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A Message
From the President

Introductions Are
In Order

Talented. enthusiastic people. State-of-the-art assets and technology. Quality brake
equipment and controls for mass transit applications.

Capabilities: Compressors. pneumatic controls and disc brakes. electronic controls and
circuit board design. vibration test facilities. SPC quality-assured CNC machining.

WASCO
Passenger Transit Division
American-Standard. Inc.
P.O. Box 11

Spartanburg. S.C. 29304
(803) 433-6300

I want to welcome you to the
premiere issue of our quarterly
college magazine.

We at Spartanburg Technical
College are very proud of this
publication, and we feel it will
become a very important link to
the people we serve in
Spartanburg, Union and
Cherokee counties. It is our way
of telling you about ourselves,
about the services we offer and
about the good work we do.
There are also some feature
stories on topics of general
interest for your reading
pleasure.

I hope you enjoy the
magazine and will use it as a
reference guide when
considering education and
training for yourself or others.

In this issue, we are featuring
the college's Continuing
Education Division, better
known as Industry and

(continued on page 23)

• Manufacturing

• Industrial

• Power

• Pulp and Paper

Spartanburg business calls Kelly @

for qualified temporary help.
We screen. test and evaluate - even train - Kelly
temporary employees to match the assignment you
describe.

• Office Clerical • Marketing
• Personal Computer • Technical Support
• Data Entry • Light Industrial
• Dedicated Word Processing

er
GENERAL CONTRACTORS

CONSTRUCTION MANAGERS
IN-PLANT SERVICES

~LL~!~~Irl'
SERVICES

THE FIRST. AND THE BEST.™

• Research Facilities

• Commercial

TYGER CONSTRUCTION COMPANY
P.O. BOX 5684. SPARTANBURG, S.C. 29304. (803) 585-8381
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•
Your Travel Agent

of Spartanburg, Inc.

WE SPECIALIZE IN MEETING
TODAY'S CORPORATE TRAVEL NEEDS

Call Us For Expertise in the WorId of Travel

Jim Wood
Manager

321 N. Pine Street
Spartanburg, S.c. 29302

kochenowerbrandt & co.

We are not just an accounting firm. We are
management consultants-in the people

business. We solve clients' problems.
Meeting the needs of the public and

the demands of the profession.
Serving the upstate since 1950.

1233Boiling Springs Highway
Spartanburg, S.c. 29303
(803)583-1476

MEMBERS
American Institute of CPAS

Private Companies Practice Section
South Carolina Association of CPAS

1225Baker Blvd.
Gaffney, S.C. 29340

(803)489-7121
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EVEN AS A BOYin
Williamsport, Pa.,
William Allen Schrey-
er, the ebullien t
58-year-old chairman
of the board and chief
executive officer of
Merrill Lynch, had his
sights set on a career
in the financial world.

"I always knew what I wanted to do,"
Schreyer·says. "It was in my blood right
from the beginning."

Indeed, it was in the Schreyer family's
blood. His father managed the Wil-
liamsport office of Merrill Lynch and his
uncle headed a bank.

"I was in Dad's officepractically every
day, on West Fourth Street across from
Sears Roebuck," Schreyer recalls. "From
him and from my uncle, and from my
experience of growing up in a small
town, I learned very early what it takes
to succeed in the business world: self-
discipline, personal integrity and good,

photo courtesy of

MERRILL LYNCH

old-fashioned hard
work. When I
graduated from Penn
State in 1948and
landed a job with
Merrill Lynch, my
father took me to
Troisi's clothing
store, bought me a
suit of clothes and

said, 'Go to it, kid.' From then on, I
was on my own. Of course, I didn't
walk into Merrill Lynch expecting to
run it someday."

Working his way from the bottom
up-interrupting his career to serve in
the U.s. Air Force in 1955and
1956-Schreyer became chief operating
officer in 1984and chairman in 1985.
His appointment to the most
prestigious position on Wall Street
came at a time when Merrill Lynch's
fortunes were sagging under the
weight of overstaffing, competition
from discount brokers and the high

William Allen
Schreyer,
chairman of the
board and chief
executive officer
of Merrill Lynch.



"This business

is becoming more

global every

day."

cost of diversifying into banking, real
estate, insurance and other areas.

When he was brought in, Schreyer,
who had just completed a cost-mtting
plan, was quoted by Business Week as
saying, "We know what has to be
done, and we'll do it." Although he
hasn't always moved as fast as some
would like, many Wall Street insiders,
including an analyst with rival Paine
Webber, believe he's making inroads.
Schreyer himself was quoted in the
Wall Street Journal as saying, "The easy
thing to do would be to say, 'We've got
too many managers. I want 100 of
them out of here.' Any jackass could
do that."

Schreyer, who lives in Princeton,
N.J., where Merrill Lynch maintains
offices, works hard at his job, just as
his father did back in Williamsport. His
day is full, from sunrise to sunset.

"I get up around 5:50 each day, then
take a 15- to 20-minute walk," he says.
"If it's raining, I take my walk on a
treadmill. "

Although he works out of the
Princeton office from time to time, he
generally spends his workday in
New York.

