
The Journal asked various training film 
producers to "preview" what they con-
sidered their best fOm produced for the 
HRD profession during the last 12 
months. Here are the results. . . . If you 
would, like additional information per-
taining to any of the following films, just 
circle the appropriate number or num-
bers on the reader service card, and 
drop it in the mail' 

"FOR MANAGERS ONLY" 
This film by Saul Gellerman delves into 
ways managers can help raise their 
salespeoples' motivation. 

The film is designed to show the 
viewer what sales motivation is really all 
about and why you can't afford to leave 
it to chance, learn when you should in-
tervene and how, why timing is so im-
portant, how to use feedback effectively 
and pitfalls to avoid. 

The film also covers techniques you 
can use to make your salespeople more 
productive and efficient. 

Available in 16mm/videocassette at 
purchase, rental and preview prices 
from BNA Communications. 

For more information, circle No. 116 
on reader service card 

"IF IT IS TO BE, 
IT IS UP TO ME" 
Zeroing in on today's whirlwind of 
change in ideas, facts and technologies, 
author and consultant Joe Powell uses a 
blend of commentary, humor and car-
toons to show people how to take charge 
of their lives and benefit from the oppor-
tunities change can bring. And, just as 
important, how to avoid being dead-
ended by obsolescence. 

Mr. Powell stresses the importance of 
continuing self-development for individ-
uals and the need for organizations to 
keep tuned to new technological ad-
vances. 

Produced in videotape and transferred 

to film, this 26-minute presentation is 
available for purchase, rental and pre-
view in 16mm film or 3/4-inch video-
casset te from BNA Communications, 
Inc. 

For more information, circle No. 117 
on reader service card 

"COMMUNICATION: 
GETTING IN TOUCH" 
This film can be used for workshops, 
seminars and training sessions — using 
the universal language of animation. 

This 13 V2-minute film is based on the 
story that an alien force of fuzzy 
"Clumps" arrives outside of a town and 
establishes a colony. After the towns-
people recover from the initial shock, the 
local business people see a new market 

production is OK; service is adequate; 
marketing is as usual; and sales are 
fairly steady. Then, suddenly, a com-
petitor with new ideas leaps into this 
equilibrium, and our friends from the 

for their products and services. Unfor-
tunately, nobody can unders tand the 
Clump language, and Clumps don't 
speak English. Eventual ly a br ight 
salesperson (the hero) learns the Clumps' 
language. 

The basis for the film is that communi-
cation skills are essential to our success. 

Available in 16mm/videotape formats 
at purchase, rental and preview prices 
from Bosustow Productions. 

For more information, circle No. 118 
on reader service card 

"COMPETITION: 
PLANNING FOR CHANGE" 
The story of this 12-minute animated 
film concerns the staff and employees of 
the Bell Factory resting on their laurels: 

factory are forced to wake up and get 
moving. 

After much internal shuffling the Bell 
staff get hold of themselves and plan a 
course of action. Things do improve and 
the Bell Factory gains the competitive 
edge. 

This film could be used to complement 
sessions on planning or dealing with re-
sistance to change. 

Available at purchase, rental and pre-
view prices from Bosustow Productions. 

For more information, circle No. 119 
on reader service card 

"STRICTLY SPEAKING" 
This 30-minute film is based on Edwin 
Newman's bestselling book of the same 
name. 

The film argues for direct, lucid and 
imaginative language and against jar-
gon, verbiage and trick phrases. New-
man believes that the loss of productivi-
ty is staggering when communication is 
confusing — and that too much of the 
language of business, government and 
education in America is unclear and 
wasteful. 

Available at purchase, rental and pre-
view prices from Cally Curtis. 

For more information, circle No. 120 
on reader service card 
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"WHEN COMMITMENTS 
AREN'T MET" 
This 10-minute film is one in a series of 
"Expective Supervision" releases. The 
viewer enters into the life of a supervi-
sor who cannot unders tand why his 
people are letting him down — missing 
deadlines — not meeting commitments. 

Is it the employees' fault? Or could the 
supervisor have something to do with it? 

praiser nor appraisee feels comfortable, 
but obligated to participate in. 

