
w hither Practicum? 

By now, you've noticed that this 
section sports a new moniker: "In 
Practice." Why the change? It's really 
rather simple: "Practicum" no longer 
fits. 

Vou could look it up. Practicum, a 
Latin word with a Greek antecedent, 
literall\ means "a course or group ses-

sion emphasizing practical application 
of theory." Th i s section of the Journal 

does that, but it does more. It also 
keeps you up to date on items of in-
terest not strictly in the human 
resource development field. The 
stories might refer to business and 
government—worlds where most of 
today's training is done. Or, they 
might cover notions or events that 
stand a chance of altering the way you 
think about many things—including 
your field. 

Finally, there is the odd story that 
pops up from time to t ime, the only 
purpose of which is to give your 
minds a rest f rom too much serious-
ness. 

Keep sending your material as you 
would to the old Practicum section 
and. as always, keep it short and to 
the point. In Practice stories are 
designed to be read quickly, when 
there isn't enough time to read the 
longer features that make up the bulk 
of the Journal editorial product . 

Robert Bove 
In Practice F/Jitor 

Techniques for 
Drawing Out 
Trainers 

Submitted by Jerry H'. Gilky, School of 
Occupational and Adult Fducation. 
Oklahoma State University. 

I'he following steps can help 
trainers who want to move from being 
disseminators of information to 
facilitators of learning: 

• Focus on Climate—The instructor 
uses the background and experience 
of the learner to introduce new ideas 
and deepen awareness. A non-
threatening climate is produced when 
the instructor employs acceptance, 
empathy, self-disclosure, understand-
ing and attentiveness. 
• Reflection— Bring to the surface the 
feelings and atti tudes behind the 
learner's words. This prevents hidden 
agendas and deep-seated feelings from 
hindering the learning process. 

• Silence—A difficult technique to 
master, silence allows the learner t ime 
to think through what has transpired 
and can slow the pace down as 
necessary, if things are too hectic. 
• Paraphrasing— A feedback techni-
que. paraphrasing the learner's 
responses leads the learner toward the 
right message and shows that the in-
structor is listening. 

• Questions— Directed at individuals or 
the entire group, open and closed 
questions serve as a catalyst for group 
discussion and can be a rudder to 
guide the flow of conversation. Open-
ended questions allow the learner to 
widen his or her perceptions. Closed 
questions require specific responses 
needed in the learning process. 

• Clarification—Either the instructor 
or the learner can make clarifying 
s ta tements that place the learner's 
feelings and atti tudes in a form clearer 
to all concerned. 
• Interpretation—"What I hear you 
saying" is the most common way to 
introduce an interpretation to the 
learner. Interpretations deal with cause 
and effect relationships and allow 
learners to grasp the full meaning of 
what they say. 
• Fjrcouragetnent—Everyone needs a 
pat on the back from time to t ime. 
Encouragement can prompt action or 
counter feelings of inadequacy. "Please 
continue" and "That 's interesting, tell 
me more" are typical encouraging 
phrases. 
• Tentative Analysis—Some interpreta-
tions are "hunches." Tenta t ive analysis 
is micro-summarization of single ideas 
instead of groups of thoughts. "Then 
nou mean" and "In other words" are 
phrases that precede tentative 
analysis. 

• Summarization—Different than 
paraphrasing, summarization follows 
discussion. Conveying the essence of 
the trainer s message, it can be done 
either by the trainer or the learner, 

depending on the mood of the class. 
In either case, agreement or disagree-
ment with the summarization should 
be discussed to make certain all 
understand the message. 

T h e r e ' s N o Lunch Hour 
Like N o Lunch Hour 

Accountemps, a New York account-
ing, bookkeeping and data processing 
temporary personnel serv ice, recently 
ran a survey of 100 "Fortune 1000" 
company vice presidents and person-
nel directors to answer this age-old 
question: "How much time does your 
company allow most of its employees 
for lunch?" T h e average answer, for 
those of you who still believe in the 
one-hour lunch hour (or, for that mat-
ter. the free lunch), is 48 minutes. 

I hat's 12 under par, you might say, if 
you often like to drive a few golf balls 
during your 4/5-hour lunch hour. 

