
Sunday morning in Cape Town and the weather is dry...cold, but dry. 

Cape Town houses are uniformly cold as central heating, as I know it in the UK, is totally unknown so 

you end up with gas fires and people wearing fleeces in their living rooms.  Whatever happened to 

insulation. 

This is about Solstice time so the warmer days are on their way back in. 

Managed to hook up some work in Hong Kong next month so I’ll be off there in a few weeks.  Be nice to 

catch up with a few friends and get to Macau again. 

Saw the first run of the new negotiation update website this week and it’s good.  New beta this Thursday 

and a soft launch in about 2/3 weeks.  Once that’s done we’ll concentrate on the new members section 

and I’ll tell you about that in due course. 

One of my colleagues would like to ask if anyone if the network knows anything about Job Boards 

especially in Asia.  It’s a closed book to me sadly but someone might be able to help, perhaps. 

So the Lions lost yesterday.  Take out the penalties and we’re in business.  I’m not sure that 2 penalties 

for scrum infringements should really be worth the same as a try.  Maybe the ELVs are better...and for 

those who don’t understand rugby then I apologise.  Cricket and Forumula 1 today.  Sport heaven. 

Have a good week with three tips as usual... 
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Value creating reading for business professionals 
June 21st 2009 

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

Long time readers of this newsletter will know about my love of free software.  So let’s give a big shout to 

AVS who have a free CD copier and a free DVD copier.  Easy to use and quick to download.  If you have 

to copy disks then this is the answer and it’s free. 

Started to look at making films this week.  We’re talking about little cartoons via a website called 

xtranormal.com.  I was asked if I had some sales scripts so what I’m going to do is to write them out and 

then get the extranormal cartoons to say the words.  It should be a hoot and I’ll share the first examples 

when I’ve got them done.  Bought Camtasia this week and I’m moving into the coaching video business 

pretty soon.  I’ve got the front page down and then it’s just a case of getting the headphones on and 

telling everyone about sales and negotiation.  The concept is that for people who can’t get to training 

courses this will be a great way to learn the theory from your desk and no air fares to pay for either. 

(06-19) 18:33 PDT Longview, Wash. (AP) -- 

The Cowlitz County sheriff's office said a driver went at least three miles on I-5 near Castle 
Rock in reverse. Deputy Ryan Cruser said a 41-year-old Canadian was arrested about 8:30 
p.m. Thursday after his car stopped in the middle of the northbound lanes. He laughed as 
deputies approached and refused to get out his rented car. 

The Daily News of Longview reports deputies broke a window and used a Taser to subdue 
him. He was held for a mental evaluation.  
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Its those conflicts again 
 
Had a heated situation this week and I got quite quickly into Stage 1 conflict....rising to the 
challenge. 
 
I explained this to my wife (80+ Blue) who immediately when into reconciliation...”let’s build 
bridges” mode...and told me that she thought I should try to be nice to the other party and try to 
resolve the difficult situation. 
 
I was more of the opinion that I should take a big lump of wood to the other party and dent their 
head. 
 
Common sense prevailed.  Bridges got built...and the Blues will inherit the earth. 
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The Old Biscuit Mill 
 

There’s a place near me in Cape Town that has a food market on Saturdays.  It’s a great place to 
have brunch, pick up a decent loaf of bread and look at the artisan food. 
 
There’s a food area and in each case the stallholder sells just one thing that they’re good at.  
There’s a steak sandwich stall, a curry stall, a sandwich stall, a coffee stall and so on. 
 
Very few of the stalls try to copy anybody.  They just do what they’re good at...plain and simple. 
 
Tom Peters called this “sticking to the knitting” where you just excel at the one thing you’re good 
at.  I long since stopped telling the world about my peripheral training courses and I just 
concentrate now on Sales and Negotiation.  That’s become my steak sandwich. 
 
Be good at one thing.  Do it better than the competition...provide better service and value than the 
competition and you’ll sell a lot of steak sandwiches. 
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Let’s get good 
 
I’ve got a large library of negotiation books and I listen to CDs and podcasts about the subject.  I 
think about it a lot and fortunately I get to practise it as well. 
 
It’s no wonder, therefore, that I know a bit more about the subject than many other people.  I don’t 
have any particular skills or talents it’s just that I’ve put the time in on the subject. 
 
If you want to get good at negotiation it isn’t going to happen by chance.  If you’re really 
committed then read up on the subject...I can recommend plenty of books...and think about it and 
get some practice organised. 
 
You could easily become better than I am.  It’s not hard...but it takes many months to become an 
overnight success. 


