


Your Letters 
Got something you'd like to 

say, about Achiever magazine or 
about JA in general? Tell us 
about it in a letter to the editor. 
All letters will be acknowledged, 
and the ones of most interest to 
Achievers will be printed in this 
column. Send your letters to: 
Special Delivery, Achiever 
Magazine, 550 Summer Street, 
Stamford, CT 06901. 

HER JA EXPERIENCE 

Dear Editor, 
I am a senior and did not hear 

about Junior Achievement until 
this year. I figured that I would 
give it a try and join. 

I like working with people. I 
thought that as vice president of 
personnel I could really help the 
company. I was chosen for the 
office and have not had a 
regretful thought about it. 

The company has had four 100 
percent attendance meetings, a 
record not matched by any other 
company in the Stockton area. 
The credit for such a record 
belongs to the company members 
themselves. They come to the 
meetings because they want to, 
and because they have a deep 
sense of loyalty to the company. 
Even when our production got 
boring, everyone stuck with it. 

I recommend Junior Achieve
ment to all my friends. In 
addition, I would offer this advice 
to all present and future 
Achievers: First, know that you 
want to be part of the company 
and that you want to do your part 
to make it work; second, once 
you are in the program, place 
trust in your fellow company 
members; and, finally, keep an 
open mind and you will learn a lot 
and have fun at the same time! 
Anita Marie Wiebe, 
Stockton, Calif. 

THE NEW PEN PAL PROGRAM 

Dear Editor, 
I'm really glad that JA started 

"Business Buddies." It will be 
exciting and fun to hear what is 
happening across the country to 

other JA companies, and how 
they are doing, and what they are 
making and selling. Thanks for 
such a great program! 
Lynda Vaughan, 
Springfield, Mo. 

TOO MUCH ON SUPERHEROS 

Dear Editor, 
In your April issue of Achiever 

magazine, I found your article 
concerning the "Superheros" was 
a little overdone. I liked the story, 
but I believe the cartoon should 
have been confined to one or two 
pages. I believe it was suited to a 
younger group of people than the 
average Achiever reader. Please 
keep up the high quality that has 
appeared in the other issues of 
Achiever. 
Wende Midlan, 
Delaware, Ohio 

Odds 'n Ends 

Dear Wende, 
Thanks for your straightforward 

comments. We love to hear when 
our readers like something, but it 
is even more important that we 
know your criticisms, too. Letters 
like yours will help shape 
Achiever into the magazine you 
want it to be. -Ed A 

OOPS! 

Our apologies to Central 
Region JAMCO delegates. In the 
April issue we mistakenly listed 
your conference as taking place 
in Bowling Green, Ky., instead of 
Bowling Green, Ohio. 

YOUR IDEAS CAN MAKE NEXT YEAR EVEN BETTER 

JA 

GENERAL STORE 

The RBJA JA Company of 
Chattanooga sold its walnut 
clocks from this prize-winning 
booth at a trade fair this spring. If 
your company had an unusual 
trade fair booth, or a product that 
sold really well, let us know (and 

enclose a black and white glossy 
photo, if you can). Your ideas 
might help a new JA company 
next year. Send to: Ideas For Next 
Year, Achiever Magazine, 550 
Summer Street, Stamford, CT 
06901 A 
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" ... And Then Our Customers All Turned Blue!" 

A collection of zany happenings and little-known 
facts from Junior Achievement's first 60 years 

THINGS SURE WERE 
DIFFERENT 

Twenty-one years old and still a 
Junior Achiever? That's the way it 
was when Horace A. Moses 
founded Junior Achievement in 
1919. In those early days: 

• Members ranged in age from 
8 to 21 . 

• Girls were segregated from 
boys and learned sewing and 
homemaking skills . 

• JA companies were called 
"clubs ." 

• JA wages were five cents an 
hour and shares of stock sold 
for 10 cents! 

This was an early JA company. 

MEETING IN 
A SWIMMING POOL? 

One problem in those early 
days was finding a place to hold 
JA company meetings. Advisers' 
homes, churches and welfare 
centers were used a lot, but two 
JA companies in the 1920s had a 
more original idea. The pump had 
broken in the swimming pool at a 
local YMCA, and the "Y" didn't 
have the money to fix it, so they 
invited the JA companies to use 
the facilities. One company met 
in the shower room and the other 
in the bottom of the drained 
swimming pool. Actually, the pool 
was a terrific meeting room - if 
you didn't mind having the floor 
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slant from the 3-foot to the 8-foot 
level! 
ACHIEVERS HELP WAR 
EFFORT 

December 5, 1941 was 
supposed to be a big day in JA's 
history. At that time the organiza
tion was small, with only a couple 
of thousand members, all in New 
England and New York City. On 
that day, business executives 
from all over the country gathered 
for a luncheon in New York to talk 
about expanding JA activities all 
over the country. Plans were 
made and agreed to - and then, 
two days later, the country was 

plunged into World War II by the 
attack on Pearl Harbor. 

Naturally, expansion plans were 
all but halted during the war, but 
resourceful JA companies 
managed to do their bit to help 
the war effort. 

• A company in Pittsburgh 
made a bomb disposal unit 
out of a heavy wooden box 
lined with three inches of 
asbestos. 

• Because Pittsburgh hospitals 
couldn't get commercially 
manufactured incubators 
during a war, a JA company, 
working under the direction 
of a doctor, manufactured 
about a dozen incubators. 

Made of wood, with glass 
windows, the incubators all 
worked perfectly and were 
used successfully by several 
city hospitals. 

