
Sunday morning writing this wearing my fleece...early morning is getting a bit cold now and Autumn has arrived.  The 

Oak trees outside are dropping their leaves and the sun is much lower in the sky. 

 

I said goodbye to my house guest, Nick, this week.  We’ve travelled 8 weeks together with another couple of weeks in 

Cape Town and now I’m back on my own and life is back to normal...normal that is except that Sue is in London on a 

contract and we’re living at opposite ends of the earth at the moment.  God bless Skype! 

 

It’s time to get down to work and I was talking with a Dutch friend this week about writing a new negotiation book.  If we 

can’t find a publisher we’ll do it ourselves and are planning to use www.fastpencil.com which is a site I recommend if 

you think you’ve got a book in you.  I’m still waiting to hear back from Rough Guide about my book proposal.  I don’t 

think I’ll be successful so that might be another self publish job. 

 

I’m looking to take on an intern to help with marketing and website work.  It’s surprising how few there are of any merit  

despite what you hear about the job market in SA. 

 

Eugene Terreblanche died this week.  It was not a good week for South Africa with polarising views on both sides of the 

race spectrum.  Zuma for once did the right thing and he gets credit for banging some heads together.  There are plenty 

of tickets spare for the World Cup….why don’t you come on down. 

 

Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com 
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This week we used, read, visited, played with... 

The Ipad got launched this week and the initial negative comments may well have been overcome with 

positives.  Apple are now the 3rd largest company in the US...Steve Jobs seems to walk on water. 

I don’t know if I told you that my MacBook Pro now has a cracked screen but at $1000+ to replace it I’ll 

just plug it in to the second monitor.  How can a replacement screen cost so much...it’s a bit like a spare 

wheel on the Nissan costing $1800 and yes that’s not a typo...and that’s without the tyre! 

I use Iphoto for my pics but want to be able to transfer them to a website.  I know about Picasa but if 

there’s any other sites that do the job I’d be glad about some advice.  That way I can publish the pics 

from the trip. 

(04-08) 22:49 PDT JAKARTA, Indonesia (AP) -- 
 
A Thai man has been released from an Indonesian prison after spending three extra years behind bars because of a 
typo in his paperwork, a report said Friday. 
 
Kamjai Khong Thavorn, 53, should have been released in 2007 after serving a 20-year sentence for heroin possession 
but a clerical error wrongly stated his first year in prison as 1997 instead of 1987, the Jakarta Globe reported. 
Kamjai was released Thursday after he told Indonesia's justice minister of the mistake during a chance meeting on the 
minister's tour of the maximum security prison in Central Java, it said. 
 
"We realized the mistake that was made, so he was released unconditionally," the prison's warden, Sutrisman, told the 
newspaper. 
 
Kamjai has been taken to the Thai Embassy in Jakarta, the warden said. 
 
Officials at the justice ministry and prison could not immediately be reached for comment Friday. 
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Value 
 
The Ipad was launched this week and by all accounts it looks lovely...brushed aluminium...and it 
handles video brilliantly and is great for games and email and apps. 
 
That sounds fine but at this stage I can’t see enough utility...even me!...to think about buying it. 
 
Let’s just say that I’m a value based customer and until I can see that the value it creates...and 
fun is part of that leisure value calculation...then I’ll hold off from buying it. 
 
I was pitching some training recently and I was trying to do the same thing...convincing the client 
that what you get was worthy of the investment. 
 
If you’re a seller then you must be able to have a value based statement ready for a client.  If you 
can’t convince any potential buyer that the investment will create more value than cost then 
you’re not going far in this business. 
 
Value is your life blood. 
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Don’t get angry... 
 
You often get to negotiate with some pretty unpleasant people...people you don’t like much 
and people who you wouldn’t invite round to dinner. 

 
So what’s new? 

 

Your job isn’t to make them a life long friend but to separate them from their cash. 
 

So if we’re going to uplift some cash from the opposition then we can’t make them feel 

uncomfortable and make them unwilling to do business with us. 
 

I’ve learnt a few scripts that work well… 

 
“That’s certainly an interesting comment...but I’m not sure I share your analysis 

completely…”(You’re a nitwit). 

 
“You’re a hard man...I’m much more sympathetic in these cases…” (Stalin was more friendly 

than you). 
 

“I’d just like to rerun those numbers in my machine...I may have made a mistake…” (You’re a 

thief.) 
 

“Can we just take a time-out...I need to check something with the guys back at base…” (If I 

stay in this room any longer I’ll explode.) 
 

I think you get the point. 

 
 

 
 

 

 


