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DEDICATION

This book is dedicated to Makiko Yamagata.

She died of a brain tumor after I left Japan in 2000. I left
Japan tired and did not tell anyone. The Yamagata's
looked for me, but I was ... gone. I never got to say good
bye.

Forever in my heart,

Bradley
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Bradley L. Bartz
CHAPTER 1 - The Landing

It’s complicated, warm and fuzzy. The emotion I felt when I landed
at Tokyo station the first time in 1989. The August air was heavy
and I could see the Imperial Palace from the Chuo Line platform.
The indiscernible part was looking at the architecture of the Tokyo
Train station as my heart screamed to me that I was directly
responsible for the design of this station and the use of locomotives
in Japan. My déja vu brought me back to 1852 on my way to my
first real landing in Japan.

As I wrote in my journal then, “The black smoke seems to be
belching more this morning as the men gather excitement upon
leaving Shanghai and heading to the Japans. The men have awoken
their hearts for the new mission to open the Japans to trade. Last
night the meal with the governor of Shanghai was accented when he
gave me his personal map of the Japans.”

The waves of May 1853 were rough as the USS Saratoga, USS
Misszssipps, USS Plymounth, and the lead USS Susquebanna, navigated the
currents to the Ryukyu Islands, known to seaman as the
southernmost tip of the Japans and a safe harbor for port. My ship

makes a grand entrance to any location we have visited so far in East
Asia. Her impressive beam of 45 feet and length of 247 feet makes
her immense. But, it is the two coal powered steam paddle wheels
that give us our speed. The giant main sails and sheets further
increase our speed to 10 knots. Our smoke can be seen at the very
edge of the horizon.

On November 24, 1852 we run from Norfolk, Virginia to China on
the USS Mississippi. This exhibition is to bring a treaty from the US
President Fillmore for trade and safe passage of our shipwrecked
sailors. My mission could not be more important and as such I take
6 months in China to gather as much intelligence as I can before
setting me and my crew to the Japans.

On board we have a contingent of fine soldiers, doctors, translators,
artists, drunks, educators, train & wire communication experts and
some of the best cooks in the Navy. Including our very own Paul
Montgomery. Our dinner conversations ate brief in fun and quick
to plans for each step of the journey ahead of us.
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At all ports I will only meet with the senior most government
official such as the Emperor, King, Governor or Shogun. Any
attempts to meet me will be rebuffed until we are absolutely certain
that my dignity and that of the president of the United States be
greeted in the prim and proper way. I expect full pageantry, bands
and banners.

After dinner my security officer, Captain Wayne Ignatius Shaw and 1
sat down for a drink of brandy and to fine tune our approach. We
were also joined by physics and naturalist Professor Jay Andrew
Smith, the communications chief Steve Carter, translator Mike Fink,
trade expert Burzin Engineer, the train expert Simon Mansfield and
our librarian Ms. Daneeta. This crowd always came to dinner in full
dress and tonight was no exception. Being 6 days out from our next
port, this meal was allowed be long and boisterous.

I took out the map from the Governor of Shanghai of the Japans
and rolled it out on our cleared dinner table. Everyone knew not to
set their wine on the table now. The map was exquisite. It had
navigation paths to different ports in Japan which also showed
current flows. It was easy to tell that the first stop for supplies
would be the Ryukyu Islands. Our full team looked at the map and
Shaw spoke up first.

“I have read many bad stories about sailors being burned and
buried alive in the Japans.” Shaw continued, “I will go ahead in all
ports and stops to check every inch for your safety commodore.”

Many things are not known about the Japans as they have been
closed to foreign trade since the 1600’s. Only the Dutch trader
known as Michele Mertens was able to establish a trade post. He
was only known to the commodore by reputation, little did he know
that this short little man Mertens would play an important role a
decade later. We will all learn the art of dismantling and rebuilding
an enterprise.

Dr. Smith, as we all tended to call Jay, was the biologist on the
exhibition and was starting to tell a story of Japanese rice. “Look
right here,” exclaimed Jay, as he points to the northern island of
Hokkaido. “This is where the Japanese people come from. The
rice tells us that each local chieftain knew his lands could be
terraced and made productive.”

His arms waving, “ If we look here at the upcoming Ryukyu Islands
the rice is more like what we found in Shanghai and down in the
Philippines. Here, right in the middle is our target destination, the
capital of Edo. Here the rice can be had both ways, with northern
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blends of the mountains and the southern tastes of the plains.”

Steve chimed in with, “The rice shows the formal communication
chain in Japan.

It is our understanding that rice and rice farming communities

were often given to local dynasties. The current shogun grew from
this culture.”

“Mr. Shaw, would you please explain the fireworks and displays
we have in store for our Tokyo landing,” I ordered.

“Yes sir Commodore,” said Shaw as he stood up.

On the port side behind the main cabinet Shaw reached for 3 spiral
tubes, opened and laid the contents on the table all in one clean
move. The map of Tokyo bay was detailed with depths and specific
landing points from what is now Yokohama all to way to the city
center. The monopoly player like pieces clinked and clanked as they
spilled out of the final tube. The cannons and fireworks launchers
were the most prevalent. This ship was loaded and ready to bare
arms.

“Actually Commodore the fireworks are for when we leave port
after our successful treaty negotiations,” said Shaw. “All of the
cannons are ready for service to fire blanks upon rounding this
corner.” As he stood straight again, “And a full set of shot are ready
in case of need.”

Shaw is pointing to modern day Yokohama.

A sound of singing can be heard by the dinner guests. Ms. Danceta
walks to the starboard and opens the portal. The ocean waves
hitting the hull can be heard in a beat to the songs being sung.

“This diddy is about leaving the old lady at home and the
loneliness of sea,” Ms. Daneeta said while still staring out at the
moon lit ocean. “Commodore what songs did you like to sing
when you were on deck?”

1 did not hear her as I was intent on listening every detail from
Shaw regarding our exit parade and fireworks show. The 200
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marine guards will include a 45 piece marching band that will line
the boulevard approaching the docks. It is anticipated that we
will be laden with gifts in exchange for our gifts at the landing
celebration. We have 75 chests on board that can each hold
thousands of coin or other valuables. Each chest will be borne by
two soldiers who will march to the music and load onto the USS
Susquehanna.

Each time a chest is loaded onto the ship a firework will be set off.
When chest 75 lands on the deck the band will strike up a tune of
“Camptown Races” and that will liven up the party. A toast between
you and the Emperor will take place and then we will launch a 15
minute long fireworks display after your exit.

Commodore, after you shake hands and say your formal goodbyes,
you will walk the parade route and the band will play, “Home
Again”. When you are on the dock with your back to your ship and
salute the crowd, the fireworks will start. You will then be on our
fastest away boat as the fireworks display is in full bloom.

“Well done Shaw, well done indeed.” Exclaimed the Commodore.

“Dr. Smith? Could you tell me about apples in Japanr” asked Mr.
Carter.

“Enough with the apples Steve,” said Burzin Engineer “We know
you think it is the perfect fruit, easy to use and doesn’t get viruses,
but sheesh enough with ‘dem apples!”

The dinner conversation was free to take any turn now as the
Commodore was satisfied with the meal, wine and the
regimented plan put forth by Shaw.

Ms. Daneeta asked, “Can each let me copy your journals into a
master set? It doesn’t have to be now, but at least promise that
after our voyage you’ll give me a peak.”

I signaled that it was time to part and the dinner party stood at
attention and left gracefully. I took the opportunity to open my
journal and pen this.

“Wednesday October 20, 1852, 9:15pm. First night out of port of
Shanghai was topped with a fine meal with my direct team. Shaw
laid out our course and the basics of our engagements and
negotiations. Dr. Smith anticipated the Ryukyu Islands and the
small pineapple he thinks the locals turned into wine. Engineer
seemed to know what each port might offer in way of goods and
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local trading customs. Ms. Daneeta was delightful as always in her
southern charm and I was particulatly intrigued by her request for
everyone’s journal. Carter again is on his hunt for the Apple. He
checks and catalogs each variety with Dr. Smith. He carries on and
on about the famous Macintosh Apple that has a taste so sharp
that when you byte it the CEO comes out and slaps you.
Montgomery made roasted lamb with a variety of fresh sides
bought from the Shanghai market that morning. As with everything
on my ships, the menu for the coming month is planned and I
must admit I am looking forward to Sunday.”

The following few days were uneventful. The ocean calmed a bit
and our steam engine was purring like a wild animal. Fach evening
meal was filled with more and more reports and planning for the
trip. The unique nature of the crew make our landing party an
opportunistic bunch. The funniest one was Mike Fink the
translator, although he was mentioned early, he was actually met on
the first visit to the Ryukyu Islands. It just seems like Fink has been
there all along as we are all now used to hearing the story in
Japanese and English.

The landing at port Naha in the Ryukyu Islands was a grand affair.
The black smoke from our coal burning steam engines was seen
days before we atrived. The scurry about was similar to our Paul
Revere except they were screaming in Japanese

“Kurofune, Kurofune”... “Black Ship”!

The king of the Ryukyu Islands immediately set up a banquet in the
honor of our visit. Every item on our shopping list was granted
immediately plus additional supplies were offered and gratefully
accepted. The hospitality was soothing and nothing like Shaw had
made us anticipate.

The red tile roofs of the village homes were substantial with each
tile being cemented into place. Carter pointed out each roof had a
god called “Shisa” that was built from left over roofing materials.
The shapes and sizes of the Shisa became the branding mark for
the different roofing contractors on the Island.

The King had two of his favorite assistants, his son and daughter,
give me and our team a grand tour of the Ryukyu Islands. The
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daughter, Tomoko was tall, slender and spoke English. Her brother
Hiro was a dick. But, Hiro would later prove to be loyal to his
father in following his order to protect me.

We all mounted horses for the first leg of our tour. We climbed a
trail from the coast up to the middle of the Island. The trail was
clean, smooth and well used. The jungle was so very colorful. At the
top the hill we were greeted by the local artisan and mayor Higa who
took us directly to the fire and kiln production area for making roof
tiles.

This factory was many hundreds of years old and was built from the
top of a rolling hill to a gully and then back up a bit the other side.
The main fire was built at the dip and the pottery was placed in the
oven going up the hill. A fire was stoked and lit in our honor and we
dined on local fish, fruits and a lovely pineapple wine. Dr. Smith was
in heaven!

A visiting professor Maruyama made fast friends with Dr. Smith.
Maruyama was from Tokyo University and he was on a research
sabbatical on the Island. Maruyama was in charge of the education
postal service and was always looking for ways to expand pure
knowledge. Maruyama also loved rabbits and hooked Dr. Smith
into taking a pair with him.

The King was there to greet us as we boarded our ship for our
journey to Edo. Maruyama asked for a ride and Dr. Smith
offered to let him bunk with him. We loaded our ship and I
ordered the men to set sail. In my cabin I wrote:

“The King signed our trade and sailor safety treaty with no
changes or requests. He was genuinely pleased with our visit and
our agreement. He did ask that we not tell those in Edo of how
nice he was. I found this to be interesting and thereby make a
note of it in my journal.”

The ship and crew were happy and steaming hard towards Edo to
land on July 8, 1853. Our journey from Ryukyu to Edo would take
us the better part of a month. Our course was deliberate to be as
close to shore as possible to map each reasonable port. Each spot
we would stop and send scout boats to do depth readings and map
the country side. The scouts reported seeing the Japans natives on
the shoreline cliffs. It also started to record what looked like
cannons and forts along the coast. The black ship steamed on while
on land horses with messengers were frantic in their flight north.

Usually when horses ride north it is with a deliberate pace with a
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large group of travelers. Not in this case at all. The riders were all
dispatched by loyal and non-so-loyal daimyos to Edo to warn the
Emperor and Shogun.

It was noticed by our scouts that more encampments, forts and
cannons start to be in place as with push north up the Pacific Ocean
coast.

The first time this was reported the Commodore sounded
general quarters and brought his team to his cabin.

“It is obvious that they know we are here and that they know we
are coming. 1 want you to repel any boat or approach by the
Japans natives. We are headed to Edo period,” roared Perry.

“Shaw I want a full accounting of our armaments in one hour.
Carter I want you to communicate this same order to all of our
ships. Ms. Daneeta please collect everyone’s journals, including
mine. Send boats to all ships to collect notes from them also. I
want you to quickly copy and compile notes and then return the
journals,” ordered the Commodore.

“Do you need any help? Asked Perry.

“Yes, I think Dr. Smith and Mr. Maruyama would be terrific
choices.” Said Ms. Daneeta.

“Actually, I want Mr. Maruyama with Shaw to plan the fireworks
display and for him to document in Japanese our overwhelming
capability to obliterate Edo. You can have Mr. Carter, Ms.
Daneeta,” directed Perry.

“Shaw I want to fire our cannons once an hour starting in 45
minutes. See to it immediately. And the rest of you leave me
now.” barked Perry.

Outside the Commodore’s chambers Shaw called general quarters
and ordered the appropriate flag to the mast. The crew and ship
came to immediate attention and all knew their position and
tempo. The shoreline was indeed jagged and the lookouts had the
most important job of the crew. That is to watch for rocks and
reefs. Instead of yelling, the crow’s nest was wired with a telegraph
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directly to the wheelhouse.
ey 2 O AT

All Clear. Port side has rock at 300 yards.

This advanced communications was required by Commodore Perry
to improve his capabilities in fights and emergencies. The crow’s
nest position was sought after by the crew and every crew member
was qualified in Morse code. Maruyama was most amused and
bewildered by this technology. Shaw, as ordered, showed Maruyama
the 5 telegraph workstations. In doing so Maruyama continued to
express disbelief.

Commodore Perry came on deck. After the deck settled from the
salute of the crew, Perry approached Maruyama to talk about this
exhibition. Maruyama did his best to express interest in what Perry
was saying. Maruyama was very bright, but has only been exposed
to education in the purist sense.

Perry told Maruyama, “I look forward to bringing trade to the
Japans.”

Maruyama looked at Perry, tilted his like a deer in headlights and
said, “Why would you want that?”

Perry was speechless and left Shaw to complete his inspection of
the arms and to get prepared to fire the cannon in five minutes. The
crew started to see people on the cliffs. It seems the Perry knew
that the communications chain was launched long ago when his
black ships pinged its first depth.

The crew was at complete attention. Maruyama was next to Ms.
Daneeta and Chef Paul. The Commodore had his attention to the
ship from the main deck.

“FIRE” Yelled Perry.

Shaw repeated the order and the USS Susquehanna shuddered with
the explosion of the cannon. The people on the cliffs were heard to
scream and seen to scatter. The USS Mississippi fired next, then the
USS Plymouth and in the rear the blast of the USS Saratoga was the
loudest by far. The Saratoga Captains way of asking for a seat at the
dinner table.

“Full Steam Ahead, Full Sails. Fast Mr. Shaw, if you please.”
Ordered Commodore Perry.
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Behind the USS Susquehanna the motion and activity to full sails
is seen in each ship simultaneously. Perry quietly demurred as all
of their training and his strong discipline show in the cadence
before him.

Perry retired to his chambers.

55 minutes later Shaw called to arms again and the commotion was
not any more. It was fluid and deliberate. At the strike of noon Shaw
yelled Fire and all four ships fired at once. The sound echoed into
the bay to be heard for what seemed like a few minutes. All ships
were at a full stop and the ocean was ghostly still.

This time it was planned that full silence would reign on all ships
after the shots and then an extremely loud yell was to be had by all.
Blood curdling I am going to kill you yells.

The horrified look on Maruyama’s face told Perry that his
message of aggression was heard and he knew was being
transmitted across Japan.

By this time in the voyage Perry had warmed to the name of The
Black Ship. He learned to say Kurofune in Japanese. The message
of power was typical in American gun boat diplomacy. He knew
that Maruyama could communicate quicker on land and called
Shaw into his quarters to plan where to drop him off.

To make sure his might was known Perry ordered Shaw to fire
some fireworks after the cannons at anchor tonight. He ordered to
stop the 2pm shots and steam even harder for Edo.

Shaw brought Maruyama back to the main telegraph station on the
boat. Along the way Shaw showed Maruyama the thousands of
cannon and fireworks ready for deployment. He made special
attention to show Maruyama how we use the telegraph to launch
the fireworks from a safe distance. Once at the telegraph,

Shaw sent his orders to the crow’s nest who then flagged the
orders to the other ships.

Maruyama did not believe that the crow’s nest got the message and
challenged Shaw. Shaw thought about this for a second and the
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sense of knowing more than Maruyama felt good. Shaw then said, “1
am going to ask you a question. Then I will use the telegraph and
you will run and climb to the crow’s nest and check if the crewmate
has your answer.”

“What do you do Mr. Maruyama?” ask Shaw.

“I am a professor of communications at Tokyo University,” stated
Maruyama who then left the station and ran to the crow’s nest. At
the perch the sarcastic crew showed Maruyama his job and he just
flipped. This was the old “smart” Japans.

Maruyama climbed down the mast visibly dejected. When he got
back to the telegraph station he said to Shaw, “Excuse Mr.
Shaw, that is a little too much information for me, can I be
excused to take a walk?”

Maruyama made a bee line to the main depot for the fireworks. He
did not tell Shaw that his father owned a fireworks manufacturing
plant and he was his apprentice. Maruyama made sure no one was
looking and he climbed under the launch pad and started to
prepare to sabotage it. As far as he was told, the fireworks would

only be shot in Edo when that bastard Perry was taking gold and
presents from the Shogun onto his ship.

Maruyama set firework number 75 to shoot down, not up. Number
75 was a special high velocity shell with the loudest boom of any on
the ship. Shaw bragged about this carlier. Maruyama set the fuse on
75 to blow in 3 seconds, much faster than any other time.
Maruyama’s intent was that the number 75 firework would fire
down from the side mounted launching platform. In going down
the rocket would go under the ship. The short fuse blow the shell at
the keel of the boat and blow a hole in her.

Maruyama was always sneaky and somehow elevated from his
father’s working class to the most elegant education class.
Maruyama was a zealot that all new technology, especially
communications, be used only for education. Maruyama thought
he was sneaky, but the white tower of academia never prepared
him for the street smarts of Commodore Perry.

That evening the flotilla was 3 days from Edo. A full stop was
otrdered at Yokohama bay. On the beaches and in the bay
thousands of Japanese people were seen waving banners and
looking somewhat orderly. The many shore batteries and cannons
were noticed.

