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We are the first group on earth that know what they are talking
about. All right, sail in. The world's ours. Own it.
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Assn. Seccs,
: wne gewd oot Dissemination Program,
Some months =go & Taruis Scientologiet widte me and asked me to

appoint a committee in 'Work out the perfeet dissemination program using
all the tremendous techaiczl information we had in Scientology as a basis',
Although I did not arpoint the committee the matter stayed in mind and here
a few wecks later I pulled it out of the 'bull pen' and attached an answer
to it. , ‘ '

_ The oconditions of a perfect dissemination programe would be, of
course, naximum dissemination with minimum effort. This adds up to .an
instentancous postulate which soars around the world without even using
space. Now I may be fairish at postulating but - at the moment, due to
state cf case no doubt, I am not quite up to doing this. Thercfore as far
as we arc soncerneld at the moment we have to hgve some mest in the 1ine.

"he perfect dlissemination program would do the following:

Muze It would use existing comm lines within the society as these
are alre: iy groovei in and our time would not then be spent trying W make
channels Lut would Lo spoent in simply using them.

Twe: It would not be costly as in advertising but would in feact
dtself mzke money nt finaonce its own way.

Three: It wouvld carry an casily assimilable message.

Four: It woulc dircet ‘attention to immediately useable facilities.

Five: It would not challenge any existing powerful group, but
would further the ends of the most grooved comm lines in the society so as
to forward them as well as ours.

Six: It would run iteelf and keep going after being given a push,
and its impetus would not depend on thoroughly new creation at every
moment but could become a pattern to be continuously created. Thereby we
would not all be getting out of pace for it hgs been observed that we pro-
gress as far as we standardize.

These and other conditions would give us a nearly perfeot
dissemination system. Naturally it would have to be able to work in any
kind of an area for any kind of an activity and not depend upon specialized
areas found seldom in ths society, o

- Well, you evidently still necd me around because I up and thunk up
a 'perfect dissemination program' that matches all the above conditions.
It will get Franchise Holders out of any dissemination difficulties they're
in if they just hold on and do it. It will perk up even Central Orgs if
they need it, and for it ean be written a series of pamphlcts and books
which have a chanec of remaining constant for a long time to come - thus
they can be printed in quantity and distributed widely and easily.

. Naturally I am the first victim of it because I will now have to
get to work and write up a whole new series of things from beginning to
end and dream up and test a lot of technology and pass it on. But we're
not stalled until the picture is perfeet, and anybody can tear into this
even without literature and fly by the seat of his or her pants until we
can get the manuals and complete know-how worked out.

E Well, that's ecnough salestalk, What, youts grinding your teeth to
know, is the PERFECT disseuination program. Aha - I've got a surprise for
you. You'll agree at once that it is.

One: The most grooved comm line in western cociecty is Selling.

To this is devoted the time and talont of some of the most accomplished
men in the society. Signposts, sandwich men, broadsides, billboards,
newspapers, radio advertising, TV advertising, skywriting and now implanta-
tion are all devoted to selling. But the final landing of orders is done
by the SALESMAN,

Two: Salesnen are always faced with the problems of reaching the
other fellow's mind in order to make him buy something and are fas%inated
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by any idea or know-how that accomplishes this for them. Salesmen have
paid out billions to get trained, informed, genned and groomed about
s¢lling. And while we were teaching them they would be paying us and
would be buying a good package. :

Three: We can train the salesman to communicate to the buyer
in such a way ag to make the buyer want something and buy it. But we
can give the salesman our message to use not as idle chatter but really:
as something helpful to him with the client, and that is thc fact that
hope exists for people with difficulties and that hope is spelled
Scientology. And the "slightly more complex message would be that
communication solves anything. : e ,

Four: This program would dircet first the salesman's attention
and then his clients' attention to PE courses as & reasonable mecans of
handling life better. :

Five: The groups -in the western world that hold most of the
strings even in a socialistic society are the produccrs of goods, and
these want these goods distributed. Anything that £ rwards this action
is on the side of the most powerful groups and Scicntology 1is then not
opposed to them. In 'a supersocialism the problem drops 2 degree: Their
problem is getting people %o produce.and in this activity, they =mploy =z
great many péople and it would bo these people we would Hivé to be
working with in a totally socialistic state but that's not yet..

- . 8ix: As any and all ‘technology useable in selling is 'way back
when'! in Scientology there 'Ign't much necd to go out on a big rescarch
program to get the gen. Welve got the gen for this projeet.’

