
Se                t
November 20th 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 freezing cold London...1 degree and fog.

Had a great week in Malaysia and flew back to London via KL.  Off to Casablanca on Tuesday for the last course 
of the year and then it’s down to Cape Town.  I’ve never been to Morocco before so it’s another notch on the belt.

Strange journey from Miri to KL.  We put down at Kuching so that everyone can get off the plane and then get 
back on again.  The stop has no merit at all except that you need to get your passports stamped.  Why they can’t 
do that at Miri is anyone’s guess...but I suppose it keeps people in a job.

Nice long break over Christmas and the new year.  A chance to relax and make plans for the SDI business next 
year.  We’ll be looking to move the business up to Joburg to get things started there.

We don’t have too many readers in this network from India...it’s a country that I’ve not visited before but our 
thoughts are with the people in Mumbai.  We’re also thinking about the situation in Bangkok which I hope is 
resolved soon.  We’ve many friends in Bangkok and I’ll be there again in January.

Next week will be the last update of the year...it’s the usual end of year break.

Have a good one...with three tips as usual...
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Mumbai gives us the pictures of the 
week...pictures we’d rather not have.
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
No bookshops in Miri to speak of so I concentrated on my online poker hobby.  There are many hundreds of 
thousands playing poker online these days and if they’re serious about it they should download a programme 
called Holdem Manager.  It’s a marvellous piece of kit that keeps track of hands and gives you up to date 
information while you’re playing.

There are few better poker books than those written by Dan Harrington.  They are read and re-read by me 
constantly.

Also downloaded Mac Journal.  It’s a piece of blogging software.  I’m keen to try to develop that element of my 
website next year.  Dreamweaver is OK but it can be heavy going when you’re a novice like me.

A man using a candy cane lawn ornament fended off a knife-wielding neighbor who had been attacking holiday guests at a 
Sacramento home.
    
Police spokesman Sgt. Norm Leong says the man used the two-foot-tall plastic ornament to subdue the attacker until officers 
arrived.

He says the 49-year-old suspect became intoxicated, went over to a neighbor’s home on Thanksgiving and began waving a 
kitchen knife at people gathered on the lawn.

He cut several peoples’ clothing before one of them decided to fight back.

Police say the man with the knife was arrested on suspicion of assault with a deadly weapon. The guest who took up the candy 
cane was not arrested because police determined he acted in self-defense.
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Generalisations
Each training group that I meet has its own characteristics and this week’s was 
no different.

I like to try to guess people’s SDI Motivational Value System (Colour, to you 
and me) in advance and see if the score bears this out.

I thought that this week’s group was particularly friendly and got on well both 
with me and with themselves.  It wasn’t the greatest surprise that there was an 
enormous Blue/Hub bias in the group.  This has no statistical principle to back 
it up but social people who work well in groups are likely to have a high Blue 
and Hub score.

I recently met a participant on a course who asked everlasting questions.  
Again no surprises that they were a high Green.

You shouldn’t put people into boxes like this...it’s often erroneous and can be 
harmful.  We’re not into junk profiling here but people do ask, “how can I tell 
what colour people are?”... and this gives us a bit of a clue...but it’s a clue that 
needs to be validated with proper questioning and discussion.
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62 pages of rubbish
There are hundreds of buyers in this network who read this tips so...buyers, 
listen up.

I got a request for a proposal from a large company in South Africa this week.  
A company that you’d all know well.  It was a meaty document...62 pages long 
and buried somewhere near the back was the fact that they were interested in 
some negotiation training.

This could be good news but it ain’t.  Do they really think that I’m going to 
waste what looked like 2 days of my time to fill in all this nonsense...and...listen 
to this...send them a cheque for R2000 as well.  Asking sellers to pay for the 
privilege of selling must be the final insult.

What world do these buyers live in?  The information they required would have 
been excessive if they were spending millions of dollars on complex capital 
equipment...but this was for classroom training...and just a few thousand 
dollars of that as well.

I generally manage to do my work based on exchanges of emails and a 
handshake and it’s not failed yet in over 15 years.

I despair of these buyers and their lack of commercial sense.  Perhaps they 
need a training course!

(Buyers who don’t believe what I’m writing here might like to ask for a copy of 
this document and I’ll send it to them...but only if they promise never to repeat 
the sin...three times with humility.)
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Do I really look like that?
Almost every training course that we run contains video roleplay.  It’s the core 
element that helps embed skills training.

I’m rather used to seeing myself on vid unlike many of the participants.  It can 
be a sobering experience.

Negotiation is definitely not rocket science.  I could teach you everything you 
need to know in less than 3 days...but that’s only half the problem solved.  
What you’ve got to do then is practise and practise.

I often liken negotiation to juggling.  The theory is not great but the skill levels 
required are high.

When you think you know all there is to know about negotiation...ask yourself 
how well you can do it...against industry standard professionals and then vid 
yourself and watch the actual truth.  You might be pleasantly surprised but on 
the other hand you could be in for a shock.

Many of my clients don’t need more theory...they need more practice.  You 
should ensure that you keep your practice levels high with regular video 
sessions and honest feedback from people you trust.