Bradley L. Bartz

At sunset all four ships fired their cannons. The blasts again sent
the crowds in a wild flee. Then the Commodore ordered the first
of 5 fireworks to be fired over the visible city. The scream of the
rockets was ear piercing and the bay let out a yelp of joy when the
first burst into stars. It was like the official start of celebrations
and the crowds on the beaches were now approaching in boats
and many wading into the bay.

Maruyama and Shaw show at the gantry to the USS Susquehanna and
shooed away any visitors. One boat was beautifully garnered with
banners with a higher throne like seat featured the Mayor of
Yokohama. He was told to wait and as ordered Mr. Shaw saw that
Mr. Maruyama was lowered down to the Mayor’s boat. Mr.
Maruyama told the Mayor that Commodore Perry will only meet the
Emperor and with that Shaw pushed their boat away.

The Mayor and his craft made several futile attempts to board the
ship. But each time Shaw rebuffed them and told them to arrange
a meeting with the Emperor.

Finally, Shaw handed Maruyama the terms and arrangements for
the first meeting to discuss the terms and arrangements for
Commodore Perry to hand a letter of peace from President
Fillmore to the Emperor. He shooed away the boat again and the
returned to the Commodore’s cabin.

It was just Shaw and the Commodore. “Make sure you lock that
door.” Whispered Perry making a right hand motion with his hand.

Shaw had told the Commodore earlier that Maruyama had sabotaged
the fireworks. Instead of the rage he expected, Commodore was
delighted. It turns out that Maruyama came to understand the
Telegraph and that it would take him from his base of power.
Commodore sensed that as he questioned Maruyama on the voyage
here. Maruyama did not know that he has been found out so
Commodore and Shaw started hatching a plan.

“If we blow up my ship now, tonight, before arrangements can
be made for our treaty I think we can use that event to our
advantage in negotiations,” schemed Perry. “We have plenty of
room on the other ships for our crew, I want you to start
moving supplies and men to the other ships quickly and quietly.”
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At 11pm the Yokohama Bay was beyond still, the full moon
reflected our ships on the water. All of the crew were gone except
Shaw and myself left on the USS Susquehanna. We started to yell
in Japanese words like baka and uso. Stupid and liar. Our voices
carried over the bay and then we fired 5 fireworks into the sky.
The sounds pierced the silence and exploded. Immediately crowds
appeared on the shore, jumping out of their tents. Some of them
still up and drinking by the fire. We continued to yell and scream
and we fired some pistols into the air. Then a huge round of 25
fireworks launched, then 25 mote and 10.

Maruyama was on shore. He was horrified. This was not supposed
to happen here. This was supposed to happen when they left. It
was supposed to kill Perry.

Shaw set a long fuse to the final barrage knowing full well that 75
was going to sink the boat. He and the Commodore lit the fuse
together, took a deep breath and casually jogged and then run to the
away craft. One after another the fireworks shot up and exploded.
Then the final grand daddy shot down and the bay was shocked and
then a muffled BOOM was felt and heard and screams from the
crew were thrown in for good effect. The USS Susquehanna, the
black ship, sunk in Tokyo bay.

Dr. Smith looked at Commodore, not knowing the ruse, and asked
about the chests and booty. “Don’t worry Dr. Smith, all treasures,
maps and journals are on the USS Mississippi now. Except chests
with 1 yen coins, which you noted, float.”

The treaty was signed on July 8, 1853 and the markets of Japan were
indeed opened by Commodore Matthew Perry. During the after
party he gave the Shogun a miniature ride-able train set that
launched Japans craze with rolling stock. The train set had miniature
Tokyo Station included. Contrary to Maruyama’s dream the
telegraph was demonstrated and it beat a Japanese runner on a 2 km
course to the utter delight of the crowd. The opening of trade by
Perry is the lucky side of gunboat diplomacy.

It’s complicated, warm and fuzzy. The emotion I felt when I landed
at Tokyo station in 2014. The August air was heavy and I could see
the Imperial Palace from the Chuo Line platform. The indiscernible
part was looking at the wifi cell phones, the gigabit internet as my
heart screamed to me that I was directly responsible for the design
of the Internet in Japan. After my death on March 4, 1858 I was re -
incarnated into Bradley Lawrence Bartz on December 8, 1965.

Bradley L. Bartz

Before I hand the narration over to Bradley, I implore you to ask
him what the hell he did with my Black Ship? The modern day
Commodore is Bradley L. Bartz. He did land in Japan in 1989 and
he did start the first commercial Internet company in Japan. He rose
to fame, was blacklisted by the Japanese government, and was
reborn again.
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Bradley L. Bartz
CHAPTER 2 - Blind Leading the Blind to Tokyo

I have been an entrepreneur since being able to talk. This is
somewhat an inborn trait and part learned on the road with a band
of gypsies. Being lugged in the belly forward to art show after event
after street fair all over America. With an extended focus up and
down the coast of California. San Diego, Monterrey, San Jose, San
Francisco, Redondo Beach, Laguna Beach, Newport Beach, Beverly
Hills, Ojai, Florida, Washington DC, and ...

The band of gypsies is my Mom, the artist, Dad the stage hand by
weekend and satellite engineer by day. The five kids born from 1958
to 1966 with me at #4 in early December 1965. The family van was
stuffed with at least 40 art pieces and art stands and we were fit in
like Tetris pieces. Fun and adventure was had. Also, learning how to
work hard, present and sell was a matter of course.

The family will complain that I am not painting a picture that we
are from “blue” money, but I have proof in photos of our
Airstream trailer being parked at Lake Naciamento and garishly
painted bright yellow and then huge flowers of oranges, reds and
blues. Now, mom and dad worked hard and moved in Palos
Verdes California in 1972 and I had the luxury of graduating from
the best schools in America.

The hills of Palos Verdes included our three level 1 acre property
in Westfield. This western ranch home with a pool and dramatic
view of Los Angeles lights below. If we were not working at an
art show, we pulled weeds, built a barn and started our own farm
in the city. Ducks, chickens, horses and goats.

At 7 years old I asked my dad for a pony. All my siblings had
something. He said, “Buddy a pony is 150 bucks if you can give me
half of that I will buy you a pony.”

So, my venture spirit kicked in and was challenged and I stepped
up to the plate. I dragged my younger brother Billy around the
neighborhood and collected returnable soda pop bottles. Most
labeled at 10 cents each so it did not take long, only two weeks, for
Billy and me to make 75 bucks and hand it to a stoic dad. This was
the meanest Shetland pony ever! But we loved her and collected
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more bottles.

I can look back at the business model for the returnable bottles and
it had a full cycle of activities that repeated. The door-to-door sales
efforts of my brother and I had a built in compelling pitch, “we are
saving to buy a pony.”

The target was simple, empty returnable soda pop bottles that
everyone collected in their garage and meant to return. These days
they are the flimsy bio-degradable plastic storage of today, back then
it was thick, heavy glass.

So we had to devise a retrieval and distribution system. “Hey
mom, would you give us a ride to store we have some returnable
soda pops to get money from...”

Mom, was great and would pile us into the van. On the way down
the hill we would say, “hey, stop here a sec...” and jump out and
fumble through the bushes for a bounty of bottles. That would
repeat itself as we wandered down the hill.

At Longs Drugs in Rolling Hills California we piled loads of
bottles into two and sometimes three shopping carts full. The
business model complete

Two weeks, that’s all it took to make 75 bucks. Our pitch after
getting the pony was, “we are raising money to feed the pony...”

The pony victory led to many fun adventures in Palos Verdes. The
horse trails ran to the ocean and provided freedom to explore. We
grew out of horses into motorcycles and setup and a race course
across the three levels. Varoom, varoom we would just spend hours
jumping and burning rubber.

In junior high school I was in competition selling candy and home-
made cinnamon toothpicks with another successful entrepreneur,
Michael Zislis. Michael produced concerts in high school and made
bucks with the likes of Black Flag. He fed the microbrew boom
with boilers and beer restaurants and now owns a chain of cool

hotels called Shade.

The fun of selling candy is that the administration did not
understand how to regulate what we were doing. At the baseball
games I would literally set up a table next the snack shack and sell
candy at lower prices.

The cinnamon tooth picks were the bomb. We would basically buy
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cinnamon oil and soak a waggle of toothpicks and then wrap them
for sale. Zislis was 5 for a quarter and I sold 9 quality, hot and
spicy toothpicks for a quarter. Competitive by nature.

As a freshman in high school at 14 I got my first job selling radio
advertising for a local station. This was the beginning of learning
and becoming a cold call telemarketing king.

Frank Jollee was the DJ and owner of CVLA, Cable Vision Los
Angeles which broadcast on the cable network in Palos Verdes,

California. Frank also starred and produced a syndicated radio
show called “Shaboom Shaboom — This week in 1950”

As you walk into the radio station the couches on the left are not
very noticeable. On the right a big window looking at stacks of reel-
to-reel tapes, recording equipment and microphones. The really
cool old microphones that seem to be suspended by springs in the
middle of a shiny circle. I belonged right here. So at the age of 14 1
was given a desk, a phone book, pitch book, pad, pencil and a black
dial telephone.

I spent two years at that desk. I loved it. Dialing for dollars. The
pitch was called, “The Blood Bank” and went something like this,
“Hi this is Brad Lee calling from CVLA your local stereo station.
We are conducting a blood drive on June 15t and was hoping that
you might consider supporting our effort. Your ad would sound like

Once, while I was pitching Frank came up to my left side and started
talking to me. I looked up and pointed with my finger to the phone
and he just kept talking. I felt flummoxed and put down the phone
and said, “what!?”

Frank boomed, “If you put down the phone again you are fired!”

I'learned a very valuable lesson that has treated me very good over
the years, and that is to listen. On the other end of the phone is a
real, live human and my only job was to focus 100% on them and
block out everything else. Frank taught this with a grand gesture
and threat and I thank him for that.

I took the eraser off the pencil and used that end to dial the
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rotary phone. The phone handset stayed at my ear. From that
moment I became a professional telemarketer and I was only 14
years old!

I sold and sold and just loved it. The best clients were the repeat
customers. Learning how to develop a calling route and keep track
of leads in the age of no computers was organized.

For a while I thought radio was going to be my career of choice. 1
learned everything I could about syndication from Frank. I loved
the shaboom radio show’s music and can still feel and hear Frank’s
booming voice, “you’re listening to Shaboom Radio, April 17, 1950
with Eileen Barton singing ‘If I Knew You Were Comin' Id've
Baked a Cake.’

Then the reel-to-reel would engage and spin out such cool tunes.
But it was back to the white walls of the telephone room for me.

When I was just 15, December 1980 the great storm blew down
hundreds of trees in our town. The destruction was something to
see. I quickly asked my brother Mike to drive the truck and grab
some chain saws from the shed. It did not take but a few hundred
feet of driving to make our first sale and we cut that tree out of the
driveway and hauled it away. B&B Gardening was launched.

We marketed by fliers. At first we just stuck them in mailboxes, but
the postman got pretty pissed at us. So we then just taped our fliers
to the outside of the mail box, but this pissed them off too. So we
just went door to door and sold B&B.

We made great money from cutting down big trees but the business

was built on a monthly service route of mowing lawns and trimming
bushes.

1,000 fliers made us $2,000 in business. Every time.

We printed cute fliers and some designed by artist mom. Many of
those fliers got stuck on refrigerators and generated calls for more
than 4 years! Our distribution really took a rise using windshields
at parking lots. After high school was done just kick the
skateboard into motion and pass out flyers. 1,000 flyers $2,000 in
work. Repeat!

Competition in the gardening business lead me to a mentor and
lifelong friend in Lou Blanchard. After winning and losing
business to Lou on my “hill” we met and agreed to jointly market
and get the work done. The first job we pitched was a Mr. Lynch
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in Rolling Hills Estates, I remember his name because I went to
school with his kid since knee high.

Mr. Lynch had a huge tree in his front yard that he wanted greatly
trimmed and hauled away. Lou and I took in the information and
then we spoke on the side. This was my client so my lead on the
sale. Lou and I agreed on $500 bucks and went back to Mr. Lynch.
I smiled and said our price and Mr. Lynch almost barfed!

Lou touched my arm and said quietly, “Turn around and walk”.

And T did.

Mr. Lynch’s driveway was long, very long. Lou and I walked down
the driveway leaving Mr. Lynch standing there. I whispered to Lou,
“hey man I can do this cheaper.” And Lou said, “Just wait...” As
we were about to step from the driveway to the street Mr. Lynch

called out and said, “OK!” and we turned around and made our
deal.

This is simplified as “He who speaks first loses.”

While working to build B&B with Lou and others I still worked at
the radio station. Lou then pulled out a pitch book and started to
brag about his telemarketing skills. This led to a mind blowing 3
years of selling something in every state of America over the phone.
The lessons learned combined with the B&B flyer experience built
my sales skills to a new, usually not obtainable, level.

At 17 years old Lou, myself and Stanley Musser started selling
eyeglasses to eye doctors for Hodes Optical in Torrance, California.
I started making $500 a week selling eye glass frames. The trio was
an incredible team that each worked about 500 doctor’s offices
across the country. Lou was the velvet voice and Stanley the human
computer.

Stanley’s system was to use a code to mark a desk calendar to
record when to call a prospect. Each folder was simply labeled as
Al, A2, A3, A4, etc. On the calendar you simply put “A1” on the
date and then filled the client data. On that date you would pull the
Al folder and prepare to call the client.

27




Japan.co.jp — Hardhat Required

Fach client folder had a master client sheet that included name, title,
address, topics discussed, jokes used (not kidding) and other metrics
that made our job of selling eye glasses easier. The organization was
primarily focused on the top of the form leaving plenty of writing
space for additional notes. The ability to build a route of doctors to
call and when to do it still makes me money today.

A few key lessons were learned during my telemarketing years with
Lou. Most of them are focused on “tones”. Learning to figure out
someone’s personality, mood from the tone of their voice. The first
exercises were to identify, mark and chart the type of person your
target is. This was done with a sheet of paper with 7 different hand
drawn faces from happy to sad to angry. The goal of the exercise is
to make the checkmark in the first 5 seconds and to not get
distracted from listening to your client.

At Hodes Optical there were a lot of mirrors that belong in eye
doctor’s offices.

One day my desk was rearranged and a giant mirror sat behind my
phone. At least I had graduated to a push button phone! The day
began and I started making calls while looking at myself in the
mirror. I was almost immediately astonished in how my facial
expressions changed the tone of my own voice. That was
distracting when I first noticed, then I disappeared from the mirror.

My face became the facial expressions of the voice I was hearing,
the tone of voice I was hearing. I was talking to them. The mirror
made the client be right in front of me. Lou then had me combine
lesson 1, identitying the tone and this and my rate of speech started
to match the clients.

Lou did not tell me this would happen, he let it go one for a week or
two. I was selling and it was spectacular. My pitch book was thrown
out the window, my sales pitches turned into conversations. My
sales route became friends. I actually started to get invited to “go
waterskiing in Montana” or fishing in Alaska.

FOCUS. All of a sudden about 6 months into the job at Hodes
Optical, Lou just kept saying Focus. It was his key and favorite
word. The effort to was to ‘focus’ my listening to the next level.

The exercise, which one has to be very careful with, is to listen for a
keyword that a client uses again and again in his speech. I was taught
that every human on the planet has a keyword or phrase that will be
used for a few days and replaced by a new keyword or phrase. The
goal was to identify that word and then be able to use that word or
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its derivative in a sentence. Without getting caught.

Roger at Hodes Optical was a dick. At least in the way he behaved
to our telemarketing team. His outdoor sales team was far superior
was always that rant Roger would sing in our office. But, Roger was
always dressed like a salesman with great suits and shiny shoes.

We knew it was Roger walking into our office that day. We really
did get used to hearing his clickity-clack of his shoes. At least today
we had the jolly old fella in Mr. Hodes joining him. When Mr.
Hodes was around, Roger was always nicer and we knew it would be
some type of pep talk.

“We have something really special for you guys to sell, it’s a new
frame set called The Amy,” exclaimed Mr. Hodes. “We named it
after Roger’s daughter. It’s a horn-rimmed preppy frame in 7 cool

colors. We want to offer to a bonus to sell these. What do you
think?”

“How much?” Asked Lou.

“We will pay you your regular commission plus 2 bucks per frame
you selll” Promoted Mr. Hodes.

“We really think you guys are great and hope can help sell The
Amy,” Chimed in Roger as the door closed behind him.

We all looked at each other and almost simultaneously removed any
non-Amy sale material from our desks. From that moment on we
only sold Amy. That was it.

It was a fun and lively sale. The Amy frame was a popular choice
and the colors were many years ahead of iMac. We sold them in a
variety pack of 7 different colored frames to all of our accounts.

For a whole month we did nothing but write Amy orders and push
them to shipping. It was friggin’ fantastic. 1 sold 780 pairs. Lou at
900 and Stanley at 720. We were rock stars and we knew it. We
counted our commissions and planned on more sales.

I bought a new 1983 Toyota 4x4 Red pickup truck. I was in High
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School and making bank. Making a sale was addicting. It is
addicting.

We heard the clickity-clack of Roger’s shoes again. Mr. Hodes was
with him, but as the door opened his face was long and drawn. The
shipping staff were standing behind them.

“How could you....” Screamed Mr. Hodes. “We can’t deliver that
many Amy frames. What the hell were you guys thinking?”

You are fired.
This episode will be better told in a short movie.

To say that I was shocked was not enough. I was an 18 year old
sales king getting fired! We did not do anything wrong, we just did
not understand supply. Since Roger, the “Sales manager”, hated us
so much he never managed us. We did not ever think to check that
inventory would be available.

So, at a very young age I learned the most important lesson in
business.

DO NOT SELL MORE THAN YOU CAN DELIVER

Amy. Oh Amy. This is the most important business lesson that I
have yet to encounter. “Don’t Sell More Than You Can Deliver.”

But, don’t let that strong statement stop you from being able to
deliver anything that you dream of. Just remember the practical side
of manufacturing, supply chains and your team’s abilities. Also, be

willing to sacrifice profit to hire the best technicians needed for your
deliverables.

At 18 and adrift again. Oh no. Let’s wax on about other daily life
at that time. Lou and I still had our Gardening business that was
making some money, mainly when we got tree removal jobs.

