H Venture Crew 369 H

The

dventure

VOLUME 5, NUMBER 12, December 1998

Young Entrepreneurs

Calendar of Events:

1/5/99 Happy 5th Birthday 369

1/16-17/99 Ski Trip
1/5/99 Munchie Night
1/19/99 Meeting at Donatos
1/22-24/99 Campout
$20.00
1/23/99 Articles Due
2/6/99 Court-of Honor & Sleep Over
2/7/99 Scout Sunday
$7.00
2/20/99 Articles Due
3/6/99 Trip to Air Force Museum
4/20/99 Flower Sale Begins
4/17/99 Rappelling Outing
4/23-25/99 Campout
5/15/99 Garage Sale

6/28-7/31/99 Summer Camp

We might move to the following week-$175.00

9/14/99 First Nighter

The 1999 Calendar is still in the planning Stages.

]
Thank you!
James D. Corder

Venturing Crew 369 would like to thanl
Georetiary Networks Inc. of Orlando

tion not only got 369 out of debt but als
filled their floor and electrical fund for
our new room addition!

The first week in January 1999 forma
plans for the two flogi3 classroom addi-
tion to the church will be drawn. Onc
the church committee approves the
then it is of to the City of Columbus for
permits. It is in Go& Hands, as it hag
always been!

Florida. Their generous financial dona-
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Web Status, For December
Young Entrepreneurs

James D. Corder Hits Pages Title

16833 2431 bible
Venturing Crew 369, on behalf of the | 12707 1312 venturing
Exploring Division of the Simon Kento 28837 4265 scouting
Council was requested to be apart of the ggo, 2169 exploring
Junior Achievemerr_i;’ [JA] Young Entre- 20484 6145 ExpNews
preneurs’ Convention. | am immensely 24296 2130 ks
proud of our youth. They wher

111056 10927 post
extremely well behaved and presentable
When the uniform of the day was a suit| *>°% 2100 calendar
and tie, it was nice to see 369 proudly jn| 4410 3438 members
their dark green BSA uniform. 26055 2420 Adults

2498 557 Toadies
There were six seminars: Entrepreneurs| 7076 873 Youth
Start-Up, Marketing, Business Plans,| 13572 1664 program
Bookkeeping, and Finance. 369 had rep{ ss2 355 project

resentatives attending all of them. Dur-
ing the breaks, in-between sessions;
attendees could wonder the conventiOnyventure Code
floor. All of the presenting booths wher
young men and women who started suc-I believe that American’s Strength lies in her
cessful business while still in school. trustinGod and in the courage and strength of
The youngest Entrepreneurs there wherd'®" People

11. I was impressed with these two.

I will, therefore, be faithful in my religious
duties and will maintain a personal sense of

Since 369 creates future UNIX Consult- Moner in my own life.

ants we where asked to have a boothl will treasure my American heritage and will
also. 369 was honored to oblige! Many do all I can to preserve and enrich it.
of 369 grasped the opportunity at hand, will recognize the dignity and worth of my

some even took advantage of it! fellowmen and will use fair play and goodwill
in dealing with them.

I'will acquire the venturing attitude that seeks
the truth in all things and adventure on the
frontiers of our changing world.




|
Post Finances

The Adventure $0.00
Floor Fund Need $2,500.00
On-Hand $2,500.00
Electrical Fund $2,500.00
On-Hand $2,500.00
Room Fund Needed  $3,800.00
On-Hand $0.00
General Fund $51.82

1999 Youth Registration Fee -$91.00
1999 Adults Registration Fee -$21.00

1999 Insurance Fee -$53.75
1999 Charter -$20.00
1/22-24 Cabin -$50.00

|
Up-an-Coming Crew Expenses

12/01/99 Crew Charter ~ $30.00
12/01/99 Crew Insurance$175.00
12/31/99 Registration  $335.00
Monthly The Adventure  $75.00

|
Up-an-Coming M ember

Expenses

06/01/99 Summer Camp $175.00
09/01/99 Registration $25.00

exp369@post369.columbus.oh.us

Mailing to this reflector grants 369 the uncompensated and
unrestricted usage of your mail/posting in its [but not lim-
ited to] WebPage, Newsletters, books, flyers, etc.!!!

|
Our Principals:

1) Honor before all else.

