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Janice Teal & Enriched Environment



Berkley Research Report

Our neural tissue Is not carved In stone;:

It Is molded by our experiences
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Neuroplasticity
Concept
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Santrock, Crild Dovelopment, S8e. Copyright © 1908 McGraw Hill Companieg, Inc. All Rights Reserved.

Normal Curve and the Stanford-Binet
IQ Scores

Percentage of
s 6 e 13.50% 34.13% 34.13% 13.50% ~2.14% 0.13%

normal curve -—0 . e,

|

Cumulative 0.1% 2.3% 15.9% 50.0% 84.1% 97.7% 99.9%
percentages 2%  16%  50%  84%  98%
Stanford-Binet 1Qs 52 68 84 100 116 132 148
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CO-ORDINATION

FLEXIBILITY



Tue #] BesTSELLER

THE TENTH ANNIVERSARY EDITION

DANIEL
GOLEMAN

Author of Social Intelligence

THE GROUNDBREAKING BooOk

THAT REDEFINES WHAT IT

MEANS TO BE SMART

Emotiona
nielligence

WHY IT CAN MATTER

MORE THAN I10Q
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Emotional
Intelligence
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Total Positive Experience:
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Negotiating a hetter outcome

Bullding successtul relationship

You've got to be ahle to get pesitive
results in negative circumstances

[ Negotiation as Game