This film explains why a different ap-
proach, one of an open exchange of 
ideas, can motivate employees to work 
with more enthusiasm toward organiza-
tional goals. Opening these reciprocal 
communication channels also allows man-
agers the opportunity to develop their 
employees along lines of mutual interest 
to both organization and employee. 

Available in 16mm/videocassette for-
mats at purchase and rental prices from 
CRM McGraw-Hill Films. 

For more information, circle No. 125 
on reader service card 

"YOU" 
Is a four-minute self-image film that is 
designed to be used as a session starter. 

The film shows viewers "the way you 
were" and asks that they recall some of 
the strengths of childhood . . . curiosity, 
boundless energy, enthusiasm, the abili-
ty to come back after a fall. Is it possible 
that we've lost some of these wonderful 
characteristics because of the stress and 
frustrations of life? And shouldn't we 
think of recapturing those traits? 

Purchase, rental and preview prices 
available from Cally Curtis. 

For more information, circle No. 121 
on reader service card 

"SOLVING 
EMPLOYEE CONFLICT" 
This is a 10-minute film on expective vs. 
directive supervision. The story centers 
around a recently promoted supervisor 
clashing with an employee who felt he 
should have been the one promoted. 
Through the wisdom and experience of 
his manager, the new supervisor learns 
how to solve the conflict, regain coopera-
tion and improve teamwork. 

The film is designed to bring practical, 
how-to skills to life. Available in 16mm 
at purchase, rental or preview prices 
from the Creative Media Division, Bat-
ten, Batten, Hudson and Swab, Inc. 

For more information, circle No. 122 
on reader service card 

With the help of the manager, the su-
pervisor learns how to use an expective 
vs. directive style of management to 
achieve the desired results. 

AvaUable in 16mm at purchase, rental 
and preview prices from the Creative 
Media Division of Batten, Batten, Hud-
son and Swab, Inc. 

For more information, circle No. 123 
on reader service card 

"BUSINESS, BEHAVIORISM 
AND THE BOTTOM LINE" 
This 23-minute film shows how Emery 
Air Freight was able to save $2 million 
by improving their employees' perform-
ance through utilization of behavior 
modification principles. 

Emery's problem was one of improper 
feedback between employers and em-
ployees and the failure to reward em-
ployees for good performance. This en-
vironment was proving costly. 

With emphasis on B.F. Skinner's con-
cepts of feedback and positive reinforce-
ment, Emery set out to correct its effi-
ciency problem and this film demon-
strates how the goal was accomplished. 

Rental and purchase are available for 
16mm or videocassette from CRM Mc-
Graw-Hill Films. 

For more information, circle No. 124 
on reader service card 

"PERFORMANCE 
APPRAISAL: THE 
HUMAN DYNAMICS" 
In many organizations, performance ap-
praisals have become nothing more than 
devices for grading an employee; judg-
mental situations in which neither ap-

"TRANSITIONS: 
LETTING GO 
AND TAKING HOLD" 
The intent of this 29-minute film is to ex-
amine the psychological and structural 
interrelationships affected by job transi-
tion. 

The film focuses on Charlie, a lifelong 

hourly employee who has just been pro-
moted to first-line supervisor. The view-
er will see his euphoria dissolve into 
doubts and anxieties as he tries to find 
his footing in his new situation. Charlie's 
company has, however, adopted a third-
party facilitator technique, the use of an 
uninvolved third party. 

Aided by the third-party facilitator 
technique, Charlie and his associates are 
able to let go, take hold, and begin 
moving on. 

Available in 16mm/videocassette for-
mats at purchase and rental prices from 
CRM McGraw-Hill Films. 

For more information, circle No. 126 
on reader service card 

"THE CUSTOMER 
IS ALWAYS RIGHT" 
This film is built on the approach that 
selling well means understanding what 
makes people want to buy. It is designed 
to teach sales reps how to avoid objec-
tions by using questions to identify the 
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Much to o u r s u r p r i s e , 7 y e a r s 
h a s w h i z z e d by as ive sho t , du-
plicated, n u m b e r e d , m o u n t e d and 
col la ted s l ides f o r o u r c l ients . 