But, the sales bug bit me hard. I talked Lou and Stanley into
finding a new eyeglass company to sell for.

We found a new company in San Francisco, Shane & Michaels.
They carried 200+ different frames including hot new sunglasses
from Polo.

The trip to visit them the first time is another film vignette in that
Lou had not flown since Vietnam and he was rip-roaring drunk
when Stan and I picked him up to go to LAX. Oh Shit I was so
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pissed. Iwas 18, dressed in a borrowed suit and my excitement level
of my first business trip was just too much.

For same damn reason Lou knew we had the power. Our
telemarketing across the country to optical shops created a stir. It’s
the first time it happened and the Amy story was used to sell our
skills.

We stated to Shane & Michael, “We hope you can deliver what we
can sell...”

Mr. Brown objected to our rapid adoption by Mr. Shane and Mr.
Michael. Lou shut him down once again with a, “Shut the fuck

up.

To a very surprised Mr. Brown but a delighted Shane and Michael.
“Let’s do it,” they both said.

They gave us one of each frame they carried — 200+ units of
everything you could image. I wore contacts at the time so the
sunglass collection became mine quickly. Polo were my favorite
with their purpled mirrored gold aviator frames.

Back at SFO we finally were not mad at Lou. In fact, it was time for
a drink!

Quickly we got back to work dialing-for-dollars. Off to a slow start
Lou jumped us, “sell the man that can call a thousand for you.”
Again and again this short little wonder of man would repeat.

Stanley and I began our research in earnest the only we really knew
how, buy asking the doctors and optometrists we were calling. One
city name kept coming up ... Pomona, California and Dr.
Yamamoto.

I cold called and got an appointment right away.

I picked up Lou in the morning in my new Toyota 4x4 pickup. This
time he was dressed nice and not drunk. I was very relieved,
stressed and excited. I had a suit from my grandfather on. A
polyester brown blend that was just a little too short. (Think
Napoleon Dynamite.)

We drove the 10 freeway to Pomona. I can still remember climbing
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the hill wondering how long will it take to get to the top? I can still
see Lou smug in the passenger seat knowing he is taking the lead in
my first official outdoor sales call for selling eyeglasses. I had sold
gardening for years, but I was in a suit!

We were both very excited about what we learned about Dr.
Yamamoto’s operation. We heard from other optical shops that he
had a co-op for over 1,000 eye doctor and optometrists offices.
With a choice of over 200 Shane & Michael frames we were
counting the potential.

When we arrived in Pomona we were not disappointed.

The front of the buying coop was a very brightly lit retail eyeglass
shop with very pretty gitls behind the counters. As Lou and 1
came into the store the ladies all looked and made us feel very
welcome. Did I say they were cute? We were offered some coffee
while we waited and strolled around looking at the glasses.

After a bit the prettiest one came up and politely took us to the back
of the store and to Dr. Yamamoto’s office.

The office of Dr. Yamamoto was not similar to the white sterile
light of the retail store. As our eyes adjusted to the much darker
room as we were seated in two very large plush red leather chairs
facing the cherry desk. Dr. Yamamoto dressed in a white medical
jacket, dark black plastic framed thick glasses and no smile. The
carpet was dark red and the walls were lined with red-bound legal
books. All quite impressive. I would later come to refer to this
look as being in a David Lynch movie.

Dr. Yamamoto spoke a greeting and invited us to get started. Lou
spent a few minutes telling Dr. Yamamoto about ourselves and
nodded to me to tell him about the Shane & Michael frames. 1
jumped right in and felt at as home selling in person as 1 did on the
phone. Lou then took the helm again with some more friendly
chatter and asked a simple, salesman question #1, what does

Yamamoto Optical Co-op do?

Dr. Yamamoto started explaining about his firm. His demeanor was
nothing special at first. He just seemed to ramble on about how he
started the buying coop. Then, his face and voice started to get
animated.

“The doctor friends I called all thought it was a great idea,” said Dr.
Yamamoto. He continued and I notice he started to look a little
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agitated. He voice started to rise, “I then started calling the
manufacturers.”

Lou was quiet and so was 1. He was my sempai and I just a student.

Dr. Yamamoto said, “Many of these fuckers told me off and
laughed at me.” His face red now and my pulse racing.

“Now... I have 1,100 stores in my Co-op. Now they come to me,
but I remember who was naughty and who was nice. The
manufacturers that were rude to me and laughed at my co-op....”
and with a huge voice Dr. Yamamoto grabbed a samurai sword
from behind his desk with a sweeping motion of his left hand
reaching over his right shoulder.

Lou touch my leg and whispered ever so quietly, “Don’t move.” My
hearing was peaking and my heart was pounding.

Dr. Yamamoto lunged out of his chair and with this sword in kill
position, he jumped up and yelled, “Now I cut their fucking heads
offl” and the blade swung right in front of Lou and I with Dr.
Yamamoto ending up standing on top of his desk.

1 did not move and indeed the blade did come right across our faces.
The Dr. sat down. No emotion and silence ensued.

“I... Like ... You ..” In a southern slow drawl, said Lou slapping
his knee.

Dr. Yamamoto smiled and laughed. We did too.

Dr. Yamamoto said yes and agreed to carry Shane & Michael frames
and sell them to his co-op. We were delighted.

Dr. Yamamoto then pressed a button and the books on the wall
opened to a bunch of television screens all showing various shots of
the retail shop. The old pervert showed us his collection of beautiful
and sexy optical specialists, in real-time.

If it was today, we would have called Shane & Michael from a cell
phone, but back in 1983 I had just finished high schooll Lou and 1
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were on sales cloud 9. We talked out loud, “hey, if we just sell four
frames per doctor’s shop that’s 4400 frames!!!”

We got back to Lou’s home and immediately called Shane &
Michael.

Mzr. Brown answered the phone.

We told him that we landed the whale Dr. Yamamoto and that we
wanted to work closely with Mr. Brown to really get it done right. 1
was surprised when Lou was so tactful with Mr. Brown.

We got all smiles and kudos from Mr. Shane and Mrs. Michael.
Stanley, Lou and I were pleased with the conversation and report
and hung up the phone.

The next day, Dr. Yamamoto called us and told us the deal was off.
It seems Mr. Brown, Mr. Shane and Mrs. Michael decided to go
around us and try and negotiate directly. Dr. Yamamoto told us he
will not do any business with Shane and Michael and he said he
would never buy from them. He also told us that he liked us.

Years later, in 2000, I called Dr. Yamamoto and thanked him for
that day. He confided that he hated Shane & Michael on the day we
visited. He also said that his samurai routine happened quite often.
Someday I hope to meet another bloke that experienced the red
velvet of Dr. Yamamoto and his blade a swingin’.

The trio of Stanley, Lou and Brad fell apart after this. We still
collaborated on tree cutting and gardening jobs. We remained very
good friends.

As the fall came I started school at El Camino College. On my very
first day I parked in the school parking lot with my Toyota 4x4. 1
was late and excited to get to my first class. I locked the truck and
started towards the buildings.

“What time is it?” said future friend and business partner Eric
Carlson with his white blind man’s cane tapping away in front of
him.

I was taken aback. Lou and I have been just talking about teaching
our telemarketing skills to blind students and here in front of me

was the first blind person I ever met.

It seems my ‘hibachi’ sandals from Mexico were loud and squeaky
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so Eric could hear me.

I gushed out my name and introduced myself and in almost one
breathe said, “I’'m a telemarketer and I want to teach blind people
how to sell.”

Eric answered with, “What for! I am a telemarketer!”

We became fast friends and would start Telemarketing Visions
Institute, Inc, a non-profit 501(c)(3) organization after I graduated
from Marymount College with an AA degree and got kicked out of
my home.

At El Camino College I floundered along while I worked selling
insurance for Gary Gaudet. Gary was a family friend and someone
I always looked up to and wanted to be like. I used to stand next to
him and comb my curly hair back and demand that it be strait like
his.  Gary was a great salesman and he also guided my career.

Eric and I both did lead generation for Gary and we got him lots of
new clients.

My folks called my one day and said, if you want to go to
Marymount College we will pay for it. I jumped at the chance.
Marymount College is on the top of the hill in Palos Verdes with
commanding ocean views and Catalina Island. The 2 year private
school has 700 students from around the world with many from
very rich families and royalty.

I continued to run my gardening business while at Marymount and
employed several of my college buddies to work. We always had
cash because I always had work.

At the end of 1.5 years I was 2 classes away from having the credits
needed to get my diploma. I went out with Kevin Capra, my best
friend at Marymount and we got smashed eating Quaaludes and
smoking pot. On my way home in my 4x4 I got pulled over for a
broken tail light.

The long story short is I went to jail and got thrown out of my
family home. I fought my ticket and won with the very best lawyer
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in Los Angeles.

I knew I had to get my diploma from Marymount so I concocted a
plan. The two classes cost $750. I asked the president of
Marymount if I could climb the 13 palm trees and cut/clean the
branches and trade for my class fees.

President McFadden said, “All right, if you have insurance you got a
deal.”

I then called Gary Gaudet and told him what I was doing and asked
him if I could do some gardening to trade for insurance. He said

yes.

It was late May 1986 and the weather was grand. The ocean
glistened and Catalina Beckoned. As I gathered my equipment and
put on my climbing harness I walked into the pool area to start my
climb. To my surprise was Adelaide sitting by the pool in her bikini
just smiling and making my knees week. The bikini was bright pink
and breasts I fondled just weeks before caught me off guard.

It was a night to remember just weeks ago on the Queen Mary in
Long Beach. The Marymount formal was the social event we were
all looking forward to. I somehow got a date with Adelaide. Kevin
Capra, his girlfriend Maryann, Adelaide and I carpooled together to
the boat.

The event was great and booze flowed. Back in 1986 bars simply
did not card that often. It did soon become apparent that I was the
token date for Adelaide as she had eyes for Rick the short version of
Magnum P.I. who at Marymount was the school psychologist. As
the night continued, the wall became my friend. As Adelaide danced
with Rick I escaped the ballroom and at the rail of the Queen Mary
tore off my tie and threw it into the wind.

I walked peacefully around the boat and found my way to the upper
deck bar and a group of Marymount friends. I can’t remember the
names of this group except I have the vivid memory of a blond that
looks like the gal in Greys Anatomy saying, “hey! ... There’s
Princess Leia of Star Wars!”

The group looked over and gigeled and gageled. My Grey’s blondie
then dared me to go ask Princess Leia, Carrie Fisher, to dance.

I said sure!
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The upper deck was an oblong bar with windows all the way around
with the twinkling lights of Long Beach in the background. I got
up from the bar and sauntered over to Princess Leia.

I politely interrupted and said, “My name is Brad, would you like to
dance?”

She demurred and looked up and said, “No thank you.”

I smiled and said thank you and then said, “You know the gitls over
there dared me to come over here and my date left with a teacher,
any chance you could reconsider....” As my head started to hang
lower and I made the motion that I am leaving.

Then, to my very surprise Princess Leia got up and said “yes, I will
dance with you.”

I took her hand and started an American Swing session that was
worthy of today’s dancing with the stars. We floated across the
dance floor and with each snapping turn I would glance at the
gigeling gagoling girls and smile.

The dance was one and over, but I will always be grateful to Ms.
Fisher for making me look good and allowing me to have a huge
smile as I went back to the ballroom.

As the dance ended Kevin, Maryann, Adelaide and I made our exit
to the car. Adelaide was sufficiently drunk and bubbly for spending
the time with her future husband. She allows me certain favors in
the back seat of the car on the way home that night. My JR is
getting excited just writing about it now.

Kevin and Maryann smirked a lot on the ride home, but my Princess
Leia story slayed them so no pity needed for me.

After I said hello to Adelaide at the pool and smiled wide. I put on
the climbing spikes, checked that my chain saw started and
proceeded to climb the palm trees around the pool first.

I took my time. With Adelaide in the pink bikini my boner kept

37




Japan.co.jp — Hardhat Required

getting in the way of moving my climbing belt. I do want to take
this time and personally thank the inventor of the Bikini. You sir,
are my hero. Mr. Yoga pants guy, your second.

Palm tree branches cut like butter and fall like a floating feather in a
vacuum. The thud and then the strange sound when it drills into the
grass below.

Part of my deal in trading the Palm Tree labor was that others would
pick up the mess. I finished the trees and said goodbye to Adelaide.

Dr. McFadden was impressed and I finished my last two classes to
get my AA college degree from Marymount. I did it.

I would do the same thing at Loyola Marymount University but this
time with the Westchester golf course across the street. 1 traded
with the golf manager for 1 year of free golf and driving range
access. I was a business student and I knew I had to learn how to
play golf. When I was done trimming 28 palm trees the manager
was so impressed he also gave me his personal set of Tailor Made
clubs. I still play with those clubs today.

After classes finished that summer at Marymount I was still doing
telemarketing and seeing blind Erick all the time.

In the summer of 1980, I founded a company called Telemarketing
Visions Institute, Inc. (TVI). TVI was a 501(c)(3) non-profit
corporation whose mission was to teach sales and telemarketing
skills to blind folks and get them jobs. I did all of the business plan
and legal paperwork to get approvals.

TVI still holds the most magical day in my life when I was
present as one of my blind students, John Logan, a 42 year old
gentleman, who got his first paycheck. The smile on his face still
rings true more than 30 years on.

In founding TVI, I did all of the legal paperwork for corporate
non-profit status, the business planning, fund raising, curriculum
development and teaching. Our board of directors included the Dr.
Gordon Patzer, a marketing / business professor at Loyola
Marymount, Lou Blanchard, Eric Catlson, myself and local
business leaders.

Over the years, TVI educated and placed into jobs 6 blind
students. We also received talking computers from IBM and
vendor status from the California Department of Rehabilitation. I
was 19 in 1986.
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In the summer of 1986 I knew that I needed to get into
university and get a diploma in order to do anything in life. I
took my TVI business plan and went to see the Dean of the
Business School at the University of Southern California (USC)
to ask him for a scholarship for being an entrepreneur. He
laughed me out of his office. Wait, wait, wait, it wasn't a laugh
... it was a roar! I heard that roar lasting the whole trip down
the long hallway.

I then contacted Dr. Fred Kiesner, the professor of
entreprenecurial studies at Loyola Marymount and asked him if his
senior Strategic Management class would be interested in doing a
case study on my blind non-profit TVI. He said yes! This was
August of 1986.

I knew that I had to go to school at Loyola Marymount to
really take advantage of the student team from Dr. Kiesnet's
class. So I put on my hand-me-down-from-my-grandpa suit,
grabbed my skateboard (I had lost my driver's license from
too many speeding tickets...), and hitched-hiked to Loyola
Marymount University.

I went to the admissions office and stood at the counter and
told the clerk that I need to start school on that Wednesday.
She looked at me incredulously, and said ... What? I went on to
loudly tell her that I wanted to see the Dean of Admissions to
tell him about TVI and Dr. Kiesnet's agreement to do a case
study.

From a darkened room a voice boomed that said, "Show that boy

1mn.

And for the life of god I can't remember his name, but the
Director of Admissions sat there for 10 minutes while I told
him of my vision for TVI and how I can really leverage Dr.
Kiesnet's class by being enrolled as a student and the whole
sales pitch. He asked about my college transcripts and said
come back tomorrow with those and we can talk.

NOTE: According to the current director of admissions at LMU,
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“Your question is an easy one- there have only been two Directors

of Admission in LMU’s history, me, since 1990, and Mitch

I’Heureux, who I succeeded. So, Mitch was the director in 1986.”

I grabbed my skateboard from the bushes and swung my
briefcase and rolled down to Pacific Coast Highway to hitch a
ride to El Camino College, Harbor College and Marymount Jr.
College to get my transcripts. Cost me 2 bucks each.

I showed up at the admissions office at Loyola the next day and
again got a meeting with the dean. We chatted for 10 or 15
minutes and then he yelled out to the clerk and said, "Write this
boy up an admissions letter."

She was floored. And so was 1.

I took that letter down the hall and immediately registered for
two classes that would start the next day. I then went to the
message board to find a place to live. I found a great house a
few blocks from campus that had office desks in the living
room, three bedrooms and an amazingly huge backyard on
Creighton Avenue. The desks sold it for me and I moved in
that evening and started university the next day.

A Bartz Venture Moment: This life is about doing what you
want. Sometimes it comes easy, sometimes you have to plan and
work for it. But, all the time you have to ask for it.

The desks in the living room is where Telemarketing Visions
Institute established its headquarters and started its revolution.
From 1986 to 1989 17 Loyola Marymount students from 7
different business classes did case studies on TVI. During my
senior year TVI had three employees whose wages where paid
80% by Loyola Marymount for 20 hours a week each. It cost
me a dollar an hour to have these workers!

I was a computer geek thanks to my mom. Our first computer
was a Kaypro and in high school I had a PC with a 2x 5 V4”
floppy disk drives. I had “Harvard Graphics” so was able to
make some really cool looking reports and proposals.

I wrote to Mr. Mike Anxious, a local manager at IBM
headquarters in Westchester, California. Just down street from
Loyola Marymount University on Lincoln Blvd.

One of the most successful things I did by age 19 was to get
IBM to donate talking computers to TVIin 1987. The biggest
memorable moment was in getting the call from Mr. Anxious
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telling me that they liked my work with the blind and IBM
wanted to support TVI’s vision.

BUT... he then said, “Brad, if you don’t mind, could you send
me your proposal again? Because you signed your letter with,
‘We look forward to working with Apple”

I fell out of my chair and was standing at attention. Yes Sir 1
said. I am so sorry. Wow I am so embarrassed.....

Mr. Anxious was great! And just told me to fix and that the GM
for the IBM center for disabilities in Atlanta, Georgia wanted to
meet me next week.

Right after that visit 6 computers arrived that could all talk. In
1987 IBM allowed me to become a computer geek by using
technology to read out loud leads for blind telemarketers to call.

TVI started servicing Blind students introduced by the Braille
Institute and the California Department of Rehabilitation.

The first class was ‘soft’ and accommodating for the blind
students. From then on it was simple, if you want to learn how
to sell show up and work, if you want to wine about being blind
2o home. Frankly I did not know I had it in me, but the ability
to teach came naturally.

My students started to get jobs. Blind salespeople from around
the country also used my recommendations to get jobs. In total
we trained and placed 6 blind students to be telemarketers while
1 was a full (3/4) time student.

