
Sunday morning in Cape Town…the weather has broken...rain and cold...the plants are loving it! 
 
Some weeks it’s hard to find a few lines to write except of course for the sport which continues to surround me...and 
while we’re on that subject how about the Stormers yesterday laying it on the Pink Bulls.  I can’t see the good folks of  
Waterkloof wearing pink somehow...not when they’re Marching to Pretoria. 
 
Anyway...lots to talk about this week.  I’ve asked Heather to help me with my marketing and online work and she’s 
already burst into action and I’m going to ask for your help.  We’ve got a two stage process of upgrading my online 
presence.  First we’re going to start with SDI and then we’ll look at this newsletter and the negotiationupdate website. 
 
Anyway...what I ‘d ask you to do is to click on our new Facebook page SDI South Africa and to “like” it.  I’d be most 
grateful as it will get us enough “likes” to take the page to the next level.  You might even start to like to get to know 
about SDI and what we’re doing in SA.  It’s still at the early stages of development but we’ll be getting there.  
 
I’m also now Twittering at @sdisouthafrica...or I will when we’ve got it going...and you can LinkIn to use also at SDI 
South Africa.   
 
If you could do those 3 things I’d be most grateful and I’ll try to make the content worth the effort.  Once we’ve done that 
I’ll rinse and repeat with the negotiation side of the business. 
 
Off to London on Tuesday and a short break in Oxford to celebrate the memsahib’s birthday...and it’s one of those with 
a 0 on the end! 
 
Enjoy your week.
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This week we used, read, visited, played with... 

Bought my Dell XPS17 online this week and it should be delivered in London in about a week’s time.  It’s amazingly well 

specced and with a display port and and HDMI port I’ll be able to run to extra monitors.  Previously you needed to get a 

desktop to have the separate video cards but now with a 3gig card installed it’ll run 2 hi def monitors...except that I can 

afford 2 hi def monitors….well, not yet, anyway. 

It’s rather big to cart around but I’ve got a small HP ProBook that’ll be just the job for email and taking to clients. 

Sadly it pretty much means the end of my connection with Apple Macs.  The cost finally began to tell...and I really can’t 

justify paying double just for the design and brand.  The MacBook Pro is a lovely machine...but comparing functionality 

with functionality the price differential is just too great. 

 

(03-28) 21:35 PDT Kennewick, Wash. (AP) -- 

Texting and eating while driving? Not the best plan. Do those things while driving a stolen truck and the trouble mounts. 

Kennewick, Wash., police say a Chevy pickup truck previously stolen in nearby Richland ran into a ditch and drove 

through some logs and lawns before hitting a home Wednesday. 

Neighbors and the homeowner saw a man run from the scene. A Benton County sheriff's deputy in the area made an 

arrest a short time later. 

Spokesman Mike Blatman tells the Tri-City Herald ( http://is.gd/wUepmy) the arrested man said he was eating a 

croissant and reading a text message when he lost control of the truck. 

The spokesman says 32-year-old Jeromy Kirkendall of Kennewick was booked into the Benton County jail for 

investigation of possessing stolen property. 

It wasn't immediately known if Kirkendall has an attorney or how much damage was done to the home. 

Searching for value 
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Customers know best 

 
Two things have happened to me this week in two entirely different situations but the same 
principle applied in both cases...the seller knew better than me...or so they thought. 
 
First up I complained about the music at my local coffee shop.  Believe me it’s been the 
same for the last 4 years and I’m getting might cheesed off with Edith Piaf.  I asked the new 
owner if they would change the music and they refused.  The manager said that the owner 
was stubborn and didn’t like to change. 
 
I’m now drinking coffee elsewhere until I rediscover my love for “Non, Je ne Regrette Rien” or 
they change the music. 
 
Likewise I asked the software company who’ve just brought out a version 2 if I could import a 
stack of stuff from Version 1 that I’d created.  That said it was not possible and that there 
were no plans to offer a migration of files. 
 
I’m now running a trial of a competitor I’d never have dreamt of using previously. 
 
When you start knowing better than the people who put money in your pocket you’re in a 
difficult place. 
 
Customers are not always right but they do represent business and to ignore them and to 
seem not to care much about them is likely to make them run straight to the competition. 
 
Maybe my coffee shop will soon start to “regret” even if Edith Piaf doesn’t. 
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Nickels and Dimes 

 
I’ve just bought a laptop online and the experience was very well handled by Dell who are not 
industry leaders by accident. 
 
I specced the machine online but I wanted to speak to the salesperson to do the deal so that I 
could try to get a discount and see what offers were available. 
 
I needed an update of Microsoft office and more memory and a quality screen and we slowly built 
up the deal. 
 
The upfront price, of course, contained none of this and what seemed to be a lowish price soon 
became a highish price as I added on the extras. 
 
What really vexed me was that they don’t even include a carry bag for the computer.  Despite 
paying a very large sum for the machine they couldn’t even throw in a bag FOC. 
 
The other annoyance was that the price always was VAT exclusive.  Everybody has to pay VAT 
on computers and not to quote the prices inclusively is misleading. 
 
All in all, I got what I wanted but it was tough experience and it’s very easy to pay more than you 
expected when nothing is really included in the price.  Every extra is extra. 
 
The Nickel and Dime routine is well known to negotiators.  Computer people call it “Build Your 
Own Machine” but no matter what you call it it’s still a case of making the upfront price look cheap 
and ensuring the customer pays royally for the extras. 
 
Hotels have been world class Nickel and Dime artists for years.  It looks as it IT purchases are 
treading the same route. 