The flip side of the coin, according 
to Accountemps Vice President Marc 
Silbert, is the answer to one of the 
other questions his firm asked in the 
survey: "How long is the average 
lunch that most employees actually 
take?" T h e average answer? Forty-nine 
minutes—one minute more than the 
average company allows. Or close 
enough to give pause to the more 
crotchety among us who believe 
employees are always a half-hour late 
getting back to their desks after lunch. 
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1 u n d e r a 111 a 

Submitted by Lisa Strieker, Lobenz-
Stevens, Inc.. 

Clear c o m m u n i c a t i o n in the office 

o f t en suf fers w h e n staff m e m b e r s , w h o 

know each o the r well, b e c o m e too 

comfor t ab l e in their w o r k si tuation. 

Because off ice c o m m u n i c a t i o n skills 

are vital, O l s t e n T e m p o r a r y Services , 

W e s t b u r y , N . Y . , has deve loped the 

fol lowing list of c o m m o n off ice 

b lunders to help e n s u r e that their per -

sonne l avoid poor c o m m u n i c a t i o n . 

• Forgetting. T h i n k i n g you'll 

r e m e m b e r — a n d the r e fo re don' t need 

to wri te it down—is a universal office 

b lunder . Flight n u m b e r . D a t e . P h o n e 

n u m b e r . Which res tauran t , hotel or 

mote l r e se rva t ion . In w h o s e name . So-

m e o n e should invent a round pen you 

can wear as a finger ring. 

• Guessing. "I think that 's right" art-

fatal words . If a n y o n e must ask , 

there ' s g r o u n d s for check ing . Spell ing, 

c h e c k b o o k balance , pos t age , and how 

m u c h vinegar is in t h e sauce can't b e 

g u e s s e d . L o o k it up . G u e s s i n g is 

ama teu r i sh . 

• Telling. "Mr. Smi th there?" the 

caller a sks . An obliging secre tary may 

say, " N o , sor ry , he's in Miami ." 

Betrayal? M a y b e . Te l l ing w h e r e Mr . 

Smi th has g o n e is f ine only if the 

caller is his super ior in the c o m p a n y . 

A bright office worke r never tells 

anything a b o u t anyone. T h e inquirer 

could b e a c o m p e t i t o r . Or s o m e o n e 

af te r Smi th ' s job . O r m a y b e af ter your 
job . 

• Skimming. W h y peop le don' t read 

wha t they type , sign, a p p r o v e or 

foward is o n e of t h e mys te r ies of of-

fice life. It is not e n o u g h t o skim for 

obv ious typos or w r o n g a m o u n t s or 

incorrect da te s . E v e r y o n e w h o has 

responsibi l i ty for a paper mus t read it 

for mean ing , for s ense , for 

s ignif icance. 

• Not asking. "You've a caller. T h e 

n a m e is C a r g o or S t a rk l e—some th ing 

like that ." You don' t r ecogn ize the 

n a m e , you could s c r eam. "Someth ing 

like" is ask ing for t rouble . It's juvenile 

(if you don ' t know be t te r ) or selfish (if 

you don ' t care e n o u g h to ask) . You 

h a v e to ask t h e m to "spell it, please" 

or "say it again, please." 

• Misplacing. You took the 3 x 5 card 

f rom the file, used it, t h e n what hap-

p e n e d to it? You got out the con t rac t , 

looked up the n a m e s , t hen whe re did 

it go? You filed t h e mail , now you 

can ' t find the Gude l lo r le t ter . W h e r e 

are your wits? Wha t are you day-

d r e a m i n g about? You m u s t pay a t ten-

tion to w hat you ' re doing. Don ' t 

misplace things! 

• Assuming. "But you always go to the 
budge t c o m m i t t e e m e e t i n g on T u e s d a y 

morn ings at 10:15," you say to Ms . 

Super io r , who is angry b e c a u s e only she 

didn't k n o w the m e e t i n g was p o s t p o n e d . 

S h e was t h e only o n e to go to it, and 

e v e r y o n e smi rked as s h e crept back to 

her off ice . M a k e it a rule: N e v e r let 

a n y o n e leave for any m e e t i n g wi thout 

conf i rming that it is be ing held . 

• Pencilling. Ever had a p h o n e caller 

w ait whi le you looked for a penci l? Ever 

held up dictat ion while you looked for 

ano the r pencil? Ever said. "May I borrow 

a pencil?" Yes to any of t h o s e ques t ions 

m e a n s you are e i the r a vice p r e s i d e n t 

(peop le hand you a pencil wi thout your 

asking) or a beginner (you haven't learned 

to k e e p a pen or pencil within reach every 

instant of the day) . M a k e it a habi t . 

