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 Sunday morning in... 
Saturday morning in London!!....more of that in a minute.
No update last weekend...sorry for that...but it was a madhouse of running around and travelling.

So travel is glamourous is it?  We flew back from Tunis yesterday on Air France via Paris in order to connect at 
Heathrow with the flight to Cape Town.  Well...Air France are having a strike and so the plane might be cancelled 
but we checked very carefully and with good luck we found that both planes were running.  We got to Paris and 
then waited for the flight to London.  They cancelled it 5 minutes before take off...making sure that there were no 
other flights out to London last night.
We quickly called our agent in Cape Town and she cancelled the flight to Cape Town last night and put us on 
tonight’s flight.  We then rushed to a train for Gare du Nord and then took the Eurostar to St. Pancras with two 
minutes to spare...and I got to spend a night at home in London.
I won’t bore you with the details of how much this nonsense is costing us in cancellations and train fares and 
grief...but it’s a big number.  So as a loyal and regular reader of this newsletter you are now absolutely forbidden 
from ever travelling on Air France...that’s you, your family and all your friends and work colleagues.  Remember 
if you travel on Air France and I find out then I’ll publish your name in this newsletter and 2500 people worldwide 
will know and they will laugh at you.

Back next week without Air France ever again but with three tips as usual...

 and finally... 

(11-13) 11:27 PST TORONTO, Canada (AP) --
An obese inmate who goes by the nickname “Big Mike” has been granted early parole because a Canadian prison could not 
accommodate his 430-pound frame.
Michel Lapointe, 37, was released from prison earlier this week after serving 25 months in Montreal’s Bordeaux Jail for conspiracy, 
drug trafficking and gangsterism.
The Quebec Parole Board said this week that it based its decision for an early release on Lapointe’s health, along with factors 
such as good behavior and the support of his wife and mother.
The two-officer board stressed that Lapointe was not violent and did not pose a risk to society.
Lapointe will have to follow a series of conditions, such as finding a job and staying away from bars. He will also have to meet with 
a parole officer on a regular basis over the next three months.
A former chef, Lapointe was arrested on drug-related charges in 2006. In February 2008, he pleaded guilty to all of his charges. At 
the time of his arrest, Lapointe weighed 375 pounds.
Defense lawyer Clemente Monterosso said the prison’s poor diet caused his client to gain more than 50 pounds.
Following the court’s decision to release Lapointe, his mother, Claire Lapointe, said her son has always had weight problems. She 
said the problems were exacerbated while he was in jail.
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Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
I’ve been reading some poker books again.  There’s a new generation since I last bought my poker library.  The 
book I liked most was by Anthony Holden.  It’s called Bigger Deal and follows on from his first book.  If you like 
poker and good writing this is for you.
I’m also reading The Traveller’s Handbook published by Wexas.  It’s a really good and comprehensive 
encyclopedia of travelling in every country in the world.  If you get on planes a lot then you’ll find this book a 
worthwhile read.

Just so you don’t miss the sign.  This is Air 
France...the worst airline in the world and you 
must never travel on it...ever again.
Tell your friends to tell their friends.
You have been warned.
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Filters
I’m a Red guy and therefore it’s easy to know that Green people are sad 
people who should stop collecting stamps and get out more.

Blue people are sooooooo nice.

Hubs are great people to know provided that you don’t need a quick decision 
or a firm view on anything.

Reds, of course, are the salt of the earth and the only people who ever get 
anything done.

And that’s the evidence for the prosecution from me...through my Red view of 
the world, my Red spectacles and my Red filter.

We all see the world differently and each of us has their own view of what 
“normal” looks like and how the world is full of jobs to do, people to help, 
problems to solve or options to create....you choose.

SDI teaches us that everyone has their view of the world.  It’s their own vision 
through their own filter to suit their own Motivational Value System.

I’ve got mine and I gues you’ve got yours.  Maybe we could talk about it.
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Referral selling
Customers don’t live on remote islands.  They work in large cities and have 
hundreds of friends and colleagues and they visit pubs and coffee bars and 
they play golf with their friends and pray in the same mosque or church as a 
whole host of other friends....and they belong to the Rotary Club or The Lions...
and they visit the same forums and websites...and the list goes on.

When one of your customers is impressed with you and tells their friends and 
colleagues and offers a recommendation then this is real money in the bank.  
This is the payback of good networking and having a good reputation in the 
market place.

Always ensure that your customers are your best ambassadors and don’t be 
shy in asking them if they’d like brochures or internet files to share with their 
friends.  It’s a great way to build your client base and happy customers are 
always happy to do this.

So this week I’ll offer a recommendation...I can safely say that if you travel on 
Air France you’ll regret it.  Avoid them like the plague.  In fact I wouldn’t even 
travel on Air France with your money...let alone mine.
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Deadlock
If you’ve done your planning before a negotiation then you’ll know the points in 
the deal where you have to make tough decisions.

One key decision is to ask at what point you walk away from the deal...the 
point at which the deal no longer makes financial sense and you’ve reached 
deadlock.

Don’t see deadlock as a negative issue.  In business there are always deals 
that can’t be done...maybe the price wouldn’t work or the terms and conditions 
weren’t acceptable.  This is normal.

Obviously we wouldn’t want to walk away from a deal without understanding 
the consequences of our action but again you should have planned that in 
advance with your contingent planning and use of BATNA.

Not every deal can be done...it’s just a fact of life.


