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A Message to the Members of
Credit Professionals International

Welcome (0 4 new opportunity lo expand your education opportu-
nities! Our manual continues to be worthy of our organization and
an important ol as we look to the [uture.

On behalf” of all our members. we sincerely appreciate all the
authors who have shared their knowledge and expertise to our
benefit. A special thank vou to Nona Elizey, MPCE. International
First Vice President for the time and effort she put forth in the
preparation of out "CPI Carrousel to the Future” manual.

Ladies and Gentlemen, the "ACES™ are in our hands:

Almude

'C ommitment
Edurmmn
S UCCEss

Mary Low Addv. CCCE/MPCE
Tnternarional President 20004200
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CPI Carrousel to the Future

At the International Conference in 1999, 1 requested assistznce from the District
Second Vice Presidents in sccuring chapters for this manual 1 wanted this
manual to come from all regions of our great country allowmg you 10 go on &
carrousel ride with CP1. To those who assisted, their biography is included with
the chapter, and I do appreciate their hard work and patience w uh my phone

calls,

With the diversity af the chapters, you will truly ride into the future. We offer
you recruiting ideas for new members, and we all definiely need to work on this
chapter and take 1t to heari. Then we continue 1o spin the carrouse| for your
personal development with 2 look at Comnutment. Volunieering i Retirement,
Financial Planning and Decision Making. For the mdustry, we review COCS,
Credit Life Insurance, Medicare. Technology, FCRA and Domestic Violence.

Bringing the manual 1o vou has been a great opporiunity work with numerous
credit professionals. Enjoy vour carrousel ride into the future. Thank yon!!!

We all know that we have a greal j‘.m.—;:r'.-c:
We all know that we are totally Cn:'.".n':r.t;-d
We dll know that we value E.-.‘iu-_'.i‘.'.nr
We all know that this equals Success

i

fnternarional Fiest Vice Presidens




The Ultimate Recruiting Technique
The G.A.T.H.A. Principle

By Gatha Crowson

She had never belonged to a professional organization. She had np connee-
tons. She had no mentors. AND she was scared.. .totally outside her comfort
zone. Sound {amiliar 10 you?

Yet..a Southern lady from Alsbama became Presidem of the Amencan
spciety for Traitmg and Development and took 115 membership from 44 to
142 1 one year. winting International Recognition for their club

Today she is one of the most sought after speakersitrainers in the organiza-
nion and association world. The guestion is.fiow did she do 117 Did some-
thing change m her Lfe? Did she have a paradizm shift? Did she use the
skills she already posscssed? How? She practiced G. A TH.A. | am that she,

At 62 vears of age I've reflected on my life..1r has been one continuum of
sales. Regardless of the profession or carser, professional. civic or religious
ganization, life is about sales. Szles 15 all abowt recruiting. 1t is finding the
peaple who want what you have to offer

If you are secking to grow your business, expand your wings personally or
vour ¢areer, you arc looking for someone who has already been there and
done that..they have what you want (1o fuy). So we are all in sales, con-
siznily Jooking lor someone o whom we can sell what we know or from
whom we canl purchase what we need to know, 1've experienced i a5 an w-
ternational speaker/trainer, as a developer of customized programs, as a col-
ummnisl, as a consultant, as an agthor, as a poet, 05 8 mother, as a grand-
maother, as a wile, as a friend, 2s 3 member of organizations, as the owner of
a'muli-million dollar recruiting business
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Identifying what you zre doing and wihy you arc doing it are the two most
important things 10 remember when ¢ pandmg the membarship of your local
club, The whar s casy herere it Al of us know what recruil
means..take on, enlist. enroll, sign up.BUT. read further. movice,
apprentice, d:srpp!ﬂ Freshman, intern, newcomer, pupil, rookie, student. ten-
derfoot, rainee. If this article ended ‘e could understand why so mamy
recruits go newhere in our local organizations. What do we do with them
after they come into the organization? That's another article.

Every new recnuil comes imto your local organization with an unspoken goal.
They have something in their personal or professional life they want to
achieve. Tt may be as simple as being recogmized for whao they are or it may
becoming the pr esident of your Mational Organizaton. Too often we bring n
ecruit and began indoctrinating them with zs and getting them to see
for our club. When we know why a person 18 willing to give of
...the most precious commodity on the market today...then we have

the .i.ﬂ' tn keeping them active in the orpanization.

There is a fine arl 1o this, the art of listening. becoming friends, building
relationships, puting others first, helping them 10 hecome and fulfill their
goals and dreams through our organization.

Many people search for the perfect technique The only perfect techimgue
lies in building elationships, loving and caring about people. Does: this mean

that if T love and care about people, everyone will come inte my organiza-
tion? Ahsolutely not!

There is something called the Law of Averages, which is a !.Lm'lfarsai law.
Just like the Law of Gravity, 1t works all of the time and applics (o everyone.
It is ALWAYS in effect This law never takes 2 break. Some people
nsciously use this Law to help them recruit..others are oblivious o it
£ ss of which caregory you fall mto, the fact does not change that the
La always in effect. What 1s the trick? UNDERSTANDING the Law OF
Averages and then learning fhow to use 1t 1o increase your membership,

The Law of Averages says do .wmerhmg g enaugh and consistently
enough over a pertod of ime and you will develop a ratio of results, In other
words, if you consistently share your recruiting message often enough,
evenmally it will fall on the right puuple and you will recruit lhcm Simple,
night? Actually, 1's deceptively simple (most powerful life-sltering revela-
tions usually are) Let’s see if we can grasp it= impheations.

Let’-:_-".:_ take a closer look at the CORE of the Law - the "EATIO OF
RESULIS"
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Everyone (beginners all the way up to the old timers) has a ratio of results,
For example, you approach 10 different people, 6 agree 1o be vour zuest at
your nexi meeting, 4 actmally keep the appointment. and you recruit 2 of the
4. That's a ratio of results. .. the Law Of Averages in action. In this case, you
can assume that for every 10 psople you approach to 1ake a look at vour
organizanon, you will end up recruinng 2 new people.

In the example outlined above, the Law of Averages says your ratio of
resulis of approaches o new enrollees 15 10 to 2 ar 204

Now, not only do you have the overall ratio of approaches to new members,
but each individual step leading to the end result has its own mdwvidual ratio
Here's what | mean (poing back agam lo our example) - the ratio of
approaches to appointments is 10 to 6 or 60%. And the ratio of appointments
to actually attending the meetng s 6 to 4 or 66.067%. And 50% of the people
who are your guests to actually recruiting, making the ratio of guests 1o new
enrollzes 4 to 2. Get the idea”

Why keep wack of the steps in between? Because they pin-point the EXACT
areas of breakdown (or potential breakdowns) in your recruiting process. 1f
you approach 20 people to be vour guest, 3 people show up, you recruit al] 3
of them, you ciun assume you're a great recruiter {(you deliver well) but your
prospecting skills could use improvement. In this case, if you worked on the
approach and honed 1t so that 60% of all the people you approached actually
were your guests then your recruiting results will grow exponentally.

So. no matter where you are in your orgamization (beginner, experienced, or
professional) the Law Of Averages works and produces a guantifiable rano
of results for cach step in your recruinng process. Obviously, someone sl
sigming up today has a very different rano of results than the confident
recrutter. But the Law still works for them too. Maybe they need 1o approach
15 people to get | to be their puest . but 1t snll works.

The Law Of Averages ic the areat equalizer. YVou see, the Law states that a
person can compensate for lack of skill. knowledge or experiznce with
achivity. Compare the person of expenicnce with the begmner. The pro may
only have to approach 3 people to recruit | or 2 whereas the beginner has to
approach 15 or 20 1o recruit 1. But the begianer sull recruits 1 (sim-
ple. more activity). That's why vour numbers tell the whole story of your
success {or lack of}.

With a clear understanding of how the Law works, even the beoinner can
recrutt 6 new people their first month in your organization. How By fal-
lowing their recruiter's (mentor's) duplicable system and taking MASSIVE

gerion. Ivs simple. Say 1 takes 10 approaches o ge1 4 guests to recrunt 1. All
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you have 1o do 1s approach 60 people to recruit the 6. Good news... there's no
way someone can approach 60 penple {with a senmi-decent appmaa]ﬂ and not
dramatically increase their ratio of ri:sult.s. See how easy it is to set and
achieve goals emce you understand and apply the Law of Averages?

Eey to this Law: Your rato of resufts WILL improve when you work on it
With activily comes experience, improved skills and newfound confidence.

Show me a beginner who understands this concept and is willing to risk

being a htu: uncomforable and bear a little rejection (154 "no's" 1o regruit
1) and T'll show you someone ‘who's on the fast track 10 becoming 4 new
member enroliment machme and wmmnﬂ the award this year.

But.. you say, We've mied the Law of Averages. there must be a better way!
That's run of the mill smff_we've already asked everyone we know. what
about some fresh new 1deas and concepis? We know that bnnging in new
members s like having a wansfuslon, it gives you pep, 1t creates excifement,
it energizes the whole zroup, it gives you ger up and go again. How do we
doit?

How about using the G.A T H.A. principle?

There are five steps m the G.A T H.A. principle.

1. Goals
Every active member makes a list:
100 names (minimum), addresscs. phone mombers {and  email
addresses)

IOAGk
What is the greatest adverusing known to us today? Word of Maouth!
Ask through a who do vou know letter ' '
Briefly the lenier should say:

Dear...,

The purpose of this lener 1s let you know that we are expanding our mem-
bership m Credu Professionals and -are loeking for a3 couple of really great
prople.

I am exerted about our organization, the personal and professional devel-
opment, and the services we provide,

| have personally grown and have developed my leadership skalls, which
have cnhanced my career. (ldentify how it has helped you in your carveer or

yvour personal life)




| have many friends whose professional hfe and personal life have oally
changed as a result of our organizanon,

Encloted you will find a brochure which gives you an overview of our
organtzation. If you know anvons who would like lo develop their leadership
skills, communication skills, or echance their career, would vou please pass
this information an to them?

I'll give you a call in & couple of days. Thanks in advance for your halp.

Sincerely.
Crathz Crowsen

In this letter you have accomplished two major things...
A You have said to this person. you are @ high credibility person and
van know the person | am lpoking for {3 very nice compliment)
B. You have eliminated the rejection factor.. vou did niot ask them Lo
jom,.,

3, Telephone
Call the person three days after you mail the letter. Ths is the seript;

Hello Yvonne, This is Gatha

How are vou doing?

Careat!

A couple of days ago I matled you some mfonmation on our organization
Did you receive the information?

Have vou had a chance w look over it?

W are expanding our membership. Inoking for a few good people.

[ immediately thought about you

[ have no idea whether you would be personally mterested, but T know thal
vou would he willing o do me & favor and recommend someone that [ could
contact to be my guest a1 our next get-together on (date, tme, place)

Your friends. family, coworkers: acquamances are usually willing 1o do you
a faver. Especially since you did not ask them to jom.

Another thing happens here. Fear of loss sets m for the person - vou did not
ask them to join,

Fear of losy 18 the greatest motivatos known to man,
Cuestions in ther mmd

Whar am [ mussing?

What abour me?




Remember._ you are NOT asking them to join. You are looking for who they
know, that is called referraly!

4. Help!
What do T do with the referrals?
Call thern...Seript:

Hello Donna, This = Gatha Crowson.

I am a member of our local CPI chapter and we are expanding our
membership. Our mutual friend Yvonne said that vou are the type of
person we are seeking. '
Would you do me a faver and be my guest at (date, ume, place)?

You may not be imterested. but you will know someons who is looking for
personal growth or professional development and can recommend some-
one to me. '

If they cannot come on that date..ask for their address and send them a
brachure with a post-it note that says:

1 enjoyed visiting with you.

I'm glad our fmend Yvonne recommended you.

Thank you for izking the time to read over the brochure.

'l give you a call in a couple of days.

Ciatha

5. Action
Activity creates courage...Inacnvity creates fzar.
Activity gets everyone in the club or chapter excited.
Mew blond (members) ALWAYS brings about great things,

Knowing what to do is one thing, Doing it is another. You can know haw ra
hake o cake, but you must have the ingredients and you must twn on the
stove Lo the right temperature.

In the oldest writings we have it 15 stated, be conrageous and do it NOIW!

Does the GGATHA. prnciple work? Almost four years ago [ apreed 1o
huild a new club for Dptimist Intemational, Tnc. in a city 60 miles away from
my hone and 1 knew only one person there, The club was recogmized six
weeks Jollowing the kicke (T with 47 members.

Recruiting does begin with developing selanonships, caring ahout other's
needs. Most trv to s 211 their o: soanization to another person mstead of discow-
ering what is lacking in the person's life. Unfulfilled needs: wants: desires
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are the whiy 2 person will become an achve member of your orgamzabian,
Once you know what 15 lackmg then yoo know how your organizaton and
its leadership or personal development programs can fulfill this need m the
mdividual's life: Instead of sclling.

are ar haow grear this waonld be for

¢

making a piich_the see fow grear we

vau try-listening to their neads, wants,
desires, goials (probably unspoken poals) and see how your organization can
help them achieve thewr dreams. Ask questions.. listen...care. develop a
relanonship  then acuvate. This works with old members as well as new
bers. Do you kanow the core desire of your old members? L the need
and vou activate a member who has grown weary i well doing.

Remember what vou gained from becomuing an active member of Credit
Professionals:

*  personal development

o erhanced leadershup skills

s educated yourself through

couTsEs, seminars, workshops
= oreat petworking {or career

*  bramstorming, shanme of ideas

¢ professional development

o comiort zone cxpanded

=  nendships worth more than the price of gold

If someone says no when you approach them...remember they have rejected
the opportunily of 4 lifetime. oot you. Yoo KNOW whar they have missed,
Keep m mind that the fmmg may not be right for them, Put them on a hist of
people yvou will contact agam m 6 maonths ora year,

Always REMEMBEER. .Care as much about new members after they join as
you did when you were recruiting them. _before they signed on the dotted
line. They are like our children._they are the frutire.

The new millennium has brought zshout changes.. progress to 21l of our lives,
both professionally and personally, so let's embrace new recruiting concepts
and ideas which can take our clubs mio the 215t Century on the cutting edge.

Ideas for discussion

1. Put together 2 list of people you could contact using the G A TH.A:
prineiple.

2. In your letter. you will need to describe what CPlL has dene for vou;
What will you put in that Ietter?

3 What are some of the needs that might drive a person to want to join
Credil Prolessionals International?



Abont the authar

Gatha Crowson is the President of Crowson Productions, ne. A native af
Athens, Alabamg, Crowson is one of the most sought-after speakers in the.
association and organizational world. She has worked with Optimist
International (1} vears), Pilor International and Civitan as their kevnote
speaker as well as rraining their International Governor-Elects. You see her
photo frequently in o small fown newspuper where she sull gives of her time
to work with any club wko wanis 1o have a paradigm shift, expand their
membership, and mativate their members She is famous for her topic in the
valunteer world on Mepning Stones to Mangging Volunteers. Crowson mos
a multi-million dollar sales force where recrutiing is a part of her everyday

life,

_ - Jackson Michigan
it Professionals International

Congratulates
District V' President

Barbara J. Chapin, CCCE/MPCE
State Farm Insurance

| Member of the Year
Emily Prater, American 1 F.C.U.

Employer of the Year
Tony R. Jackson
State Farm Insurance




Who is Consumer Credit Counseling Service®
Of Yakima Valley?

With that title - 1t sounds like 2 propaganda piece for a single agency. Far from
it. You may not undersiand the commitment of our agencies and the National
Foundaton for Credit Counseling (NFCC) 10 helping others "Do the right thing”
- pay ofl debt to thaose who lent them money m good fhith and who would suffer
if they were not pawd back. Radical? No. This then 15 an article about credit that
discusses professionalism. provides insight nto a ltde-known aspect of the
credit indusiry that provides consutners the options to repay the debt when they
feel they cannot, and nes to clanfy relationships that sometimes lead to misun-
derstanding about motvation and achievements: That's a tall order in a lime
when the credit industry 15 inderzoing revolutionary changes. The way we do
busmess, recetve payment, market and deal with emerzing technologies is
chapging. And, we must change wiath 1 In that sense, Consumer Cradit Coun-
selng Service® of Yakima Valley as a member of the NFCC 1s 2 micro picture
of a greater whole, differing in size or scale. but not in commirmment of the heart,

A Little History: Consumer Credit Counseling Service Helps
It is always dangerous 1o discuss the macro from a micro leve] But. in this case,
understanding a larger picture puts Consumer Credit Counseling Servicel®

(CCCs) of Yakima Valley m perspective. Where does this agency fit? Daes if
gccomplish the same programs as other CCCS agencies? What happens to peo-
ple and families that are referred to CCCS agencies? How does COUS contribute
to the credit industry?