• A Middletown, Ohio, JA 
company manufactured safety 
devices for military aircraft. 

• In Chicago, a JA company 
received a contract to 
manufacture 10,000 pants 
hangers for the Army. 

• Still another company, in 
Texas, had a project cutting 
apart old engines with 
acetylene torches and selling 
the scrap. 

ACHIEVERS TEMPTED 
As the JA program developed, 

different ways of doing things 
were tried, not always success
fully. For instance, there was a 
time around 1945 when Achievers 
and JA companies were expected 
to provide their own tools. It 
proved too expensive to the JA 
companies and, in addition, it 
tempted Achievers to use the 
barter system instead of the 
private enterprise system. As an 
example, an Achiever might agree 
to let his company use his 
hammer - if they elected him 
president! 

This girl in the long dress and the 
drooping socks was a member of a JA 
modeling company in 1949, showing 
off the latest teen fashions. 



The Dodge "Royal Achiever" 

In 1956, Achievers in Detroit 
had as their product an auto
mobile they assembled from parts 
purchased from Chrysler Corpora
tion. With the help of a team of 
Chrysler engineers, they built 
their Dodge "Royal Achiever." It 
ran perfectly and was sold as the 
JA company product. 

Not as fortunate in their experi
ment was a group of Pittsburgh 
Achievers who decided to "build" 
a much simpler product - bubble 

Would you buy a used vacuum 
cleaner from this man? Actually, the 
vacuum was almost new, and it is 

bath. The company carefully 
mixed the soap crystals, perfume, 
and a blue dye, and soon dis
covered to their dismay that their 
customers were emerging from 
their baths colored a sweet
smelling blue! 

The editors want to thank JA 
Executive Vice President Joseph J. 
Francomano and former National 
Program Director Hugh B. Sweeny, Jr. 
for their help with these recollections. 

being delivered by an Achiever whose 
JA company repaired vacuum 
cleaners in the late 1940s. 

JA 
In The Year 2039: 
You r di n ! 

Junior Achievement has come a 
long way in the last 60 years. It 
makes you wonder what the next 
60 years will be like. 

To celebrate JA's 60th birthday, 
we asked Achievers all over the 
country to predict what the future 
would bring to JA. Here's what 
they said. 

T Ci 0 
In 60 years, JA will be in the 

age of robots. Each Achiever will 
be given a robot to program, and 
the robots will do the jobs the 
Achievers did in the past. 

The president's robot will be 
going around giving orders. 

The vice president of sales' 
robot will be hitting its head 
against the wall, trying to figure 
out where all the products are. 

The vice president of 
personnel's robot will be saying, 
"Where are all those tin heads? 
Do I have to send out those 'get
rust-f ree-and-come-to-meeti ng' 
cards again?" 

And the Achievers' robots will 
be grumbling, "I'm tired of my 
job. Give me something else to 
do!" 

Mark Horan 
Waterloo, Iowa 

JA'S 20TH VF.AR 
"All right, you job assisters, 

come to order," bellowed Peter 
over the din. Peter was president 
of Commemorative Creations, and 
th is was their first meeting not 
chaired by their advisers. 

"Okay," said Peter, "we 
decided last week to make and 
sell commemorat ive plaques. 
According to submitted sug
gestions, these plaques are going 
to be remembrances of the 
following events: 'Man on the 
Moon,' 'Skylab,' 'The Last Arab 
Barrel, ' 'Solar Energy,' 'The 
Recession of 2003,' 'Domestic 
Laser Use,' 'The Last Blue Whale,' 
and finally, 'The Cure for 
Cancer'." 

"Now, that's only nine products 
and we need ten," Peter 
continued. " So I came up with • 
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JA 
In The Year 2039: 
Your Predictions! 
• 'JA, the 120th Year.' How does 
that sound?" 

Instantly, the room was filled 
with shouts of agreement, and 
Peter invited his fellow company 
members into the shop to watch 
the sample come out of the 
thermal polisher. As the 
aluminum alloy* plaque dropped 
into the waiting basket to cool, 
the Achievers lifted their blast 
visors to view a motto from the 
previous century. The plaque 
read, "A Little Pride Will Go A 
Long, Long Way." A 

Paul Ellis 
Richmond, Va. 

*Trees are grown on Federal farms 
ever since the Great Fire of '99, and 
wood is not ava ilable to the general 
public. 
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And your sales pitch might go some
thing like this . .. 

-Marie Shaver 
Indianapolis, Ind. 

l)OO ~ +o l>oo~ 

When it comes to selling your futuristic products, 
your customers' houses might look like this . .. 
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Contest Round-Up: Entries! Answers! Winners! 

Here's how that "human pyramid" looked about 
five seconds before our "Caption the Caper" photo was taken. 

There's no doubt about it -
Achiever readers are puzzle 
lovers. You told us that by your 
response to the contests in the 
February and April issues, and 
we're devoting this page to the 
winners and their entries. If you 
didn't win this time, watch for 
new contests in future issues. 

A JA WORD SEARCH 
ATTRACTS 1,000 READERS 

More than 1,000 readers worked 
out the word game and found the 
hidden slogan. The winners were 
picked in a random drawing by 
Junior Achievement's National 
President, Richard Maxwell. 

The Hidden Slogan: "Achievers 
say that in JA, hurray! A little 
pride will go a long, long way." 
The Winners: 

Pat Peterson, 
Barrington, R.I. 

Tim Mussman, 
Cedar Rapids, Iowa 
Toni Santucci, 
McKees Rocks, Pa. 

