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SECTION NEWS 

---From the Chair 

With the turn· of the new year and the new ASA constitution in place, it is indeed nice to be able to say 
that we are now a section. Our official name is the Section on Statistical Consulting EducaUon, which brings 
me to the first topic that I wish to discuss. Many have indicated that they desire a name change. Some have 
suggested the "Section on Statistical Consulting". There are several things to consider. First, we have always 
had a very strong tie with the Section of Statistical Education -- indeed they have nurtured us from the very 
beginning. Also, the vast majority of our members are consulting statisticians in academic settings. 'tie 
certainly are concerned with the delivery of effective consulting, whether that consulting is within the setting 
of academia, industry, medicine, or business. But there has always been an educational component to our 
collective interests, that is, how do we effectively teach others to be good consultants. I do not have any 
objections to broadening the scope and membership of our section, to include our colleagues who consult in 
environments other than academia, since they certainly have a wealth of information and experience that can 
be of benefit to us all. 

This will have impact on other sections in ASA, such as the Section on Quality Control and 
Productivity. Therefore there is a very real need to communicate with these constituents, and I will be asking 
several of you within the next few months to contact the officers within these sections and bring a report to 
our executive committee meeting and business meeting in Atlanta, GA next August.· Also, please contact me 
directly at the address below if you have any feelings about this issue one way or another. 

We also must consider the types of relationships that we wish to have, if any, with other sections. Last 
August in Anaheim, we simply decided to exercise our option to become a section and to set our dues at 
$1 + $5 = $6. Possibilities include: 



'" 	 joint dues structure with the Sections on Statistical Education and Teaching Statistics in Health 
Sciences. I have already been engaged in discussions with Bob Stephenson, Chair of the Section on 
Statistical Education about some possibilities. 

'" 	 joint publication of the Proceedings of our various meetings with these same sections of possibly 
other sections. 

'" 	 joint ventures with the Sections on Statistical Computing and Statistical Graphics with their 
"Special Sessions on the Analysis of Interesting Data Sets." We are always in need of good data 
sets for educational purposes and as consultants have the opportunity to offer the data sets that 
we encounter. 

'" 	 an award Gointly with the Section on Q & P ???) for a well documented, especially effective 
consultation or collaboration between consultant and client. 

i 

There are just a few of the items that have been mentioned in various settings. There certainly are many 
other possibilities. We have a committee that Ihas been charged with the investigation of what possible services 
(with costs) that the section might offer its members. These joint ventures certainly would fall in the realm 
of services; so if you would like to have some input into these discussions, please contact a member of the 
Committee: Ron Wasserstein, Bill Bridges, Ann Parkhurst and Bob Unholtz. This committee will consider 
all of these issues and bring a report to the Atlanta meetings. 

I have asked J. Terry Smith, and he has graciously accepted, to be our program chair for the annual 
meetings ini30ston, 1992. If you have any" suggestions-for-ourprogram . (invited paper sessions, special 
contributed paper sessions, poster sessions on good consulting data sets, etc. etc.) please contact Terry at the 
following address: 

J. Terry Smith 

Department of Mathematics and Statistics 

Queens University 

Kingston, Ontario 

Canada K7L 3N6 

613-545-2419 

e-mail: <terry@jts.mast.queensu.ca> 


I am sure that he would appreciate any assistance that you would care to offer. 

Finally, with all of the changes and transitions that have taken place-within the last few mOl1ths, I feel 
that we need to re-examine our Charter and By-Laws in conjunction with the new ASA guidelines. Therefore, 
I am asking that the Executive Committee of our section examine these issues and bring a report to Atlanta. 
If you have input concerning this, please contact me or any member of the Executive Committee. 

mailto:terry@jts.mast.queensu.ca


lames M. Davenport 
Department of Mathematical Sciences 
Virginia Commonwealth University 
Richmond, Virginia 23284-2014 
804-367-0001 or 804-367-1301 
e-mail: <jdavenpo@vcuvax.bitnet> 

<jdavenport@ruby. vcu.edu > 

---From the Treasurer 

The ASA office is taking over the collection of subscription fees for The Statistical Consultant 
Newsletter. There is good news for you and for us because it will result in a more orderly system of record 
keeping and we will know who has paid their fees and exactly when. The only disadvantage will·be adjusting . 
all our subscription cycles to coincide with the national office billing dates. Our subscriptions cycle policy has 
been through several versions, but the latest one involved recording the month and year that we received your 
latest subscription check in the brackets beside your name on the address label. Your subscription ran from 
that month and' year until the same month one year later. While this was easy for us to use (and caused only 
a few complaints of billing, mistakes over the years), it resulted in individualized subscription cycles and 
expiration dates. The national office plans to bill us all once a, year at, the same time and therefore we need 
to synchronize to that cycle. We will use the following method to accomplish this. 

