
Saturday morning in the Days Inn at Oceanside...about 35 miles north of San Diego.  Free internet, free 

breakfast and all the channels you can watch on the television...of which about 2 are actually worth the 

bother.  They are still showing re-runs of “Little House on the Prairie”...how sad is that. 

 

If anyone thinks that international travel is somehow glamorous then they should have seen me this 

week.  Over to LA on Sunday, up very early for 2 flights to Chicago on the Monday, one of them delayed 

for an hour, back to Carlsbad on the Tuesday arriving at midnight.  5 flights in 2 days, and 3 time 

zones...and no view of Table Mountain either. 

 

I’ve had my head down for most of this week with the SDI conference and they are long and intensive 

days.  Some wonderful presentations and lots of learning to share with the team back in SA.  I’ll tell them 

now that we’ll have a debriefing day when I get back. 

 

Off to Vegas tomorrow for a bit of a rest and a chance to enjoy the culture...a few serious films and an 

improving book or two…...NOT.  Back in the UK next weekend. 

 

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

October  18th 2009 

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

The only book I read this week was Victoria Coren’s autobiography but working on the premise that folks 

in this network don’t all share my love of poker I won’t give any details...but it’s a good read. 

I’m hearing about 4G wireless networks in the US.  I’ve not heard of it before so if anyone has the skinny 

on it then I’d be interested.  On the basis that carrier pigeons are still doing the job in South Africa then 

we’ll not detain ourselves too long on this subject. 

Met my good friends Ralph Lauren and the Brooks Brothers this week.  I’ll shall renew the friendship in 

Vegas  with a telephone call to my other good friend Mr. L.L. Bean.  I’ll probably need an extra suitcase. 

Website work progressing well.  Hoping to relaunch the video library when we’ve got a better platform in 

a couple of weeks. 

(10-16) 18:10 PDT SAN ANTONIO (AP) -- 

San Antonio police are investigating the wounding of a man after his elderly father allegedly opened fire 

when the victim refused to stop drumming. Police said the son, in his 50s, suffered a non-life threatening 

head wound early Friday while at the home the men share. Police said his 83-year-old father was 

detained on an aggravated assault charge. 

Police said the son, who was grazed in the head, ran down the block to call for help. 
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MBTI 
 

Considering that I’m at the SDI conference as I write this then it’s a bit ironic that this tip is about 
Myers Briggs Type Indicator (MBTI). 
 
We had an excellent presentation this week from a Myers Briggs expert and he showed how to 
use SDI in a complementary way with the MBTI. 
 
I’ve always used SDI with Belbin when talking about teams and I’ve used Situational Leadership 
when talking about Leadership training so I know the SDI combines well with other instruments 
and theory. 
 
The interesting part is how well SDI can combine with a product which is in many ways a 
competitor for the same market. 
 
I’ll be exploring this synergy over the weeks and it seems sensible to try to know more about the 
theory and to use it where appropriate. 
 
This tip may not mean a whole lot to casual readers and I have had some feedback from 
colleagues in the network for whom SDI is very much a closed book.  I would urge them to think 
about how much more effective they might be if they looked at improving their relationships and 
minimising their conflict with others. 
 
More reading is available: 
 
http://en.wikipedia.org/wiki/Elias_Porter for an intro to SDI and Relationship Awareness Theory 
 
http://en.wikipedia.org/wiki/Myers-Briggs_Type_Indicator for an intro to Myers Briggs 
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Two buyers 
 
I met a couple of potential customers this week at a meeting and they were very different people. 
 
One of them got to the point very quickly and wanted me to move on a fast pace.  The other 
wanted me to stop every couple of minutes with questions and concerns. 
 
As I seller I got the impression that the question asker was the more senior decision maker but 
that’s a guess. 
 
In any case it was difficult to pitch to two very different types of buyers who were coming to the 
buying/selling arena from very different directions. 
 
My point here is that buyers come in many different shapes and sizes (as do sellers) and we need 
to differentiate our style to accommodate these different people. 
 
There are many tools on the market that will dimension customers for you.  I have mine and if 
you’d like to write to me I’ll share my thoughts with you.  
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USA 
 

I’ve been here a week now and I’ve noticed that on this trip it’s a bit more expensive than before 
because the exchange rate has moved from about $2 to the £ to $1.6.  This means that Sterling is 
one of the few currencies in the world which is currently weak against an already very weak US 
Dollar. 
 
My learning point this week is that when you are doing deals...and especially international 
deals...you need to be mindful of the currency issues.  We all know this from our holidays but if 
you’re doing these deals daily then you’ll need to be mindful of several currencies. 
 
I can quote my consultancy fees in Sterling, US Dollars and SA Rand.  I speak three commercial 
“languages” and as such keep my eye on the cross exchange rates.  The Rand is very strong at 
the moment and I need to understand that when I quote rates in that currency. 
 
Effective negotiators understand currency movements and cross rates.  If this is not something 
that comes easily to you then you need to do some study on this or you'll be very vulnerable the 
next time you’re moving in and out of 3 currencies simultaneously. 


