
Sunday morning in Cape Town...dull and grey, last signs of Winter, we hope. 
 
Quick trip to Jo’burg this week to Have a Nice Conflict.  It’s the launch of the programme and we had 8 people to try out 
the material.  It’s always a little difficult to test new work but the branding of the course is excellent and once I’ve 
blown out the cobwebs a couple more times we’ll have something very good to go. 
 
I don’t normally “advertise” in this newsletter but I won’t feel embarrassed to point you in the direction of  
http://www.haveaniceconflict.com/ 
 
Straight back into the classroom tomorrow in Cape Town with a writing programme.  You never lose those old skills and 
I’ll always be a teacher of English at heart and two days of business writing is definitely my home base.  It also means 
that I can drive to the client and not get on a plane. 
 
So what do South Africa and the USA have in common...well it’s 9-11 obviously.  The country is in mourning after 
narrowly losing to Australia and England are picking over the entrails and Wales were robbed by France.  Whoever wins 
this world cup will win a tainted trophy.  The refereeing has been poor and the focus has moved too much from players 
to refs. 
 
Nonetheless Western Province won yesterday and Lewis Hamilton races in an hour’s time.  The good thing about sport 
is that there’s always another game….a bit like business. 
 
 
Enjoy your week. 
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Value creating reading for business professionals 

16th October 2011 

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

I notice that the price of Kindle books is coming down.  I’m getting quite a lot to read for much less than $10.  This is 

excellent news and next time I’m in the US I’ll be returning with the new colour Kindle Fire. 

Lot’s of new free poker software to download.  I’m becoming a software skinflint...there’s just so much freeware around 

that buying stuff now seems almost too much of a luxury. 

  

(10-12) 15:22 PDT Danvers, Mass. (AP) -- 

Authorities in Massachusetts say a family that got lost in a seven-acre corn maze called 911 for help, apparently taking advantage of the 

police department's motto that says "We Want To Be Bothered." 

The maze at Connors Farm in Danvers has pathways totaling seven-miles long and can take up to an hour to navigate. 

A police officer and his dog entered the maze with a farm manager on Columbus Day to search for the disoriented father, mother and two 

children, including a three-weeks-old infant. The family didn't realize they had almost made their way out and were just 25 feet from the 

street. 

It took the search party about 10 minutes to find the family. They were helped by a police dispatcher who stayed on the phone with the 
caller and asked the couple to yell for help to enable those looking for them to identify their location. 
"Never again!" the woman is heard telling the dispatcher on police tapes. "We thought this would be fun, instead it's a nightmare." 
"Hi I just called, I'm still stuck at Connor's Farms, I don't see anybody I'm really scared, it's really dark and we've got a three-week-old baby 
with us," the woman is heard on police tapes telling the dispatcher. 
Farm Manager Rich Potter said farm workers had not even checked to see if visitors were still making their way through the maze.Potter 
said he only became aware that the family was lost in the maze when a police cruiser pulled up and an officer told him that some people 
had called for help.It was not clear how long the family had been wandering through the long corn stalks before they called police, farm 
owner Bob Connors said."We were out in the parking lot and we didn't hear them, so they couldn't have been there too long — I think they 
got frustrated and called (police) on their own," Connors said. "They could see the street lights, they could hear the cars, they couldn't find 
their way out."We don't want to see anybody get lost and panic and call 911," Connors said. "We constructed the maze for people to get lost 
and have fun, and 99.9 percent of people do have fun getting lost — but it's unfortunate that this party did get lost, it's got to be a positive 

family experience, that's our goal." 
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Cut down versions 

 
I downloaded a $3.50 book this week on Kindle that spent much of its time pointing me 
towards another more expensive book.  Nonetheless it was still good value at this price. 
 
I also ran a pilot of a training programme and charged a little less than usual to that I could 
get people to experience the work and give me a chance to trial the material. 
 
In both these cases there has been value added for both parties.  The core material has 
been well received but it’s had a secondary purpose that has also been positive. 
 
Customers may not be able to afford you full product offering so it makes sense to offer cut 
down versions, short trials and other ways to get them to sample what you have to offer.   
 
Buyers are by their nature very risk averse so anything you can do to mitigate the risk but still 
get your product into the shop window will prove successful. 
 
Pricing must be a key issue.  Although you’re piloting or cutting down be careful not to 
jeopardise your price structure.  If you educate a buyer that you’re “cheap” or “desperate” 
you’ll never be able to charge a fully commercial rate. 
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Novices 

I was in a classroom recently with a group who didn’t know that I had a background in negotiation. 
 
We did a case study where the instruction was for one party to negotiate “rough and tough” and 
really give the other side a strong battering. 
 
So I sit down across the table with this lady who’s all prepared to give me a hard time.  What a 
pussycat! 
 
She was kindness personified, put down a marker and I was in negotiation Heaven.  She thought 
that she was really beating me up and was a new Donald Trump. 
 
It proves how far “professionals” are from the “recreational” negotiators.  I’ve met some tough 
people in my time...the type of people who’d steal your shoes if you didn’t keep your eyes on 
them.  She was not one of them! 
 
If you’ve never seen Brett Lee bowl then don’t ever think that you can bowl fast.  Serve like 
Nadal...I don’t think so. 
 
If you really want to up your game go visit a real pro and see what they do.  It’ll do wonders for 
your golf swing and your negotiation skills as well. 