The Prizes: Each winner received 
a set of the SCRABBLE® Brand 
Crossword Game - Travel Edition, 
manufactured by the Selchow and 
Righter Company of Bay Shore, 
N.Y. 

'CAPTION THE CAPER' 
CAPTURES IMAGINATIONS 

In captioning our funny photo, 
many of you guessed what was 
going on in the picture. Taken at 
the Central Region JA 
Management Conference 
(JAMCO), the photo was of a 
"human pyramid" in collapse. 

Here are the three winners and 
the record albums they chose as 
their prizes: 

PHOTO CREDIT 
Mark Mysliwiec 

Winner: 
"You guys will get paid as soon 

as you get off the treasurer." 
Tammi Tope, Southgate, Mich. 

Album chosen: 
Eagles/Hotel California 

Winner: 
"JA presidents fight for top 

profits." 
Andrew Wason, Richardson, 

Texas 
Album chosen: 

Blues Brothers/Briefcase Full of 
Blues 

Winner: 
"There's got to be some other 

way to hold our product's price 
down!" 

Laurie George, Wilbraham, Mass. 
Album chosen: 

Steve Miller Band/Greatest Hits A 
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Want To Work For JA? 
By John Carey, Executive Director, Providence, R.I. 

The life of a JA executive 
director is exciting and strenuous, 
and the self-fulfillment is 
tremendous. A typical day might 
go like this: 

6:30 a.m. Arrive at the JA center 
to set up for a fund drive report 
meeting. Make the coffee. 

8:00 a.m. Greet the volunteers 
who are prepared to report on their 
progress. Conduct the meeting. 

9:00 a.m. Organize the center 
for the JA meeting that night. 

ACHIEVER UPSET 

9:30 a.m. Drive to the office for 
some problem solving. A board 
member wants the cash-flow 
analysis for the next fiscal year. 
An Achiever is upset because her 
JA company can't get the raw 
materials they need. An adviser 
needs to know a tax number. 

Noon-Lunch with the presi
dent of the largest firm in town to 
discuss the area's delegation to 
the National Business Leadership 
Conference. 

1 :30 p.m. Back to the office. 
Write the weekly company 
bulletin. Call National Head
quarters to get additional fund 
drive information. Check the JA 
company folders. Scan the JA 
management reports. Post the 
Company-of-the-Month points. 

5:00 p.m. Home for a quick 
meal. 

6:30 p.m. Open the JA center 
for a typical night with companies 
and advisers. The table saw 
breaks down. Room 2 can't 
balance its books. The cleaning 
team has taken the scrap board 
that Room 3 was going to use for 
its new product. 

As the clock rolls past 9:30 and 
Room 2 discovers its mistake, the 
executive director checks the 
calendar and sees that the school 
relations committee is meeting at 
8 a.m. tomorrow. 

IF ONLY THEY KNEW ... 

The last adviser to leave the 
center asks, "What do you do 
during the day?" 

An executive director and the 
rest of the full-time JA staff are 
professionals. They manage a 
non-profit corporation with a 
board of directors structured 
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much the same as IBM or General 
Motors. 

To quality for a career in JA, 
the professional must have at 
least a bachelor's degree. 
Courses in business administra
tion are a definite plus. Actually, 
the broader the educational back
ground, the better equipped an 
E.D. is to handle the wide 
spectrum of people and jobs he 
encounters every day. 

The JA program is only a small 
part of the executive director's 
job. He also oversees fund 
raising, Achiever recruiting, public 
relations, program administration, 
program development, financial 
administration, budgeting, 
business relations, and even 
building maintenance. 

The ability to manage and 
motivate, a good business sense 
and the willingness to go "the 
extra mile" are all keys to being 
successful. 

Executive Director John Carey 
discusses plans for the Annual Report 
with Program Director Robert Fay and 
Project Business Director Bonney 
Gumley. 

PB OPPORTUNITES 
As Junior Achievement grows, 

new career openings are being 
created. A few years ago an area 
office needed only an executive 
director and, possibly, a program 
director to operate successfully. 
Now, Project Business has 
opened a whole new career area, 
and the need for specialists in 
public relations and business 
relations continues to grow. 

Educational backgrounds in 
personnel management, 
accounting, training, program 
development, journalism, 
research, data processing and 
general administration are needed 
on the regional and national 
levels, as well as in the local 
areas. 

Salaries vary as widely as the 
size of the program, but are 
comparable to salaries paid by 
corporations for jobs with similar 
responsibilities. J+. 



Execs Tell Why They Like It 

Former Achiever 
David D. Withee 
Manager of Educational Materials 
Junior Achievement Inc. 
National Headquarters 

"I can sum up in one word what 
I like about working for Junior 
Achievement - opportunity. I've 
had opportunities for personal 
growth, to help others, to advance 
my career and to travel." 

Former Achiever Henry R. Kopcial 
Executive Vice President 
San Francisco, Calif. 

"I was primarily motivated to 
become part of the JA profes
sional staff because I was an 
Achiever. Junior Achievement 
was the single most important 
influence in my life when I was 
growing up, and, because of what 
it did for me, I wanted to be able 
to do the same for today's young 
people." 

I 

\ 

Former Achiever 
Ronald D. Cody 
Executive Vice President 
Minneapolis, Minn. 

/ 

" J \ 

"Every day in JA I feel I make a 
significant contribution to 
society, and that's important to 
me. Also important has been my 
steady career advancement from 
my first job as assistant program 
director in Milwaukee, to the 
Region II office as assistant 
regional vice president, to Louis
ville as executive director and 
then to Minneapolis." 

