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SCIENTOLOGY

Making the World a Better Place

Founded and developed by L. Ron Hubbard, Scientology is an applied
religious philosophy which offers an exact route through which anyone can
regain the truth and simplicity of his spiritual self.

Scientology consists of specific axioms that define the underlying causes and
principles of existence and a vast area of observations in the humanities, a
philosophic body that literally applies to the entirety of life.

This broad body of knowledge resulted in two applications of the subject:
first, a technology for man to increase his spiritual awareness and attain the
freedom sought by many great philosophic teachings; and, second, a great
number of fundamental principles men can use to improve their lives. In fact, in
this second application, Scientology offers nothing less than practical methods
to better every aspect of our existence—means to create new ways of life. And
from this comes the subject matter you are about to read.

Compiled from the writings of L. Ron Hubbard, the data presented here is
but one of the tools which can be found in The Scientology Handbook. A
comprehensive guide, the handbook contains numerous applications of
Scientology which can be used to improve many other areas of life.

In this booklet, the editors have augmented the data with a short
introduction, practical exercises and examples of successful application.

Courses to increase your understanding and further materials to broaden
your knowledge are available at your nearest Scientology church or mission,
listed at the back of this booklet.

Many new phenomena about man and life are described in Scientology, and
so you may encounter terms in these pages you are not familiar with. These are
described the first time they appear and in the glossary at the back of the booklet.

Scientology is for use. It is a practical philosophy, something one does. Using
this data, you can change conditions.

Millions of people who want to do something about the conditions they see
around them have applied this knowledge. They know that life can be improved.
And they know that Scientology works.

Use what you read in these pages to help yourself and others and you will
too.

CHURCH OF SCIENTOLOGY INTERNATIONAL



How often have you heard someone say, “I dont understand him”?
Sometimes irrational, unforeseen acts seem to be the norm among our
fellows.

The fact is, there has never been a workable method to invariably
predict human behavior—until now.

L. Ron Hubbard developed just such a method, and it is applicable to
all men, without exception.

With this data, it is possible to accurately predict the behavior of a
potential spouse, a business partner, employee or friend—before you
commit to a relationship. The risks involved in human interaction can be
avoided entirely or minimized when you can infallibly predict how people
will behave.

By understanding and using the information in this booklet, all
aspects of human relationships will become more productive and more
fulfilling. Yow’ll know who to associate with, who to avoid, and you will
be able to help those who are mired in uncomfortable situations with
others. Imagine knowing, after a very short time, how people will behave
in any given circumstance. You can. Each and every time.l



THE TONE
SCALE

he Tone Scale—a vital tool for any aspect of life involving
one’s fellows—is a scale which shows the successive
emotional tones a person can experience. By “tone” is
meant the momentary or continuing emotional state of a
person. Emotions such as fear, anger, grief, enthusiasm
and others which people experience are shown on this
graduated scale.

Skillful use of this scale enables one to both predict and understand
human behavior in all its manifestations.

This Tone Scale plots the descending spiral of life from full vitality and
consciousness through half-vitality and half-consciousness down to death.

By various calculations about the energy of life, by observation and by test,
this Tone Scale is able to give levels of behavior as life declines.

These various levels are common to all men.

When a man is nearly dead, he can be said to be in a chronic apathy. And
he behaves in a certain way about other things. This is 0.05 on the Tone Scale.

When a man is chronically in grief about his losses, he is in grief. And he
behaves certain ways about many things. This is 0.5 on the scale.

When a person is not yet so low as grief but realizes losses are impending,
or is fixed chronically at this level by past losses, he can be said to be in fear.
This is around 1.0 on the scale.

An individual who is fighting against threatened losses is in anger. And he
manifests other aspects of behavior. This is 1.5.




The person who is merely suspicious that loss may take place or who has
become fixed at this level is resentful. He can be said to be in antagonism. This
is 2.0 on the scale.

Above antagonism, the situation of a person is not so good that he is
enthusiastic, not so bad that he is resentful. He has lost some goals and cannot
immediately locate others. He is said to be in boredom, or at 2.5 on the Tone
Scale.

At 3.0 on the scale, a person has a conservative, cautious aspect toward life
but is reaching his goals.

At 4.0 the individual is enthusiastic, happy and vital.
Very few people are natural 4.0s. A charitable average is probably around 2.8.

You have watched this scale in operation before now. Have you ever seen
a child trying to acquire, let us say, a nickel? At first he is happy. He simply
wants a nickel. If refused, he then explains why he wants it. If he fails to get it
and did not want it badly, he becomes bored and goes away. But if he wants it
badly, he will get antagonistic about it. Then he will become angry. Then, that
failing, he may lie about why he wants it. That failing, he goes into grief. And
if he is still refused, he finally sinks into apathy and says he doesn’t want it.
This is negation.

A child threatened by danger also dwindles down the scale. At first he does
not appreciate that the danger is posed at him and he is quite cheerful. Then
the danger, let us say it is a dog, starts to approach him. The child sees the
danger but still does not believe it is for him and keeps on with his business.
But his playthings “bore” him for the moment. He is a little apprehensive and
not sure. Then the dog comes nearer. The child “resents him” or shows some
antagonism. The dog comes nearer still. The child becomes angry and makes
some effort to injure the dog. The dog comes still nearer and is more
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threatening. The child becomes afraid. Fear unavailing, the child cries. If the
dog still threatens him, the child may go into an apathy and simply wait to be
bitten.

Objects or animals or people which assist survival, as they become
inaccessible to the individual, bring him down the Tone Scale.

Objects, animals or people which threaten survival, as they approach the
individual, bring him down the Tone Scale.

This scale has a chronic or an acute aspect. A person can be brought down
the Tone Scale to a low level for ten minutes and then go back up, or he can
be brought down it for ten years and not go back up.

A man who has suffered too many losses, too much pain, tends to become
fixed at some lower level of the scale and, with only slight fluctuations, stays
there. Then his general and common behavior will be at that level of the Tone
Scale.

Just as a 0.5 moment of grief can cause a child to act along the grief band
for a short while, so can a 0.5 fixation cause an individual to act 0.5 toward
most things in his life.

There is momentary behavior or fixed behavior.



