
Saturday evening in Cape Town...pleasant enough and wintry...and a coin toss between a gas heater or a wood burning
stove to get me through the cold time of the year.

Long term readers will know about Chateau Beasor in Cabourg.  Well...after nearly 20 years of happy ownership we
sold it this week to our neighbour.  Sue went to Paris to do the signing and we say “goodbye” to France with some
sadness but there’s little point in owing a holiday home that you never visit.

Last Saturday there was joy unconfined in this household as Millwall won at Wembley and got promoted.  I wish I could
have been there but you can’t watch Millwall in South London and the Stormers in Newlands on the same Saturday.

The World Cup starts this week and South Africa is largely closing down for the duration.  The kids are home from
school and nobody is planning much for the next 4 weeks.  I shall, of course, watch England with great passion and get
out my vuvuzela and makarapa when Bafana Bafana are playing.  I’d buy an SA shirt but I just can’t bring myself to
wear bright yellow!

Am having a Go To Meeting call this week.  For some colleagues and clients it’s replacing Skype and all the time online
meetings just get more and more frequent.  Had a 90 minute chat today to a colleague...face to face...UK to SA...and all
free on Skype.  Combine it with Mikogo or TeamViewer and you’re doing well for free.

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 want to tell you about Nitro PDF software this week.  I’ve just downloaded a 2 week free trial and it’s a
really great way to turn a PDF file into a Word file.  I receive many PDF files with artwork I’d like to save
and this way I can capture the artwork and then put my own words in.

There are lots of programmes now on the internet for editing PDF files and the one programme to avoid
is Acrobat...avoid that is unless you have money to burn.  Adobe programmes are ruinously expensive
and that's why I gave up on InDesign and use Publisher instead.

People used to think that a PDF file was non editable...well, it ain’t non editable any more.

Be aware that Nitro can be a bit flakey so take the free trial and see if it works for you.  Once you’ve
converted your first PDF you’ll be off and away.

(06-03) 06:45 PDT LONDON, United Kingdom (AP) --

British Airways has apologized for a picture in a company magazine that showed a boarding pass in the
name of Osama bin Laden.

The company said Thursday that the image of the fake boarding pass appeared in LHR News, a
biweekly publication for British Airways employees at London Heathrow airport.

"A mistake was made and we are working to find out how this occurred. Apologies for the error," British
Airways said in Twitter messages replying to Tweeters who raised the issue.

Bin Laden, who is thought to be hiding near the border between Pakistan and Afghanistan, is accused of
being behind the Sept. 11 attacks in the U.S., as well other terrorist acts.
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Buying a loft conversion
Had a man in last week to measure up the loft for a potential conversion.

I was a little worried that I might be getting the hard sell and I think of lofts the same way as I think
of fitted kitchens and double glazing but I was pleasantly surprised.

He measured up...asked a lot of questions and to my surprise even gave me a quote...not an
estimate...before he left.  No hard sell and no closing techniques.

He called 6 days later to ask for a decision and we had a pleasant chat.

He has very definitely made the sale.  He’s sold it to me...and all we need to do now is negotiate
the price.

Remember:

Selling asks if the product fits your needs.
Negotiating discusses the price and terms and conditions.

They are very different animals and you shouldn’t get them confused.  I gave the gentleman a
copy of my negotiation book, “Great Negotiators” so it’ll prepare him for what he’s got in store
when I call him back and explain to him that although he has got a great loft conversion package
on offer we need to have a small conversation about the price if the deal is to be agreed.

Tally Ho!
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A long time ago...
I was talking this week about the time when I first started exploring the world of negotiation
with a consultancy that I used to work with.  This is around 20 years ago.

They taught a very high octane leverage based approach where threat was the key
persuading tool.  They could do this because they were a purchasing shop and most of the
time they worked on the principle that the seller needed to sell to you rather more than you
needed to buy from them.

This is most often the case except where you’re dealing with Microsoft, SAP and a whole host
of monopoly and quasi-monopoly suppliers.

When that happens then threat goes out the window very quickly.

20 years later I’m now relegating threat way down the list of tools to use and relationship
negotiation is now much more important.  There are, of course, many different ways in which
a business relationship can be played out but every deal we do has to sit within the context of
some sort of relationship...long or short...important or routine.

Threat will give you a type of advantage but it can create terrible animosity and resentment
and that can be very bad for business in the long run.

We need great deals and great relationships...come on a training course and I’ll tell you how
to achieve it!


