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Allied Stores Corporation President Speaks 

The Mind Of Man: Our Greatest future Resource 
". . . Whether it is the Upper Mid

west, Northeast, the Southwest, or any 
other section of the country, or even 
the world, the challenge of superior 
achievement . . . will only be attained 
by recognition of the fact that the hu
man mind is the principal resource we 
have." 

With these words, Theodore Schles
inger- the principal speaker at the 
School of Business Administration's 
lith Annual Alumni Institute-sounded 
the call for the appropriate educational 
development of our greatest resource in 
the decades ahead-the mind of man. 

Speaking to an audience of nearly 
450 alumni, guests and faculty, Mr. 
Schlesinger, the President of Allied 
Stores Corporation, urged that we rec
ognize how education can be our con
stant lightbearer in a total system of 
educational development. 

Such a system, "will enable man to 

be free of the work which machines 
can do for him, and it will prepare him 
to do that work which is truly human." 

"A general raising of the level of 
knowledge," he said, "and the capacity 
to think in order to enable the greatest 
possible participation of vast numbers 
of people in productive occupations and 
in m eaningful utilization of leisure time 
must be the philosophical background 
of our thinking-today more than yes
terday, and tomorrow much more than 
today." 

Mr. Schlesinger called for "total edu
cational development"-a process of 
training which requires the home, 
school, and business to work together 
in concert to upgrade the individual or 
to aid the individual in upgrading him
self. 

The challenge for professional educa
tors, he added, is to provide every stu
dent with education and stimulation 

which causes him to strive for maxi
mum development during his formative 
years. Formal education must prepare 
the individual for a variety of activities 
which are in the areas of cultural de
velopment, citizenship development and 
occupational preparation. 

As a means of obtaining a total edu
cational development system, Mr. 
Schlesinger suggested that in each re
gion of the country the principal educa
tional institutions, aided by govern
ment, industry and business, should es
tablish special groups charged with the 
study of the total development needs of 
human resources. Such groups could 
create blueprints for educational devel
opment in their regions. 

Why do we need total educational 
development? 

Mr. Schlesinger gave these reasons: 
(continued on page 2) 

Theodore Schlesinger (L), president of Allied Stores 
Corporation. New York, talks with Dean Paul V. 
Grambsch prior to speaking at the School of Business 
Administration's 1 Uh Annual Alumni Institute. The 
Institute met October 29 in Minneapolis. 

William Henry Burgess (L). president of Electronic 
Specialty Company of Los Angeles. receives the Out
standing Achievement Award from University Presi
dent 0. Meredith Wilson. The presentation was made 
a:t :the I Uh Annual Alumni Institute. 



Total Educational Development Is Needed In The Future 
(continued from page 1) 

{r We must fully recognize the na
ture of changes that have taken place 
within our lives. The velocity, the mag
nitude, and quality of these changes are 
not of any great significance as accom
plishments of which we should be 
proud, but rather as portents of the 
continuing and accelerating rate of 
change we must foresee. 

{r Science and the laboratory can to
day provide us with many more and 

more sophisticated goods and services 
than we have yet learned to make and 
distribute. 

{r The world in the next generation 
will be so infinitely more complex and 
more potentially productive than the 
civilization we have known, the prob
lem is whether we will have the brain 
power to produce and distribute at a 
level commensurate with our ability to 
conceive. 

{r With new technological prowess, 

Management Must Develop 
Initiative, Wilson Says 

What are the main objectives of a Such long-range plans, however, 
systematic management development should not overlook manpower devel-
program? opment, he added. 

Dr. A. T . M. Wilson, internationally There are, he said, three phases in 
known management consultant and the management development forecast. 
educator, believes they are: (1) to re- e What have we got to meet various 
cruit and develop managers without needs within the organization after 
destroying their initiative, and (2) to conducting periodic appraisals of man
resolve built-in conflicts within or- agement? 
ganizations which stem from their e What are our plans for people who 
changing needs and from the changing are moving within the organization? 
needs and skills of potential managers. e What are our needs in recruit-

Speaking to a group of Twin City ment of younger men for the company? 
businessmen November 12, Dr. Wilson What atmosphere is necessary in a 
urged that industry give managers "as firm that ideally encourages initiative? 
much maintenance as machines." Dr. Wilson's response to this question 

The final speaker in the 1964 Dis- was that this would be a firm where 
tinguished Visitor Series, Dr. Wilson people would accept innovation; would 
addressed local members of the Society accept change as inevitable; would 
for the Advancement of Management question everything; and would take 
and members of the School of Business risks that they could explain to their 
Administration. His topic was "The colleagues. 
Manager in a Changing World." H th S k T 

An adviser on the use of the social epWOr pea S 0 
sciences to Unilever, Ltd., the giant in- Accounting Fratern.lty 
ternational holding company, Dr. Wil-
son insisted that a "company must take Several recommendations that would 
steps to communicate to its abler men str engthen the use of financial state
what it thinks of them." ments as tools for business decision 

"If they don't, companies may find making were recently presented to 
them leaving and the less able em- members of the School of Business Ad
ployees stepping up to take the mana- ministration and their guests by Pro
geria! positions." fessor Samuel Hepworth, Michigan Uni-

Dr. Wilson explained that Unilever versity. 
-the world's largest corporation-be- Professor Hepworth spoke in Minne
lieves the largest chance for growth and apolis November 13 at the initiation 
expansion rests in the development of banquet of the University's Rho Chap
its able executives rather than in mar- ter of Beta Alpha Psi-the national ac-
kets or assets. counting fraternity. 

In urging that companies not damage His topic, "Accounting for Intercor-
individual initiative, Dr. Wilson de- porate Investments," is a subject which 
fined initiative as a "delicate plant that he has researched for the American In
must be nourished." He also stressed stitute of Certified Public Accountants 
the need for the proper delegation of during the past year. 
authority where initiative is concerned. Professor Hepworth stressed that al-

An investigator of the long-term as- though the accounting profession has 
pects of consumer and household be- issued some opinions on the topic of 
havior, Dr. Wilson pointed out that if intercorporate investments, there still 
a firm is not prepared to tolerate mis- remains a great diversity in methods 
takes, then it won't have initiative as used by practicing accountants to re
such. cord both the purchase transaction and 

Dr. Wilson, who served for 12 years subsequent earnings of intercorporate 
as chairman of the Management Com- investments. 
mittee at United Kingdom's Tavistock Such variations, he explained, create 
Institute, suggested that companies set a lack of comparability among the fi
long-range goals which encompass nancial reports of companies with in
sales, financial position, state of diversi- tercorporate investments. 
fication and competitive situation. (continued pn page 3) 

unlimited opportunity will be available 
for productive use of our most valuable 
resource-the trained mind of man. 

{r The ability to think, to imagine, to 
interpret and to originate will become 
more and more the working function 
of man at any level of performance. The 
ability to use his mind must not, and 
will not, be confined only to those func
tions which relate to producing and con
suming material things. 

Automation: Challenge to the Present 
and Future 

In speaking of automation, Mr. 
Schlesinger stated: "We do not solve 
anything on a truly permanent basis if 
we merely find another job that will be 
mechanized tomorrow for the individu
al who has lost his job through automa
tion today." 

The "manager," too, must consider 
the impact of automation, he warned. 

"The machine," he said, "can deprive 
us of many of those aspects of our work 
which we have thought of in the past 
as analysis, coordination, and decision 
making just as surely and quickly as 
the work of the elevator operator who 
becomes unnecessary when his function 
has been replaced by ingenious electri
cal wiring." 

The decision maker of today and to
morrow can no longer function as he 
has in the past, Mr. Schlesinger said. 

"He must be more skilled, more so
phisticated, more capable of reaching 
his judgments factually and then acting 
imaginatively and courageously or else 
he, too, can be replaced by the ma
chine." 

The Role of Business 
Business, Mr. Schlesinger said, must 

make up its collective mind today to 
undertake a program of training and 
development that far exceeds ... any
thing which it may have done in the 
past to train and upgrade its employees. 

"We must r ecognize that our greatest 
lack will be of trained minds to do the 
job and not of mere hands to do the 
job." 

Even though, he postulated, the next 
generation will achieve heights of sci
entific accomplishment as yet un
dreamed of, we must recognize that we 
have today the know-how to provide 
more sophisticated and refined products 
than we have the know-how to prac
tically and profitably market these 
goods and services. 

Without research and development, 
he added, there is no growth, no fu
ture, no superiority. 

Reprints available 
Mr. Schlesinger's speech to :the 

lith Annual Alumni Institute has 
been printed in pamphlet form. 
Copies can be obtained at no cost 
by writing: 
Division of Research 
School of Business Administration 
West Bank, University of Minnesota 
Minneapolis, Minnesota 55455 



Executive Development Programs: 
Executive Development: A Comparison 

of Small and Large Enterprise, by 
Douglas C. Basil. Sponsored by the 
Small Business Administration. 72 
pages. $1.50. 
What is industry doing to develop its 

management resources? Are there pat
terns of executive development that 
might be recommended for the small 
firm? 

These are questions considered in this 
Small Business Management Research 
Report by Douglas C. Basil, formerly 
associate professor of management, in 
the School of Business Administration. • 

The book examines both the extent 
of use and the quality of executive de
velopment programs employed in the 
604 Minnesota firms surveyed. 

institutes for small business, (2) uni
versity evening division courses, (3) 
American Management Association 
courses, and ( 4) university programs. 

Conclusions 
The author reaches several conclu

sions concerning the use of executive 
development programs: 

e Small firms seldom have formal 
techniques or programs for develop
ment of executives. This lack is due 
partly to the tendency of most small 
businessmen to solve their problems 
from day-to-day instead of thinking 
ahead. Also, many small business execu
tives seem to feel confident that they 
will be able to find management per
sonnel when they need it. 

e Many of the larger firms have ex
ecutive development programs, but the 
effect of these programs has not yet 
been felt in the top-management ranks. 

