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 Sunday morning in... 
Sunday morning in Cape Town...cold and wet.  It is raining constantly in Newlands.  This is a wet Winter.

Back from Namibia.  Stayed at Fish River for a couple of days and a day in Keetmanshoop.  I like Namibia...
it’s big and empty and there’s a sense of remoteness that a Londoner like me isn’t used to.  Fish River Canyon 
continues to impress and I don’t doubt I’ll be back again...especially when Ai-Ais reopens.

Heard some English that needs to be spread.  Sitting down to dinner this week the waitress (waitron...as they’re 
lovingly called here) wished us “exciting biting” with our meal.  At last we’ve got the English equivalent of Bon 
Appetit or Enjoy.  So...from this day forward diners at the Beasor table will be wished “exciting biting” when the 
meal is served.  

Went to Newlands to watch the Bokke play Italy.  My life it was turgid.  South Africa may have won but it’s not 
often you hear a slow handclap at a Rugby game.  I fear for them against the All Blacks on this performance.

A week at home working on some negotiation planning documents studiously avoiding the football.

Have a good one...with three tips as usual...
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This week a South African court declared Chinese people to be Black.

Just so that you can get used to it here’s a picture on the left of three Black guys at 
the Olympics.  You may have to guess which one is native Chinese just in case it’s 
not clear to you.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, played with....
Bought a book this week...The Daring Book for Girls.  It’s a fun read...written in a nostalgic tone and if you have a 
daughter of any age they’ll enjoy it...and so will you.
Heard about a satellite radio that will work in the car.  It’s the WorldSpace radio and I’ll be buying it.  Long trips in 
Africa often leave you without a radio station on the dial and this could be just what I need.  If any of you have it 
then I’d appreciate a review.
Checked out a new lens for my Nikon...expensive or what!  It makes the camera look positively cheap in 
comparison.  I’ll continue looking for a long distance zoom...something around 70-400.
On this theme...I’ll be buying a satellite phone for my August trip to Kilimanjaro.  They’re now so low in price that 
they’re readily affordable and you don’t have to commit for a load of air time as you had to do before.
The Yamaha sound bar is OK but pricey...more thought needed there.
I think I’ll need to get some extra work in the diary to fund all of this extravagance.

(06-18) 16:52 PDT PHILADELPHIA (AP) --

Police say some students who moved out of an apartment near the University of Pennsylvania cleared it out down 
to the bare bones. An assistant manager who cleaned up found a human skull on the kitchen counter.

Police don’t know which of the seven students who lived in the West Philadelphia apartment left the skull behind.

Authorities say there is no indication any crime has occurred, but Lt. Frank Vanore says even for police it is “kind 
of a weird story.”

Vanore says the skull may have been a learning tool for medical students. Or it may have been left as a prank.

Spokesman Jeff Moran of the Philadelphia Medical Examiner’s Office says a forensic anthropologist will check out 
the abandoned headbone to see if he can learn more.
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Warranted Conflict
Last time we talked about conflict...when people are cut off from what makes 
them feel good about themselves.

I’d like to introduce two types of conflict this week.  First up we have 
unwarranted conflict which is the type of conflict we discussed last week...the 
type of conflict that we can fix using the Conflict Sequence.

There is another form of conflict and that is Warranted Conflict.  This is the 
conflict that we may have with another person that is so fundamental that it 
remains unresolved and in many cases we’re OK with that situation.

You may have such a large difference with someone based on such an 
important issue...religion, politics, morals...that you don’t wish to resolve it and 
you’re happy for the difference to remain.

You’ll often see politicians from opposing parties meeting socially out of 
parliament.  They have a real difference on their view of the world but it’s as 
if it’s put in a box and not allowed to spoil the interpersonal relationship that 
they have.  They’ll get very annoyed with each other when they’re debating but 
once that’s finished it’s back to “normal.”

We can live with Warranted Conflict...it’s the Unwarranted variety that we need 
to fix most readily.
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Sales assistants.
I bought a television recently from a shop and the owner is called Kevin and he 
gave me remarkable service.  He knew the product range well and was able to 
respond to my needs very satisfactorily.

I went back to the shop this week but Kevin was not there.  He had his 
assistant minding the shop in his absence and the difference was enormous.  
The assistant didn’t know what agreement I had with his boss...he didn’t know 
the product range and he wasn’t empowered to make a deal or offer any 
concessions.

It was such a difference as to cause the loss of a sale.

You can’t work every day of the week and occasionally your clients are going 
to have to talk to someone else in your office.  That’s when you’ll need to 
remember Kevin’s problem.  Are you sure that your back up team speak with 
your voice and with your knowledge and experience...because if they don’t 
then you’re in a difficult position when you’re out of the office.

You might like to test this with a couple of dummy phone calls to your support 
people.  Test for yourself what sort of replies your customers are getting.

Sales people are busy people...they need good back up support.
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Scarcity or abundance?
One definition of negotiation I like is that it is about the division of scarce 
resources.  When resources are scarce we need to negotiate about them.  
When resources are not scarce then everyone gets want they want and 
negotiation is not needed.

I’m not sure whether...in many cases...I live in a world of scarcity or a world of 
abundance.  If I perceive the world to be one of abundance then I’m not too 
fussed about negotiating about fees or time or good will.  All of these three are 
readily available.

If I perceive a scarcity of these items then I’m going to be more likely to wish to 
negotiate.

I was told by someone recently that in a particular situation I was being very 
generous.  I thought about this and it didn’t seem to me that I was being 
generous at all...It was just a normal situation.  That was a perfect example of 
one person’s scarcity quotient seeing a behaviour as “generous” whereas my 
scarcity quotient categorised the behaviour as “normal.”

This could mean that your behaviour is misread by the other party.  They may 
see you as a Scrooge or as foolishly liberal when all you’re doing is doing 
what you usually do.  That’s why we need to understand the other party well to 
gauge their potential reactions.

(I’ve not read about this before in the negotiation literature and if anyone knows 
of any writing concerning this topic I’d appreciate some guidance.  I think it’s a 
subject that merits some more thinking.)