Good guestions, Do you know the answers now? The truth is CCOS of Yakima
2y 15 @ murror of many commutted professionals whao dedic
toi-for-profit service for entire caréers. These prodessio

selves and believe 1n thewr clients’ capahilines o repay debi

te themselves o
belicve i them-
1 pan o strong
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sense of dignity when they understand how to accomplish the goal rather than
despainng. These professionals advecate debt-repayment rather than letung bor-
rowers seck poor options such as bankruptcy that will affect them the rest of
their lives. They work on behalf of business - providimg education advice, lis-
tening, and hope. That's the commutment. Tt's been part of the CCCS family
since its early hegmnings in the 60's and 70's.

Early on, creditors realized borrowers needed altemanves for debt-repayment. In
the 1950's the Natonal Foundation for Consumer Cradit (NFCC) was created.
By the 1960's the effort expanded to community-based. H-pErson counselmg
agencies to provide people with opuions. By working with a network of credi-
tors, they developed win-win siuations where debt repavment became feasihle
and creditors were able to regamn a portion of the debt owed them. Concessions
meluded dr'opping interest rates so payments became possible - and business
interesl concessions were based on formal advocacy by a third party (a CCCS
counselor). A consolidated monthly payment provided a positive means for dig-
nified repayment without meurring extra debt; at the same time, reinforeing
positive hehavioral changes regarding credit repayment - and leading to program
completion that re-established the borrower as @ person or family who knew
how ta use credit wasely and borrowed with the goal of responsible budgeting
and repayment. That was the basis of a win-win formula that worked for years.

The system worked NFCC agencies proliferated. Because of that success,
NFCC developed as an umbrella agency across a nation-wide nerwork of like

agencies - as a representauve for their interests and industry assurance of quality
standards. CCCS of Yakima Valley reflects the same positive history of 50 many
agencies. CCCS of Yakima Valley was established in the City of Yakima in
1971. Those future-looking business and commumty leaders understood the
impaortance of the agency, especally in the agricultural area of Central Wash-
mgton where economy is cyclical, and the advice, counsel, and understanding of
a debt counseling agency would go a long way to preventing people from having
the long-term anxiety from going bankrupt.

Consumer Credit Counseling Service® of Yakima Valley grew. In the 1980's,

the city of Wenatchee/East Wenatchee asked if CCCS of Yakima could provide
assistance 1o an office established carlier by a concerned group of business and
community leaders. They knew the importance of a locally managed : agency.

But, they were also aware of economies of scale that could be effected through a
centralized sysiem using then-emerging technology. The two communities
agreed o work weether, with Yakima serving as the regional office but pre-
serving local brick and mortar presence in the communities of Wenatchee/East
Wenatchee. 1t was a2 winming formula because both agencies were located
Central Washington - and shared common community relationships.

14
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Since its establishment, CCCS of Yakima Valley waorked hard to meet the needs
of the many communities it serves, Now, the agency serves communitics in a
roughly 200-milc arc that includes five offices - and severa] communities where
& counselor or educator performs "circuit-ridet” duty responding to community
requests to provide "in-person” counseling, The need is apparent. From (995,
the client number increased fom 330 1o the current level of almost 1,200 - and
that is not counting those who anend educational presentations or counseling
sessions, These levels of contact and access provide a full range of opportunities
1o anyone living in Central Washington,

NFCC experienced similar growth. In 1988, the national organization provided
suppaort to more than 400 agencies: m 1992, the agency served more than 1,400
and had expanded to include overseas locations in Puerlo Rico, Canada, and
Mexico, Debt was not shnnking. It was growing to record levels - almost oo
tough to keep up and certzinly difficult to stem the tide for a number of reasons.

Now - An Image Issue - It's not really that confusing

Ihe credit and credit counseling mdustries are changing. The lessons of the past
are 1mportant, but change is imevitable, NFCC and CCCS of Yakima Valley are
changing with 1. Emerging technology, electronic fimd mansfers (EFT),
outsourcing, mergers and partmering are all having effects. However, some
things da not change. The basic elements of integrity, workmg with all levels of
busmess, working on behalf of a client to achieve positive solunons, and devel-
oping & sense of mutual trust have not changed, In a3 ttme of change, NFCC
ggencics retain these elements as a constant,

Name Change - Same Organization, Same Dedication

In early 2000, the NFOCU membership agreed to a name change, NFCC would
become known as the National Foundation for Credit Counseling (NFCC), dedi-
cated to the principles of the past - and seeking ways 1o assure quality service 1o
borrowers and businesses that encompass the changing credit coumseling indus-
iry. In doing so, some elemenis were renamed Lo better reflect deliverables - and
to reflect the widening membership in NFOC by agencies who knew thew
membership was a guarantee 1o creditors of focus on quality and mtegrity,

Part of those changes includes a NFCC reaffirmation of the value of a brick and
mortar network through Neighborhood Financial Wellness Ceners. Through
this proven network, CCCS and other NFCU apencies guarantee quality service
by adherence to high standards. mational accreditation though a third party
agency. and cenification of counseling staff to provide knowledzeable options
10 clients. CCCS staff do not focus on debt sel-ups, more commonly known as
debi-management mills - where the focus in on the quick fix program and low
monthly payment that perhaps considers only part of the debt rather than a




holistic plan that keeps the chient on track and accomplishing a sustamable
payment SIalegy.

CCCS of Yakima Valley is changing the way it doss business. Emerging tech-
nologies  have been incorporated - there s an Internet web  site
{(htlp:/iwww cecsyakima.org), telephone counseling around the clock, and better
and more efficient ways 1o handle face-to-face counseling. We are addressing
core services that provides the make-up for an acuve CCCS agency - what the,
bustness commumty #nd the general public may expect when they ask CCCS fo
assistance, Even with these swnificant efforts. there are some basic musunder-
standines.

Who is the Client?

That's the first misunderstanding - who comes and seeks assistance from CCCS?
Like the old commeresl about the alcoholic - vou can't really isolate the average
client. He or she represents the full cross-secuon and diversity of the society.
The eliem may be a family on food stamps - taking public transportation 1o get
o the office. Tt may be. in 2 hypothetical siuation. 2 commumty leader goimng to
one of your offices in another city to protect confidenuality. Debt knows no
demographic. Te only is about people and families who do not know where 1o
turn - and are seeking answers to Lheir problems.

Think ahovt divarces, illness, medical bills, accidents. and other incidents thar
may affect someone, even someonc who has charged their eredit card 1o the max
- and this elient or family has to face a bad turn of events at the very worst nme,
Garnishment and collection ean be outgrowths of bad things happening 10 good
people. That's where the non-judgmental hstening skills of a certified counselor
are invaluable: piercing through denial and defensive barriers to ger at posmve
options and active solutions that are ortented to the individual - not dictated. It is
also the purpase of CCCS educanon: teaching people 10 look at proactive solu-
tions for debi-repavment mstead of excuses of unfarness. It allows them a way

to look at themselves posiuvely - and establish a frame where they problem
solve - not block out possible solutions.

The client is not abways the borrower. That's the second misunderstanding.
There is another client - end that chient i the business community, whom we
serve-and who provides the majority of our underwriting through tax-deductble
contributions to our services. We apply the sams hugh standards of quality to this
impertant chieat as well. CCCS of Yakima Valley works with credit-lenders to
not only provide workable. realistic, and sustainable debt-repayment plans - but
lo provide status back regarding client repayment. This often means direct calls
on the chient's bzhalf 1o more fally explain the stuation from the counselor's
perspective - and workmg toward an agreed upon win-win positen. That is
tabor-intensive and requires experience and dedicanon. In 1999, NFCC reporied
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that all members contributed close 1o $3 billion, up from almest 81 billion in
1992 Like NFCC, CCCS of Yakina Vallev's disbursal has more than doubled
over this period of time - showing the effectiveness of word of mouth and the
quality of provided service.

What can a client expect?

Apprehension 15 a bottom line for a client - what to expect? Whom can 1 trust?
Ate there answers? NFCC's financial wellness network 15 positioned to assisL,
This network has been in place since the 19605 — developed by creditor leader-
ship. CCCS of Yakima Vallew has developed a similar network throughout
Central Washington — alenz with national-leve] creditors, Invaluable, it estab-
lishes a motual sense of trust berween the credil-lender, the bomower, and CCCS
of Yakima Valley, who acts on behalf of both to amve at debt repayment
solutions, Tt means borrowers can work with us — or De referred to anather
agency and be assured they will get the same excellent support — we know that
from all agencies in the State of Washmgton working closaly together.

Our goal is thal no client leaves unhelped — even those who are unable to pay
back debt. All leave with an active Money Action Plan — jomtly developed with
the counselor as part of the counszling session. That is part of guality counscling
— plans that address holistic debt solutions and provide realistic goals that ad-
dress repayment, not bankruptcy. If a client does not have the resources Lo pay,
CCCS of Yakima Valley can not set them up on a plan doomed to failure, Thal's
our commirment to the business community. Every cffort i= made 1o help chients,
including repeated education and counseling session — until the point is reached
where the client actually finds 2 means through second jobs, selling assets, or
other means o repay. You would be surprised at the success stories about people
and families who looked like they could not repay at all — and, through four year
programs, repaid all debt - even after a rocky and, from the agency's per-
spective, labor intensive effort

NFCC's Debt Solver Plan is the agency's approach to consolidaang debt into a
monthly payment — and bases this payment on formal business proposals for-
warded to creditors for acceptance. Based on these multuple agreements, the
client pays to COCS of Yakims Valley an agreed amount for disbursal — which
is programmed throughout the month. Like many apencies, CCCS of Yakima
Valley dishurses the majority of the funds electronically. The zoal is consistent,
full payments. Remidial actions are available for clients falling behind - or
making only partial payments. These include re-evaloations and mitiation of a
totally new program il a client cannot make payments — pamal pavments may be
accepted rather than letung a client ger wially behind and fail. As always, this
attention to detall s labor-intensive, involving phone calls and mailings to
cliznts — providing communicaiion to hoth the borrower and the credil lender.



With more than 29 vears in the business, the only truism is "Nething s auto-
matic,” '

Intangible goals

There is so nmmch more to COCS of Yakima Valley than debt repayment. An ¢
agpressive education program includes support of "Tram the Trainer," In 1998,
CCCS of Yakima Valley assisted Joyce Jones and Pro-Sun-Gra CPL in its out--
reach program to teachers m the lower Yakima Valley and Central Washington
region, Anpther mnovative cducation program provided 2 two-day semmindr 10 @
local husiness where garnishment affected producuvity - and those providing an
approved budget (by counselors) wer awarded a 23-cent raise per hour. Busi-
nesses having problems may contact CCCS of Yakima Valley for workshops at
their place of business, are presented in Spanish or Enghsh. Throughout Central
Washmgron, educators mavel more than 350 miles round trip to make 2 presen-
tation in the evening or on the weekend, when attendees are available. Teaching
includes cooperative efforts with schools, rangmg from University level, o
community colleges, to high schools, to K-6, In 1999, more than 6,000 people:
attended educational programs 1n Central Washington, accomplished by CCCS
of Yakima Valley staff members commutted to helping others understand how to
miake credit work for them m a sense that conveyed a positive image of ihe:
eredit industry and explammg credit pnneiples.

Thase are but a few examples. Educarion is an important commitment. While

many of the presenmtons are not directly contributing to debt repayment, they
provide education so that young people "get off on the nght foot." The programs
teach them 1o have 2 lifetime of wise use of credit and credit cards — ensuring
they can plan, purchase, and pay when they are achieving their dreams — rather
than losmg digmty and faith in the system —a lose-Inse situattan.

Workshops that address debt-repayment are also given regularly, With some
‘communites having a greater than 50 percent Hispanic population throughout
Central Washington, Spanish speaking staff members have been added. A spe-
cinl Spanish-languzge call-in talk show is given once per month through a major
Spanish radio station 1= the area;

The one clear message is — edugation 15 needed. We know that at the "grass
rools.” People do not know ahout how 1o handle 2 credit card, barrow mongy,
and, in some cases, even reconcile a bank account, This lack of knowledge more
than any cther canses many of the problems when people overextend and have
no idea wl ers they are poing 1o get money to pay back debt They are often un-
aware ol iow to total their emire debt to slart 2 repayment stralegy. Our whole
systern 15 about education. A chent fills e @ warkshest so that all deht - or
failute to know the level of debt — is brought to the forefront. Education in this
cuse is more than just "nice to have" — il is invaluable o keep people ot of




trouble by concentrating on the basics. It 15 almost an insurmountable challenge.
It 15 one we confinue o accomphsh using media outlets. educational nstimtions,
ard public/agency facilimes '

Gretting the right percepiion

As a not-for-profit, CCCS of Yakima Valley provides outreach that rivals larger
agencies — stmply because of our comnutment to serve a widespread region.
Central Washington 15 an agncultural area of desert imigated by natural rivers
sirearninyg from high mountams to the west and the nonth and producing major
crops. Yakima is a cily of 60,000, but the average city 15 about 4,000, [t 15 an
arez of rich cullural diversity - Hispanic, Native Amenican, Dutch and German,
and many other races mix topether. It is a tapestry of diversity — offering chal-
lenges and opportunity, like the frontier it once was. In 1971, when business and
community leaders knew that something needed to be done. they worked coop-
cratively in the State to meet that need — and often worked as volunteers, They
are the heroes and heroines of yesterday, many still active on Boands

Today, CCCS dgencics are staffed with certified counselors who provide a
holistic ‘approach 10 debt-repayment and establish "livable” plans that address
the whole debt, the pav-back life of the debl, and provide a workable plan, in-
corporating credit-lender hardship concessions. This allows a muly win-win po-
sition where the clicnt-debtor has an opportunity 1o become debi-free and the
client-lender regains the money lent with some interest concessions made to pro-
vide the client-debtor the means to repay debt.

No machine or formula can make those decisions. They are made through inter-
personal relationships. CCCS agencies provide the qualified counselors to acr as
the emissanics for the credi-lending industry — and, on their behalf, advise
clients on the best actions, in ther interest, to repay dehr,

It 15 the same story on a nanonal level NFCC continues 1o provide leadership
both on the national scene with national organizations and through a brick and
mortar network that took more than 40 years to develop — a netwark thar works
together m the best interest of the client o ensure that the human touch of debi-
repayment counseling is present. Through accreditation and cernficanion, NFUO
assured that COCS of Yakima Valley and others offer the hizhest standard — the
proof of that quality m the name Consumer Credit Counseling Service® and &
member of the NFCC,

Let's Fight the Stercotypes

Stereolypes are not new to the credit-lending industry. They are built on misin-
formation or dramatization. Often, credit lending has received a negatve image,
Its easy 1o label mstitutions. Unfair interest rates? (A pound of flash, o cite a
shakespearean reference.) Willful fidure to repay. Debilor's prison - right out of
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Dickens' novels. All stereotypes are unfair. All are dramanc, but do not refl
the mﬂ.ﬂ-.atplal:e as we lmnv. it. The reahty 1s that the credit- lena:lmg mdustr}T

mdustry is $1.lbjet1.' 0 -.um:mvem} No nulsader truly m:dﬂst:mﬂs the mdustry It
15 subject to rumor, anack and trmuendu At the fime of writing this am::ir.-.,
revolutionary changes rock the industry and will continue to do 5o for the m-
mediate future. E-commerce, the Internet, and communications continue fo
redefine the ways that money 15 lent, the means to credit-score and assess risk,
and the human means to gain payments of money that has heen Icnt n good
faith with the expectation of repayment.

Where does CCCS really fit?

The human eguation does not go away. CCCS has a placs in the credit industry.
But too often, credit-lenders, consumers, businesses, and others lack a clear
understanding of what CCCS agencies and NFCC hstonically accomplished —
and what they mean to the credit-lending industry. Marshall McLuhan said it
succinctly al one ume: the Medm is the Message. At a tme of merging -
dustrial, communications, and financial giants, the Medm has become con-
fused. This CPl manual 15 an excellent vehicle for that communscation. Have a
local CCCS or NFCC member discuss its agency and the national financial
wellness network. You will be pleased.

No machine or formula can make labor-intensive decisions that provide for re-
building faith m oneself 10 "do the right thing" and pay back the debt. Commit-
mients are made through interpersonal relationships. NFCC changed its name,
but not s position as 2 hallmark of credit counseling excellence. NFCC re-
ported that a study of 130.000 counseling sessions showed that 89.5% did not
have bankrupteies. Currently, NFCC and its member agencies are developing
means to work logether efficiently — establishing wavs to pravide a clearer story
of the success of networked agencies dedicated to helpmg clients — while
meenng funding and 1echnology challenges. It is a success story of long dura-
non. It is an wreplaceable asser. CCCS agencies provide gualified counselors to
act as the-ermssares for the credi-lending indusiry — and. on thesr behalf, advise
clients on the best actions. mn their interest, to repay debt. That's a success siory
i anyone's book You can find 1t in your community - operating nght now. Ask
for a presentanon:




ldeas for discussion

i. Have you had expenence with customers who have sotight help from
COCS? How did those expeniences help your business?