One student got a job at IBM.

Previously unemployed, Max Coates got a full time job at IBM
as a customer service representative. I was so utterly proud and
then the most profound thing happened.

Max called me and said he quit.

I said, “are you fucking crazyl? IBM is a lifetime job. You can
retire great.”

Max then said, “Ms. Jan from the California Department of
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Rehab called and said that I should not work so much that I
might lose my benefits.” He stopped, choked up a bit, and
continued, “She said that if I lose my benefits and then lose my
job and won’t be able to get them back for at least 6 months.”

“So I quit,” stated Max plainly.

I was furious. I called Jan at the Department of Rehab and told
her off.

I was in my last semester at Loyola Marymount University in the
spring of 1989. I only had two classes on my way out, Japanese
and freshman history. Japanese was pass/fail and freshman
history provided me with some of the best humor of my college
careef.

Except for my earlier Statistics course and our project
management data analysis. I wrote a program that answered the
question, ‘how many drinks your date should have to increase
your chances of getting laid?” It was elegant software taking in
weight, height, and personality into consideration. The answer
came back every time as 2.9 drinks. Before 2.9 drinks the gals
are just not happy yet. 4 drinks or more and you had a sloppy
drunk on your hands. And that is no good.

I got an A. But, the professor liked it so much that he told the
whole class about my program. He wrote it up on the board
and showed my statistics logic in play. I was complete shade of
white, a ghost. The class was 2/3 female and the eyes drilled
into me. Oooopps. I was so mad at that professor.

Also, I should have been teaching the Sales Management course
(sorry Mr. Grey). This class was funny. Everyday Mr. Grey
would call on me to tell a sales story or comment. My insights
back then were very powerful. One day Mr. Grey called on me
and I said, “I am not going to participate anymore until more
people in this class do.” Those were the last words I said in this
class. Students got nervous and the one in front of me turned
around and said, Brad, please tell us what you think ....” Nope.

Although TVI was very successful it did not pay me. So I gota
telemarketing job in Culver City at Fox Enterprises (not the
movie company). 1 finally got my license back so I was able to
drive my Chevy Malibu to the shop. Fox raised money for the
Audubon Society and other non-profit groups.

The training was for 10 new employees. In a special room with
10 cubicle work stations. They handed each of us 10 leads and a
pitch to sell calendars for Audubon. At this point I have 5 solid
years of telemarketing under my belt, but what happened next
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still surprises me to this day.

We all picked up the phones and dialed our first call together. 1
sell my first one and the manager puts his hand on my shoulder
and says, “good job, do it again.”

I dialed #2. I sold it.

The room got real quiet. All phones were put down except for
mine. Managers from other departments started to show up,
but I did not see them yet. I was totally in my zone.

I dialed #3. Isold it.

Before this the room was quiet, but not it was silent.

I dialed #4. Isold it.

Now for me, everyone in the room disappeared. It was just me

and my phone and my human on the other side. Complete
focus.

I dialed #5. Missed.

The room let out a sigh.

I dialed #6. Isoldit. #7, #8, #9 and #10 all sold.

1 did the impossible. Isold 9 out of 10 while still in training.
Boy, the management became both very friendly and some very
concerned that I would take their jobs. I assured them that I

am just a telemarketing talent and to relax.

I'am the cold-call king. My velvet voice and skills are no match
for the other end.

I quit TVI. I packed everything from the three desks in the
living room into 10 boxes. Each box was full of reports, paper,
contracts and history of TVI. I neatly stuffed the boxes under
and on top of the biggest desk.

I then sat and spun in my swivel chair. I thought about the last
three years of TVIL. Of all the hard work and the IBM support.
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I thought about the girls from Uni that worked for me. Thank
you Elaine for being so gosh darn dynamic. And Ms. Justice for
your knowledge, experience from your deaf parents. And my
lovely curly hair Ms. Peace. Thank you all so much.

Ding Dong. Knock knock knock.

I force myself out of my chair and dragged myself towards the
front door.

Ding Dong. Knock knock knock.
I opened the door and a blind guy was standing there.

He said, “Hi I am Michael and I am selling brooms made by
blind people.”

I bought a broom. Shut the door and went back to my desk and
started unpacking my boxes. I was back in the TVI business.

Life is sudden, funny, mysterious and friendly. I love her and
hope my journey pleases her.

That afternoon I saw Dr. Kiesner on the campus and he told me
about a venture business conference taking place at the Los
Angeles Airport Marriot the next day.

I put on that same suit I wore to Dr. Yamamoto’s and got my
skateboard and rode to the venue. I stashed my board in the
bushes and snuck into the conference.

It was big event and I came because Dr. Kiesner told me that
Richard Riordan was speaking. Riordan was a founder of Mattel
Toys and toys are cool.

After Mr. Riordan gave his speech I put up my hand to ask this
question, “How do you decide to invest in a company?”

Mr. Riordan responded quickly with, “I take them out and get
them drunk, if they can handle the booze, then they can handle
my money.”

This has served me very well through all of my business career.
Particularly in Japan. Drink well, show no drunk, wait for 5
minutes of business talk, resume drink and show no drunk,
repeat.

In March of 1989 my parents told me that they were giving me a
one-month vacation trip to Japan for my graduation present.
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I started researching when to go and determined that August 17,
1989 would be perfect because the United Nations was having
the 10 year of Disabled Persons Conference in Yokohama the
following week.

I wrote the 7 largest disabled institutes to request time to visit
their facilities, this included The Blind Center in Tokyo and the
Helen Keller Center.

It was the extremely generous nature of these 7 institutes that
began my true love affair with Japan. One of the largest
institutes sent me the home-stay offer.

My home-stay sister, Asako Yamagata, was the translator for the
president and helped me arrange my visit the UN conference
and more importantly invited me into her family. The three
sisters, 21, 23 and 25 and the mom and dad who would truly
become my Japanese mom and dad and really great friends.

At Loyola Marymount University as a senior in 1989 1 had two
classes in my final semester; Japanese and Freshman History. 1
really did not know that both of these classes would draw so
much into the next 10 years of my life.

The Japanese class allowed me to land in Japan pre-connected
with a host-family and to at least have a feel for the language. 1
could say arigato and O Genki Desu Ka?

My freshman history class taught me how to engage myself
during long and boring meetings and slip in just enough
questions to show that I'm in the room.
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CHAPTER 3 - Japan - Teaching English, Selling Wine and Fast
Cars

LANDING IN THE LAND OF MY DREAMS

I'landed in Japan August 18, 1989, (25 years ago this moment as I write)
sitting next to me on the airplane from Los Angeles was Tomoko Sakai
who would become my wife, friend, mother and the love of my life.

During the long flight she told me of her three weeks in an American
home-stay to learn English. She helped me write my name in Katakana
(Japanese language for foreign words) on the back of my TVI business
cards. I was writing it in hiragana and she corrected me saying that
katakana was how to write foreign words. This was not her last
correction! We exchanged contacts and set a date to see each other in a
few days in Yokohama.

After saying good bye to Tomoko I was greeted by Makiko Yamagata
to take me to her home for my home-stay. I remember Maki as being
very cute and matched her tennis hobby in her energy. She helped me
schlep my bags to the train at Tokyo station where my wow I'm in
Japan moment occurred on the Chuo Line train outdoor platform that
has a view of the Japanese Imperial Palace.

It was at this moment that I knew I was Japanese in a previous
life. I felt instantly at peace and a feeling of belonging. Besides
my affinity for Japanese women, it was the spirit of Japan that
got me. I still refer to this moment in my mind to try and
understand my tenure in Japan. Now as this story has spilled on
these pages I realize I might not have been Japanese in a
previous life, but I was here.

My love of Japan began at a very early age. In second grade I remember
a cute Korean girl coming to class on her first day. Wow, my life
stopped at that moment. Please sit next to me!  Over the years 1
would be exposed to more Japanese culture and foods from my mom
and her artist friend Frank Guiku. Frank is Japanese American who is
just the coolest.

Our families would often get sushi and eat Japanese food. We regularly
ate with chopsticks and that seemed unique in our white neighborhood.
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I studied Japanese at uni and continued to date Japanese gitls. In fact, in
1997 I got interviewed by Ms. Angela Jeffs of the Japan Times. Her
first question to me was, “Brad, what brought you to Japan?”

“I like the women.” T answered.

Ms. Jeffs put down her pen and reporters pad. She looked up at me and
said, “I have been asking foreign executives that question for 25 years
and you are first one to answer it truthfully.”

So, ok, convict me, I like Japanese women.

I'landed on August 18, 1989. The following Monday I trained it to
Yokohama for the United Nations Conference for the year of disabled
persons. My father gave me a large Panasonic video camera and tripod.
I set this up at the conference as a guest and recorded the proceedings.
In doing so I got to meet many wonderful people.

That first evening I got an offer to go drinking and I quickly said yes.
After the event I met with the translator and the president of the largest
disabled institute in Japan. I cannot remember either name now, but
the elder president was in his 70s and the translator was about 40.

A taxi ride can change your life.

We got in the taxi with translator up front and me and the old man at
the windows in the back seat. The taxi driver asked in Japanese, “Where
do you want to gor”

The president answered back in the nastiest tone of Japanese I have ever
heard, "It depends on the driver.” I still remember this tone 25 years
later.

Then the translator told me what he said then instructed the taxi driver
to take us to Akasaka.

My first Monday night in Japan was spent in a red velvet hostess club.
At 23 years old I was just flabbergasted. 4 beauties quickly sat down
with us and started giggling and smiling. I am talking 8s and 9s here.
The best looking women of Japan work in Akasaka. I learned over the
years that 5pm is a great time to be at an outside café just watching the
talent go to work. We call it our Tokyo beach.

We sang and drank whisky and water. The girls would change out and
one could speak English. The black table was filled with drinks, ice
buckets, bottles and snacks. The red velvet couches were soft and
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fuzzy.

The bill came to over $5,000 for the evening. The president paid and
then gave me a taxi coupon for the 2 hour ride home to Kunitachi. A
taxi ride that cost over $300!

Wow. On that taxi ride home I made up my mind to stay in Japan.
This, just my 3+ day.

I continued every day to the conference in Yokohama that week.

On Wednesday night I went to Roppongi. Not knowing where to go 1
just wandered the red-light district and found Gas Panic Bar. The bar
was on a side alley just kitty-cornered to McDonalds. Neon signs bright
with GAS PANIC invited me in.

The bar was loud and on the right was the long bar. Three gaijins sat at
the counter. I walked past them to see the rest of the bar. The back
section had layers of seating along the walls and a few hotties hanging
about.

I went back to the bar, ordered a beer and said hi to the gaijins.

Mike Fink, Ken Darwin and Barton. I introduced myself and asked
what they did.

Fink said, “We sell Shoe-Goo.”

I fell off my chair.

The last 2 years I ran a 5k/10k race as a fund raiser for Telemarketing
Visions Institute (T'VI) at Loyola Marymount University and one of my
sponsors was Shoe-Gool

We became fast friends and I am happy to say that many funny stories
will be told in the following pages with these crazy ones. Many stoties
won’t be told...

On Thursday I met Tomoko, my seat mate on the plane over to Japan
and now my wife, for coffee in Yokohama.  We had a nice time with
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our dictionaries. At that time we were just friends.

By September I had a job teaching English at Interac. After 1 week in
Japan I'loved it! I picked up the Japan Times Newspaper and looked at
their over flowing classified ad section. Interac’s ad was big and the
tirst one I called.

“Can you come in today for an Interview?” Asked Interac.

I came in, filled out a quick form, said hello, and then they handed me
some books and a job schedule. 1 think they may have taken my pulse,
but that is about it! I was hired! I remember it as 3,000 yen an hour.

I was still living with my host family at that time. Papa took me aside
and he said, “Brad we like you very much, but I don’t trust you with my
daughters. You have to go.”

He said it with such a wonderful smile and that mischievous grin. Papa
Yamagata and his family were great to me. The daughters were 21, 23
and 25 and all gorgeous and smart.

So, I moved into my sister’s friend’s brothet’s apartment in Setagaya,
just a few stops outside of Tokyo’s Shibuya fashion district.

David Sandrich and the 4 bedroom ‘fours company’ in Setagaya. Two
Americans and two Taiwanese gitls sharing an apartment. It was
awesome! Some of the funniest people I've met. David’s roommate
was a fulltime Japanese language student and his best technique of
learning Japanese is singing Japanese karaoke every evening. Jason
went on to work at Symphony Partners, a hedge fund the buys mid cap
companies with management.

David was also impressed that I would go out by myself to Roppongi. 1
just thought it was a continued part of the entertainment experience.

My job at Interac was starting to become routine after just 2 weeks. My
stay at Setagaya came to an end and I again referred to classifieds in the
Japan Times to find a place to live.

I moved to a Gaijin House in Musashi Sakai with Bob, 4.5 tatami mats
and pay shower. Bob’s sister was a key delegate at the UN Disabled
event in Yokohama. She is absolutely beautiful in mind and spirit and
body. Her disability is not an obstacle for her.

The 15 house mates in Musashi Sakai were an electric group to say the
least. We shated a kitchen and had to pay 100 yen per 3 minutes of
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showering. The room was big enough to lay two futons to sleep. The
road and building would shake when the city bus roared by.

The 20 minute bike ride to the station marks my first invention that I
pursued with full force in Japan. The problem I was solving was simple
and obvious that it was happening to many people. At Musashi Sakai
train station the number of bikes parked was enormous. Bikes were
parked everywhere.

When I and others came home from drinking and debauchery we could
not find our bikes! So I designed Bikefinder: a remote control for a
light to find your bike.

I registered Bikefinder at the Bike Cultural Center which was right
across the street from the US Embassy in Tokyo. I also mailed my
plans and drawings to myself. I made sure a stamp was placed on the
seal and the Japanese postmaster also time stamped that too. A poor
man’s copyright.

Bob and I moved from the Gaijin House to a swank Ohmori
Apartment. The $2,000 month rent was steep for us, but it was heaven
compared to the 4.5 tatami mat room we shared for half that much.

I then read in The Japan Times that a car company Ichiko, was looking
to fund ideas. I reached out to them with Bikefinder and guess who 1
found? Mike Fink!

Mike did not bite on Bikefinder but he did introduce me to the inventor
and owner of the Vector Car Company. This was in my first 90 days in
Japan and upon return to LA I went to the Vector Car factory. Wow, I
got to represent the fastest production sports car in the world in Japan!
Ask me about Club Junko in Ginzal A $20,000 evening. Hmmmmmm.

About 2 weeks before my 90 day tourist visa was up (note I was illegally
working as an English teacher.) My mom told me I got a letter from
Tomoko saying how nice it was to meet me. Tomoko did not know
that I stayed past my one-month schedule. I called her and setup a
date.

I invited her for coffee and a movie. The coffee was at my new Ohmoti
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apartment. Tomoko was so scared. It made me so very nervous. 1
quickly suggested we leave my apartment and walk to the movies. She
was so relieved and so was 1.

We saw Lethal Weapon and had a good time.

Our second date, at the Ueno Zoo. This was the day before I was
leaving back to the US. As we walked around near the gorilla cages 1
made a quip that the gorilla looked like my roommate Bob and Tomoko
bust out laughing. We started holding hands from there and made
passionate love that night.

I returned to Los Angeles and got the surprise of my life. You see, right
before I left on my trip to Japan I applied to the California Department
of Rehabilitation to be vendorized so TVI could be paid for teaching
the blind. I called almost everyday home and asked, “Did I get any
mail?”  And the answer was always no.

I got my stack of mail and postmarked August 17, 1989, the day I left
for Japan was the approval for vendor status for TVI by the California
Department of Rehabilitation. In an unopened envelope was a decision
that, had I known, would have brought me home from Japan. By the
time I opened it I was already emotionally living in Japan and not
coming back.

Japan had to be mine.

I remember all that Lou Blanchard taught me, in particular to sell one
that can sell many. I quickly joined the American Chamber of
Commerce in Japan.

My first ACCJ meeting was the Direct Marketing committee. 1
remember sitting next to a young Mark Fuoti and other now old timers
in Tokyo. Bob Fox was the manager and we became friends over the
years. The ACC]J has an interesting place in this story. That includes
sex, cheating, spies, speeches, publishing, change, more speeches,
websites, fair weather friends, and a Boeing executive who owned shares
in my competitor without disclosing as he voted against me. Real class.

The sex part is fun for my staff. Cheating and Boeing breaks my heart.
Spies? Hahahaha, Tokyo is the training ground for analysts. Speeches -
- 20+ and the publishing of ACCJ member directory on electronic
book and website. More to follow!

Overall the ACC]J is ok. The new leaders are ok, but some of the old
gaijin guard ate still fucking cheaters. And I hope some readers can tell
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off Mr. Boeing for me too.
Wow, that is loud rock and roll baby.

In Shinjuku there is THE Rolling Stone Bar. Cramped in the basement
is a rock palace with the loudest rock ever. I met life friend Bruce
Fienberg there. We would regulatly visit to blast our heads and forget
everything.

Bruce looked at me and said, “You broke Japan.”
I was aghast, embarrassed, smiling and completely appropriate for me.

At the New Year’s celebrating the coming of 1990 I was at a Bruce’s
party in Takadanobaba. It took me a long time to be able to pronounce
this city. At close to midnight our group of 20 or so wandered over to
the local temple. The night was cold and I was wearing a dark suit,
black trench coat and my cowboy boots.

The carnival like atmosphere was accented by the thud, thud, thud of
the locals pounding rice into mochi. Mochi is a traditional sticky
version of rice that kills several people a year in Japan from choking.
Particularly the older folks. You learn to eat and chew in very small
pieces.

The pounding takes place with a wood mallet into a carved out tree
stump. A steaming lump of rice is thrown in and the rhythm of the
mallet begins. A helper pulls the rice ball between strokes and turns it
for the next hit. Like a well-oiled machine. Thump, turn, thump, turn,
thump turn, etc. Each swing of the mallet gets the crowd riled up.
Thump, ahahahhhhh, turn, thump, ahhhhhhh... Just mesmerizing.

I get handed the mallet. The crowds jumps to life, particularly our
group. [ start striking the rice like I'm spitting wood. What is louder
than a thump? I was making that sound. The helper was all smiles at
first. I hit, crowd roars, help grabs, sprinkles with water, turns and puts
back and I hit again and again. My speed picks up and the helper can’t
grab any more. One.... Thump two .... Thump, no turn, no
water, and three thumps! And rice ball stuck to the mallet and as 1
reached for the sky for my next hit the rice fell to the ground.
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The whole crowd went silent.

