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One of the "secrets'" which boomed Saint Hill and expanded
the org above and beyond the make-break point of an org was a
heavy emphasis on PROMOTION and DISSEMINATION.

The old Saint Hill had a large and well manned Division 2
with more than 20 staff. The Dissem Division at Saint Hill was
promoting and disseminating Scientology and was selling large
volumes of services and got floods of public onto and up The
Bridge®.

An org with a standard, on-Policy Div 2 and deliver the
services being sold in volume and with speed will never have any
financial problems.

-
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"It might interest you how I do this trick: I disseminate
like mad to lots of people and get in lots of money."... "I Jjust
make lots of money for the organization. To any financial
problem I answer by making money. To any crucial organizational

problem, I answer by disseminating like mad, improving service
and getting in lots of money." - LRH

UNUSUAL SOLUTIONS

It was recently found in a few orgs that, instead of doing
the usual on policy actions to promote and sell volume services
and use standard finance policy to get expences covered, some

staff had engaged in unusual solutions to buy things and pay for
org or even private expences.

This unusual solution was to "reg donations" from the public
and get public to ''donate" funds to the org, unit or staff member
for various things. This practice was also found to have been
used by "donation projects' which were getting public to donate
funds for expences which should be covered by standard financial
planning and using standard income sources. '

Gettihg public to donate funds for the Oorg by any other
means than standard selling of Scientology or Dianetics® services
and using correct sources for funding and finances as per OEC®

Vol 3 Policy and the Finance Series HCO PLs is an UNUSUAL
. ‘SOLUTION and is OFF-POLICY.

In 1964 LRH said the following in HCO PL 24 Feb 1964 URGENT
- ORG PROGRAMMING:

"If the org slumps during this transition period, don't
engage in 'fund raising' or 'selling postcards' or borrowing
money. Just make more income with Scientology."...

"For orgs as for pcs 'solve it with Scientology’. Every
time I myself have sought to solve finance or personnel in other
ways than Scientology I have lost out. So I can tell you from
experience that Org solvency lies in More Scientology, not
patented combs or fund raising Barbecues." - LRH

While a large majority of orgs and org Registrars are
working hard to promote and get more services sold and more
public on The Bridge, squirrel procedures to "reg donations" as a
substitute for standard income making actions and financial
planning, are not only off-Policy, but are sabotaging the org GI

and org Financial Planning by seeking to bypass standard finance
lines.

Such squirrel systems also violate HCO PL 18 FEB 1982
CHANGING WORKABLE FINANCE SYSTEMS. As pointed out in this Policy,

people who change workable finance systems are doing so for their
own gain. It was indeed found that "donation regging" in most

cases was done by individuals who were doing it for their own
gain.

Doing it is not only ripping off the public - it is ripping
off the org. And that includes YOU, .

DOING THE USUAL

It is proven time and time again that orgs that follow and

use LRH™ Policy and are keeping ethics in, are the winners. Only
orgs doing that BOOM.

More specifically, if your org or unit has engaged in
unusual solutions to "lack of money', you must see that the
following is being done:
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1) Get your org or unit producing valuable final products in
volume. Without volume of valuable final products, there will
not be sufficient income to Support the activity.

2) Get in correct sources of income for your org or unit and
demand that standard actions are done to get income from these
sources.

3) Get in standard Finance Policy with on-Policy PO system
and Financial Planning as the correct handling for funding and
getting required expenses covered as per OEC® Vol 3 Policy and the
Finance Series HCO PLs. Ref HCO PL 18 FEB 1982 CHANGING WORKABLE
FINANCE SYSTEMS.

4) Get your org PROMOTING now now now. Ref HCO PL 21 JAN 65
REV. 5 APRIL 65 VITAL DATA ON PROMOTION and HCO PL 30 JULY 1968
GROSS [NCOME SENIOR DATUM.

5) Insist that Reges and other income making personnel are
being put on post and are crammed on Big League Sales. Only
Registrars who don't know how to close will engage 1in unusual
solutions or fail to sell services in volume. Ref HCO PL 26 OCT
1975 GROSS INCOME/CORRECTED GROSS INCOME RATIO and LRH ED 236 Int
REG PROGRAM #2.

6) Get your org delivery services on a flat out basis with
instant service and no wait.

