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  in Japan, 
Valentines day 

can represent a cause for 
anxiety and unease for men. 
that’s because on Valentine’s 
day in Japan, women give 
presents to men, usually in the 
form of chocolate.

So much chocolate is given 
out that Japanese chocolate 
companies record half of their 
annual sales in the weeks 
prior to Valentine’s day. With 
all this chocolate exchanging 
hands, what happens to the 

man who doesn’t receive a 
single chocolate? that’s where 
Valentine’s insurance steps in; 
making sure you’ll avoid the 
pain of not receiving anything 
on Valentine’s day.

this service is simple: the 
insurance policyholder will 
receive a package on Feb 14 
containing chocolates and 
a personal message from 
self-professed beautiful lady, 
rieko.Valentine’s day insurance 
eliminates the unease of not 
receiving anything on Valentine’s 

day, providing the policyholder 
with a pleasant experience.

Purchasing Valentine’s insurance 
only costs 500 yen. However, 
we’re not sure what’s worse: 
the feeling of not receiving 
chocolate on February 14th 
or having to pay a stranger to 
send you some. 
Source: itmedia. Full story at: 
http://www.japantoday.com/
category/lifestyle/view/avoid-
a-valentines-day-disaster-with-
valentines-insurance

1Parking lot accidents are 
the most common way 

fleet vehicles are damaged, 
according to research conducted 
with  around 20 percent of fleet 
accidents occurred while parked 
or during parking. Defensive 
driver training teaches us to 
“reverse” park. The situation can 
be better managed on arrival 
instead of waiting till leaving.

2Parking lot dings may 
not cause many physical 

injuries for the parties involved, 
but they do create a loss of 
time and, more important, 
expense that can add up in the 
long run. 

3 even though parking lot 
accidents are common, they 

can be avoided if drivers are 
easy on the accelerator pedal 
and drive slowly. According to 
one Fleet manager, “We instruct 
our employees to drive slowly in 
parking lots and to think before 
choosing a parking space”. 
“Sometimes, a parking spot a 
little farther out in the parking 
lot is better than trying to 
squeeze a vehicle into a parking 
spot close to the entrance.” 

4 At home base, decorate 
company parking lots 

with helpful signs reminding 

employees to buckle up and 
drive safely. Maintaining the 
company parking area is a 
way to help “practice what 
you preach” to drivers. Keep 
pavement clear of debris and 
rubbish. It can help remind 
drivers that the company cares 
about safety, particularly theirs.

5 If reversing into a parking 
bay is difficult drivers should 

‘pull through’ to the opposite 
space so they can drive forward 
out of the space. This reduces 
time spent backing up.

6 Telematics systems are 
changing the way fleets 

operate, even affecting parking 
lot movements. According to a 
telematics study, its product’s 
best attribute has been in 
modifying driver behaviour, say 
their customers. This can help 
drivers be held accountable for 
navigating lots more carefully.

7 A few tips can help drivers 
navigate lots more safely. 

When it’s windy, drivers must 
use care so the door doesn’t 
hit the vehicle next to theirs 
when they exit the vehicle. 
When deciding on a new 
vehicle for the fleet, test its 
safety features thoroughly.

8 once a fleet vehicle has been 
selected, it is likely there are 

still places behind the bakkie 
or van the driver can’t see using 
mirrors. Many companies sell 
camera systems drivers can use 
to make sure nothing is behind 
their vehicle. I

9 ensure drivers are aware 
of the proper use and way 

to adjust side- and rear-view 
mirrors. Drivers need to know 
they must use their mirrors 
for every move they make. 
Double-checking blind spots 
before putting a foot on the 
accelerator may take a few 
extra seconds, but it will help 
productivity in the long term.

10 It isn’t just collisions that 
can make parking lots 

dangerous. When drivers exit 
their vehicle, they should be 
wary of unknown individuals 
around and strangers in 
nearby cars. 

Drivers should always lock 
vehicles and keep any 
valuables out of sight. This 
may seem like an easy idea to 
enforce, but when it isn’t their 
property, drivers get lazy and 
forget to act smartly. Parking 
in a well-lit area is one of the 
best ways to avoid issues.

Dings and dents may not seem all that scary or stressful in the context of highway collisions and 
incidents. But, the fact is, collisions in parking lots are among the most common accidents fleets 
experience and can cost a company more time and money than fleet managers may realise.

Parking Mad

http://www.automotive-fleet.com/channel/safety-accident-management/article/story/2013/07/top-10-things-to-know-
about-parking-lot-collisions.aspx?prestitial=1

tools of the trade
Track the status of your business in real-time using our state-of-the-art New Business Tracker. 

ensure that your clients are receiving the 
attention they deserve and have come to 
expect from SAU.