Then a middle aged construction punch perm local looked at me and
swung his arm to the exit and said, “You! ... You are out of here!”

And the crowd bust out laughing. One of Bruce’s friends said I will
have good luck for making everyone laugh for the first time this year.

I got all of that on video. I do hope that I can pull it from the tape,
because it really was funny way to finish 1989.

I met a girl at Bruce’s party that offered her apartment for rent in Shin-
Koiwa Tokyo. She was a TV producer who was going to be on location
in Brazil for 6 months. It was a great opportunity to get my own place.
Bob was getting tired of Tomoko and I having great sex all the time.

Ito-san gave me her key and said, “My next door neighbor is a gaijin and
I hear he has a Harvard MBA.”

Let the Games Begin folks. Jay Andrew Smith is who she is talking
about. I could not wait to meet Jay and show him my Bikefinder
business plan. I have always been a question asker and the seeker of
mentors. I love knowledge and to learn paths to ideas in my head.

Meeting Jay quickly accelerated my business of selling US products in
Japan.

I waited like a puppy dog to meet Jay. He was never there. I skipped
going out, I left only to teach.

Finally I met Jay between the Shin Koiwa station and our apartment
building. He was dressed in cold weather gear, hat, scarf, gloves, and
the whole 9.

I stopped him and said, “Are you Jay? (I got a nod) I am your
neighbor.”

It took me two sentences to pitch Bikefinder and it immediately caught
Jay’s interest. Before I fast forward to the starting of our Internet
business let me finish out 1990 as Jay’s impact was quick and effective.

We sold together from that moment. Art, wine, fast cars, Falzetti
umbrellas and more. We sold them to Itochu and Jay’s friends from
Harvard. We sold to distributors via my connections at the Japan
External Trade Organization (JETRO). We sold to Tokyu Hands by
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walking thru the front door.

My landlord came back from Brazil. She had a key just showed up one
night in the wee hours of the morning. I said hello and then said I
would set out of futon for her. She asked if she could sleep with me
and I said sure. It may have been a dream but it sure is fun to think
about. I went back to bed and then got a nudge and whisper. She
fucked my brains out. It was unexpected middle of the night fucking,.
Then, in the morning, hey, it’s time for you to move out.

The next night I hung out with Mike Fink and Ken Darwin and a
sweetheart friend Maryann. We had a blast of an evening downing
lemon sours and munching on pizza. Maryann took me home and we
also made love. It was a nice soft love with this half Japanese and black
girl. Just so funny too. Her room was so girlie!

On Saturday I went to a big art show and conference just beyond the
Tsukiji fish market. One of the key attractions was a friend of Mike
Finks called Joe who owned a memorabilia and collectors shop. He had
for sale “LLA Woman” written by Jim Morrison of The Doors by hand
on a yellow legal pad. 1 held this document for what seemed like hours.
I was and still am a huge Doors fan. I will own this someday.

That night Joe, his assistant Kathy, a hot blond, went to Roppongi and
the Lexington Queen. We partied hard. Real music was playing and we
danced like wild animals. The place was packed and among my
favorites of the dance clubs in town.

As it was time for me to train it home Kathy asked me to stay and
offered her hotel room. Ok... do I have to spell it out? Yep. Got laid
again. These random sexual conquests are good for a man’s ego.

I knew Tomoko was coming in the morning to Shinkoiwa so I thanked
Kathy and bolted at first light. I got home and showered and got into
my futon.

When Tomoko came in I was so excited. The moment I saw her my

face lit up, it still does the same thing today. My wife excites the heck
out of me. This was especially true this morning.
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As Tomoko entered the room the sunlight was bright into our east
window and it cast right on her dress and made it see thru. It was
simply the sexist thing I have ever seen. As she entered the futon she
sweetly kissed me and asked me to make love to her.

I will be surprised if the above conquests actually make it to the printed
book. Ilove my wife very much and do not want exploits written here
to interrupt that. We were not married yet, but that is not an excuse.

Jay introduced me to Kazunobu Kamimura, an alumni from Jay’s
Rutgers University. Kaz’s family home was available in Koganehara,
Chiba. This would become my home until 1995 when we raised the
first 4 million dollars for our Internet Company founded in this very
special place.

The home was 30 minutes from Konganchara station on the Chiyoda
line. It was an hour and half commute from home to work in Tokyo.
The home was built by Kaz’s father and now has two stories separated
into two units. It had an amazing garden and koi pond that in later
years I would enjoy to its fullest extent.

I moved into upstairs with a few roommate English teachers from
Interac, Richard Venneri and Bill Brocato.

To say that we knew how to throw a party was an understatement. I got
really good at it when at Loyola Marymount University. In fact our last
party of my senior year was an epic blowout! The cops came and said,
“Uh... we have gotten complaints about your music from more than 3
blocks away!”

Man, we were so proud. The champion LMU Lions basketball team
with superstar Hank Gathers were all there.

In Japan house parties just did not happen. All parties happened inside
bars and restaurants in the city. Not for us crazy gaijins and our big
house in Chiba. All of our neighbors, old and young were always
invited. We threw all sorts of parties, big ones, little ones, themes and
of course BBQs. Always with our imported Weber grill.

One particular party stands out. It was an afternoon get together that
was just a casual BBQ. I drank only a couple of beers all day as I was
driving people back and forth to the train station. Basically I was
biding my time to really start partying once everyone got there.

I drove one group to the station and on my way back I got pulled over
by the police. I was in an old white Toyota station wagon that I bought
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for 50,000 yen. Pulled over is not correct, I got flagged over at an
alcohol check point.

I pulled over and immediately got out of the car and walked to the cops.
They started to yell at me in Japanese and it seems I kept hearing “baka
gaijin” — stupid foreigner. I was very polite to the cops making sure not
to piss them off in anyway. Except for getting out of the car, something
that I would never do in the US.

They give me a breathalyzer test and I blew a 0.0025 — exactly the same
as the legal limit for drunk driving. The cops looked at the results and
wrote me a drunk driving ticket. And then the most surprising thing
happened. They handed me my keys back and said have a nice day.

After giving me a drunk driving ticket they let me drive home. I was
completely at a loss for words.

As I'was an English teacher that had classes from 8 to 10am and 5pm to
7pm every evening in Tokyo. I had a lot of time on my hands.

I went to the DIET (seat of government) library in Kasumigaseki and
found the free legal aide department. 1 first explained that I got a
drunk driving ticket and I asked what the penalty I could expect is.
They said you will lose your license for a day and pay a 50,000 yen fine.
I then asked what happens if I fight the ticket and lose? They said the
same thing, you will lose your license for a day and pay a 50,000 yen
fine.

I did not know this at the time, but Japanese prosecutors have a 99%
conviction rate. That number means forced confessions and lying cops.

I asked DIET legal aide for a case study about mechanical devices not
being 100% accurate. My legal mind said that if I can find a case that
says mechanical devices can’t be considered 100% accurate then my case
should be thrown out.  The legal aide person’s eyes lit up and he
showed me a Cheshire cat grin. He disappeared to the library as I
waited and took in the historic building I was in.

The clerk came back with a copy of a case that said exactly what I
needed. I felt prepared to go fight this ticket. My thought was this is a
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great chance to learn the Japanese legal system as the fine was the same
either way.

About 6 weeks after I got that drunk drive ticket I had to appear at the
prosecutor’s office at police headquarters in Matsudo city. I checked in
and rode up in an elevator to the 5% floor, in the elevator was the two
policemen and the court appointed translator. As I would find out later.

The prosecutor pushed hard to send my case to a judge for a ‘summary
judgment’. This meant my case was simply going to be decided by a
judge and that would be it.

I said, “I am very sorry, but this case is very important. I demand a jury
trial.” I argued my case and presented case law as my defense.

For two hours the prosecutor kept pushing me to a summary judgment
and I steadfastly said, “Nope, I demand a jury trial.”

The prosecutor’s tone of voice got very angry. The cops were yelling
while the translator slyly smiled. Finally the prosecutor threw me out of
his office. I left the building feeling as I won this round.

My wife was not pleased. She did not like that I was fighting back when
all Japanese never do. This blind obedience to authority is a great
weakness in Japan. Only the hammer ignores the rules. Go figure.

Six weeks later I get summoned back to the prosecutor’s office.

As I enter the elevator to go up to the 5 floor I notice the translator
and I say hi.

The court appointed translator then said to me, “Mr. Bartz I have been
translating for this court for over 20 years. This is the most fun I have
ever had.”

Imagine what was going through my mind when he said that. Wow.

This prosecutor’s meeting was a complete déja vu. If we had a script 1
swear each and every word, phrase and emotion was exactly the same as
the first meeting. The results were the same, he pushed for summary
judgment and I demanded a jury trial. When two hours wete up, he
angrily told me to leave.

Again, I felt a victory was at hand. I was really proud of this fight and
my legal mind. I thought I was so cool.
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Six weeks later I got a letter from the prosecutor saying my case had
been dismissed. I won! Iwas beyond proud, dancing around like a
peacock I called out for Tomoko with a gleeful tone.

I said, “Look! Twon! I beat the drunk drive ticket,” as I handed her the
prosecutor’s letter.

She looked at me and said, “Brad you did not win, you got pardoned by
the new Emperor Akihito.”

WHAT!?

Yes, in November 1990 the new emperor of Japan Akihito pardoned
me and 800,000 other Japanese stuck in the 99% prosecutor’s success
system. I wish our American presidents would do that at the beginning
of their term. Pardon all non-violent prisoners.

At about that same time I stopped teaching English and got an amazing
job selling British antique furniture from a converted warehouse outside
of Ginza called Kensington. This place was a magical playground for a
very rich samurai from Kyoto, Takeguchi-san. Kensington had a full
British ballroom from the 1800s, a fully operating pub and millions in
valuable antique furniture.

Japan's elite passed through these halls. The President of Suntory and
Mr. Akimoto of Taisei Construction, the world’s largest construction
company. The ex-pats also frequented Kensington. My power base in
Japan was built on British antiques.

Oh my god, my liver survived one-year at Kensington. I am really not
sure how that happened. It is one of the most blurry years of my life.

Token Gaijin. In 1991 foreigners were still playthings for Japanese
business executives. I did not understand that at first, but it became
clear soon. Mr. Akimoto was the most prolific night crawler I ever met,
now or since. And, Mr. Akimoto’s night spots were the hostess clubs of
the Ginza.

3 nights a week for almost a full year. It was incredible. It was amazing
food and Japan’s most beautiful girls. Akimoto-san was an “A #1”
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customer at all hostess clubs in town. His Taisei Construction expense
account was unending. The bubble had ended, but they did not know it
yet. He also left any club when it got busy.

“Brad, we are leaving so my mistress can seat more customers and make
more money,” explained Akimoto-san.

Then we would march to a new club and keep singing karaoke and
chatting with girls.

My job for Kensington was to sell Akimoto on our firm designing and
building a replica English village in the Japanese country side. Because
of this, I gave one of the funniest speeches of my life about Victorian
Architecture.

At one of the largest architectural firms a room of 40 Japanese folks and
one gaijin were there to hear me talk about Victorian buildings. This
gaijin could tell right away I did not know anything. But he did not
understand that I am an excellent public speaker and once the
microphone is mine I own the room.

I continued on my speech and he kept raising his hands to ask
questions. I would never call on him. He kept getting redder and
redder. Then the speech was over and he stormed from the room.

The Japanese in the room seemed to smile and many came up and said
thanks for doing that. It seems that gaijin was a real prick and they
loved that I riled him up. Then they gave an envelope with 10,000 yen,
my first official paid speech!

1 year later the Kensington experience came to an end and I went
freelance with my product sales and started an English editing practice.

Right before the end of Kensington the owner Mr. Takeguchi called an
all hands meeting. With me was Timothy Conner, Wayne Shaw and
other staff. Takeguchi wanted someone to fly to England and buy 2
tons of antique Cotswold Roofing tiles. We were building a mockup of
Hiki House, an eighteenth century Victorian home we were
commissioned to design and build. Takeguchi wanted to aitlift the
roof tiles to Tokyo.

I said, “That is a bad idea. What a waste of money.”
Then Takeguchi said, “Brad we are sending you.”

I said, “Oh well that is a great idea.”
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Wayne and Timothy probably remember it differently, but I got to go to
England to buy roofing tiles and amazing 20 foot tall stained glass
windows from a majestic church being dismantled. We bought pews
and some many great items. I felt guilty letting these historical pieces
leave home and go to Japan.

I learned an interesting business lesson that was disguised as someone
who could pull strings. It was at the dog racing track with a former
professional football player. Basically he said, this dog in the 5 race
will win. But, you can’t just only bet on that, so bet a little here and
there and have some fun. You can’t lose in the 5. The football player
thought he was so cool, but as I analyzed it back then, what I saw was
somebody that was a regular and knew each and every dog. It wasn’t
the black arts, it was simply the race tracks way of giving a gift to
patrons.

Oh yea, Stonchenge is very cool.

After Kensington I got a funny gig working in Tamachi for a guy who
wrote a book about how to learn English. His premise was to teach
Japanese to re-write Japanese using English style. So, instead of O’
Genki Desu ka? (Healthy Are You?) to Desu Genki ka? (Are you
Healthy?). It was funny and he was my Japanese version of Mr. Magoo.

He also represented Black and Decker Military Arms Sales in Japan. At
24 years old I got invited to fly to Taiwan to be a negotiator between
our firm and Black and Decker’s president.

Frankly I have no idea why I was in that room. But, it delighted me to
be at such a table with such powerful men at such a young age.

DATA MONO SHOBU and the red carpet ride.

Sometimes Japan surprises me even though I am quite used to unique
situations. There really is much to write about so kick back and enjoy
one of my very favorite experiences in Japan.

My roommate Richard Venneri introduced me to some great
Washington state wines. Award winning cabs and merlot. Buttery and
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smooth Chardonnay.

I had just opened the door at Fujisankei Living's TV shopping show
called Data Mono Shobu. The introduction came from a Japanese
shopping catalog by JCB credit card company that featured my mom’s
art for sale.

The Fuji TV studios were hard to find. Back then I always gave myself
extra time to navigate the Tokyo streets. Tokyo streets were designed to
confuse attacking armies. Many streets dead end on purpose. Today
the red dot shows you the path to the blue dot.

I walk into the hall and immediately notice a 500 person telemarketing
room. My heart skipped a beat, especially because all the girls were
chatting with each other or doing their nails.

I was glued to the window until my hosts dragged me away to the
meeting room. They did a quick introduction and then stood up and
said hey we have something to show you.

We walked past the telemarketing room again. And one more time I am
flabbergasted that no work was happening. They guided me outside
and across the street to a TV sound stage that was filming an
infomercial for a fancy hair brush.

We watched for ten minutes and they motioned that is was time to go.
No words exchanged while we walk back to the other building.

They all stop at the telemarketing window and chaos was happening
inside. All operators were engaged with clients and the board was
flashing numbers. The proud smiles of these executives showed that
we went back to the meeting room.

I was hooked.
I pitched four items to sell on their Deta Mono Shobu TV shopping

show. Falzetti patio umbrellas, Diane Bartz art, Washington wine and
the Vector sports car. A very nice collection of hi-end products.

The sports car and wine got accepted. Super kid sold again.

To really push the wine I worked with Kent Nelson who was the
director of the Washington state office of trade in Japan. This Mormon
man was a delightful human being. He did not drink but was quite fine
in promotion of wine. He immediately suggested that he can get
funding from the US Department of Commerce for promoting US
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products.

We scored $25,000 dollars to help Fuji TV fly to Washington and film.
The Data Mono Shobu sales strategy is to surround each product with a
story. Entertainment selling. It was so much fun to learn this strategy.

Twin Peaks was really popular in Japan and ... one of our wineries was
the Twin Peaks Winery.  So, Fuji TV hired Hiroko Grace a drop dead
gorgeous half Japanese talent. They wrapped her up in a plastic sheet
and laid her on the rocks.

It was surreal to see this as we were big Twin Peaks fan at home. We
would wait in line to be first to get first video from the store. They also
had arcade games that would occupy our time and suck 100 yen coins.

The night of the Data Mono Shobu screening was exciting. Richard and
I had a great party that night as we waited until the 2am tee time. We
were drinking the wine we were selling. Enjoying the reds and whites
and just lovin’ it.

The next day we went to Fuji TV and were just so excited to find out
what happened. We sold quite a bit, several hundred bottles and cases
of wine, but ... all of it was sweet wine. No cabs, merlots or
chardonnays. The Japanese wine palette was simply not ready. The
wine boom would happen many years later.

I have learned to write business plans and put them in storage and pull
them out years later, blow the dust off of them and see if it is time yet.

I had been living in Japan about 1 and a half years at this point. I was in
love and it was time for my parents to meet her parents. I was excited
about them coming and started to arrange travel plans. Basically we
would take the bullet train to Sendai and then change to trains that will
get us to the other side of the country to Toyama prefecture.

I called Kent Nelson and asked if he knew anyone in Sendai that might
be interested in our wines. As usual Kent quickly set up an introduction
and a wine tasting at the Hotel Metropolitan Sendai.

As the son always tries to do, I set up a very nice trip to impress my
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folks and have a good time. After the arrival Narita we slug it home and
they get a great #reat in meeting my roommate from Texas Bill Brocato.

Somehow Bill was on a roll and the conversation about how getting a
blow job from a guy is no different than one from a girl.  Bill knew
how to get me riled up and tonight was no different. My folks were
beyond cool and showed no emotion to Bill. He was visibly
disappointed that he could not shake them. That made me smile.

Luckily the next day we went to Kyoto for 4 days and stayed at a
Japanese traditional ryokan in the “geisha” district. We loved this little
place and the mama san was great and she was so funny when she said,
“oh, oki desu neh!” (Oh you guys are so big...).

We did get to see many “Maiko” which are geisha in training. It was
also so cool and a great treat for us. The fancy kimonos and white
painted faces and perfect hair is Japan.

We visited some of the same secret temples that my host family sister
and grandfather took me years before. The 1,200 year old temple, the
most simple of them all, was awe inspiring. But it was the secret
Japanese gardens that captivated us the most.