If the month and year by your name is 3/90 or before (or there is no date indicated), then you owe a 
subscription fee for 1991. ,Ifyou have~ month and year thatis 4/90 or after, then you have paid for your 1991 
subscription. You willsoonber~iVing )or some of you alreadyteceived late last year) a subscriber renewal 
form for 199 L If you have already paid the national office and you paid on 4/90 or after ,then you have paid 
for your subscription twice and the ASA office will issue you a credit. 

Please accept our apologizes for the confusion, double-billing, and general pandemonium this is certain 
to cause and thank you for your patience in advance. Do not hesitate to contact Bill Bridges (our mailing 
list! subscription fee coordinator and the root cause of all this) at 803-656-3012 or D 122757@CLEMSON if you 
have questions or concerns. 

COMMUNICATION SKILLS VIDEOTAPES NOW AVAILABLE 

Penn State University has released for sale or rental the set of training videotapes "Communication Skills in 
Statistical Consulting". These were produced in the summer of 1988 by lanice Derr and Ann Greeley (Dept. 
of Counseling Psychology, PSU) for use in the Statistics Department's Statistical Consulting Course. A 
publicity flyer for the videotapes is attached to this newsletter. To order, call the toll free number 800-826
0132. There is more information about ordering on the flyer. 

Support for the production of these videotapes was provided by Penn State's Statistics Department and the 
Department for Instructional Media Development. Before producing the final four half-hour tapes, a trial 
workshop on communication skills was held, during which the consulting class met in a production studio for 
four afternoons while lectures, discussions, and role plays were videotaped. The final version of the videotapes 
combines lectures with "good" and "bad" role-playing to illustrate the development of communication skills. 
All role plays are unscripted in order to maintain the spontaneity required for demonstrating communication 

mailto:jdavenpo@vcuvax.bitnet


skills. 

At Penn State, we show these videotapes at the beginning of each consulting course, and have generally 
received favorable feedback. They seem especially helpful to the international student in suggesting appropriate 
words and phrases to use with clients. I would certainly be interested in feedback on your use of these 
videotapes in your consulting education program. --- Editor 

A CALL FOR FEEDBACK FORMS 

Does your consulting unit routinely solicit feedback from clients? Would you be willing to share your 
forms with other units? Would you like to see how other consulting units solicit feedback and organize 
information about clients? If so, please send me copies of the forms you use in your consulting unit. In 
making this request, I have three goals in mind: 

(1) We are currently working to improve the feedback forms we use at Penn State's Statistical 
Consulting Center; 

(2) I want to summarize· how consulting units assess the effectiveness of their consulting operation 
as part of the Special Topics session "How to. Increase Effectiveness .in Statistical Consulting" 
for the 1991 national meetings in Atlanta; 

(3) I would like this Section· to serve as a resource for consulting materials. 	 All materials collected 
will be made available on request to other units. 

If you would like to participate,· please send copies of the forms you use in your consulting unit 
(feedback forms, requests for consulting, consulting report forms, time sheets,etc.) to: Janice Derr, 
Department of Statistics, 201 Pond Lab, Penn State University, University Park, PA 16802. Thank you very 
much! 

SELLING EXECUTIVES WITH STATISTICS 

Susan J. Devlin, Bellcore, Piscataway, NJ 

The packaging of a presentation is as important as its content to the effectiveness of its delivery. When 
the audience is one or more corporate officers or executives, the payout for a carefully orchestrated interaction 
is positive influence on corporate decisions. 

My point of view is based on frequent interaction with officers in directing corporate measurements for 
Bellcore and acting as a technical consultant to Bellcore client companies for the development of external 
measurements. External measures, data about service performance gathered by surveying customers, are used 
by many companies, including the telecommunication companies which Bellcore serves to evaluate products 
and services and focus management on customers by tying management's bonuses to customer input. 

Here are a few brief pointers on packaging executive presentations from the point of view of one 
statistician. 



Research the audience, as well as the topic. 

An executive presentation usually involves one person or a small group. This offers the lUxury of 
customizing a presentation's content and style to maximize its effectiveness. Sources for "researching your 
audience" are members of their organization, their peers whom you know personally, your management's 
insight and others who have presented to them. 

Gain an inoodepth understanding of the purpose of the meeting. Ascertain whether hidden agendas exist. 
Uncovering conflicts betweerl officers in advance can avoid being wounded in the cross fire. 

Research the idiosyncrasies of your audience; for example, find out if frequent interruptions with 
questions or reactions are likely so you can handle them smoothly and within your allotted time. In addition, 
while graphs are usually the most effective form of presenting data, for some a picture is not worth a 1000 
words (or numbers). One of my officers feels more comfortable with tables, and I accommodate ibis. 