7) Get a real Dissem Division put there which will promote
and disseminate to your CF. An on-Policy Dissem Div will make
far more income for your org than anyone can waste. Your own CF
is a gold mine of GI and if your income is low, it is simply
because your CF is not being used and no standard Div 2 actions
take place. Ref HCO PL 30 JULY 1968 GROSS INCOME SENIOR DATUM
and HCO PL 18 NOV 1969 CENTRAL FILES - VALUE OF.

SOLVE IT WITH SCIENTOLOGY

The maxim is to solve it with Scientology.
LRH has solved the problems of life and this universe and
given us the Technology to set man free as well as laid out any

and all administrative procedures for us to handle this
organizationally.

The least we can do is to USE that Tech.

By knowing it and by knowing that it works, you HAVE a
responsibility in this.

Keep Scientology working in all aspects.
There is no other road to travel.

SOLVE IT WITH SCIENTOLOGY

GI EXEC INTERNATIONAL
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HUBBARD COMMUNICATIONS OFFICE
Saint Hill Manor, East Grinstead, Sussex

HCO POLICY LETTER OF 24 FEBRUARY 1964
All Orgs ' '

URGENT
ORG PROGRAMMING

With the change to the Classification Policy there are various possible danger
points to Org volume. :

Before the public understands Classification they may feel the HGC has gone out
of business or various other ideas may get afloat.

At once all comm lines must be utilized to emphasize that Classification means
better case gains in the HGC as well as in the field. One gets processed out of a level by
the HGC or field auditors as well as trained up from it. The HGC is there to get
people’s processing at the lower levels caught up in the quickest possible period of
time. It can be done best at an HGC which can issue a processing clearance of lower
levels and speed the person to higher classification levels.

The Continental Mag should be issued to stress this at once,

HQS as a course should be boomed.

HAS should be stressed for the newcomer.,

Get bodies moving through the shop fast. Publicize the HGC well.

Technically in the HGC stress to auditors processes that take care of In-Session-
ness. What isn’t the pe able to do to be completely auditable? Permit questions to be
asked by the auditor? Accept the environment? Etc. Assess by session parts and use
processes Lo remedy these things. Stress basic type repetitive processes and grant a right
to be run on them to HGC pes, to handle Level I, and clean up all Level II pc
requircments. Get these flat on the pc. And youw’ll have wins, wins, wins.

Inform the public of the new Case Supervisor and set him or her on duty.

[ designed classification to gel maximum case gains for the pc and prevent pcs
being given loses. Stress that in HGC propaganda.

GPMs

Issue publicly pes do have their own goals and GPMs. The best way to get them
run is to get graduated up through the levels.

The Invalidation of the idea that a pe had his own goals was a severe blow.
Invalidation of a pe’s own GPMs, calling them implants, produces an instant ARC
Break and physical repercussions.

So correct this quick on Broad Public Interest (BPI), regardless of classification.

SOLVE IT WITH SCIENTOLOGY

I the Org slumps during this transition period, don’t engage in “fund raising” or
“selling postcards™ or borrowing money.
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Just make more income with Scientology.

It’s a sign of very poor mangement to seek extraordinary solutions for finance
_ outside Scientology. It has always failed. '

For Orgs as for pcs “Solve It With Scientology™”.

Lvery time | myself have sought to solve finance or personnel in other ways than
Scientology I have lost out. So 1 can tell you from experience that Org solvency Hles in
More Scientology, not patented combs or fund raising Barbecues.

FUTURE
This Policy Letter though urgent should be no cause for alarm. Orgs are not going
broke. They are however in a transition period to huge volume of action and it is costly
to bridge.

These immediate steps will prevent any stump, i swiftly taken.

So take them.

L. RON HUBBARD

LRH:dr.rd

Copyright ©) 1964

by L. Ron lubbird
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HUBBARD COMMUNICATIONS OFFICE
37 Fitzroy Street, London W.1

HCO POLICY LETTER OF 2 JUNE 1959

Convert to
Sec ED

A COMMENT ON FINANCE

The history of finance in Dianetics and Scientology Organizations is an intcresting
one.

But a recent repetition of carly linancial history in Washington and London must
bear comment,

In 1950 and 1951 1 did not have financial control of Dianctics and Scientology
organizations. | was, administratively. a figurchead.

