
Sunday morning in Cape Town… 
 
It’s difficult to start with the weather or a joke when we hear what has happened in New Zealand.  We 
have dozens of friends and colleagues in this network in NZ and I’ve done a lot of work there over the 
years.  It’s a great place and we wish them the best and sincerely hope that nobody lost any friends or 
relatives in Christchurch.  Our thoughts are with them. 
 
The weather in Cape Town may well be turning a little.  I went to the rugby yesterday in jeans rather than 
shorts! 
 
I’m off to the UK in two weeks and that’ll be a chance to catch up with friends there for a couple of 
weeks. 
 
There is a confluence of sport at the moment that is breaking my television recording capacity.  We’ve 
got the Super Rugby, the 6 nations, The Cricket ODI World Cup and today Arsenal are playing at 
Wembley.  I am a happy sports fan this weekend….and the irony is that there’s more British sport on the 
tele in South Africa than there is in the UK. 
 
Did a few hours on the Internet Negotiation book this week and just started thinking about another 
project.  Too many thoughts and not enough application is my problem.  I need an amanuensis...and if 
you don’t know what that means then google is waiting for you. 
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Value creating reading for business professionals 

February 27th 2011 

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

Went to see True Grit this week and tonight I’ll be recording the Oscar ceremony overnight.  I liked True Grit and it’s a 

fine performance from Jeff Bridges and especially Hailee Steinfeld.  She could give Helena Bonham Carter a close run 

in their category and the Coen brothers script for True Grit is excellent.  It’s not as rounded a film as The King’s Speech 

but it does show you what you can do when you have a real budget...the production values came through whereas The 

King’s Speech was very much a budget item in comparison.  Check them out on imdb.com. 

I see there’s a new MacBook Pro just out this week.  Satan get behind me...but it would be nice! 

My Ipod is fillng up.  I’ve over a 1000 podcasts saved and so some of them will have to go back to the hard drive but it’s 

an excellent library of material.  As I’m sure I told you I took all my Audible books and translated them into MP3 files so 

that they could be more portable and not limited just to one particular Ipod. 

(02-22) 18:28 PST Naples, Fla. (AP) -- 

Police say a brawl between roommates over Girl Scout cookies led to assault charges against one of them. According 

to the Naples Daily News, the Collier County Sheriff's Office reports that 31-year-old Hersha Howard woke up her 

roommate early Sunday and accused her of eating her Thin Mints. 

They argued and deputies say that it turned physical with Howard chasing her roommate with scissors and hitting her 

repeatedly with a board and then a sign. 

Police say the roommate's husband tried to separate them. The roommate said she gave the cookies to Howard's 

children. 
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The wrong language 

So...I’m standing in the bar yesterday at Newlands just before a Stormers game with a 
couple of friends who are Lions fans wearing their team shirts. 
 
The Lions are from Jo’burg so the gentleman who approached us assumed that we all came 
from Jo’burg and he started his explanation which was clearly something to do with a raffle.  
His problem was that he started in Afrikaans and my Afrikaans is rather “kak” and one of the 
others was also a Brit. 
 
Anyway...as a matter of kindness our friend who speaks Afrikaans listened to his speech and 
then the guy looked at me.  I smiled and off he went. 
 
I didn’t have a clue what he said. 
 
Have you ever spoken to a computer geek who did the same as that.  Have you ever got 
your megabits muddled with your gigabytes? 
 
Have you ever met a management consultant who wanted to close the loop on the scope 
creep by using the right wetware? 
 
Customers are simple people.  Just talk their language and you can separate them happily 
from their money. 



         The search for value 

Negotiation Tips 
 

   519 

 

Minimax 

Here’s another concept I’ve gleaned from my poker study. 
 
Minimax is a game theory principle, which, in short, suggests that successful play will minimise 
your losses and downside risk and maximise your winnings and upside potential. 
 
Essentially you’re seeking to optimise your play in all facets. 
 
Let’s take this into negotiation preparation.  We’re getting ready to negotiate and so we look at the 
downside risk, the potential problems and we seek a strategy to ensure that these risks are 
covered and that we’ll do everything to ensure that there’s no massive downside result to our 
process. 
 
By the same token we can identify areas of opportunity where value can be created and where, 
either with or without the other party, there is a chance to grow and enhance the deal.  
Distributive bargaining suggests that the other party would be involved while Potential Opportunity  
Analysis suggests that we might go it alone. 
 
There’s a book/artice to be written here as I’ve never seen this concept used in negotiation before 
but I guess it’s out there somewhere but nonetheless I’ll claim some precedence on 27/02/11. 


