
Sunday morning in Cape Town trying to pretend that Summer has arrived in between the everlasting 

rain.  Lot’s to talk about this week but I want to concentrate on the task of the week which is the new beta 

of the video library available on  

http://www.negotiationupdate.com/index.php?option=com_content&view=article&id=6&Itemid=6 

I launched it some weeks ago on Screencast but most of you couldn’t open the files because corporate 

servers blocked it.  I’ve now put it on my own site and you’ll find that there are now the first two vids and 

audio podcasts available.  The login is guest/demo.   

This will be free for a month while I iron out the wrinkles and then it’ll be by subscription with at least one 

new vid added per week. 

I would appreciate your feedback on accessibility and content.  This is a beta test so I’m not making it the 

final version and my first thoughts are that I need to smarten up the offering and I’ll make my 

presentation a bit sharper with fewer ums and arrs.  At this stage I’m just happy to see files ready for 

download and streaming. 

There’ll be a video offering...which is the audio podcast (mp3) version with slides and you can choose to 

download it or watch it online.  I’ll add notes for each subject title. 

The library is designed for online use so I’ve kept the file sizes small and that does affect quality.  We 

could get digital quality but the file sizes would increase by several magnitudes. 

 

I’d be grateful if you’d let me know what you think. 

Enjoy your week with three tips as usual... 
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Value creating reading for business professionals 

November 15th 2009 

This week we used, read, visited, played with... 

We’ve now got a mascot and he’s a Zen wide mouth tree frog in honour of my favourite joke...the 

fantastic Wide Mouth Tree Frog Joke...and in honour of Tommy Angelo who invented it and who’s work 

on meditation and life I really value. 

Prizes will be abundant for suggestions for names for this.  I was going to call it Harry the Frog in honour 

of a dog I had some years ago...Harry the Dog...but I thought I’d pass the naming over to the readership. 

My Airport broke on my Mac system and South Africa are honouring the international warranty which I 

think is rather impressive given my experience of other “international” warranties. 

I’m going to start posting the sales and negotiation tips on the blog section of the website and the SDI tip 

will move to the SDI site when it’s launched in a week or so.   

(11-12) 19:29 PST La Marque, Texas (AP) -- 

Police say a low-flying pelican distracted a driver in Texas, causing him to veer off a road and drive his 

million-dollar sports car into a salt marsh. 

La Marque police Lt. Greg Gilchrist says the man claimed he lost concentration while driving his French-

built Bugatti Veyron on Wednesday because the bird swooped into sight. Gilchrist says the driver 

dropped his phone, reached down to pick it up and strayed into the brackish water in La Marque, about 

35 miles southeast of Houston. 

Gilchrist does not know if the car can be salvaged but conceded that "salt water isn't good for anything." 

He says the man, whose identity has not been released, was not injured in the accident. 

Searching for valueSearching for valueSearching for valueSearching for value    

This is our new NU mascot. 
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Friends and Neighbours 
 
 

I don’t know if you can judge a person by the number of friends that they have but I’m beginning 
to realise the Hubs will be the winners if we turn it into a competition. 
 
I think Blues also have a decent collection of people they know which leaves the Greens and 
Reds somewhere behind. 
 
Maybe I’d reckon that Reds are likely to be better networkers than Greens because they have a 
more extraverted outlook on life but I’d take that under advisement until I’ve done some more 
work on this. 
 
So...in order of numbers of friends and social contacts: 
 
Hubs 
Blues 
Reds 
Greens 
 
I’m happy to have this debate with you if you have a view.  I may well be off beam here but it’s an 
interesting way to look at the socialising elements of the SDI theory. 
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I wish I had a problem! 
 
I recently sent a large (and expensive) box of chocolates to a lawyer who’d done me a very good 
turn and not charged for the service. 
 
I told her that I almost wished I had more legal issues in my life so that I could give her more 
business! 
 
I feel the same way about my computer technicians in Cape Town.  Project 3 are just a breeze to 
use...they’re cheap and do fast service calls...and as my Mac collection has become more 
complex and because I insist on using rubbish Windows software on it...then I do need some help 
from time to time.  They never let me down. 
 
That’s what it’s like when you have a good relationship with a supplier...either of professional or 
technical services. 
 
I’ve tried to do this in my world because I know how much I value it when I’m the customer. 
 
Ask yourself if people are happy to use your services.  Are you a distress purchase of last resort 
or someone that folks are happy to employ and recommend. 
 
Never forget what it’s like when you’re the customer.  Always put yourself in the customer’s shoes 
and then you’ll know exactly what to do when you’re the supplier. 
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Getting to the end 
 

You can’t get to the end of a negotiation unless you’ve had a good start. 
 
But...a good end is much more important than a good start. 
 
When you’re doing your preparation start at the end and work out exactly what you want how 
what success will look like.  That’s your destination. 
 
Now start to work backwards and start constructing that success. 
 
Once you’ve planned the end you can then start to plan the front end of the process. 
 
Start at the end...it’s important. 
 
But you won’t get to the end unless you have a good start so ensure that the first elements of the 
deal and the meetings are well organised and these will often be the social elements. 
 
Start at the end...and once that’s done start at the beginning. 


