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Johnson’s art reflects hmanity

these palntings. They are museum quality.”
The of is not only in size

his commitment to figurative painting.

Donald Morris Gallery
strong belief [n that mode of artistic expression.

palnting.”

When In the 60a and 70s, the trend In art was toward pop,
minimalism or photo-reallsm, Lester Johnson maintalned

14
“Lester Johnson: Men With Bowler Hata, 1989-1971" at the
through Feb. 23 i3 a testimontal to hls

James R. Mellow, critle of Arts magazine and author of
the catalog essay, “Lester Johnson and the Lonely Crowd,”
sald of these 1870 palntings; “They established Johnson as
one of the new masters In the slow resurgence of interest
among American artists in the human flgure as a subject for

Florence Morris agreed. “We feel priviledged to show

but in the scope of the and powerful
images of the lonely men, Without the overt social cogymen-
tary of Bec! Johnson's are

other. In “City Crowd,” 1871, they move with diffusion as L

carried by the crawd. They crowd (he canvas, cach head and

torso occupying lts own space.

Compesitionally, the figures are forms and shapes; rectan-
les, eic, According to Mark Morris, the

taphors of the human condltion.

DARKLY outlined and thickly painted, the anonymous
men In bowler hats are decldely urban, namelesa residents
of the Bowery, Johnson achleves this image without archi-
tectural landseape or landmarks, only the dark-hatted fig-

ures,

1In *Three Drunks Smoklng,” 1970, he uses props, tables,
bottles and cigars. But it is the rhythmic repetition of the
{lgures that communicates a grim sense of conformity.

The squarc-j@ved men are generally impussive, thelr
faces and profiles ambiguous. They don't relate to each

me- gl

“Approaching Men,”
1970, by Lester John-
son, is 83 by 180 inch-
o8, a8 big as the wall
of an average sixe
room. It is oll on can-
vas. As In all of the
works in the show,
there [s a readily ap~
parent mental dis-
tance between each
of the figures in the
crowd.

MINDY BAUNDERS/stalt photogrepher

review

s, ¢
paintings are like studies in art history — the flat
influence as well as the Greek fricze, a

ol flgures
across the canvas.

‘And move they do. Tightly packed, they are in actlon, but
restless and eatranged, In “Approaching Men,” 1970 the huge
hands and feet move with assertion and force, almost like a
dance as they approach the viewer.

In the diptyeh, “City No. 2,” 1971 two ‘Beckmann-llke fig-
ures dominate the canvaas as If in dance while the anony-
mous crowd moves around them.

JOHNSON'S group of self-portralts further attests to bis

to the figure. Although small and unimpossiog
in manner and stature, Johnson's self-portraita reveal the
same strong, muscular and cnergized imago a3 the men In
bis Imbued with self. be docsn't waver
in his commitment as he paints hia lonely men.

Deaplle the fact that theso works are almost 15 yeara old,
there s a and and éon-
tent as If they were painted yesterday.

Donald Morris Gallery is at 105 Townsend, Birmingham,
Hours are 11 2.m. to 6 p.m., Tuesday-Saturday,

Clarinet solo highlights symphony show

B8y Avigdor Zsromp
speclal writer

For those who fecl the destre to vea-
ture outside the standard repertolre,
the Detrolt Symphony Orchestra pro-
gram last week provided such a dlver-
sion In at lcast one major selectlon —
the Symphony No. 1 by Waiton, N

The opening selection, TchaikovsKy's
“Hamlet"™ Overture, s more familiar
but isn't in the “warharse™ category.
Between these two works was the
stretch of the most famillar tervitory
— Mozart’s Clarinet Concerto In A Ma-
Jjor. This wasa {or the rela-

in this

In some | this judg- — possess an fmp e and
ment dldn't scem unecasonable regard- knows how to use It as a tool rather massive work was there. But this s
ing items on this program. than an end. based on limlted exposure to thia com-

Mozart's classleal masterplece, in
my opinion, has scored an unquallfled
victory in terms of musical content,
even though comparing works of dlf-
ferent styles and perlods has its pit-
alls.

GUEST conductor was the English-
born Davld Atherton, who at age 40 has.
already cstabllshed an Impressive rep-
utation. He was joined by the iynung

in e

Avigdor
Zaromp

harsh eplsodes were outlined with 1lb-
eral use of the percussions. These were
contrasted with the tender scenes de-
pleting Ophelia. .

Among the many tone poems deplet-
Ing Shankepearcan characters,
T

tively obscure Clarinet Concerto No. 4
by Louis Spohr.

‘While the musica) judgment of histo-
ry might seem arblteary and capriclons

Richard
Mozart concerto.

averture

s “Hamlet” is one of the
most noteworthy, and this performance
h d |

e 7
convinelngly the intricate moods and
deseriptions which it porirays. The

Music Gulld presents
© Bess Bonnier Quartet will be the guest artists for the Cran-
'brook Music Gulid Series at 8:30 p.m.
Bonnler, well-known area jazz planist, will
ass; and Tom Brown, drums. Program
380 Lone Plns, Bloomfield Hills. Parking
is In the Christ Church Cranbrook lot with shuttie bus service to
k for artisis and guests
for information or reservations.

