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 Sunday morning in... 
Easter Sunday afternoon in Cape Town...late Summer sun.

Ran the SDI programme this week and that went well with 7 more registered users. Straight afterwards I took a 
quick trip to Plettenberg Bay for a short break. I liked Plett and will be going back.

On Wednesday we’re off up north and aiming at Nchelenge in Zambia where I taught in 1980.  It should be 
fascinating to go back to a place after 27 years.  I’ve got my old diaries and pictures and I’ll be looking to write up 
the experience.  It’s a very long way to drive...6 days driving there and 6 back.  This means that this will be the 
last update for a few weeks while I travel.

Regular readers will see that we’re on edition 399 of this newsletter.  The next one will be number 400 and if 
you’re interested in receiving 400 negotiation tips for a surprisingly low price then let me know and I’ll tell you 
about buying them.

Have a good week with three tips as usual...

 and finally... 
A growing trend in all-you-can-eat seating at sports venues is making baseball’s summer chorus sound more like “Take Me Out to the Buffet.”
Dozens of arenas, stadiums and tracks have offered tickets that come with unlimited snacks. The seats have been a hit with fans, a moneymaker for the 
venues and a worry for obesity-conscious health officials.
Instead of paying for a ticket and multiple trips to the concession stand, the ticket includes everything and costs about 50 percent more. Alcohol and 
desserts are sold separately.
“I don’t think you’re ever going to get your value from it food-wise, but convenience-wise, I think it is a heck of a lot nicer than waiting in line for 20 min-
utes,” said Drew Nurenberg, 30, of Malvern, Pa., who bought all-you-can-eat seats with his wife for a Philadelphia Flyers game last month.
Nearly half of the 30 major league baseball teams have added the all-inclusive seats, and others are looking into it. The NHL has nine teams offering the 
deal; the NBA has six. The idea has not caught on with the NFL, but NASCAR has put it in overdrive, selling the tickets at multiple racetracks.
Fans get bargain grub, and the venues are able to charge a premium for foods they already buy cheap in bulk. All-you-can-eat ticket holders get a 
special wristband that allows unlimited trips to a cash-free concession stand, avoiding a wait in long lines.
The result is like a giant hot dog on a hook — a way for teams to lure new fans to their games or get old ones to switch to higher-priced sections. In the 
past, unlimited food and drink was reserved for luxury suites, which cost up to six figures a year.
The Los Angeles Dodgers first offered all-you-can-eat seats in their right-field bleacher pavilion last season. They averaged 2,200 fans per game in a 
section that typically opened only when the left-field bleachers were full.
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 Heather Mills got her divorce this week from Paul McCartney.  Her settlement 
was in excess of $30,000 per day of their marriage.
Better business than consultancy, I’d say.
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 A picture is worth a thousand words...

 This week we used, read, played with....
I’ve upgraded my free copy of Quickbooks to Quickbooks Pro (UK Edition).  It gives me inventory 
control which I need for my SDI business.  I continue to believe that Quickbooks is just so much 
easier and cheaper than Pastel.

Installed Act on my Mac.  I’ve tried various contact management software and none of it has been 
completely acceptable so I’m giving Act a run.  It interfaces nicely with Outlook and seems not too 
difficult.  I’ve tried Prophet and Microsoft Business Contact Manager which both sit inside Outlook but 
neither of them seemed to run without crashing frequently.

Got some more info on free software...I’ll share it with you next time.
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Business is suffering
When business starts to suffer it’s important to cut costs and look at 
extravagance within the organisation.  Anyone would consider that as the 
sensible approach.

What concerns me is that it’s often very easy to see training and development 
as one of the candidates for these cuts.

You won’t be surprised to know that I’m absolutely not in favour of that 
approach.  It’s the equivalent of eating your seed corn.  If you’re not going 
to grow your own talent then the only way forward is to buy it in and that’s 
an even more expensive approach.  What’s worse is that you then send 
a message to the people in your organisation about how their futures are 
viewed...and what does that do for the retention of your key people!

People are your competitive advantage.  Products and services can be 
cloned...but not your people...they’re your uniqueness.  You jeopardise that at 
your peril.
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Rain today
I have several sites and subscriptions that I use for these tips when I need 
some inspiration.

One of my sales sites is www.raintoday.com 

I suggest that if sales is your thing then you’d do well to visit the site and 
subscribe to their newsletter.  This info was given me by another seller and I’m 
passing it on.  I’ve probably mentioned this before but a little repetition won’t do 
any harm.

I’m always happy to share these sites so if you have any favourites then do 
pass them on and I’ll publish them.
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Have a good story
When you’re preparing for an important negotiation it pays to get your story 
worked out properly in advance.

Here’s what I mean by “story”.

You’ve always got to have reasons and explanations for your position.  If you’re 
a buyer and you need a price reduction then you should have the explanation 
and background well prepared.  In the same vein a seller will need to get their 
story straight if they need to change the payment terms or similar.

Blunt demands just won’t do the job and it’s only courtesy to explain why the 
situation has arisen.  Getting this preparation done allows you to look at the 
logic, emotion, power and variables and ensure that the total picture is strong 
and to your advantage.

Week after week I talk about preparation...it’s just the most important element 
of a negotiation.  Remember...negotiation is not just a casual conversation...it’s 
a structured, very structured process.


