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Bob Pike, CSP, CPAE

Bob has developed and implemented training programs for business,
industry, government, and the professions since 1969. Beginning as a
representative for Master Education Industries (a network marketing
company), he received nine promotions in three and one half years, to
Senior Vice President. His responsibilities included developing an
intensive three-week Master Training Academy covering all phases of
sales training, management development, communications, motiva-
tion/platform skills and business operations. During his five years as
Vice President of Personal Dynamics, Inc., that company grew from
less than 4,000 enrollments per year to more than 80,000. He pio-
neered undergraduate and graduate credit on a national basis. 

As founder and Chairman of The Bob Pike Group and Creative
Training Techniques Press, Bob leads sessions over 150 days per year covering topics of leadership,
attitudes, motivation, communication, decision-making, problem-solving, personal and organi-
zational effectiveness, conflict management, team building and managerial productivity. More
than 75,000 trainers have attended the Creative Training Techniques™ workshop. As a consul-
tant, Bob has worked with such organizations as Pfizer, Upjohn, Caesars Boardwalk Regency,
Exhibitor Magazine, Hallmark Cards Inc. and IBM. A member of the American Society for
Training and Development (ASTD) since 1972, Bob has been active in many capacities includ-
ing three National Conference Design Committees, Director of Special Interest Groups, and
member of the National Board of Directors. He is currently serving on the Board of Directors for
the National Speakers Association and the International Alliance of Learning. Bob and the com-
pany were honored with an APX award for helping others Achieve Performance Excellence.

An outstanding speaker, Bob has presented at regional and national ASTD and TRAINING
Conferences to crowds ranging from 300–1,100 people. In 1991 Bob was granted the profes-
sional designation of Certified Speaking Professional (CSP) by the National Speakers
Association (NSA). This designation has been earned by less than 9% of the more than 3,800
members of the NSA. In 1999 he was granted the professional designation of CPAE (Council
of Peers Award of Excellence) Speakers Hall of Fame.

Since 1980, he has been listed in the Who’s Who in the Midwest and in the current edition of
Who’s Who in Finance and Industry. Over the years, Bob has contributed to magazines like
TRAINING, The Personnel Administrator and The Self Development Journal. He is editor of the
Creative Training Techniques Newsletter. He is author of the popular (just recently released)
Creative Training Techniques Handbook, Third Edition; and co-author of One-on-One Training,
Dealing with Difficult Participants, 50 Creative Training Openers, 50 Creative Training Closers,
along with more than ten other books and a dozen videos.
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Positioning the Battle 

for Your ^Mind
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Who is your competition?

What are your greatest
challenges?
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What’s Your Competitive
Advantage?

1. Instructor background

2. Resource manual

3. Visual aids

4. Format

5. Follow-up

6. Special features
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Pricing Considerations 
1. Who is the audience?

2. Who is paying fee?

3. Is there competition?

4. Number of times offered?

5. Cost of delivery and development?

6. Who is the decision maker?

7. Who is speaking?

8. What kinds of values?

9. Bottom line return?

10. What percentage of cost is the fee?

11. Value added?

12. Bottom line of registration fees?

13. Fixed fee?

14. Fixed fee, plus expenses?

15. Fixed fee, plus materials and expenses?
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Considerations for
Workshop Timing

1. Be aware of national holidays.

2. Be aware of religious holidays.

3. Be aware of vacation periods.

4. Be aware of major local events (county fair, conventions, etc.).

5. Be aware of major national events (Super Bowl, national political conventions, etc.).

6. Consider available space.

7. Consider transportation.

8. Be aware of conflicting events of significance to participants.

9.

10.

11.

12.

13.
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Title Development

Basic Parts of a Brochure
1. Strong title

2. Time, date, and location

3. Registration information

4. Program outline

5. Seminar benefits…At this seminar you will learn how to…)

6. Special features

7. Instructor’s bio-sketch

8. Testimonials

9. Who should attend

REMEMBER:
People:
• Keep catalogs
• Pass along self mailers
• Throw away envelope mailers
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Promoting You and 
Your Seminar

While a seminar outline like the one attached to this document goes a long way toward pro-
moting you and your seminar properly, your response to the following can enable us to add
the “little bit extra” that can boost attendance.