The Tone Scale in Full

The full Tone Scale starts well below apathy. In other words, a person is
feeling no emotion about a subject at all. An example of this was the American
attitude concerning the atomic bomb; something about which they should
have been very concerned was so far beyond their ability to control and so
likely to end their existence that they were below apathy about it. They
actually did not even feel that it was very much of a problem.

Feeling apathetic about the atomic bomb would be an advance over the
feeling of no emotion whatsoever on a subject which should intimately
concern a person. In other words, on many subjects and problems people are
actually well below apathy. There the Tone Scale starts, on utter, dead null far
below death itself.

Going up into improved tones one encounters the level of body death,
apathy, grief, fear, anger, antagonism, boredom, enthusiasm and serenity, in
that order. There are many small stops between these tones, but one knowing
anything about human beings should definitely know these particular
emotions. A person who is in apathy, when his tone is improved, feels grief.
A person in grief, when his tone improves, feels fear. A person in fear, when
his tone improves, feels anger. A person in anger, when his tone improves,
feels antagonism. A person in antagonism, when his tone improves, feels
boredom. When a person in boredom improves his tone, he is enthusiastic.
When an enthusiastic person improves his tone, he feels serenity. Actually the
below apathy level is so low as to constitute a no-affinity, no-emotion, no-
problem, no-consequence state of mind on things which are actually
tremendously important.




THE TONE ScALE IN FurL

40.0  Serenity of Beingness
30.0 Postulates
22.0 Games
20.0 Action
8.0 Exhilaration
6.0  Aesthetic
4.0 Enthusiasm
3.5 Cheerfulness

3.3  Strong Interest

3.0 Conservatism
2.9 Mild Interest
2.8 Contented

2.6 Disinterested
2.5 Boredom

2.4 Monotony

2.0 Antagonism
1.9 Hostility

1.8 Pain
1.5 Anger
1.4 Hate

1.3 Resentment

1.2 No Sympathy

1.15 Unexpressed Resentment

1.1  Covert Hostility
1.02 Anxiety
1.0 Fear

.98 Despair
96 Terror
94 Numb




Sympathy
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Propitiation .8

Grief .5
Making Amends 375

Undeserving .3

Self-abasement

Victim .1
Hopeless .07
Apathy .05
Useless .03
Dying .01

Body Death (.0
Failure -0.01

Pity -0.1

Shame -0.2
Accountable -0.7
Blame -1.0
Regret -1.3
Controlling Bodies -1.5

Protecting Bodies -2.2
Owning Bodies -3,()

Approval from Bodies -3.5

Needing Bodies -4.0

Worshiping Bodies -3.0

Sacrifice -6.0

Hiding -8.0
Being Objects -10.0
Being Nothing -20.0
Can't Hide -30.0
Total Failure -40.0
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Characteristics on the Tone Scale

The area below apathy is an area without pain, interest, or anything else
that matters to anyone, but it is an area of grave danger since one is below the
level of being able to respond to anything and may accordingly lose everything
without apparently noticing it.

A workman who is in very bad condition and who is actually a liability to
the organization may not be capable of experiencing pain or any emotion on
any subject. He is below apathy. We have seen workmen who would hurt their
hand and think nothing of it and go right on working even though their hand
was very badly injured. People working in medical offices and hospitals in
industrial areas are quite amazed sometimes to discover how little attention
some workmen pay to their own injuries. It is an ugly fact that people who pay
no attention to their own injuries and who are not even feeling pain from
those injuries are not and never will be, without some attention from a
Scientologist, efficient people. They are liabilities to have around. They do not
respond properly. If such a person is working a crane and the crane suddenly
goes out of control to dump its load on a group of men, that subapathy crane
operator will simply let the crane drop its load. In other words, he is a
potential murderer. He cannot stop anything, he cannot change anything and
he cannot start anything and yet, on some automatic response basis, he
manages some of the time to hold down a job, but the moment a real
emergency confronts him he is not likely to respond properly and accidents
result.

Where there are accidents in industry they stem from these people in the
subapathy tone range. Where bad mistakes are made in offices which cost
firms a great deal of money, lost time and cause other personnel difficulties,
such mistakes are found rather uniformly to stem from these subapathy
people. So do not think that one of these states of being unable to feel
anything, of being numb, of being incapable of pain or joy is any use to
anyone. It is not. A person who is in this condition cannot control things and
in actuality is not there sufficiently to be controlled by anyone else and does
strange and unpredictable things.

Just as a person can be chronically in subapathy, so a person can be in
apathy. This is dangerous enough but is at least expressed. Communication
from the person himself, not from some training pattern is to be expected.



People can be chronically in grief, chronically in fear, chronically in anger, or
in antagonism, or boredom, or actually can be “stuck in enthusiasm.” A
person who is truly able is normally fairly serene about things. He can,
however, express other emotions. It is a mistake to believe that a total serenity
is of any real value. When a situation which demands tears cannot be cried
about, one is not in serenity as a chronic tone. Serenity can be mistaken rather
easily for subapathy, but of course only by a very untrained observer. One
glance at the physical condition of the person is enough to differentiate.
People who are in subapathy are normally quite ill.

On the level of each of the emotions we have a communication factor. In
subapathy an individual is not really communicating at all. Some social
response or training pattern or, as we say, “circuit” is communicating. The
person himself does not seem to be there and isn’t really talking. Therefore his
communications are sometimes strange to say the least. He does the wrong
things at the wrong time. He says the wrong things at the wrong time.

Naturally when a person is stuck on any of the bands of the Tone Scale—
subapathy, apathy, grief, fear, anger, antagonism, boredom, enthusiasm or
serenity—he voices communications with that emotional tone. A person who
is always angry about something is stuck in anger. Such a person is not as bad
off as somebody in subapathy, but he is still rather dangerous to have around
since he will make trouble, and a person who is angry does not control things
well. The communication characteristics of people at these various levels
on the Tone Scale are quite fascinating. They say things and handle
communication each in a distinct characteristic fashion for each level of the
Tone Scale.

