































































































that you are setting seeds with the boss to be
used later—the next evaluation, the next
round.

4. Use this as a time to make a change! If
the evaluation follows a series of other
disappointments, misunderstandings,
missed raises, or unhappy meetings, use
this moment to make the job change you
probably need.

5. Ignore the whole thing—get on the
next project—and forget it. Get busy.
Your next evaluation may make up for this
bleak moment in your history. Don’t give
a lot of energy to this review. You have
bigger work to do, more important projects
to finish, more vital people to impress.

6. Give yourself a monthly evaluation.
Try to get your boss to buy in to the idea.
But make it easy for the boss; just show
your own evaluation with “agree”or “dis-
agree” boxes to fill in. This allows you to
rank your priority issues and gives you both
some new criteria for next time.

7. Ask for formal evaluations more of-
ten. If you can increase immediate feed-
back levels, you will have a better barome-
ter reading of you. But most managers hate
to give reviews. Remind them that “more
often”” may not mean “more work.” You
promise that you will take responsibility for
getting forms ready, doing your share, and
sticking it under bosses’ nose. Promise that
you will make sure the meeting happens.

“Why,” you wail, “do you have to do so
much of the work?” Because it is your
problem, you don’t like the review, you
want a better one, you want to succeed!
Stop griping; do it!

Lastly, look at the review which hurts as
aturning point for you. Behavioral changes
happen when we are hit by a truck, face
death, or face ego damage! Use this critical
moment to find a new and exciting you.
Take acommunication class, find new ways
to look at your job scope, learn to negotiate
priorities with your manager, and seize the
moment. Let this black letter day serve
notice for the new era. A

Jean A. Hollands, President of Growth &
Leadership Consultants, trains in over one
hundred and fifty corporations in Silicon
Valley. She received her M.S. degree from
San Jose State University in 1975, the first
ever to graduate with a degree in Marriage
and Family Counseling.

Reach New
Heights.

Helping you to grow intellectually and reach new heights
is the goal of the University of Denver.

Succeeding in a highly competitive environment re-
quires the vision to foresee tomorrow's problems and
manage them today. Solving the complex issues of the
future will not be easy, so you must be prepared.

Our Master of Science in Systems Management (MSSM)
degree program is designed to supply you with knowledge
needed to excel in an increasingly complicated world.

The knowledge and skills gained from our program can
be applied in industries such as defense, aerospace, tele-
communications, information processing and many other
businesses which must compete in today's high tech
world.

Set your goals high and we will help you reach them.
Let one of our local Program Coordinators explain the
MSSM degree to you in greater detail and ask about the
location nearest you by calling the number below.

There's a Better Way:
Master of Science in Systems Management

Registration Begins October 9th for classes in Sunnyvale--
San Ramon and Pleasanton Classes also Planned

* Two-year degree
* BA or BS required

* Weekday evening or
Saturday classes

* Coursework designed for
immediate applicability

Frances Schwab/Joan Lewis, P.O. Box 3430, Sunnyvale, CA 94088 408-747-1616

THANK YOU
SAN JOSE STATE UNIVERSITY
SCHOOL OF ENGINEERING...

...your graduates
have contributed greatly fo our
corporate strength and vitality.
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REAL ESTATE

TAKING THE TRAUMA OUT OF
TECHNICAL TRANSFERS

How to buy a house in Silicon Valley.

By Denise Davis

S uppose you are a manager of technical
support living and working in New Jersey
with your husband, also an engineering
professional, and your eight-year-old
daughter. You accept a position with one of
the largest engineering firms in Silicon
Valley. You sell your home in New Jer-
sey—asplit-level house on one-half acre—
for approximately $250,000. How do you

This home
an attainable price.

find a comparable home in one of the coun-
try’s most expensive residential markets?
Where do you begin?

One family began their search by con-
tacting a local New Jersey realtor who put
them in touch with Grubb & Ellis Real
Estate Services’ Relocation Department in
Northern California. They were referred to
a home finding counselor whose job was to
determine what they needed in a commu-
nity and wanted in a home. Over the phone,
the counselor asked them about their time
frame, price range, distance they were will-
ing to commute, education needs and em-
ployment requirements for the spouse. The
call was followed by a personalized reloca-
tion packet containing information about
the areas that met the clients’ criteria.
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wés purchased by a relocating family from New Jersey at

“With the relocation packet we tried to
construct an accurate picture of the areas
the client was considering,” says Ilene
Clancy, home finding counselor. “Silicon
Valley is a high-cost area and the relocating
family needs to know what they are up
against.” The packet contained general in-
formation about California and the Bay
Area, price ranges for all, loan and creative
financing informa-
tion, Homes & Land
Magazine for the
targeted areas, and
test scores for ele-
mentary through
adult education in
various school dis-
tricts. The packet
also included sec-
tions on recreation
& entertainment,
with information
and articles on help-
ing children adjust
to a new environ-
ment.