In Jess than one year from start the arly HDRFs were crowded into financial
difficultics and went broke. In carly 1952 | started the first organizations | controlled,
the “Office of L. Ron Hubbard™ and the HAS. Impeded badly by the HDRF credit
history, | nevertheless was able to build the 1HAS and its successor the HASI intoa 6%
million dollar organization. fully solvent.

Now in the past few months | gave cheek signing and financial concerns over to
others in Washington for the FCDC and for the past two ycars to London for the HASI
London.

In these few months FCDC went $19.000 into the red from a total pay up as of
lanuary 1. 1959 when | gave over. To go $19.000 into the red and to show every sign
of going deeper (while business volume remained fairly usual) took some hard work on
somebody’s part.

In TIASI London the organization in two years of non-control went £18,000 into
the red!

Fam now busy making FCDC solvent and am sending Nibs over o see to it.

I have already cut the 1HASI Loandon bills payable from C18.000 to £7.000 in the
past 90 dayvs, And this without even having an accounts department to help. I've also
made HASI London pay me back €2.000 of the money it has owed me personally for
SIX vears.

In other words, we don't have many people who can handle tinance smartly. That
this sag was not accompanied by other slackening or iner asing activities, is quite a
comment.

Beside mysell, only Jack Parkhouse and Julia Lewis Salmen amongst all of us have
4 proven record of good financing,

I might fnteresi you how 1 do this trick: I disseminate like mad to lots of people
and get in lots of money. 1 don't run up bills il I don’t have money. 1 spend money
freely only when it has been made and is in the bank. I don’t worry about wasting
money if I have made the money first. I never “plan for emergencies”. 1 just make lots
of money for the organization. To any financial problem 1 answer by making money.
To any crucial organizational problem, 1 answer by disseminating like mad, improving
service and getting in lots of moncy.

I answer money problems with lots of money, not with worry or sadness or
inpractical hope. 1 never count on any one source, | always plan to get the total sum
ol all the money 1 need from cach one of 3 or 4 Wiys Or sources,



But most important, I don’t run up bills if 1 don’t have the cash in sight to pay
them,

I am not parasitic on the organization. | always make many times the amount |
may spend on hybrid horned toads with pink ribbons for the front hall.

I do now and then throw money away when it's been made and isn’t needed.

Now I've taught you many things. Let me also teach you to mitke tons ol money
for the organization. 1U's the one thing stalts do poorly the making and spending off
money. They can evidently spend it. they don't well make it. So let me teach you
this:  Disseminate like mad and make tons of’ money, Please?

By the way, both DC and London went completely sour in only two
functions—the buying ol printing and the failure to send their magazine once a month
to everybody in CF. In other words. HCO printing hat and the Department of Materiel
hats were to blame for the sag.

No ruin faces us. 'm still here, still working hard. still communicating.

But by golly you better learn o do this one for yourselves: disseminate like mad
and make money: don’t incur a single bill until you have the cash to pay it already in
the bank.

've put DC and London on tight budgets for current expenses ind have other
ways to float their barks, It need be 'l pay the bills out of my own pocket. which
would be unjust, since | didn’t incur in any way the more serious debts and repayments
tome in both cases summed only a Iraction of their total,

So get smart about money. It's only money. 1t's made and it vou mitke it, you can

have some. If you don’t you can’t: it won’t be there to be had.

L. RON HUBBARD

LRIH:gh.cden
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FROM: Books Executive International

IMPORTANT DATA

#DIANETICS - THE MODERN SCIENCE OF MENTAL HEALTH”

HARDCOVER EDITION

Recent evaluation in the area of book sales found vital ILRH™
data regarding books in neglect and suppressing Org public inflow
and income as a result.

The data is regarding the importance of stressing sales of
hardcover books. It has been found that where hardcover
DMSMH is promoted and sold by Orgs and Missions, public inflow is
high and where not, public inflow suffers.

LRH said in Flag® Bureaux Data Letter 56 of 11 February 1971:

#The idea that the public would buy more if everything was in
paperback format has not worked out. Further cheap books
automatically includes in public that cannot afford org
services and contributes to the decline of orgs. The ”book
buyer” has ceased to mean ”intensive buyer” or ~Course
buyer.” 1

and, in HCO™PL 11 May 1971 ”DIANETICS AND SCIENTOLOGY IN OTHER
LANGUAGES” LRH says:

#The book DIANETICS: THE MODERN SCIENCE OF MENTAL HEALTH
printed with hard covers in the language is vital.

