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A Message from your Chairman

John Neilson

Hello Each and Every Member.

It has been said that you have to give to receive. How many of you actually
take time away from your own business and work for charity in your area? It
does bring its own rewards including new business eventually.

My own association is ‘The Luton and District Driving Schools Association’
and | have been working with their members ever since it began six years
ago. Each year the local driving instructors put on an event or two and give all
the money received to charity. Once again this year we participated in ‘The
Luton Festival of Transport’ where children as young as six years old could
actually get behind the wheel of driving school cars and drive themselves
around an off-road circuit having a great time steering between road cones.
(Obviously the driving instructor was in the car too.)

The look on their faces was wonderful and the Mums and Dads were so
appreciative of the work we do that they wanted to know more about driving
themselves. Each instructor that took part displayed their name and phone
number on the cars and that was all good free advertising. It was so
successful that this year we were invited to one of the villages to do the same
at a local ‘Donkey Derby’ event. The customers were queuing half way across
the field patiently waiting to drive real cars.

Now if think about that for a moment, it is road safety training with a fun
appeal. Take into consideration the parents were asking for a few things too.
That's just what will happen with driver training as we see local authorities
breaking into the fifteen, sixteen and the seventeen year old market. Get in
there first and make yourself known and you will pick up some additional paid
work.

The markets will move on and change is inevitable. ADIs can no longer afford
to stand still. It's either bend with the breeze of change, or you could end up
without sufficient work to keep you and your family in the life style you would
like.



So with that in mind the ADINJC is working very hard to bring you new
opportunities and there will be a major announcement at the annual
conference on 4™ October. You will need to contact Clive Snook on 01747
855091 if you have not yet booked your place, because we are rapidly
approaching sell out. We have less than sixty tickets left so do not miss out.
Come and hear how you can move into new business areas using your talents
and skills.

As | wind up my monthly message, let me say an enormous thank you to the
hard pressed Governing Committee. Without exception they all work tirelessly
for our members and the industry for no pay at all. They do many thankless
tasks and put in massive amounts of their time. It would be completely
unrealistic if we never had points worthy of great discussion and this team has
the wealth of experience to look at things from outside the box. | salute each
and every one of you and especially the unwavering support of our illustrious
President Mr. Neil Peek.

Neil has worked his socks off to help drag the industry and the ADINJC
kicking and screaming into the twenty first century. | am sure there must have
been times when he felt what was the point?

For me as your elected Chairman many times | would have like to have taken
the soft option of a much quieter life and handed over the reins to someone
else. Without the contribution of the Governing Committee and people like
Neil with such dedication and commitment, then this industry would be far
worse off. Thanks Neil you are a real trooper, keep up the good work.

Until next time.
John Neilson
Chairman ADINJC.

SmartDriving Joins NJC

John Farlam is bringing SmartDriving on board. We met him recently in
London on the coaching course and have been in contact ever since on
this subject. He did say in London how much he thought we had improved the
ADINJC and would recommend ADIs to join.

He is currently writing for our newsletter and will be helping us help you.



European Charter for Road
Safety

This message came from John Farlam at SmartDriving who thought that you
might be interested in The Road Safety Charted and UK support for the
Charter.

You can download a press release from:

http://www.smartdriving.co.uk/Charter UK.pdf and get more information from:
http://www.erscharter.eu/

More recent road safety information:

Transcript of Road safety web chat... Paul Clark, Parliamentary Under
Secretary of State for Transport, and Edmund King, President of the
Automobile Association, spent over an hour answering questions on the
proposals in the road safety consultation document.

Latest news from the DSA

People who passed a car driving test before 1997 and want to supervise
learners in some other categories of vehicle have until April 2010 to get the
necessary new qualification.

Details at: http://www.dsa.gov.uk/PressRelease.asp?id=SXB4E6-A78320B1

Information supplied by John Farlam.






Question of Practise...

| get a lot of requests asking for guidance on
the use of question and answer technique
(Q&A) and its use during lessons.

A common theme amongst those requesting
info is a feeling that Q&A is something that is
difficult for instructors to learn.