"I go from Princeton to Manhattan
by limousine," he says. "En route I
make [phone] calls to other offices,
including London, to see how things
are going. My calendar is filled up from
morning to night with staff or business
meetings, meetings with corporate
clients and associates, and business
dinners and speeches."

After Merrill Lynch opened offices in
Tokyo, Schreyer made four trips to
Japan over a six-month period. He also
traveled to Europe three times and was
in the process of scheduling another
European trip, as well as a trip to the
People's Republic of China to
participate in a financial seminar.

"This business is becoming more
global every day," he says.

So what does he do to unwind from
his hectic workdays at home
and abroad?

"Maybe this sounds crazy, but my
wife and I like to travel," he says,
chuckling. "We go to different places
each time. Recently we returned from
Pebble Beach and Napa Valley, where
we played some golf." Schreyer also
enjoys swimming and plays tennis
every weekend.

To his regret, he doesn't find time
for reading anything but work-related
business material. "Except when I'm

on vacation," he says. "Then I might
take a good spy novel with me."

Schreyer, grateful for his success,
believes he owes a debt of gratitude to
all those who helped him along the
way and to society in general. Because
of this, he regularly appears at fund-
raisers and other charitable events for
such organizations as United Way and
agencies fighting drug abuse. Recently
he agreed to spearhead a drive to raise
$200 million for his alma mater.

Asked whether he had any political
ambitions (Donald Regan, one-time
Merrill Lynch chairman, went on to
become President Reagan's White
House chief of staff), Schreyer says: "I
have no strong, burning ambitions to
do that. I'm in love with what I'm
doing. I thoroughly enjoy it."

But he did not totally rule out a stint
in politics after his eventual retirement
from Merrill Lynch.

Generally, Schreyer is bullish on the
economy, foreseeing steady growth
and continued low interest rates. He
believes inflation will remain under
control. As far as specific
investments are concerned, he
recommends that individuals see a
professional financial consultant.

"Every person's needs are different,"
he says. "A qualified professional can
tailor an investment program to each
person's financial circumstances."

Schreyer readily admits that even he,
as chairman of the board of the
nation's largest securities firm, can
never be sure about his predictions.

"Once, during a speaking
engagement in Alaska, I was asked
where the stock market was headed,"
he recalls. "I told them that it would hit
2,000 before the end of the year. But I
also told them that if it doesn't hit
2,000, I won't come back to Alaska."

Schreyer has never forgotten how it
all began for him back in Williamsport,
in his father's office. And it was a
proud moment for him when, nearly
four decades after his dad bought him
that suit of clothes, Merrill Lynch
dedicated a new office building on
Market Square in Williamsport and
named it after his father. Countering
Thomas Wolfe, William Allen Schreyer
"went home again" and
participated in the dedication of a
memorial to the man who taught him
the value of hard work and the
importance of personal integrity.

•MIKE CUMMINGS





HERE ARE MANY DOMAINS
IN WHICH THE UNITED
STATES IS THE FRONT-
RUNNER, but in the world
of men's fashion, the
Europeans lead the pack.
According to the New York
Times, textile and apparel
imports in the United
States have more than
doubled since 1980.

From New York to California,
the trend is apparent: the
American businessman is changing
his silhouette as a result of the

fitness frenzy, the increasing specialization of
men's fashion, and the resurgence of the

"dress for success" motto. Men are showing off
their newfound figures and fashion savvy with
tailored European clothes.

So widespread is this trend that Newsweek, the
nation's second largest news magazine, placed
the story on its cover. This new breed of
businessman realizes that well-dressed
individuals radiate professionalism and
confidence, and as a result is spending more on
clothes, especially on Italian imports.

A notable shift has occurred in the retail
industry as a result of this influx of buying.
Department stores have discovered a new
market-the businessman-and are eagerly
dedicating a larger percentage of their floor space
to men's fashions.

One company that exemplifies the growth of
men's fashion is Gruppo GYr. Based in Turin,
Italy, this $600-million conglomerate is one of the
world's largest manufacturers and distributors of
high fashion ready-to-wear apparel.

Gruppo GFT, formerly GFT (Gruppo
Finanziario Tessile), is not nearly as well-known
as the 37 designers with whom it is associated,
namely such talents as Armani, Valentino,
Ungaro, Zack Carr and Claude Montana. In 1978
the company unlocked the European menswear
market in this country by introducing Armani's
fashions. By virtue of his innovative designs,
Armani continues to be Gruppo GFT s strongest
U.S. label, accounting for 48 percent of total U.S.
sales. Valentino and Ungaro captured 30 and 6
percent, respectively, by catering to a more
conservative, "gentlemanly" and older customer.

WHILETHEITALIANSAREBESTKNOWNFORtheir crisp
tailoring and lean silhouettes, this year's winter
and spring collections emphasize a polished, yet
relaxed and unstructured look that extends from
sportswear into business attire. Men want ..
comfortable and practical clothes that retain their
definition, and Gruppo GFTs designers are
catering to these needs. Armani, for example, is

making longer, looser jackets with rounded
shoulders. This season's dress shirts and slacks
are also amply cut.

