Master Planning Assertiveness Training: Fighting
For Maui Yes/No/Maybe? TV Violence
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Next time, make the

Dollar

Decision!

We’ve got the rates!
Mavenck
snmllar car318mr day

plus gas

Granada,
LTDII or 22
similar car per day

" We've got
the cars!

We offer the most
popular Ford and other
fine cars, equipped
with the comfort and
convenience features
you would want on the
car you own.

terminal!

Dollar serves most
major U.S. airports,
with over 70 in-terminal
counters. At other
terminals, get quick,
convenient curb-side

pick-up upon arrival.

o

. Vs
Y We’re in the

Our Pinto or
similar car
is only

$

‘][‘]" Ij'l'l\
plus gas.

Offered at participating locations, subject

\Lto availability of the models shown.

plus gas

J

No Mtleage Charge!

At some locations, the number of ‘‘no-charge’” miles
may be specified or low time and mileage rates substituted.

For reservations
anywhere in the U.S.
call toll-free:

800-421-6868

(In California: 1-800-262-1520)

Prices subject to change without notice. All cars must be returned to original renting location.
Exclusive franchises still available in some major cities, except in California.

For more information, write: World Wide Headquarters, 6141 West Century Bivd .. Los Angeles, California 90045. Or call (213) 776-8100

Are You A User
Of APL?

(If you've never heard of APL, then please ignore this advertisement. It won't make any sense, and
you have enough problems already.)

On the other hand, if you do use APL or even feel that perhaps you should,
then you may be interested in making the fruits of your labor available to
your associates in other parts of the world.

We operate an APL timesharing service and we have our own private packet
switched network which grows a bit every day and already covers 11 countries.

If your programs and data were resident on our system, they would be
instantly accessible to your colleagues in Paris, Milan, London, New York
and in fact most major European and North American cities. Similarly if
their data were resident on our system, then it would be instantly accessible
to you,

We don’t simply provide you with a set of European and North American
telephone numbers. No indeed. We will provide you with as much local
support as you need. APL programming. APL courses. APL terminals.
Simply order what you want from your local |.P. Sharp office and we will
make it all happen, both here and there.

Feel free to take this magazine with you, (it's OK, they won't mind) that
way you won't forget the name,

I. P. Sharp Associates

Amsterdam, Birmingham, Boston, Brussels, Calgary, Copenhagen, Chicago, Dallas, Duesseldorf,
Houston, London, Los Angeles, Manchester Mlarm ,Milan, Minneapolis, Montreal, New York, Ottawa
Paris, San Francnsco Seattle, Stockholm, Toronto, Vancouver, Washington, Zurich,



The Scotsman DC-30
Home Ice Cube

Machine will produce
the same crystal-clear
cubes for you at home.

The Scotsman Home Ice Cube Machine
produces up to 700 gourmet-quality ice
cubes a day automatically. The same top
quality ice used by many leading air lines.
Perfect for entertaining guests at home or
clients at the office. Built-in or free-
standing, the Scotsman DC-30 will fit right
in. You've got to see it to believe it.

Write for free literature. Please include
your phone number.

[(=](scorsman]

Queen Products Division/King-Seeley Thermos Co,
2172 Front Street/Albert Lea, MN 56007

KILLER
UTTER

Be deadly. Pick up bets as you sink putt after
putt. The DUKE means deadeye accuracy . . .
it's guaranteed! Revolutionary new putter
makes 90% of putis under 9' a one-putt
cinch, Research perfected the DUKE
cross-hair sight alignment. Correct
placement of hands, head, and feet be-
becomes automatic. Read the greens
and DUKE does the rest. Designed by
touring PGA pro Brian Shillington.
Send $24.95 (includes postage/hand-

ling) or see your PRO.

Play with it.
1F nat
salisfied
return in 14 days
for full cash refund.

Also Sold Thru Golf Shops—Pro inquiries invited
I_IZ)U!'(E ENTERPRISES, Dept. ww/9o
| 59 El Arco Drive, Santa Barbara, Callf. 93105 |

{ )Sendthe DUKEor({ }DUCHESS (ladies) |

Enclosed is check or money-order for $24.95.
Or.calltolireeon  1-800-447-4700 I
Credit Card Order: (Ir, llinois, 1-800-322-4400)

| oMc Ovisa OB oA MONEY-BACK EUﬁRANTEil

I Charge My Exp

L S —— e L | S
I Signature = I
II Name |
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Theirsmall ba
-Cars big

Their sub-compaci. Sometimes available, sometimes not. Sometimes with mileage
charge, sometimes not. People with short legs, not too heavy, preferred.

Econo-Car's roomy, comfortable Granada or equivalent
:

including 100 miles. Available.

$1995

Econo-Car believes a bargain should get you to rent a more expensive car. Next fime
really be a bargain. Not just sound like one. That's Eou need fo rent a Ford or other fine car, call
why we offer low rates, not only on our sub- cono-Car and let us meet you at the airport or
compacts and compacts, but on the cars most ~ in fown.
people prefer to rent. With plenty of room for legs After all, what good is a bargain that's either
and luggage. And that's why our bargain cars ~  not available or not what you want. )
are available, rather than being used as bait to

For free pick-up, within minutes of your arrival at the airport, call:

Adlanta 762-8833 Philodelphia 492-1335
Chicago 297-7740 Pittsburgh 262-1556
Miomi 445-8787 Sealile/Tocoma 246-5588
Minneapolis/St Poul B54-3131 Spokane 624-4124
Newark B24-2288 Tampa/St. Pelersburg 879-9771
New York 794-3100 Washington, D.C. 4584-8200

Censult local phone directory for Econo-Carlocahions in other ahes

Call your travel agent or airline for reservations, or call us toll-free.

Availabie ct oll paricipating locations. Not available in Canada or overseas
Collision domage waiver, gosoline and local sales laxes nol included Select metropolilon area tranchises ovailable
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FREE 1977 CANOE /KAYAK
BUYERS' GUIDE

T |

Send to:
CANOE Magazine
1999 Shepard Road Dept. NP
St. Paul, MN 55116-

for $5.95

[J bill me later

Subscribe now and receive your
FREE 1977 Canoe/Kayak Buyer's
Guide while the supply lasts!

[ check or money order enclosed

T ———

As a special offer to canoeists,
CANOE Magazine is sending a 1977
Canoe/Kayak Buyer's Guide, listing
over 110 manufacturers and 800
models, with every new subscription.
That's a double bonus—the guide and
CANOE Magazine six times a year!

Each issue is packed full with
features on wilderness canoe trips,
local river guides, equipment
evaluations, safety devices and river
legislation updates with analyses.
Special issues each year include the
spring Racing Schedule and, of
course, the Canoe/Kayak Buyer's
Guide.

Subscribe Today!
6 issues — only $5.95

Help us defeat the crippler
that sidelines young adults.

Athletes

vs.M$S

National Multiple Sclerosis Society

AIRPORT LOCATIONS (call for fast free pickup)

Amarillo
Boston
Buffalo
Charleston SC

Chicago O'Hare

Cincinnati

Colorado Springs
Dallas/Ft. Worth

Denver
Detroit
Fresno
Ft. Lauderdale

Hartford/Springfield

Hawaii/Hilo
Hawaii/Kona
Honolulu
Houston
Jacksonville
Las Vegas

Los Angeles Int'l

Memphis
Miami

Minneapolis/St. Paul

Newark NJ
New Orleans
Oakland

Orange County CA

Palm Springs
Philadelphia
Phoenix
Portland

Reno
Rochester NY
Salt Lake City
San Dlego

San Francisco
San Jose
Santa Barbara
Seattle/Tacoma
So. Lake Tahoe
St. Louis

Tampa/St. Petersburg

Tucson

Washington D.C. Nat'l

Rales avail al parlicipating locahons. subjecl 10 change withoul nolice Frae miles and ales may vary a1 samé calions
Licenses & lranchises available lo qualihed parties Ajax Renl A Car BE18.W Olympic Bivd Bawarly Hifle Ca 80271 Caill {213) 2720411

(806) 353-6101
(617)569-6420
(716) 634-3629
(803) 744-9040
(312) 678-4414
(606) 341-4000
(303) 636-3927
(214) 255-8621
(303) 320-8361
(313) 326-0500
(209) 233-4266
(305) 920-5534
(203) 623-9333

In Terminal (808) 935-9355
In Terminal (808) 329-1967

(808) B47-3548
(713) 448-8468
(904) 757-4110
(702) 739-6288
(213) 776-8860
(901) 398-0266
(305) 871-5050
(612) B54-3003
(201) 824-0030
(504) 722-5629
(415) 635-5357
(714) 549-8633
(714) 324-26880
(215)492-9444
(602) 244-9889
(503) 254-3573
(702) 329-4446
(716) 328-2170
(801) 532-4477
(714) 232-3191
(415) 692-5330
(408) 241-3606
(805) 682-1790
{206) 242-4911
(916) 544-5303
(314) 895-1111
(813) 879-1244
(602) 204-5520
(703) 549-3443

“

Drlve our Olds Cutlass instead
\f a Hertz Granada—

Save$]405

Ajax features GM passenger
cars in all sizes. Passenger
vans and light trucks also

available at many locations.

Ajax:

Y

AJAX (CUTLASS) HERTZ (GRANADA)

Daily Rate $19,90 Daily Rate $14.95
Mileage Charge  none Mileage Charge $17.00
Discount $ 2,00 Discount none avail.

$17.90 $31.95

awss| | CAR

RENTA |

and mileage rate of %13 a day and 137 a mile. Either way, it's a blg saving

For intermediale-size cars such as Cullass. the Ajax rale includes 100 (ree miles per day
(excess miles 13¢ each), while Heriz charges 17¢ per mile for every mile driven. Rates do not
include gascline Comparisons are based on rates published as of 3-77, using a one-day
rental of 100 miles (of course, the amount you save depends on length of rental, type of car
and number of miles driven daily) If your driving is limited, you may prefer our low lime

y

ADVANCE RESERVATIONS/CALL TOLL-FREE

800-421-0896

In California & Hawaii call your neares! Ajax office.
Corporate Accounts: TWX $10 430 2137

For citywide locations coast to coast. call information
or consult the Yellow Pages.

Discount
$ Coupon

Save even

more on your

Ajax rental. 8

Valld at participating locations on all cars except
sub:ampacl!. QOne coupon per rental. Offer expires 9-30-77

PASSAGE
POINTS

Sail On, Silver Girl

The United States is perfect in at least
one respect—its defense of the Ameri-
ca's Cup yachting prize. Since 1870,
Americans have successfully held off
23 challenges for the silver trophy,
and you can watch them defend it
again near Newport, Rhode Island,
starting September 13.

Trials were held this summer to
pick the U.S. yacht. Another set of
trials chose one of three entries—from
Sweden, France and Australia—to
challenge.

The best-of-seven match will be
sailed on a course 82 miles south of
Newport. Whether or not America will
be able to keep its undefeated record
intact is far from certain. The only
things rigged in this contest are the
sails.

