
Sunday morning in Cape Town...sunny and early Spring. 
 
This is a date that many people will remember for quite some time.  I remember where I was when the Twin Towers 
came down and that puts it in a bracket with when Kennedy was shot.  We have friends in this community in NYC and 
they are in our thoughts this weekend. 
 
Busy, busy week for me.  Three days in Jo’burg running a compendium course on Emotional Intelligence, Critical 
Conversations and Creativity.  It was a public programme so 20 people in the room from a wide background and it was 
well received. 
 
Stayed at Birchwood Hotel in Boksburg and it is a remarkable place.  I wrote a review about it on Trip Advisor and it 
seems plenty of people agree with me.  It is a large place and maybe the largest campus hotel/conference centre I’ve 
ever experienced.  I remember the Sheraton in Hunan but the only real competitor is the Venetian in Macau.  This place 
could have the largest campus acreage of any hotel in Africa and I’m not exaggerating...and I’ve got a couple of dozen 
golf cart journeys to prove it.  Nobody walks much there! 
 
The rugby world cup has started and it was a champagne performance by England yesterday...NOT.  The Bokke are 
playing this morning and if Wales beat them there’ll be wailing in the streets here.  This competition is a very big deal in 
South Africa, believe me. 
 
Enjoy your week. 
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Value creating reading for business professionals 

11h September 2011 

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

Downloaded a nice book on Emotional Intelligence on the Kindle this week…and my wife, who is more cost conscious 

got a Tale of Two Cities for free.  There are some surprisingly good free books on Amazon. 

Downloaded Office.org which is a free competitor to Microsoft Office.  The Drawing function contains an add-in that 

allows PDFs to be edited.  This is good software and it’s free so it comes highly recommended. 

 

 

(09-08) 07:38 PDT STOCKHOLM, (AP) -- 

A seemingly intoxicated moose has been discovered entangled in an apple tree by a stunned Swede. 

Per Johansson says he heard a roar from his vacationing neighbor's garden in southwestern Sweden late Tuesday and 

went to have a look. There, he found a female moose kicking about in the tree. The animal was likely drunk from eating 

fermented apples. 

With the help of police and rescue services, the 45-year-old Johansson later managed to set the moose free in part by 

sawing off tree branches. 

But the animal appeared confused and wandered into Johansson's garden, where she was still resting Thursday. 

Other neighbors in the Goteborg suburb Saro had seen the animal sneaking around the area for days. Johansson said 

the moose appeared to be sick, drunk or "half-stupid." 
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Overcharging 

 
I bumped into some overcharging this week.   
 
It never ceases to surprise me how much hotels charge for internet connectivity.  The rates 
are out of all proportion to the cost and represent monopolistic gouging. 
 
I also surfed a few books on Amazon and saw people selling “books” that are little more than 
cut and pastes from Wikipedia for $75.  This is almost fraudulent and can only be aimed at 
gullible people who don’t understand what they’re doing. 
 
Customers are not stupid...at least the ones that I train!  They can work out value for 
themselves and if you’re out of kilter they’ll avoid you...i.e. buy their own internet 
connectivity...and they’ll tell their friends and create a storm of unhappiness that will 
ultimately come back to bite the suppliers. 
 
It’s long term business that keeps companies moving forward.  If you take a short term 
opportunistic attitude then you’ll survive but you’ll never flourish and in the Amazon example 
you’ll be very close to getting shut down as a supplier. 
 
Take the long view and watch your business grow. 
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Protect the novices 

Not everyone is experienced in negotiation and there aren’t too many experts.  There are, 
however, a large number of people who think they know something about it but are very 
vulnerable to exploitation. 
 
I met some people this week who should never be allowed to negotiate commercially.  This is not 
a problem because they are not commercial negotiators and never will be but I was surprised at 
their lack of awareness. 
 
I remember negotiating a rent with a tenant many years ago.  I represented the landlord and after 
a robust negotiation the tenant agreed to a rent that bankrupted him within 12 months.  This cost 
me a great deal of money and was an education to me. 
 
The man was a novice and I should have protected him rather than exploited him.  The reason is 
that the “novice” was important to me and I should have understood that he really didn’t have a 
clue about market forces or rental values. 
 
It’s a difficult situation when you negotiate with novices who don’t understand the process.  First 
of all it takes longer to get them through the process and secondly you can’t be sure whether the 
process has any validity or whether the other party actually know what they’re agreeing to.  
 
If you do have newbie negotiators in your organisation be aware of what it could be costing you 
and how easy it is for the other parties in the deal to exploit their lack of knowledge and 
experience. 
 
Better still...send them to me! 


