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The worst of winter had passed now, and the days had become milder.


The ice had melted on the lake, and gradually the animals were returning to the park.


John sat on the park bench and stared thoughtfully into space. 


"Kate," he said at length, "we have discussed many things over the past few months." He paused again, collecting his thoughts. "I began with the basics of money management and budgeting, spoke about the principles of business and investment, and then covered the specific investments in detail."


Kate could see that he was building up to something, but was unsure of how to broach the subject. 


"As you say, grandfather," she said in a supportive tone, "we have covered a great deal. I have leant more than I ever dreamed I would when I first asked you about money. Please go on."


John was encouraged by his granddaughter's words, and he continued speaking. 


"The time has come to talk about some practical aspects of your financial affairs, and address some problems that you may face when you put my suggestions into practice."


"Go on," Kate said with growing interest.


"Soon we will cover some specific advice for each stage in your life, but first we must speak about dealing with people."


"Oh?" Kate replied, surprised by the topic her grandfather had chosen.


"Yes Kate, this is a very important subject. It is no use knowing the theory behind wise investment if you are confused, manipulated and ripped off when you deal with real people. 


Although we live in a beautiful world, it is a dangerous one as well, and there are many sharks in the community who prey on the weak, innocent and naive. 


Your business life is like living on a tropical reef; you will be surrounded by beautiful and exciting things, but some of the prettiest fish are the most deadly."


Colourful imagery, Kate thought to herself, but his point was a fair one.


"First I want to speak about business relationships. It is important that you build strong business relationships with the people you deal with. 


This includes your accountant and your solicitor, and also any contacts with companies and institutions that you deal with regularly. 


Always be prepared to pay money for good advice, as expert advice is invaluable in your business dealings. 


Many people are not prepared to pay the fees that professionals charge, but end up loosing far more from making poor decisions. Good advice pays for itself in the long run. 


Having said this, however, make sure that you get service and value for your money, and do not throw money away if you are not receiving benefits from it. 


The next thing to realise is that a successful business relationship must be an equal, two-way partnership. Some people treat the people that they deal with as servants or slaves, believing that they have the right to do this because they are paying the bills.


I hardly need to tell you that this results in very little co-operation, even from a professional who is being paid by the hour. Other people take the opposite extreme, and take a very passive role. In the case of paid professionals, they simply leave everything up to the other person and make no contribution at all. 


This may be due to apathy, or may be because they put the professional on a pedestal and believe that the person can handle everything perfectly without help. 


Both these attitudes are dangerous. With their contacts, these people they don't make the effort to suggest compromises or alternative actions that can solve the problems for everyone. 


To build a successful business relationship you must take the initiative. 


Do your homework and learn the basics so that you can understand the language your accountant or solicitor speaks. 


Remember that they are working for you, and make it clear as to what you are trying to achieve. Make suggestions, and discuss the suggestions that they put to you. Accountants, solicitors and other professionals need your input and contribution in order to do their job properly. 


Never forget that there are many things that they don't know about you, and unless you have some idea of what to tell them they may never ask the right questions and learn the critical facts about your situation. 


You must respect the opinion of a professional and take it seriously, but do not put the person on a pedestal and treat their words as fact either. 


All people are fallible, and you will often get two quite different opinions from two different professionals. 


Once you become involved in more complex investments, you will discover that there is often no exact answer to your questions. 


It will often be a question of interpretation of a rule or law, and a professional's opinion is just that; an opinion. 


Often you cannot be sure of the answer to a question until it is decided by a court, the tax department or whatever other body is involved. 


Always remember that the final decision and responsibility is up to you. 


Get the best advice that you can, but do not follow the recommendation of a professional blindly or you will suffer in the long run. 


Be friendly and business-like when dealing with people.


Where possible, take an effort to make their job easier. Prepare the information they need before you meet, and be flexible with your requirements. 


The appreciation you generate may be repaid with good service. 


Finally, you need to choose people who are willing to take the same professional attitude as you, and give you good service and competent advice. If you are not happy with the attitude or the competency of one of your professionals or advisers, then change to someone else. 


Remember, it is your whole future that is at stake."


These were reasonable suggestions, Kate thought. 


She had taken a very passive role with her accountant herself, and simply went along at tax time each year and did what he told her to. John was right, she decided, and if she took a more active role then she could probably make a lot more progress with her finances.


"Next on the agenda we have negotiation. We could spend a whole year on this topic alone, but there are a few simple tips that I can give you. There are many situations during your life when you need to negotiate. 


For example, the fence around your property may be in disrepair, and you need to agree with your neighbours as to the type of fence and the arrangements for paying for it. 


Other common examples are negotiating for pay rises and negotiation changes in rent. The techniques can also be applied in everyday situations, such as a restaurant that has made a mistake with your booking and offers compensation in return. 


First, it is essential to find out the background and facts to the situation before you enter into a negotiation. 


Gathering information is the first step, and nothing can replace good preparation. 


Next, you need to think through the approach that you are going to take before you begin the discussions. 


Imagine the possible responses that the other party may give, and decide what your approach will be in each case. 


Be careful, however, not so spend too much time on this. It is important to consider the possibilities briefly, but many people dwell on this for long periods of time and become very worried about problems that never arise. 


Too much thought also distorts your perspective, and it becomes difficult to keep the original objective clearly in mind. 


