
Sunday morning in Cape Town...cold, fire’s on. 
 
Up early today to go to the Stellenbosch Wine Festival.  Stellenbosch is to Cape Town what Maclaren Vale is to 
Adelaide and the wine is just as good.  Only 30 minutes down the road to some of the best wine in the world. 
 
The Brits are having a sporting renaissance...cricket, cycling, motor racing.  It probably won’t last but we’ll enjoy it all the 
same. 
 
Business is moving in interesting directions.  I’m looking at a coaching option for negotiation and trying to get a stand for 
SDI at a conference in Sun City.  I did an exhibition stand some time ago and it’s a wearing experience but with 
business looking more positive I think it’s worth the effort...and a couple of day in Sun City won’t hurt either. 
 
Slowly but surely online work is creeping up on my business and that must be the same for business everywhere.  If 
you don’t have an online capability it will eventually hurt you...not yet but the day will be coming. 
 
I’ve decided to have a sale of my latest book...below...which is a compilation of 500 negotiation tips written over the 
years.  It’s for sale online for $19.95 but in a spirit of generosity I’ll offer it to readers for $4.95 for two weeks provided 
that you can pay me by Paypal.  If you’re interested let me know. 
 
Went to Newlands yesterday to see Western Province hammer the Blue Bulls.  Just a two minute walk away from 
watching the best rugby team in South Africa. 
 
Enjoy your week 
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This week we used, read, visited, played with... 

Easy low tech week.  I found some facts via Google that were published in a book that I didn’t have but had been put on 
a website.  I wonder sometimes why anyone ever buys a paper book when almost everything you need is now available 
online. 

Received a R150 welcome back note from Beaufort West.  Actually it’s a speeding ticket and I’ve never managed to 
drive from Cape Town to Jo’burg without a couple of tickets.  It must be quite a profitable business for places like 
Laingsburg, Beaufort West and Colesburg.  I’ll await another couple in the next few weeks, I’m sure. 

I can recommend the music of Steve Halpern.  I have it on my PC and it plays in the background while I’m thinking and 
working.  It’s a bit new age but it does the job very pleasantly. 

(07-25) 11:52 PDT JOHANNESBURG, (AP) -- 

A South African man awoke to find himself in a morgue fridge — nearly a day after his family thought he had died, a health official said 
Monday. 

Health department spokesman Sizwe Kupelo said the man awoke Sunday afternoon, 21 hours after his family called in an undertaker who 
sent him to the morgue after an asthma attack. 

Morgue owner Ayanda Maqolo said he sent his driver to collect the body shortly after the family reported the death. Maqolo said he thought 
the man was around 80 years old. 

"When he got there, the driver examined the body, checked his pulse, looked for a heartbeat, but there was nothing," Maqolo told the 
Associated Press. 

But a day after staff put the body into a locked refrigerated compartment, morgue workers heard someone shouting for help. They thought it 
was a ghost, the morgue owner said. 

Kupelo, the health department spokesman, urged South Africans to call on health officials to confirm that their relatives are really dead. 
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Cold calling 
 

I get plagued by phone calls from people selling me “stuff” that: 
 
I don’t want 
I don’t need 
I can’t afford 
 
I now no longer employ my legendary good humour and politeness and just put the phone 
down on them.  They’re like cockroaches...the more you stamp on them the more they come 
back. 
 
So let’s remember that for these guys I am not the MAN.  I do not have: 
 
The money 
The authority 
The need. 
 
Actually I do have the authority to I’m cheating a bit but I certainly don’t have either the 
budget or the inclination or need. 
 
Selling is simple when you find someone who wants/needs your product or service at a price 
they can afford.  There are millions of these people around and they’re called “customers” or 
“clients” so why do complete strangers keep phoning me when they’ve got no hope. 
 
Well, I do know and I’ll tell you next week. 
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Life of Brian 
 

Brian sells me coffee most days.  He has a local coffee shop and he does a latte for R16 with a 
buy 10 get one free system. 
 
That gives me a volume discount if I can be bothered to collect the x marks on a card. 
 
His problem is that the value equation is starting to be challenged by local shops and restaurants 
who are undercutting him on price.  He’s right next to a Spur that sells a breakfast for R20. 
 
I like Brian and his shop and I know the regulars there.  It’s a pleasant experience but what is the 
cash value of this “pleasant experience”?  How much am I prepared to pay extra when the value 
equation is being challenged by cheaper but maybe not so “pleasant” alternatives? 
 
In the great scheme of things this is entirely trivial and it’ll be a sad day when a R1 saving starts 
to make a big deal in my life but let me offer you this sermon: 
 
Value added...either concrete of subjective...it’s worth paying extra.  It’s one of the variables that 
you factor into a deal but it’s constantly under threat from a no frills price related deal. 
 
Your challenge in business is to put a value on these extras and then calculate how much you 
want to pay extra for the “brand” or “service” or “convenience”.  All of these have to be quantified. 
 
I recently switched back on a recent computer purchase from Apple to Dell because I could no 
longer justify paying more than twice as much for identical functionality despite the better design 
and nicer interface. 
 
Business is hard headed...be careful, Brian! 
 