”When members of the public read it and take an HAS Course
they want training or processing or both.~

#This book placed in book stores, advertised in magazines, and
sold by Field staff Members and the org itself not only
reaches the public but also in hard cover form pays for its
own distribution. As a paperback it does not pay for

itself.~

Al

A boom was started in Europe with hardcover books. A write-up
from a successful Pubs Sales Manager from that time illustrates
this point well: -
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*The first LRH books that came out in EU were all hardback
books. LRH paperback books were unknown. The existing orgs at the
time (1972) jumped on them and the orgs boomed. In a short time
period EU went from around 7 or 8 orgs to more than 30 orgs. Whole
countries opened up through the orgs pushing and selling only
hardback books. Countries like Switzerland were started on the
basis of sales of the new hardback German DMSMH. Teams of people
operating out of Munich would organize Swiss FSMS and these FSMS
would tour around selling hardback books on the streets and at
lectures. The results were bus loads of public going back to
Munich for services. Very soon orgs and centres started opening in
Switzerland. ONLY hardback books were sold. The percentage of
public getting interested due to the book was very high because a
big hardback book gets respect (Ref: HCO PL 4 November 1973
PUBLISHING POLICY BOOKS AND MAGAZINES).

#Italy was another example. Italy flourished with volumes of
public lectures. Books were the centre point of the lectures and
many books were sold at these lectures. FSMS and small groups
would sell hundreds of books weekly. Many many Italian FSMS would
purchase lots of 25 or 50 hardback books. The FSMS were SERIOUS,
about selling books and the hardback books were the books they sold
and groups opened up all over Italy anq nany became orgs.

1

Love,
e o ' Neil~”

Attached to this IMB you can read a write-up from one of the
most successful book sellers ever. And he only sold hardcover LRH
books!

~People reépect BIG bodks.

#pocket books are a very last resort in publishing
anything. They too lack general respect.”

#The heaviness and bulkiness of a book determines respect for
it.~ :

(LRH - HCO PL 4 November 1973
PUBLISHING POLICY BOOKS AND
MAGAZINES)

Recent surveys confirm that public who buy hardcover books are
better educated and are in a higher income bracket than the general
paperback book purchaser - and they also parallel the description
of the prime prospect for Dianetics and Scientology materials and
services. ‘

There are bigger book commissions to be earned on hardcover
books for staff and FSMs and higher book account profit for the
Org.

Therefore, Pubs Orgs will be ensuring each Org is well above
minimum stock on DMSMH Hardcover editions and selling these and
other LRH Hardcover titles in volume and Pubs Orgs will no longer
be supplying Orgs and Missions with the paperback editions.

MARKETING ACTIONS TO BOOST YOUR DMSMH HARDCOVER SALES

International Management via Central Marekting International
is providing Orgs and Missions with an unparalleled DMSMH Hardcover
marketing campaign.

Big pre-fabricated book displays will be furnished to your Org
and/or your Mission. Central Marketing will authorize Pubs a
certain amount of money to share advertising costs with you for
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DMSMH Hardcover - radio ads, TV ads, newspaper and magazine ads.
For example, if an Org or Mission wants to run an advertisement for
DMSMH Hardcover in a local magazine Pubs may pay for half or more
of that ad. Such practice is called “cooperative advertising” and
is commonly done with wog book stores to help increase sales of
books. Contact your Pubs Sales Manager for details on how to
qualify for this “cooperative advertising”.

Well surveyed promo for DMSMH Hardcover and other Dianetics
Hardcover titles is available as of this writing. Info packs
promoting DMSMH Hardcover and other LRH Dianetics Hardcover titles
will be made available to you as well.

Sales kits for your FSMs and street and door-to-door book-
sellers will be available. Sales incentives (games and awards) for
FSMs and Org book outlets that meet certain quotas of DMSMH
Hardcover sales will be there for you as well.

The various promotional items described here are being
produced at this very minute and will be available to you shortly.