Step Right Up

Washington, D.C., is moving up in the
world. Already, the escalator at the
north end of its Dupont Circle Metro
station—94 feet 5 inches of vertical
climb—is the longest in the Western
Hemisphere and second-longest any-
where. And the Washington Metro
system is planning three more escala-
tors, each one longer still.

Even the longest of these—a 106-
foot-11-inch mammoth projected for
the Bethesda station—will neverthe-
less fall far short of closing the
Escalator Gap with the Soviet Union.
A 196-foot escalator in Leningrad
holds the world’s record.

In his next negotiations with the
Soviets, will President Carter raise
the issue of Strategic Escalator Limi-
tation Talks?

Sidewalks of New York

The best way to take a bite of the Big
Apple may well be on foot. The New
York Municipal Art Society and
Department of Cultural Affairs are
sponsoring walking tours of Manhat-
tan to give residents and visitors a
pedestrian-eye view of the city.

Six different tours are offered, three
each Sunday through the end of
October.

Who knows? You might even see an
empty parking space.

Have you ever compared
the cost of having a st r

answer your

phone with the

cost of having Code-A-Phone?

Typical 3-year costs for

an answering service:

Basic 24 hour service

{Covers 65 calls/mo.) . . . $300/yr. , ., .. $ 900

Excess calls charges
(10/mo. @ 25¢ each)...$ 30/yr..... 90

Line extension charge
(Paid to phone company.

Avg: $12/me.) .. ......5144/yr. ... 432
Installation charge

{One time only) . ...... $25, . ..., 25
TOTALIN3YEARS...............51,447

Typical 3-year costs for
Code-A-Phone:

Initial cost

(Model 333 with remote control). .. . .. $550**
Telephone Jack
(Onetimeonly).....coovveoinvnnn 25*
TOTALIN3YEARS. ... .......... $575

After 3 years, the cost differences are pretty
dramatic: over $1400 for an answering service
vs. about half that for Code-A-Phone, the
automatic telephone answering system.

What's more, Code-A-Phone life expect-
ancy goes well beyond the first 3 years. So it
goes on saving you money, while an answering
service never stops costing you.

But saving money is only one reason to put
Code-A-Phone to work for you.

When people reach an answering service,
they're reaching somebody who probably
doesn't know much about your business.

About all the operator can do is offer to
take a name and phone number.

But with Code-A-Phone, everything is
recorded on tape, so callers can leave a mes-
sage in language you'll both understand.
Messages won't get lost or scrambled, and you
even get to hear the caller's tone of voice.

If you'd like a demonstration of how Code-
A-Phone can save your business money, while
*Charges may vary.

**Manufacturer's suggested retail price

doing & more businesslike job ot answering
your phone, look in your Yellow Pages for the
nearest Code-A-TFhone dealer. Or fill out the
coupon below. Or: Call our toll-free number
for more information: 1-800-547-4685 (In
Oregon, call 1-774-1104).

The Code-A-Phone compact Pocket coder lets
you hear inessages by remote control from any
telephone in the world.

CODE-4-PHONE

The Telephone Answering System

Code-A-Phone is a registered trademark of Ford Industries, Inc,

S T N S D O O O

] = []
# Send to: Code-A-Phone, 5001 S.E. Johnson Creek Blvd., Portland, OR 97206 1
: Dear Code-A-Phone: Suddenly it all adds up. :
= [ YES, Send me more information on how Code-A-Phone can save me money. :
¥ [JI'd like a2 demonstration of how Code-A-Phone can do a more businesslike job of R
: answering my business phone. :
: Name Title =
[ ] |}
g Company [l
]
= Address ___City =
L] 5
§ State Zip Phone B
] NP L)
L L L 8 R ---




Special Report
on the
Opportunities
in
Car Washing

An in-depth study on the automatic
car wash industry. Conducted by an
independent publisher, the report dis-
cusses all facets of the business—
growth potential; investment required;
R.O.l.; and how to go about building a
car wash business.

A leader in the car wash industry,
Hanna Industries wants you to read
this impartial and objective analysis of
the potential of the industry and the
capability of our company to serve
you.

For your copy of this study, plus a 32-
page equipment catalog, send $1.00
cash, check, or money order with your
name and address to:

Portland, Oregon 97208

HANNA
1-800/547.7910

INDUSTRIES
We'll send your material by return mail.

'\“"I’Vg

Sam’
W

Dept. P P.O. Box 3736

World’s smallest
“dictating machine”

A/c)re/co‘ 95

Executive
DICTATING MACHINE

Standard Mini Cassett™
Wallet thin

Shirt & pocket size
Only 102 ozs.

Battery operated

PHONE (612) 884-9281
dictation systems inc.

1501 W. 80th Street
Bloomington, Minnesota 55431

at the inn.

The word is out!

Everybody’s talking about
the new Chumaree Inn. The
suites. The king and queen size beds.
The waterbeds. The fireplaces. The sauna. The

in- room movies. The heated pool. The airport limo
services. The spacious meeting rooms. The
commercial rates. The in-room jacuzzis. The
relaxed, friendly service. Etc. The word is out. ..

CHmN

82nd & Sandy Portland, OR 97220
(503) 256-4111

CALENDAR OF EVENTS
September
1-5............ OREGON State Fair,

17-20, 23-27 . . ..
30-Oct 2

Salem

MICHIGAN Summer
Festival, Greenfield
Village, Dearborn
CANADA Lipizzan Stal-
lion Show, Edmonton
WISCONSIN 250 Auto
Race, Milwaukee

NEW YORK W. Indian-
Amer. Fest., Brooklyn
OHIO World Series

of Golf, Akron

NEW YORK Art Show,
Greenwich Village
OHIQ National Air
Show, Cleveland
CALIFORNIA 500

Auto Race, Ontario
MINNESOTA Renais-
sance Fest., Shakopee
FLORIDA Chinese Cir-
cus Revue, Miami Beach
KOREA Choosok/Moon
Festival (National)
NORTH DAKOTA United
Tribes Days, Bismarck
NEW JERSEY Miss
America Pageant,
Atlantic City

.MICHIGAN Old Car

Festival, Greenfield
Village, Dearborn

NEW YORK Jewish
New Year, NYC
RHODE ISLAND Amer-
ca's Cup Race, Newport
JAPAN Tsurugaoka
Hachimangu Shrine
Festival, Kamakura
CALIFORNIA Jazz
Festival, Monterey
CANADA Niagara Wine
Fest., St. Catharines
CALIFORNIA L.A.
County Fair, Pomona
MARYLAND Jam-O-Ree
Jazz Picnic, Jessup
MICHIGAN Grand Prix,
Irish Hills
MINNESOTA Art Deco
Festival, St. Paul
VIRGINIA Crafts
Exposition, Busch
Gardens, Williamsburg
HAWAII Aloha Festival
PENNSYLVANIA Puerto
Rican Festival, Phila.
ALASKA Equinox
Marathon, Fairbanks
HONG KONG Moon
Cake Festivai

OHIO Int’l Folk
Festival, Canton

An tasy Way to Ghange Jobs

“This system is simple, straight forward and quick — but it works.
Do it right and you can have the highest earnings of your career!’

I've got something that can help you
earn a great new living and perhaps
even make you rich!

Now, | know this seems hard to be-
lieve, but | can also prove it to you!

| say this because I've got letters from
thousands of satisfied customers, . . .
and a product which has been praised
by 150 leading media!

What's more, at $10, it's an incredible
bargain, and I'll even give it to you
without asking you to risk one penny!

However, first let me tell you what |
have.

I've got a copyrighted job changing
system that you can use to move up in
your field, or out to another field, but
at significantly higher earnings.

It took myself and five other profes-
sionals two years and $250,000 to de-
velop—but it works!

Furthermore, it doesn't require “gen-
ius” and it doesn't require “luck.” All
you have to do is put it into action.

The reason we developed it was be-
cause with 85 million employed, and 18
mitlion circulating resumes each year,
this .area was ready for some revolu-
tionary ideas.

We knew more people than ever
owned prestige cars & yachts, summer
homes and international retreats, as
well as having securities, real estate
holdings and lots of cash in the bank.

In short, many people in the U.S, are
living good lives!

At the same time, however, the great
majority have no excess cash, little job
security, and are frequently restless,
bored with their jobs, commuting long
hours, and harrassed by inflation!

We asked ourselves how do people
get to live the “‘good life”” ?

Well, we found that most successful
people were there because they never
wasted time in dead-end situations!

What these people did was to make
crucial job changes, and parfay their
higher earnings into small fortunes!

Take a look at the economics!

Do you realize that if you were to
change jobs every 4 years, at an aver-
age annual increase of $4,000, and then
put the increases in the bank at 6% ,—
that in 20 years you'd accumulate an
extra half million dollars!

Getting raises is one thing, but get-
ting significant increases because of

job changes is a very important source
for wealth!

The nextquestion then, is how can you
easily change jobs? This is where the
unique system we’ve developed fits in.

Our system can work for anyone
from $8,000 to $80,000. Do it right and
you'll gain higher earnings, lifelong job
security, but most of all, everlasting
self confidence!

This is because once you've used it,
you'll know you can always get a new
job,—quickly and predictably.

Perhaps you’'re wondering why our
system works? Well, it works because
it's a completely different approach,
based on totally new concepts.

But, also because it's simple, prac-
tical, and self-tailoring. You could start
next week—and do it without strain,
confusion or worry.

But, there is one catch! You won't'be
a success if you use old methods for
dealing with recruiters & agencies, for
answering ads & sending out letters, for
handling interviews & negotiating salary.

To make more money without a
hassle, you'll have to be willing to
change. You'll also have to follow our
system, have an open mind & have
faith in yourself.

However, do this and a better life
will be yours!

With our system, whatever you seek
—a better job, a new career, higher pay,
more satisfaction,—!/ believe nothing
can stop your success!

Not age, sex, education, or even low
earnings or past working history.

Personnel Magazine said we have a
“breakthrough.”

The National Public Accountant even
said it was ‘‘capable of catapulting any
average person into a position offering
much greater rewards."”

However, your best proof of our sys-
tem is that we've already received thou-
sands of letters from grateful customers.

Letters like one from a gentleman in
California who wrote: “In 4 weeks |
changed jobs and raised my salary 33% !
I wish | had it 10 years ago!”

Another man from New York said “/
used one of your letters, sent 24 out,
and got 13 interviews and 3 job offers!”

Still another from California said “In
just11 days I received an offer of $7,000
more!”

| know this sounds almost too easy
and | can't promise that you will do as
well. But, then again you may do better!

Even the largest business magazine
in the U.S., Nation's Business, said our
materials were “incredibly effective.”

Now, if you're serious about wanting
to move up, then | know that our system
is something you've got to have!

In fact, I'm so convinced that you’'ll
agree that it's worth hundreds of times
the cost, that I'll make sure you have
nothing to lose.

First of all, when your order arrives,
we'll ship within 24 hours. No delays!

