
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….and this sentence is still here and it’s a hot Summer. 
 
Things have moved on this week and we finally got the new book published.  It’s an e-book and Edition 1 is now 
available on Fast Pencil for download.  Edition 2 will be for a paper book but that’s not a priority. 
 
For fear of blowing my own trumpet...available n the left hand column are: 
 
Business Negotiation...I’m rather proud of this book.  It’s a true workbook with exercises and questions.  It’s the basis of 
my structured online course and if you really want to teach yourself negotiation then this is for you. 
 
Great Negotiators...this is a compendium of some of my best tips put into a small handy format.  I use it as a calling 
card for clients and it’s a good easy read resource for people who like straightforward handy hints and tips. 
 
Negotiate for Value...this is the magnum opus.  It’s every negotiation tip I’ve ever written over 10 years.  There are 500 
tips and that’s one every working day for 2 years.  It’s $19.99 and it’s a download pdf that will also convert to Kindle.  If 
you really want to understand what’s what in a negotiator’s mind then this is the one.  4 cents a tip...don’t go cheap on 
me! 
 
Now for the special offer...If you buy the new tips direct from me I’ll bundle 30 minutes of personal business negotiation 
coaching one-to-one online for a price of $49.99.  This is just for folks in this network and it’s not a permanent offer.  If 
you’d like to talk over an issue of importance then here’s your chance….email me. 
 
Enjoy your week... 
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Value creating reading for business professionals 

February 6th 2011 

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

It’s been my contention that everyone has at least one book in them and with places like Fast Pencil and Lulu.com there 

really isn’t an excuse.  Believe me it’s not hard and I urge you to have a go.  If you’d like some ideas and 

encouragement give me an email and we can discuss it. 

Got my car fixed this week.  It’s about 20% better than before and that’s probably the way that machines with electronic 

“brains” work these days.  They don’t break...they just become inefficient. 

Had a floor tiled this week.  If anyone in Cape Town is looking for a floor layer I’ve got someone who I can 

recommend...and it’s that lovely combination of quality and value. 

Working up my online capability this week.  I’m not a great lover of Computer Based or Assisted Training.  I’m more 

interested in the Expert on Demand principle.  If anyone’s got experience of online learning that they’d like to share I’d 

be interested in the conversation. 

(02-02) 19:56 PST Portland, Ore. (AP) -- 

An official in Portland, Ore., says a house fire that caused $30,000 in damage was apparently started by tenants who 

were using a hole in the floor as an ashtray. 

Portland Fire & Rescue spokesman Paul Corah says, in his words, "That's not careless smoking, that's stupid smoking." 

He says the caller who reported the fire Wednesday also hung up on the 911 dispatcher, then refused to talk when the 

dispatcher tried to call back for more details. 
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http://topics.sfgate.com/topics/Portland,_Oregon
http://topics.sfgate.com/topics/Portland_Fire
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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Same or different? 

Some of your customers want every product to be identical.  Diners in a restaurant want to 
know that the kitchen can produce identically brilliant dishes every time.  Repeatable quality 
is important. 
 
Car dealers know that customers like their cars to be different so they give them all manner 
of choices of colour and specification so that almost all cars are subtly different.  The model 
T days of one size fits all has long since gone. 
 
Fashion houses need enough of a range to make it worth selling and make a profit but they 
know their customers don’t want to keep meeting people dressed in the same outfit. 
 
Computer manufacturers don’t even bother to have a base machine in many cases.  They’ll 
make it to order depending on individual needs. 
 
I can run training courses ranging from 3 hours to 2 weeks.  It rather depends on what the 
customer wants and can afford.  Courses can have “off the shelf’ content or can be written 
bespoke. 
 
The moral here is to know your customers and get to know when they want identicality and 
when they want something unique.  Remember you’re not the arbiter here...it’s them and you 
must listen to them and their needs and budget. 
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The end of the road 

When a deal is reaching its conclusion and the final offer is being made or at least is close to 
being made...you must signal this to the other party. 
 
Don’t let the end of the road suddenly appear which may surprise the other party and cause 
concern. 
 
Let’s try a few scripts: 
 
“Time is moving on and this will have to be close to my final position.  I can tweak it a little but I 
can’t make any more large moves…” 
 
“The clock is ticking here and we’re going to have to leave in 45 minutes.  I want to flag it up so 
that we can still have time to discuss this one major issue on cost…” 
 
“We agreed the meeting would finish at 5.00 and we still haven’t discussed delivery terms.  Can 
we move on quickly, please, because it could be a deal breaker for me…? 
 
In each case we’re trying to take control of the agenda and ensure that what’s important for us is 
discussed in the manner that we would prefer. 
 
Keep control of a meeting and never lose sight of the timings. 