Former Achiever 
Ralph J. Schulz, Jr. 
Executive Director 
Jackson, Miss. 

Unable to get his photo and 
written comments out of his 
flooded JA center, Ralph tele
phoned from a phone booth. 

"I think telling all kids about a 
career in JA is extremely 
important. I was a JA adviser 
while still in college, and went 
directly into the program from 
college as program director in 
Nashville, Tenn. Being an 
executive director is about as 
close to running your own busi
ness as you can get without 
owning one. No other company 
offers the opportunity for one 
person to have so much control 
over his destiny as JA, and I love 
the independence and the 
autonomy of the job." 

Doug Littrell (right) working with Mr. 
S.C. Allen, chairman of his JA board 
20 years ago. 

Former Achiever 
Douglas Littrell 
Executive Vice President 
Baltimore, Md. 

"I joined JA in 1957, was 
president of my JA company for 
two years, and represented the 
Dayton JA program at the Ohio 
State Fair. During my college 
years, I helped James E. Rich, 
executive director, Dayton, 
implement the state fair. He 
offered me the job of program 
director, and that was the 
beginning of my JA career. 

"I would suggest that any 
Achiever interested in working for 
JA help out as an adviser or part
time center manager, but the 
main thing is to keep in touch 
with the JA office. " A 
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Chauffeur Achievers study the 
complicated arrival and departure 
chart. 
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Achiever Michael Liss, Cincinnati, 
speaks during afternoon panel discus
sion. 

Frank T. Cary, left, JA national 
volunteer chairman and IBM chair
man, Georges Frederic Doriot, Hall of 
Fame Laureate, and Lucille Ball chat 
during induction ceremonies. 
Fame Laureate, and Lucille Ball chat 
during induction ceremonies. Lucy and 
Fran Tarkenton played major roles in 
inducting the eight new laureates for 
1979. 

Outside the Press Room, Achievers 
and Grad Achievers take a break. 



Fran Tarkenton escorts Teresa Hord 
to the formal dinner. 

Grad Achievers David Dedman, Evans
ville, Ind., Kendrick Kam, Honolulu, 
Hawaii, Deborah MacFarlan, Washing
ton, D.C., and Teresa Hord, Terre Haute, 
Ind., relax before taking part in the af
ternoon panel. 

Business booms at the Trade Fair 

Unsung 
Heroes Of 
The NBLC? 

Achievers Diane Molinario and 
Connie Volney of New Orleans 
were glowing with excitement. 
They had just driven Minnesota 
Vikings quarterback Fran 
Tarkenton from the airport to the 
Marriott Hotel for the 5th annual 
National Business Leadership 
Conference and Business Hall of 
Fame induction ceremonies. 

With autographed photos in 
hand, they were praising Fran's 
graciousness to all. 

"Here's a photo he autographed 
for me," bubbled Diane, "and 
here's one for my father. After I 
had both of these, I jokingly 
asked him if he would write a 
note excusing me from my big 
history test tomorrow. He did. 
Here's an autographed photo to 
my teacher with the words 'no 
test' written on it." 

WHAT IS NBLC? 

The National Business Leader
ship Conference is a day-long 
series of speeches, panel dis
cussions and seminars that pays 
tribute to America's top business 
leaders. 

Highlight of the day is a formal 
banquet and Business Hall of 
Fame induction ceremony 
honoring men and women who 
have made outstanding and 
enduring contributions to 
improving the products, the 
processes, the efficiencies or the 
human relations of business. 

Each year, Achievers are every
where behind the NBLC scenes 
doing thousands of vital jobs that 
make the day the success it is. 

Two of 1979's unsung heroes 
were Grad Achiever Emile Navarre 
and Achiever Margaret LeCar
pentier, also of New Orleans. 

Assigned to the Press Room 
they spent two days photo
copying, answering telephones, 
collating, giving directions, 
passing out JA Pride buttons, 
programs and delivering press 
packets to radio and television 
stations and newspapers. 

Single handedly, Emile 
blanketed the Marriott with flyers 
alerting the 1,800 conferees to a 

Helping at the registration desk 

morning panel involving five 
laureates previously inducted into 
The Business Hall of Fame. 

STANDING ROOM ONLY 

Not very glamorous trudging 
hotel corridors placing 1,800 

pieces of paper outside doors, 
but, partially because of Emile's 
effort there was standing room 
only when the panel opened. 

In another room each year, 
Achievers get busy with hammers 
and decorations, setting up 
booths for a Trade Fair. One 
company this year was selling 
sets of six silk-screened New 
Orleans scenes ready for framing, 
and notepaper with the same 
scenes. It turned out to be an 
NBLC souvenir bonanza. By 3 
p.m. their entire stock was gone. A 
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How Inflation Affects You 

In 1973, a gallon of gas cost 37 
cents and a pound of hamburger 
65 cents. Now the hamburger is 
$1.79, the gasoline is nearing the 
$1.00 mark, and economists tell 
us that early this year the 
inflation rate hit an average 
annual pace of 15 percent. 

It is serious, but what does it 
really mean to you? 

WHAT IS INFLATION? 

Inflation means there has been 
a rapid increase in the total cost 
of goods and services a family 
buys each month. The simplest 
description of inflation is that 
your 111oney buys less and less as 
time goes on. 

Our money supply is deter
mined by the government, which 
prints it. The Federal Reserve 
System has ways of affecting the 
availability of money, including 
raising and lowering interest 
rates. 

