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New Training Tools 

Tools Update 

S till out of sight.... Despite the 
hullabaloo about videoconfer-
encing, most peop le do busi-

ness the old-fashioned way—face to 
face. Experts cont inue to predict a 
large market for videoconferencing 
sys tems, but in the more d is tant 
future than they first thought. The 
reason is money. 

It's a sort of catch-22. Videocon-
ferencing systems tend to be expen-
sive—about $30,000 for the average 
setup. Consequently, relatively few 
businesses can afford them. But until 
the market grows, the technology 
will remain costly. 

The companies that use videocon-
ferencing say it cuts down on the 
expenses of convening employees 
from different sites for meetings and 
training. But for die most part, video-
confe renc ing is more of a special 
event than an office fixture. 

Industry analysts say that once 
videoconferencing systems get smaller 
and cost less, they'll proliferate the 
way computers have. Several compa-
nies are racing to produce desktop 
vers ions that don ' t need special 
rooms, cameras, or other equipment. 

Once a s t reamlined system hits 
the market for under $1,000. it'll lake 
its place in the office alongside the 
PC, telephone, and fax machine. 

Stay tuned. 

Michael R. Kelly, fo rmer qual i ty 
specialist at Florida Power & Light. 

The h a n d b o o k is a pr imer and 
workbook on quality tools and tech-
n iques . It s h o w s h o w to use bar 
charts, cause-and-effect diagrams, 
flowcharts, and histograms in con-
junct ion with p r o b l e m solving to 
improve the quality of work. The 
book also presents five case studies 
that illustrate the successful use of 
quality improvement methods. 

The s tep-by-s tep guide def ines 
each tool, describes its use, provides 
a picture of the tool, and instructs 
you on how to apply it. 

The 176-page, 8.5-by-l 1-inch spiral-
bound handbook costs $18.50. For 
more information, contact Quality 
Resources, White Plains, New York. 
Circle 257 on reader service card. 

Eureka! 

What do an elephant and an oil well 
have in common? If nothing comes 
to mind, try MindLink, a sof tware 
program designed to facilitate out-of-
the-box thinking. The software will 
have you mak ing o d d - b u t - u s e f u l 

"Up close and personal" is 

still the preference of most 

meeting planners, who can't 

afford videoconferencing 

systems—yet. Other items 

inclitde tools for genera ti ng 

ideas and analyzing needs, 

as well as a new way 

to see Venice. 

Quality for All 

In a world of electronic tools, people 
still like to take pen to paper—even 
when applying innovative business 
concepts such as quality. 

Employees at all levels can be-
come involved in their organization's 
quality efforts by using Everyone's 
Problem Solving Handbook, by 

c o n n e c t i o n s b e f o r e you k n o w it, 
according to the maker. MindLink 
helps you to loosen your grip on the 
censor in you, unleashing uninhib-
ited ideas that lead to practical solu-
tions to real problems. 

Inctaaftlngly 

F lUhi} H b t u r d T ^ B 

Sfiom yuur Problem 

Connoct your fist-of-
associairons with your 
Problem to QQI some absurd 
Ideas 

Keep creating absurd Ideas 
until It la rea'iy hard to ttUn* 
o! any maro. 

Vou might try to make each 
Idea mote absurd than tfw one 
before. Haw Inr can you 00? 
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MindLink works on the premise 
that most solut ions h a p p e n when 
you're not thinking about the prob-
lem at all. The MindLink p rocess 
progresses through five stages: stat-
ing and understanding the problem, 
wishing for ou tcomes , genera t ing 
ideas and options, developing solu-
tions and action plans, and format-
ting solutions into strategies. 

The program contains more than 
40 idea t r iggers and the Gym, a 
warm-up creativity session. A typical 
exercise: "List several different ways 
to use a nickel." Or, ' list several dif-
ferent situations in which you can't 
possibly use a nickel." You can cre-
ate fresh exercises by substi tut ing 
your choices for certain elements. 

One nice thing about brainstorm-
ing with MindLink is that it doesn't 
pour cold water on your ideas, like 
s o m e p e o p l e you k n o w . In fact , 
MindLink e n c o u r a g e s you to be 
a b s u r d , silly, and imprac t i ca l— 
behaviors that breed truly innovative 
concepts. 

The program also p rov ides the 

Lite Tools 
Just for fun.... Sure, you ' re nice 
and po l i te at the of f ice . You ' re 
pleasant to your co-workers, you 
do your work efficiently, and you 
never complain. You even smile 
when there's a crisis at 4:45 that 
has to be f ixed now. But w h e n 
you get home.... 

You throw off your everyday 
duds and put on "The Job that Ate 
My Brain" t-shirt. It says what you 
can't: "SEE the work pile up! HEAR 
your co-workers snarl! FEEL the 

capabil i ty to p roduce a variety of 
reports—such as business plans and 
proposals—that can combine your 
wishes, ideas, and solutions into a 
cohesive whole. 

