
Sunday morning in Cape Town...lovely Summer’s day...I’ll just leave this sentence up here for a week or two...it’s been 
blastingly hot in Newlands. 
 
We finished writing and editing the 500 Negotiation Tips this week.  I’ve done a cover but I’m no graphic artist...that’s for 
sure but nonetheless if things go well then I should be able to talk prices and availability next week.  We’ll then start on 
the next volume which will be the sales tips and finally the management tips. 
 
I know that we’ve got friends in this network in Egypt so we offer them some support at what must be a difficult time.  
I’ve run courses in Cairo several times and know the place well. 
 
After a settled few weeks we’re going to be travelling a little more.  I’ll be back in the UK early in March for a couple of 
weeks and then it’s Bangkok in April.  I used to travel enormously but I’m really quite happy just looking at the mountain 
at the moment. 
 
The rugby season is just beginning in SA….and the Stormers have just started their warm up games.  They look a 
pretty good bet this year with a high class team. 
 
Maybe a Brit might win some tennis...we’ll know in a couple of hours after sending this.  Tennis doesn’t do a lot for me 
and Murray is Scottish anyway so I can take it  or leave it. 
 
Nelson Mandela was in and out of hospital this week.  He must have the best wishes of the whole world behind him. 
 
 
Enjoy your week... 
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This week we used, read, visited, played with... 

Ipads came to South Africa this week.  I guess that if you wait long enough you’ll get there eventually.  I’m very happy 

with my setup at the moment and with the cost of data connection in SA being what it is then you’re not going to want to 

surf the interwebz for any great length of time at these prices. 

Amazon say this week that sales of e-books have overtaken paper books for the first time.  Just think in years to come 

that paper books will seem the same as parchment and manuscripts.   

My car needed repairing this week.  It’s an ECU box that is malfunctioning...and we know this because the computer at 

the dealer told us.  No danger of home repairs these days...If I had any spanners I’d sell them. 

 

(01-25) 04:57 PST JAKARTA, Indonesia (AP) -- 

Thousands of curious onlookers are flocking to central Indonesia to look at a "crop circle" in a rice field following rumors 

it was formed by a UFO. 

Though clearly sculptured by humans — it looks like an intricately designed flower — the 70-yard-wide (70-meter-wide) 

circle has drawn so much attention that police have blocked off the area with yellow tape. 

Villagers have started charging entrance fees. 

Guntur Purwanto, chief of Jogotirto village in Sleman district, said the circle appeared in the middle of the green rice 

paddies over the weekend. 

Among those turning out Tuesday and offering opinions were officials from Indonesia's space agency, well-respected 

astronomers and nuclear agency officials. All agree it was not left by an UFO. 
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Corporate pain 

Sales professionals become successful when their solutions and products help solve the 
corporate pain. 
 
Of course if you don’t know what the corporate pain is then you’re not going to be able to 
offer the appropriate sales pitch. 
 
I know a great many people who’d like to improve their sales performance and one simple 
way would be to get close to a company and get to know where their pain is. 
 
Just here in Cape Town we've got several organisations that have more pain than is good for 
them and shame on us if we can’t get into them and start to get to know them better. 
 
In our jargon these organisations are know as “gennies”...that’s general companies...and 
invariably they have budgets for what we do...sales and consultancy...running into many 
millions of dollars. 
 
Go find a “gennie” and get to know it well. 
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Fairness 

I’ve taught for some time that trying to be seen as fair is a tough business in a negotiation 
because fairness is a matter of opinion and not a clear cut matter of fact. 
 
Nonetheless it’s still a key issue in an argument because if you can be seen to be fair then it’s 
hard for the other party to counter your arguments.  You must, therefore, build up a profile of 
fairness that is bullet proof. 
 
Let’s take inflation as an example.  There is general Retail inflation and the there is inflation that 
takes account of the housing market.  This in many countries is known as RPI and CPI.  This isn’t 
much good if you’re buying commodities so you’ll need to look at the appropriate index for that 
commodity...gold, copper, pulp etc. 
 
That’s a start but then you’ll have to look at the currency issues.  Many deals are done in US$ but 
bills often need to be translated into local currencies.  The Oil price may well be in US$ but you 
pay for it locally. 
 
Once this is done then we need to look at the compounding effect over several years.  Inflation 
compounds at a huge rate over even a short period. 
 
So...with all this information in your pocket you can discuss this topic and show a sense of 
fairness and quote numbers that the other party is going to find hard to counter.  This is a strong 
use of the power of logic which is an underpinning of much of what we teach as a key persuader. 


