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BY MARC VAN HEERDEN

He must manage his own family well and see 

that his children obey him, and he must do 

so in a manner worthy of full respect. 

1 Timothy 3:4 (NIV) 

The definition between a Boss and a Leader is subtle in 

understanding; yet vast in contrast when applied.

A Boss is typically a person who tells people what to do. 

A very commanding and demanding personality. People 

tend to fear the Boss and feel they have nothing to learn 

from them. The people feel to be a cog in a machine 

instead of a valued contributor. 

A Leader in contrast is a person who is a communicator. 

Someone who accepts responsibility. If the team fails; 

the Leader takes responsibility and doesn’t become a 

finger pointer. People often have them as mentors and 

are often inspired by them. The team tends to apply their 

creativity as they feel worthy to contribute through open, 

clear and transparent communication with the Leader. 

This creates a healthy working environment. The Leader 

will never say “you failed”; instead they would say “we 

have failed … now lets see how we can correct it.” 

Leaders are respected by their staff as their staff are 

treated as peers and equals.

Remember the v shape of flight when birds fly great 

distances. This is done so that the strongest bird is in 

front and breaks the air resistance. They guide the path 

of flight to their destination. You achieve more in a team 

than you do on your own.

If the birds can do it … why can’t we?

If you are experiencing high turn-over of staff, 

or if the staff morale seems to be low or 

if the companies production is dropping … 

perhaps its times to look inward and not outward.



When the movie Moneyball came out 

a couple years ago, it introduced 

those of us who weren't die-hard 

baseball fans to the way subtle 

changes to player lineups can 

dramatically impact how teams 

interact and perform.

If you understand the data behind 

those nuances, you can improve your 

odds of success dramatically. The 

same principle applies to managing a 

sales team.

In the movie, Brad Pitt plays Billy 

Beane, the hiring manager of the 

cash-strapped Oakland Athletics. 

Because he lacks the financial 

resources available to other team 

managers, he gets creative. While his 

peers talk about which players "look 

good," Beane engages the help of a 

statistician to run data analytics, find 

the players that actually contribute 

most to team success and headhunt 

the undervalued ones.

What I love about this story is that 

Beane got creative and succeeded, 

despite many who critiqued his 

approach. For sales leaders, there 

are several lessons that can be 

applied from the movie:

Look at Your Challenge in a New 

Way

What constitutes "sales success" isn't 

always intuitive. One of my favorite 

quotes from Moneyball comes when 

Beane is challenged by his scout, 

who says, "Billy, you got a kid in 

there that's got a degree in 

Economics from Yale. You got a 

scout here with 29 years of baseball 

experience. You're listening to the 

wrong one.“

Now I'm not discounting experience, 

but sometimes you get to a point in 

your career where you've plateaued, 

and you simply rely on what's worked 

for you in the past. Don't accept this 

in yourself or the people you work 

with. Push yourself and your team to 

look at the challenges you face in a 

new light, and like Beane found out, 

data can help point you in a new 

direction.

Dig Deeper into the Data

In sales, data is critical for making 

informed decisions about the best 

way to grow and manage your team. 

It can give you insight into which 

areas reps excel in, where they 

struggle and what other factors are at 

play.

For example, sometimes the 

apparent superstars on a sales team 

aren't actually driving the greatest 

value. Total sales might not always 

be the best metric for evaluating a 

seller's performance. 

You might have a high-performing 

rep in a difficult space, which would 

result in lackluster overall sales 

metrics even if the rep far 

outperforms everyone else in that

arena. You have to have access to 

contextual data to truly understand 

the situation.

Play to the Strengths of Your 

Team

Sometimes the most important data 

for vetting sales performance is not 

the most obvious. Beane eschewed 

conventional statistics like batting 

averages and stolen bases in favor of 

more meaningful data, like on-base 

percentage.

Similarly in sales, revenue is often 

seen as the pinnacle of sales 

success, but other factors that have 

less to do with revenue could play a 

crucial role in determining your team 

structure and success. 

Consider the number of opportunities 

lost and the reasons why, look at 

sales rep performance relative to 

peers, examine internal team 

dynamics, and how reps utilize selling 

tools. You might also want to pay 

attention to incremental wins, like the 

number of calls and contacts made or 

demos and appointments set.

By analyzing this data, you can 

uncover new ways to optimize your 

existing team's talents. Are there 

people that excel at certain steps in 

the sales process but not others? 

Is there a way that you can 

restructure your process so that you 

are playing to everyone's strengths? 

The "Moneyball" Approach to Managing Your Sales Team

To form a winning sales team, you need to bring data into the picture



As always, make sure you're 

transparent about these metrics and 

reward reps accordingly to keep 

everyone motivated and engaged.

Instill Confidence

In Moneyball,Bean said to his team, 

"You may not look like a winning 

team, but you are one. So play like 

one tonight." Have a vision for what 

your team can accomplish, even if 

they can't see it themselves. Instilling

confidence in your team can produce 

positive outcomes. That's what great 

leaders do; they help their team 

realize their potential one win at a 

time.

Old sales was about gut feelings--

who managers felt by instinct was the 

right player for each position. New 

sales is about science--about using 

all the available data to make a well-

informed decision. 

Like Beane, when I'm organizing my 

sales teams, I try to dig deep and 

look beyond the obvious. In my 

experience, it plays out well in the 

long run.

What other lesson have you 

uncovered from Moneyball?

By Nick Hedges

Shared via www.incafrica.com





What I liked about the story was 

just like predictive analytics, all 

the statistics focused on solving 

one problem: getting the best 

trade-off against a precise 

outcome. In this case, get the 

most wins with the least money —

aka, Return on Investment. It was 

the book I would give to our sales 

managers saying “Like sports? 

Like making money? Here’s a 

book for you!”

Here we’re not reviewing the 

book, movie or Brad Pitt’s 

performance. Instead I’d like to 

share what Moneyball teaches us 

about building a great sales team 

using analytics:

Lesson 1: Define the Right 

Metrics

A series of calculated steps 

showed that wins were driven not 

by batting average, but on-base 

and slugging percentage. How did 

they discover that? Set the 

outcome first and then run 

“simulations” of various predictors 

until one comes the closest.

For sales managers, if exceeding 

quota is the desired outcome, 

then run several individual and 

combination factors of sales rep 

behavior until you find one that is 

the closest predictor.

Lesson 2: Determine the Right 

Outcome to Influence

A baseball team can have many 

goals: attendance records, fan 

satisfaction, making the playoffs 

or winning the World Series. The 

Oakland A’s wanted to win the

most games in regular season. 

Once this was fixed, then 

everything they did focused on 

achieving this outcome.