Secondly, you can examine our sys-
tem for 10 days.

Third, if at the end of that time you
are dissatisfied, return it, & 1 personally
guarantee your 100% refund will be
mailed in 3 working days—with no
questions asked!

To let me prove everyihing I've said,
and to take advantage of this nothing-
to-lose offer, just fill in and mail me the
coupon below.

Pertormance Dynamics Inc.

Attn: Mr. Robert Jameson, President
300 Lanidex Plaza

Parsippany, N.J. 07054

Dear Mr. Jameson:

Your offer sounds great! Please rush me
your Professional Job Changing System
right away, but on one condition. | un-
derstand | may examine it for 10 days,
& if at the end of that time | return it,
you will mail my full refund within 3
working days, with no questions asked.
On that basis, here's my $10, plus .50
for postage and handling.

[

|

|

|

|

|

I

|

|

|

|

|

|

{1 Enclosed is my check or money order |
[0 Chg. Bank Amer. [ Chg. Amer. Expr, :
[ Chg. Master Chg. [J Chg. Diners Glub. |
|

|

|

I

|

|

|

|

|

|

|

|

|

Acct. # Exp. Date
Name

Street

City State Zip

Please note: Shipment is via parcel post
For spec. del. add $2.00, for U.S. air add
$3.50; for fgn. air add $7.00 Nw-g

— _INew Jersey residents add sales tax ' —_—

Mr. Jameson's ideas have been the subject of more than five hundred articles, ranging from 600 words in Business Week to 3,000 words in
Chicago Today. This material has also been nationaliy advertised in leading media including The Wall Street Journal, SFI’EHHﬂC American,
Nation's Business, Signature, The New York Times, Newsweek International, The Los Angeles Times, American Scientist, Income Oppor-
tunities, Time, Specially Salesman, Success Unlimited, Chemist, Forbes, New York, The Chicago Tribune, True & others.

©1977 Performance Dynamics, Inc.




Do You Need

Assertiveness

Training?

Well. C’'mon...
Say Something

By Dan Hager

Jim had a problem, and he was solving it badly. He
was trying to explain the hospital's disaster plan to
a small group of employees, but from one quarter
came a patter of disruptive, smart-alecky remarks.

Now Jim prefers to be a nice guy, so he hoped the
remarks would quit. They didn't. Jim stewed and
simmered and grew red around the neck. Finally he
erupted into a shotgun blast of well-aimed
invective, and the smart aleck was silenced.

“I sit and take things till I can’t take them
anymore, then I explode,” he explained later. “I
have no talent for the in-between.”

Jim's malady is almost as common as a headache.
But now, for the millions of sufferers, there's a
potential remedy: assertiveness training.

No longer, assert its proponents, do you have to
passively take the guff that other people dish
out—at work, as a consumer, around the home,
anywhere. Nor do you have to defend yourself by
putting up your dukes.

Look at the world this way, they say: you are a
valid person with basic rights, worthy of respect
from yourself and others. So are other people. If
you sit back and let others violate your rights, your
behavior is non-assertive. If you violate the rights
of others, your behavior is aggressive. But if you
stand up for your rights while also respecting those
of others, you are being assertive.

Come join us, they say, and we will show you that
middle ground. We will teach you the responses
and techniques that you need to be an effective,
assertive person.

If they work, they're certainly an improvement
over Jim's way. When his pressure cooker holds,
there's internal stress and corrosion. When it gives,
the shrapnel leaves painful wounds. As Jim
admitted, it was a month before the young smart
aleck would speak to him again.

Assertiveness training has turned into a growth
industry in just a few years. Its books move well—
Your Perfect Right, Don't Say Yes When You Want
to Say No, The Assertive Woman and The New
Assertive Woman. One that has reached best-seller
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status is When I Say No, I Feel Guilty: nearly
100,000 hard cover and 1.2 million paperbacks have
been sold.

Workshops and seminars are doing all right, too.
Statistics are sketchy, but the director of a
Midwestern women's center sums up: “We have to
turn them away.” Inroads are being made in the
business world: management consultant Eugene
Jennings notes that in many places assertiveness
training seminars outdraw the more traditional
management programs.

Assertiveness training has its critics. Some see it
as just the latest in the “deliverance” fads,
something we may look back on as a quaint phase of
the "70s. Others, hearing how trainees hone their
skills by ordering only a glass of water in a
restaurant or by insisting the attendant wash the
windshield for their half-buck gas purchase, say the
last thing the world needs is special training in how
to be a jerk.

And critics argue that assertiveness training
oversimplifies, promising more than it can deliver,
particularly in business applications. Dr. Jennings,
author of The Mobile Manager and Routes to the
Executive Suite, maintains that the principal
beneficiaries of assertiveness training in a
management setting are its peddlers. The rise to
the top requires more than “mumbo jumbo,” he
says: there are enough complexities to fill a book.

Consultants Maleolm Shaw and Pearl Rutledge
predict, however, that “assertiveness training will
become extremely popular in management educa-
tion.” Writing in Training and Development
Journal, they say it’s “a point of view and a method
for engaging and developing human resources.”
The assertively trained manager is equipped not
only to bring out the best in him/herself, but also to
develop “the capacity to utilize and build upon the
resources of others without diminishing their
integrity or one's own.” Such abilities presumably
lead to career advancement.

Assertiveness training owes its greatest debt to
behavior modification theory, though the authors of
The New Assertive Woman also acknowledge a
debt to transactional analysis, rational emotive
therapy and techniques of skillful listening. Freud
is missing. Enough of this “I-understand-every-
thing-that's-happened-to-me-since-the-womb-but-I-
still-can’t-cope.” Instead, the premium is simply on
developing new behavior patterns.

Some people have enough presence of mind, plus
gumption, to do that on their own. One
assertiveness trainer told how she grew up in the
protected environment of a small town and found it
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Getting Into It:
Never Put Off Till
Tomorrow

What You Can
Demand Today

You're worth more than
you 're being paid. You
want your boss to know
it, and you want to go
in and ask for a raise.
But you're always going
to do it next week.
Finally, you confront the
situation squarely—you
decide to sign up foran
assertiveness training
course. What will you
find? Although
approaches aren't
standardized, you may
go through something
like this. You'll have the
distinctions between
passive, aggressive and
assertive behavior
explained. Your problem
will be aired before other
class members. You will
analyze your anxiety
exactly and try to
separate real fears from
imagined. You will look
at possible consequences
from your course of
action—will your boss
snarl, brush you off,
reinforce your negative
feelings about yourself,
create a permanent
atmosphere of
unbearable tension, fire
you? Or maybe listen to
your position and
discuss it rationally and
look at you with renewed
respect? You will
probably rehearse your
approach before the
others in the class, and
they ll tell you how you
can improve (not so
much shilly-shally, a less
trembly voice, a more
direct statement of your
wants). You may role-
play your boss while a
classmate plays you.
Then you'll go out and
do it in real life and
report back next week.
If you flub, you'll have
other assignments and
be reminded that life can
be full as a sertes of
small triumphs.

difficult to talk to other people. “SoI went out and

got a job as a telephone operator,” she said.

But some negative patterns are like a tooth
grown crooked. Specialized treatment is required
to set it straight.

“There's nothing standardized about it. There
are many ways to do it,” explained one counseling
psychologist. “But an important part is analysis,
looking at the blocks, the inhibitions, that prevent
you from behaving as you want.”

New patterns, such as firmness of voice, eye con-
tact and direct statement of wants, are reinforced
through practice. Techniques like role-playing or
role-reversal may be used. Specialized responses
have been developed, like Manuel J. Smith’s
“broken record,” explained in his When I Say No, I
Feel Guilty—you “keep saying in a calm, repetitive
voice what you want to say until the other person
accedes to your request or agrees to a
compromise.” And he also suggests “fogging,” or
“agreeing in principle,” wherein practitioners are
“verbally replying to manipulative criticism as if
they were a ‘fog bank.””

Men in assertiveness training sometimes react
like the timid fellow who shies from a public
speaking course because he knows he’ll have to get
on his feet and speak—it helps to have someone
shove him through the door. “What fears are you
willing to express and disclose? That's an essential
part of the course,” says the psychologist. “It's less
threatening to women than to men to acknowledge
shortcomings. It's ‘OK’ for women to have
problems.”

But it’s the huckstering of assertiveness training
to women in management as the new mode for
“instant success” that upsets Jennings, who is leery
of stereotypes and too-easy formulas. Without such
abilities as organization, planning and coordination,
mere assertiveness leads nowhere.

“Managerial effectiveness is based upon mobil-
ity,” according to Jennings, who uses the word
“mobilography” to describe how executives get to
the top. They have to be “maze bright”"—seeing the
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corporate terrain in its complexities, gaining
essential information into new territory (Jennings
calls it “mapping”), looking into the worlds of
others, having a sense of reality that allows them to
use all available information to anticipate (and if
something catches them by surprise, having the
capacity to improvise).

Jennings has coined the word “visiposure” for
the “clearly marked route up the corporate
mountain.” It's a combination of visibility and
exposure, and means the executive's “abilities to
see and copy those who can influence his career and
to keep himself in view of those who might promote
him." But visiposure isn't enough if the aspiring
executive has not established trust, with its
conditions—"accessibility, availability, predictabil-
ity and personal loyalty.”

Some within this “growth” industry also see
trouble spots. Says one counseling psychologist,
“Assertiveness training can do harm if it's not done
right, and a lot of people are teaching it who aren’t
necessarily qualified. You can go too fast and
receive a setback and lose all your confidence.
‘Don't take off more than you can chew'—that’s not
hammered enough.”

She tries to stress in her sessions that the “three
little categories” of assertion, non-assertion,
aggression are not that neatly demarked. Assertion
can easily lap over into aggression. “Some
techniques can be used in pretty destructive ways.
Fogging is a great way to get out your aggression
while rationalizing to yourself that it's only
assertion.”

She tells of one student who returned to her job
late after lunch and decided she wouldn’t give her
supervisor an excuse. Instead she fogged, ignoring
her supervisor'’s remarks. Her response was
interpreted as hostility. “Watch out,” the trainer
admonished at the next session. “You're going to
lose your job.”

And definition of “rights” is often a subjective
matter. An apartment dweller yelled down to the
apartment below, “Can’t you keep that dog quiet?”
The owner yelled back, “He doesn't have to.”

The problem was not one of assertion, but a
broader category—persuasion, which the human
species has had to deal with since the dawn of
history and which continues today, whether you're
confronted by a yapping dog, an overbearing
headwaiter, a surly mechanie, a recalcitrant mate,
or decision-makers selecting the next occupant of
an executive suite.

