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And finally... 
(01-24) 19:51 PST MOSCOW, Russia (AP) -- 

Returning home after an absence can mean unpleasant surprises — a leaky roof, a pet's mess, even a break-in. But a Russian 
woman got a nastier surprise when she returned from her country house: her home was gone, torn down mistakenly by construction 
workers clearing a site, according to a report Thursday on NTV television. 

"There was nothing left, not even a log," Lyudmila Martemyanova said, bundled against the cold and standing on a snow-covered lot in 
the center of the Volga River city of Nizhny Novgorod. 

A local prosecutor, Nikolai Govorkov, said a construction company tore down the wrong building — Martemyanova's, instead of one 
nearby that was marked for demolition. 

Many Russians have faced what they say are unfair and inadequately compensated evictions from older housing being torn down 
amid the country's oil-revenue-fueled construction boom. 

Martemyanova's case is extreme, however, and she has taken it to court. She refused the builder's offer of money, saying it wasn't 
enough even to get a room on the outskirts of the city, and has sued. 

Court hearings started Thursday. Meanwhile, she's shuttling back and forth between her daughter's and her sister's, she told NTV. 

Sunday morning in the middle of Summer and we’re having the garden done this 
week...low, low maintenance...goodbye grass, hello gravel! 
 
Great week in Bangkok.  Stayed at the Sheraton on the river and I’d recommend it.  
I’ve stayed in loads of hotels in Bangkok and this one seems most fit for purpose at 
the price. 
 

No sightseeing this week...I’ve been there enough times...but a new restaurant to 
visit.  Had dinner at Vertigo at the Banyan Tree on the 50th floor on the roof.  Great 
view and surprisingly low cost for a Banyan Tree.  I’ll make it a must visit on each 
new trip. 
 
Bangkok is a computer heaven.  Got a disk drive I couldn’t find elsewhere and I 
waded through tons of pirate software.   
 
I’ve now got 3 weeks in Cape Town before I’m back to London for the first time in 
over 6 months. 
 
Back next week with 3 tips as usual... 

 
 
 

Sunday morning... 

This week I... 
Bought a couple of fiction books and I’ll comment on them when they’re read.  This 
week’s task is to start to convert the Outlook contacts into Outlook Business Manager.  
There’s no point in having over 5000 names in Outlook if they’re just a long list.  This 
will put them into database format.  It’s part of Office 2007 and is a worthwhile exercise. 

Watched the new Daniel Day Lewis film “There will be blood”.  Fantastic Oscar winning 
acting tour de force but a flawed film.  Looking forward to “No country for old men” that I 
brought back from Bangkok...along with Greys Anatomy...3&4.  I’m a fan of the series. 
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New hires

I was talking to a client this week about creating a dvd library of 

situations that a new hire might encounter with the view of giving 

them advice about what to do and ensuring that the company 

get a common standard throughout their team.

In a previous life I was responsible for the induction training of 

young graduates and we had the good fortune to design a 

programme that would give them a good start both with their 

company and in business generally.  Not every company invests 

so liberally in its people.

Staff who are new to a company can’t learn about it by osmosis 

or luck...you have to tell them and if you don’t tell them what you 

think they ought to know then you’re hostage to what the Police 

in the UK call the “canteen culture.”  

The same goes for skills training.  If it’s sales or customer 

service you need to ensure that people know what to say and 

how to behave.

I hope everyone reading this has an induction manual 

somewhere close by and they use it regularly.
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Close out

The subject of closing came up this week and I have a particular 

view of the subject that I’ve mentioned before.

I subscribe to the Nike close...just do it.

If you’ve taken the customer through the deal, explained the 

issues, answered the questions, handled the objections then you 

should have no problem with the close.

At the end of the deal you should summarise and then offer 

something like:

“Well, Mr. Smith, we’ve explained the deal in some depth and 

I’ve answered your questions.  How do you feel?  Can we 

progress here with the deal...Are we good?”

Or something similar that suits you and your business better.

Make up your own closing script and don’t be shy about using it.  

Many sellers don’t like to close because they lack confidence 

and are fearful of rejection.

In this case practice definitely makes perfect.
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Black box negotiation

I ran a public course this week and round the table were people 

who sold steel, language courses, aircraft spares, insurance, 

property and utilities.

As you can imagine the details of every deal were very different 

but as you can also imagine the commercial terms were identical.

I always position myself as a commercial expert and I don’t 

much worry about not being a product expert...that’s the client’s 

responsibility.  

I’ve been buying and selling “black boxes” for many years now.  

They all contain something different but the purchase and sales 

terms are nearly always the same...and that’s my job.

Good business negotiators understand commercial deals.  You 

do need some “local” knowledge but if you’re a good enough 

professional the deal will usually seem very similar to many 

others where a buyer and seller needed to talk together to get a 

deal done.
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