
Sunday morning in Cape Town with the wind blowing hard.  Summer’s stuttering in its entrance...but I broke out the 
shorts for at least one day this week. 
 
I’m doing my best to sell and market and that’s never an easy task in terms of short term results.  You have to plan for 
the long term and it’s always further down the path than you’d want. 
 
I’m starting this week to run my first virtual and online training.  I’ve got a one-to-one client in Jo’burg and we’re good to 
go.  I’ve sent her the vids, notes and slides and we’ll be scheduling our time together to discuss the issues.  This is a 
real new departure and I’m no longer necessarily looking for classrooms of people when I can do the work on an 
individual basis with no regard or worry about distance. 
 
We’ve set this up for the SDI...and my next challenge is to create the same system for my sales and negotiation work.  
If you’re interested in some one-to-one commercial coaching/consultancy then do let me know.  I’ll be reducing my rates 
for folks who are early adopters and who can allow me to trial the software and material. 
 
Great week of sport.  Went to Newlands last night to watch Western Province beat the Sharks and I’ll be queuing up 
Tuesday morning for a ticket for the semis next Saturday.  I’d normally buy a ticket on the internet but last time I tried 
this the Computicket website seized up.  It’s simpler to stand in the line outside the ground. 
 
BTW, I’m back in the UK for a short visit next Monday week.   Happy to meet up if you’re around. 
 
Enjoy your week... 
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This week we used, read, visited, played with... 

Still downloading books from Amazon!  I’m becoming a Kindle bore. 

Got a few trials with Webex under my belt this week and we go live next week with a cash client.  Fingers crossed. 

Loaded Mapsource and Garmin and Tracks4Africa software on my laptop.  I’m going to create a resource for overland 
travelers in Africa and we get this under way next week.  Colleagues in SA or elsewhere who like to be partners in the 
enterprise might like to get in touch. 

 

 

 

(Reuters) - Thousands of flushed condoms threaten to choke the Commonwealth Games village's drainage system, 
media reports said, in the latest problem to hit the venue from hidden snakes to outbreaks of dengue. 

Games organizers, who won a race against time to ready the village, are now battling to clear clogged drains after 
thousands of non-biodegradeable contraceptives were flushed down toilets in the first week of the event. 

"If that is happening, it shows that there is use of condoms and I think that is a very positive story. Athletes are being 
responsible," Commonwealth Games Federation President Mike Fennell told a news conference Thursday. 

"We all know that encouraging safe sex is a very important thing to do." 

Games organizers had provided 8,000 free condoms in the village, and the provision appears to be in high demand. 
One official told the Mail Today newspaper Thursday that over 4,000 had already been snapped up by eager athletes. 
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Webex 
 

I did some comparison shopping this week. 
 
Webex.com, the parent company was cheapest but didn’t want to do business with me online 
because I’m not in the US. 
 
I then tried webex.co.za, the South African equivalent, who were a complete shower of 
incompetence and were approximately $20 per month more expensive for an identical product. 
 
I then ended up with webex.co.uk, the UK equivalent who were very helpful and I got signed up 
quickly and simply but sadly at a price of about $10 a month more than the US company for an 
identical product. 
 
This is, of course, quite separate from the decision and actions I took to see if Webex was 
actually better value with superior functionality than its competitors.  It is. 
 
I really can’t understand why Cisco allow customers like me to be so easily messed around 
because they have sales channels that suit them rather than sales channels that suit the 
customer. 
 
If you make it easy for a customer to buy from you they’ll come running.  The South African part 
of Webex justifiably lost the business because their sales person was too busy to talk to me.  
Hmmm....too busy to talk to a customer, eh?  Bye,bye! 
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Asda 
 
So I’m sitting in my local coffee shop reading The Independent from London on my Kindle when I see an 
article about the UK supermarket company, Asda, owned by Wal-Mart. 
 
It seems that their buyers have been given some advice about how best to deal with their suppliers.  This is 
what the Independent says: 
 
The document lays out how to structure a meeting with a supplier. "Plan your introduction," it says. "Use 
this opportunity to take control and set the agenda. Open outrageously (include plenty of fat). The bigger 
the opening figure, the bigger the settlement figure." Buyers should have prepared "three concessions that 
cost Asda nothing but will assist their trading position. Only concede if you have to. Be tactful, but be firm. A 
threat is only a threat if it is followed through. Remember always that we are negotiating on behalf of our 
customers!" 
 
Suppliers can be split into four groups, depending on their reaction to negotiations claims the document – 
they are "high performing, complacent, conflict and apathy." For those who fall into the "conflict" group, the 
document advises buyers to punish them. "They may not understand or buy into the Asda strategy. 
Consider reducing the level of business, at no cost to Asda if they don't collaborate," it says. 
 
I once got close to doing business with Wal-Mart but I walked away when they kept insisting that I lower my 
rates. 
 
Sadly this policy can work when you’re as big as Wal-Mart is and people are desperate for your business 
but ask yourself what sort of long term relationship is this type of slash and burn negotiation likely to foster. 
 
I’ve got 3 other companies who are now ex clients for trying nonsense like this.  It only works when people 
are weak enough to reward their bad behaviour...and I’m not going down that route, that’s for sure. 
 
 
 
 


