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SPOTLIGHT 

CRM Films 
New from CRM. Managing Stress, 
revised edition; The Leadership 
Challenge (based on the acclaimed 
book), and two films from Abilene 
Paradox creator Jerry Harvey. FREE 
previews. Circle No. 216 on Reader 
Service Card. 

Cally Curtis Company 
How to Manage Customer Service. 
Cally Curtis Co. presents an impor-
tant new video, Wishing Won't Make 
It So, Managing to Win and Keep 
Customers. Features Michael 
LeBoeuf's Triple Win Reward Sys-
tem. Booths: 914/918. Circle No. 215 
on Reader Service Card. 

Center for Creative 
Leadership 
Benchmarks: Developmental Ref-
erence Points for Managers and 
Executives. An innovative new man-
agement-development assessment 
instrument based on six years of 
research into how managers develop 
through experience on the job. For 
information, write or call Jo-Anne H. 
Hand, Center for Creative Leader-
ship, Box P-1, Greensboro, NC 
27402-1660; 919/545-2814. Circle 
No. 217 on Reader Service Card. 

Clark Wilson Publishing 
Company 
Competency-based programs using 
the Task Cycle Concept. 
Managerial program structured to 
focus on Clarifying Goals. Planning 
and Problem Solving. Facilitation, 
Obtaining and Giving Feedback, 
Making Adjustments, and Recogniz-
ing Good Performance. Circle No. 
218 on Reader Service Card. 

Leadership program builds on ac-
quired management skills and fo-
cuses on Entrepreneurial Vision, 
Sensitivity to Environment, Gaining 
Commitment, Pressing the Chal-
lenge. and Reinforcing Change. 
Circle No. 219 on Reader Service 
Card. 

Drake Beam Morin Inc. 
DBM's Success Factor is a new 
training program for managers, 
teaching them how to hire for the 
right fit. Call 408/453-3850 for more 
information. Circle No. 210 on 
Reader Service Card. 
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Communispond Inc. 
Communis-
pond 's Trainer 
Development In-
stitute (TDI) 
qualifies your 
company in-
structors, using 
time-tested 
Commun ispond 
methods and 
materials. Train 
your employees 
in presentation, 
selling, busi-
ness-writing, 
and interviewing 
skills. Com- m n 
munispond Inc., 
485 Lexington 
Avenue, New York, NY 10017. 
Call 212/ 687-8040. Circle No. 222 
on Reader Serv ice Card. 

Development Dimensions 
International (DDI) 
Interaction Management from DDI is 
the world 's foremost first-and 
second-level leadership-training 
system. Twenty-eight learning mod-
ules cover a range of situations for 
day-to-day management, team lea-
dership, managing change, and 
handl ing difficult employee interac-
tions. New enhancements include 
components on training-needs anal-
ysis, evaluation, performance man-
agement, and encouraging initia-
tives. Call 412/257-2277. Circ le No. 
213 on Reader Service Card. 
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Development Dimensions 
International (DDI) 
What is the real meaning of em-
powerment? How does it work? And 
why should it be part of every organ-
ization's future? Zapp! discusses the 
critical role empowerment plays in 
developing organizations dedicated 
to improving quality, productivity, 
and employee satisfaction. This book 
is " m u s t " reading for leaders of the 
nineties. For information call Devel-
opment Dimensions International. 
Circle No. 212 on Reader Service 
Card. 

Development Dimensions 
International (DDI) 
Celebrat ing 20 years of HRD excel-
lence, DDI will feature its award-
winning programs and services in 
personnel selection and promotion, 
training and development, perfor-
mance management, and evaluation 
and analysis. Circle No. 211 on 
Reader Card. 

Put Your Product in the Spotlight! The 
next "Showcase Spotlight" sections 
will appear in the July and December 
issues oj the Journal. Please contact the 
ASTD Advertising Sales Department 
for more information, 703/683-8142. 

The Dreiford Group 
Dreiford Group workshops develop 
executive and managerial skills in 
such areas as managing change, 
identifying and managing ethical 
issues, promoting innovation, and 
manag ing " the boss." The Dreiford 
Group, 6917 Arl ington Road. Suite 
227, Bethesda, M D 20814. Call 301/ 
656-1773. Circle No. 214 on Reader 
Service Card. 