1. List the ten topics you are most likely to cover in the seminar, with one or two sen-
tences describing each.

Topic 1 _________________________________________________________

_______________________________________________________________

Topic 2 _________________________________________________________

_______________________________________________________________

Topic 3 _________________________________________________________

_______________________________________________________________

Topic 4 _________________________________________________________

_______________________________________________________________

Topic 5 _________________________________________________________

_______________________________________________________________

Topic 6 _________________________________________________________

_______________________________________________________________

Topic 7 _________________________________________________________

_______________________________________________________________

Topic 8 _________________________________________________________

_______________________________________________________________

Topic 9 _________________________________________________________

_______________________________________________________________

Topic 10 ________________________________________________________

___________________________________________________________
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2. Who should attend? _______________________________________________
_______________________________________________________________

3. For each of your ten topics, answer this question: Why is this important to the atten-
dees (e.g., improve retention, improve “on the job” application, etc.)?

Topic 1 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 2 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 3 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 4 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 5 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 6 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 7 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 8 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Copyright 2005, The Bob Pike Group. All rights reserved. • www.bobpikegroup.com

16

How to Market Chapter Events



Topic 9 is important because: ________________________________________

_______________________________________________________________

_______________________________________________________________

Topic 10 is important because: _______________________________________

_______________________________________________________________

_______________________________________________________________

4. Attach to this document as extensive a bio-sketch as you can. Be sure to include every-
thing that helps answer the question, “Why do you have the right to be offering this
program?” Please include things like: when/where you have presented in the past, your
clients, other subjects you have presented, awards you have won, articles/books you
have had published, number of years in this field.

5. Please attach to this document copies of other brochures you have on this topic or
similar topics.

6. Please attach to this document articles you have (your own or others) that relate to
this topic.

7. Please attach to this document any comments that you have received from past par-
ticipants on this topic.

8. What are the special features of this seminar, from your perspective as an instructor
(e.g. specially designed 70+ page resource manual):________________________
_______________________________________________________________
_______________________________________________________________

9. What are the benefits of attendance? (e.g., At this seminar you can learn 9 ways to
assess needs, 8 simple steps to effective preparation, 33 alternatives to lecture, etc.)
_______________________________________________________________
_______________________________________________________________

10. What makes this program unique compared to others I might attend on the same
topic (e.g., methods, your unique credibility, etc.)? ________________________
_______________________________________________________________
_______________________________________________________________

How to Market Chapter Events

Copyright 2005, The Bob Pike Group. All rights reserved. • www.bobpikegroup.com

17



Notes • Notes • Notes

Copyright 2005, The Bob Pike Group. All rights reserved. • www.bobpikegroup.com

18

How to Market Chapter Events



Steps to Brochure
Development

1. Have instructor list 10 topics most likely to be covered, with one or two sentences
describing each topic.

2. Have instructors indicate likely audience/market.
Beware:
a. Seminar too narrow.
b. Seminar straddles multiple markets/topics that don’t mix.

3. Review 10 topics and look for:
a. Wordiness
b. Fuzziness (e.g., discussion vs. analysis/examination — importance to whom)
c. Imprecision
d. Purpose: Am I told why this seminar should be important to me? (e.g., improve

communications to increase profits, reduce loss, head off lawsuits, etc.)
e. Weak structure (e.g., various techniques; should be 5 best, 10 best, etc.)

4. Capitalize concepts and words that convey an idea or facts which need to be checked
for accuracy before anything goes out.

5. Get extensive leader bio-sketch. (This is no time for shyness.)
a. Check when and where s/he has presented in the past.
b. Make sure of all details.
c. Beware of using information that is not specific enough or appropriate enough to

the seminar. (e.g., “Will examine information about divorce you need to know.”)
6. List who should attend.