In t he p roces s of mee t ing dead-
l ines a n d i m p r o v i n g o u r tech-
n iques , w e ' v e s t r e a m l i n e d and 
s ta f fed in a w a y tha t m a k e s t he 
s e r i o u s b u s i n e s s of A-V p r o d u c -
t ion an ar t f o r m . 

Every th ing at CVC is f i rs t rate— 
f r o m o u r t a l en ted p e o p l e to t h e 
sophisticated equipment they use. 
We've been de l iver ing e x c e l l e n c e 
a s o u r p r i m a r y p r o d u c t . 

That ' s w h y o u r c u s t o m e r s keep 
coming back. They know w e never 
c o m p r o m i s e tha t s t a n d a r d , a n d 
we meet o u r deadlines every time, 
on t ime. 

We're not just alder, 

we're better. 

CONSOLIDATED VISUAL CENTER 
2529 KENILWORTH AVE. TUXEDO, MD. 

20781 

301 • 772-7300 

• We need A-V s u p p o r t w e can 
c o u n t o n . P lease s e n d a de-
s c r i p t i o n of y o u r s e r v i c e s 
and a p r i ce list. 

• Call u s r ight a w a y to d i s c u s s 
o u r next p ro jec t ! O u r tele-
p h o n e n u m b e r is: 

(Area Code) (Number) 

Name 

C o m p a n y 

A d d r e s s _ 

City_ _State Zip 

Circle No. 158 on Reader Service Card 

clients' problems and needs, it shows 
how to gain commitment to change 
before even introducing your product, 
and then how to tailor the speci-
fications of the client 's " ideal" pro-
duct to match the product in your own 
line. This approach is called the NCS 
approach. 

Sales trainer Don Veroneau takes a 
young sales rep, who has had a terrible 
morning, through a point-by-point ex-
amination of the NCS technique. In 
vignet tes you will see the sales rep 
identify customer needs, and at the end 
of the film the young sales rep returns to 
his customer to close the sale. 

There is a leader's guide that accom-
panies this 28-minute film that suggests 
two alternative methods of building a 
training session. 

The films are available at purchase, 
rental and preview prices from Educa-
tional Resources Foundation. 

For more information, circle No. 127 
on reader service card 

"IF YOU DON'T, 
NOBODY ELSE WILL" 
Is a 15-minute film designed to convince 
viewers that with goal-oriented plan-
ning, in five years they can be five years 
ahead instead of just five years older. It 
can also show how the training depart-
ment can supply the guidance and re-
sources necessary for goal attainment. 

SBSfN > liSi 

Featuring a personnel development 
specialist Jack Falvey, this film chal-
lenges the trainer to provide guidance 
and resources that will help employees 
achieve their goals and to clarify the re-
lationship between employees and train-
ing department. 

This is available in 16mm/video-
cassette at purchase, rental and preview 
prices from Education for Management, 
Inc. 

For more information, circle No. 128 
on reader service card 

"TIME MANAGEMENT FOR 
SUPERVISORS: E = MT2" 
For maximum productivity this film by 
Robert A. Maskowitz can show supervi-
sors how to organize their departments, 
how to use time management techniques 
that help relate activities to priorities 
that should focus supervisors' energy on 
activities that promise the greatest re-
turn. 

The film is designed to keep interrup-
tions at a minimum, schedule the depart-
ment's work flow to maximize each em-
ployee's product ivi ty , and to use a 
written, daily plan to arrange assign-
ments in priority order, fit in new items 
which would leave free time for doing in-
stead of remembering. 

This 15-minute film is associated with 
a leader's guide and is available for pur-
chase, rental and preview from Educa-
tion for Management, Inc. 

For more information, circle No. 129 
on reader service card 

"THE WELLNESS 
REVOLUTION" 
America's pursuit of healthful living — 
handling stress, looking trim and feeling 
good — is the subject of this 16mm film. 
Presented by John Hancock Mutual Life 
Insurance Co., the free-loan film ex-
plores ways we all can live better, and 
maybe even live longer. 

Narrated by TV star Dick Van Patten, 
the 27-minute film's message is that 
there are many ways to achieve physical 
and mental well-being. 

