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 Sunday morning in... 
Saturday afternoon in Ho Chi Minh City waiting for the Rugby to start and having just visited the War Museum.  
The abiding memory was the quality of the photos taken by the journalists many of whom were killed.  I expected 
the three most memorable iconic pictures to be there but they weren’t.  I remember the little girl running down the 
road, the man being shot by the police chief and the last helicopter leaving Saigon.

This is one manic city and it’s motorcycle heaven.  More than 3 million motorbikes going in every direction.  I soon 
learnt how to cross the road.  You just walk across the road with a death wish look on your face and let everyone 
avoid you ...which they do...or have I just been lucky!

Last night was a heroic thunderstorm that put the whole of the place under a foot of water.  Our taxi got kicks from 
bikers for creating a bow wave and soaking them.

It’s not a pretty place but there’s energy here...and there’s 80 million people.

Flying back to Cape Town overnight via Bangkok and Joburg.  

This is the last newsletter for 4 weeks.  I’m off to Mozambique, Malawi and South Luangwa.  Back in September...
rested and ready for the Spring/Autumn campaign. 

Have a good one with three tips as usual.
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Richard Branson, boss of Virgin Atlantic 
celebrates one of his flights arriving 
on time.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
This was a travel week and the only book I bought was the Lonely Planet guide to Vietnam which is probably not of 
much interest to this readership.
I did, though, do some more research on the satellite phone and I’m not going with the Inmarsat as the coverage 
can’t be guaranteed.  The problem with the other networks is the horrendous cost of the handsets.  I’m negotiating 
and will report back.  I’m hunting for a cheap Iridium phone.
Stayed in The Sheraton in Bangkok and in Ho Chi Minh I stayed at The New World.  It’s a large mausoleum of a 
hotel with no atmosphere but plenty of space.
Bought a pair of Nikon frames for my glasses.  I’ll get a new eye test back in SA and get them fitted.  They were 
well under half price of SA or UK prices and that’s good enough for me.
I’m looking for some good speakers for my laptop.  They’re surprisingly hard to find at a reasonable price.  I don’t 
want to pay $400 for Bose speakers when they don’t even come with a carrying case.  Any ideas?

(07-31) 04:00 PDT Ness City, Kan. --
A man whose girlfriend sat on a toilet for so long that the seat adhered to her body will spend six months on probation.
Kory McFarren pleaded no contest last month to a misdemeanor count of mistreatment of a dependent adult. A judge sentenced 
him Tuesday to six months in jail but granted probation after the victim, Pam Babcock, asked for leniency.
“She didn’t believe that her circumstances were his fault,” Ness County Attorney Craig Crosswhite said.
Babcock’s plight became known in February, when McFarren called the Ness County sheriff, expressing concern about his live-in 
girlfriend. When authorities arrived, they found Babcock physically stuck to the toilet.
McFarren told police Babcock had refused to come out of the bathroom for two years. Medical personnel estimated she had been 
sitting on the toilet for at least a month and said the seat had adhered to sores on her body.
She is now under the protection of a guardian who was appointed through the legal department at the hospital where she received 
treatment.
Also Tuesday, McFarren was sentenced to six months in jail for an unrelated charge of lewd and lascivious behavior for exposing 
himself to a teenage neighbor in March.
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Standing in a queue
I was at an airport recently with my Blue friend and being Red I didn’t want to 
stand in the queue very long so I asked him to wait in the second line while I 
monitored the progress and one of us could jump across.

I kept an eye on his line and mine was moving quicker and I tried to catch his 
eye to get him to come over.  Of course he was oblivious to the moving of the 
lines having just said “hello” to the people next to him in the queue and had 
started friendly conversations.  Suffice it to say that I hadn’t bothered to talk to 
the strangers in my line.

I finally caught his attention and he said “goodbye” wished them a happy flight 
and we all got checked in a little bit quicker.

Wonderful people these Blues...there should be more of them...but then maybe 
not.
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Kind friends and clients
One of the advantages of being an independent consultant is that I’m boss of 
my own time and boss of my own objectives and diary.

I also manage my own business relationships and it’s been my business 
objective for some years to do my very best to turn my clients into personal 
friends...or at least have a very good try.

It’s clear that not every seller has the luxury to make this happen.  I have a 
comparatively small number of clients so it’s easy to know them all.  If I worked 
for a large organisation I’d be changing clients and geography regularly and 
this wouldn’t happen.

I still believe that this is a key differentiator for small consultancies like me...
that we can offer a level of intimacy that our large competitors cannot.  No 
matter what you sell it’s well known that people buy people...and if you can put 
the time into the people then the business will be substantially easier.

Remember don’t see your clients as companies...see them as individuals 
and try to act as if the business was your own.  It could give you a major 
competitive advantage.

My business is my own and that link between effort and reward will always give 
me the edge.
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Effort
Did an exercise on a training course this week with a group and gave them 
an hour to get it done.  After about 30 minutes they gave up and told me that 
they’d finished.

I enquired as to how they managed to do the work so quickly and it became 
clear that they’d just given up when they’d managed to achieve a respectable 
minimum score.

I was really disappointed and gently chided them...well, not so gently actually.

It’s easy to be satisfied with half a deal.  I describe it as being comfortable 
sitting in the middle of the deal.  The real value is to be found at the edge of the 
deal...not in the middle.

If you give yourself an easy objective...let’s say 10% discount...any you get it 
in the first 5 minutes then you should bank it and go for more.  Don’t rest on 
your laurels and think you’re a great negotiator.  Maybe your knowledge of the 
market was faulty and 10% is the minimum you should be asking for.

In my jargon...when you achieve an easy marker, thank and bank and go for 
the “Wow”...and if you don’t know what that means then come on a course and 
I’ll explain it to you.


