


60 MINUTES. IT DIDN'T 
JUST CHANGE TELEVISION 
VIEWING HABITS ••• 
IT CHANGED TELEVISION. 

60 Minutes spawned an entirely 
new genre of broadcasting. The 
only mold it fits is the one it cre
ated. For 12 years, it has revealed 
the nation to itself; and now, by 
having become the top-rated 
series on all television , it has 
revealed yet another facet of our 
society: that the people and 
events of the day can fire the 
public's interest as much as any 
flights of fiction. 

By focusing our attention on 
the people behind the issues, by 
addressing every aspect of our 
culture from science to politics, 
by revealing the important stories 
before they become headlines, 
and by delving into fraud, mis
management, corruption and 
injustice, 60 Minutes has grown 
into the acknowledged advocate 
of public information. Yet it actu
ally devotes more air time to 
practitioners of the fine arts than 
any other program. By filling a 

niche with incisive investigative 
reporting and a probing interview 
technique all its own, 60 Minutes 
has awakened a popular appetite 
for information. 

"Reality programming," in 
both news and entertainment, is 
the hottest trend on the dial. CBS 
is proud to have led the way with 
60 Minutes, and to have 
achieved both critical acclaim 
and popular appeal. In this 
increasingly complex society, the 
fact that a public affairs program 
produced by CBS News could 
lead the television season 
bespeaks a healthy move toward 
introspection, and a desire to 
keep up with a swiftly changing 
world. 

The preeminence of 60 
Minutesderives, in large part, 
from the preeminence of its four 
correspondents, Mike Wallace, 
Morley Safer, Dan Rather and 
Harry Reasoner. It also reflects 

the character of its creator and 
executive producer, Don Hewitt, 
whose insight into the potential 
popularity value of news has 
turned the camera lens into an 
unblinking, inquisitive and 
engaging eye. 

Each of these newsmen 
brings to 60 Minutes his own 
innovative approach to broadcast 
journalism, and each has left his 
stamp of integrity and intel
ligence. They have shown that 
the weekly sweep of a stopwatch 
second hand can encompass 
the grand sweep of history in-the
making. 

The public has responded 
by trusting 60 Minutes, week 
after week, to persist beyond 
politeness in asking the ques
tions that need to be asked, and 
to identify the issues that 
demand attention. 

60 Minutes, now the most 
popular series on all television, 
has proved that the most inter
esting thing in the world today is 
the world today. 

PEOPLE WATCH 
AND LISTEN 
BECAUSE WE WATCH 
AND LISTEN. 
CBS/BROADWT 
GROUP 
CBS TELEVISION NETWORK, 
CBS ENTERTAINMENT.CBS SPORTS, CBS NEWS, 
CBS TELEVISION STATIONS, CBS RADIO 
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FRONT COVER PHOTOGRAPH 
The newly elected 1981 National Achievers Conference (NAJAC) offi

cers are (from left to right) Vice President William Herp, Louisville, KY; 
Secretary Kathy Harris, Chicago, IL; President John Tipton, Louisville, KY; 
and National Achievers Association Chairman William Sawyers, Salt Lake 
City, UT. Following their installation, the officers stood outside the audi
torium greeting NAJAC delegates. 

The conference and the Junior Achievement national contest winners 
are featured on pages 4 - 7 and 18. 
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The National Junior Achievers 
Conference (NAJAC) is held each 
year on the beautiful Indiana Uni
versity campus in Bloomington, IN . 
A very special event, NAJAC is a 
week-long conference designed to 

The trophies for the contest winners on stage at NAJAC. 

strengthen the abili t ies of top 
Achievers. 

The 3,000 delegates to NAJ AC 
are chosen from among the 200,000 
teenagers who participate each 
year in the Junior Achievement 
high school program . These dele
gates are guided by Grad uate 
Achievers who are past NAJAC 
delegates. Numbering 340 strong, 

the grad staffers are dedicated to 
making this unique JA experience 
one of the most memorable times 
in the lives of Achievers. 

At NAJAC national honors are 
conferred on the best JA com
panies and personnel. Winners at 
the national level split more than 
$20,000 in scholarship awards and 
savings bonds . 

Delegates to NAJAC come from all over the United States and 4 foreign nations. 

FLORIDA PENNSYLVANIA MICHIGAN 
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During the week of the confer
ence, Achievers attend workshops, 
seminars and general sessions 
with outstanding speakers, and 
they participate in sports activities 
and social events as well. 

More than three dozen work
shops and seminars geared to the 
diversity of interests found in so 
large a group are held on Tuesday, 
Wednesday and Thursday at 
NAJAC. "Business and Govern
ment, " "Money and Banking," 
"Women in Business" and "Mock 
Trial" are some of the topics which 
Achievers can explore. 

In the "Mock Trial" seminar Ac
hievers participate in a real life trial 
situation from start to finish. They 
spend two mornings interviewing 
witnesses, gathering facts and 
analyzing police and medical re
ports . On Thursday Achievers pre
sent the trial in "court" before 
twelve Achiever jurors unfamiliar 
with the case. 

A nervous eye witness to the incident, played by Cam
den,. NJ Achiever Linda McIntyre, testifies before Mil
waukee, WI Achiever Judge Tracy Grulke that the dece
dent was hit by a truck. 

"Mrs. Lynch, you've testified 
that you don't believe your hus
band committed suicide, correct?" 
asks the Achiever attorney. "Yet, 
isn 't it true he bought a life insur
ance policy just 22 days before his 
death?" 

The clerk of the court swears in County Coroner Dr. 
Fieldstone, played by Minneapolis, MN Achiever Arnie 
Mondloch, who testifies that the victim committed 
suicide by jumping from a building. 

Created and led by graduate 
staffer and attorney, Ember Reich
gott of Minneapolis, MN , the semi
nar has been one of the most popu
lar at NAJAC. The outcome of the 
case is totally dependent on what 
facts are discovered by the 
Achiever attorneys and how they 
are presented to the jury. If the jury 
decides that the decedent died by 
a hit and run accident, the insur
ance company must pay $50,000 in 
insurance benefits to the widow . If 
he died by suicide, the company 
need not pay. 

Many of the Achievers in the 
seminar hope to continue in law 
after college while others simply 
want to get a general idea about 
trial procedures and law. 

Achievers meet and escort B, I & E Day executives to 
NAJAC as they land at the airport. Wednesday at NAJAC 
is known as B, I & E Day because Business, Industry 
and Education executives participate with Achievers in 
the day's events. 

Here JA National Board Chairman David T. Kearns, 
president and chief operating officer of Xerox Corpora
tion, raps with NAJAC delegates. 

A delegate catches up on the news in The Achiever. 
From Sunday through Friday The Achiever, a 4 to 8-page 
daily newspaper, keeps delegates informed about con
ference happenings. 

These Achievers are going lo the President's Ball, a 
major social event at NAJAC. --l"'lill'----.. 