7. Don’t make statements participants should decide for themselves.

8. Express why this presenter has the credibility to teach this program.

9. Make sure audience is broad enough, yet well defined.

10. Avoid vague or wordy language.

11. Establish authority of instructor through sufficient program detail.

12. Is instructor well regarded in publications? Then say so!

13. Has instructor lectured at well-regarded places? Then say so!
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Steps to Brochure
Development (con’t.)

14. Ask instructor for other brochures that have been done on his/her topic. Use them to
broaden content within the scope of the seminar.

15. Ask instructor for any articles written which are especially relevant to the topic.

16. Use verbs/adjectives in titles, point out change or conflict (e.g., not “contest,” but
“resolve dispute”).

17. Close your outline strongly, not simply with a summary or concluding remarks.
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Evaluation
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Content
1 2 3 4 5 6

____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .

Environment
1 2 3 4 5 6

____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .

Instructor
1 2 3 4 5 6

____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .

Participant
1 2 3 4 5 6

____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .
____________ . . . . . .

Numbers
1   2   3   4   5  

Letters
Timing T L T S J A R

Pacing T F T S J A R

Level T A T B J A R

Open-Ended Sentences



Word Tools for Layout
with Approximate

Readership
High readership = 70%
Low readership = 10%
Medium readership = in between

H Master headlines – the most dominant head

H Subheads – other leads

M Lead-ins – bold lead sentences

H Picture captions

H Callouts – subordinate picture captions that point to parts of the picture

M Topic outlines

M Charts – picture and word tool structure with two variables

M Tables – help find portion of data that relates to self

M Process diagrams

M Construction diagrams – e.g., organization charts

L Body copy – extended blocks of text in paragraph form (200 words plus in 11 point 
type or smaller)

Don’t assess what you do on appearance, but on results.

A short readership path using the “H” tools enables people to get a summary in
200 plus words.
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53 Key Word Stimulators
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Analysis 

Before/After

Book reviews

Calendars 

Case histories 

Charts 

Checklists 

Competition/Comparisons 

Conversion tables 

Developments 

Diagrams 

Delphi Surveys 

Essays 

Free materials, publications,
etc. 

Glossaries 

Goods/Bads

Government bibliographies,
reports, studies, etc.

Guides 

Improved/Originals 

Installations (18,000 dp
installations in US, 10
Kellog Centers, etc.)

Internal reports 

Interpretations (legal and
other) 

Legislation 

Lists 

Magazine reprints

Most important developments

New, etc.

News

Patents

Pitfalls

Problems/Solutions

Procedures

Questionnaires

Quotations

Reports 

Reprints

Research

Resources

Results

Right/Wrong ways

Samples

Show coverage

Specifications

Statistics

Stories

Summaries

Surveys

Tables

Technical developments

Theories

Translations – from foreign
publications

Trends

Want Ads – job opportunities
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My 3 personal learning goals based on the seminar content are:

•  ____________________________________________________________________________________

•  ____________________________________________________________________________________

•  ____________________________________________________________________________________

To what extent did you achieve each of your three goals? _____ Exceeded the goals  _____ Fully achieved
the goals  _____ Partially achieved the goals  _____ Did not achieve the goals 

The information I found most useable was: __________________________________________________

______________________________________________________________________________________

How my organization will benefit from my training: ___________________________________________

______________________________________________________________________________________

What technique will you apply first: ________________________________________________________

May we contact you within 90 days to ask how it’s helping you? _____ Yes  _____ No

What one thing could we do to improve this overall training experience? __________________________

______________________________________________________________________________________

______________________________________________________________________________________

City ____________________________ Date ______________________ Instructor __________________

Please print your name and address below or attach your business card.

Name _________________________________ Title ___________________________________________

Organization ___________________________________________________________________________

Business Address _______________________________________________________________________

City _________________________ State ______ Zip ________ Phone (       ) _____________________

Fax (       ) __________________ E-mail ______________________ Web Site _____________________

Bob Pike’s Seminar Feedback/Evaluation Form

Our focus at The Bob Pike Group is results! This evaluation is designed to measure
your satisfaction with this seminar experience as well as provide us with information
to continually improve our products and services. 

