
Sunday morning in Cape Town...hot, hot, hot.  Just back from early morning kicking the sand at Camp’s Bay. 
 
First week of the new year and let’s hope that we all have a happy and peaceful 2012 and I don’t object to any of us 
making a few coins either. 
 
This is now the 12th year of this newsletter and each year I write that it just gets a little harder to kickstart the engine 
back into gear and this year is no exception.  I still find it hard to have a Christmas and New Year’s break at 30+ Celsius 
and that makes the holiday feeling last even longer. 
 
Nonetheless we’re back in action looking to grow the negotiation business in the mornings and develop the SDI 
business in the afternoons with lunch hours spent playing poker. 
 
I do believe that the economy in the US is turning the corner and there’s enough movement in South Africa to make us 
feel confident.  It’s a marketing game that we’re in and I’ve got plenty of ideas for all our business connections to get 
things moving. 
 
Sport continues to dominate my spare time and I’m up early watching Australia humiliate India at Cricket and then 
watching SA doing the same to Sri Lanka and to prove my international credentials I watched Tom Brady work miracles 
this morning for the Patriots.  Tim Tebow was put firmly in his place. 
 
It’s a good time to be in Melbourne...tennis, formula one and poker and we I do finally retire that’s where I’ll be spending 
my Januaries. 
 
Enjoy your week. 
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Value creating reading for business professionals 

15th January 2012 

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

This will be a new technology year for me.  I’ll be in the US later in the year and that’s when I’ll buy my Kindle Fire and a 

new laptop running 64bit software.  Much as I like Windows 7, the 32 bit version means that you can only use 4gigs of 

memory and with all that I’ve got running at once I need more. 

I’ve exceeded all of the hard drives on all of my computers and so I’ll need to buy an external hard drive to park 

material.  South Africa has very expensive kit so it looks like waiting till I’m abroad before I buy a 2 terabyte drive.  I’ll be 

in the UK in March and so I’ll get it then. 

Finding it hard to remember when I last bought a paper based book.  Ebooks will rule the world fairly soon. 

I see that Netflix is starting up in the UK.  It’s  a shame that these ideas take years to get to SA.  With the rubbish 

television that we have here it would be a Godsend to have on demand video. 

 

01-06) 04:50 PST Uniontown, Pa. (AP) -- 

A southwestern Pennsylvania grandmother says she's no marijuana grower, just a woman who wanted something that 

would look pretty next to her tomatoes. 

A Fayette County jury cleared 67-year-old Alberta Kelley of drug possession and manufacture charges on Wednesday 

after she told them she simply tossed a handful of seeds into her garden after a bearded stranger gave them to her. 

Connellsville police charged Kelley a year ago after receiving a tip about Kelley's garden. Investigators say they found 

seven well-cultivated, four-foot marijuana plants behind her home. 

But Kelley claimed she didn't know what she was growing. She said she'd been given the seeds by a stranger in a 

pointy hat who told her they were flower seeds. 

Kelley tells WTAE-TV that to her, "weeds are weeds." 

Searching for value 
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Weeds 

 
I asked a garden company to visit this week.  We arranged a date for them to come and they 
put it back a day at the last minute. 
 
Eventually they came on Tuesday and it’s now Sunday and I haven’t heard from them yet 
with a quote and some suggestions. 
 
When buyers are “hot to trot” the seller needs to separate them from their money pretty fast.  
I’m still keen to hire this garden company but if they delay sending me their quote much 
longer I’ll be contacting their competition. 
 
Time is always of the essence and sellers need to be aware of “buyer’s remorse” and get 
things moving before the buyer has a chance to change their minds or look elsewhere. 
 
Meanwhile the weeds are still growing. 
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Price discounts 

There’s a website I visit and occasionally buy products which always prices up their products at a 
very high level and then offers substantial discounts.  Almost everything is sold there at a 50% 
discount or more. 
 
Most of the people who read these tips are professional business people and I hope you’re now 
giving this discount thought a wry smile.  Wry smiles are just about the most charitable 
expressions...downright disdain would be more appropriate. 
 
In the days of internet shopping even the most amateur of buyers knows about comparison 
shopping and every professional buyer knows that discounts are no more than a manipulative 
selling device. 
 
There are some very high class accountancy companies and business consultancies that do 
exactly the same with their rate cards.  Their upfront rates are huge but then so are their 
discounts.  What really matters is the price you pay and the value proposition that accompanies it 
rather than the undiscounted headline number. 
 
When it comes to prices...believe nothing and check everything whether it’s a book, a business 
project or capital equipment.  The principle applies across the board. 