This view is not helped by the over-insistence

on the use of Q&A in Phase-Two of ADI Part-

Three by some instructor trainers and made

even worse by the ‘lists’ of questions that are
often provided to cover every eventuality... Trying to learn lists of questions
(or anything else!) often results in anxiety which in turn leads many
inst5ructors to worry about Q&A!

In reality the ‘questioning language pattern’ is one of the first aspects of
language we learn when we start putting sentences together as toddlers —
anyone with children will confirm that the little darlings can drive you to
distraction with ‘Why not?’, ‘When?, ‘Are we there yet?’ and a range of other
questions. The reason that the evolution of language has led us to start using
questions early is because questions are at the root of all learning.

We learn by:

Asking questions of ourselves...  This is probably the most powerful form of
guestioning and leads to great discoveries. If no one had ever asked
themselves the question ‘could | build my own cave?’ we’'d still be living
underground (my apologies to any readers who still live in caves). How often
have the questions you have asked of yourself lead to significant changes in
your life?

Asking questions of others:  “Are we there yet?” The crazy thing here is,
many adults don’'t ask enough — it's almost as if we are embarrassed about
our lack of knowledge or understanding. Well I've got news for you, if you
lived a million lifetimes and asked every question in the universe there would
still be things that you did not know! If you want to learn you need to do three
things — Ask, Listen, and evaluate (always trusting the answers is as bad as



never asking a question!). Have you really experienced the true power of Q&A
yet?

Being asked questions: When we are asked questions all kinds of things
happen in our heads and all manner of feelings are evoked (depending on the
guestion). This is good news; it means that our brains are working. The best
questions in terms of learning are those which require the listener to make
new connections. How do you feel when you start to discover new things for
yourself?

Asking ‘spiritual’ questions: personally, | don't differentiate between this
and asking questions of ourselves, but for many people there is an important
distinction. These are the questions that are directed to God or to some
greater power of fate or nature. Perhaps these questions demonstrate just
how powerful Q&Q can be — in that they shape the lives of individuals,
communities and even nations.

Asking questions does not constitute Q&A Technique.

Coming back to the question lists that are sometimes supplied to help people
learn about Q&A — learning lists of questions is a bit like learning prose or
poetry. You might be able to give a reasonable recital but you will not become
a poet or an author. This means that lists of questions are of little use when
wishing to improve your skill as a questioner.

The word ‘technique’ suggests that the process requires a little more than a
simple question. Questions are often of most use when they are asked as part
of a sequence used to determine or develop knowledge or skill.

A simple driving question might be: "What is the speed limit on this road". This
simple closed question is great for checking knowledge but does little to check
(or deepen) understanding and/or raise awareness of speed issues. But this
question can be a good starting point for discussion.

It's often suggested that we should avoid the use of closed questions but | feel
that this advice is a little misplaced. Generally, closed questions are not much
use as an end in themselves (unless your aim is simply a ‘knowledge check’)
but they can be an excellent start to an open question sequence because they
switch the listener into a ‘questions frame’ without pressure (because they are
usually easy to answer). The real learning, however, takes place with the
questions that follow.



The development of the “What is the speed limit on this road?" question would
require the questioner to listen carefully to the answer and then the use of
supplementary questions; perhaps as in the following examples:

"And how can you tell that the speed limit is in force?" ... "So is it safe to drive
up to the limit here?" ... "What is it important to consider when determining a
safe speed?" ... “Who benefits from the 30 limit?”... “Is it socially acceptable
to break the 30 limit?”... “Is it ‘cool’ to drive at 30 or below?” And so on (the
number of potential questions is only limited by the number of different people
you ask).

No wrong answers!

Finally, many instructors tell me that their
pupils won’'t answer their questions... “It's no
use trying to use Q&A with some pupils
because they just sit there with a blank stare.”

With this in mind it's important to recognise

that some questions are more useful than

others. When you ask a relevant, useful

guestion, your pupils will give you an
appropriate and correct answer.

The practice of asking useful questions takes practise (you might probably
have to ask lots of less than useful questions in the process; with this in mind
I'm very much a learner as far as Q&A goes!). If you are not getting the
answers you want, or any answers at all, change the question; often, this
simply means making the question more specific and thus easier to answer.

Most people, especially adults, are motivated by success.

I'll repeat that bit because it is very important. Most people, especially adults,
are motivated by success.

