
Se                t
May 25th 2008Negotiation Update

V a l u e  c r e a t i n g  r e a d i n g  f o r  b u s i n e s s  p r o f e s s i o n a l s

 Sunday morning in... 
Sunday morning in Cape Town...misty and cold...not a riot in site.

Got back last night after a 14 hour drive from Pretoria which was better than the 15 hour drive to get there.  It was 
the first time we’d taken a stand at a conference and we’ll be doing it again.  It was very worthwhile...a chance to 
present SDI to a target market and make some new connections.  Psychologists seem a very friendly bunch!

Here now until Tuesday and then back up to Joburg for an Advanced Negotiation Programme and next Saturday 
it’s off to Hong Kong.  The newsletter may be a bit delayed or postponed next week depending on internet 
facilities but I’ll do what I can.

Sad for Chelsea but well done the Mancs.  Avram Grant now has 3 years and 4 months of paid leave to consider 
it all.  That’s a massive sum of money and if anyone in this community ever let a 4 year contract like that they’d 
be laughed at.  Who issues these contracts at Chelsea!...and remember that Mourinho is currently earning untold 
tens of thousands of pounds for sitting at home.  That’s the advantage of having more money than sense.

Have a good one...with three tips as usual.
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It’s tough being a foreigner in South African townships at the 
moment.  With over 3 million migrants from Zimbabwe it presents 
an overwhelming challenge to the government.  We hope for 
better in weeks to come.
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 A picture is worth a thousand words...

 This week we used, read, played with....
A week on the road means not a great deal of opportunity to try new things but I bought the Lonely Planet guide 
to Ethiopia in Sandton.  I’m seriously planning to do the Cape to Cairo journey next year and I’m gathering 
information with the end of February as the planned departure point.
I’ve used many different types of CRM software over the years and I’m currently playing with Act! software to 
help me log addresses and information.  It interfaces well with Outlook and Word but it’s not perfect.  I’ve tried 
Maximizer and Prophet and BCM with Outlook but I can’t quite find the best fit.  Any sellers in this network who 
could recommend any software?  It’d be much appreciated.  I’ve got over 5000 names in Outlook and it needs 
some sorting.

05-23) 16:04 PDT Longview, Wash. (AP) --
A locksmith has managed to open a 159-year-old safe from Oregon that baffled other professional safecrackers 
and an expert from MIT.
In 2 1/2 hours, Tom Gorham of Longview got the safe open by spinning the dial and feeling for grooves to get the 
combination, a technique called manipulation.
“You’ve got to have a lot of patience, and concentration doesn’t hurt,” Gorham said.
Gorham trekked to Astoria, a town about 40 miles west of Longview and 70 miles northwest of Portland, Ore., to 
try his luck with the 1-ton safe found during renovation at a cannery there. The cannery’s owner, Floyd Holcomb, 
wanted it opened without damage.Gorham and his wife, Kelly, also a locksmith, asked to try after watching a 
television report on unsuccessful attempts to open the safe. He said an expert from the Massachusetts Institute 
of Technology had tried, as did another professional locksmith who gave up after 14 hours.Holcomb won’t reveal 
what was inside until he tells the cannery’s board next month, Kelly Gorham said.
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Feelings of self worth
Last week I gave you some addresses where you could find out more.  I’ll 
explain a little myself.

Elias Porter the founder of the theory of Relationship Awareness suggested 
that people are motivated primarily by their need to feel good about 
themselves...their feelings of self worth.

He categorised this into 4 major sections:

People who are mostly motivated by task completion.
People who are mostly motivated by the need to be helpful.
People who are mostly motivated by the need to create order.
People who are mostly flexible and work best in a team environment.

So...in short...do you see the world as a series of jobs to do, people to help, 
problems to solve or do you enjoy the flexibility of some of all of this.

Once we get a handle on what motivates people we’re much more able to 
handle the relationships that we have with them and to reduce the chances of 
conflict in that relationship.

There is an inventory that helps measure and identify these motivations.

We’re not here looking at behaviour but the motivation that drives that 
behaviour.  That’s the key to understanding what makes people tick.  We 
don’t want to put them in boxes and categorise them unnecessarily but some 
labelling does help make the motivations more understandable and it provides 
a simple method for discussing and communicating the theory.
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Conferences and exhibitions
This week saw me dip my first toe into the water of taking a stand at a 
conference.

There were 500 delegates to the conference and about 25 stands from 
companies and organisations that would be of interest to delegates to that 
conference.

We had some banners that told some of our story and a fun way of hooking 
people on to the stand and getting their email addresses.  It was very hard 
work and explaining the same thing over and over again soon became very 
wearing.  Thankfully our 3 metres square seemed to be quite popular.

It wasn’t cheap either...fees to the organisers and then travel and hotel costs 
for myself and a colleague.

So how do we measure success?  We left with over 40 email addresses of 
interested parties.  I emailed them the day after the conference and I’ll follow 
that up with material and information.  I have no idea what the conversion rate 
will be from those 40 names but it really doesn’t have to be that great.  Just 2 
serious customers could readily make the whole activity worthwhile.

I’m no expert...this was a first attempt...but we’ll be back next year and I’ve 
also found another conference to attend next year as a result.  This seems to 
be a very worthwhile way of marketing and presenting yourself.

I’m very interested in hearing any experiences from colleagues in the network.  
This week I’m the learner and happy to hear from experts who can share 
ideas.
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Extremely advanced negotiation!
Last week I mentioned the subject of advanced negotiation with special 
emphasis on preparation and planning.  I’ll widen it this week.

I teach a 5 level progression in negotiation.

1. Deal Making
2. Relationship Management
3. Market Analysis and Management
4. Business and Negotiation Strategy
5. International culture

At the foundation stages I’m keen for people to be confident in making simple 
deals.  We then need to put that deal in the context of a business relationship 
that needs to be managed over time.  All of this has to sit within the context of 
a market place and good business negotiators are strong market players.  We 
also need to understand both corporate and negotiation strategy to ensure that 
the business priorities are fully understood and that the negotiation is a proper 
extention of those priorities.  Lastly we need to look at the international issues.  
Playing away games can be very difficult if you don’t understand foreign culture 
and business methods.

That’s my hierarchy of advancement.  Not everyone needs each level but it 
you want to be at the top of your game then you’ll need to ensure that each of 
these five topics is fully covered in your knowledge and experience.


