
Sunday morning in Cape Town...it’s Winter, grey and cloudy this week...heating on! 
 
Three visits to Sports Science this week as my programme to become fitter commences.  I’ve been benchmarked, 
weighed, measured and tested.  I guess they’re all hoping that in 8 weeks time all of these metrics will have proved 
something.  We’ll see… 
 
There’s a new programme up our sleeves that centres around the new SDI book “Have a nice conflict.”  My US 
colleagues have developed it and when it’s pushed in my direction we’ll be starting to run it. 
 
There’s a breakfast war going on in this part of the world.  People are competing who can give you the best breakfast 
for R20.   I’m doing my best to fuel the flames of competition with my business.  Weekend Rugby breakfasts watching 
the Stormers play seem to be the order of the day. 
 
More fitness next week, more sport next week and maybe some work in between. 
 
 
Enjoy your week 
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Value creating reading for business professionals 

22nd May 2011 

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

Amazon must love me.  It’s so easy to download books on to my Kindle.  Once you’ve set it up you can get a book 

downloaded with just one key stroke.  It makes purchasing seductively easy. 

I’ve set up the BBC on my desktop computer so that I can listen to UK Radio with just a couple of clicks.  It’s no more 

difficult than switching on the radio. 

I’m starting to go a bit green...we’re going to put a timer on the water heater.  Easy payback period for a cheap 

investment...and low voltage light bulbs as well. 

(05-17) 02:12 PDT DETROIT, CA (AP) -- 

Ballpoint pen-chewers, take note: The cap in your mouth can obstruct breathing if swallowed. 

Common sense? Apparently for speakers of French, Spanish and German. The warning appears only in the English 

section of the multilingual instructions from the pen manufacturer, according to the creator of the Wacky Warning Labels 

contest. 

The pen cap caveat is among five finalists announced Tuesday in the 14th annual contest that calls out silly warning 

labels and rails against lawsuits it deems frivolous. 

"The lawsuit problem is a uniquely American problem," said Bob Dorigo Jones, who started the contest that's sponsored 

by the Atlanta-based nonprofit group The Center for America. Its stated mission is to "reduce barriers to free enterprise." 

"People in other countries do not sue when they cause an injury to themselves because their systems don't allow it," 
said Jones, a Novi, Mich.-based senior fellow of the center. 
Other finalists include "Does not supply oxygen" on a dust mask and "Avoid drowning. Remove safety cover from spa 
when in use" on a hot tub cover. A more high-concept warning making the list is this label for a leather handgun holster 
designed to look like a personal digital assistant: "For gun only, not a functional day planner." 
Another warning on the list tells would-be bicycle riders, "The action depicted in this brochure is potentially dangerous. 
The riders seen are experts or professionals." At least some of the children pictured have training wheels on their bikes. 

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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Easy does it! 

I mentioned this week that I find it really easy to download books from Amazon.  They’ve 
gone out of their way to facilitate the purchasing process so that potential buyers can click 
their way to new business. 
 
When you compare this to several other companies I could think of who seem to make it 
purposely difficult for customers to be separated from their cash then you’ll see why Amazon 
is in front. 
 
I tried to buy some software this week and I was hot to trot...just clicks away from a download 
when the website told me….”no downloads...CDs only by post.”  Considering they’re in the 
US and I’m in SA you can see that the chances of business taking place is on the slim side of 
zero. 
 
Make your ordering process simple...Paypal is a modern wonder...and make it easy for the 
customer to repeat the order without talking to people.  Keystrokes are replacing 
people...sad, if you’re a person, but goodnews, indeed if you’re a keystroke! 
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Price wars 

A friend of mine wants to buy an axle for his Land Rover.  I guess that when you’ve got a Land 
Rover you get used to buying lots of spares...but I digress. 
 
He knows the cost of the part in the UK...he has calculated the cost of shipping from the UK and 
the cost of import duty. 
 
He went to the Land Rover dealer in Cape Town and asked for a price.  It was way above what 
he could obtain it for by shipping it out from London himself.  My neighbour also has the same 
Land Rover dealer as an ex supplier.  It’s a take it or leave it situation with this dealer. 
 
Suffice it to say there is an alternative supplier in Cape Town who will do deals and provide a 
discount.  They get tons of business.  Lower margin for sure...but plenty of volume to 
compensate.  They’re not the official manufacturer’s outlet and they offer the same goods at a 
much lower price. 
 
Buyers are not fools.  They can do their sums and calculate where the value is.  If you want to kill 
your business then negotiate on a “take it or leave it” basis and watch your volume disappear. 
 
Successful sellers understand that doing deals secures long term customer loyalty and while the 
margins for each sale may be a point or two less than elsewhere the advantage lifetime customer 
value that this creates is enormous. 
 
Never negotiate on a “take it or leave it” basis.  You’ll soon find that people will “leave” it more 
than you can ever imagine. 