There is also a level of reality for each of the levels of the Tone Scale.
Reality is an intensely interesting subject since it has to do, in the main, with
relative solids. In other words, the solidity of things and the emotional tone of
people have a definite connection. People low on the Tone Scale cannot
tolerate solids. They cannot tolerate a solid object. The thing is not real to
them; it is thin or lacking weight. As they come upscale, the same object
becomes more and more solid and they can finally see it in its true level of
solidity. In other words, these people have a definite reaction to mass at
various points on the scale. Things are bright to them or very, very dull. If you
could look through the eyes of the person in subapathy you would see a very
watery, thin, dreamy, misty, unreal world indeed. If you looked through the
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eyes of an angry man you would see a world which was menacingly solid,
where all the solids posed a brutality toward him, but they still would not be
sufficiently solid or sufficiently real or visible for a person in good condition.
A person in serenity can see solids as they are, as bright as they are, and can
tolerate an enormous heaviness or solidity without reacting to it. In other
words, as we go up the Tone Scale from the lowest to the highest, things can
get more and more solid and more and more real.

Observing the Obvious

The Tone Scale is an extremely useful tool to help predict the
characteristics and behavior of a person. But to do this well you must be able
to recognize a person’s position on the scale at a glance.

The Tone Scale is very easy to apply on a casual basis for some acute tone.
“Joe was on a 1.5 kick last night.” Sure, he turned red as a beet and threw a
book at your head. Simple. Mary breaks into sobs, and grabs for the Kleenex,
easily recognizable as grief. But how about a person’s chronic tone level? This
can be masked by a thin veneer of social training and responses. Such is called
a social tone. It is neither chronic, nor acute, but is a reflection of the person’s
social education and mannerisms adopted to present himself to others. How
sharp and how certain are you about that? Take a person that you are familiar
with. What, exactly, is his chronic tone?

There is a word “obnosis” which has been put together from the phrase,
“observing the obvious.” The art of observing the obvious is strenuously
neglected in our society at this time. Pity. It's the only way you ever see
anything; you observe the obvious. You look at the isness of something, at
what is actually there. Fortunately for us, the ability to obnose is not in any
sense “inborn” or mystical. But it is being taught that way by people outside
of Scientology.

How do you teach somebody to see what is there? Well, you put up
something for him to look at, and have him tell you what he sees. An
individual can practice this on his own or in a group situation, such as a class.
One simply selects a person or object and observes what is there. In a
classroom situation, for instance, a student is asked to stand up in the front of
the room and be looked at by the rest of the students. An Instructor stands by,
and asks the students:



“What do you see?”

The first responses run about like this:

“Well, I can see he’s had a lot of experience.”

“Oh, can you? Can you really see his experience? What do you see there?”

“Well, I can tell from the wrinkles around his eyes and mouth that he’s had
lots of experience.”

“All right, but what do you see?”

“Oh, I get you. I see wrinkles around his eyes and mouth.”

“Good!”

The Instructor accepts nothing that is not plainly visible.

A student starts to catch on and says, “Well, I can really see he’s got ears.”

“All right, but from where you’re sitting can you see both ears right now
as you're looking at him?”

“Well, no.”

“Okay. What do you see?”
“I see he’s got a left ear.”
“Fine!”

No guesses, no assumptions will do. For example, “He’s got good
posture.”

“Good posture by comparison with what?”

“Well, he’s standing straighter than most people I've seen.”

“Are they here now?”

“Well, no, but I've got memories of them.”

“Come on. Good posture in relation to what, that you can see right now.”
“Well, he’s standing straighter than you are. You're a little slouched.”
“Right this minute?”

“Yes.”

“Very good.”
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The goal of such drilling is to get a student to the point where he can look
at another person, or an object, and see exactly what is there. Not a deduction
of what might be there from what he does see there. Just what is there, visible
and plain to the eye. It's so simple, it hurts.

You can get a good tip on chronic tone from what a person does with his
eyes. At apathy, he will give the appearance of looking fixedly, for minutes on
end, at a particular object. The only thing is, he doesn’t see it. He isn’t aware
of the object at all. If you dropped a bag over his head, the focus of his eyes
would probably remain the same.

Moving up to grief, the person does look “downcast.” A person in chronic
grief tends to focus his eyes down in the direction of the floor a good bit. In
the lower ranges of grief, his attention will be fairly fixed, as in apathy. As he
starts moving up into the fear band, you get the focus shifting around, but still
directed downward.

At fear itself, the very obvious characteristic is that the person can’t look
at you. People are too dangerous to look at. He’s supposedly talking to you,
but he’s looking over in left field. Then he glances at your feet briefly, then
over your head (you get the impression a plane’s passing over), but now he’s
looking back over his shoulder. Flick, flick, flick. In short, he’ll look anywhere
but at you.

Then, in the lower band of anger, he will look away from you, deliberately.
He looks away from you; it's an overt communication break. A little further
up the line and he’ll look directly at you all right, but not very pleasantly. He
wants to locate you—as a target.

Then, at boredom, you get the eyes wandering around again, but not
frantically as in fear. Also, he won’t be avoiding looking at you. He'll include
you among the things he looks at.

Equipped with data of this sort, and having gained some proficiency in the
obnosis of people, a person can next go out into the public to talk to strangers
and spot them on the Tone Scale. Usually, but only as a slight crutch in
approaching people, a person doing this should have a series of questions to
ask each person, and a clipboard for jotting down the answers, notes, etc. The
real purpose of their talking to people at all is to spot them on the Tone Scale,



-_2.5 Boredom
-

0.5 Grief
-

0.05 Apathy

What a person does with his eyes can help you spot his position on the Tone Scale.
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chronic tone and social tone. They are given questions calculated to produce
lags and break through social training and education, so that the chronic tone
juts out.

Here are some sample questions used for this drill: “What’s the most
obvious thing about me?” “When was the last time you had your hair cut?”
“Do you think people do as much work now as they did fifty years ago?”

At first, the persons doing this merely spot the tone of the person they are
interviewing—and many and various are the adventures they have while
doing this! Later, as they gain some assurance about stopping strangers and
asking them questions, these instructions are added: “Interview at least fifteen
people. With the first five, match their tone, as soon as you've spotted it. The
next five, you drop below their chronic tone, and see what happens. For the
last five, put on a higher tone than theirs.”