A whole arsenal of persuasive responses is
available, ranging from a stout club to charm.
Assertiveness techniques can open up more
possibilities in between. As one down-to-earth
assertiveness trainer advises: “Take assertiveness
training and use it where it works. It's not going to
change everything. It merely gives you one more
option.” 1

Dan Hager is a Lansing, Michigan, freelancer who has
written for Better Homes and Gardens, Successful
Farming, Ford Times and The New York Times.
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But there are lots
of plays in his
personal Game Plan

By Jim Klobuchar
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Visualize Minnesota Vikings quarterback Francis
A. Tarkenton in the autumn of 1982. Predict his
career at age 42, but bear in mind his insistence
that no power on earth or beyond could persuade
him to spend his time squatting behind an offensive
center’s rump beyond 1978.

Exactly what will Francis Tarkenton be five
years from now?

(A) One of the nation's corporate lions, zestfully
pulling levers that send multi-million-dollar vibra-
tions coursing from Wall Street to the banking
gnomes of Zurich?

(B) A network television host, suavely shifting
his charismatic gears from interviewing the
freshly-captured Abominable Snowman to singing
a duet with Barbra Streisand?

(C) The coach, general manager, part owner of a
professional football team, revolutionizing the
game by using computer printouts to predict and
motivate jock behavior?

(D) A candidate for the U. S. Senate?

(E) An ageless pro quarterback who, despite
earlier retirement vows, is still erouching behind
the rump of a Viking center, preparing to throw his
450th touchdown pass?

If you selected E you are disqualified for being a
hopeless vietim of habit and instinct. If you guessed
any of the others you have an advantage over
Tarkenton, who, at 37, admits he can't chart his
future with such precision. If you limited yourself
to one of the above you also reveal a timidity totally
alien to Tarkenton, who—his closest friends are
convinced—believes he is capable of handling all
four careers without breathing hard or missing a
flight.

He may be right.

The dictates of logic suggest that nobody should
have the time, brass or moxie to quarterback a
Super Bowl football team in Minnesota, run a
multi-million-dollar business in Georgia and propa-
gate his wisdom from a network studio chair in
New York (or Atlanta or Minneapolis).

Yet Francis Tarkenton does -all that. He is a
juggler at such an advanced level of bravura that
no vaudeville impresario could have imagined him.
He juggles his time, his identities, his fortunes, his
dreams, and the conflicting sprites and demons
inside of him that are moving him toward a football
retirement he calls irrevocable, after the 1978
season. He has decreed the terms: nobody is ever
going to raise any tattered ensign three or four
years from now signifying one more wheezing fling
for an old quarterback. They could pay him, he
insists, a million dollars and he wouldn't do it.

Does a man such as this harbor any fears at all as
he contemplates his retirement from football?

Absolutely none financially, he contends, al-
though retirement will mark the end of his current
$350,000-a-year salary; and nothing psychological-
ly, because he is a relentlessly self-assured achiever
who can prove, if required to, that playing football
in the late 1970s is actually costing him money.

But Tarkenton will miss playing football: “No
matter how many years you spend in this game, no

matter how many million times you've looked at the
diagrams and felt the aches and endured the
training camp boredom, the game itself, the
suspense in it, the demands of it, never lose their
excitement. I'm as excited about wanting to play a
football game today as I was when I was a kid
collecting gum cards. Football has been a trip all
my life.

“The comradeship is a big part of it. If you can’t
be lifted by moving downfield together, with guys
you trust and whose problems you share, and to see
it culminate by going into the end zone together—
well, you just don't have anything in your glands if
that doesn't inflame you.”

If Tarkenton was a choirboy with smarts when
he started in football in 1961, today he is
headstrong, more opinionated, toughened, rough-
ened physically, thinner-haired, coarser in the
locker room, but no less ebullient about the world
around him.

Criticized for scrambling and not winning the big
ones, Tarkenton has outtalked them, outpassed
them, outsmarted them and, ultimately, outlasted
them. He has no sentimental ties to the different
eras. He adapts as the game demands.

“It used to be that just two or three teams had a
really strong pass rush,” recalls Tarkenton, whose
career has taken him from the Vikings to the New
York Giants and back to Minnesota. “You could
handle the others. Now every pro football team has
big, fast, powerful athletes playing on the defensive
line, and you better give them a lot of different
pictures on offense, and you'd better keep your
nerve and head. It also doesn’t hurt to have people
like Chuck Foreman and Sammy White around.”

Tarkenton, who's big enough now so that he
doesn't have to worry excessively about the
demands of diplomaey, delivers his sought-after
opinions dogmatically in a way that may rile some
of his contemporaries. The NFL, he says, is wrong
playing the Super Bowl game in a neutral city,
removing the partisanship, the pandemonium, the
weather itself, from the pros’ biggest game. It
ought to set up some system of closed-circuit TV
review of close plays—"30 seconds isn’t too much to
spend on a call that might decide somebody’s
championship.”

Through it all, Tarkenton has tried to make the
corporate Tarkenton independent of the jock
Tarkenton, to shape his enterprises and himself in a
way to make his business identity co-equal with his
quarterbacking identity, so that when he does close
the locker-room door the last night, the whole
structure stays intact.

He apparently has brought it off. His Behaviorial
Systems company in Atlanta, which counsels
industry on how it can improve profits by
motivating and rewarding higher production from
their employees, is a multi-million-dollar business.
Tarkenton the celebrity has opened doors for his
salesmen—of which he is by far the most active and
successful—but unless he knew the business, he
argues, “it wouldn't be worth a nickel, at least as an
enterprise of mine.” He has major real estate
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Super Bowl champ
or not, Francis
Tarkenton has
compiled the best
career record of any
quarterback in the
NFL. Through the
1976 season, he had
set records for 3,186
pass completions,
5,637 attempts,
41,801 passing
yards gained, and
308 touchdowns.

Signed to a long-
term contract with
NBC, Tarkenton
envisions a host
role on a variety
show someday. No
more second-
stringing on
Saturday Night
Live for him?



involvement in Atlanta and elsewhere, draws
hundreds of thousands for his promotional services
in several industries, has a long-term contract with
NBC, envisions a host role on a variety show some
day, speaks for $5,000 an engagement, and confided
to a friend earlier this year that, yes, if he could
limit expenses to a few hundred thousand dollars a
year, he could retire today.

Why, however, live on a shoestring?

“T've never made football an end in itself in my
life,” says Tarkenton. “I hear some athletes say, ‘I
never want to leave it. This is what I do best, the
biggest thing in my life, and I don’t want to think
about the day when it's over.

“I think they're completely sincere about that,
but no matter how great they were as athletes,
they really are robbing their lives of so much more,
and consigning themselves to a has-been, second-
rate status. The fact that the glory years are over
doesn’t mean you have to step timidly from some
fantasyland, where you were a king, to the real
world where you are a hanger-on.

“For me, business has been the real on-going
career excitement for the last five or six years. I
don’t mean football hasn’t been fun. But it’s been a
constant. It has rewards, successes, failures,
mostly good times. What I've been doing away
from football has been an even bigger stimulant—
the new ground you explore, the fulfillment you get
seeing your ideas come to life, the constant
movement, the people, the whole rhythm.

“Business, or any activity for that matter, would
be no fun for me if I had to have a passive role in it.
That would take the joy out of any financial success
that came with it. So in running a business, I would
not want to run a retail shop. I have to run a
business that has no limits te its potential growth,
no limits to the amount of impact it can have. I don't
want to sit in some elevated chair and dictate
policy. I want to influence it. I want to get people in
here and talk to them and find out what they can
contribute, and we can then move together.”

Tarkenton on business is a euphoric Tarkenton.
He is the same kind of Tarkenton the week of a
football game, or the day before a vacation with the
kids. He is the ultimate sunny-days, good-things-

16

are-bound-to-happen evangelist you will hear at
Dale Carnegie meetings and Kiwanis luncheons,
and if he weren't a millionaire today because of it,
you would smile and call him a cartoon of the
American dream.

He is hardly Sir Galahad for all of these
attainments. Not everybody who knows Tarkenton
loves him or even likes him. His accelerating
pursuits of “success” have alienated some who
know him. They see him as almost frantic to wring
excitement and reward from life. But they also see
him as more distant, less real, more guarded in his
personal relations, in inverse ratio to the widening
glamorization of his public personality.

To which Tarkenton will respond, "I can't control
how other people look at me. The approval that
matters to me is the approval of the ones I love and
the lasting friends. Some of my attitudes have
changed about how I approach the public—I mean
you can't sign all the autograph slips—but it doesn’t
mean my values have changed.”

He is running harder; his curiosities and
appetites and force fields have expanded. And
because he has experienced so much success, has
flung himself into so many environments, there is
little Francis Tarkenton believes is beyond him.

Partly for this reason, he may be the last man
able to talk with conviction on what Tarkenton will
be doing five years from now: “How can you predict
the accidental things that shape your life, even
though you've done all you can to give it direction?
Some man might come up to me and say, ‘Francis,
vou are the man. I want you to run this.””

Over the years, knowing the celebrity-athlete
needs some continuing public exposure to avoid
withdrawal pains, Tarkenton has considered and
rejected polities, coaching, football ownership,
others. He has also, however, rejected any idea of
making this rejection permanent.

In the meantime, football is there every day in
the fall, in these the wind-down years of a career
now in its 17th season—a career that has harvested
all the records, pioneered a new form of
quarterbacking and entrenched Tarkenton as a
man recognized by most of his peers (although not
quite revered) as the quarterbacking maestro in
the most flattering sense of the term.

Has not winning the Super Bowl—not once, but a
record four times—been a cause for distress?

“I thought that kind of thinking disappeared
years ago. The Super Bow] game is one you'd like to
win—and maybe will. But the lasting impact that
not winning it has had on my life is zero. Life just
has too much joy and invitations to the spirit to
brood about that.”

And how can he possibly brood about the Super
Bowl when he's busy rehearsing that duet with

Barbra Streisand? []

Jim Klobuchar, Minneapolis Star columnist, feature
writer and author of several books, is co-author of
Tarkenton, with—who else?—Francis Tarkenton. He
vehemently denies rumors that he cannot be coaxed into
retirement for a million dollars.
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But the question people are asking is,
can they make it a tourist paradise without
destroying the paradise?

An old Hawaiian phrase, Maui no ka oi—"Maui is
the best”—has taken on new meaning. Long
considered by islanders to be the most unspoiled
and naturally beautiful of the Hawaiian chain, Maui
is rapidly becoming the center of Hawaii's
expanding tourist industry as well.

The No. 1 destination of American and foreign
visitors is still Honolulu, the capital city that
dominates the island of Oahu. But Maui and the
other “neighbor islands” are catching up fast.

Since 1962, more than $500 million has been
invested in new hotel rooms on Hawaii's outer
islands, mostly by large Hawaiian companies and
individual entrepreneurs.

More than one million tourists spent time on
Maui last year, a 17-per-cent jump from the year
before and a record for any neighbor island. More
and more Honolulu-bound visitors are ineluding
Maui and the other islands (Kauai, Hawaii and
Molokai) in their travels, and a relatively small but
growing number are ignoring Qahu altogether.

To a large extent, this shift away from Qahu
reflects increasingly crowded conditions there. The
downtown sections of Honolulu are as jammed with
people, cars and tall buildings as major cities
several times its size. The city’s government has
even imposed a moratorium on new high-rise
construction on Honolulu's famous Waikiki strip.

