
 

 

 

  

Sunday morning in Cape Town…gas heaters on…freezing cold. 

Quick in and out to Jo’burg this week to welcome 6 new members to the SDI group.  The Jo’burg community 

is growing slowly both with independent consultants and corporates. 

The weather definitely took a turn for the worse this week.  Howling winds, driving rain and cold.  I didn’t come 

to South Africa for this…I’ll be asking for a refund soon. 

The Springboks beat England yesterday and I was pretty ambivalent about the result…I think the Stormers 

would probably do a better job of beating the Boks than England and they’re on the Highveld next week so it 

won’t get any easier. 

England play France on Monday and they’re playing the West Indies at Cricket and it’s the Canadian Grand 

Prix today…sports heaven and it’s all on the TV.  I wish my tele would break and then I could buy and even 

bigger model to watch the sport. 

Quieter week coming up…just a couple of meetings. 

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

Have a good one  
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This week we used, read, visited, played with... 

My HP laptop has lost its VGA port which is a bit annoying when you find out in front of participants on a training 

course.  My Dell is too big to carry around so if I can’t get the port fixed then it’s time for a small cheap machine to 

show slides on when I’m travelling. 

Found a nice piece of software to help run the windows toolbar across two monitors.   Check out Dual Monitor 

Taskbar…free.  My wife found it on the Kim Kommando site.  If you want a daily IT message it’s worth the bother 

and it refers to plenty of free software. 

 

 

(06-06) 12:30 PDT CINCINNATI (AP) -- 

A suburban Cincinnati high school is withholding a graduate's diploma and requiring community service as 

punishment for what it describes as overly boisterous cheering by his family during his graduation ceremony. 

Mount Healthy City Schools Superintendent Lori Handler tells WCPO-TV (http://bit.ly/KvckUm ) families agree to 

avoid ceremony disruptions. She says they are unfair to others who want to hear their students' names called and 

then cheered. 

She says the extended cheering for football player Anthony Cornist disrupted the May 23 ceremony. 

His mother, Traci Cornist, says the cheering wasn't unusually loud or disruptive. She says her son shouldn't be 

penalized for his family and friends cheering. 

The school says he has legally graduated, but it's requiring 20 hours of community service by him or his family 

before handing over his diploma. 
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Just desserts 
I mentioned a couple of weeks ago that I was in a tile warehouse and the poor selling skill of one 
of the assistants stopped me from buying. 
 
Well…it was just as well that they did because they went bankrupt this week and if I’d have 
placed my order then $1500 would have gone to money heaven. 
 
I wouldn’t be so bold as to say that it was the poor selling skills of the staff that caused their 
demise…I can think of a few other issues as well…but it certainly didn’t help. 
 
So…sales skills is not just a “nice to have” item in the portfolio.  How many other customers like 
me didn’t buy there.  It certainly couldn’t have helped their financial position. 
 
Remember that your sales team is the direct link between your company and the customers.  You 
ignore this at your peril. 
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Basic theory 
I was explaining some negotiation basics this week to a friend and mentioned the Aristotle 
theories of persuasion and influence: logos, pathos and ethos. 
 
This is pretty well explained on this website:  http://sixminutes.dlugan.com/ethos-pathos-logos/ 
 
Good theory never changes much…it’s based on enduring principles and not much has changed 
in 2000+ years to make me think that Aristotle got it wrong. 
 
Effective negotiators always know the latest thinking on their subject but it’s also grounded in the 
well tried theory of the ages. 
 
 
 
 
 
 