At NAJAC Achievers form con
tacts and friendships with peers 
from every part of the country. Any
one willing to work hard for their 
own JA company is eligible to be a 
NAJAC delegate. 
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'' I I I Ind Raw Far The linnars !" 
OUTSTANDING YOUNG BUSINESSMAN/WOMAN -
Sponsor: National Federation of Independent Business 

1. Murry Stegelmann , Goshen, IN 
2. Colin Stevenson , Arlington , TX 
3. Ralph Johnson , Grand Rapids , Ml 

1. Ellen West , Orlando, FL 
2. Laura Peracchio , New York, NY 
3. Robin Riddle , Salt Lake City, UT 

PRESIDENT - Sponsor: Young Presidents Organization 
1. Murry Stegelmann , Goshen , IN 
2. Michael Levy , Manhasset , NY 
3. Colin Stevenson , Arlington , TX 
Finalists: Ralph Johnson, Grand Rapids, Ml 

Grady Daniel , Richmond , VA 
Paul Savary, Dubuque, IA 

TREASURER - Sponsor: National Association 
of Accountants 
1. William E. Herp , Louisville, KY 
2. Michelle Remillard , Toledo, OH 
3. Mary Jue , Sunnyvale, CA 
Finalists: Bob Tepedino, Rockville Centre, NY 

Morgan Williamson, Lexington, KY 

CORPORATE SECRETARY - Sponsor: 
American Society of Corporate Secretaries, Inc. 
1. Deborah DePue , Buffalo Grove, IL 
2. Patti Youmans , East Grand Rapids , Ml 
3. Robin E. Riddle , Salt Lake City, UT 
Finalists: Melissa Goodman , Tulsa, OK 

Michael L. Smith, Lafayette, IN 

MARKETING EXECUTIVE - Sponsor: 
Sales and Marketing Executives International 
1. Kathy Harris , Dundee, IL 
2. Daniel Eder , Milwaukee, WI 
3. Susan K. Schmickley , Cedar Rapids, IA 
Finalists: Bob Clemens , Barberton, OH 

Matthew Kearns, Ashland , KY 

BEST SALES - Sponsor: Sales and Marketing 
Executives International 
1. Audrae Erickson , Portland, OR 
2. Ingrid M. Conrad , Pittsburgh, PA 
3. Scott Myers , Wooster, OH 
Finalists: Steven Silverstein, Atlanta, GA 

Lance A. Lavergne, Baton Rouge, LA 

PRODUCTION EXECUTIVE - Sponsor: American 
Institute of Industrial Engineers & Society of 
Manufacturing Engineers 
1. Chip Hardt , Indianapolis, IN 
2. Rhonda Wright , Muncie, IN 
3. John C. Finn , Cincinnati, OH 
Finalists: Bill Oubre, Metairie, LA 

Todd Lue, Burlingame, CA 

PERSONNEL EXECUTIVE - Sponsor: American 
Society for Personnel Administrat ion 
1. Laura Peracchio , Brooklyn , NY 
2. Ruth Barr, Cupertino, CA 
3. Heather Halfacre , Elizabethtown, KY 
Finalists: David Sumrell , Colorado Springs, CO 

Robert Bazzarelli , Cleveland, OH 
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SAFETY DIRECTOR - Sponsor: American Society of 
Safety Engineers 
1. Scott Reimer , Maple Grove, MN 
2. David A. Kruer , Louisville, KY 
3. Ellen West , Maitland, FL 
Finalist : Brian Sanders, Vincennes, IN 

PURCHASING MANAGER - Sponsor: National 
Association of Purchasing Management, Inc. 
1. Chantee Cade , New York, NY 
2. Greg Genrich , Indianapolis, IN 
3. David Raffo , Redford, Ml 
Finalists: David Erickson, Orlando, FL 

Maureen C. Nash, Baltimore, MD 

QUALITY CONTROL - Sponsor: American Society 
for Quality Control 
1. Michael Boucher , St. Paul, MN 
2. Suzanne M. Iott , Midland, Ml 
3. Max Domaschko , Charleston, WV 
Finalists: Kathleen C. Johnson, Orlando, FL 

Stephen Makk, Louisville, KY 

PUBLIC SPEAKING - Sponsor: Dale Carnegie and 
Associates, Inc. 
1. Brett Scharffs , Salt Lake City, UT 
2. Michael A. Welch , New York, NY 
3. Larry Scott Marso, Santa Clara, CA 
Finalists: Mary Ellen Mayetta, Scarsdale, NY 

Bruce L. Johnson, Louisville, KY 

MANUFACTURING COMPANY OF THE YEAR -
Sponsor: National Association of Electrical 
Distributors 
1. TRAK-JAC , Louisville , KY 

Alison Land, Paula Padgett, Daniel Herp 
2. ULTIMATE PRODUCTION SERVICES , 

Des Moines, IA 
Joseph Pollpeter, Mark Blaine, Kevin M. Floden 

3. TELCO Ill , Pittsburgh, PA 
Vonnie Shepstone, Kathleen O'Leary, 
Marcia McClutcheon 

Finalists: CREATIONS UNLIMITED, Elkhart, IN 
David Madigan, Roelf Kuitse, Rita Skarha 
MASTER DESIGNS, Sunnyvale, CA 
Jim Kitagawa, Clint Chao, John Dawson 

SERVICE COMPANY OF THE YEAR - Sponsor: 
Educational Communications, Inc. 
1. PIONEER ADVERTISING & PRODUCTION , Salt Lake 

City, UT 
Scott Mietchen, David Ray Wehry, Dianne Johnson 

2. COMMONWEAL TH PRESS , Richmond, VA 
Craig Crawford, Laurie Etheridge, Rodney Neely 

3. TRI-CENTURY PRODUCTIONS , Nashville, TN 
Carla D. Sullivan, Curtis L. Daniels, Darlene Williams 

BANKING COMPANY OF THE YEAR - Sponsor: 
American Bankers Association 
1. ACHIEVERS NATIONAL BANK & TRUST 

Gretchen Lands, Denver, CO 
2. BANK OF PROSPERITY 

Joan Wenthe, Waterloo, IA 
3. J.A. FINANCIAL COMPANY 

Kelley Wisecup, Albans, WV 
Finalist: ATLANTA BANK OF ACHIEVERS 

Thomas J. Stutzman, Atlanta, GA 
Seep. 18 for Product Fair winners . 



Whether they are called Ac
hievers Associations or Junior Ac
hievement Chambers of Com
merce, groups of Achievers all over 
the country are working for their 
local JA companies. By arranging 
special community and social acti
vities and sending out newsletters, 
the associations help keep Ac
hievers interested and add to the 
fun of the year by introducing com
panies to each other through 
dances, competitions and money 
raising events. · 

#1 - James DeCesaro Middletown, OH Achievers Associ
ation president and Dee Cofield, vice president, demon
strate the proper techniques of cardio-pulmonary re
suscitation (C.P.R.) on a training mannequin. The 
course was sponsored jointly by the Achievers Associa
tion and the Middletown Area Survival Heartbeat pro
gram. 

#2 - Carolyn Redford, president of the · Glasgow, KY 
Achievers Association and DJ Coyote McCloud of Kicks 
104 Radio in Gallatin, TN surrounded by discoers at 
the AA Disco last year. 

#3 - The Honorable Governor of Puerto Rico Carlos 
Romero Barcelo signs the 1980 Junior Achievement 
Week Proclamation while officers and members of the 
Achievers Association look on. Left to right they are, AA 
President Jaime Fortuno, Lourdes Sotomayor, Ana de 
los Reyes, Mayra Cabello, Adviser Richard Nieves, Sam
my Cespedes, Jesus Grana, and Wanda Franco. 

#4 - Mary Napier of the Roanoke Valley AA takes five 
after the monopoly marathon. Another event that 
helped put Roanoke, VA in the top five last year was a 
pro-business rally. Two TV stations and local radio sta
tions were on the scene to conduct pro-business inter
views with Achievers. 

#5 - Denver, CO AA officers enjoy a light moment dur
ing one of their meetings last year. Left to right are 
Marilyn Marks, Tom Feiler, Mike Anthony and Barbara 
Feiler. 