2. What are some of the concessions your business might make o accommao-

date a repayment program?

An agricultural economy and cultural diversity are important factors in the

programming decisions of CCCS of Yakima Valley. What would be some

of the deciding factors m your area?

bLad

Abaut the withor

Geaff Baker has been the Execurive Lirector for Consumer Credit Counzeling
Service of Yakima Valley smce 1993, In addition to his responsibilities ay
Executrve Director for a regional affice that serves throughout Center and
Narth Central Washington and the Columbia Basin, Geoff s the President of the
local International Credit Association and on several conthminity boards of
directors. He is a member of Pro-Sun-Gra Credit Frofessionals fmternationad?,
Geoff came to Yakima after a full military carcer thar meluded heading the
OVERTEQS mewspaper operations of Stars gud Stipes and the Director of Public
Aftawrs for all wmilitary forces throughous the Pacific Geaff &5 married 1o
Doruda, has two grown daughrers, and enjovs outdoor sparts lke kayvaking,
rogeing and bicycling in the paradise of Central and Western Washington

This anticle was submitted by Vicki LeDuc, CCCEPCE.
Vicki is the Office/Credit Manager ar Madsen's Shop and
Supply. Ine, whera she has been emploved for 20 1/2
vears, She js a lé-year member of Lewis County CPI.
Vicki was her association's President i I4ET/88, 199889
and [994/95. She was also the Lewis County Credit
Professional of the Year in 1989, 1993 and 1995 On the
district level, Vicki is currently District Ten First Vice Presidzat. She also has
held several other district offices and chairmanships.

Vicki has raised two children - Sarah, a schoolteacher and Jacob, a college
senior. She also has three Chinese Pugs. In her spare lime, she enjoys camping,
traveling and attending baseball games and Husky football. Vicki also Enjoys
spending time with the friends she has made through Credit Professionals
Intemational.
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TAKE CHARGE OF YOUR LIFE

A Guide To Taking Charge of Your Financial Life.
Available on cassetre tape or CD.

ORDER FORM - TAKE CHARGE OF YOUR LIFE
Prices include shipping and handling

Price per # of copies Tutal Price
Copy
Casselles: .
|-5 copies S11.00
G or more copies 5 8,00

Ch's
-3 copies 51500
6 or more copies 1200

_ TOTALS
Name/Name of Company
-_—
Address
—_—— . e T =
City/StatedZip N ———
Phone/Fax/Emuil —_— o
ae—e—as - oo T

Method of paymment — Check enclosed {Anmzunt)
= Credn Card

Credit Card information

= Master Card “ Vs — Discover

Expiration date:

Card Number- — =
Name of cardholder
Signature of cardholder s s T

Mail or Fax mo: Credit Education Resiurces Foundation, 575-8 W
Laclede Station Road, St Lows, MO 621 19, Phane: 1-314:967.003 )
FAX. 1-314961-0040, Emal: credipro@icreditprofessionals org.




Another Blind Date???

By Jeffrev Buchanan

You're single and on a bling date. Yau're in the hest restaurant m town and, after
@ couple of drnks at the bar, You are now seated. The small alk that began at
the bar jg continiing at the whie The maitre d' has made his recommendations
45 you peruse the menu. The question thar ¥ou managed to sidestep at the bar. of
what vou do fora living. anses again. Staring intently at the menu. you hesitary
tor 2 moment, and then you blur it out - "I'ma credit insurance sales represen-
tative.” Silence ensues, The oby 10HS BEX! question, one you have answered ny-
merous times before, is asked wath painstaking hlind date politeness: "Whai's
ctedit msurapce?™

Iwo choices come 1o mind: ope 1 ko state that you meant to sav you were g spe-
cial agent for the FBI; the other 1 to answer the guestion, Now vou have 1o ur-
derstand that there js only one thing worse than explaining what credip Imsurance
= and how vou make o living with 1 — and thar's being on  blind date. So youl
proczed with choice number rwo 2nd begin to explam that there 15 nothing more
critical more necessary, and relevant o lewday’s lifestyle of the average Amer-
can oitizen than eredil insurance. Why? Well, with borrowing as a way of life,
and debt as its cubre within which i nurres, credil nsurance 15 viewed as the
salvation of man (and woman} kind . Aq legg; according 1o you

OK. s0 what 15 credi Insurance anyway? Well, vour date did ask after all Sq
vou begin. Credit insurance. you state, both credit life and credit disability, is a
PEyment prolection device {or plan, if you will) designed 10 pay off a loan bal-
ance in the event of death, or to make the scheduled monthly Payment on hehglf
of the insured in the pvent ol illness or injury 1 js insurance m ifs pure form.

Was that 2 vawn fram your date or just a belch from the cheap bartle of wine
that vou prdered 1o impress lim? Either Wiy, ¥ou continue to talk at the risk of
putlng your "unsighted parner” 10 sleep. So you continue Obviously. vou
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begin, there is the necessity ol a lodn (o be m force for cradit insurance lo
The credit insurance is purchased by the borrower zt the nme of the loan o
nation for a premium that is established either by state regulation or the lendme
mstitution’s prior experience (loss ratin) over a period of several years. The
lender receives a commission, based on the total generated premium, which &
established by 2 state regulatory office or set throngh negonauons in states with
out, or with limited, regulations reparding commissions,

OF., that was definitely = yawn!

It's too lare — vou are m oo deep.. As a matter of fect. you can't help yourself:
You pause cnly long enough to accept your salad from the waiter. After a few
bites and seme yummy sounds, your passion aboul what you do for a living
bubbles up and out again. So you contnue (Incidentally, your passion -.-.\;
nothing to do with the Oysters Rockefeller you ordered as vour appetizer...
Credit Tife and disability insurance is designed to give individuals and therr fam-
ily financial protection when they need 1t most - when death or injury takes
away income. The coverage acts as a safeguard in order o protect the savings,
eredil rating, and even property of those who purchase . Many Americans are
uninsured (40%) and most are underinsured when adversity or tragedy his
home, Credit inturance 1s an affordable and convenient way for everyone to
protect their assets and finsncial obligations,

Meanwhile, the mamn course has amived. You figure that things are going well
because your date has only excused himself once (for 10 munutes) to go to the
bathroom, He was probably calling a friend 1o come zescue bim. ..

He atiempts & quick subject change, but you'll have nothing to do with it. With
rapid-fire procedure. you ranle off the features and benefits to the consumer of
credit insurance:

No medical exam is required.

The prenuum can be part of the monthly payment.
Coverage 15 provided for the exact amount of the loan.
It costs the same fur every applicant

There aze very few, limited health questions.

™o apent or agent [ees are mvalved.

No down payment 1s required.

And breathe. .

Can be purchased on a mongage.

Can be purchased on an auiomobile loan,

Can be purchased on credit eard wransactions.
Wamng period 18 retroactive, if desired,
Benefits are not considered as taxable income.
= (Can be purchased individually or jomtly.

*  Claims are paid directly to the creditor,
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A smile consumes your ennre face. However, al this poInt you notice your
"sightless companion” shoveling lis entrée into his mouth with reckless abap-
don. So vou figure you bemer hurry with your presentation of the differences
among states with respect to the laws and replations Peraming ro licensmg,
compliance and cost analysis, Unfortunately, your "unseeing evenmng mare” has
already hailed the waiter with an ear-piercing whistfe customary of a dock fore-
man and has the cheek in his hand. You have bardly teuched your veal due 1o
flapping vour gums incessantly about the Jove ol vour Hife — credi IMSUrAnCE, As
your “visionless setup” literally runs away from the table toward the exit, voll
feel compelled 1o complete vour meal and explain to the bus boy, who s now
clearing your table (which by the way is the last table occupied 1n the restay-
rant), about the win-win situation that & created when credit WISUTEnce 15 ing-
cluded on a loan, He sits — you speak. When a loan of any size. for any purpose,
has credit msurance attached 1o 1t, there 15 a no-lose situation for everyone in-
volved. The lending institution has their "invesmment” protected. The zoods or
scrvices provider has their investment protected. And most importantly, the
customer — the insured - has peace of mind that money usually can’t buy.

Any Key Lime Pie? Back mn the kitchen, you politely ask the mesmenzed (or is
it fnghtened) bus boy as vou ready your next detailed mind numbimng explana-
tion 3 S b L A e

| SPECIAL NOTE-

Enestions vou never £of the chance to ask vour nowvanis fred-
forever one-time-only biind date

Did vou know. ..

72% of all adults own Tess than 525,000 of life insurance,

The averape annual salary m the TS, 5 §25 889,

One 1n four widows/ widowers uses their entire life insurance benefir

in 60 days or less,

Disabled workers make up 8.6% of the U.S, workforce. |
Those disabled workers missed an average of 78.7 workdays ina
calendar year, |
1 outof 3 peaple between the ages of 25 and 65 will be disabled for a |
minimunt of 90 days.

In 1998, 58% of all U.S. firms did not offer health insurance benefirs

1o ther employees. |
Crver half af all credir msu ance buvers have annual househald

incomes of over Feb, 000; are younger borrowers {18-44 vears old); |
|_ have attended college or have a degree |
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Tdeas for discussion

1. What are credit life and credit disability insurance?
2. Why is it important to have credil msurance?
3. How are the premiums for credit insurance set in your state or province?

Abont the authar
Jeffrey Buchanan is the Director of Training for Consumers Marketing Group, @
Life of the South company. He joined Consumers i 1997 and is responsible for
the development and formulation of wraining programs related io the automobile
and finanee industries. In addition to on-site raining, Mr. Buchanan instructs
the basic and advanced business mianogemenl  COUrses, conducts  State
Continuing Education Seminars, as well as offers management consiltant and
system analysis services to Consumers markering Group clientele.

Prior to jointng Consumers, Mr. Buchanan worked as a Pusinesy manager ia the
automedile trdusiry

After heing discharged from the US. Army, Mr. Buchanan recetved o Bachelor
of Science degree in Psvchology from Penn Srare. He continued his education
and received o master's degree in Early Childhond Education from Marywood
College. Duning Jus vears as o business manager fe compléred numerous
continwing education courses it corfunction with the automotive tndustn
including certification with AFIP (Associnfion af Finonce and lisurance
Frafessionals).

Mr. Buchanan has recently had several articles published in the Finance and|
Insurance Management und Technology Maguzine.

This article was submutied by Bonnie Bumns. Bonniz B. Bums has been a

| member of Credit Professionals of Jackson, MS since 1977, Bonnie has served
in all offices at the local and state level and 15 now serving District Three & Four
as First Vice President. '

Bonnic has been employed with MALTA Insurance Agency, Inc. since 1993,
with 33 years of previous banking experience This agency handles [inancial
| insurance products in Mississippi, Arkansas, Louisiana, Tennessee and
Alshama. T he agency underwriters are Life of the South Insurence Company'.
Lyndon lnsurance Group and Fidelity Security Life Insurance Company.

Bonnie was delighied 1o secure this chapter froma representative of Life of the

South Service Company Marketing Division If anyone is interested in any
products or has guestions concening the chapter, call Bonnie at BO00/R32-0228.

26




Participative Decision Making

by Joseph P "Par” Warner, MPCE

The topic of the paper, "Participative Declsion Makmg," 15 both old 2nd new.
Even though it was written almost ten years ago, the topie 1s still timely. In fact,
i this weorld on low unemployment, the mporance of retzining pood em-
ployees is more important than it was a decade apgo. The involvement of sub.
ordinates in the decision making process is very relevant in today's fast-paced
and ever-changing business world. ‘

In this effort | have approached the subject by presenting the ideas and theories
of several of the leading authorines in the field of oreanizational decision
making. I have tned to concentrate on their ways of mvolving subordinates.
research on the advantages and disadvantages of involving subordinates, and
theories zhout the condinons that should be presett n order for such
mvolvemeant to be effective,

Assuming proper conditions, the involvement of subordinates in decision |
making usuzlly produces 3 hemer quality decision and greater subordinate
comrmitment to the implementation of the decision,

After finishing my research for this paper, I happened to read an interesting and
umely article in the Business section of The Washington Post by Cindy '
Skrzycki ntled, “Shaking Up Old Ways of Training Managers™ The artcle
deseribes how companies are using sensitvity encounters and human relating ‘

Participative Decisi aki |‘

ranmg sessions, especially for middle managers, in order o develop more
tompentve managers who can “get the hest our of people™ In the world of
business. an mcreasing number of companies understand the need for keeping




people wned in and tumed on day in and day out” and are formally preparing
their managers 10 do this. More and more companies are switching from fist-
pounders to consensus builders who can work under the pressure of rapidly
changing technology, shrinking product development cyvcles and intense
COMpPetition. '

My academic training, personal expetience, and ressarch for this paper have

convinced me that one of the keys to conscnsus building s involving

subordinates in the decision process whenever and wherever possible. The result '
of subordinate involvement is usually a bener quality decision and greater

employee commitment to the implementation of the decision. The end result is
almost certamly a more responsive and compentive company which has a

healthier “botom-line™

Ways In Which Subordinates Can Be Involved In Decision-Making

According to Gary Yukl, there are four distinct and meaningful decision
approaches. The first does not include subordinate involvement; the other three
do so in the ways that are explained in Yuk]'s definitions. They are:

1. Autocratic Decision: The lzader makes the decsion without asking for the
opinions or suggestions of subordinates, and subordmates have no direct
miluenes. .

2. Consullation: The leader asks: subordinates for their opinions and
suggestions and then makes the decision by himself; the decision is likely 10
reflect limuted subordinaie miluence,

3. Joint Deeision: The leaders micets with a subordinate to group of
subnrdinates (“group decision”) o discuss the decision preblem and make a
decision fogether; the leader has no more influence than any other subordinate
over the final decision.

4, Delegation: The leader gives a subordinate the authority and responsibility
for making a decision, limits within which the final choice must [all are usually
specified, and the subordinate may or may nol be required 1o obtain the approval
of the leader before smplemennng the decision,

Patricia Andrews and John Baird, Jr. use the terms autocratic, consultative,
democratic, and laissez-faire stvles to describe the same four basic approaches
used by Yukl 11 is interesting that Andrews and Bawd subdivide the democratic
{Jomt decision} approach into!

Consensus; Everyone has ane vote and there must be total agreement.

Group Ranking: Mathematical techmigues for armving al compromise
decisions,

28




Process of elimination: A process of eliminating the waorst choices in order
o artive at ene that can be sgreed on

Majarity vate: The decision of the majority of the members is accepted,

One of the best known modes on the ways subordinates are involved in decision
making was proposed by Robert Tannenbaum and Warren Schmidt in an article
titled, "How to Chose a Leadership Pattern™ that appeared m the Harvard
Business Review, In the article they define three varieties of autocratic {nom-
involvement) ways. In the first one, the manager simply ammounces his or her
decision. No atlempt 1s made to meresse 2 subordinate’s acceptance of the
scision. In the second, the manager recogmizes the possibility of subordingre
resistance o the announcement. and therefore, attempts to “seli” the decision. In
the third, the manager “sells the decision” 25 he did in the second type and he
allows questions about the decision so thal the subordinates will have a deeper
understanding of the decision,
Ihe next two ways of decision making in the Tannenbaum and Schrnidt text are
a vanaton of Yukl's “consultation” In the first, the manaper allows
subordinates to choose one of the chaices that are presented 10 them by the
matager. However, the manager has analyzed the problem, histed the solutions,
and reserves the fght to override the subordinated sefection. In the second con-
sultation subvariatinn. the manzger allows subordinates to diagnose the prablem
and suggest solutions. As in the first case, the manager reserves the rght o
make the final choice;

In the mext way of involving subordinates, the decision is a Joint decision
betwean the manager and subardinares, The manager's role is limited 1o
defining the problem and establishing boundaries for the solution

In the final Tannenbaum and Schmidt approach, the manager may not even
parucipate in the decision making process, If he does, his role is limited to
settimg limmits and, i he so chooses, to serving as a discussion coordimator, The
anthors point out that this extreme form of decision making s "anly
occasionally found in formal orgenizatons: {Tannenbaum znd Schmidt).

In summary, it is clear from the research of Yukl, Andrews and Baird and
Tannenbaum and Schmidt that 2 subordinare o subordimates can be mvalved in
the decision in one of three basie wavs - consultanion, democratic vate, or
delegation.  Therefare, when you also consider the two consultaton
subrariations of Tannenbaum and Schnudi and tor the democranc subvatiation
of Andrews and Baird presentsd above, there are numerous w avs of mvolving
subordinates m decision making that have heen deniified by prominem
authonties in this field.