Knowing the background of your audience is critical in preparing the level of explanations. Howev~r, 
never confuse intelligence with level of education. The speed with which an audience grasps a point most 
likely depends on the skills and creativity of the presenter - not the knowledge of the audience. 

The mode of communication often determines the mood of the meeting: 

*While slides or transparencies are necessary for a large group, they present a formal atmosphere, accent 
the level differences between the presenter and the audience,and minimize interaction. Slides project 
polish. However, a dark room limits your· receiving the audience's. body-language .andeye-contact 
messages and, if dialogue is expected, slides can convey rigidity. 

*Talking from a handout is less formal, but keeps the control with the presenter. The mood is closer to 
a working session between colleagues. Notes can be taken on handouts. 

*If the topic is somewhat open-ended and dialogue is expected, never go unprepared. Facts at your finger 
tips increase your credibility as an expert resource. Often I "just happen to have visuals in my briefcase" 
when difficult points might arise. However,this needs to be done in a way to maintain an informal, 
responsive pose. 

Avoid handouts with "peekers". While reading ahead, your audience's full concentration is not on your 
words: I know of one executive who is notorious for interrupting with questions on material not yet covered. 

Treat time as a llinited resource. 

Executives have tight schedules. Be prepared to wait, but do not overrun your time allocation. Plan 
your talk so there is time for discussion. 

Use executive's generally strong decision IDaking s1dlls. 

Most executives are in their position because they are effective decision makers. Poor decisions usually 
result when information was withheld or input was presented with a lack of clarity or credibility. The old joke, 



"treat management like mushrooms", is dangerous: do not keep executives in the dark and do not feed them 
manure. 

Plan presentations to elicit decisions: 

1. 	 Review background - Since executives have wide spans of control and thus frequently change topics 
from one meeting to the next, do not rely on their memory. 

2. 	 Itemize concerru/issues - Present only the key issues. There is rarely time to exhaust all information 
and doing so portrays an inability to manage and prioritize data. Your arguments are enhanced by 
distinguishing statistical issues from policy arguments. Also, state your bias to increase your 
credibility. 

3. 	Recommend (do not ask/or) action - For each recommendation, offer advantages, disadvantages and 
alternatives. 

Present Statistics as Evidence, Not as Issues. 

In discussions with statistical colleagues, the pleasure of the interaction is evaluating data and focusing 
on the analytical tools used. However, with other audiences, statistics should take a secondary, support role. 
Present statistics as documentation for issues, limiting the evidence (data) to what sells the point. 

Keep statistical presentations simple. Graphs and tables should be self explanatory, although you should 
still~review'tlleirmeaning. ·~When,-everpossible;,find .simple summaries of complex.. analysis.....However, this 
does not mean that audiences should not be informed that sophisticated analysis was required to achieve a result 
or to uncover an issue. You also must sell yourself as a valued expert and your recommendations as carefully 
researched. 

Avoid statistical jargon. Sometimes terms have intuitive meanings to the lay person which are unexpected for 
the expert. For example, I have frequently found that "error" is associated with mistakes rather than accuracy. 
Undefined terms, or even excessive use of technical terms which are defined, can be roadblocks to achieving 
the goals of a meeting. Rather than selling one's expertise, jargon demonstrates communication. weakness. 

In introducing statistical concepts, present their decision-making value, not their statistical meaning. 
For example,· my upper management required action plans for services which missed their objectives (expected 
minimum levels of performance assigned by management at the beginning of the year). I was particularly 
concerned about excessive utilization of resources to implement action plans when drops below objectives might 
be artifacts of small sample sizes. Confidence intervals were introduced to as a tool to give "benefit of doubt" 
and direct resources to the real problems. ' 

Utilize the Politics or Practicing. 

Practicing a talk with middle management can refine your style. However, the biggest advantage is you 
can gain support for your recommendations. This also helps uncover and prepare for possible questions. 



Prepare, Prepare, Prepare. 

In closing, executive presentations require careful preparation to maximize the benefits. They offer the 
opportunity to demonstrate the power of statistics as a decision-making tool, position the presenter as a valued 
consultant and offer exposure for career advancement. Remember to prepare materials carefully, research your 
audience, and plan for the mood and effect you want. 

This is a summary from the paper presented at: American Statistical Association Annual Meetings, 
August 6, 1990, Anaheim, CA. 

CONSULTING TIDBITS 

Jack Dixon, University of Florida 

Tests of Assumption: Nonnality. The Kolmogorov-Smirnov test contrasts the normal distribution to a 
distribution based on your data. Large values of D indicate non-normality. There are a number of tests based 
on skewness (the lack of symmetry). and kurtosis (flatness or pointedness). Bowman and Shenton provide 
graphs useful for this approach. The Shapiro-Wilk test W is based on a regression model using the standard 
normal distribution and the ordered observations of your data. W is analogous to the R-square of this 
regression. The probabilities associated with these tests are dependent on the sample size. Large samples with 
very minor deviations from normality may be rejected. A more liberal alpha level maybe more appropriate. 
Setting the alpha level will depend on the sensitivity to departures from noimalityofthestatistical method you' 
plan to use.: BAS PROC UNIVARIATE provides the Kolmogorov-Smirnovtest and the Shapiro-Wilk test. 
BMDP 2D provides the Shapiro-Wilk test. SPSS provides the Kolmogorov-Smirnov test in NPAR TESTS. 

