
Sunday morning in Cape Town...freezing cold and with the front door open so that the painters can go in and out and 
I’m in the spare bedroom while the house is being painted.  I never knew there were so many shades of grey...or is it 
brown? 
 
Business seems to be moving back a little in this neck of the woods as activity starts to grow.  Activity inevitably leads to 
business but the lead time can be agonisingly long.  Nonetheless I’m talking with Australia on Monday and planning a 
sales trip to Jo’burg and a putting a public course in the diary for July. 
 
Tried to get a ticket for next Saturday’s Stormers game but not surprisingly the website crashed and after a wasted hour 
I gave up.  This happens every time there’s a big demand for tickets and so people just put it down to the charms of 
dealing with incompetent ticket suppliers.  At around $35 a ticket they really should do better. 
 
Week 7 of my 8 week course at Sports Science and we get measured this week to create the “after” numbers compared 
with the “before” numbers.  I’ve just signed up for the intermediate class so I’ll take the progress forward another 8 
weeks after this.  Certainly for folks in Cape Town I can highly recommend SSISA.  They’re a cut above the usual 
“health clubs” and my session with a sport psychologist this week was really positive. 
 
In the constant battle for a cheap rugby breakfast we unearthed free coffee this week.  It’s amazing how much coffee 
you can drink when it’s truly “free” and not “bottomless”.   
 
Enjoy your week 
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This week we used, read, visited, played with... 

I’m now the proud owner of a spare wifi modem after MWEB told me that the modem was broken and it wasn’t a line 

fault.  Of course Telkom proved that it was a line fault just after I’d bought the new modem.  All offers entertained. 

I’m seeing lots of Chinese Ipad type tablets on the market for very cheap prices.  I’m finding that Amazon is not only a 

great place to buy but that the reviews there can be helpful as well.  Sometimes it’s worth paying more for more...but I’m 

not an Ipad fan...not until they put in a USB port at least. 

 

(06-23) 06:29 PDT Chattanooga, Tenn. (AP) -- 

A Tennessee man's body is being exhumed to remove dentures that belong to another man after a mix-up at a 

Chattanooga hospital. 

Parkridge Medical Center spokeswoman Alison Counts told The Chattanooga Times Free Press that the body of 76-

year-old Kenneth Ray Manis will be exhumed after his family learned the dentures belonged to an intensive care patient 

who shared the same hospital room. 

Court records obtained by the newspaper showed Manis died on June 12. The dentures were with personal items 

placed inside his coffin. Counts said Manis' family asked that the dentures be removed. 

The hospital has apologized and will be paying for new dentures, as well as reburial costs and attorney's fees. The 

hospital declined to identify the patient who lost his dentures. 

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 again... 

I’m going to schedule a one day public course and I’m thinking about what the charges for 
that course will be. 
 
We know what the costs of the venue will be and the costs of the stationery.  The key point is 
how much to charge to the participants. 
 
It’s often educational to try to remember what exactly you’ve been teaching and try to apply it 
to your own business.   
 
Do I want to go for volume or margin?   
Is the price of the training elastic or not...i.e will volume go up if the price comes down?   
Is it in my better strategic interest to have lots of customers even if the total profit is low?  
Where’s the breakeven point for costs...i.e what’s the minimum number of participants we 
can tolerate before we lose money? 
Is losing money a short term strategic option? 
What’s the follow up position for future business with the participants who’ve been through 
this process? 
How do I market the event? 
What exactly is the target market? 
What’s a fair reward for a day of my time? 
Can I price the “ticket costs” differently and have an “early bird” discount or a volume 
discount or let some people get a marginal price ticket rather than a fully costed ticket? 
 
All this is in my mind and if you live in Cape Town and want a good negotiation day to add 
value to your business you know where to come...and details will follow once we firmed up 
the date.  
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The look on their faces... 

I’m talking to a potential client about helping them to get ready for a negotiation which is likely to 
be in excess of $10M. 
 
I have a standard methodology that is used in these cases that never takes less than a day to 
discuss and often stretches to three days. 
 
Once we’re ready to go the client either uses me as a coach during the process or flies solo. 
 
What I want to emphasise here is that whenever we’ve gone through this process before a 
negotiation we’ve always been better prepared than the other party and the rewards have been 
great. 
 
This is not an advert for my services but more a strong reminder that preparation in key 
negotiations is paramount and if you’re not preparing and planning then you’re going to leave 
enormous value behind. 
 
A long time ago a client said to me…”Tom, it was worth your fee just to see the look on their 
faces…”  My client had a record of being less than well prepared and their negotiation counter 
parties had rather come to expect it. 
 
Ask yourself this...Does the other party you negotiate with know that you’ll be under prepared and 
working off the back on an envelope.  Maybe you’d like to look at their faces and see their 
surprise when you get really thoroughly prepared.   
 
Spend some time thinking and planning before you next negotiate.  It’ll be worth it. 