In sales, it’s the equivalent of ALL 

reps making ALL their customers 

buy. Break such a massive goal 

down into smaller components, 

and focus on how to get the 

highest percentage of customers 

to buy/be active for each rep.

Lesson 3: Set a Per-Unit 

Baseline

The Oakland A’s asked, “what’s 

the marginal payroll dollars to 

spend for each marginal victory?” 

Between 2000 and 2002, they 

paid $500,000 per win, compared 

to rich franchises like the Texas 

Rangers that paid $3,000,000 per 

win.

Imagine that! What would such a 

differential do for your per-rep 

sales? It can be achieved by a 

combination of rep, the customers 

they call on and the products they 

sell. In order to achieve similar 

success, the reps need to be 

aligned with customers who can 

relate to them, and be 

comfortable with selling the 

products each customer wants.

Lesson 4: Get Better Over Time

While the Oakland A’s were 

already one of the most efficient 

franchises in cost-per-win at the 

early stages, they continued to 

get better each year.

Lesson 5: Challenge the Status 

Quo

But don’t go too far out on a limb. 

By bringing science to a 150-year 

practice that was honed by the 

scouts, Billy Beane challenged 

them and eventually produced a 

game changer. In statistical 

parlance, “test and control” is the 

process where a small sample is 

isolated to perform a test, and 

then compared to the ones where 

no change occurred.

If sample results exceeded status 

quo, that was evidence that the 

test could be rolled out 

successfully.

Build a culture of “test and learn” 

in your sales organization.

Lesson 6: Focus on Joint Team 

Outcome

A baseball team needs to be 

consistent in all areas and 

address critical gaps. What a 

gripping episode when the A’s, 

desperately wanting to replace 

Giambi, get into a bidding war for 

Hatteberg so they play him in first 

base, just for his on-base 

performance! 

Can conventional thinking yield 

this decision? While caliber of an 

individual player is important, it 

should always be looked at in the 

context of what they would do in 

the presence of other factors, and 

how their contribution would boost 

the team performance.

A customer-facing team consists 

of inside reps, field sales, 

specialists, customer service 

agents and operational personnel. 

7 things sales teams can 

learn from the movie 

Moneyball

The movie Moneyball opened to great reviews. I 

read the book by Michael Lewis soon after it was 

released and as a statistician and economist (e.g. 

a “quant!”), 

I found the story fascinating. 

What a great pair Billy Beane and Paul DePodesta

were. 

They came together at the right time!



A good service rep cannot by 

themselves undo poor touch 

points delivered by other 

members of the team. 

Even among the sales reps, 

consider the strengths of each rep 

and deploy them where the team 

needs improvement or a certain 

performance needs to be met.

For example, if a certain sales rep 

has strong knowledge and 

success in a particular product 

category, deploy that rep with a 

customer base where you need to 

achieve critical success in this 

category.

Lesson 7: Analytics Can Give 

You an Unfair Advantage!

While all the traditional indicators

are valuable and have a role in

running your team, the lesson 

from Moneyball is that we must 

look beyond the obvious, to dig 

deeper into what most people 

can’t see.

This requires specialized skills, 

tools and competencies, and it’s 

in your best interest to seek and 

find them.

Also think how you can be most 

cost-effective in procuring these 

resources towards the desired 

effect. 

Do not hesitate to ask around and 

for example pick a sales manager 

who is most comfortable and 

interested in analytics as a leader 

to test various opportunities.

Believe that you can win over

larger competitors with deep

pockets by deploying a thoughtful 

and cohesive analytic approach. 

In the end, in Moneyball it 

mattered less how much money 

the Oakland A’s spent than how 

well they spent it. 

Similarly, it’s about the quality of 

one-on-one sales conversations, 

not the quantity of sales calls.

Who would have thought 

analytics can be mainstream 

entertainment? 

I am going to the premier this 

evening – please try to catch the 

movie soon. 

Shared via www.valgen.com



Given the financial constraints, the 

team can’t hire the upper echelon 

of players so they focus on those 

who can make significant 

contributions to either score runs or 

stop runs from being scored. 

Their entire focus is on runs 

because they recognize that they 

can’t will the team to win.

ake care of themselves.

Coming back to my point 

about Moneyball being a great 

sales management flick… 

This scenario is a metaphor for 

how we manage our sales teams. 

Most sales leaders are not blessed 

with unlimited hiring dollars, but are 

expected to achieve the revenue 

goal. 

Each of the sales people is tasked 

with contributing their piece of the 

revenue pie. However, executives 

focus on sales, but just like wins in

If you aren’t a baseball 

aficionado, you may have missed 

one of the greatest sales 

management movies of all time –

Moneyball. Billy Beane, General 

Manager of the Oakland A’s, is 

faced with a challenge. His 

ownership group has limited funds 

to invest in players, but still 

expects to win the championship 

… competing against teams who 

have seemingly unlimited dollars 

to spend on players.

Beane hires an assistant general 

manager who takes a fresh look 

at the situation using 

sabermetrics.

Through statistical analysis, he 

determines the number of wins it 

takes for a team to reach the 

playoffs. From there, he figures 

out how many runs the team must 

score and how few it must allow 

to achieve that wins total. 

baseball, they can’t make them 

happen. 

They can, however, develop 

a Success Model that focuses on 

the activities and behaviors that 

lead to the annual revenue goal 

being achieved.

For example,

• The number of leads needed 

to get one meeting

• The number meetings needed 

to develop one proposal

• The number of proposals 

needed to achieve one sale

• The average sale size so you 

know how many wins you 

need

Focus your management on the 

team’s activity performance, and 

the sales take care of 

themselves.

Shared via www.salesarchitects.com

What Every Sales Leader Should Learn from Moneyball

The movie Moneyball teaches sales leaders a great lesson. In this 

episode of the Sales Management Minute, find out what every sales 

leader should learn from this movie.





“You have to open before you can 

even attempt to close,” says 

Keating.

It can also helps salespeople to 

avoid deadly sales mistakes that 

could get in the way of closing.

The first mistake is closing only 

once and leaving your close to the 

end of presentation. Keating 

advises salespeople to complete 

mini closes throughout their pitch. 

This can be done by asking

questions like: “Does this make 

sense? What do you think so far? 

Is that important to you?”

Another common mistake is not 

creating a sense of urgency during 

your sales presentation. 

Establishing urgency can help in 

getting prospects to move forward 

faster, and ultimately help the 

salesperson to close the sale.

Practice makes perfect

The best way to get the most out of 

your sales process is to implement

“After all, signing new customers 

and upselling existing accounts is 

how a (sales) rep makes quota. If 

they’re not getting prospects to 

sign contracts, they’re not going 

to hit their number,” Jeff Hoffman, 

author of the “Why You? Why 

You Now?” book and sales 

programs, told Hubspot.