Think through the possibilities briefly, so that you are not confused and caught by surprise during a negotiation. 


At these times it is easy to make poor decisions and be pressured into something that you don't want to do. 


You should never negotiate or make important decisions when you are tired, hungry or uncomfortable. 


Once you have considered the possible reactions, you must begin the discussions with an open mind and take each reaction as it comes. 


Do not pre-judge how the other person will react, and keep a flexible attitude. When you are negotiating, it is important to look for a 'win-win' solution. 


This means that you try and develop a solution to the dispute where everyone benefits, where both sides 'win'. 


Negotiation is not about beating the other person into the ground, and this is seldom a winning approach in the long term. 


Negotiation is not just compromise, although that is often part of a negotiation. 


The most successful forms of negotiation are based on inventing new solutions, and suggestion new approaches to solve a problem so that everyone benefits. 


To achieve this, you must understand the goals and desires of the other party. 


Look at the situation from their point of view, and consider the issues that are important to them. 


Look beyond the immediate disagreement to their basic goals, and look for solutions that avoid the dispute altogether and help promote the goals of both parties. 


Often you may seem to be at odds with another party, but when you consider the other person's priorities, you can often give them something and get something for yourself as well. 


When you are negotiating over price, the objective of both parties it generally to get the best deal for themselves. 


Even here, however, it is not simply a case of meeting half-way on the price. 


This leads me to an important point on negotiation. 


There are things that you can offer in a negotiation that have no monetary value, and are cheap for you, but may be very useful to the other party. 


Let me give you some examples Kate. 


Imagine that you have been renting a home for a year, and the landlord decides to increase the rent. You may believe that you have little choice, but in actual fact you have several powerful bargaining chips. 


Let us imagine that you have paid the rent on time every month and kept the house in good order. 


This is a major benefit to the landlord, and he has no guarantee that new tenants will do the same thing. 


There are costs and lost rent involved in changing tenants, and this is also a disadvantage to the landlord if you leave. 


These two factors are strong bargaining points in your favour, and so you are actually entering the negotiation with a strong position, even though you may have no financial strength. 


Consider another example. 


A young couple has decided to purchase a particular house, and are negotiating the price with the owners. They are currently living with one of their parents, and can leave at any time. 


The owners of the house, however, cannot move into their new home for another four months. 


It makes little difference to the couple when they move, but it would be a great inconvenience to the sellers of the house if they had to find temporary accommodation for a month or two while they were between houses. 


In this situation, the couple has a powerful bargaining chip that costs them little. 


The date they move in matters little to them, but it is vital to the other family. 


By offering to pay the money immediately, so the owners can settle the bill for their new house, but letting them remain in the current one for the extra few months, the young couple will save them a great deal of money and effort. This may be used to negotiate a lower price for the house."


John paused, took a few deep breaths, and continued.

"I will give you one final example, Kate, from the world of business. 


A large corporation called for tenders for a major building project. 


Several building firms submitted offers. 


Surprisingly, however, the one that was chosen was not the cheapest. 


In fact, the offer this builder made was significantly more expensive than the other builder's proposals. 


At first, the builder's competitors could not understand how they had won the tender. 


In order to win the building deal, however, the builder had included a very clever clause in his proposed contract. He offered a guarantee that the building would be finished on time and within budget. 


If the construction was late, then the builder's fees would be reduced. 


You must realise Kate that this guarantee was extremely useful to the corporation. 


Their entire plans and cash flow were built around the completion date of the building, and if it was late then they would be in major trouble. 


The building company, however, was very professionally operated, and they were confident that they could complete the construction within the set timeframe. 


In fact, the agreements with their own workers included bonuses and penalties that ensured a quick completion. 


In this case, Kate, the builder offered the corporation something that cost them nothing, but was very valuable to the other party. In this way, they won the contract and made a large profit for themselves."


Kate was listening carefully, and considering the examples that John had given her.


"The point I wish to make is this Kate. 


When you are negotiating, look for things that you can give the other party or do for them that will be useful to them, but of little bother to yourself. 


This may be something monetary, such as offering to pay for something in advance, or something intangible such as being a good tenant or offering to accept extra responsibilities. 


The best settlement to a negotiation is where both parties get the things they need, and give up things they didn't really want. 


Finally, remember to be calm, friendly but assertive. 


Persistence has the power to level mountains, and if you are stubborn and persistent then you are likely to get what you asked for, even if people are just doing it to get rid of you. 


Even if you are in a position of weakness, negotiating with a stronger opponent, this does not stop you putting forward win-win proposals, or nagging the other party until they give in. 


It is essential to decide what you want, what you think is reasonable and morally right, and be assertive, sticking to your guns no matter how much criticism or rejection you suffer. 


If you persist, then in the end you will reach an acceptable settlement. 


Winston Churchill once gave a speech before a crowd of schoolchildren in England, in which he said only nine words. 


They were: 'Never give up! Never give up! Never give up!' For many people, Kate, these words are their only real power in a negotiation, but never underestimate how powerful they can be."


John paused for a break. In some ways, their discussions had come full circle. He had begun with simple, practical advice on budgeting, and then advanced to the principles of investment and business. 


Now that they had laid the groundwork, the talks were becoming more practical again and Kate was almost ready to implement the strategies he had taught her.


"Having spoken a little about negotiation," he began, "I will say a few words about buying. There are many times during your life when you will buy things from another person, from small items like furniture to large items like a house. 


