
Sunday morning in Cape Town...bright and sunny...and even more bright and sunny after getting up early and watching 
the Ashes test.  England’s great day and they’ve saved the game… 
 
The shops are full of Christmas and the supermarket checkout staff are wearing Santa hats...and it’s still November and 
it’s 28degrees C.  Still can’t get used to a hot Christmas but It does seem we’ve dodged the snow in London. 
 
About 2 more weeks and then SA shuts down until the end of January.   It’s a bit like August in France...tout le monde 
est en vacances. 
 
Enjoyed an SDI meeting this week and it looks as if we’ve got a team building course on the cards.  That’ll be 
something to sell in the new year. 
 
Our container ship arrives this week and so that means a whole stack of stuff to be delivered.  Can’t quite think where 
we’re going to put it but I won’t be short of books to read. 
 
I hear from the UK that school exams will start being judged again on grammar, spelling and punctuation.  As an 
English teacher of some vintage it seems almost bizarre that they weren’t ever judged on these criteria in the first place.  
I guess the more things change the more they stay the same. 
 
More work on the book this week and a meeting about Strategic Leadership and the use of SDI in call centres.  If you’re 
interested in either of these let me know. 
 
 
Enjoy your week... 
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Value creating reading for business professionals 

November 28th 2010 

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

Finished Spooks this week...excellent as I said...and now it’s time to start catching up on Entourage.  I enjoy this series 

and I’ve got three seasons on DVD waiting to be watched. 

If you want to watch DVDs on your PC and you’re getting Region issues don’t forget that VLC will allow you to watch all 

region DVDS on your PC or Mac.  It’s a free programme and cuts out all of this region nonsense. 

 

 

(11-23) 05:33 PST New York (AP) -- 

Police in New York City say thieves held up the owners of a pizzeria and then fled with a bag of full dough — the kind 

that crusts are made of. 

Police say Salvatore LaRosa was charged with robbery after surrendering to police. 

According to court papers, LaRosa and an accomplice followed the owners of Brothers Pizzeria on Staten Island. After 

donning masks, the papers say, they pointed guns and demanded the men turn over a bag they believed held the day's 

proceeds. 

But instead, the bag was full of pizza dough. 

LaRosa was released on $1 million bail on Monday. His attorney, James Froccaro, declined to comment. 
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Unhappy people 

A recurring theme in these selling tips is that only unhappy people buy things. 
 
Unhappy people are those folks who have wants and needs and that’s the driver towards the 
purchase. 
 
When we’re marketing SDI there’s no point in trying to sell it for its own sake.  What we 
do...or what we should do...is to look at customer unhappiness...business problems...and see 
where SDI can offer a solution. 
 
I’ve written all of my selling notes around the them of Solution Selling and that’s how you 
cure unhappiness...you find a solution. 
 
At the domestic level there are other drivers but in basic business just look for customer 
unhappiness and offer a solution. 
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I like my negotiation meetings to start with a positive and preferably friendly session. 
 
I’ve never really understood why people believe that you need to be aggressive and hostile in a 
negotiation.  I guess it’s because they think the threat that they create will give them an 
advantage. 
 
This may well work with newbies and amateurs but no serious professional is likely to feel 
intimidated by behaviour like this. 
 
Don’t mess around with hostility...keep it warm and friendly...and if the other party won’t 
play...then ensure that they are made aware that their behaviour is unacceptable. 
 
I heard the story of a negotiator who flew to Jo’burg for a meeting and within the first 5 minutes 
the other party threatened to walk out if they didn’t receive a concession.  They thought that the 
other side would feel vulnerable because they’d travelled so far for the meeting. 
 
If that had been me I’d have been out of the room in a heartbeat…sadly and reluctantly explaining 
to the other side that if they wished to end the meeting then what must be must be. 
 
Be assertive and positive and don’t let the other party play games.  99 times out of 100 it’s a bluff. 
 
  