But the change is also a result of hard work by
Hawaii's major resort developers. Careful attention
to detail, and integrated hotel, dining and
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recreation facilities on the neighbor islands, are
attracting increasing numbers of vacationers away
from the established, but not as well-planned,
facilities on Oahu.

The outer islands, too, enjoy & more relaxed,
easy-going atmosphere than Hawaii's capital—
there seems to be extra time there to take
advantage of the soft trade breezes, the sun and the
surf. Many of Honolulu's most important business
executives, for instance, actually live on one of the
neighbor islands, with perhaps Maui as the No. 1
site. The golf courses and tennis courts are not as
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crowded, and there's usually little trouble getting
space on one of those “never-come-home-empty"
deep-sea fishing boats. Prized gamefish available
from outer-island ports include mahi-mahi (the
dorado), a'w (swordfish), ono (wahoo) and ahi
(yellowfin tuna).

Government and Hawailian business leaders say
the trend toward development outside of Honolulu
is likely to continue for the foreseeable future.

During much of Hawaii's early history, Maui and
the other neighbor islands played a key role in the
economic development of the island chain. Lahaina,
centuries-old whaling village on Maui's western
shore, was at one time Hawaii's capital. The city
reached its heyday in the 1850s, then faltered when
petroleum replaced whale oil as a home-lighting
fuel.

Emphasis shifted to Oahu as Hawaii began
exporting more and more sugar, pineapple and
other agricultural commodities to meet world
demand. Pearl Harbor, Oahu's natural retreat for
ships, became the center of Hawaii's shipping
operations, and America’s growing military estab-
lishment there added significantly to Honolulu's
emergence as the center of Hawaii’s burgeoning
economy. It was only natural that Hawaii's
post-war development of tourism should be
headquartered there, too.

“Waikiki has that magic name,” says a
spokesman for the state/industry-funded Hawaii
Visitors Bureau, explaining why the vast majority
of American and foreign visitors continue to want
to spend most their time in and around Honolulu.
“It will take the other islands a long time to achieve
that kind of recognition. Besides, there are so many
things to see and do on the main island—the shows,
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the huge shopping centers, the variety of
restaurants. The bulk of Hawaii's visitors want new
experiences. Not that many want to just lie on the
beach.”

The spokesman says Maui and other neighbor
islands are attracting more tourists because “the
developers are learning how to put things together.
They're combining several hotels, golf courses,
shops and restaurants into single, large complexes.
There's more for the people to do."

Thomas K. Hitch, senior vice-president for First
Hawaiian Bank and one of the island-state’s most
respected economists, put it this way in a speech to
Hawaiian developers:

“Tourists demand a wide diversity of attractions
—a multiplicity of hotels, of restaurants, of shops,
of golf courses, of entertainment—if they are going
to be content to stay (on the neighbor islands) for
more than a few days. And our experience has told
us that the best way to do this is to master-plan a
major resort destination from scratch.”

As a classic example of what he was talking
about, Hitch cited Kaanapali, a resort complex
carved out of Maui's sugar cane fields by a
subsidiary of Honolulu-based Amfac, Ine. Accord-
ing to Hitch, Kaanapali now accommodates more
tourists than Waikiki did in 1955.

Kaanapali is a good example because it was the
first master-planned resort destination on any of
Hawaii's neighbor islands. Site preparation started
in 1960, and the first hotel—the Sheraton Maui—
was opened in 1962. The 590-acre complex now
includes three hotels, a half-dozen restaurants, two
18-hole championship golf courses and a recently-
expanded tennis-court facility. The nearby town of

Lahaina provides a wealth of other attractions.
{Continued ) 19

On Maui's southwest
coast, new amenities

mix with the old, like the
Hotel Inter-Continental’s
swimming pool, a
modern complement to
the nearby beaches

of Wailea and Ulua.

Far left: Lahaina,
onetime seat of the
Hawaiian monarchy, is
no longer a sleepy Maui
whaling village.

Opposite page: The
condominium cluster of
Wailea Ekahi Village
runs down toward
Keawakapu Beach.



The solitude of
Molokai's ranchlands is
still accessible.

Wailea, Mau'’s first
planned village, has an
11-court tennis complex.

Perhaps even more important to most visitors,
Kaanapali was designed to preserve as much of the
Maui beach area’s natural beauty as the
construction of 2,300 hotel rooms and all those
adjoining facilities would allow. This is typical of
neighbor island developments, and reflects a
growing concern for the environment by state and
local government.

A drive through Kaanapali is almost like a walk
in the park. The actual hotel buildings are scattered
over several square miles of championship golf
courses, forests of palm trees and a seemingly
endless strip of white sand beach. Across the
highway from the resort’s beach hotels are
condominiums (each about $90,000 and up) and
single-family homes, which are also a part of
Kaanapali—and most other master-planned com-
munities as well. The contrast with Honolulu—
where huge, multi-storied hotels stand side by side
for more than a mile—is startling. Nearby
homeowners on Honolulu find the tourist industry
an irritation, while homeowners near master-
planned communities on the outer islands enjoy the
buffer of open spaces.

The popularity of such complexes is evidenced
not only by the growing number of visitors to the
neighbor islands, but also by the future plans of
developers. No fewer than six master-planned
resorts are in various stages of construction or
expansion in Maui County alone.

In addition to Amfac’s Kaanapali, other resort
complexes on the island of Maui include Wailea,
Kapalua and Makena. The island of Molokai, once a
colony only for lepers, will soon be the home of a
resort complex operated by a unit of Louisiana
Land & Exploration Company, and Shurl Curci, a
Hawaiian businessman.
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On the island of Lanai (like Molokai a part of
Maui County), Castle & Cooke, Inc., has plans for a
vacation/recreation community, including hotels,
single-family homes and golf courses.

The inclusion of single and multi-family dwellings
within these resort complexes is a common
practice, and in addition to the pressures from
government, is a big reason why the new
developments on neighbor islands take advantage
of Hawaii's appealing environment instead of
harming it.

Homeowners don’t want their ocean views
blocked by tall, close-together hotels and condo-
miniums. Nor do they want island vegetation and
wildlife paved over. With permanent residents to
consider, as well as the one-week visitor,
preserving Hawaii's natural beauty has become
serious business.

To some neighbor-island residents, of course,
even the master-planned resort complexes are a
nuisance. In many cases, objectors have successful-
ly stopped a number of developments on grounds
that they threatened the social and physical
balance of a particular island.

On Kauai, for instance, the Moana Corporation’s
proposed 480-acre Kiahuna Golf Village at Piopu
has drawn strong opposition from some local
inhabitants. But the project’s sponsors and other
tourist-industry leaders have attracted allied
support from residents who feel that Kauai's
tourism industry—which employs about one-fourth
of the island’s workers—must continue to expand.

As it does throughout the Hawaiian chain, this
argument carries heavy weight on Kauai, where
the unemployment rate is several points above the
national average. Without growth from an industry
as important as tourism, Kauai's residents can
hardly hope to provide jobs for their sons and
daughters.

“When it gets down to jobs, people change their
attitudes about growth and development,” says
Warren Haight, president of Castle & Cooke's real
estate subsidiary. “I don’t think the neighbor
islands want to do anything that would keep the
tourists out."”

Still, neighbor-island residents are likely to keep
a tight rein on new development projects. As
expressed in a recent study by Hawaii's
Department of Planning and Economic Develop-
ment, homeowners on Maui, Kauai, Molokai and
the island of Hawaii “do not want a shift of Oahu's
problems.”

So far, the best compromises worked out
between the opposing forces center around
carefully-thought-out projects planned for the full
range of temporary and permanent residents. They
provide jobs, state income and shelter for an
expanding population. .

All the while preserving—even enhancing—the
island’s environment. [

John Getze is a financial reporter for the Los Angeles
Times. He recently completed a six-part series on
Hauwaii for the newspaper.
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TV Violence:
The Public Strikes Back

By Mark Perlberg

“This year, after 25 years of wall-to-wall
violence, change is apparently on
the way....”

In Chicago in 1976, a boy in his early teens was
arrested after attempting to extort $50,000 from
eachof two banks in the city. He sent letters to the
banks, claiming that he would blow them sky-high
if he did not receive the money. He told police he
attempted the extortion “because I saw it done on
TV and it always works.”

In San Francisco in 1974, a 9-year-old girl was
sexually assaulted by a gang of older girls on the
beach. One of the assailants later said she got the
idea for the crime from watching a TV film in which
the same ghastly crime was enacted in a girls'
reformatory. (The girl's family brought suit against
the television network, but the suit was tossed
summarily out of court by the judge on First
Amendment grounds. The family is now suing in
Appellate Court for a jury trial.)

In Los Angeles in 1976, two teenage boys were
jailed after they held up a bank and kept 25 people
hostage for seven hours. They said they had
modeled their crime after one they had seen on a
TV police show.

While no one knows just how often scenes of TV
violence are acted out by disturbed youths on the
streets of our cities and suburbs—and a direct
connection is difficult to prove—a vast amount of
scientific evidence demonstrates that viewing
violence on television affects children—and adults
—in highly negative ways. Yet after years of
mounting evidence and Congressional hearings,
TV violence seemingly has continued to increase.

In 1976 “television violence increased sharply in
all categories, including ‘family viewing' and
children’s program time on all three networks,”
George Gerbner, Dean of the University of
Pennsylvania's Annenberg School of Communica-
tions, told a Senate subcommittee on TV violence.

NBC had the highest violence rating, Gerbner
reported, followed by ABC, then CBS.

But this year, after 25 years of wall-to-wall
violence, change may be on the way. “TV Runs
Scared in War on Violence,” crowed a perhaps-
over-optimistic headline in the March 1, 1977,
Chicago-Sun-Times.Could it be that the public has
finally had enough?

According to a Gallup Poll published Ilast
February, 67 per cent of all parents answered “yes”
when asked if they thought a connection existed
between the rate of juvenile crime and violence on
television. Another 29 per cent answered “no.”
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Only 4 per cent had “no opinion.”

But if television programmers change their ways
in the coming seasons, you can bet they won't do so
merely because of an inchoate mass of public
opinion, They will do so because national
organizations with enormous clout have said,
“Enough already.” The current lineup against
video violence seems too impressive to ignore.

The 6.5-million-member National Parent-Teach-
er's Association, which has been holding hearings
around the country decrying violence on TV,
announced April 156 that it was putting the
networks "on probation” until the end of the year.
If the violence quotient does not decline by then, it
will consider boycotting the violent programs and
products advertised on them, petition the FCC to
deny license renewal to stations that air the most
violent shows, and file lawsuits to halt TV violence.

The National Council of Churches and the
Southern Baptist Convention joined the crusade,
too. But of all the groups to join the fight against
television violence, it appears that the American
Medical Association, which took off its surgical
gloves and entered the fray in June 1976, has
carried the most clout.