The more successes you can provide the better and quicker your pupils will
learn. Treat ‘wrong’ answers as learning opportunities — after all, it's your job
to help your pupils to succeed. Avoid judgmental criticism in response to your
pupil’'s answers. People don't fail to perform on purpose. Your job is to provide
useful feedback to enable future improvement.
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Respect all of your pupil’s answers... Even if they are not the answers you
want or expect. If pupils feel that they are giving wrong answers, they are
likely to stop answering questions altogether — when this happens it breaks
the communication process and makes your job more difficult. Use your
pupil’'s answer as the basis for another question — this will help to direct their
thinking.

Consider this statement. ‘There are no wrong answers and no wrong
questions. It's just that some questions and answers are more useful than
others’. Whether the answer is ‘right’ or ‘wrong’ is irrelevant; it's the way that
YOU respond that will determine your success with the pupil.

All questions and all answers can be a starting point for success.

Next time John will be considering what part elephants have to play in driver

training. In the meantime, if you enjoy John’s stuff, take a look at the
members’ area at www.smartdriving.co.uk.

Observing Driving Tests

Some of you may be interested in the following online petition.

http://petitions.number10.gov.uk/observer-driver/

Sign it if you wish.

Thanks to South Staffs Association
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Some of the Articles we Have
Sent Out via Email this Month?

DSA Courses for credit crunch Caravanners
Learn to Live Campaign Please Sign Up
Operational notices from DSA

How to survive a recession Seminar

DSA Consultation on lorry and trailer testing

Reduce your Prices at your Peril

You might have already felt under pressure to reduce your prices during the
current climate of both financial instability and a record number of potential
new instructors lining up to compete for business. | have an important
message for you, for your own sake and your future livelihood, please...

Don't drop your 1€SSON rate.

Dealing with a shortage of business by reducing prices can be a very
dangerous strategy for at least two reasons.

B Lower prices reduce your profit per lesson.
B Reducing prices sends a message of desperation to customers and
potential customers.

When people pay an average or below average price for goods and services
they expect an average or below average service. Despite all you hear in the
news, 90% of people are still in work and earning at the same rate - the
difference is, they are more careful about how they spend their money and are
looking for the best possible value, not necessarily the lowest lesson rate (low
priced lessons often offer the worst value to the customer).
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With summer almost over it is the time to consider your next price
increase, not decrease! Regardless of where you operate, there will always
be someone who will buy at a premium price and who will be put off by lower
prices — and there are enough of these people in your area to fill your diary!

In addition to increasing your lesson fees you shou Ild make it a priority
to do two things:

1. Ensure that your tuition and service are above a  verage.
2. Make it a deliberate intention to learn how to b  ecome expert in
marketing your business.

Price Increase Strategy

If you've been around driver training for more than a couple of years you will
know that business starts to pick up around the end of February and on
through the Spring — this means that if you are thinking of a price increase
April or May is an ideal time.

| want to share a simple strategy that you can empl oy each time you
increase your fees. But first you need to consider what your service is
worth...

| remember, many years ago, getting an enquiry from someone who had been
recommended by a friend. When she mentioned her friend’s name | couldn't
remember teaching her - the hesitancy must have come across in my voice
because my new pupil immediately explained ...

"My friend didn't actually take driving lessons with you, she had her lessons
with Mr X, but she said that if she'd had a little more money she'd have come
to you!"

A strange recommendation, but it tells you something about people’s
perception; your prices tell your customers how much you value yourself, your
product and your service. This message is so important that it's worth
repeating...

Your prices tell your customers how much you value yourself, your
product and your service!
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One of the biggest mistakes in all businesses, and especially in our business,
is setting prices too low and trying to compete on price alone. There will
always be someone who will buy at a premium price and who will be put off by
lower prices — and there are enough of these people in your area to fill your
diary! That is, there will be enough if you have the confidence to charge what
you are worth, and the skills to sell yourself — then you will get the price you
want.

But beware - to charge higher prices you must be confident about your service
and feel that you are worth the price you charge.

So this is how you put up your prices ...

Decide what you are worth - and consider why you think you are worth it ... It
stands to reason that if your pass rate is only 40%, and you occasionally lose
customers you need to improve your service before you can consider
charging top rates.

