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INTELLECTUAL PROPERTY AND LEGAL NOTICE 

 
 
 
 
This content is licensed to the original purchaser (individual and/or company) ONLY for his or 
her own personal and limited use and does not include any ownership rights. Duplication or 
distribution via email, CD-ROM or floppy disk, network, print or other means to a person 
other than the original purchaser is a violation of International copyright law.  

 

The material, content and concepts included in this handbook are proprietary information 
and are the intellectual property of Keith Rosen, owned exclusively by Keith Rosen. 

 
Developed by Keith Rosen. Copyright ©, 2008 Keith Rosen. All rights reserved. No part of 
this handbook may be reproduced in any form, by any means (including electronic, 
photocopying, recording or otherwise) without the prior written permission of the publisher. 
No sharing, distribution, adaptation, reselling, group use or repackaging.   

 

You may not distribute change, repackage or resell this program without express written 
authorization of the author.  Any adaptation or corporate use requires express written 
authorization of the author. 

 

Express written authorization and a license to use this material is required if you lead a 
workshop or develop and deliver a program such as a training program to a group or 
company based on or including this material or these concepts. 
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CHAPTER ELEVEN 

THE SEDUCTION OF POTENTIAL 
 

 
 

Potential Is the Holy Grail 

There are three areas in which managers constantly 
struggle. One area is deciding who to hire and where 
to find good talent. The second is deciding who to 
invest the time in turning around, and the third is 

determining who to let go and when to do it. These are the tasks that 
managers complain about the most. 

 

When it comes to making these decisions about their employees, 
the questions I hear most often, the ones that keep managers up at 
night, sound like this: 

 

 "I'm not getting the production I need from my team, even 
when I continually push them. How do you turn an 
underperformer into a top producer or at least into an 
average, acceptable producer?" 

 "When does it make sense to invest your time, money, and 
resources into someone who you feel you can turn around?" 

 "How can I determine (with great certainty), based on a 
defined set of criteria, benchmarks, and measurable steps, 
when to cut the proverbial cord and let someone go?" 

 

During a coaching workshop, on the first day of a weeklong 
conference, someone asked a question about how to handle an 
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underperformer. While this manager was sharing in great detail the 
challenges she was having with a salesperson she hired several months 
ago, I noticed an interesting reaction from the audience. I glanced out 
at a sea of people, their heads nodding up and down in agreement, as 
if she was sharing not just her story but everyone's story. 

 

She talked of an experience that practically every manager and 
business owner in the room was able to relate to: an all too familiar tale 
of a new, promising hire with incredible potential who wasn't working 
out. 

Everyone has a story about an underperformer. This manager's 
story continued about a candidate with a wonderful resume, great 
background, stellar references, and a seemingly positive attitude and 
disposition. A candidate who was given the opportunity to work with 
her. A candidate whom she felt had the potential to live up to her 
expectations. A candidate whose experience seemed to be a perfect 
complement to this new sales position. 

 

I listened intently as she described this experience. Her once 
positive level of exuberance, her hopes and dreams, evaporated 
before our eyes, as she painfully explained how this promising young 
superstar became one of her biggest disappointments, frustrations and 
expense. And it wasn’t as if she just called it quits after a few weeks and 
fired this person. Like most managers, she invested precious time trying 
to turn the person around. The more she invested in supporting and 
training this person, the more her expectations were shattered. 

 

 

 

 

 

 

Are you tripping over your own potential? Or worse, are you relying on 
other people's potential to ensure your success? 

 

This manager was stuck. She didn't know what to do. At this point, 
this new hire was costing her money, time, selling opportunities, and 
resources every day. This manager completed her story, sounding as 
drained as if she and the rest of the audience were reliving their 
personal staffing nightmares, touching what seemed to be an open 
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wound that simply would not heal. With what sounded like a desperate 
cry for help, she concluded with something I hear quite regularly, "Keith, 
what should I do?" 

