
 

 

 

Sunday in Cape Town…nice hot sun. 

Business is in full swing now and there’s every reason from phone calls and contacts to look forward to a 
decent business year.  I’ve got lots of hooks in the water and some of the fishes may well be biting! 

We’ve restarted work on the sdisouthafrica website which is full of rust and cobwebs.  Hopefully we’ll get it 
right in the next few weeks…and then start to combine it with LinkedIn and Twitter.  We’ve given Facebook a 
back seat for the time being. 

More sport than you can shake a stick at yesterday…cricket, rugby and football and sadly one of the 
disappointments was Bafana Bafana losing on penalties to Mali.  Being a Brit losing on penalties comes more 
easily to bear as we’ve had plenty of practice.  Superbowl overnight.  It’ll be on the recorder so that I can fast 
forward through the adverts…they really do disfigure US sport. 

Messed up a keystroke this week and sent the wrong message to the wrong person.  Thankfully no harm was 
done but it’s mighty easy to make a very big faux pas if you’ve got banana fingers. 

Remember:  @tom_beasor for daily neg tweets and @sdisouthafrica for daily SDI tweets.  The daily 
negotiation message is also posted on LinkedIn.   Feel free to connect and re-tweet. 
 
Have a good one  
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3rd February 2013 

We’re now using our second wifi extender and it works well.  The Netgear product does seem to do the job well. 

 

Lincoln and Argo on the agenda this week if diary commitments allow.  Got a cinema app on the Samsung and it’s 

really convenient to check quickly what’s on. 

PITTSBURGH (AP) — Pittsburgh police say an abandoned backpack with the word "timebomb" on it prompted a 

bomb scare, though it appears the alarming label was a bumper sticker from a nearby store called 

Timebomb Clothing. 

Shop owner Brian Brick tells the Pittsburgh Post-Gazette (http://bit.ly/VwIFw9 ) that his store sells merchandise, 

including bumper stickers bearing the shop's name. A bomb squad official says the "timebomb" label appeared to 

be a bumper sticker. 

The bag was found on the front steps of an apartment building Thursday, prompting the bomb squad response 

before the bag was found to be harmless about 10 a.m. 

Brick says this isn't the first time the store's name has alarmed authorities. He says postal officials asked him to 

stop mailing items in plain brown wrappers because the "Timebomb" label caused such parcels to be inspected 

for threats. 
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Young Rob 

 
We’ve got a new server in our coffee shop and his name is Rob.  He’s really keen and he’s polite 
and friendly. 
 
The problem is that he’s too keen and polite and friendly and wants to keep being keen, polite 
and friendly about every 10 minutes by visiting our table and asking us if everything is alright. 
 
On the basis that it’s not 5 star dining but a neighbourhood coffee shop it’s a bit of overkill but 
nonetheless we appreciate his enthusiasm and he’ll calm down as days go by. 
 
Companies differentiate their customers in many ways:  turnover, margin, market share, price, 
power balance, product mix and the like.  They very rarely look at the people side of the equation 
and try to understand what sort of folks exist in client organisations. 
 
We’ve got tools and ideas to do this because some customers really do like lots of personal 
attention and a warm and friendly approach while others prefer to be left alone.  Rob will soon 
learn about all his customers and treat each one of them differently and individually. 
 
I hope you do the same.  
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Blood tests 

I was sitting in the clinic this week and in the space of a couple of minutes 5 vials of blood left my 
arm and about $150 left my wallet. 
 
So much for so little!...but then my blood must be worth something!! 
 
I’ve often asked clients how much they’d pay me if I could save them $1M in five minutes. 
 
I then asked them whether they’d pay me more or less if I could save them $1M in one month. 
 
It does seem to be human nature that we don’t value something which is done very quickly and 
assume that it can’t be valuable.  There’s really no logic behind this. 
 
I teach it all the time but this week I was on the receiving end. 
 
Perhaps if the clinic had taken 30 minutes to take the blood and made it look much more difficult 
then I’d have ponied up the cash more happily. 
 
Don’t be a victim of this misapprehension.  Maybe something fast can be good value. 
 
Generally we teach that a good deal needs to mature a little so that it gets more appreciated by 
both parties.  What’s taken a while to achieve generally gets more valued. 
 
This is not always completely logical but it does seem to hold some truth. 
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