We stopped back at our Chiba home for the evening to pick up a couple
cases of wine to bring to Sendai for the wine tasting. Luckily we had a
hand cart to lug it around. I got my suit ready and packed the rest and
we enjoyed a night on the town at our local pub.

Everyone was up early and ready to start the path north. I told my
folks some of the stories written above and more about my love. We
enjoyed the bullet train again. My dad, his dad and his grandpa were all
train men. One of my prized possessions is a beautiful 23 jewel pocket
watch from my grandpa which I was wearing that day.

We pulled into Sendai Bullet Train station and as we get off the train 2
smartly dressed Japanese are standing there waiting for us.

“Hi Mr. Bartz, we work for the president of the Hotel Metropolitan
Sendai and he asked us to greet you and show you to our hotel.”

Oh shit. I have been treated extremely well in Japan, but this starting
moment spooked me. Spooked is not right, I was overwhelmed but
very happy. My folks looked at me and were immediately impressed. 1
must be something important they told me they thought then.

We glide to the hotel and were greeted by the president. He greeted us

Bradley L. Bartz

formally and then handed my mom and I wrapped presents. We
opened and inside were pearl inlaid green music boxes. They were
beautiful and again wholly unexpected.

The president was pleased by our reaction and he then said, “Mr. Bartz
we will have our wine tasting at 7pm in the grand room. I took the
liberty of inviting the presidents of the largest hotels in Sendai to this
event. I do hope that is ok.”

This news brought a shocked feeling to my body, but my outward face
showed delight. As we walked to our room I confided to my mom that
I had no idea how to do a wine tasting. 1 was petrified.

Her comforting words were, “Brad a wine tasting is easy. Just drink
some water and eat a little bread after a taste of each variety.”

“Ok!ll Got it!” I exclaimed.

That evening the grand room was filled with the most presidents I had
pitched too. The tasting went terrific. 1 faked my way thru the
presentation and they bought 300 cases of wine.

The next day we were given a personal tour of Sendai and Matsushima
by the 2 president’s staff. Again, I am extraordinarily humbled by this
treatment.  We visited the famous temple in Sendai that belonged to
the region’s most powerful man many years ago in history. The staff
explained that not just the Daimyo is buried here, but all of his servants
were too. They killed themselves in ritual suicide after his death.

The limousine from the hotel was luxurious and swifted us to many
locations. And most impressive was being delivered to dinner at a hotel
that was more museum that anything I’ve ever seen. Grand statues and
replicas of all the major historical works. It was gilded, smooth and well
presented.

The trip with my folks concluded with meeting Tomoko, my love, and
heading to her hometown. We had so much fun telling her about this
very unique experience.
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CHAPTER 4 — The Start of the Japanese Internet: Coffee Please

It was fall of 1990 and Bill Brocato, my roommate in Chiba, invited Jay
and I to meet at the Royal Host restaurant in Harajuku, Tokyo. I would
learn later that this was a favorite caté of the Tokyo spy crowd and this
particular table was bugged.

At the lunch was me, Jay, Bill, David Winchester and some other dude I
choose to forget. We sat in a large booth at the back left of the

restaurant. The faded tan seat cushions made a noise as I slid across
them.

David Winchester was a large man, completely fluent in Japanese and
balding.

He pulled out a laptop computer and turned on to its command prompt
> in bright green. He pulled out a dongle from his briefcase and
plugged this security device into the serial port of his laptop. David
typed the word “METAMORPH” in the command line and let it stay
there.

David then pulled out a paperback book called Real World Intelligence
written by Herb Meyer, a former CIA operative, as he pointed out. He
explained that Metamorph is a natural language search and retrieval
system that can search anything. In fact, David extorted, “Metamorph
has single-source-justification from the US Government. This means
that no other tech comes close.”

David then pressed the button and the green screen lit up with character
based menus and a search bar. He entered in this question, “Does
David like Goliath?” As he explained that he had an electronic version
of the bible on his laptop.

Metamorph gave back an instant answer. The thesaurus built into
Metamorph dropped the word ‘does’ and morphed ‘like’ to many
variations including ‘hate’ and brought back an answer.

That intuitive intelligence in search changed my life.

From that moment on I took the technology of Metamorph and created
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the first Internet Company in Japan with Jay Smith, his investor cousin
Bruce Smith, and David Winchester.

Before we get to the World-Wide-Web, it is important to document the
very beginnings of the internet person-to-person electronic
communication in Japan.

David immediately made the introduction to Pete Perkins where we
bought PC servers and the BBS software. Pete ran the first BBS in
Japan. Pete’s BBS was cool but was not adapted to the commercial
internet for years after our efforts.

Our BBS started delivering international messages in summer of 1991
with our Japan America Society of Southern California BBS Server
talking with our IAC-Online BBS in Tokyo every day.

The president of the Japan American Society in Southern California
(JASSC) Mike Mansfield was cool. I told him my BBS idea and he
simply said yes.

I asked if he needed permission. He said, “Nope, I can just apologize
later.”

The JASSC gave IAC-Online the credibility we needed to advance fast.

Quickly users from both countries started communicating with each
other using email and chat. Right from the beginning offices with
location in both countries were in direct contact.

Now with our BBS built and operating in California and Tokyo we
ported the Metamorph software and users started searching text about

Japan.

To expand the reach of our email services we got connected to the
internet in Japan by the education institution that owned TWICS. Two-
Way-Interactive-Communication was an internet access and newsfeed
provider that operated without commercial intent.

Our efforts with the BBS quickly caught fire in Tokyo. New users
signed up every day. Each new one would excite our team and motivate
our programming.

Our BBS chat rooms were very active. Some users had many accounts
so they could join the conversation using different viewpoints.
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Watching this activity as a SYSOP (system operator) was fascinating.
The human behavior online was developing right before my eyes.

This year was highlighted by marriage and the birth of my son. A
magical year of business, love and family. I really was having the time of
my life. I was now fully working for myself and was independent. We
had a great BBS and our reach into our market kept expanding. The
creative process was unleashed and all focus was on experimenting with
new internet tools and services.

I also received a huge honor from my host family grandfather. He gave
me a plate that he made with the Japanese kanji for “Nintai” at his
birthday party. Nintai means patience and tenacity. It seems my host
family grandfather knew I was an entreprencur and he gave this to me
so I would never give up.

This Nintai plate is very special to me. You see my host family
grandfather was an original investor in Kyocera. His experience with
Japan’s earliest and best entreprencurs made his gift to me even more
significant. Nintai is my favorite word and it should be the motto of
any entrepreneut.
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CHAPTER 5 — Rocket Cake and the Beer Slide

I asked my wife to marry me at a train station in Tokyo with Richard
Venneri as my witness. I got to one knee and looked up at a surprised
Tomoko and got a huge yes and a big hug and kiss.

Planning the wedding was all taken care of by Tomoko and her mom
and sisters. It was hard to narrow down my list to just 50 people. We
had my Yamagata host family, Dr. and Mrs. Masuda, my best friend and
an incredible person, who would be our MC. Then my brothers Mike
and Bill, mom and dad, Cousin Danny and Sean, Billy’s best friend and
a great guy. My Cousin Dave was living with me so he was also ring
leader for our wedding. 1 had to skip Mike Fink which hurt because he
is just so darn funny.

The week before the wedding the family came and it was hilarious. The
first thing Billy did was say, “give me your car keys, we are going
surfing.”  All of them brought surfboards. I handed him the keys and
he asked which way is the ocean? I pointed west and they drove off
with no map or any clue. They wound up at Chosei beach one of the
famous sutf spots and in the water met a Japanese surfer who brought
them to his mom’s Ryokan hotel to stay.

My bachelor party was epic. There was about 20 of us and as we
gathered my best mate Stephen P. Simms handed out his business card
to all my guests. Billy spoke up, “I got a P card!” Stephen’s card was
all in Japanese except a big ‘P’ for his middle name. From that
moment on everyone but Stephen used the P card as a train pass. Back
then you just flashed it to the train ticket guys.

We walked into Gold disco and it was like Hollywood and the
paparazzi. My dad looked just like Sean Connery and the girls just
surrounded him. He had the biggest grin on his face. All night long the
girls kept coming up and surround him. We rocked it until 2am and
decided to go to Roppongi.

With 20 of us we could not get taxis so we walked from Tamachi to
Roppongi. Along the way I notice a very bright vending machine down
the road a couple of blocks. I said to myself, “no way man, beer
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machines close down at 11.” As we got closer I got more excited and
sure as shit that heaven of a beer machine was open for business.

We stopped walking and proceed to party until we emptied that
machine. That was about when the sun was peaking its head and we
then staggered our way to Roppongi and went to Gas Panic. It was epic
and so much fun for the boys to get hot sake from the machine next to
the now empty beer machine.

I have seen used girl’s underwear for sale in vending machines in Japan.
Now, that ought to leave a mark.

The party continued day in and day out with the Boys. It was only
when we were walking from Koganehara station to home that Japan
happened for my guests. A stroll through the local temple calmed Billy
down so much it was like he got hypnotized.

“Brad, how old is this place.” Billy asked.

“It’s over 600 years old Bill.” I answered and then glorious silence
ensued.

By Friday I lost my voice. I had planned on singing Billy Joel’s “don’t
go changing to try and please me...” But that was out now.

We got married in a wedding factory in the Ginza. This 8 floor
building had restaurants, hotel, chapels, party rooms and dressing
rooms. Lots of dressing rooms. Our priest was an Irish bloke who
spoke Japanese with a thick cockney accent.

The reception is where the action was. First was my brothers handing
out shots of whiskey to the now smiling Japanese guests. And the funny
look on Billy’s face when he thought the fish cake was ice cream.

Tomoko’s professor from graduate school of chemistry at Keio
University spoke and said, “This is a great loss for Japan.”

Ooooh shit, did my mom get mad. As soon as she could she went over
to him and told him off.

Then it was cake cutting time. The staff wheeled in a 7 layer 5 or 6 foot
tall wedding cake. I was thinking to myself who the heck paid for this!
It was just so big and beautiful. As we approach the cake they handed
me a knife for the photo opp of cutting the first piece. My eyes
adjusted and I realize the cake is plastic and they point to a pie shape
section of soft silicon that we are to slip the knife into.
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Tomoko and I kiss and hold the knife together and slice into this picture
perfect cake. That cut triggers a dry ice waterfall falling off the cake.

My brother Bills blurts out, “Rocket Cake!” and the house broke into
laughter.

After the wedding my mom and dad, Tomoko and I stayed at the
wedding factory hotel. The rest of the crew went back to Chiba with
Mr. Stephen P Simms leading the way.

At breakfast I commented to my dad, “Boy this ring is heavy.”
He said, “Wait until the kids start tuggin at it.”

Tomoko and I went to a fabulous honeymoon in Hakone and just had a
great time.

When I got back cousin Dave showed me the most amazing video. 1
hope these words will do it justice.

The scene opened on the Chiyoda line train with the spot on Billy. He
stared into the camera as he took off his white wedding tie and wrapped
it like a bandana around his head and ripped off his shirt as he said, “it’s
time for a beer slide.”

The camera panned to a nearly empty train and shows Sean pouring
beer on the train floor. On the seats were Yumiko, Stephens wife and
hiding behind a big newspaper was Mr. P. He would later tell me, “Brad
this is my train line, I ride it every day.”

Then the camera quickly comes back to Billy as he picks up speed and
throws his naked chest at the train floor. He slid so fast and when he
got to the end of the train car pushed his hands and did a hop into the
next car. They did it again and again. The Japanese on the train were
classic and show no emotion at all, except for Yumiko who was grinning
from ear to ear.

It was simply the funniest thing I ever saw and I was so damn glad I was
not there!
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CHAPTER 6 — Natural Language Search & Retrieval

By the time Dr. William Boulton wrote the following case study about
my business activities in Japan, Metamorph Natural Language Search &
Retrieval already had epiphany impact on my life in 1992.

On December 12, 1992 my son was born in a small clinic in Chiba,
Japan. It was a glorious day to be had. Two young parents excited as
the water broke and we started our one-block walk to the Doctor’s
office. Back then the husband was not generally invited to the birthing
chamber, but I was a gaijin and was not about to miss this.

The silence was something that I will never forget. The look on the old
Japanese doctor’s face and then my own feelings as I looked at my son
born with a bi-lateral cleft palette. The Doctor bolted from the delivery
room and spoke in haunting Japanese to my mother-in-law. I could
hear enough Japanese to answer “give that baby to his mother.” To the
question ‘what should I do?’ from the Doctor.

Bradley Tatsunari Bartz is now 21 and a tall loveable lunk!

His birth came just after I signed information distribution agreements
with US Medical Information Supply to sell their products on our IAC
Online BBS. My business partner there heard of my son’s birth and
gave me a floppy disk with 1,000 pages of English language medical
journals about bi-lateral cleft palates.

This is where my career in Search and Retrieval intersected with my life
and changed me forever.

I tore through the 1,000 pages of medical text with our Metamorph
search engine. I quickly learned of methods used for surgeries and
corrections. I brought my laptop computer into the first doctor /
patient conference about my son. I quickly told the Doctor at Matsudo
Hospital do not use the “Onizuka” method.

The Doctor was shocked. He studied under Professor Onizuka and he

agreed with my judgment too. Bradley went on to have many surgeries
with continued moments of lasting life impact on me and my family.
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I now present to you a business case study written by Keio University
visiting professor Dr. William Boulton. I present mostly because my
spoken words are captured by Dr. Boulton and I want you to read them.

Remember, what follows all happened in 1991 and 1992.

METAMORPH case study I & 11

(©)1992 by William R. Boulton. All rights reserved. This case was
developed under the sponsorship of Keio University's Graduate School
of Business Administration.

Metamorph (A)

The sales of Metamorph text retrieval and correlation software had
been slow in Japan. The global business information system (GBIS)
had not sold well. It didn't help that the Japanese economy was in its
worst recession in over a decade. Bradley Bartz, vice president of Trade
Balance Inc.(TBI), and David Winchester, the Japan-based partner of
Real-World Intelligence Inc. (RWI), established the Information Access
Center (IAC) to provide the information-base necessary to get
Metamorph sales off the ground. Bartz explained the impetus for the
IAC:

The only way to show people what Metamorph can do is to have
information that is related to them.

For example, when we first started to sell Metamorph, I had the full
text of the bible on my computer, nearly 4,000 pages of text. I would
ask questions like, "Who is god?" and "Does David like Goliath?" But
people said, "So what?" Most people can't take the conceptual leap from
working on general information to working on information in their own

industry.

TAC was opened on September 14, 1992. David Winchester
explained the relationship:

RWT has the technology and TBI is helping us get our finger on
the pulse to find out what the clients want, and helping us determine
how to package things, and then helping get the sales. Brad tries to
communicate the applications of the software. So jointly, through the

Bradley L. Bartz

Center, we are developing applications for the Japanese market. We
have the basic technology. TBI has the sales, marketing and contacts,
and the network, here in Japan. By tying up, we are developing special

applications for the Japanese market. That doesn't necessatily mean

Japanese companies. Given our nationality, we have a good
opportunity to work with foreign companies which are more advanced
in information usage than Japanese companies. Thus, it is an easier
sale.

The IAC was felt to be a significant move forward in selling
Metamorph. Bartz explained:

One thing we strategized about was how to get information that
would show off Metamorph. We gathered information about
companies. One product we obtained was from Nikkei Telecom. We
are dealers for information. We designed an on-line database which
uses Metamorph as a front end.

If you subscribe to our information products, you get free on-line
access. We don't charge people by the minute like Nikkei Telecom,
Dial-on, Nexus or Lexus. They are very expensive and force you to
keep looking at the clock. They also use Boulean logic which looks at
narrow words. That forced you to develop a search strategy that would
cut your search time and cost. We want to show them our tool, so once
they pay for our data they can call in and down load our information.

That got us into digitized information, including the Japan Auto
Abstracts, the Japan Finance Daily, plus information on Korea and Viet
Nam. We are looking into economic data about China. By accident, IAC
is one of the largest sources of English information about Japan. We did
it to show off Metamorph. It allowed me to go into IBM, Ford, and GM
with their information on my computer. It helped to sell the
information. We have 5,000 pages of data about an industry. Using
Metamorph, we could find information about their company or
competitors in seconds. That was effective in showing the power of the
tool, but still doesn't sell GBISs because the users aren't presidents of
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their company. While they couldn't buy the product, they learned about
it.

The focus on GBIS is not how we sell our company. We
understand and we can build these systems, but we start by selling our
company first. We have become experts in developing on-line systems
and are building systems for Compaq's dealer network. We run a show
case to demonstrate Metamorph. We come in with information and
tools to help customers use information. That includes developing
systems around Compaq, HP, and maybe IBM Thinkpad hardware.

You can see how the company has developed. The first thing we
had was the GBIS. The GBIS is a reporting system that uses
Metamorph as an engine. We gather information, analyze it and produce
a report for top management. We invited Herb Meyers and Michael
Pincas to put on a seminar in Japan. They spoke at the Japan Institute
for Office Automation. There were 80 attendees that paid $400 to
attend each. Herb Meyers retired from the CIA. But there was very little
response from follow-ups because we were a new partnership and didn't
know how to follow up without one of these guys. People didn't want to
talk to me about a $100,000 to $200,000 GBIS system.

[Snip]

According to Barton Richards, vice president of R&D at
Expansion Programs International (EPI):

If you tell end users precisely what they can do with text retrieval, they
always want it. The major problem has been that text, as viewed by MIS
professionals, doesn't fit into rows and columns or the database

methodologies they've always used. Given the inability of the larger--
particularly MVS-based--computer platforms to deal with free-form

streams of information, a lot of the potential of text retrieval has been
slowed by the inherent corporate architecture.

[Snip]
Text Retrieval Competition

Clipping services were the basis for most competitive intelligence
systems. They provided context, generated new leads and helped one

Bradley L. Bartz

piece disparate data into a coherent whole. Electronic clippings have

the dual advantages of timeliness and an ASCII format, so one could
export the data into spreadsheets, database managers and reports that
provide the tools for analyzing intelligence.

[Snip|

This new text management system had been quietly sponsored by
the Department of Defense and several other U.S. intelligence
agencies since the late 1970s. EPI had used independent research and
development (IR&D) funds to create Metamorph.

IR&D funds consisted of research projects that companies
themselves initiated, funded, and managed in order to develop new
technologies.