2) The diference between a
winner and a loser is that
the winner tried one more
time.

3) K.I.S.M.I.LE

|
Our Creed:

Exploring: ‘Enthusiasm, Energy, ¢
Excellence.

|
Venture Crew 369:

Venture Crew369 was chartered
on December 31, 1994 to the Re
ormation Lutheran Church.

Venture Crew369 specializes in
UNIX for Programmers while
emphasizing a deep theme of
Engineering Computer Informa-

tion & Science through an Entret

preneurial Spirit. Membership in
Venture Crew 369 is open to
young men and women betweer
the ages of 14 [and in high
school] and not yet 20. Annual
Membership fees are $25

N
Our Web Page:
http://post369.columbus.oh.us

f_MattheW Corner

1

The views in this NewsLetter are strictly those of Venture
Crew 369 and they do not necessarily represents the views
or opinions of the Reformation Lutheran Church or the

Boy Scouts of America and/or the Simon Kenton Council.

]
Our E-Mail Addresses

Adults Members:
James D. Cordé&?

www.corder .com
David J. Alden Consultant
Herb Docken Institutional Representative,
Andy Drake  apdrake@freenet.columbus.oh.u
Todd Edwards edwards.290@osu.edy
Dennis Fox Associate Advisor
Rick Gauger Committee Member

Committee Memeber
Committee Chairman
Committee Member
CommitteeMember

Terry Jones
Ralph Mauref®)
Tom NiedzielsK®
Roy Niedzielsk®

Youth Members:
Neil A. Coplin zephyrl@columbus.ccom

blumoose@infinet.com
Jason B. Cunnyngham PacoElRco@aol.com
Nathaniel PGraham ngraham@iwaynet.com
Joe Harve{f) joharve4@vt.edu
Ho-Sheng Hsiadishsiao@freenet.columbus.oh.u
Alexander Gilly schorf@gmx.net
Thomas R. Lowers tom@wclcorp.com
Jesse Kass jeskas@apexmail.com
Joe Prinz thrak@m5.columbus.gom
James J. Schef&} Skyshark44@aol.com
Jon Schlegép jschlege@vt.edu
Bill Schwanitz type_O-@columbus.gom
Dave Scruby

Post-Dadies:

Opening Page
lan Jones Toadie
Tyler Skirtich Toadie
Opening Toadie
(E) Eagle Scout

| |
Venturer Crew 369
P.O. Box 307218
Gahanna, Ohio 43230
United States of America

We are looking for a ne

sponsor for The Adventure
Can you help?




|
An Apology
James D. Corder

Last months issue of The Adventure
was titled “Solaris 7”. W are sorry that
the Solaris 7 article did not make it in th
newsletter

|
Junior Achievement Conference
Ho-Sheng Hsiao
hshsiao@freenet.columbus.oh.us

Walking through the Greater Columbu
Convention Center for the Junio
Achievement Conference, | felt out o
my depth. It wast’because of the build-
ing. Sure, the building was big. But th
people | was rubbing elbows with wer
bigger Greater

Mr. Corder our Crew advisor had spok
once about how the people we surrou
ourselves with truly shape how we vie
the world. “You want to be a million-
aire?” he asked once. “Go hang out wi
millionaires.” It was one thing to hang
around someone like MCorder; walk

around the Junior Achievement Confe
ence to see what | mean. | was su
rounded by an ocean of greatness.

e man speak. “l used to be a teacliert |

s high school, and planned for years
r Now, they were here. He spoke abo
f great many things. And when he ran o

e moves to get up. So he dismissed us.

e is still a teacher

e | seem to be walking late into thes
ndopportunities. Sure, I've tried setting u
v my own business -- fell flat on my face

) words practically shouting out hesea

r- around me take notes. For a schad

At that point, | could feel overwhelmed
or | can feel challenged. Sink or swin
bub.

