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 Sunday morning in... 
Sunday morning in Cape Town...grey...we could almost be in London in November.  Another week coming up in 
Cape Town and then off to Ghana next weekend for a 3 day negotiation programme in Accra.

Sometimes it seems busier to be at home answering emails and phone calls than it does when I’m travelling and 
teaching.  Days just seem to disappear in a blur of activity which seems hard to pin down.

Went to Newlands yesterday to give Western Province a shout and all I can say is “WP jou lekker ding.”  That 
now exhausts my knowledge of Afrikaans but if I had a dollar for every time you hear the word “lekker” in Cape 
Town then I’d be a truly rich person.

Mad Bob has embezzled the election in Zim and the airwaves of Cape Talk radio are obsessed with the man.  
It’s ironic that Nelson Mandela seems so frail these days while Bob at 80 and plenty seems as fit as a flea.  No 
justice there.

Petrol goes up again this week.  It helps to have a 130 litre tank when you can fill up the night before the 
increase.  Drive away petrol theft seems to be the crime of choice lately.

What price Federer vs. Nadal next Sunday at Wimbledon.  Should be really worth watching.

Have a good one...with three tips as usual...
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As George Orwell said...maybe...four legs good, four legs and a couple of wheels 
even better.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, played with....
Had the Yamaha Sound Bar delivered this week and it needs some configuration with a HDMI cable to get the 
sound working really well.  Interesting issue there and I’ll write about it in the sales tip.
Running a couple of negotiations with car deals for a Nissan Patrol and a Toyota Auris.  I agreed the deal on the 
Auris and that should go through but the sticking point for the Patrol is the finance.  In a country with Prime at 14% 
it’s important to get the financing of these items well sorted.  If you’re an economics student then you’ll notice how 
inflation in SA seems to be ever higher and higher and raised interest rates just don’t seem to do the job.
Now that I’ve got the tele and the sound system I’m looking for a Blu-Ray player.  If anyone’s got any 
recommendations I’m happy to hear them.
I’d also be keen to know if anyone’s got a Kenwood in car entertainment system.  I’m keen to have touchscreem 
satnav and want to keep my Garmin software and Kenwood seems to do that. Any ideas?

(06-26) 12:04 PDT DARWIN, Australia (AP) --
Drinkers at an Outback watering hole may have wondered if perhaps they’d had one too many when they were greeted by a 
crocodile at the pub’s door.
But being good hosts, they did the only polite thing and invited him inside.
The saltwater croc was just 2 feet long and more a curiosity than a threat to drinkers at the Noonamah Tavern on Sunday. The 
aggressive hunters can grow to more than 16 feet and have been known to attack people.
Barmaid Sarah Sparre said Thursday that three patrons spotted the creature outside the pub, grabbed it and brought it inside.
“You could say we were a bit surprised,” Sparre said. “He was pretty complacent, easygoing. But we weren’t going to test him out.”
The three men taped up its mouth, held it up for a round of photos, then put it in a box near the bar.
Sparre said the croc may have escaped from a farm for the animals that was several miles away. Wildlife officials took the 
crocodile to the farm.
Noonamah boasts little more than a gas station and a bar on the main north-south highway through Australia, about 25 miles from 
the Northern Territory capital of Darwin.
Saltwater crocodiles, once hunted to near extinction by skinners, have flourished in Australia’s tropical north since they became a 
protected species in the 1970s.
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Seven MVS categories
This is week 7 of the series so let’s do some revision.

There are 7 types of MVS...Motivational Value Systems.  The things that make 
us feel good about ourselves.  Here are some words that will help understand 
them better:

Red:  Compete and Win, move quickly and get the job done.
Blue: Trusting,care about other people’s feelings.
Green: Cautious, work at your own pace, fair and independent.
Hub: Look for options, team player, ready to change.
Red/Blue: A winning coach, quick action to help people.
Red/Green: Strategic, winning by thinking.
Blue/Green: Help people to become independent, make a difference for others.

You don’t have to be in one of these 7 categories.  We’re not trying to put you 
into character types so it’s quite possible that you may choose to live in more 
than one of these categories when it suits you. You can choose your own 

system...it doesn’t necessarily choose you.
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Buyers remorse
It’s funny how you notice things in yourself that you’ve taught as a theory.  It’s 
very powerful to see it in action for yourself.

I bought a sound system for my television this week.  I’m upgrading the whole 
issue and this was part 2 of the project.  I’d chosen the surround sound system 
I wanted and picked Kevin who sold me the television and I was happy with the 
price.

Kevin didn’t deliver the system himself...he got a delivery guy to do it and this 
gentleman dropped off the box and set it up in a matter of a few minutes and 
headed for the door.  I’d specifically asked for an hour of instruction for the 
system and I was feeling a bit underwhelmed by the whole thing.

I started to wonder if I’d done the right thing to spend so much money on such 
a system.  This is the dreaded Buyers Remorse.  Buyers often have second 
thoughts when the impact of their decision is brought home to them.

I subsequently called Kevin and he’s bringing some better cabling with him 
tomorrow and we’re going to spend as long as we need to ensure that I’m 
happy with the new system.  Of course that’s what he should have done in 
the first place.  It might have cost him the sale if I’d called him and told him I’d 
changed my mind.

Never underestimate the emotion involved with a large ticket item.  The buyer 
may need constant reassurance...even after the sale...that they’ve made the 
correct decision.  You can lose a sale if you don’t understand what’s in the 
buyer’s mind when they part with large cash and make a difficult purchasing 
decision.
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Warm/tough and the end of the deal
Negotiated for a car this week and as you can imagine it was a fun experience.  
I did my homework and was well prepared and had several variables in my 
pocket ready to trade.

I knew that it was the end of the quarter and I’d looked through the sales 
manager’s office window to look at the sales board to see where Ian, my 
salesman, was on his progress chart.  It’s amazing what you can see when 
you’re nosey.

He gave me a quote for R215,000 and I told him that I wanted a number 
beginning with a 1.  We spent half an hour getting the deal under 200,000 with 
a mixture of despecing the deal of extras I didn’t want and by him reaching into 
his pocket for extra discount.

Eventually he told me that there was nothing more that he could do but he 
could take R50 off if he didn’t put any petrol in the car on handover.  I put 
a R50 note on his desk and told him it was a gift in the warm spirit of the 
negotiation if R50 was a bit tight for him.

Eventually we did the deal with smiles all round.  Did I bottom the deal?  I’ll 
never know but I had a good go at it and got what I believe is fair value.

The moral...style is warm and tough...do your preparation...have plenty of 
variables to trade (I got a 5 year full maintenance plan included)...and don’t 
worry if you got every last dollar of value.  You’ll not sleep with worry if you let it 
get to you.

One last thing...remember the issue of timing.  He was keen to do a deal on 
Friday as it was the last day of his quarter.  That helped me and gave me some 
leverage.


