
Sunday morning in Cape Town...pleasantly sunny day….oak leaves clogging the drains. 
 
Worked this morning and met a client...is this the pleasure of working independently or the curse...no days off yet every 
day off. 
 
Three day course in Worcester and then a one day SDI programme so a busy week.  Stayed on an olive farm in 
Worcester with no internet or phone facilities...the charm of rural Africa. 
 
I got a few messages about the Masters golf but where I was last Sunday didn’t have a television link so I missed it 
all...but I didn’t miss the Stormers winning yesterday...and I certainly didn’t miss Lewis Hamilton driving brilliantly this 
morning. 
 
This was going to be a project management learning week but it’s been cancelled at the last minute so I’ll be leaving 
that to next month.  I’d organised an online session with a tutor in Canada.  Distance, these days hardly matters when it 
comes to the location of either teacher or learner. 
 
Easter next week and then off to Bangkok for a negotiation programme...a long way to go just for 2 day’s training. 
 
Enjoy your week 
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This week we used, read, visited, played with... 

I used my MTN internet connection Ok this week.  I bought a gig of data and loaded it on the sim.  Of course you need a 

telephone signal for it to work and I didn’t quite realise that where I’d be staying wouldn’t even get a mobile signal. 

It’s time for a new mobile phone and Bangkok looks just the place...it’s easy to buy phones that are not bundled with a 

contract.  In SA the only contract free phones are real basic units and not much good. 

 

(04-14) 06:17 PDT Pascagoula, Miss. (AP) -- 

A pharmacist in southeastern Mississippi says some drug store burglar got a surprise when they broke into his business 

to steal the pain medication Lortab — the pills had been replaced with beans. 

Pharmacist Mac Clark works at Fred's Drug Store in Pascagoula and told WLOX TV the store has broken into several 

times in the past six months, and each time the burglars got Lortab. He decided he needed a decoy. 

He put kidney beans in a large Lortab bottle. Around 6 a.m. Wednesday, the burglars came back. The only thing stolen 

was the Lortab bottle filled with beans. 

Investigators believe the burglar cut him or herself during the break-in because they found a trail of blood leading away 

from the building. 

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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Black box selling 

A good seller should be able to sell anything to anyone.  You ascertain the needs, present 
the solution and organise the cost package. 
 
I’ve been a “black box” seller and negotiator for many years in so much as I believe that as 
long as you have good process then the lack of technical knowledge is not insurmountable.  
In comparison I’ve met many technical people who knew their products thoroughly but 
couldn’t package them in a way as to make them buyable by a client. 
 
You should have so knowledge of the product...or at least access to technical 
knowledge...but the real issue is whether you can really sell.  All the technical knowledge in 
the world will not allow a clumsy seller clinch a sale. 
 
Concentrate on getting your sales process right and let the technical stuff roll along behind 
you.  That’s the best combination of the two elements. 
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Double digits 

The expression “double digit discount” has been part of my vocabulary for some years.  I call it a 
Zonal Marker in so much as it puts down a rough marker and tells the seller that the minimum 
required is 10%. 
 
This is in my mind this week because for once I had it used against me.  I was quite surprised 
when the buyer asked for a double digit discount. 
 
I immediately offered him 1.1% which somehow he managed to refuse. 
 
I commend the words to you.  