With these eyes, | attended the start-
seminar Late. | hear this remarkablé

was only making forty grand a ye&o |
went into business for myself.” He spok
about looking for entrepreneurs here
the conference, about giving jobs t
youths while showing them how to sta
and oganize a business. He spoke abg
opportunity “You see these booths set U
here? They started when they were

of things to sayno one really made any

And just like walking late to the semina

- though | will still try again. | am trying
hagain, today | hear that teacheris

chance! @ke it! And | watch studentg
r-assignment.
| spoke with the \Wsterville Graphix

team. This little business, helped out
Junior Achievement, creates, market

Heers may swim to. |

, and sells Tshirts and sweat-shirts for

Westerville. | asked them if they con-
sidered expanding the market. They
had considered, but had other commit-

upments they felt were more important.

Yeah, they tell me, they tried, but with
sports, and you kngw'other stuf.”
The chief spokesman surprised me.

e She tells me doegnivant to go into
atbusiness. That'too bad; she made a
o good spokesman. She had put opportu-
rt nity, even great opportunijtywithin
utperspective.

inl walked in feeling close to over-
” whelmed. | didnt walk out feeling

utchallenged. Sink or swim, | know
utwhere I'm going. Right here. I'll build

an island, a haven, a place where oth-
walked out
resolved.

o I
p Finance Seminar
- Nathaniel Graham

ngraham@iwaynet.com

As part of the Junior Achievement
convention, there were several busi-

olness seminars. This is a brief synopsis

of the finance seminar that | attended.

Your business’ financial needs can be

y assessed best by adding together all of
s,the costs required run it. (humbers are

arbitrary)

Cost | Description

$1,000.00 | Rent

$200.00 | Overhead

$500.00 | Loan Payment

$8,000.00 | Salaries

$5,000.00 | Cost per unit * 1000 units

etc. etc.

$100,000.00| Total

Your monthly income must at least be
equal to the final cost of running your
business

Financing can come from several
places:

1. You
2. Arelative or friend

Page 2
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3. Abank

4. A loan program or some othe
creditor

5. Investors

Most start-up capital comes from
and 3, while almost all corporation
acquire financing from both 3 and 5.

There are two major dérences

between a bank and other creditors:

1. The amount of capital available
2. The dificulty of obtaining capi-
tal

While banks will be able to provide
larger amounts of capital (some
times several orders of magnitude
it is usually more dffcult to con-
vince them to finance you in the first
place. Loan programs will generall

take anything that can be sold as col-

lateral (saya baseball card collec
tion), while banks tend to focus on
things like cars, houses, boats, etc.

|
Marketing Seminar

Nathaniel Graham
ngraham@iwaynet.com

What is marketing? The process
convincing someone to by some-
thing (greatly shortened, but bas
cally true).

What steps does marketing usual
entail? Conception (of an idea),
Pricing, Promoting, and Distribu-
tion

What are some key components p
marketing? Financial Analysis
How much a product will cost tg
produce, how much it costs to pra
mote, how the cost &fcts the prod-
uct’s price Market Opportunity:

there a need that igrbeing filled?,
setting your products apart from
competitors’

|9

Some Key Principles for Success in
Marketing

* Customer satisfaction

yJesseKass

» Knowing your buyers’ characteristicé

¢ Segmenting the market

« Both deep AND wide product lines

* Price positioning (qualityeconomy
etc.)