When there are too many 
dollars competing to buy a limited 
amount of goods and services, 
prices go up and the worth of 
each dollar becomes less. 
Demand exceeds supply. More of 
those "weaker" dollars must be 
used to buy the same item. 

By this spring, most econo
mists agreed that we were 
experiencing double-digit (10 
percent or higher) inflation. This 
means that even if things don't 
get worse during the next 12 
months, today's dollar would be 
worth 10 percent less next spring. 

SPENDING SPREE 

One of the problems President 
Carter has in trying to "cool 
down" inflation is that Americans 
are on a buying spree. Consumer 
debt is at a record high. 

Sure, prices are high now, 
consumers reason, but they're 
going higher so we'd better get 
what we want now. And they are 
borrowing to do it. 

For one thing, many are saving 
less. Instead, they are investing in 
gold, real estate, diamonds, works 
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of art and rare antiques, all of 
which they expect to rise faster in 
value than the U.S. in flation rate . 

Also, there is a vague but grow
ing emotional st rai n; a feeling 
that despite the ir best efforts 
people are being "left behind," 
even though their income may be 
increasing. 

More and more people are 
following the old New England 
adage: "Use it up, wear it out, 
make it do, or do without." 

A recent Rand Youth Poll 
showed that people between 13 
and 19 years old spent a 
whopping $28.7 bil lion in 1977. 
Everything teenagers spend their 
money on is going up in pri ce. 

So, since your weekly 
allowance probably doesn 't 
increase along with the Consumer 
Price Index, you may f ind it 
necessary to hunt for a part-time 
jbb to maintain your standard of 
living. 

But, here again, inflation pulls a 
" Catch 22" on you. In less than 
two years the minimum wage has 
risen from $2.30 an hour to $2.90, 

and it 's scheduled to hit $3.35 an 
hour by 1981. Consequently, 
employers are forced to cut staffs 
in order to cope with rising 
expenses and part-time jobs are 
among the f irst to " evaporate." 

PROFITS SLIDE 
Your JA company is facing 

rising prices for raw materials and 
this cuts into your profits. How 
will your company handle this 
problem? 

1. Will you set your prices high 
enough in September to cover the 
increased cost of raw materials? 

2. Will you set a reasonable 
profit margin in October and - if 
the economy forces you to -
increase the prices of your 
product as the year goes on? 

3. Will you lose money? Will 
you lose customers? 

4. Does raising your prices 
mean that you are contributing to 
the inflation spiral? 

Unfortunately, no one has come 
up w ith a solution to inflation. It's 
something with which we all must 
struggle.A 

Solution to puzzle from page 18 
-- ----- - --
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ON FILE 
Make A Friend 
Through The Mail 

You asked for it, and you're 
making it a success. 

Since the application form for 
JA's "Business Buddies" pen pal 
program appeared in the January 
issue of Achiever, almost 3,000 
readers have requested Business 
Buddies. Achievers from Florida, 
California, Texas and Alabama are 
writing new friends in Missouri, 
Minnesota, New York and Hawaii. 

Now's your chance to get in on 
the fun. If you'd like to write an 
Achiever from a different part of 
the country, fill out the Business 
Buddies application and return it 
with a stamped, self-addressed 
envelope.A 

NAME 

ADDRESS 

APPLICATION FORM 
(Please print) 

-~------------ AGE ___ SEX __ _ 

CITY -~----=----~--~------~- STATE ~~------ZIP ___ _ 

Pen Pal Desired 

Check Preference: 4 Male 7 Female 
Part of the country you'd like your Business Buddy to live in _____ _ 

Send to: BUSINESS BUDDIES, Junior Achievement, 200 Park Avenue, 
Falls Church VA 22046 

Remember: We cannot fill your request unless you enclose a stamped, 
self-addressed envelope. 

Meet The Girl Who'll Make Your Match 
Business Buddies are not 

matched up by computer or by 
any sort of mechanical system. 
Every application is processed 
personally by a single individual. 

The Business Buddy 
coordinator is Patty Zillian, a 
third-year Achiever from Northern 
Virginia. 

She volunteered for the job 
when she found out the program 
was going to involve Achievers 
from all over the country and 
needed someone to administer it 
properly. 

Patty finds that the tremendous 

response has kept her very busy, 
but she's enjoying every minute 
of it. 

"I really like to see Achievers 
making friends with other 
Achievers," she says. 

"I've gotten hundreds of letters 
telling me how happy people are 
that they signed up for the 
program." 

You, too, can be a sati sfied 
Business Buddy. 

Send in your applicat ion today 
and let Patty match you with a 
new friend. A Patty Zillian 

r----------------------------------- ---------, 
Are You Moving? 

Don't miss a single exciting issue of Achiever magazine! 
Attach your address label from this issue in the space 
indicated and write your new address below. Please let 
us know four weeks before you move . 
NAME ______________ _ 

NEW ADDRESS __________ _ 

CITY ______ STATE __ ZIP __ _ 

MAIL TO: 

Achiever Computer Service, 
550 Summer Street, Stamford, CT 0690 I 

Attach address label here. 

~-------------------------------------------------
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Two Chase Newspaper C areers In Louisville, Tulsa 
To NAJAC delegates and staff, 

the sight of Grad Achiever Mel 
Root rushing across the campus 
of Indiana University with 
cameras and lenses flopping, has 
become a familiar one. 