Set a price - | normally recommend that your increase should not be more
than £2 per hour, regardless of your current rates. If you feel you need to
increase by more than £2 an hour set a date for a second increase later in the
year.

Determine the date for the increase - thisisthei  mportant bit!

The date should be about 12 weeks away. There are a couple of reasons why
this is important.

The first reason is that most of your customers will feel that 12 weeks is so far
away they will have passed (the test) and gone by that time. The reality might
be somewhat different, however, having had 12 weeks to get used to the idea
of increased prices they will be comfortable with the new price when it comes
around.

The second reason is your own confidence. It's important when you are
selling, especially when selling on the telephone, to be positive about your
service and your price - people like to be ‘sold to’ by someone who sounds
confident.

12 weeks will give you ample time to get used to your new price - in fact, my
experience is that many instructors who have used this strategy wished they
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had set the timescale at six weeks because by then they have convinced
themselves of their ‘new’ worth (leave it at 12 weeks!). Taking time to get used
to your new price in this way will help you sell lessons positively

Give a leaflet to your pupils NOW with details of y ~ our new prices and put
a clearly posted message in your car - stick it on the nearside door so
that your pupils will see it every time they turn a round and look at you.

SmartDriving Members get a weekly e-mail with comprehensive training and
marketing tips (new improved version was launched in January 2009) . In
addition the Member's area is packed with information relating to:

Selling

Marketing

Training

Check-Test

ADI Training (for trainers)

ADI Training (for students

Free handouts

Free Records

Free online listing

Personal CPD (online research/study counts towards DSA CPD -
SmartDriving explains how to log your achievements)

John Farlam
www.smartdriving.co.uk
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News from Brake

Child Safety Week drive to
stop children dying on Bradford’s roads

Rebecca Exley from Communityworks Children’s Centre, Bradford, is teaming
up with road safety charity Brake to stop the appalling number of deaths and
injuries of children on Bradford’s roads. The event organised by Rebecca was
one of a number happening across the country as part of Child Safety Week
(22nd-28th June 2009).

Rebecca, who has been trained by the Brake and Balfour Beatty Utility
Solutions Road Safety Academy , will be giving a presentation about child
road safety issues to parents at Community works Children’s Centre.

Rebecca will be helping parents to understand the vital importance of using
correctly fitted child seats in cars until children are 1.5 metres tall, driving
slowly in communities, holding hands when out and about on foot with
children, and only allowing children to cycle where it is safe to do so. Doing
these simple things saves lives. A child is killed or seriously injured every

21 minutes on UK roads, many on foot and bikes in t heir own
communities. ™

Rebecca says that she volunteered to deliver road safety education to parents
because “It's important for parents to realise they are their child’s main role
model. By showing their children where to cross the road safely and wearing
their seat belts in the car they are leading by example.

“I find it enormously satisfying to work alongside Brake and make a difference
to the safety of children in my community. | urge others to get involved in the
Road Safety Academy too.”

The Road Safety Academy is a community education project that trains
volunteers to spread road safety education in their local community and help
save lives. The Road Safety Academy is co-ordinated by Brake and funded by
commercial sponsors.
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Mary Williams OBE, chief executive of Brake, says: “Deaths and injuries of
children on roads devastate families and communities. Yet many people think
it won't happen to them, and sadly even some parents take risks with their
own children’s safety by not holding their hands, or not using a correctly fitted
child seat that is right for the child’s height and weight, or driving too fast. This
vital project can help raise understanding of the importance of road safety to
us all and hopefully help save lives.”

To find out more about getting involved and helping to save lives call the Road
Safety Academy team at Brake on 01484 559909, emalil
academy@brake.org.uk

Learn-2-Live Motorway Safety
Campaign

We would like to tell you about Learn-2-Live’s petition on the Downing Street
web site. Last year | tried to raise this petition but it was blocked for various
reasons beyond my control.

Some of you have already signed this petition and Anne Ravenhill the
campaign coordinator wishes to thank you most sincerely for doing so.

For this petition to be taken seriously it has to have at least 500 signatures so
we are asking you to support this campaign by signing up.

The petition reads as follows:-

We the undersigned petition the Prime Minister to make it mandatory for all
NEWLY QUALIFIED drivers to have to undergo SOME FORM of motorway
tuition with a professional Driving Instructor.