JA Bowl - Sponsor: Gino's/Rustlers Restaurants 

1st Place: Region I 
Shawn Murphy, New Bedford , MA 
Stephen O'Donnell, Hartford, CT 
Lisa Procanick, Syracuse, NY 
Mark Temares, New York, NY 

2nd Place: Region IV 
Richard Bohannan, Los Angeles, CA 
Diana Held, San Francisco, CA 
Mark Lopez, Colorado Springs, CO 
Todd Lue, San Francisco, CA 

Could you have won the JA bowl? Can you name the painter of each of these paintings? See page 17 for the answer. 
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What kid doesn't wonder what it 
would be like-when at a fair or cir
cus-to buy enough brightly col
ored helium-filled balloons to float 
off into the sky? Drifting with the 
breeze, kicking at the treetops be
low with a clear blue sky above; 
this is almost everyone's some
time childhood dream. 

Graduate Achiever Tracy Barnes 
never outgrew this youthful fanta
sy. At 20, he was a pioneer balloon 
designer, builder and barnstormer. 
Now at 41 he is the founder and 
principal owner of The Balloon 
Works, and is parlaying his hobby 
and career-ballooning-into one 
of the fastest-growing sports in 
America. 

EARLY EXPERIENCES 
Tracy got his first aviation ex

perience launching weather bal
loons as an Army meteorologist. 

Tim Johnston is a senior at the Univer
sity of Illinois with a double major in 
Engineering and Business Administra
tion. Last year he was Editor-in-chief of 
Technograph, the university's award
wmn,ng engineering magazine. 
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by Tim Johnston, Grad Achiever 

He also belonged to the Army's 
first skydiving club. It was the mar
riage of these two interests that 
got him "hooked on ballooning," 
and prompted his first attempts at 
flying. 

After his Army hitch, Tracy en
rolled in mechanical engineering 
at the University of Minnesota, and 
spent most of his free time toying 
with the idea of flying in a balloon. 
"My first balloon was just two para
chutes sewn together," reminisces 
Tracy. "It failed. My second balloon 
was made of four or five para
chutes and a porch swing. It was 
lumpy and funny-looking, but it got 
me off the ground." 

His first flight attracted a lot of 
attention. Tracy started from a 
friend's backyard and ended on a 
golf course, with a short dip in a 
lake in between. "I had a beautiful 
flight," he recalls. "I couldn't im
agine why everyone-the police, 
fire department, rescue patrol, and 
crowds of people-wanted to res
cue me." 

BARNSTORMING DAYS 
A Sports Illustrated article on 

Tracy's first balloon revealed that it 
was only one of three in the coun
try. The resulting flood of mail from 
readers interested in his home
made craft told him that "there 
must be something to ballooning!" 
A group of Nashville radio station 
owners agreed, and set up Tracy in 
his first business. For the next 
twelve years, he built balloons and 
flew them at radio stations and 
shopping malls, and taught others 
to fly. "Ballooning took me to every 
state in the U.S. and to Canada and 
France," recalls Tracy. "It was a 
beautiful way to see the country, 
but not to make a lot of money." 

BALLOONIST TO BUSINESSMAN 
About 25 balloons were being 

sold per year by 1973, and the pros
pect of manufacturing balloons be
came more inviting . Together with 
fellow aeronauts Dodds Meddock 
(also a former Achiever) and Karl 
Stefan , Tracy started the States
ville, NC based Balloon Works. 

Orders for the Barnes-designed 
balloon came automatically. Tracy 
Barnes was a well-known name 



among balloonists-as an avid 
pilot and holder of seven gas bal
loon world altitude records. Per
haps a more important reason was 
that after twelve years of modifying 
and building balloons, Tracy had 
what he calls "a design that was 
far better than that of any other bal
loon on the market." Capital was 
raised by taking a 50% deposit on 
each order, with a $13,000 Small 
Business Association loan to help 
get started. 

JA HELPED TRANSITION 
According to Tracy, his three 

years of involvement in the Min
neapolis Junior Achievement pro
gram helped to make his transition 
from balloonist to businessman a 
natural one. 

"JA gave me the background 
and the inspiration to decide early 
on, before I got out of high school, 
that 'By golly, I am going to own a 
business of my own!' "says Tracy. 
"It made me realize that it wasn't 
so difficult to have a company." 

The Balloon Works currently pro
duces about 300 balloons a year. 
With an average price tag of 
$10,000, they bring the company 
yearly sales of roughly $3 million. 
A special line called FireFly bal
loons are custom made. Depend-

ing on the design of the enverope 
(fabric portion) and the size and 
construction of the carriage, bal
loon prices can range from $6,000 
to $25,000. 

Tracy owns 70% of the 40 em
ployee company. It has a unique 
working relationship in that it 
takes the four-day work week one 
step further. Employees work a 
three-day week of 28 hours, leaving 
them a four-day weekend. Adminis
trative people work 38 hours in four 
days. 

SUNDAY-AFTERNOON SPORT 
"Ballooning is going to become 

a sport very comparable to boating 
-it's so easy to do," predicts 
Tracy. "It has been growing at a 
rate of about 50% a year, and will 
increase in the future." 

You might say Tracy is banking 
on this trend. He recently shed his 
administrative duties as president 
of the company to tackle full-time 
research and development. His 
goal: develop a practical, longer
lasting, no-frills balloon . 

"If I can cut the price of the bal
loon in half, I will have about ten 
times the potential customers. 
People would buy just a little bit 
cheaper car-and a balloon," en
visions Tracy. 

Tracy Barnes (left) and Dodds Meddock were both Achievers in Minneapolis, MN. 

ANYONE CAN FLY 
According to Tracy, "Almost any

one can fly a balloon . All it takes is 
an outdoors-type personality and an 
adventuresome spirit. Pilots that I 
know range from 16-year-olds to a 
man in his eighties. And a tre
mendous amount of women are 
buying balloons." 

Currently, the Federal Aviation 
Administration (F.A.A.) requires a 
prospective hot-air balloon pilot to 
complete ten hours of balloon flight 
in at least six separate flights. You 
must have two flights longer than 
30 minutes, one solo flight, and one 
ascent to 3000 feet Above Ground 
Level. This prepares you for a flight 
test with a certified F.A.A. examiner, 
while a separate ground school 
prepares you for the required writ
ten test. No medical examination 
is required. To obtain a balloon 
pilot 's license, instruction and 
equipment costs currently total 
about $1000. 

ADVICE TO ENTREPRENEURS 
What is the secret of a success

ful entrepreneur? There isn't one. "I 
was lucky to have an idea that 
worked. If you have an idea that 
you think might work-has some 
potential-you need the ability to 
work your tail off to make it work," 
adv1ses Tracy. 

' !Almost every idea is being 
thought of by a large corporation, 
and there are gobs of inventors 
with ideas who don't know what to 
do with them. I got my inspiration 
in Junior Achievement. Had I not 
been in JA, I would be an engineer 
working for some large corpora
tion. 

"Ballooning is in its infancy," as
sures Tracy. If so, he has spent a 
lifetime changing its diapers. If 
you happen to hear a quizzical 
voice from overhead asking 
"Which way is Paris?"-look out, 
the fast-growing sport of balloon
ing has caught up with you. 

For more information about sport 
ballooning, contact: 

The Balloon Federation of America 
Suite 610 
15th Street N.W. 
Washington , D.C. 20005 

or 

The Balloon Works 
Rhyne Aerodome - RFD 2 
Statesville, NC 28677 
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Did your company have a profit or 
loss? If your company was in the 
black, what was at the root of your 
success? If your company was in 
the red, what did you learn from 
this "failure?" 