WHAT TO DO

1. Get up huge displays of ”Dianetics - The Modern Science of
Mental Health” Hardcover edition in your Div 6 new public areas as
well as the Bookstore.

2. Dig up and get into use DMSMH Hardcover edition promo
(posters, flyers, street handouts, magazine and newspaper ads,
bookmarks - all promoting DMSMH Hardcover are available as of this
writing). As the new promotional items described above are
received by you get them into use.

3. If you lack promotional items for DMSMH Hardcover
immediately alert by telex the Dianetics Route Book Marketing
Officer Central Marketing International or your Pubs Sales Manager.

4. Get your FSMs promoting and selling DMSMH Hardcover.
Award them for doing so.

5. Implement the plans and suggestions you receive from your
Pubs Sales Manager and Central Marketing International on DMSMH
Hardcover promotion and sales.

8UMMARY

Where hardcover books are promoted and sold public inflow is
high and Orgs and Missions boom!

So get busy and sell ”Dianetics - The Modern Science of Mental
Health” Hardcover edition in volume! And boom!

. BOOKS EXECUTIVE INTERNATIONAL
Authorized by
AVC INTERNATIONAL
for
CHURCH OF SCIENTOLOGY
INTERNATIONAL
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HUBBARD COMMUNICATIONS OFFICE
Saint Hill Manor, East Grinstead, Sussex

HCO POLICY LETTER OF 4 NOVEMBER 1973

[

Remimeo

' PUBLISHING POLICY
BOOKS AND MAGAZINES

Magazines are advertising pieces for other items or:
services.

They are not in themselves a primary publications
"media. By that is meant you do not use a magazine as an
outlet for the publication of a book in the magazine it-
self, or a poem or an HCOB or P/L or any other valuable
“item. . ‘

Magazines review them without giving much content,
discuss them, refer to them and direct attention to primary
items or services. Magazines do NOT carry the item itself.

People do not respect things issued in magazines.
They respect the same things in books.

Newspapers and magazines REVIEW and DISCUSS and DIRECT
ATTENTION to things and make them desirable.

If the person wants the thing itself he is directed
elsewhere.

This is standard operating policy not just with us but
is standard with the whole®industry.

Even where abridged books appear in public magazines
or serials, they usually have come out in a book. But
notice that general publishers do not even do this any
more and limit magazines and newspapers to REVIEWING their
publications.

A Review is limited by copyright law to 200 words of
quotes from a major book and even then should have
rermission from the author.

Possibly people do not respect what appears in a
magazine because, as a partial explanation, there is little
or no exchange. They get, particularly in our case, the
magazine free. '

WEIGHT

Magazine format has no weight in terms of ounces or
pounds. People respect BIG books.



Pocket books are a very last resort in publishing any-
thing. They too lack general respect. And they are not
economically sound for a publisher until they go to hundreds
of thousands copy volume.

The heaviness and bulkiness of a book determines
respect for it.

One even puts thicker paper in books which have less
text. .

PRICE

Lowerihg the cost of a book decreases its sales volume
in most cases.

N [
|

An example was the paper bound "Handbook for Preclears"
and "Self Analysis". They sold for $2.75 in the original
paper bound edition. ., As many thousands were on hand the
price was reduced, to help dissemination, to $.35 each.

THEY CEASED TO SELL AT ONCE. After a long time, I noticed
they were not selling and put their price back to $2.75 and
they instantly began to sell in volume and went into
reprint. o ‘ i

PR

. DOWNGRADE

It is a downgrade of materials to:

1. Issue in magazine form.

2. Issue in pocket BodkL

3. Make small books.

4. Make light books.

5. Decrease price.

6. Issue in a portmanteau fashion (like cut
three books down to one or issue 6 planned
issues in one issue). (This does not include

selling whole libraries of books at one time
for full price each "with discount".)

MERCHANDISING

A new book is published as a book.

It is heralded, reviewed (without giving all in it
or its key) and advertised in magazines and flyers.

Its price is not cut.

It has SIZE.
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It has WEIGHT.
‘It 1s never paperbacked for any reason.
It hﬁs dﬁdiify pépef:
It is quality designed.
It is quality printed.
IT CONTAINS NO TYPbGRAPHICAL EﬁRORS.
Its art work is splendid and colorful.
It is economically‘sound. |
It is advertised and referred to on and on many times.
It is kept in print so it never backorders.
PR campaigns are built around it.
It is shipped so packaged that it is not damaged.
Flyers for it go into Reg letters etc.
If a printed edition of it has been a downgrade it
is brought up to date and reprinted as above WITH ALL ERRATA
corrected and it will sell well again.
It is advertised in public magazines devoted to its

own type of public.

