
Sunday morning in Cape Town and guess what...it’s raining.  They say that Newlands is the wettest part 

of Cape Town...well, Avenue Road must be the wettest of Newlands. 

 

Thank you to all the people who sent me the message about South African ADSL and the carrier pigeon.  

I was bombarded with emails from all the corners of the globe.  If you haven’t a clue what I’m talking 

about then check my blog at  

http://www.negotiationupdate.com/index.php?option=com_wrapper&view=wrapper&Itemid=25 

I’m going to be using the blog more and more and it’s a simple and easy place to park ideas and 

comments.  I’m just starting to ramp up the whole website...slowly and piece by piece. 

 

This week sees the launch of the Negotiationupdate.com Video Library.  I will take the liberty of sending 

a midweek update with launch information this week because as subscribers to the newsletter you’ll get 

a saving during this launch period. 

 

It’s always sad to see the All Blacks lose at Rugby...but I lie...no it isn’t! 

 

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

September 13th 2009 

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

Bought the Mac version of Camtasia.  It’s so much simpler than the PC version and it works better with 

my computer so that was money well spent and well done the software company for offering a big 

discount on the Mac version for all those who’d already paid good money for the PC version. 

I’ve got my second screen set up for the Macbook Pro latptop.  It’s a dream having two screens and it 

allows you to do so much more.  Many people get a second keyboard for their laptop...I’d suggest that 

you try a second screen as well. 

A Catholic who believed his prayers were answered when he was rescued from a lift was killed when he 

went to church to give thanks and the stone altar fell on him. 

Gunther Link, 45, died instantly as he was crushed under the ancient 860lb monument in the Weinhaus 

Church in Vienna, Austria.Link's body was found by parishoners attending Mass the next day after he 

had been reported missing by his cousin. 

Police spokesman Roman Hahslinger said: "He was a very religious man and had been scared when he 

was trapped in the lift and had prayed for release. 

"A short while later he was pulled out of the elevator and he went straight to the church to thank God. 

"He seems to have embraced a stone pillar on which the stone altar was perched and it fell on him, 

killing him instantly."We have found his fingerprints on the pillar. We are now investigating the case 

further." 
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4 Ps 
 
Spoke to an SDI colleague this week and he told me that when he teaches SDI to his participants 
he always uses the 4P principle. 
 
That’s People, Power, Precision, Pivot. 
 
As regular readers of this newsletter you’ll know immediately which colour each of these Ps refers 
to. 
 
You do know, don’t you? 
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Cloth ears 
 

Had a situation with a client this week where I was waiting for an email from her and she was 
waiting for an email from me. 
 
She then sent me a reminder and to make matters worse it went into my junk folder. 
 
It seems that we’d had a misunderstanding on what the next step should be and with my 
notorious lack of attention to detail I’d not nailed it down firmly and I wasn’t listening as closely as 
I should. 
 
So let’s learn from this.  If you’re dealing with a client you shouldn’t need a client to remind you of 
your intentions and promises.  That is, of course,  unless you’re Telkom in South Africa but we 
shouldn’t talk about delinquent suppliers in this tip...it just spoils my Sunday morning. 
 
Use Outlook or pen and paper but never make my mistake.  Keep you promises.  Thankfully 
we’ve resurrected the situation and I’m sending the proposal this week.  Let’s hope I win the 
business as a trip to Chicago wouldn’t go amiss.  I was lucky. 
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Outs 
 

An Out in Poker is a card that can turn a hand into a winner. 
 
If you’ve got 4 cards...let’s say the AK98 of hearts and there’s one card to come consider the 
following: 
 
Any of the 9 hearts will give you a flush. 
An Ace will give you the top pair. 
A King will also give you a powerful pair. 
 
That’s 9 hearts, 3 Aces and 3 Kings...a total of 15 outs to win the hand. 
 
When we’re negotiating we always want to have plenty of outs.  We don’t want to nail the deal 
down to a win or lose option where there’s only 1 card that will win it for us.  We want plenty of 
ways of obtaining the value that we need. 
 
A constant theme of these tips is flexibility and value.  When you’re negotiating and you need 
another 5% of value consider how many outs you’ve got to get that value: 
 
Could be price 
Could payment terms 
Could be contract length 
Could be Consignment Stocking 
Could be contract length 
 
The list is endless.  Endless ways in which you can win the value you need without concentrating 
on just one element...or Out.   
 
Give yourself plenty of Outs...whether you’re playing poker or negotiating. 
 
 
 


