
Saturday lunchtime in Bangkok and while my mate, Richard, is schlepping round the temples I’m sitting in the air con 
and playing poker and catching up on emails.  The internet has just gone down so it’s newsletter time. 
 
Quite a week...two days in Singapore at the grisly Copthorne and two very excellent days in Bangkok at the Shangri La.  
I’ve stayed here before and it’s a fine hotel. 
 
I ran a course this week with Procurement as the theme and that’s why I needed support.  It’s just at the edge of my 
knowledge area and a bit of extra expertise certainly helps.   All in all it went well and later today we’re back to Sing to 
pick up the flight to CT. 
 
Next Friday I’m off  to Washington to sit in on a train-the-trainer SDI leadership course.  It’s at Fairfax in Virginia.  I’ll 
stay a couple of days extra to catch up again on the sights and do some shopping.  Got the flight “free” with air 
miles...but these free flights certainly are mighty expensive...taxes and airport dues notwithstanding. 
 
Nobody starved to death in either Sing or Bangkok.  I’ve written it up as a sales tip. 
 
By the way...issue 500 next week.  That’s over 10 years of writing this newsletter.  Now...where were you 10 years 
ago!!! 
 
That’ll do for now...the internet is back on and I can feel a hand of poker coming on. 
 
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 

September 12th 2010 

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

Couldn’t bring myself to buy anything at Pantip Plaza in Bangkok.  I’ve got pretty much all the software I need so the 
pirate stuff doesn’t really mean much these days. 

I was hoping to buy a Kindle in the US next week but it seems that Amazon are having problems supplying them.  It 
looks as if I’ll have to wait a week or two and get them shipped out. 

The tea covered Mac is fully insured and that means a brand new MacBook Pro on the horizon.  How bad can that be. 

I’ll have to get my Ipod re-synced with all these new computers.  It’s really a problem  because the Mac Ipod won’t talk 
to the Windows Itunes and it gets even more complicated after that. 

Bought a cheap 2gig Walkman to talk to Windows podcasts as a back up.  Dinky little thing...just a memory stick really. 

 

(09-07) 07:59 PDT BALTIMORE (AP) -- 

Call it Zombies 101. 

The University of Baltimore is offering a new class on the undead. 

The course is being taught by Arnold Blumberg, the author of a book on zombie movies, "Zombiemania," and the 
curator of Geppi's Entertainment Museum, which focuses on American pop culture. 

Students taking English 333 will watch 16 classic zombie films and read zombie comics. As an alternative to a final 
research paper they may write scripts or draw storyboards for their ideal zombie flicks. 

The university isn't the first to have a class on the undead. Columbia College in Chicago has offered a course on 
Zombies in popular media for years, and at Simpson College in Iowa students spent the spring semester writing a book 
on "The History of the Great Zombie War." 
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A tale of two restaurants 
 

Had two great meals this week. 
 
The first one was in Singapore at the new Marina Bay casino.  There’s an “all you can eat” buffet 
which detained us for a couple of hours while we shamelessly worked our way through several 
plates of the oysters, sushi, sashimi...and I could go on...and I did! 
 
Four things to remember...it was very expensive...it was great quality...it was great value... and it 
was heaving with people.  
 
The second “restaurant” was a street stall in Bangkok’s Chinatown where we sat on the 
pavement, ate on plastic plates and dodged the rain under the canopies. 
 
Four things to remember...it was very cheap...it was great quality...it was great value...and it was 
double heaving with people. 
 
Think about a successful restaurant...there are four things to remember... 
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The status quo 
 
Talked to a lot of Thai people this week.  They were  a pleasant bunch  and the culture seemed more gentle 
than you’d  meet elsewhere...even in other parts of South East Asia. 
 
When we discussed changing situations and negotiating better terms they seemed to have difficulty with 
the concept of disagreeing with the other party and saying “no”...even ever so gently! 
 
Students of our process will know that if you can’t say “no” then you can’t negotiate because as our 
definition states:  “Negotiation is a process of turning a “no” into a “yes”. 
 
Accepting the status quo is to say “yes”.  It suggests that I’ll go along with what you want. 
 
I’m more of the mind that you don’t accept the status quo and that you seek to improve your position by 
saying “no” to the other party and then moving them to a place which is better for you...but at the same time 
does not jeopardise the relationship. 
 
So...in short...we want to change a “no” into a “yes” and get a great result founded on a solid relationship. 
 
Easy game. 
 
 