 

The room was silent. All the managers and business owners were 
gripping the edges of their seats, waiting, anticipating a magnificent 
piece of brilliance, a solution to this common and painfully eternal 
dilemma. 

 

My response was, "Do not be seduced by the ether of potential." 

 

The Seduction Begins: The Ether of Potential 

Yes, we are often seduced by the potential that we believe we see in 
others. We see potential in the people, as well as in the opportunities, all 
around us. We recognize the untapped potential in people who we 
have a vested interest in: our children, spouse, coworkers, partner, 
supervisor, and, of course, in our staff. We see potential in our new hires 
as well as the untapped potential in the veterans on our team. 

 

We believe that sometimes, if we wait, if we're patient, if we give 
them just a little more time, more resources, better training, more 
attention, they can finally live up to their potential. We believe our 
employees when they tell us, "Just give me a few more weeks. I'm 
about to close in on two big sales. Yes, I know my performance has 
slipped, but as I told you, those personal problems that have been 
distracting me are no longer there." 

 

 

 

 

 

 Quite often, managers are seduced by and get hung up on potential 
opportunities and past defining moments. 

We think, "Okay, if they really could turn it around that would 
make my life so much easier. After all, it sure beats the painful and time-
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consuming process of having to recruit someone new, let alone having 
to figure out how to cover a territory with no salesperson!" 

 

This belief is counterintuitive. Ironically, it costs you more to keep 
someone like this on your team. More time, more lost sales, more money 
and resources, more lost selling opportunities, more conflict, more 
internal problems. Then you have less time to focus on growing your 
business and on the people who are performing: the people who make 
you look great, who are coachable, and who want to truly live their 
potential today. 

 

And that's when it happens. The seduction begins. Now, you 
begin making decisions based on your emotions, feelings, hopes, and 
unrealistic scenarios, rather than on the facts and what is best for you, 
the company, as well as the person in question. 

 

The seduction of potential clouds your better judgment. If you’re 
looking for evidence of this conundrum, then just glance over at the 
people on your team today. Think about the people you have hired in 
the past who did not work out. How many people can you think of who 
you hired, when, in your heart, there was a warning sign, something 
telling you that this person was not the right fit? Call it your gut reaction, 
your instincts, or intuition. Your internal barometer was desperately 
trying to tell you something, and you chose not to listen. 

 

The Hard Cost of Complacency 

How many times have you been in a situation with an underperforming 
employee when every week you convinced yourself and others, "Just 
one more week. He'll turn it around. I know he can do it. If he just follows 
the program. Just let him get through this next project. I hope he brings 
in some new business soon." I refer to this type of behavior as Mother 
Teresa Syndrome. Signs that you might be suffering from this condition 
would also show up in your internal dialogue. "I can save him. Just a 
little more time. And I will sacrifice more and more in order to do so!" 
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We often hire people based on their potential rather than on 
what they have truly and measurably achieved. As such, we try to 
develop the potential we see in them. After all, the goal of 
management is to make your people more valuable. The key here is 
investing your time in making the right people more valuable. 
Otherwise, it’s a time-consuming and exhausting exercise in futility. 

 

 

 

 

 

 
"Wait and see" is not a contingency plan. Hope is not a strategy. 

You continue this internal battle, as you struggle to come up with 
the right decision. "If he stays, maybe he will turn it around. If I fire him, 
then what do I do? I have to start the recruiting and training process all 
over again. What if I fire him and he goes to work for the competition 
and becomes a superstar? Let's just wait and see what happens 
tomorrow." 

 

Creating extreme scenarios, relying on costly assumptions, and 
making decisions that are fueled by hope, fear, and consequence still 
keeps you from recognizing the truth. The truth is, as human beings we 
have a tendency to lie to ourselves and then believe our own lies. 

