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 Sunday morning in... 
Saturday morning in Cape Town...sunny and busy.  Off to Pretoria tomorrow and will do the 1440 kms in the day...
fingers crossed.  Back next Saturday and then with a week in Joburg and a week in Hong Kong.

People who know me will have heard that I’m now the South African distributor for SDI and that is becoming a 
larger and larger part of my business.  To reflect this new direction in my work I’m going to rejig the three tips 
that I write each week and change the Management Tip to an SDI tip.  This won’t actually make a great deal of 
difference as the SDI and Relationship Awareness Theory that underpins it are very usable in the management 
environment.  I hope you enjoy what I write.  The Sales and Negotiation tips will remain the same.

Next week I’ve got a stand at the Conference of Industrial Psychologists and it’s the fist time I’ve run a stand at a 
conference so it’s a steep learning curve.  It’s good to do something new and face a new challenge.

This is the last week of the Super 14 and we’re all be glued to the sets this afternoon watching the Stormers play 
in Joburg.  Let’s hope the Lions do the right thing and lose to their countrymen.  We’ll also be glued to the box
next Wednesday cheering on Chelsea.  London and Cape Town provide me with plenty of teams to support.

Have a good one...with three tips as usual.
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Earthquake in China destroys buildings and kills 
thousands.  Thankfully the authorities are more 
enlightened than in Burma when it comes to 
asking for support.
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 A picture is worth a thousand words...

 This week we used, read, played with....
I always like to talk about practical things in this section so this week I’ll tell you that I upgraded my Garmin GPS 
software.  Garmin are head and shoulders above Magellan and Tom Tom and if you’re thinking of buying a GPS 
then Garmin’s the brand.  It’s taken me across the US and around Africa with no fuss.
I also unchipped my UK phone so that I can put my South African SIM card into it.  This is well worth doing and 
my nephew found a free website that will do this.  UK mobiles are always locked to their network so if you want to 
unlock them for your travels it can be a performance and can cost money...but maybe not... if you know where to 
go.
Bought the latest Heston Blumenthal cookbook.  Only 10 hours to prepare a risotto...no problem!  The Georgio 
Locatelli cookbook I also bought isn’t such a good read but gives much easier recipes instead of chemistry 
lessons.

(05-15) 21:14 PDT Fargo, N.D. (AP) --
A flight attendant angry about his work route set a fire in an airplane bathroom, forcing an emergency landing, authorities said.
The Compass Airlines flight carrying 72 passengers and four crew members landed safely in Fargo on May 7 after smoke filled the 
back. No injuries were reported. The plane was flying from Minneapolis to Regina, Saskatchewan, authorities said.
Eder Rojas, 19, appeared in court Thursday, following his arrest a day earlier in Minneapolis, and ordered held without bail, 
prosecutors said. The charge of setting fire aboard a civil aircraft carries a maximum penalty of 20 years in prison.
His public defender did not return a phone call seeking comment. Assistant U.S. Attorney Lynn Jordheim, who is prosecuting the 
case in Fargo, would not comment.
Court documents said Rojas, of the Twin Cities suburb of Woodbury, told authorities he was upset at the airline for making him 
work the route.“Rojas further stated that he was preparing his cart to serve the passengers, he set the cart up, went back to the 
lavatory and reached in with his right hand and lit the paper towels with the lighter,” court documents said.
Pilot Steve Peterka told authorities that an indicator light came on about 35 minutes into the flight, showing smoke in the rear 
bathroom.
Peterka called Rojas, who was assigned passengers in the back of the plane, and asked him to check the bathroom, documents 
said. Rojas, another flight attendant and a passenger were credited with quickly putting out the flames with fire extinguishers, 
authorities said.
Investigators later found a lighter in one of the overhead bins. Rojas confessed after authorities interviewed him.
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So what is SDI?
If I’m going to write a series of tips on SDI and Relationship Awareness Theory 
then we should start at the beginning and give people a chance to understand 
what it’s all about.

If you’d like to get a good foundation in this work and theory start here:

http://en.wikipedia.org/wiki/Elias_Porter

This explains it simply.

The company that markets and promotes SDI is Personal Strengths.  If you 
check out their website on:

www.personalstrengths.com

You’ll find a whole lot more information.

Next week I’ll start explaining how this theory helps us in our jobs better.

For further information feel free to email me.
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How do customers buy?
Do you sell to customers or do they buy from you?

And when your customers buy from you do you understand the process by 
which that happens?  Do you know who signs off the purchase decision and 
the means by which your product or service is commissioned?

I always talk about knowing the MAN...the person or entity with the money, 
authority and need.  If you get that right then you’ll be selling to the right person 
at the right time.

When I teach Key Account Management I want people to understand who the 
key stakeholders are in the business and who the budget holders are and to 
understand how invoices are paid.  Credit control is just as important and a 
good relationship with Accounts Payable and Finance is equally as important 
as a relationship with purchasing.

If you want to take a step up from being a seller to being a KAM then you’ll 
have to understand better how your customers are organised and how best to 
exploit that knowledge.
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Advanced Negotiation
In two weeks I’m teaching a course entitled “Advanced Negotiation.”

Here’s one thing that will differentiate it from the Foundation Course.  On the 
first course I give participants a document with 105 questions to help them be 
better prepared.

On the Advanced Course I give the delegates a 40 page preparation document 
and we spend several hours discussing it.  That’s “Advanced.”

Professional negotiators spend multiple hours preparing for a negotiation.  I 
reckon that it should be about 3 hours of preparation to one hour of negotiation 
time.  That gives you an edge.

Knowledge is power...thinking is power...planning is power...strategy is power...
tactics are power...sequencing and prioritising is power...contingencies provide 
power.

This is not done in the taxi on the way to the negotiation. 