(Cranbrook Housae library,

ouse.
larl. Tickets are $8. Call 648-57068

Tusesday. Performing with
be Gene Parker, reeds;
are in the

follows con-

28 ts stature,
Atherten used a smalt orchestra for
Mozart's concerto. It sounded suffi-

clently lively and energetic In tho ln-

troduction of the f(rst movement, but It

also proved to be unobtrusive in its aup-

port of the tender notes of the clarinet.
s

In the slow movement, the tender

. and unpretentious cadenza had more

impact than some of the moat astonlsh-

pos
posltion, and a therough famlliarity on
my part could have resulted in & differ-

ent impreaslon. :
The himself was bogged

ing feats wit-
nessed in other works.

THE WALTON symphony, which
was the siogle work after intermlssion,
composed (1935, Is tonal and melodle
in nature, It doesn't have the harah dis-
that make many 20th century

turned out
to be the most ( i of

works to large

this program. The rapid and windlng
passages in the fast mavements flowed
with natural casc and beauty, which
was a tribute to composer and per-
former alike, While Stoltzman does

of the audlence.

Atherton scemed to be tharoughly {a-
miliar with the work and used the large
orchestral forces to achleve the best
possible results, Still, the feeling of

down with thls work for a few years, 3
fact that In itself 13 not a reflection of
its quality, After ait, Brahma also bad
hls agonizing sircaka with hls sympho-
nles. The difference might e with the
inherent ability to resolve the frustrat-
ing dilemmas.

Atherton is scheduled to conduct the
DSO in this week’s program as well, It
wil) consist of works by Haydn, Stra-
vinsky, Silvestre Revueltas and Ravel,
Salvatore Accardo wlll perform the
Straviasky Vioila Concerto,

‘Pacing’ vital sales approach

By Chuck Moss
spaeclal writor

“Modern Persuasion Strategies,
the Hidden Advantage In Selling,”
by Donald J. Moine and John H.
Herd, Prentice-Hall, 204 pages.

Never scream at a screamer. I
learned that from my tnother, But for
those not 5o fortunate, there's “Modern
Perzuaslon Strategles,” n new “how-to”
sales manual put out by consultants
Donald J, Moino and John H. Herd.

Herd also runs the Achlevement Cen-
ter in Rochester, for which this work is
a handbook. Designed to Improve sales
technlque, MPS (s grouped around a
single jdea —~ pace your customer,

“We do trust people we percelve a3
being llke we are,” wrile Moine and
Herd, “and this extends to apeech vol-
ume. People who speak softly are very
aware of screamers and whisperers.
‘They consider thelr own speech volume
normal and Intultively trust others who
speak at their level.”

It's achieving this Intultive trust that
the book counscls, how to subtly galn
rapport with the customer. Hence, the
“paclng” Involves moldlng your rap to
the atyle of the customer.,

But walt! Therc's morel MPS i3 full
of other technlques such as subliminal
(“wonldo’t you lke to sub-
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suiibe to this newspaper?), using
*mental erasers” (such as “clearly
our book reviews are better”), and the
“repeated yes technlque,” leading the
customer from “yes” reply to “yes” re-
ply: “Docsa’t a better paper have better
book reviewa? YES. Don't more peo-
ple subscribe to the Eccentric because
it bas belter book reviews? YES.
Shouldn't Chuck Moss' better book re-
views be pald more? YES."), and vari-
ous other psychological tricks.

John Herd will be signing coples
of his book, “Modern Persuasion
Strategies,” 2-4 p.m, Saturday at B.
Dalton Booksellers, Oakland Mall.

The book moves fast, [s
and contains huge doses of common
sense, It's also local, which makes it
more fun to read. Refercnces to Ro-
chester, M-14, and a hilarious dizlogue
with Don Masey llven up what could be
a dull textbook.

A conversational, quick-stepplog
style makes the lesson go down easy.
And the authors even show examples
from the era’s master salesman him-
sclf, Ronald Reagan.

Herd, who graduated cum laude
from Wesleyan Unlversity of Mid-
dlelawn, Conn., also studled at Col-
umbla University and Universite de
Grencble, Frapse,

Herd and his Achlevement Center
assoclates have conducted sales
tralning seminars for major compa-
nics such as Xerox, Chevrolet, Gel-
man Sciences, Merillat, National
Steel Group, Parker Ctemical,
AT&T

For a book devoted to
the narrative avolds the cynical “sucke
er born® approach. And, bey, who
doesn’t have something to sell these
days?

“Modern Persuzsion Strategles” can
glve everyone food for thought and pos-
sibly some ues. At the
very least, you'll be able to note them
when they're used against you.

Systems, GTE
Valeron, Michigan Boell, Ford Motor
Co, and Citicorp.
Herd bas conducted. more than
1,500 training seminars throughout
the country.

“What we do not do,” sald Herd,
“fs hold workskops for the publle.”

Author to sign books

He agreed there are some persons -
in sales who hkave a special talent
for reading and peacting to others
and compared 1t *infa-red vislon on
a scope at night. He added, “They
don't know they bave jt."

Admitting he was the oppoelte of
& natural genlus in sales, Herd sald,
*“I couldn't sell my way out of & pa-
perbag”

He used what he termed “my dell-
clency” to an advantage expl g
*Most salesmen don't lika to be ana-
Iytical”

Because his salesmanship was
1earned, be was forced to be analytl-
cal and a3 a result made an Intes-
slve study of the psychology and
technigques of selling.

Herd sald bis publisher bas ex-
pressed interest in at least two more
books.
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