What can a person gain from these exercises? A willingness to
communicate with anyone, for one thing. To begin with, a person can be
highly selective about the sort of people he stops. Only old ladies. No one who
looks angry. Or only people who look clean. Finally, they just stop the next
person who comes along, even though he looks leprous and armed to the
teeth. Their ability to confront people has come way up, and a person is just
somebody else to talk to. They become willing to pinpoint a person on the
scale, without wavering or hesitating.

They also become quite gifted and flexible at assuming tones at will, and
putting them across convincingly, which is very useful in many situations,
and lots of fun to do.

Being able to recognize the tone level of people at a single glance is an
ability which can give a tremendous advantage in one’s dealings with others.
It is a skill well worth the time and effort to acquire.



Tur HusBARD CHART
OF HUMAN EVALUATION

The whole subject of how to accurately judge our fellows is something that
man has wanted to be able to do for a long time. In Scientology we have a chart
which shows a way one can precisely evaluate human behavior and predict
what a person will do.

This is the Hubbard Chart of Human Evaluation, a copy of which is at the
back of this booklet.

The chart displays the degree of ethics, responsibility, persistence on a
given course, handling of truth and other identifying aspects of a person along
the various levels of the Tone Scale.

You can examine the chart and you will find in the boxes, as you go across
it, the various characteristics of people at these levels. Horribly enough these
characteristics have been found to be constant. If you have a 3.0 as your rating,
then you will carry across the whole chart at 3.0.

If you can locate two or three characteristics along a certain level of this
scale, you can look in the number column opposite those characteristics and
find the level. It may be 2.5, it may be 1.5. Wherever it is, simply look at all
the columns opposite the number you found and you will see the remaining
characteristics.

The only mistake you can make in evaluating somebody else on this Tone
Scale is to assume that he departs from it somewhere and is higher in one
department than he is in another. The characteristic may be masked to which
you object—but it is there.

Look at the top of the first column and you get a general picture of the
behavior and physiology of the person. Look at the second column for the
physical condition. Look at the third column for the most generally expressed
emotion of the person. Continue on across the various columns. Somewhere
you will find data about somebody or yourself of which you can be sure. Then
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simply examine all the other boxes at the level of the data you were certain
about. That band, be it 1.5 or 3.0, will tell you the story of a human being.

Of course, as good news and bad, happy days and sad ones, strike a person,
there are momentary raises and lowerings on this Tone Scale. But, as
mentioned, there is a chronic level, an average behavior for each individual.

As an individual is found lower and lower on this chart, so is his alertness,
his consciousness lower and lower.

The individual’s chronic mood or attitude toward existence declines in
direct ratio to the way he regards the physical universe and organisms about
him.

It is not a complete statement to say, merely, that one becomes fixed in his
regard for the physical universe and organisms about him, for there are
definite ways, beyond consciousness, which permit this to take place.
Manifestation, however, is a decline of consciousness with regard to the
physical environment of an individual. That decline of consciousness is a
partial cause of a gradual sag down this chart, but it is illustrative enough for
our purposes in this volume.

The position of an individual on this Tone Scale varies through the day
and throughout the years but is fairly stable for given periods. One’s position
on the chart will rise on receipt of good news, sink with bad news. This is the
usual give and take with life. Everyone however has a chronic position on the
chart which is unalterable save for Scientology processing.

Scientology processing is a very unique form of personal counseling which
helps an individual look at his own existence and improves his ability to
confront what he is and where he is. Processing thus raises the chronic tone
of that individual.

On the other hand, on an acute basis, necessity level (lifting oneself by
one’s bootstraps as in emergencies) can raise an individual well up this chart
for brief periods.

One’s environment also greatly influences one’s position on the chart.
Every environment has its own tone level. A man who is really a 3.0 can begin
to act like a 1.1 (covert hostility) in a 1.1 environment. However, a 1.1 usually



acts no better than about 1.5 in an environment with a high tone. If one lives
in a low-toned environment he can expect, eventually, to be low-toned. This
is also true of marriage—one tends to match the tone level of one’s marital
partner.

This Tone Scale is also valid for groups. A business or a nation can be
examined as to its various standard reactions and these can be plotted. This
will give the survival potential of a business or a nation.

This chart can also be used in employing people or in choosing partners.
Itis an accurate index of what to expect and gives you a chance to predict what
people will do before you have any great experience with them. Also, it gives
you some clue as to what can happen to you in certain environments or
around certain people, for they can drag you down or boost you high.

However, don’t use this chart as an effort to make somebody knuckle
under. Don’t tell people where they are on it. It may ruin them. Let them take
their own examinations.

A Tone Scale Test

Probably the most accurate index of a person’s position on the Tone Scale
is speech.

Unless a person talks openly and listens receptively he cannot be
considered very high on the Tone Scale.

In column 10 of the Hubbard Chart of Human Evaluation, “Speech:
Talks—Speech: Listens,” there are double boxes: one set referring to talking,
the other to listening. It may not have occurred to some people that
communication is both outflow and inflow. An observation of how a person
both listens and talks will give an accurate indication of his position on the
Tone Scale.

It is interesting to note that with this column one can conduct what we call
a “two-minute psychometry” on someone. Psychometry is the measurement of
mental traits, abilities and processes. The way to do a two-minute
psychometry is simply to start talking to the person at the highest possible
tone level, creatively and constructively, and then gradually drop the tone of
one’s conversation down to the point where it achieves response from the
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person. An individual best responds to his own tone band; and an individual
can be lifted only about half a point on the Tone Scale by conversation. In
doing this type of “psychometry,” one should not carry any particular band of
conversation too long, not more than a sentence or two, because this will have
a tendency to raise slightly the tone of the person and so spoil the accuracy of
the test.

Two-minute psychometry, then, is done, first, by announcing something
creative and constructive and seeing whether the person responds in kind;
then, giving forth some casual conversation, perhaps about sports, and seeing
if the person responds to that. Getting no response start talking
antagonistically about things about which the person knows—but not, of



course, about the person—to see if he achieves a response at this point. Then
give forth with a sentence or two of anger against some condition. Then
indulge in a small amount of discreditable gossip and see if there is any
response to that. If this does not work, then dredge up some statements of
hopelessness and misery. Somewhere in this range the person will agree with
the type of conversation that is being offered—that is, he will respond to it in
kind. A conversation can then be carried on along this band where the person
has been discovered, and one will rapidly gain enough information to make a
good first estimate of the person’s position on the chart.

