
Sunday morning in Cape Town...lovely Summer’s day...I’ll just leave this sentence up here for a week or two...it’s been 
blastingly hot in Newlands….and this sentence is still here and it’s a hot Summer….still….and another hot week passes 
by. 
 
One thing consultants are good at...it’s talking to other consultants and networking.  This is what I did this week and my 
connections with associates continues to grow.  This is a very powerful business model because it gives you access to 
resource and expertise without adding to your cost base.  This way I can be very small and very big 
simultaneously...which is rather handy when you’re talking to large clients….and then small clients. 
 
How is a man meant to cope with all this sport.  Yesterday saw 4 Super rugby matches, Sehwag scoring for India and 
Chelsea going out of the cup.  My recorder is working overtime…but next week I’ve a ticket for a live game at 
Newlands...it’ll seem strange not being able to press the pause button! 
 
Time to continue work on the Internet and Online negotiation book.  It’s rather taken a back seat and I need to put it on 
the front seat! 
 
Enjoy your week... 
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Value creating reading for business professionals 

February 20th 2011 

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

Went to see The King’s Speech this week and thoroughly enjoyed it.  I’d say that Geoffrey Rush and Colin Firth and 

maybe even Helena Bonham Carter are all in with a strong shout for the Oscars.  I checked on the interwebz and there 

doesn’t seem to be a negative response or review anywhere.  The American censors have given it a R rating which is 

faintly ludicrous.  If there is one film you would want your kids to see it would be this one. 

Now here’s a question for bird lovers and naturalists around the world.  I put bird seed out in a feeder and the birds love 

it.  I had some spare bread this week and threw it out in the garden and it was totally ignored and remains so.  If this 

had been London the sparrows and pigeons would have gorged themselves.  So the question is...why don’t South 

African birds like bread?  Answer that one you experts! 

Any why haven’t you bought my new book yet?  No excuses, please. 

 

(02-08) 14:02 PST Fort Wayne, Ind. (AP) -- 

A former Indiana mayor who won four terms in the 1930s and 1950s is proving less popular with modern-day city leaders, who say they 

probably won't name a new government center for him because of the jokes his moniker could inspire. 

Harry Baals is the runaway favorite in online voting to name the new building in Fort Wayne, about 120 miles northeast of Indianapolis. But 

Deputy Mayor Beth Malloy said that probably won't be enough to put the name of the city's longest-tenured mayor on the center. 

The issue is pronunciation. The former mayor pronounced his last name "balls." His descendants have since changed it to "bales." 

Supporters said it's unfair that the former mayor can't be recognized simply because his name makes some people snicker. But opponents 

fear that naming the center after Baals would make Fort Wayne the target of late-night television jokes. 

"We realize that while Harry Baals was a respected mayor, not everyone outside of Fort Wayne will know that," Malloy said Tuesday in a 
statement to The Associated Press. "We wanted to pick something that would reflect our pride in our community beyond the boundaries of 

Fort Wayne." 

(You couldn’t make this stuff up...it has to be true...just ask Ed Balls the UK shadow Chancellor of the Exchequer.) 

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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Entry point 

One of the issues that concerns colleagues in South Africa is the ability to get into companies 
at the right level...or indeed any level at all. 
 
You may have a strong sales message but if you can’t find anybody to tell it to then you’re 
going to remain severely under employed. 
 
One way that is used by many people is to start with social contacts and through those 
contacts find a reference point in that organisation that you can meet and start the sales 
process. 
 
Everybody knows somebody and that’s where we start.  Talk to your friends and ask them if 
they could give you a person in their company to talk to and then your process is underway. 
 
It’s a very simple way to start and doesn’t involve cold calling or doing the hard sell that so 
many people dislike. 
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Regs and randoms 

It’s a while since I mentioned the crossover between poker and negotiation and this week is 
another good example. 
 
In poker, players are categorised in several different ways.  Noobs (newbies) are novices new to 
the game.  Donks (Donkeys or Fish) are weak players whom you can exploit. 
 
Regs (Regulars) are the experienced players you meet when you play each time and you respect 
their knowledge and skill. 
 
Randoms are strangers whom you’ve not met before.  You have to be careful with Randoms until 
you can learn more about them. 
 
When we’re negotiating with Regs we’re on pretty firm ground.  We know that they are 
experienced and know the ropes so we can prepare accordingly.  
 
It’s when we don’t know who they are that we have problems.  I hate negotiating with strangers.  
Randoms just turn up and you haven’t a clue who they are or what they represent.  This is why I 
always ask the other party for a team list before we meet them.  I can then do my homework. 
 
Don’t negotiate with Randoms...they can be very unpredictable. 
 


