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 Sunday morning in... 
Monday morning in Joburg...busy and getting closer to going platinum on South African Airways.  A week in 
Joburg then back to the UK on Friday and off to Zurich next Tuesday.  Haven’t been to Switzerland for a while so 
it’ll be an interesting trip.

Last week was 5 training days in Joburg and the same this week.  If you’ve ever done any training you’ll know 
that consecutive days can really confuse you...you start talking about something and the delegates start laughing 
as you just said it an hour earlier and you thought it was “yesterday”.  I’ll try to avoid it this week.

Staying at Montecasino.  It’s a leisure complex modeled on Caesar’s Palace and The Venetian in Las Vegas.  It 
does the job surprisingly well and has some first class restaurants.

Rain saved South Africa but rain didn’t save Nadal and rain seems to have caused some issues with Hamilton.  
Rain’s the sports theme this week with English sportsmen.  Both Millwall and Western Province won.  How’s that 
for having a foot in both camps.

Back next week with three tips as usual...
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The Caribbean seems to be working its 
way through the Hurricane alphabet as 
Ike hits Cuba.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Absolutely nothing of merit to recommend or mention this week.  Read about 10 pages of a new travel book and 
will pass judgement later.
I tried and failed to get my HD box working on the television.  I’ll need a pro to install it which is not what they say 
in the adverts...and they don’t mention the extra cost of the wiring and the splitter box.  Nonetheless when it’s done 
I’ll have a decent full set of kit.
Hired a Toyota from Budget for Joburg and duly had it broken into in the hotel secure car park with 2 security 
guards and cameras.  First of all...Budget don’t put alarms in their low end cars and second ask yourself what 
the security guards were up to. Answers please in an abusive email to me or better still Budget and the security 
company that manages the car park at Sun Square Hotel.  Certainly...if you’re hiring a car in Joburg then you need 
to check that there’s an alarm fitted.  I learnt this lesson the hard way.  Come back Cape Town...all is forgiven.

(09-05) 13:23 PDT BOSTON, (AP) --

A Massachusetts doctor has been fired and lost the right to renew his medical license for allegedly trying to give a pregnant woman an epidural while 
drunk.
The state Board of Registration in Medicine says 39-year-old Robert Dolan was drinking from a bottle of bourbon he brought to work when he was called 
to perform the procedure at Caritas St. Elizabeth’s Medical Center last November.
Dolan, an anesthesiologist, called another resident for help, who noticed he appeared drunk. The attending physician then called security. He was fired 
by the hospital a few days later.
Dolan’s license to practice medicine lapsed in January and he will not be allowed to renew it unless he can stay sober for 18 months.
The board said Dolan accepted its version of events.
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PDI and selling
I’m running a sales training course this week and I’ll be using SDI to help 
sellers understand their selling style better and then to understand customers’ 
behaviour.

SDI provides a great way to get into the selling process.  How about this in 
short and I mean very short:

Red Sellers enjoy fast deals
Green Sellers want a detailed deal
Blue Sellers are the Relationship salespeople
Hub Sellers provide options and flexibility

and on the other side:

Red buyers won’t want to get down to business.
Green buyers won’t be hurried and need time to think it through.
Blue buyers shouldn’t be put under pressure.
Hub buyers may have trouble making fast decisions.

Health Warning!!

When I write these SDI tips I’m very conscious that I can make quite complex 
theory sound trite and quite trivial.  I try to take the key issues and put them 
into headlines.  Suffice it to say that it does sometimes generalise people and 
make it sound simplistic.  It’s really not like that and we shouldn’t believe the 
headlines without understanding the detail.
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Inputs and outputs
Sellers are often called upon to justify their prices.  They do this in many cases 
by stating the input costs of the work as the justification.  This is nearly always 
a mistake.

The cost of my training is an input cost.  A day rate to train people. The outputs 
of my training are skilled people making a difference to their businesses.  If I 
can quantify this and provide examples then I can try to persuade my clients 
that training is an investment with a payback rather than a sunk cost.

Sellers should always look at what the customer can achieve with their product 
or service and describe its value in these output terms.  If you continue talking 
about inputs then you’ll be seen as a commodity and commodities are nearly 
always under price pressure.

Think clearly about the deliverables/outputs/results of your work when you talk 
to customers.  It’s a much more powerful way forward and takes the heat off 
the price issue.
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Soft variables
Regular readers of these tips will know how often I mention variables.  They’re 
the lifeblood of the process.

What I want to describe this week is the difference between hard variables and 
soft variables.

Hard variables are those variables...like payment terms...that can be readily 
quantified and costed.  

Soft variables are those variables that add value but not in an entirely easy 
to way calculate.  How much is a move from a 2 year contract to a 3 contract 
worth?  How do you figure the value of an improvement in a warranty?

Soft variables are difficult to price up and that’s the key issue if you’re trading 
them.  You can’t trade something that you can’t measure.  You want to trade 
$1 for $1.10 not the other way round so you must find a way to price up your 
variables no matter how hard it may be.

This is a tough task but ultimately there’s no alternative.