Once the client
has studied the information in the reloca-
tion packet and arrives for a tour, the home
finding counselor refers them to a sales
agentin the targeted areas. In the case of the
family from New Jersey, Clancy referred
them to Spencer Robbins, a relocation spe-
cialist with Grubb & Ellis’ Los Altos office.
Robbins began by taking the family on a
three-hour tour of Silicon Valley, giving
them an overview of the area. This was fol-
lowed by several house-hunting trips. One
of the chief considerations, according to
Robbins, was finding a house in a neighbor-
hood with a solid school district. “This
family had an eight-year-old with years of
education in front of her. They wanted a
district that rated well from elementary
through high school,” said Robbins.

Robbins showed the family approxi-
mately a dozen houses before finding the
one they would call home. Last November,
a 3 bedroom, 2 1/2 bath home in San Jose
came on the market for $385,000. It had
been completely remodeled inside and out—
new paint, new carpet, new redwood deck—
and it was in the Cupertino school district,
one of the highest rated districts in Califor-
nia. They signed the contract immediately
after touring the home. One month later, it
was theirs.

Dolly Toms, executive vice president of
Grubb & Ellis’ residential brokerage serv-
ices Northwest division says, “We’re here
tomake the relocation process as stress-less
as possible. Whatever it takes to get the
move accomplished is done.”

The specialized services offered through
Grubb & Ellis are:

For Transferees

« Pre-move counseling by telephone

» Mailing of personalized relocation packet
and other requested information

* Pre-arranged motel/hotel reservations
upon request

 Area orientation

 Tour of area housing and highlights

+ Home search assistance, i.e. Homes &
Land Magazine

» Short and long term rental assistance

 Furniture rental assistance

» Spouse employment referrals

* Moving and storage information and dis-
counts

* Post-settlement assistance programs

For Corporations

« Flexible marketing plan to assist trans-
ferees in marketing their homes more ef-
ficiently before corporate buyout

¢ Individual home marketing plan for cor-
porate-owned homes

« Simplified bookkeeping/billing of cor-
porate-owned home expenditures

 Orientation tours arranged without cost
to corporation

* One point of contact

« Literature supplies to help in initial re-
cruitment

In conclusion, this is not a one of a kind
Cinderella story—with a little diligence
one can find a home within their means, in
the San Francisco Bay Area—one of the
most sought after areas in the country. A
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SLICES

Edited by John Joss

Biotechnology is a growing disci-
pline, as many will see at the end of
October. Linda Cartlidge is the
force behind the second Interna-
tional Biotechnology Expo and
Scientific Conference coming to
the San Mateo Expo Center Octo-
ber 24-26. She
expects 8,000-
10,000 visitors
who will roam
440 exhibits (40
or more from

(voicemail) or (415) 960-1000
(working hours) to qualify. Sites:
Mountain View, at IN’s offices,
and the Young & Rubicam ad
agency, SF. Says VP Marketing
Kevin Randolph (Washington
State, EE, BA biz/mktg): “We’ll
let people play
(interactively
with TV) any
games they al-
ready play with
their minds.”

Canada, the Any? “Any.”
U.K., Switzer- Watch for big
land, and the announcements
Federal Republic late ’89 and
of Germany.) S : Ml “%  public splashes
There will be 42 Fr_edByers—fromeIe,ctronlcs to by mid ’90.
. wine tours.
workshop semi- o« o
nars and an em- Career changes

ployment clearing house. Linda
formed the non-profit International
Biotechnology Suppliers Associa-
tion at 3097 Moorpark, San Jose,
CA 95128, to coordinate this grow-
ing world industry. You can call
her there at (408) 554-6644 for
more data.

