
Sunday morning in Cape Town and the season is turning...the sun is lower in the sky and the fleece has come out of 
the cupboard. 
 
This is my favourite time of the year and if I’m lucky I get it twice by being back in the UK in October. 
 
I got back from a grey London on Monday and I’m not sad to be back in the land of blue rather than grey...skies. 
 
I mentioned Libya last week and whatever is happening there it pales into insignificance compared with what’s 
happening in Cote d’Ivoire.  I’ve worked in Abidjian and keep you can’t help wondering where NATO and the coalition of 
the willing is at the moment to stop the slaughter there. 
 
I’ve finished my first draft of the series of public courses that I’ll be running in Cape Town and Jo’burg.  I’ll share them 
round to SA colleagues this week and we’ll start the marketing process. 
 
So you’re a sports fan like me, eh?  That means you watched the cricket yesterday like a billion other Indians did.  
Makes the Super Bowl look a bit small in comparison.  Just imagine what will happen to world sport when the Indians 
and Chinese take up football and cricket.  And the Stormers remain unbeaten…. 
 
Enjoy your week. 
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Value creating reading for business professionals 

April 3rd 2011 

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

Back in the land of dodgy internet...I was beginning to take London connections for granted. 

Brought back a stack of books...Have a Nice Conflict is a new SDI book we’ll be selling and Rewarding Relationships is 

another one for the sales bookshelf. 

My Ipod has finally filled up with over 1000 podcasts so it’s time to thin it all out and put them on to an archive disk.  No 

matter how big disk drives get the always fill up eventually.  I wonder what comes after Terabytes...we’ll find out soon 

enough. 

 

 

(04-01) 07:51 PDT Middleton, Mass. (AP) -- 

A Massachusetts man who used his prosthetic leg to take down a robber says he didn't have time to think, he just reacted. 

Stephen Cornell peered through the window of his neighborhood convenience store in Middleton on Wednesday and saw a man pointing a 

gun at the owner. 

He tells The Salem News he intended to tackle the thief when he left JC Grill & Pizza, but instead stuck out his artificial leg and tripped him. 

Cornell and owner Edson Andrade disarmed the thief and dragged him back into the store in a chokehold before calling police. The weapon 

was a pellet gun. 

The 55-year-old Cornell lost his leg at age 12. 

The suspect, 23-year-old Eric Homen, pleaded not guilty to charges including armed robbery. 
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Strike rate 

I get over 50 spam emails a day and they all, without fail, get binned. 
 
This hardly matters to the spammers because the marginal cost of sending a million spam 
emails must be just a few cents to them. 
 
If only 1 person in 100,000 responds then they’re in business. 
 
These guys know about strike rates and every seller needs to understand what their strike 
rate is...that’s the number of sales you get for every sales call or activity you make. 
 
For new business sellers it’s very thin...for Key Account Managers it’s essentially 100%. 
 
It doesn’t matter what your strike rate is provided that you have one.  If you only get 1 sale 
for every 50 calls then you know exactly what to do...and that’s to make 50 calls and find a 
customer...and once you’ve done that you make another 50 calls and find another one. 
 
I know many sellers whose lack of success isn’t their poor strike rate...it’s because they don’t 
have a strike rate at all. 
 
Remember...selling is about activity...the more often you dip your hook into the water the 
more often you’ll catch a fish. 
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Libyan “rebels” 

I heard on the news yesterday that the Libyans fighting Colonel Ghaddafi have offered a ceasefire 
provided that the government troops withdraw from all their towns. 
 
This is a masterpiece of negotiation which says: 
 
“We are weak and getting beaten up and losing but we’ll stop all hostilities if you withdraw and let 
us regroup so that we can eventually win.” 
 
I’m not sure the good Colonel considered the offer for very long. 
 
It reminds me of the scene in the Monty Python film,  The Holy Grail: 
 
ARTHUR:  

     I command you, as King of the Britons, to stand aside!  
BLACK KNIGHT:  

     I move for no man.  

ARTHUR:  

     So be it!  

ARTHUR and BLACK KNIGHT:  

     Aaah!, hiyaah!, etc.  
     [ARTHUR chops the BLACK KNIGHT's left arm off] 

ARTHUR:  
     Now stand aside, worthy adversary.  

BLACK KNIGHT:  

     'Tis but a scratch.  
ARTHUR:  

     A scratch? Your arm's off!  

BLACK KNIGHT:  
     No, it isn't.  

ARTHUR:  

     Well, what's that, then?  
BLACK KNIGHT:  

     I've had worse. 

 

You’re only as weak as you think you are.  Remember the Libyan “rebels” and The Black Knight. 