"Profit! First, our company 
decided on a product which we 
were sure would sell. Second, 
we all worked together in the 
p·roduction of the product . 
Team work is very important. 
Third, we priced the product 
according to what we thought 
it was worth, keeping in mind 
the quality of it . Low quality is 
as disastrous as high prices. 
Finally, we helped each other 
get psyched up before Trade 
Fairs to make selling easier 
and more fun ." 
Tina Brewster (15) Anderson , IN 

" A profit. In the first place, we 
kept very accurate records. 
Then, we had people who were 
dedicated to selling the prod
uct. We all got along together, 
and everyone sold including 
the officers ." 
Timothy Abrell (17) 
Anchorage, AK 

"We had a good production 
line, so we were able to keep 
up with the demand for our 
product. We had good officers 
who helped us choose good 
products , and kept us supplied 
with materials. Our sales 
manager worked out an initia
tive plan where each team of 
five sales people got a $100 
bonus for every 100 units sold. 
That got our sales up." 
Scott Robinson (16) 
Danville, IL 

"Our company had a profit. I 
think that everybody in my 
company tried to sell. They 
wouldn't give up, they just 
kept on going . At first we had 
difficulty selling the product, 
when the company was just 
getting started ; but when it got 
going, it was really easy." 
June Hansen (15) 
Peoria, IL 

"Lots of things went into mak
ing our company a success. 
We had good products. Our 
sales manager was always set
ting sales goals and offering 
incentives. Our advisers had 
sales parties and planned 
other get-togethers all year. 
The officers worked very hard 
keeping the Achievers excited 
and brought punch and 
cookies on meeting nights ... 
but you didn't get any punch 
and cookies if you didn 't 
work." 
Bob Clemens (17) Akron, OH 

" Loss . Basically, the reason 
was we had a lot of people who 
really weren't motivated to 
sell. We had only one returning 
Achiever in the company. That 
was me. The others were most
ly sophomores who just 
weren't ready to take on re
sponsibility. To have a profit
able company , I would try 
harder to motivate the younger 
people . Make them feel they 
can enjoy the responsibility 
and it is not a chore." 
Jean Pivonka (18) 
Eugene, OR 

"We broke even. We got right 
at the point. Toward the end, 
we pushed even more to sell. A 
bunch of us went out to dif
ferent stores and tried to sell 
them a large supply. Our prod
uct was fire starters. Every
body got out and sold. We took 
car loads, truck loads out on 
our main meeting night." 
Kevin Jones (17) 
Lexington, KY 

"We had a loss. We were sell
ing trouble lights. The kids 
decided that they didn't want 
to sell them any more and de
cided to sell pottery instead. 
By the time they got all the 
ceramics and got them cooked 
and everything, there was a 
whole month without any in
come. We should have kept 
selling lights while we were 
making ceramics . You have to 
rea lly think about what you are 
doing before you jump in and 
do it." 
Donna Peltier (16)St. Paul, MN 

"Profit. We began with every
one new in the company. We 
all worked together because 
nobody knew what to do and 
we found if we helped each 
other we could do everything. 
Our attendance actual ly in
creased during the first month 
and a half, and we had good at
tendance, I think, because we 
kept changing jobs on the as
sembly line." 
Wayne Firsty (17) 
San Juan, PR 

" Our company hqd a loss. We 
started off with a bang and a 
couple weeks later our com
pany fizzled out . Kids would 
come to meetings, but only to 
sit around and talk , not to pro
duce or go out and sell. I've 
learned that for the business 
to succeed , the cooperation of 
all company members is 
necessary. And it also takes 
dedication and hard work. We 
lacked all of those qualities, 

\ therefore, our company did not 
make a profit ." 
Kim Berry (15) Seattle, WA 

"A loss . I wasn't an officer in 
my company, but I think a lot 
of it was that we were not 
organized . My company 's offi
cers set the price of candles, 
and after sel Ii ng for two 
weeks, they told us we had to 
sell them for more because we 
were not making a profit. I 
didn't know what was going 
on. You see, the offi~ers al
ways went into another room. 
A lot of people quit because of 
them. I plan on being an officer 
this year." 
Diane Work (15) Pittsburgh, PA 

"I think the success of our 
company depended on an 
equal division of labor. The of
ficers really worked on their 
books, and everyone worked 
selling radio spots to local 
merchants to support our 
weekly half-hour radio show." 
Ronald Schwarting (17) 
Attleboro, MA 

" Our company lost money last 
year because so many of the 
kids who started out really in
terested dropped out, and 
some just came for the fun of 
it and didn 't want to work. We 
didn 't have a very good prod
uct, though, and I think that 
made a big difference. I know I 
dropped out , but I'm going to 
try again this year." 
Ellen Arch (16) 
Philadelphia, PA 

" My Junior Achievement com
pany realized a profit of ap
proximately 17 percent on 
sales. Our success was due to 
teamwork - a super market
ing effort and an efficient and 
cost-conscious production 
line. The enthusiasm for our 
product (carving boards') 
stimulated the Achievers in 
every facet of the operation , 
especially in the sales area." 
William Hobbib (15) 
Elizabeth, NJ 
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$amurai $ecurities and the "Big Board" 
by Achievers Sally Hanson and Bob Ilse 

While most JA companies around 
the nation were busy making prod
ucts, $amurai $ecurities was busy 
making money ... or trying to any
way. 

The Stockton, CA JA company, 
sponsored by stockbrokers Smith 
Barney, Harris Upham & Co., work
ed like a mutual fund, using the 
money of others as capital to in
vest in the stock of companies 
listed on the American or New York 
Stock Exchanges. 

Once the company was formed, 
the key officers elected, and the 
name "$amurai $ecurities" 
selected , the corporation was off 
and running. Members sold stock to 
friends and family at $5 and $10 par 
value with no single investor being 
able to invest more than $25. Each 
Achiever purchased one voting 
share of stock at $1. A capital iza
tion base of approximately $1,000 
was authorized, and reached very 
quickly. 

Since the company was not con
cerned with manufacturing a prod
uct in the normal sense, the Board 
of Directors had to be structured 
differently. The offices of Vice 
President of Manufacturing and 
Sales were eliminated, and re
placed by a Vice President for Re
search and an Assistant Treasurer. 
The Vice President for Research 
was responsible for directing the ef
forts of the research teams, keep
ing track of statistical data about 
companies invested in, and main
taining information about com
panies discussed at the meetings. 

The Assistant Treasurer was re
sponsible for preparing and sub
mitting the buy and sell orders to 
the sponsor and for keeping track 
of all transactions. 

Those company members who 
were not elected to officer posi
tions were divided into research 
teams of two each. The company 
selected eight groups of com
panies to invest in . They included 
energy, chemical, precious metals, 
real estate, utilities, data pro
cessing, gambling, and drugs. 
Each team was responsible for pre
paring and maintaining a file on 
each company within its group. In
formation from periodicals , news-
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papers, research reports, or any 
other source was collected to help 
in the buy/not buy decision pro
cess. 

The first hour of each meeting, 
the teams investigated their parti
cular group of companies and de
cided which one had the potential 
for short term capital gain. Once a 
company was found, the team pre
pared statistical information to sup
port the buy proposal. This in
cluded price/earning ratio, divi
dends, capitalization, financial 
position, cost (of course), and any 
other data considered pertinent. 

Vice-President of Personnel Randy Bussman does his 
job on the phone. $amurai $ecurilies actually in
creased in membership during the year, ending with 
92% attendance record. Randy won $100 award for VP 
Personnel for the 1979-80 year. 