Copyright 2003. All rights reserved. The Bob Pike Group, 7620 West 78th Street, Minneapolis, MN 55439
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“Thank you for your comments. We appreciate the opportunity they give us to improve our programs and better suit your needs.”

I’d like more information on:

❒ Bob Pike’s Participant-Centered Design Process

❒ The Training Team Summit

❒ The Bob Pike Group’s Coaching System

❒ The Team Directory

❒ The Bob Pike Group Products and Seminars

Rank your agreement to the following statements.

Content Strongly Agree Strongly Disagree
I found value in the resource materials 5 4 3 2 1
The layout and design of the materials was effective 5 4 3 2 1
The design and use of visual aids was effective 5 4 3 2 1
I can diagram the participant-centered instructional model 5 4 3 2 1
I understand the importance of Need to Know, Nice to Know
and Where to Go 5 4 3 2 1
I can explain the use of CPR in training 5 4 3 2 1

One suggestion for improving the program content:______________________________________________________________

Comment _______________________________________________________________________________________________

The Instructor… Strongly Agree Strongly Disagree
Demonstrated knowledge of content 5 4 3 2 1
Modeled techniques 5 4 3 2 1
Showed interest in participants 5 4 3 2 1
Answered my questions thoughtfully 5 4 3 2 1

Comment _______________________________________________________________________________________________

Process/Environment Strongly Agree Strongly Disagree
Enrollment process was easy and pleasant 5 4 3 2 1
Location and quality of this meeting site was appropriate 5 4 3 2 1
Room/Environment supported my training experience 5 4 3 2 1
_____ Check if you stayed overnight at the hotel

Comment _______________________________________________________________________________________________

You the Participant Strongly Agree Strongly Disagree
I was fully present and actively participated 5 4 3 2 1
My co-participants were actively involved 
and supported the learning process 5 4 3 2 1

Comment _______________________________________________________________________________________________

Please print the name and address of your manager:

Name _________________________________________ ❒ Address Same as Mine

Business Address ______________________________________________ E-mail___________________________

City _____________________________ State _______ Zip ____________ Telephone ____________________



My 3 personal learning goals based on the seminar content are:

•  ____________________________________________________________________________________

•  ____________________________________________________________________________________

•  ____________________________________________________________________________________

To what extent did you achieve each of your three goals? _____ Exceeded the goals  _____ Fully achieved
the goals  _____ Partially achieved the goals  _____ Did not achieve the goals 

The information I found most useable was: __________________________________________________

______________________________________________________________________________________

How my organization will benefit from my training: ___________________________________________

______________________________________________________________________________________

What technique will you apply first: ________________________________________________________

May we contact you within 90 days to ask how it’s helping you? _____ Yes  _____ No

What one thing could we do to improve this overall training experience? __________________________

______________________________________________________________________________________

______________________________________________________________________________________

City ____________________________ Date ______________________ Instructor __________________

Please print your name and address below or attach your business card.

Name _________________________________ Title ___________________________________________

Organization ___________________________________________________________________________

Business Address _______________________________________________________________________

City _________________________ State ______ Zip ________ Phone (       ) _____________________

Fax (       ) __________________ E-mail ______________________ Web Site _____________________

Bob Pike’s Seminar Feedback/Evaluation Form

Our focus at The Bob Pike Group is results! This evaluation is designed to measure
your satisfaction with this seminar experience as well as provide us with information
to continually improve our products and services. 

Copyright 2003. All rights reserved. The Bob Pike Group, 7620 West 78th Street, Minneapolis, MN 55439
(952) 829-1954 or (800) 383-9210 • FAX (952) 829-0260 • www.bobpikegroup.com



“Thank you for your comments. We appreciate the opportunity they give us to improve our programs and better suit your needs.”

I’d like more information on:

❒ Bob Pike’s Participant-Centered Design Process

❒ The Training Team Summit

❒ The Bob Pike Group’s Coaching System

❒ The Team Directory

❒ The Bob Pike Group Products and Seminars

Rank your agreement to the following statements.