Among the AMA’s first actions was to donate
$25,000 to the National Citizens Committee for
Broadcasting, a consumer watchdog organization,
so the NCCB could make a study of which programs
are the most violent. The list was published last
December, indicting 1976's “most violent” pro-
grams. (See page 24.)

The networks did not take kindly to the
campaign against violence. NBC called the NCCB's
rating a “body count” and said the survey ignored
the “qualitative information about violent incidents
—their context or significance—which is necessary
for the assessment of the psychological impact on
the viewers.”

In February, Dr. Richard E. Palmer, President of
the AMA, sent a letter to 10 large U.S.
corporations asking them to stop sponsoring
television shows that contain large dosages of
violence. One of the corporations, Sears Roebuck &
Co., agreed to do so soon after.

“TV violence is a mental health problem and an
environmental issue,” said Dr. Palmer. “TV has
been quick to raise questions of responsibility with
industries that pollute the air. In my opinion,
television, through its access to airwaves, may be
creating a more serious problem.”

The force that moved the AMA to act was an
article published in its own Journal of the American
Medical Association in December 1975. In its quiet
way, the article was a bombshell, reviewing as it

Hlustration by Gary Kelley, Hellman Design Associales




The “most violent"

television programs of

1976, according to the
National Citizens
Committee for
Broadcasting:

1
2,

3.
. Ba Ba Black Sheep

Quest (NBC)
Starsky & Hutch
(ABC)

Baretta (ABC)

(NBC)

. Hawaii Five-O

(CBS)

. Siz Million Dollar

Man (ABC)

. Kojak (CBS)

. Police Story (NBC)
. Delvecchio (CBS)

. Serpico (NBC)

. Most Wanted

(ABC)

. Charlie’s Angels

(ABC)

did the mass of information that has been published
in scholarly journals on TV violence over the years.
Its author, Dr. Michael Rothenberg, of the
departments of psychiatry and behavioral sciences
and pediatrics at the University of Washington
School of Medicine, Seattle, scored the medical
profession for not taking a stand on a problem that
he believes affects the mental health of the nation.
Dr. Rothenberg listed these facts:

e According to Nielsen Index figures, the
average American child sees 15,000 hours of
television by the time he leaves high school,
compared with the 11,000 hours he spends in the
classroom.

e During this time, he will have witnessed “some
18,000 murders and countless highly detailed
incidents of robbery, arson, bombing, forgery,
smuggling, beating and torture—averaging ap-
proximately one per minute in the standard
television cartoon for children under 10."

» Scenes of violence occur on children's
television six more times per hour, on the average,
than on adult TV.

At this point, two important questions arise: (1)
Since matters of taste are subjective, who decides
what constitutes a violent act on TV? (2) How do we
know that violence viewing is harmful to children?

From Dr. Gerbner comes this definition of an act
of violence—"a show of physical force that compels
a victim to act against his will on pain of injury or
death, or an act that kills or injures.” Whether you
agree or disagree with violence “counts,” such as
those used by the NCCB, there’s not much room for
ambiguity here.

Each year for the past decade, Dr. Gerbner has
monitored a representative week of TV program-
ming in prime time and on Saturday morning, when
the kids are home from school and ensconced on
the living room couch with a bowl of sugar-coated
cereal while Daddy and Mommy are getting some
extra sleep. Dr. Gerbner's staff makes detailed
observation of the number of acts of violence in
each program and prepares a Violence Index that
graphs the violence for each type of program.

Even after 10 years of Presidential commis-
sions, more than eight of 10 network programs
portray acts of violence as defined above, and the
same goes for nine out of 10 Saturday morning
cartoons, Dr. Gerbner noted in an article,
“Measuring the Climate of Fear,” published in
American Medical News last December.

But how do we know that viewing violence on
television produces harmful effects in children?
Many studies agree on this point. For example:

e Professor Albert Bandura of Stanford Univer-
sity, working with children aged 3 to 5, showed that
after even brief exposure to scenes of violence on a
simulated TV program, 88 per cent of the children
acted violently in ways that imitated what they saw
on the screen, in spite of the fact that crayons,
trucks, tea sets and other toys typical of peaceful

pursuits were available to play with.
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o Professor David J. Hicks of California State
University, Chico, California, found that after
viewing a single simulated TV program, kids
learned aggressive forms of behavior that they
could still reproduce when tested six months later.

e Pre-school children at the University of North
Carolina’s Child Development Center were paired
off on the basis of the amount of television they
watched at home. One member of the pair was
shown a single aggressive program from Saturday
morning television, and the other was shown
neutral TV fare. This was repeated on 11 different
occasions. The results: in every case, the child who
had observed violent TV shows became more
aggressive than his playmate. Again, there was
clear-cut definition of what constituted a violent
act: kicking, hitting, pushing, choking, squeezing or
holding down another child, or throwing an object
at least one foot.

Yet, more subtle and perhaps more long-lasting
effects come from viewing violence on television, to
hamper the activities of adults as well as children,

Along with his Violence Index, Dr. Gerbner has
constructed a Violence Profile that throws into bold
relief two other important conclusions about
television violence. He finds that children,
low-income people, older women, and foreigners
and blacks of both sexes are more likely to be
victims rather than perpetrators of television
violence. This, he notes, “tends to confirm
conventional notions of power and vulnerability in
U.S. society.”

Gerbner also found that heavy viewers (more
than four hours a day) tend to be more fearful and
mistrustful of the outside world than are light
viewers (less than two hours daily). When asked
questions on current social issues, the heavy
viewers tend to supply answers that mirror the
violent world of television.

“The potential incitement to mayhem among a
minority of viewers is bad enough,” says Gerbner,
“but the cultivation of fear and rigidity among the
many is scarcely less damaging in its long-range
effects.” And he adds: “Television generates fear of
victimization as well as the inclination by some to
take advantage of the fears of others. Children
growing up with television learn its lessons and
rehearse its roles.”

How have the networks responded to this
fusillade of criticism, and what's in store for this TV
season? Spokesmen for all three networks state
that in upcoming programming there will be a shift
away from “hard-action” police shows, but officials
from ABC and CBS note that TV viewers are
getting bored with them anyway. Time and

. fashions change: the sun has set on Gunsmoke and

Bonanza, and so it may be that the screech of tires,
the slamming of police car doors, the sound of cops
pounding down the street, will echo less often in
your living room.

A spokesman for ABC says it will emphasize
comedy, like Eight Is Enough, and drama, like

West Side Medical. But the network's vice-
president in charge of broadcast standards, Rick
Gitter, argues “it is wrong to single out television
violence. This circumvents exploration of what may
be the real causes of violence in society, such as
unemployment, lack of adequate housing. . . .”

At CBS, an official states that his network “has
been reducing the violence quotient for the past
four years in response to public opinion.” CBS will
not be dropping Kojak or Hawait Five-O, but the
plot lines of these programs “will be a little more
imaginative.” The spokesman adds that “action-
adventure shows will be sharply reduced, as will
police-type shows. Most of the new shows being
considered are the fun-and-games kind of thing.”

Meanwhile, Robert T. Howard, president of
NBC-TV, which ranked highest in the NCCB
violence rating, earnestly promised change.

“NBC, viewing television as a whole, believes
that the proliferation of program types whose plot
lines heavily involve violence has become exces-
sive,” said Howard. "It is taking positive and
practical steps to reduce the number of those
programs on the NBC television network.”

The learning process works both ways. If the
networks really mean business about reducing
violence on TV, they could have a very positive
effect on young viewers. For while we have been
focusing on the harmful effects of TV viewing, it is
just as possible for television to use its enormous
power for good.

One man who has studied the negative effects
that TV can have on young viewers, as well as the
potentially positive, is psychologist Robert E.
Liebert of the State University of New York at
Stony Brook. Dr. Liebert is the author of The Early
Window: Effects of Television on Children and
Youth, and of studies of TV violence done for the
National Institutes of Mental Health.

In an attempt to show how television can be used
for beneficial results, he had a film prepared for
children who are afraid to visit the dentist. The
film's purpose was to lessen their fears.

In the film, a 4-year-old girl gradually loses her
fear of the dentist as she watches an “old-timer” of
8 climb up into the chair and have his teeth cleaned
with no ill-effects. At the end of the visit, both kids
are presented with big red lollipops.

Dr. Liebert and his researchers showed the film
to several groups of children who were afraid of the
dentist, and he matched these with kids who had
similar fears, but who had not seen the film (or one
like it made by the American Dental Association).

It turned out that children who had seen the
film — including a group of retarded and
emotionally disturbed kids—were much more
willing to visit the dentist the second time than
were those who hadn't seen the film.

Is anybody paying attention out there in
Televisionland? [J

Mark Perlberg is a Chicago freelancer currently working
on a series for Better Homes and Gardens.
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The Seven Seoas Voyoger’'s
Passport is your personal passage
to fine dining, luxury accommo-
dations and instont service.

The seven Seas Motor Inn, of Mandan,
introduces the Voyager's Passport, for the
corporate traveler.

The Voyager's Passport is guaranteed
advance reservations, instant check-in and
check-out, aiprort limousine service, and
continental breakfast. You will be only
minutes away from the business district and
center of the state government and your
Voyager’s limousine will get you there.

Plus your Passport is your personal
passage to the Captain’s Table Dining Room
and Port-Hole Lounge.

To get your free Voyager's Passport card,
use this order form:

Seven Seas Voyager's Passport

Seven Seas
MOTOR INN

P O. Box 446
Mandan, ND 58554

| wish to be a Seven Seas Voyager. Please send me, at no cost, my
Voyager's Passport card.

Please Print
Name
Business —
Business Address
City State Zip
Home Address
City State— Zip

l Please send my passport to [ Home = Business
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For your in-flight entertainment,

Northwest's 747 international flights and

most 747 and DC-10 domestic services
include in-flight stereo entertainment
featuring the following programs. On
international and Hawaii flights, during
which movies are shown, all airlines are
required to make a charge for headsets.

