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 Sunday morning in... 
Saturday night/Sunday morning on the tarmac at Dakar while we refuel.  We’re half way from New York on the 
way to Joburg.

It’s been a great week in New York...it nearly always is...a combination of work and play that makes consultancy a 
job worth doing.  Sadly not every job puts me up at an upscale hotel in Times Square and gives me the chance to 
enjoy a heavy time with the credit card in my favourite shops.

I’m home now for 2 weeks before the next trip and the time is already full with work to do on the SDI side of the 
business.  I’m now running two parallel streams....consultancy and SDI...and both seem to be flourishing in their 
different ways.

At JFK I saw a website that said Mugabe had lost the election.  I can’t wait to get to Cape Town and see if he 
really has admitted defeat.  I somehow doubt it.  I’ve got the Stormers game on the vid along with the Grand Prix 
so I’m keeping away from papers and television until I get home.

Have a good week with three tips as usual...and how about Chelsea and Barcelona for the European 
Championship final.
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 A picture is worth a thousand words...

 This week we used, read, played with....
Despite several visits to Barnes and Noble and Borders I didn’t buy a single book this week but what 
I did buy was a new Ipod.  My old one has died and the new one has a colour screen so I decided to 
download my favourite films from Iwatchfilm.com and load them on to the Ipod along with my books.
I got Casablanca for $4.95 and then I bought a piece of conversion software so that I can change 
video formats easily.  I’ve just watched the vid and very nifty it all is.  Small screen, sure, but more 
than adequate for following the story and enjoying the film.
Casablanca, Apocalypse Now and The Godfather should give me some backup viewing whenever I 
need to watch an old fav.
I also got some more memory for my laptop.  New York is less than half the price of South Africa for 
this type of computer equipment.

  

(04-26) 14:00 PDT Tallahassee, Fla. (AP) --
They’re proudly displayed by any self-respecting bull, but dangling big metal ones on the back end of a truck could 
be banned in Florida.
Metal replicas of bull testicles have become trendy bumper ornaments in some parts of the Sunshine State, but 
state Sen. Carey Baker is campaigning to ban the orbs.
Baker acknowledged that Florida lawmakers have more pressing issues, including huge revenue shortfalls, but 
said the state needs to draw a line on what’s obscene before more objectionable adornments appear.
State Sen. Steve Geller argued against Baker’s bill.
“I find it shocking that we should be telling people that have the metallic bull testicles ... you’re now going to have 
points on your license for this,” said Geller.
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Risk
What’s an acceptable risk in your life?

Do you want to do a risk analysis...impact and likelihood...I think not.  We’re 
not so analytical.

What I want to touch on here is the principle that if you don’t take a risk in your 
life from time to time you’re missing the last percentage points of opportunity 
that exist for everyone.  Playing it safe gets the job done...but it costs you in 
terms of what you could really achieve.

A couple of times in my life I’ve taken new turns in my work and those new 
directions have lead to real incremental growth.  They were risks but thankfully 
they worked out.

Similar examples of bad risks being taken do come to mind but ironically 
although they created a downturn temporarily they did then provide the catalyst 
for future growth...the one step back before the two steps forward.

This week let’s try to get to the edge a little more.  Let’s bottom the opportunity 
and not play too safe.  Whatever your risk profile...see if you can stretch it a 
little more and try to identify what goals can more readily be achieved.
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Delinquent clients
One of the great joys of being an independent consultant is that I can have any 
attituded I wish concerning my clients.  I don’t have a boss to answer to...only a 
P&L to manage.

Three times in my life I’ve binned clients for various reasons.  All three are 
international, well known companies and in each case there isn’t enough 
money around to get me to work for them again.

If you’ve never exited a client you’re making quite a statement about how you 
view your business.  Either you’re very lucky and all your customers are saints 
or you’re more tolerant than I am concerning unacceptable behaviour.

Selling is a tough job and delinquent clients make it a whole lot tougher.  You’ll 
be surprised how good it can feel to say to a customer that you’d rather not do 
any more business with them...thank you.

Any temporary hit to your sales will be more than adequately compensated by 
your surge of well being and feelings of being in control.

Go on...bin a bottom end client...you’ll feel better for it!

N.B.  For curious readers the reasons I’ve exited clients is:  re-tendering after 
we’d won the contract, postponing and then cancelling agreed work and lastly, 
and worst, refusing to pay an invoice. 
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Don’t mention the war
We had an interesting situation this week concerning the discussion of difficult 
topics in a negotiation.

There are two schools of thought...you choose the best one for yourself...as 
either could work.

First up is the idea of not mentioning difficult topics especially if they favour 
the other side.  Life can be tough enough without doing the other side’s job 
for them.  Let them surface the difficult issues and you concentrate on what’s 
beneficial to you.

The second school of thought is more consensual.  It suggests that if you’re 
going to get an item resolved then you need to get it on the table and sorted 
out for the benefit of both parties.

If you’re a seller and the buyer wants a substantial discount you can either 
choose to leave it to later on the agenda or confront it head on.  Personally I 
don’t like to do the other party’s work for them but I worked this week with a 
group of people who did a fine job of surfacing the issue and then solving it.

Like all tactical issues in a negotiation there are no right answers so the 
question is...do we talk about it now...do we talk about it later or do we hope it 
goes away.

Make this part of your planning and ensure that you know what you’re doing.  
Whatever the situation do not leave it to luck.  You must have a gameplan.