Education: The theme recurs
throughout this issue. Welcome,
then, Dean Hal Hendrick who
runs the University of Denver’s
college of Systems Science, dedi-
cated to helping engineers get the
big, systematic picture to manage
today’s typically complex projects.
The concept started at USCin 1952.
Today UD awards MSSM (Mas-
ters of Science in Systems Man-
agement) degrees, and has more
than 12,000 graduates and almost
40 study centers nationwide, in-
cluding Silicon Valley. Who be-
lieves? Scores of corporations and
military activities—The cream.
Update: Since Bob Brown of In-
teractive Network graced ourcover,
Interactive Network has made
strides. Beta tests start soon. Want
to participate? Call (415)255-3843

for engineers are common. Take
Fred Byers, arefugee from Dalmo-
Victor in Belmont (electronic
warfare). After a stint at Defense
Electronics in Palo Alto, he de-
cided to follow his wine avocation.
Voila: ‘Vineyard Ventures,” pri-
vate tours for 10-12 visitors to select
wineries in a luxury van. He makes
the day a joy: the Oakville Grocery
for gourmet goodies, lunch at the
Sonoma Hotel, champagne in
Gloria Ferrer’s caves, a final stop
in the Marin Headlands above the
Golden Gate Bridge for a glimpse
of the City. Oh yes, the envelope:
call him at (415) 578-8631 for res-
ervations.

Colleagues’ praise for Dean Jay
Pinson (cover) isn’t just drill. He
has formed the Silicon Valley En-
gineer Council to sponsor/promote
“education to foster engineering
career development, especially
among the young, and to increase
public understanding of how engi-
neering enhances the quality of
life.” Among the corporate sup-
porters are Sid Hollander of Aero-
space Corp. and Mary Rogers of
Lockheed. Member organizations
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include IEEE, ASME, ASCE, the
American Public Works Associa-
tion, and the San Jose Engineers
Club. Technology companies are
invited. Write to 95 South Market,
Suite 650, San Jose, CA 95113.
Brad Shrick, CEO, Engineering
Software Concepts (Palo Alto), ex-
NASA engineer, commercial
rocket developer, satellite logic
control designer, CAE expert, and
pilot, isaRenaissance man. “Tech-
nology makes the future,” he says,
“so I became a technologist. But
blind creation of technology can’t
produce American Dreams, even
fortechnology companies...people
who resist good new technology
do so for good nontechnical rea-
sons.” Words of wisdom for those
who think technology is the end,
whereas it’s only the means.
Woman power proves itself one
more time. Consider Gaylen Her-
furth, CEO of Advanced Micro
Consultants, of San Jose, and her

marketing manager Nanci Coo-
per. AMC Communications pro-
vides CAD/CAM services, instal-
lations, training, and support to
PCB designers, engineering groups
bringing in CAD, and facilities
management departments (and has
created User Groups in all three
categories). Now 15 strong and
growing, AMC typifies the kind of
tough-minded and effective
achievements of woman power.

They keep coming back with new
ideas. Now it’s Mike Geilhufe,
memory circuitdesign pioneer at—
remember?—AMS, or Advanced
Memory Systems, folded into Inter-
sil which became part of G.E. in
the ’70s-"80s industry implosion.
Mike went to Intel, cellmate with
Federico (Synaptics) Faggin. Now
he has formed Information Storage
Devices, at 2332 Walsh in Santa
Clara. Analog data on silicon. So
we’ve come full circle with silicon
vs. magnetic media, with digital
vs. analog in key applications. A

The SC04 Signal
Computer has set
new standards for
advanced digital
instrumentation.

@ CREATEC
SIGNAL COMPUTER

©1989 Createc Signal Computer

. . . in the palhrvfyour hand.

u DVM with True RMS and Pea :

B Digital Frequency Counter/Timer Meter

B Self-Calibrating for Unmatched Reliability

B Accuracy Readouts on all Meter Functions

B Auto Setup and Auto Zero for Easy Operation

B Recalls 10 Setups and 46 Waveforms, More on PC
.} Centronics and RS232C with Full Control Software

Call Toll-Free 1-800-222-2688
3337 Kifer Rd. ® Santa Clara, CA 95051
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BUSINESS RESOURCES FOR ENTREPENEURS

Payday

I The Payroll Company

Providing the Bay Area
with a WORRY FREE,
ERROR FREE Payroll and
Tax Deposit Service.