With their data ready, researchers 
used the remaining time in the first 
hour to prepare their sales proposal 
about the company that they consi
dered "The Buy." The second hour 
of the meeting, the different sales 
proposals were delivered . 

Ground rules were established 
concerning the maximum amount 
of money that could be invested in 
one night. Company members de
cided on a budget of $200 per 
meeting. They ruled shares in a 
company could only be purchased 
once during the year, and, once 
so ld , could not be bought again. 
When a stock was sold , an addi-

tional $100, maximum, could be 
used that evening for reinvest
ment. The buy/sell vote was done 
by secret ballot with each member 
voting required to give at least 
three legitimate reasons support
ing the vote. The advisers made the 
decision as to whether or not the 
reasons were valid. The results 
were then tabulated with the simpJe 
majority of the valid votes cast 
deciding the action to be taken. 

Once the buy decision was 
made, free debate and a hand vote 
decided how many shares of each 
company would be purchased 
within the set dollar limitations. 
The Assistant Treasurer then pre
pared the buy/sel I order and de-
1 ivered it to the sponsor. All stocks 
were purchased and sold at market 
value the next business day. 

DYNAMIC ADVISERS 
The advisers for $amurai $ecuri

ties provided a dynamic approach 
to the investment decisions. Ralph 
Kelmon, head adviser and account 
executive at Smith Barney, Harris 
Upham Company, Inc., and Charles 
Argus, stockbroker at Dean Witter 
Reynolds, Inc . gave their first -hand 
experience and knowledge of the 
stock market. Kirby Robinson, a 
private investor, presented the 
consumer's point of view. Deanna 
Friston, executive secretary at 
Century Bank, brought knowledge 
of accounting and bookkeeping. 
Anita Wiebe, a veteran member of 
Junior Achievement, brought or
ganization and record keeping 
techniques to the company. 

At our regular monthly Board of 
Directors' meetings, we invited 
guests to speak on such topics as 
general investments, banking, sav
ings and loan associations, legal 
matters, income taxes, and tax 
shelters. This has helped us under
stand more about the financial 
world. 

The experience gave real in
sights into the financial commu
nity. Although $amurai $ecurities 
didn't realize a profit on the short 
term investments, its members 
learned how to . do research and 
how to invest more wisely in the 
stock market. 



ON FILE 
"First Investors" Brings Wall Street To Junior Achievement -

Wall Street. To many people, the 
term conjures up an imposing im
age: a corporate canyon of sky
scrapers filled with pinstriped 
executives who conduct intricate 
financial dealings in an esoteric 
language all their own. However, 
for a select group of second-year 
Achievers, firsthand experience as 
investment bankers dissipated 
much of the mystery, yet main
tained the magic of "the street" -
thanks to a JA program in itiated 
and sponsored by Morgan Stanley, 
the giant investment banking firm. 

First Investors, a partnership of 
nine students from high schools 
throughout the greater New York 
metropolitan area, offered tradi
tional investment banking services 
to 23 Junior Achievement manu
facturing companies whose prod
ucts ranged from jewelry and tote 
bags to thermal mugs and picture 
frames. 

The Morgan Stanley-sponsored 
program marked the first time that 
the concept of capital markets was 
introduced into Junior Achieve
ment in New York City. Capital 
markets are composed of cus
tomers-the general public , corpo
rations, etc . -which provide 
money (capital) for investment. 
Acting as an intermediary, First In
vestors initially performed the 
classic underwriting function: buy
ing the stock issue from its JA 
clients at a fixed price and distri
buting it to the capital markets at 
face value. 

In other words, First Investors 
bought the JA firms' stock for 95¢ 
and then sold the shares to the 
public for a dollar, thereby making 
a nickel commission on each sale. 
In all, First Investors managed 13 
separate, diversified portfolios 
worth a total of $323 of investable 
funds. 

Then, throughout the JA year, 
the First Investors team provided 
research reports to its money mar
ket clients, focusing on product of
ferings and the financial status of 
the JA manufacturing firms. 

Gathering the information for 
these reports required continual 
contact with the JA companies. 
Capitalizing on this extensive ex
perience, First Investors compiled 

At the end of the JA year, Achievers Kirk Taylor and Millicent Porter prepare closing statements for First Investors' 
clients. 

a Research Questionnaire which 
surveyed each firm's attendance, 
planning, controls and profitability. 

Whether they become investment 
bankers or not, the nine Achievers 
in First Investors gained broad
based experience by participating 
in the program. They learned , first 
of all, the fundamentals of invest
ment banking, especially how capi
tal markets work within the econo
my. Also, because they worked so 
closely with their JA firms, the 
9-member team learned to deal 
directly with the day-to-day fi-

nancial and operational concerns 
of all 23 JA manufacturing clients. 
In addition, each week the Ac
hievers were treated to discus
sions with Morgan Stanley experts 
on appropriate economic subjects: 
micro- and macro-economics, mer
gers and acquisitions, stocks and 
bonds, etc. And besides these spe
cialized financial lessons, they 
gained practical , real-world experi 
ence in organizational skills, plan
ning, decision-making and team
work-all valuable assets whatever 
their eventual careers. 

Richmond Pays Dividend 

Did you know that in Richmond, VA the winner of the 
sales contest receives $200 to invest in stocks of their 
choice? First-year Achiever Sherry Chaplin was that 
lucky winner last spring, so she had the opportunity to 
carry her business education one step beyond the 
regular JA program into the offices of Cecil, Waller and 
Sterling, Inc., Investment counsellors. Mr. T. Waller, 
her personal consultant, steered her to Virginia Elec
tric & Power Company (VEPCO) as a "good growth 
stock." Taking his advice, she brought 17 shares at 
$11.50 per share, and now has the fun of keeping an 
eye on her investment in the daily newspaper stock re
port. 
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ON FILE 
Grad Achiever Goes To Washington, DC 

"Is government the enemy of big 
business? No, because what you 
are really asking is whether people 
in government are enemies of peo
ple in business. And vice versa. 

"This is one conflict I have re
solved in my mind," says Grad Ac
hiever Susan Wagner, who current
ly holds the title of Special Assis
tant to the Comptroller of the Cur
rency in Washington, D.C. 

"One of the major problems be
tween government and big busi
ness, I believe, is communication. 
Corporate leaders and government 
leaders do not speak the same lan
guage many times, and they start 
from different vantage points, al
though their goals may be the 
same. At least when I am repre
senting the United States Govern
ment during a meeting with repre
sentatives of large corporations, I 
know where they're coming from, 
and that learning experience began 
in JA." 

"If you look back to the 1960s;· 

she explains, "government was 
developing important social pro
grams with excellent goals. How
ever, many of these programs 
changed the way business could 
make decisions. Some of the pro
grams included fair-hiring prac
tices; environmental checks on 
types of chemicals being used in a 
manufacturing process or the type 
of fuel being burned; and concern 
for the health and safety of employ
ees. We all can see that some of the 
decisions which were made were 
costly and need to be changed. And 
in some cases, the original problem 
no longer exists." 

When she was Assistant Director 
of the U.S. Commission on Federal 
Paperwork, Susan directed eight 
studies of regulatory paper work in 
such areas as consumer credit, 
OSHA, EEO, ERISA and Financial 
Reporting. She recommended that 
the whole manner of setting regu
lations be revised. 

When Susan, on behalf of the 
Paperwork Commission, negoti
ated with OSHA to review its 
manual of regulations, more than 
1,000 were eliminated. In all, Susan 
made more than two hundred re
commendations to the President 
and the Congress which resulted 
in more than $3 billion savings to 
the taxpayer. "When every county, 
school, businessman, or person 
has to complete an unnecessary 
report, or make use of a computer, 

or an outside consultant, you'd be 
amazed at how quickly the costs 
add up·,." 

