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 Sunday morning in... 
Sunday morning in South London and a very pleasant day it is.  Off to Hong Kong this evening and then on to 
Macau for a guest appearance at a conference.  It seems strange to think that I’m going all that way just for a one 
hour slot.

Next Friday I’m back to Cape Town via Singapore and Joburg.   I’ve then got 2 weeks in South Africa without any 
foreign travel...such luxury.

Had a really enjoyable week in Zurich.  The hotel was in the old town and it’s just like you’d imagine it to be.  I’ll 
be back there in 3 weeks and it’ll something to look forward to.  It’s always good when you can fly somewhere via 
London City Airport.  It’s the best airport in the world...without exception.  It’s right in the middle of town and it’s 
got a 20 minute check in.  None of this 2 hour nonsense that you get at Heathrow.  If you live in Europe and are 
flying to London you’d be well advised to try London City.

We must continue to celebrate Beasor sport...Western Province and Millwall.  Both teams on the up.  Will be 
glued to the box this afternoon watching Chelsea play the Mancs and watching Europe in the Ryder Cup.  Sadly 
football has moved in the UK to Setanta from Sky.  Can’t wait to get back to Cape Town where I can watch it all 
for free.  Seems ironic that there’s more English football on the TV in SA than there is in the UK.

Back next week with three tips as usual...
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So...Goodbye Thabo Mbeki, erstwhile State President of 
South Africa.
The UK is good at getting rid of serving Prime Ministers...
think of Blair and Thatcher...but they weren’t Head of State.
Can’t be long now before we see President Zuma in office 
and you can have your own opinion on that one...I’ve 
certainly got mine.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, visited, played with....
So what to recommend this week.  Well... read nothing...surfed nothing...didn’t do any shopping so nothing to 
report except hard work.
Next week I’m staying at the Venetian in Macau so there’ll be plenty to report.

(09-20) 10:05 PDT Dublin, CA (AP) --

Police have arrested a 20-year-old man on suspicion of stealing dead animals from a veterinary hospital morgue and stuffing them into empty lockers at 
a Bay Area high school.
More News

Police say Brian Goett admitted that he took the bodies of two cats and a 25-pound dog from an unlocked freezer behind the VetCare Hospital in Dublin.
He said he then put the dead animals in lockers at Dublin High School before classes started Aug. 25.

Goett told police he thought it was a practical joke.

Goett was arrested at his Pleasanton home Friday afternoon arrested on suspicion of grand theft, tampering with school property and improper disposal 
of animals.
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Reds and Greens
Taught SDI this week and as the session was going along a participant put 
their hand up to ask a question.  Then up again it went and then again.  You 
could almost hear cogs whirring in his brain.

When we did the inventory and plotted the scores he had a score of 65 Green.  
Why should I not be surprised!

Green people have a need to make sense of things.  Creating order out of 
chaos is one explanation I heard.  Information must be obtained and processed 
if success is to be achieved.

Of course...with a score of 72 Red I don’t have quite such a need and can live 
on a diet of overviews and headlines.

My problem is that I still consider Greens to be blockers and negative.  Why 
can’t they just accept what I say and be done with it.  All these questions just 
slow down the whole process!  And I should know better, shouldn’t I, but with 
my Red glasses on I see the world through my filter and that’s often the Red 
view of Greens.  I’m  trying to be more tolerant....honest!

We do view the world through our own filter.  “How can Reds be so slapdash 
and lacking in organisation,” I can hear a Green saying...well they would say 
that wouldn’t they.

You in your small corner...and I in mine.
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Sales & power
Working with Category Managers this week and listening to their buying style 
and the selling style of the suppliers.

Almost all of it seemed to hinge on two expressions:

Take it or leave it
We’ll de-list you if you don’t play ball

Maybe I’m being a little unfair but it sounded like a really abrasive atmosphere 
where suppliers were kept waiting for an hour just to punish them and sellers 
played hard ball when they had the upper hand.

I don’t think that it’s soft to try to work on a collaborative buying and selling 
style.  There’s just so much value lying around that can be collected with a bit 
of goodwill on both sides.  It seems almost perverse to want to ignore it.

You don’t have to be soft in your selling style.  You can still be a robust buyer 
but a diet of broken glass and barbed wire before every meeting isn’t quite the 
right nourishment.

People have discretion.  The more they like you the more they’ll use it in your 
favour.  It makes sound business sense.
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Going dutch
Enjoyed a week with some Dutch participants this week and saw the Dutch 
style in action again.

I’ve worked a lot in The Netherlands and have trained well over a hundred 
managers so here goes for my generalisations and prejudice on the Dutch 
style:

What I value about the Dutch style is that they always tell you what they think.  
You’ll never be left in doubt...that’s for sure.
The problem is...that for my English ears this can sound extremely blunt and in 
many cases it verges on rudeness.  This rudeness is never usually meant...but 
it’s often received.

There’s a sense of getting down to business and being direct that tells 
everyone it’s a Dutch style.

Of course many Dutch negotiators are frustrated beyond belief by the British 
style which never tells anyone what they think.  The Brits just love words like 
“interesting” and “quite nice” which say everything and nothing.

So let’s rejoice in the diversity of negotiation styles where the Dutch get 
straight to the point and the Brits don’t...and then there’s the French and the 
Germans...but we’ll leave them to another day.