A New Analysis 
e Further research on executive de

velopment is needed, particularly in re
gard to ( 1) the value of such training, 
and (2) what techniques give the best 
results. 

Who Can Use This Book? 
This book will be of direct interest 

to both small and large business prac
titioners who are either considering the 
adoption or the revision of an executive 
development program. 

In addition, this publication merits 
the attention of personnel managers 
business educators, and students plan~ 
ning to enter business management. 

The book is a handy reference for 
b?th small and large businesses! for it 
gives an up-to-date presentatiOn of 
what several other firms are doing 
about the problem of executive train
ing and development. 

The study on which this report is 
based included three phases: (1) a 
study of previously published informa
tion on executive development (the 
book contains an extensive bibliogra
phy), (2) informal discussions with 
executives of several large and small 
firms, and (3) the mailing of question
naires to all Minnesota manufacturing 
firms with 10 or more employees. 

Study of Ski Resorts Published 
Also included in this study are an

alyses of ( 1) the background of top 
management, (2) executive training 
techniques used by surveyed firms, and 
(3) promotion policies employed in the 
survey firms. 

Highlights of the Study 
{r Only 10 per cent of the 604 sur

veyed firms had formal executive de
velopment programs. Of the firms hav
ing such programs, less than one in 
four of the top executives had com
pleted the course. 

{r Both large and small firms were 
included in the study, but size of firm, 
it was found, had little effect on the 
10 per cent who employed formal ex
ecutive development programs. 

{r A major exception to the 10 per 
cent figure, however, was noticed in 
firms having more than 500 employees. 
In this group, the percentage of firms 
having executive development pro
grams rose sharply to 42.3 per cent. 

{r Most of the surveyed firms filled 
middle management positions by pro
motion from within the company. A 
majority of the top-management posi
tions, also, were filled by promotion, 
but the percentage was lower than for 
middle-management positions. 

{r Small firms used special short 
seminars more often than any other 
type of executive training course. Other 
types, in order of use, were ( 1) special 

• Now professor of management, Graduate 
School of Business Administration, University 
of Southern Callfornla. 

Copies of this study may be pur
chased from: 

Division of Research 
Graduate School of Business 

Administration 
West Bank, University of Minnesota 
Minneapolis, Minnesota 55455 

Ski Resorts in the Ninth District, by 
Richard F. Budolfson. Federal Re
serve Bank of Minneapolis, Business 
Report Series No. 1, November 1964. 
18 pages. Free. 
This publication presents economic 

and descriptive data about the ski in
dustry in the Ninth Federal Reserve 
District. The study was a cooperative 
undertaking by the Bureau of Business 
and Economic Research, University of 
Minnesota; the Department of Business 
Development, State of Minnesota; and 
the Federal Reserve Bank of Minne
apolis. 

The booklet gives an interesting over
all economic picture of the ski industry 
in the Ninth district. 

Richard F. Budolfson, the author, 
reaches several conclusions about the 
prospects for the continued growth of 
the ski industry: 

{r There has been a marked increase 
in utilization of Ninth district ski slopes 
over the past three years. An indica
tion of the rising popularity of the 
sport is shown by comparing the num
ber of lift tickets sold. In Minnesota, 
for example, 17,680 lift tickets were 
sold in 1959-60 compared with 67,222 
for 1963-64. 

{r Prospects are good for further in
crease in the popularity of skiing in the 
Ninth district. For most Ninth district 
residents, a skiing area is reasonably 
accessible by car. Also, a generally ris
ing level of personal income will tend 
to encourage the sport. 

{r Snow and skiing alone do not make 
a resort. Ski oriented activities also in
clude ski schools, patrols, equipment 
rentals, and ski sales shops. In addi
tion, many resorts offer a place for 
other winter recreation such as skating 
or tobogganing, and an "opportunity to 
enjoy a crisp wintry weekend in a 
rural setting with evenings of fellow
ship before a crackling fire in a fire
place." 

{r Good community relations seem to 
be an important characteristic of a 
successful ski resort. Drawing custom
ers to a ski area, and especially a new 
one, typically requires promotion. An 
advertising program is virtually a must. 

This study also discusses the history 
of the sport. Other topics covered in
clude area trails and lifts, the skiing 
season, resort facilities, and the busi
ness of skiing. Attention is also devoted 
to subject of investment and profit re
turn of ski facilities in the Ninth dis
trict. 

Complimentary copies may be ob-
tained from: 

Publications Section 
Research Department 
Federal Reserve Bank of Minneapolis 
Minneapolis, Minnesota 55440 

Hepworth Speaks 
(continued from page 2) 

Professor Hepworth offered several 
criteria which would increase the use 
of consolidated financial statements. He 
also urged the valuation of unconsoli
dated subsidiaries on the basis of their 
underlying equities r ather than on the 
original investment cost. 

If a uniform following of these rec
ommendations were adopted, he ar
gued, the use of company financial 
statements as a decision tool would be 
greatly strengthened. 
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Placement Office Gives Figures 

Graduate Salaries Are Up 
Average starting salaries for business 

graduates continue to show a rising 
trend, according to figures recently re
leased by the School of Business Ad
ministration's Placement Office. 

Statistics for 1963-64 graduates of the 
School of Business show that the aver
age starting salary for holders of bach
elor degrees (male) rose to $515 as com
pared to $499 for 1962-63. 

Holders of master's degrees earned an 
average of $614 as starting salaries 
while the figure for the previous year 
was $583. 

Figures for 1963-64 also show that the 
average starting salary for bachelors 
who took jobs in Minnesota stands at 
$510, an increase of 29 dollars over the 
$481 figure for 1962-63. 

Average starting salary for bachelors 
who took jobs outside Minnesota was 
$525, as compared to $523 for the previ
ous year. 

Holders of master's degrees who took 

jobs in Minnesota during 1963-64 got 
$586 as an average starting salary, but 
the average for holders of master's de
grees who took jobs outside Minnesota 
stands at $642. 

The following table gives average 
starting salaries for each type degree 
holder for 1963-64 and 1962-63. 

Degree 1963-64 1962-63 
Bachelors. men . ............ $515 $499 
Bachelors, women $446 $395 
Masters, men ...................... $614 $583 
Masters, IR $562 $554 
MS ... . . . . . . . $680 $562 
MBA $668 $665 

Mrs. Kathleen Anderson, placement 
director for the School of Business Ad
ministration, indicated that graduates 
with B.B.A. degrees entering the areas 
of sales and accounting were in most 
demand by companies that recruited 
employees through the Placement Of
fice. 

Eight Doctoral Degrees Given 

SBA Awards 45 Grad. Degrees 
A total of 45 graduate degrees in 

business administration were awarded 
during the 1963-64 academic year-the 
same number awarded during 1962-63 
-Professor Albert K. Wickesberg, di
rector of programs for the Graduate 
School of Business Administration, has 
announced. 

The total number of graduate de
grees awarded in business administra
tion since 1957, the first year for which 
information on all graduate degrees is 
available, is presently 198. In 1961-62, 
only 28 graduate degrees were awarded . 

Of the 45 degrees awarded during 
1963-64, eight were Ph.D. degrees. Six 

Alexis Joins Faculty 
Professor Marcus Alexis has been 

named visiting associate professor of 
marketing for the winter and spring 
quarters. 

An associate professor of marketing 
at the University of Rochester, Roches
ter, N.Y., Professor Alexis received his 
Ph.D. in economics from Minnesota in 
1959. 

A Ford Foundation post-doctoral fel
low at Harvard's Graduate School of 
Business from 1961-62, Professor Alexis 
was an assistant professor of marketing 
at Macalester College from 1957-60. 
From 1960-62, he was associate profes
sor of marketing at De Paul Univer
sity, Chicago. 

Professor Alexis received his M.A. de
gree from Michigan State in 1954. He 
received his B.A. degree from Brook
lyn College. 

doctorate degrees were awarded during 
1962-63. 

The breakdown of degrees for the 
past two years follows: 

1963-64 1962-63 
No. No. 

Degree Awarded Degree Awarded 
MBA (day) 6 MBA (day) 7 
MBA (night) . 14 MBA (nighi) ...... 14 
MS . . .......... 17 MS ................................ .18 
PhD .... .... 8 PhD 6 

Of the 198 graduate degrees awarded 
since 1957, 25 have been Ph.D. degrees, 
and 173 have been through the three 
Master's programs. 

The breakdown for the total number 
of all graduate degrees awarded by year 
follows: 1963-64, 45; 1962-63, 45; 1961-
62, 28; 1960-61, 26; 1959-60, 27; 1958-59, 
11; 1957-58, 16. 
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Business School 
Gets Four New 

NDEA Grants 
The fact that business management 

plays an important role in national de
fense was recently emphasized by the 
U.S. Department of Health, Education 
and Welfare when it awarded four Na
tional Defense Education Act (NDEA) 
Fellowships to Minnesota's Graduate 
School of Business Administration. 

The four fellowships will be presented 
in September, 1965 t? individua~ Ph.D. 
candidates who are mvolved With ex
perimental laboratory research in any 
of the subject areas offered by the 
Graduate School of Business Adminis
tration. 

Four of the 28 fellowships that were 
approved by the Office of Education, 
Department of Health, Education and 
Welfare for the University of Minne
sota were given to the Graduate School 
of Business Administration. 

The three-year fellowships are de
signed to aid persons who desire to 
teach upon completion of their school-
in~ . 

Four companion grants-each direct-
ly related to the fellowships-will also 
be given to the School. Funds from 
these grants, however, will be used to 
augment faculty resources for teach
ing and experimental appro~ches ~o 
business problems, and to acquire addi
tional reference material and equip
ment for the School. 