Advantages and Disadvantages:

In my opimion. George Strauss was corect when he pointed oul that
purticipative decision mzking 5 consistent with American ideals of equaliy,
demecracy, and individual dipnitv. Victor Vroom found that it can have
positive effect on the quality, acceptance, and execution of decisions. According.
o Gary Yukl, leading researchers and decision theorists have given several
reasons for this. (Since Yukl's summary of the results of both his own and other
researchers work 15 so comprehensive and imporant, | am quoting Yukl af
length),

The advantapes are:

L. Participation leads to greater understanding and acceptance of a decision by
subordinates when there is likely 10 be resistance to change based on fears
and anxieties abour the implication of the decision:

2. Pamicipation leads to greater acceptance of a decision and comurtment to
implement it effecuvely when such commument is not likely to occur.

3. Participation leads to greater understanding of the objectives invalved ina-
particular decision and of the action plans developed to achieve the
objective.

4. Participanon provides subordinates with a more accurate perception of
the reward contingencies in the organization.

5. Participation is consistent with the needs of a mature subordinate for
autonomy, achievement, self-dignity, and psychological growth, and
for such persons z high degree of participation makes the job more
interesting and satisfymeg.

6. When a proup decision is made with 4 process members perceive as
legitimate: the group will apply social pressure on members to increase
decision acceptznce, or at least compliance with the decision by any|
member who would otherwise resist implementing 1t

7. Group decision making provides members with an opportunity 1o cooperate
mn solving common problems, and unless there are incompatible goals to
disrupt cooperation, mutual understanding will be increased, leam identity
will be strengthened. and coordination will be faciliated.

8. If subordinates have different abjectives than the manager, consultation and
especially jomnt decision making provides an opportunity to resolve the
conflict and gain subordinate acceptance of the resulting decision,

9. Participation can result in better decisions when subordinates have relevant
information or anzlytical skills not possessed by the leader and are willing
lo cooperate with lum in making a good decision. Participation utilizes the
expertise and tzlents of the entire group rather than merely those of the
leaders.



Yukl summarizes the disadvantages of participation as follows:

I. Participative procedures usually require more time than autocratic
decizions, This 1s especially true when vou are Irying to gt a consensus.

2. Participation in some decisions raises subordinaze expectations about

mfluencing other decisions.

Extensive use of participation may cause a manager 1o be perceived ag

lacking expertise, initative, and self-confidence

4. Extreme form of participation such as group decision and delegation may
result in lower-quality decisions if subordinates lack relevant expertise, are
apathetic about participating, or have goals and values mcompatible with
those of the leader.

3. Group decision making diffuses respensibility and makes it difficult to
assign responsibility for success and blame for failure. In addition, it 1s
more difficult to reward effectuve decision making and to select persons for
promotion on the basis of thew individual problem-solving ability.

L

I feel that 1t is important to keep n mind when using parucipative decision
making procedures that one of the critical factars is the skill of the discussion
leader, This is well coversd by Norman Maier in this article, “Assets and
Liabilities in Giroup Problem Solving: The Need for an Intgrative Function,”
Maier points out that the discossion leader mmst be skilled m handling
disagreements and conflicting interests versus tutual interests. The leader has
an impact on the willingness of the group to reach a decision mvolving nisk, He
15 also responsible for the groups reaching o timely decision.

Maier writes that "the comparison of the merils of group versus individual
problem solving depends on the namre of the problem. the goal to be achieved
(high quality solution, highly accepled solution, effective communication and
understanding of the solution, imnovation, a quickly reached solution, or
setisfaction), and the skill of the discussion leader, "

In summary, subject 1o the conditions for rarticipation outlined ahove, the ad-
vantages of myvolving subordinatss in the decision making process have pener-
ally proven to he greater than the disadvantages. Involvement usually produces
4 berter guality decision and greater emplovee commitment to that decision.

Conditions For Use of Participatiop

Bath Yukl and Maier supvest the following  prerequisites far effoctive
=i = i- q

subordinate participation in the decision making process:

. The teader must have the authority o make umportant decisions. I the
leadér lacks auwthority thers is linle Opportumity 10 use participative pro-
cedures to make decisions on matiers that are impaoriant o the leaders work
Lnit.
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The decision 15 made 1 the absence of strong pressure. P..-m_tupauun 5
seldom feasible when there 15 an emesgency crsis. In this situation, an
immediate avtocratie decision is better than a delaved group decision.
Subordinates must have sufficient relevant knowledge. Only then can they
make an improvemsnt to the quality of the decision, '
Subordinates must be willing to participate with the leader in the decisiog
making process. A
The leader must have confidence in the relevance and effectivencss of
participative technigues. Tn addition. the leader must st his subordinate
utherwise, he will have no confidence in the process.

Participative techniques are most effective when used by 2 |
shows cothusiasm and conveys a feeling of confidence .:md trust 1
“sibordinates.”

The leader must be skilled in the use of participative techniques. Many
things can go wrong in a decision-making meetmg and without the
appropriate leadership skills to handle the problems and keep the meetms
focused on the problem to be solved.

Dages Subordinate Participation Work?

Yes it does. If the sunable conditions for panicipation are present and there 52
good leader, production increases and absenteeism decreased when subordinares
were involved 1n decision makme.

Ideas for discussion

1. What types of decision making are used at your place of employment?
What are the advantages and disadvantages of this?
What types of decision making are used i vour local association? What are
the advantages and disadvantages of this?
What are some of the technigues you can usc to make decision making

more participatory”
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Overview of Benefits
Of Federal Medicare Program

By B.C. Ollero and Connie Ollero

Part "A" (Hospital)

$776 Deductible (Per bensfit pertod -
6l days)

1-60 days coverage 100% (of zilowable
charges)

61-90 davs $194 datly co-payment
91-150 days $388 daily co-payment

&0 Lifetime Reserve Days Once Usad
ot Replaced

Fkilled Nursing (3 Day Haspualizaton
Required)

L-20) days coverage 100% (ol allowable
charpas)

21-100 days 90 per day co-payment
Hospice Lare

Two'S0 day beaefit penods

U nlimited 60 day benefir periods

Slood after first 2 puns

Part "B (Medical and Surgical)
Uptional

£100 per calendar year deductible
445,50 per month premiunt

S0 305 Comsurance with no
lnzs

ni

RBlood after first 3 pints

I'ha ahove isau illusmation of the benefus provided under the
| will discuss each part of the program separately, But. first he gware that the pro
wm. and Medicare taxes are deducted from payr

part of the Soial Security progr
fund the program,

Federal Medicare Prog



There ars basically three pgroups of people who are eligihle for the program. Furst are
ipse people whe have reached age 63 and paid Social Secunty taxes. Second are those
gople who have chronic remal (kadney) failure. And third are these people who are

rabled.

edicare Part A

o let's discuss Part A: Part A takes care of hospital costs. A deducuble of S776.00 15
ired upon admission to i hospital A new deductible will apply whez the-enrollee 18
b confined for 60 days or longer, then re-admitted to 2 hospital, One 1o 6l days of con-
pement in 2 hospral 1s covered for allowable charges. On the 61st o 90th day of con-
94 is applicable, On the 91st 10 1S50th dzy of confline-

Ement, 2 daily co-payment of 31
$385. This period is referrad to as the Lifetime

i, the daily co-payment is imcreased 10
Iescrve Days and once used, they are not replaced.

Note: 90 days of continuous confinement an a hospiral 15 reguired hefore the
Liferime Beserve Days may bi- used

Shilled Nursing applies after three days af haspitalization, One 10 20 days are cov-
k1 for allowable charges, On days 21-100. the enrolies pavs $96 per day co-payment,

Bospice care 15 provided lor the terminally ifl under Medicare. The enrollee mitially hag

o 90-day benefit periods and unlimitad fi-day henefit periods thereafter.
fiblood 1s needed. the enrollee must pay for the first three pints on a per calendar year
RS

Medicare Part B

al and surgical costs, Fart B 15 optional and

ot B oof Medicare basweally covers medic
=duct 34550 per

bl be included unless Medicare is noufied m wi iting. Medicare will d
fnth for the Part B premum for the enrollee’s Soctal Secunity check.

Mz deductible for Part B is 5100 per calendar yeu
it B also has an $006/20%, counsurancs clause with No Stop-loss. That means that the
lee pavs 20% of histher medical and surzical expenses, no matter what the costs are
Mecicare will pay 80% of the allowable charges.

Mhe cnrallee must pay for the first three pmts of blood on a per calendar vear basis. The
mrolles only pays for this one time: either on Part A or Part B, per calendar year.

filling the Gaps

you see, the Medicare Programas limted 1 1t coverape. There are insurance compa-
ie= that sell Medicare Supplement Policies (Medizap) that will fill some of the coverage
bpans of the Madicare Program. Texas 2llows ten standard plans, A through | Plan A is
e hasic benefit plan filling these basic coverage gaps in he Medicare Program. Plan A
st pay for the daily co-payments between the 6] and U0th davs Another coverags 15




that when Medicare runs out after 150 days, the Plan must pick up an additional 363
days. The Plan must pay for the first three pints of blood on either Part A or Part B. And
an the Part B side, the 20% co-msurance must be paid by the Plan. Plans B through
provide additional benefits at addinonal premiums. All of these policies are availabic 2
additional premium costs, depending on the amount of coverage one wants lo purchase.

Coardinated care plans through Hezlth Wlamtenance Organizatons (HMOs) are availabls
for the Medicare or over 65 group. When a persan is enrolled inan HMO, the HMO 12
places the Federal Medicare Program and provides additional benefits. The HMO 15 pa
a set amount per entolles by the federal Medicare program 10 take care of that enrolle
\nder Part A. Then, the part B premium is still being deducted out of the errollet's Socid
Security check. The federal Medicare program assigns 1t to the HMO. There 18 10 50
uled preminm besides the Par B prerTiLmL;

Hopefully, the above has helpsd you have a betier undersianding of the Medicare Pro
gram, The figures for the deductibles and co-payments are for the vear 2000, Howevel
should vou want more detailed informanon, contact your Social Security Administratio
Office OF You May Contactus at our c-mail address. CFWOLLERO(@acl.com.

Ideas for discussion

How well do you think Medicare will cover your medizal needs?
What can you do prepare for your health necds under Medicare?
What changes m the Medicare system da you anticipate”
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Test Your Technological Prowess

by George Cottay

With even the most simple evervday tasks becorming enmeshed m technology,
evervone needs a sel of echnology survival skills. Here are some guesnons for

then mik things over with same follow suflerers.

1. Even afier you have replaced the bulb with one known 1o hz good, your
favonie lamp will not work. You
a) use your handy voltage mdicaror 1o check for power 21 the socker and
outlet, proceeding accordingly;
b) replace the cord, then the lamp socker, then the elecmicel] murlet,
<) 1ake the famp 0 a repar shop and when it checks out perfecily, then call
an electrician, waif four weeks and pay $234 for repairs;
d) move the lamp 1o the ame and. when vou try to use the outlet for a re-
placement hight source, decide that lamp roo must be detective

2. The vme display on your VRC keeps flashineg. You are most likely to:
a) wat uniil 1 does thie awomanc update vou have programmed:
o) fool around wath the contrals unnl date and ume are righr;
) find the manual and correct the tme even though the dare 15 stll wrong,
d) sit there late at mehr wondaring of 1t ought pust be the flashing that paces
your heartbeat,

3 Your fapey new telephone can provide one touch dialing, so vou
a) have 48 numbers programmed within a day and use them zl7 the rime;
b entered a few numbers but forgot how to use the feature,
o) tred to program the numbers but got lost somcwhere;
d) rewrmned the phone w0 the store and replaced 1t wath the honking mallard
duck rotary-dial model,




4. Your company will be installing a newly automated system. Hecause of yvou
reputation, you

#) were the person who selected the new svstem:

b} wall be one of the first o use i

¢} will evenmally make friends with the mterloper;

i) will be seeking employment in a more traditional industry,

5. Presented with a fancy new microwave, you:
a) glance at the instruction book and then use all the features as needed:
b study the instructions hut keep the book 21 close hand:
¢) ligure out how 1o warm cold food and ignore the other stuff:
d} find i1 2 safe place i the basement.

6. Confronted with the need to use a strange new Windows program and. worse
yet, do something brand new and shghtly comphezated. vour
a) demand clear and detailed mstructions:
b} pive up and move to Mew Mexi
¢} fake your way through:
d) spend hours, even days. usmg the program’s built-in help files.

7. ¥ou have had a cell phone:
a) for at least ten years:
b} for-a while:
¢} ever since you found one at the beach:
d) mever, since not bemg incarcerated, vou have no nead.

8. Your favorite nmemece is:
a) tycho.usnonavy mul/;
b) the precision mstrument on your wrist that alsa works as a cell phone;
c) the trusty Temex,
d) the parden sundial.

9. Last week when vour six-vear-old niece began a discussion abour what could
be done with 2 computer, vou:

a) showed her a few of the neat things that can be done with J ava;

b} downloaded a letter and number game 1o play with her;

c} told her computers are for adults;

d) et her show vou.

10, ¥ our approach 1o voice mail i
a) calmly professional;
b wary;
¢) filled with suspicion;
d) sinmlar to the way you approach a reversed and angry skunk,




. Asked 1o use the Internet to find the populanon of Mmool South Dakota,

yoL:

a) quickly find it even though Mmot is really in North Dakota;

by wender why your hrowser doesn't hke www.minot cven when you use
-gov nstead of .com;

c) find it frustrating that AltaVisia lists over 75 thousand Minot pages,

d) sneak a phone call to those nice people at the Library,

. 1f you wanted 10 find a soccer score from last week, you wouald:

a) consult your database;

b use the newspaper archives on the web;

c) paw through the stack of oid papers;

d] call the sporls department on the rotary phone.

. YWou know that TCP/IP is

a) the combination of Transmssion Control Prolecol/lntemst Protocol,
b) the same answer as above but vou had to think for a whale first;

) something to do with computers:

d} the name of that big local food supply company.

. You have your own:

a) Internet domain; b) web pages;
¢} e-mail address; d} pencil

- Your old compter:

2) 15 m use a8 a hackup DNS &nd Web server for yvour homs nerwork;
b} went to another room for sunple chores;

¢l died of user abuse;

d) What old computer?

CYour favorite database 1s:

a) some future fusion of SOL and Oracle that nmght really waork:
b} Access, even though vou do more than just leok at the protures:
¢) maintained by semeone else;

d) a collecuon of shee boxes.

Your favorite operatmg system s

a) VOUT oW CTCAIon:

b a flaver of Unix:

¢y the latest attempt at Windows;

d) the one recommended by vour family physician.
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18, Put in front of & new rked computer, grven the neaded passwords, and |
asked 1o open a file caliza testixt in the root of the T drive of server! i
workgroup¥, you would:

a) open 1L of course;

b} scratch your head for a while, humble around. find the file, and open it

¢} ask for help from the neéarest person wearmg a pocker profeclor:

d laugh with the slightest hint of hvsterza.

Scoring

Award yourself ten points for every answer you wouldn't mind seeing posted mn
public with vour name attached. If that isn't enough, ke more. Life is much too
short for being msulted by stupid tests,

Discussion

Okay, let’s 1alk zbout the test. Since T can’t be there. here's my contnbution 1o
the discussion. You can probably do heter.

Question 12 This question 15 abour simple roubleshoonnz, Test cquipment is of
little importance. Your mindset, however, 15 cancal. Can vou see a list of possi-
ble problems and take simple steps to focus down to the most likely problem?

Luestions 2-3: These items focus on the combmation of desire and conlidence in
your enc¢ounters with annoving (most of them are) electronic devices, Desire
wins. Don’t worry ahout yvour intellectual capacity. If you want to make all their
bells-and wlistles work, you can read and follow the instructions. You may,
however, want 1o use your nme and bram cells for other uses Trme-saving
zadgets often have a revenous appetite for anenton. but you are not obligated o
feed them,

Question 6: Argue to the contrary if you wish, but bere’s the straight story. With
modern Windows applications, built-in help works and works well. The higgess
difference between a life-long computer doofus and 2 capable user i3 the skiiled

use of help: 1f you have, in the past, found 1t useless. try again with @ modem
program, 1f you still have problems. keep at 1t. The use of help isa life skill right
up there wath boiling an egg and domg laundry!

Question 7-8: Evervone important has a cell phone, nght? And vour tims 15 s0
precious you need the ighest precision possible in its measure. Or, perhaps, vou
are secure cnough vou don’t need padgets 1o prop your image. It's a known fact
(made up right here} that $6.2% of all Palm Pilot owners have them primanly
for |ooks.