Other features include time clock-
ing, t ime m a n a g e m e n t , pa s sword 
protection (so no one else can see 
your wacky notions), The Innovator's 
Handbook, free software upgrades 
for 18 months, and a bag of creativ-

sweat down your back! SMELL your 
lx)ss sneaking up behind you!" 

Frighteningly illustrated in toxic 
blue and exorcist green, the $16 
alter-ego tee also comes in a $28 
sweatshirt. It's kind of a Jekyll and 
Hyde thing, without the wear and 
tear. 

For more information, contact 
Wireless ("the catalog for fans and 
friends of public radio"), St. Paul, 
Minnesota. 
Circle 261 on reader service card 

ity toys to use with on-screen exer-
cises or in the classroom. 

MindLink works on IBM with Win-
dows 3.0 and 4 MB memory (it also 
works with 2 MB. but the program 
runs more slowly) and any Macintosh 
with 1 MB that runs HyperCard. 

A recent software review we saw 
gave MindLink a score of th ree 
"computers" out of a possible four. 
The cost of the complete package is 

^ Q u a l i t y 
[otal perf0J erformance 

ESF's "Total Training System" is a 
comprehensive training curriculum. 

From analyzing your training needs to 
managing your entire training depart-
ment, ESF professionalizes the train-
ing function within your organization. 

A full-service training company, ESF 
offers: 

• Self-instructional materials 
• Custom-designed training courses 
• Competency-based workshops 

ESF's workshops create a feeling of 
success and fun for all participants. 

"I never dreamed that designing my company's 
i raining programs could be so easy and successful 
(anil fun!). I-SI-"s Developing Male rials Work-
shop is a no trills approach lodeveloping any type 
of training program. Best of all. anyone can doit." 

K. C" Bailov. AC RochcMcl" 

The 
Total raining 

System 

ESF Pro Trainer Workshops: 

• Develop Quality Training Materials 
• Analyze Training Needs 
• Be an Interactive Instructor 
• Manage Challenging Learners 

"ESF's Training Needs Analysis process has proven 
to be a valuable tool in pinpointing root causes. With 
funds limited today, we have to apply our solutions 
in the most cost-effective manner so we can get the 
greatest return on our investment. The class pro-
vides all the skills necessary to identify your prob-
lems and provide the proper solutions." 

R a y S i n k i e w i c z . H y d r a - m a t i c 

G uaranteed 
Results 

^ u s t o m e r 

§ atisfaction 

ESF's workshops are for: 

• Fortune 500 companies who can 
use ESF's process to increase their 
training skills and produce more 
professional results within their 
companies 

• Individuals who want to break 
into the training industry 

Clients include: 

• Dow Chemical Co. • IBM 
• The Rouse Company • Citibank 
• R. R. Donnelley • Exxon 
• Shell Oil Company • GM 
• Merck Sharp & Dohrne • AT&T 
• Wachovia Bank • 3M 

Educational Systems for the Future' 
14650 Viburnum Drive 

Dayton. Maryland 21036-1246 
410-531 -3737 • 301-854-3733 

Contact: Mary S. Esseff or Joe Reif 

Circle No. 280 on Reader Service Card 
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How To Contact 
Training & Development Magazine 

Unless (jtherwi.se noted, you can write to 
Training & Development at Box l't<»3, 
Alexandria. VA 22333-2043. For package 
delivery, our street address is 1640 King 
Street. Alexandria. VA 22311-2746. Phone 
703/683-8100; fax 703/683-8103. 

Feature Articles We welcome manuscripts 
for possible publ icat ion in Training & 
Development. Write to Cvnthia Mitchell for 
authors' guidelines. Include a self-addressed, 
stamped envelope. Phone 703/683-8132. Send 
manuscripts to Editor Patricia Galagan. 

Voice Mail Respond to the "Tell Us What 
You Think* question each month in "Voice 
MaiL" We also want to hear your opinions 
and observations about HRD and 'Training & 
Deivhpment. Send letters to Huidee Allerton; 
call the Voice Mail phone line. 703/683-9590: 
or fax a letter to her at 703/683-9203. 

In Practice Send press releases or short 
articles on news, trends, and best practices in 
training and development to editor Craig 
Steinburg. Phone 703/683^8137. 

Four by Four Contact Catherine Petrini with 
ideas for this bi-monthly interview column. 
Phone 703/683-8130. 

Training 101 Submit brief articles on training 
basics to Catherine Petrini. Phone 703/683-8130. 

New Training Tools Send press releases on 
new products to editor Haidee Allenon. This 
column features software, tapes, manuals, 
electronic equipment, and anything else that 
helps trainers do their jobs better. Phone 
703/683-7251. 

Working Life This column reports on trends 
and practical tips on work/lifestyle issues. Send 
press releases to Haidee Allerton. Phone 
703/683-7251. 

Books Send releases and review copies of 
books to Theresa Minton-Eversole. Phone 
703/683-8134. 

Research Capsules This quarterly column 
summar izes recent HRD research. Send 
material to Linda Morris, director of Industry 
Services Education, Ernst & Young. Fairfax 
Square, Tower 2, 8075 Leesburg Pike. Vienna, 
VA 22182. Phone 703/903-5000. 