Professor Albert K. Wickesberg, di
rector of graduate programs for the 
SBA indicated that the awarding of 
the four NDEA fellowships and com
panion grants to the Graduate Business 
School shows there is a growing con
cern in the Federal Government for de
velopment of better research prog~ams 
which deal with problems of busmess 
behavior and decision-making. 

For details write to: 
Director, Graduate Instruction in 

Business 
Graduate School of Business 

Administration 
University of Minnesota 
Minneapolis, Minnesota 55455 

Nonprofit Org. 
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Ackoff leads Off Quantitative Methods Seminar Series 

Business Management: From Art To Science 
Is there an accurate, scientific way to 

measure how many sales dollars a com
pany receives for each dollar it spends 
on advertising? According to Russell L. 
Ackoff, the answer is "yes," but most 
companies are not willing to use it. 

Speaking in nontechnical terms to 
overflow audiences of businessmen, 
faculty members, and students, Dr. 
Ackoff revealed many startling new 
uses of mathematical and experimental 
methods for solving business problems. 
His two presentations marked the be
ginning of the 1965 series of lecture
seminars by outstanding authorities on 
"The Application of Quantitative Meth
ods in Business Administration." 

The series is supported jointly by the 
Ford Foundation and the General Elec
tric Foundation. All sessions are held at 
the University of Minnesota School of 
Business Administration. 

Dr. Ackoff pointed out that the most 
important contribution of the quantita
tive approach is that it affords a new, 
logical way to look at business prob
lems. Once the elements of the problem 
have been determined and once their 
relationships have been established, 
usually the problem is found to be 
quite different from what it originally 
was thought to be. An accurate identifi
cation of the problem usually is the 
major part of the solution. 

Operations Research, another name 
for the quantitative approach, provides 
a way to reduce a complex problem to 
a relatively simple mathematical equa
tion, or in the parlance of Operations 
Research, to a "model." The model has 
many advantages. Usually it represents 
a very large system which cannot be 
manipulated or which does not lend it
self to experimentation. The model, 

Prof. Gary Andrew, Prof. Ackoff, Prof • .John Neier, and Dean Paul V. 
Grambsch (1. to r.) discuss the growing importance of quantitative methods 
in business school curricula. 

however, is amenable to all sorts of 
experimentation. Such experiments are 
called "simulation." 

The value of a model is not so much 
in any mathematical solution it affords 
as in its ability to show alternative 
routes to a solution and to suggest new 
approaches which have not been obvi
ous from the beginning. Thus it is pri
marily a tool for research and for crea
tive thinking. 
"Sacred Cows" Prevent Progress 

Many business firms have set up their 
own departments of Operations Re
search, but occasionally such groups 
become hampered by bias. Dr. Ackoff 
described bias as a type of restriction 
placed around a problem which pre
vents an effective solution. Outmoded 
policies, customs, organizational flaws, 
or even company politics and personal 

(continued on page 2) 

Prof. Ackoff waits for a round of 
applause to subside before he con
tinues. 



Ackoff Shows New Approach to Advertising Efficiency 
(continued from page 1) 

jealousies are sources of bias. Impartial 
consultants usually can spot such bias 
quickly, but eliminating it is another 
thing. 

Company advertising almost univer
sally is treated as a "sacred cow," ac
cording to Dr. Ackoff. Since advertising 
budgets usually are set at some per
centage of predicted sales, it is com
monly assumed that the more a firm 
spends for advertising, the greater its 
sales will be. Many managers think 
they can "prove" this assumption with 
past records. 

Another fallacy involves the use of 
"exposure" surveys and "recall" testing. 
Neither of these yardsticks measures 
dollars in the cash register. Exposure 
and recall are not sales. 

Supersatual:ion Is Doubly Expensive 
Dr. Ackoff cited a recent study which 

showed that a certain amount of adver
tising is necessary before people become 
aware of the ads. Once this "threshold" 
level is reached, a relatively small 
amount of additional advertising makes 
a big increase in awareness. With still 
more advertising, awareness reaches a 
peak, or "saturation point," and levels 
off. Surprisingly, additional advertising 
creates a condition called "supersatura
tion" in which customer resistance de
velops quickly and sales fall off quite 
steeply. Thus, Dr. Ackoff explained, 
many companies actually hurt them
selves with too much advertising. 

Pulsed Advertising: A New Concept 
In the same study, it was shown that 

advertising of a given product can be 
stopped for as long as 18 months before 
the public notices it. Periodic or 
"pulsed" advertising was found to be 
as effective as continuous advertising
and it was much cheaper. Dr. Ackoff 
drew an analogy between "pulsed" ad
vertising and moving pictures. The lat
ter actually is a series of still pictures. 
When these are shown at 16 frames per 
second, they give the illusion of con
tinuity. The same sequence, filmed and 
projected at 32 frames per second, looks 
exactly the same. Consequently, half of 
the film in the faster sequence is wasted. 

One of the nation's largest firms in 
its field has found that by making a 
very large cut in its advertising budget 
and by scientifically programming its 
ads it is realizing a large increase in 
sales. This result, Dr. Ackoff declared, 
could not have been predicted intui
tively. The mathematical model had to 
be developed through experiments. But 
that company has an enlightened man-

agement which will allow experiment
ing in previously forbidden areas. 

From Art to Science 
The concept of management is chang

ing. In the past, intuition has guided 
the manager in the practice of his art. 
But management is rapidly becoming a 
science, just as medicine has progressed 
from an art to a science. Managers must 
learn to use the tools of science, said 
Dr. Ackoff. 

When Intuition Fails 
Oddly enough, the more facts and 

figures one has available, the easier it 
is to make correct, intuitive decisions. 
Under conditions of uncertainty, with 
few facts to rely upon, intuition is of 
little value, and intuitive decisions be
come almost preponderantly wrong. 
Uncertainty is a characteristic of our 
complex civilization, and it is precisely 
under such conditions that the methods 
of science are the most useful. 

In his morning lecture, "A General 
Survey of Operations Research," Dr. 
Ackoff described several other spectac
ular examples of ways that science has 
been used to identify, to simplify, and 
to solve recent business problems. 

New Breakthrough Revealed 
Dr. Ackoff's afternoon seminar, 

"Toward A Science of Organizational 
Structure," focused upon a new break
through in management science. The 
imminent result of this discovery is a 
powerful scientific capability for de
signing optimal organizational struc
tures and for developing controls over 
existing, previously ineffective company 
organizations. 

This seminar showed how the various 
behavioral and exact sciences are being 
integrated into an over-all science of 
business management. The values as 
well as the present limitations of each 

was discussed. Finally, Dr. Ackoff 
showed where Operations Research fits 
into the unified scheme. 

Dr. Ackoff was a poineer in making 
Operations Research an academic dis
cipline. He was instrumental in es
tablishing the Operations Research 
Group at Case Institute of Technology 
-the first such group in the academic 
world. 

At present, he is Chairman of the 
Department of Operations Research and 
Statistics, Director of the Management 
Science Center, and Professor of City 
Planning at the University of Pennsyl
vania. He is a charter member of the 
Institute of Management Sciences and 
is a past president of the Operations 
Research Society of America. 

More Seminars to Follow 
Speakers for the remaining seminars 

are Bernard Shorr, Travelers Insurance 
Company, Hartford, Connecticut, April 
5; Yuji Ijiri, Stanford University, April 
19; Robert D. Buzzell, Harvard Uni
versity, April 23; Robert L. Graves, 
University of Chicago, May 12; and 
Richard S. Hatch, U. S. Marine Corps 
Research and Development Battalion, 
San Diego, California, May 24. 

Subjects will include applications of 
quantitative methods to insurance, ac
counting, marketing, data processing, 
and personnel assignment, respectively. 

Wherever possible, reprints of each 
seminar will be made available within 
six to eight weeks after the presenta
tion. Requests for reprints should be 
addressed to: 

University of Minnesota 

School of Business Administration 

Department of Research 

Minneapolis, Minnesota 55455 

Haack to Address Cohen Memorial Seminar 
Ethics in the securities market will 

come under the scrutiny of a sym
posium to be held in Minneapolis on 
April 20. This is the first of a series 
of annual symposia sponsored by the 
Merrill Cohen Foundation. 

The principal speaker, Mr. Robert W. 
Haack, president of the National As
sociation of Securities Dealers, will dis
cuss "Ethical Problems in Self Regula
tion." 

The purpose of the symposia is to 
provide a forum for the discussion of 
ethical issues which arise in American 
business. In addition to making the 

participants more aware of some of the 
issues and encouraging them to think 
about ways for handling such problems, 
the symposia will serve as a memorial 
to Mr. Merrill Cohen, who was deeply 
concerned with business ethics and 
with the securities markets during his 
lifetime. 

Members of the business community 
are invited to participate in these ses
sions. The symposium for 1965 will be 
held at the University of Minnesota 
School of Business Administration, 
West Bank Campus, Room 5, Classroom 
Building, April 20, from 1:30 P.M. to 
5:00P.M. 



FROM THE FACULTY PEN 

Three New Reprints Available 
"Reporting the Impact of Long-Range 
Plans on Financial Posiiion," by Jack 
Gray, reprinted from NAA Bulletin, 
November, 1964. (No charge) 

Drawing upon his experiences with 
business firms, the author proposes 
wider experimentation with reports of 
financial position based on future ex
pectations rather than on historical 
costs. While such reports are not objec
tive in the rigid financial accounting 
sense, managerial accountants have 
found that most accounting information 
for decision making is not objective in 
this sense, anyway. 

