
Sunday morning in Cape Town...showers...and then more showers. 
 
Interesting week writing and meeting people. 
 
I’ve found a way into a local school and we’ll be putting SDI on the curriculum for a pilot group.  I’ve been trying to do 
this for some time now and I’ve finally got an entry.  It’s been 25 years since I last entered a classroom in anger...should 
be fun...especially if I combine it with an Inset day for the teachers.  It reminds me: 
 
Those who can...do. 
Those who can’t...teach. 
Those who can’t teach...teach teachers. 
 
Now that’s not fair, I know, but I’ll be teaching teachers and that’ll be a hoot. 
 
I’ve now written 4700 words on the new book.  Hope that next week I’ll be able to claim some progress. 
 
Sport continues to amaze.  England beat Spain at football and South Africa murdered Australia at cricket.  It really 
doesn’t get much better than that. 
 
Off to Joburg in a December.  I’ll try to catch up with folks there.  Do contact me if you’d like a beer and a bite to eat. 
 
It seems that last week’s joke was universally reckoned to be the worst ever.  I’m sure we can do better/worse than that 
over weeks to come if we try hard enough. 
 
Enjoy your week. 
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13th November 2011 

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

Nothing new on the technology front.   

Looking at Amazon Prime as a subscription but it’s severely limited to US customers only and it’s not worth it for SA 

customers.  It can only be a matter of time before all TVs are wifi enabled and we’ll download vids straight on to the tele 

to watch.  That’ll be the end of all DVD rentals and like music it’ll exist in digital form only and shelf loads of vid DVDs 

will go the same way as libraries of books. 

I still like to possess books but my Kindle becomes more and more my portable library. 

 

A modern art installation valued at (EURO)800,000 ($1.1 million) was damaged after an overzealous cleaning woman scrubbed away a 

patina intended to look like a dried rain puddle, a Dortmund official said Friday. 

Martin Kippenberger's "When it Starts Dripping from the Ceiling" remains in place at the city's Ostwall museum, despite the damage 

sustained earlier this month when a cleaner scrubbed away the painted puddle beneath a rubber trough placed under a stacked tower of 

wooden slats. 

The work by Kippenberger, a German-born artist who died in 1997, was on loan to the museum from a private collector, who agreed that it 

should remain on display despite the incident, said Dortmund city spokeswoman Dagmar Papajewski. In the meantime, insurance adjusters 

are assessing the damage. 

It has not yet been decided whether the patina would be restored, or if the artwork would be left in its newly "cleaned" condition, Papajewski 

said. 

"It will be up to the collector to decide," Papajewski said. "We can't consult Kippenberger about it." 

Papajewski said the company that employed the cleaning staff had instructed them to stay at least 20 centimeters (8 inches) away from the 

artwork and it was not clear why the patina had fallen victim to the woman's scrubbing brush. 

Searching for value 

http://www.fastpencil.com/publications/1220-Negotiate-For-Value
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=6828&edition_id=9707
http://www.ashgate.com/default.aspx?page=637&calcTitle=1&title_id=3339&edition_id=5493
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Poker stats 

 
Regular readers will know that I’m an enthusiastic poker player and as you can imagine I 
enjoy analysing my game and results using some very detailed software. 
 
It allows me to pinpoint any leaks in my game and at the same time it shows me where I’m 
doing well so that I can build on that advantage. 
 
Sales people have exactly the same system...it’s called the P&L Account...profit and loss. 
 
If you take your sales figures then look at these numbers: 
 
1. Sales revenues against target/budget. 
2. Sales revenues against last year...weekly, monthly, quarterly, YTD (year to date). 
3. Sales volumes against the same  baselines.  Concentrate on product/service volumes 

and not just cash which can be distorted by price increases and inflation. 
4. Look at margins.  Check the trends on profit levels for each product in the portfolio. 
5. Look at the profitability of each client.  Work out where the profitable clients live. 
6. Look at costs against all benchmarks.  Costs should be going down in real terms...after 

you’ve allowed for inflation and currency movements. 
7. Check your moving averages over days, weeks, months to check for trends before they 

get to be a problem. 
8. Check your credit control numbers.  A sale is only a sale when it’s been paid for...until 

then it’s just a loan. 
9. Check your numbers against the competition.  What are you doing better or worse than 

them? 
10. Check your market share.  Is it going up or down and what’s happening to the market 

generally? 
 
That’s 10 to start with.  I’m sure you can find a whole lot more if you dig deeper into your 
business stats. 
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Where did you fold? 

One of the poker stats that I like to use when I’m analysing my game is to check where in the 
game play I actually gave up.  Was it early on when I threw my cards in or was it right at the end 
when I surrendered in the face of fierce opposition? 
 
Let’s apply this to a negotiation.  We ask the question:  “Where did if fail?”  We want to know what 
caused the deal to break down. 
 
It may be that we were dealt a bad hand and the game wasn’t worth playing.  I’ve seen many 
negotiations which didn’t even start because one of the parties couldn’t see any advantage in 
doing a deal. 
 
It may be that we looked at the cards and saw that they were weak.  If you’re playing a bad hand 
then no matter how hard you try you’re at a disadvantage.  Aces always beat Deuces so if you’re 
going into the deal with Deuces then you’d better spend a lot of time working out a winning 
gameplan.  Preparation and the understanding of the power balance is the answer to this. 
 
It may be that when the other side increased the betting we bailed out.  You may be negotiating 
with an implacable other party and they just won’t move and offer any flexibility. 
 
It may be that we went to the showdown but the other party had a better hand.  Sometimes you 
just have to accept that the other side is in a more advantageous position and you’ve got to find 
an accommodation with them. 
 
Sometimes you win...and in poker you get paid off and in negotiation we reach the right value 
proposition. 
 
Always keep a track of where you are in a deal...whether it’s cards or negotiation. 