 

You Can’t Build a Business on Potential 

There is no potential in terms of how you currently define it or embrace 
it in your life. The way managers rely on potential is more of a 
smokescreen, a diversionary tactic, an attachment to a certain 
outcome, a rationalization for their salespeople's performance, a 
justification for their own behavior or for doing something they want to 
do, or an excuse not to take certain actions. 
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Potential lives in the future; possibilities are created in the present 
moment. 

You don't hire people based on their potential. Here’s a more 
vivid and beneficial definition of potential. Potential is based on 
something that you have not seen yet nor have evidence to support. 
Potential resides in the future, fueled by your own personal 
expectations. Besides, if you are attempting to make hiring decisions 
based on people's potential, and the candidates haven’t been living 
their potential by the time you meet them, then what makes you think 
they are going to start living it when you hire them? 

 

Either people strive to live their potential each day or they don't. 
It's that simple. It's management's responsibility to ensure each person 
on their  team has the systems, tools, resources, training, and coaching 
that allows them to live their potential every day. 

 

Besides, if you don't know whether you have made the right 
hiring decision within the first 30 to 60 days, then you are in deep 
trouble. If you think giving the new hire one more chance, more time, or 
more training is the answer, it is not. This is a lie, a justification, and a 
story that you're telling yourself (S.C.A.M.M.). Eventually the pain of 
keeping that person around will become so evident that the person 
either quits or gets fired. Consequently, you as the manager have 
surrendered all of your power to act by choice and, instead, are now in 
a state of reaction and in dire need of a new candidate. Inadvertently, 
you have put yourself in the dangerous position of having to hire a new 
person out of desperation; a person who you know in your heart is not 
the right fit.. 

 

If neither you nor your staff are currently using and leveraging 
your talents every day, then none of you are living your potential. It’s 
not that you cannot improve. The difference between working off 
potential and lifelong improvement or building a high performance, 
collaborative team of self-motivated people is this. With potential, 
you're looking for something that you have not seen yet nor have 
evidence for. With lifelong improvement, you're working with a known 
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quantity and have the empirical evidence (possibly from past 
experiences) that supports your belief that turning this person around is 
truly possible. You have the verification and evidence that the situation 
can be made better. 

 

The real problem is, managers wind up collapsing potential with 
possibility. So, what truly seduces you is the potential of possibility. 

 

What's missing for managers is certainty. It's the uncertainty, the 
unknown, the fear that paralyzes managers who have to make the 
decision whether to terminate someone or invest the time in turning 
them around. Managers rely more on their fear based gut reactions 
than on the facts. 

 

Having certainty and confidence in their people supported by 
evidence is a healthier, more productive model when creating new 
possibilities. This is what I refer to as authentic human potential. The 
certainty comes from having an executive sales coaching program. 
Once you have a structured coaching program that holds people 
accountable on a daily and weekly basis, you no longer have to make 
the decision to keep them or terminate them. Now, underperformers 
will make that decision for you, based on the defined set of criteria and 
measurable action steps they need to take to demonstrate their 
commitment to their position and to dramatically improve their 
performance. A step-by-step turnaround strategy that you can employ 
is covered in detail in Chapter 12. 

 

If you are responsible for hiring, developing, and managing a 
team, what process do you have in place to leverage their strengths 
from the time of hire through their first 30, 60, 90, even 120 days in their 
new positions? Would having a Thirty-Day New Hire Orientation Program 
for every new hire based on measurable productivity steps and 
objectives help you and your team? Wouldn't this simplify your life 
dramatically? Now that you have a proven process documented, 
either the new hire is sticking by the program and achieving the 
expected results, or not. At this point, there's no room for you to be 
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seduced by the potential of possibility. There's no probation or waiting 
for the year-end performance appraisals. 

 

You can now run your business or manage your team with 
greater efficiency. Once these processes are in place, you’ll be able to 
get back to doing what every manager is destined to do in the first 
place: make your talented people more valuable. 

 

When to Let Go 

"The most rain we’ve had in about 80 years!” That’s what the news 
reported as a result of the constant rain that had been falling for days, 
fully expediting my lesson about the downside of having a fully finished 
basement. 