Cuestion @ Don't make the mustake of assuming that children know wlhia they
are domg m fromt of a computer. Kids, like adults, still have o leam what they
are doing. The big advantape they have 15 2 fearless sense of adventure.

40




Questton 100 Most voice mail syitems are an example of technology ms-
directed. There 18 no development so mnocent sl cannot be used 1oozienale pros-
ent and potential cusiomers,

(uiest 11-12: There are often other 2nd betier fources of miormaton. but the
vast resources of the World Wide Web make cfficient searching a skill worth

population as 34,544,

(uestions 13-17: Relax. You don't have to koow s st You don't even need
an acronym lst or glossary for the purpose of fakmg it. You have no more need
10 be a computer expert than executives of rwenty years ago had to be skilled in
rypewniter Tepair. You need to be good at what you do, and able 10 make com-
puters help when that's relevant.

Question 18: This sort of thing happens. Though you don't ne ed 1o be a com-
puter expert, skills like navigating your way through a network are well worth
acquinng. You don't, afer all, need o be 2 bus driver to know vour way home,
Here's 2 list of skills | would contend are relevant to the non-expert who want 1o
use 3 Windows based computer as an effectve tool. If 1t might be fun, rate your-
self. refuse to ke the scoring senously, and then talk it over

[ ean, without shouts, muttered imprecations, obvious tears, orin-
depth therapy:

Points Your
Haul

| Make sense of the printed documeantation
supplied with hardware and software

packages. | ._
| Use the Help built into software pretty well 100 |
Use oult-in Help very well 300 |

"As needed (and after enduring tortuous routes
through sutomated call screening, long waits
on hiold, and conversations with an uncaring 100
idiot or two) give complete, detailed, and hon-
esi reports to support persannel

Tinsizll Mew Software an an individual machine 10

Turn a computer on 10

| Start a Selected Program 1 10

[ Open a File 10 ]
Find & Lost File 10

Do what | need la do with a Word Processing
p.’r_‘ugrﬂ:‘i'l




[ ‘Do what | need to do with & Spreadsheel -
program |
Do what | need to do with a Graphics program | g
Use software related 1o my professional 10
needs
Select high-gquality sofiware related to my 40
profassional/business needs
Save a file 1o a selecied location with @ name ! 10
that makes sense fo me
Find lost files with little fuss. 10
" Backup my data and restore it 10
Establish an Internet connection | 10
Exchange E-Mail 10
Use E-Mail to Communicate with -
Farents/Students ;
Use a Web Browser | 10
Use favoritesibookmarks | 10
TFind web sites useful for your present position 10
Find web sites useful for your personal growtn 10
Find web sites useful for your employees 10
Quickly and easily put tems on a web site 10
Total
Scoring:

700 - 820 Great, but don't forget your Help skilis
500 -699 Mo problems a few Help skills can't solve
200- 499 Help skills are needed.
10-199 No lie, Help skills are key to computer usefulness
0 Maybe you don't really want to use those infernal machines

Ideas tor Discussion
1. Take the tests and discuss your answers.
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Ten Secrets to Success
For Women in All Walks of Life

By Janice Feigel

Might a tax lawyer, a planner of insurance, or salesperson practice
financial diserimination? The answer is "Yes."”

Walls and Trusts can samefimes treat women as if they were children. incapable
of managmg inhented money. Professional women are less likely m face this
form of discrimination, but women at home are vulnerable fo having their future
independance taken away.

When vour mheritance is left in must. discretion lies with a trustee. yypecally @
selative of hank trust departments. The trustee oversees the mvestments and usu-
ally pays you the interest and dividends every year. If you also want some of the
prncipal, the trustee can usually provide i (depending on what the tust
document says), But it's the rustee’s call. You can be umed down When all of
vour money 1% in the trost, you're effectively on the dale. O wour death,
whatever money remains 10 the trust goes o whomever the document names
usaally or typically, vour children.

Trusts often make good sense for moneyed women as well as for men. For ex-
ample, they protecl money lelt to minors and the mentally incompetent. They're
useful for avoiding probate. m the sites where probate procedures are stll ex-
pensive, and they can lower estate taxes for people rich-enongh to owe thenm.

{iut it 1s another story when @ hushand sets up a frusl solely because hie doubts
thar his wife has the brains w handle her own money. They wife mght accepl
the amrangement because she doubts herself, top, A verain class of lawyers,
planners and salespeople encourage the stersotype of the helpless wafe, Selling
and managing trusts for women can be 2 [ucrative business

One example -~ Mrs. John Dog suffered financial discrununanon first-hand. Her
mother died in 1965, and she left her estate to her five children mn equal shares.
The sons got their inheritance oumght while the daughters’ money was pul o
trust A bank was her trustes, The bank trustees refused her money for her chil-
dren's edication. on one occasion, hecause she usked at a time when the stack
miarket had dechined,

Fxamples of sexist thinkmg, in estate-planning publications and sales Htertuiy
for trusts. center around three themes

17 Women should be “reliey
they czan't learn

¢ of the burden” of managing money. beeatse




2} If they have money on their hands: they'll be vulnerable to shysiers
41 They might remarmy. and hand a man's hard-earmed MONEY Over 1o somenns

" has probably sald tens of thousands of tusts tha
lock 2 widow's money awa ual jealousy cannot rest, even in the grave. In
his- wpapmarion, the hushand sumes that his widow will mamy someone
dishonorable. That's a double insult. She can't kandle money and she can't pick
mert (s0 how come she picked you?), For every plamner who encourages a man
to think this way, however, there are plenty more who try to keep thin

hey might ask the hushand, !

Lrusts work when they're set up for mutual goals and offer maximum
dom to the recipient In this sparil, they can even be used m anticipution of a

ou keave your money 1 trust for vour children, with the

sUs current income pavable to vour spouse. With a liheral trust and a s¥mipa-

theuc trustee, the spouss can use the trust principal virtally at will. I a spousc

remarries and then dizs. his or her second spouse 1= enutled to a share of the

estale (unless a prenup areement says otherwise). But the trust would go 1o
probably something your spouse wants, tou.

nlormation is definitely not 4 crusade apamst zood planning. I am only
speaking of advisors whao thoughtlessly, or delfberately, promote harmiul

il

There 15 a resolution; "sense of the Congress." which passed the Hause of Rep-
resentatives on July 1. 1999 1t called on financiz) instmomons 1o "elimimate ex-
amples in therr traimne materials which portray women as incapable and
foolish.”™ The resolunion really has no depth to change thmgs, except it could
Imspire. women's groups to scour the estute-plannme literature [or sexist
attitudes, and file objections.

Same widows, mdeed, know little abon mvesting. But conservative money
manzgement 150'1 hard Widows learn fasi, when they have to. In mosl cases,
they love their newfound financial maturity, If they find they cannot handle their
maney, they can arrange for a must themselves.

Find out what you need 1o know about "Living Trusts." What you don't
knowcould cost vour fanly dearly in probate fees znd estate 1 1f you have
: 5 worth more than S10N.000, vou owe it to yourself - and vour family — o
get the facts on living trists A living trust will profect your estate if vou become
il or meapactated, while vou're still living, hy avoiding the fuardiznsiup
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procedure. When you pass away, a living trust will fransfer your estate 1o WOHIE
farmly quickly based on your wishes, . _avoiding the unnecessary expense ol
probate and mitmizing estzte taxes. If you think you're protected with a
simple will, you might need to think again, A will requires probaie in order (o
operate, which can be expensive, and fime-consuming, and open to the pubhe:

With a Living Trust

11 Your estate will ransfer o your family guickly upon vour death, without
gomg through probare,

2} There need be ne probate expenses for vour family 1o pay.

31 I you're married and your estate is now worth than $1.3 million. there may
bz no federal estate taxes for your famuly to pay.

4 You'llaveid a puardianship 1f you become incapacitated, So vour estate wil)
be run as vou desire.

Without a Livine Trust

Y Your estate may go through probate. which can be wconvenient. tme
consummg and costly.

21 Your famuly may pay probate costs. which could sigmificantly reduce your
esiate

3} Iyow're marmied and your esiate 15 now worth more than $67%.000 net. VOur
family may owe federal estate txes of 37-60%:; This amount of moncy

(36735.000)1 increases over the next few vears until it is up w0 ST, 000,00),
You may think this 15 a very larze amount of money 2nd vou would not
have that much (o worry zbour, but you could he very surprsed!

4] It you become incapacitated, a guardianship can be expensive, ume-
consurmme and humiliating.

This 1s 2 list ol fnvevtor's Business Daily's Seerets to Suecess, which applies to
many different actions, investments, and decisions that women mizht have to
make

I} How you think is everything, Alwavs be positvve. Think success. not fail-

ure Beware of a negative environment

Decide upon your true dreams and goals. Write down vour specific goals

and develop a plan to reach them

| Take action, Goals are nothmg without action. Don't be afrad o got stamed
now, just doiit

F1 Never stop learning. Go hack to school or read books. Ger raming and

guguire skills,

Be persistent and work hard. Suceess 1s a maathon not s sprnl Never

a1ve lip
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Leuarn to anabyze details. Gerall the facts, all the mpur. Leam Lt your
sk,

Focus your time and money. Don't let other people or things distract you
Don’t be afraid o innovate. Be different. Following the herd 35 a sure
way to mediocnty

Deal and eommunication with people effectively. No person 1 an 1sland.
Learn w understand and motivate others:

Be honest and dependable. Take responsibility. Otherwise, numbers one
through nine won't maner.

Tdeas for discussion

Should a ushand and wife sit down together and figure out what size of 2n
estate they have! '

What is a Livinz Trust? What are Revocable and Irevoeable Living Trusis?
If you died tomorrow, what would happen to vour estale and belongings?
Should you check out financial planners, lawyers andd msurance salesmen
before hiring them to handle your personal affairs?
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Travel for the Good of the Soul

By Anne Hammaond

Let me tell vou right now—the persen wrting this article has a prejudice about
wavel. 1 love ! | am also retired, definitely not rich, and enjoy volunteer/service
vel as well as pleasure travel. Both types will creep into this arucle.

As a volunteer I have followed Howler Monkeys through the ram forests of
Belize m Central America; participated 1o an archaeclogical dig in San Diego;
and worked in the paint shop at Colonial Williamsburg. Next vear | hope to be
on a seabird-monitoring program on Midway Island might i the middle of the
Pacific Ocean. T alse hope to work in a museum program in Chicago

Ler me tell vou about the Willizmsburg trip. It was an Elderhostel Service Pro-
gram and we worked for the Colonizl Williamsburg Foundation doing mainte-
nance on fences; benches and so forth. Our group stayed at 2 very nice hotel less
than = mile from our work site. There was a shuttle available 1f we did not
choose to walk: Cur breakfast and dinmer were at one of the Williamsburg res-
raurants but we had box lunches at our work site. We worked berween six and
seven hours a day. There was a choice of work; you could do maintenance such
as scrubbimg benches or digging dirches. If you did not chooss outside work you
could help mamtain records n the paint shop. [ wound up convernng paint for-
mulas from one autemated system to another and data entening the resuls in the
new syslem.

Why would anvone want to sign up for 4 trip to go and work?
i Furthermore you pay for the tmp! Sorry, it might not be as expensive as some
trips but it's not free )

First there is the sahsfactuon that comes from bemng 2 volumeer. To me volun-
teerizm is one of the best ways to give. You are domng something that needs o
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be done and would not get done if vou weren't there. The contribution you make
is visible and appreciated.

Second there ¢ no harm in having fun while domg good deeds and you do have
fun. In Wilkamsburg our group received a pass which admutted us 1o all of the
exhibits open to tourists. There was enough frec tme 1o take advantage of the
pass. We also were taken behind the scenes to see the wonderful mechanical and
artistic systems that support the complex. We were tzken to one of the theatrical
performances and had z special visit and lecture from ene of the actors playing &
historical characier.

Third you make new friends and see new places. Nice people participate in these
programs; the sort of people you want to know. T have fnends from all over the
country that T met on volunteer programs.

Fourth you learn new things and challenge yourself. Did vou know that there are
over 5,000 different shades of paint used at Wilkamsburg? [ leamed that work-
ing in the paint shop. In Belize [ learned to use a compass and that I had energy
enough to climb a 115-foot Mayan Pyramid. Iln San Diego 1 leamed how 1o
maich pottery shards and use a pickax.

Fifth therc may be some tax advantage. Most organizztions participating in these
programs are non-profit. They do send you a letter stating the cost of the mp and
that it was volunieer work. Let your tax advisor be your zuide about whether the
rip 15 deductible,

Getting started

The mechanics of volunteer ravel are much the same as touring for pleasure.

You need 1o do vour homework to find organizations that offer these trips. One

that I have used is Elderhostel, Hoston, MA. Elderhoste] 1s a non-profit organi-
zation specializing in travel opportunities for acnve older people. They offer

study trips and volumteer/service programs, Thers are many other sources

though. A search on the World Wide Web using the words ‘volunteer and travel

produces several hundred possibilines: If you are not on the Internet, the travel

section 4l your public library will have books hsting the compames and organi-

zanons offering volunteer/service programs,

Then vou start writing or calling the sources to ger catalogs. | guarantee that vou
will have a Jot of choices, Once you have reviewed the programs offered and
made your selection. remember that this 15 sull mavel Here are some sugpes-
tions to smoonth your path:

You need @ good local travel agent. Pick an agent who s sympathetic to this

type of travel and is interested in getting you a good deal. This 15 very important

Some of the service program packages nchide airfare (from a gateway aty) and
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some do noL As a rule the cost of the wip will include accommodantions. meals,
and activities. Your logal agemt wall help vou with any arrangements ool 1n-
cluded in your package.

Volunteer work will take you into places that a normal tourist does not go. You
should follow any and all health recommendations. Generally vou should have a
current t=tanus shat and take anti malaria medicanon if needed. You will also be
doing acrivities that a normal rounst would not do so go prepared. Some things 1
always take on service programs are work gloves, a foam kneeling pad, sun-
sereer. msect repellant, @ hat, long sleeved shirt, and shoes that are appropriate
for the job. The project coordinator might be able to supply some of these 1ems,
but vou want stuf! that [its vou

Be sensible in what you sign up 1o do. If vou have not done heavy labor, think
twice before vou sign up o build a house. Don’t let false pride keep you ata job
that 15 too hard for you. 1 wound up i that paint shop in Williamsburz because |
knew that | wonld not be good 2t digging ditches. Don’t feel bad about domg
something else either. No one clse m the group wanted 1o work in the pamt
shop; they all thought it was too hard. They preferred to dig ditches.

This is the kind of travel that can be done ether alonc or with 2 companion. 1
usually travel alone but ask the agency to assign a roommate. | have met some
delightful people this way and stll keep in touch with them. Most of the times
there are ten to twenty people from various parts of the country in a group.
Maybe sometime [ will get “the roommaté from hell™. If that happens, T will ask
the coordinator 1o change my room and’or my roommale.

Credit?

By now T am sure that the guestion “what does this have to do with credit educa-
tion? has occurred to everyone. Surprisingly | have wound up giving mini-
lectures about credit, FCRA, ECOA and how the svsiem works on just aboul
every Inip that T have made. Sometimes 1 give more than one mini-lecture. Just
talking about how T spent my career has led to queshons about credit znd started
some very active discussions.

The idea of volunteerism is not new to either retired or active Cradit Profession-
als. Afier all aur purpose is cducational and that is a form of volunteer work. In
any kind of travel the people you meet will want to know about you and your
profession,

Volunteer/service travel does have to do with being a well-rounded, well-
grounded person. There 15 2 preat need for people whe are willing to give of
themselves. Many forms of service are available 5o you can try new things, 1f
you were an office worker, you can ty construction. [f you were an engineer,
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you can try teaching. T you were a leacher. you can try whale watching, Expen-
cnce in one program makes You want to try another and then stll one meore.
There are many paths available and you make the decision about which one vou
want to follow,

Enjoy life! Go everywhere! Do everything!
Some addresses and contacts:

Elderhostel

75 Federal 5t

Hoston, MA 02110-1941
ilobal Volunteers

375 E. Lietle Canada Road

St Paul, MN 55117-1627 USA

O, if you are on the Inernet wy these:
www glderhostel.org or www,globalvolunieers.arz

Ideas for discussion

1. What kind of volumteer vacation would you Liks 1o take?

3. Which of your skills would be most useful on 2 volontesr vacation”
2

How could vou usc the things you've learned through Credit Professionals |
International on @ volunizer v
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Consumers and the

Fair Credit Reporting Act

K

b

By Dehoral K. Ivey

Consumer credit today. is par of everyday life. It allows us 1o spread pay-
ments over ime for the most expensive purchases such as a home, car or
educanan. Credit allows us to buy some luxunes that help improve our
quaiity of life, things we could not afiord otherwise, In umes of difficulty,
credit can be used w pay medical bills or other types of emergencies.

