
Sunday morning in Cape Town...still hot Summer and no rain. 
 
The climate in Cape Town is really straightforward...9 months average...6 weeks cold and 6 weeks hot.  We got a gas 
heater for the 6 weeks cold and now it looks like next year it’ll be an aircon unit for the 6 weeks hot.  Getting chewed by 
mosis with the windows wide open is no fun. 
 
Had a request to send some material this week to Nigeria.  It’s the only place on earth where I work on a cash with 
order basis.  I’m sure there are very many perfectly honest Nigerians but sadly they seem to get lost in the crowd. 
 
Best not to talk about sport this week.  The England cricket team played about as badly as it’s possible to play.  If the 
Pakistanis had played like that we’d be shouting “fix” at them.  Tennis in Melbourne on the recorder as I write this and 
the FA Cup this afternoon. 
 
My favourite local coffee shop closes today.  It’s been an uphill struggle for the owner especially when the landlords will 
not accept a rent reduction.  It seems that commercial rents can defy gravity in Cape Town and no matter how many 
empty units you see nobody will reduce the rents.  I’d enjoy a go at some of these negotiations if I got the chance. 
 
May well be considering taking on an intern...or at least sharing one with some colleagues.  It seems that you can get a 
marketing graduate for a very fair price and in return for their efforts they’d get a strong understanding of how a small 
business operates...both on the negotiation side and the SDI distribution business. 
 
Enjoy your week. 
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This week we used, read, visited, played with... 

This recent period has not seen too much happening on the leisure font.  We’re looking at getting the Patrol fired up for 

a couple of days camping.  It seems incredible to think it was 2 years ago that I drove up to the Equator.  I’ve still got 

lots of plans for journeys like that when money and time allow. 

Bought some very nice Allee Bleue wine this week for R20 a bottle...for Brits reading this that’s less than 2 quid!  That’s 

one of the joys of living in a wine producing region. 

Will get the garden finished this week...flowers instead of shrubs with roses and fuchsias.   

(01-20) 11:13 PST Salt Lake City (AP) -- 

A Utah school district has decided against using "Cougars" as a mascot for a new high school in part because of the 

negative connotation of the word in popular culture. 

Canyons School District Superintendent David S. Doty says the selection of "Chargers" as mascot was driven by the 

desire for originality, despite a poll of some future students that showed 26 percent in favor of using the cougar. 

At least three Utah schools, including Brigham Young University, use cougar as a mascot. 

Doty says public comments reflect a desire to be different, but he also notes that some see the word cougar as carrying 

a "negative double entendre." 

The term cougar in popular culture can refer to women in their 40s who have sex with younger men. 
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Nickels and Dimes and TCOO 

 
If you’re a regular reader of these tips you should know what  the “Nickel and Dime” tactic is. 
I had to smile when it was done to me this week by my garden contractor.  She sold me the 
project by making the upfront price of the labour and preparation work really good value. 
 
It then came to the subject of the plants that were needed and suddenly I’m looking at 
stocking the Newlands equivalent of Kirstenbosch...(Kew Gardens to the UK audience.)  She 
clearly intended to make back what she invested up front with a few extra plants. 
 
I’ve been teaching the concept of the Total Cost of Ownership for quite some time now and 
this is what was needed.  I’m not really interested in seeing it done on a piecemeal basis and 
I only want to see an all up price. 
 
By giving me a teaser price...a sort of Trojan Horse...I get sucked into the project and the 
high margin work comes later. 
 
So in just one piece of garden work I’ve seen: 
 
Nickels and Dimes 
Total Cost of Ownership 
Building Blocks 
Trojan Horse 
 
tactics and concepts. 
 
And you thought it was only a simple gardening contract that I’d bought. 
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Coaching rates... 

I’ve been working with a poker coach in Vancouver and we’ve been working on Skype to see if I 
can’t win some money playing online. 
 
The rate that he charges is very fair and represents a good value proposition on both sides...with 
the added bonus points of referrals and repeat business. 
 
At the same time I’ve been looking a the cost of other poker coaches purely as a comparison and 
it’s clear that the range goes from something like 1x up to as much as 30x for their hourly rates. 
 
Now...if we take it from the commodity perspective I’m buying an hour of time...and many buyers 
would seek to reduce the negotiation to this element.  At the same time I’m buying years of 
knowledge and experience on his behalf...that’s the second element. 
 
The third element is the amount of value that this hour of time and knowledge and experience can 
add to my life. 
 
It proves that there’s no real way to cost out the value of this work.  It has to be something of a 
beauty contest from the buyer’s perspective. 
 
Many computer companies have moved from hardware to consultancy.  IBM and HP spring to 
mind.  There’s more money to be made from systems than selling laptops. 
 
Would you rather sell decks of playing cards or coaching? 
 
The buyer is in a real quandary here when they are negotiating rates.  The are very few 
yardsticks and comparison shopping is almost impossible because of the differentiated nature of 
the market place. 
 
That’s the pleasure of buying and selling services rather than commodities.  My friends in the 
advertising business know this only too well. 


