
Sunday morning in Cape Town...the sun is shining, the birds are singing and it’s wall to wall blue sky...feels like 
Summer. 
 
It’s been a good week and I managed my first two online training sessions.  It was a bit of a performance getting used to 
the software and the internet connections weren’t fast but we got there and it’s the first step in a long path. 
 
Here’s a deal if you’re interested.  I’ll give 5 people a free 30 minute conversation each online on a business or 
negotiation topic.  It’ll give me a chance to trial my software.  If you’ve got a business issue that needs some help then 
let me know and we can get some time organised. 
 
Went to the rugby at Newlands last night and Western Province absolutely hammered the Cheetahs.  Should be a great 
final in two week’s time.  Shame it’s in Durban and not Cape Town. 
 
Off to the UK tomorrow for 2 weeks.  We’ll be doing some packing and organising to get more of our UK stuff down 
here.  Flying Virgin for the first time in a long time...be good to compare it with SAA.  I’m flying on air miles but the cost 
is still horrendous.  Air miles certainly aren’t free, that’s for sure. 
 
Enjoy your week... 
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Value creating reading for business professionals 

October 17th 2010 

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

I’d like to recommend a book I’m reading called “Lost Vegas”.  It’s a fine book about the seedy side of LV life.  It’s well 

written by Paul McGuire.  I downloaded it from lulu.com.  It’s a very lively Technicolor story of a visit to LV by him five 

years ago.  Recommended. 

In my endless search for good free software I’ve found Defraggler and CCleaner.  It seems almost unreal that software 

this good is available for nothing.  If you want to degrag your hard drive and clean up the rubbish on your PC then these 

two programmes will do it FOC. 

 

 

(10-15) 11:13 PDT Rockford, Mich. (AP) -- 

A southwest Michigan couple shouldn't have too hard a time remembering their children's birthdays. After all, it's as easy as eight, nine, 10. 

Or more specifically, 8/8/8, 9/9/9 and 10/10/10. 

 

Chad and Barbie Soper's three kids were born on those dates. The most recent, Cearra Nicole, was born this past Sunday. 

Barbie Soper, 36, said she often is asked whether the couple manipulated the birth dates. The answer is no. Well, sort of. 

The Sopers' first child, Chloe Corrin, arrived exactly on the couple's due date. But the second baby, Cameron Dane, was born with induced 
labor ahead of the Sept. 20 due date. 
 
Cearra came early because Soper's physician wanted to prevent potential health complications. The original due date was Nov. 4. 
"At some point, probably 20 weeks into the pregnancy, we decided it was better for her to deliver early," Dr. Andrew Van Slooten told The 
Grand Rapids Press. "There is this window we had. We definitely had the option to shoot for that (Oct. 10) day and did. 
"But it wasn't like delivering her three weeks early just to hit that date." 
 
Soper told the newspaper she's excited about her children's unique birth dates and that they "all get to share in it." 
The big question, though, is: What are the chances of an 11/11/11 baby? 
 
"Definitely no," Soper said. " ... We wanted three, and I'm glad we have that." 
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Regular readers will know that I’m the SDI distributor for South Africa.   It doesn’t matter if you 
don’t know anything about SDI...here’s a quick overview...and I mean very quick about how we 
use it to categorise buyers and sellers. 
 
Blue...these are relationship buyers and sellers.  They believe that people are the key issue in 
buying and selling. 
 
Greens...these are the buyers and sellers for whom details, contract and expertise and 
knowledge is more important. 
 
Reds...these are the buyers and sellers for who the challenge is the greatest element.  They’ll be 
aggressive deal makers and will won’t to get the agreement fast. 
 
Hubs...these are the buyers and seller for who options and flexibility are important.  Don’t be too 
quick to close out a Hub. 
 
Of course nobody fits perfectly into just one box...we’re all blends and combinations but it does 
give us a starting point and experience tells me that trying to understand the other party and how 
they think and behave is a massive step forward in the buying and selling process. 
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There’s a timeliness about a deal that makes the scheduling so important.  Living in Cape Town I remain 
shocked at the way in which people let business deals hang and don’t get to the nub of the matter in a 
timely way. 
 
I’ve got several examples of deals that have just withered on the vine because of the lack of urgency. 
 
Generally speaking...if a deal’s worth doing then it’s worth doing it now while the mood is good and the iron 
is hot.  Not every deal can be closed out in one meeting but even if it takes several meetings the we should 
get on with it now. 
 
Don’t let your deals gather cobwebs...especially if you’re a seller. 
 
 
 


