
Sunday morning in Cape Town...Summer’s refusing to arrive...dryish, warmish... 
 
Christmas Carols are playing in the supermarket so Christmas must be arriving and so we’ll do the last newsletter 
before the Christmas break next weekend. 
 
South Africa shuts down pretty comprehensively until mid January...and I see no reason why I shouldn’t shut down with 
it. 
 
Did a nice SDI programme for a Pharmaceutical company this week.  I now know a bit more about pain management 
now and I get the impression that as our relationship grows I’ll get to know even more yet. 
 
I’ll be off to Jo’burg for a Have a Nice Conflict programme on Tuesday week so if any colleagues in Gauteng would like 
a bite to eat or a beer then do let me know. 
 
Sport continues...India conspired not to beat the West Indies at Cricket and Chelsea are conspiring to lose to anyone 
they play...and the Grand Prix is later today and we’ll see if Sebastian Vettel can conspire to lose that one. 
 
Julius Malema seems to think he’s finished as a politician.  Sad really...and such a nice self effacing person...hahahaha. 
 
Enjoy your week. 
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Value creating reading for business professionals 

27th November 2011 

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

Nothing much new on the technology front this week and no books bought or downloaded. 

I’m starting to dream about a wifi television but the internet connection in SA is so slow that you’d never be able to 

stream...it’d all be a slow download...but that’s the way of the future and we’ll all have an iTV fairly soon. 

(11-23) 06:57 PST Derby, Conn. (AP) -- 

A typo has led to the election of the wrong man to a finance board in Derby, Conn. 

James J. Butler was the highest vote-getter, winning 1,526 votes for the 10-member Board of Apportionment and 

Taxation, which oversees the town's finances. 

However, his father, 72-year-old James R. Butler, was the person who was supposed to be on the ballot. He's the one 

who had been nominated by the Democratic Town Committee for a second, two-year term. 

The News Times of Danbury and New Haven Register report that James R. Butler says his 46-year-old son is not 

interested in public office. 

Av Harris, spokesman for the secretary of the state's office, says James J. Butler should be sworn in because he was 

elected. 

Local officials are to take office Dec. 3. 

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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Closing the sale 

 
You wouldn’t ever attend a sales skills training course without learning about closing the 
sale...asking for the order...getting the commitment. 
 
As I go along my path in sales I tend to emphasise the closing element less and less.  It 
could be that it’s because I sell consultancy on a relationship basis but it’s more likely 
because I’ve studied the reaction of buyers to being given the hard sell. 
 
It’s almost impossible to find a buyer who appreciates getting worked over by a seller.  
Everyone knows what it’s like to be a mark. 
 
So...sellers of the world listen up...do your pitch, match the needs of the buyer with your 
benefits...express the value of the deal to them but don’t try to nail them down to a 
commitment too quickly. 
 
At both extremes of closing I now believe that more sales are lost through over closing rather 
than under closing. 
 
If you’ve got a good song to sing the buyer will always come round with the business...you 
don’t have to shout at them. 
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Deals and People 

One of the definitions of negotiation that I like is: 
 
“Negotiation is the means by which you get people to exercise their discretion and choice in your 
favour.” 
 
That’s a hybrid from myself and a few writers I’ve read over the years. 
 
Remember...that if someone likes you and finds you to be a sympathetic person then they’ll be 
more likely to agree with your proposal.  If they dislike you they’ll certainly be more likely to reject 
your proposal and what’s more they’ll enjoy doing so. 
 
Never lose sight of the human element in a deal.  Relate to people better and your deal making 
will improve. 


