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 Sunday morning in... 
Friday evening in the Cathay lounge at Hong Kong airport killing time and eating noodles before the flight to 
Joburg.  It’s rained almost every day this week and I’m surprised that Hong Kong isn’t under water.  I’ve been to 
Hong Kong so many times that the excitement has definitely worn off but the real question is how many perfume/
fashion/watch shops can a place take before it reaches saturation.

Two successful programmes this week but the key issue was the jetlag.  It seemed to linger rather longer than 
usual which puts a real crimp in the week...although you can get a lot of emails done at 3.00 in the morning.

Next week is another SDI Facilitators qualification event in Cape Town and the highlight of the week apart from 
that is a visit to the accountants to get last year signed off.  Not exactly exciting stuff at the accountants.

It’s the election season and Hillary and Mad Bob are in the news daily.  Who’s your bet for Obama’s VP?

The European Football championships start this week and like all true Brits I’ll be ignoring it.  I’m more interested 
in a potential Nadal v. Federer final in Paris...and the Grand Prix on Sunday.

Have a good one...with three tips as usual...

 and finally... 
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The Brits may not be much good at football but boy can they drink and enjoy irony.  
Thousands celebrated the beginning of the ban on drinking on the Tube in London 
with a monumental drinkathon which not surprisingly ended up with several trains 
being wrecked and dozens of passengers being arrested.  Not too many countries 
celebrate a drinking ban by getting drunk.

Se arch ing f or Va lue

 A picture is worth a thousand words...

 This week we used, read, played with....
Didn’t buy any books this week but had shopping fun with a new mobile phone...a motorola razr V9.  Hong Kong’s 
a great place to buy phones without contracts and that way you can swop the SIMS around when you’re travelling.
Bought some music CDs.  I’m trying to educate my nephew about “real” music so I bought a  Len Cohen greatest 
hits, highway 61 Revisited by Bob Dylan and a Neil Diamond compilation.  Sisters of Mercy, Like a Rolling Stone 
and America all rolled together.
Bought some DVDs.  Sad people like me really are interested in comparing the first version of Apocalypse Now 
and the Redux version.  
Also bought some noise reducing headphones...that way I can watch films on the Ipod in peace.
Here’s my favourite couplet from Highway 61:
‘God said to Abraham, kill me a son / Abe said, ‘Man, you must be puttin’ me on.”  What a wordsmith.

(06-04) 20:35 PDT Souderton, Pa. (AP) --

A homeless man accused of duping 13 women by posing as a millionaire on an Internet dating service was arraigned Wednesday 
in this Philadelphia suburb.
Paul Krueger, 50, used a laptop computer to meet the women on Millionairematch.com, prosecutors said. He is accused of 
stealing more than $100,000 from the women after convincing them he was a Grammy-nominated record mogul who needed 
investors for a new business venture that manufactured DVDs, CDs and other videos. He showed one victim false stock reports 
detailing the success of his nonexistent new business, according to court papers.
Charges were filed in Souderton because that is where he told women to send him money; the address is the home of his ex-wife, 
authorities said.
Authorities say Krueger used the money to fuel his gambling addiction. He was arrested last week at a casino in Atlantic City, N.J., 
and did not fight extradition to Pennsylvania.
Krueger declined to comment to reporters as he was arraigned on charges of theft by unlawful taking or disposition, theft by 
deception, deceptive or fraudulent business practices and Pennsylvania Securities Act violations.
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Hammer and nails
People see the world through their own filters and everyone can look at the 
same thing and see it differently.

Hammers are looking for nails
Band Aids are looking for wounds
Calculators are looking for numbers
Teams are looking for members

In this rather cryptic way I’m suggesting that you shouldn’t be surprised if Red 
people tend to focus on hammering the nails in a project while the Blues are 
checking the wounds and Greens and doing the calculations.  Hubs are looking 
for options to explore.

This means that when these folks come together it shouldn’t be too hard 
to allocate the jobs and predict the behaviours when you understand what 
motivations people are bringing to the event.

SDI helps us understand people better.  It offers an insight into why people 
behave the way they do.  We express our motivation to feel good about 
ourselves in a wide variety of different behaviours.  We now have the “why” 
and the behaviour shows us the “how.”
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It’s that newsletter again
I’m rather proud of the fact that after 8 years I’m still producing this newsletter 
on a Sunday morning sharing the great ideas and jokes of the planet!

You can disagree with the above but give me a tad of credit for reminding 
approximately 2500 people that I’m still alive and capable of some rational 
thought every week.

How many people know you’re still alive and waiting for their business?

That’s the real question.  So...first up...do you have a complete list of your 
customers?  Second...how often do you write to them with something of merit 
to read?  It really doesn’t matter if it’s weekly, monthly or quarterly.  Get the 
emails flowing.

The strike rate doesn’t have to be that good to justify the energy and time.  
One piece of business as a result pays a lot of bills.

If you’re not a writer just clip something that somebody else wrote (but ask their 
permission, first) and send it off.

I don’t mind people using my tips as long as I get some credit as author and 
my email and web address is included.  So there’s a start and check out Rain 
Today as well...they have mountains of much better material than mine.

Always, always, remember that if your clients are not talking to you then they’re 
likely to be talking to the competition.
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Motorola V9
I’m in Hong Kong and I went to Fortress to buy a mobile.  I’d done a bit of 
market research which wasn’t much use as all the key retailers were charging 
an identical price. No cartels in Hong Kong, eh?

Upstairs at Times Square I asked to have a look at it and then asked what the 
discount was.  Sadly for this top international negotiator I drew another blank.

The young lad (you can be this patronising when you’re as old as me) told me 
that although he could not give me a discount he could give me a small phone 
as well.  It was a two for one offer.  Another Motorola.

What’s more not only could he give me a small extra phone but he could give 
me an amenity pack for the Motorola V9 with a case and a spare battery...and 
what’s more not only that but he could give me a SD card reader as well and to 
top the lot I got a really nice bag to put it all in.

Now if this isn’t an example of getting the variables in the deal then I don’t 
know what is.  The ironic thing, though, was that I didn’t ask for any of this, but 
I did get rather good at saying “thank you.”

So...learning points...first...remember that the variables make the deal...even if 
you don’t ask for them.  Second...don’t be too generous...foolishly generous in 
this case.  He might have been able to sell me the second battery rather than 
make it a gift and the rest of the package was overkill.

The bottom line is that I would have paid their price for the phone alone.  The 
deal was done in my mind at that point.  All the rest was free...and I do love a 
bit of Free Money.

(Colleagues doubting this story should beat a path to Fortress in Times Square 
to prove it.  Colleagues outside of Hong Kong may have trouble justifying the 
air fare.)


