
Saturday morning in Cape Town and we start the new year in the middle of Summer with temperatures 

in the 30s Celsius as opposed to leaving England on Wednesday where temperatures were in the 30s 

Fahrenheit. 

 

Welcome back to a new year with the newsletter.  Let’s all hope for a successful and happy 2010.  For 

many members of this network 2009 was a very tough year and I trust we’ve turned the corner. 

 

This is traditionally a time to set targets and plan ahead and I’ve got 3 major issues to deal with:  growing 

and developing the negotiation and sales consultancy and video library, continuing the movement of the 

SDI business in South Africa and lastly planning an Africa trip that starts in around 2 weeks. 

 

With a long standing friend we’re driving from Cape Town to Nairobi and back.  It should take around 10 

weeks and will give me a chance to get to a whole host of new places, especially Zanzibar, Kilimanjaro, 

Ngorogoro and Selous.  I’ve had this journey in mind for some time so do, please, be flexible if I’m late 

with updates and they’re a bit thin.  We’ll be  stopping off at internet cafes and finding hook ups so I’ll try 

my best to keep in touch.  More of this later. 

 

Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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Value creating reading for business professionals 

January 10th 2010 

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

Great time in the US.  Came back with a whole host of books and electronic equipment.  Bought a 

converter so that I can run electrical equipment from the car.  I’ve always wanted to be able to recharge 

the computer battery from the car power socket.  Should be handy. 

I’ve enjoyed all of the Malcolm Gladwell books and I bought his latest, What the dog saw,  and it’s in line 

for a read along with a book on internet and email communication.  I’ve been talking with a colleague in 

The Netherlands and it’s stimulated me to think about designing an internet negotiation training 

programme. 

Watched England comprehensively frustrate South Africa at Cricket this week.  What a hoot...and it does 

show that a draw can be a very honourable result in sport. 

(01-04) 17:53 PST Toledo, Ohio (AP) -- 

Police say an Ohio woman punched through a McDonald's drive-through window because Chicken 

McNuggets weren't available. Police were called Friday to the restaurant in Toledo. 

Police say 24-year-old Melodi Dushane was treated for injuries, then jailed. She pleaded not guilty to a 

vandalism charge. She was released on a recognizance bond and ordered not to have contact with the 

restaurant. The phone number for her home address isn't listed. 

A manager at the McDonald's declined Monday to discuss the incident. 
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Barnes and Noble 
 
If Barnes and Noble had a fan club...I’d join. 
 
For those of you who don’t know they’re a US based book shop...large shops...generally 
competing with Borders. 
 
I’m so much the target market it worries me.  They should have a Tom Beasor memorial seat in 
their branches...I’ve spent so much time in them. 
 
The atmosphere is friendly...great knowledgeable staff who know about books, time to browse 
and read magazines and a Starbucks cafe.  I’m finding that I go to their coffee shops as a 
destination in its own right. 
 
Selling books is a tough business.  Margins are low and the fixed costs are enormous but if you 
can connect with your client base then you’re on a winner. 
 
Businesses can offer more than merchandise and trading and if you create a club or community 
feel and make the process pleasant then you’re on your way.  If you compare them with Walmart 
you’ll see a totally opposite approach.  Walmart do have a club type loyalty scheme but they’re 
traders and nobody ever thought the stores were anything more than functional.  Nonetheless 
they’re hugely profitable and it proves that there’s more than one way to sell a book...either piling 
it high and selling it cheap in Walmart or offering a comfy chair and a cup of coffee in B&N. 
 
You choose. 
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Honesty 
 
So what do you do if somebody gives you too much change at the till?  Do you give it back or 
put it in your pocket and think it’s your lucky day. 

 
Are you morally...or legally...obliged to give it back?  That’s your choice. 

 

Here’s my choice.  You must never lie in a negotiation.  Always tell the truth.  First of all, it’s 
the right thing to do.  Second...because it’s good for business.  If people can’t trust you then 

there’s no deal to do. 

 
There’s nothing worse than a liar who gets found out. 

 

Now...we do live in the real world…and not telling lies doesn’t mean that we always have 
naively to tell the truth.  Many times we can refuse the question: 

 

“I’m sorry that’s confidential and I can’t give you that information.” 
“Do excuse me...I’m not at liberty to answer that question.” 

 
are obvious examples of scripts. 

 

I teach clients to remain honest at all times.  I’m happy with a little exaggeration from time 
to time...marketers call it “puff”...but there’s a limit to how far anyone can go.  Sometimes 

it’s just about finding the right words. 

 
And yes, I do give it back.  Most often people on tills are responsible for their own 

money...and you’re taking it from them not the company.  Believe me...I had to pay it back 

myself when I worked as a student on a till. 
 

 