When demed lor credil, you have nghts that the Fair Credit Reporting Acl
(FCRA) gives yvou. | reguires credit grantors o give you the name and
address of the consumer reporting agency (CRA) thal provided the report
If the CRA 15 out of the consumer’s local area, 2 toll free number must be
supplied. The consumer then has sixty days to receive a copy of therr credit
report at no charge. The CRA must clearly and accurately disclose to the
consumer all information in their file at the Hme of the request except the
credit score or any other risk score, 1dentification of each person that has
procured @ consumer report for employment purposes during the two year
peried and any other purpese during the one vear period preceding the date
on which the request 18 made.

If someone wants a copy and has not been demed withm the past sixty
days_z fee of 38,50 can be charged. However, a CRA shall make all dis-
closures once durmgp any rwelve menth period without charge 1 a con-
sumer that certifies in writing that they are unemployed and inrend 1o apply
for employment in the sixry day period beginning on the date on which the
cenification 1s mady: is a recipient of public welfare assistance; or has rea-
son 1o believe that the lile on them at the apency conaine inaccurate in-
formation due to frawd
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A CRA shall provide to a consumer, with cach written disclosure by the
agency to the consumer 4 wrillen summary of all the rights that the con-
sumer has under the FCRA. You can find a copy of these nights followmg
this arucle

Should you believe there i inaccurate or mcomplete information in your

credit record. the FCRA has steps for both the consumer and the CRA 101
fallow. First, you need 1o notify the CRA of the reason you think the in-

formation is incorrect. If you have any documentation to support your cass,

supply the CRA with copies. The information has 1o be remvestipated free.
of charge before the end of thirty days beginning on the date the consumer

notified the CRA of the dispute

If the remvesngation shows that a mistake was made, you may request that
an updated version be sent to anyone who received 2 copy of your repon
during the past six months. Tf it was for employment purposcs, you may:
request that anyone who received the information within the pasl two years
receive an updated copy. The fumisher must also report the results of af
reinvestigation which resulted in a change in data to all CRA’s they 1e-
ported the inzccurate mformation. If the investganon does not change the:
information, you may add a statement of 100 words or less lo your repord
explaining vour version,

If any information 15 deleted from a consumer’s file due 1o a reinvestiga-
tion, it cannot be teinserted by the CRA unless the fumisher certifies that
the information is complets and accurate. The CRA shall notify the con-
sumer of the reinsertion n writing not Jater than five business days afler
the reinsertion alonz with the name, address and 1f reasonably available,
the telephone number. The notice should also notify the consumer they
have the right to add a statement to thewr file disputing the accuracy or
completeness of the disputed mformation.

A comsumer report may not be obtamed for employment purposss unless 3
clear and conspicuous disclosure has been made in wnting to the consumer
at any time before the report is procured m a document that consists solely
of the disclosure stzting thal a comsumer report may be obtained for em-
ployment purposes and the consumer has signed the disclosure. Before
taking adverse action based in whole or m pant on the report, the person
mtending to take such action shall provide to the consumer a copy of the:
report and 2 deseription in writing of the nghts of the consumer under the
FCRA,

A consumer may elect to have their name and address excluded from any
list provided by & consumer reporing agency in conneclion with a credit or
insurance transaction that is not mitiated by the consumer, by notifying the




agency. Equifax, Expenan and TrensUnion have a toll free number that
vou may dial to have your name removed

It is helpful for you to find out what 15 in your credit file. parucularly if
vou are getting ready to apply for credit. You should check with all three
of the larzest nationwide repositories. Equifax, Experian and TransUmion
so you know everyfhing that = available on your credin. Most agencies
have this mformation avalzble by whnnng, by telephone or visiting their
Web site,

Your credit 1s an mmportant part of vour life. Mamtam it well and take pride
in what it says about you. Stay on top of what is in your file and let the
FORA work for you.

A Summary of Your Rights Under the Fair Credit Reporting Act

The federal Fair Credit Reporung Act (FORA) is designed to promaote ac-
curacy, faimess, and privacy of information in the files of every "consumer
reporting agency” (CRA) Most CRAs are credil bureans that gather and
s21l information about you — such as if you pay your bills on time or have
filed bankruptey — to creditors, employers, landlords, and other businesses.
You can find the complere text of the FCRA 15 US.C. 1681-1681u, at the
Fedstal Trade Commissions web site (htip/fwww.fic.gov), The FCRA
gives you specific rights, as outlined below. You may have additional
| rizhts under state law. You may contact a state or local consumer protec-
tion agency ar a slate attomney general to lear those rights,

s You must be told if information in vour file has been used against
vou. Anvone who uses information from a CRA o mke acton against
vou — such as denying an application for credit, msurance. or employment

must tell vou, and give you the name, address; and phone number of the
CRA that provided the consumer reporL

»  You can find out what is in vour file. Al your request. 2 CEA must
give you the information in your file and @ list of evervone who has re-
guested it recently, There is ne charge for the report if 2 person has raken
action asainst you because of the information supphied by the CRA, 1f vou
request the report within 60 days of receiving notice of the acton. You
also are entitled to one free report every twelve months upen reguest if

you certify thal (1) you are unemployed and plan w seek employment

within 60 days, {2) vou are on welfare. or (3) your report is maccurate due
to fraud. Otherwise, 3 CRA may charge yoo up 1o eight dotlars.
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You can dispute inaccurate information with the CRA. II youell a
CRA that your file contains inaccurate mformation, the CRA must inves-
tigate the items (usually within 30 days) by présentmg to its mformation
source all relevant evidence you submnt, unless your dispute is frivolous.
The source must review your evidence and report its findings to the CRA.
(The source must also advise national CRAs - to which it has provided
the datz - of any eror) The CRA must pive you a written report of the m-
vestigation and 2 copy of your report if the mvestigation resulls in any
change. I the CRA's mvestigation does not resolve the dispute, you may
add a briel siatement 1o your file. The CRA must normally include a
summary of your statement in fiture reporis. If an ftem is deletsd or a
dispute statement 18 filed, you may ask that anyone who has recently re-
ceived your report be notified of the change.

* Inaccurate information must be corrected or deleted. A CRA must
remoeve ar correct maccurate or unverified information from its files, usu-
ally within 30 days after you dispute it. However. the CRA is not re-
quired to remove accurate data from vour file unless it is outdated {as
deseribed below) or cannot be verified. If vour dispute résults in any
change to yvour rcport, the CRA cannot remsert into vour file u disputed
item unless the mformation source verified its accuracy and completeness,
1n addition, the CRA must give you @ written notice telling you it has re-

wserted the item. The notice must include the name. address, and phons
number of the information source,

*  You can dispute inaccurate items with the source of the informa-
tion. I you tell anyone — such as a creditor who reponis to a CRA — that
you dispute an wem. they may not then report the informalion to a CRA
without including 2 notice of your dispute. In addition, once you've noti-
fied the source of the emor in writing, it may not continue lo report the in-
formanton i 1115, 1n fact, an error,

Outdated information may not be reported. In most cases, o CRA
may not report aegatve information that 15 more than seven years old; wn
years for bankrupicies,

*  Access to your file is limited. A CRA may provide information ahout
you only to people with a need tecognized by the FCRA - usually to con-
sider an applicarion with a creditor, insurer, employer, landlord. or other
business.




= Your consent is required for reports that are provided to employ-
ers, or reports that contain medical information. A CRA may not give
out information abdéut you to your employer, or prespective emplover,
without your wririen consent. A CRA mav not repart medical information
zhout you to creditors, insurers, or emplovers without vour written per-
MssI0n

*  You may choose to exclude vour name for CRA lists for unsolie-
ited credit and insurance offers. Creditors and insurers may use file in-
formation as the basis for sending vou unsolicited offers of credit or in-
surznce. Such oflers must include 2 toll-free number for vou to call if you
want vour name and address removed from future lists, I vou call, you
must be kept oft the lists for teo yezars. IF you réquest. complete, and re-
turn the CRA form provided for this purpose, you must be taken off the
lists indefinitely.

*  You may seek damages from violaters. If a CRA, a vser or (in some
cases) 2 provider of CRA dar_ violates the FCRA, von may sue them in
staie or federal court.

The FRCA gives several different faderal agencies authority 1o enforce the
FCRA:

FORQUESTION OR CONCERNS

REGARDING: PLEASE CONTAC'T:
CRAs creditors and others nat Federal Trade Commission
listed below Consumer Response Cenler - FCRA

Washington, DC 20580
N2326-3761

~enonal banks, federal branches: Office of the Compireller of the Currency
asencies of foreign banks {word Complisnce Management, Mal Stop 6-h
“Wational” or ininals "N.A " appear | Washington, DC 20219

i or after the bank's namic) SNVAT3-6743

Federal Reserve System member Federal Rezerve Roard

banks (except natlonal banks, and Drazron of Consumer & Community Affairs
federal branches/ogencies of Tor- Washington, DC 205532

cign banks) 20A52-3093

Savings associations and federally | Office of Thrilt Supervision

chamerad savings banks (word Consumer Pragrams

“Federal” orinitials "F.5.B." sppear | Washimgton, DC 20552

in federal institution's name} BV B4 2-6929

g |




Federal credis unons (words "Fesd-
eral Credit Umon™ appear In insti-
tution's name)

State chartered banks that are not
members of the Feders| Hezerve
Syslem

ALr, surface, or rail common carmi- | Department of Transportation
ors r[:g_u]au:d b former Civil Aero- (iffice of Fimancial Management
nauties Board or Interstate Cam- shmgon, D [

merce Cammission 1127300- 1306

Activines subjeet to the Packers Deparmment of 2

anel Stockyards Act, 192] Office of Depury Administralor - GIPSA
Wachington 50
02T

A Sumunary of Your Rights Under the Fair Credit Reporting Act pro-
vided by the Federal Trade Commission, Form 102617 — 5/98 USA.

Ideas for discussion
1. Before denying an individual for emplovment, what must you provide
to the applican:’

If sameone has not heen denied credit wathin the past sixty days, what
can a CRA charge for a copy of their file?

If you wish to enter a slatement on your credit file explaming an enmy,
how many words can it contain?

Abourt the author
Debbie Ivey is the Vice-President of Operations at Retail Merchanis Asso-
ciation of Tidewater Virginia, (ne., dba Retail Alliance in Norfolk, Virgmu
where she has bean emploved wwars, She has been a member of the
1 aren-
dance She has served her local ciub in all areas including President twice.
She received Norfolk's Credit Professional of the Year in: P8 and 1994
She is the immediate past president of District XTT
She Hves tr Virginia Beach, Virginia with her hushand a nd three cars. She
is aetive with the Lions Club International where ske serves as her club’s
et currensly and serves in Hives iy on the Distiict Gover-
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Domestic Violence and the
Credit Professional

By Dr. Jerame R. Rosonke

STELLA

T will call her by the fictitious name that she had given me, "Stella” Stella
was a Caucasian woman, bom and rmsed 1 the state of (seormia - at leasl
that i what she claimed at the time. She was marrisd to an abuser for eight

years before she "espaped.”

She remembers that once she was punched and given 2 hlack eye for
*firtung” with a fnend of her {then) boyfriend and iater husband. In het
mind, she was not flirting, but merely smiled at her boyfriend's friend be-
cause thal is what she thought her boyiriend wanted her to do, Now, len
vears later, she understands that she was going 1o gel punched out whether
she had smiled (“flirting”), et whether she had frowned ("wasn'l polile"), of
had stack out her tongue (“disapproval”): Mow, she understands that when he
is in "one of those moods.” it doesn't make much difference what she dogs -
he will find an excuse to afiack her violenily. She didn't know it then, and
didn't come 1o really understand it until aboui six vears after they wete mar-
ried, and had been humilizted, beaten, stabbed, humed and kicked many,
many times. He had broken her arm once and had frequently threatenied 10
Lill her. someumes threatening her with a kmfe, sometmes with a4 gun. It
tpok many vears. Tmany sgonizing. pamful, fearful years to finally arrive at
this conclusion. Now, she understands that she 18 the victim of domesnc
vinlence, Back then the whole world was just "erazy "




Finally, through a work associate, Stella heard about a domesnc violence
shelter and their program ina neighboring city. Though she did not go there
al first, she did make a telephone call to them while on a break a1 werk.
These telephone conversations continued for about six months before she
finally found her way to drive by, but was too scared to stop n.._yet. More
phone calls to the shelter, Literature and information was sent 1o her at her
work address (her mail at home was always read first by her husband and
often censored). I he knew about her getting domestic violence literanre,
she would get another beating and would be forbidden to get any more hit-
erature - and watched even more carefully. She learned more about domestic
violence, especially that it will not srop on its own. The perpetrator s as
much caught up in the never-ending cycle, as is the vicm. Though she had
been told this many times by the shelter staff, by books and pamphlets, and
by others, it took Stella a long time to come to thus realization,

After six years of marniage, she began to think seriously about admitring that
she mdeed was a victim. In her scventh vear of marriage, she went to the
shelter afier one of "his episodes” in which she was beaten and her husband
arrested when the neighbors had called the police. She attended 2 couple of
aroup counseling sessions at the shelter, and then returned home to "try it
apain” after he promised to never hat her again. {This must be the hundredth
time he had promised to "never it her again.” along with giving her flowers,
candy, and other "loving promises.”)

Another violent episode and a second visit to the shelter educated her 1o the
point that she began to prepare for her eveniual escape. She needed some
money. her social security number, driver's license, and many other things if
she was going to malke it 'on her own. Luckily they had no children or pets
that would have complicated her situztion immensely. The thingshe needed
the most. was the self-confidence, the self-esteem, the self-concept - that she
was not s dumb, ugly, old, and worthless as her husband had made her be-
lieve, The workers at the shelter were siarting to build a new self-confidence
in her, the belief that she just mavke condd do it She had never really lived
on her own before, She had always lived with her parents, or with her hus-
band. Then, there was also another very real problem How would she es-
cape her husband? He would come looking for her. He would beat her even
triore severely, and she truly belicved that he would make good on hs
promise to kill her il she did "anything too supid.”

Shortly after ther eighth weddmg anniversary, Stella derecred that once
again he was entering the huilding stress staze of the cycle (many expens on
domestic violence discuss a cyvle of ghuse. often a "building stress” siage, an
"setive violence” stage and a "honevmoon” stage). She made a quick deci-
sion one night when her hushand was out drinking. This was the ame. She
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found a ride to the shelter m the neighboring town and the next g
hoarded the cheapest transporiation she could find, a bus for any direction
that left the earliest in the morming. She didn't care where 1t was 20INE. Just
s it was going to take her away.

When she arrived ina larger city, she looked up the domeslic violence shel-
ter and stayed for a day or rwo and then boarded & bus agam. Thus she trav-
eled. from shelier to shelter, ever fearful that her husband would find her.
Naw, when she left a shelter. che carmied with her a list of other shelters m
nearhy states. At the umse 1 Listened to her story, she was presently i Aber-
deen. South Dakota, and was sull very fearful that her hushand would find
her. How can she run forever? Her money has been spint oo bus transporti-
rion and food. She nesded a tob. However, all jobs requite @ social secunty
number. Once hefore her Lushand had found her by acing her social sect-
rity mumber - e was employved n an peeupation that seemed to enable am
to locate her whereahouis this way. After he telephonad her and said he was
coming 1o get her, she just left her job in the middle of the day. not even
pickimg up her partial pavcheck. She had escaped and was determined not o
zet caught again. She needed a whole new set of idennfication papers, - &
new name, and a new life

[ heard Stella's story in 1939, 1t rammnded me of when 1 was teaching high
<chool American History. The History lesson was about the "Underground
Railroad" in the 1830s. The " nderground Railroad” was @ series of travel
routes and safe houses that escapig biack slaves could use as they escaped
slavery 1 the Deep gyt and slowly made their way 10 the northern L5
and Canada, The slaves left 2 deplorable situation where the slave masters
rotally controlled them to the point of buying and sellng themn and their chil-
dren af the owner's whim - along with beatings. the stealing of their Tabor,
and all the other aspects of being a slave, They would escape their "Master-

Owners" and travel surreptitivusly, ding out with cooperaing ministers,
businesses and individuals that were venomously opposed to slavery and the
conditions under which the black slaves were forced to Irve. After a period of
nme, the “safc houses” and "freedpm train” routes hecame somewhal regu-
larized to g point whercby one safe house could give directions 1o another
and another lo another. Thus the slaves could (hopefully) escape their "Mas-
ters” and travel 1o freedom where they could make themselves 2 new life.

