
Sunday morning in Cape Town and this is my last week of nice weather before I head back to the UK 

next weekend.  As a northern hemisphere person Christmas should always be a cold event so it does 

seem rather appropriate. 

 

Next week will be the last update before our break...I’ll try to get it out early to allow for the flight. 

 

I’ve put another vid up on the negotiationupdate.com website.  There’s 3 there now and I’ll leave it until 

the new year before I change the password.  I put a slug of my course notes to accompany this.  It’ll 

remind many of you what we did in our classroom meetings. 

 

So England get an easy group in the World Cup and South Africa are as good as out.  I can’t possibly 

see them beating France and Mexico but we’ll be cheering for them anyway.  I’ll have to buy a vuvuzela 

and learn to blow it next year. 

 

Our frog is now called Zog.  Seems best and thanks to those who offered suggestions. 

 

Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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Value creating reading for business professionals 

December 6th 2009 

This week we used, read, visited, played with... 

Another travel book this week….No Stopping for Lions...by Joanne Glynn.  It’s very similar to the book I 

bought last week and both of them cover parts of the route that I’m planning to take in January.  There’s 

quite a good selection of Africa travel books at the moment.  Should be one for me there as well if I can 

muster up the energy. 

I’m pretty well organised for my trip in January and if anyone would like any info on travelling through 

Southern Africa then I’m your man on the nuts and bolts issues.  If any readers are coming down for the 

World Cup I can give them a heads up on visiting Cape Town.  Just email me and I can answer your 

questions. 

Lastly...if the type face is ever too small in any of these boxes don’t forget the Zoom button...you don’t 

have to squint! 

(11-27) 04:00 PST New York - -- 

When Lori Fowlkes first saw robotic Zhu Zhu Pets toy hamsters in September, she remembers her kids started jumping 

up and down and saying, "Please! Please! Can we buy them?" 

Seeing a fully stocked shelf, she decided to hold off until Christmas. 

That was "before I knew that the hamsters would soon be off the shelves and more scarce than an H1N1 vaccine," said 

Fowlkes, 32. 

Now she can't find them anywhere. 

Zhu Zhu Pets - which retail for about $10 and are aimed at 3- to 10-year-olds - are this year's bona fide must-have toy, 
following in the footsteps of past crazes for Tickle Me Elmo and Cabbage Patch Kids. On resale Web sites like eBay 
and Craigslist, they fetch $40 or more. Vital accessories such as the hamster car and funhouse are sold separately. 
By many counts, the toy is an unlikely hit. They're in a field crowded with toy pets. The hamsters, which scurry around, 
make noises and drive cars, don't always work the way you expect and have a limited range of action. 
"Honestly, I don't really get it," said BMO Capital Markets analyst Gerrick Johnson. "But I don't need to get it for a toy to 
be hot." 
The toys do have several factors that make them compelling, Johnson said: fun accessories and scarcity - sometimes 
when something is hard to obtain it makes people want it more. One big thing going for them in tough economic times: 
They're cheap. 
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Locked out of a sale 
 
I managed to get locked out of the house this week...don’t ask! 
 
I called out a locksmith and within 30 minutes they’d picked the lock and I’m back in the house at 
a surprisingly low cost.  In fact so glad was I of their high class service that I asked them if they 
could change the locks in my front door. 
 
The man said that they were busy but that they would call me back this week with a price and 
then we could fix up a time for them to come round. 
 
So...did they call me back?...of course not...this is South Africa and nobody ever calls you back in 
Cape Town. 
 
This is just crazy.  They’d managed to upsell me to a new pair of locks and in fact I had my 
thoughts on doing the side door as well.  This is the potential for quite some work and what’s 
more I was the one who suggested it. 
 
We teach upselling...can you sell more than you did originally.  Is there a chance to give the 
customer extras and different goods and services.  Well, that’s the theory anyway.  Of course, 
none of this happens if you can’t be bothered to pick up the phone and talk to the customer.  
These guys must be very busy if they can disregard this extra business. 
 
Learning point...if you can sell a blue one...can you sell a red one or a green one as well?  And if 
the customer is keen and bright don’t let the opportunity slip...even if you do live in South Africa. 
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Too expensive 
 
I’m working with some sales people who are not very experienced and at the moment they’re 

getting disheartened because the customers are telling them that they are too expensive. 
 

Of course, every seller knows that this is extraordinary good news.  It’s a perfect buying 
signal and essentially is saying, “Reduce your price and we’ve got a deal.” 

 

Sellers have to get the commitment to buy...that’s selling.  Then they have to negotiate the 
terms and conditions of that sale.  In fact the selling part might be a given right from the 

outset because if the customer immediately goes to a price objection then they’ve already 

bought it...they just want to discuss how much it’ll cost. 
 

Sellers should learn to love negotiation.  Don’t run away from a price objection and be ready 

to negotiate terms and conditions and get the sale nailed down at a price and value that 
really gives you what you want. 

 
And remember that every dollar you can charge extra is a free on….and I just love the 

thought of Free Money. 


