
Sunday morning in Cape Town...warm and sunny...just. 
 
A few matters of housekeeping this week.  We’re clearing out the house in London and shifting a few things down here 
to CT.  It must be the first house clearing that’s ever taken place on Skype.  It’s all done in piles...keep, chuck, ship to 
CT etc.  A lot of books have gone to the dump.  You can’t even give books away in the UK...and we’ve tried.  Charity 
shops don’t want them and you can’t sell them to secondhand shops so it’s down to the skip they go.  In Cape Town 
they’d be welcomed with open arms but that’s a different place and culture. 
 
Christmas is approaching and we’re planning an SDI Christmas Party.  I’ll be contacting folks in Cape Town.  It’ll be the 
second Friday in December...before everyone packs up and goes away for the long break. 
 
Finished the writing programme this week and am now concentrating on some writing of my own.  There’s a book to be 
done but there’s also a great deal of inertia to get my act into gear.  I need to make a bet with someone that I can write 
100,000 words before a certain time.  That’s how I work the best.   
 
Interesting typo last week.  I talked about a “war of contrition” when I meant “attrition” but the meaning could be quite 
ironic if you think of it. 
 
Only football this week but next week the test is at Newlands and if the rain stays away I’ll spend a day watching SA vs. 
Aus.  If you're a sports fan there are few better days out than a cricket test match but, of course, if you’re not a sports 
fan it must be quite a punishment. 
 
Enjoy your week. 
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Value creating reading for business professionals 

6th November 2011 

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

If you’re a sad person like me you’ll take great pleasure in copying a .mobi file on to your kindle...especially one that you 

got free on the internet. 

I was actually thinking of paying cash for a kindle book but I have a feeling I can get it for free if I look hard enough. 

I’m looking for some automatic windows backup software.  I’ve tried one freeware download but it’s not any good.  Does 

anyone have an auto backup facility.  I’d appreciate knowing about the software involved. 

I’ve loaded up a whole stack of hotkeys via a numerical keypad.  I have a mouse on one side and the pad on the other 

and it cuts down the keystrokes enormously.  If hotkeys are not your usual way of working you should find out more 

about them...I’m finding it enormously efficient. 

 

Searching for value 

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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Tyres and foolishness 

 
I thought that I had a nail in my tyre this week and so I took it to Tiger for them to extract and 
fix. 
 
After putting it on the hoist, taking off the wheel it turned out that the “nail” was in fact a stone 
and the tyre was in good order.  I felt rather foolish...but then I’d rather be foolish in a tyre 
shop than standing by the hard shoulder of the N1. 
 
Nonetheless they checked for a puncture and cleaned all four wheels.   
 
When I asked for the bill I was told it was free.   
 
I was surprised...rather pleasantly...and looked for a charity box I could put a few Rand in.  
They didn’t have one. 
 
So...I’ve now told you about it...and guess who I’ll be using the next time I need tyres fixed or 
wheels balanced or tracking adjusted. 
 
Sometimes free is a good investment in the future. 
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Reciprocality 

Tommy Angelo, the poker player, invented this term and it’ll help both people playing poker and 
all negotiators. 
 
The understanding is that if you do what everyone else would have done in the same position 
then you’ve gained nothing over the long term. 
 
So...in poker you throw away a hand of 7 and 2...it’s just about the worse hand there is and so 
does everyone else.  You gained nothing over the herd.  Conversely everyone raises with AA and 
so you gained nothing either. 
 
What you’ve got to look for is the edge that you can gain over the usual suspects who negotiate 
deals.  If you only get what anyone could have got then you’re nothing special. 
 
The pro winners are looking for the edge that gives them real incremental advantage. 
 
Next time you’re negotiating think about what you usually do...think about what everyone else 
would do in the same position and then think about where the edge is for you if you do something 
different. 
 
My best example is too look at the dollars and look for ways to increase the value of the deal 
without touching the usual parameters.  Maybe there’s a dark corner of the deal that can yield a 
fresh and new 1% that nobody else would get. 
 
Every buyer wants a discount...there’s no reciprocality there...but what about if the buyer asked 
for….(You complete the sentence after a few minutes of creative thought.) 