Who is involved in marketing? Every
one. You sell an employer on hiring you,

a girl on going out with you, the popula-

tion on electing you, ganizations on
supporting you, etc. If you canhandle

selling yourself to other people (not liter-

ally!), you might as well go live in &
cave....

|
What is M arketing?
jeskas@APEXMAIL.COM

A common misconception is that mar-

keting is nothing more than advertisin
In truth, it is far more than that. Market-
ing fulfills the fundamental role of sell

ing products, however it is even more cialized, then you may just want to sen
- a business representative to your pote

than that. Marketing is the art of persu
sion.

it do? It is also important to know ho

. will probably be using mass media - telg¢

If you dont know what is, then how are
you going to sell it?

Once you understand what the produ
is, you must then decide who it is bein
sold to. This is very dependent on th
specifics of your product. Ford trucks a
aimed at a market very &ifent from

that of limousines. The cost and functig
of your product are important determir]
ers in deciding your tget market. This
decision is very important and must b
done carefully to prevent potential disa
ter  The elderly will not buy Mortal
Kombat regardless of how good th
advertising is.

Once you've decided on your ¢gat mar-

ket, the next step is to decide how yo
product will be advertised. This depenc
on both your budget and yourgat mar-
ket. If your taget market is laye, you

vision, newspapers, the radio, etc. On t
other hand, if your product is highly spe

tial clients. You also want to consider th

likes and dislikes of your audience.
Good marketing requires an intimate Advertising aimed at teenagers is vef
understanding of the product. One mustdifferent from advertising aimed at baby
know the purpose of the item - what doesboomers.

the product compares with its competi- Good marketing can have a huge impa
tors. Is it the economy brand or premium on the success of a product. Consid
brand. This information forms the foun- Coke for example. It is little more tha
dation of the marketing of your product. sugar wateryet this product is recog;

0]
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nized world-wide and all most everyon
drinks it. But good marketing skills hav
applications beyond business.eWas

people, are marketing all the time. Whe
you apply for a job or try to get a proma
tion or even ask someone for a date, y
are marketing. Marketing is a skill o
nearly universal applicability which
everyone should be at least proficient i

f

|
Falling Flat in the Snow, JA
Conference

Ho-Sheng Hsiao
hshsiao@freenet.columbus.oh.us

It was cold, so a group of friends sat essarily bad. It usually brings fresh pe
mespective on problems.
n resolved to the satisfaction of everyor
a involved. It took me too many tries fo

down at a Barnes and Nobles cafe. So
of them got drinks, others just sat, lost
thought. This group wanted to start
business. It was to create web design
was to create graphics. It was to cres
computer games. There were mention
consulting. There were many things.

One outsiderstill a friend but with no
interest in the business, express
extreme doubt. “¥u know you guys
arent going to make any monéyio the

people there that daynyself included,
we just had to show that we couldeW
went as far as establishing a location, s
ting up a site, critiquing other peoyse’
site, even finding some clients willing t
pay some cash for their page.

e Six months latewe had three new mem

D

- emphasize the money-making and leal
outhe oganization alone for a while.

N.ber of this group fail? | see three primal

itehigh defensive barriers, lack of trust, ar
ofa group of people with non-existen

edno execution -- we didhknow what we

etplan -- yeah, we need to get this pa

b committed to and actively involved with

bers, one drop-out, nothing in our portfg
lio, no cash to work with. Wo months
nafter that, the group decided to d¢

Why did we fail? How did I, as a mem

(there were others) reasons, two of the
| am directly responsible for:

Lack of teamwork -- none of us reall
committed ourselves to the team. Fu

L for example. | had written and laid out
- some sample client pages. But | did it,
without thought or care for the group
>- jtself. Another person genuinely cared
vefor the group, but because | was ignor-
ing him, | created an environment that
discouraged him from actually being
L actively involved. As you see in our
y case, this lack of leadership is actually
mboth a symptom and a cause for the
lack of teamwork.

Lack of capital -- one easkey indica-
r-tor that was only obvious (to me) on

thermore because | brought in new mem-hindsight. V@ didnt have enough to

bers too fast, we ended up spending tir
resolving conflicts. Conflicts are not nec

If they ar

Itme to learn that lesson; we ended up w

teamwork.

