
Sunday morning in Cape Town...still warm but more pleasant.  It’s a more even climate this time of the year but the 
place is a dry as a bone. 
 
Quick up and down to Jo’burg this week.  I get there just before the programme starts and leave straight after.  
Johannesburg is a great place to do business but  I don’t much like to stay there longer than I have to.  Hotels got 
changed at the last minute so I guess if you want tomorrow to be like yesterday you’re not going to be a consultant. 
 
We’ve now got 6 more people in our SDI network and I must say that the future looks pretty good.  The impact of the 
Have a Nice Conflict programme and book seems really positive. 
 
I’ve booked an air ticket to go back to the UK for much of April.  I’m leaving on the 3rd for three weeks so it’ll be a good 
time to catch up with friends and colleagues there.  It’s been a while since my last trip back. 
 
Meetings this week.  It’s a pleasure to support a network of SDI users.  It means I get to meet a lot of people and talk 
sales and marketing and product development. 
 
I’ve had my first nibble for an intern.  I’m not really sure whether I’m buying “brains” or “arms and legs” from an assistant 
but maybe it’s a combination of both.  They’re not based locally so it might be an arm’s length relationship but that’s not 
an issue.  We’ll see how it goes. 
 
More sport than enough this weekend.  Got up early to watch SA beat NZ but the weather got there first.  Bulls got beat 
by the Blues.  Must be a dyslexic commentator’s nightmare. 
 
Enjoy your week.
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Value creating reading for business professionals 

11th March 2012 

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

I’ve been reading and hearing about Bitcoins.  If there’s anyone in the network who knows anything about Bitcoins do 

contact me...especially if you’re in a mining syndicate...you’ll know what that means. 

My computer had a 2 hour fit this week.  I thought I’d lost the hard drive but it fixed itself.  How happy was I...that I’d just 

bought a hard drive and backed everything up.  That’s this week’s sermon from this IT pulpit. 

Got my quote from the printers.  Looks really good value.  Quality is an issue, of course, but at least we’ve got a basis 

on which to begin a conversation.  If I progress with them and it goes OK, I’ll share the name. 

(03-06) 14:45 PST Columbia, S.C. (AP) -- 

The Republican Party in a small, conservative South Carolina county expects its candidates to lower taxes. They also 

expect them to not watch porn, be faithful to their spouses and not have sex outside of marriage. 

The Laurens County Republican Party originally decided that anyone who wanted to run for office with the GOP's 

blessing would have to sign a pledge and be approved by party leaders. They backed off that idea after the state party 

told them it was illegal and the pledge received international attention, becoming another cultural issues nightmare for 

Republicans. 

The pledge is full of traditional Republican talking points in a conservative state — balancing budgets, opposing gun 

control laws and abortion, supporting school choice and a statement that marriage is "fundamental to the stability, 

betterment and perpetuation of our society." 

But where the Laurens County pledge went off the rails was a proposal circulated along with it that would have created a 

committee to screen potential candidates based on whether they adhered to the promises. The committee could have 

kept a candidate from running as a Republican. 

The committee might have had trouble with this year's presidential primary. Newt Gingrich, who has been married three 

times and admitted to having an affair with his current wife while married to his second one, received 42 percent of the 

vote in the county in January's presidential primary. Mitt Romney was second with 20 percent of the vote. 

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


The search for value 

Sales Tips 
      

     546 

 

Buying can be a pleasure 

 
I’ve been dealing with a printing company to get a quote. 
 
I visited them and met with a sales exec who introduced me to an estimator and we talked 
printing for 20 minutes...at least they talked printing and I listened. 
 
The quote soon arrived in the inbox and I was pleasantly surprised at the reasonableness of 
the costings. 
 
Now...none of this is the real reason for this tip.  Here’s the golden part.... 
 
I was so pleased with the way I was treated and the quick and reasonable quote that I’m not 
going to look elsewhere.  Professional buyers might now be horrified that I’m not going to get 
3 quotes etc. 
 
In my world time is money and I really can’t be bothered to look elsewhere when my first 
reaction from this company was so positive. 
 
I now need to meet them and negotiate better prices.  Remember this is the sales tip...and 
the moral is...if you give customers good service they won’t look elsewhere and price 
becomes much less of an issue.  How expensive is the risk and cost of changing 
suppliers...that’s what’s in the buyer’s mind if you treat them well. 
 
Nonetheless I’m still going to negotiate better terms...that’s what I do!...turn the page and I’ll 
show you what the issues are. 
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Negotiating print... 

 
I’ve got my print quote and it’s time to go back and have a chat about pricing. 
 
Doing print deals is endlessly fascinating because of the crazy way that volume enters the value 
equation. 
 
Here are there actual numbers for one piece of work: 
 
1,000 Copies   R 18,205.80 
1,500 Copies  R 19,717.44 
2,000 Copies  R 21,324.84 
1,000 Runons  R 3,343.62 
 
As you can see you’re starting to think that you’d be mad not to buy 2000 copies because the incremental 
cost seems so low.  In fact you could think that you could buy even more and then the unit price would 
really come down. 
 
Much of the cost is in the making of plates...up front fixed cost and the variable costs of paper, ink and 
finishing are comparatively small. 
 
Of course, I could get a really low price and then buy a shed load and find myself knee deep in books in the 
whole house with 5 year’s stock.  What’s the cost then, of dead money and aggravation. 
 
In a commercial business there’d be warehousing, security and insurance to consider but that’s not quite 
the case in my operation. 
 
So...we get back to the old chestnut of the Total Cost of Ownership.  That’s our guiding star. 
 
There are also other commercial issues.  Would a lower unit price help me sell more and make my sales 
margins better.  If my sales market is very elastic then buying a bigger stock might help increase sales 
volumes and so you can’t take this procurement issue in isolation. 
 
Fascinating stuff this business.  I teach people what to do and now I’ve got to do it for myself. 
 
(Professional print buyers...please feel free to comment.  I’d appreciate the advice). 