This two-minute psychometry by conversation can also be applied to
groups. That speaker who desires to command his audience must not talk
above or below his audience’s tone more than half a point. If he wishes to lift
the audience’s tone, he should talk about half a point above their general tone
level. An expert speaker, using this two-minute psychometry and carefully
noting the responses of his audience, can, in two minutes, discover the tone
of the audience—whereupon, all he has to do is adopt a tone slightly above
theirs.

The Tone Scale and the Chart of Human Evaluation are the most
important tools ever developed for the prediction of human behavior. Employ
these tools and you will at all times know who you are dealing with, who to
associate with, who to trust.l
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PRACTICAL EXERCISES

The following exercises will help you understand this booklet and increase
your ability to actually apply the knowledge it contains.

Using the Hubbard Chart of Human Evaluation, consider five people
you know and determine the chronic tone level for each. (Do not tell the
person what you determined his tone level to be.)

Practice obnosis. Look around your environment and practice seeing
what is there. Notice things which are plainly obvious. Don'’t allow any
assumption into your observation. Continue to practice obnosis until
you are sure you can do it without adding in any assumptions.

3 Spot the tone levels of different people. Go to a place where there are lots

of people. Pick out a person and notice his or her tone level. Do this
again and again with different people. Observe people in conversation or
engaging in some activity and note their tone levels. Continue doing this
until you are confident you can spot the tone level of people by
observing them. (Do not tell the people you observe what tone level you
think them to be in, however.)

4 Practice spotting the tone levels of people by engaging them in

conversation. Take a clipboard and paper and interview people on the
street. Ask them some sample questions such as “What’s the most obvious
thing about me?” “When was the last time you had a haircut?” “Do you
think people do as much work now as they did fifty years ago?” Other
questions of a similar nature can be used to gain responses from the
person. Determine the person’s tone level based on his responses. Is there
a social tone sitting atop his chronic tone? Repeat the interview with other
people, noting the person’s tone level each time. Keep this up until you
can approach anyone and engage him in conversation and determine his
chronic tone level. (Important note: Do not tell the person what tone level
you observe him to be in, or evaluate his tone level for him.)



When you have gained assurance at Exercise 4, interview more people.
Interview at least fifteen people. With the first five, match their tone as
soon as you have spotted it. With the next five, drop below their chronic
tone and see what happens. For the last five, put on a higher tone than
theirs. Note down your observations from doing this. Practice this with
more people until you are confident you can spot a person’s tone level
and then match it, drop below it or assume a tone above it.

Do a two-minute psychometry on a person. Engage a person in a
conversation and, using the technique given in the booklet, determine
what tone level the person responds to. Repeat this with other people
until you are confident you can spot what tone level a person will
respond to.

Practice raising a person’s tone level. Engage a person in conversation.
Once you have determined his tone level, adopt a tone one-half to one
full tone above his. Note what happens to his tone level. Repeat this with
other people until you are confident you can raise a person on the Tone
Scale.




RESULTS FROM APPLICATION

Knowledge of the Tone Scale and the People from all walks of life: artists,
ability to use it has given people a new performers, actors, executives, foremen
freedom when dealing with others that ~ and teachers all swear that use of this
could not otherwise exist for them. It has  technology puts them in the driver’s seat
given them the ability to predict the in life. Being able to predict the behavior
behavior of others and deal with them  of others makes life a game that you can
successfully no matter whether a person ~ Wwin, as shown in the following accounts.
be in apathy, grief, fear, anger, antago-
nism, boredom, cheerfulness or enthusi-
asm. The skill to bring another up the

Knowing how people in different tone
levels react made all the difference to a
Tone Scale is easily achieved with this S.outhzrn C}?llfomla contra.cto}rl.. He expei
knowledge. rienced a huge increase in his genera
competence upon learning this data.
Many people have found that the actions, “I had always been driven crazy trying
reactions and behavior of others become o be logical in dealing with people in the
highly predictable when one can observe  [ower bands of the Tone Scale, especially
where they are on the scale. Life is less  people in antagonism. Once I knew the data
confusing or mysterious. The health, o5 the Tone Scale, I was no longer bothered
survival potential and longevity of an by certain customers, particularly the
individual or group can also be predicted.  antagonistic ones, I had to service. Running

How another will treat his property or  my business became a breeze and my per-
yours becomes obvious. sonal sales statistics tripled in just a few
weeks. I was much more causative in deal-
ing with people.”

SciENTOLOGY RAISES TONE LEVEL

Dismayed when first asked to do a sales
T course, a woman who worked in a tele-
B sampling of communications company in Florida was
people who amazed that she could do such a job suc-
received cessfully. She had her own considerations
Scientology S 1
— about salesmen and didn't want to be
e C OO demonstrated “one of those annoying salespeople who
substantial call you at the most inopportune time to
i R et tell you about something you have no
Before position on the . o
_ Tone Scale. interest in.” However, she had the good
fortune to do a sales course that included
data on the emotional Tone Scale.
Belore “I really enjoyed this course and the
gains I got from it! I had heard about the
emotional Tone Scale before, but I had no

idea really how to use it. And I realized that

Enthusiasm

Case A CaseB Case C CaseD CaseE




‘bad’ salesmen dont have this data, so no
wonder they are annoying! Using the
technology, I can now go in at the right tone
level and make my sales boom!”

In Denmark, a girl was having a problem
with a friend. Something was bothering
him that he would not communicate
about. She tried to talk to him, but he still
wouldnt say what was wrong. His
reticence was creating a big upset between
them. She decided to write him a very
cheerful letter but, to her surprise, it had
no effect on him. When she asked him
about it, he told her that he couldn’t even
remember what it said! She eventually
solved this dilemma using the Tone Scale.

“I finally realized that my communica-
tion was too high for his tone level, and thus
it resulted in no communication. So I wrote
him another letter which was closer to his
tone level, and amagzingly enough it got
across to him very much! He started talking
to me and we are friends again.

