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And finally... 
(01-08) 19:19 PST Grand Rapids, Mich. (AP) -- 

A man who hid hunting knives in his pants to try to steal them from a western Michigan store tripped while fleeing and stabbed 
himself in the abdomen, police say. 

The suspect was hospitalized after Monday night's attempted theft from a Meijer Inc. superstore in Grand Rapids and is expected 
to face a misdemeanour shoplifting charge, police say. 

The wounds did not appear to be life-threatening, The Grand Rapids Press reported. 

The man had put about $300 worth of hunting knives in his waistband, police told WZZM-TV. Police say he tried to leave the 
store, but Meijer employees confronted him and a scuffle followed. 

The man then fell and was stabbed by the knives he had hidden in his clothing, police said. They said it happened about 5:40 p.m. 

"The man was taken to the hospital," said Meijer spokesman Frank Giuliano. "We are cooperating with the investigation by police." 

Police said the suspect has a record of retail fraud. 

Sunday morning in Cape Town...and business has started for the year...and Summer is in full 

swing. 
 
I’ve been asked to do a short podcast by Josh Weiss at Harvard so that’s this week’s fun.  When 

it’s done I’ll let you all know and give the web address. 
 
Off to Bangkok next Saturday for one of my very rare public courses.  I don’t do too much of this 

type of training but I always enjoy a visit to Thailand and I’ll be there most of the week so it’s 
more than just a quick in and out.  Two days of neg and two days of sales. 
 

A quick request for colleagues in South Africa.  Do any of you have much experience of Pastel.  
I’ve just bought a copy of the software and it’s so complicated that I’m going on a course this 
week to learn it.  Can you imagine it...me sitting on a training course for two whole days learning 

accounting software.  It’d be worth taking a camera just to capture the event.  Just one of the 
joys of being a small business...Finance Manager sits right there with IT manager and all the 
other jobs that need to get done. 

 
Got up early to see the Patriots make it 17-0.  Also saw Australia mug India to make it 16-
0...The Jags were much better losers. 

 
 
Back next week with 3 tips as usual... 

 
 
 

Sunday morning... 

This week I... 
I promise that this is the last message about my new Mac.  
Loaded Parallels this week and this now means that I can have 
Windows and Mac OS open at the same time.  I can write this 
in Windows and listen to itunes in Mac simultaneously.  This is 

serious fun...honest...but maybe I should get out more. 
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Recurring themes

If you’re a long time reader of these tips...and this is number 

318...then you’ll know that there are some recurring themes in 

my thinking.

Twice in the last 20 tips I’ve written about holidays and enjoying 

work and making it your hobby and creating a rounded lifestyle.

In recent months I’ve met several people who help people with 

their life decisions and I’ve also talked to people about my own 

view of what’s ahead.

My conclusion both personally and professionally is that it’s all 

about FUN.  Work is fun for me...I enjoy it immensely.  My father 

was a Postman and that was a pretty mundane job...I thought... 

but he continued to work long after he could have retired 

because he enjoyed it so much.  How...I’ll never know.

If you couple a enjoyable job with a good set of leisure activities 

then you’re on your way.  There’s still the issue of your personal 

relationships and they’re certainly a major part of the mix...for 

me SDI has really helped there.

So I’ll move on and try to find some other themes but I don’t 

apologise for keeping this particular theme to the fore.
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A sale is only a sale...

A sale is only a sale when it’s been paid for.  Until then it’s a loan.

Let me share some real examples with you.

I have a one client who is and independent consultant.  They 

generally pay the invoice within 48 hours.  That’s hours...not 

days.  My payment record is 50 minutes.

I have another client who is one of the largest companies in the 

world.  They are knee deep in cash but any invoice paid by them 

within 3 months is a triumph despite the terms being 30 days.

So what’s the learning point?  There are two:

Credit control is a very, very important part of the sales process.  

You’ve got to look at your credit ledger, debtor days and the like 

and chase your money.  Sales people are notoriously reluctant 

to do this because it’s an unpleasant task and sellers are afraid 

of antagonising their customers.

Second point is that debts are money....real P&L money.  If a 

customer doesn’t pay on time then you’ll have to factor this into 

the cost of doing business...prices must rise.  You might even 

work on a cash with order basis or cash on delivery.

When will buyers ever learn about this.  I despair of the buyers I 

meet who refuse to learn this lesson.  But we’ll leave that for 

another day.
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Street smarts

Negotiation is both a tactical and strategic activity.  Successful 

negotiators are good at both ends of the activity.

Strategic business negotiators ask questions like:

How will this negotiation add value to our business?

What’s the most positive way forward with the other party?

What’s the market place like?

Where do we want to be in 6 months?

What’s our relationship management strategy?

Tactical business negotiators ask questions like:

How can we get a good result in this meeting?

Where can we find another 2%?

How can I leverage the outcome with this other party?

How do I need to behave to get the best result?

Who are the people I’m meeting tomorrow?

If you can combine these two elements then your a Golden 

Negotiator.  Think like Einstein and have the street smarts of a 

market trader.  You’ll go far.
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