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Selected NTL Programs
in OD Skills and

Management Development

Transition and Transformation
April 1-4—San Francisco, CA

Management Work Conference
April 21-27—Atlanta, GA

Organizational Diagnosis
April 22-27—Northern VA

*Managing the Multicultural
Workforce: A Bottom-Line Issue
April 22-27—Annapolis, MD
*(Our Newest Diversity Program)

Management Work Conference
May 19-25—Safety Harbor, FL

L eader ship Excellence
May 19-25—Safety Harbor, FL

NLP for Managers:
Managing Self and Others
for Peak Performance
May 19-25—Safety Harbor, AL

Send for brochure and details.

A 1240 N. Pitt St. #100
[ Alexandria, VA 22314
| , Tel. 703/548-1500
INSTITUTE or 1-800-777-LABS
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Lower your training costs
by savinsup to

25% off

the list price on book
ordersof 20 or more copies.

» This is twice the corporate dis-
count offered by most book
stores.

e Since we represent almost all
publishers, you make one phone
call to order all your books.

» Advertised monthly specials can
reduce these costs even more.

e On orders of $250 or more, we
pay the shipping.

Call us at 215-364-0488 for quotes.

D & P BOOK
DISTRIBUTORS
P.O. Box 443
Richboro, PA 18954

Circle No. 117 on Reader Service Card

Presentation Products

| Product Information

If you would like more informa-
tion on any product listed in
"Presentation Products,” circle
the corresponding number on
the Reader Service Card at the
back of the magazine and drop it
in the mail. The manufacturer
will send the information you
need directly to you.

If you would like to telephone
the manufacturer, you will find
phone numbers on the RSVP
page. But please be sure to say
that you read about the product
in the Journal\

A Solution to
Dissolution

You've got athree-projector slide-
show and you want dissolves. Klad
Products has introduced the Magi-
cian computerized dissolve unit,
which eliminates darkness between
slide changes and replaces it with
fades, dissolves, animation, alter-
nating flashes, or other special
effects.

Hooked into a computer, it can
control up to three projectors by
itself, or up to 48 when linked with
other Magician units. It can store up
to 2,000 special effectsat atime
and go through them in sequence
when the user presses the forward
button on a standard remote cable.
When the user holds the button for
one-and-a-half seconds, the Magi-
cian automatically goes through al
the effectsstored in the computer
memory, providing continuous
operation for aslong as the
user wants.

For additional impact, the unit
can synchronize its special effects
with atime-code signal stored on
one track of atwo-track (stereo)
tape, leaving the other track free for
music or voice-over.

The Magician can be pro-
grammed onto any IBM PC using
the Top Hat presentation software
that comes with the unit. The soft-
ware stores descriptions of effects
and calculates slot numbers for the
user's slides. The unit connects to
the computer's serial port using a
telephone base cord and adapter—
it requires no special circuit boards
or expansion slots. It can be used
with Kodak Ektagraphic or Carousel
projectors that use lamps of up to
400 watts.

Weighing two pounds and mea-
suring 5% by 7% by VA inches, the
Magician comes with software, the
cord and adapter, a six-foot
grounded power cord, a manual,
and a booklet, Ten Steps to Better
Side Shows. The price is $925. For
more information, contact Klad
Products, Fond du Lac, Wisconsin.
Circle 193 on reader service card.

| Binding Issue

Training manuals and written pre-
sentations may be your stock in
trade, and if they are, you want
them to look good. If you want to

Training & Development Journal, February 1990
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avoid the costs of binding materials
you produce in-house, then per-
haps this product is for you.
General Binding Corporation has
introduced its No Problem desktop
plastic binding system. It incor-
porates a snap-in cartridge system

that can handle up to 10 plastic-coil
elements—all you have to do is pull
a tab and your booklet is bound.
No Problem will bind up to 30 pre-
punched pages (provided when you
purchase the system) into your
choice of transparent or colored
covers.

The No Problem system is2\4
inches high, 8% deep, and 15 wide,
and weighs 2 pounds. It costs 199,
and with it you get 10 plastic bin-
ding elements, 10 pre-punched
linen report cover sets, and 250
pre-punched sheets of paper. Addi-
tional sets of supplies are $99 each.
For more information, contact Gen-
eral Binding Corporation, North-
brook, Illinois.

Circle 194 on reader service card.

IVideos

Here is a broad selection of new
training videos on the market.