Mel attended his first National 
Junior Achievers Conference in 
1969 with his dad's 35mm camera 
slung over his shoulder, 
determined to shoot everything 
he saw. "Well, things didn't turn 
out quite that way," he admitted. 
"Out of the 150 color slides I 
shot, only three or four were any 
good." 

Upset, he vowed to do better 
the next year, and thus was 
today's Tulsa (Okla.) World staff 
photographer born. 

A BUSY STUDENT 
After studying everything he 

could get his hands on in the 
library and in popular photo
graphy magazines, Mel entered 
Oklahoma State University and 
excelled in all the photography 
courses. 

He also acquired his first dark 
room that year; or, as he tells it, 
"In exchange for doing some free 
photography for the yearbook, I 
conned the dorm supervisor into 
letting me use a closet just 
outside my room." 

In his junior year, Mel entered a 
graduate course which enabled 
him to earn credits by working for 
a newspaper. He became a 
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student photographer for the 
Stillwater (Okla.) News-Press 
(circulation 8,000) and in the 
spring of 1972 began a full-time 
internship for the paper, with two 
weeks off for NAJAC. 

That autumn, the Shawnee 
(Okla.) News-Star made Mel its 
chief photographer, with a staff of 
two and a salary of $125 a week. 
After a year at the Shawnee paper 
and at the Oklahoma Journal in 
Oklahoma City, he joined the 
Tulsa World where now, at the 
age of 28, he is supervisor on the 
night shift. 

WHO DOES WHAT? 
"Drawing up the nightly 

schedule is tricky, because some 
assignments are more exciting 
than others. On the other hand, 
some decisions are automatic. 
We have one person who is a 
fantastic society photographer, 
another who is outstanding at 
sports, and so on." 

Although Mel is one of the 
World's top sports photographers, 
he often winds up with the less 
exciting jobs. "I remember my JA 
officer training," he says, "and 
never ask anyone to do 
something I wouldn't do myself. 

"Another thing JA taught me 
was how to motivate people. It's 
tough to get a photographer 
excited about a job that means 
hours of sitting around in the cold 
for a couple shots of a celebrity. 

It's also tough to persuade a 
bunch of strangers to stand close 
enough to each other to get a 
good group photo. 

"And when you do get really 
good photos, they are sometimes 
thrown out because the editor has 
cut the story. But there are 
rewards, like the day I photo
graphed kindergarten children 
making Valentines and discovered 
after the session that one of them 
had been quietly making a 
Valentine for me." 

YOU CAN DO IT 
Mel believes any determined 

person can get a job on a news
paper, with or without a college 
degree, if he has a knowledge of 
lighting, composition, layout, 
editorial design, copy and 
jo1-1rnalism. With this background 
comes the understanding of an 
editor's daily space limitation and 
the realization that if the photo 
doesn't tell the story it won't run. 

Beginning photographers are 
underpaid, Mel says. "But if 
you're willing to risk a couple of 
years of hard times, you should 
be able to find a good staff 
position. Then, not only is the 
salary good, but your skill lends 
itself to well-paid outside jobs." 

To qualify himself for further 
advancement, Mel is attending 
Tulsa University part-time, 
pursuing a business administra
tion degree.A 

.. 

"If it hadn't been for JA's 
business training back in 1963, I 
don't know what my career would 
be today," says Grad Achiever 
Mike Kallay, business editor of 
the Louisville (Ky.) Times. 

"When I first heard about JA, I 
thought I'd try it, even though I 
didn't know a balance sheet from 
a stock certificate. After two 
years as president of my JA 
company, and a week at NAJAC 
in 1965, I had learned so much I 
was fascinated by the whole 
business scene." 

STOCKS PAY OFF 

Mike became so fascinated by 
the stock market in particular that 
he asked his father for a special 
signed release which enabled 
him, as a minor, to buy stocks. He 
invested well enough to pay not 
only his tuition at Ballarmine 
College in Louisville, but also to 
buy a new car each year. 

Mike had an interest in writing 
that preceded his interest in 
business by about five years. In 
fifth grade he wrote for his 
elementary school newspaper. He 
was an editor of his high school 
paper and earned high grades in 
his two favorite subjects, history 
and English, partly because of his 
well-written reports. 

On the advice of his high 
school counselor, Mike sought a 
liberal arts degree. He found 
philosophy and psychology 
invaluable since "therein lies the 
nature of man," and, because JA 
had awakened his interest in free 
enterprise, he also studied 
finance and international 
economics. Mike was in the 
fortunate position of having two 
major interests that would 
eventually combine to lead to his 
business editor's career. 

Mike's association with the 
Times began long before he 
landed his present job. During his 
high school senior year, he 
applied to be a copy boy. He was 
elated when he was hired, but it 
was with mixed emotions that he 

climbed out of bed the day after 
graduation to report for work at 4 
a.m. After two years, he advanced 
to a college intern student with 
"bankers' hours." He didn't have 
to be on the job until 6 a.m. 

THE BEST WAY 

Because of his own experience, 
Mike thinks working as copy 
clerk, as it is now called, is the 
best way to get a start in 
newspaper journalism or any 
other facet of newspaper work. 
Aspiring copy clerks can learn the 
basics of every newspaper 
department as they go about 
cleaning glue pots, running copy 
from point A to point B, clipping 
and filing daily stories, and 
sorting and delivering mail. 