• Whiching. Which of the th ree draf ts is 

the final one? Which of these letters is the 

o n e they dec ided to use? W h i c h cop ies 

are for w h o m ? Beware the "Which ing 

Hour" in the off ice—it 's a terr ible m o -

m e n t . You must da te every th ing , discard 

the re jec ted immedia te ly , keep your own 

set of minu te s of every confe rence . Know 

which is which . 

• Suprising. O n e of the boom- lower ing 

m o m e n t s in any off ice is the s laughter-

ing of innocen t n e w c o m e r s w ho surpr i se 

o the r s by "improving" s o m e t h i n g wi thout 

discussing it in advance—improve the ar-

rangement of the weekly sales repor t , im-

p rove t h e le t ter s tyle t h e e m p l o y e r is ac-

c u s t o m e d to, and so on. Offices we lcome 

ideas and i m p r o v e m e n t s only if t hey arc 
d i scussed first. 

• Not noting. T h e desk calendar is won-

drous ly useful . Obv ious ly it should in-

c lude trips, appo in tmen t s , recurr ing com-

mi t t ee mee t ings , e t c . Such desk b o o k s 

p reven t confl ic t , so they should also in-

clude anything else that might crea te con-

flict in func t ions : anniversaries of the staff 

m e m b e r s ' j o i n i n g the company , b i r thdays 

(family, s ta f f ) , r e c e p t i o n s , s h o w e r s , 

medical a p p o i n t m e n t s , tailor fittings. 

Keep your ca lendar up to da te , full of 

r e m i n d e r s and deta i l s—and cove red or 
c losed . 

• Holding. W h e n you ' re wait ing on t h e 

t e l e p h o n e , 10 s e c o n d s s e e m s like a 

m i n u t e , a m i n u t e like e te rn i ty . A wait of 

19 s e c o n d s is annoying , 2 0 s e c o n d s un-

forgivable, and 3 0 s e c o n d s insult ing. If it 

will t ake you more than 10 s e c o n d s to 

resolve your doub le call, you m u s t ask 

w h e t h e r you may call back . Or lose a 

f r iend or a c u s t o m e r . 

• Lying. Ben Frankl in is c red i t ed with 

t h e advice, "Never lie. S o m e d a y you may 

h a v e to . and you'll get away with it only 

if you h a v e a r epu t a t i on for never lying." 

S o , you don' t say (if it isn't so) that the 

let ter is already in the mail , t h e box is on 

t h e t ruck , your boss is en route , or 

a n y t h i n g else that could des t roy your 
credibil i ty. 

T h e 100 Worst Spelling 
Threats 

(A list of the m o s t f r equen t ly misspell-

ed w o r d s , as deve loped by O l s t e n 

T e m p o r a r y Serv ices) 

accept exceed principal 
accommodate except principle 
acknowledgment existence privilege 
acquaintance experience- probably 
across explanation procedure 
affcct extension proceed 
already February professor 
among foreign quantity-
analysis fourth questionnaire 
apparent government really 
appearance guarantee receive 
arrangement height recommend 
attendance immediatelv reference 
beginning incidentally referred 
benefited its referring 
business judgment schedule 
calendar laboratory separate 
canceled loose similar 
coming necessary- sincerely 
committee oblige stationery 
confident occasion strictly 
conscientious occurred their 
controversy omission there 
convenience omitted too 
convenient opportunity undoubtedly 
criticism original unnecessary 
description paid using 
difference pamphlet volume 
disappoint personal weather 
effect personnel Wednesday 
eligible possession whether 
endeavor practical writing 
equipped practically 
especially preferred 
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M o r e on Time 

Submitted by Jacquelyn Flowers, ASH) 
Field Service Representative at National 
Headquarters in Washington. Her tips on 
controlling time appeared as part of a 
longer article in the November 1984 issue 
of W e s t e r n Ci ty magazine. She com-

pleted the original feature one month 
ahead of deadline. 

If you ' re like m e . t he re will never 

be e n o u g h t ime to do all t h e th ings 

we imagine . But with wha teve r t i m e 

you have , h o w do you want to spend 

it. bo th professional ly and personal ly? 

F o c u s on real t ime control by follow-

ing these points : 

• Be dar ing e n o u g h to be l ieve that 

you can plan your o w n life. 