Lack of leadership -- no focus, no pla
wanted to do. There were no plan
action. Or at least, there were no plan
action that satisfied everyone. So whi
we might have some vague notion of

done -- not one of us was personal

what the group should producekg me,

neestablish a presence, nor did anyone

- feel they had some stake. It was like

r- (at least for me) trying to milk the cow

e without putting her to pasture!

e

r 1 am currently involved with few

thprojects where it will bear some fruit

din the future. (And | can hear the

t groans from some of my friends). | can
and will apply all of these lessons
learned from the first tryfhis includes

1, getting the plan togetheand a team

willing to personally commit his time

of -- including me! -- before going “&f

ofcial.” One other lesson: these hind-

e sight discussed here in the article came

ain part from advisors.d succeed, one

gjereally needs to have mentors.

ly

Our group, right nowis concentrating

on our own internal projects first.

Eventually you might hear from us.

]
From Unskilled Labor to Unskilled
M anagement

Ho-Sheng Hsiao
hshsiao@freenet.columbus.oh.us

About seventy years ago, American
investors watched in horror as high-
flying stocks crashed down like an
avalanche. »erage, hard-working
Americans woke up the next day to
Black Tuesday hundreds of millions
of dollars in savings were wiped out
when stock-gamblers -- often middle-
class themselves -- were unable to pay
back loans.

Page 4
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Bankers over extended themselve
Banks loaned out more money th3
they had on-hand. When deposito
wanted to remove their monekiere
was not enough on-hand. A pan
issued and therefore a run on t
bank.

The period marked what we cal
today the Great Depression, or firs
and last. W'll never call another
such experience a “depression” ar
more.

| like the afluent life that surrounds
me today; Few today are willing tc
give up afluence. bdays afluence

were the result of visionaries -- yes
some greedybut many often too are
people serving for a better America
These visionaries establishedyar

nized capital. Qyanized -capital
emeged from a need to coordinat
American railroads, and spread t
other national enterprises. It sep
rated a corporation into owners
managers, and lahdrhe industrial-

ization and mechanization created
large working social class -- an
slowly squeezed them. This work

s.agers. The middlemen. The re-sellef

n The agents. The white collared sales a

rs marketing stdf Who are replacing the
human corporate bureaucracie

¢ “Smart” software agents.

e
From that heavily corporately-funde
MIT Media lab, these agents roam th
on-line information systems in search f¢
products to buy and sell. Thatust the
start. All done automatically and autong
mously free your time. Amazon.com is

S. I
ncOpinion vs. Fact

James D. Corder
57

A magazine should be factually correg

However opinions are not always base
j on reality The Adventurds a magazine
e that is written by High Schoolodth, and
or they have editorial rights.

o -

- One of 369 goals is to teach technical

s documentation, a necessity if you a

now expanding its “recommendatio
engine” to assist consumers in browsi

I
t

anyone -can- own information) fro
sites such as bigfoot.com todat con-
sumers -- massivelgheaply and efec-
ytively. Automatically Autonomously
Look at portal sites such aahioo!; they
intend to customize a consurigeimnfor-
mation gateway -- and while we're at i
customize those annoying advertis
ments. Again, automatically and auton
5, mously

1. That sounds great, doesnt? | can
worry about more important things.

e There are flaws -- tanstahficks you
0 when you're not looking. Wed 6.12 (E-
a- commerce section) reports “Shopb
, Pandemonium.” IBM ran a marke
model where “bots” make purchasin
aand selling decisions. Bots, within th
] Internet communityrefers to software
- agents acting on your behalf, auton

ing class, the basis for the entine mously They created a simulation wher

consumer economy slowly lost the
purchasing powerWith the con-
sumers-good manufacturers ove
producing with little thought to
long-term growth, the economy
went into a downward spiral. Eve
without the stock market crash, th
Great Depression would have ha
pened any ways. It was the backla
of a shift in the way economics
works, shifted by the forces o
industrialized consumegoods.