Mike still gets to the office at 
6:00 in the morning, and, with his 
staff of three, begins planning the 
first edition of the day. The first 
hours are spent making assign
ments, doing layout, editing, 
cutting and writing. The rest of 
the day he breaks down this way: 
"I spend about 20 percent of my 
time on the phone tracking down 
and following up news leads. 
About 10 percent is taken up 
making assignments, both spot 
news and feature articles. Writing 
and editing take at least another 
30 percent, and I try to meet 
someone for lunch every day just 
to keep in touch with what's 
going on in the city." 

Not enough space and not 
enough staff are Mike's biggest 
frustrations . A staff of four covers 
a city of over a million people. 
Also, Mike is facing about 28 
corporate annual meetings in the 
next month, besides the usual 
meetings of interest to the city, 
such as the Louisville Industrial 
Development Authority, the 
County Housing Agency, the Ad 
Club, etc. 

PARENTS CONFESS 

Thirty-two-year-old Mike still is a 

strong JA supporter as shown by 
his continuing volunteer work as a 
Project Business consultant. His 
great delight is to involve his ninth 
grade PB students in discussions 
of government agencies, the stock 
market and other business-related 
subjects. He encourages them to 
take the conversations home to 
parents, who often confess they 
do not have the knowledge their 
children do. 

"Unfortunately, not everyone 
takes part in the JA high school 
program," comments Mike. "But 
even without the actual 
experience of running a company 
young people learn a lot about 
business from just a semester of 
Project Business." A 
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Superco - Three Companies In One 

Royal Little, Business Hall of Fame Laureate, addresses Providence R.I., 
Achievers. 

What is synergism? 
Do you know where a holding 

company gets its profits? 
Is the conglomerate the wave 

of JA's future? 
Achievers in Providence, have 

answers to the first two questions 
and are working on the third. 

When 80 Achievers turned out 
for one JA company the first 
night, the advisers were prepared 
to handle the group in the 
traditional way. They formed three 
independent companies: Gandolf, 
which made birdfeeders; 
Remulas, maker of penny-hockey 
games; and SOMI, a market 
research company which also 
sold coupon books to keep their 
cash flow going. All three 
companies were sponsored by the 
Bostitch Division of Textron Inc. 

However, the difficulty of 
separating friends soon made the 
three-way split impractical. At the 
suggestion of adviser James 
Walter, director of financial 
planning for Bostitch, and with 
the help of Grad Achiever Jay 
Nelson, a lawyer with Cahill, 
Gordon & Reindale of New York, 
the group began learning the 
rewards and frustrations of a 
conglomerate organization. 

Before creating the conglomer
ate holding company, Superco, 
Jay Nelson instructed the 
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Achievers about the legalities of 
conglomerate life. Superco's 
powers would include the 
authority to transfer personnel 
and funds from one division 
(company) to another, appoint 
officers and take a percentage of 
each division's profits. In return, 
it would be responsible for over
seeing production, books and 
records, giving sales and manage
ment instruction and solving 
morale problems. 

To establish Superco, five 
Achievers from each subsidiary 
were elected to its board. They 
sold Superco stock, and then, to 
gain control of Gandolf, Remulas 
and SOMI, they negotiated a 
stock trade; one share of division 
stock for one share of Superco 
stock, plus 10 cents. The 35 
Superco shares th.e Achievers 
sold gave the company more than 
enough capital to cover the cost 
of this transaction. 

TEXTRON FOUNDER HELPS 

Now they were "big business." 
Royal Little, founder of Textron, 

who pioneered the idea of diversi
fication in business as a way to 
protect investments, came to a 
meeting to present them with their 
charter. Mr. Little spent the 
evening giving them some advice 
based on his own vast experience. 

"He warned us not to step on 
too mariy toes in the ranks of our 
subsidiaries, and to work through 
the companies' presidents, not 
their workers," Greg King, chair
man of Superco, said . 

Although each provision of the 
conglomerate's legal contract had 
been thoroughly discussed, there 
were still some surprises 
according to adviser Jim Walter. 

Synergism was definately one 
of the pleasant surprises. Syner
getic selling is the cooperative 
selling of the products of all three 
companies, so that total sales are 
greater than would be possible 
from individual effort. For 
example, a SOMI Achiever on a 
sales blitz also carried a penny 
hockey game and a birdfeeder. 
First he would try to sell his own 
company's coupon booklet. 
Failing that, he would then give a 
sales pitch for the other two 
products. 

A sale of another division's 
product earned him 5 percent 
commission instead of the usual 
10. The other 5 percent went 
straight into the division 
company's profits, along with the 
usual product profit. 

TOUGH LESSON 

Now, a not-so-pleasant 
surprise. Superco made its profit 
by taking 10 percent of all the 
profits from its three divisions. "It 
was one thing for the Achievers 
to vote for that 10 percent 
management fee when it was only 
on a piece of paper. It was quite 
another for them to have to 
actually turn over their hard
earned cash for the good of the 
entire conglomerate," Jim Walter 
commented. 

Just as in the real business 
world, the holding company could 
transfer Achievers from one 
division to another. This helped 
solve the problems of lagging 
production or sales, and boosted 
morale when members were 
getting bored with their old jobs. 

Under Superco's efficient 
management, combined profits 
rose to more than $2,000. A 



'Hot' Cake Product In Hawaii 
Making money was a piece of 

cake for Achievers of Aloha Ono 
JA company, Honolulu , Hawaii. 

Early in the fall of 1978, the 
new company, with the help of 
therr sponsor, C. Brewer's Mauna 
Loa Macadamia Nut Corp., 
perfected the recipe for their 
unique Macadamia Kalikimaka 
Cake Kit. 