1-4 MOVIE

5 THE CLASSICS STEREO 1 HOUR
The lollowing seleclions were programmed by London Records
Vivald The Summer Op B.No 2 LondenCS 6809
The Sluttgart GChamber Orchestra
Kar| Munchinger

Mozart Fantasiain C Minor London CS 6866
Ahcia de Larrocha
Berlinz Harold InItaly Londan C5 6851

Orgy of the Brigands

The Philaharmonic Orchestra—

Daniel Benyamini, solo viola—Zubin Mehla
Mozari Concerto for Two Pianos London CS 6937

in E Flal Major. K 365

Viadimir Ashkenazy & Daniel Barenboim—

The English Chamber Orchesira—

Daniel Barenbeim

6 ORIENT EXPRESSLY FOR YOU
STEREO 1 HOUR

Koto Classics Haru No Umi Victor 0V174
Kojono Tsuki JVC Nivico Ov621
Sakura Viclor OV 127
D. Mine Tabisugata Union SN 1352
Sannin Otoko
E. Ohkawa Mennai Chidori SAS 1295
T. Omi Yunomachi Eregi JS 6569
| Fujiyama Sakewa Namidaka Tameikika JS 6664
H. Morishige Shiretoko Ryoji SAS 531
T. Kalo Biwaki Shuko Polydor DRQ 6902
Neo Ula
H. Murata Jinsei1 Gekijo JP 3805
Y. Otsu Kokoni Sachi Ari King BS 1174
H. Misora Kanashii Sake SAS731
H. Misora Yawara SAS 3%
A Fuse Shijuramenno Kaori King BS 1921
7 PACIFICADVENTURE 1 HOUR
Werner Miiller & AlghaDe London SP 44021
His Orchestra
Johnny Plneapple &  KilaKila Audio Fidelity
His Islanders AFSD5850
The Islanders Isle 01 Tonga ABC Paramount 358
Ed Kenny Wind, Sea ABC Paramount 462
and Slars
Bill Wollpramme &  Mauwi Girl Fiesta FLPS 1657
His Islanders
The Islanders isie 01 Samoa ABC Paramouni 329
The Royal Tahitian ~ Winds ol Joy Monilor MFS 758

Dance Company Takoto

Raiatea
The Hilo Kalimas Mahukona London Ini SW93338
The Walkiki Tiger Shark Fiesta FLPS 1623
Beach Boys
Connie Francis Lahaina Luna MGM SE 4522
The Hawailan Surfers Liltle Brown Gal Decca DL 4562
Alfred Apaka 0ld Plantation MCA 24007
The Ray Charles Song 0t The Command RS 84550
Singers Islands
Big Ben Moonlight & Roses  Fiesla FLPS 1763

Hawaiian Band

Charley Mauu HimeneNo Te Tamar  Rio Tahuti RT550

Johnny Pineapple &  NakaPueo Audio Fidelity

Islanders AFSD 5850
Angel Espina llilang ABC Paramounl 358
The Islanders Oceania ABC Paramount 358
The Hilo Kalimas Honaunau London inm SW9S398

Bill Wollgramme &  PaMa
His Islanders

Fiesla FLPS 16857

Johnny Pineapple & Helia Alekohr Audio Fidelily
His Islanders AFSD 5850
7 JAZZ 2ND HOUR

The following program was produced by Fred Robbins
Oscar Pelerson You Stepped Qut Of A Dream

Laio Schifrin Insensatez
Herbie Hancock Hang Up Your Hangups
Harold Bradiey Whal's New

Stan Getz Heartstrings

Ella Flizgeraid Lemon Drop

Sweel Georgia Brown
Chicago 0id Days
Don Elliott Three
Count Basle Cute
fied Bone Come And Gel Your Love
Herb Alpert Coney Island
Tony Bennett Experiment
Chuck Manglone Come Take A Ride With Me
Decar Moore Fogoy Day
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8 COMEDY 1 HOUR
Bill Cosby The English Language Capitol
ST 11580

Hudson & Landry

The Washingion
Hillbillies

Hal Roach

Foster Brooks

Henry Kissinger
FO

The Glazed Donut Monster
Mothers Enunciate
The Soul Bowl
Ajax Liquor Slore
Cornelius Vanderbill
Frontier Christmas
Phonemate #1 Casablanca NBLP 70
Fireside Chat 7052
TV Ofter
Stud Beer
Planning a Vacalion
Kentucky Fried Carter
King Pong
Bobby and The Prez
Bedtime Story
Recorded at Jury s Insh Cabaret
Rego-Insh 14000

Live From Las Vegas

Lush Records LP10019

Dore Records Ltd
LP 333

8 CHILDREN'S ROOM

Yankee Doodle
Ray Allen

Hang Chrislian
nderson

Popeye

The House At
Poeh Corner
Do Re Mi Chorus

2ND HOUR
2 HOURS
Yankee Doodle Merry Records MR 010
Did-Ja Hear Me People
Paramount PAS 6060
The Shepherdess & Disneyland 3964
The Chumney Sweep
Shake Hands Golden Records LP 73
Never Play Wilth Maiches
Golden GW 228

You Are My Sunshine MCA Coral
I've Gol Sixpence CB20038

The ABC Chim Chim Chere
Children’s ABC Paramount ABC 548
Chorus
What's The Sing A Sang of Synonyms Peter Pan
Good Word Antonym Island Records 8130
Bedtime Stories  Chucken Little Merry Records MA 003
Journey To With A Greal Big Noise Like Thunder
The Moon Golden LP 158
9 COUNTRY IN THE AIR 2 HOURS

The rnllowung‘lpruqmm was produced by Lee Ainold

ol WHN
Jehnny Duncan

Merle Haggard

Donna Fargo

ew York Radio

Il Couldn | Have Been Any Beller
Columbia
I We re Not Back In Love By Monday
MCA

Maockingbird Hill Warner Bros

Tom T Hall Your Man Loves You Honey Mercury
Mickey Gilley She's Pulling Me Back Again Playboy
Olivia Newlsa-John  Sam MCA
Hank Snow You re Wondering Why RCA
Tina Rainlord Silver Bird Epic
Tommy Oversireel Don't Go City On Me ABC-Dot

Tammy Wynelle
Kenny Dale
Rex Allen, Jr

Cody Jameson
Moe Bandy
Narvel Fells
Statler Bros
Margo Smith
Eddie Rabbill
Emmylou Harris
Mickey Newbury

Dickey Lee

Hank Thompson
Kenny Rogers
Freddy Fender
Billie Joe Spears
Johnny Paycheck
Jenniler Warnes
Vern Gosdin
Loretiz Lynn

Den Williams

Conway Twilty
Mel Tillis
Dolly Parton
Ronnie Sessions
Tanya Tucker
Aoy Clark
Crystal Gayle
Duane Eddy
Donna Farge
Ray Sawyer
Eddy Arnold
The Marshall
Tucker Band

Let s Get Togelher (One Last Time}Epic
Bluest Heartache 01 The Year Capilol
I'm Getling Good Al Missing You

Warner Bros
Brooklyn Allanlic
I'm Sorry For You My Friend Columbia
The Feeling's Righl ABC-Dot
| Was There Mercury
Loves Explosion Warner Bros
I Can’l Help Myseif Electra
CesllaVie Warner Bros
Hand Me Another One Of Those
ABC-Dot
If You Gotla Make A Fool Of Somebody
ACA
Honky Tonk Giri ABC-Dot
Lucille Umited Arlists
The Rains Came ABC-Dot
Il You Want Me United Arlisis
Slide OIf Of Your Satm Sheels Epic
Righl Time Ot The Night Arisla
Yesterdays Gone Electra
She’s Got You MCA
Some Broken Hearls Never Mend
ABC-Dot
Play Guitar Play MCA
Burning Memaories MCA
Light OF A Clear Blue Morning  RCA
Me And Millie MCA
I's A Cowboy Loving Night MCA
Hall A Love ABC-Dot
[11 Do 1t All Over Again  Unnted Aruisls
You Are My Sunshine Electra
That Was Yeslerday Warner Bros
| Need The High Capitol

Pul Me Back Inte Your World RCA
Heard It In A Love Song Capricorn

10 ROCK SOUND 1 HOUR
The Eagles Holel Califorma Asylum 7E 1084
Al Stewart On The Border Janus YXS 7022
Ambrosia Dance With Me George

20th Century 7510
Uriah Heep Easy Livin Mercury SRM 11070

Elton John Shoulder Holsler MCA/Rockel 2 11004
Olivia Newlon-John  Don | Stop Believin MCA 2223
Renaissance The Captive Heart Sire SA 7526

Leo Sayer Rellections Warner BS 2962
Joni Mitchell Black Crow Asylum 7E 1087
Queen Long Away Elekira 7€ 1094
Bread Lay Your Money Down Elektra 6E 101

George Harrison Beautriul Girl Dark Horse DH 3005
Graham Nash I Used To Be A King  Allanlic SO 7204
Jackson Browne The Fuse Asylum 7€ 1C79

Linda Ronstadi Hasten Down The Wind

Asylum 7E 1072

10 POTPOURRI 2ND HOUR

Dory Previn Children ol Coincidence
Woman Soul Warner Bros BS 2908
Frankie Laine Brand New Day Trip TOP16-3
Pearl Bailey | Believe Project 3 PR 4003 SD
John Gary Conslantly Kama Sutra KSAS 2606
Original Theme lrom  Jaws MCA 2087
Soundtrack
“Jaws”
Tony Bennel Lost In The Stars Improv 7112
QOella Reese | Got The Blues ABC ABC2636
Meil Diamond Mr Bojangles MCA 2103
Original While The Gelting Is Good  Arista AL 4069
Soundtrack Lucky Lady Moniage
“Lucky Lady'
Liza Minnelli
Quincy Jones Mellow Madness A&M SP 4526
Diana Ross Theme from Mahogany Motown
Do You Know Where M6-86151
You re Gong To
Narvel Feils Reconsider Me ABC Dol DOSD 2025
Funny How Time Slips Away
Lena Zavaroni  The End Of The World Stax 5T5 5511
The Brass Ring  Baby The Rain Must Fall Dunhill 050015

11 DREAMER'S MOOD SsTEREO 1 HOUR
Liberace Honey Dot OLP 25901
Tony Motioia Windy Project 3 PR5044S0
Frank Chackslield Falling In Love With Love London SP44223
Roger Bennet Love Is Blue Dunhill D$50043
Xavier Cugal Lonely Is The Name Musicor M23179
101 Sirings Theme From Godspell Alshire 55276
Claude Denjean  Let's Stay Together London SP44196
Trambenes Hurry On Liberty LST7449
Unlimited

Frank Chackslieid A Man And A Woman
Guitars Uniimited Ob-La-Di

London SP44112
London SP44147

Paul Mauriat Rock The Boat MGM M3G4999
Angie Baby
Huga King Of The Road Kapp KL1429

Winterhalter
Paul Desmond  The S8th Streel Bridge Song  A&M SP3032
Billy Strange Jaws Crescenda GNPS2094
Love Will Keep Us Together
Orion Mandy London SP44230
Edmundo Ros lie A Yellow Ribbon On The Old Dak Tree
You Are The Sunshine of My Life
London SP44208

11 FILM SOUNDTRACK MELODIES
STEREO 2ND HOUR

“Forever Young, Childhood Theme MCA 2093
Farever Free Village Monlage
music by Finale
Lee Holdridge

“The Pink Paniher Mamn Title UA LA 694G
Strikes Again” The Inspeclor Clouseau Theme
music by Bier Fesl Polka

Come To Me (vocal Tom Jones/
vocal cameo by Jacques Clouseau)

Henry Mancini

The Missouri Breaks Love Theme UA LA 623G
music by Crossing The Missour
John Williams Celebration
~Bound For Glory” Hard Travelin UA LA 695H
music by Pastures of Plenty
Woody Guthrie Curly Headed Baby
adapted by This Land Is Your Land
Legnard Resenman
Sung by
David Carradine
“Bator” Ballad of Gator McKlusky
lcomposed & performed by
Jerry Reed)

Hannah's Club
For A Litile While (Goodbye Love)

“Bugsy Malone” Bugsy Malone
music & lyrics by  Bad Guys RSO Records RS 1 3501
Paul Williams My Name Is Tallulah

You Give A Little Love

Programmed by
Inflight Motion Pictures

DUTY-FREE
IN-FLIGHT SHOPPER

All items shown on this page are available
for sale in-flight on Northwest's
international transpacific flights and on
Northwest flights within the Orient. Please
contact your cabin attendant for further
details on these and other tax-free items.
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i Harbin
Shenyang
Peking
Dairen
Seoul
Nanking _
_ Tokyo
Shanghali Odaka '
Okinawa
Taipei

Hong Kong
Manila

Routes Operated

Chinese Mainland
Routes Suspended

Honolulu

Hilo

Anchorage
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Hello. We're happy to have you flying with
us on Northwest Orient. There are a few
things we'd like you to know, particularly if
you're new to jel travel. The bumping
sounds you hear shortly after takeoff and
as you're descending for alanding are the
wheels being raised and lowered and the
brakes being released. While the plane is

climbing to cruising altitude, your ears
may become temporarily stopped up
because of the change of air pressure.
Swallowing or forcing a yawn will relieve
this. Don't worry about the weather. From
the sophisticated instruments on the

aircraft, your captain knows what's ahead.

