
Sunday morning in Cape Town...Winter has set in.  Lost a bit of the roof in the winds this week...it was blowing a 

gale...and then with the day it’s lovely and sunny.  Almot like being in England. 

 

Got the green light this week on my new book on Internet Negotiation and it’s time to start building up the template and 

the chapter structure.  I’m writing it with a colleague in The Netherlands so it’ll be a task of some complexity to get the 

version control sorted.  I want to try to use Fast Pencil...I mentioned it a few newsletters ago. 

 

So the UK election is a stalemate and the negotiations have begun.  Now you’ll understand why I keep well away from 

political negotiations.  I much prefer the commercial arena of buying and selling but I can’t help but think it’d be nice to 

be a fly on the wall.  From a political point of view the Tories and the Lib Dems will make very strange bedfellows if they 

form a pact.  History tells us two things...that the Lib Dems have a stronger bond with Labour and that the duration of 

the alliance is probably likely to be measured in weeks rather than months.  What odds another election later this 

year...and what odds a new leader of the Labour party. 

 

The SDI business is turning a corner and activity looks better as 2009 very happily gets forgotten and 2010 seems a 

whole lot more positive for business in South Africa. 

 

All the usual sport to watch and only 5 weeks to the World Cup.  I’ve got a spare bedroom if you’re looking for a high 

priced place to stay…(just joking...well why should I be different from the rest of Cape Town hotels.) 

 

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... 

The electrician came and inspected my earth leakage.  I have no technical understanding of what earth 

leakage is and quite frankly I’m very happy remaining ignorant on the subject. 

Unlimited usage internet has come to South Africa...just like the rest of the world.  I have a 20 gig cap 

each month but I’ll be phoning my ISP this week to ask them what sort of deal they’d like to offer me to 

prevent me moving to someone cheaper with no cap. 

Exploring e-books again.  It’s the way of the future...and I’ve a travel book in my mind that would do just 

brilliantly on an Ipad that you could read on your travels.  That’s where e-books can really score.  

They’ve sold over a million Ipads already...it’s outselling Iphones...which are in South Africa at a price 

approximately 5 times more than the UK...so I won’t be buying one anytime soon. 

(05-06) 12:22 PDT SEOUL, South Korea (AP) -- 

A South Korean woman who earned a driver's license after 960 tries is ready to buy a car and get behind 

the wheel. Yonhap news agency reported Thursday that 69-year-old Cha Sa-soon passed the driving 

part of the test last month on her 10th try. South Korea requires a written test first, and Cha took it nearly 

daily since April 2005 before passing last year. 

Yonhap quoted her as saying she wanted to buy a small secondhand car to visit her son and daughter 

and for her business selling vegetables. 

Repeated calls seeking comment from her went unanswered. 

Officials at the drivers' license agency in Jeonju, 130 miles (210 kilometers) south of Seoul, were 

not available for comment. 
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Friends and neighbours 
 
So how do you break into large corporate selling? 
 
One way...and it’s a way that many of my SDI folks in South Africa are employing is the use of 
personal contacts to develop and entry into a company. 
 
Everyone knows people who work in large organisations.  Our task is to use those folks to get us 
into the HR office, Sales office or wherever we need to be.  They’ll have a contact and we can 
then get a warm lead into that potential customer for a short meeting...which is all we need to get 
our first foot in the door. 
 
Don’t despair if large corporates seem to be beyond your scope.  Try to find a Trojan Horse to get 
you through the gate and then it’ll be a whole lot easier. 
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Compromise 
 
I guess we should say a few words about the horse trading currently going on in the UK 
Parliament as the political parties try to real a deal. 

 
Each side is likely to have to compromise to reach a deal.  Let’s remember our definition of 

negotiation: 

 
“ A process of movement to reach an agreement perceived as fair by both parties.” 

 

So at the moment they’re trying to get the movement going. 
 

The problem...and this is why I stay away from politics is that the negotiation isn’t between 

two primary negotiating teams.  There are all manner of third party influences here...and 
these people have to be satisfied and ratify the agreement. 

 

In the Liberal case the deal has to be agreed by the membership so woe betide the 
negotiating team if they don’t come up with something that suits the members...irrespective 

of what they agree with the Conservatives...and of course the electorate are just innocent 
bystanders in this process. 

 

Give me buying and selling any day. 