Reprints For reprints of T&D articles, contact 
Customer Support. Single reprints must lie pat-
paid; bulk orders (50 or more) may lie billed. 
Include issue date, article name, authors ' 
names, page numbers, and billing or credit 
card information. Phone 703/683-8129. 

Rights and Permissions For permission to 
reprint articles, pans of articles, or other ma-
terials from Training 6 Development, send a 
written request to Cynthia Mitchell, with the 
name Of die article, the issue date, and the in-
tended use of the material. Phone 703/683-8132. 

Subscriptions and Back Issues Contact 
Customer Support, 703/683-8129. 

Product Information For your convenience, 
we assign reader service numbers to most 
Oproducts, services, and books mentioned in 
T&D. For more information on products, ser-
vices. and books, circle the appropriate numbers 
on the postage-paid reader service cud. 

Advertising For advertising information., contact 
the appropriate sales rep, listed on page 4. 

ASTD Membership For information on joining 
ASTD. call the Membership Services Depart-
ment. 703/683-8171. 

N e w Training Tools 

Product Information 
For m o r e i n f o r m a t i o n on any 
product listed in "New Training 
Tools," circle the corresponding 
n u m b e r on the r eade r serv ice 
c a r d and d r o p the card in the 
mail. The manufacturer will send 
the information directly to you. 

If you 'd like to t e l e p h o n e a 
manufacturer, turn to the reader 
service page for phone numbers. 
But p lease be su re to say thai 
you read abou t the p roduc t in 
Training & Development! 

$299. The company offers multiple-
purchase discounts and on-site cre-
ativity training. 

For more information on the soft-
ware and accompany ing materials, 
con tac t MindLink. Nor th Pomf re t , 
Vermont. 
Circle 258 on reader service card. 

Training for Sale 

Allen-Bradley, a company that manu-
factures and sells industrial automa-
tion controls and systems, is putting its 
particular brand of needs analysis on 
the market. The service is a system-
atic study that addresses three critical 
issues that affect an organiza t ion ' s 
productivity goals: lack of employee 
skills and knowledge, environmental 
factors, and motivational issues. 

As described by Allen-Bradley, a 
needs analysis defines the level and 
types of training that are best suited 
to an organization's employees . An 
analys is is a p p r o p r i a t e w h e n n e w 
technology is introduced, when new-
equipment is installed, and when new 
employees are hired. It may be partic-
ularly he lpfu l for de te rmin ing em-
ployee ability levels across depar t -
ments and shifts. 

Allen-Bradley's analysis may rec-
o m m e n d a variety of op t ions for a 
company ' s training needs—such as 
lec ture / lab courses, CBT, refresher 
courses, or job aids. The service takes 
an a p p r o a c h that is p e r f o r m a n c e -
based ra ther than s u b j e c t - m a t t e r -
based. That is, the training is based 
on what employers want workers to 
accomplish, not on what they want 
workers to know. 

The goal of the service is to rec-
o m m e n d t r a i n i n g that r e s u l t s in 
m o r e p r o d u c t i v e e m p l o y e e s , less 
unscheduled downtime, and greater 
cost savings. 

For m o r e i n f o r m a t i o n , c o n t a c t 
Allen-Bradley, Cedar Rapids, Iowa. 
Circle 259 on reader sen,-ice card 

Gondolas Not Included 

Venet ian Merchants : T h e Imperia l 
Game of Planning and Time Manage-
ment is a new board game designed 
to he lp peop le deve lop their deci-
sion mak ing and p r o b l e m solv ing 
skills. It was created specifically for 
managers , project teams, and sales 
and service people. 

The game's setting is the Venetian 
Trade Empire of the f i f teenth cen-
tury, a t ime w h e n Venice was the 
leading seaport of the Western world 
and a great commercial center. While 
playing Venetian Merchants, players 
experience problems and opportuni-
ties from the Old World and improve 
their skills in deal ing with the real 
world. 

The typical Venetian merchant of 
the day was tough , ha rd -work ing , 
and determined. Just as it does now, 
success in f i f teenth-century Venice 
required strategy, innovative think-
ing. and a recognit ion of obstacles 
and opportunities. 

Here ' s how you play the game: 
From 9 to 24 players are divided into 
3 to 6 teams. T e a m s are p r o v i d e d 
with b a c k g r o u n d in fo rmat ion and 
given 30 minutes to plan their initial 
strategies. 

Players visit exotic ports to buy, 
sell, and trade goods. Along the way, 
they face the vagar ies of wea the r , 
pirates , and d isease . The se tbacks 
force them to use and develop deci-
s ion m a k i n g and p rob l em solv ing 
techniques to surmount the obstacles 
and try to win the game. Scoring is 
based on profitable sales. 

For more information, contact W.F. 
Murray Associates, Elkhart, Indiana. 
Circle 260 on reader service card. 

"New Training Tools" is compiled and 
written by Haidee Allerton. Send items 
of interest to "Tools," T ra in ing & 
Development, 1640 King Street. Box 
1443, Alexandria, VA 22313-2043. 
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