
Sunday morning in Cape Town...It’s a patchwork mosaic climate at the moment...each day different from the next...but 
Spring is inexorably arriving. 
 
Consultancy isn’t like a “real” job.  For a start there’s no regular income and more to the point there’s no regular rhythm 
to the job.  This week is a good example whereby courtesy of one emergency phone call my whole next two weeks is 
turned upside down as I train for a brand new programme next week and then deliver it in Jo’burg the next. 
 
Emotional Intelligence isn’t my strongest subject but I’ll be there within the fortnight...believe you me. 
 
If you have Colonel Ghaddafi hiding near you then I’ll happily ship you 500 free negotiation tips if you give me the 
lowdown. 
 
Only 2 weeks to go to the Rugby World Cup where we can find if the All Black Rugby team can choke better than the 
South African cricket team and whether England can win by fielding the biggest 15 players and pushing their way to 
victory.  Your guess is as good as mine. 
 
Saw some very sad pictures this week of Steve Jobs.  He’s clearly desperately ill and we’ve got to wish him well.  He’s 
made a big difference to all our leisure lives. 
 
Enjoy your week. 
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This week we used, read, visited, played with... 

Off to my cookery course next Saturday morning courtesy of a Citymob discount.  I’ve always wanted to make a masala 

dosa. 

Moved my Ipod from Mac to Windows and it was surprisingly simple.  I’m still a big Mac fan but they’re just so much 

more expensive and on a money no option basis would always be first choice but when budgets are limited then PCs do 

present the better value proposition. 

Hearing rumours about the next generation Kindle.  Give me colour and a touch screen and you’ve got a guaranteed 

upgrader. 

(08-25) 06:35 PDT Centre Hall, Pa. (AP) -- 

A couple of Pennsylvania newlyweds are behind bars after police say they were caught shoplifting food from a 

supermarket for their wedding reception. 

The Centre Daily Times reports 32-year-old Arthur Phillips III and his bride, 22-year-old Brittany Lurch, were arrested 

Saturday after taking more than $1,000 in merchandise from a Wegmans supermarket in State College. 

Patton Township police say the couple was captured on surveillance footage loading a shopping cart and leaving the 

store without paying. 

The Centre Daily Times report ( http://bit.ly/nlijHG) says the Centre Hall couple admitted taking the items when arrested. 

Police say the newlyweds told officers they'd been married a couple days earlier and took the food for their wedding 

reception that afternoon. 

They are charged with misdemeanor counts and are being held on $2,500 bail. 

Searching for value 

http://www.sfgate.com/education-guide/
http://bit.ly/nlijHG
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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Trust 

 
When I do business with my clients who are subcontracting I always work on a “pay when 
paid” basis whereby I don’t get paid until they are paid by their clients. 
 
This leaves me with the cash flow hit but lubricates the business channel well. 
 
I’ve never really thought about this until this week when one of my clients said how much 
they valued the fact that I trusted them and didn’t demand cash up front. 
 
I’ve never had a bad debt from any of my people so I guess I’m dealing with honest folks who 
pay when they can but I can remember doing credit control exercises when I worked in sales 
earlier in my life where plenty of my customers where on “cash with order”. 
 
As an independent seller I’d always prefer to work on the basis of trust and to many 
corporates that may seem naive but I’d rather be there. 
 
Even large corporate selling organisations have room for a little trust in their businesses.  
That’s the advantage of working in a smaller and definitely better community of clients and 
users.  Sometimes smaller is better. 
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EV 

If you play poker then the subject of Expected Value (EV) is never far from your mind. 
 
I’ll explain: 
 
If you flip a coin 100 times with a dollar bet on the outcome...you’d expect to have $50 at the end 
of the exercise.  That’s the EV. 
 
If you had $60 because you’d been lucky...or maybe skilful...in calling Heads or Tails better than 
would be statically expected...then you’d be $10 +EV. 
 
That’s what successful poker players are always trying to do...get better than what might be 
statistically expected.  So, for instance, you’d want to play a bad player rather than a good one 
because it would be +EV to do so.  You’d want to bet more in favourable situations and less in 
unfavourable situations for the same EV reasons. 
 
So now we’re negotiating.  We’re in an inflationary environment of 5% and so that’s the EV.  If we 
can get prices to rise less than 5% we’re +EV. 
 
If you’re a golfer you might think of EV as the par score.  EV is your economic par...the score that 
most people can achieve.  Your challenge is to be under par...or +EV if you want to score better 
than the rest of the professionals in your world….business or sport. 
  