The approach you take should always be the same, and can make a significant difference to the price that you pay. Before we discuss the details, however, there is one golden rule that you should always keep in mind. 


When you are contemplating a purchase or an investment, you should always remember this: 'if you have a bad feeling about a deal, then just walk away'. 


I must emphasise Kate just how important this is. There will be times when you are involved in an investment or a purchase, and things just don't feel right. 


There will be nothing specific that you can identify, but you have an uneasy feeling about the whole situation. 


When this happens, you should follow your instincts and pull out of the deal. 


There will always be another time. 


Often the unconscious mind notices things or makes connections that we are not consciously aware of, and this is reflected in a general feeling of unease. 


These thoughts of the unconscious mind are often the most accurate of all. 


You should not become paranoid, of course, otherwise you will never make any investments at all and you will die poor anyway. 


You must always feel comfortable with the decisions that you make. 


There will often be some nervousness, especially when a large amount of money is involved, but you should not have a strong feeling that something is wrong. 


When you have this feeling, don't worry that you need any logical reason to cancel a deal. 


Simply tell the other party that you have changed your mind. Don't bother justifying it to yourself, either, for the best reason in the world is the thought that 'it just didn't feel right'. 


If you follow this advice, Kate, you will avoid many difficult situations before it is too late. 


You may sometimes find that your fears were unfounded, and there was nothing wrong after all, but this does not mean that you made the wrong choice. 


You must always feel comfortable with your investments and deals, and if you don't then that is a problem in itself."


Kate was paying great attention to John's words. He had always suggested a very calm and logical approach to investment, and Kate was a little surprised that he had raised such an emotional factor in decision making. She saw his point, though, and agreed that it was important to feel comfortable about a deal before taking the final step. From the way he spoke, Kate was sure that he had been caught out many times himself.


"Now," John said with renewed enthusiasm, "the approach to buying. The first thing that you must realise, Kate, is that the purchase of an item from another person involves the personalities of the two people. 


The price may vary considerably depending on the attitude and approach that the two parties adopt. 


Remember that the other person will know almost nothing about you. 


You may be desperate for the item, have plenty of money to spend and fall in love with it straight away, but there's no reason for them to know that. For all they know, you may be a wealthy businesswoman ready to out-bargain them, a brilliant judge of character who can see right through them or a homicidal maniac about to cut their throat. 


It is this mystery that gives you all your power. The image you project will be crucial to the outcome of the negotiation. 


First, you must act in a very businesslike manner. 


Be friendly, but in a reserved and cautious way. Have a relaxed and confident attitude, but with a hint of formality. Apart from the introductions and a little small talk, do not speak very much. If you say little, conveys the impression that you are there strictly to do business and make a good purchase. 


The less you speak, the less the other person learns about you and the more mystery and power you hold. There will be plenty of time for talking once the price is agreed and the money is paid. 


After meeting the seller, you should carefully examine the item. You should look unimpressed, but say little and do not be overly critical. If you are overly critical, the person may be insulted and feel the need to defend the quality of their possession. 


You do not want this. 


While you are examining the item, you should decide how much you think it is worth. 


If it is not what you want, or is not of good quality, then thank the seller for their time and leave. 


Never buy something just because the price is good. 


If it is what you want, then make a mental assessment of its value. 


At this stage you need to decide the maximum amount that you will be willing to spend on the item. 


Choose a figure so that it would still be a good deal it you paid the maximum. Never pay an amount that is verging on being overpriced. 


You may offer a price of 10% to 20% below the asking price, however in some cases a price is a firm offer and is not negotiable.


The key point is whether the asking price is equal to or below the price that you consider to be a good deal.


If the price is a good deal, then accept the offer, otherwise walk away from the deal.


There will always be another item that is just as good but is priced more cheaply. 


There is only one golden rule that you should not break. Do not pay more than the maximum price you decided on when you examined the article. 


The seller may claim that a higher price is fair, and indeed it may be, but you are looking for a price that is good, not simply reasonable. 


Be realistic of course and be prepared to offer an amount that is good for you but still reasonable for the seller. 


Finally, if the seller is not willing to sell at your maximum price, then simply walk away. You must enter a negotiation with the knowledge that you will walk away if your price is exceeded. 


Even if you love the item, and want it desperately, you must keep this attitude in the forefront of your mind. "


Kate was surprised, and a little shocked. John's words were very different to the other topics he had discussed. 


These were personal, emotional issues and quite different to the things he had taught her about investment. 


Still, Kate had to admit, it was useful advice and something she should remember. 


"After discussing buying, Kate, we come to selling. The first step in selling something is to decide on the price. 


You should do your homework here and find out the prices that similar items are sold for. 


Be realistic and objective when you compare your item to others. 


You will only be hurting yourself if you over-estimate the true value of the asset you wish to sell. 


Choose a price that will be good for you, but do not try and squeeze the last few dollars of value from the item. This will only lead to delays and drawn-out negotiations with buyers. Choose a price that is towards the high end of the range of reasonable prices, but not at the absolute top. Make sure you present the item in its best possible light. 


I am constantly amazed Kate by the people who try and sell things without even bothering to clean them properly and fix minor faults. 


Whether you are selling a chair or a house, always clean it to within an inch of its life. 


People are emotional creatures and the appearance of an asset affects its price significantly. 


