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Sunday in Cape Town…glorious Summer’s day…again…and again…and again…and it just keeps on. 
 
Took a short break this week…up to Langebaan and Paternoster.  Lunch at Die Strandloper which for SA 
colleagues will mean something.  It’s a beachside braai restaurant…10 courses on the sand.  Super occasion 
and lots of fun. 
 
Wrote it all up in Trip Advisor and got my review total over 150.  Travelling in SA with Trip Advisor really does 
give you an advantage when you’re in a strange place and looking for a B&B or restaurant. 
 
I’m waiting for a package from the USA.  It’s only a few books but because it weighs 25lbs the cost of the 
shipping is going to be more than the cost of the books.  That’s one of the curses of running a book based 
business in SA when you can’t source items locally. 
 
The kitchen work starts on Tuesday so for the next two weeks I’m going to be living on a building site and 
eating cold food.  This is a small price to pay for getting a proper kitchen installed which like so much of our 
house wasn’t put there when the place was built.  It’s a perfect example of building down to a price rather than 
up to a standard. 
 
First training of the year on Thursday.  It’s the beginning of the Core Strengths work and it should signal a 
new direction in our SDI work. 
 
Super 15 starts next weekend along with the Cricket World Cup so that’ll give me plenty to watch. 
 
Remember:  @tom_beasor and LinkedIn for daily neg tweets.  Feel free to connect on LinkedIn and re-tweet. 
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I’ve fettled the Explora box and enjoying using the new technology.  It was well worth the step up in product for 

satellite TV watching. 

 

If you’re a UK football fan I’ve found a really good podcast called Premier Punditry.  It’s US based but is thorough 

and enjoyable. 

 

Cobb County Solicitor General Barry Morgan said in a written statement Friday that his office submitted a dismissal 

of the case against Madison Turner, and a judge signed it. 

Morgan said the state didn't believe it had the evidence to prove the case beyond a reasonable doubt, given the 

facts and circumstances his office investigated. 

Turner, who lives in Alabama, said he was enjoying a double quarter-pounder with cheese as he drove down a 

highway outside Atlanta when he was ticketed for violating Georgia's distracted driving law. 

He said the officer told him, "You can't just go down the road eating a hamburger." 

 

 

 

 

 

 

 

 

Searching for value 

http://www.amazon.com/dp/B00A9SOE2I
http://www.twitter.com/tom_beasor
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Barry+Morgan%22
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Madison+Turner%22
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6572&edition_id=6755
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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Driftwoods... 

 
There are two bar/restaurants on the beach in Langebaan on the west coast of South Africa. 
 
They are essentially the same dealing with beach visitors and the sundowner crowd who come to 
enjoy the Western view in the evenings. 
 
Their menus are almost identical and so are their drink offerings.  That’s where the similarity 
ends.  Pearly’s is heaving with people and you have to queue to get in.  Driftwoods is a place 
where agoraphobics don’t want to be...it’s empty. 
 
I asked around why this should be and the answer came back that it was about the service and 
the people that they employ.  The service is poor and the people either don’t care or just don’t do 
their jobs. 
 
It’s a well known fact that when companies have identical product lines the key differentiator is 
the behaviour and attitude of the people involved.  This is something that is really important to me 
in my SDI business which has plenty of competition in the market place. 
 
If you’re a seller then you’re going to have plenty of me-too competitors.  They can copy your 
products but they can’t copy your people.  Make your people unique and you’ll be a Pearly’s and 
not a Driftwoods. 
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Paying full price... 

There are times when I quite like to pay a higher price than I need to…and that doesn’t sound like 
me at all! 
 
I’m doing it this very week when my kitchen work starts.  There’s no doubt that I could have got it 
cheaper and there are two reasons why my deal has a higher price: 
 
First up is risk.  If I’m going to have my house knocked about then I want to make very sure that I 
can trust the people involved.  I’m happy to pay more for a potential lower risk profile. 
 
The second is my attitude as customer.  I’ve told the two contractors that I won’t negotiate the last 
cent with them but they must be aware that I’m going to be a very picky customer.  I’ll feel that 
I’ve got the moral high ground if I’ve paid a higher price and I can then hold their feet to the fire 
with more reasonableness on quality. 
 
Although the price will be higher my risk profile and my quality expectations mean that I believe 
that I’ll be on the plus side of the value equation and in all the deals that I do that’s where I want 
to be. 
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