PROPERTIES

A "property" is a valuable saleable item.

We have literally thousands of properties..

We just have not at this writing merchandised them
and made them available for sale.

We are getting about 1/100th of the sales volume we

should simply because policy is not followed and properties
are not gotten together and issued ON POLICY as above.

DISSEMINATION

As almost the totality of dissemination becomes real
only with books, general dissemination is running at about
1/100th what it should at this writing even though it may
seem high already to you.

A successful Public Reg once said, "It's hard to sell
public off the street even if they come in. But if they
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have read a book, there is ‘no selling necessary. One just
signs them up." = ‘ N L P

We ARE the answer to this planet's human problems.
Why keep it a secret9 Learn.book policy and use it!

- |
' | L. RON HUBBARD
;| FOUNDER
e e
i ! l '
l , ! Y 1 ‘
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. SEA ORGANIZATION
FLAG BUREAUX DATA LETTER 56 11 February 1971
PUBS ORG

Situation: FEBCs arriving in their orgs and trying to
get books and tapes are going to be stopped by the inability of
Pubs Org to supply.

Pubs Org is t;avelllng along‘on low stats.

According tolinadequate data, (since Pubs Org sends too
little to Flag and only questioning Pubs FEBC students has
established what we have) the following four oddities exist:

A. Pubs receives the majority of its income from the US.
Yet it cannot ship books into the US. Thus with the Us
emptied of income the US Office cannot reprint in the US.
Pubs main office is in the Commonwealth but is not using or
serving the Commonwealth to any great degree.

B. Pubs has to have individual buyers that buy full
price in addition to discount buyers such as orgs to become
solvent and remain-so and buy stock. Example: A book costing
$7.50 1s sold for quantity discount to orgs for $4.00. This
1s a small profit margin - too small. It is correct that Pubs
should so supply orgs. BUT to be viable Pubs also has to have
lots of $7.50 sales of that book. Yet Pubs set its own policy
4 year or so ago to knock out all its selling to mailing lists
and individuals. (It also ceased to sell to outside distri-
butors.) C ‘ b ‘

C. The Auditor Magazine and Continental Magazines
and Org Magazines are generally paid for by BOOK and TAPE
profits made by orgs. Lately the Auditor is a heavy burden to
the three SHs. WHY? Because mailing an Auditor is not followed
by book receipts. Thus Cont'l and Org Mags have also gotten
to be a burden and are of disgusting printing quality. Not
pald for by book and tape sales orgs cannot afford to support
them, '

D. Paperbackosis has gotten into Pubs. Lacking funds
because of B and C above, it seemed a cheap out to print dinky
looking cheap paperbacks instead of hard cover presentable
volumes. The idea that the public would buy more if everything
was in paperback format has not worked out. Further cheap books
automatically includes in public that cannot afford org services
and contributes to the decline of orgs. The '"book buyer" has
ceased to mean "intensive buyer" or '"Course buyer.'" As an
example of this, Distribution Center (DCI Wash DC) stayed
solvent only because Science of Survival sold to individuals by
mail at $7.50 was a constant seller.

The WHY of Pubs is established as persons who do not
know the mail order book business have over the years altered
policy until Pubs has become an off policy org.

Tracing this back, we find Pubs has been in trouble ever
since it left the internal framework of an org.

People had books and meters and tapes as long as Pubs
was part of an Org in DC and part of SH in England. There,
adequate 1internal supervision kept the activity on policy.
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The character of Pubs is being established by off-
policy counter-policy. There is no one inside or outside Pubs
geared or organized to get it on policy.

Any effort to get Pubs on policy is swept away by the
years long outnesses built in by Counter-Policy.

Pubs'is'ﬁo longer a Mail Order Book Business. It is a
distributor.