Todays shift, like that of the three-
hundred-some years of globa
industrial development will once
again significantly impact our glo-

r there are only bots buying and selling
a market. They found “periods of relg

[sellers] punctured by violent, sporadi

price wars.” Often, the report goes o
n sellers engaging in price wars ‘“retre
e from the general market into narrov
D- niches.” While Wred reports this with a
shtone of astonishment, this is actually no
mal in such systems, with thirty years ¢
research behind it. (These are call
complex systems, for the curious, ar
www.santafe.edu has plenty of resourc
available). Such behavior described t
period of rampant and unregulate
monopolies during the Gilded Age. An

D

f

1|

1.There are no such things as a free lunch

bal communitylts taget? The man-

their huge database. Axicom owrs SomewhereThe Adventureis a good
enough information (to the extent that place to start! Howevewe would appre-

r tive calm and brief prosperity for the

n going to be a UNIX System Administra
gtor. Therefore, all youth have to begi

=)

ciate if you would e-mail the youth at
exp369@post369.columbus.oh.us and
inform them of YOUR opinions. They
must feel the sting of criticism so the
will be able to face it later when thei
jobs are dependent upon it!

2-we know what happened with that eco
D- omy -- no one understood it enough
care.

o}

Yet software agents make “decisions
and act on them at far greater speed than
humans. Wh the Internet levelling the
playing field in terms of presence, th
bizarre crowded with both local and gla
bthal vendors, why wouldh’you have
L software agents search and purchase
O your behalf? Much like the pressure {
B cut costs when consumgoods manu-
facturers switched to assembly-line
D- few would be willing to give up software
€ agents. Especially not when it reduc
N costs. ke the next economic growt
- over the Internet, for example. Fortun
? magazines E-commerce issue report
C that the real money is in the produc
. market. The lage transactions occu
At hetween companies -- massive furnitu
V sales, for example, or & publishing
orders.

2S

r

of Hypothetically with software agents g
Edprocurer responsible for furnishing th
doffice building can set her software age
ESto find the cheapest and most convenig
"©source of furniture from hundreds a
d thousands of vendors. Thathe buyer

0 Wwith companies using software agents

Nt

=

to

| |
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probe the market and find what thdy ers will operate automated agents. W

want, with hundred-billion transactio
records holding probing and buyin

trends, a marketer uses software agents$ am not a technophobe -- | would ng
to design, research, and report on buyinghave joined the UNIX Crew if | were
trend. At that point, you might as well and | wouldnt be tracking these ideas i
plug in that data into agents responsihle| were. | really enjoy my &tient life, and

for deciding what to manufacture an
what to sell. V& have the selleAll con-

veniently automatic and autonomous. global, industrial societyl know down
Might as well throw in finance automa- the road, | or someone else, millions

tion. Cut costs, ditch all your stahem-
bers, ditch your managers, and use
bots. Run the whole corporation wit
bots.

Even though the technology woul
mature, the bots will become more flex|
ble, we would have those economic hi
cups. Remember that IBM simulation
Computer software agents are not

fluid in their decisions. An economy ra
by these software agents is a scary sigd
Despite their inflexibility bots are still
more eficient. It costs less. The potentia
is there-- or else we wouldnhave the
MIT Media Lab, Amazon.com, ahoo!,

IBM all rushing to develop this technolt

ogy. Like the machines that replace
human physical flexibilitysoftware will
replace human mental flexibility

Blue-collared became displaced by
enslaved by machines; white-collare
will become displaced by or enslaved

software agents. Unskilled labor operate Data Encryption Standard), people ha

automated machinery; unskilled mana

|
Quote of the Month
George Bernard Shaw

“Reasonable people adapt themselves
the world. Unreasonable people attem
to adapt the world to themselves. A
progress, therefore, depends on unré
sonable people.”

|

Joke

Microsoft announced today that thdi-of
cial release date for the ne operating sy
tem “Windows 2000” will be delayed
until the second quarter of 1901.

is next, the owners?