Sales training

Inc. magazine has announced the
release of "Rea Selling,” afive-tape
library covering basic selling skills.
Each video shows real salespeople
on actual sales calls. The titles:

* "Preparing for Successful Sales
Relationships";

» "Making Effective Sales Calls";

e "Dealing with Buying
Objections";
* "The Closing Process. When
and How";
* "Follow-up Service & Sdles:
Developing Long-Term Customers.”
Each video is 30 minutes long
and is designed to be used in a vari-
ety of training and sales-meeting sit-
uations. One video costs $395, the
complete set is $1,475, and there
are discounts in between. To rent
one is $150; to rent all five is $600.
For $30, you can get a preview tape
of all five videos. For more informa-
tion, contact the distributor, Excel-
lence in Tidining Corporation, Des
Moines, lowa.
Circle 195 on reader service card.

Appraising performance

The Alexander Hamilton Institute
and the JM. Glasc Company have
teamed up to produce "Manager's
Advantage: Mastering Performance
Appraisals." It's designed to show
managers that fair, effective, and
productive appraisals are both a
legal and practical requirement in
today's workplace. The video offers
a self-study program based on ac-
tual case studies, looks at the com-
mon problems that arise during
appraisals, and offerssolutions. It
includes a booklet with more than
50 pages of checklists, action tips,
and practice scenarios.

The price for "Manager's Advan-
tage" is $99. For more information,
contact Alexander Hamilton Insti-
tute, Maywood, New Jersey.

Circle 196 on reader service card.

L ookin' good
You may want your managers to
have that managerial look, your
executives to have that executive
demeanor. You may even train them
in the finer points of professional
image—after all, you can't have a
superbly trained workforce that
looks like something the cat
dragged in.

American Media has released

Training & Development Journal, February 1990

Put your
technical people
on the road to
creativity. Tell
them about ACT.

The Applied
Creative
Thinking Workshop

Our  participants  say:
"Its effect will never be gone.
That's the highest
compliment | can give."

-— Jane E. Cole, Analyst, G.E.

“A first class program...
Proved to me that I'm
creative thinker and that we
all have that capability."

— DuPont Senior Engineer
Call for specific dates

Ned Herrmann Group

2075 Buffalo Creek Rd.
£=} P=1 Lakelure, NC 28746
\K& W/ Tel. 704/625-9153, or
AlfeN  Fax 704/625-2198

Circle No. 145 on Reader Service Card

Do You Want To:

« Leverage your talent and maximize
the return on your skills
Balance sales time and delivery time
Do more consulting and less training
Upgrade your client contact level
Travel less and enjoy it more
e Easily identify add-on services
If you are an organizational consultant/
trainer with excellent professional
credentials and are looking for ways to
develop business while minimizing
on-site days, then we have alucrative
opportunity available.
We want to certify and license you to
utilize our business tools and systematic
process to analyze and increase
employee productivity for your client
organizations. Our systemisused in
major corporations internationally. Our
recently published procedures are based
on three years of validated research.
This system provides the potential to
earn 200K with aslittle as forty days of
on-site client interface.

Contact:

Stephen P. Becker, Principal
Work Systems Associates, Inc.
313 Boston Post Road West
Marlborough, MA 01752
(800)777-AWSA FAX (508)485-0737

Circle No. 1190n Reader Service Card
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Two Adult Education
Workshops by
STEPHEN
BROOKFIELD

Helping Adults Learn
March 15-16,1990

Developing
Critical Thinkers
March 22-23,1990

Sponsored by Teachers College,
Columbia University
Center for Adult Education

For brochures, registration
contact our office:
Box 132, Teachers College,
525 W. 120, NY NY 10027
Tel (212) 678-3064/5
Fax (212) 678-4048

Circle No. 114 on Reader Service Card

Mr. Paul A. Teleki, Imaging
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"Professional Presence,” containing
wardrobe and grooming tips for the
up-and-coming; there's even a spe-
cial section on business manner-
isms. In the video, Susan Bixler,
president of The Professional Im-
age, explains professional presence,
using good and bad examples. You
get everything from the best colors
for business, to looks to avoid, to
proper foot positions and eyebrow
expressions(l).

With the video is a summary fact
sheet for men and women, and a
paperback book. "Professional
Presence" is 26 minutes long. It
costs $595, and you can get afive-
day rental for $130 and a three-day
preview for $40. For more informa-
tion, contact American Media Inc.,
West Des Moines, lowa
Circle 197 on reader service card.

Friendly interventions
Sometimes your organization's em-
ployee assistance program can't
identify drug-related problems in
the workplace; often, co-worker
friends help other co-workers. Per-
formance Resource Press has re-
leased "I Have This Friend. . .,"
which describes the basic princi-
ples of peer intervention and self-
referral to the EAP. Designed to
increase awareness throughout the
organization of the EAP's purpose,
the video features three true-to-life
peer-intervention dramatizations
and shows how peers can identify
problems before they become too
costly.

"I Have This Friend. . is29
minutes long and is available in
both union and nonunion versions.
You may preview the video for

Department, E.l. DuPont de Nemours & Co.

