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apply to another, however. Schmerling
describes the process as negative mi-
gration. And if a candidate with some-
thing to hide knows that ore company
runs background checks and another
does not, he is likely to apply to the
one with looser procedures,

In some cases, whole industries
attract these migrants. “I have been
doing this for 20 years, and at any

moment there will be an industry
where bad people flock,” says
Schmerling. “It used to be the secu-
rities industry in Boca Raton. Now it
is the Internet.”

In dotcom companies, he says,
15 to 20 percent of searches throw
up significant issues. “These are
people who are 28 years old and
have a civil docket sheet that looks

like the rap sheet of an inner-city
gangster,” he says. “If you want to
make a fast buck, that’s the place to
go now.”

(Excerpted from “Background In-
vestigations,” by Andrew Edgecliffe-
Johnson, which appeared in the
March 3, 2000, issue of the Finan-
cial Times.)

Brian J. Lewis, P.E., FASCE
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| teut,we “Control the room temperature and setup S0
sentations Kit, 10 Steps to Sellmg Your. Ideqs, “etfers ~ everyone can see you and your visuals,” says Wilder.
these steps for delivering winning presentations: ~ “Dres
1) Channel your nervousness. Practice out loud senses—wsuaf audltory, and Kinesthetic—by usmg‘ .
and with the technology you plan to use in your pre- pmtures exerc:ses sounds questlons and exam-
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sentahon suggestb Wﬂder “Before you get in front of ;-s::;-kples »»»»»
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ence m gavaneal 1L T G ERE R R R Ul i ‘ence. “Plan concludmg sentences and practlce them
2) Define your objective. Knowing what you plap to out loud,” advises Wilder. “And vary your conclusion

ach1eve w1[1 he]p focus _your present‘ahori ““aResearch “““““ with a combmahoﬁ'of facts and opinions.”
8) Manage questions. Give guidance to an audi-

i ence: when you start a presentatxon by tellmg them

ing, report progress or teachmg skllls
3) Organize everythmg, Preparatton and orgarmaw
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9} Hecornmend next steps. Help the audience put
4 what they have Iearned from your presentatlon to

“Be sure fo talk to the audlence not to the vmﬁal 4
5) Energlze yourself Energy creates energy, s0
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