I've benefitted greatly from the inspira
tions and sweat, tears and blood of t

billions of people will enjoy the benefits
heof an information society -- automate
N information society

With the benefits, howevel must also
0 act responsiblyl dont want business to
- become an emptycomputerautomated
c- bureaucracyeven if it seems inevitable
? We've lived with the flaws of industrial-
asization. We've compromised. | think
n there is a solution to the problems of
htjacked-up Internet societyynd we can

find it, and implement it. & can act
| responsiblyBut how?

| don't know; do you?

d
|
The Advanced Encryption Standard
Nathaniel Graham

DI Ngraham@iwaynet.com

d

y Since the introduction of DES (or th

0- been looking for an algorithm thatfefs
better security and performance than t
standard. @day DES is still the stan-
dard, but DES has become increasing

puters become more powerful. So NIS
(National Institute of Standards an
Technology) has begun the process
tc3idopting a new standard, to be referr
Plio as AES, or the Advanced Encryptio

I Standard.
ba-

year were:

1. The algorithm must be a block ciphe
that operates on 128 bits per block

S_
2.The algorithm must have possible ke
lengths of at least 128, 192, and 24
bits

vulnerable to brute-force attacks as com-FROG

n03.The algorithm must be implement-
able on 8 bit processors and in hard-
ware
t
4.The algorithms authors must be
willing to make the algorithm free
(in most senses of the word) if
is selected as the AES

f
it

he
Authors had to submit the following:
Dr
5 1. A detailed and technical descrip-
d tion of the algorithm, from which
code could be written to implement
it
2.A reference in
ANSI C

implementation

3.An optimized implementation in
ANSI C
a
4.An implementation in Java(tm)

5.Test keys and cledext/ciphertext
pairs for debugging and such

The following are the candidates, with
their authors:

CAST- 256 Entrust Technol ogies, Inc.
(represented by Carlisle
Adans)

Future Systens, Inc. (repre-
sented by Chae Hoon Lim
Richard CQuterbridge,
Knudsen

CNRS - Centre National pour
la Recherche Scientifique -
Ecol e Normal e Superieure
(represented by Serge Vaude-
nay)

NTT - Nippon Tel egraph and
Tel ephone Corporation (rep-
resented by Masayuki Kanda)

CRYPTON

DEAL Lars

1%

y

TecApro Internacional S. A
(represented by Di anel os
T Geor goudi s)
d HPC Ri ch Schr oeppel
LOKI 97 Lawie Br own, Josef
of Pi eprzyk, Jennifer Seberry
A VAGENTA Deut sche Tel ekom AG (repre-
sented by Dr. Klaus Huber)
N vars I BM (represented by Nevenko
Zuni c)
RC6 RSA  Laboratories (repre-

sented by Matthew Robshaw)

The requirements, as posted earlier thisR! JNDAEL Joan Daeren, Vincent Rijmen

SAFER+ Cylink Corporation (repre-
sented by Dr. Lily Chen)
SERPENT Ross Anderson, Eli Biham
Lars Knudsen
I' TWoFI SH Bruce Schnei er, John Kel sey,
Doug Whiting, David \Wagner,
Chris Hall, N els Ferguson
y
»6
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What isthe American Dream?
Dennis Fox

Is it a white picket fence in the mid

dle of a suburb in small town USA
Is it a material possession or a std
of mind? Maybe it isi’one or the
other but instead both. Maybe it i
the realization that the only helpin
hand that you need is at the end
your arm. It is the spirit of our fore-
fathers that has become impote
today

| was raised in a family of entrepre
neurs. My father always told me tha
from the chin down a man is worth
dollar a day but from the chin up th
sky is the limit. Yu will always

make more money with a pen tha
you will with your hands. | realized
that most rich people danhave

jobs. They work for themselves|

They are the risk takers. They gé
ahead because they are willing to ¢
what others are not willing to do.