"It was an invaluable experience and | am sure we will be able to contribute more to Du Pont's success
through our newly acquired language skills."

Mr. J. Kirk Olin, Eastman Kodak

"Again, my thanks to Berlitz, specifically the Rochester Spanish Group, for contributing positively to my career and life.
| hope that your organization continues to meet and exceed your customer expectations."

Ms. Claudeen McAuliffe, Specialist, International Training Programs, GE Medical Systems

"A group of our customers from China recently completed two weeks of English language lessons at Berlitz.
Your staff met our objectives for this training while maintaining a sensitivity to their students' needs and expectations.

They are a competent and dedicated group of professionals."

Discover how Berlitz can help your employees bridge the communication
gap, in any language, through a wide range of affordable group or indi-
vidual instruction programs. If for any reason you're not satisfied with
Berlitz, we offer a complete refund on any unused portion of your lan-
guage program. Call Michael McCallum, Director of Corporate Accounts
toll-free at...

1 (800) 528-8908

You can increase the effectiveness and productivity of your staff mem-
bers by enrolling them in Berlitz language training programs. Our native-
fluent teachers will have your staff members speaking their new language
before you know it. Berlitz uses a conversation-based approach which
teaches people to speak a new language the same way they learned their
native tongue.

Circle No. 129 on Reader Senl/ice Card
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three days for $40, which may be
deducted from the $449 purchase
price. For more information, con-
tact Performance Resource Press
Inc., Troy, Michigan.

Circle 198 on reader service card.

Caught in a paradigm
Organizations fall into patterns, and
while the patterns are necessary for
the structure of a business, they
often can have alimiting effect and
be so deep-rooted that they be-
come barriers to new opportunities.
Videolearning Systems has recent-
ly released the second edition of
"Discovering the Future: The Busi-
ness of Paradigms." Using numerous
examples from the business world,
Joel Barker describes the "para-
digm" phenomenon and how it can
adversely affect your business. The

second edition also includes a dis-
cussion of Barker's "Going Back to
Ground Zero" rule, which demon-
strates how industry stalwarts and
newcomers to afield start as equals
when paradigms shift.

"Discover the Future" is $895;
you may rent it for five days for
$250 or one day for $150, or pre-
view it for two days for $50. A
leader's guide is available for
$59.95. For more information, con-
tact Videolearning Systems Inc.
Haverford, Pennsylvania.

Circle 199 on reader service card,fc]

"Presentation  Products' is com-
piled and written by Eric R. Blume.
Send items of interest to Presenta-
tion Products, Training & Develop-
ment Journal, 1630 Duke Street,
Box 1443, Alexandria, VA 22313«

NTL'SO D TRACK
A Professional Development

Track for Persons Who are New
to the Field of O D

This program track isoffered as a
2-year package, with 6-7Vi weeks of
programs. Options are suited to each
participant's needs. A special feature
includes 3 days of mentoring and indi-
vidual consulting to the participant by
an NTL professional member.

Sequence of Programs:

1 wk. Human Interaction Lab
or Management Work
Conference;

1 wk. What isOD7 Basic Con-
cepts and Technologies;

I-IV2 wks.  Consultation Skills;

1-2 wks. An NTL personal growth
lab;

2-2Vi wks. Two of the following (or

others after consultation):
¢ Organizational Diagnosis;
« Intervention Skillshop for
Trainers and Consultants;
¢ Strategic Management and OD;
¢ Team Building.
For details, call the Program Manager
for the OD Track, 703/548-1500.

N | | 1240 N. Pitt St. #100

Alexandria, VA 22314
INSTITUTE |

® Tel: 703/548-1500
or 1-800-777-LABS
Circle No. 111 on Reader Service Card

NO ADVERTIING VBHOLE
GVES YOU HGHER MILEAGE

EST. 40,000 RPM
(Readers Per Month)

When you put your advertising
dollars into PREVIEW MAGAZINE,
you get an estimated 40,000 readers

per month. But these aren't your
average readers. You're talking

directly to Chevrolet retail managers

of everything from the bodyshop

parts departments to the business

officeand service departments.
The managers who make the

buying recommendations.

Since PREVIEW isthe only com-
plete and factory official guide to all
Chevrolet national sales, service and
administrative training events and
releases, it isused repeatedly every
month. Unlike many familiar trade
publications, which get lost in a
dealer's bottom drawer, PREVIEW
opens adirect line to frontline
dealership decision makers. If you're
sick of dumping outrageous sums of

and

Circle No. 137 on Reader Service Card

advertising dollars into those media
guzzlers, pump your message into
PREVIEW'S next issue and start
getting the advertising mileage you
deserve. Call Gini Patak at:
1-800-521-5378 or (313) 649-0800
PREVIEW MAGAZINE.

CHEVROLET o ~ | A/CL n




