
Sunday morning in Cape Town...still cold.wet, sunny and warm depending on the day of the week. 
 
Ironic that I mentioned last week that it might be better to be in SA just when the proactive shoppers decided to acquire 
some extra trainers and Adidas kit.  Sad to see my old birthplace of Peckham suffering.  You can sound like a real old 
dinosaur if you start talking about the “good old days.” 
 
Australian readers might like to take part in a small quiz…who currently holds the Ashes, are World 20/20 champions 
and ranked No.1 Cricket team in the world? 
 
Football has now started and Millwall are currently undefeated. 
 
Interesting planning and development week coming up.   I’ve a whole day planned to look at email and report writing for 
a course with one client and then a day looking at what my online negotiation book and training course might look like 
for another. 
 
Thanks to those who bought the e-book...that offer is now close unless you can beg or write something flattering! 
 
 
Enjoy your week 
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Value creating reading for business professionals 

14th August 2011 

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

Interesting to read about Apple...now the world’s largest company by market capitalization.  How things change...and 

how interesting it’ll be to see how much Android and Google steal the iphone market and whether Amazon can start to 

eat into the itunes market.  Nothing stays the same for long in tecnnology. 

If you’re a Cape Town wine lover and value and quality are on your agenda try this website:  http://

www.unlabelledwine.co.za/  I went to one of their tastings this week and there was a great deal of very fine wine 

available at some very cheap prices. 

Last question...do we have any cheese experts in this readership...I’d be interested to get a recommendation on any 

books on cheese making. 

 

 

(08-09) 07:36 PDT Chandler, Ariz. (AP) -- 

A suburban Phoenix man is recovering after police say he accidentally shot himself in the penis while putting his 

girlfriend's gun in the waistband of his pants. 

Chandler police say 27-year-old Joshua Seto and his fiancee, Cara Christopher, were walking toward a grocery store 

when the shooting happened last week. The gun fired, striking Seto's penis and continuing through his left thigh. 

The Arizona Republic reports ( http://bit.ly/oEjass) a 911 operator told Christopher to apply direct pressure to the wound 

with a dry towel or T-shirt. 

Chandler Police Detective Seth Tyler was unsure of the type of gun, or whether it had a safety that was off. He also 

says it's unclear if Seto has been released from the hospital or suffered any permanent damage 

In the wake of the shooting, Tyler warned residents to use holsters, not waistbands, if they're going to carry a handgun. 

Searching for value 

http://bit.ly/oEjass
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
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Cheap value... 

 
I’ve written several times about how you tend to get what you pay for and that cheap things 
are often poor value. 
 
Twice this week I’ve been shocked by how cheap good value and quality can actually be.  In 
these cases it was wine and then a chicken pie for prices way below what the market would 
usually charge. 
 
The learning point is that if you can differentiate your prices and offer a budget range at a low 
price you’ll get a strong following from people who wouldn’t normally have been customers. 
 
You hope that high volume will give you the profits that low margins cannot provide but like 
my negotiation tips...maybe it’s better to sell a few copies at a lower price to people who 
otherwise wouldn’t have been interested. 
 
You may care to re-examine your pricing structure and see what opportunities there are at 
the lower end which hitherto you might have ignored. 
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Total cost... 

I was talking this week to a retailer who justified his higher prices by suggesting that the product 
would last longer and that volume requirements would be lower than the opposition. 
 
I’m going to do an experiment and see if it’s correct.  I’ll then be able to decide if the value 
proposition of paying 30% more is in fact the cheaper option. 
 
All negotiators need to know these numbers.  Banging away on price may not be the answer once 
you’ve done a total cost of ownership analysis.  A price focused negotiator is a weak one. 
 
By the way...the subject in question was cheese! 