IR&D funds were distinct from government provided R&D
funds which applied fairly rigid government specification.

The first people to buy Metamorph were the Japanese. According
to Pincus, "When the product was first advertised, I could not keep
the Japanese out of our office." One Japanese businessman arrived
with a suitcase containing documents authorizing the transfer of a
quarter of a million dollars in cash to EPI if the company would
immediately give him the rights to a Japanese conversion of the
product, along with the exportation of importation rights to Japan.
Pincus continued:

We had to fend off some considerable attention from the Japanese
while at the same time not being stupid and failing to sell the
product...The Japanese are all over our society looking for
opportunities in high-tech, particularly in artificial intelligence because
of their own fifth-generation artificial intelligence group.

With only seven employees at EPI, Pincus was leery of allowing the
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Japanese and other foreign customers to procure his most sophisticated
software programs, including a number of versions of Metamorph. He
felt that his program could greatly benefit the US government. One of
his less powerful versions ended up West Germany and then
disappeared. Firms in Poland and Czechoslovakia tried to buy the
product. At the conference on artificial intelligence and robotics in
Japan in 1987, only the Soviet Union was willing to purchase
Metamorph on the spot. EPI's representative in Japan was told not to
make the sale.

Real-World Intelligence, Inc. (RWI)

Herbert Meyer, president of Real-World Intelligence in
Washington, DC, is one of a handful of companies developing business
intelligence systems for corporations. Meyer was a vice-chairman of the
Central Intelligence Agency's U.S. National Intelligence Council during
the Reagan administration. Meyer had teamed with the EPI to
exclusively design and install business intelligence (BI) systems using a
combination of Metamorph software and a variety of hardware to
provide customized intelligence systems. David Winchester explained
the relationships:

The technology was developed by and owned by Expansion
Programs International. The chairman and owner of that company is
now a principal of Real-World Intelligence of which I am a partner. So
we are a part of what we call a "group of companies." RWI does
applications development, but EPI manages the development of the
technology and is the brains behind Metamorph.

Meyer's systems were based on the model outlined in his book,
Real-World Intelligence. He was integrating the next generation of
"what others call artificial intelligence software" with business
intelligence models. He noted:

Today's business leaders need organized, correlated data to keep
them up-to-date with the changing policies, economics, and technology
that will influence their operations in existing and prospective markets.

During the next decade, the company that can gather, analyze and
properly distribute externally generated information will have a
tremendous strategic advantage.

Bradley L. Bartz

Business intelligence is emerging as the ultimate competitive tool
to help companies exploit such information to achieve their strategic
objectives. This new emphasis on information generated from external
sources is placing new demands on the IS organization.

Metamorph's authors, with backgrounds in linguistics,
anthropology, human factors, and cognitive processes, had developed a
retrieval and analytical tool kit for intelligence analysts who wanted to
go beyond literate matching of words, names and phrases.

Meyer continued:

Typically, BI systems have at least six components, which include
information about competitors, customers, suppliers, current markets,
potential markets and political, economic, scientific and technological
trends relevant to the company.

The software was designed in conjunction with NASA for
accessing huge amounts of data from the military-industrial complex
and had sole-source justification from the US government, meaning that
government organizations didn't need a competing bid. Real-World
Intelligence and Expansion Programs International were extremely well
connected in that arena. They provided "CIA style" intelligence, using
their methodology, for business. Meyer claimed to develop
revolutionary new business intelligence systems using the information
correlation software. He believed such software would change the way
people received local, regional, national, and international news.
According to Meyer:

The information that goes into these systems is culled from on-
line wire services and other databases, magazine articles, annual
reports and a variety of other sources. As the business intelligence
system sops up information, analysts use text retrieval software to
filter and sort it into such categories as competition, customers,
politics, economics, technology and other categories relevant to the
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corporation. Later, the information is packaged into easily digestible
bulletins and reports that are distributed--often daily--to decision
makers.

[Snip]

After spending a lot of my own money trying to raise the money, I
failed and had to go back to a shoestring operation. That is when I met

Brad. I was trying to generate enough income to keep it going so I didn't

have to go back to work for someone else. So we began to work

together. Since then, I have become a full partner in the operation along

with Mr. Pincus of EPI and Mr. Meyer of RWI. That is the threesome
and Brad has picked up the torch. He is not officially a partner in the
business but is well on his way. He is one of the principals of our
operation here in Japan.

We now have a deal that is on the edge of closing. If it works it
will change the whole game. One world-wide consulting firm that
has all the resources and money needed to make this successful is on
the edge of making a decision. It would allow us to do things that we
never dreamed of before. Once we get a signature on the contract,
we can start. We thought we were going to get it signed this summer,
but it has been delayed.

The Information Access Center

The Information Access Center's initial products included
Metamorph software and on-line information for Digitized

Information's Daily Executive Reports and Dodwell Marketing

Consultants' Japan Auto Abstracts. The Information Access Centet's
on-line system used Metamorph, a natural language software that
allowed users to quickly and effectively search large amounts of
unstructured text information by asking simple questions like, "Who is
developing new applications for aluminum?" While Metamorph was
marketed as a stand-alone text retrieval software, it could also be used
as the engine for highly sophisticated global business intelligence
systems (GBIS) that integrated a wide range of information and
communication technologies. RWI had developed sophisticated GBIS
applications. According to Winchester:

Bradley L. Bartz

With a GBIS, our client can monitor far more external sources
than by traditional means. The system automatically, efficiently
collects data and aids the analyst in producing intelligence reports for
management. Factors that can be monitored include customers, new
products, distribution, competition, R&D activities, economics,
regulation, taxes and politics. This information can be provided in
the form of Head-up Alerts, Flash Reports, Business Opportunities
and Business Assessment reports.

As a result, management becomes more aware and prepared,
improving decision making that is affected by external factors,
focusing on mission critical information, and providing more strategic
capabilities. The GBIS can be installed on the customer premises, or
can be operated via IAC's new service bureau.

As TBI's Japan representative, Bartz had begun working with
Winchester in April, 1992, and decided to work more closely as the
needs for developing the market became clearer:

We are targeting foreign capital companies that need information
in English about the Japanese market. We call it actionable
intelligence. You can feed management information automatically and
they can take action on it. Trade Balance is involved in the sales and
marketing in Japan and New York. RWI is involved in building
business intelligence systems and also has ownership of the
Metamorph software.

Because TBI is in sales and marketing here in Japan, I have to be
on the front line. Dave develops the software, but I am trying to sell the
client. Dave goes with me to visit about one in five clients. As a result
of our experience, we decided to add an on-line data-base system. We
have been able to put it on a super PC so it wasn't much investment.
We found that we have to bring people in slowly even if the technology
is wonderful. People don't know what to do with it if you don't give
them enough information. Metamorph is like a blank slate. You can put
anything into it, any ASCII data. So we have contracted with data bases
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so we can show the potential client how to use our software.
IAC's on-line information system uses Metamorph software as the

front end. TBI contracted with boutique information providers,
consulting firms that put out daily or weekly abstracts, for our data. We

use Digitized Information's Electronic Industry Reports which is a

daily service about the electronics and computer industry. It adds 20 to
30 abstracts per day, by 10:00 a.m. in the morning.

We have two and a half years of information, some 8000 or 9000
pages of text about the electronics industry. We have also contracted
with Dodwell Marketing Consultants to use their Japan Auto Abstracts.
That gives us 5000 pages of data on the automotive industry. I have
most of it on my laptop. When I talk to a potential customer, like IBM,
I have the information on my laptop.

But people are really impressed with IAC's on-line performance.
Someone called the other day to ask what mainframe computer I was
using. IBM was even impressed with its response when we showed it to
them. While I have the laptop, when I am with a client I use the on-line
system. It takes two seconds to get answers instead of four. I did a
profile on one of my clients just using the company name. I found their
subsidiaries, competition and products. I put this information in a file
and then pulled it up in front of them.

Winchester was pleased with the synergy between his activities
and those of Bartz.

He explained:

I was trying to do this by myself while moonlighting to stay alive. 1
soon realized that I didn't have enough time to pursue contacts. I
couldn't meet all the database people or the information providers. For
example, Mr. Tsukioka has been working to develop this data base on
the electronic industry for ten years. I met him ten years ago. He started
by running this out of his house. It took Brad to meet him and find out
how far he had come in setting up this new service. It was great I
information in electronic form that was being distributed on E-mail.
Brad was free to go out and meet these people while I was trying to
ecarn a living, develop the technology and demonstrations, and look for

Bradley L. Bartz

strategic opportunities for joint ventures, tie-ups or funding. So we
signed a contract with Mr. Tsukioka and put it on our system. Now
electronics is in everything so whomever we talk to, it has something
that relates to them. It can be electronic controllers for engines. You
name it and it’s in there. Now we have data when we make a pitch to
clients. We now have some very serious negotiations underway to build
some systems for some foreign companies.

This was all evolutionary. There were no leaps anywhere. We didn't
have any formula. It took long hours and hard work, getting a little
success here and refining it. Trying again and making a little more
progress. There haven't been any great leaps. It is like a garage rock and
roll band trying to improve their song.

Winchester built the computer system from scratch, having
assembled and sold computers to his friends in the past. It provided
TAC with a lot of power and flexibility as he explained:

If we add a new application, we add a new CPU or server on the
system. It costs us $10,000. If you have an IBM computer and want to
add a disc drive, it costs $25,000. If we want to add a disc drive, we go
down to Akihabara and buy one for $500 or $1000 and install it on the
system to increase our storage capacity. We also beat the other on-line
systems because we don't have to process the data. When we added
the electronic industry data, it included 18 floppy discs. We had it on-
line the next day. We added 3,500 pages of data into the database in
one evening. It was there for everybody to use the next morning,.

Our data base provider gives us an update each day and we have it
uploaded and ready immediately. You never hear of daily updates. It
may be weekly, monthly, quarterly, or annually. I was telling our client
today that American executives now have the opportunity to get the
news before the Japanese do. While Japan is sleeping, their news
services have come on-line electronically. People in the states are awake
and can access these electronically and get an intelligence report before
the Japanese have read the morning news. Most reports ate ready at

85




Japan.co.jp — Hardhat Required

10:00 p.m. for the next day. That is 8:00 to 11:00 a.m. in the States.

Developing the Japanese Market

Bartz had been in Japan for over three years and was convinced
that Tokyo was the ideal place in which to market Metamorph. He
explained:

Working within Tokyo, I have access to 5000 companies that have
foreign capital affiliations within 30 minutes by train. You get on the
telephone and you can get to the top people in the world's largest
companies. I have called the presidents of Compaq and Hewlett-
Packard. Theoretically, I couldn't do that in the States.

To me, that is exciting and why I decided Tokyo was the place to
be. If I get hooked up with the branch office here and sell the
expatriates, who get rotated back to headquarters, then in two years I
can go to their headquarters. So we can use this market as an entree to
the US or European headquarters. So far it has worked with a German
company. We are feeding information back to the US organization
from here. It is kind of a new concept of backwards marketing. We
could probably make enough money by just selling to the branch
offices in Japan, let alone going back to the States.

But sales had not come quickly. Winchester explained his experience:

It has been very hard getting into the Japanese market. We go with
our hat in hand trying to find money. This year was especially tough
because of the recession. We were very close to getting some very large
clients. We thought we had Hitachi and then they said no, they were
pulling in their horns. We have been trying to weather the recession, or

weather the depression. We have now gone back to the foreign

companies that better understand how to use our software.

The first problem is in getting people to understand the
technology. It is difficult, especially when it is revolutionary. It requitres
a new way of thinking which is not easy for people to do. It is even
more difficult for a corporation to do which is the worst example of an
individual. Even for me, it took a year for me to understand the full
capability of this software. It can be used as an electronic address book
that can search for anything in there. You can work on the full text
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rather than having a relational data base. I got that.

You could show someone how to use it in one field in an hout.
Then if they got interested, you could show them how to use the
technology. I spent a lot of time writing the documentation and giving
that to people. I found that they if they were reading it, they weren't
getting it. It was too much written information and it wasn't working.
Then I found that the demonstrations worked better, that people could
get a much better idea of what it did. My demos were very rudimentary,
like taking a week or months’ worth of news off the AP and then asking
questions like, "Has there been a power struggle?" But people would
say, "I'm not interested in that."

I then realized that you had to customize demos to be relevant to
what the customer is doing. He can't make the logical leap from one
example to what he needs. People are really poor at getting the
picture. When you talk to an auto company, you have to have auto
data and an auto application or they don't get it. As soon as they see
information that they understand, it is like night and day.

Brad's meeting the information providers has provided a lot of
synergy between us. I can now concentrate more on the technology and
develop the applications. I have no formal training in computers, it is all
self taught. I really understand the uset's point of view because that is
what I was. So when Brad comes back and talks to me, I understand
instantly what he is saying and there is no resistance on my side to doing
what he suggests. If that is what I must do to get a sale, then I do it. I
mold what I am doing to make sure the client likes what he gets. I go on
sales calls and answer technical questions. I listen with different ears
than Brad does. If we get people that don't speak English, I can
communicate in Japanese quite well.

To date, they had sold 22 clients in Japan. Winchester continued:

We added two last week. Brad has sold three copies of the software.
It is slow. Since the beginning, we have sold about 50 copies. It started

87




Japan.co.jp — Hardhat Required

with a site license and five copies for $50,000. Now we sell a single copy
for $8,000. It runs the full range of applications from message handling
to patent searches. Most of the applications were developed by the
clients themselves. They saw the software and liked it and developed
their own systems. They are not as sophisticated as they could have
been if we developed it for them, but they wanted to do it on their own.

We started marketing Global Business Information Systems
(GBIS). We use Metamorph as a radar scanning device. You can look
for obstacles and opportunities. You can take action early enough to
avoid getting into trouble or before it really becomes costly. At this

point we can't convince the Japanese that they need our system. Japan is

starting with the information products, the software. We want to get
their minds thinking about what it can do. There is the story about
OMitsubishi having two floors of a building in New York that collects
business intelligence. They consider themselves world class and we have
nothing to offer them.

In the US, they have been in business longer and have fewer than
100 systems installed. The U.S. government is a client. In our current
state, we are very much a consulting firm, so it is all hands on and very
time consuming. My goal in the partnership is to develop packaged
applications that will be contained in a box that will need a minimum
amount of customizing for the client. Instead of selling tens, we can sell
hundreds or thousands. Right now it is very time intensive.

Planning for the Future

Bartz worked to find new ways to sell Metamorph technology. His
belief in the technology kept him searching for new alternatives for its
application. Some of his efforts were described:

Most information comes through news, TV, customers,
telecommunications, internal memos, mail, gray literature from
conferences, Internet, etc. How do you know what is coming into the
company? We want to filter all this information for companies before it
comes into the company. That is a GBIS. All data is put into a central
database and everyone has access to the data. In most companies,
current sales data is not centralized. Financial data is more central. By
the year 2000, 1 billion people are expected to access the Internet. The
data is increasing 20% per month. This is more efficient than the
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Japanese approach to face-to-face communications.

The Foreign Correspondents Club in Japan is a very exclusive clubs.
Japanese and Foreign press is represented. It is the whose who of
international journalism. The communications department produces 400
copies of the document that explains some company event. They then
deliver these to the Kisha clubs. The private Kisha clubs represent all of
the specific Japanese interests. They also use fax to deliver these.
Foreign journalists don't belong to any of the Kisha clubs except for the
Tokyo Stock Exchange (of which there are only three foreign journalists
allowed) and the Foreign Ministry. We are trying to eliminate this, what
we call, Jurassic Press Network.

I am in discussion with Kyodo and Reuters news lines for taking
their information and giving them a new market for their information.
Reuters has about 200,000 terminals or workstations wotldwide for on-
line access to their information. While that is a wide audience, it is
limited access and expense, costing between $1000 and $2000 per
month depending on the information. The idea is to use Metamorph as
a filter to the information. A GBIS uses UNIX for real-time searches.
With DOS or Windows, you have to use a batch mode. We keep
proposing systems to clients, and they keep saying no.

Our new company is called JPN, Japan Press Network. We want to
deliver the on-line information. We want to eliminate the distribution
system, by using Metamorph. Companies can use a modem to send their
press release to JPN. Every communication department can send it
directly to us. The companies are very positive, since it cost so much to
get information to the Kisha clubs. Right now the Kisha clubs control
the information and there are no foreign journalists. In the U.S,, the
companies control the information. It is sent out directly through a
company called PR Newswire. It is a $50 million per year business and a
proven concept.

By using on-line technology from IAC, we have created a
depository with Metamorph on line. Journalists can call JPN directly.
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The press release will then be distributed by JPN to journalists free of
charge and to Bloomberg's 120,000 terminals of people interested in
investor relations. This is another attempt to use Metamorph to make
money. So we can deliver information to the press. We have put free
work stations in the clubs. We also include e-mail and will attach to the
internet. After we complete this, you can access 27 million people. The
companies pay a fee for this service. It only took Toyota two months to
sign a contract. That is very fast for Japan. The Foreign Correspondents
Club fully supports this. This changes the direction of our company. We
are waiting for Keidanren's Kisha Club to make a decision. They are
very slow to make a decision, because they know that their decision will
make or break our company.

Bartz had several pending proposals to build stand-alone,
automated access, retrieval, correlation and information dissemination
systems for branch offices of U.S. Fortune 500 companies in Tokyo.

TBI's proposals would cost companies from 3.5 to 4 million yen. The

Metamorph software sold for one million yen. Total hardware costs
were only about five percent of the total cost. Information subscription
fees were about half the cost, for which TBI got a 30 percent
commission that were renewable annually.

If these proposals come through, we have about a fifty percent
net cost to us and the rest is consulting and profit. If they came
through, we can pay the telephone bill which is substantial.
Fortunately, the telephone company has been very patient until now.

Bartz considered his current efforts as development expenses. He
explained:

Much of what we are doing now is in preparation for future
growth. If it does hit, we don't want to be blown out of the water. We
want a support team and network to be able to handle business in the
future. By working with the different information providers, we have a
potential client base. For example, Dodwell Matketing Consultants has
1200 to 1500 clients that buy their services on a regular basis. I am
getting them up and running on our technology and they will introduce
our technology to their clients. The real market won't develop for years
in Japan. In the US, the market appears ready to take off and we are
poised to exploit that.
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People realize they have to become competitive, that they have to cut
costs. Companies can't afford to introduce the wrong product. If
Chrysler makes another mistake, they will be dead. They have to get as
much information as they can and make the right decisions. Everybody
is feeling the same way. Competitive intelligence is really important
now for survival.

