
Sunday morning in Cape Town and Autumn has arrived.  The oak leaves are clooging up our street but then we should 
be so lucky as to have an oak lined road. 
 
Off to Worcester this evening to run a 3 day sales and negotiation programme for an engineering company.  My 
business in South Africa is likely to centre around local companies so I’m pleased to have the opportunity to have to 
apologise to the group that I’ll be the only one who doesn’t speak Afrikaans. 
 
Friday is an SDI training day...so it’s a busy week. 
 
Went to a local curry house...not too bad but nothing special.  Curries in London are more plentiful and of a higher 
standard.  I didn’t find Durban much better either so in Cape Town it looks like the Bukhara or nothing. 
 
I tend to think that readers of this newsletter don’t want me to get too heavy on the political front but the situation in the 
Ivory Coast is very difficult.  I wrote in the negotiation tip about Libya...this week I’ll mention Gbagbo 
 
I try to mention sports each week and this week I write in praise of old men.  Sachin Tendulkar (38) and Mariano Rivera 
(41) both still at the peak of their powers and both modern legends.  Maybe 40 is the new 30 where sport is concerned. 
 
Contacted a consultancy this week where there may be some synergy.  I’ve been independent for quite some time but I 
can handle short projects working in a team...now that would be a novelty. 
 
Enjoy your week 
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Value creating reading for business professionals 

April 10th 2011 

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

I bought a dongle this week.  I want to be able to access the internet in parts of SA where there’s no wireless and there 

are plenty of those.  It’s a simple MTN pay as you go connection and it’ll allow me to check emails and surf the web 

wherever I am.  I noticed last year on my long trip how much of Africa is covered by mobile telephony.  I might as well 

take advantage of it. 

 

 

(04-05) 15:14 PDT Mason, Ohio (AP) -- 

Police say an Ohio man has been charged with a misdemeanor for barking at a police dog. 

A police report says 25-year-old Ryan James Stephens was charged with teasing a police dog in the Cincinnati suburb 

of Mason. 

Officer Bradley Walker wrote that he heard the K9 dog barking uncontrollably inside his patrol car while he was 

investigating a car crash at a pub early Sunday morning. Walker says Stephens was making barking noises and hissing 

at the animal. 

Walker reported that Stephens said "the dog started it" when asked why he was harassing the animal. The officer said 

Stephens appeared highly intoxicated. 

There was no answer to calls to Stephens' home in Mason. He is to appear April 21 in municipal court. 

Searching for value 

http://www.fastpencil.com/publications/1220-Negotiate-For-Value
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6828&edition_id=9707
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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Selling and estimating 

There’s a branch of the selling profession that concentrates on estimating.  These are the 
guys who fill in tender documents with exactly the right margins and costings so that the 
quote is both competitive and profitable. 
 
It’s really the sales equivalent of quantity surveying. 
 
Many sales departments have an estimating section but don’t ever think that estimating or 
tender filling is selling...it isn’t. 
 
Selling is about creating value for a customer through a process of understanding their 
business, talking to them and developing the best fit for your product or solution that adds the 
most value to their bottom line. 
 
Some buyers believe that all of this can be achieved by tendering.  It can’t.  All you get is a 
“cost plus” solution. 
 
Estimating is not selling just as tendering is not buying.  When buyers talk to sellers more 
value is created than can ever be found in an estimated “cost plus” tender document. 
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Scorched earth 

We stay this week in Africa and look at Laurent Gbagbo of the Ivory Coast (Cote d’Ivoire). 
 
His negotiation policy with the opposition in his country is to damn them and dare them to attack 
him.  It looks as if his final negotiation position is self immolation. 
 
Remember...you can only negotiate with someone who wants to do a deal...a reasonable deal. 
 
If the other party is determined to tough it out no matter what then it’s a war of attrition and your 
negotiation turns into open warfare. 
 
I’ve seen this in business where buyers would rather run out of a product than deal with a 
particular supplier at the offered prices.  I’ve met sellers who’d rather play golf than visit some of 
their less appetising customers. 
 
So...if you’re going to negotiate then you must find someone to negotiate with.  If the other party 
are determined to declare war...start polishing your gun. 