“If I hadn’t had the technology on the
Tone Scale 1 would have given up. This
made me brave enough to write him another
letter. Otherwise, I would have gone into
apathy about it and would have lost a very
good friend. Instead, using the Tone Scale
and communication, I brought him up the
scale and salvaged our friendship!”

A girl in Scandinavia had just broken
up with her boyfriend. Although not
particularly happy, she did, however, have
the data on the Tone Scale. She decided to
use this tool to turn around her life:

“I had a lot of very good friends but no
prospects for a boyfriend. A new guy joined
our group of friends. We got in communi-
cation shortly after he joined the group and
I realized that we had almost identical
communication levels. He seemed like a

very nice guy. I would mention that some-
thing needed to get handled and I would
turn around and he would be busy han-
dling it. He would say that we needed rolls
for dinner and I was already on my way to
the bakery. I would mention something
and he would let me know that he just
thought of this. We matched petfectly on
the Tone Scale. I looked at this and was
laughing to myself, as he was in no way
the type of guy I would earlier have looked
for. Priorly, I had always looked at
appearance only which led to a hit-and-
miss experience. This guy, however, was a
real match and within weeks we decided to
get married and we did.”

A young man on the Fast Coast found
himself unable to deal with some of those
he came into contact with when he moved
to New York City. After a lot of trial and
error he finally found the solution with the
technology of the Tone Scale.

“When I first moved to the city and got
a job, I found myself in a dangerous and
unfriendly situation. Though the job was
interesting and paid well, the unfriendliness
seemed so bad that after only a few months I
was seriously considering leaving the job.

“Then I attended a lecture at the
Church of Scientology and learned about
L. Ron Hubbards technology on the Tone
Scale. From this I realized that what I was
experiencing was that a few of the people I
was dealing with were at antagonism on the
Tone Scale. And not only this, I was
approaching them in the tone level of fear—
which simply made things worse!

“From that point on, I was able to
comfortably deal with others around me and
I no longer took things so personally when
confronted by someone in the lower tone
levels. What a relief!”
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A young Alaskan man used the
technology of the Tone Scale to help an
individual and improve the productivity
of a whole group.

“Working with a group of a dozen
people on a construction project, I noticed
that one of my co-workers was moving
slowly, making mistakes and actually
slowing down the whole project. I had
recently studied Mr. Hubbard’ information
on the Tone Scale and decided I should put it
to work.

“First I observed the person and talked
with him a bit, to spot where he was on the
Tone Scale. Once I had done this, I started to
talk to him and give him directions in a tone
level a bit above his. Just as it said in the book
I'd studied, his tone rose. He brightened up a
bit and started working faster and taking
care about what he was doing. In fact, the
whole group seemed to pick up speed, just
from seeing this fellow doing better!

“It felt great to be able to change a
situation for the better; with such a simple
action.”

Familiarity with the Tone Scale helped a
young Australian girl deal with a person
who no one else was able to manage. She
was standing in line to purchase
something at a store when a ruffian began
kicking things and being very rude and
antagonistic.

“Nobody was controlling this man; they
were just getting upset at his actions but
didn't really know what to do about it. I
used the Tone Scale to be at cause over the
situation and just acknowledged the man
using the correct level of the Tone Scale. He
ended his ‘performance’ at once!

“The man who was standing next to me
in line was amazed and said, T dont know
what you did, but whatever it was, it
handled him!””
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With the advent of World War 11, he
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sustained during combat, he was
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After five more years of intensive
research, Ron’s discoveries were presented

to the world in Dianetics: The Modern
Science of Mental Health. The first popular
handbook on the human mind expressly
written for the man in the street, Dianetics
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GLOSSARY

affinity: love, liking or any other emotional attitude;
the degree of liking. The basic definition of affinity is
the consideration of distance, whether good or bad.
beingness: condition or state of being; existence.
Beingness also refers to the assumption or choosing of
a category of identity. Beingness can be assumed by
oneself or given to oneself or attained. Examples of
beingness would be one’s own name, one’s profession,
one’s physical characteristics, one’s role in a
game—each or all of these could be called one’s
beingness.

case: a general term for a person being treated or
helped. It is also used to mean the entire accumulation
of upsets, pain, failures, etc., residing in a person’s
reactive mind. See also reactive mind in this glossary.
Clear: a being who no longer has his own reactive
mind. See also reactive mind in this glossary.

comm: short for communication. See also communica-
tion in this glossary.

communication: an interchange of ideas across
space between two individuals.

confront: to face without flinching or avoiding. The
ability to confront is actually the ability to be there
comfortably and perceive.

engram: a particular type of mental image picture
which is a complete recording of every perception
present in a moment of partial or full “unconscious-
ness.” Engrams are stored in the reactive mind. See
also mental image pictures and reactive mind in
this glossary.

entheta: enturbulated theta; especially referring to
communications, which, based on lies and confu-
sions, are slanderous, choppy or destructive in an
attempt to overwhelm or suppress a person or group.
See also enturbulate and theta in this glossary.
enturbulate: put into a state of agitation or
disturbance.

ethics: the actions an individual takes on himself to
correct some conduct or situation in which he is
involved which is contrary to the ideals and best inter-
ests of his group. It is a personal thing. When one is
ethical or “has his ethics in,” it is by his own determin-
ism and is done by himself.

Hubbard Chart of Human Evaluation: a chart by
which one can precisely evaluate human behavior and
predict what a person will do. It displays the various
characteristics that exist at different levels of the Tone
Scale.

invalidate: refute, degrade, discredit or deny some-
thing someone else considers to be fact.

mass: the actual physical objects, the things of life.
mental image pictures: three-dimensional color pic-
tures with sound and smell and all other perceptions,

plus the conclusions or speculations of the individual.
They are mental copies of one’s perceptions sometime
in the past, although in cases of unconsciousness or
lessened consciousness they exist below the individ-
ual’s awareness.

obnosis: a coined word put together from “observing
the obvious.” It is the action of a person looking at
another person or an object and seeing exactly what is
there, not a deduction of what might be there from
what he does see.

postulate: a conclusion, decision or resolution about
something.

present time: the time which is now and becomes the
past as rapidly as it is observed. It is a term loosely
applied to the environment existing in now.

process: an exact series of directions or sequence of
actions taken to accomplish a desired result.
processing: a special form of personal counseling,
unique in Scientology, which helps an individual look
at his own existence and improves his ability to con-
front what he is and where he is. Processing is a
precise, thoroughly codified activity with exact
procedures.

reactive mind: that part of a person’s mind which is
not under his volitional control and which exerts force
and the power of command over his awareness, pur-
poses, thoughts, body and actions.

reality: that which appears to be. Reality is fundamen-
tally agreement; the degree of agreement reached by
people. What we agree to be real is real.