 

In home after home in the New York area, people began the 
arduous task of pumping hundreds, sometimes thousands, of gallons of 
water out of their basements. Streets were like rivers, running with water 
from all the basements that were being drained. And then there was 
the damage, not only the structural and cosmetic damage to the 
houses, but to all the possessions: miles of carpeting, furniture, 
appliances, and everything else that once made a house a home. 

 

At this point, I had been living in my new home for only about five 
months, following a 15-month construction project. When we first 
moved in and the movers arrived with our lifelong possessions that had 
been in storage for over a year, I couldn’t believe how much stuff we 
had accumulated! Stuff that I’ve lived without for 15 months. At one 
point, I asked Eddie, my mover, to take it all back. He said, “You’ll 
probably wind up throwing most of this out.” 

 

Well, dozens of unpacked boxes later, we found a place for 
everything that Eddie was kind enough to bring back to me: in the 
garage, the attic, and the basement. 
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Now ironically, not five months after moving in, this flood forced 
me to throw out at least 80 percent of the boxes stored in my 
basement. These were the same boxes that I paid to have in storage for 
15 months, the same boxes I paid to have moved out of my old house, 
into storage, and then into my new house, the same boxes that were 
taking up precious real estate in my new home. The kicker is, for the 
most part I had no idea what was even in the majority of these boxes! 

 

I needed to give up. That’s right, I needed to quit. Without the 
flood, these boxes would probably have remained undisturbed for 
years, simply taking up space and adding to household clutter. Yet, 
because of this natural disaster, I was forced to clear out this clutter, the 
things that I did not use or that no longer served me anymore. 

 

Master the Art of Giving Up 

Doesn’t the same philosophy apply to our business, our career, and our 
life? The fact is, there are things you are doing right now that are 
creating the very results you want to avoid. And you may already know 
this! Yet we still hold on to things that are not working: the toxic people 
or relationships that we’re better off without, the strategies we keep 
thinking will eventually work, the limiting beliefs we have about 
ourselves ("Well, that's just how I am"), the philosophies about selling, 
serving our customers, as well as developing and retaining our staff. 

 

The most productive people on the planet have mastered the art 
of abandonment, that is, the ability to let go of the stuff that no longer 
works. This is not only limited to what you do but also to how you think: 
the limiting beliefs that keep you prisoner and stall your progress, 
preventing you from moving ahead. 

 

The Top Trigger Points of Seduction

The seductive ether of potential can show up in many areas, not just 
when determining whether to turn around or terminate a salesperson. 
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Potential can cloud your judgment and overshadow what would be 
considered more prudent and productive choices. 

 

Here are 10 additional areas that have been known to seduce 
managers who become tainted and corrupted by the ether of 
potential. Even though it is critical that salespeople possess many of the 
following characteristics, they do not replace the salespeople's inability 
to reach their performance goals and maintain a certain level of 
acceptable production. 

1. Loyalty. Loyalty is essential, but is it paying the bills? 
2. Skills. They may be talented, but are they using their talents to 

produce the results you expect? 
3. Efforts and Commitment. Sure, they can put forth the effort 

and possess an unwavering commitment to you and the 
company, but do they have the innate ability to perform at 
an acceptable level? 

4. Passion. Their enthusiasm can be contagious but ineffective in 
posting higher sales numbers. 

5. Product Knowledge. No one may know more about your 
product and service. However, since this person has trouble 
even closing a door, your competition thanks you for keeping 
this salesperson employed. 

6. Overcompensating Qualities. A gregarious, outgoing, and 
warm personality certainly makes for a pleasant atmosphere, 
in spite of the low numbers this salesperson continues to post 
each month. 

7. Perceived Additional Value. They told you they know who and 
can bring in more business from which company, association, 
or organization? Are their people connections, networks, and 
what they say they can do for you (which has yet to 
materialize) that is keeping them around a bit too long? 