The Payroll Service

The Comprehensive Payroll
At a Competitive Price

(408) 727-0833 rrdd
I__(41 5) 543-6200 Fr""
= = |

Preecisiomn
Die-Cutting

of all Non Metalllc Materials

Call Today (408) 866-7323
FAX (408) 866-2438

1660 Dell Avenue Campbell, CA 95008

[OS ALTOS

BAR & GRILL

OPEN 7 DAYS

LUNCH « DINNER « SUNDAY BRUNCH
BANQUETS « CATERING

Live Entertainment

169 MAIN STREET « LOS ALTOS - 948-4332
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CAMPBELL
Heath/Zenith
Software Emporium

CUPERTINO
Computer Biz Inc
Radio Shack

LOS ALTOS
Era Computers
Los Altos PC

LOS GATOS
Wolf Computer

MENLO PARK
Egghead Software

MILPITAS
Computer Center

MOUNTAIN VIEW
Cimpex Computers
Consumer Scientific
ICB(Computers)
MicroAge

Radio Shack

Radio Shack

PALO ALTO
Computer Craft
Computer Craft
Computer Ware
Computer Ware
Microdoctors Inc
Radio Shack
Radio Shack

PLEASANTON
Computer Center
Era Computers

REDWOOD CITY
Radio Shack
Radio Shack

SAN JOSE

Ace Electronics
Computer Biz Inc
Computer Wholesaler
Data Source
MicroAge

Radio Shack

Radio Shack

Radio Shack

ValCom Computer Ctr
Whole Earth Access

SAN MATEO
Managing Technology
Radio Shack

SANTA CLARA

Access Computer Tech

Federated

HSC Electronic Supply

Radio Shack
Schwab Computer Ctr
Technoland

SUNNYVALE
ComputerWare
The Mac Shop
MicroAge
Radio Shack

COMPUTER DIRECTORY

Complimentary copies of Silicon Valley Engineer Magazine

are available at these retail locations.

2350 S Bascom Av
1800 S Bascom Av

10885 N Wolfe Rd
2169 Vallco Fashion Pk

4500 EI Camino Real
296 State St

105N Santa Cruz Av
700 EI Camino Real #190
597 E Calaveras Rd

1398 El Camino Real
1411 W El Camino Real
1415 W EIl Camino Real
1910 W EI Camino Real
2550 El Camino Real
1350 Grant Rd

550 University Av
2675 El Camino Real
490 California Av
2800 W Bayshore Rd
2227 El Camino Real
73 Stanford Mall

248 Hamilton Av

1807H Santa Rita Rd
4000 Pimlico Dr

1467 Broadway
260 Woodside Plaza

975 S Bascom Av

1290 Tully Rd

3575 Stevens Creek Bl
4090 Stevens Creek Bl
1072 S Saratoga-S'Vale
1622 Saratoga-S'vale Rd
3245 Stevens Creek Bl
1228 S Bascom Av

3806 Stevens Creek Bl
3550 Stevens Creek Bl

1838A S Norfolk St
2245 San Mateo Fashion Isl

3393 El Camino Real
3561 El Camino Real
3500 Ryder St

2770 El Camino Real
3282 El Camino Real
2960 Gordon Av

520 Lawrence Expwy
833 W El Camino Real
544 N Lawrence Expwy
719 Sunnyvale/Saratoga

408 377 8920
408 377 9311

408 725 0586
408 996 1311

415 948 4500
415 949 3451

408 354 1210

415 322 2871

408 945 2985

415 964 5000
415 967 5515
415 968 6811
415 964 5555
415 941 2320
415 961 7964

415 326 9689
415 326 9999
415 323 7559
415 496 1010
415 324 1460
415 321 9567
415 329 8081

415 846 3944
415 463 8833

415 366 2564
415 367 0622

408 287 2910
408 280 1201
408 241 0185
408 296 1006
408 255 2881
408 255 7900
408 295 1722
408 249 1722
408 248 1114
408 554 8300

415 578 1276
415 341 3215

408 247 4444
408 985 0300
408 732 1573
408 243 8050
408 241 1210
408 732 2244

408 732 0200
408 736 6227
408 732 4222
408 732 9750
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IF YOU HAVE A SERVICE TO HELP ENGINEERS WITH STARTUPS,
CALL 415-941-6200 TO SEE HOW YOU CAN BE LISTED ON THIS PAGE.