• M a k e every 24-hour day an invest-

m e n t for you by m a k i n g be t t e r t ime 

m a n a g e m e n t a daily habi t . 

• Clarify your ob jec t ives by pu t t ing 

t h e m in writ ing. 

• M a k e a to-do list eve ryday , but b e 

sure to inc lude your daily ob jec t ives , 

priori t ies , and t ime e s t i m a t e s , not just 

r a n d o m activit ies. 

• S c h e d u l e your t ime every day . Be-

sure to allow flexibility for the unex-

p e c t e d and for in te r rupt ions . First 

b lock o u t t ime for your most impor -

tant work ; t hen allow t ime for 

unschedu led e v e n t s , e m e r g e n c i e s . 

"brush-fires," rou t ines and new oppor -

tunit ies; t hen tightly s chedu le c o m m i t -

m e n t to se lec ted "outs ide" activi t ies. 

• M a k e sure t h e first hour of your 

work day is a p roduc t ive hour . 

• F o c u s on your objec t ives , not on 

activit ies. Your m o s t impor tan t ac-

tivities are t h o s e that help you ac-

compl ish your objec t ives . 

• O v e r b u d g e t : allow yourself 10 per -

cent m o r e t ime than you probably 

need . This way , you'll feel good with 

t h e t ime you have left over . It took 

m e twice as long to finish this art icle 

as I had originally p l anned , but with 

my schedu le , the ex t ra margin was a 

bonus . 

• Tap into the p o w e r of your p r i m e 

t ime . In recen t years , sc ient is ts have 

offered proof that d i f ferent people-

w o r k bes t at different t imes of t h e 

day . S t r u c t u r e your work e f for t s so 

that your mos t i m p o r t a n t cha l lenges 

will face you dur ing your bes t t w o 

consecu t ive hours (6-8 a . m . ? N'oon-2 

p . m . ? 9-11 p .m.? ) 

• D e l e g a t e w h e n e v e r and w h e r e v e r 

you can . In t h e pas t , I was not lucky 

e n o u g h to have s o m e o n e to w h o m I 

could de lega te w o r k , or so I t h o u g h t . 

W e a s sume that w e can only de lega te 

d o w n . Be c rea t ive in your de lega t ion . 

You can de lega te up and over . Being 

able to d e c i d e wh ich tasks you should 

tackle personal ly and which tasks you 

should de lega te to o the r s is an impor -

tant a t ime m a n a g e m e n t decis ion as 

you can ever m a k e . 

• S o m e peop le receive many invita-

t ions to func t ions . A c c e p t only the 

bes t , that is, t h o s e of real interest to 

you . L e a r n to say "sorry" to t h e 

o the r s . 

• T h e r e is life af ter in format ion / i ssue 

over load. T a k e it f r om t ime-

m a n a g e m e n t prac t i t ioner Counc i l -

w o m a n lola Will iams of San Jose , w h o 

handles in format ion and issue 

over loads by dea l ing wi th it as a part 

of her p l ann ing s y s t e m . Wil l iams 

handles over load by not giving in to 

it. She analyzes e v e r y t h i n g she does 

in t e r m s of her objec t ives . H e r adv ice 

is. "Find out wha t you d o , w h e n you 

do it, why you do it. Ask yourself 

what would h a p p e n if you didn' t do it. 

If the answer is no th ing , t hen s top do-

ing it." Will iams also handles overload 

by exerc is ing ( th ree-mi le walk eve ry 

day) , t akes t r ips , n e t w o r k s , and uses 

suppor t s y s t e m s (i .e. , family, f r i ends) . 

• L ink activit ies t o g e t h e r that can b e 

done e i ther in rapid success ion or 

s imul taneous ly . W o r k i n g smar t e r , not 

ha rder , is the key to good t ime 

m a n a g e m e n t . 

• Use your p h o n e to your best advan-

tage. You can do this by m a k i n g con-

fe rence calls ins tead of t ravel ing to a 

mee t ing ; call in your answers ins tead 

of wri t ing let ters or m e m o s ; have on 

your s chedu le a place to m a k e calls 

and a n o t h e r t ime schedu led for re turn-

ing calls held for you; if poss ib le , have 

s o m e o n e sc reen your calls. 