The cast of the film includes a bat-
t e ry of exper t s f rom various health-
related fields. They all agree: relaxation, 
exercise, stress management and good 
nutrition lead to a fuller, more balanced 
life. 

Available on a free-loan basis from 
Modern Talking Picture Service. 

For more information, circle No. ISO 
on reader service card 
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Tell My Wife 
1 Won t be Home 

for Dinner 

Training and Development Journal, February 1980 — 41 

good time-management practice. 
This 16mm film (also available in video 

formats) includes a leader's guide to help 
trainers and trainees learn about failure 
to delegate responsibility, considering 
subordinate decision, setting priorities 
and arranging meeting schedules and 
handling interruptions. Valuable to the 
entire business structure from manage-
ment to support staff. Purchase, rental 
and preview prices available from MTI 
Teleprograms, Inc. 

For more information, circle No. 132 
on reader service card 

"WHY NOT A WOMAN?" 
Increasing numbers of women are exer-
cising their options and entering non-
traditional occupations such as welding, 
carpentry and mechanics. This 26-
minute presentation explores the atti-
tudes of male co-workers, supervisors, 
personnel managers and teachers — and 
demonstrates the wide range of job and 
training opportunities for women of all 
ages. 

The audience is confronted with a real-
istic and entertaining argument against 
the myths about women and work, and 
challenged to reassess personal attitudes 
on the role of women. 

Available in 16mm/videocassette and 
at purchase, rental and preview prices 
from National Audio-Visual Center. 

For more information, circle No. 133 
on reader service card 

"TELL MY WIFE I WON'T 
BE HOME FOR DINNER" 
This 32-minute film is a portrayal of 
gross time mis-management.It examines 
the correlation between time manage-
ment and effective management proced-
ures through three case studies, each 
demonstrating a variety of common mis-
uses of time. 

The three characters each confess 
their time mis-management sins to a 
confessor" who draws out the positive 

training points of good time manage-
ment. 

The film's aim is to give a clear idea of 
the needs of good time management, to 
provide ."do's and don'ts" for personal 
time management, and to demonstrate 
that good management practice is also 

"COPING WITH 
LIFE ON THE RUN" 
Dr. George Sheehan — cardiologist, 
marathoner and philosopher — believes 
that physical fitness does lead to a more 
productive performance in daily jobs and 
professions, improved self-image and a 
higher level of self-confidence. 

In this 27-minute film, Dr. Sheehan 
explains why a good state of physical 
health is essential for coping with the 
everyday challenges and problems in 
business and industry. He goes on to ex-
plain several key points in the develop-
ment of a fitness program. 

The overall value of the film is to help 
motivate individuals to select their own 
regular exercise program to improve 
quality of life. 

Available for purchase, rental and 
preview from MTI Teloprograms, Inc. 

For more information, circle No. 131 
on reader service card 

"MANAGERIAL CONTROL" 
A 14-minute film that demonstrates the 
importance of effective control in reach-
ing goals. A step-by-step approach to 
establishing controls, measuring results 
and taking corrective action is pre-
sented. Illustrated is the role that 
proper attitude plays in the successful 
manager. 

Introduction for new supervisors and 

A Pyramid Film Classic 

An inspiring film 
about individual human 
achievement, perseverance 
and motivation. 

SOLO By Mike Hoover 
ACADEMY AWARD NOMINEE 
16 minutes, color, code #3025 
16mm:$250 Video:$190 Rent:$25 

managers for: directing and controlling; 
orientation to communication with sub-
ordinates; leadership; problem solving; Circle No. 187 on Reader Service Card 

PYRAMID FILM & VIDEO 

BOX 1048 

SANTA MONICA 

CALIFORNIA 90406 

(213) 390-FILM 



PICK YOUR 
mm 
QUICK 

Olympic's 

HLM ffilDf ft 
Lists 1,510 Audiovisual Training 
Programs by title and groups them 
under 676 subject headings 

• Saves hours of searching 
• Instant information at your 

fingertips 
• Includes suppliers' names, 

addresses, and phone numbers 
• Up-to-date, comprehensive, and 

useful! 
• Just $24.00 (quantity discounts 

available) 

Order from 
Olympic Media Information 
71 West 23 Street, 
New York, NY 10010 
(212) 675-4500 

Circle No. 186 on Reader Service Card 

INCREASE YOUR 
DATA PROCESSING EXPERTISE 

T H R O U G H IN-HOUSE 
SEMINARS 

S u b j e c t s c o v e r M a n a g e m e n t , 
Security, Standards, Project Man-
agement, Data Base Technology, 
User/Non Data Processors, Systems 
Analysis and Software Development. 