Managerial decisions which commit 
the firm for long periods of time are 
based to varying degrees on long-range 
plans and budgets. Persons responsible 
for these decisions often work without 
guidelines other than company tradi
tion and personal experience. Each de
cision is made in the context of a par
ticular project rather than in the con
text of the total impact on the budgets 
and the total future cash flows of the 
firm. 

Making decisions in the narrower 
context without reference to the wider 
context of the whole firm may lead to 
unfortunate consequences in terms of 
the long-run profits of the firm. 

The type of report which the author 
proposes emphasizes the wider context 
and provides a stimulus for coordinat
ing all of the long-range planning ac
tivities of the firm. 

Making new decisions as more of the 
future comes into view and revising 
old decisions as more facts become 
known is one of the most important 
functions of management. 

"Marketing in Spain," by Edwin H. 
Lewis, reprinted from Journal of Mar
keting, October, 1964. (No charge) 

This article surveys the current state 
of marketing in Spain and suggests 
some steps that are needed for improv
ing the system. While Spain offers many 
opportunities for American invest
ments, businessmen should be aware of 
pitfalls which can frustrate their efforts 
to cultivate Spanish markets. 

Some of the more obvious difficulties 
are government price restrictions, over
specialization of retail outlets, uncer
tain methods of distribution, lack of 
data on market potential, and a low 
national average in discretionary in
come. 

The Spaniards are becoming more 
aware of their needs and are showing 
a will to speed up the changes that 
must be made to improve their standard 
of living. 

"High Cash Value Life Insurance Poli
cies and Unfair Discriminaiion," by 
Glenn L. Wood and C. Arthur Williams, 
Jr. , reprinted from The Journal of Risk 
and Insurance, December, 1964. (No 
charge) 

Unfair price discrimination has been 
an elusive concept in the insurance in
dustry because it is difficult to define 
and more difficult to identify. In this 
article, the authors examine some of 
the practices of insurance companies 
and the framework of state and federal 
legislation surrounding them. They es
tablish some criteria for classifications 
of policyholders and develop tests for 
the existence of inequities among the 
classes. 

Then they illustrate their concepts 
and their tests by applying them to 
high cash value policies. From their 
computations, the authors conclude that 
high cash value policies can be con
sidered nondiscriminatory only under 
the most liberal assumptions. 

These reprints may be obtained at 
no cost from 

Division of Research 
Graduate School of Business 

Administration 
University of Minnesota 
Minneapolis, Minnesota 55455 
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Labor Text Revised 
Labor Economics, Second Edition, by 
Herbert G. Heneman, University of 
Minnesota, and Dale Yoder, Stanford 
University, South-Western Publishing 
Co., Inc., Cincinnati, Ohio, 1965, $8.50. 

This well-known text has been ex
tensively revised and updated. New 
chapters on productivity, leisure, eco
nomic growth, and systems of industrial 
relations have been added. 

Seaway Study 
Breaks N ew Ground 
Opportunities and Problems for Small 
Business in Foreign Trade via the St. 
Lawrence Seaway, by Edmund A. 
Nightingale and Donald V. Harper, 
sponsored by the Small Business Ad
ministration, 213 pages, paperback, 
$3.00. 

Opportunities in foreign trade may 
exist for any firm which seeks them. 
With the cooperation of firms which r e
sponded to questionnaires, this study 
breaks new ground in supplying data 
concerning export activities by size of 
firm, kinds of business engaged in, r e
ported tonnages, and kinds of commodi
ties exported, by states, to the various 
foreign-trade areas of the world. Simi
lar data with r espect to imports into 
the Upper Midwest is tabulated also. 
Until now, such information has not 
been available. 

One of the heartening, if not surpris
ing, findings of this report is the extent 
to which small business firms (not over 
500 employees) of the nine-state Upper 
Midwest area are engaged in the ex
port trade. These data may encourage 
other firms to enter foreign trade ac
tivities for which they may be espe
cially fitted. 

Highlights of the Survey 
American exports through the St. 

Lawrence Seaway rose from 2,759,000 
tons in 1959, the opening year, to 5,003,-
350 tons in 1962-a gain of 45 per cent. 

The Seaway has had a favorable ef
fect on the U. S. balance of payments. 
The net dollar balance of exports 
over imports in American movements 
through the Seaway was more than 11 
times as high in 1962 as in 1958. 

Most of the Minnesota users of the 
Seaway who cooperated in the study 
named Duluth-Superior as their port of 
preference. Most users from the other 
eight Upper Midwest states favored 
Chicago or Milwaukee. 

The report cites a wealth of sources 
of additional information about ocean 
carriers offering services via the Sea
way; about port facilities, services, and 
rates; and about the services and rates 
of railroad and highway common car
riers to and from the ports. 

Copies of this study may be pur
chased from 

Division of Research 
Graduate School of Business 

Administration 
University of Minnesota 
Minneapolis, Minnesota 55455 



At AMA Personnel Conference 

Corporation Presidents Air Industry Needs 
In a lively, sometimes heated ex

change of questions and answers, five 
corporation presidents traded views 
with five business school graduate stu
dents at the recent Annual Personnel 
Conference of the American Manage
ment Association. 

The two-and-one-half-hour session, 
entitled "On-Stage Quiz: Tomorrow's 
Managers Challenge Today's Business 
Leaders," was the climax of the three
day conference held at the Palmer 
House in Chicago, February 10-12. 

Although the program called for 
questions from the graduate students 
and answers from the panel of presi
dents, the latter occasionally turned 
upon the students with their own pro
vocative questions. 

The presidents concluded that indus
try faces a growing shortage of out
standing young scientists with skills in 
production management. The new de
velopments in process control and the 
increasing use of Operations Research 
approaches have made sound produc
tion management a vital necessity for 
manufacturing companies. 

The behavioral sciences are finding 
more emphasis in industry, they said. 
If a company's workers could be mo
tivated to increase their productivity 
by only three or four per cent, the com
pany's profits would show a drastic im
provement. 

The presidents felt that too many 
graduate students are majoring in fi
nance and in marketing. 

When asked if one must be an "or
ganization man" in order to succeed, 
the panel replied that it is neither ne-
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cessary nor desirable, but that a certain 
amount of compatibility-or "getting 
along"-with one's fellow employees is 
almost mandatory. 

According to the panel of presidents, 
more students should consider careers 
in export management. Under federal 
suasion, American companies are show
ing more interest in exporting and less 
in establishing overseas plants. Al
though many companies still are not 
aware of the opportunities in exporting, 
the number of successful exporters is 
increasing. Consequently, the need for 
trained export managers is rising. 

The primary concern of the students 
was opportunity for advancement and 
opportunity to prove one's ability. Both 
types of opportunity exist in abundance, 
they were assured. But nobody ever 
enters the business world with an iron
clad guarantee of success. Each indi
vidual must. make his own success in 
his own way. Every aspiring young 
executive should plan his career and 
should work out his own formula for 
success. 

Don Bruckner, a feature writer for 
the Chicago Sun-Times, was the free
wheeling moderator of the fast-moving 
quiz program. In his spare time, Mr. 
Bruckner is a lecturer on labor and 
economics at the University of Chicago, 
a free lance writer, and a TV panel 
member on Chicago's WBKB-ABC. 

Blanchard B. Smith, a Ph.D. candi
date in Industrial Relations at the Uni
versity of Minnesota School of Business 
Administration, was one of the inter
rogators. While pursuing his graduate 
studies, he holds a full-time position as 
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Personnel Specialist in Management 
Education and Development in the 
AeronaYtical Division of the Honeywell 
Corporation in Minneapolis. He is mar
ried and has two small children. 

Other members of the aggressive
but-polite group of inquisitors were 
Thomas Fry, University of Chicago; 
William N. Stirlin, Northwestern Uni
versity; Roger B. Upson, University of 
Michigan; and John A. Zaloudek, Pur
due University. 

The articulate, dynamic panel of cor
poration presidents included Lewis J. 
Burger, LeTourneau-Westinghouse Co., 
Peoria, Illinois; Silas S. Cathcart, Illi
nois Tool Works, Inc., Chicago, Illinois; 
John E. Carroll, American Hoist and 
Derrick Co., St. Paul, Minnesota; Robert 
J. Greenbaum, Inland Steel Products 
Co., Milwaukee, Wisconsin; and Max
well C. Weaver, Gibson Greeting Cards, 
Inc. (subsidiary of C. I. T. Financial 
Corp.), Cincinnati, Ohio. 

SBA Activities Overseas 
Professor Thomas A. Mahoney spent 

three weeks in the Union of South 
Africa during January and February at 
the request of the National Develop
ment and Management Foundation of 
South Africa. He presented a series of 
lectures and seminars on management 
development and organizational struc
ture before groups of executives in 
Durban, Johannesburg, and Capetown. 
Previously, in 1962, he had presented a 
similar program of seminars for the 
same organization. 

Professor George Seltzer has accepted 
an invitation to serve as manpower 
advisor to the Hong Kong Special Com
mittee on Higher Education. The com
mittee is assessing the present and fu
ture needs for higher education among 
Hong Kong's teeming millions. The bal
ance between the projected supply and 
the future demands for professional, 
trained, and specialized manpower is of 
particular concern. 

During January, Professor Seltzer 
spent two weeks with the committee in 
Hong Kong. 

SBA Helps Navy School 

Professor Herbert G. Heneman was 
on leave of absence during the winter 
quarter for a teaching assignment at 
the U. S. Naval Postgraduate School in 
Monterey, California. He taught a 
course in intermediate organization 
theory, dealing principally with the 
contribution of the behavioral sciences 
to the career development of naval 
officers. 
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Ethics Symposium Examines Securities Markets 
The 1965 Sym

posium on Ethics in 
Business examined 
the securities mar
ket in depth, with 
its sharpest focus 
on the over-the
counter segment. 
Held on April 20, 
on the West Bank 

PROF. PIRSIG Campus of the Uni-
versity of Minne

sota, the well-attended conference was 
sponsored by the Merrill Cohen Memo
rial Fund and the University's Gradu
ate School of Business Administration. 