Mark Keating, CEO and founder 

of SalesGuru, a sales training 

and development company, 

believes it’s vital that all 

salespeople follow a sales 

process that they believe in.

“There are many great sales 

processes, at SalesGuru we 

believe in a sales framework, 

rather than a strict sales process. 

Salespeople still need to be able 

to deviate based on the buyers 

lead.”

‘Don’t leave the close to the 

end’ A good sales process helps 

salespeople throughout the entire 

sales journey, including how to 

open a sales call.

it and to continuously improve. 

Keating gives a guide for 

business owners to perfect their 

sales process and to up their 

salespeople’s presentation skills.

1. Create and follow a sales 

framework for sales calls.

2. Do your research and 

understand that the better your 

questions, the better the 

opportunity can become.

3. Create a few real-life 

examples of sales calls and role-

play every week internally.

4. Attend a meeting with one of 

your salespeople and observe.

5. Train your sales people. In a 

challenging and competitive 

market, often your biggest 

difference is the skill of your 

salespeople.

Shared via www.smesouthafrica.co.za

SALES PRESENTATION 

SKILLS YOU NEED TO 

CLOSE DEALS

The goal of any salesperson is to close the deal –

a good sales process can help you achieve this 

by offering a step-by-step process for selling a 

product or service which is also easy-to 

follow.

Closing is the final and perhaps the most 

important step of the sales pitch process.



This question can be paralyzing, 

leaving you wondering what it is the 

interviewer really wants to know. Do 

they want to know what you did at 

your last gig? Your soft skills? How 

you named your cat? Actually, none 

of the above.

Here’s a little secret: When an 

interviewer says, “Tell me about 

yourself,” he or she really wants to 

know how your experience is 

pertinent to the job you’re 

interviewing for.

Eleanor dreaded this question. When 

it was the first one asked at her 

interview, she fumbled her way 

through a vague answer, not focusing 

on what she could bring to the job.

“I’m happily married and originally 

from Denver,” she began.

“My husband was transferred here 

three months ago, and I’ve been 

getting us settled in our new home. 

I’m now ready to go back to work. 

I’ve worked in a variety of jobs, 

usually customer service-related. I’m 

looking for a company that offers 

growth opportunities.”

The interview went downhill after 

that. She had started with personal 

information and gave the interviewer 

reason to doubt whether she was an 

employee who would stay for very 

long.

She’s married, and when her 

husband gets transferred that means 

she has to leave; she did it once and 

can do it again.

She has some work experience with 

customers but didn’t emphasize what 

she did.

She is looking to grow. What about 

the job she is applying for? Will she 

stay content for long?

Responding to this free-form request 

successfully comes down to three 

things: focus, script and practice. You 

cannot afford to wing this answer.

Focus

Define what you do as it relates to 

the job, think about three to five past 

experiences that are relevant to the 

job at hand and try to quantify in 

terms of time, money or people. Then 

list three to five strengths you have 

that are pertinent to this job 

(experiences, traits, skills, etc.). All of 

this adds up to the message you 

want the interviewer to know about 

you when you leave.

Eleanor is strong in communications 

and connecting with people. She has 

a strong background and proven 

success with customer relationships. 

Her real strength is her follow-

through. She prides herself on her 

reputation for meeting deadlines.

Script

Write out a script that includes the 

information you want to convey. 

Begin by talking about past 

experiences and proven success:

“I have been in the customer service 

industry for the past five years. My 

most recent experience has been 

handling incoming calls in the high 

tech industry. One reason I 

particularly enjoy this business, and 

the challenges that go along with it, is 

the opportunity to connect with 

people. In my last job, I formed some 

significant customer relationships 

resulting in a 30 percent increase in 

sales in a matter of months.”

Next, mention your strengths and 

abilities: “My real strength is my 

attention to detail. I pride myself on 

my reputation for following through 

and meeting deadlines. When I 

commit to doing something, I make 

sure it gets done, and on time.”

Conclude with a statement about 

your current situation:

“What I am looking for now is a 

company that values customer 

relations, where I can join a strong 

team and have a positive impact on 

customer retention and sales.”

Practice

Practice with your script until you feel 

confident about what you want to 

emphasize in your statement. Your 

script should help you stay on track, 

but you shouldn’t memorize it—you 

don’t want to sound like a broadcast 

news announcer or a robot. You want 

to sound natural, like a real person 

that people would like to have in the 

next cubicle or talk to at the happy 

hour. Even if you’re not asked this 

type of question to begin the 

interview, this preparation will help 

you focus on what you have to offer. 

You will also find that you can use 

the information in this exercise to 

assist you in answering other 

questions. The more you can talk 

about your product—you!—the better 

chance you will have at selling it.

Prepare additional answers

It doesn’t matter what industry you’re 

in or what stage of your career you’re 

at—the job interview is nerve racking 

every single time. The secret to 

keeping your anxiety at bay 

is crafting answers in advance. 

Shared via www.careersinc.co.za

Tell Me About Yourself—How To 

Answer This Interview Question

This important job interview question has a 

way of making candidates blurt out their life 

stories. But that isn’t what potential employers 

want to hear.

It’s one of the most frequently asked interview 

questions: “Tell me about yourself.” Your 

response will set the tone for the rest of the 

interview—no pressure!





Municipal Valuations are increased 

every 4 years  within every 

municipality in South Africa. This is 

done for the purpose of ensuring 

that the properties are relative to 

sale value and inflation purposes.

How does it work?:

Municipalities will review historical 

sales every 4 years and apply a 

weighting figure to  various areas, 

cities and neighbourhoods that will 

determine the rate per square 

meter of the structure and land. 

This weighting is variable according 

to what would be deemed more 

desirable neighbourhoods. The rate 

is determined by the Municipality. 

You would note that if you looked at 

the rates and taxes on small 

holdings and farms; despite the 

land size being significantly more 

than Residential property, the rates 

remain competitive or lower than 

Residential properties.

There are various reasons for this; 

one the reasons is dependent on 

what services (Waste, Power and 

Water) are received. You will often 

find that waste services are non 

existent on small holdings and 

farms. Instead this service is 

maintained by means of septic 

tanks which is for the owners cost.

Another reason would be whether 

the property is located within the 

cities municipal boundary. The rule 

of thumb is the less you are reliant 

on the municipal services then the 

less your rates will be, but this only 

applies to property positioned in 

small holdings and farm 

environments.

If you were to boycott the services 

of lets say waste water on your 

property, but you were located in 

Walmer, Port Elizabeth then you

Municipal Valuations 

would still be charged because the 

services run in series and cannot be 

disconnected.   

