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 Sunday morning in... 
Sunday morning in Casablanca.  Morocco is surprisingly cold...maybe that shows my lack of climate awareness 
for the country in December.  Noticed this week that Morocco is also much more expensive than either Tunisia or 
Egypt.  I have no idea why but everything seems to be almost London prices.

This is the last newsletter of the year and I guess it’s appropriate that I write this in Casablanca after a most hectic 
period of time chasing around.  I sincerely hope that next year is more settled in my life and in yours as well.

I’m back to Cape Town on Tuesday and then it’s a solid period of R&R playing on my new Wii and enjoying a few 
leisurely days of internet poker and Cape Town hospitality.

Let’s all hope for something good for 2009.  It could be a difficult year and we all trust to our families and 
ourselves that we’ll find positives in both personal life and business.

We hope our friends in Bangkok will get their political problems sorted out and we hope that Canada will 
remember what democracy is all about (all the Canucks in the network are now mortally offended!!) and we hope 
for peace in Zimbabwe...and in your country as well as mine.

Have a great Christmas and New Year and back in January 2009 with three tips as usual.

 and finally... 

PORTLAND, Ore. - A man who was accidentally shot by a 12-gauge shotgun on 
Saturday after his dog jumped into a boat is recovering. Matthew Marcum’s legs 
and buttocks were injured in the bizarre incident and he was taken to Legacy 
Emanuel Hospital & Health Center in Portland.

Marcum’s father, Henry, said his 23-year-old son was about to tie up an 11-foot 
open aluminum boat, when his 3-year-old Labrador, Drake, jumped into the boat.

Matthew Marcum said his dog, Drake, is a good dog and he isn’t upset with him.
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 A picture is worth a thousand words...

 This week we used, read, visited, played with....
Bought some poker books this week and I guess that’s not much use to you if poker isn’t your game but 
nonetheless Gus Hansen’s new book is worth the read.  I can see it getting very dog eared over several reads.

I’ve downloaded Parallels 4 ready to install when I’m back in Cape Town.  The Mac goes from strength to strength 
as I continue to use the Mac specific software that is available at some very fair prices.

Here’s a request from me.  Does anyone know of a good value proxy server that I can use.  I’m getting bounced 
out of certain sites when they don’t like my IP address and I’d be interested if anyone uses an anonymous 
browsing proxy service.

Maybe you don’t share my Christian heritage and maybe 
you don’t share my northern hemisphere idea of a cold 
and snowy Christmas but I’ll include you anyway....
HAPPY CHRISTMAS and a very peaceful 2009.
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It’s your choice
We should remember that we’re not the victims of our heritage and our type.  
Each of us is able to freely choose the behaviours that the individual wishes.

SDI teaches us that most often people will choose behaviours that contribute 
towards them feeling good about themselves.

Each day...each time you meet someone you have a choice about how you 
wish to behave.  Experience and sometimes feed back soon tells us which 
behaviours and traits are more effective at helping us through life.

You always have a choice and so ultimately the responsibility is yours about 
how you choose to manage your relationships and the interactions around you.
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Control
Effective sellers control their meetings.  They have an agenda and an 
objective.

The meeting has a defined beginning and end and they rehearse in advance 
how the meeting will go.

Professional buyers like to have their own agenda as well and that’s not 
a problem provided that we can ensure that we control the rhythm of the 
meeting.

I teach that you should never have a pop in meeting.  You can’t control a 
meeting that’s not been organised and thought through.

Many buyers have meeting planners and organisers.  They should use them.  
Never get lost in a meeting.  Always have control.
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Fixed price
I work with many clients who work in the oil business and in many cases the 
prices are fixed by the governments of their countries.

This means that they don’t have any real latitude to move on price in their 
client negotiations.  This is very bad news.

They do, however, have room to negotiate on the myriad terms and conditions 
and variables that we find in deals.

The clear learning point is that if you work in a fixed price market then the 
understanding of variables is even more important.

Variables are the life blood of a negotiation...and even more so when the key 
variable...price...is fixed.