Professor Maynard E. Pirsig, former 
dean of the University of Minnesota 
Law School and a leading authority on 
professional ethics, compared the pro
fession and the ethics of securities 
dealers with those of lawyers, realtors, 
physicians, and accountants. 

Securities dealers, he pointed out, 
represent both the buyer and the seller 
in many transactions, and they collect 
commissions from both. Although they 
are required to let both parties know 
whom they represent, their disclosures 
often are misunderstood. 

Realtors may represent both parties 
to a transaction only if it is agreeable 
to both parties. They are not allowed 
to collect fees for the same transaction 
from both sides. 

Lawyers cannot represent both sides 
of a case under any circumstances. 
Physicians and accountants, though in 
a somewhat different type of relation
ship, cannot compromise the confidence 
of their patients or clients. 

If securities dealers aspire to public 
acceptance as members of a highly re
spected profession, Professor Pirsig 
declared, they should eliminate the 
double commissions and should be 
more frank and direct in disclosing 
their conflicts of interest. 

Mr. George A. Newton, managing 

partner of a St. Louis investment bank
ing firm and past president of the 
Investment Bankers' Association, de
fended the securities dealers. "There 
isn't any industry that has better 
ethics," he said. "Good ethics is just 
good business." 

As for conflicts of interest, he ex
plained that the securities industry is 
forced to live with them. He attached 
greater importance to the three 
"misses": misconduct, misconception, 
and misunderstanding. 

MR. NEWTON 

Misconduct in the 
securities business 
is so rare that it al
ways makes head
lines across the 
country when it oc
curs, he said. The 
other two "misses" 
constantly plague 
the industry, how
ever. Many pur
chasers of securi

ties do not understand the risks in
volved in the securities business. They 
cannot see that the dealers "have their 
money on the line" and "should be 
paid for their risks." Further, most 
amateur investors do not understand 
the role of the dealer who must make 
a market for the securities he handles. 
Finally, they do not understand the 
stockbrokers' markups, their commis
sions, or their methods of doing busi
ness. 

"What's wrong with making a pro
fit?" he asked. "Why apologize for a 
reasonable profit? Certainly, other in
dustries are in business to make pro
fits." 

Although the federal government is 
trying to regulate the "unfair" use of 
"inside" information, Mr. Newton 
thinks the task will be next to im
possible. 

He concluded with an analysis of the 
composition of the securities market: 

judgment, opportunists, optimists, 
money, and people. 

Mr. Robert Haack, president of the 
National Association of Securities 
Dealers (NASD), related the history of 
this organization, which has a member
ship of about 4,000 firms and about 
80,000 registered representatives. 

The roots of the NASD extend back 
to the Investment Bankers' Code which 
was authorized by the National Indus
trial Recovery Act of 1933. When this 
act was declared unconstitutional in 
1935, the Investment Bankers' Confer
ence voted to continue voluntarily to 
comply with the code, even though 
there were no provisions for enforce
ment. Mr. Haack pointed out that the 
NASD was not imposed upon invest
ment bankers. They sought self-regula
tion themselves. In 1938, they obtained 
it with the passage of the Maloney Act, 
which amended and became Section 15 
of the Securities and Exchange Com
mission Act. 

This, he said, is the first instance in 
which the congress has allowed busi
nessmen to regulate themselves co
operatively, at their own expense, for 
the public interest. The self-regulation, 

MR. HAACK 

however, is super
vised closely by the 
SEC. Because of 
the NASD's anti-
trust exemption, 
the preferential 
price treatment 
which members ex
tend to other mem
bers, and the ex
change of informa
tion between mem

ber firms, membership in the NASD 
is almost mandatory for dealing in 
securities. This gives real meaning to 
the organization's sanctions and disci
plinary actions such as fines, suspen
sion, or expulsion. 

(see next page) 



Ethics Symposium 
(continued from first page) 

Other advantages of the NASD, ac
cording to Mr. Haack, are: it affords 
the SEC a ready pool of experts and 
opinion makers, it permits the govern
ment to deal with a representative 
body, and its handling of cases is 
prompt and effective. Usually, the in
vestigations, decisions, and remedies 
or sanctions are handled in a matter 
of a few weeks at most. Federal courts 
are not equipped to handle cases so 
quickly. 

Some aims of the NASD are to im
prove the caliber of people in the in
dustry, to improve trading techniques, 
to improve the dissemination of inter
nal and external information, to im
prove the marketplace, itself, and to 
educate the public so as to remove the 
mystery surrounding the over-the
counter market. 

A new system of over-the-counter 
quotations recently has been adopted. 
Actual dealer quotations are printed 
instead of the previous, highly inflated 
"asked" quotations. 

Mr. Haack feels that most of the un
ethical operators have been eliminated 
either by the NASD or by bankruptcy 
through the loss of victimized cus
tomers. The NASD's investigations 
have been rigorous and its sanctions 
have been vigorous. Those dealers who 
have been removed from the game for 
cheating often have reacted violently. 
Mr. Haack said his volume of anony
mous phone calls and letters is "hold
ing up very well." 

Mexican Bank Official Studies 
American Personnel Practices 

Senor Manuel Tapia 0., an official in 
the Research Department of the Banco 
de Comercio, S. A., Mexico City, is 
working on a specialized, concentrated 
course of study and research in the 
Industrial Relations Department of the 
School of Business Administration un
der the counsel of Professor Herbert 
Heneman. 

His employer, the largest banking 
system in Mexico, has granted Sr. Tapia 
a one-year, full-expense scholarship to 
study anything he chooses at institu
tions of his choice. While here, Sr. 
Tapia also is studying the personnel 
practices of the major Twin Cities 
banks. Before returning to Mexico 
City, he plans to visit banks and busi
ness schools in several other major 
American cities. 

Mason Haire Cites Needs 

for Management Research 

P rofessor Mason Haire 

Professor Mason Haire launched this 
year's Distinguished Visitor Series of 
management seminars on April 15, at 
the Sheraton-Ritz Hotel in Minne
apolis, with a talk on the need for be
havioral research and the problems of 
financing it. This series is sponsored 
jointly each year by the Twin Cities 
Chapter of the Society for the Ad
vancement of Management and the 
University of Minnesota Graduate 
School of Business Administration. 

Dr. Haire teaches in the Psychology 
Department of the University of Cali
fornia at Berkeley and is widely 
known for his work as a management 
consultant. 

On the afternoon preceding his lec
ture, Professor Haire met informally 
with students and members of the 
faculty in the School of Business Ad
ministration. In a r elaxed mood, he 
discussed his "pet" areas of interest and 
told about his current research on psy
chological problems related to salaries. 
Emphasizing the difference between 
salaries and wages, he said that pay is 
the great motivator, the great reward, 
and the great mechanism for modifying 
behavior. 

As a challenge to his audience, he 
directed its attention to the paucity of 
research in business administration, 
particularly in the area of organization. 
He said that regardless of one's ap
proach, the fundamental problem is to 
understand and to predict business be
havior. He estimated that the ratio be
tween theorizing and research in the 
literature is about 40 to 1. There is too 
much "theory," too much pious re
phrasing of old wives' tales, and too 
little empirical data, he charged. A 

staggering amount of information is 
available but untouched, he said. Al
most every firm has a wealth of data 
waiting to be analyzed and to be fitted 
into meaningful relationships. 

Dr. Haire stressed that a great deal 
can be learned from empirical data of 
the simple, "nose- counting" variety, 
and no administrative superstructure 
need be established for collecting it. 
One has to do considerable "grubbing" 
in empirical data before he can develop 
any global theories. 

"There are many problems that are 
almost taxonomic, but they can be ex
citing," he said. His reasons for the 
lack of activity in this type of research 
were: students prefer nice, clean, so
phisticated problems that can be in
vestigated in the laboratory; simple 
data-gathering seems too "pedestrian" 
to most workers; and such projects do 
not appear glamorous enough to attract 
foundation grants. 

As examples of possible projects for 
original research, he suggested looking 
at the so-called "principles of organi
zation" listed in every textbook on 
management. Most of these theories 
still require rigorous proof, but empiri
cal data may well disprove some of 
them, too, he insisted. As a parting 
shot, he suggested looking specifically 
at the theories on span of control, job 
descriptions, and unity of command. 

Seminar Series Surveys 
Recent Developments in 
Quantitative Methods 

The recently concluded series of 
seminars on "The Application of Quan
titative Methods in Business Adminis
tration" reflected the enormous expan
sion of Operations Research during the 
past few years, both in America and 
abroad. 

This series, which was supported 
with funds from the Ford Foundation 
and from the General Electric Founda
tion, was open to the public and was 
well attended. The number of delega
tions from area firms-ranging from 
large corporations to small businesses
indicated a burgeoning of interest in 
quantitative methods in the Twin 
Cities and their outlying communities. 

The speakers were well-known 
authorities in their fields. Each seminar 
dealt with a different area of manage
ment, and each delineated the latest ad
vancements in thinking and model
building in its area, illustrated with 
examples of actual applications. 



Study Identifies and 
Measures Recall Errors 
Response Errors in Collection of Ex· 
penditures Data by Household Inter· 
views: An Experimental Study, by Pro
fessor John Neter and Joseph Waks
berg, Bureau of the Census Technical 
Paper No. 11, U. S. Department of 
Commerce, 1965, 108 pages, Paperback, 
65 cents. 

While the vehicle for this study is 
the Survey of Residential Alterations 
and Repairs, the effective result is an 
experimental measurement of some of 
the factors which cause errors in re
sponse when household members are 
asked to recall expenditures made in 
a recent period. 

