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 Sunday morning in... 
Sunday morning in Cape Town with the wind, rain and cold telling us that Winter is here.  Last year the reservoirs 
were at record high levels and if the rain continues like this for the next couple of months it’ll be the same this 
year as well.  Seems crazy that Australia is suffering record droughts and South Africa has more rain than ever.

This week is particularly interesting and then followed by two more interesting events.  I guess it’s an interesting 
period!  We’re getting ready this week for a conference in Pretoria.  We’ve got a stand  and it’ll be the first time 
that I’ve ever presented at a conference.  We’ve got 5 SDI banners and we’re printing the publicity and the hand-
outs.  It’s a conference of industrial psychologists and that’s very much a target market for SDI.  We drive up next 
Sunday for the week.

The week after we’re in Joburg for a negotiation training event and then straight on to Hong Kong for a week.  I 
mention this in good time to give all the friends in Hong Kong plenty of time to book restaurant tables and to 
organise drinks and parties.

Watched the Stormers draw last night with the Waratahs.  Exciting game played in the pouring rain.  There’s a 
restaurant not 100 metres from the stadium that does great food.  Home games are always a good double event.

Have a good one...with three tips as usual.
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Two very different faces of Burma this week.
On the left is Aung San Suu Kyi who remains 
under house arrest and on the right is General 
Than Shwe who is top dog among the military, 
who sadly seem so reluctant to help the tens of 
thousands who’ve suffered in the typhoon.
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 A picture is worth a thousand words...

 This week we used, read, played with....
You’ll know that free software is a subject very close to my heart.  This week I downloaded and used a 
programme called Filezilla.  It’s from the same open source software team that write Firefox...my web 
browser of choice...and it should be yours!
If you transfer files between people and need to have a facility for an FTP client and host then this is 
one for you.  It’s totally free and works very well.  I’ve tried trial versions of other products but why pay 
for something when you can get it for free.
Will finish Series 5 of Spooks this week.  Absolutely fantastic viewing.  Enjoyed every minute.  After 
that we’re going to do a full reprise of the Sopranos....All 6 series in quick time.  Maybe I should 
get out more but it’s better than watching the Discovery Channel and most of the other rubbish on 
satellite.

(05-09) 14:27 PDT Rock Island, Tenn. (AP) --
One moment, Justin Hill was turning into his driveway. Minutes later he was being flown to a hospital 
as his home went up in flames. Then he got a traffic ticket.
Hill, 42, got into a crash after turning into the path of an oncoming car Tuesday evening, said 
Tennessee Highway Patrol Officer Monte Terry. Hill’s wife heard the crash and ran outside, leaving 
the kitchen stove, where she had been cooking, unattended.
Within minutes, their Rock Island trailer was on fire, and firefighters who had responded to the 
accident found themselves fighting the blaze.
The rural central Tennessee home had extensive damage. Hill was treated at the hospital and 
released, but he was cited in the accident for failure to yield.
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No “i” in team
People who spend time working with teams often like to quote the concept that 
there’s no “i” in team...no room for the selfish individual who brings nothing to 
the common good.

Belbin had some thoughts on teams and here’s what is said about one of his 9 
team types, the Specialist:

Specialists are passionate about learning in their own particular field. As a 
result, they will have the greatest depth of knowledge, and enjoy imparting it to 
others. They are constantly improving their wisdom. If there is anything they do 
not know the answer to, they will happily go and find it. Specialists bring a high 
level of concentration, ability, and skill in their discipline to the team, but can 
only contribute on that narrow front and will tend to be uninterested in anything 
which lies outside its narrow confines.

It’s an interesting dilemma for leaders and team members.  How far can you 
tolerate the behaviour of the individual whose skills and knowledge you need 
but who contributes very little outside this area and may in fact not much care 
what happens outside their area of activity.

As a business consultant I meet a large number of these people.  Sport is full 
of them and so is science.

Maybe there is room for just a small “i” in team after all provided that they don’t 
derail the major team objectives.

Thoughts, please, in an email.
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Repeat business, new business
As a customer I find it immensely frustrating when banks, mobile phone 
companies and the like provide special offers for new customers when existing 
customers who give them tons of business get nothing as a “thank you.”

Every company needs new business.  I’ve read that as much as 20% of your 
customer base can disappear each year and as such a great deal of effort is 
required to find these new people and as a result there are always discounts 
and incentives for these new potential customers.

There’s nothing wrong with this at all and in my own business I’m keen to win 
new business and realise that it sometimes requires a reduction in margins.

What I do try to do is not to forget the customers who’ve got me where I am 
and so I try where possible to spread round the value across both new and 
existing customers.

I guess the real issue is not to take your existing customers for granted.  We 
don’t want to hear the cry of “you don’t love me any more” from our key profit 
earners.
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Zero sum games
If you want to know more about the theory of zero sum games and Nash 
Equilibrium theory then try Wikipedia and all will be revealed. 

I’ll add my spin on this.

A zero sum game is where the money (value) in a deal is distributed among the 
parties.  No money is created or lost it is merely shared around.

Let’s look at it in a negotiation.  A price is fixed and if it costs $10 then that 
money is either going to be in one pocket or another.  You or me...we distribute 
the cash.

However, if we’ve got half a brain in our heads we’ll realise that with a bit of 
discussion we’ll both be able to solve our problems to our joint advantage.  You 
need some fast money and I need a discount.  Shouldn’t be hard to solve that 
one.

So zero sum games are OK in a game of poker but if you’re not creating value 
in a negotiation then you’re not doing your job.

Like poker we need to count the money but what we want to do is to count 
MORE money than we started with...and with more importantly so do the other 
party.