8. Fear. Nothing is more seductive and paralyzing than allowing 
your decisions to be governed by fear as you ask yourself 
questions like, "What's worse, not having a salesperson or 
having an underperforming salesperson who might be able to 
turn his sales numbers around? Hmm, let me chew on this one 
for about seven months." 

9. Ego. Allowing yourself to be driven by your ego prevents you 
from learning some valuable lessons, especially as you 
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continue to sell yourself on the idea that it's not your fault. 
10. Mother Teresa Syndrome. The hard reality is, it is not your job to 

try and save every salesperson nor does it mean that if you 
can't, you're a failure. If you can't let this one go, then you 
might be better off working for a charitable organization. 

 
Here's something I would encourage you to do. List 10 things that 

you can abandon either in your behavior, actions, or in your thinking. 
List the things that you are holding onto that are either no longer 
working or not generating the results you really want. Learn to let go. 
Who or what can you give up on today? 

 

 
 

_________________________________________________ 

 
Special Edition – Hardcover (Save 34%) 
 
Get the Book and coach your people into champions. 
Click here for more information and Save 34% at Amazon, 
go to Barnes and Noble or visit 
CoachingSalesPeopleintoSalesChampions.com.  
 

Write a Review! We appreciate you sharing your book endorsements. Help more managers become 
highly effective coaches and more powerful leaders. Write a review on Amazon.com 
or Barnes and Noble. 
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Keith Rosen is the President of Profit Builders and the executive sales coach that top 
managers, sales professionals, and executives call first. As a prominent, engaging 
speaker, Master Coach, and well-known author of many books and articles, Keith is 
one of the foremost authorities on assisting people to achieve positive, measurable 
change.  
 
For his work as a pioneer and a leader in the coaching profession, both Inc. and Fast 
Company magazines named Keith one of the five most respected and influential 
executive coaches in the country. Software Sales Journal named Keith's company, 
Profit Builders, one of the Top Nine Best Training Firms. Keith also sits on the advisory 
board for several technology companies that are leading the Sales 2.0 evolution.  
 
A best selling author, Keith has written several books including, Time Management for 
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Keith's articles can be found in Selling Power and has appeared in feature stories in 
the New York Times, Inc. magazine, The Wall Street Journal, The New York Post, The 
Washington Times, TheStreet.com and Entrepreneur radio. Keith is also a frequent 
contributor on Selling Power Live, CBSNews.com, Sales and Marketing Management 
and has been appointed as the Expert Sales Advisor for AllBusiness.com.  
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If you're ready for better results quickly, contact Keith about personalized, one-to-
one or team coaching and training at 516-771-1444 or email info@profitbuilders.com. 
Visit Keith Rosen at www.ProfitBuilders.com for Podcasts and videos and be sure to 
sign up for his free newsletter The Winner's Path here. 

 

Copyright ©, 2008 ٠ Keith Rosen, ٠ 516-771-1444 or info@profitbuilders.com ٠ www.ProfitBuilders.com 15

mailto:info@profitbuilders.com
www.ProfitBuilders.com
http://www.profitbuilders.com/winnerspath.htm


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /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 /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 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
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /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
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /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 ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000500044004600206587686353ef901a8fc7684c976262535370673a548c002000700072006f006f00660065007200208fdb884c9ad88d2891cf62535370300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef653ef5728684c9762537088686a5f548c002000700072006f006f00660065007200204e0a73725f979ad854c18cea7684521753706548679c300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020b370c2a4d06cd0d10020d504b9b0d1300020bc0f0020ad50c815ae30c5d0c11c0020ace0d488c9c8b85c0020c778c1c4d560002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken voor kwaliteitsafdrukken op desktopprinters en proofers. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents for quality printing on desktop printers and proofers.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /NoConversion
      /DestinationProfileName ()
      /DestinationProfileSelector /NA
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure true
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles true
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /NA
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /LeaveUntagged
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