The techniques which the authors 
used in designing their surveys and in 
collecting, analyzing, and interpreting 
their experimental data will be of 
much broader interest than the data 
per se. 

Starting with simple, clear defini
tions of terms, the authors make an 
easy-to-follow transition into the so
phisticated elements of the report. 
Some of the causes of error which they 
examine are the conditioning effects 
from repeated interviewing, the effects 
of "telescoping" remembered events in
to different time periods, the effects of 
recall loss, the effects of "respondent 
designation," and the effects of ques
tionnaires and of telephoning. 

The work should be a valuable 
source of ideas for workers in market 
research, in advertising research, in 
experimental psychology, and in other 
areas where fact finding depends pre
ponderantly on human recall. For those 
who seek further, related reading, the 
report includes a well-chosen bibli
ography. 

Dr. John Neter is Professor of Quan
titative Analysis and Chairman of the 
Department of Quantitative Analysis 
in the University of Minnesota School 
of Business Administration. 

Copies of this monograph 
may be purchased from the 
Superintendent of Documents, 
U. S. Government Printing 
Office, Washington, D.C. 
20402, or from any field office 
of the U. S. Department of 
Commerce. 
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FROM THE FACULTY PEN 

Three Articles Added to Reprint Series 
"What Next for Transportation Educa
tion?" by Professor Donald V. Harper, 
reprinted from Transportation Journal, 
Vol. 4, No. 3, Spring, 1965 (No charge). 

Stressing the importance of trans
portation, both in business and in busi
ness school curricula, this article shows 
how transportation education can be 
made more interesting, more realistic, 
more meaningful, and more useful. 

The alterations and realignments of 
traditional courses, which the author 
outlines, have been used successfully 
at the University of Minnesota for the 
past year. Thus his article is based on 
fact rather than theory. Traditionalists 
may find this approach unusual, but 
space-age transportation cannot be 
taught effectively with horse-and
buggy methods. 

"Programmed Heuristics and the Con
cept of Par in Business Games" by 
Professor Thomas R. Hoffmann, re
printed from Behavioral Science, 
Vol. 10, No.2, April, 1965 (No charge). 

Results of the experiments described 
in this article show that properly de
signed business games which combine 
the calculating power of the computer 
and the ingenuity of humans provide 
an outstanding laboratory tool for the 
study of learning and of decision
making processes from both mathe
matical and behavioral standpoints. 

One improvement over previous 
"games" was the introduction of a 
"par" value which could be attained or 
exceeded by the human player and by 
his programmed competitors. The 

Manpower Needs in 
New Nation Appraised 
"High-Level Manpower in Nyasaland's 
Development" by Professor George 
Seltzer, in Manpower and Education, 
edited by F. Harbison and C. A. Myers, 
McGraw-Hill, 1965, $9.00. 

Following the thesis that economic 
development and human effort are in
separable, this book explores the proc
esses for developing human resources 
and their relation to economic growth 
in a number of newly developing na
tions. 

The chapter on Nyasaland is taken 
from a field study which Dr. Seltzer 
made during 1961-1962 under the spon
sorship of the Carnegie Corporation ot 
New York. His assessment of Nyasa
land's manpower focuses on the high
level component of the labor force-

author suggested further improvements 
to make the simulations more realistic. 

"Human Capital Budgeting-Maxi
mizing Returns on Training Invest
ment" by Jack H. Doty, reprinted from 
The Journal of Industrial Engineering, 
March-April, 1965 (No charge). 

Through modern capital budgeting 
techniques using rate-of-return com
parisons, this article develops a new 
method for assessing yields on dollars 
invested in the training of people-i.e., 
"investments in human capital"-from 
the standpoint of a single firm. While 
taking a practical dollars-and-cents 
point of view, the author does not im
ply a cold-blooded dehumanization 
either of education or of industrial re
lations. 

In most firms, the typical approach 
toward evaluation of training is blind 
faith without facts. Of the r elatively 
few firms which attempt to measure 
training costs and benefits, the majority 
rely upon subjective methods. 

Managers who are interested in ways 
to make objective, quantified appraisals 
of their training programs will find this 
article to be a helpful guide and a 
source of pertinent references. 

These reprints may be obtained at no 
cost from 

Division of Research 
Graduate School of Business 

Administration 
University of Minnesota 
Minneapolis, Minnesota 55455 

skilled workers, technicians, execu
tives, and professional groups. Based 
on needs projected to 1975, he proposes 
a program for dealing with anticipated 
shortcomings and underscores its urg
ency because of the long lead time in
herent in educating and training such 
personnel. 

Franchise Treatise 
in Third Printing 

Perhaps the most comprehensive of 
the very few extant surveys on this 
subject, The Franchise System of Dis
tribution, by Professors Edwin H. 
Lewis and Robert S. Hancock, has been 
in constant demand since it first went 
to press in November, 1963. This 95-
page paperback book is the result of a 
research project financed largely by 

(continued on last page) 



Board of Trade President 

Addresses 8-Day Convocation 
In his speech at the Business Day 

Luncheon on May 19, Robert C. Liebe
now, president of the Chicago Board of 
Trade, urged students to make the most 
of their opportunities to prepare them
selves for their chosen professions. 

"Know your field of specialization 
intimately and in depth," he ad
monished, "but know the over-all 
arena of business as a composite of in
teracting functions." 

More than 60 Twin Cities firms were 
represented at the luncheon. Each com
pany sponsored a table for six students 
and one member of the faculty. 

The luncheon culminated the ob
servance of Business Week, a tradi
tion of long standing in the University 
of Minnesota School of Business Ad
ministration. Business Week is an edu
cational device to give students a closer 
contact with the business community 
and to provide opportunities for ob
serving actual business operations. 

Earlier in the week, students and 
faculty advisers made field trips to 
firms in the Twin Cities area. At the 
noon program on May 17, Mr. Stan 
Nelson, vice president of the Commer
cial Division, Honeywell, Inc., spoke on 
"Competition in the Computer Age." 

Classes were excused after the sec
ond hour on B-Day to allow all mem
bers of the Business School to partici
pate in a coffee hour, panel discussions, 
and the noon luncheon. The panels, 
composed of executives from ten local 
firms, discussed "Opportunities vs Com
pany Size" and "Training Programs 
and the Individual." In the question
and-answer session that followed, the 
students delved into the criteria which 
companies use in selecting new em
ployees, and they sought information 
on sources of summer employment. 
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Franchise Treatise 
(continued from third page) 

the Small Business Administration and 
with supplementary funds from the 
Legislative Research Funds, School of 
Business Administration, University of 
Minnesota. 

Based upon data meticulously 
gathered from about 50 companies, this 
study analyzes the working relation
ships between franchisors and fran
chisees, assesses the benefits to both 
parties, studies the problems encoun
tered by each, and evaluates the im
pact of this method of distribution 
upon the national economy. (The list 
of goods and services marketed 
through franchise arrangements is sur
prisingly large.) 

Various types of actual agreements, 
policies, and operating methods are 
shown, and criteria for evaluating fran
chises are suggested as guides for pro
spective investors. 

Now in its third printing, this work 
is available from the Department of 
Research, School of Business Adminis
tration, University of Minnesota, Min
neapolis, Minnesota 55455. The price 
is $2.50 per copy. Money orders or 
checks should be made out to the Uni
versity of Minnesota. 

SBA T caches Working 
Managers New Methods 

As part of their respective programs 
for promoting the growth of firms in 
the Twin Cities, the Minbeapolis and 
St. Paul Chambers of Commerce jointly 
sponsored the 1965 Management De
velopment Seminar, a school for busi
ness executives, presented by the Uni
versity of Minnesota Gra?uate School 
of Business Administration. Spanning 
the five weeks from March 24 to April 
29, the series consisted of ten half-day 
sessions, held on Wednesday afternoons 
and Thursday mornings at the Thun
derbird Motel near Minneapolis. 
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The school did not keep any of the 
participants away from their work for 
more than half a day at any time, and 
the tuition charges were less than some 
of the transportation costs to similar 
schools in other parts of the country. 

The curriculum was designed to pro
vide managers with a better under
standing of the business and economic 
climate in which they work and to 
sharpen their managerial skills in de
cision making and in dealing with 
other people. Each afternoon-evening 
session ended with a guided group dis
cussion of management problems. 

The role-playing technique, used in 
some of the sessions on "Management 
of Change," was new to most of the 
participants and provided a new per
spective in dealing with situations in
volving personal feelings. Other 
courses included in the curriculum 
were "Management of Conflict," "Man
agement of Personnel," "Management 
of Risk," "Control and Delegation," 
"Management and Social Change," 
"Management and Unions," and "Com
puters, Accounting, and Management 
Control." 

During a part of each session, the 
participants played a continuing man
agement game which simulated a 
three-year period. Each player man
aged his own hypothetical manufactur
ing company, making the management 
decisions for all phases of the busi
ness-marketing, production, finance, 
and research. Between sessions, the in
dividual sets of decisions were pro
cessed by the Computer Center in the 
University of Minnesota School of 
Business Administration, and the re
sults were returned to the players at 
the next session. 

Each player competed with three fic
titious companies which had been pro
grammed into the computer. One of 
these, the "marginal maximizer," was 
particularly troublesome with its cut
throat tactics. The players gave it 
several less academic names. 

Faculty members for the seminar
each an authority in his field-were 
drawn from the business world, from 
the School of Business Administration, 
and from other units of the University 
of Minnesota. 