• Costs as low as $50.00 per student 
day. 

• Select one f rom our catalog or 
have one designed for you. 

• Seminars can be 1, 2, 3, or 5 days, 
as you require. 

• Learn the business of Data Pro-
cess ing t h r o u g h our 50-week 
correspondence course. 

• Sponsor a Seminar and lower 
your expenditures even further. 

For a catalog and price data, contact: 

Beverly Weiss 
WEISS & ASSOCIATES 

1642 South Parker Road, Suite 210 
Denver, Colorado 80231 

(303) 755-7555 
Circle No. 194 on Reader Service Card 

and cost management. Also designed for 
experienced managers for: team build-
ing; leadership; organizational goals and 
planning. 

Includes a study guide with a checklist 
for establishing a basic control system; 
list of prerequisites to control. Available 
in 16mm, videocassette and Super-8mm 
cartridge at purchase and rental prices 
from National Educational Media, Inc. 

For more information, circle No. 13b 
on reader service card 

"THE WAY I SEE IT" 
By developing a better understanding 

of the perceptual process this 23-minute 
film is designed to help your managers 
perceive their subordinates more accur-
ately. 

The Way I See It shows how percep-
tual differences can influence job per-
formance and s t rengthen conflict. It 
attacks the problems behind job assign-
ments and goal setting that fail due to 
misperception. Designed for programs 
on communication, perception, job as-
signment, MBO, delegation and conflict 
management. 

Available for purchase and rental from 
Roundtable Films. 

For more information, circle No. 139 
on reader service card 

"MAKING IT 
IN THE ORGANIZATION" 
Employee motivation and orientation is 
what this 18-minute film deals with. It 
analyzes employee attitudes and how 
they affect performance, satisfaction and 
rewards. The presentation shows how 
attitudes toward work help to determine 
the rewards and satisfaction derived 
from work. 

Geared to help participants explore 
and develop al ternative s t ra tegies to 
deal with their work environment. 

This film package contains the color-
sound film or videocassette, leader 's 
guide and poster. Available at purchase, 
rental and preview prices from Salenger 
Educational Media. 

For more information, circle No. 138 
on reader service card 

"THE WAY TO GO" 
This film focuses on a financial services 
organization's style of "open manage-
ment," relating the management style to 
the opportunities for success to be found 
in any organization employing such tech-
niques. Subject areas include a discus-
sion of the opportunities a corporation 
should provide for quality employees 
who have the desire to succeed and the 

capacity to increase their value to the 
company. 

Material covered in the film, while 
specifically directed toward financial 
service organization employees, is appli-
cable to any organization. It, therefore, 
could be of interest to many different 
audiences illustrating a formula for suc-
cess which is designed to be highly effec-
tive. 

The film is available for preview and 
showing from Universal Training Sys-
tems Co. 

For more information, circle No. Ib0 
on reader service card 

"INCREASING 
PRODUCTIVITY" 

Productivity can be managed, changes 
can be initiated and innovations accom-
plished with the premise that "increas-
ing productivity is every manager's 
responsibility," is demonstrated in this 
14-minute film. 

It challenges managers to accept re-
sponsibility through creative change, 
and shows energy and intelligence as the 
essential resources for productivity. 

The film details the responsibilities for 
change that managers assume after dis-
cussing the manager's role in directing 
the use of these resources: initiative for 
change, accurate measurement, involv-
ing others, leadership in increasing pro-
ductivity. 

Stimulates discussion of management 
responsibility, the role of the manager as 
change agent, the need for a "commit-
ment to excellence" from the top of the 
organization down. 

A study guide is included, and the film 
is available at purchase, preview and 
rental prices from National Educational 
Media, Inc. 

For more information, circle No. 135 
on reader service card 
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