It can be found by following this link:-

http://petitions.number10.gov.uk/Learn-2-live/

Please sign this to support this yourselves and pass it on to any of your
friends, family and anyone else you know so they can do the same.

Information sent to us by Mrs Anne Ravenhill Campaign Co-coordinator
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“ Effect of Unemployment on ADI
Recruitment ”

The DRIVER EDUCATION RESEARCH FOUNDATION draws attention to
what was once known as the “Corby Effect”. As unemployment becomes a
national problem, thousands of newly redundant workers are now facing a
challenge to gain employment urgently and on a level commensurate with

their previous earnings.

The title “Corby Effect ” was first coined in the early 1980s when British Steel
closed down its steel mills in the town of Corby in Northamptonshire. With so
many redundant workers suddenly seeking fresh avenues for employment,
thousands of them were attracted to national advertising saying how much
money they could earn as self-employed driving instructors. It was at this time
that the British School of Motoring, which was the largest instructor training
organisation in the country, changed its format from employment of their
instructional staff to “quasi-franchised status”. Their recruitment statistics shot
through the roof and their Training School virtually doubled its throughput

within weeks.

Each of the former British Steel workers had been given redundancy
packages which enabled them to pay their ADI training course and if they
qualified for a trainee driving instructors licence they could afford to charge
their eager clients less than half the price that existing instructors in the
Northamptonshire did. The result of this was that, even though fewer than
twenty-seven percent of these new trainees eventually qualified as Approved
Driving Instructors, in the six months or so whilst they were offering cheap
training, hundreds of fully qualified ADIs lost clients and faced unemployment,
except that in their cases, they had no redundancy money to collect.

Current DERF research has shown that this paradox is happening again, only

this time on a much greater and national scale. To make matters
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considerably worse, however, there is now a proliferation of national and local
ADI training providers, whose advertising makes the unemployed, really

believe that...

“No previous experience is needed; and that earnings of £30,000 per

year, plus a free car, and a guaranteed supply of ¢ lients”

...Is there for the asking.

This is now showing itself in two forms. There is a greater proliferation of
national press and television advertising, encouraging the unemployed to take
instructor training at a cost of up to £4,000 a time. No one mentions to them
that statistically over half of them will fail to pass the theory test (52%), lose
their training fees and be back on the scrap heap; that only 40% of the
surviving 48% will pass their ADI part 2 advanced driving test to qualify for a
trainee instructors’ Licence. This is needed before they can begin to earn any
money at all as trainees (without any training qualifications). Finally fewer
than 27% of those who gain trainee licences will pass this essential

Instructional test. (The current pass rate 27%).

Part 1: Theory test Part 2: Driving Test Part 3: Teaching Test
As many attempts as you wish Only 3 attempts allowed Only 3 attempts allowed
Only 52% pass 1% time Only 40% will pass 1st time Only 27% will pass 1% time
1000 begin 480 qualify 480 begin - 192 gain a training licence 192 begin - 52 pass

In practice, each year, many more than 60,000 potential instructors sign up
with various training companies and franchisors. Of those fewer than 6% will
pass first time; of the rest, those who can never pass part one are allowed to
spend as much money as they wish, fruitlessly, on wasted tests. However,

those who take parts 2 & 3 are limited to only three attempts at each.
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Quite often the full training fee for failed candidates is charged and retained by
the training company. (“Come back in two years if you wish to continue...”) is

all they are offered.

Even those who succeed in qualifying by passing all three stages of the ADI
Examinations will never earn more than £100 per day, gross. From this overall
turnover they must pay their franchise fee, and or motoring costs, plus all their
business administration costs. It is not surprisingly therefore that they often
find themselves worse off than if they had signed on the unemployment

register.

Professor Peter Russell, Director of the DERF, who was Training Director at
the BSM at the time of the first impact of the “Corby Effect ”, and later became
General Secretary of the Driving Instructors Association, is now warning the
new Secretary of State for Transport, Geoffrey Hoon, and his staff, that plans
currently being developed by the Driving Standards Agency to control the
spurious claims and poor recruitment strategies of some instructor training
firms, will be implemented too late to save the driver training industry from
being flooded with weak, newly qualified, and badly trained instructors. The
“Corby Effect” during the 1980s led to chaos in the industry: if the selection,
recruitment and training of new instructors are not changed soon, the results
will be catastrophic at the very time that the Department for Transport is

making plans to make driving tests more difficult; and roads safer as a result.