• Alan Lake in , in his b o o k , How to 

Get Control of Your Time and Life,1 and 
R. Alec M a c k e n z i e , in his b o o k , The 

Time Trap: How to Get More Done in 
I s s s , 1 h a v e sugges ted the fol lowing: 

Don ' t was t e t ime feel ing guilty if 

you blow your t ime m a n a g e m e n t p lan . 

D o b e t t e r tomorrow . 

T r y to en joy w ha teve r you ' re doing. 

T i m e doesn ' t m o v e fast enough but it 

s e e m s to . 

L i s ten act ively. It really saves t ime . 

l ake t ime for your se l f—t ime to 

d r e a m , t ime to relax, t ime to live. 

The goal of t ime m a n a g e m e n t is not 

to c ram more work into 16-hour days . 

Ra the r , it will give you an oppo r tun i t y 

to enr ich your life with more of t h e 

th ings that will m a k e you a be t t e r ad-

jus t ed , m o r e ef fec t ive pe r son . You'll 

have m o r e fun , too! 
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U t i l i z e This 

Submitted by Gary Make, direr tor of The 
Communication Workshop in New York. 

D o you start your le t te rs or m e m o s 

wi th ph ra se s such as "Enc losed p lease 

f ind" or "Persuant to your reques t?" 

D o you e n d your c o m m u n i c a t i o n s 

wi th "Please d o not hes i t a t e to call?" If 

so, you arc using th ree of the top 10 

m o s t f r equen t ly u sed—and mos t 

p i t i fu l—phrases in bus iness . 

O u r consu l t ing firm surveyed m o r e 

than 4 , 0 0 0 let ters , m e m o s , r epo r t s 

a n d proposa l s at insurance c o m p a n i e s , 

b a n k s , manufac tu r ing f irms and c o m -

munica t ions compan ie s . Included in 

the survey was work wri t ten by 

eng ineers , accoun tan t s , secre tar ies , 

c o m p u t e r specialists and b a n k ex-

ecu t ives . a m o n g o the r s . W e found the 

fol lowing trite phrases t h e most c o m -

m o n indicators of bus incss -ese : 

• it this point in time. Immortalized 
by John D e a n at the Wa te rga t e hear-

ings. this ph ra se did w o n d e r s w h e n he 

w a n t e d to avoid incr iminat ing detai ls . 

S ince t ime always has a po in t , 

b u s i n e s s p e o p l e can skip the "point in." 

• Pursuant to your request (or, per your 
request). If it's t rue that Amer icans 

don' t trust lawyers, w h y do so m a n y 

b u s i n e s s p e o p l e want to sound like 

t h e m ? "As you r eques t ed" should do 

for the rest of us. 

• Please do not hesitate to call. Picture 
s o m e poo r soul with h a n d s t rembl ing , 

w o n d e r i n g if his call will d is turb t h e 

order of t h e universe . O n c e a good at-

t e m p t at f r iendl iness , this phrase is 

now a c l iche. 

• Enclosed please find. It you hav en't 
hidden any th ing , there ' s no th ing to 

f ind. "I've enclosed" or "Enc losed is" 

should work . 

• Thanking you in advance for your 
cooperation. T h a n k i n g people for wha t 

they haven ' t done yet is like holding a 

gun to their head anil saving " D o it!" 

It's pol i te to thank peop le for wha t 

they 've a l ready d o n e . 

• It should be noted that. A patronizing 
phra se that sounds as if you e x p e c t 

the reader to take no tes . 

• Please contact me. If you don't want 

s o m e o n e to tackle y o u . you probably 

mean to say "please call" or "please 

wri te ." 

16 • Unique, (modified with very, most, or 

truly). l ivery idea, it s e e m s , mus t b e a 

un ique o n e , and just to m a k e sure the 

reader u n d e r s t a n d s just how un ique an 

idea really is. t he u n p a r d o n a b l e 

modif ica t ion of a super la t ive is u sed . 

• It has been recommended. A favor i te 

w ith peop le w ho fear that if they do 

the r e c o m m e n d i n g and the idea f lops , 

they'll get b l a m e d . Pass ive language of 

all sor ts is popular . 

• Utilized. N o t h i n g is simply "used" 

a n y m o r e . It is always util ized. L ike 

o t h e r I Z F words (s t ra tegize . priori t ize, 

finalize), it s o u n d s oddly formal . 

