
Sunday morning in Cape Town...sunny but cold...that’s cold for Cape Town not anywhere else. 

 

So the UK has got a new Prime Minister...in fact it might even have two...if you count Cameron and Clegg.  There’s a 

Tweedledee and Tweedledum element to these guys...or if you wanted to be unkind a Frankenstein meets Dracula 

partnership.  Historically the Tories and the Liberals were about as far apart as could be...now they’re sharing a 

government.  It’s wonderful what a sniff of power will do. 

 

Started the book this week...scoped out the framework and looked at the chapters.  I’m very happy to share ideas on 

the subject of internet negotiation so if any of you have any comments, stories, experiences you’d like to discuss then 

fire away and we can talk about it. 

 

The Stormers won, England won and hopefully will win again this afternoon.  Millwall drew and are in good shape for 

promotion.  Sport has a positive element this week if you’re a Brit.  If you’re a Saffer then you can bemoan the rubbish 

performance of your cricket team.  I’m always happy to share that conversation! 

 

Time for selling this week...clients to meet and sales plans to draw up. 

 

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... 

I’m now an MWeb customer for my internet.  It was almost easy...until the outgoing ISP took the hump 

and was uncooperative about the farewell.  It’ll make a great sales tip this week. 

I think I’m going for a belt and braces approach and I might take out a small subscription with a 3G 

service so that I’m not hostage to any one supplier.  Things are loosening up in SA but it’s not quite the 

UK or US yet. 

Lost a bit of the roof in the rain and wind this week.  The insurance company seem pretty fast which is a 

surprise given the surly nature of the sales rep who I have the misfortune to deal with.  I now know what 

a barge board is...but I don’t feel any wiser as a result. 

 

(05-11) 17:22 PDT ATLANTA (AP) -- 

Two gospel singers are facing multiple charges after authorities say they played uplifting music for 

several Georgia churches, then stole some $100,000 worth of speakers, microphones and other musical 

equipment. 

Washington County Sheriff Thomas H. Smith said Tuesday that 28-year-old Deshawn Rico Thomas, of 

Augusta, and 28-year-old Rico Pionegro Blackshear, from Dublin, have each been charged with nine 

counts of theft by taking and nine counts of burglary. 

Smith says authorities had been investigating nine break-ins at churches in central Georgia over the past 

several months. He says a tipster told authorities the pair might be linked to the break-ins and 

authorities executing a search warrant found musical equipment in the men's homes and cars. 

Neither man had a listed phone number. Thomas said he did not know if they had attorneys. 
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A sweet farewell 
 
I changed ISP suppliers this week and it should have been pretty easy...you cancel one and 
activate the second. 
 
It should be easy but only if the outgoing supplier cooperates.  If they take the attitude that 
suggests that because you’re moving your business they really don’t care about you any more 
then bad things happen. 
 
Here is a list of the bad things: 
 
I already have other business with them.  Hmmm....but not for long. 
I’ve already told many people about their poor attitude and every friend I’ve told has many other 
friends. 
I might want to go back should the new supplier be disappointing.  That certainly won’t happen 
now. 
Why be miserable when you can be reasonable.  We could have parted friends but not now. 
 
So there you go.  I did actually feel quite positive towards them and was moving purely on price 
and I did give them a chance to compete but they refused. 
 
“They could have been a contender”...to misquote Marlon Brando. 
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Competing on price 
 
I’ve changed ISP suppliers. 
 

The competitor was offering a much better service at about half the price so it was a           
no-brainer but nonetheless I did give the incumbent supplier the chance to compete as I’d 

built a good relationship with them and changing internet connections is not always an easy 

task. 
 

I wouldn’t say that it’s such a great moat and that I can’t change easily but I would  have 

stayed if they’d competed and they didn’t even have to match the price...any decent 
movement would have been acceptable. 

 

They said, “No,” so the conversation ended there. 
 

The learning point for negotiators is this.  I didn’t give them a threatening ultimatum...a “take 

it or leave” offer.  In fact I spoke with some sadness to them and said I was disappointed that 
they didn’t want to compete and I would reluctantly have to move.  Key words are: 

 
Sadness 

Disappointed 

Reluctant 
 

I never threaten people...it’s counterproductive and unpleasant.  If I want to try to create 

some leverage I use softer words that cloak the tough outcome and don’t create animosity.  
That’s always the intention. 

 

Threatening negotiators are poor negotiators. 