As Special Assistant to the 
Comptroller of the Currency, 
Susan's work remains in the regu
latory field, only now she is in
volved with the national banking 
system. The Comptroller of the 
Currency, as Administrator of Na
tional Banks, sets policies for the 
system, examines management 
practices and represents the banks 
nationally and internationally. 

"One aspect that constantly 
pleases me is the amount of con
cern among bankers and regula
tors about how improper banking 
practices will hurt individual peo
ple. They really do care ." 

Susan with Senator Ted Kennedy at a national JA con
ference in 1962 (photo by Joe Migonl 

Swets Of Selliatq by Carl E. Brinnel, Executive Director, Western and Central MA 

This is the first in a series of articles 
designed to help Achievers develop 
professional sales techniques. 

How about taking a little test? 
See if you have committed any of 
these crimes against the selling 
profession: 
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1. You've used the expression, 
"sales pitch." 

2. Worked in a retail establish
ment and asked a customer 
"May I help you?" 

3 . .A.sked a prospect, "Wanna 
buy one?" 

4. Tried to sell your JA product 
without knowing everything 
there is to know about it. 

a. Materials used and why. 
b. What benefits could be 

derived by your 
customer? 

If you answered yes to one of 
these, slap your wrists; two or 
more, slap your face and read all of 
the articles in this series. 

If the word "sell" disturbs you, 
replace it in your mind with the 
word "help." How does a profes
sional help people? I bought a new 
car some years ago and I didn't 
want to put collision insurance on 
it. After all, it was expensive. The 
salesman urged me and sold me on 
taking it out. Two days after that I 
rolled over and totaled the car. (and 

almost myself) Needless to say, I'll 
never forget that salesman; he sure 
helped me! 

Selling is knowing your product 
before you go out the door, what is 
it made of and why. Also, just as 
important, what will it do for the 
person who buys it? That's what 
selling is all about-knowing that 
you're going to give something to 
someone in exchange for money 
that they wish to have or need or 
both. Don't take the title of sales
person and turn into a "pitchman." 
Sales "pitches" are based on "hot
shots" whose only thought is to re
lieve someone of their money. Pro-

Continued on next page. 



What's Cooking in 
Chattanooga? 

Write a better cookbook and the 
world will beat a path to your door? 
Well, not exactly . .. first you have 
to let the world know it's there . 

Members of JA company Cob-Co, 
sponsored by Cobble Tufting Equip
ment, Chattanooga, TN worked long 
and hard putting together their 
spiral bound book "Keep Cooking." 
They solicited recipes from stu
dents , teachers, mothers and 
friends of friends until they filled 
142 pages with mouth-watering , 
kitchen -tested regional and family 
recipes. 

They agon ized over printing 
costs, and when the books came 
off the press, they formed an as
sembly l ine at the printer's to col 
late the pages for binding . 

Cob-Co was in financial trouble 
as the April 28 liquidation date ap
proached. The post-holiday cook
book had been more work than an
ticipated , and now, in spite of their 
best sales efforts, it looked as 
though they would not be able to 
get into the black before the year 
ended. 

Sales time for the Cob-Co all-girl 
company was limited. All were at
tending Chattanooga's Girls' Pre
paratory School, whose regula
tions require all students to take 
part in school activities until 5:30 
p.m. every day. There had to be a 
way out. 

Salvation came in the form of a 
full-page article in the Chatta
nooga Times Food section April 
17. Company members brought 
their cookbook to the attention of 
Jane Henegar, Chattanooga Times 
Food Editor, who found their reci
pes worthy of a feature article com
plete with recipe samples and in
formation on where to buy the 

Ruthie Garrott, Deborah Brown and Elizabeth Brown with Goodies from 'Keep Cooking" 

$6.95 item. 
After that the phone just kept on 

ringing, and by that April 28 dead
line all bills had been paid and 
each member had received a small 
bonus from the profi ts. 

" My advice to any JA company 
attempting to produce a cookbook 
is to allow yourself plenty of time , 
develop a good marketing plan and 
'Get Gookin ," ' says Libby Haupt, 
adviser. 

------------ Bon Appetit ! ------------
How about a make-your-own- Or an energy boosting snack for 

pizza party? the assembly line workers? 

PIZZA SUPPER PIE 
(Ruth Vredeveld) 

1/2 lb. bulk pork sausage 
3/4 cup chopped onion 
1/2 tsp . oregano 
1/4 tsp. pepper 
4 eggs 
1/2 cup milk 
1 cup shredded sharp American cheese 
2/3 cup canned pizza sauce 
1 9" pie shell , unbaked 

Bake the pie shell at 450 degrees for only 7 minutes or just until lightly 
browned. Reduce temperature to 325 
degrees. Slowly brown sausage and 
onion , breaking up sausage with fork; 
drain . Add seasonings. Beat together 
eggs and milk. Then st ir in sausage and 
cheese . Pour into pastry shell. Bake in 
slow oven (about 350 degrees) until 
knife inserted in center comes out 
clean , about 20 minutes. Spread top 
with pizza sauce. Serve immediately . 
Makes 6 servings. 

GIANT CHOCOLATE CHIP COOKIES 

1 cup butter 
2/3 cup sugar 

(Lindsay Tucker) 

1 1/3 cup brown sugar 
2 eggs 
2 tsp . vanilla 
2 1/4 - 2 1/3 cups flour , sifted 
1/2 tsp. salt 
1/2 tsp . baking soda 
12 oz. choco late chips 
1 cup chopped pecans (opt.) 

Cream butter and sugars . Add eggs 
and all the vanilla and beat well. Sift dry 
ingredients and combine with the 
sugar mixture; add chips and nuts. 
Spoon dough in blobs (about 1/3 cup 
per cookie) onto greased cookie sheet. 
Cookies spread to 8-10 inches in 
diameter so be careful how clbse you 
put the blobs . Bake at 350 degrees for 
12-15 minutes . You 'll get 10-15 huge, 
yummy cookies from one recipe. 

Selling continued.-------------------------------------
fess ionals are out to help pros
pects. 

If you are selling a product , or if 
you are se l ling yourself during a 
personnel interview, you should 
know the company you 're doing 
business wi th or the person , and 
also know something about what 
they wan t in terms of a product. 
Be a professional, be persistent 
and you wil l be a success. 

. . . . . And it's easy! All you have 
to do is understand that it takes 
practice. There is no such thing as 
being an instant salesperson ; that 
is , not if you want to be any good . 
Just because you can talk a lot 
doesn't mean you can sell well. 
Some Achievers take home a crum 
my product to people they know 
(Mom and Pop, teacher, etc.) and 
they think they are professional be-

cause they 've sold it to someone 
who will buy no matter what they 
brought home. Only when you can 
sell to strangers and feel you have 
done those people a service , are 
you learn ing the profession and 
only when you sell the product and 
not the idea that people will buy 
from you because they are "sup
porting JA" are you becoming a 
professional. 
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Hugh O'Brian Says "You're Special!" by Ember Reichgott, Grad Achiever 

Hugh O'Brian, veteran actor of Wyatt 
Earp fame, rose to address the dele
gates of the 37th National Junior 
Achievers Conference. As he ap
proached the podium, Wheeling, West 
VA delegate Susie Lemley shouted at 
the top of her voice, "I'm special! " 

Susie was probably not alone. She is 
just one of the number of Junior Ac
hievers across the country who has at
tended state and international seminars 
of the Hugh O'Brian Youth Foundation . 
While exploring "America's Incentive 
System" with business, government 
and other leaders, these Achievers 
have learned to believe they are 
special. 

