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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

 This week we used, read, played with....
First up is the promise a couple of you made to preview the software.  I haven’t mailed it yet as it’s 
nearly 100 meg and I’m setting up an FTP server.  I’ll get that sorted in the next couple of days.

Bought a copy of Office for Mac 2008 for a really cheap price.  I wonder why they can offer a Home 
and Student version of Office for Mac at a knockdown price but not the Windows version.  Parents 
and Students who read this newsletter should visit www.software4students.co.uk and be impressed 
by what Microsoft can do when they want to.  This is licensed software at a fraction of the price.  It 
shouldn’t be hard to find a student in the family!

Bought a roof top tent for the Navara.  Looks OK and should do the job in the bundu.

 Sunday morning in... 
Sunday morning in Cape Town...back after 2 weeks on the road.  30 degree heat in Cape Town means that 
Summer is having its last fling.  It is seriously hot here.

In the last couple of weeks I’ve been to Sweden.  Ended up in an ice bar in an anorak wearing gloves with a glass  
of vodka made out of ice.  It’s tough what international consultancy throws at you but you just have to be resilient.

I didn’t intend to take a break from the updates but I realised that I had everything done on my Mac and I took my 
windows laptop to Sweden and nothing worked.  I posted some tips on the website and that’s the way forward.  If 
by any chance it’s not going to be a mailed update weekend I’ll let you know in advance in future and then I can 
post the update on the website and it’ll be there for everyone to read.  You may know that Margaret, my website 
guru, posts the update on the front page of the site every Sunday.

It’s a quiet week coming up, thankfully, with a chance to start the new financial year on Pastel software and 
another chance to plan the Easter holiday up to the north of Zambia.  Friday night sees us at the Chef’s table at 
the Mount Nelson in Cape Town.  This is seriously swanky but it’s just another strain, I guess, of the consultancy 
profession.  

I’m off to Virgin Active...now that I’m a serious member...honest!

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

 and finally... 
(03-06) 08:32 PST South Pasadena, Calif. (AP) --
What the @$%#? This community on the edge of Los Angeles has become a cuss-free zone.
So if you’re headed to South Pasadena this week, be sure to turn down the volume on that Snoop Dogg CD, and, if the little old lady from Pasadena cuts you off in 
traffic, don’t even think about flipping her the bird.
Not that police will slap cuffs on you and haul your sorry, er, butt off to jail in light of the proclamation passed Wednesday by the City Council. But you could be 
shamed into better behavior by the unsettling glares of residents who take their reputation for civility seriously.
“That’s one of the purposes of this,” Mayor Michael Cacciotti said of his city’s proclamation designating the first week of March as No Cussing Week. “It provides us a 
reminder to be more civil, to elevate the level of discourse.”
The proclamation will be in effect until Friday, and then the first week of every March hereafter.
South Pasadena, a tranquil city of tree-shaded cottages at the base of a mountain range eight miles north of downtown Los Angeles, isn’t the first to try to rein in 
potty mouths. Earlier this year, the St. Louis suburb of St. Charles, Mo., proposed banning swearing in bars. Last year, hip-hop mogul Russell Simmons called for an 
industrywide ban on racially and sexually charged epithets.
But what’s different about the latest push to stop saying in public the words that Jane Fonda and Diane Keaton recently discovered we still can’t say on television 
is that it was proposed by a 14-year-old boy.
“My mom and dad always taught me good morals, good values, and not cussing was one of them,” said McKay Hatch, the founder of South Pasadena Highchool’s 
No Cussing Club, during a recent break between study hall and tennis practice.

“I’ve cussed before, I’m not gonna lie to you,” Hatch quickly added. “But I try not to cuss any more.”
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Here we have the old boss of Russia and the new boss of Russia...and 
colleagues in Moscow who I know read this update will be happy, I’m sure, to 
tell me which one is which.  I’ll help them...I think the new boss is on the right!

Se arch ing f or Va lue

a picture is worth a thousand words...
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Ben & Jerry pro bono
Ben & Jerry Ice Cream have found that requiring their franchisees to contribute 
to their local community has been very good for business.

This is quite ironic because the key driver was not to use their community 
action as a marketing device but it happened nonetheless.

The more that the local business invested in the community the more that the 
community bought their ice cream.  This provided a very virtuous spiral for all 
concerned.

I’ve worked in some very hard nosed environments where every penny 
was guarded carefully and I’ve also worked in more liberal outward looking 
companies.  Now that I’m running my own business I can make my own 
choices.

If you want your customers to support your company it seems reasonable to 
ask what your company is doing to support the area where the customers live.

One becomes two very quickly here and the spiral can either be very virtuous 
in an upward direction and equally as vicious in a downwards direction.

As I often say at the end of these notes... it’s your choice.
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Competitors
What do you do when you asked about your competitors?

I have 2 large competitors in South Africa and I know their businesses well...
and so I’ve met this problem many times.

The Golden Rule is never to knock the opposition.  That’s suicidal.

“So you use Bloggs, do you, well that’s a mistake for sure...” or similar is likely 
to get you out of the door very fast.

I like this approach:

“So you use Bloggs.  They’re a good company and as you can imagine I meet 
them a lot on my travels.  I enjoy competing against them.  They keep me 
sharp.  “What is it that you like most about Bloggs...I’d be interested to know 
about what your choice is based on...” 

and as the conversation goes on you find out what the client’s decision criteria 
are and you can then position yourself to understand where you need to 
develop in order to win the business.

That’s the way forward...they’re good but maybe, just maybe, you’re better.
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Win to lose
If a matador wishes to prove that they’re stronger and braver than the bull then 
they have a bullfight to prove it.

When the bull charges at the matador then the matador doesn’t stand in the 
way in order to prove that they’re brave.  They’d be a very flat matador if they 
did that.  What they do is to stand aside and let the bull tire itself out using 
brain instead of brawn.

Getting into a power competition with the other party in a negotiation is often 
like standing in the way of the bull.  Why prove what you already know.

It may be that the other side does have the power and therefore your way 
forward lies with being creative and finding innovative solutions over maybe a 
longer period of activity.

Let the other party have their moment of glory in the short term...plan for the 
long term.  Ali beat Foreman in 1974 by his “rope a dope” technique.  We can 
learn from this.


