
Sunday morning in Cape Town and the rain has stopped and the sun is shining and I’m just thinking that Spring might 

be round the corner. 

 

Seeing that it’s August and that’s holiday time in Europe then I’m not working too hard at the moment.  Proposals 

always get done and business continues but I’m focusing more on what I might be doing in January if I get going on a 

trip to Nairobi with a couple of my mates.  It’s quite an undertaking to take 3 months out of your life for a roadtrip but 

that’s why I bought the Patrol and so I should be using it. 

 

The blog is now active on the website but I’ve not written anything there yet.  I’m dabbling with the idea of moving parts 

of this newsletter to the blog and keeping the tips as the .pdf.  The advantage of that is that the blog is much more 

flexible and I can add to it daily and we can get an RSS feed hooked up to it to let folks know when it’s been updated.  

I’ll see how it goes.  I’m always trying to do new and different things. 

 

So this week it’s Usain Bolt.  We’re living in a golden period of sport and it’ll be a whole lot more golden if by the time I 

write this newsletter again England have regained the Ashes.  We wait in expectation. 

 

 

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

August 23rd 2009 

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

I’m looking at turning my weekly newsletter into a podcast using the Itunes facility.  It’s an interesting 

project and while it may not work for this newsletter it’ll work for other parts of the business I’m aiming to 

develop. 

Telkom have fixed the ADSL and it’s buzzing OK...as well as any ADSL can buzz in South Africa...and 

we paid R1 for a new SIM Card for Sue’s phone.  Must cost more than a Rand just to process the 

transaction. 

Having the Patrol serviced on Tuesday.  Looking to get the back seats taken out to provide more space.  

It’s a monstrous vehicle and I don’t really need to worry about carrying 6+ passengers when I’m driving 

around Cape Town. 

(08-21) 16:13 PDT Kalida, Ohio (AP) -- 

A wheat farm, large plastic letters and his dad's small plane? Jason Kahle thought it had a ring to it. He 

took his 23-year-old girlfriend, Aleasha Decker, up in the air Aug. 9 under the guise of photographing 

some relatives' houses in Kalida, about 60 miles southwest of Toledo in northwestern Ohio. 

As Kahle's dad steered the plane, Decker looked out the window. She saw the question "Aleasha, marry 

me?" in 20-foot sheet plastic letters on top of a harvested field. She turned to find Kahle holding out a 

ring. 

A wedding date has been set for June 5, 2010. 
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Masking conflict 
 
We had a long chat recently at an SDI meeting about how behaviour changes when you’re in 
conflict and what happens when you can’t give yourself the ability to behave in a way that will 
return you to your normal state of feeling good about yourself. 
 
It may be that circumstances don’t allow you to be able to show your feelings of conflict because 
of social, business or cultural pressure and so you have to “grin and bear it” when in fact you’re 
seething beneath the surface and really want to do something about this conflict. 
 
In regular behaviour masking (the unwilling need to behave in a suboptimal way) is bad enough 
but for this to happen in conflict then it’s doubly damaging. 
 
In relationships both personal and team based you need to find a means by which people can 
genuinely vent their feelings of unhappiness and conflict in a legitimate and mature way.  This 
way the problem gets solved fast and doesn’t bubble away until the relationship subsequently 
breaks. 
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Going native 
 

I wrote last week that we should try to match our sales people with their customers and the jobs 
that they do.  It struck a chord and people seem to agree with the principle. 
 
What I’d like to do this week is to take it further and suggest that despite this being a good idea 
you should still change your team around about every 2/3 years to stop them “going native.” 
 
When sales people spend so long with their customers they start to see life the customers’ way 
and they start to take the customers’ side on key issues.  This has also been noticed about the 
behaviour of hostages in terrorist or crime situations. 
 
Sales managers need to remind their teams about whose side they are on in the business and 
that it’s the company that pays their wages and not the customers. 
 
Accordingly it makes some sense to change round the sales teams every now and then to keep 
people fresh and stop them losing their sense of perspective. 
 
We want our sellers to be sympathetic to the customers but we have to draw the line when that 
sympathy starts to go too far. 
 
When you hear things like:  “I’m not sure that price rise is a good idea because I know my 
customers can’t afford it...” then you know it’s time for a change. 
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Scope creep 
 

I’ve been involved in a project recently and the final bill for the service was more than I expected. 
 
When I checked back I could see that I’d be less than properly organised to keep the costs under 
control and the final bill was legitimate. 
 
That was my fault and the other party was blameless. 
 
There are, however, times when it’s very easy for the other party to go in low and make the cost 
seem small and then creep the cost up in almost imperceptible increments. 
 
It’s a clear negotiation dirty trick and will sour the relationship very quickly when the buyer starts 
to feel cheated so the learning point is this: 
 
Whenever you agree a deal...nail the costs down tight and ensure that all extra payments have to 
be agreed individually.  This should suit both sides and ensures that there are no nasty surprises 
for the buyer when they see the invoice. 
 
They always say that the mechanic’s car is the dirtiest in the car park...and it’s the same with me 
here.  I teach this subject but...Doctor, heal thyself. 