Fix any minor problems with the item and present it in the best surroundings and in the best possible manner. 


Next we come to dealing with the potential buyers. Like the situation where you dealt with a seller, the potential buyer knows little about you. 


You must realise that their impression of the product will be largely based on their impression of you. 


They can examine the item closely, but they have no proof of its past and they have to base their opinion of the product on what you tell them about it. 


Be friendly and open when you greet the buyers. Do not be overbearing, however, and let them examine the item in their own good time. Relax, and give them all the time and space they need to examine the item fully. 


Give them a brief history of the item, and mention its strengths. Also, mention one or two weaknesses and disadvantages. Your best approach is to be honest and open, and the buyer will sense this and have confidence in the product. 


You should let the item speak for itself, and not spend too much time praising it. 


This annoys people and makes them suspicious. Wait until the buyer is satisfied with his inspection and is prepared to discuss the purchase. 


Let the buyer make the first move. Once the issue of money has been raised, tell the buyer the price, and state quite clearly that it is not negotiable. The buyer may try several tricks to change your mind, including criticising the item or claiming that he has other possibilities to explore. 


Ignore everything he says, even valid criticisms. 


You must maintain your confidence and determination not to alter the price. Eventually the buyer will realise that you mean what you say, and will either pay the price or leave. 


If you have chosen the price well, then once the buyer has taken the trouble to come and see the item then he may go ahead with the purchase. If, however, three or four buyers all reject the price, then you should consider lowering it. 


However, don't even consider this until a period of time has passed without interest at the current price. Never lower a price by a cent for the first or second potential buyer. If you hold fast to your chosen price, and the price is reasonable, then you will get all the money you ask for."


John stopped speaking, drained from the long monologue he had just delivered. 


A cloud passed over the sun, and shadows danced on the lawns around the pair. John found it hard work talking about these things, organising his thoughts into logical groups and telling stories to illustrate the concepts. 


A soft puff of cool air brushed past his face, and John breathed a sigh or relief. It was only the beautiful surroundings and the cool breezes that gave him the energy to continue. 


Earlier in his life, John had sometimes wondered whether his knowledge was wasted, and whether he should attempt some form of teaching so that others could benefit from the lessons he had learnt. Now, though, the road he had travelled with Kate had been so draining and arduous that he was grateful he had never attempted something similar before. 


He doubted that there would be energy left within him to ever attempt something of this scale again. "Kate, my dear," he said softly. "Walk with me. Walk with me a while, so I may rest my weary soul." Kate rose, helped her grandfather to his feet, and together they strolled thought the park. They walked a long time.


Refreshed at last, Kate and John sat once again on their favourite park bench. Kate sensed that John was ready to continue speaking, and she sat in silence, waiting expectantly.


"We have come, my dear, to my final words on dealing with people. There is one last situation we must explore, and unfortunately it is the most distasteful part of your business affairs." 


John paused for a few moments. "


You will, during your life, deal with people who are dishonest or selfish, and there will be times when you must battle with people to get what is rightfully yours. 


Imagine that you purchase a television from someone and pay in cash. The man you bought the television from has a physique like a truck and lives in a shady part of town. 


On arriving home, you find that the television does not work properly. From time to time it simply stops operating for no apparent reason. Although you were very careful when you transported it, and you are sure that you didn't damage it, you have no proof of this. In this situation, what would you do?"


"What could I do?" Kate replied. "I paid cash, I have no proof, there is nothing I could do. Nothing at all."


"Wrong," John answered with determination. "Kate, lift your right arm into the air."


Kate was confused, but she trusted her grandfather and so she fulfilled his request.


"Now, take it down. Kate, you have just illustrated the most powerful weapon in the world. Given time, you can achieve anything with this power. You could move mountains."


"What do you mean, John?" Kate asked. She was confused and didn't understand what he was trying to say.


"Kate," John said a little more calmly, "you have just controlled your body. You have exercised the power of the individual, the greatest power in the world. 


You decide when to stand, when to sit, what to say and when to say it. 


You are not powerless, in fact with determination and patience you can achieve almost anything. 


There is one thing you can do that will ensure that you always get what you want in the end. 


This is to hassle people, to nag them, to make a nuisance of yourself. Telephone them, visit them, interrupt them, make their life a misery. 


Just as Samson gave in to Delilah and lost his tremendous power, everyone will eventually submit if you nag them enough. 


This approach can also be used with institutions, although in this case you need to be careful to keep dealing with the same people, as they will try and transfer you to other parts of the organisation and you can end up going in endless circles.


Think back to the example of the faulty television, Kate, and I will suggest an approach to handling it. 


As I mentioned previously, possession is nine-tenths of the law, and in these cases it is the other person who has possession of your money. 


You are therefore starting with at a serious disadvantage. The other bad news is that the law will be of little use to you. The legal system is slow, expensive and full of loopholes. 


If you find yourself in a situation like I have just described, then forget about getting help from the legal system. 


You can try, but keep this as a last resort. 


The good news, however, is that you can get anything you want if you use the correct approach. 


The first thing to realise is that the battle you are entering is a battle of wills, a battle of persistence. 


It is not determined by physical strength, wealth, power or legal rights. It will be a test of who is more determined, and who uses the correct approach most effectively. 


If you feel powerless sometimes, remember that there have been times when a single ordinary person brought down an entire government, simply through persistence, determination and refusing to give up.


