
Sunday morning in South London and I’ve just enjoyed spending the last two weeks celebrating my entering a new 
decade.  Birthdays with a 0 on the end need special attention. 
 
I’m on the plane back to Cape Town tonight.  SAA have their worst planes on this route so there’s no seat back in flight 
entertainment.  Pack your ipod for the flight! 
 
The weather has toggled between bitterly cold and Spring but the grey sky never seems to toggle.  Grey every 
day...well it seems like that. 
 
One area where London puts Cape Town to shame is the provision of public transport.  I’ve been travelling by bus and 
tube this week and a few years ago the east side of London was a desert but now you can zip around easily.   The 
Olympics is helping regenerate East London and I saw the new Stadium this week and it looks mighty impressive. 
 
England win, England lose...just choose your sport...and the Stormers are unbeaten this year. 
 
Don’t mention Libya...I won’t...but maybe we should. 
 
Enjoy your week. 
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This week we used, read, visited, played with... 

Bookshops to visit and catch up with.  My suitcase is heavier going back. 

I tried to watch South African satellite tv in the UK but I didn’t have my card number.  It does seem that it is pretty readily 

available online to subscribers.  I’ll be checking this out next week. 

Dug out an old digital video camera.  The ones with tapes are very handy for training courses and although this 

technology is old fashioned it is very fit for purpose.  I also found a very nice Canon SLR camera but it’s a film camera 

and they’re pretty much worthless now. 

 

 

(03-23) 14:48 PDT Boise, Idaho (AP) -- 

Chalk it up to instant karma. An Idaho man suspected of stealing a wallet from the desk of a prospective employer has 

been arrested after calling police to report that his wallet was missing. 

The Idaho Statesman reports Boise police realized the man who reported the missing wallet matched the description of 

the suspected wallet thief and arrested 25-year-old Daniel Damico on suspicion of burglary and grand theft. 

Police say they believe Damico disposed of the stolen wallet, but used a credit card to buy tobacco at two stores. It was 

when he was leaving the second store Tuesday that he thought he may have dropped his own wallet. 

Police recovered the credit card and the stolen wallet. Officers suspect someone else found Damico's wallet. It has not 

been recovered. 
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Twitter 

I’ve had a Twitter account for quite some time and I’ve not really taken it very seriously.  I’ve 
now decided to start using it to contact customers and one way I can access to a large group 
is to ask folks who are better established than myself to pass my messages on. 
 
The first messages will be about my website so I can try to tell more people about 
www.negotiationupdate.com and I’m looking to drive traffic in that direction. 
 
This is one week where many readers will be in advance of me in their selling and 
networking activities but if you’re not using Twitter to contact your customers then you should 
follow my example and see what can be achieved. 
 
I’ll report back on my progress in the newsletter...and I’d be happy to swop experiences with 
sellers already using social networks. 
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Blocking bets 

Here’s another crossover from poker. 
 
Generally in both poker and negotiation it’s better to go last.  It’s better to let the other party 
commit themselves before you so that you have more information at your disposal before you 
have to make a decision. 
 
In many tips I’ve told people not to put down a marker and ensure the other party goes first. 
 
“How much will you pay?” 
“How much do you want?” 
“What’s your maximum?” 
 
These are all scripts that get the other party to disclose information (markers) first. 
 
Sometimes, though, you’ll have no choice and you’ll have to place the marker first.  That’s when 
you need the equivalent of a poker blocking bet. 
 
This is a small bet that you make first in order, hopefully, to limit the other party’s bet in reply. 
 
“I can’t afford more than 5%.” 
 
This limits the other party to this figure and ensures that we don’t start talking about much larger 
sums. 
 
Always try to go second but when you do have to put down the first marker try to block the 
negotiation with a small offer upfront. 
 
 
 


