
Sunday morning in Cape Town...pouring with rain and cold.  Spring has gone missing. 
 
Back to the writing course this week and a chance to develop my work on Emotional intelligence and SDI. 
 
This sales and development element of the work that sometimes you become a professional coffee drinker as you work 
your way round your group of friends and clients.  We’re looking seriously at putting SDI into a school and I should have 
that decision this week.  It seems that schools are good at teaching maths and spelling but the concept of relationship 
management isn’t one that they’re always prepared to invest in. 
 
I applied to Western Province this week for a season ticket for next year’s rugby at Newlands.  They have the sales day 
in November so I’ll have my own seat there next year if there are any spare. 
 
Sport continues apace and highlight of the season is the English football league.  No wonder that it’s the most popular 
in the world with results like we’re getting at the moment.  Cricket, Motor Racing and Rugby all roll along.   
 
I see that Qantas have grounded all their planes.  Looks like there’s a need for a good negotiator to get that impasse 
moving.  They seem to be where BA was a year or two back.  It’s a dialogue of the deaf with a war of contrition built in.  
The only losers will be the public, staff and shareholders and that’s a lot of people...and it now looks as if the 
government are getting involved as well.  Get out the popcorn and watch the show! 
 
Enjoy your week. 
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Value creating reading for business professionals 

30th October 2011 

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

More free software this week.   

First up is a CD disk copier...I needed to burn some disks.  Check out AVS if you have a need.   

I also wanted to copy some WMV vids into Ipod format and that was also an AVS conversion product. 

I’ve now got a swish timer on the front page...free...Cool Timer and I’m also now backing up the Outlook .PST file every 

day automatically courtesy of SafePST Backup. 

I’m also amassing a great knowledge of poker software and if there are any online players who’d like to know what’s 

available I can bring you up to speed on that. 

(10-26) 18:21 PDT Colorado Springs, Colo. (AP) -- 

Colorado Springs police say a man's girlfriend unexpectedly came home just before another woman was due to visit, so 

he called police to report his new acquaintance as a burglar. 

The Gazette reports that 24-year-old Kevin Gaylor was cited with a misdemeanor of false reporting to authorities. 

Police say Gaylor had invited a woman he met online to come to his home after 3 a.m. Wednesday so they could get 

better acquainted, but his girlfriend came home first. 

Police say that when the other woman arrived, Gaylor called police and falsely reported an intrusion. 

Gaylor has an unlisted phone number and couldn't be reached for comment. 

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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Concorde and Cricket 

 
I remember being invited to a Concorde day by British Airways.  I was considered to be a 
“valued supplier.” 
 
I got to sit in the pilots seat of Concorde and talk to the pilot but sadly never got to fly in the 
thing.  It was a great day out and certainly helped to cement the business relationship. 
 
I was also at Newlands courtesy of another client when Shoaib Akhtar bowled the first 
100mph ball in international cricket.  It was a great evening out and I still have strong ties 
with that client. 
 
At Christmas I’m going to host a party for friends and guests.  It won’t be a seat on Concorde 
and we won’t be watching any cricket but I will give them a glass of wine and with any luck 
we’ll get a good business vibe developed. 
 
In my independent world of consultancy it’s long been my objective to turn clients into friends 
and I think it’s worked out pretty well. 
 
Selling is a personal business and knowing your customers at that personal level locks them 
into a business relationship with you and makes it even harder for your competitors to gain 
entry. 
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Three pillars of profit 

As far as I understand it there are only three ways to make money in a business: 
 
1. You sell more products/services. 
2. You make more margin on those products and services. 
3. You cut costs. 
 
I’ve been advising my local coffee shop owner about how he can develop his business and the 
deals he needs to make. 
 
He’s got to talk with his suppliers and get the contracts renegotiated. 
He’s got to get his customers to pay more for each item. 
He’s got to get more spend per head from each customer. 
 
That’s a lot of deal making. 
 
I’ll be drinking a lot of coffee over weeks to come. 


