
Sunday morning in Cape Town...lovely Summer’s day...I wrote that last week and it’s still the same. 
 
Just completed a full week’s worth of flu.  I don’t recommend it and it lasted 8 days….so apologies for any emails that 
fell through the cracks and it’s back to normal tomorrow. 
 
We’ll finish the 500 Negotiation Tips book this week and I’m hoping that within the fortnight I’ll be able to let you know 
where you can buy it.  It’ll be in e-book format and also  available as an Iphone app.  I’m going to bundle it as an option 
with a session of one to one coaching. 
 
This concept is going well now and I’m more than able to offer remote support to clients. 
 
We’ve got the archive working again on the website.  If you want some back numbers then the last 100 editions are 
there. 
 
We’ve developed a new product that helps call centres improve their performance.  It can up as a topic in a 
conversation this week and if any of you would be interested in learning more about it then I can put you in touch with 
my colleague who’s the expert. 
 
I’ll leave it there and let’s hope England can find a win somewhere in the ODIs.  Looks like they’re already on the plane 
home mentally. 
 
 
Enjoy your week... 
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This week we used, read, visited, played with... 

I got some endorsement from folks who agreed about podcasts.  Looks like there are a few people who are taking their 

radio broadcasting on to their Ipods. 

I’m a bit frustrated that a couple of books I wanted to buy aren’t available as e-books.  It’s just not feasible to get them 

sent down to Cape Town by Amazon so the learning point is to watch when the tipping point comes and first up books 

will be published as e-books first and then the paper copies will come second.  It can only be a matter of time and the 

same will go for newspapers as well. 

Applied to join Kelvin Grove this week.  It’s a club in Cape Town and I’m telling myself that I’ll be using it’s gym a 

lot...but deep down it’s sushi probably will provide a better work out. 

(01-17) 07:07 PST Missoula, Mont. (AP) -- 

Police in Montana say a man who was apparently so distracted by loud music that he didn't notice a freight train moving 

toward him before it struck his car just behind the driver's door. 

Sgt. Jerry Odlin tells the Missoulian the man's car was badly damaged in the crash early Sunday, but the driver was not 

injured. 

No alcohol or drugs were involved. Odlin says the driver, a Missoula man in his 30s, likely will be cited for failing to stop 

at a railroad signal. 
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Gates 

Got my electric gate fixed this week. 
 
I had Pat’s name because when he came to fix the roof he left his card and so I could contact 
him.  He also managed to answer his phone promptly and actually kept his promise about 
coming round to look at it. 
 
All of this would be unremarkable except that I live in Cape Town...the land where nobody 
ever calls you back and where “soon” is measured with a calendar rather than a stop watch. 
 
Anyway...to continue... Pat had a look and diagnosed the problem.  It was R250 for a call out 
but I only had R200 so I said he should add it on to the next bill because more work was 
needed on the gate. 
 
When he fixed the gate a couple of days later I paid his bill and reminded him of the extra 
R50.  He refused to take it...which either means he’s a very nice guy or that he was 
overcharging me anyway...you can decide that one. 
 
I actually gave him the R50 as a tip...and I know he’s done good work for a neighbour to 
whom I recommended him. 
 
So all in all this is a little homily about how to get selling and service right.  Pat’s a small 
company working out of one van.  He puts some of the large organisations in Cape Town to 
shame. 
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Diehard negotiators 

I remember an old pal of mine who would negotiate everything to anyone.  There wasn’t a single 
aspect of his life that couldn’t be the subject of a negotiation. 
 
When I tell you that on a programme once he started negotiating about the slices of bacon on his 
plate then you’ll get my drift. 
 
Tony was a diehard and any client would have wanted him in the team working on their 
behalf...except...that he didn’t know when to stop and more importantly he didn’t know how to 
prioritise his objectives. 
 
I like to think of myself as a pretty tough negotiator but only when it really matters.  There are 
many situations that I encounter where the outcome is not important enough to get involved or 
where the relationship is more important than the result.  Tony would accuse me of being a soft 
touch...but I can live with that criticism. 
 
My thesis is that if you expend all your energy on trivial issues then you lose perspective and you 
also become very hard work to all your friends and colleagues. 
 
Go for Gold...but know when not to go for Gold. 