Scientology: an applied religious philosophy devel-
oped by L. Ron Hubbard. It is the study and handling
of the spirit in relationship to itself, universes and
other life. The word Scientology comes from the Latin
scio, which means “know” and the Greek word logos,
meaning “the word or outward form by which the
inward thought is expressed and made known.” Thus,
Scientology means knowing about knowing.

theta: thought or life. The term comes from the Greek
letter theta (0), which the Greeks used to represent
thought or perhaps spirit. Something which is theta is
characterized by reason, serenity, stability, happiness,
cheerful emotion, persistence and the other factors
which man ordinarily considers desirable.

Tone Scale: a scale which shows the successive emo-
tional tones a person can experience. By “tone” is
meant the momentary or continuing emotional state of
a person. Emotions such as fear, anger, grief, enthusi-
asm and others which people experience are shown
on this graduated scale.
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HuUBBARD CHART OF HUMAN EVALUATION

Behavior Medical 3 Emotion Sexual 5 Command Actual Ethic Handling
and Range Behavior over Worth Level of Truth
Physiolo, i Environment  to Socie
ttitude
Toward Compared
Children to Apparent
Worth
Tone Excellentat projects, [ Near accident-proof. | Eagerness, Sexual interest high | High self-mastery. | High worth. Bases ethics on High concept
Scale .0 | execution. Fast No psychosomatic | exhilaration. but often sublimated | Aggressive toward | Apparent worth will | reason. Very high of truth.
psy 88 PP Ty hig!
reaction time ills. Nearly immune to creative thought. | environ. Dislikes to | be realized. Creative | ethic level.
(relative to age). to bacteria. control people. High | and constructive.
Intense interest in | reasoning, volatile
children. emotions.
3.5 | Good at projects, Highly resistant to | Strong interest. High interest in Reasons well. Good | Good value to Heeds ethics of Truthful.
execution, sports. [ common infections. opposite sex. control. Accepts society. Adjusts group but refines
No colds. Constancy. ownership. Emotion | environ to benefit | them higher as
free. Liberal. of self and others. | reason demands.
Love of children.
Mild interest.

3.0 | Capable of fair Resistant to Interest in Controls bodily Any apparent worth | Follows ethics in Cautious of
amount of action, | infection and procreation. functions. Reasons | is actual worth. Fair | which trained as asserting truths.
sports. disease. Few well. Free emotion | value. honestly as possible. | Social lies.

psychosomatic ills. still inhibited. Moral.
o Allows rights to
Content. Interest in children. | 4o o ocratic.

2.5 | Relatively inactive, | Occasionally ill. Indifference. Disinterest in In control of Capable of Treats ethics Insincere. Careless
but capable of Susceptible to usual procreation. function and some | constructive action; | insincerely. Not of facts.
action. diseases. reasoning powers. | seldom much particularly honest

Boredom. Vague tolerance of Does not desire_ quanti?f. Small or dishonest.
; much ownership. value. “Well
children. : »
adjusted.

2.0 | Capable of Severe sporadic Expressed Disgust at sex; Antagonistic and Dangerous. Any Below this point: Truth twisted to suit
destructive and illnesses. Tesentment. revulsion. destructive to self, | apparent worth authoritarian. antagonism.
minor constructive others, and environ. | wiped out by Chronically and
action. Nagei Desires command | potentials of injury | bluntly dishonest

agging of and . - -
in order to injure. to others. when occasion
nervousness about arises
children. .
1.5 | Capable of Depository illnesses | Anger. Rape. Sex as Smashes or destroys | Insincere. Heavy Below this point: Blatant and
destructive action. | (arthritis). punishment. others or environ. | liability. Possible criminal. Immoral. | destructive lying.
(Range 1.0 t0 2.0 Failing this, may murderer. Even Actively dishonest.
interchangeable.) Brutal treatment of desnjoy self. when intentions Destrucuv.e of any
. Fascistic. avowedly good and all ethics.
children. e
will bring about
destruction.

1.1 | Capable of minor Endocrine and Unexpressed Promiscuity, No control of reason | Active liability. Sex criminal. Ingenious and

execution. neurological resentment. perversion, sadism, | or emotions, but Enturbulates others. [ Negative ethics. vicious perversions

illnesses. irregular practices. | apparent organic Apparent worth Deviously dishonest | of truth. Covers
control. Uses sly outweighed by without reason. lying artfully.
. means of controlling [ vicious hidden Pseudoethical
Fear. Use of children for h iall ; L
sadistic purposes others, especially intents. activities screen
" | hypnotism. perversion of ethics.
Communistic.

(0.5 | Capable of relatively | Chronic Grief. Impotency, anxiety, | Barest functional Liability to society. | Nonexistent. Not Details facts with

uncontrolled action. | malfunction possible efforts to control of self only. | Possible suicide. thinking. Obeying | no concept of their
of organs. reproduce. Utterly careless of | anyone. reality.
(Accident-prone.) others.
Apathy. Anxiety about
children.
0.] | Aliveasan organism.| Chronically ill Deepest apathy. No effort to No command of self, | High Liability, None. No reaction.
(Refusing procreate. others, environ. needing care and
sustenance.) Suicide. efforts of others

without making
any contribution.




