
Sunday morning in Cape Town and Spring just refuses to turn up.  We get a couple days of sun and then 

the rain comes back.  Reservoirs are full. 

 

In my short time in Cape Town I’ve found a really good dentist and an excellent doctor both of whom can 

be seen easily at 24hrs notice.  This is just so unlike London where dentists are as rare as Labour voters 

and an appointment with a doctor is like an audience with the Pope.  There’s no doubt that if you get a 

toothache or a bad back then there are definitely worse places to live than the southern suburbs of Cape 

Town. 

 

You may have read about the South African who has claimed political asylum in Canada because of his 

persecution for being “white.”  The adjudicator seemed unaware that there are 5 million white people in 

South Africa and a few moral, social and economic refugees from the UK.  Can you think of one!! 

 

Boks beaten, Millwall beaten, England beaten...but Western Province beat the Bulls.  I’m wearing a lot of 

hats these days. 

 

 

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

September 6th 2009 

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

One more piece in the jigsaw to complete before I start the new deal making video library.  Hopefully 

we’ll have the brochure finished this week and then we’ll send it round. 

My “Great Negotiators” book has been translated into Portuguese.  It’s a lovely cover...and the inside 

doesn’t look too bad but I can’t understand a word of it...similar to when they translated it into Bulgarian. 

Found a really nice piece of poker software.  I won’t labour you with the details but fellow players might 

like to contact me if they’re interested. 

Got Mapsource working for my new Garmin GPS.  Route planning’s a breeze with Mapsource and it’s 

another reason why you should always buy their products and software. 

 

(09-03) 10:37 PDT Sparks, Nev. (AP) -- 

Top-ranked competitive eater and three-time defending champion Joey Chestnut has been dethroned as 

the winner of the Best in the West Nugget World Rib Eating Championship in Sparks. 

Pat "Deep Dish" Bertoletti of Chicago beat Chestnut on Wednesday by one-tenth of a pound. Bertoletti 

downed 5.8 pounds in 12 minutes. 

Wednesday's contest was the fourth annual and featured 12 competitors. 

Chestnut, of San Jose, Calif., is ranked No. 1 in the International Federation of Competitive Eating. 

Bertoletti is rated second. 

Bertoletti says he prepared for the contest by not eating since a large meal on Tuesday. He won $2,500 
and his name will adorn a trophy featuring three golden pigs. 
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Filters 
 
People often become bemused because other people are not like them or see the world 
differently. 
 
How can you not like sport?  Is a question I often ask my wife. 
 
Well...I can assure you that she doesn’t. 
 
Relationship Awareness Theory tells us that we all see the world through different filters and you 
should be aware of your filter and that of others. 
 
I remember going to a client meeting with a consultant who told me afterwards.  “What they need 
is a consultancy project.”  I was rather thinking that what they needed was a training course.  You 
have your world and I’ve got mine. 
 
So I’m a Red guy...my red filter sees the world full of jobs to do and races to run and time is short. 
Green people see the world full of problems to solve, details to fix and time is not an issue. 
Blue people see the world full of people to help. 
Hubs see the world as full of options to choose, decisions to make and teams to work in. 
 
Imagine these 4 people in a meeting discussing a project.  Red people are talking about getting it 
done, Green people are talking about getting a plan together.  Blue people are talking about 
who’s involved.  Hubs want the team organised and decisions discussed. 
 
Each one of these people sees the project through their own filter and has their own priorities. 
 
Don’t be surprised when other people see the same thing as you but see it very differently.  
They’re wearing a different colour of glasses and it colours their world differently for them. 
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Buyers buy and sellers sell 
 

I deal with both professional buyers and non professional.  I was going to call them amateur 
buyers but that sounded like an insult! 
 
Professional buyers are different because generally...not always...they know what they want and 
largely your job as a seller is to respond to the prompts that they are giving you.  Very often you 
don’t have to sell to them...they’ll buy from you. 
 
Domestic and non professional buyers definitely need some selling done to them.  They haven’t 
quite worked out their real needs and haven’t researched the options and the costings.  They 
won’t know the difference between the Cost of Acquistion and the Cost of Ownership.  You’ll need 
to help them through the whole process. 
 
If you treat a professional buyer like that they’ll consider it a “hard sell” and react against you.  So 
it’s slowly, slowly with the pros as they walk towards you...and a bit more enthusiastic with the 
amateurs and you walk towards them. 
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Streets of value 
 

I’m going to continue the poker theme for a while and this week I want to show you how a 
negotiator can use a Street of Value. 
 
In poker a Street of Value is one betting round.  If you’ve got a good hand you'll hope to bet three 
times and get answered 3 times by an opponent who has a worse hand.  That way you’ve 
persuaded them to put money in the pot 3 times with an inferior holding. 
 
Here’s what a similar negotiation script looks like: 
 
“Thanks for that offer.  5% is a good start but we’ll need more if you want to get the contract.” 
 
“Good, I really think 8% is a step forward.  Thanks for the flexibility in offering more but I’ve got to 
say that even at 8% you’re not that competitive compared with the opposition.” 
 
“10%...now that’s a real step forward.  Thank you for that.  I can see that you’re really serious 
about winning the contract now...” 
 
We’ve used the Thank and Bank technique to get the value proposition increased 3 times from an 
original offer.  When you’re offered something go for 3 Streets of Value.  Get 3 increases in the 
offer.  Thank them and Bank them and go for Value, Value, Value. 
 
Do it nicely, politely and with a smile and money will enter your life. 
 
 


