m using Auslogics to maintain hard drives along with CCleaner.  Took 10 hours to defrag the disks the first time 

and 45 minutes the second time.  No wonder the computer was running a little slower. 

There’s a mountain of free registry cleaners and defraggers to be downloaded to help maintain your PCs. 

It looks like Amazon won’t allow Adobe DRM on their Kindles and it’s a pain.  Both Amazon and Apple are playing 

games by limiting choice to just their proprietary products and services.  There’s no point in having a pdf download 

unless I can read it on my Kindle. 

My Ipod is starting to get temperamental.  Needs rebooting all the time.  Next one will be an Itouch…less capacity 

but a bigger screen and wifi connectivity. 

(05-09) 08:11 PDT MIAMI (AP) – 

The 8-year-old twins love their iPad. They draw, play games and expand their vocabulary. Their family's teenagers also 
like the hand-held computer tablets, too, but the clan's elders show no interest. 

The orangutans at Miami's Jungle Island apparently are just like people when it comes to technology. The park is one of 
several zoos experimenting with computers and apes, letting its six orangutans use an iPad to communicate and as part 
of a mental stimulus program. Linda Jacobs, who oversees the program, hopes the devices will eventually help bridge 
the gap between humans and the endangered apes. 
 
"Our young ones pick up on it. They understand it. It's like, `Oh I get this,'" Jacobs said. "Our two older ones, they just 
are not interested. I think they just figure, `I've gotten along just fine in this world without this communication-skill here 
and the iPad, and I don't need a computer.'" 
 
Jacobs said she began letting the orangutans use iPads last summer, based on the suggestion of someone who had 
used the devices with dolphins. The software was originally designed for humans with autism and the screen displays 
pictures of various objects. A trainer then names one of the objects, and the ape presses the corresponding button. 
The devices have been a great addition to the enrichment programs Jungle Island already does with the orang-utans. 
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Ryanair 
I quote the London Guardian: 
 
“The founder of Ryanair, Michael O'Leary, came up with a ruse for generating extra revenue that 
might just appeal to Barnet, which spends 36% of its budget on adult social care, including home 
helps and sheltered housing wardens. 
 
O'Leary said he wanted to charge to use his aeroplanes' toilets, declaring: "If someone wanted to 
pay £5 to go to the toilet I would carry them myself." 
 
It is an extreme example of the "differential pricing" pioneered by Ryanair and easyJet that the 
north London borough is interested in. 
 
Ryanair has pushed the model to its extremes and by setting fares as low as 99p for flights and 
charging extra for almost everything, has passed responsibility for covering the cost of every 
aspect of a flight to the customer. 
 
Such transparency means a flight from London Stansted to Perugia in late September costs 
£2.99, but once you have paid for booking online (£5) and taxes (£28.27) the price rises to 
£36.26. Add priority boarding (£3) and two bags in the hold (£30) and the cost is £69.26, one 
way. 
 
It may not end there. Ryanair also investigated levying an extra charge on overweight 
passengers and even placing seats in the hold, if it could find a way of preventing passengers 
from freezing to death.” 
 
You make your own mind up about this selling strategy. 
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Loft conversions 
I’m sitting on a proposal from a contractor who may, or may not, be doing a loft conversion for 
me.   
 
His quality is proved and his spec is comprehensive so we’ve got no worries except…as you can 
well imagine…the price. 
 
I don’t doubt he’s padded the quote with plenty of margin so I’m going to enjoy sitting down with 
him and having a quiet chat. 
 
I have two strategies: 
 

1. I have an expert who can give me a benchmark quote and who knows industry standards. 
2. We’re going to have a good go at Salami slicing.  I want to look at materials, labour, 

margins etc in great detail and we’ll sweat every category and item. 
 
He’s package priced me with an all up number.  I want to see what’s behind the curtain…and then 
we’ll make a decision. 


