
Friday morning in Virginia.  I’m flying back this afternoon and it’ll take the thick end of 24 hours so I’m taking the 
opportunity of a bit of hotel downtime to do this update early. 
 
I’ve had a really enjoyable and powerful week.  The training course I sat in on was called “The Leaders we need (with 
Strategic Intelligence) and Michael Maccoby is the gentleman who invented the term.  He’s now in his late seventies 
and still has enormous vigour and energy.  SDI readers will be interested to know that he worked closely with Erich 
Fromm and co-authored a book with him.  He also worked with Skinner (of rats fame).  It was a pleasure and really an 
honour to be in his company for 2 days and I’m looking forward to taking this material back to South Africa. 
 
Had a couple of days of leisure time in DC and visited the National Mall.  It’s a place I’ve seen before but I always enjoy 
being there.   
 
Did the usual shopping and caught up on a stack of gadgets and software...along with the good value clothes that I 
always buy in the US. 
 
I was surprised how much people are talking about the economy here.  It seems that the housing downturn has really 
left a scar and the debts and unemployment are going to take a while to clear.  Ironically I’d say that the feeling among 
people was probably more positive in South Africa...and that’s really saying something. 
 
Lots to do next week...a whole stack of phone calls to catch up on...I’ll be at my desk in Cape Town for most of the 
week if you’d like to get in touch. 
 
Enjoy your week with three tips as usual...with the SDI tip on www.sdisouthafrica.com (and sorry for the delay there...I 
need to get my act together on that website...and I’ll repeat it again this week with the hope of fixing it next week!) 

Sunday morning in... 

and finally... 
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Value creating reading for business professionals 

September 26th 2010 

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

I’m now the proud possessor of a Kindle and mighty pleased I am with it.  It really does what it says on the tin and I was 

able to go from browsing the Amazon website to reading the book on the Kindle in about 2 minutes...and I’m not 

exaggerating.   

It seems to me that if you publish a book in the future the e-book version is going to be just as important as the paper 

copy.  This is the direction I want to take with my new work on Internet Negotiation and the package of my negotiation 

tips. 

Walmart has taken a turn for the better and it’s no longer the Spartan warehouse that it used to be.  Made the usual 

journeys to BestBuy, L.L. Bean and Macy’s and had some software delivered to the hotel. 

If you go to the US don’t forget that you can still shop online and get it delivered to your hotel.  I do this now routinely. 

(09-18) 20:44 PDT KUALA LUMPUR, Malaysia (AP) -- 

Police say a burglar broke into a house in Malaysia to steal watches and jewelry then fell asleep with his loot on the 

owners' couch. 

The Star and the New Straits Times report when the owners returned to their home in northern Penang state Saturday, 

they were shocked to find the living room in a mess and a man napping upstairs. The loot was worth some 10,000 

ringgit ($3,200). 

The burglar woke up and escaped through a window but was arrested nearby. The 42-year-old man has not been 

charged yet. 

Gan Kong Meng, a Penang district police chief, confirmed the incident. He said Sunday that the family was returning 

from holidays but did not immediately give more details. 
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I’ve done quite a bit of shopping this week and it’s fascinating to see how the stores position 
themselves in the market place. 
 
If you want to buy electronic gear then BestBuy will do the job.  It’s a museum of the latest 
gadgets and the staff are hugely knowledgeable.  Prices are competitive but it’s not a place aimed 
at the bottom end of the market. 
 
Walmart aims at a much more price sensitive customer and if you’re prepared to buy a model 
that’s just been replaced then Walmart will sell it at a very competitive price.  It’s not the cutting 
edge and the experience is a bit more down market than BestBuy but the value is obvious. 
 
Fry’s in a huge electronic warehouse.  It specialises in nothing but.  If you want to buy something 
a little obscure then Fry’s will stock it and you can get lost in the place...it’s huge.  You pay a 
premium for the large stock and the selection isn’t always of the latest but the amount of stock it 
carries means that you’ll rarely be disappointed. 
 
Then there’s Amazon...which is online.  It undercuts all of them on price and if you know exactly 
what you want and are prepared to navigate the website then this is where you’ll get the best 
value. 
 
Ask yourself how you position yourself in the marketplace and what proposition you’re presenting 
to the clients and customers.  This focus should then permeate the whole of your selling and 
marketing effort. 
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After a week in the US I guess I should give you a negotiation tip based on my experience there. 
 
I talked to a lot of people this week about business and the economy and many people are genuinely 
worried about surviving this downturn. 
 
Value has never been so important and everyone seems to be downsizing, or downscaling their needs and 
their budgets. 
 
It must be a productive time for buyers because this is exactly the sort of environment where they can show 
their worth.   
 
So...let’s now focus on understanding the economy and its influence on the market place.  Commodity 
prices are high...gold is at a high...and the dollar is weak.  You can’t operate in this environment without 
knowing this and having this information at your fingertips. 
 
The Rand is booming...bad news for South African exports...and BlockBuster went into Chapter 11 this 
week and the future for Vid renting looks bleak. 
 
I talk about market knowledge endlessly on my training programmes.  You can’t be a commercial negotiator 
unless you really know your market place.  There’s no alternative. 
  
 


