
Sunday morning in Cape Town...patchy weather, dull and showery. 
 
Enjoyed my writing course this week.  In fact it spurred me into starting another writing project of my own and I’m setting 
myself the task of 50,000 words by Christmas.  It’ll be an SDI book and nothing like the previous negotiation books.  
With self publishing such an easy option these days I really do urge anyone who thinks they have a book in them to get 
started...it really is easier than you think.  If you’d like some of my thoughts on the process I’ll happily share my ideas. 
 
I’m writing this prior to New Zealand beating France...there we are, nothing like a prediction.  I don’t really think that the 
ABs will win so much as that France will lose worse.  France have burgled their way to the final and this hopefully will be 
one step too far. 
 
So the poor old colonel from Libya got a bullet in the head after hiding in a drain.  Seems quite appropriate really and a 
few dictators around the world might have winced as they moved up the queue for justice a little bit further. 
 
Got a note this week that tells me that my application for Permanent Residency in SA should take more than a year to 
consider.  I won’t hold my breath waiting! 
 
 
Enjoy your week. 
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Value creating reading for business professionals 

23rd October 2011 

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

I downloaded Calibre this week.  It’s a free programme that transfers documents on kit like Kindle or similar into PDFs.  

There are 100s of free books available on the internet and even if there in a .AZW or MOBI format you can still transfer 

them into a PDF and read them on your PC and then using Nitro you can then turn the PDF into a Word document. 

If you like reading but don’t want to buy a book check out the free stuff...much of it is classic literature which is out of 

copyright. 

I upgraded Skype this week.  It’s the first post Microsoft takeover edition and there’s some nice work there. 

Last week, Apple released a new app that lets you keep up with the whereabouts of your friends. But this obviously has 

ominous implications when used in an, um, hostile relationship. 

And now it seems that the Find My Friends app has been employed by a suspicious husband to check up on his wife – 

and he may have caught her redhanded. 

Kashmir Hill reports at Forbes about a posting to MacRumors’ forums in which someone going by the name of 

ThomasMetz says he caught his wife in a lie thanks to the Find My Friends iOS app. 

Searching for value 

http://itunes.apple.com/us/app/find-my-friends/id466122094?mt=8
http://www.forbes.com/sites/kashmirhill/2011/10/17/did-the-iphones-find-my-friends-already-out-a-cheating-wife/
http://forums.macrumors.com/showthread.php?t=1254206
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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Foot in the door 

 
When you’re selling to large organisations it can be very difficult to get your foot in the door. 
 
The way I do this is to try to find a personal connection with someone in the company who 
can then get you a few minutes with a person so that you can get the process started.  This 
person may be a “Gatekeeper” or better still a “Recommender” but your objective is to meet 
the MAN...the person with the money (budget), authority (to commit to the work) and the 
need. 
 
It may be that all of this does not live within one place and that the MAN is in fact several 
different people. 
 
Once you’ve got a short meeting just try to get another better meeting with someone more 
senior.  Be flexible and have the meeting at their convenience.  Once this is done I try to offer 
the concept of a trial or pilot event so that they can sample the work. 
 
I do this at practically zero cost to them because we’re still in the selling stage and I can 
always recoup this cost later once the contract has been agreed. 
 
Don’t try to sell too much, too soon.  Don’t close it out...you may, in fact, be dealing with the 
wrong person so do pre-qualify all the people you meet so that you know exactly where you 
stand.  You can waste a great deal of time selling to the wrong person. 
 
Large corporates are tough business but the pot of gold once you’re in is well worth the 
effort. 
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Escalation 

I was talking with my favourite coffee shop owner about his rent and he tells me that it’s become 
very punishing making the payments because he’s in year 4 of his 5 year lease and it has full 
escalation. 
 
Inflation in South Africa is in excess of 5% so the compounding effect of this over several years 
really adds to costs. 
 
Whenever you’re negotiating a long term deal always try to get a flat deal...no escalation...if 
you’re the buyer.  If you can’t get it flat then at least try to get it with a minus number...like 
escalation minus 5 or similar. 
 
When you’re a saver compound interest can make you wealthy but if you’re a buyer then 
compounding inflation can kill you. 
 
If you must pay escalation then at least make sure that it’s linked to an appropriate index.  
Professional buyers know that they must link to a relevant commodity index rather than a 
consumer index and if your deal is in a foreign currency then its movement must also be factored 
into the deal…in which case you’ll have two indices that might be “capped and collared” at points 
above or below an agreed figure. 
 
Long term deals can be your friend but be careful about the risks and let the other party bear 
most of them. 


