
Sunday morning in Cape Town...warm  enough for this time of year...but windy. 
 
So we all got to see Murdoch and son tell lies to the MPs this week...but big props to Mrs Murdoch who smacked the 
custard pie thrower with a pretty decent right hander. 
 
The public course was cancelled this week and it just proves the difficulty of these types of events but nonetheless 
we’re now planning some similar programmes in Jo’burg later in the year. 
 
Tour de France finishes today and hopefully we’ll see Mark Cavendish win the Green Jersey and also the final stage.   
 
I start the intermediate course this week at Newlands Sports Science.  After 8 weeks on the starter programme I 
reduced my weight, blood pressure and cholesterol  so I’m now ready for another 8 week stint.  Nice to be an 
“intermediate” and not a “beginner”...especially for an old man like me! 
 
More writing this week and planning a team course and a management course to launch alongside my Have a Nice 
Conflict programme which we’ll run in October. 
 
Enjoy your week 
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Value creating reading for business professionals 

24th July 2011 

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

I”ve started downloading free books on my Kindle.  Yes there are 100s of free books and a ton a only 99c.   

Managed to get our new Dell up and running and we’ve now got a very good computer guy to recommend who lives in 

Constantia and is a “must use” for Cape Town colleagues. 

Transferring all of our Itunes from Mac to Windows which is not too tough and doesn’t make us hostage to the Mac 

format. 

Spamfighter continues to be excellent and has now been purchased. 

(07-20) 04:45 PDT DALLAS, (AP) -- 

A suburban Dallas woman's well-meaning attempt to help her future husband overcome his fear of heights went horribly 

wrong when a bungee ride they were in got stuck 50 feet off the ground for three hours because cables got tangled. 

Irving residents William Mancera and Thalia Rodriguez were not injured during their Monday ordeal. Dallas firefighters 

eventually used an aerial ladder truck to help get the couple safely to the ground. 

Mancera tells KXAS-TV that his fear of heights "won again" and he is "never riding anything of that sort ever again." But 

he also says the ordeal has brought him and his fiancée closer together. They plan to marry in February. 

The ride remains closed as the company that operates it investigates why the malfunction happened. 

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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Quicken 

Called Quicken this week to register my software again.  It’s a regular practice when you load 
it on a new computer. 
 
I’ve got the 2008 version and the gentleman in the call centre asked if I wanted to upgrade 
for a discount of “only” £200. 
 
When I told him that I was entirely happy with the 2008 he told me to be careful because this 
version wasn’t stable with Windows 7 and could crash at any time. 
 
This is, of course, absolute nonsense and it’s as stable as needs be and I don’t give in to this 
fear style selling. 
 
Shame on Quicken for telling me lies and thinking they can bluff me into a sale. 
 
I took the registration and went back to my stable and cheap 2008 version. 
 
Don’t give in to fear marketing and selling.  You get it all the time with home security systems 
and evidently now with business accounting software. 
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No discounts 

Tried to negotiate a discount for my new computer but the seller wasn’t budging.  No discounts at 
all and no variables that I could find to sweeten the deal. 
 
The seller was very firm and polite.  I didn’t get the “take it or leave it” routine and that’s what 
helped me agree. 
 
What really clinched the deal was the very fine service that they provide and that’ll just have to do 
instead of the discount which I would have wanted. 
 
Sometimes there’s just no reduction on the deal that you can get so you take your value any way 
you can. 
 
Maybe if I recommend him to this readership he might be more flexible next time. 
 
 