There are currently more than 43,000 driving instructors in the country and a
further 25,0007 Potential and Trainee instructors, who are supposed to be
controlled by their supervising instructors and trainers, However, it is the way
that the current regulations have been abused which has caused the Driving

Standards Agency to begin to talk about changes being needed.

Peter Russell - Director DERF
Contact at any time - DERF 02380 582480
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The idea for a DRIVER EDUCATION RESEARCH FOUNDATION (DERF) was first
broached in 1998. The intention was to develop a three-fold ‘Research-Based
Organisation’ to cater for the ever-expanding specific growing C.P.D., Research and
Library needs of the International Driver Education Industry.

The Three Aims of the DERF are :

1. to provide a structured system of self-help for those involved in
professional driver education who are studying for university degree
courses and qualifications in Road Safety Education ;

2. to develop a library of written and research mat erial of road safety
education projects, to be accessed by fellow stude nts and promulgated
to the press and other road safety outlets as neede  d; and

3. To seek commercial interest and funding for Rese arch Projects
intended to explore and develop road safety general ly, and driver
education specifically, through research and invest igation.

The Foundation was subsequently established in 2001 and was officially
launched, in March 2004 at the House of Lords by the Deputy Speaker,
Viscount Simon.

The first commercial research programme conducted by the DERF was

Research into the safety aspects of dual-controlled vehicles used
on driving tests and commercial driving lessons.

Since then other programmes have included:

“A History of Driver Education in the UK 1900-2000”
“A Practical View of Advanced Driver Education”;

“A Strategic Approach to Continuous Professional De velopment
in Driver Education”;

“Speed Cameras & Road Safety”;

“The Effectiveness of Excessive Road Signage on Dri  ver Safety”;
“A Comparison of Different Hazard Perception Traini ng and
Testing Methods, for Novice and Experienced Drivers 7,
“A Constructive Approach towards the Production of a University
Foundation degree Qualification in Driving Instruct ion”;

“The Potential for Transference of Driving Observat ion Skills to
the Requirements of Railway Engine Drivers”.
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News from the Financial Times.

Ford announced an output boost as a cautious tactical shift.

GM quits a joint US venture with Toyota

Toyota links up with Aston Martin to build a small luxury car

Porsche says no to VW'’s bid for a stake worth over €4bn

Toyota management promise a shake up to help them though

the current crises for over 60 years

Labour will not proceed with a national road user charging

scheme.

B GM invited several investors to hand to put the screws on

Magna.

Delphi car parts maker uses hedge funds to protest sales plan

F1 crisis may end after agreement has been announced

B Tanfield the electric car maker is moving toward passenger
vehicles

B VW and Porsche shares surged last month due to rumours of
them nearing a deal

B Ford, Nissan and Tesla to get $8bn for green revamp

B Nissan to spend more money on all electric vehicle production

B Peugeot could lose €2bn if governments stop scrappage
scheme.

B £25m programme to encourage UK to become the world leader
in low carbon vehicles, emissions to be cut by 80% by 2050

B GM to sell Saab to Koenig egg due to the losses Saab have

made

More information go to http://www.ft.com/home/uk

Yet Another Scam Warning!

This is something that happened to us on the way back from holiday last
week. At first | didn't think much of it until now. The reason we were a little
suspicious is we had been riding in a jeep all day with 100 degree temps and
we stopped at a truck stop for something to drink. When | was leaving, a
young girl followed me out and asked what kind of cologne | was wearing.
Well, after 7 hours in the car sweating, | don't think you could tell if | was or
was not wearing any cologne. We just got in the jeep and said no thanks.
Then it was about 3 weeks ago, | was at a service station in Birmingham
getting fuel. It was about 9:30 PM. | was approached by 2 men and 2 women
in a car. The man that was driving asked me 'What kind of perfume do you
wear?' | was a bit confused and | asked him 'Why?' He said, 'We are selling
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some name brand perfumes at cheap prices.' | told him | had no money. He
then reached out of the car and handed me paper that was laminated; it had
many perfumes on it. | looked quickly at it and gave it back. | said again that |
had no money. He said, 'That's OK, we take check, cash, or credit cards.'
Then the people in the car began to laugh. I just got in my car and said no
thanks. Then | received this e-mail yesterday and it sent chills up my spine.
Please read this; it is no joke. Here is the e-mail | was sent:

Dear Friends:

I know not all of you are women that | am sending this to, but am hoping you

will share this with your wives, daughters, mothers, sisters, etc. Our world
seems to be getting crazier by the day. Pipe bombs in mail boxes and sickos
in parking lots with perfume. Be careful. | was approached vyesterday
afternoon around 5:30 PM in the ASDA car park by two males asking what
kind of perfume | was wearing. Then they asked if I'd like to sample some
fabulous scent they were willing to sell me at very reasonable rate. | probably
would have agreed had | not received an e-mail warning of a 'Want to smell
this neat perfume?' scam. The men continued to stand between parked cars, |
guess to wait for someone else to hit on. | stopped a lady going towards them,
pointing at them, and told her about how | was sent an e-mail at work about
someone walking up to you at the malls or in car parks and asking you to
SNIFF PERFUME that they are selling at a cheap price or at least compare to
which one you like best. THIS IS NOT PERFUME...IT IS ETHER! When you
sniff it, you'll pass out. They'll take your wallet, your valuables and heaven
knows what else. If it were not for this e-mail, | probably would have sniffed
the ‘perfume’, but thanks to the generosity of an e-mailing friend, |1 was spared
whatever might have happened to me. | wanted to do the same for you.
YOUR FRIENDS, FAMILY, CO-WORKERS, whomever. It helped me. The
first thing that popped into my head was this e-mail warning

**please remember these scams may not be true and are only put into the
newsletter as a talking point and to raise awareness that they may well be
false.

Read on for our member’s response to the scams...
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Responses from our Members

Hi Kathy

| have worked with ether it is highly volatile and would evaporate very quickly
unless it is put on a cloth and held over your face like chloroform it is very
unlikely to have any effect on you.

In fact school teachers used to put it on your skin to show you how cold it felt
as it evaporated off - Joan Cupit — Insight 2 Drive

From last month’s Scam and thanks so much
for your comments...

In 5 minutes | found out that it was a hoax, that the virus in the form described
does not exist. This IS what Hoax Slayer says:

‘Thus, forwarding this pointless virus "warning" will only spread misinformation
and clutter inboxes with even more unwanted nonsense. If you receive this
emalil, please do not forward it and take a moment to inform the sender that
the information is untrue. Before forwarding any virus warning it is important to
check the veracity of the information on a reputable anti-virus or anti-hoax
website.'

Here are two links so you can read the information for yourselves.

http://www.hoax-slayer.com/mail-server-report-hoax.shtml
http://www.snopes.com/computer/virus/mailserver.asp

Not everyone is computer literate and the mere mention of the word virus
sends them into a panic. | nearly fell for it myself, till | thought to check first.
Some of these fake virus notices have killed computers when users have
followed the advice from friends and families warning emails. One that comes
to mind is the teddy bear virus from a few years ago, a hoax, but if you
followed the advice it killed your p.cC.

Matthew Carlsson
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This virus alert (as per your last news letter, below) is a hoax check web site
below for any email that list virus etc
http://www.snopes.com/computer/internet/hackermail.asp Do check Snopes
any time you’re concerned

Michael Davis

Hi Cathy,
There's also this one regarding the Simon Higgins email hoax!

http://www.hoax-slayer.com/latest-information.html

Derek Spear.
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News from TTC

UK DRIVER IMPROVEMENT APPOINTMENT

The head of one of the UK’s leading driver
training organisations has been appointed
secretary of the Association of National Driver
Improvement Service Providers (ANDISP) —
whose members provide courses for driver
improvement and speed awareness across
the UK.

TTC 2000 Director Malcolm Jones becomes
secretary of the organisation which is also a
member of the National Driver Offender
Retraining Steering Group (NDORS) made up
of senior police officers, Government officials
and road safety experts.

