
Sunday morning in Cape Town with the birds singing and $9 million to the winner of the World Poker Championships on 
the internet…. 
 
So...the US government is going to solve its deficit problems by printing money...which glorifies in the words “quantative 
easing”.  Wonderful concept...mess up your economy and then turn the printing presses on.  Mugabe tried it in 
Zimbabwe and the currency took a knock...like it disappeared.  Sell your dollars? 
 
Trying to do some long distance packing from London.  Sue’s arriving next weekend and we’re putting a pallet load of 
“stuff” to follow her down.  It’s rather cheaper than we expected...and it’s amazing what you can pack into 2 cubic 
metres...Let me tell you that it comes to a whole load of books...and there’s still plenty left for another shipment. 
 
I’ve finally embarked on the Online Negotiation book.  It’ll probably be in a graphic format like most of my work.  I find 
that it provides better learning and more enjoyment than a traditional textbook and there are plenty of them on the 
market.  We’ll look at emails, online meetings and planning and then combine it with some tips and online support. 
 
Sport continues apace...poor old Australian cricket...we are so sad...NOT.  Can’t wait for the Ashes and for next year’s 
rugby World Cup when the All Blacks will choke as usual and I can wear both my SA and England rugby jerseys.  
Where Rugby’s concerned I’m a real turncoat but with football only Millwall is the true faith. 
 
 
Enjoy your week... 
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Value creating reading for business professionals 

November 7th 2010 

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

I’ve caught up on the back vids of two of my favourite TV series...Entourage and Spooks.  Both are highly 

recommended and if you don’t know what I’m talking about ask your teenage sons about Entourage and then find series 

1 of Spooks and enjoy.  You won’t regret it. 

I’ve converted all of my Audible books into MP3 and that’s a wonderful bonus.  The software is available on the net and 

it gets rid of the digital rights issues with Audible and Itunes and lets you copy them.   After all I paid for them...It’s a bit 

like being told you can’t  lend your friend a book or a newspaper.  Even Kindle lets you share your newspapers and 

every day starts now with a read of the London Independent. 

 

 

(11-04) 18:01 PDT Lancaster, Pa. (AP) -- 

A central Pennsylvania man faces shoplifting charges after police said he tried to steal a pair of women's high-heel 

shoes by wearing them out of a department store. Lancaster police said 22-year-old Kyle James Eckman went into a 

store dressing room and put on a pair of size-10 heels then walked out without paying. He was stopped outside the 

store with his own shoes inside the shoebox in a shopping bag. 

Police said Eckman faces felony charges because of two prior retail theft convictions. He is being held on $50,000 bail. 

It was not immediately clear if Eckman had an attorney. 

 

 
 

Searching for value 

Zog 

Our mascot 

 

http://topics.sfgate.com/topics/Pennsylvania


      

     487 

 

One of my clients asked this week if I could change my billing system to fit into their payment 
processes.  It’s a bit of a bind but at the end of it all it means I’ll get paid so much more 
quickly...and how bad is that. 
 
You’d be surprised how many companies have totally inflexible payment and invoicing systems 
and when you ask a client “can you pay me more quickly” the reply usually involves Finance not 
being able to do it...or it’s not policy. 
 
It really doesn’t matter whether you are a buyer or a seller...the key issue is to make the business 
process more effective and maintain a good business relationship. 
 
Ask yourself who really runs your company.  Is it Sales, Procurement, HR etc...or is it Finance 
because that’s where so much of the power lies and like legal people they always have 5 good 
reasons why you can’t do something rather than 1 good idea about what you can do. 
 
Talk to your customers and ask them how you could improve your ordering, billing and delivery 
systems and then do something about it. 
 
If you’re a buyer then talk to your suppliers...they don’t bite! 
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I’m currently planning a new training course and what I’ll do is to put a hypothetical equation on a 
piece of paper: 
 
Inputs + Processes  = Deliverables. 
 
We start with the desired outcomes.  If this training course is a success then what will people be 
able to know and do and behave more effectively.  Once we’ve got that right hand side of the 
equation nailed down then we can start to design the training programme. 
 
A negotiation is identical. 
 
You can’t start negotiating until and unless you've worked out the deliverables and the outcomes.  
Once you’ve done that then you can start planning the meetings and getting the facts and tactics 
and the strategy organised. 
 
Don’t start negotiating at the beginning.  Start at the end and work backwards.  It’s the only really 
proper way to do it. 
 
 
 
 