References: 

Bowman, K.O. and L.R. Shenton. 1975. Biometrika 62: 243-250. 

Shapiro, S.S. and M.B. Wilk. 1965. Biometrika 52: 591..fill. 

Stephens, M.A. 1974. JASA 69: 730-737. 
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New Release 

PENNSTATE 

--------------------------------------------------------~-----

• 
Film and Video from Audio-Visual Services ~ 
University Division of Media and Learning Resources 

COMMUNICATION SKILLS 
~--nfSTA1ISllCA[ -CONSUl 

Statistical consulting requires communication skills. A statis
tician cannot be an effective consultant without knowing how 
to put a client at ease; elicit an accurate description of the 
client's research background, objectives, and constraints; 
and deliverto the client a clear recommendation. In this series 
of programs, Drs. Janice Derr and Ann Greeley of Penn State 
present a training course for the development of communi
cation skills, designed especially for statistical consultants. 

The four video segments of approximately 30 minutes each 
are oriented toward graduate-level ,students in statistics and 
may be integrated into a statistical consulting course. The 
videotapes combine lectures with "good" and "bad" role
playing to iUus1rateJbe_dmlelQpment Qf communicatioll sl<.ills. 
Also included are suggestions on how to practice these 
techniques through further role-playing. The microtraining 
skills approach used in these tapes, in which specific skills 
are identified, discussed, and represented in role-plays, is a 
well-known· method used in training counselors and other 
professionals in communication skills. 

Copyright 1989, The Pennsylvania State University. 

T otai time 125 minutes. Order # 90535. 


COMMUNICATION SKILLS IN 
STATISTICAL CONSULTING 
consists of the following seg
ments: 

• ESTABLISHING RAPPORT 
illustrates the skills of attending 
and paraphrasing that help a cli
ent feel at ease. 

• GETTING SPECIFIC identi
fies ways of asking questions that 
help provide clear information. 

• GETTING TECHNICAL 
shows consultants how to deliver 
technical information without 
overwhelming a client. 

• DIFFICULT SITUATIONS 
concerns communication skills 
helpful in a number of common 
but hard-to-handle Situations, 
such as delivering "bad news" or 
setting limits to the amount or 
type of work to be done. 

(814) 865-6314 

Audio-Visual Services 

An Equal Opportunity University 

Audio-Visual Services 
Special Services Building 
The Pennsylvania State UniverSity 

. r"t P r P 16 2 



ABOUT THE AUTHORS: 
Dr. Greeley, assistant professor in the Department of Coun
seling Psychology, has been training and supervising un
dergraduate through doctoral-level students in listening skills 
since'1981. Dr. Derr, managing director of the Statistical 
Consulting Center, has taught statistical consulting since 
1985. This set oftraining videotapes represents a collaboration 
based on their mutual interest in training professionals in 
communication skills. Development of these videotapes was 
supported by Penn Statefor use in Statistics 580, the Statistical 
Consulting Colloquium. The tapes were produced and directed 
by Connie Pukanic, WPSX-TV / Penn State. 

J. Derr (I) and A. Greeley 

The Pennsylvania State University, in compliance with federal and state laws, is committed to the policy thatall per~o~s 
shall have equal access to programs, admission, and employment without regard to race, religion, sex, national ongln, 
handicap, age, or status as adisabled or Vietnam-era veteran, Direct all affirmative action inquiries to the AffirmativeAction 
Office, The Pennsylvania State University, 201 Willard Building. University Park, PA 16802; (814) 863-0471, 

-------tr.Ed:-MtR-91'93:"------- .-.....-..--.--.-----.-.-.... -- _....... 


ORDERING 

INFORMATION 


purchase: 	VHS - $290 
3/4" - $370 

rental: VHS - $23.50 for three 
days; price includes shipping. 

preview: a VHS copy of the first 
30-minute segment, ESTAB· 
lISHING RAPPORT,is available 
to prospective purchasers within 
the continental U.S. at no charge 
for a ten-day period; airmail and 
insurance expenses are charged 
for shipments elsewhere. 

TO ORDER. WRITE: 

Audio-Visual Services 
The Pennsylvania State 

University 
Special Services Building 
University Park, PA 16802 

OR CALL 

TOLL FREE: 

-800-826-0192 


PENNSTATE .. 