What is the implication?:

When the rates go up every 4 years, 

but the market doesn’t indicate 

growth in the sale value; you will end 

up having rates that would be higher 

than the market value. This is rare, 

but it does happen. 

This means that you would be 

paying for services that are being 

delivered for you r property at 

premium price for the duration of you 

living there. When it come to the 

point of sale, you will realize that you 

have an asset that has not matched 

the market growth. 

This could be for various reasons; 

eg. Neighbourhood has become 

undesirable over time, crime, lack of 

property maintenance in the area by 

owners, business’s open up and 

operating in residential spaces etc.

What can you do?: 

You should always pay what is due 

to the tax man, but you should be 

wise about what gets paid in the 

services in return. Every time the 

rates increase happens, you will 

receive a notification indicating the 

properties new municipal value.

Should you not feel your property 

warrants that value then it would be 

recommended to get a respected 

Real Estate Professional in to 

conduct a property evaluation. 

The Agent will be able to provide 

you with a market comparative 

report indicating the value of the 

property in current climate. Bear in 

mind that there is a deadline for 

these submissions and further 

information can be found on 

www.nelsonmandelabay.gov.za and

select the “For Me” tab, select 

“How Can We Help”, select 

“Apply” drop down with the 

“General Valuation Objection” and 

follow the instructions.

Why should I do it?: 

Simply put, you would benefit as 

the property owner during the time 

of ownership and get the best 

possible rate for the next 4 years.

Over time the benefit is massive 

and can save you a great deal 

versus just accepting the 

proposed rates of the municipal 

increase. 

My profession is driven on 

REFERRALS from you. 

I provide a full spectrum of 

property sales and letting options 

such as Development, Residential 

and Commercial.  

Buy |Sell | Let  





This is according to Michael Bauer, 

managing director of property 

company SAProperty.com, which 

provides sectional title management 

and estate management services to 

homeowners’ associations.

So how much power do the trustees 

have?

Conduct Rule 3 of the Sectional Title 

Schemes Management Regulations 

clearly states that “[t]he owner or 

occupier of a section must not, except 

in a case of emergency, without the 

written consent of the trustees, park a 

vehicle, allow a vehicle to stand or 

permit a visitor to park or stand a 

vehicle on any part of the common 

property other than a parking bay 

allocated to that section or a parking 

bay”.

However, Rule 3(2) does make 

allowance for special conditions where 

vehicles are allowed to park in non-

demarcated areas or parking bays 

allocated to their section, stating that 

“[a] consent under sub-rule (1) must 

state the period for which it is given”. 

This is self-explanatory, it should not 

be an indefinite period and the owners 

of the vehicle are required to adhere 

to the rule and remove their vehicle

to the rule and remove their vehicle 

when told to do so or when the time 

is up, says Bauer.

Many households today have two 

vehicles per household. The problem 

here is that many sectional title 

schemes only have space for one or 

1.25 bays per unit, and in some 

cases within the CBD, have a 

parking ratio of less than one bay per 

unit - which leads to residents either 

having to park unlawfully in common 

property or pay to rent extra bays. 

The problem is then exacerbated if a 

child in the household reaches 

driving age and also needs space for 

his or her vehicle. 

There have been cases where any 

extra space is taken up by 

someone’s vehicle, which the 

trustees have then to deal with, 

either by fining the owner or 

threatening to have the vehicle 

towed away, says Bauer.

If towing or clamping of vehicles is 

not written into the conduct rules, 

trustees would need to amend the 

rules and submit them to the 

Community Ombudsman Service for 

approval. This gives them the power 

to act against transgressors.

Trustees in these cases would not 

tow or clamp the vehicles 

themselves, but rather enlist the 

services of an experienced 

contractor, so that the vehicle is 

not damaged in any way, says 

Bauer. 

If towing or clamping the vehicle, it 

is suggested that a notice be 

placed in the owner’s post box or 

on the door to their unit, providing 

the contact details of the party in 

charge of releasing the vehicle.

As with any fining or penalty 

provision in the scheme’s rules, 

the rule (and the amount of the 

fine or penalty imposed) should be 

reasonable and proper procedures 

must be followed, says Bauer.

Shared via Property24

How to deal with parking 

issues in complexes

Of the problems that often occur in 

sectional title schemes, parking 

availability for each unit and their 

visitors is often at the top of the list, and 

trustees in many cases have long 

battles with residents to keep usage of 

common property in check



The first, is that the completed home 

could be significantly different from 

what the buyer thought they were 

getting, when they initially saw the 

plans and signed a purchase 

agreement.

He says laymen quite frequently 

misinterpret plans and some 

developers have a way of getting 

round 100% compliance with the 

plans. 

Those not familiar with plans can fail 

to realise that features such as 

cupboards, electrical plug points, 

floor and site levels, need to be 

explained and clarified.

Buyers have been known to show 

surprise and annoyance when, for 

example, they discover that there 

are one or two steps between one 

rooms, or that cupboards cover only 

half the space they thought was 

allotted to them.

A further cause of dissatisfaction 

among buyers is often as a result of 

not understanding certain legitimate 

‘extra’ costs: they may, for example, 

find that they are liable for all water 

and electrical connection fees, for 

approval of building plans by the 

municipality and for the interim 

interest on building loan agreements 

during the construction period.

Buyers may also find that they have 

been charged for NHBRC enrolment 

fees, e.g. the state’s protection to the 

buyer against subsequent failures in 

the building. The only remedy for 

these and other costly annoyances, 

is for the buyers to ensure that they 

fully understand every clause in the 

contract before signing it.

Such problems can be exacerbated 

by contracts containing a clause 

which allows the builder to change

the plans ‘moderately’ as they go 

along. In the best cases, this is done 

to improve the home or to cope with 

some unforeseen difficulty.

In the worst cases, the aim is simply 

to increase the developer’s profit or 

to make the task easier. Buyers 

have been angered, for example, to 

find that the entrance point to the 

project has been moved (and is now 

right opposite their home) or that a 

promised park area has been

relocated. Some sale contracts 

include a clause that actually allows 

the developer to reduce the size of 

the home by 10% without the buyer’s 

permission and compensation, which 

can be exploited by a less than 

transparent developer.

In some well-documented cases, 

Alexander says an unscrupulous 

developer marketed their product on 

the promise that the development 

would have 50 homes after receiving 

only 30, or vice versa. In other cases 

developers have been known to 

market and sell the development 

before they have received official 

approval from the relevant 

authorities.

For all these and similar reasons, 

Alexander says it is essential that 

buyers get to grips with, and fully 

understand the negotiation and sale 

process. 

They should make sure that they 

look into the developer’s reputation, 

visit previous developments and ask 

for telephone numbers of previous 

buyers.