ACCOUNTING PROGRAMS . OFFICE FUBNITURE

Accounting systems for microcomputers. Mergers, Acquisitions, Business Brokerage. Manufacturers’ representatives of office
We specialize in evaluating your needs, Handle all small and medium size business that furniture lines, including free standing
selecting the right programs, installation are privately held/or the stock closely held. & work stations.
and training. Robert (Bob) Curlee (415) 965-4759 Call Paul
MICRO ACCOUNTING SOLUTIONS BUSINESS TEAM, INC. (408) 867-2542
Way, #400,San Jose, CA OFFICE ENVIRONMENT

Hal Berry (CPA) (408) 739-1188 3031 Tisch
. ADVERTISING -PERSONNEL R COLLECTION ~
When you need more engineers and want to Providing customized receivable management

; A s esll ! For computer, production and office equip-
make your message stand out in both local,  service nationwide; verification audits, preventa- ment. wep Ieasepindividual items or estgbllgh

national and international media, call the tive maintenance, collections, litigation, guaran- lines of credit for periodic requirements.
experts in recruitment advertising: teed results. Lowest cost/highest recovery. CAPITAL FUNDING GROUP
HUMAN RESOURCES ADVERTISING Dean Ellern (415) 858-0952 Patrick Hayes (415) 949-0234

Darrell Batchelder (408) 748-1000 National Revenue Corporation

. ADVERTISINGSPECIALIIES. - ePA  REAL ESTATELOANS
Ideas for trade shows, advertising specialities, Certified Public Accountant My job is to find you short-term funding when
calendars. Your name on business gifts. Accounting and Tax preparation/consulting ~ you're selling your home and buying another.
Joe Rosenbaum Fred Storek. CPA We know which institutions have the best
(415) 322-2570 (408) 248-9388 (415) 961-5520 - (408) 998-8363 rates.
Incentive Marketing Services Storek, Carlson and Strutz Call Dwight Marsh (415) 969-6292
1125 Reed Lane, Sunnyvale CA 94086 100 View Street, #208, Mountain View, CA MARSH WHARTON MORTGAGE

_ ARCHUIECT - INTERIORS - PLANNING B CUSTOM DECKS AND WINE CELLARS B : ; COMMERCIA
Specializing in commercial and residential Leisure product design, construction manage- Assisting businesses in relocating due to
architecture, Interior Design, Space Planning,  “ment. Luxury home improvements including ~ needing more room, less room, better building,

Renovation and Masterplanning. wine cellars, hot tubs, spas, saunas, gazebos, lower lease rate, or to purchase property.
Call Mark (415) 967-8472 reenhouseS, etc. S‘eve Nichols (408) 453-7403
MARK R. SREBNIK, ARCHITECT A.LA. Call John Hemingway (415) 967-8208 Coldwell Banker Commercial Real Estate

Los Altos 1180 Volti Lane - Los Altos CA 94022 226 Airport Parkway, #150, San Jose CA
IO : EXECUTIVE CUSTOM CLOTHIN REA ATE ME

Specializing in small business and individual

! s For that important first impression, think Residential real estate broker servicing the
representation -- Handle litigation & transac- about custom tailored suits, shirts or sport Mid-Peninsula. Construction and finance
tional needs.Contract preparation and review. coats. Specializing in the hard-to-fit. background. Office in Los Altos with
Robert Boland (Bob) (415) 365-7710 approximately 20 agents.
Branson, FitzGerald and Howard CLsﬁﬁg"ch;’fJ 8‘;8%3;21'525 Gary Campi - (415) 941-4300
643 Bair Island Rd., #400,Redwood City, CA y

CAMPI PROPERTIES, INC

Investing for th Ion term.

. AUTOMOBHES-BALESLEASING
We sell and lease all brands of new vehicles.

. EXECUNVE SEARCH
Looking for top technical professionals?