"In order to do special things-and 
everyone has that ability-you have to 
first of all believe you are special ," 
O'Brian told the NAJAC delegates. 

In both his speech and his seminars, 
O'Brian stresses that U.S.A. has 
another meaning besides being the 
"greatest country on earth." U.S.A 
stands for "Unique Special 
Awareness." And O'Brian's goal in his 
seminars is to develop that awareness 
in each individual who attends. 

How does a successful actor be
come involved in a project like this? 

It all boils down to a statement made 
by Dr. Albert Schweitzer, the humani
tarian who ran a hospital in Africa. 
O'Brian had the opportunity to spend 
nine days with Dr. Schweitzer during 
the days of Wyatt Earp . " The thing he 
said that most impressed me was that 
the world would be a better place if 
young people were taught to think for 
themselves ." 

"It stuck with me after I got back, 
and one day in 1958, I came up with the 
idea of the Hugh O'Brian Youth 
Foundation ." 

Seminar participants average fifteen 
years of age , and are sophomores in 
high school when they are nominated. 
Why age 15? "That's a magic age , fif
teen," responds O'Brian. " Seniors are 
busy with plans for college and 
careers. They've already made many 
lifetime decisions without knowing it. I 
want to get them thinking early about 
who they are and what they want to 
be." 

This year the Foundation , with the 
help of the local Jaycees, will be host
ing 47, all expense-paid , seminars in 44 
states , with New York , California and 
Pennsylvania hosting double seminars . 
Any sophomore in the 21 ,000 public 
and private high schools throughout 
the country is eligible and encouraged 
to apply . Nomination forms and ma
terials will be sent by the National 
Association of Secondary Schoo l 
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Hugh O'Brian is greeted by Achievers as he debarks 
from his plane to attend NAJAC 1980. O'Brian sees 
Junior Achievement and his youth programs as natural 
tie-ins. 

Principals to all high school principals 
by the first week of November, 1980. 

Selection of each high school's out
standing sophomore leader is done pri
marily by the students . Last year 3,500 
sophomores from as many high schools 
participated in state seminars across 
the country. 

The program 's highlight is the annual 
International Leadership Seminar held 
in a city of historical or significant in
terest. Through outstanding participa
tion in the 1981 state seminars, one 
male and one female Ambassador will 
be selected from each state to attend 
the 1981 international conference, July 
4-11 , in Dallas , Texas. 

" The purpose of these seminars is to 
seek out , recognize and reward deserv
ing high school sophomores ," O'Brian 
told NAJAC delegates. " Our work
shops are aimed at giving students a 
better understanding of the free enter
prise system , our democratic process 
and what makes this country tick. " 

During the week-long international 
seminar, students meet with this coun
try 's most prominent leaders in busi
ness , government and the professions. 
Representatives on both sides of the 
issues are invited to express their 
views. " Our thrust is not to show the 
students what to think, but how to 
think," O'Brian emphasized . 

Speakers at past international con
ferences have included such notables 
as President Gerald Ford ; President 

Lyndon B. Johnson; Senator Hubert H. 
Humphrey; Senator Charles Percy; 
John McKinley, Texaco, chairman of 
the board ; John R. Opel , IBM, chairman 
of the board ; Muhammed Ali, heavy
weight boxing champion ; Supreme 
Court Associate Justice Byron R. 
White; and William Ellinghaus, AT&T 
president. In fact , in 1979, Junior Ac 
hievement National Chairman David 
Kearns addressed the international 
seminar in his capacity as President of 
Xerox Corporation . 

For the four 1980 NAJAC delegates 
who had experienced one of O'Brian's 
international seminars, the program 
was indescribable. 

"We had more personal contact -
sometimes one-on-one-with world 
and national leaders in one week than 
most people have in a lifetime," started 
Danny Briere, Richmond, Virginia, a 
1978 Ambassador. "For these people 
to spend so much time with us without 
pay was just outstanding." 

"The caliber of people at the seminar 
was tremendous," continued Chris 
Cronin, Detroit, Michigan, also a 1978 
attendee. "The small size of the semi
nar builds up your self-confidence and 
self-image-you realize you really are 
special. When you get home, you're 
ready to take the whole world on." 

Danny agreed. "I had always been ac
tive in things before the seminar. But 
when I came back, I really did feel 
special-and I expanded my activities 
like Junior Achievement and Boy 
Scouting ." 

For Greg Abowd of Detroit, Michi
gan, NAJAC was just one and one-half 
months after he attended the 1980 In
ternational Seminar. He still has not re
covered. 

"The last day of the seminar I was 
just crying ," he began. "Hugh was 
crying-everyone was. I am just realiz
ing the impact on my life this seminar 
will have. I haven't written any thank 
you notes yet, because I don't know 
how to convey the essence of my feel
ings . I want the contributors to know 
how much they did for me." 

O'Brian's emphasis in the seminar 
will always be the positive traits in each 
individual. " I don't give a darn what 
these students do for a living-farming, 
pumping gas or what. I'm not trying to 
make each of them Chairman of the 
Board of a large corporation. What we 
do care about is getting them to focus 
on their goals, to believe in themselves 
and accept the responsibility of being 
an informed citizen." 

For additional information and1 

nomination forms for the Hugh 
O'Brian Youth Foundation Semi
nars, write: Editor, ACHIEVER Maga
zine, 550 Summer Street, Stamford, 
CT 06901 . 



Ft. Lauderdale Achiever Sells An Idea -
When Florida's Governor Robert 

Graham began looking for his 1980 
Emissary for Youth Employment, 
he turned to a reliable source -
Junior Achievement - for he had 
been well served in the past by 
Graduate Achievers. When Mike 
Meade, executive director of the 
Ft. Lauderdale program, selected 
Mary Beth Maloney, the governor 
had another winner. 

Mary Beth recalls her excitement 
and the hours of study she spent 
preparing herself for her summer 
mission. There were so many things 
to learn about the Florida state em
ployment scene before she could 
bring her "Business should employ 
youth" message to skeptical audi
ences. 

"For instance," she asks, "did 
you know an employer can get a 50 
percent tax credit for employing a 

qualifying economically disadvan
taged youth? 

"And did you know the Florida 
State Employment Service sup
ports a Jobs Corps? A person ac
cepted into the Jobs Corps goes to 
camp to learn a trade and earn an 
equivalency diploma, while getting 
paid at the same time." 

Mary Beth's tight schedule kept 
her travelling four days a week, 
from Pensacola to Miami. She 
spoke to service clubs and person
nel association meetings, and 
spent one day each week in the 
capitol city of Tallahassee reorgan
izing her schedule and her thinking 
for the next round of talks. 

"I think the majority of employ
ers need constant reminding of the 
value of employing young people," 
says Mary Beth. "So many are gear
ed into the idea that teenagers are 
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unreliable and don't care about do
ing a good job, but when they ac
tually hear a teenager talking about 
the needs, enthusiasm and energy 
of other teenagers, they begin to 
revise their thinking. The 
Governor's Commission is doing a 
lot of educating, and I'm proud I 
had the chance to be part of it." 

The Historieal Corner by Joseph J. Francomano 

Joe Francomano, who retired from his 
44-year career in JA in June 1980, has 
often been ca/led "Mr. Junior Achieve
ment." Back in his teens, he was an Ac
hiever for three years before joining the 
staff. He is a man with a sense of history 
and a sense of humor, and his com
mentaries on JA from 1919 to the pre
sent day are featured in each issue of 
ACHIEVER. 