Handling:

Pubs US is to be set up as Dept 5 Asho and gotten on
Policy and all its line cut to DK and Europe. It is to get
stocked up (using Manney) on basic books. It is to get
together an on policy Tape set-up and business. It is to take
over the SO meter business when the SO gets its loans out of it.
It is to use THE AUDITOR (US) as its book Sselling outlet. It
is to specialize in hard cover books (aside from the news-
stand DMSMH). It 1s to assemble a mailing list of all old book
buyers in the US get i1t on plates and mail the Auditor Minor
Issues to them as well as to org customers and Majors to
Memberships. It is to advertise only what it has on hand to
ship and say so. i 01d SH Auditors and all policy is to be
studied hard by all its people to re-learn how to merchan-
dise books, tapes and meters.

The DK Pubs Org is to do the same project as part of its
rehab, and become Dept 5 AOSHDK with a liaison to Dept 5 SH in
England. The Auditor will have to continue to be Made up and
mailed from SH UK but must sell books, meters and tapes mailed
from DK and Pubs must share with AOSHDK and SH UK the cost of
The Auditor. While this seems an uneasy arrangement it will
have to be made to work. The editorial policy will have to be
set in Dept 5 SH UK in liaison with AOSHDK and Pubs. Far closer
arrangements will have to be made. Squabbles on Finance wrecked
a lot of stats recently.

AOSHDK will have to be in the book and meter business
also to afford its share of Auditor cost. So will SH UK. And
Pubs had better begin supplying ahead of time, not after the
fact of order.

Pubs DK will have to be warned early of this shift as it
is dependent on US income,

On Individual Buyers, Pubs DK will have to repeat the US
project to collect names and get the Auditor mailed to
effective lists. It must have its share of individual sales.
When it individuated from orgs and ceased to sell to
individuals the Auditor could not be afforded.

As AOSHDK Dept 5 it will have such sales to help it and
help pay for the AOSHDK share of The Auditor.

Sight Translation Tapes will save Pubs DK IF it can
bring itself to establish an on-policy Tape Dept and actually.
get in 24 hour delivery and actually clear its policies with
Flago o ' '

Merchandizing tapes is itself an area of know-how. One
doesn't excerpt tapes from whole packages, wreck those bigger
packages and thus have no new packages to sell. Also one
doesn't farm out to some highway robber copy firm for rotten
Quickie Copies and big bills one cannot then pay. One
obligates Pubs to 5,000 blank tapes from a tape supplier, takes
the discount and tapes and pays for a few dozen at a time
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cash. One makes:the ordered tape or set and ALSO four more
for stock within 24 hours of order receipt and fills the order
in 24 hours. And one sells to individual buyers as well as
mass orders to orgs WHICH ARE ALSO MADE AND DELIVERED. Fine
quality copies rapidly delivered is the Product of the Tape
Dept. | :

Such a Dept must also go in at ASHO when and if it can
afford the equipment (which is NOT "Copy in 1 minute'" 2 million
dollar horrors but high quality pro tape machines). It's all
in policy believe it or not. .

-Paperbackosis must GO! Reprints should be in hard cover
fancy format at prices computed by policy.

This is the real WHY. A Mail Order book business is
its own tech. When a lot of know-best is permitted to wipe out
the policy which kept books solvent for years and years and
often saved an org, it is time to revert.

GENERAL PREDICTION

Finance is going to say, "We are inheriting heavy debts.
We can’'t take over." That's not true. The debts are greatly
reduced. This also implies that because it's another company
we won't have to pay. We are paying. Both the SO and WW are
being continually bled by the Pubs scene. We have to make it
run right. That requires an on-policy Pubs.

Pubs DK is going to say "We'll go broke unless
subsidized by the US to which we can't deliver." The answer is
Sight Translation Tapes in European languages. NOT books
printed in European languages. A fast action is needed on this.
Individual sales and full Tape packages (not excerpts) have
to be gotten in and the Auditor has to be used. Delivery
has to be caught up.

Pubs will say '"But the policy we're working on..... " The
only Policy Pubs has is in HCO P/Ls and if it's doing anything
it better quit it quick. Pubs shifted to the wrong type of
business and must get back to Mail Order.

A ruthless search out of counter.policy will have to be
made. And a heavy put-in of real policy starrate will have to
be packed up and done on all terminals related. To do less
would be disaster.