Having the facility to outline the overall status 
of your business, monitor claims and client 
histories will allow you the control necessary 

to drive your business to the next level. 
Additionally, confirmation of cover is available 
for view and print using the same facility, saving 
time and aiding overall business efficiency.

This and more is available at your fingertips at: 

www.sauonline.co.za

Click to view progress 
history details

View your 
policies here

View your 
leads here
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Following BEhind A TRUck
When following behind a 
truck, leave yourself 20 to 25 
car lengths space behind – a 
good 8 to 10 seconds. this may 
seem like a long distance. But 
because large trucks obscure 
visibility far more than smaller 
vehicles, that much room is 
needed so you have enough 
time to react if road conditions 
suddenly change. 

SoME ThingS To conSidER
debris in the road, such as 
timber / parcels or even 
bricks, might have no impact 
on a large truck. if that debris 
was suddenly in front of you 
because the truck drove over 
it and you were following 
too closely, it could have a 
devastating impact. 

on congested roads traffic 
often slows down suddenly. if 
you are travelling too closely 
behind a truck, you cannot 
see the slowdown coming 
and may not be able to take 
evasive action.

PASSing A TRUck
When passing a truck and 
moving back into its lane, 
make sure you can see the 
truck’s headlights in your 
rear-view mirror before you 
cut back in. this allows the 
truck enough space to slow 
down or stop if something 
happens up ahead.

a fully loaded tractor trailer 
can weigh up to 55 tonnes 
and take the length of a soccer 
field to stop. Just because you 
can stop in time doesn’t mean 
that the truck behind you can 
if you’ve cut too close in front 
of it. even if the driver makes a 
monumental effort, the truck 
may not be able to stop.

You may wonder why many 
truck drivers leave space in 
front of them in heavy traffic. 
it’s so they have enough 
stopping distance. don’t fill 
in (steal) that space and take 
up that safety buffer that the 
driver is trying to maintain.

TiPS FoR TRUckS
Some of the points raised, while obvious to truckers, 
may make our driving experience a lot safer.

Till next time, safe driving and remember 
to give trucks space, plenty of it.

DID YOU KNOW?
Did you know that early windscreens 
were made of ordinary window glass. This 
of course led to serious injuries. A couple 
of lawsuits led to the development of  
toughened glass and were fitted in the 
frame using a rubber or neoprene seal. 
The hardened glass shattered into many 
mostly harmless fragments when the 
windshield broke. These windshields, 
however, could shatter from a simple 
stone chip. 

In 1919, Henry Ford solved the problem 
of flying debris by using the new 
French technology of glass laminating. 
Windshields made using this process 
where two layers of glass had a cellulose 
inner layer. This inner layer held the glass 
together when fractured. 

We’ve come a long way since then and 
modern, glued-in windscreens contribute 
to the vehicle’s rigidity, but the main force 
for innovation has historically been the 
need to prevent injury from sharp glass 
fragments. Almost all nations now require 
windscreens to stay in one piece even if 
broken, except if pierced by a strong force. 
Properly installed vehicle windscreens are 
essential to safety along with the roof of 
the car, they provide protection to the 
vehicle’s occupants in the case a vehicle rolls. 

During the last couple of years alternative 
glass companies have entered the market 
space. Their offering is very much different 
to what the industry is used to in that 
they have a pricing solution that drives 
costs down. These companies have made 
strides with a number of the large insurers 
and they all comply with rigid quality and 
safety standards.  SAU has managed to 
drive costs down considerably over the 
last couple of months without safety and 
quality being jeopardised. 

It is imperative to remind clients that there 
will not be any excess if they submit a claim 
for a chip repair. A chip on a windscreen 
might appear a minor issue but if not fixed 
as soon as possible it will ‘run’ and require 
a windscreen replacement, with an excess 
payable. In order for us to ensure that 
our client’s receive the best service, we 
encourage everyone to make use of the 
following number to submit glass claims:  
011 777 8320.

As brokers, sales inevitably forms a part of this multifaceted vocation. It is believed that much can be learnt 
from proven sales strategies and knowledge in the interest of maximising profits. According to the research 
done by Matthew Dixon, director at the corporate executive Board, Harvard Business review contributor 
and co-author of the article “The end of Solutions Sales”, there 5 different sales profiles. Which one are you?

So, what’s your sales profile?