Content Strongly Agree Strongly Disagree
I found value in the resource materials 5 4 3 2 1
The layout and design of the materials was effective 5 4 3 2 1
The design and use of visual aids was effective 5 4 3 2 1
I can diagram the participant-centered instructional model 5 4 3 2 1
I understand the importance of Need to Know, Nice to Know
and Where to Go 5 4 3 2 1
I can explain the use of CPR in training 5 4 3 2 1

One suggestion for improving the program content:______________________________________________________________

Comment _______________________________________________________________________________________________

The Instructor… Strongly Agree Strongly Disagree
Demonstrated knowledge of content 5 4 3 2 1
Modeled techniques 5 4 3 2 1
Showed interest in participants 5 4 3 2 1
Answered my questions thoughtfully 5 4 3 2 1

Comment _______________________________________________________________________________________________

Process/Environment Strongly Agree Strongly Disagree
Enrollment process was easy and pleasant 5 4 3 2 1
Location and quality of this meeting site was appropriate 5 4 3 2 1
Room/Environment supported my training experience 5 4 3 2 1
_____ Check if you stayed overnight at the hotel

Comment _______________________________________________________________________________________________

You the Participant Strongly Agree Strongly Disagree
I was fully present and actively participated 5 4 3 2 1
My co-participants were actively involved 
and supported the learning process 5 4 3 2 1

Comment _______________________________________________________________________________________________

Please print the name and address of your manager:

Name _________________________________________ ❒ Address Same as Mine

Business Address ______________________________________________ E-mail___________________________

City _____________________________ State _______ Zip ____________ Telephone ____________________



<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /SyntheticBoldness 1.00
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
    /AGaramond-Italic
    /AGaramond-Regular
    /AGaramond-Semibold
    /AGaramond-SemiboldItalic
    /Arial-BoldItalicMT
    /Arial-BoldMT
    /Arial-ItalicMT
    /ArialMT
    /CarminaBT-Black
    /CarminaBT-BlackItalic
    /CarminaBT-Bold
    /CarminaBT-BoldItalic
    /CarminaBT-Light
    /CarminaBT-LightItalic
    /CarminaBT-Medium
    /CarminaBT-MediumItalic
    /ComicSansMS
    /Courier
    /FranklinGothicITCbyBT-Book
    /FranklinGothicITCbyBT-BookItal
    /FranklinGothicITCbyBT-Demi
    /FranklinGothicITCbyBT-DemiItal
    /FranklinGothicITCbyBT-Heavy
    /FranklinGothicITCbyBT-HeavyItal
    /Garamond
    /Garamond-Bold
    /Garamond-Italic
    /Humanist521BT-Bold
    /Humanist521BT-Roman
    /Lumpy
    /LydianBT-Bold
    /LydianBT-BoldItalic
    /LydianBT-Italic
    /LydianBT-Roman
    /LydianCursiveBT-Regular
    /Times-Bold
    /Times-BoldItalic
    /Times-Italic
    /TimesNewRomanPS-BoldItalicMT
    /TimesNewRomanPS-BoldMT
    /TimesNewRomanPS-ItalicMT
    /TimesNewRomanPSMT
    /Times-Roman
    /Wingdings-Regular
    /ZapfCalligraphic801BT-Bold
    /ZapfCalligraphic801BT-BoldItal
    /ZapfCalligraphic801BT-Italic
    /ZapfCalligraphic801BT-Roman
    /ZapfChanceryITCbyBT-Bold
    /ZapfChanceryITCbyBT-Demi
    /ZapfChanceryITCbyBT-Medium
    /ZapfChanceryITCbyBT-MediumItal
    /ZapfDingbats
    /ZapfHumanist601BT-Bold
    /ZapfHumanist601BT-BoldItalic
    /ZapfHumanist601BT-Demi
    /ZapfHumanist601BT-DemiItalic
    /ZapfHumanist601BT-Italic
    /ZapfHumanist601BT-Roman
    /ZapfHumanist601BT-Ultra
    /ZapfHumanist601BT-UltraItalic
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308030d730ea30d730ec30b9537052377528306e00200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /FRA <>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
    /ENU <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