Shared via Property24

The pitfalls of buying in a new 

development and how to avoid 

them

There is a need for the property sector to inform the public 

about potential difficulties and possible pitfalls that most buyers 

of new homes face when they come to making their choices.

This is according to Rowan Alexander, Director of Alexander 

Swart Property, who says that as this is unlikely to happen, the 

least estate agents can do is to repeatedly remind buyers that 

they must learn all they can about the negotiation and sale 

process, as well the dangers that might have to be avoided.







So it is not surprising that many 

people strive to pay off those loans 

and be “bond free” as quickly as 

possible, says Berry Everitt, CEO of 

the Chas Everitt International 

property group. “However, closing 

your home loan account completely 

is not necessarily the best course of 

action, for several reasons.

“Firstly, there is a strong likelihood 

that you will need to borrow money 

sometime in the next few years to 

finance an education, a car, or even 

another property, and using your 

access bond to “re-borrow” some of 

your home equity will definitely be 

the cheapest way to do this.

“The interest charged on home loans 

is much lower than that on student or 

personal loans, car finance and 

credit card balances, and this is 

actually reason enough to keep your 

home loan account open, even if

there is only a nominal amount 

owing.”

“Avoid the situation in which you 

become “house rich and cash poor” 

– that is, when you owe nothing on 

your home anymore but lack 

sufficient funds for the upkeep of the 

property”

Writing in the Property Signposts 

newsletter, he says another good 

reason is to avoid the situation in 

which you become “house rich and 

cash poor” – that is, when you owe 

nothing on your home anymore but 

lack sufficient funds for the upkeep 

of the property, including rates and 

taxes and insurance as well as 

routine maintenance.

“The longer you stay in your home, 

the more the value will increase, and 

once again you can access some of 

that equity to maintain and improve it

if you need to, provided your home 

loan account is still open.”

Meanwhile, those who are still using 

a large chunk of their disposable 

income to pay off a home loan can 

rest assured that this is one of the 

safest investments they could be 

making, Everitt says. 

“Paying off your home loan or putting 

any additional cash into your home 

loan account is eliminating an 

expense that is not tax-deductible, 

which is the same as making a tax-

free investment.”

Should you pay off your 

bond completely - or keep 

your options open?

Only a small percentage of buyers 

can afford to pay cash for their 

homes, with the majority having to 

rely on home loans that can cost 

them up to 30% of their monthly 

income in repayments.

Shared via Property24



Although Propstats, for example, still 

lists buyer sources as boards, 

existing, shared, flyers, press, 

referrals, show houses, telephone 

enquiries, walk-ins and the web, it 

really now comes down to just four 

important aspects that sellers need to 

be aware of, says the Seeff property 

group. These are searches, sources, 

show houses and sole mandates.

1. Searches

The internet has certainly made it 

easy to find your dream house in the 

right price range.

Ted Frazer, national marketing 

manager for Seeff, says there 

are property portals that offer 

segmented listings so that buyers 

can quickly find a selection of 

properties for sale or rent in their 

price range and area of choice.

Buyers can also subscribe to alerts 

so that they are notified as soon as 

listings within their search 

parameters come online.

That said, web fraud is rife, and 

Frazer warns that buyers should be 

cautious and only pursue listings on 

legitimate portals and agency 

websites.

Whether looking to buy or rent, 

always verify the origin of the listing 

and confirm its legitimacy before you 

book a viewing. Do not provide 

personal data or pay over any money 

unless you have verified that the 

listing and advertising agent is 

legitimate, he says.

2. Sources

For a seller, the sources that an

agent offers are vital. These include a 

qualified buyer database and referral 

network as well as vital promotional 

tools used by the agency to attract 

buyers, says Frazer.

The best agency brands are 

unlocking the value of digital 

resources to ensure that their 

sources are extensive, digitally well 

managed and available at the 

fingertips of agents and sellers.

Skilled local area agents tend to 

know exactly what type of buyers are 

attracted to the area and property 

types on offer. They also know where 

their buyers emanate from and are 

able to tap into this knowledge and 

network to find the right buyer and 

the right price.

3. Show houses

Roger Mortlock, an agent with Seeff 

Southern Suburbs, says while the 

web generates a lot of enquiries, 

serious buyers still tend to come from 

show house viewings, which remains 

a vital consideration for any serious 

seller.

While you can see a lot of the 

property in online photographs and 

video material, there is no substitute 

for a physical visit. Buyers love show 

days and they often come from within 

the area or are alerted to listings by 

locals, says Mortlock.

Contrary to belief, many buyers still 

drive around their area of choice on a 

Sunday, and if your home is not on 

show, you could miss out on a 

potential sale, he says.

Once the buyer sees the property

and the neighbourhood in context, it 

is often the final sway. A show day 

gives buyers the opportunity to take 

their time to do a walkthrough and 

ask questions of the agent. It also 

provides vital buyer feedback on how 

they view the property in relation to 

the asking price, which is vital for the 

marketing efforts. A serious buyer will 

put in an offer as soon as they have 

seen the property.

A show house also adds an exciting 

marketing angle as the agent will 

promote and communicate this to 

their database and encourage 

potential buyers to visit and spread 

the word. It is absolutely worth the 

few hours on a Sunday, says 

Mortlock.

4. Sole mandates

With such a proliferation of online 

property listings, sellers may think 

that sole mandates are now obsolete, 

but this is not so, says Ross Levin, 

Director for Seeff Atlantic 

Seaboard, Waterfront and City Bowl.

“Almost two thirds of all our sales 

over the last year, were on sole 

mandate because it is the best tool 

for sellers,” says Levin.

When you entrust an agent with a 

sole mandate, you empower them to 

unlock a host of marketing activities 

and reach more buyers. Levin says it 

ensures responsibility and 

accountability, and a single point of 

contact with constant feedback.

A sole mandate means that your 

agent will focus their marketing, and 

it sets off a domino effect of 

marketing activities, from ‘for-sale’

The 4 best ways to find 

serious buyers for your home

House hunting has advanced considerably over 

the last three years. Gone are the days where 

local flyer drops and property advertisements 

were the main source of buyers. 

These days, it is all about digital, from the web 

where buyers can find a host of properties to 

digital walkthroughs and send immediate 

enquiries directly to agents through digital 

databases, but does this make show houses 

and sole mandates obsolete?



boards to the canvassing of buyer 

databases, digital mailers and listing 

alerts, advertising and networking 

with other agents in the group, says 

Levin.

A ‘for-sale’ board for example alerts 

those who might have had their eye 

on a particular property or know of 

somebody looking, the same for 

digital alerts.

Pauline Hareb, sales manager 

for Seeff Pinelands and Thornton, 

says in a tough market, sole 

mandates are especially important.

He says it is a myth to think that

having many agents work on selling 

your property will bring more buyers.

tate agent.