1. Which best describes you?

a   An exceptional debater

b   A loyal worker

c   An analytical and organised worker

d   An outgoing individual

e   A problem solver

2. You believe that...

a     Sales is an opportunity to engage with people

b     Sales is all about going the extra mile to assist your clients

c     The harder you work the more sales you will attain

d     Sales is all about selling, no matter what the clients requirement

e     Sales is all about dealing with the current situation as best you 
can to execute the deal

3. When trying to make a sale, your main concern is:

a     Approaching a client with knowledge of their industry

b     Developing a lasting relationship with the client

c     Your sales quota for the day

d    closing the deal

e     Dealing with the immediate problems at hand

4. Your strongest characteristic is:

a     You are proactive and always offer a unique perspective

b   You are friendly and great with your clients 

c   You are open, eager and hardworking

d   You are passionately driven

e     You live in the now and are idea motivated

5. Your worst feature is:

a     Your opinion is sometimes viewed as confrontational

b   You are occasionally perceived as a ‘people-pleaser’

c   You struggle to break into new markets and dislike cold-calling

d   Administration is not your strong suite

e     You lack sales related strategy and planning skills

6. Your sales stats:

a     You often achieve top sales

b    You sometimes fail to meet target and have never been the  
top salesperson on the floor

c    Your sales stats are very predictable and average

d   You always meet target

e     Your sales stats vary dramatically month to month

Mostly A’s
ThE chAllEnging REPRESEnTATivE:
These are the debaters of the team. They have 
provocative views and are not afraid to share 
them with their customers or the bosses.

Mostly B’s
ThE RElATionShiP BUildER: The 
relationship builder always has the clients 
best interests at heart. They are loyal and will 
do whatever the client needs to help them, 
whether it be with discounts, customised 
products or working late to assist them.

Mostly C’s
ThE hARd woRkER: These are the ‘early-
to-work’ and ‘late-to-leave’ workers. They are 
open and eager but to them sales is more a 
numbers game. They believe that the harder 
you work the more sales you will get. This is 
how they are programmed.

Mostly D’s
ThE loAn wolF: These are the prima 
donnas of the group. They are not great with 
filing or being punctual. They are always 
coming up with their own ideas and will often 
sell products or services that are not produced 
by their own company. A lot of the time, the 

only reason these sales representatives are 
not fired is because they meet targets.

Mostly E’s
ThE REAcTivE PRoBlEM SolvER: 
clients love this sales personality, bosses not 
so much. They are post-deal executioners and 
never concern themselves with getting the 
next deal signed. The react to the immediate 
need of the client and deliver. They are open 
and eager but they often lack the necessary 
planning skills.

So whAT do STATS SAY? 
Interesting enough, the statistics reveal 
that the top performers are the challenger 
representatives. 

The challenger engages their customers and 
teaches them things about the businesses. 
challengers will often approach a client 
saying something like: “Did you know that 
you can save money if you do this?” or “Are 
you aware that there is a simpler way which 
will save you time?” 

challengers always engage their customer on 
their playing filed demonstrating knowledge 
of the clients inner-workings and industry.  
When met with resistance a challenger will be 

assertive but not aggressive. They will take a 
moment and agree with the clients opinion 
but then move forward.

Statistics show that by delivering insight and 
challenging the way your customer thinks, 
your sales will improve dramatically.

So who performs the worst statistically? 
contrary to popular belief, the relationship 
builder comes in last place. Although intensely 
loyal and hardworking, the relationship builder 
will often indulge their customers’ needs first 
without regard for profit. 

They spend large sums of time developing 
relationships without reaping much benefit 
for their efforts. Time is spent developing one 
customised product as opposed to selling 10 
000 standard products. relationship builders 
will spend time on these projects thinking 
that the relationship will someday pay off. 
Sometimes they do, but very often they don’t. 

The sales industry tends to groom these 
profiles as they are punctual, polite and 
friendly. Suggestions to help streamline sales 
in relationship builders is to help identify 
time consuming projects and to help them 
develop a more assertive sales approach.
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Q:  What did the paper clip say to the magnet?
A:  I find you very attractive.

Q:  What do squirrels give for valentine’s Day?
A:  Forget-me-nuts.

Q:  Why did the banana go out with the prune?
A:  Because it couldn’t get a date. 

Q:  What did the caveman give his wife on valentine’s Day?
A:  Ughs and kisses!

in the unfortunate event of an accident, or if you are in need 
of road side assistance, please call:

Quick contacts
Broker queries: 011 777 8352
Broker quotes:  0861 727 253
(We are available Monday – Friday from 8:00 to 18:30 
and Saturday’s from 8:00 to 13:00)
new broker email: newbrokers@saunderwriters.com
Email: info@saunderwrtiers.com

it SeeMS tHe CoFFee MaCHine iS Broken again!

www.saunderwriters.com  | www.sauonline.com