The Ned Herrmann Group 
The Creative Brain describes Ned 
Herrmann's brain theory and its dra-
matic implications on the training 
field. Learn these invaluable techni-
ques today! New 2d edition avail-
able. Call 704/625-9153. Circle No. 
226 on Reader Service Card. 
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Learning International 
Designed for all experience levels, 
Learning International's new Sales 
Performance Series provides sales-
people and their managers with 
high-impact skills that range from 
telephone prospecting to advanced 
face-to-face negotiations. Circle No. 
223 on Reader Service Card. 

MOHR Development Inc. 
Technical Leadership, a modular 
program from MOHR Development 
Inc., trains leaders of technical pro-
fessionals in the strategies and skills 
needed to foster innovation, entre-
preneurship, and teamwork. Circle 
No. 224 on Reader Service Card. 

Shipley Associates 
Shipley Associates' Effective Busi-
ness Writing interactive videodisc 
courseware adapts our proven 
writing process to a stand-alone 
modular training program in a com-
puter-based format. ASTD Booth 
1124. Circle No. 227 on Reader 
Service Card. 

Swan's 
HOW 
PICK 
THE 

RIGHT 
PEOPLE 
Program 
WILLIAM S. SWAN, PhD. 

Swan Consultants Inc. 
Our "How to Pick the Right People" 
program is a unique, field-tested se-
lection-interview training system. We 
offer public seminars nationwide and 
have tailored in-house programs, or 
we can certify your trainers to pre-
sent the program. Also available is a 
Campus Recruitment Interview ver-
sion. Now, all the interviewing tools 
and techniques you'll need are avail-
able in a book titled Swan's How To 
Pick the Right People Program. Also 
available. How to Conduct the Perfor-
mance Appraisal. Circle No. 225 on 
Reader Service Card. 

Spectrum Human Resource 
Systems 
The Spectrum TD/2000 is a PC-
based software program that stream-
lines scheduling classes, instructors, 
equipment, and facilities. The system 
comes standard with a powerful re-
port writer. Circle No. 228 on 
Reader Service Card. 

Vital Learning Corporation 
Vital Learning Corporation intro-
duces Customer-Oriented Selling, 
third edition. This interactive 3-day 
workshop teaches a step-by-step 
process that enables your sales-
people to develop long-term busi-
ness relationships. The program 
concentrates on key aspects of the 
sales process: precall planning, the 
sales call, and postcall planning. Call 
800/243-5858 for more information. 
Circle No. 229 on Reader Service 
Card. 
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Zenger-Miller Inc. 
Quality-Improvement Skills Training. 
QUEST (Quality Enhancement 
Through Skills Training), a new 
program from Zenger-Miller, gives 
managers and their employees the 
practical "how-to" skills needed to 
put quality theory to work—interper-
sonal and team skills as well as 
analytical and problem-solving skills. 
Zenger-Miller Inc., San Jose. CA 
95110: 408/452-1244. Circle No. 207 
on Reader Service Card. 

Zenger-Miller Inc. 
Supervisory Training. Recently 
selected the best supervisory-train-
ing program, Frontline Leadership 
provides not only basic supervisory 
skills but also the fundamentals of 
leadership behavior. It is modular 
and flexible and can be customized 
to fit the unique needs of any organi-
zation. Zenger-Miller Inc., San Jose, 
CA 95110; 408/452-1244. Circle No. 
208 on Reader Service Card. 

Zenger-Miller Inc. 
Training Professional Development. 
Zenger-Miller is offering training pro-
fessionals results-oriented seminars 
for Marketing and Selling Training to 
Management, Practical Consulting 
Skills, Effective Facilitation Skills, and 
Evaluating Training Results. On-sites 
and public sessions are available. 
Zenger-Miller Inc.. San Jose, CA 
95110; 408/452-1244. Circle No. 209 
on Reader Service Card. 

Quality Enhancement 
Through Skills Training 
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