They take the initiative to take con
trol of their destinyl always wanted
to be my own boss. | wanted to fu
fill my own dreams rather than be
drone. It is for this reason that | wer
into business for myself. | am no
saying that it is easy but instead | a
saying that it is worthwhile. 1 work
hard for my goals. | do more tha
the average employee does becal
| have a vested interest. If | am t
succeed or fall it is up to me, alon
with my work ethic and the bless
ings of God. | am so proud do b
associated with myanturing Crew
because they think like me. It i
because of them and people lik
them that our country has hope.
our country is to continue to be suc
cessful it is up to the youth. 1 an
proud that our Crew was invited t
the Junior Achievemerst’Entrepre-
neur Day It shows the quality and
standards that we live up to.

|
Arlingtonian
Neil Coplin mightydog187@yahoo.com

Final deadline in ten minutes! Its the er
P of another issue of the school newspap
teAll the hard work will be going out to

press, soon to be subject to the eyes
s the rest of the school. Most of the write

of Not me though, the people doing th
worrying for me are the advertisers
ntBeing the Advertising Editor for the
Arlingtonian, our school newsmagazing
will soon become a thing of the past.

it It all started my freshman yeavhen my
a brother began to look for a replaceme
e since he was graduating. Natura#iince

application. Getting the position on th

I have done, since | was the only pers
=t applying.
jo
Sophomore year rolled around and
didn’t feel at all ready for jumping into
- the swing of things. My brother hadn]
trained me as much as | would have like
- over the summelnd now he was Dht
a college. | didnt seem to be alone though
t about half the sthfwas new that year
t After getting acquainted with everyone

work.
h

advertisements sold, there wouldbé a

before then, but that had to change.

5

e

f Talking to strangers over the phone was

j are wondering how their stories look.

he knew that | could do it, and had the
n time, he convinced me to pick up an

paper was possibly the easiest thing th af

m it was time to get down to some seriouls

Isd’here was a huge pressure on my shoul
0 ders that first month. The entire paper
g depended upon me. If there were n

e paper that month. | knew that | had to do
it. | had always been a rather shy perspn

> ever only half the job was done. Now
had to make sure that their advertisemg

money for the papethe other was to ge
money for all of the businesses th
advertised with us. Fortunately thi
wasnt as hard for me as selling th
advertisements. In fact it came rath
e naturally winning myself several award
or my design work along my tenure i
PNthe position.

nt

Now three years have almost gone
since | took up the position, and it hg

:dtoday Not only has it helped with socia
"~ skills by talking with complete strangers
. but dealing with money and harder time
There will be plenty of things that g¢
your way to make the bad insignificant
you do things right and have the detern
nation to do them.dking a business, ng
matter what level it is at, into the futur
is one of the most unique things that
c)have ever done. | will do it again.

Y

But now | have to move on. But there

[®]

someone else to carry the paper on to
future, least it die out completelyust
because one person leaves, the fut
does not have to go as well.

- hard. Convincing them that advertisin

n will help their business was even hard

)
someone in person, it was harder for
to gather my wits to do it, but it wa

though, since my sthfvas far better at
this than I.

mn
e

The strange thing was that if | talked to

harder for them to say no. | was fortunate

The money came pouring in and my cop-
cerns faded. | knew | could do it. How-

2}
g
r

]
eNationwide Insurance
James D. Corder

Nationwide Insurance’ VP Steve Lun-
dregan has agreed to start at leash3tl
Mentor programs within Nationwide fol-
lowing 3695 forum!

worked. One of my duties was to ge

been a major influence on how I am

as well. Things can go bad. Oh well.

one thing left to do. There needs to be
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