We work with owners at all dealerships to find We specialize in recruiting to include Specializing in individual consultation and
the car you want at the best price. contracted services. planning for retirement, children’s education,
Innovative Sales and Leasing, Inc. Call Leo at (408) 296-2970 and all your priorities.
1350 Pear Avenue, Sulte A, Mountain LEO MAY & ASSOCIATES John G. Tucker, CFP (408) 554-7908

View, CA Call Rick Beals (415) 940-1990

3031 Tisch Way, Suite 910, San Jose, CA

. BANKING . INSUBANCE/PROPERTY/CASUALTY £
Commercial banking service, specializing in The best in property & casualty insurance Home and Business Communications
providing a value added premier banking for business, industry and contractors. All types of telephone systems including
service to small and medium-sized businesses. cellular phones, FA)Zand satellite.
Call Jim Lewis (415) 940-1111
Philip Gould (408) 732-4008 SYLVESTER, SCHWARTZ & TUGAW Bruce Baumgartner - (415) 493-FONE
Plaza Bank of Commerce Insurance Brokers Home and Business Communications
1299 Oakmead Parkway - Sunnyvale, CA Los Altos

BUSINESS APPHAISALS J 2 INSURANCEMEDICALAIFE = BB T £ . SE 5
Should you need to evaluate the worth of Independent Insurance Broker providing cover- Saving you money through first rate
your business, for any reason, contact DON  age for Medical, Life & Disability Insurance for telecommunication services,
O\?OI% (Certified Business APPfliti_lsef)- 3 both individuals and groups. FAX, MCI and other areas.
S iyt Call Hilory Brown (415) 949-0303 Call Clarence (408) 292-8126
Sppraising DUSINGEses. BROWN INSURANCE GROUP NATIONWIDE DISTRIBUTING
Donald Bolz & Assoc. (415) 941-4055
CABEER DEVELOPMENT SIGNS . 2 IRAV .

Trvel eeds for oth individual and

Specializing in unique programs fo both Custom signage specializing in trade shows ; el
Mar‘:agemen?and Pgrsogne Development. and Interior/exterior bu?lding signs Stma" cor °ft?t'°t',‘$- ?}Uf J°Ib 'fS to get 0;1
92% of our clients do business with us again. Call Jordan (408) 973-1444 5 y°”'th25.$rv'.,2'§’};°s‘§?§.§ cf:}f R
Call John Sorci (408) 996-3858 SIGN-A-RAMA Call Bert Ra
phael (415) 962-9630
CAREER DEVELOPMENT INSTITUTE Cupertino COMPASS POINT TRAVEL, INC.
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One Engineer's Opinion

THE FUTURE IS IN YOUR HANDS

Who will inspire the engineers of tomorrow?

By Terry E. Shoup

-I-his past summer, 15-year-old Gabriela
Hernandez of East San Jose decided to
become one of the success stories of the
engineering class of 1996. The Andrew
Hill High School sophomore plans to keep
up her good grades, take more math and sci-
ence courses and study for the Scholastic
Aptitude Test (SAT).

Gabriela is one of the lucky ones: a
potential engineer inspired early enough in
her schooling to prepare for the rigors of an
engineering college educa-
tion and career. I met her in
July at Santa Clara Univer-
sity, shortly after I arrived
as the new dean of the
School of Engineering. She
attended our Engineering
Week, part of the univer-
sity’s Project 50 outreach
program for minority 8th
and 9th graders. Gabriela
went from calling engineer-
ing “boring and a lot of
paper pushing” to aspiring
to become a computer or
civil engineer.

Unfortunately, there
aren’t enough Gabrielas
getting turned on to engi-
neering. Many high schools
can’t afford to provide the science and
math courses, motivation and career coun-
seling necessary to prepare students for
technical studies. And it is becoming clear
that the time to excite students about a
college education in engineering is during
elementary and middle school. Yet there
aren’t enough outreach programs inspiring
younger students, particularly women and
minorities, to take the required science and
math courses in high school. We engineers
can help by “selling” engineering and
making it appealing to a diverse student
body at a younger age. We all need to make

38

education our business and excite more
youth about our profession.

Why Should | Get Involved?
“Hey, education is your business, notmine,”
you might be thinking. “You’re the new
dean of an engineering school, it’s your job
to attract students.”

Once it was possible for engineering
schools to sit back and wait for the top high
school graduates to beat a path to their

The author gives Andrew Hill High School student Gabriela
Hernandez a ride in a Mini-Baja, all-terrain vehicle designed by
Santa Clara University mechanical engineering seniors.

doors. And industry reaped the benefits of
this academic competition.

Today, engineering schools can’t keep
up with the personnel needs of industry. As
the college-age population of young people
grows smaller from the low birth rates of
the *60s and *70s, fewer students are enter-
ing the science and engineering pipeline.
The National Science Foundation reports
that the interest of freshman students in sci-
ence and engineering majors has declined
by one-third over the past two decades.

