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Sunday  6th January 

And finally... 
(12-21) 20:07 PST Rock Springs, Wyo. (AP) -- 

A woman stabbed her husband with a kitchen knife following an argument that began when she accused him of opening a Christmas 

present early, authorities said Friday. 

Misty Johnson, 34, was arrested and charged with aggravated assault and battery, a felony, and misdemeanor domestic battery. Her 

husband, Shawn Fay Johnson, 34, was treated at a hospital for a wound to the chest, police said. 

Misty Johnson made an initial court appearance Thursday in which she requested a court-appointed attorney, authorities said. She was 

released after posting bail, which was set at $7,500. 

There was no telephone listing for her in Rock Springs. 

Authorities said Shawn Johnson called 911 just before 1 a.m. Wednesday to report that his wife had stabbed him. He told police that his 

wife started arguing with him over his opening a Christmas present, according to court records. 

As the argument escalated, Misty Johnson accused her husband of having an affair, authorities said. Police found a marriage license in 

the couple's apartment stating they were married in late September. 

Police Detective David Thompson said he didn't know what the present was, or if it was intended for the husband.  

Sunday morning in Cape Town...and we‟re back after the break...ready for action.  I 
must say these warm southern hemisphere new years certainly beat the cold of 
London. 
 
I hope you enjoyed as good a break as we did and are ready to launch a successful 
2008. 
 
The end of year sale is now closed so thanks to those who took advantage of the 
opportunity. 
 
Nothing too formal this week so I‟ll pose a question to sports lovers...who‟s the best 
team?...the South African rugby world champions...the Australian cricket team chasing 
16 winning games in a row or the New England Patriots who‟ve just completed a 16-0 
season or the Arsenal Invincibles? Answers please to the usual address. 
 
If you‟re not at all interested in sport...and there are some people...then I‟ll pose this 
question...Is Victoria Falls a “must visit” more than Grand Canyon or should it be 
maybe somewhere else.  Let me know and we‟ll be back next week... 
 
Until then with 3 tips as usual... 
 
 
 

Sunday morning... 

This week I... 
Santa got me a Mac for Christmas and I‟m delighted with it.  It‟s a desktop 
with a 24inch screen and with Bootcamp I get the best of both Mac and 
Windows worlds. Now that you don‟t have to choose between one or the 
other ask yourself why you wouldn‟t want to have a Mac with everything 
that goes with it without jeopardising your Windows world.  This newsletter 
was written on it...in Microsoft Publisher for Windows on a Mac. 
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Booking your holiday

So it‟s January 6th and the start of a new year.  I‟ve already 

arranged for my holiday in April...I‟ll be revisiting my old Zambian 

haunts from 25 years ago...and in July/August I‟m driving up to 

Kilimanjaro.

I‟m already enjoying the planning and relishing the experiences 

to come.

So where are you going on holiday this year?  What‟s on your 

agenda for leisure time?

I launched a new business opportunity last year and I‟ll be 

working very hard to keep its momentum going but I‟ll not lose 

touch with the need to find some other things in life...a chance to 

do something different and take a change of focus.

All work and no play truly does make Tom a very dull boy...and 

you might be a bit dull if you don‟t take a couple of good breaks 

in the year and get some other leisure opportunities to add to 

your business life.

The search for value
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Coffee and Marmite

I was down in Constantia this week...it‟s a local shopping 

village...and I stopped off for some coffee and a couple of slices 

of Marmite toast.  Like all good Brits I was brought up on 

Marmite on toast for breakfast.

Horror of horrors the coffee shop didn‟t have any Marmite and 

what‟s worse they took a very bad attitude when they told me so.  

Up I got and walked down to the next coffee shop...a place that 

I‟d not been to before.

Lo and behold they had excellent toast...better than the first 

place with all the Marmite a man could want and what‟s 

more...the coffee tasted better.  It had a double shot.

So where will I be going back to next time?  It‟s not hard to work 

that out.

You lose your customers at your peril.  We can‟t always give 

them what they want...and occasionally we do run out of 

Marmite...but when there‟s a couple of supermarkets within 200 

yards we go and get some...and then we apologise for the fact 

with good humour.

Customers are like gold dust.  Treat „em bad and they‟ll go 

elsewhere and you may never see them again.

The search for value
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Commercial negotiations

Regular readers will know that I specialise in commercial 

negotiations...the business between buyers and sellers.  I leave 

political, industrial and personal issues to others who have more 

skill and knowledge.

Working with buyers and sellers is quite a straightforward 

proposition...the buyer needs the product or service...the seller 

wants the business.  That‟s the principle and everyone‟s agreed 

on that.

What‟s not agreed is the detail.  The price of the sale and the 

terms and conditions of the business.

I‟ve always thought that negotiating details is a pretty simple 

thing.  Negotiating principles is somewhere between impossible 

and very hard.  People die for principles...they don‟t die for 

payment terms.

The next time you‟re negotiating a sale or purchase remember 

this.  Nobody‟s getting killed.  This is not Darfur nor is it Marriage 

Counselling.  The Teamsters are not involved.

It‟s just a simple matter of price, cost and terms.  Don‟t make a 

simple thing hard...well, actually, do make it hard and then you‟ll 

need a consultant like myself to help you and that can‟t be a bad 

thing...or can it?

The search for value