9Courage 1 O Speech: 1 1 Subjects 12 Reality 1 3Ab111ty 1 Persistence 1 5 Literalness 1 6 Method 17 Hypnotic 18Ability to 1 Your 20H0w 2 State 2 2How 23 Potential 2 4 Potential
Level Talks Handling to Handle ona Used by Level Experience Value Much of Your Well Success Survival
Speech Listens ©f Written (Agreement)  Responsibility Given Course Recepnon of  Subjectto Present Time as a Friend Others Like ~ Possessions  Are You
) or Spoken Statements Handle Others Pleasure You Understood
Comm When
Acting as a
Relay Point
High courage level. | Strong, able, swift | Passes theta comm, | Search for different | Inherent sense of High creative High differentiation. | Gains support by Impossible to Finds existence very | Excellent. Loved by many. In excellent Very well. Excellent. Excellent. Tone
and full exchange | contributes to it. viewpoints in order | responsibility on all | persistence. Goodunderstanding | creative enthusiasm | hypnotize without | full of pleasure. condition. Considerable Scale 4.0
of beliefs and ideas. | Cuts entheta lines. | to broaden own dynamics. of all comm, as and vitality backed | drugs. longevity.
reality. Changes modified by Clear’s | by reason.
reality. education.
Courage displayed | Will talk of Passes theta comm. | Ability to Capable of assuming | Good persistence Good grasp of Gains support by Difficult to Finds life Very good. Well loved. In good condition. | Well. Very good. Very good. 35
on reasonable risks. | deep-seated beliefs | Resents and hits understand and and carrying on and direction statements. Good creative reasoning | trance unlessstill | pleasurable most
and ideas. back at entheta evaluate reality of | responsibilities. toward constructive | sense of humor. and vitality. possessed of a of the time.
lines. others and to goals. trance engram.
Will accept Zhangeb\lflewpomn
deep-seated beliefs, greeable.
ideas; consider them.
Conservativedisplay | Tentative expression | Passes comm. Awareness of Handles Fair persistence if | Good differentiation | Invites supportby | Could be Experiences Good. Respected by most. | Fairly good. Usually. Good. Good. 3.0
of courage where of limited number of | Conservative. possible validity responsibilityina | obstacles not too of meaning of practical reasoning | hypnotized, but pleasure some
risk is small. personal ideas. Inclines toward of different reality. | slipshod fashion. great. statements. and social graces. alert when awake. | of the time.
moderate Conservative
Receives ideasand | comstruction agreement.
beliefs if cautioush and creation.
eliefs if cautiously
stated.
Neither courage nor | Casual pointless Cancels any comm | Refusal to match Too careless. Not 1dle, poor Accepts very little, | Careless of support | Canbe a hypnotic | Experiences Fair. Liked by a few. Shows some neglect.| Sometimes Fair. Fair. 25
cowardice. Neglect | conversation. of higher or lower | two realities. trustworthy. concentration. literally or from others. subject, but mostly | moments of misunderstood.
of danger. tone. Devaluates Indifference to otherwise. Apt to be alert. pleasure. Low
Li urgencies. conflict in reality. literal about humor. intensity.
istens only to T less ¢
ordinary alfairs. 00 careless to agree
or disagree.
Reactive, Talks in threats. Deals in hostile or | Verbal doubt. Uses responsibility | Persistence toward | Accepts remarks of | Nags and bluntly Negates somewhat, | Occasionally Poor. Rarely liked. Very neglected. Often Poor. Poor. 2.0
unreasoning thrusts | Invalidates other threatening comm. | Defense of own to further own ends. | destruction of tone 2.0 literally. criticizes to demand | but can be experiences some misunderstood.
at danger. people. Lets only small reality. Attempts to enemies. No compliance with hypnotized. pleasure in
amount of theta undermine others. constructive wishes. extraordinary
Listens to threats. go through. Disagrees. tpi]ejs'rsiste_nce below moments.
Openly mocks theta pornt.
talk.
Unreasonable Talks of death, Perverts comm to Destruction of Assumes Destructive Accepts alarming Uses threats, Negates heavily Seldom experiences | Definite liability. Openly disliked Often broken. Continually Usually a failure. Early demise. 15
bravery, usually destruction, hate entheta regardless | opposing reality. responsibility in persistence begins | remarks literally. punishment and against remarks, any pleasure. by most. Bad repair. misunderstood.
damaging to self. only. of original content. | “You're wrong.” order to destroy. strongly, weakens Brutal sense of alarming lies to but absorbs them.
Disagrees with quickly: humor. dominate others.
Listens only to death | Stops theta comm. reality of others.
and destruction. Passes entheta and
Wrecks theta lines. | perverts it.
Occasional Talks apparent theta, | Relays only Doubt of own reality. | Incapable, Vacillation on any Lack of acceptance | Nullifies others to Inapermanentlight | Most gaiety forced. | Dangerous liability. | Generally despised. | Poor. No real Nearly always fails. | Brief. 1 . 1
underhanded but intent vicious. | malicious comm. Insecurity. Doubt of | capricious, course. Very poor of any remarks. get them to level trance, but negates. | Real pleasure out In poor condition. | understanding.
displays of action, opposing reality. irresponsible. concentration. Tendency to accept | where they can be of reach.
otherwise cowardly. Li . . Flighty. all literally avoided | used. Devious and
istens little; mostly | Cuts comm lines. by forced h o
to cabal, gossip, lies. [ Won't relay. y forced umor. Ecmus means.
lypnotism, gossip.
Seeks hidden
control.
Complete Talks very little and | Takes little heed of | Shame, anxiety, None. Sporadic Literal acceptance | Enturbulates others | Very hypnotic. Any | None. Very great liability. | Not liked. Only In very bad Notat all Utter failure. Demise soon. 0.5
cowardice. only in apathetic comm. Does not strong doubt of own persistence toward | of any remark to control them. remark made may pitied by some. condition generally. | understood.
tones. relay. reality. Easily has self-destruction. matching tone. Cries for pity Wild | be a “positive
reality of others lying to gain suggestion.”
Listens little; mostly forced on him. sympathy
to apathy or pity.
No reaction. Does not talk. Does not relay. Complete None. None. Complete literal Pretends death so Is equivalent to a None. Total liability. Not regarded. No realization of Ignored. No effort. Almost dead. 0.1
Unaware of comm. | withdrawal from acceptance. others will not think | hypnotized subject possession. Complete failure.
Does not listen conflicting reality. him dangerous and | when “awake.”
. No reality. will go away.