The proportion of racial and ethnic mi-
norities and women earning baccalaureate

engineering degrees is alarmingly low. Yet,
three-quarters of American workers enter-
ing the workforce between now and 2001
will be women, nonwhites, immigrants; a
pool of potential new engineers making up
more than half of the population.

The National Science Foundation pro-
jects a shortfall of more than 500,000 sci-
ence and engineering professionals, both in
higher education and in industry, by the
year 2010.

How You Can Help

You can send money to your engineering
school, local university, high school, or
grade school. Your dollars help fund schol-
arships for students, buy new equipment,
and build new engineering and science
facilities. But your support of engineering
education can and should go much further.

Here are some ways you can help:

» Contact your professional engineering
society to volunteer for education commit-
tees and school career fairs.

» Join your company’s speakers bureau
and urge community groups to support en-
gineering education.

» Support your engineering school’s men-
tor program to encourage prospective stu-
dents.

» Talk to science and math classes at local
schools. Share past experiences that moti-
vated you to enter engineering.

» Spend a “‘sabbatical year” at a college as
avisiting lecturer or teach part-time at night
without leaving your job.

 Serve on an advisory group to your local
university or school of engineering. Educa-
tors are seeking ways to make engineering
education more accessible.

Whatever your level of involvement in
engineering education, you will likely find
your efforts rewarded manyfold.

Remember Gabriela. She learned about
engineering firsthand from professionals.
Today, she is training to be one of tomor-
row’s engineers. You can have a similar
impact on other students. We will all reap
the rewards. A

Dr.TerryE.Shoup,amechanical engineer,
is the new dean of Santa Clara University’s
School of Engineering and holds the John
M. Sobrato Endowed Chair. Author of more
than 100 technical papers and 13 books, he
is editor-in-chief of the journal Mechanism
and Machine Theory.
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Grubb:Ellis

Residential Real Estate Services

One region we know particularly well,
especially if you are relocating from out-of-state!

L,

Lo

(s, 323;) ;IR &
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WOODSIDE
(415) 851-1589

ALTO
Lo

THE SOUTH BAY — For the home-buyer with interests in
both San Francisco and Silicon Valley, the South Bay cities
are ideally located and offer an abundance of small-town
charm and advantage.

Grubb & Ellis, the nation’s largest independent real estate
services firm, has five residential offices serving the South
Bay — Menlo Park, Woodside, Palo Alto, Los Altos and
Saratoga/Los Gatos. Our managers and sales agents live
and work here.

Whether you're a long-time resident looking to buy or sell KIENIBER

your home, or you're moving to the South Bay for the first
time, there’s a Grubb & Ellis professional ready to help you. "
For Your Most Important RE LD®
Personal Investment _
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Our goal is to help designers develop
better MIC systems for EW, radar and
communications. Our business is
custom hybrid microstrips (HMICs) with
the speed and performance charac-
teristics needed to cope with new gener-
ations of enemy capabilities.

For example, our HMICs are used for
friendly radar systems that sift through
chaff and bad weather, deal with a
variety of stealth technologies and
distinguish friend or foe targets from
hundreds of small, clustered and en-
twined bogies. Custom HMICs enhance
radar systems’ competitive advantage
through increased immunity to decep-
tion, jamming and interception.

Volumetrically efficient GaAs, SoS or

Si-based complex hybrid assemblies
are our speciality. If programmable sig-
nal conversion or multichip MMIC pack-
aging is what is needed, we can deliver.
HMICs can be configured any way you
want—including our surface-mount
connectorless grounded microstrip
(CGM+,,) technology.

ECM, ECCM, C?, C3l, ECSM—From 10
MHz through Ku Band—Teledyne Micro-
electronics has the design talents and
widest range of MIL-STD-1772 produc-
tion capabilities in our industry to deliver
the right product every time. Find out
more about HMIC answers to your
design challenges. Call us.

Our performance has proven our
success.

“/* TELEDYNE MICROELECTRONICS

Leader in the Science of Hybrid Microelectronic Packaging and Production

12964 Panama Street, Los Angeles, California 90066

_ HMICs = GOOD ANSWERS

T

CAIN-WHITE & COMPANY
Foothill Office Center
Suite D

105 Fremont Avenue

Los Altos, California 94022
(415) 948-6533

Tel: (213) 822-8229
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