
Sunday morning in Cape Town…the warm dry weather just keeps on and on.   
 
Breakfast this morning again in Camps Bay.  It’s a really nice place for a Sunday brunch. 
 
Heather joins us to help with marketing and there should be a big upturn soon in activity.  It’s a case of watch this space 
and I’ll be passing on developments. 
 
If success is measured by activity then I’m going to be very successful sometime soon.  Lots of interest in both 
negotiation and SDI and every reason to be optimistic about the future. 
 
Colleagues in South Africa will know that we work in a market place already taken up with a major competitor but 
thankfully for us the competitor seems more interested in committing commercial suicide than maintaining their 
momentum.  Good news for us. 
 
Planning now for the trip to the UK.  It’ll be 3 weeks and a chance to remember what it’s like to live in London….not that 
I miss it at all.  I’ve got my bus pass waiting for me and that’s the advantage of being seriously old...you can travel on 
the buses and tubes free.  Ironically I wouldn’t be seen dead on a bus but they’ll be no stopping me soon...at least until 
the novelty wears off. 
 
Almost too much sport to watch.  Stormers are unbeaten and Arsenal are going through a mircaculous rebirth and 
Millwall limp along.  SA cricket is murdering NZ and Hamilton is driving fast. 
 
Enjoy your week.
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Value creating reading for business professionals 

25th March 2012 

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

Not every book I download is a winner.  I heard good things about  the Inner Game of Tennis and downloaded it but I 

couldn’t really come to terms with it at all.  I’m interested in the mental side of sport but this book didn’t do the job for me 

and I couldn’t really recommend it. 

I’ll be upgrading the laptop next week.  I’m getting a Dell XPS 17.  I’m future proofing it as much as possible with plenty 

of memory and a good video card.  Using the display port I’ll be able to run two screens plus the laptop screen.  I really 

couldn’t imagine going back to just having one screen.  I just take the extra one for granted now. 

 

 

(03-15) 05:54 PDT BERLIN, Germany (AP) -- 

An earless baby bunny that was a rising star on Germany's celebrity animal scene had his 15 minutes of fame 

brought to an abrupt end when he was accidentally stepped on by a television cameraman. 

The fate of 17-day-old Til, a bunny with a genetic defect, was plastered across German newspapers on 

Thursday, the same day a small zoo in Saxony was to have presented him to the world at a press conference. 

The cameraman told Bild newspaper he hadn't seen Til, who had buried himself in hay, when he took the 

fateful step backward Wednesday. 

Zoo director Uwe Dempewolf tells Spiegel magazine Til didn't suffer: "It was a direct hit." 

Germany has been home to several global animal celebrities in recent years, including polar bear Knut and 

Paul the prognosticating octopus. 
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Zig Ziglar 

 
One of Zig’s favourite sayings is:  “Timid salesmen have skinny kids.” 
 
I had breakfast this morning with someone who told me that he just couldn’t ever think of 
himself as a seller.  It wasn’t in his nature. 
 
You don’t have to be a great seller to succeed.  You just have to fulfil a few basic principles: 
 
1. Activity is the first step to selling success. 
2. Don’t ask, don’t get. 
 
That will do as a starter. 
 
Get that fishing hook in water plenty of times...step one. 
 
Don’t be afraid to ask, and don’t be fearful of a rejection...it’s not personal. 
 
Many potentially excellent sellers are held back by their fear of failure and rejection.  Get 
over that and you’re well on your way. 
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Pawnstars 

 
I was watching Pawnstars on the tele this week and in each case the owner of the shop asked the 
customer, “So how much are you looking for, then?” 
 
And in each case the soapy customer actually gave them the real figure.  In reply the shop owner 
replied with about half that figure and they did a deal around 60% of where the customer had 
started. 
 
Now you wouldn’t do that, would you? 
 
If you were to ask me how much I was looking for...it’s not hard to know that the reply is 
something like” 
 
“Well, I’m not really sure.  You’re the expert...how much would you offer me?” 
 
Or 
 
“Well, It’s a pretty expensive piece of kit so I’d be looking for a serious offer from you.  What could 
you offer me?” 
 
Or 
 
“Well, I’m only really able to contemplate selling it if you can give me a really good offer.  I’d be a 
reluctant seller at any less than a 4 figure sum…”(zonal marker) 
 
But never, never should you put down the first marker and shame on you if you do.  Failure is the 
close friend of negotiators who put down first markers. 