Guided by an existing C. 
Brewer recipe and their own taste 
buds, they adjusted and sampled 
until they formulated the mix that 
would hit the market just in time 
for holiday sales. By January they 
had sold a record $1,000 worth of 
their product, and by March they 
had passed the $2,500 mark. 

SWITCH MADE 
Kalikimaka means "Christmas" 

in Hawaiian, so the Achievers 
were faced with a name change in 
January of 1979. Fearing that a 
cake by any other name would 
not sell as well, the Achievers 
switched to a Macadamia Cookie 
Kit and the market continued to 
boom. 

When the company was 
formed, the 20 members voted to 
operate as a partnership, with 
each Achiever putting up $5. They 
figured the actual cost of each kit 
at 70 cents, added overhead and 
salary costs, and decided on a 
retail price of $3. 

Before they started production, 
they obtained clearance from the 
State Department of Health, and 
were careful to maintain the 
required sanitary standards 
whenever handling the cake's 
ingredients. 

Once the cash began flowing 
in, Aloha Ono members found it 
most efficient and economical to 
order supplies in bulk at whole
sale prices. Their bimonthly order 
of approximately $200 included 
flour and sugar in 100-pound 
sacks, and bulk quantities of 
nuts, raisins and dried fruits. 

SECRETS OF SUCCESS 
There was more to the success 

of the company than just the cake 

had the three essentials for any 
successful JA company; hard
working advisers, enthusiastic 
Achievers and a good product." 

At Christmas, the company 
donated kits to the Volunteer 
Service Bureau to deliver to 
homes for senior citizens. 

Each partner has received a $40 
return on his $5 investment, 
salaries have been raised, and the 
company now boasts five $100 
salespeople. 

Because this is a product that 
could be adapted to almost any 
JA area, the Hawai i Achievers 
passed on some of the ideas that 
worked for them. Before they 
started production, they did an 
actual time and motion study and 
found that with proper use of an 
assembly line, 18 Achievers could 
produce 125 cake kits in one 
hour. 

WANT AN IDEA? 
They learned to check the kit 

bags, as their only real loss came 
from kits that had to be written 
off because of leaks. 

Looking for a product for your 
mainland JA company next year? 
Maybe a southern pecan cake or a 
California fruit cake will fill the 
bill.A 

ingredients. As adviser Cathy Grad Achiever Toni Girtman 
Onekea pointed out, "Aloha Ono 
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Achiever 
Commutes 
480 Miles 

If there were a JA Book of 
World Records, Toni Girtman of 
Los Angeles would be in it! 

Toni was president of her 
Tucson, Ariz., JA company last 
year when her parents moved 480 
miles away to Los Angeles. She 
was crushed. She was a good 
president of a successful 
company, and visions of being 
President of the Year and 
competing for a scholarship 
danced in her head. 

She talked her problems over 
with her family. Incredible as it 
sounds, they agreed to let her 
drive the distance each week to 
keep active in the Tucson 
program. 

Of course Toni was not an 
ordinary Achiever. She had 
graduated from high school at 
mid semester, was working full 
time and really hoping for that 
scholarship to help her with 
college. 

After gaining permission from 
her parents to make the long 
commute, Toni spoke to her 
employer, Mrs. Lucille Ryckman a 
certified public accountant. Mrs'. 
Ryckman was sympathetic and 
agreed to let her have every 
Thursday off until the program 
year ended. 

With all this support, Toni 
headed off on the 8½ hour drive 
every Wednesday right after work. 
She stayed with a friend and 
started back to Los Angeles after 
the JA meeting for the almost-all
night drive. Friday morning she 
was back at work. 

Her efforts paid off. Toni won 
both the contest and the scholar
ship and is now an accounting 
major at San Bernardino college. 
She has applied for grad staff at 
NAJAC this year, so maybe you'll 
meet her there. 

For Toni Girtman, a little pride 
really took her a long, long way. A 
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Can You Unscramble the JA Jumble? 

1 Puzzle by Ray Lindquist, 
program director, JA of 
Greater Miami 

DIRECTIONS: 
I The ten scrambled words below 

are all JA or business terms. 
Unscramble each term and place 
the correct letters in the 

1 corresponding blanks to the right. 
The numbered letters, when 
properly placed in the blanks at 
the bottom, will spell out our 
wishes for your futureA 

YNEOM 

VEDRISA 

DRUCTPONIO 

VINDIDED 

GREMRE 

UNLANA PORTER 
12 19 

STECTON DUGEJ 
21 

PLUSYP 

NALFITNOI 
9 

ENOGTAMRELCO 
18 

7 

14 

1 2 3 4 5 6 7 8 9 10111213 1415 

Solution on page 12 

18 

15 4 

1 

17 13 

2 

3 8 

11 

20 6 

10 5 
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Junior Achievement Salutes 
The '79 Business Hall Of Fame Laureates 

Lucille Ball and Fran Tarkenton 
congratulate General Georges Doriot. 

Walter A. Haas 

William P. Patterson, accepting for 
his uncle, John H. Patterson 

Ian Kinloch Mac Gregor with Clifton 
C. Garvin, Jr., chairman, NBLC 

David Garst, accepting for his father, 
Roswell Garst 

Reva Korda, of Ogilvy & Mather, Inc., 
accepting for David MacKenzie Ogilvy 
of Ogilvy & Mather, Inc. 

Robert E. Wood 11, accepting for his 
grandfather, Robert E. Wood 

Mark G.G. Barry, Vanderbilt University 
grad student accepting for Cornelius 
Vanderbilt 
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