‘ Well, that's the rafionale of the main points. Of course there
are many other pdints in its favor. You can think of dozens. One of
these is that thce salesmon, sclling all the time, is a good target for
any salestalk - sce Overt Act - Motivator Sequence. Therefore our sales-
talk can be .outrageously strong a2nd will appeal. Another point is that
the most reeent patron saint of salesmen is recently dead - the late -
Dzle Carnegie had almost his total appeal to salemen and wds quite
successful, but since his demise his organisation has been going downhill
rapidly. With all due respect to e lurge figure in the 20th century,
his technology was an appeal to the 1.1 and frmiled on the cornerstone of
reality. Salesmen bought it but found it was far from 2 good answer to
gelling. Therufore they will be ready broadly for a ncw school of
thought. : : -

- A salesman sesmore people in = day than other people sec in o
month. Therefore he is himself an excellent comm particle, And he
always needs something to tolk about. And we have alrcady & wonderful
record in selling gains where salcinen are concéerned. We have some
examples of men who after studying Seientology, continiing in their
saleswork, made ten to fifty times the number of sales &s a result.
Where a business firm is eonservative and will buy only something to
increase production, its salesmen are frce agents in getting training
and should be appeaiad to as such. ’ D

Probebly the nost rapid gain financially that any individual
eould make from getting trained or processed would be the salesman, as
he works on commission and his ability to reach would be instantly
reflected in his income. Therefore he is as an individual a good
investment., & : ? D ‘

The basic liability of this program 18 the critical attitude of
salesmen toward a poor presgntation and anything not dressed up as a :
course would find them snorty. But we have an answer . to that. When
they criticise¢ presentation of & PE course we would use thet criticism
to enlist their assistance. 'But that's why we need your help' should
be the innocent recjoinder. ' : ' - B -

. Pirst and foremost. the step which should be taken by you now is
to discover what publication carries the most ads for salesyen and what
publications, ncwspapegrs or magazines in your arca are .read by salesmen
or are¢ printed for galesmen. Into such should he inserted an adverfg
more or less as follows:- - D ‘ ‘ '

Want to Make Millions in Selling?
Want to Make Poople Really
WANT . .
: Your Product? (
Learn Humen Coumunication Scerets
at the
Personal Efficiency Foundation

(address) /That done
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. ..That done, you'll have time to get rrrooved in for the responses
(as per the programming bulletin).

The course should be revised for all, not just salcsmen, along
the following lines: A4 frec combination of PE and Comm Course wherein
there is lecture and there are drills. A paid Comm course using the
basic TRs of thc Comm Course. A repeat of the Comm Course again with a
little upper indoc or just plain Comm Course again. A Co-Audit using
"From where could you communicatc to a ....? (body part) =s per dropping
meter on assessment. Before the student has a chance to get bored with
the Co-Audit, another Comm CGoursc. More Co-Audit until bodies are down
to the clear reading stably. And then and only then an HAS Certificate.
All fees naid by the weer, all fees high enough ¢ command respect.

The Lﬁuql piasicn would be to teach the salesman to confront and
communicatic to bodies. The total lecture gen to be centred around ?he
ARC triangle. The 7exts to be Problems of Work and Science oi Survival,
Examinaticn on tex's to be given. In later bulletins I'll give you a lot
more gen orn this. The point is here, if you agree with this, jump in -
perhaps not to the extent of committing all working channels to this one
channel, but to the point of testing it out and sunding me the results,

If this becomes in fact the perfect disscmination program then
we've got it made and .ade again., PFor with this basic communication
network working in the society we will hove something to build upon
toward higher :rcals and a better world, »
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The Orzanisation of @ P.E. Foundatlon

Even though we haven't the time, pcrsornpl or mest to do in
many places a full Aress PE Foundation, I think it would help if I des-
aribed a minimum full dress PE.

A PE Foundation is itself but it 1s also in a Central Org. one
of the six departments. In either case, whether done as an HAS Co-Audit
Franchise or as a Central Org. Department, it has the same staff and
routine, handles the same factors and confronts the same problems.

A PE Poundation is a programmed <rill calculated to introduce
people to Scientology and te bring their cascs up.to a high level of
reality both on Scientology and on 1lifw. This is best accomplished not
by giving then samples and bits and trying to lead them into auditing
but hy giving them gen and serious results as heavily and rapidly as
possiblec. L PE Poundation in its attitude goes for broke on the newcon-
ers, builds up their interest with lectures and knockb their cases apart
with comm course and upper indoc.

There are basically three divisions to =z PE Foundatlon, the first
of these is the free course; it is the purpose of this course to:

Inform and interest by showing the¢ people that this applies to them and
is a duplicate of their own actions and thinkingness.- Only then does
Scientology communic.te. Dor't overwhelm - penetrate. Show them that
this is how they think, not how we think they think. Bec factually
explicit about it, talk with certainty and not with apologies.

A PE course curriculum should now consist of a mixture of drills
and lectures. The first evening lecture should talk about definitions of
~in life as found in 301cntology The dynamic principle of existence, the
eight dynanics, 2 preview of the next evening's lecture should be given
‘and this lecture should consist of a'very rapid survey of comm course
TRs Zero and One and shoulid sail in the second hour into the ARC triangle,
and 211 data for the rest of the week used in lectures should- consist of
ARC triangle data taking up the whole subject and one corner at a time.
The remainder of the week previews TRs Two ~nd Three, and sa2ys how the
TRs are used in life znd how people can't do them. The last leeture's
last part sells the HAS Comm Course.

The second week and the third are spent in comm course with ‘basic
TRs e¢ncouraging not criticising The coash says fine whan he thinks its
fine and otherwise kcups his mouth shut. This is muzzlcd coaching. The

student
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