"But Pubs is its own corporation' could be an objection.
All earlier Div 5 book businesses were separately incorporated
and separately taxed. Wichita, Washington. Not until SH was a
pubs under the same corporation as the org. Yet the org always
ran it as part of the org.

"We can't do it all at once" will be heard. No, but it
can be done and SOON.

KEY PROJECTS

The "Rosicrucian Project" worked out in DC and given to
Julia Salmen but never done is the key to Pub prosperity in the
Us.

This project located Rosicrucian ads, put Scn book ads in
same mags. A lot of work was done on it.
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Mainline :Sight Translation Tape promotion and sales is
the EU salvation pattern.
K ENVOI .

A lot of béople have worked hard to preserve Pubs.
Thelr work is appreciated

There's no shame-blame-regret here.
Thelr work 1s appreciated

' Now let's get it back on the rails, on policy and get
books to these new FEBCs so they can boom orgs.

Books in the field NOW means the org's business
tomorrow.

-We are being penny Wisejand million dollar foolish not
to get Pubs fully operational.

The planning outlined above is to be projected by CS-2.

L. RON HUBBARD
COMMODORE
LRH:sb
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In ILRH ED 344R.INTfFRIDGE<ON THE BRIDGE" LRH talks about initiative
in the area of booksales to raw public and gives the following example of
a top bookseller who took initiative:

'WEXAMPLE:' FRANZ SCHULER BECAME A LEGEND IN EU SELLING BOOKS TO THE
' PUBLIC SEVERAL YEARS AGO. HE SOLD THOUSANDS OF BOOKS TO RAW PUBLIC,
RAPIDLY EXPANDING THE CF OF SWITZERLAND."

Here is Franz Schuler's hat write-up. This is how he did it!

~"In 1973 a Scientologist{in‘Basel (Switzerland) sold me the book
“"FUNDAMENTALS OF THOUGHT". - About 2 weeks after I bought the book, that
Scientologist called me up to'find out if I had read the book and to find
-out if T was interested in going to Munich (Germany) to do a beginner's
~Scientology Course - The Comm Course. I had just finished reading the
book and was definitely very interested to find out more about
Scientology.:;k‘few hours later I was on my way to Munich to start the
Comm Course. = R L -

t

The 2nd day on the Comnm COursah I just had my first major wins. an.
auditor gave me a Free Case Analysis. After the Free Case Analysis, I was
routed to a Body Registrar. During the reg interview I realized I needed
auditing, however, I didn't see how I could financially handle it. The
Body Registrar then told me about Munich Org's BOOK AWARD PROGRAM and
that by selling books I could win auditor training and co-audit my next
step. She sold me 50 books and then routed me to the Dir Clearing who
gave me some instant hatting and who also told me he would call me
frequently to find out how I was doing. He told me what an FSM is and
that there were several FSMs in Switzerland who were selling lots of
books in the street and that it‘was real easy to do.

Back home in Switzerland I just couldn't confront going out in the
street to sell these books. If I didn't have the necessity to get my
money back, which I invested in the books, I don't think I ever would
have started. A few days later the Dir Clearing Munich called me up to
find out how I was doing. It took some coaxing but finally I took the
big step to go out in the street to sell a book. I think the 2nd person
that I contacted bought a book. I went home with a major winl!

The same day the Dir Clearing Munich called me up and told me that a
group of Munich FSMs were challenging the Swiss FSMs to determine which
group would sell more books the following weekend. He told me that he
was arranging for the Swiss FSMs to meet in Basel to decide whether they
wanted to accept the challenge or not. He invited me to attend the
meeting. The decision was clear cut -- We decided to sell a lot more
books than the Munich FSMs. The Dir Clearing appointed an overall I/C
for the Swiss team who acted as a leader and as a contact point for the
Dir Clearing Munich. Our battle plan was for some of us to go to
different cities and sell in small teams. That weekend, about every 2
hours the Dir Clearing Munich called us up to brief us on the standings.
The final standings were close - Number 1: Switzerland, Number 2: Munich.

A LOT of books got 'sold that weekend! As a reward, Munich Org threw -
a party for all FSMs who participated. Some Munich FSMs didn't like the
idea of having been beaten and so we decided to have a new one month
contest to find who was the real Champion FSM TEAM and who was the best
INDIVIDUAL FSM. - :



































































































































































































































































































































































































































































