Having realised this, you must now prepare for a confrontation. Follow the guidelines I give you, and you will be amazed at how effective they will be. 


The first step is to determine your goal and the outcome you are trying to achieve. This must be reasonable, and try and include some minor benefit for the other person if possible. 


For example, in the case of the television, you decide that you want to get your money back and forget the whole thing. 


You believe this is fair and morally right. 


However, you are prepared to do all the travelling, to deliver the television back to the seller, and you are also willing to forget about the inconvenience. 


Do not press for too much, such as extra money as compensation, or you will make your task impossible. 


Once you have decided on a solution that is fair, a solution that restores all your money to you and does not cause excessive inconvenience to the other party, then the next step is to make it happen."


"Go on, John," Kate said with muted interest. She was not entirely convinced that it would be that easy, but she was curious to hear what her grandfather had to say.


"When you contact the other person, the attitude you have will be critical. You must be calm and business-like, but also angry in a controlled way. 


Make it plain to the other person that you are very unhappy about the situation. 


You should remain polite, but also let the anger show clearly in your voice. 


Never become agitated or excited, and never swear or be rude. 


If you become agitated, then you loose power in the personal battle. 


You cannot control the situation if you cannot control yourself, and the other person knows this. 


You must remain very calm and controlled. If you do, then you will maintain control and power over the situation. 


You should remain polite and not swear. 


The more formal and controlled you are, the greater your power. 


If you swear or become rude, the other person can focus the attention on your behaviour and accuse you of acting badly. 


You must always keep the focus on the main issue, and do not give them any excuse to shift the attention to anything else. 


Having chosen the correct attitude, the next step is to explain the actions that you are going to take, and tell the other person what you expect them to do. Make simple and direct statements such as 'I am coming over immediately with the television and I would like to have my money back'. 


This is bold, but maintain your controlled approach and do not let the conversation venture into other issues. 


Don't explain or justify your actions, simply state them as facts. 


Answer each question and statement made by the other person, but keep returning back to the solution that you have decided. 


While you are discussing the problem, be careful not to give away information about yourself or your private thoughts, feelings and beliefs. 


The other person may try and steer the conversation away from the main issue, and any information they have about you gives them more power and control to do this. 


Do not state your feelings and beliefs, simply state that you are extremely unhappy with the situation, and repeat what you are going to do and what you expect them to do. 


Do not make threats. 


Making threats weakens your power in a battle of personalities. 


When you make a threat, you are stating that you believe that you cannot win the argument on your own and that you need something else to assist you. 


The other person can ignore your threats, which weakens you and strengthens them, they can challenge your threat, which changes the focus from the main issue and delays the settlement, or they can make counter-threats, which leads to a deadlock. 


You must keep the determination and pressure up, and do not let the conversation stray from your chosen settlement. 


There are times, however, when you should consider making threats even though it damages your standing in the personal power struggle. 


There are two main situations where a threat can be useful.


First, if the other person had something to fear from the law, then a statement that you intend contacting your solicitor immediately after the conversation can work wonders.


The second case is where the other person needs something from you. A prime example is a booking for a restaurant or leisure activity, where you are arguing about the details of the booking. 


A threat to cancel the booking entirely can work wonders in your favour. 


Your prime goal at this stage is to keep repeating the actions that you expect to occur, and to make the person realise that you are angry and you are not going to give up under any circumstances. 


The other party may then try various methods of emotional manipulation to change your mind. They may become aggressive, or attempt to physically intimidate you if the conversation is in person. 


They make take the opposite tack, being friendly and apologetic in an attempt to win your sympathy. 


They may use a ruthless and sarcastic approach in an attempt to break your spirit. Some people will even try several different methods in an attempt to find one that works. 


The correct approach in all these circumstances in to completely ignore their behaviour. 


Women sometimes feel that they are at a disadvantage in these battles, because a man can use physical intimidation to shift the power in his favour. 


However, if she completely ignores this, then the damage to the man's ego will actually work to her benefit. 


A man may feel at a disadvantage when fighting with a woman, as the sarcasm of a woman can be very cutting and effective. Should he ignore this completely, however, then her surprise at not getting the typical reaction will confuse and worry her.


 At the end of the day, it becomes purely a battle of wills, and every person is equal.


Man or woman, large or small, rich or poor, in this battle it is one human being against another, and the most determined person will win in the end. 


Regardless of the attempts made to intimidate you and make you drop your demands, ignore them all and the other person will eventually give up. 


If the other person threatens you, then ignore their words and act as if they never said it. 


Do not respond to the threat, discuss it, or mention it in any way. 


Act as if you never heard it at all.


There is nothing more damaging to a person's pride, determination and power than to be ignored. 


By ignoring their threats, you imply that you are not concerned in the slightest and you are not impressed by their abilities. 


This is highly damaging to their ego and power. A threat by the other person is actually an advantage to you because it provides an opportunity to damage their pride and confidence by ignoring it. 


The final technique, after distracting you from the issue and attempting emotional manipulation, is to suggest a delay. 


This can be raised in many different ways, but the end effect is the same. 


Once all else has failed, the person will try and postpone the argument. 


They may have many excuses, but whatever they are, don't accept them. 


Refuse to delay the issue. 


Delays will drain your strength and determination. 


