
Sunday morning in Cape Town...freezing cold and pouring down with rain.  Horrible weather. 
 
Another public holiday this week.  On a Thursday so everyone takes a long weekend. 
 
Met a sports psychologist this week and I might be able to get to use the SDI with one of the Boks teams.  This would 
be a breakthrough of enormous proportions if we can make it happen. 
 
This is week 5 of my 8 week course and having a commitment 3 times a week is a very big issue.  I won’t be sad to see 
it come to an end.  Week 7 we all get measured again and we’ll have to see how my weight, BMI and running and 
stretching targets have been met.  I’ve had a bet with the dietician that I can lose 10kgs in 8 weeks.  It’s a bottle of wine 
at stake and I’ll be cleaning up on that one!  Dieticians shouldn’t gamble with shark clients. 
 
Talking of Sharks...and Bulls and Stormers...we’re through to the semis in a fortnight’s time and the challenge is to get a 
ticket.  There’ll be incredible demand so I’ll have to be a bit smart this week and get round to the ground early. 
 
Visiting Home Affairs at  7.30 Tuesday morning to get my residency application sorted.  Hopefully at that early time I 
can jump the queue and get some fast service.  It should only take about 3 months to process the paperwork...if I’m 
lucky. 
 
Enjoy your week 
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Value creating reading for business professionals 

19th June 2011 

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

I took a Kindle document and turned it into a PDF with some software that I bought.  I then scanned the PDF with some 

other software and turned it into a text file which I then edited into a Word document.  Simple really...not….but it does 

mean that any book I download on Kindle can now be put into Word which is good for business use. 

The  internet went down this week and thankfully I’ve got a 3G dongle as a back up.  Working from home makes you 

very vulnerable to the internet and so I’ve now got a spare modem and MTN back up...just in case. 

 

(06-16) 14:37 PDT SEATTLE, (AP) -- 

An escaped convict was caught following a day on the loose after he knocked on a cabin door — only to find out the 

man renting the lodge was an off-duty guard at the prison he just fled. 

Authorities said 39-year-old James Edward Russell took off from the Washington state penitentiary Tuesday morning. 

Early the next day, Russell — still wearing his prison uniform — went to the cabin asking to use the phone, said 

Department of Corrections spokesman Chad Lewis on Thursday. 

After a scuffle, Russell ran off again, Lewis said. The guard, whose name was being withheld by authorities, reported 

the incident and Russell was caught a few hours later. 

He had been serving time for forgery and theft. 

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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Prices 

I’m going to have to price some work in the next few days and I’m not sure how to present it 
to the client.  I have some choices: 
 
I could price it on a per day basis and then we can discuss the length of the project.  This unit 
cost basis does depend upon the client agreeing the day rate and then agreeing the length of 
the project. 
 
I could price it on a lump sum basis which means I’ll package the whole issue and give the 
client a total price based on how long I think the project will last and what I think a proper day 
rate should be.  This has the advantage of the client knowing the finite cost but it could 
frighten the client with a big number whereas a day rate seems smaller by comparison. 
 
Obviously this depends on what sort of client I’m dealing with.  In this case it’s a procurement 
professional so I’ll have to expect that they’ll want a cost breakdown if I package up the work 
and they’ll want to negotiate so I’ll factor that in. 
 
Pricing work is always problematic for a seller and experience has taught me over the years 
that I consistently under price my offerings...but then I would say that, wouldn’t I...but the key 
issue is to gauge the maximum the client will happily pay and then come in just under it. 
 
I’ll have to do some more calculations. 
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Estimation 

A friend of mine is costing up some work in the house for me and managing the project. 
 
As each piece of work get discussed I ask him to quote me a price and as I say this I immediately 
think of what I believe is fair and reasonable. 
 
Every single time that I’ve received a quote it’s been less than I expected.  This could be because 
my friend is providing remarkable value or it could be a good sign that I know nothing about 
building and decorating and consistently over estimate what a fair price should be. 
 
The learning point for me is that if I’m going to get active in negotiating with builders and 
decorators then I need to get some market knowledge so that my personal estimates are more in 
line with reality and not my “best guess”. 
 
When I get negotiators ready for negotiations we spend a lot of time thinking about markets, 
competition and the dynamics of buying and selling.  Not for the first time is it a clear example that 
I should take my own advice and do some homework. 
 
Sadly we know that it’s always the mechanic’s car that’s the shabbiest in the car park and it’s the 
negotiation consultant who’s too generous with his own money. 
 