Winchester concluded:

As far as income goes, we are surviving. It is pretty lean. But if we
close the deal with a major management consulting firm, that will be a
major step in our evolution. We will all be all right for awhile. Once the
deal is final, it will not become public for some time. A public
announcement is probably a year away. It was initially supposed to close
in March, then in May, then in August. Now I was told that we are
maybe a week or two away from closing. So I am on pins and needles.
This is two years of hard work in trying to make this happen. We are
trying to raise half a million dollars to get the marketing going, and the
government spent $20 million to define the length of a word. It seems
unfair.

[Snip]
Metamorph (B)1

David Winchester had just recently returned from the United States,
after visiting his partners in Real-World Intelligence. He brought back
with him a new product called Metabook. This was a new application
of Metamorph which tied the search and retrieval program directly to a
specific text data base on a floppy disk. He was really excited:

Now we have a product that we can sell. For example, we can package
data from our data services and sell it as a stand alone document that
you can search. We might put together all of the data on one company,
like IBM or Toyota, and offer it for sale. The potential is unlimited.
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Within a week, Winchester had constructed a Metabook that included
information about Metamorph and Metabook.

Bradley Bartz, vice president of Trade Balance Inc. (TBI), Winchester's
marketing partner in Japan, was equally excited. He quickly began
conceiving of new products that could be offered using the new
application. Within a week, he had contacted several firms about
developing Metabook-based products using the attached flier. Bartz
explained:

We ate in discussion with several U.S. industry associations to create
Metabooks of their industry data, like Japan's automotive and
electronics reports. They also have a large number of their own
publications and news letters which would be ideal for Metabooks. They
are extremely interested and have made communications with
Washington DC headquarters for approval. They have over 3000
members each.

If we could sell these Metabooks for $50 each, we could begin to make
some real mOoney. The cost of making a disc is very low and we have a
friend that produces floppy discs. It could be a very profitable business
if we could get the volume up.

Bartz had been in contact with TBI's president in New York about the
Metabook opportunities. TBI's president was now approaching the
major publishers in New York about converting books into digitized
Metabooks. Bartz explained the potential:

Metabook software uses about 300,000 bits of memory on a 3.5 inch
floppy disk. That gives us about one megabyte of space or 1000 pages
of text. We can sell Metabooks by the space the texts use. New double
density disks will increase the capacity, so we could put the Bible on one
disk. Optical disks will eliminate the constraints of space. We can also
sell advertisements in the Metabooks as well on a space basis. There are
a lot of potential opportunities.

We now have Metabook. The question is, How do we make money?
How do I make Metabook a brand image like Intel Inside? You need
a strategy for communicating this to an audience. How do we get
more publishers to use it?

Bradley L. Bartz

Publishers won’t spend money. You have to be creative and share risks.
You go after advertisers. But how do you build image without spending
money. Our contracts force customers to put Metabook on the label.
This is no longer on-line, but needs packaging and doesn’t take
advantage of the electronic highway.

Metabook is the ability to take 1,000 pages of text and put it on a
floppy disc with the full power of Metamorph. Our customers for this
service are publishers. We can’t go to a customer and ask for $50 per
copy. We need a publisher with a distribution network. If the volume
were high enough, $5.00 is feasible. The production costs are
automated and fixed. The software and the information are variable
costs. If you produce 100,000 discs at 250 yen each, that is all right. It
depends on the value of the information. You are still selling a delivery
tool. The price of the product depends on the information. Legal cases
may be very expensive. News is cheap.

We launched Japan Times’ first electronic newspaper on floppy disc on
October 7. One year from Metabook’s development, I closed this deal.
But Japan Times is the most prestigious English language newspaper in
Japan and they have a wide circulation of about 70,000. They sell their
product in Japan and overseas with traders. Our market is the sale of
this delivery tool to Japan Times. They have the rights to the product.
We get a royalty and get a production fee. We control the authoring
system for making the discs. I have been discussing this with Nihon
Keizai newspaper, and it is now going to committee. Companies are not
easy to work with.

We can put 1000 pages about any subject and build a Metabook for sell
from $2.50 to $1,000, depending on the value of information.
McKinsey doesn’t provide reports for under $400,000 to $500,000
because of their experience and cost. They provide a 500 page report
on your industry. If you put that on a Metabook, you increase the
power. We can provide the authoring tool for people to use in
republishing their information.
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Metabook is like a child compared to Metamorph. But Metamorph is
too difficult to sell it as a GBIS, because you have to retrain companies
on the use of information. That will become a big market in the future,
but we aren’t in the business of retraining companies. We intend to
showrcase the technology in as wide an audience as possible through
Metabook. We can sell it at a lower price in a lot more applications. As
companies use this technology, they will come up with a lot more ways
to use it.

I have access to huge databases. Using Metamorph is very different
than Boulean logic. It changes the way you look at information. We
can’t be in the business of changing how you look at information. But
by making Metabook so valuable, at $5.00 a copy, you can buy the
product. For the Japan Times, the subscription is $430 for 24 discs
over one year. This will give you 18 megabytes of data about Japan in
one year. The market is broad and Japan Times markets it for us.
Now that we have the tool, we need to find customers that can use it.
We need the right information categories, like you find in a book store.
We just need a large number of titles and sell them with flyers. We can
become the primary seller of floppy disc based titles.

We also have a multimedia disc that uses Metamorph. We have text and
animated graphics for advertising. One company paid us $40,000 to
produce. Every subscriber to the magazine got a copy of that disc free
to advertise their products. That is a new product. The real estate has a
cost. Newspapers charge by space used and circulation. We have 1.44
megs or more if compressed. The Metabook engine took 20%, the text
took 40%, and we had 40% left over for advertising. That magazine has
three months of issues on it, with Metabook for searching, and

advertising at the beginning and end of the search. With the Japan

Times, the customer gets a new screen saver advertisement every three
months. It has to be sexy or creative. Coca Cola has a guy kicking the
can every few seconds. This is one attempt to make money at IAC. If I
could send out 8,000 discs a week, this would be a good market for
computer related advertising,

Bradley L. Bartz

APPENDIX: METABOOK DEMONSTRATION
THE INFORMATION ACCESS CENTER

Sometimes a new technology becomes available that changes the way
people look at information --METABOOK is one of those
technologies!

What you are about to see and use is a powerful new technology tool
for reading and searching text and other information. The product is
called METABOOK.

A METABOOK is an intelligent electronic book format which can be
linked to any ASCII text information. In this case, we have applied the
METABOOK to our product information. A METABOOK can be
created for any document, including:

* Training manuals * Historic documents
* Reference books * Gamebooks

* Travel guides * Advertisements

* Sales documents * Catalogs

* Directories * Textbooks

* Periodicals * Image databases

The METABOOK demonstration can be run from the enclosed floppy
disk, or installed on your hard disk and then run from the hard disk. If
you chose to install the demo on your hard disk the directory
C:\metabook will be created. Installation on your hard disk dramatically
improves the speed of METABOOK.

There are many immediate benefits from using a METABOOK'!

* METABOOKS allow instant access to the entire text.

* METABOOKS can easily retrieve information related to multiple
keywords or concepts.

* METABOOKS are compact -- a single floppy disk.
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* METABOOK:S are fun and easy to use!

* The METABOOK technology is ready for converting your

information into electronic METABOOKS.

Enquire about the Information Access Centet's joint development and
licensing programs. We hope that you will enjoy the METABOOK
demonstration! For additional information contact: The Information
Access Center Mr. Mr. David W. Winchester

METABOOK Marketing METABOOK Product Development

--- End Dr. Boulton’s Case Study ---

The above case was taught at Keio University and the University of
Georgia at Auburn. It was a great privilege and someday I hope to be
able to read some of the student reports.

Ok readers, I know that was long, but I did snip quite a bit. What was
left has many clues into the development of the first commercial

internet company in Japan.

You can read the whole case study online -- go search for it!

Bradley L. Bartz
CHAPTER 7 — IAC-Online - The Bulletin Board

A funny thing happened on the journey of selling search and retrieval
software.

I cold called and could get appointments with anybody in Tokyo. 1 would
prove this again and again ultimately selling something personally in every
prefecture in Japan as well as every state in America over the phone.

At Chrysler Motors I pulled out my laptop and did the “Winchester’, e.g. lit
up the screen, typed Metamorph and then pitched the software before
hitting enter.

Mr. Chrysler said, “What does the bible have to do with cars?”

I said, “Nothing, Metamorph can search anything, I am just showing an
example.”

Mr. Chrysler said no.

Remember when I told you I started editing English books in Japan? Well,
my main client was Dodwell Marketing Consultants. Dodwell published 7
very famous business books about industries in Japan. Each volume
updated every year with page counts from 250 to 1,000. These were
reference library quality books.

Dodwell also published the Japan Auto Abstract, which translated the
Japanese press for automotive news. They had 7 full time staff running this
weekly in addition to me for some last minute editing.

I made Dodwell’s president Ando an offer he could not refuse. I offered to
buy his Japan Auto Abstracts for 20 % of revenue over the next three years.
Otherwise, for no money down I bought my first business.

Jay, Dave and I quickly ported IAC-Online to be able to showcase and use
the power of Metamorph. We added the Japan Auto Abstracts content and
our online natural language search and retrieval system was born.

We changed Japan Auto Abstracts from a weekly to a daily and David did
all the translations. Jay Edited and uploaded. 1 sold.

I got an appointment again with Mr. Chrysler. This time I was able to login
to our BBS from his office show him Meteamorph searching the Japan
Auto Abstracts. Querties like, “Does Toyota have new factories in
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Thailand”.

Mzr. Chrysler loved it! And he bought a subscription to Japan Auto
Abstracts, but did not purchase Metamorph. No matter, I made a sale!
Now we are sellers of information and in the media business.

Our IAC Online BBS community grew quickly. We opened BBS Chat
and Datarooms for many community organizations and businesses.
Including:

American Chamber of Commerce in Japan
British Chamber of Commerce in Japan
Canadian Chamber of Commerce in Japan
EU Japan Centre

Foreign Correspondents Club of Japan
French Chamber of Commerce in Japan

We then gathered more English language information about Japan and
stuffed into our online Metamorph search engine.

Publications like:

The Japan Times
Asahi Daily News
Mainichi Daily News
Yomiuri Daily News
Nikkei Weekly

All got personally trained by me how to upload content to IAC-Online. All
of the above usually had 20 staff in the room during these trainings. We
were the bleeding edge. They learned our BBS phone number, how to
setup the dialer and push the enter key. Newspapers ran on mainframe
computers then. So the idea of a puny PC replacing them was blasphemy.

We published newsletters online:

Japan Auto Abstracts

Digitized Information by Aki Tsukioka
Japan Chemical Digest

Japan Business Digest

Japan this and that

We also published online:

The Vietnam Investment Review
ITAR-TASS — the first to publish online English information about Russia
outside of Russial

Bradley L. Bartz

Subscriptions to our news did make us money, but it was our online
advertising sales that made us famous.

David introduced to | | E (not his real name), a “retired” United
States Air Force intelligence officer. [JJJl| was slick half Japanese
American who had a face and look that could make him fit into any crowd.
Bl o(fcrcd to work for us for free. He said he had used Metamorph as
an intelligence officer and he really loved it.

At the time I just thought he was another geek that wanted to learn and I
was always open to that. He could not sell anything but he did get me
access to the US Military commissary to shop and I got to golf at great
Army courses in Japan. As these incentives started to pile up I started to
become more aware that this was a strange situation.

M. [l would always remind us that he danced with Nancy Reagan when
Ronald was sworn in as president. At a BBQ at his home on base, his wife
was the highest ranking female officer in Japan and an acting general, he
showed us his prized treasure.

Mr. [l 21s0 added the Vietnam Investment Review and TTAR-TASS to
our search engine. He also got us access to the US Embassy daily report in
English about Japan and we put that online also.

Shortly after that the US Embassy installed a special stand-alone phone line
and PC that was only used to access our IAC Online BBS. The information
we had online was very important and very valuable.

We sold the first online advertisements as published in Advertising Age
magazine in 1992. Coca-Cola was represented in katakana which allowed
our ASCII art to look ok. Budweiser Japan became BUD-NET on our
BBS. Compaq computer had a room, paid us and gave us dozens of free
computers to expand our BBS. Users would log on and one of the
advertisers ASCII art screens would greet them. Then they could continue
on to search, message and free Internet email.

Budweiser traded us 50 cases a month for three summers for advertising on
IAC Online BBS. I was Mr. Beer! Budweiser was drawn in by barter and
grew to a major client for me. Bartering your way into big companies is a
sound strategy.
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We also took Metamorph to new levels with the offline Metabook. This
amazing piece of code fit on a single 3.5” floppy disk with enough room for
1,000 pages of text.

One of our first Electronic Metabooks was for the American Chamber of
Commerce magazine. Grey Daiko Advertising booked a full class of
advertisers and we included 3 months of the magazine to be searchable.
The ACCJ Metabook was mailed with the ACCJ] Magazine to 3,000 expats
in Tokyo.

A future electronic book had Netscape 1.0 web browser and this issue of
the ACCJ magazine was all marked up in HTML and presented from the
floppy disk!

The ACCJ Journal magazine
Keying into Interactive Advertising
June 1993

By John Parker

There it was stuck on the cover of the June 22, 1992 issue of
Forbes. Advertisers were buzzing and readers were wondering: What’s this
new disk called “The Deciding Factor”? — everyone who had bought that
issue was pondering. And right now you’re probably scratching your head
trying to figure what that disk in this month’s The ACC]J Journal is for, too.
Both disks introduce the power of interactive advertising — computer-
driven ads that either move, present themselves, or let the user discover
their contents—thus adding a new dimension to the advertising field.

Yes, that disk you’re holding represents the future. Just insert it in
your computer, load it onto your hard disk and test drive — you’ll see what I
mean.

Actually, the first floppy disk-based interactive ads (interads) were
developed a decade ago by small, specialized ad agencies for the specific
purpose of reaching the desktop computers of the heavyweight decision
makers. Companies like Einstein and Sandom of New York and Amazing
Media of San Anselmo, California were pioneers but the large ad agencies
turned their collective noses up at the medium. That is, until last summer
when Ogilvy & Mather came out with “The Deciding Factor” for Forbes —
a disk-based package of 20 or so astonishingly well-done interads that left
advertisers and readers with their jaws on the floor. The interad age had
arrived and was announced by “The Deciding Factor.”

After viewing the disk’s Jaguar ad, I was convinced that this was
the future of advertising. A new jag drives out on the screen and implores
the viewer to choose not only the make but also to select design and finish,
performance and safety features of each by simply pushing the appropriate
keyboard key. In other words, the viewer can request additional

Bradley L. Bartz

information from the advertisement — that’s why it’s called interactive. No
simple magazine display ad can offer that kind of power, yet Forbes was
offering the interad for the same price as their standard display ads.

Now the computer software system that gave birth to that sort of
power is available in Tokyo, introduced in this issue of The ACCJ Journal
by Paradigm/Information Access Center (IAC). The core technology for
IAC’s METABOOK system is called “Metamorph,” and was developed
from NASA missile technology and other space-age know-how.
Metamorph allows users to search through unstructured text with natural
language commands such as “what companies in Japan make steel girders?”

METABOOK, on the other hand, allows users to string together
exiting files and search them all using the same sort of commands. “One of
the primary advantages of this product is its advanced search and retrieval
capabilities,” said Bradley L. Bartz, an IAC partner based in Tokyo, so
METABOOKS with specific infor/mation ate niche market advertising
vehicles that give advertisers more bang for their buck.” It is also true that
electronic books with interactive indices have become the current
publishing rage in the United States.

In Japan, Sony Corporation started the electronic book boom in
’90 by unveiling its “Data Diskman,” which has already sold more than
150,000 units domestically and 180,000 internationally. “Demand for
electronic books will explode in a few years, replacing 50% of all paper
dictionaries, if software prices decline further,” predicted Yoshiyasu Mori,
manager of the New Media shop at Kinokuniya Co., (one of Japan’s largest
bookstore chains) in The Nikkei Weekly.

Electronic publishing is a reality and is developing rapidly. And
where there are electronic books, there must be digital magazines. As a
matter of fact, from the last year, Newsweek Interactive became playable on
the Sony Diskman (and now on IBM computers), with four quarterly disks
of Newswecek going for $100.

Now, in Japan, comes The ACCJ Journal in an electronic,
searchable format. Yes, that’s what you have in this issue — the April-June
issues of The ACCJ Journal on an IBM-formatted disk that you can load
onto your hard disk and search anyway you like. And according to IAC’s
Brad Bartz, a Macintosh version is coming out soon.

Advertisers interested in taking advantage of this brand-new
medium for the Japanese market should contact Vickie Paradise Green at
Paradigm for details. Tel: 3460-8501.

John Parker is a free-lance writer based in Tokyo who contributes articles
on business and education to a variety of international journals.
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We made a huge mistake. First, we decided to copy the 3,000 disks
ourselves to save a buck. We worked on design up until the absolute
deadline and then spent 3 days NONSTOP 24 hours a day copying floppy
disks and putting labels on them. I promised myself that I would never
self-copy again!

We also forgot to put in advertisement for the ACCJ Magazine publisher,
Vicky Paradise Green. This would create a rift that has never been
repaired. I was never given an opportunity to say sorry. But no matter, Jay
the poet in later years would art direct a full page ad called “The Incension
— the insightful decision.” There was a limerick that went something like
this:

Don’t get stuck with your

Victorian Internet Company.

IAC offers a surfer’s Paradise that
makes our competitors Green with envy.

Very few in Tokyo got the joke. But, the ones that did heard an earful from
Vicky Green.

TAC-Online opened many doors. Ok, actually I opened many doors by
cold calling everyone. My team used to take the phone from me when I
made too much work for them.

The Japan Times Metabook project was huge. Basically we published two
weeks of Japan Times text into each Metabook on a floppy disk. The Japan
Times ran full page ads promoting the book and then regular small ads. A
fortune in value to IAC. I personally produced this product for many years
until I would have the staff to take over.

I got to hang out with Ogasawara Jr. from the owning family of the Japan
Times and a well-know