It is essential that you maintain the pressure until they give in, and do not accept any delays. 


Eventually, after all this, if you still maintain your original attitude and demands, then most people will give in. 


By this point, they realise you are not going to change your mind, and the best thing they can do is give you want you want and get rid of you. 


Alternately, they may try avoiding you altogether, and this is where the final step in the process comes in."


John took a deep breath, and Kate wondered nervously what he was about to say.


“When the conversation is over, Kate, carry out your part of the actions exactly as you described them.


Never fear, because in a situation like this you can always get want you want. 


The final step is to persist, and constantly harass the person. 


Telephone them every day


Go around to their home or their work. 


Contact them constantly, and don't be put off by secretaries of housemates who protect the person. 


Demand to see them or speak to them, and wait at their office or home if they refuse to see you. 


Keep the pressure on with frequent contact, and eventually they will give in and give you what you want, simply to make you go away. 


By this time, you will have become the most persistent and annoying person they have ever met, and they will pray for the day when you simply leave them alone. 


Believe me, Kate, it works. Most importantly of all, once you understand and believe that you can get what you want, then this shows in your voice and most people give in very quickly."

PRIVATE 
6.2  Some issues


John was weary. It had been a full year since they had begun discussing finance, and at times he had felt that their discussions would never be completed. 


He pressed on from week to week, in the hope that they would finally reach an end.


John’s voice was softer these days, and Kate worried that a permanent change had come over him.


As they sat in the cool air of the park, the sun slowly sank to the horizon and the shadows became longer.


"Katie my dear," he said finally. "Let us discuss finance once more. Soon, very soon, I will be finished, and it will be time for you to put it all into practice. 


Never fear, for I will give you some practical suggestions to get you started. 


Firstly though, I want to address a few of the common financial situations that you may meet during your life. 


The first one we will examine is the investment of a lump sum of money. 


Most people receive lump sums of money several times during their lives. 


They may be from an inheritance, leaving a job or some other windfall. 


These few large sums that you receive during your life are very important. 


They can kick-start you to a brighter financial future, or they can be whittled away on minor expenses, until nothing remains. 


Most people only get a few chances in their lives to manage a significant sum of money, so it is important to do the right things with it. 


First, you should spend something on yourself. It is important to enjoy life to the full, and have a good time when you get the chance. 


These chances may not come along very often, so make the most of them while you can. 


If the amount is small, you may want to spend up to half of it on yourself. 


If a larger amount is involved, then you may want to spend only 5 or 10 percent of the total on enjoying yourself, but ensure that you spend something as a sense of balance is essential to happiness. 


Becoming obsessed with saving distorts your perspective, and many people with this attitude have poor financial success and suffer needlessly. 


The money that remains after this should be split into two equal halves. 


The first half should be used to repay your debts. Repay the debts with the highest interest rates first. 


If these debts were for personal spending, then cancel the credit agreements otherwise you will just spend the money again and it will have been wasted. 


Once the high interest loans have been repaid, the remaining money from the first half should be paid onto your home mortgage. 


Having used half the money to repay debts, the other half should be invested. 


If possible, try and maintain an equal split in the three sectors: property, shares and interest-bearing. 


If you are already biased into one particular sector, such as owning your own home as a form of property investment, then invest the new money in the other sectors. 


You should always have a portion of your money in all three sectors, and the closer you are to an equal three-way spilt, the more secure your long-term returns will be. 


The next situation we will consider is a person with a large home mortgage. 


Assuming that they are able to save some extra money, the question becomes whether they should pay off the mortgage early or invest the money elsewhere. 


From a purely mathematical point of view, repaying the mortgage is probably the best investment, as the rate is high and there is no tax to pay on the interest that is saved. 


However, this leaves the person with little free cash, and they are vulnerable to changes in property prices and will miss out on profits from shares. 


Wherever possible, Kate, you should try and keep your wealth in an equal three-way split between the sectors. 


On balance, I suggest the following approach. Any spare money you save should be split into two equal parts. 


Use the first part to make an extra payment on the mortgage, and invest the other part in fixed interest deposits, shares, and perhaps a little in property trusts. 


This approach will give you the best balance between flexibility and returns. 


If you purchase a home, then you will have a major exposure to the property sector, regardless of your mortgage. 


This should be balanced by keeping some of your wealth in the other two sectors. 


Next we have a situation that many people encounter during their lives. I want to say a few words about financial problems, and give you some practical advice on what to do if you run into serious financial difficulties. 


Many good people, both rich and poor, have found themselves in this situation. Listen carefully to what I say and remember it, for one never knows what is around the corner."


Kate listened carefully. Somehow, this topic seemed particularly relevant to her.


"If you find yourself in serious financial difficulties, then there are two things you must realise. First, you will need to take firm and decisive action to change the situation. 


Some decisions may be difficult, but if action is not taken then things may become even worse. 


The long term solution to financial problems is improved money management, but in the short term more drastic action may be required. 


The second thing that you must realise is that financial problems are almost always associated with debt. I have never seen someone who has major financial problems and who doesn't have debts. When you encounter problems, and decide to take action to improve the situation, then your first goal is to manage and reduce your debts. 


Investigate ways of reducing your interest rates, perhaps by combining several high interest forms of credit into a single low interest loan. 


Re-arrange your loans and credit so that you are paying the lowest possible interest on your debts. 


