
* çictotaped training programs
capture world-wide markets

in some Third World cauntries, warkers wha
have neyer been to schoal can Urne
maintenance jobs in saphisticated power
plants by the phases of the moan. Their
adaptation of ancient peasant lare ta Space
Age technalagy ls remarkable enaugh. Even
mare sa is the fact that they learn their tasks
f ram demanstrations an videotapes made an
a quiet residential street in the west end af
Toronto.

Twa televisian sets were playing an a
typical warking day in the madest brick
building that hauses Leightan & Kîdd Ltd.
Cansulting Engineers. On the ane upstairs,
in the conference raam, an instructar was
canducting a caurse on axy-acetylene
welding far beginners.

Three flaors down, an electrical engineer
an screen was lecturing abaut pawer
transmission. She discussed voltage in the
terminalagy af advanced mathematical
equations.

The difference in the content af those two
TV presentations is a measure af the range
af Leightan & Kidd's expertise in devising
training techniques and in reaching fareign
markets.

On factory floors throughout the emerg-
ing industrial world, the journeyman teacher
is increasingly apt ta be a demonstratar in
a Leightan & Kidd vîdeotape. Sa is the
visiting expert in the contrai rooms of high-
tech plants in aider industrial societies. The
firm's markets literally circle the globe - from
Hawaui ta New Zealand. Its video training pro-
grams are used in 24 countries and in six
languages.

1971, came from strikingly sîmilar
backgrounds. Bath had graduated as

President John Leighton (centre) points ta diagram of Mississauga's electrical. di
systemn as training consultant Mitch Anderson (right) takes notes.

engineers in 1942, served in World War 1l,
warked far big Hydra utilities and gane inta
business as independent consultants. Bath
had given high-level advice ta gavernments
and regulatory agencies. Both had worked
an major power prajects in developing caun-
tries - and left themn with a growing sense
of unease.

1I was disturbed," says Mr. Leightan,
'.about what was left behind atter the Cana-
dians and Americans had packed up and
gone home. We'd built a plant, but had we
built the skills ta run it praperly?"

His cancern was vividly borne out by a
visit ta a power plant in India in the ealy '70s
- about 10 years after he had first gone
there, as a consultant in the initial stages of
operatian. "It was a disgrace," he recalls.

ausiry was being wracked by technological
change, high staff turnover, low morale,
absenteeism andi slumplng productivity.
Training and retraining was becoming an

acute problem.
Without any specific order, LE

Kidd gambled an a "generic" Pr(
They baught a camera and "darte
local videa production houseS 101
studio space and time". The speculi
off in 1976, when the giant N~
Blaedel company bought the prc
training milI personnel in Canada an
The firm's next major venture wl
familiar field of electric utility opera
breakthraugh arder came tram Ne,ý

In a few years, the campaniY's ý
fram eight ta, 2 '2. Graphic artists
editars were hired. A fully-equiPp'
sion production studio was instal

It was campany policy, frami th
ta, engage the services of si
whenever they were needed. 13
same time staff members were al
cauraged ta try their hand at differ,
Now, artists double as camera 0
engineers as scrptwriters. Leigh
the sales manager, Dave CraWf arc
class directar".

Branchlng out
Similarly, the branching out if, Pro
Products in the last few years 1
spectacular. There are Leightor
tapes - on everything from
manufacturing ta, firefightifl9
maintenance to medical crisis ifltf

Total sales revenue rose tram i
$1 .4 million in 1981 to more th5fl
last year. A high proportion of th
programs are now custom-made fc
clients.

But the company had not abarl