He skirts unpleasant weather.

Travelers Should Plan to Arrive at the
airport boarding gate at least 20 minutes
before the scheduled departure of a
domestic flight and at least 40 minutes
before the departure of an international
flight. Under normal conditions Northwest
Crient flights stay on schedule. A last-
minute passenger may be refused passage

Edmonton
Winnipeg Boston
Seattle Grand Forks
Tacoma Minn i New York
n i
Spokane Great Falls Fargo St g:ﬁ? 2 Newark
Jamestown x D i : !
etroit Philadelphia
Helena
Missoula Bismarck Milwaukee
Portland Butte ¢ Billings Rochester Clev?iand
il Madison Pittsburgh
i Chicago
Washington
San Francisco
Atlanta
Los Angeles
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Clearwater
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if boarding will delay the flight.

For Your Security, all passengers and their
carry-on baggage and other hand-carry
items, must be inspected in accordance
with the government sponsored security
program, Passengers should proceed
through security inspection in the
departure gate area at least 30 minutes
prior to departure.

You May Obtain Reservations for any flight
by telephoning, wiring or writing any
Northwest Orient reservations or sales
offices, a travel agent, or hotel
transportation desk. If your plans change,
please cancel your reservations as far in
advance as possible so that other
passengers may be accommodated. We
suggest you reconfirm your Northwest
Orient continuing or return reservations by
calling the nearest Northwest Orient office
and leaving a phone number where you
may be reached.

Small Baggage may be carried on board
and placed under your seat. We
recommend this for fragile items. One
garment bag containing no more than two
garments may be carried on board.

Pets may be safely shipped in kennels
placed in the cargo compartment. Small
household pets may be carried in the
passenger cabin in a kennel which will fit
underneath the seat and must remain
confined in the kennel throughout the trip.
Kennels are available for sale at Northwest
Orient airport ticket counters.

Some Electronic Devices, such as a
transistor radio, may interfere with the
navigation and communications
equipment on the aircraft. Therefore, use
of such devices is prohibited. This
restriction does not apply to portable voice
recorders, hearing aids, heart pacemakers,
or electric shavers. Dictating machines
and tape recorders may be used.

Tickets-By-Mail service is available in
many of Northwest Orient Airlines’ cities.
Ask for this service when making your
reservations.

Local Transportation: In all cities served,
Northwest Orient has arranged with
independent operators for transportation
at reasonable rates between downtown
areas and the airports. At New York-
Newark, San Francisco-Oakland and Los
Angeles, regularly scheduled helicopter/
STOL airlines make possible fast
transportation between airports and
downtown and suburban areas.
Connecting reservations may be made at
any NWA office. Air taxi and commuter air
carrier services are also available from
members of the National Air
Transportation Conferences, who operate
between many major airports and off-line
destinations.

Smoking is permitted in the special
smoking sections set aside on all our
aircraft —except when the “No Smoking"
sign is turned on by the captain. There is
no smoking permitted at any time,
however, in the lavatories. And we ask that
you do not smcke in the aisles. Cigar
smoking is not permitted in any area of the
aircraft,

Enjoy a Drink? A variety of highballs and
cocktails is served by the attendant on
most flights. Federal Aviation
Administration regulations provide that no
person may drink alcoholic beverages
aboard an airline flight unless they have
been served by the airline.

Car Rental Service: Automobiles are

available at practically all cities served by

Northwest Orient. When making your
reservation, you may request your
Northwest Orient agent to arrange that a

car be waiting for you on arrival.

United States Customs regulations govern
passengers entering the U.S.A. If you are a
U.S. citizen or alien whose residence is in
the U.S., you are allowed an exemption of
$100 at retail value To qualify for this
exemption you must have been outside the
U.S. at least 48 hours and have not claimed
such an exemption within 30 days.

Non-residents can qualify for the $100
gift exemption if they remain in the U.S.
more than 72 hours and have not ctaimed
an exemption within six months.

Anything manufactured in North Korea
may not be brought into the U.S.

Be certain to declare everything acquired
abroad, including personal effects which
have been worn or used. Families traveling
together may pool their exemptions to
apply on total value of all articles declared.
Travel Bargains: Northwest Orient offers
various special fares that may fit your
travel needs. Each has certain restrictions
attached to its use including, in some
cases, required purchase of ground
arrangements.

To find out about the availability of
these special fares, ask your trave! agent
or NWA,

Credit Plans: For the purchase of
transportation, Northwest honors 14 credit
cards including Universal Air Travel Card,
American Express, BankAmericard, Carte
Blanche, Diner's Club, Interbank and
Master Charge Cards.

Checked Baggage should be locked.
Regulations require name identification on
the outside. Name labels are available at
Northwest Orient's ticket counters.
Passengers should not place money,
jewelry or other expensive personal items
in baggage which is to be checked. Fragile
articles are accepted as checked baggage
only at passengers'risk.

Northwest Orient VIP Travel Plan

Saveupto
30% shopping
when you
tour the

Every Northwest tour features
VIP Shopping Discounts — at
over 50 fine stores in five
Orient cities.

rient.

Northwest VIP Discount Dollars —
Imagine touring the Orient and en-
joying substantial savings while
shopping —without having to bar-
gain over prices! Save up to 30% on
merchandise such as watches, audio
equipment, cameras, precious stones
and jade at stores in five Orient cities
by using your VIP Discount Dollars
given to you during your flight to
the Orient.

Northwest Orient Airlines
Tour Information Center

Northwest VIP Orient Tours — A real
travel value. Most include money-
saving Group air fare, deluxe accom-
modations, sightseeing, selected
meals and more We've listed some of
our most popular tours below For
complete details about a tour that
interests you, along with information
about our exclusive Orient VIP Travel
Plan, just call a travel agent or send
us the coupon

i_ ORIENT ESCAPADE A"
15 days Japan. Taiwan,

I
| y I
P.O. Box 1082
I Burnsville, Minnesota 55337 Hong Kong $1,253 I
| i ' ORIENT ESCAPADE “B" I
Please send me free full-color brochures on the 21 days Japan, Taiwan, Hong Kong.
I following tours, and show me how r can save up  Thailand, Singapore $1,547 I
| to 30% shopping when | tour the Orient! . ) ORIENT SPECIAL I
| Name - 16 days Japan, Taiwan, Hong Kong, I
Thailand $1,899
| Address o 1 ORIENT CAPITALS 15 days, |
l Japan, Taiwan, Philippines, |
Phone Hong Kong {no meals) $1,092
| ' GRAND WORLD TOUR |
| City . 39 days around the world |
I Land only from $2 635
State Zip [ GRAND ORIENT 23 days, I
| Japan, Taiwan, Thailand, Bali, I
I My travel agent is Singapore, Hong Kong $2,858. I
I Prices based on per person double occupancy including sightseeing, selected meals, and on I
West Coast Basic Group Inclusive Tour air fares (slightly higher June-October) Prices subject
I to change I

¥ NORTHWEST ORIENT

With the American

| How lastminute travelers
can get Travelers Cheques at the last minute.

511 g

Express Card.

The time you need Travelers Cheques most is when
you travel.
With the American Express Card you can easily get
them anytime. Day or night. Weekends or holidays. At
the American Express Cardmember Travelers Cheque
Dispenser in the locations listed here. So if you're away
on an unexpected trip, you can buy the Travelers Cheques
you need. Up to $500 per week, in $100 packets.
These are American Express Travelers Cheques. . . the
Travelers Cheques most accepted around the world.
To use the Dispenser all you have to do is sign up for
this special service. And authorize American Express to
“electronically write checks” to your bank checking
account for the Travelers Cheques you buy through the
s Dispenser. They can't be

charged to the Card, but you
~ need the Card and your
/  code number to use the
Dispenser.

If you'd like more
information on this

service, or applica-
tion forms, just phone

our toll-free number

800-528-8000.

The Card will get you Cheques here.

ATLANTA NEW YORK (cont.)
Atlanta International John E Kennedy Ind.
BALTIMORE/WASHINGTON  (Pan Am/TWA/United)
Baltimore/Washington Intl. LaGuardia (American/TWA)
BOSTON PHILADELPHIA

. Philade rnation
Logan International hiladelphia International

, PHOENIX
DALLAS/FT, }Y" ORTH Sky Harbor International
Dallas-Ft. Worth Airport GREATER PITTSBURG
DENVER F ITSBURGH

. : Pittsburgh International
Stapleton International

FT. LAUDERDALE ST. LOUIS

Lambert Internarional
Ft. Lauderdale Airport SAN FRANCISCO

H%NOITLIJU'IJ S San Francisco International
onolu u‘ nternational SEATTLE

H%USTOT\E ) | Sea-Tac International
ouston ' m-t:‘mdtlona TAMPA

LOS ANGELES Tampa International

Los Angeles International

WASHINGTON, D.C.
MINNEAPOLIS/ST. PAUL

Dulles International

Minneapolis-St. Paul Intl. Nartional

NEWARK Look for the
Newark International Dispenser at

NEW YORK more kéy loca- AMERICAN
American Express Travel tions around EXRERESS
Service offices (150 E. 42nd  the councry,
Street/374 Park Avenue) soon. ®

The American Express Card. Don't leave home without it,




“On l?)usines‘é trips
these days, = =
jyou've got to make
every minute,

very dollar ” ount'

tz. Hertz has more good
ou, soyou can get
away fastinto a

clean, reliable car.
More locations. More
cars. More kinds of
cars. And with Super
Saver Rates, you
save money, too.
With all this, wouldn’t
you rather rent from
Hertz?

®
,E The Superstar in rent-a-car.

.[‘ HERTZ RENTS FOHDS AND OTHER FINE CARS.
B §