Provided the property has been 

priced correctly, they sell their sole 

mandates within six weeks on 

average, while open mandates take 

two to three times longer.

For Sean Guy, a sectional title expert 

in Cape Town’s Southern Suburbs, a 

property that is the subject of multiple 

listings or advertisements conveys a 

negative message. 

It makes it hard for buyers, who are 

likely to simply skip over such a

listing or see it as an opportunity for 

‘bargain hunting’ which will simply 

waste the seller’s time.

Rather, sellers should entrust a local 

area specialist who can show a track

record of sales in the area and who is 

able to present their credentials, 

including a valid Fidelity Fund 

Certificate and the backing of a 

credible real estate brand. 

Bear in mind that property is a 

significant financial commitment, and 

buyers want to know that they are 

dealing with a credible estate agent.

Shared via Property24





professional career? The following is 

a rundown of how to achieve it.

How To Use LinkedIn For 

Networking

1. Build a professional profile that 

stands out.

2. Connect with people.

3. Connect, then reconnect.

4. Show activity by posting.

5. Become a member of relevant 

LinkedIn groups.

1. Build a Professional Profile 

That Stands Out

On social media, looks matter. No, it 

isn’t the kind of looks you’re thinking 

about. On LinkedIn, it’s your overall 

profile. Establishing a decent first 

impression is significant while 

networking in a face-to-face 

situation and the same applies to 

online networking, too. So before 

you begin organizing your network 

on LinkedIn, you have to ensure 

your profile is rounded out and 

completely optimized.

Make sure each section of your 

LinkedIn profile has been finished so 

there are no conspicuous clear 

spaces or omissions. Your LinkedIn 

profile resembles your resume, so 

you need it to look as expert as 

could be expected under the 

circumstances.

It should be able to tell others 

precisely what you do and what you 

have some expertise in.

Visibility to professionals and 

recruiters in your industry is a 

challenge many face. One way to fix 

it and enable your profile to get 

found by experts and hiring 

managers in your industry is to 

utilize keywords.

Keywords in your headline, profile

Nowadays social media makes it 

simpler than at any other time to 

sharpen your current connections 

just as make new contacts.

If you are job hunting, a solid 

network is key because most 

organizations Perhaps someone in 

your network knows about an 

employment opportunity before it is 

posted or even knows the HR 

director and can start the ball rolling 

in a good direction for you.

With the labor market as rough as it 

is right now, it never hurts to have 

somebody who can navigate it for 

you or at least can make it easy for 

you to navigate in your corner. 

Also, the more individuals you 

know the more noteworthy your 

odds of discovering the recruitment 

information first.

LinkedIn is the largest professional 

networking tool in the world. Hardly 

will you find any career-minded 

person that is not on it. The 

membership is over 722 million 

people. Do you see how useful it 

can be for your career?

The site serves as an online 

directory of professionals as well as 

organizations and bodies and 

encourages you to connect with and 

communicate with them without 

leaving your office. On it, also, you 

can follow job openings and 

partner with people in your 

industry.

LinkedIn is a superb spot for 

networking in the sense that you 

can connect with the best names in 

your industry that you would've 

never gotten the chance of meeting 

eye to eye. That being said, how 

exactly can you make use of this 

great networking tool to benefit your

summary, and experience will give 

you an additional bit of leeway and 

aid your chances of being seen. For 

instance, if someone on LinkedIn 

looks up “web developer” and you've 

included that keyword in your profile, 

you're bound to come up in search 

results which gives you raises your 

chances of interacting with key 

figures in your industry.

Also, while the term ‘looks’ was 

broadened in the beginning, it 

doesn’t mean that your LinkedIn 

image should be unprofessional. 

Keep in mind the significance of your 

profile photograph. LinkedIn profiles 

that incorporate a professional-

looking headshot get a larger 

number of profile clicks and 

interactions than ones without. Be 

that as it may, not having any profile 

picture at all is the worst of the three.

2. Connect With People

This sounds very obvious. I mean, 

who creates a LinkedIn profile 

without the intention of connecting 

with others? Well, not everyone is 

aware of this or even knows how to 

do this; hence, this article.

After you have completed your 

LinkedIn profile and it looks great, 

you have to begin connecting with 

others. Although 500 connections on 

LinkedIn is a seeming mark of 

industry establishment, you should 

not add connections indiscriminately. 

Associate with individuals in your 

industry that you could see yourself 

working with later on or who could 

give you significant bits of 

knowledge in regards to your 

profession.

Try to send a customized note when 

sending requests as a short 

message presenting yourself or 

disclosing why you wish to connect

How To Use LinkedIn For 

Networking

The importance of building relationships and 

establishing networks cannot be stressed 

enough. The strength of your professional 

network is more often than not proportional to 

your career success. 

A solid network gives you an understanding of 

industry trends as well as information on 

employment opportunities and development.

https://www.linkedin.com/


ongoing accomplishment. Making a 

propensity for steady 

correspondence in a certifiable 

manner will be useful over the long 

haul.

4. Show Activity By Posting

Another way to grow your network 

on LinkedIn is by sharing your 

knowledge and thoughts, and you 

can do this in a couple of various 

ways. Try not to kick back and let 

every other person post great 

content on LinkedIn. Sharing an 

extraordinary article you've read 

recently is a decent beginning.

Posting content on LinkedIn won't 

just allow you to impart your skill to 

your associations; it can also bring 

about more users to discovering you 

on the app. Use hashtags when 

posting your article to attract the sort 

of individuals you need to connect 

with and develop your network.

This is not calling for you to post any 

and everything on LinkedIn. Don’t 

have anything to post at a particular 

time? Don’t worry. Consider 

reposting what a connection put up 

and slide in a couple of your key 

takeaways.

In fact, your LinkedIn posts do not 

always have to be 100% of your 

own words. You can always post 

pre-existing articles, videos, etc

(with permission and credit, of 

course) and then ask your 

connections to chip in their thoughts, 

tips, etc which can then launch a 

discussion in the comments of your 

post.

5. Become a Member Of Relevant 

LinkedIn Groups

Every network building tactic that 

has been mentioned so far all point 

to one thing: visibility. You need to 

get seen to make connections with 

will assist you with building up a 

relationship and you won't appear to 

be you're on an arbitrary adding 

binge to knock up your numbers.

When your requests are 

acknowledged, don't stop there, you 

have to begin building connections. 

Share related posts and interact 

with their posts.

You can even message them 

privately to establish a 

correspondence, but remember to 

be courteous and not pushy.

Remember that networking is tied in 

with making connections and if you 

don’t make an effort to build or 

sustain them, you’d never achieve a 

dependable professional network. 

