
Sunday morning in Cape Town...still bright and sunny...but the wind puts an edge on the weather... 
 
This is the last newsletter of the year and for the hardy souls who’ve been with us for over 10 years and 500+ 
newsletters I wish you a very happy Christmas and a peaceful and prosperous 2011. 
 
2010 has finished better than it started in this part of the world and there are a few green shoots of economic activity to 
suggest that the worst of the recession is over and we’ve every reason to look forward to progress on the negotiation 
and sales front and the SDI front as well. 
 
We finished collating the 500 negotiation tips this week and we’ll be publishing them in the new year in e-book format 
and it’ll be formatted for the iphone and ipad as well.  We’ll do 500 sales tips after that in the same manner.  I’ll try to 
make it affordable for people who’d like a daily dose of negotiation “wisdom” on their various machines.  There’s no 
point in trying to get the idea traditionally published these days when I can do it myself cheaper and with more flexibility. 
 
Let’s talk about cricket...and “oh dear, oh dear, oh dear” we say to our Aussie friends who couldn’t buy a cricket team at 
the moment.  Maybe England could let them have 3 innings in Perth to try to even it up a bit.  I’m going to crow a lot 
here because when you’re a Brit sports fan you don’t get much to crow about...although I’ve just seen Aamir Khan do 
the business in Vegas. 
 
So that’s it...time for a visit to Stellenbosch and a glass of Rust En Vrede. 
 
Enjoy your week... 
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Value creating reading for business professionals 

December 12th 2010 

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

All my stuff arrived this week...books galore and I’ve now got my travel section and poker book shelves and negotiation 

section supplied with the best books on the subject.  Just management left to transport on the next consignment...and 

the rest of the DVDs. 

Watched Trevor Noah this week on a vid.  He’s a SA Chris Rock and his stageshow is excellent.  You can check it out a 

bit of it on youtube...http://www.youtube.com/watch?v=6piqr-dOUP4. 

Lastly...if you’d like to see what entertains young poker kids and you’re an xtranormal fan check this out:  

http://www.youtube.com/watch?v=YN2260WELCw 

There’s some adult language but it’s a hoot...well I think it is! 

  

(12-10) 08:03 PST SEATTLE, (AP) -- 

Diego was a model passenger, sitting quietly with seat belt buckled, never fidgeting. But it was the huge, unblinking 

eyes that made a Washington state trooper suspicious. 

The state patrol says troopers were stationed Nov. 29 along an Interstate 405 onramp, pulling over people who were 

driving in the high occupancy lane with only one person in the car. That's when the odd "passenger" drew one trooper's 

notice. 

The patrol says the trooper stopped the car and found the driver had placed a stuffed Diego doll from the Nickelodeon 

children's show "Go, Diego, Go!" in the front passenger seat. The unidentified driver said he was late for work so he 

drove off with his daughter's doll so he could use the HOV lane. 

The driver was cited for the HOV lane violation. 

 

Searching for value 

Zog 

Our mascot 
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Wine 

I enjoy going to wine tastings and if the stuff is decent I buy a bottle or two.  Here are two 
recent stories. 
 
At the Edgebaston tasting I bought 6 bottles and they said they’d send me an invoice and 
only when I’d paid it would they send the wine to the cafe where the tasting took place.  A 
couple of days later I got the invoice by e-mail and paid it directly.  Two days later I got a 
phone call asking if I still wanted the wine.  I told them I’d already paid and was waiting for it.  
A week later it’s still not arrived and I’m going to have to chase them up. 
 
At the Goose wine tasting I bought 3 bottles of port.  Two days later it was delivered to my 
house.  I asked the delivery man about the invoice and he said not to worry and that he’d 
email it to me and I could pay it when I received it. 
 
Now...ask yourself which company I’d rather do business with in the future...and it’s not a 
hard decision.  One company was efficient, personal and trusting and the other one wasn’t.   
 
Your customers are doing the same with you...they’re comparing you with the 
opposition...not just for the quality of the product but the service and human touch that 
accompanies it. 
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The only time that you should tell the other party your bottom line numbers is when you’ve 
reached them. 
 
“This is my final offer...I really can’t move from here on price….” is a fine script but remember the 
one golden rule: 
 
Never move on a final offer. 
 
Once you’ve uttered the fateful words your numbers must be set in concrete.  If you subsequently 
move then your credibility will be shot...and you’ll be on the slippery slope of...final offer, second 
final offer, next final offer and so on. 
 
Say what you mean and mean what you say. 