SBA Placement Service 
Extended to Alumni 

The School of Business Administra
tion Placement Office announces that 
it has expanded its services to include 
alumni as well as graduating students. 
For further information, write the 
School of Business Administration 
Placement Office, West Bank Campus, 
University of Minnesota, Minneapolis, 
Minnesota 55455; or call 373-3735 (Area 
Code 612). 
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New Concepts in Management 

Dale Yoder Cites Current Trends 
Management, both in theory and in 

practice, is undergoing a number of 
deepseated changes, according to P ro
fessor Dale Yoder, director of the In
dustrial Relations division at Stanford 
University. Addressing students, facul
ty, and members of the business com
munity at the University of Minnesota 
School of Business Administration on 
August 11, he said that these changes 
are more than a transition; they are al
most revolutionary. 

For the past fifty years, management 
thinking has largely been shaped by 
contributions from the "scientific man
agement" movement that was started 
by Frederick Taylor and others. Essen
tially, the movement advocated the 
practice of examining all of the ways 
of performing a given task-both in 
one's own company and in other firms 
-adopting the one best way, and dis
carding all others. This, according to 
Yoder, has been the actual practice in 
business firms as well as in teaching. 

He said that the present trend is 
toward the Research and Development 
point of view. Management by the book 
-by example, by imitation, by histori
cal precedent-is giving way to man
agement by translation of new theory 
into management practice. This trend 
has tremendous implications for mem
bers of business school faculties, for 
students, and for managers. 

This trend actually started many 
years ago, but it gathered momentum 
very slowly. Professor Yoder cited the 
famous experiments of Elton Mayo and 
others in the Hawthorne plant of West
ern Electric Company during the 'thir
ties as a classic example of early ef
forts to develop new theories and to 
apply them to practical situations. At 
the time, this approach was called ev
erything from "soft management" to 
"soft-headed management." 

Professor Dale Yoder 

For current examples, he pointed out 
two young electronics companies in 
California which were founded by en
gineers and engineering professors. The 
organizational and operational patterns 
of these two companies are real muta
tions from traditional models. Some of 
the things these companies have tried 
have not worked, but the over-all ef
fect has been unbelievably good. These 
are not the only companies which are 
experimenting with new concepts, but 
their approaches are perhaps the least 
inhibited and the most unusual. 

The realm of applicable theory, ac
cording to Professor Yoder, is extreme
ly broad. It should encompass the be
havioral sciences, since all firms con
sist of people. Normally, psychology, 
sociology, and social anthropology are 

thought of as the behavioral sciences. 
But economics has a place, too, and 
should be included. The importance of 
training as a function of management 
is beginning to be recognized in its 
proper perspective; consequently, mod
ern learning theory should be given 
significant consideration. P rofessor Yo
der feels that most current in-plant 
training programs lag about 35 years 
behind the present state of learning 
theory. 

He divides management theory into 
six central areas: 

1. theories of work 
2. theories of organization 
3. theories of administration 
4. theories of the role of government 
5. theories of unions 
6. theories of economics 
Much as a physician must have a 

thorough knowledge of the entire field 
of medicine and must know his own 
specialty in even greater depth, said 
Yoder, a fully competent industrial re
lations manager must have a thorough 
know ledge of all areas of management 
and, in addition, an exceptional knowl
edge of manpower management. He 
must remember that manpower man
agement is a subsystem within the sys
tem of management. 

There are no shortcuts, he warned. 
Too many managers have been taken 
in by "crazes"-the eager pursuit of 
concepts or techniqu es which may have 
merit within a limited scope, but which 
are mistakenly seized upon as panaceas. 
He pointed to scientific management 
and to decision theory as examples of 
perfectly good contributions which 
have been ballooned into crazes. Their 
enthusiasts have made a mess and are 
going the wrong way. "They have lost 
sight of the job of management," he 
charged. 

(continued on last page) 



General Motors Executive Will Address 
12th Annual Alumni Institute 

Mr. George Russell, executive vice 
president of the General Motors Cor
poration, will be the principal speaker 
at the Twelfth Annual Institute of the 
University of Minnesota School of 
Business Administration Alumni As
sociation, to be held at the Leamington 
Hotel in Minneapolis on October 28. 

Ten years ago, Mr. Russell received 
the highest honor awarded to alumni 
of the School of Business Administra
tion-the Outstanding Achievement 
Award. He received his B.S. in Business 
degree from the University in 1927, and 
during the same year, began his career 
with General Motors. 

By 1944, he was assistant treasurer 
of the corporation, and in 1949, he was 
given the additional duty of finance 
manager of overseas operations. He rose 
to treasurer in 1951; and in 1956, he 
became vice president in charge of fi_ 
nance. At this point, Mr. Russell was 
given a number of new posts: director 
of General Motors Corporation; direc
tor of General Motors Acceptance Cor
poration; member of the committees for 
finance, for administration, and for ex
ecutive policy; and director of the 
Ethyl Corporation, of the General Ex
change Insurance Corporation, and of 
the Motor Insurance Corporation. 

He has been executive vice president 
of General Motors Corporation since 
1958. 

The theme for the 1965 Institute is 
"The Future-What's Ahead." Mr. 
George J. Frey, president of the School 
of Business Administration Alumni As
sociation, will serve as toastmaster. 

Registration and welcome will begin 
at 2:00 p.m. The keynote address will 
be presented at 2:30 by Dr. Willis J. 
Winn, dean of the Wharton School of 
Finance and Commerce, and vice-pro
vost of the University of Pennsylvania. 
He will speak on "The Business School 
as the Constructive Critic, Charting the 
Business Community's Course Through 
Changing Times." 

Dean Winn is Deputy Chairman and 
a director of the Federal Reserve Bank 
of Philadelphia. Also, he is a director 
of the National Bureau of Economic 
Research, Inc., and of Acme Markets, 
Inc. 

Tentatively, six seminar discussions 
have been arranged. The discussion co
ordinator of each panel group will be 
the chairman or faculty representative 
of the respective department at the 
University of Minnesota School of Busi
ness Administration. The seminar ses
sions will be held concurrently. The 
subjects which have been planned are: 

Mr. George Russell 
Executive V ice President 

General Motors Corporation 

• "The Impact of Civil Rights on 
Business Firms," moderated by Prof. 
George Seltzer. 

Panelists: 
David Babcock, vice president and 

personnel director, Dayton's 
Paul W. Bockley, Employee Relations, 

Honeywell, Inc. 
Samuel I. Sigal, attorney 
Terrance Sandalow, associate profes

sor, U. of M. Law School 

• "Problems and Profits in Foreign 
Markets," moderated by Prof. Edwin 
H. Lewis. 

Panelists: 
John E. Carroll, president, American 

Hoist and Derrick Co. 
Edson W. Spencer, vice president, 

Honeywell, Inc. 
David A. Koch, president, Gray Co., 

Inc. 
John J . Maurie!, assistant professor, 

U. of M. School of Business Ad
ministration 

• "Dollars for the Automobile Acci
dent Victim: From Where Should They 
Come?" moderated by Prof. C. Arthur 
Williams, Jr. 

Panelists: 
Victor G. Lowe, manager, Minnesota 

Compensation Rating Bureau 
Rob7rt Provost, exec9tive director, 

Mmnesota Insurancl Information 
Center 

• "The Role of Business in Solving 
Unemployment," moderated by Prof. 
Herbert G. Heneman. 
Panelists: 

A. Edward Hunter, director of Re
search and Planning, Minnesota 
Department of Employment Se
curity 

Kenneth L. Sovereign, director of In
dustrial Relations, Waldorf Paper 
Co. 

Donald C. Savelkoul, Sigal, Savel
koul, Cohen, and Sween 

• "Mass Transportation-The Fail
ure and the Future," moderated by 
Prof. Edmund A. Nightingale. 
Panelists: 

S. A. Caria, executive vice president 
and general manager, Twin City 
Lines, Inc. 

Ervin Timm, director of Transporta
tion, St. Paul Area Chamber of 
Commerce 

Honorable Ronald L. Anderson, com
missioner, Minnesota Railroad and 
Warehouse Commission 

• "The Business Climate-Good 
Bad, or Does It Matter?" moderated b; 
Prof. Robert S. Hancock. 
Panelists: 

Clarence G. Frame, senior vice presi
dent, First National Bank of St. 
Paul 

C. W. Rudelius, Sr., research econ
omist, North Star Research and De
velopment Institute 

The alumni who are handling the ar-
rangements for the Institute are: 

General Chairman: Frank D. Stanton 
Treasurer: Kenneth Brain 
Hotel Arrangements: Arlene Kreid

berg 
Ticket Accounting: Ardath Bierlein 
Institute Promotion and Ticket Sales 

Committee: 
Robert Fjerstad, chairman, Minne

apolis 
George Richter, chairman, St. Paul 

Program Planning and Welcoming 
Committee: 

Arlene Kreidberg 
Afternoon: 

William Costello, Chairman 
Edward Asplin 

Evening: 
Russell Laxson 

Publicity and Publications Commit
mittee: 

Brace Bennitt, chairman 
Phil Smaby 

Alumni Office Representative: 
Dennis G. Swan 

Further information regarding the 
Twelfth Annual Institute may be ob
tained from the University of Minne
sota School of Business Administration 
Alumni Association, 205 Coffman Me
morial Union, University of Minnesota. 
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Linear Programming Article 
to Be Reprinted 

"The Common Sense of Linear Pro
gramming.'' by Professor Raymond E. 
Willis, scheduled for publication in The 
Journal of Scientific Business (British), 
November, 1965. (No charge). 

The average business manager prob
ably has read at least one article that 
demonstrates the power of Linear Pro
gramming for solving many types of 
business problems. But he is just as 
likely to have read only the introduc
tion and the conclusions, barely skim
ming the examples that were couched 
in the seemingly undecipherable nota
tion that mathematicians use. 