Yes, even high-ranking 

professionals grow and maintain 

networks. So, don’t feel burdened 

or dehumanized by doing so.

3. Connect, Then Reconnect

Reconnecting with those you might 

not have spoken to in some time 

can feel awkward, yet there are 

simple approaches to break the ice. 

Consider connecting through a 

message on LinkedIn recognizing 

the delay with a presentation like: 

"It's been some time since we last 

spoke, I hope you're doing fine in 

these difficult times."

Also, you can draw in their attention 

by reacting to their posts on 

LinkedIn by "liking", commenting 

on, or sharing their post.

Keeping up with connections is key 

to successfully managing a 

network, so it's a smart thought to 

make time to keep in contact with 

your contacts. For instance, put an 

update on your schedule to check in 

and ask what they're dealing with. 

Send an email on birthday 

celebrations or to complement an 

industry contacts on LinkedIn.

Another way to do so is by joining 

groups. Find groups on LinkedIn that 

are relevant to your industry that you 

can become a member of. By joining 

a couple of dynamic gatherings, your 

profile can be seen by a huge 

number of individuals in your 

industry, and that is many individuals 

you can connect with.

For this tactic to achieve results, you 

have to be active in the group. You 

can’t afford to be a silent observer if 

you want to be seen. Partake in 

conversations, answer questions 

that will showcase your skills, 

experience as well as qualifications, 

and offer applicable solutions.

Keep in mind that groups are about 

a particular network, so make 

contributions that fit the group’s 

description. Try to be strategic in 

your interactions and not be over-

the-top with your attempt to sell 

yourself, this way other participants 

will see you and not be irritated by 

you.

LinkedIn is the greatest opportunity 

for you to build and maintain your 

connections in your industry and 

beyond online. 

Another thing about it is that your 

network building is not limited to your 

locality; you can build general vicinity 

as well as internationally. 

No one can tell what openings can 

emerge when you can have 

important networks with experts and 

hiring managers on the internet.

Now that you’ve learned how to 

network on LinkedIn, there's no limit 

to the heights you can reach 

professionally.

Shared via www.myjobmag.co.za



P L A C E

I M A G E

H E R E

You will also gain a better 

understanding of yourself and your 

career goals when you have the 

ability to continually analyze your 

performance.

Before you ask for a raise, here 

are some things you should have 

in mind:

1. Set realistic expectations. 

Chances are that you may not get 

the amount you are asking for, at 

least not right off the bat.

2. Be well prepared as your 

manager may try to shake you 

down. So, be prepared to justify 

your request extensively.

3. Be specific with your requests. Do 

not beat around the bush or except 

them to understand what you are 

implying.

4. While going straight to the point is 

key, it is also important to handle it

with tact. Express gratitude for the 

avenue the company has provided 

However, knowing the right way 

and time to ask for a raise is a 

crucial skill to have in your career. 

Make the task easier by preparing 

as much as possible beforehand. If 

you have exceeded expectations, 

made good impressions, and 

proved that you are capable of 

completing your work on time, then 

you should be able to talk about 

these instances and back it up with 

numbers if possible. 

The best way to shake your jitters is 

to go in confident and well-

prepared.

No matter if you are content with 

your current position and salary, it is 

beneficial for your career growth to 

consistently show the value that you 

bring. 

By displaying that you have a 

willingness to improve every day 

your bosses and managers will 

recognize that you are serious 

about your work. 

you and be graceful through it.

5. Last but not least, be confident. 

The importance of approaching this 

awkward conversation with self-

assurance can not be overstated. 

Know your worth and let it radiate all 

through the discussion and your 

professional life in general.

Keep in mind that it isn’t just your

well that can play into your value. 

Employers love to see is that you not 

only want to grow with the company 

but also in the industry. 

Staying up to date with trends and 

new discoveries or tools being used 

to optimize performance is an 

integral part of any business that 

wants to keep moving forward. 

Bosses and managers will notice if 

you can keep up without having to 

be asked.

Shared via www.myjobmag.co.za

How to Prove Your Value At Work

One of the most challenging things for 

employees to do is ask for a raise. In fact, more 

than 50 percent of people have gone their entire 

career without asking for a pay raise. 

It is hard to believe, but the underlying reason for 

many of these people is simply that they don’t 

feel comfortable or appropriate doing so.



That is what this guide is all about.

Either you are applying for a new job 

or you want to earn more in your 

current job, you will find all the tips, 

information and scripts you need to 

actually help you get a better bargain 

for yourself.

A Guide To Negotiating A Salary 

Increase

In this article, the areas we are going 

to be covering are:

• What is salary negotiation?

• Why should you negotiate your 

salary?

• What to say when negotiating a 

salary increase

• How to negotiate salary?

• Common mistakes people make 

when negotiating salary

• Can negotiating salary backfire?

• What to do when you don’t get 

your way when negotiating salary

What Is Salary Negotiation?

Salary negotiation is a process where 

an employee negotiates the amount 

of their pay, income, earnings, 

commissions, salary, wages, 

remuneration, annual review or salary 

review with a representative of their 

employer (like a manager).

Top 5 Reasons Why Should You 

Negotiate Your Salary?

Let’s face facts, salary negotiation is 

a sore topic for most workers to 

broach with their bosses and even 

most new hires when asked; “What is 

your salary expectation?” by the 

interviewer find it difficult to request 

for better pay.

Worker underpayment is a real 

problem, but sadly, only a tiny 

fraction of underpaid workers 

negotiate for a better salary.

The other half, resort to earning the 

same amount throughout the course 

of their career. 

Most employees, even when they 

know that they are worth more than 

they are paid, never ask for a raise 

because they don’t want to come off 

as greedy or they are waiting for their 

boss to bring up the topic first.

Getting a good salary for yourself is 

something you should do, especially 

if you know that a higher paycheck is 

what is right for you.

We know that you don’t want to, and 

the very thought of negotiating salary 

makes you feel uncomfortable. But 

these are the 5 reasons why you 

should negotiate your salary:

1. Your Current Salary Determines 

Your Next Salary

One of the questions interviewers 

asked at a job interview concerns 

your salary history. Employers want 

to know what you were earning 

before so that they can decide if they 

will pay you less, the same amount, 

or more.

If you didn’t negotiate your last salary 

to a higher price, your next employer 

will still pay you based on that 

previous low salary. But if you earned 

more money on your last job, the 

next employer will pay you more.

2. Negotiating Your Salary Makes 

You More Money, Both Now And 

Later

If you negotiate your first salary for a 

higher price, you stand to earn more 

money over the course of your 

career, both at that job and at every 

other job you will have in the future.

The more you negotiate, the more 

money you earn.

