
Sunday morning in Cape Town…and Summer has come back with a vengeance...it’s hot...very hot. 

 
Talked to some people this week who are going to help me set up some public courses.  It’s work I’ve done before and 
indeed next month I’ll be in Bangkok doing exactly this. 
 
The target market is SME type companies...the sort of people who can’t afford their own training departments and might 
just be very small owner operated businesses.  It’s always fun training classes of people like this but the downside is 
that you often don’t really know who these people are what their objectives are until they arrive. 
 
We’ll have one negotiation course in the diary for May in Cape Town and then one for Jo’burg with Durban on the 
horizon.  After that we’ll look at Sales and maybe Procurement.  Let’s hope it comes off. 
 
The SDI business is starting to ratchet up after the Christmas break and it seems strange to be talking of this in March 
but I’m still surprised how much South Africa seems to shut down over Christmas and the New Year and how slowly it 
gets back into the swing. 
 
I’m off to the UK next Sunday evening for a fortnight.  There’s a rather important birthday to celebrate.  Sue, who’s over 
there at the moment tells me it’s freezing so it looks like Damart weather...and I shouldn’t think too many Capetonians 
have got any Damart gear. 
 
I’m in the process of renewing my work permit and it’s a tough bureaucratic process.  Thankfully I’ve got a good agent 
and we should get it tidied up this week. 
 
As I write this England and getting hammered by South Africa in the ODI World Cup….I’d better finish quickly before it 
gets worse. 
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Value creating reading for business professionals 

March 6th 2011 

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

I was going to see Inception this week but it’s disappeared locally so I might have to wait for the DVD which will be a 

shame because it looks like a film that should be seen on a big screen. 

I’ll also be waiting for the first season DVD of Boardwalk Empire.  I’ve missed some episodes and I always enjoy 

watching these series in one go if I can. 

If anyone has bought the new Ipad I’d be interested to know what they think of it.  I’m still a big fan of my Kindle but then 

I’m a reader rather than a surfer. 

I continue to be impressed with Nitro PDF.  It’s truly amazing how it takes a PDF file and puts it into Word so that it can 

be edited.  It’s cheap and if you spend a lot of your time with PDF files I’m sure you’ll find this software of value. 

(02-23) 12:29 PST SAO PAULO, (AP) -- 

After floodwaters receded from her home, a Brazilian woman was shocked to find a most unwelcome house guest: a 5-

foot (1.5-meter) alligator lying tamely in the living room as her 3-year-old son petted the reptile's head. 

The animal apparently was washed inside by the high water Monday night, said Luiz Claudio Farias, a captain of 

firefighters in the north-central city of Parauapebas. 

When the woman went to clean up the following day, she saw the boy playing with something behind the couch, Farias 

said. It turned out to be a gator. 

"She snatched the boy away and called us," he said. 

Farias said it was lucky the reptile apparently wasn't in the mood for a meal: "If he was hungry, he could have seriously 

hurt or even killed the boy." 

Firefighters trapped the alligator and took it to a nearby environmental preserve, where they set it free. 
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Jams and pickles 

I’m shopping in Pick n Pay with an eye on value so I bought some cheap jam in a tin and 
decanted it into a container.  I bought it because it was cheap...so was it good 
value....certainly not! 
 
I won’t be buying it again because the taste was awful and so I’ll go back to a favourite brand 
which is a few Rand more but actually is pleasant to taste, has better texture and comes in a 
jar. 
 
Now let’s move on to Pickles.  South Africans love Mrs. Balls pickle...and it’s not bad...but it 
isn’t a patch on Branston pickle...believe me.  I’ve finally found a shop...and it’s quite 
nearby... that sells Branston for a horrendous price as they import it from the UK. 
 
I am now fully Branstoned up. 
 
So the moral is...you can win business on price but you can only retain it on the basis of 
value and quality.  Anyone can sell anything if they give it away but if the quality or value isn’t 
there then there will be no repeat business. 
 
Buyers will also pay more if they really value the product.  It can command a premium if you 
can find that special ingredient that hooks the clients. 
 
(I was also going to talk about Marmite but it’s freely available at a good value price in Cape 
Town which goes to prove that the British Empire did have some purpose after all.  It gave 
Marmite to the world.) 
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Tone 

My preferred style of negotiation is informal.  I always try to encourage a friendly tone which 
allows both parties to work together and seek a good value outcome. 
 
Obviously this can only work if both parties share the same objective.  It may be the when you 
see the other party arriving in formal business clothes, expensive brief cases and laptops and 
unwilling to share some friendly social conversation up front then you know what to expect from 
the meeting. 
 
I’ve also seen this happen when consultants arrive...looking very much like consultants.  It makes 
me smile because it’s so transparent. 
 
If you’re well prepared and confident then you can decide not to play a power game and keep the 
meeting light and friendly. 
 
There may also be some cultural issues in play.  I have worked in Tokyo and I find the Japanese 
to be depressingly formal in meetings and difficult to relate to.  I’ve often felt that I’m talking “at” 
them rather than “to” them.  Similar is the PRC Chinese negotiation football team that arrives in a 
large group and prefers to remain within that group during the meeting. 
 
We discuss process and preparation endlessly before negotiation meetings but tone and style is 
also important.  If you can get the other party to relax then the process will be easier, faster and 
more value will be created. 
 
 
 
 