Professor Willis has removed these 
stumbling blocks and has explained 
Linear Programming in everyday lang
uage. His examples are worked out 
with words and charts that can be fol
lowed by anyone who can read. He 
shows how the technique provides a 

common-sense way of thinking about 
complex business problems, over and 
above solving them. The method pro
vides a wealth of information about the 
interactions of the many variables and 
how they affect each other. And it 
shows what changes can be made in 
the solution and what effects the 
changes will have on profits. 

A well-chosen reading list is ap
pended for those who wish to pursue 
the subject further. 

Reprints of this article will be avail
able approximately a month after pub
lication and may be obtained at no cost 
from 

Division of Research 
Graduate School of Business Ad

ministration 
University of Minnesota 
Minneapolis, Minnesota 55455 

New Books by Faculty Authors 
An Introduction to Electronic Comput
ers, by Professor Gordon B. Davis, Mc
Graw-Hill Book Company, 1965, 541 
pages, $9.75. 

This text evolved from a course de
signed to avoid both the shallowness of 
the "brief introduction" approach and 
the narrowness of the approach which 
ties the reader to a single computer. It 
is a general introduction to the concepts 
and basic features of electronic com
puters, and it presents two machine
independent languages--FORTRAN and 
COBOL. Thus, readers who use this 
book can work with most of the mod
ern computers regardless of the make 
or model. 

The last two chapters present cri
teria for evaluating and selecting com
puters, offer guidelines for developing 
data-processing systems to meet given 
needs, and describe existing and pro
posed developments in "hardware," 
"software," and computer systems. 

For those who wish to relate the gen
eral t ext material to the characteristics 
of specific computers available to them, 
the following workbook-manuals have 
been written by the same author for 
collateral instruction: 

An Introducti on to the IBM 1401 
Computer 

An Introduction to the I BM 1620 
Computer 

An Introduction to the I BM 7090! 94 
Computer 

An Introduction to the IBM System/ 
360 Computer 

The workbook-manuals are sold sepa
rately and are priced at $2.95 each by 
the same publisher. 

Industry and Social Life, by Prof. Ed
ward Gross, Wm. C. Brown Co., Dubu
que, Iowa, 1965, (clothbound), 172 
pages, $4.00. 

This book brings together an enorm
ous number of contributions which the 
behavioral sciences have made to the 
newly emerging discipline of industrial 
relations. It explains and illuminates 
the significant concepts in comparative
ly few pages. Though concise and pene
trating, it is easy to read. 

Like an astronaut's view of the Earth, 
it is an integrated panorama of many 
disciplines, showing their true rela
tionships with each other without the 
traditional, artificial boundaries be
tween them, and transcending their in
dividual, limited horizons. It makes 
sense out of a mass of isolated findings. 

Managers, professional persons, prac
titioners of industrial relations, union 
officials-in fact, all persons who deal 
with other humans and who seek to 
increase their competence and to pre
vent their own technological obsoles
cence-will find this book both reward
ing and enjoyable. But even more-it 
is an excellent source of references for 
further reading. 
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Four Departments 
Get Ne~w Chairmen 

In the School of Business Administra
tion, the chairmanships of departments 
are rotated approximately every two 
years so that professors do not become 
permanently involved in administra
tive duties at the expense of their 
teaching, research, and writing. While 
this practice is not unusual in educa
tional institutions, it bears a stark con
trast to the traditional, semipermanent, 
chain-of-command system of business 
organizations. 

Four of the department chairman
ships were scheduled for rotation this 
year. The new chairmen, appointed for 
two-year terms, are: 

Prof. Edwin H. Lewis, Marketing and 
Business Law 

Prof. Delbert C. Hastings, Quantita
tive Analysis 

Prof. John C. Gray, Accounting 
Prof. Thomas R. Hoffman, Manage

ment, Production, and Transporta
tion. 

SBA Reorganizes 
Aids to Business 

The School of Business Administra
tion has appointed Professor Peter 
Rosko to the newly created post of Di
rector of Management Studies. This 
step is a part of a program started sev
eral years ago for coordinating and im
proving the school's manifold services 
to the business community and for in
suring that the programs it offers ac
tually are needed. 

Basically, this position has three 
functions : ascertaining the needs of the 
business community for management 
education on a continuing basis, deter
mining the extent to which the School 
of Business Administration can meet 
these needs by itself or in cooperation 
with business groups such as the Cham
bers of Commerce, and implementing 
programs designed to meet these needs. 

Professor Rosko directed the 1965 
Management Seminar which was pre
sented by the faculty of the Graduate 
School of Business Administration and 
co-sponsored by the Minneapolis and 
St. Paul Chambers of Commerce. 



Ezra Solomon Visits Campus 
One of today's leading authorities 

on finance and economics, Professor 
Ezra Solomon, visited informally with 
members of the faculty and with gradu
ate students in the School of Business 
Administration on September 10. 

On the previous evening, he was the 
featured speaker before the first fall 
meeting of the Distinguished Visitor 
Series held at the Sheraton-Ritz Hotel 
in Minneapolis. This is a seminar series 
sponsored jointly by the University of 
Minnesota School of Business Adminis
tration and the Twin Cities Chapter of 
the Society for Advancement of Man
agement to bring before the business 
community some of the outstanding 
business thinkers and practitioners of 
our time. 

Dr. Solomon's research in measuring 
the return on capital investment and his 
writings on managerial finance are well 
known among business leaders, finan
ciers, and business scholars. He is pro
fessor of finance at the Stanford Uni
versity Graduate School of Business. 
From 1948 to 1961, he taught at the 
University of Chicago Graduate School 
of Business. 

Professor John Neter 
Awarded Top Honor 

The American Statistical Association 
has given its highest honor to Dr. John 
Neter, Professor of Quantitative An
alysis in the University of Minnesota 
School of Business Administration. It 
has elected him a Fellow "for his con
tribution in building a bridge between 
statistics and accounting and auditing, 
and for distinguished service to the 
American Statistical Association." 

Professor Neter is chairman of the 
General Program Committee for the as-
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sociation's 1966 Annual Meetings to be 
held in Los Angeles. He is past chair
man of its Section on Trai11ing and past 
president of its Twin Cities chapter. Re
cently, he completed a tetm as chair
man of the Department of !Quantitative 
Analysis in the School of :Business Ad
ministration. 

The ASA's citation refeTs directly to 
Statistical Sampling for Auditors and 
Accountants, a text by NetElr and Vance. 
But Fundamental Statistics for Busi
ness and Economics, by Neter and 
Wasserman, is even more widely used. 
It is in its third, revised editions in 
several languages. Dr. Neter's work on 
the various types of respopse errors in 
household surveys, in collal;Joration with 
m~mbers of the U.S. Bureau of the 
Census, is of national importance. 

Yoder Cites Trends 
(continued from page 1) 

Dr. Yoder concluded that the new ap
proach-that of translatin~ theory into 
practice-will give busifless students 
more opportunities for experiment, in
novation, and adventure, and it will en
able business schools to attract larger 
numbers of the brightest students. 

From 1934 to 1958, Professor Yoder 
taught labor economics a~ the Univer
sity of Minnesota, and he was the 
founder of the University's Industrial 
Relations Center. During World War 
II, he was a consultant to the War De
partment and served on the War Man
power Commission and the 6th Region
al War Labor Board. He was chairman 
of the labor market research commit
tee of the Social Science Research 
Council for five years, apd later was 
chairman of its committee on employ
ment and the family. An international
ly known authority in his field, he 
probably is best known for his text
books on labor economics and indus
trial relations. 
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Five Join Faculty 

The faculty of the School of Business 
Administration has gained five new 
members: 

CURTIS H. STANLEY, Associate Profes
sor of Accounting, was a member of 
the faculty at Yale University for the 
past three years. Previously, he taught 
for two years at the University of 
Southern California, Los Angeles, and 
for one year at St. Joseph's College, 
Rennselear, Indiana. During the sum
mer sessions of 1961, 1962, and 1963, he 
was a visiting lecturer at the University 
of Michigan. He is a C.P.A. and has a 
Ph.D. degree from the University of 
Michigan, Ann Arbor. 

JoHN J. MAURIEL, JR., Assistant Pro
fessor of Management, is a specialist in 
business policy, executive development 
and management control systems. He 
comes to us from the Harvard Business 
School, where he taught last year. His 
Ph.D. (1964) and M.B.A. (1961) de
grees were conferred by Harvard. 
Previously, he spent three years as an 
officer in the U.S. Navy Supply Corps 
and three years with the IBM Corpora
tion, designing, selling, and installing 
industrial data-processing systems. He 
received his A.B. in Economics from the 
University of Michigan in 1953. 

GARY W. DICKSON, Assistant Profes
sor of Management, came to the campus 
at the beginning of the first term of the 
summer session from the University 
of Washington in Seattle, where he did 
his doctoral work. His industrial ex
perience includes three years as an en
gineer and supervisor in Operations 
Research, Management Analysis, and 
Management Simulation for the Aero
Space Division of the Boeing Aircraft 
Company. Also, he has been a consult
ant to the Pacific Northwest Bell Tele
phone Company, the Puget Sound Pow
er and Light Company, and the General 
Electric Company's Hanford, Washing
ton, plant. 

MAHMOOD A. ZAIDI, Assistant Profes
sor of Industrial Relations, did his doc
toral work at the University of Calif
ornia, Berkeley, and taught there in the 
Institute of Industrial Relations for five 
years. He received his M.A. and B.A. 
degrees in Economics from the Univer
sity of California, Los Angeles. 

THOMAS H. JERDEE, Visiting Associate 
Professor of Industrial Relations, is on 
a year's leave of absence from the Uni
versity of North Carolina. An alumnus 
of the University of Minnesota (Ph.D., 
1961; M.A., 1956) , Dr. J erdee is well 
known on the campus. He is a frequent 
contributor to Personnel Psychology 
and related journals, and is a co-au
thor of a number of works with Prof. 
Thomas Mahoney and others. 


