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 Sunday morning in... 
Saturday evening sitting on the flight from Joburg to JFK via Dakar.  I’ll send this when I get to the hotel in Times 
Square.  Staying the week on Broadway and home next weekend.

I’ve had a really interesting week in Cairo.  Job went OK and I got to see the Citadel and the Aly Mohammed 
Mosque.  I got to see a whole lot more of Cairo than last time and the Marriott is a nice base.  Lots of building and 
construction and I learnt that it’s a city of 17 million.  Not hard to see where the pollution comes from.

I’m in transit now for almost 48 hours and that’s too much.  Sadly the flights didn’t dovetail and I ended up with 
a 9  hour stopover in Joburg.  I hope I can get an early check in in NYC otherwise I’ll be walking the streets for 
another 6 hours.

Last week was buyers in the oil business in Africa next week is sellers in the media business in the US.  Variety is 
the spice of life.

I got on the plane with the Stormers 10-0 up against the Hurricanes.  I hope they held on in the second half.  I got 
on the plane and Mugabe was still president of Zimbabwe...I hope he didn’t hold on.

Have a good week with three tips as usual...
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  New York is twice blessed this week.  A visit from Benedict  XV1 and me.  I hope he brings the  
Yankees a blessing.  Their pitchers certainly need some divine intervention. 

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, played with....
Just one book this week.  It’s Uneasy Rider by Mike Carter.  It’s the autobiography of a guy who has 
a mid life crisis and then takes off on a BMW GS1200 to try to work things out for himself.  Interesting 
concept.  Personally I’d have chosen a Yamaha XT600 or a Nissan Patrol.  Anyone fancy Cape to 
Cairo next year...I’m a serious contender.

I’ve been writing up the recent break that I took and I’ve done 28,000 words.  I downloaded Scrivener 
which is a Mac programme to help people write.  It’s a winner and I recommend it to anyone who’s got 
any writing to do...especially large project type work.

  
(04-19) 14:59 PDT Portland, Ore. (AP) --
An attorney who watched a police officer park illegally in front of a restaurant, then wait around while his meal was prepared, is-
sued the officer a series of citizen-initiated violations.
Eric Bryant said he was sitting at the restaurant March 7 when Officer Chad Stensgaard parked his patrol car next to a no-parking 
sign and walked inside to wait for his food, the Portland Mercury reported Thursday.
Bryant told the weekly paper that when he asked Stensgaard about his car, the officer asked Bryant, “If someone broke into your 
house, would you rather have the police be able to park in front of your house or have to park three blocks away and walk there?”
Bryant filed a complaint as a private citizen alleging several violations, including illegal parking and illegal operation of an emer-
gency vehicle.
Stensgaard was issued a summons to appear in traffic court in May. The fines could total $540.
“Citizens should be concerned that he used his status as an officer of the law as justification for breaking the law,” Bryant said.
Cathe Kent, a spokeswoman for the Portland Police Bureau, said Stensgaard would fight the complaint in court, “as he rightfully 
should.”
Parking is limited on city streets, especially with many construction projects downtown, she said, and officers remain on duty even 
when they are picking up food.
“We are emergency responders and need to be ready to take an emergency call,” Kent said Saturday.
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Work or fun?
Let’s visit Maslow, Herzberg and motivation.

Let’s start by asking a question:  “Why do you work?”

Example:  My father was a postman for 30 years and he never once tried to 
get promoted or seek anything from the job other than a weekly pay cheque.  
That’s pretty low down on the Maslow and Herzberg hierarchy... work as a 
hygiene factor.

What’s interesting is that he continued working after he could have retired and 
after he clearly didn’t need the money any more.  That was a conundrum for 
me at the time and it was only then that I discovered that the job was, for my 
father, like going in to a social club every day.  He enjoyed the company of his 
friends and that was far more important than I’d ever believed.

I don’t know too many people who are independently wealthy...in fact I’m 
not sure I know anyone who’s independently wealthy but I do know several 
consultants, and I’m one of them, who’ve turned down lucrative work for a 
variety of reasons.  Money won’t always do the job.

Maybe like my father I’ve also proved that people don’t work just for the money 
even though it might seem so on the surface.

My father didn’t know the words “self actualisation”...or the understanding of 
Porter’s theory of self worth but he lived the message nonetheless.

What gets you up in the morning?
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The tender trap
I’ve had a whole week with buyers this week trying my best to tell them about 
the weaknesses of the tendering process and how negotiation is the best way 
forward.

I believe that the most effective method for a buyer to obtain most goods and 
services is to go out for prices (RFP) and then to negotiate with the short list.  
I’ve found that to be a very successful proces over the last 10 years.

What good is this for a seller?  

Well...the learning here is that sellers should beware of the tendering process.  
Personally I don’t do tenders any more.  The last pack I got went straight in 
the bin unanswered.  That’s easy for me because I sell comparitively low value 
consultancy services.

If you sell big ticket capital goods then you’re likely to spend a great deal of 
your time having to deal with the tendering process and the endless paperwork 
that it generates.

I know companies that specialise in helping people get through this maze 
and there are ways round it.  Don’t suffer without help here...it’s a specialised 
market and a bit of advice can work wonders.  I’m doing my best to make 
sure that sellers don’t have to suffer it but I’m not going to change the world 
overnight.
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Principles or dollars
This tip is like the bad penny...it just keeps coming around but I’m not aware 
that I’ve mentioned recently...so here goes again.

In a commercial negotiation there are very few issues of principle.  There aren’t 
any suicide bombers sitting across the table from you.

What you’ll find if you look across the table are people just like you trying to 
create value for their organisations and save a dollar or two.

Most issues that come up are not great matters of principle they’re purely 
commercial issues.

“We can’t offer a discount of more than 10%.”   Why not?
“We can’t pay you cash on delivery.”  Why not?

These are not matters of principle...they’re pure commercial issues.  If you’re 
a buyer go and ginger up Accounts Payable and tell them that you want to pay 
people more quickly because it’ll give you the chance to negotiate better value 
deals.

If you’re a seller rip up the price list and concentrate on the bottom line value 
and not the top line price.

Just count the money...that’s what successful commercial negotiators do.


