
Sunday morning in Cape Town...cold and Wintry. 
 
Activity is moving ahead.  I’ve been planning a trip to Jo’burg for Monday week and I’ve decided to drive rather than fly 
so that I can take a whole load of stationery with me...assuming that it arrives in good time from the US and UK. 
 
I don’t know if courier rates are coming down but shipping books seems to be cheaper than it used to be.  I’ve been 
pleasantly surprised at some DHL rates from the UK and UPS rates from the US.  Still have to pay duty at this end but it 
means that I can stock up a whole lot more easily. 
 
We’ve a new book out at SDI called Have a nice conflict.  SDI colleagues will know all about it but for the rest of the 
readership you might like to look at www.haveaniceconflict.com 
 
The painters have finally left the house and we can now warm up and get on with business.  One of the downsides of 
working from home is the double disruption you get when the house is  being decorated.  I still think the walls are grey 
even though people tell me they’re brown. 
 
The Stormers played badly yesterday.  There may be something in the SA culture here...they seem to have copied the 
cricket team’s ability not to close out the big games.  Anyway...off to the Tri Nations and the World Cup in September.  
I’ll be backing two horses in that race! 
 
Enjoy your week 
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Value creating reading for business professionals 

3rd July 2011 

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

I saw a price differential this week where the Kindle copy of a book was $9.95 and the paper copy was $34.95.  You 

don’t get the colour pages on the Kindle version but with that price differential I’ll stick to grey. 

I’ve been looking at the Food Network website and it contains 100s of recipes...maybe even thousands.  I’ve now got to 

the stage of googling an ingredient and downloading and saving the recipes...all free, of course.  It makes me wonder 

why anyone buys a cook book any more when it’s all free on the web. 

 

(06-30) 03:33 PDT Vineland, N.J. (AP) -- 

Authorities say a burglar offered to repair the screen that he damaged breaking into a New Jersey home after he was 

confronted by the homeowner and told her he meant to break into a neighbor's home. 

The homeowner, Maria Cardona, tells The Press of Atlantic City that the man made her nervous as he told her about 

his family and kept a hand in his pocket. She says he was "really polite," but she just wanted him to leave. 

Vineland police say nothing was stolen during the encounter Monday. 

 

Searching for value 

http://www.haveaniceconflict.com
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 wrote last week about my need to develop a pricing policy for an upcoming course.  I’ll now 
move that onwards and talk more strategically about the whole life value of a customer. 
 
The issue is...how much short term distress should a seller be prepared to take if it hooks a 
customer who may during the lifetime of the business be very profitable. 
 
It may be that one of the attendees at my upcoming course might develop into a fully fledged 
corporate client.  Turning from a “sardine” into a “tuna” and maybe even into a “whale” to use 
the model from my sales training. 
 
There’s no right answer here.  We can price products and services tactically...cost plus, 
marginal costings etc...but when we take a longer more strategic view it becomes more a 
matter of professional judgement than merely crunching the numbers. 
 
I’ll have to give it some more thought. 
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Truth, lies and silence 

When you play poker it’s perfectly allowable to tell lies to the other players.  It’s part of the tactics 
of the game. 
 
“You beat my Aces,” you tell the other player when in fact you had a 7 and a 2.  All’s fair in love 
and poker. 
 
In business negotiation it’s generally poor behaviour to tell lies.  It damages your reputation and 
can harm relationships… 
 
BUT 
 
Sometimes you can say nothing instead of telling the truth.  It’s often perfectly fine to say nothing 
rather than offer an opinion.  You may have important knowledge but you’ll have to choose 
whether it’s OK to say nothing. 
 
It’s also perfectly OK to allow yourself a measure of hyperbole or puff.   
 
“Our product is going really well in the market,” says the seller when in fact they are very 
disappointed with its performance...but they would never tell the buyer that fact.  Is this a lie or is 
it an allowable stretch of the truth? 
 
“We’re looking a choice of suppliers,” says the buyer who’s desperate to find any supplier at all 
that can meet their needs.  Again we’ll give this to the buyer as an allowable stretch as the seller 
would probably know this anyway and would not expect anything different. 
 
You’ll have to make up your own minds on your moral stance here.  My feeling is that you 
shouldn’t tell lies that but saying nothing is perfectly fine and every mother knows their baby is the 
prettiest in the world even when it’s downright ugly...but she’s not going to say that, is she? 


