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 Sunday morning in... 
Sunday morning in Cape Town.  Back from Nairobi and off to Joburg on Tuesday.  I’ve got a 2 day public course 
to run there and a business breakfast on Friday.  Friday lunchtime and I’m off to Bangkok for a 2 day public 
course and then the same in Vietnam.  Just managed to get the visa for Vietnam in time.  Sadly it’ll be a flying 
visit as I’ve got to get back to Cape Town.  So...that’s two weeks away...and we’ll take pot luck on next Sunday’s 
newsletter depending on what I find at the Bangkok hotel by way of internet connections.

Had another good stay in Nairobi.  It helps if you stay in a decent hotel and the Intercon is a favourite.

Man Utd are in Cape Town.  Sadly missed that game but Newlands was a sell out and our street was solid with 
parking.  The new stadium at Green Point should give footie fans a lot more comfort when it’s built for the World 
Cup.

Grand Prix and Golf and Cricket on the tele today so that’s the afternoon taken care.  We’re told that HiDef tele 
will be here next month and what’s more it’ll be free so we’ll look forward to that.

Have a good one...with three tips as usual...
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Not content with 10 million dollar notes Zimbabwe has now issued a 100 billion dollar 
note.

At current rates this will just about buy a loaf of bread...this week, that is.
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 A picture is worth a thousand words...

 This week we used, read, played with....
Bought a new DVD player this week that connects by HDMI.  It’s noticeably better and will do the job until a better 
selection of Blu Ray players becomes available in South Africa.
Tim in NZ recommended the website: www.despair.com and I must endorse his opinion.  I’ve seen plenty of the 
posters before but the site is a hoot and worth a quick visit.
Read Blood River by Tim Butcher and it’s the book of the year.  It was a fantastic read and if you read my reviews 
each week and take them all with a pinch of salt then I’d suggest that just for once you go out and buy the 
paperback.  It’s a modern travel book across the Congo and it’s written in a fine exciting style.  I broke the habit of 
a lifetime and lent it to a friend.  You don’t normally get books off me but this one is worth spreading around.  Trust 
me...and I’m a consultant...this is a good read.
Lastly...bought some map software for my GPS.  If you’re a traveller then check out the Wanderlust maps.  They’re 
a good companion to the Garmin maps and their world map is good value and fits well with Mapsource.

(07-18) 12:57 PDT Poughkeepsie, N.Y. (AP) --

An upstate New York man says he’s still upbeat despite losing the same leg twice. Scott Listemann told the 
Poughkeepsie Journal that he laughs about losing his foot and lower leg “both the first time and the second time.”

The Poughkeepsie man lost his leg below the knee in a November, 2007 accident. Listemann, 47, lost his 
prosthetic leg last month while skydiving in upstate New York.

The lower leg below the knee, with a foot clad in a running shoe, flew off after he jumped from the plane but 
before the parachute opened. Listemann says he’s sure “it will show up eventually.”

Listemann has distributed flyers throughout upstate Gardiner and hopes someone will find his prosthetic leg and 
call him.
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Overdone strengths 
The SDI relates to the strengths that people can bring to their behaviours to 
help them achieve a feeling of self worth.

As a 72 Red sort of guy I enjoy a challenge and am very often task focused 
and that seems about right to me.  It’s obvious though that sometimes I 
can take this too far and my Red strength can get overbaked and become 
aggressive and too competitive.

The theory calls this an Overdone Strength.  It’s what happens when we take 
one of our primary strengths that we’re quite proud of and overdo it so that 
it can become a potential source of discomfort to us and not allow us to feel 
good about ourselves.

Reds can become aggressive and bullying.
Blues can become gullible and self effacing.
Greens can become nitpickers.
Hubs can become indecisive.

We have inventories to help identify this element of your strengths. 

I find that this idea also fits well with Belbin’s work on Allowable Weakness.  
The two are very similar and while we’re on the subject I’ve always been a fan 
of Belbin and his team types.  The work fits well with SDI when you’re talking 
about team performance.
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Differentiated markets
Any company that sells internationally is going to have to offer its products or 
services in local currencies in different locations.  This is obvious and presents 
a convenience to the customer.

This does, though, present a threat to the business if the customer sees that 
there’s a discrepancy between prices in one country compared with the next.  
Rates of exchange move quickly and an alert buyer can spot this immediately.

This can also happen within a country.  In South Africa we have an 
international market of clients who buy their consultancy and training in US 
Dollars and Sterling.  We also have a group of local companies who buy their 
training from local sources in South African Rand.  When companies see that 
the same service is available from the same supplier at a different price they 
understandably become concerned.

This may mean that it is sometimes worth withdrawing from a market in order 
to protect margins and opportunities elsewhere.  I remember, as a buyer, 
obtaining a training video from Switzerland because it was much cheaper than 
the same video from local sources in London.  The UK supplier got very upset 
with me but that was hardly my fault...and I told them so.

If you have branches or sister companies elsewhere make sure that you’re not 
competing against your own people.

As a footnote to this I went into two branches of Cape Union Mart in Cape 
Town yesterday and saw the same product available at a price of R3995 in 
one store and R4495 in another.  Shame on them for not checking...or what’s 
worse...not caring.
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Learning points
At the end of my training classes I always like to hear from the participants 
what spoke loudly to them during the programme...what they’re taking away as 
key learning points.

I asked this again this week and one participant said that they’d always thought 
that a negotiation was just a conversation that you had with someone else and 
they were surprised how structured the whole event was and the preparation 
that took place beforehand.

On my Foundation course I give people a 106 item checklist to get ready for 
a negotiation.  On the Advanced course it’s a 42 page document that needs 
completing.

If you ever thought that you didn’t need 2 or 3 hours of preparation for every 
1 hour of negotiation then sometime soon you’re in for a very unpleasant 
surprise that could cost you a lot of money.

As a courtesy to people who read these tips I’ll send you the checklist if you’d 
like to contact me.  It’s at the back of The Art of the Deal for those who’ve been 
on programmes before.

Remember the 5 Ps.

Proper Preparation Prevents Poor Performance.

I rest my case.


