
Sunday morning in Cape Town...warm, sunny Winter’s day. 
 
The breakfast war in Newlands is now becoming the lunch war.  Some friends of mine had a problem ordering the half 
price lunch ten minutes early.  At 11.50 it’s R70...ten minutes later at 12.00 it’s half price.  Don’t forget to check the time 
when you order. 
 
South Africa buried Albertina Sisulu yesterday.  Her husband, Walter, spent 26 years in jail and she became a leading 
light of the freedom struggle.  I’ve often wondered why the UK can’t seem to breed people of this quality. 
 
Sport a plenty as usual...almost too much to mention except that the Stormers are now best team in SA despite losing 
yesterday. 
 
Talked to my colleagues in the US this week about launching the Have A Nice Conflict programme in South Africa.  
We’ll be down that path fairly swiftly and that’ll be a major development in the training portfolio that I manage. 
 
Also talking to colleagues about a public negotiation programme.  It’s been on the cards for some time but hopefully 
we’ll get it moving this week. 
 
Enjoy your week 
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Value creating reading for business professionals 

12th June 2011 

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

Our house is now lit up like the Blackpool illuminations.  The electrician was stellar and refused to increase his quote 

when the job overran.  Impressive. 

We now move on to painting.  We’re trying to choose colours.  I’ve been brought up on Bulider’s White also known as 

Magnolia but I’m sure we can do better than that now. 

It’s been a low tech week...I actually read a paper book instead of reading it on the Kindle.  I guess I’m a traditionalist at 

heart. 

Bought two cookery books for R10 each.  There are a couple of cheap bookshops around that specialise in low cost 

and remaindered books. 

If you name your boat Titanic II, you’re asking for it. 

Nevertheless, when Mark Wilkinson of Birmingham, England headed into a Dorset harbor on his 16-foot cabin cruiser, 

that was the name plastered on its side. 

The boat sank. Go figure. 

“It’s all a bit embarrassing and I got pretty fed up with people asking me if I had hit an iceberg,” Wilkinson said. 

He was headed back from a fishing trip  when the newly-purchased boat went down, according to a story on Yahoo 

News. He clung to nearby pilings until rescued. 

Searching for value 

http://news.yahoo.com/s/afp/20110607/wl_uk_afp/britainaccidentseaoffbeat
http://news.yahoo.com/s/afp/20110607/wl_uk_afp/britainaccidentseaoffbeat
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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Prices 

There’s a coffee chain in South Africa called Vida e Caffe that has refused steadfastly to put 
up a price list.  Evidently the idea is that you have to ask the serving staff how much a coffee 
costs and this encourages interaction.  That’s a load of nonsense and they’re now being 
forced to put up a price list like everyone else in retail...but they’re being dragged kicking and 
screaming. 
 
When I shop domestically or professionally I can’t operate without knowing the prices and the 
value proposition.  If I can’t get access to a price then I tend to move on and I guess that 
Vida e Caffe rely on places like airports where there’s no obvious price competition. 
 
If you’re a seller then don’t be embarrassed by your prices and you'll know the prices of the 
opposition…(won’t you!) and therefore you'll be able to organise your sales pitch accordingly. 
 
I work in a differentiated market where local prices often conflict with imported and 
international prices but the one common factor is that there is at least a price to compare. 
 
In my book no prices generally equals no business. 
 
By the way...if you’d like to know how much I charge for training and consultancy give me a 
call and I’ll tell you…’cos if it’s good enough for Vide e Caffe it’s surely good enough for me! 
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Deconstruction 

Heard a good story this week about a colleague in the Far East buying a boat. 
 
It was a powerful evocation of the use of variables and aiming high but what I liked most was the 
use of a deconstructed deal. 
 
He explained to the seller that he was only buying the boat and that it was his wife who was 
buying the fixtures and fittings and that came from a different budget with a different set of rules 
and principles. 
 
This is slightly different from the Salami Slice tactic which splits out every element of the deal and 
asks for an enormous slew of cost breakdowns...each one of which is debated at length. 
 
This method...and why don’t we call it the Singapore Sling tactic...is where you break the deal into 
parts and negotiate each section separately to suit yourself with even a different set of T&Cs for 
each part.  It could be long winded and like all tactics could be antagonistic but buyers have long 
since understood the power of the Building Block tactic whereas Sellers have wanted to Package 
Price. 
 
Think about it...it might work for you.  One rule for the kit and another rule for the maintenance 
and spares...for instance. 


