
Saturday morning in Cape Town as I fly back to the UK today ready for a Christmas break in Vegas and 

San Francisco. 

 

This will be the last newsletter of the year and so I’ll take the opportunity of wishing you all a happy 

Christmas and let’s hope for a peaceful and much more successful 2010.  This year has been a 

challenge for many colleagues in this network so we all hope to start the new year with some 

momentum. 

 

I met a woman this week who seems unusual in so much as she didn’t seem ever to have had a 

relationship with Tiger Woods.  Shakespeare understood tragedy...and how flawed do our heroes have 

to become.  What was going on in his head...and other relevant questions. 

 

On the other hand England have beaten the South Africans in the ODI cricket and that’ll do for me as I 

head back to the cold. 

 

Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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This week we used, read, visited, played with... 

I downloaded a PDF book this week and it certainly seems to have taken over the publication of books 

with Kindle and the Sony Reader being able to read books electronically. 

My relationship with my publisher wasn’t always easy so I might well look at taking the PDF route and 

self publishing anything new.  I’ve a thought in my head that there’s a book called “Negotiatate like a 

poker player” or something similar.  I think there’s a market...albeit small...for a book like this and I’ve a 

travel book in my mind as well.  I’ll tell you how the investigation goes as I’m sure there are plenty of 

folks in this network who could just as readily publish something themselves. 

A 25-year-old student in Ukraine has been killed by an exploding stick of chewing gum, according to the 
Russian news agency Ria Novosti. 

The student, who attended Ukraine's Kiev Polytechnic Institute and remains unidentified, was apparently 
working at his parents' house when the incident occurred."A loud pop was heard from the student's 
room," a police officer explained, according to USA Today. "When his relatives entered the room they 
saw that the lower part of the young man's face had been blown off."In terms of what might have caused 
the incident, the Telegraph says the student was apparently working on an experiment and had covered 
the gum in a chemical solution, possible some type of explosive, before trying to chew it.  

Ria Novosti reports that the student had the highly unusual habit of chewing gum that he had dipped into 
citric acid. Police believe the student may have confused the chemical packets he had applied to the 
gum before chewing. 
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Clean carpets 
 
I had my carpets cleaned this week by a company that my neighbour recommended.  She’s a real 
estate agent and she knows whole hosts of people who do work in houses. 
 
The guys did a good job and left their card and they’re now on my list of people who I can 
trust...and I’ll recommend them as well. 
 
This is just so simple.  People know people who recommend people. 
 
I got a phone call this week from a training company in Cape Town who got my name from 
another company in Cape Town I’ve worked for and they checked my website...and then called 
me. 
 
It’s a connected world and if you’re not actively connecting yourself with people who can pass on 
your name then you’re missing a trick.  It’s a real dollar earning activity 
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Easy game 
 
Negotiation is not a difficult process but there are a few people who enjoy its 

complexity...lawyers and technical experts come to mind. 
 

Basically... sellers want to sell and buyers want to buy...it’s a straightforward process. 
 

The next time your negotiation nears a potential deadlock try this script: 

 
“Now it looks like we’re getting a bit difficult here.  Let’s strip it down to basics because we 

genuinely like your product and I think you’d rather like to sell it to us.  Why don’t we get 

some simple numbers down on paper and then we’ll let the lawyers loose on the contract.” 
 

Find your own words...but never forget that negotiation is an easy game. 