Over the past few years Malcolm has been responsible for steering TTC 2000,
part of the TTC Group, into becoming one of the major providers of speed
awareness courses in the country. The company is also the largest provider of
the drink drive rehabilitation scheme for offenders.

“The idea of educating drivers instead of penalising them has been around for
some time. But now there are many high quality courses in place across the
country from which thousands of motorists have benefitted.

“This is all contributing towards our joint aim of reducing road deaths and
injuries from avoidable accidents on our roads,” said Malcolm, who was one of
the first instructors for the NDIS scheme when it was introduced in 1993.

A former road safety officer, he was also responsible for setting up one of the
first speed awareness courses in the UK in 2002. Now the courses are set to

be introduced in most areas by the end of the year.

Set up in the early 1990’s by co-directors Graham and Jenny Wynn, the TTC
Group, of Hadley Park, Telford, Shropshire, puts on education courses to
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provide almost one million training hours each year. Visit www.ttc-uk.com for
more details.

TRUCK DRIVER SAFETY

UK transport firms must ensure that their staff are safe to drive, urged a
Health and Safety advisor after attending a fleet seminar run by corporate
driver training specialists, the TTC Group.

There is a temptation to put it in the “too difficult tray,” said Rab Steel, Health
Safety and Environmental Advisor for KBR FTX Logistics, an organisation that
transports the Army’s heavy armour in the UK and in war zones abroad.

On the course, delegates were given a unique insight and awareness about
the dangers of excess alcohol and the use of drugs in the workplace and what
action employers can take to avoid them.

Successful delegates are able to carry out impairment tests to an ISO 9000
standard and learn how to recognise people under the influence of drink and
drugs to check if they are fit to work.

They learned about alcohol and the law, drink drive limits, attitudes, alcohol
strengths including volumes and units, absorption rates as well as various
illegal drugs, what drugs look like and the effect of over the counter
medicines.

“These courses give companies the knowledge and qualifications to tackle
alcohol and drug abuse in the workplace,” said course tutor John Price,
assistant director at the TTC Group.

“With new health and safety laws, employers need to know about this
information to protect their workforce and prevent any court proceedings if
things go wrong.”

KBR FTX Logistics employs a large number of ex-Army personnel to transport
the British Army’s tanks and other heavy armour including deployments to
hostile territories in Irag and Afghanistan.

“A large proportion of our employees are ex military and as is common with

other uniformed organisations there can be a very strong drinking culture.
Thankfully we have had no issues or incidents to date but it would be
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unprofessional of us not to acknowledge it is a possibility,” said Mr Steel,
based at Bulford Barracks in Salisbury, who attended the course after having
written policies in place and investing in alcohol testing kits.

“What we need to know is, are they fit to drive a 110 tonne truck on our
highways? As a responsible and professional transport company, we have to
consider all risks and one of those is drivers driving impaired through alcohol
or drugs.

“A lot of transport organisations may be tempted to put it in the too difficult tray
but after this course | am confident we have appropriate policies and
procedures in place to ensure the safety of our employees and anyone else
we may come into contact with."

“I have to know that we are doing everything possible to protect our workforce.
This course has been very interesting and an invaluable experience providing
me with the knowledge | need.”

Transport bosses can contact the TTC Group on 0845 270 4363 for more
information or visit www.ttc-uk.com

And Finally...

Some inspiration,

It's not whether you get knocked down; it's whether you get up

An interesting fact

The Worlds first Parking Meter was installed in Oklahoma City in July 1935
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Answers Please

Two cars made their way along the winding country road and came to an
abrupt stop at the park’s gate. Seven men got out of the two cars and
proceeded along a footpath when it began to rain. Six of the men began to
walk faster to get out of the rain but the seventh man couldn’t be bothered.
Ironically it was the seventh man who remained dry and the other six got
soaked. Since all seven men arrived at their destination together, how was
this possible?

Last month’s answer, (thanks to all those who sent in their answers)

Tara wears dark sunglasses while negotiating because she is well aware that
the pupils of your eyes can give clues to your emotions. If you want
something very much, your pupils may dilate, and then the seller would know
he can command his price.

Views expressed in this newsletter are the views of the people who wrote the article
and not necessarily that of the ADI NJC.
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