Srella's story wasn't about Biack slaves, but aboul American Womet, Women
whao had lived under siavery conditions and were escaping their "Musters.”
These women are escaping what was called a siuation of domestic vielence
| had been a member of the Board of Directors of the Aberdeen Arca Re-
source Center For Women (RCW) about a year when [ heard about and
hriefly talked with Stellz {whom | found out later did not give her real name
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out of fear of discovery) who had recently arrived in the RCW's Battered
Woman Shelter. Though most of the RCW's clients are local women (and
yes, a few men tow), some of the clients are literally using the nation's shel-
ters just like a zlave escapmg via the Underground Railroad in the 1850s.

Srella nesded to escape her master in many ways -- not only geographically,
but also socially, and psychologically. She could move peopraphically and
hope that she would not be found. To escape socially, she would have to
never contact her old friends, maybe not even her family, ever again - they
might tell or let slip where she was niow. She needed a new social wdentity. 10
stop runming, find a place w live, a new name, social security number, 3 job,
a way to prove her education level get new friends, obtamm new cradir rat-
ings, and much maore, Psychologically, she needed to comvinee herself thar
shie was a worthwhile person, she wasn't ugly, she wasn't dumb, and she was
someone who could make it on her own. However, no matter what she does,
no matter how successful she is she will always live in fear that her hushand
will find her. And anather thing - if she does make it en her own, how dees
she get an "absentee divoree” so that she would feel free o establish another
relationship, or hushand - 1f she would ever wanl ... !

CONTROL

Expers who are famulbiar with domestc violence state that one of the major
maonvatng factors of an abuser 15 therr own psycholomeal msecunty, winch
i Turn drives them to desire more and more total control over something in
their uncertain, ever changing, threatening world, Abusers iry 1o oially con-
rol every moment, every action, every thought. everything - in another per-
som, usuaily their lover and later ther wife. This all-encompassing nezd to
control almost nevitably leads o the use of violence in order 1o control, Af-
ter all, vinlence usuzlly works geamst a weaker person - especially in the
immediate situation. They will allow them no discrétionary money: often
counting out and verifying correct change after she bought proceries (even if
purchased with her own paycheck), They will ume her on her ravels 10 work
or 10 mick up the children, making her expliin any discrepancy of @ mimute
berwesn what he helieves is the correct tme and the getual tme 1 wok. They
will expect perfection (his version of "perfection’] moall her actvities
whether 1t be cooking a meal, cleaning the house, visiting with s friends,
pumng on make-up, sexual activines. employment. or how 1o act oward o
pet

At the same time, in ineffectual and ansuccessful allempls 1o make them-
selves feel better, the abuser will constantly behittle her, degrade her, 1efl her
she e uply. undesirable, stupid. lazy, and worthless, Thouph they will exent
alrmast woral control over her, they will helieve and feel thal she has willfully
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commirted some indiscretion (flirt with another man, burn the toast, spill the
water, not catch the fish, put on the wrong music). This mdiscretion becomes
the excuse o heat her. 1o do violence upon her body and mind. They will
hit, punch, kick, burn, stab, push, yell, scream, pull out hair, break bones,
spit at, shoot — and yes. even kill. The “ndiscretion” 18 mov the reason; it 15
smmiply the precipironng excuse to vent an underlying anger, a need to strike
out at a vulnerable victim, an insffective attempt 1o have "control.” However,
try they must, and violence is useful in the short run. [r works to get immed-
ate campliance from & vulnerable victim, Thus, violence 15 only the episodic
cumulating event m the drive for control.

Another aspect of control that many domestic violence victims eXpErience 15
social isolation. People that were her family, friends, and assogiates were at
one lime or another insulted, not visited, or simply put on a "forhidden fo
associate with” list by her husband. Though the victim may be employed. she
is not allowed 1o be friends with, or associate with, anyone. Shie 15 to go 1o
waork just in time not 1o be late (usually) and has to arrive home immediately
after work, Fven if he were not there, he would sometimes telephone just 1o
make sure she was where he thought she was supposed 1o be. Very often the
victim is not even sllowed 0 be employed smee employment gets her out of
his reach and thus possibly out his control. With this kind of isolation, how 15
she to know how badly she is being controlled? Just what was a "narmal
marmage” anyhow?

The social isolation and control exerted on the victm is similar to the isola-
tion and social control used by cults to control their members. Cult members
are frequently isolated into closed communities in which the only informa-
tion they receive is thar which is filtered through the controller(s). Even af
they work in the community, the only informanon they are allowed to be-
lieve is the information filtered through the conmoller(s). OFf all the things
that the perpetrator needs to control, information control is essenual if domi-
nance 18 1o he maintained.

HELP

One of the first thimgs a victim needs to break the control 15 accurate mfor-
mation - a different way of seeing and believing the world. Domestic control
and violence is NOT NORMAL, it is not acceptable, not moral, and not Je-
gal. There is help available and the vicum is NOT helpless m their situation.
Stells received her first mformation [rom a co-worker and then from a do-
mestic violence shelter and program. | don't know if her farmuly or others had
attempted to tell her - these are the only two sources she related to me.




Thanks to the fermimst movement. the ano-violence movement and many
other culmral and socia) changes meluding changes in the Taw and govemn-
ment fundmg. the Uniled States pow has more than 1,200 shelters for do-
mesnc violence victims, and cven more programs and informalion centers
that do nat operate their own shelter. [t 1s sad commuent on a socicty that has
such a nead.

Victims of domestic violence have a zreat number of needs including: -
formaton. escape planmng. legal aid, food, shelter, medical anention. pro-
tection, safety, counsehing. and on and on. One of the primary needs 1s -
formaion that this 15 ot normal and there is & way euf. From this. a longer-
term solution may be possible.

THE PARTNERS PROGRAM

There are many excellent programs and services provided by domesuc vio-
lence programs and shellers thar work toward sausfying the victims neads A
new program for the Aberdeen. SD Resource Center program 15 the "Parmers
Program.” That is,a partnership between the Aberdeen Police and The Re-
source Center. When the police respond to a domestic violence call, the po-
lice arrest the perpetrator (South Dakota has a mandatery arrest law), and
also contzet The Resource Center. The Resource Center has 2 cadre of well-
trained volunteers, who take wms cammying a pager. When a call comes n,
two of the volunteers immediately 2o to the address of the domesuc vio-
lence. At the scene thie volunteers bk with the victim (and often the chil-
dren) to help calm down the siuation and get additional mformanon for the
lezal system. They provide mnformanon to the victim regarding the oprions
that they have and the help that 15 availsble to them including lepal protec-
tiom orders, shelter availabihity, and general mformation about domesuc vio-
lence. This information is given both verbally and in the form of pamphlers
and further resource telephone numbers and mformation. They are mvited 10
attend educational and counselng sessions on domestic vinlence.

The Resource Center is providing a vil service in a time of cnsis and in-
formation for future decisions. The Police love the program because it pro-
vides 4 calming effect to the siuation and mereases the information that they
receive from victims so that they can do their job n a berter, more efficient
manncT.

WHAT CANYOU DOY

IT you suspect that a co-warker. 2 neizhbor, a client, or anyone 15 the vicam
of domestic violence, get mformaton to them. Tell them that this 1= mot nor
mal, that there is help. there s & way out. Become mformed yourself and
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pass on information about local domesne violenee programs and shelters.
Very often the victm will not believe you at first, or feel too helpless to do
anything at this time: Indeed, vichms who have found the courage o cscape
once frequently return 1o the perpetrator - and 1f no changes have occurréd,
are beaten again and again. | believe that the national average 15 that the vie-
tim terids to retum to the abuser an avetage of three times before a perma-
nent break is made. You should remain an information source and a depend-
able friend. In time, the vicim may make the necessary changes. If you oh-
serve violence. call the police vourself - fhere is a serious crime in PrOgress.
How serious? All vou need to do is look at the honnede siatistics. Domestic
violence very frequently ends m murder - then it 1s too fate for the vietm

Hopefully you would become even more involved by jouung the volunteers
at your local domestic violence program or battered victim shelter. However,
what is really needed is an mformed public. A public that can recognize do-
mestic violence, not olerate 1t, and do something about it. A first step n
helping is to get information to the victim.

Ideas for discussion

1. How do you know if someone is @ victim of domestic violence? Whal
should you look for?

2 What is the contact information for your nearest program on domestic vio-
lence! What services do they offer?

1. As a credit professional. how does being a victim of domestic violence
sffect credit eligibility and credit payment possibilines?

Abaut the Auihar
Dr Jevome R. Rosonke s a Professor of Seciology and Criminology at
Northern State Universite, Aberdeen, South Dakoa. He has served o the
Board of Directors of the Resource Center for Women {now called The Re-
source Center) for two different terms of four years each (1987-1991 and
1 996- 2000, Among other courses ut NSU, he teaches a course on Domestic
Violenice aind a course on Child Abuse and A - He earned a PO
Socielogy und Criminology at South Dakota Stare Umiversity, Brookings,
SD. an MS in Guidance and Counseling at Seuth Dakota Siate Universiny,
an MS in Socialogy gt the WMinois Instoute of T
: nd o 85 at the Un iy of Northern lowa, Cedar Falls, 14
He has taught for seven vears at ugh schools in fowa and Wisconsin, and
for 31 vears in Wisconsin and South Dakora. At Northers Stute
Llniversity, he was awarded the "E ence in Teachms" Award i 1982,
aund the “Community Services Award "ty 1999

irticle was submitted by Mary Kost. Mary 15 the President of Aberdeen,
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Commitment

By Cheryl Miller

Commitment: determination to keep a promise. backed up by action.

Introduction

The Webster definition of commitment 15 "to hind, as by a promise; pledge” 1
believe. however, that commitment has a stronger meamny. Commitment speaks
highly of 2 person's character,

Commutment 1s the fuel that runs the machine of success. Commitment effects
all aspects of our lives: relationships, work, extracurricular activities, church,
school, etc. Any one can wish 1o be a betier person, spouse, waorker, or athlete.
Bus it takes commutment to make that wish a reality, 1t takes sheer determination
to excel. to reach a goal, or to keep a promse.

When T think about the word cormrmtment [ think about all the different aspects
of mv own life: relationshp with God, family, work, teaching at the women's
rescue mission. CPL and so on Why worry about all these things? What makes
me keep giving my love, my time. my talent, and my abilities n each of these
areas? [t's commmutment.

Lessons are best illustrated through personal experience, so Tl share with you
¢nime of mine.

Personal Experience
When [ met Dave (my husband), [ experienced one of my most unforgettable
expericnces with the importance of commutment. Dave was scared of commut-
ment, after being devastated by a broken engagement with a girl he met before
me. He was so afraid of commitment that he referred to-us as “friends” during
our first three years of dating.




Oh, we went out together (he patd for everything), but he said we were not dat-
mg! We did almost everything together — wenl 1o church, sang v the choir,
worked with children, went on trips to his parent™s house, went home to my par-
ent's, cte. Evenmally, we grew close 1o one snother and T realized thar 1 loved
Dave, Our relationship up to this point was really rough because Dave was
keeping a safe distance.

Three years mto this "friendship”, | thought to myself, “I do not need Dave in
my life. T can get along fine without him. [ refuse 10 kecp waiting on him io
ke a commitment to me and get over his past.” To test my heart out, 1 ook a
mini-vacation back home to Tuba City, AZ. 1 only told my roommate, Carole,
where I was going. | wanted to see if Dave would miss me..

Guess what? He did miss me! [ guess it got him 1o thinking about “us”™. A few
manths after my trip home. Dave finally decided to make a commitment 10 me.
We were traveling back from his parent’s house in PA when he told me he had
been doing some thinking and wanted to work toward a more permanent rela-
tienship — marriage! 1 nearly fell aver when | heard that | was so shaken by hus
utterance that 1 didn’t speak for about an hour! When we armived in Danbury 1
told Dave T would need to really think about it. T thought 1'd let him suffer for
awhile since he put me through so much.

Dave and 1 finally reached a pomt that we were ready to make a lifetime com-
mitment... a commitment that would last unul death parted us. (He totally
skipped calling me his girlfriend 0 calling me hus fiancee!!) Although we had a

rongh relationship, it didn't nun @ chance for us to have a happy marriage. [ can
racall the past and praise God for working in our lives to bring us togethar he-
cause now | have a wondsrful, loving, compassionate, God-fearing husband who
muly loves me. [ might add that Dave 15 a blessed man. He reaps a multitude of
good now because he finally decided to make that commiznent,

{ realize every commitment can't be compared with something 35 serious as o
marital commitment. However, the basic prineiple exists that when you commit
to something, you are telling the world you are 2omg 10 Tive up to your word.

Personal Development

Commitment should never be taken lightly. Why? You are not the only one that
is effected hy vour decisions. Since you have commimenis 1o your immediate
family, your boss, your frieadis), volunteer work, etc. any decision you make
will effect them. So, be caretul of how many different things you COMMI your-
seif 1o, Those you care mast about, and things that are most imporiant to you
will suffer if you are not wary,

Commitment must be followsd by action. Simply saying that you will commit

vourself is not enough You need o DO spmethimg. You have 1o parlicipate,

take acrion, and accept the challenge! No one can do everything We cach only
hours 1 every day.
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When I jomned Credit Professionals Intemnational four years ago. | made a com-
mitment to myself, o my assocates, and o my God. Al that ume there were
omly three or four members holding the association together

The Greenville Association had unformumately slipped into a discouraging situa-
tion. They had oceasional special speakers, they no longer participated 10 com-
mumty events, hardly any prospective members visited, and there was a lack of
enthusismm [t seemed like T heard & lot of dismal news about TPL. And any
time I asked why we weren't participating in usual CPI events 1 often heard,
*We used 10..."

The first year of my membership was 2 fog. [ didn’t know exacily what CPL was
and T was unfamiliar with so many things! [ could have easily become discour-
aged and quit after that first year but | kept faithfully attendme every meetng
hoping something would change. As a new member, | was shy, unsure of my-
self. and untaught. but as 1 hecame more knowledgeable about Credut Profes-
swonals | gained confidence

Tt wasn't untl | attended my first State and District: Conferences that T 2ot 4
jumpstart of CPl enthusiasm. WOW! A wave of discovery struck me. | thoughl,
“Ohh, this is who we are!” 1 made new fmends, networked with other members,
attended the workshops and mestings, asked questions, and took notes like crazy
so that I could learn how to mmprove my local association, Personally, | believe
this kind of actve commitment has paid off. (Yoo might want to ask my local
and swte members If this 15 mue )

Credit Professtonals International has given me numerous opporinites o ex-
plore and advance my personal development. I made an active commitment 1o
CPI and 1 have benefited. As @ result of my mput, 1 am 2 better professional,
spezker, teacher, member, and lzader. [ can wholeheartedly agree w ith Vince
Lombardi’s staternent; “The quality of 2 man’s life is in direct proportion to his
commitment to excellence, repardless of s chosen field of endeavor.”

I'll admit that there were many umes | became discouraged and disheartened,
but T persevered because | made a comumimment to CPL [ undersiand why people
might reach 2 point of frustration. It might not be just because of CPL They may
[ee! frustration because they are being pulled so many different ways, they have
too many peeple demanding thewr tume and attention: or they can'tsay “no”. The
good news 15 we'can change this!

Personal Problem Solving

If you arc displeased with the way your lifie 15 now, take time to do some senous
thinking about your “treasure™. A person wiall always give the most nme and
atiention to those things they count most precious, 1T you counl oo many things
as precious, you could be headed for trouble and frustrston. Here are some sim-
ple steps toward making n smooth change
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Evaluate your current nme and commuitments. Arevou “stressed oul"?
State your current problem: tog many commitments. disorzanized, can’t say
“no’. ele.
Be still, be quiet and thmnk (or pray).
List your values siarting from most important to least imporiant (i, God.
family...)
Apply these values to your comnulments.
Prioritize,
Creatively and miellectually plan.
Set soals that will fif mto a reasonable time schedule. (Don't forgel sleep.)
Adjust your comminments S0 v¥ou gan give your best 1o the most important
things.

«  Commit yourself 1o your goals.

= Take action!

Accept the fact that you will have to review your goals and priarities many HIrmEs
during your life. If you're hike me, 1 slowly take on more than 1 can handle; 1 get
stressed out, and then realize that T have to make a few adjustments. It's 5o easy
to get stretched thin or lose sight of what is most precious to you, But do not
despair, my friend. You can change things with a Tittle problem solving!

Personal Opinjon

Commitment speaks highly of your character, Fvervday you make commit-
ments. Even the simple statement, “Let’s get together for lunch,” 15 2 commmnit-
ment through spoken word. Someone will expect vou to kecp this “promise”. 1T
you don’t, that person will consciously or unconsciously make 2 judgment about
your character,

Tro you want to test the truth of my statement? 1 dare you to make 4 premise o8
child and not keep it if you don’t keep your promise that child might remem-
ber you as a “fibber”. | speak from personal expenence. When I was a child my
step-grandfather promised to make me a paur of moccasins. He never did 1. To
this day, 1 take his word lightly. {Boy, some memoncs just don't go away!) So,
he careful of what you say because what you say commiits vou fo take action.

