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 Sunday morning in... 
Saturday afternoon in the lounge at Cape Town airport waiting to fly back to London.  I’m in London for the 
joyously long time of one night before I fly to Zurich for a week’s negotiation training.  I should have flown on 
to Abidjan after that but that course has been cancelled so I’ll be spending a week in London...a whole week...
before it’s time to fly to Cairo for a programme there.

We can’t close our eyes to what’s going on in the world around us especially when we live in a commercial 
environment as buyers and sellers.   It’s easy to fill this note full of platitudes but let’s just leave it to one side by 
saying that in a few years time we’ll be telling our younger friends what it was like to see the Dow see saw 1000 
points in a day and watch Iceland go bankrupt.  Enough said from me on that one.

So where’s your bet on the US presidential race.  With Mrs. Palin looking like a pretty big liability after this week’s 
Alaska ruling...my dollar is on Barack Obama.  He’ll win...but maybe more to the point McCain will lose.  We’ll see 
in November.  Log on to Betfair and get your money on.

I’m in the air when England play and I’ll be home too late to watch the Japanese Grand Prix...but thanks to 
Skyplus they’ll both be recorded and I’ll stay away from the results so that I can watch them “live.”

Back next week with three tips as usual...
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
It must have been tough trying to sell the first telephone to a customer when they had nobody else to ring.  I feel a 
bit like that with my brand new Hi Def television box...now fully installed at some expense.  In South Africa we have 
the glorious fun of having 1 HD channel.  All that fuss just to watch Mnet films...but it’ll get better especially when 
the sport comes online.
Took the Patrol round to Hannibal tents to get the rack fitted so that I can attach the roof tent that used to live on 
top of the Navarra.  I don’t know if South Africa invented the roof tent but I must say that it’s a very good idea and 
well worth the bother.
Also bought a gizmo to fit into the USB port of the computer so I can forward Powerpoint slides remotely.  This is 
one gadget that will definitely earn its keep.
Tried to buy the new Charley Boorman travel book but it’s not in SA yet.  I’ll get it in London.
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Unlike Goldilocks, a man who stumbled into the wrong suburban Washington, D.C., home after drinking too much found the bed there just right.
Bob and Joanne Breiner returned home from a night out to find a man with a white beard nestled in their bed, sound asleep. Once police showed up and 
the drunken stranger realized what had happened, he apologized profusely and complimented the couple on their comfortable bed.
“I’m so sorry, I’m so sorry,” Joanne Breiner recalled him saying.
The man accidentally went to the Breiners’ house after apparently getting off at a bus stop eight miles from his own home, police said. He entered 
through the unlocked front door.
Joanne Breiner said she first realized something was amiss the night of Sept. 27 after noticing crumpled aluminum foil and crumbs on the kitchen 
counter, along with a missing crab cake.
Minutes later, she recalled Thursday, her husband walked upstairs to the master bedroom, flipped on the light and noticed the intruder.
The man didn’t stir, and Joanne Breiner says her husband wasn’t even sure whether he was alive.
Quickly — and quietly — Bob alerted Joanne and the couple’s 16-year-old son. They fled into the rainy darkness, not pausing to grab their car keys or 
other belongings.
Besides being scared out of her wits, Joanne Breiner said, she found the incident bizarre. “At first we thought, ‘That’s so strange, so weird, we couldn’t 
even imagine,’” she said.
Police quickly arrived, made their way to the master bedroom and woke the man by shaking him. Breiner said he asked the officers what they were 
doing in his house.

Geography lesson...is Iceland the 
very first developed country to go 
bankrupt?...answers please on the 
back of an Iceland Krona or Zimbabwe 
dollar.
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This red/green/blue stuff
I got a note this week from a colleague in Moscow asking if I could explain 
what these tips are all about.  I’ll give him and you a reprise.

The Strength Deployment Inventory (SDI) is a means of identifying what it is 
in life that makes us feel good about ourself.  This feel good factor is a key 
driver in understanding our behaviour and when we know what drives people’s 
behaviour...i.e. the desire to feel OK with ourselves...then we’ll understand why 
that behaviour takes place.

SDI is not concerned so much about the ‘how’ of the behaviour but more to do 
with the “why.”

The theory was developed by Elias Porter who worked with Carl Rogers and 
Abraham Maslow in Chicago in the early 50’s.

He identified 7 categories of motivation when things are going well and then 
looked at how we handle conflict when things are not going well.

If you want more information try www.personalstrengths.com

I’ll declare an interest here and say that I’m the distributor for SDI in South 
Africa and we’ve been operating there just under a year and have a community 
of 30 users primarily centred around Cape Town.

If you’d like to know more then do contact me...I’m happy to discuss the 
subject.
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Commodity selling
Plenty of people sell commodities...price focused non differentiated products.  
A bar of gold is a commodity...you don’t get a discount for buying two...that’s 
a good way of working out what a commodity is...although in the world of 
Walmart commodity selling you very definitely get a discount for buying two...
million...that is.

Very few people want to live in Walmart’s world...it’s a tough price driven place.

So...if you don’t want to compete in a price war with Wamart what do you do?

Well...you differentiate.  You offer something extra that can justify charging a 
premium.  Differentiate that product...and if you can’t differentiate the product 
then try to wrap the product in a service that can be used for that purpose.  
A “service wrapper” is a common way of trying to make a standard product 
special.

If you’ve heard me speak...In a world of Apples be a Banana.

All together now...”I’m a banana”...again...”I’m a banana.”
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Business class lounge
When I talked about champagne last week one of the colleagues was so 
motivated by what I said that he pitched up a business class lounge at an 
airport with an economy class ticket and asked for entry.

He got in.  They let him in.  With a smile, a friendly demeanour and a bit of 
persuading he got in.

That’s what negotiation is really about...free champagne, free lounge 
free money.

So now that we’ve finished chanting “I’m a banana” we can start chanting:

“Don’t ask, don’t get. Aim high. Get more. Give me free money.”

Tom, can’t hear you....try again louder:

“DON’T ASK, DON’T GET. AIM HIGH. GET MORE.  GIVE ME 
FREE MONEY.”

Now, that feels better doesn’t it.