ROOTS 
The Junior Achievement program 

today is a strong and vibrant organi
zation standing on the threshold of 
an even more promising future. Yet, 
in tracing its history back to its 
roots, we find that it was born of 
adversity and nurtured in crisis and 

faced many periods when its sur
vival was in doubt. 

Junior Achievement was not 
conceived as a distinct and sepa
rate idea, but evolved out of the 
concern of a group of New England 
business leaders who wanted to 
establish closer relationships be
tween agricultural and industrial 
interests and the consuming 
public and "to encourage and apply 
improved business methods in 
agriculture." 

The concern of these individuals 
in the aftermath of World War I led 
to the formation of the Eastern 
States Agricultural and Industrial 
League at a meeting held in Spring
field, MA on September 27, 1919. 

In addition to the two objectives 
quoted above, there was a third 
very significant objective which 
simply stated, "To work for the 
general advancement of boys' and 
girls' activities." 

Approximately 300 members 
were involved in the formation of 
the Eastern States League. Among 
them were Horace A. Moses, presi
dent of the Strathmore Paper Com
pany, who was elected president of 
the Executive Committee, Theodore 
N. Vail, first president of the Ameri
can Telephone & Telegraph Com-

pany and W. Murray Crane who 
served as a Senator for Massachu
setts. 

Approximately three months 
later, on December 17, 1919 at a 
meeting held in the Railroad Club 
in New York City, the committee 
appointed to work for the general 
advancement of boys' and girls' ac
tivities announced that 22 mem
bers of the committee had sub
scribed $215,000 for a period of five 
years to launch the program of ac
tivities for young people. 

Theodore N. Vail presided as 
chairman of this meeting with 
Horace Moses as vice chairman. It 
was announced that the youth ac
tivities would be known as the 
Junior Achievement Bureau. 

On October 19, 1920, Horace 
Moses succeeded Mr. Vail as chair
man of the JA Committee, and less 
than a month later authorized the 
employment of a staff man on a 
permanent basis to develop and 
expand the basic idea of teaching 
business principles to young peo
ple - and so Junior Achievement 
was born. 

To be continued in December. 
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Achievers Learn Real Estate From The Ground Up 

Q.) 
0) 
ro a.. 
..... 
(.)_ 
::J 
-a 
0 
~ 

a.. 

Have you ever seen a Real Estate 
ad that says, "Fine older home on 
quiet street in good neighborhood. 
Has possibilities," and wondered 
just what "has possibilities" 
meant? 

Delta Housing JA Realty Com
pany members found part of the 
answer to that question last winter 
when, under the sponsorship of 
Youngstown, OH Community Real
ty, they entered into what had to be 
one of the most ambitious projects 
ever attem·pted by a JA company. 

Delta started out like any other 
JA company, selling $95 worth of 
stock at $1.00 per share in their 
company, but their capital was to 
be used to make a down payment 
on a well-built, older, two-bedroom 
home on a quiet street in Youngs
town. With Community Realty as 
co-signer, they went through the 
legal process of obtaining a mort
gage for the $16,500 home. Then 
the work began. 

Dressed in jeans and old shirts, 
and armed with sanders, buckets, 
brushes and mops, the 13 young 
refurbishers descended on "their 
house." They called in some ex
perts for advice on how to spackle, 
plaster, paint and sand down 
cabinets and floors for refinishing. 
The advice came free, but the el
bow grease was paid in full with 
aching muscles and weary bones . 

Susan Hack and Ali Sadri strip the old finish from a 
floor in "their house." 

Bigge_st expenses for the teen 
realtors rcame when they had to 
call in professional plumbers and 
electricians for kitchen and bath
room modernization , but they off-,, .. 
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The Junior Achievement House 

set this labor cost, somewhat, 
thanks to the carpeting company 
which installed their wall-to-wall 
carpeting free of charge. 

By spring the house was ready 
for the market. After the tradit ional 
"open house" weekend, the labor 
force became the sales force, agon
izing over the fluctuations of the 
housing market, just as their pro
fessional counterparts were doing. 

Caught in the squeeze of high in
terest rates, hard -to-find bank 
loans and inflation, they were 
unable to sell the house quickly 
enough to liquidate the company 
on time. Advisers Charlotte Novak 

and Michael Hudak stayed with 
their group through the spring and 
into early summer, adding their 
sales skills to those of the Delta 
members. 

Finally, in July, the right buyers 
came along. Mr. and Mrs. James 
Devlin bought the house for 
$26,500. They were delighted. The 
Achievers who each earned a $50 
bonus were delighted. Stockhold
ers who received a check for $1.25 
on their $1.00 investment were 
delighted. And the _ neighbors who 
watched a fine older house "with 
possibilities" turn into a fine home 
"with a family" are delighted, too. 

Product Fair 
Winners 

The top three winners in the Product Fair 
were featured in the March 1980 "Product" 
issue of ACHIEVER. 

PRODUCT FAIR - Sponsor: Commerical 
Development Association 
1. CREATIVE EXPRESSIONS INDUSTRIES -

Solar Powered Music Box - John Easton , 
Eugene, OR 

2. WEBCO XIV - Beloit Business Game, 
Scott Keepers, Rockford , IL 

3. TEXAS TIME & TEMP - A Clock, Kevin 
McFarland, Dallas , TX 

4. JAICO - Chopping Block, Kelly Smith , 
Frankfort, NY 

5. KREA TIVE KORK DESIGNS - Bulletin 
Board, John Hansen , Portland, OR 



Around the world 

COLGATE WORKS 
so kids can play. 

In more than 50 countries, on 6 
continents, Colgate proves its 
commitment to the communities in 
which it operates. Over 18 million 
girls and boys benefit today from a 
variety of physical fitness 
programs. 

From New York to Hong Kong, 
Milan to Melbourne, Colgate 
sponsors basketball or volleyball, 
soccer and tennis events. 

We have built entire recreation 
centers, sponsored holiday camps, 
rebuilt schools in several countries 
and hold the world's largest 
women's track meet right here in 
America. 

Colgate leads in developing and 
sponsoring these special projects 
because we know that living in a 
community means more than just 
doing business there. 



A 
little pride 

will go a long, 
long way. 
~ 
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f'''•"-BusinessBasics™ 
I 
, Excitement is a part of the new-
~ est JA program for primary school 
~ youngsters , because " Business 
~ Basics" teachers are high school 
~ students from the JA program who 
~ bring their own enthusiasm with 
~ them. 
~ Achievers chosen to teach a fifth 
~ or sixth grade Business Basics class 
~ participate in a formal training ses-
~ sion which covers the purpose of 
~ the program, its relationship to 
~ Junior Achievement , general tips 
~ on teaching and an actual practice 
§. presentation. Armed with all the 
~ materials they will need to teach 
~ the class, the Achievers then work i in conjunction with the classroom j teacher to coordinate activities, 
~ and discuss what will take place in 
~ the class. 
~ The Business Basics program i consists of four one-hour ses-
j sions. Hands-on participation by 
, the youngsters as they become 
~ assembly line workers or con-
~ sumers looking for the best buy '5 keeps the classroom lively. 
C Achievers who want to get in-
, valved in the Business Basics pro-

Non-Profit Organization 
U. S. Postage 
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~ gram should contact their local JA 
~ office. To participate, you must be Achiever Gerald Pierre of Miami, FL is teaching Business Basics. This year Business Basics 

a JA company officer. classes will open in 80 cities. 

Coniing In Deceniber 
An Interview With Grad Achiever Gary Sandy 

of "WKRP In Cincinnati" 
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