Simply doing this will give you some breathing space, and free up some cash to begin solving the problem. 


After rearranging your debt to get the lowest possible rate, the next step is to look at your expenses. 


Keep a record for a month of every single cent you spend. 


You may be surprised as to where all your money is going.


Examine every single item on the list of expenses, and consider ways to reduce or eliminate the expense. 


If you have reached the point of significant problems, then should consider spending less on personal needs and entertainment. 


The quicker you get back on your feet, the sooner you will be able to enjoy yourself once again without creating new problems. 


It is essential to spend less than you earn. 


This is the fundamental ingredient in financial success. 


The extra cash should be used to pay off your debts as quickly as possible. 


A person in this position is highly vulnerable if something goes wrong, and it is essential to reduce the debts as quickly as possible. 


Owning assets leads to security and freedom, and having debts leads to vulnerability and enslavement. 


Having reduced your expenses, and used the extra cash to begin reducing your debts, the next step is to examine ways to increase your income. 


If you are in serious trouble, then extra work may have to be considered in the short term. 


However, if you do this, then make sure that you use the extra money to repay debts and build assets. Do not spend it. Some people work longer and longer hours, then spend more and more, and lock themselves into an expensive lifestyle which they can't escape. 


This is a recipe for financial disaster and misery. 


When you are in financial trouble, Kate, every extra cent you can earn must be used to improve your financial position. 


Finally, you should make a list of everything you own of value. 


You should consider selling some of your assets and using the money to reduce your debts. 


Selling assets to reduce debts is the primary way that companies restore their financial health when they strike trouble, and individuals need to consider the same strategy. 


Sentimental feelings may make it difficult to sell some assets, but the extent of the problems must be faced, and if they are severe then drastic action must be taken. 


Once you take these steps, your financial position should improve quite quickly. 


It may take a long period of time to eliminate your debts and build a reserve of assets, but your position should be improving as time goes by, rather than getting worse. 


Once you have taken these actions, made a plan and seen some improvement, your morale will improve drastically. 


As long as you can see some improvement each week, even if there is a long way to go, then you will feel as if a burden has been lifted from your shoulders. 


Finally, these suggestions relate to the short-term actions needed when serious financial difficulties arise. 


They are not a long term solution to your problems. If your habits and money management do not change, then you will fall into debt again, and this time it will be even worse. 


It will be worse because you will have fewer assets to sell, and less expenses that can be trimmed. Once the short term problem is reduced, then you must start to save and invest, and build your wealth for the future as I have already described."
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John and Kate sat together, relaxing in the park, and John prepared to speak once more about finance.


"Kate, we have almost come to the end of our discussions on money. 


It has been a long road, but I have covered all the issues that I feel are important. 


We could speak for years on this subject, and still not exhaust the things I could teach you, but I believe that I have told you everything you really need to know. 


This knowledge is enough for you to manage your money successfully and become an independent and wealthy woman. 


Before we finish, though, I want to suggest some specific actions that you should take to put my words into practice.


First, you must become more organised with your finances. 


You must gain a clear understanding of your expenses, your income, your debts and your assets. 


Becoming organised is the first essential step on the path to financial success. 


Make a list of all your insurance policies. Summarise them on a single page, with a list of their premiums, purpose, and the amount of cover involved. 


Ensure that you have adequate cover, as I have already described, but don't pay for anything that is not absolutely necessary. 


Insurance is a significant expense for many people and you should be careful not to have too much cover, or too little.


Next, record all your expenses. 


This should include everything you spend money on, from bank charges to savings for Christmas presents. 


Examine each expense carefully, and consider ways to reduce or eliminate the expense. 


We have already discussed several suggestions in detail.


Having done this, you should make a budget and plan the way in which you are going to divide your income. 


You must save a certain part of your income, and use this money to improve your financial position for the future. 


Ten percent of your income is a good guideline to begin with. 


The more you save, however, the faster your financial position will improve. 


Make a list of all your loans and debts. 


Include everything that you owe, from personal loans to credit through stores. 


Anything where you must make payments for something that you have purchased comes into this category. 


You should aim to repay these loans as quickly as possible. 


Use any assets you have, such as money in the bank, to repay these loans. 


Although loans can be useful for investment purposes, you should avoid loans for personal purposes wherever possible. 


Home mortgages take many years to repay, but other loans should be repaid in the shortest term possible. 


If you do not have sufficient assets to repay your debts, then use the assets that you do have, and use your regular saving to repay the rest as soon as possible. 


Next, make a list of all your assets. 


All investments, significant assets and money should be listed. 


Critically examine the assets you own and the places that you keep your money. 


You may find, for example, that money in a bank account or insurance policy is earning a low rate of interest. 


Financial success depends on making the absolute most of all your assets. 


Do not let any of your wealth linger in places where it earns a poor return. 


Sell assets that are not providing good profits and cancel any investments that are showing poor returns. 


It is essential to place all your wealth in forms that increase in value and provide healthy profits. 


Never leave money in places where it receives a poor return. Having looked at these issues, we now look to the future. 


Read the newspapers and develop a general knowledge of finance and investment. 


The aim is not to become an expert, or understand the complex details, but to understand the principles. 


It is also important to have a good feel for the current environment, and which investments are likely to perform well and which aren't. You may also want to look for some simple books on property and shares. 


I suggest that you read the smallest and simplest books, as these have everything that you really need to know. 