The ove ruse of these words and 

ph ra se s is partly the result of insecuri-

ty . W h e n new e m p l o y e e s get on the 

job and are asked to wri te their first 

let ter or m e m o , they usually tu rn t o a 

security b l a n k e t — t h e filing c a b i n e t — t o 

see how their p r e d e c e s s o r s wro te . So 

all the o u t w o r n , an t iqua ted phrases 

that have been used s ince the 19th 

cen tury con t inue to b e u sed . 

M a y b e s o m e o n e should clean out alt 

t h e filing cab ine t s . 

T h e Art of Vulnerability 

C o u r a g e and vulnerabi l i ty , argues 

execu t ive d e v e l o p m e n t expe r t Alan 

C o x (last hea rd f r o m in the S e p t . 

1984 Journal), are not mutually ex-

clusive. Vulnerabil i ty, he says , can 

serve s o m e useful p u r p o s e . 

"Revea l ing inadequac ies in a given 

set of c i r c u m s t a n c e s can result in (an 

execut ive 's ) be t terment ." ' 

He re ' s his s imple exerc ise for de t e r -

min ing just how vulnerable you are . 

Test Your Vulnerabili ty 
T o test your vulnerabil i ty, a n s w e r 

the fol lowing ques t ions by circling the 

r e s p o n s e that m o s t closely m a t c h e s 

your typical behav io r . R e m e m b e r , you 

have e v e r y t h i n g to gain by be ing ob-

jec t ive . and only you will see t h e 

resul ts . 

1. Is it difficult for you to admit ig-

no rance on a subjec t to your 

associates? 

Usua l ly /Of t en . . . S o m e t i m e s / S e l d o m . 

2 . D o you cons ider b ra ins to rming 

with your associa tes a was te of t ime? 

Usua l ly /Of t en . . . S o m e t i m e s / S e l d o m . 

3. D o you bel ieve that your 

assoc ia tes th ink of you as thin-

sk inned? 

Usua l ly /Of t en . . . S o m e t i m e s / S e l d o m . 

4 . D o you bel ieve associates t h ink of 

vou as o n e w h o we lcomes new ideas? 

Usually/Of t e n . . . S o m e t i m e s / S e l d o m . 

5. D o e s apologizing to an associa te 

w h o m you've wronged in s o m e way 

c o m e easily to you? 

Usua l ly /Of t en . . . S o m e t i m e s / S e l d o m . 

6 . D o you have a conf idant in your c o m -

pany w ith w h o m you share you r mos t 

candid t hough t s and e m o t i o n s ? 
U s u a l l y / O f t e n . . . S o m e t i m e s / S e l d o m . 

7. D o you th ink you have a firm grasp 

as to which assoc ia tes in your company 

should not b e t rus ted with your candid 

thoughts , knowledge of your l imitat ions, 

and p lans for new initiatives? 

U s u a l l y / O f t e n . . . S o m e t i m e s / S e l d o m . 

H . Are you fearful of be ing labeled naive, 

immatu re , or idealistic w h e n a t t e m p t i n g 

s o m e t h i n g that hasn' t b e e n tr ied in your 

c o m p a n y before? 

U s u a l l y / O f t e n . . . S o m e t i m e s / S e l d o m . 

9 . Are you cur ious? D o you like to play 
with ideas? 

U s u a l l y / O f t e n . . . S o m e t i m e s / S e l d o m . 

10. Are you willing to c rea te "a little ten-

sion" in your c o m p a n y ? 

U s u a l l y / O f t e n . . . S o m e t i m e s / S e l d o m . 

Vulnerability Index 
T o d e t e r m i n e y o u r s c o r e o n t h e 
vulnerabili ty quiz , check your a n s w e r s 

be low. For e a c h cor rec t answer , give 

yourself one po in t . Mark t h e rat ing 

category that c o r r e s p o n d s to your total 

score . 

I . S /S 6 . U / O Super ior 9 - 1 0 

2. S / S 7. U / O G o o d 8 
3 . S / S X. S / S Sat is fuctorv . . 7 

4. U / O 9 . U / O Fair . . . . . . . . 6 

5 . U / O 10. U / O P o o r 0 -5 

Copyright l«W4b\ Man C-.iv Fxi.crptcil from Thr Mat-
ing nf !hr .{rkimtr Hue /o H'IH Diilim/lM in Y'tur Gunpiwy 
In Man C.u\, set for March publication by Uodd. Mead 
& Company. 
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