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And finally... 
(01-16) 19:55 PST Stephenville, Texas (AP) -- 

In this farming community where nightfall usually brings clear, starry skies, residents are abuzz over reported sightings of what many believe is a 

UFO. 

Several dozen people — including a pilot, county constable and business owners — insist they have seen a large silent object with bright lights 

flying low and fast. Some reported seeing fighter jets chasing it. 

People wonder what in the world it is because this is the Bible Belt, and everyone is afraid it's the end of times," said Steve Allen, a freight company 

owner and pilot who said the object he saw last week was a mile long and half a mile wide. "It was positively, absolutely nothing from these parts." 

While federal officials insist there's a logical explanation, locals swear that it was larger, quieter, faster and lower to the ground than an airplane. 
They also said the object's lights changed configuration, unlike those of a plane. People in several towns who reported seeing it over several weeks 

have offered similar descriptions of the object. 

Machinist Ricky Sorrells said friends made fun of him when he told them he saw a flat, metallic object hovering about 300 feet over a pasture 

behind his Dublin home. But he decided to come forward after reading similar accounts in the Stephenville Empire-Tribune. 

"You hear about big bass or big buck in the area, but this is a different deal," Sorrells said. "It feels good to hear that other people saw something, 

because that means I'm not crazy." 

Friday afternoon in Cape Town...and the power is on...and let’s hope it 
stays on.  We’re well stocked up with candles and gas burners.  Only 3 
outages so far this week!  Anyone got a spare generator? 
 
Off to Bangkok very early tomorrow morning and a 6.00am arrival on 
Sunday.  The hotel can’t promise an early check in so we’ll keep our fingers 
crossed. 
 
The accounting software course I did this week was a nightmare.  It was like 
having your eyes plucked out with rusty needles for 2 days.  I don’t think I 
was destined to be an accountant...that’s the second job written off.  I said 
“goodbye” to a career in the diplomatic corps some years ago! 
 
I’ll try to catch the sport this week.  I hope the Patriots get through to the 
Super Bowl. 
 
Back next week with 3 tips as usual... 
 
 
 

Sunday morning... 

This week I... 
I played with my computer...but I mustn’t mention that but I did read a  couple of 
good books.  Try Strengthsfinder 2 by Tom Rath if you want to understand why 
you should concentrate on your strengths rather than minimise your weaknesses.  
It’s got a permission to take the test on their website so it’s good value. 

Also read about the first overland journey from London to Singapore 50 years 
ago.  Check out this website: http://www.firstoverland.com/ 

It’s a must read for travel fans. 
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Simple tip this week

I was looking for something to write this week by way of a tip 

and I visited one of the best sites on the management web to 

find one.

I went to http://www.businessballs.com/

It suddenly dawned on me that instead of picking something 

from their site I’d let you pick something that you might find 

interesting.

So this week’s management tip is to visit the businessballs

website and teach yourself about something that you hadn’t 

heard about before.
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Fanatic

I’ve got several loyalty cards.  I’ve got my Star Alliance Gold 

Card and I’ve also got my Exclusive Books Fanatics Card.

Today I booked a flight from Cape Town to Stockholm.  I booked 

it entirely with SAA and SAS so that I get the points and points 

mean entry to the lounge and free flights.

I also bought a newspaper.  I got my Cape Times by walking 

past a newsagent and into Exclusive Books so that I could get 

the points....and in this case points do mean prizes.

Customers are simple people.  Give them a reason to use you 

and they will.  Give them an incentive...make them a member of 

the club...give them a card...and you’ll create loyalty...the sort of 

loyalty that creates repeat business and keeps the opposition at 

bay.

Join the club...you might even get some free tips.
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Count the money...

If you’ve been on one of my training courses then you’ll have 

heard this before.

Negotiation is not like Tennis where we play the other side and 

we either win or lose.  You can’t win a negotiation 6-0, 6-0.

Negotiation is more like poker where at the end of the game you 

only do one thing...you count the money.  You’ve either got more 

than you started with or less.  It’s easy.

Poker is about money...and so is business negotiation...except 

that we often refer to it as Value.

A successful negotiator knows how to create value.  They don’t 

want to beat up the other party they just want to use them to 

help the creation of value.

Don’t try to win a negotiation.  It’s better to lose and get the cash 

than it is to win and get nothing.

In this case... you can have the victory and I’ll go for the money.

The search for value