The larger ones may contain complicated and obscure strategies, detailed mathematics or large amounts of meaningless waffle. 


All three are of little use to the average investor, and in fact they are little use to anyone at all. 


As your knowledge and experience of investment grows, you will be able to build your wealth and ensure a secure financial future.

6.4 A month later


Kate and John sat on their favourite park bench, as usual.


Several weeks had passed since they had finished discussing finance.


Spring was in full flight now, and the park was full of animals. Tender green shoots spread out from the bushes and rose from the ground.


John had weakened steadily over the past year, and Kate had worried that he had suffered a permanent blow to his energy.


As the weeks passed, however, the brightness in his eyes seemed to gradually return. 


It was as if a great weight had been lifted from his shoulders. 


His strength was returning slowly, and he was healing from the long struggle.


“John”, Kate said at last, “Thank you. Thank you for everything that you have done over this past year.”


“You are most welcome, Kate,” John answered softly.


“I feel like we have reached the end of a long journey,” Kate replied.


They rose from the bench and began to walk slowly through the park,


“Oh no, my dear,” John said.


“The journey had only just begun. 


Its only just begun.”

Appendix A
Financial Ratios
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Appendix B - Monthly repayments of an amortising loan

Repayments per $1,000 of loan principal.

Number of




Interest
Rate








Years
5.0%
6.0%
7.0%
8.0%
9.0%
10.0%
11.0%
12.0%
13.0%
14.0%
15.0%
16.0%
17.0%
18.0%

















1
85.61
86.07
86.53
86.99
87.45
87.92
88.38
88.85
89.32
89.79
90.26
90.73
91.20
91.68

2
43.87
44.32
44.77
45.23
45.68
46.14
46.61
47.07
47.54
48.01
48.49
48.96
49.44
49.92

3
29.97
30.42
30.88
31.34
31.80
32.27
32.74
33.21
33.69
34.18
34.67
35.16
35.65
36.15

4
23.03
23.49
23.95
24.41
24.89
25.36
25.85
26.33
26.83
27.33
27.83
28.34
28.86
29.37

5
18.87
19.33
19.80
20.28
20.76
21.25
21.74
22.24
22.75
23.27
23.79
24.32
24.85
25.39

6
16.10
16.57
17.05
17.53
18.03
18.53
19.03
19.55
20.07
20.61
21.15
21.69
22.25
22.81

7
14.13
14.61
15.09
15.59
16.09
16.60
17.12
17.65
18.19
18.74
19.30
19.86
20.44
21.02

8
12.66
13.14
13.63
14.14
14.65
15.17
15.71
16.25
16.81
17.37
17.95
18.53
19.12
19.72

9
11.52
12.01
12.51
13.02
13.54
14.08
14.63
15.18
15.75
16.33
16.92
17.53
18.14
18.76

10
10.61
11.10
11.61
12.13
12.67
13.22
13.78
14.35
14.93
15.53
16.13
16.75
17.38
18.02

11
9.86
10.37
10.88
11.42
11.96
12.52
13.09
13.68
14.28
14.89
15.51
16.14
16.79
17.44

12
9.25
9.76
10.28
10.82
11.38
11.95
12.54
13.13
13.75
14.37
15.01
15.66
16.32
16.99

13
8.73
9.25
9.78
10.33
10.90
11.48
12.08
12.69
13.31
13.95
14.60
15.27
15.94
16.63

14
8.29
8.81
9.35
9.91
10.49
11.08
11.69
12.31
12.95
13.60
14.27
14.95
15.64
16.34

15
7.91
8.44
8.99
9.56
10.14
10.75
11.37
12.00
12.65
13.32
14.00
14.69
15.39
16.10

16
7.58
8.11
8.67
9.25
9.85
10.46
11.09
11.74
12.40
13.08
13.77
14.47
15.19
15.91

17
7.29
7.83
8.40
8.98
9.59
10.21
10.85
11.51
12.19
12.87
13.58
14.29
15.02
15.76

18
7.03
7.58
8.16
8.75
9.36
10.00
10.65
11.32
12.00
12.70
13.42
14.14
14.88
15.63

19
6.80
7.36
7.94
8.55
9.17
9.81
10.47
11.15
11.85
12.56
13.28
14.02
14.76
15.52

20
6.60
7.16
7.75
8.36
9.00
9.65
10.32
11.01
11.72
12.44
13.17
13.91
14.67
15.43

21
6.42
6.99
7.58
8.20
8.85
9.51
10.19
10.89
11.60
12.33
13.07
13.82
14.59
15.36

22
6.25
6.83
7.43
8.06
8.71
9.38
10.07
10.78
11.50
12.24
12.99
13.75
14.52
15.30

23
6.10
6.69
7.30
7.93
8.59
9.27
9.97
10.69
11.42
12.16
12.92
13.69
14.46
15.25

24
5.97
6.56
7.18
7.82
8.49
9.17
9.88
10.60
11.34
12.10
12.86
13.63
14.42
15.21

25
5.85
6.44
7.07
7.72
8.39
9.09
9.80
10.53
11.28
12.04
12.81
13.59
14.38
15.17

Repayments can be calculated by multiplying the amount from the table by the number of thousands of dollars of the loan amount.

For example, a loan of $5,000 at 9% interest over 5 years would have repayments of 20.76 x 5 = $103.80 per month.
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