3. Negotiating Your Salary Helps 

Close The Pay Gap

It is no secret that workers from 

different sectors are paid differently 

and most workers earn more than

others, and men earn more than 

women. Unequal pay created a pay 

gap not everyone in the world can fill 

at once, so every worker has to do 

their own part to ensure that this gap 

is bridged, by demanding for a better 

salary for their work.

If you negotiate your salary for higher 

pay, automatically, you are helping 

other workers in your sector earn on 

the same level as workers from other 

industries, in turn bridging the pay 

gap.

4. Negotiating Your Salary Shows 

That You Know Your Worth

Negotiating your salary shows your 

employer that you are capable, 

confident, and comfortable with what 

you have to offer. Those skills are 

what your employer recognizes in 

you, which makes them feel confident 

with increasing your level of 

responsibility, trusting you with key 

clients and promoting you to 

leadership positions.

5. You Will Never Get What You 

Want Unless You Ask For It

Most times, your boss knows that you 

deserve higher pay and all the other 

benefits that come with the job, but 

they hold off on doing those things 

because you haven’t asked or 

showed them that you want it.

You have to ask first to be able to get 

what you want, only when you tell 

your boss what you want, will they 

give it to you.

Nevertheless, as uncomfortable as it 

may make you feel, negotiating your 

salary is important and not having 

that conversation, can cost you the 

chance to make more money, and 

ultimately miss all the other benefits 

that come with the job, which you are 

entitled to, because you didn’t ask for 

them.

How to Negotiate Salary Offer

Do you want to learn how to negotiate salary offer?

Then you are in the right place. Salary negotiation is 

something a lot of people get wrong and no matter what 

cycle you are in your job, negotiating for the salary you 

deserve is something you must learn to do.

The good news is, even employers expect you 

to negotiate. The problem then actually is not "if you 

should negotiate your salary but how to actually negotiate 

for the salary you deserve"



What To Say When Negotiating 

Salary

Now that you have made up your 

mind to negotiate your salary, what 

are you going to say when you get to 

that meeting with your boss?

Here are 11 words and phrases you 

can say, that demonstrate the 

confidence and knowledge required 

to secure a salary increase:

1.“I am excited by the opportunity 

to work together”

Often times, we treat salary 

negotiation like a battle or a face-off 

between you and your employer. 

While in reality, you just want to 

agree on what benefits both of you.

Don’t negotiate as if it is an 

ultimatum, instead, make it a 

collaborative process and an 

opportunity to come up with a 

compensation package that benefits 

both of you. Prioritize the demands 

you need, and let them know which 

ones you can trade-off.

2. “Based on my research”

Although you are negotiating to get a 

better salary, the amount you are 

asking for should be realistic.

Using the phrase “based on my 

research” shows your boss that you 

have thoroughly done your homework 

and you know what you are talking 

about based on negotiation.

Also, they will be more inclined to 

increase your pay once they find out 

what people in your position are 

supposed to earn. Don’t just say any 

number that comes to mind, do your 

research to know what people in your 

line of work are earning.

To get the appropriate amount, you 

can go to MySalaryScale to calculate 

your salary based on the industry, job 

title and years of experience.

3. “Market”

As part of your research, make sure 

you know what the market for your 

job is. Market refers to what an 

employee can get if they went out on 

the job market and found a new 

similar position. For example, if you 

earn R50,000 but out on the market, 

you can get up to R80,000 it 

suggests that you are underpaid.

Now, because the company doesn’t 

want to lose you to the competition, 

they will be moved to increase your 

salary.

4. “Value”

Value is what you bring to your 

employer. From your employer’s

perspective, you should bring value 

to the company, either by increasing 

revenue or margin, or both.

If you can show your employer how 

you are adding value to the company 

in the form of increased revenue and 

margin, you can get your boss to 

consider giving you a raise.

5. “Similarly situated employee”

Although you have been advised 

against snooping around your 

colleagues’ salaries, having 

knowledge of it can come in handy 

during negotiations.

“Similarly situated employees” are 

people in the company who do the 

same things as you. For example, if 

you are a senior sales manager and 

every other senior sales manager is 

making more money than you do, 

then you are underpaid.

If your colleagues don’t feel 

comfortable sharing their salary 

details with you, simply use 

MySalaryScale to find out what 

senior sales manager earn and to 

know if you are underpaid or not.

6. “Is that number flexible at all?”

If the employer offers you an amount 

that is below what you want, it is 

necessary to decline the offer, but 

there is a right way to do that. Saying 

“is that number flexible at all?” is a 

better way to give them an 

opportunity to offer more or even 

offer you other perks that you can 

gain aside from a higher salary.

7. “I would be more comfortable 

if…”

Don’t start with “I need” or “I want” as 

these phrases can be a turn-off to 

your employer. Starting with “I will be 

more comfortable if…" shows the 

employer or hiring manager 

specifically, what you are looking for 

so that they can focus on that aspect 

of your job offer.

Finish up that phrase with “if we can 

settle on a base salary of R60,000”.

8. “If you can do that, I am on 

board”

You should know that most times, a 

recruiter is just as nervous as you are 

for negotiation and they want it to end 

quickly. So if you can clearly spell out 

what it would take for you to accept 

the offer, you would be doing them a 

favour.

Say for example, “I understand that

you cannot come up to 70,000. It 

would be great if you can add a week 

of paid vacation along with the 

65,000 you are offering. If you can do 

that, I am on board”.

9. “I would prefer not to leave’’

This phrase is a must-have because 

it is a defensible strategy. A 

defensible strategy explains what you 

want, why you want it and how it is 

beneficial for both you and your boss.

If a low salary is why you would leave 

the company, get and offer that you 

would be willing to accept but prefer 

not to. 

Tell your boss that you got a better 

offer, but you don’t want to leave the 

company and can stay if he will 

match the offer of the new place. 

Your boss is likely to give you a raise 

because it is cheaper to increase 

your salary than to hire and train a 

new employee.

However, before using this technique 

make sure that you really do have 

another job waiting for you, because 

it could backfire and ultimately lead to 

you getting sacked.

10. “Do you mind if I take some 

time to consider your offer?”

Try to stay calm even if the job offer 

exceeds your expectations. Ask for a 

few days to consider their offer.

Taking a few days to consider the 

offer, buys you some time to be able 

to come up with a better counteroffer 

and also move the negotiation to 

email if you haven’t done that 

already.

After careful consideration, you can 

now counter via email whenever you 

want, because you can be deliberate 

with what you want to say. Your 

negotiation will be more successful if 

you choose your counter off and 

state why you are worth it.

11. “Thank you”

At the end of every salary discussion, 

thank the person for taking the time 

to talk to you. Not only is it the right 

thing to do, but employers are more 

likely to consider the wants and 

needs of people who accord them 

respect.

Shared via. www.myjobmag.co.za
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