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 Sunday morning in... 
Sunday morning in South London.  Back from Egypt.  It was my third visit to Egypt and as before we stayed at 
the Marriott and my clients kindly put me in an excecutive room and all was fine and dandy in the hotel and the 
training.  The pain starts when you leave the hotel.  It seems that you must have a big target attached to your 
back cos the taxi drivers sure do know how to play games and mess you around.  One driver told us...”Be careful 
of any monkey business...”  Well, Hassan, it certainly takes a monkey to know a monkey.

This week’s in the UK with the SDI distributor’s meeting.   I’m representing South Africa...and then it’s off to 
Tunisia...another new country to run a course in.

Lots of good sport to watch and all the Brits will be rooting for Lewis Hamilton this evening.

Today’s a shopping day and we’re off to Westfield Mall.  It’s in West London and it opened on Thursday and is the 
biggest mall, so they say, in Europe.  We’ll see....nothing like a bit of recreational shopping.

Back next week with three tips as usual...and a new US President.

 and finally... 

(11-01) 07:03 PDT LONDON, United Kingdom (AP) --
In English, the road sign was just fine, warning drivers that the route ahead is not suitable for heavy 
trucks.
But the translation in Welsh didn’t work so well. “I am not in the office at the moment. Please send 
any work to be translated,” it said.
Swansea Council says the embarrassing error occurred when officials didn’t realize an e-mailed reply 
from a translator was a warning that he wasn’t available, not the wording to be used on the sign.
Road signs in Wales and in some parts of Scotland often carry messages in English and a second 
language, usually without a problem.
Swansea Council spokesman Patrick Fletcher said Friday the misleading sign in Swansea, southern 
Wales, is being taken down and replaced.
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Tried this week to buy a Backgammon set.  I spend hours playing the game and have got my score up to an ELO 
rating of 1650 which is not too bad. Egypt has some wonderful mother of pearl inlaid sets at a very fair price but 
the carpentry work is horrendous.  The hinges look like they’ve been put on by a 5 year old.  The money stayed 
firmly in my pocket which is unusual for me.

Bought the WEXAS Traveller’s Handbook and it’s a super read.  If you enjoy travelling then it’s the book to read 
and keep.  It’s a world travel encyclopedia in one volume and its references are enormous...especially for the web.

Saw a new Garmin GPS...launched in the new year.  I need a new GPS...or want one, actually, so I need to 
persude myself about the cost.  The model is the 620 and it looks a stunner if GPS machines turn you on.

Two new Presidents this week, maybe.  Do you 
know who they are?

100 free negotiation tips if you know!!
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Conflict sequence
Egyptian taxi drivers are the theme this week and when my colleague and I got 
cheated by one of them we were rightly affronted.

My first stage of conflict is to be Red so I rose to the challenge and argued 
with him and told him he was a crook and was cheating us.  I then withdrew 
and tried to argue my case with him and explain with facts why he really was a 
crook and i could prove it.

Lastly when this didn’t work I was faced with my last stage which was to walk 
away in disgust.  I dabbled with the idea of taking his fare and throwing it 
on the ground and watching him have to pick it up...but that’s not conflict it’s 
revenge based on losing your temper....but deep down I wish I’d done it...like 
Santino with the photographer at the beginning of Godfather 1.

So the theory:

Stage 1 Red:   Rise to the challenge
Stage 2 Green:  Withdraw and get the facts organised
Stage 3 Blue: Defeat.  Goodbye for ever...and I mean very ever

It’s always instructive when you can see the theory working out for you in front 
of your own eyes.
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People have friends
We always tell our participants that they should take the long view and plan for 
a good long term relationship.  Deals always have consequences and we want 
those consequences to be positive and enriching.

Sometimes you do deals where they are one-off and there will be no 
consequences so it’s very easy to try to play a high octane leverage game so 
that you achieve your objectives...the business...and don’t worry too much 
about how the customer feels.

This can happen in retail or hotels where it’s often a one off.

It can also happen in taxis where the driver can say that the metre fare is in 
fact only half the real fare and it should be doubled.  He works on the basis that 
he’ll never see you again and the opportunistic behaviour is easily rewarded if 
the customer pays up in disgust.

What we should remember is that taxis have numbers and drivers have 
names and customers talk to each other and while you may believe that your 
behaviour may have no negative consequences you could be very nastily 
surprised if you’re suddenly confronted at a later date by your behaviour.

So, sellers, we know that targets are tough and you need to do deals....but 
remember...customers have friends and the word will eventually get around.  If 
that’s good news being spread your business will grow but if the news is bad 
then you’re looking down the barrel of a very long gun.
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Trust and honesty
It’s actually very easy to do a deal with a crook.  If you know that the person 
you’re doing business with is likely to be untrustworthy or dishonest then you 
plan accordingly and it shouldn’t come as a surprise when there’s a problem at 
the end of the deal.

So...when you’re dealing with an untrusworthy person what do you do:

1.  Agree the deal absolutely in advance before the work starts.  You don’t 
want surprises at the end of the business.  When you do get the inevitable 
surprise then you have the agreement as a protection.  Builders, for example, 
will always go for Claims and Variations to bulk up the contract.  If you nailed 
it in advance then you’re on stronger ground.  Get the other party to sign their 
agreement of the terms.

2. Pay nothing until satisfactory work is delivered.  Payment in advance is 
poison in a commercial negotiation with an untrustworthy person.

3. Do all of your contingent planning and then some more.  Work out where the 
possibilities of being cheated are and plan for them.

4. When it inevitably blows up then play hard ball.  When you’re sent a follow 
up invoice then just refuse to pay it and be prepared to litigate...or threaten 
to litigate.  You should ensure that the cost of this potential aggravation is 
factored into the contract price.

Life with Scorpions is never pleasant but sometimes we have no choice like 
when we’re in Cairo we just have to get into a taxi to go anywhere.