Personal Reminde

Credit Professionals International has come to mean 3 areat deal to me. 1 believe

this is dug to my imtiative, my active commitment, and my mvolvernent, Conse-

quently, | believe commitment will be the decisive factor m making CPT become
‘awing thriving crganization. I trust you will jomn me in doing your best to

make our arganization great.

[ am thankful for the many ways that CPl has eariched my life. | have come o

appreciate being with people who still have “old-fashioned”™ values, express

their patriotism, belizve m God. uphald character values, seek to help others,

show friendliness, cheer miy accomplhishments, challenge me 1o higher levels,
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encourage me o develop myself, and give many opportunities 10 excel without
crticizing. What better place are we afforded this fantastc opportumity than our
CP] arganmization?!

1f you do not share my enthusiasm about Credit Professionals International, T
challenge you 1o renew your commutment. Be active. Revitalize your enthusi-
asm. Persevere.

Conclusion

If you think you alene caunot make a difference; THINK AGAIN. One com-
mitied person can make a world of difference!

Agawm, | speak from expenence. My local association has changed because of a
few commitied members. Compared to my first year, our membership has dou-
bled. Our monthly meetings have improved. We host educational speakers. We
have visitors more often, We've won awards at the State and District Confer-
ences. We mentor our new members so they won't be in the fog Tike T was. We
are even teaching in the community! Can vou tell the difference in our associa-
tion because of the teamwork of mdividual committed members? (The same
thing can happen in your association! )

I encourage you to take some time to think about the word commitment. Apply
this word 10 yourself, your involvement in CPI, and w every area of your life
Do some brainstorming and write vour ideas down. Here is an anagram of whar
I consider 10 bg important i CPL

Communicate in your organization

Open up to others and give them opportunities to develop
Muaster your CP! knowledge

Mentor new members.

Initiare enthusiasm

Teach in your communiry

Mute vour local ovganization ¢ “showease " for CPI
Encourage others to join CPI

Never farget 1o keep vour priorines srraight

Take pride in CPI!

Commit to vour “treasure”, pul your heart into it and see what happens!

ldeas for discussion

I. How has vour commitment to CPl changed since you becams a member?

2. Have you attended any state, distriet or intermational conferences? What
effect did they have on you enthusiasm and computment?

What kinds of flungs can you dovar the local level (o keep enthusiasm and
committmentar a hiph level?
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Ahout the authar

Chervl Miller, PCE, is the 1999/2000 South Carolina Stare President She is the
current South Caroling Credit Professional of the Year for 19992000 el wids
presented the Lucille T. MHurchinson silve gohler award for being the Most
Outstanding Local Associanion President 9032000 She has held many
offices 1t her local association and a few offices af the state level. However, she
il considers herself a meookic®” since she has beema CPI menther for ont
vears Her enthusiasim has been an inspiration ani @ delight 1o all who krow
her

Cheryl wis born Tuba Ciry, AZ She was rased mostly on the Navajo
peservation but she has also fived in New Mexico, Colorady, Californic,
Counecticut and Sowth Carofing She met her hushand, Dave. in Danbury, CT,
Dave and Cheryl have a Beautiful seven-year-old daughier names Janelle. Her
hushand, Dave, has been a sirong supporter of her CPI involvement and has
cacrificed many hours helping her with her CPI projects and commitments. She

is convinced that she would not he the woman she & without him

Chervl is o 1987 graduate of Bob Jones Uiniversity. She graduated with &
Bachelor of Science degree (R Accounting amnd @ mmor 1 English. She
currently a Customer Account Manager for IKON Office Solutions, hut has haadd
cxperience with JKON credit. collections, Teasing and customer serviee.
TRON Office Solunions has heen o great supporter 10 Chervl since she Jevined
Credit Professionals International (KON has faithfully paid for her yearly
membership dues and her arendance to many CPI conferences. She hopes (His
will not change. '

Many extricurricular acrivities keep Cheryl busy She teaches regularly at
Shepherd's Gate, a woniah s rescue mission. She i a member o F
Caroling Board. She stays acrrvely invelved in chureh and
sewing, redding, SGmpIng. seraphooking, letier vriiing, cai
vistting friends and spending fime with her family.
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Cheryl 15 very thankful jor a greaf prganizanon lite Credit Professionals
Internatonal. She gres CFF mpih eredie for her personal devalogmcn,
improved speaking skills amid leadership growth. As a result, she will eagerly
chare CPl with others. She encourages all members 1o remember how much they
personally bencfited from thewr own membership and share it with others! It
amuazing lo see another pevson carch your cnthisiasm!




Take Charge of Your Life

By Mary Nebeker

"Do you want to learn how to get the things vou want in life?
Do you want to feel that you are in charge of what happens to
vou?

In order to do that, there are some things vou will need to know about
money management, including credit. This is true whether you have a lot of
money or ooly a little money. In fact. the less money vou have. the more
important it is to manage it wisely. This management includes your income,
your savings, the things you buy with cash or a check, on credit and the
things vou charge on a credit eard.”

Thus begms Take Charge of Your Life, the long-awaited audio project from
Credit Education Resources Foundation and Credit Professionals International,
By now, every member of CPI should be aware that the tapes and CDs have
been released and are on sale through the Corporate Office, advertisements and
on our web site - www.creditprofessionals.org.

When Helen B. Sawyers, CCCE, of Salem, Orcgon, donated money o the
Foundation for a consumer credit education project, no one had any idea what a
challenging, time-consuming and ultimately fulfilling project it would he

The planning stage of the project was extensive. We wanted to do the most we
could with this donation and there were a lot of choices and decisions 1o make.
What did we want to accomplish? Who was our audience? What form should it
take - a book, 2 workbook; 2 vidso or audiotape? Whal would our focus be?




Once we had made these decisions, fhrough a series of me2ungs. research and

discussions, we started compiling the maerials. Once agaim, the members of
Credit Professionals International stepped forward and faced the task admirably.
In fact, we teceved so much material that it would not fit on one audwtape. We

reevaluated the topies 1o he covered, cut a few out expanded some athers and

came up with a final cutline.

We hope that the tapes and CDs will be successful enough to finance a second
tape using some of the exceptional material that we couldn't use this ime. We
would like to thank all the authors - they worked hard and created excellent
materials, The ones who authored the material we used are listed with the
description of the tape. The others, who reacted so gracefully to the news that
we were unable to use their chapters wete: Mary Lou Addy, CCCEMPCE. Mary
1o Mularz, COCEMPCE, Brenda Nunez, PCE and Sharon DeShazer.
CCCEMPCE. '

The materials to be used were put o script formw edited and reedited, and we
ended up with seven secnons for our [Apes:

Section 1. Introduction and Getting Started - An inroduction to credit anil
what is needed 1o ahtain credit. Authors: Helen B Sawyers, CCCE, Salem, OF,
former owner of two credit bureaus; Brad Barber. Bresident, Members First
Credit Union, Brigham City. LT, Esther Worthington, Praject Manager, St
Louis, MO,

Section 2. How Credit Works - An explanation ol the credit process, credit
scoring. and other factors related to how credit decisions are made, dutors:
Carol Neal, CCBE. Senior Quality Assurance Analvst, Equifax, Atlanta. GA;
Arad Barber, Presdent, Members First Credit Union, Brigham City, LT

Section 3. Credit and Credit Cards - Finding the best deal, the cost of credit,

4nd derermining how much credit vou need. Authors: Nong Ellzey. MPCE,

f resident, Deposit Guaranty Bank. Jackson, MS- Brad Barber.
weident. Members First Credit Unian, Brigham Cioe UT

Section 4. You and Your Credit Record - Why your credit record 15 impartant,
what affects your credit record. what to do if you have credil problems. Authars!
Helen B. Sawyers, CCCE, Salem, UT; former wner of ma credit bureaus; Brd
Barber, President, Members First Credir Union, Brigham City, UT

Spetion 5. You and Your Money. Part 1 - Sources of money. banking

{ checking, saving, deposils, withdrawals, ATMg, debn cards). Aurhors: Moo
Eilfzey, MPCE, former Vice President, Deposit Guaranty Bank. ackson, M5,
Mrtha Philip, COCE, Vies Presidens, Bank of Manesoen, L Ruth Zardezed,
CrLE, Vige Prestdent, COSD Federal Credi Union, Elmira, N}

Section 6. You and Your Money. Part 2 - Managing vour moeney, budgeling.
Suther: Exther Worthingion, Project Manoger. 51 Louiy, MO with fnformati
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from the Extension Department of the Umiversity of Missaurt and the Mationa!
Finaneial Servces Corporation

Section 7. Protection Against Fraud - How o protect your identity. vour bank
accounts and your credir cards. What to doaf you're a victim. dwthor Elouise
Goodum, Assistant Vice President, Corporate Security fovestigator, Bank af
America, St Lowuis, MO.

The scripts were ready,..now it was time to do the recording. Once agam, the
talents of CPl members came o the rescue. Temy Rowe, CCCE, a Past
International President and professional speaker, donated her time to come to 5t
Louis and be one of the voices on the tape. For the other voice. we hired a local
professional, Gene Farsons. Smce this was our first experience with such a
project, we relied heavily on the advance of the recording studio, Smuth Lee
Productions. They told us to count on at least one hour of recording time for
every halfhour of material. [ue to the professionalism ol Terry and Gene, we
were able 1o finish the recordmg well under the scheduled time.

1t was done! The recording was being duphcated. the tape and CT) covers were
beng prnted and we waited anxiously for the fimshed product 1o be delivered in
time for conference.

That's Phase [,

Helen's goal — the reason why she made this donation — i5 (o use the resources
of the foundation o strengthen, enhance, and bring recognition to Credit
Professionals International,

Phase | was the creation of 2 product that could be used by CPI members, The
markenng of this product, by internztional and local associations, will provide a
service for consumers and recogniton for CPL

Phase [1 involves raming CPI members in marketing procedures: marketing the
product and, more sigmficanly, markeung CPl. The product 1s = tool we can
use to strengthen our association,

The development of a {ramning plan was aking place at the same time we were
working on Phase I The plan is te, over time, tram as many members as are
willing to participate: The first session involved training a-core of CPl members
who wall then use their skills 1o ramm other members,

The raimng got underway 1 July 2000 2t the International Confersnce m July.
Twenty-five CPI members were invited to come to ¢onference early and take
part in a mnmg session - part of the marketing and distribution phase of the
project. Fiiteen were able fo attend. These 13 will be active in their districts and

'
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states training other members who will then ke the wraining back to- the
members in their local associatons.

Ruth Zardezed, CCUE, Past International President graciously agreed to help
with the training. She developed the materials and plan for the training that ook
place at conference.

These fifieen members spent fwo days in an intensive, culightening ses5i0m on
marketing the audio project. These members, with Ruth's guidance, developed
presentations which each of you will have the chance to participate in at your
state and district conferences.

This smiall but dedicated group of people will be spreading the word about Toke
Charge of Your Life and how you can make a difference in your community and
vour local association by shanng this product with people in your area.

Ldeas for discussion

1. How could you use the audiotapes and CDs for credu education 1 your
area?’

7. How could you use them to promote your local association?

3 A news release about the audiotapes and CD's is available from the
corporate office, The release can be used with newspapets, radio and TV
stations.

s Who in vour lpcal association can get copies 10 the media n your areal
= How can vour local association take advantage of this oppartunily for
publicity”

About the author

Mary Nebeker ix President of the Credit Education Resources Foundation. She
s @ Past International President of Credit Professionals Iniernational
(1942/03), Mary lives in Brigham City, Utah and is emploved by Home Loan
Carparation in Bountiful, Utah. Mary is.a member of Brigham Ciry CPL

For information on ordering
Take Charge of Your Life,
see page 22.




Manual, Exams, Cards

1. Manuals are the basis for the educational programs for the local
associations. Each local CPI 1s expected to have regular meetings
which include educational programming. You may use the manual
articles, monographs and other materials from the corporate office
that you feel are most appropriate for your CP1 lucal.

2. Manuals snd membership cards are mailed to each member when
dues for the current year are paid.

3. Although the Lest is not required, many associations sull use the test
as an educational tool. One copy of the examination questions and @n
answer guide will be sent to each local association upon reguest.

4. Examinations are given and corrected locally. Examinations must not
be given a second time, unless members did not take 1t at a regular
meeting. A score of 80% 1s passing.

5. Education cards are available (upon request) from the corporate
office.

6. Some local associations award the education cards at the Annual
Rosses Dinner or Breakfast. Others send them to the member's
emnployer, sometimes for information purposes, or the employer may
wan to present the card to the member. However 1t 15 done. 1t should
be significant, for this is the core of the CP1 objective: supcessful
accomplishmenl of the educational program. In addition, it 1s visible
evidence thal the members are interested in personzl and career
development.

If vou have any questions, please contact the corporate office. The
office hours are 830 am. — 4:30 pm. (eenwal ume), Monday
through Thursday.

Credit Professionals International
525.B N. Laclede Station Road
91, Lowms, MO 63119:
Phone: 314/961-0031, Fax: 314/961-0040,
Email: creditprogicreditprofessionals,org




Credit Professionals International
Materials & Supplies

The following matenals and supplies are available through Credit
Professionals Intermational. Additional malerials are available through
the CPI Jewelry & Matenals Catalog. Quantity discounts are available on
some iterns, There may he shipping or handling charges for some items.

r Credit Education Malerials

Take Charge of Your Life Tape $11.00  CD $15.00
An audio guide 1o king charge of your financial life.
Written for the general public by members of Credit
Professionals International. 73 minutes. Price includes
shipping.
Brochures!
Cruide to Sound Credit 25¢ cach 10/52.24)
What is Credit? 25¢ each 10/52.20
Bankruptcy - A Ten Year Mistake  15¢ cach 10/51.00
Bankruptcy is NOT the Answer 15¢ each 10/$1.60

CP1 Accessories

CPl Tee shirt Medium, Large, XLarge $9.50 KXL $10.75
Royal blue with CPI loge in white
CPI Sweatshirt Medium, Large, XLarge 81250 XXL §14.50
White with CP1 logo 1n royal blue
Magnetic Meno Pad £1.30 each
Logo Pen $3.00 each
Loga Pencil $1.15 each
Pen & Pencil Set $13.50 each
Perfect for speaker mfis
Credit Card Case $6.00 each
Black leather with CPT imprinted in gold
Letter Opener $1.75 cach
Memo Pad %1.50 each 10/53.00
15" x 8", white with black lettering, 00 sheets
Personalized Luggage Tag $1.75 each
Send two business cards with order
CFI Tote Bag $£15.00 each
|8" % 11" teal zppered bag Limited supply.
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CPl Jewelry

CPI Watches 532,00 each
Bersonalization-available; eall for details
Ladies - gold-plated casing. black strap
Umisex - Black & chrome casing, black strap
Men's - black casing. black srap

Membership Pin 516.50 each

Membership Charm 51475 each

Career Club Pin 521.65

Past President Pin {local) 331,75
Trangle pin with by

Pasr President Pin {stute) 53175
Triangle pin with sapphire

Past President Pin (district) $86.00

Trizngle pin with diamond
Credit Professional of the Year (local) 324,75

M ership Supplics

Brochures:
Membership Brochure 25¢ each T1/82.20)
When You Join CPI 20¢ each /51,80
CPI Handbook $2.00 cach
The Ayves and Noes of Mectings 54.00 each
Local 4ssociation Officer's Manual $5.50 each
Certificates -
Award 51,50 each 5/$5.00
Recognition §1.50 each 3/%5.00
Gueast Speaker 51.530 each 5/85.00
Membership 51.50 each 5/%5.00
Appreciation §1.50 each 5/%5.00
Jewelr: & Materials Catalog F1.00 gach
Fideo Catalog no charge
("PI Note cards 50¢ each 10/83.50

To order materials and supplies, contact
Credit Professionals International
525-B M. Laclede Sumtion Road
St Lowis, MO 63119
Phone: 214:@61-003 1 Fax: 214/M901-0040
Ematl: crediproie creditprofessionals.ora
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Who's certified?
WE ARE!!

Join the team of professionals
who have been certified through
Credit Professionals International

Each year, more and more Credit Professionals
are discovering the advantages of professional
certification. For information on how you can
achieve certification, contact the CPl| Corporate
Office.
525-B N. Laclede Station Road
St. Louis, MO 63119,

Phone 314/961-0031. Fax 314/961-0040.
E-mail creditpro@ creditprofessionals.org



Credit Professionals International
525-B N. Laclede Station Road
St. Louis, MO 63119
Phone: 314/961-0031
Fax: 314/961-0040
Email: creditpro@creditprofessionals.org
www_creditprofessionals.org