Adapting Italian fashions to American tastes
and needs is one of the company's greatest
challenges but also its forte, according to Marco
Rivetti, chief executive officer of Gruppo GFT.
The company has made its designs, not only
accessible to the American male, but also
attractive by softening and modifying the extreme
Italian silhouette.

Interestingly, as men become more fashion
conscious, the corporate dress code is relaxing.
Many of them are traveling internationally and
being exposed to new styles and looks. As a
result, they are becoming more broad-minded in
the context of fashion.

While conservative grey and navy pin-striped
suits still dominate many Fortune 500
boardrooms, executives are experimenting with
bolder colors and textures. Whereas it was once
unthinkable to wear houndstooth checks or
tweeds to the office, nubby wool suits flecked
with bright colors such as turquoise and gold are
becoming more common, along with other
patterns.

By wearing less conservative clothes, the
American businessman is affirming his
individuality. By choosing Italian imports, he is
demonstrating his interests in both quality and
design. This winter, the Italian "flair" for men's

fashion will be evident
in all echelons of
the American
corporate scene.

Gruppo GFT plays a
dual role as a production
and distribution
company for men's and
women's wear, and as a
holding company with
increasingly wide
coordination and control
functions. In addition,
this multifaceted
conglomerate leases its
trademark, sells
production technology
and provides
consultancy on design
and the organization
of distribution.

By wearing
less
conserva-
tive clothes,
the
American
business-
man IS

affirming his
individuality.

Bolder colors and varied
textures are making
their way into
America's boardrooms.

Marco Rivetti, left,
and Valentino.





The name "Gruppo," meaning "group," is
appropriate for this team-oriented corporation
that sees its image as a family of more than 7,000
employef:s worldwide and a collection of
products, companies and ideas. Its business
ideology is based on decentralization, product
diversification and organizational flexibility.

The 100-year-old company has created
operationally autonomous units under the parent
company. There are 70 such subsidiaries in 30
countries including the United States, Soviet
Union, China, Egypt and Australia.

The new
breed of
business-
man
realizes that
well-
dressed
individuals
radiate
profession-
alism and
confidence,
and as a
result is
spending
more on

:

clothes.

Gruppo GFT also
manufactures and
distributes women's
wear.

GRUPPOGFTSFINANCIALSUCCESSis largely due to
its strategic global expansion and structural
adaptability. Currently, satellite companies are
becoming more independent and are diversifying
their functions as necessary. For example, the
Mexican subsidiary is a unique vertical operation
producing textiles and apparel, as well as a
growing chain of retail stores.

Garments manufactured at the factory in
Mexico still bear the "Made in Italy" tag. Gruppo
GFTs fabric and technology are uniform around
the world. As Rivetti is fond of saying, "Our
company's clothes are 'made in Italy' in Mexico,
Russia, France, Korea, etc."

In the United States, its distribution companies
like CIDAT USA Inc. and Ungaro Inc. distribute
the designers' main collections and control the
development of their trademarks. Companies
structured more for direct intervention via
marketing and public relations, such as GFT USA
and the Giorgio Armani Fashion Corp., look after
the distribution of products from the parent
company and expand their supply by directly and
indirectly launching new products.

In contrast, Valentino Couture Inc. is mainly a
licensing company that leases the trademark.
However, Gruppo GFT's newest policy,
implemented with the Madison Avenue
Valentino Boutique and Zack Carr Inc., is to form
partnerships with its designers instead of royalty
agreements, thereby gaining flexibility and direct
involvement in its designers' work.

As long as people continue to seek out quality
clothes that complement their style of living and
enhance their individuality, Gruppo GFT will
expand internationally. Likewise, the trend
toward European clothes is not a fleeting fancy
but a mentality that is growing in the minds and
hearts of corporate America. The American
silhouette is not only changing, but maturing.



AN OVERVIEW

FROM THE DEAN
•FRED HERREN

The Industry and Business Training/
Continuing Education Division of
Spartanburg Technical College takes
great pride in its role and responsibility
for economic development in the
upstate of South Carolina.

It has been well documented that a
well-trained work force is a key
consideration for industries as they
make decisions concerning expansion
and the location of new plants.

The presence of a technical college in
the Spartanburg area helps provide a
well-trained entry level work force and
also provides the opportunity for
continued training after the work force
is in place.

Industry and business leaders in the
Spartanburg-Cherokee-Union area
have a unique opportunity to give their
employees needed training through
Spartanburg Tech's IBTofferings.

In addition to the staff members who
coordinate computer, management and
occupational development training
programs, others will design
customized training packages and
develop conferences and seminars to
meet specific training needs.

Through its established curricula and
its customized programs, IBT offers
instruction as varied and adaptable as
the needs of local business and
industry.

Spartanburg Tech is committed to
working closely with the business and
industrial community to assure that we
are providing workers with the needed
skills for productivity and the updated
training to assure that these skills
remain current.

To find out more about IBT
programs, simply turn the page. If you
have questions we haven't answered,
please give us a call at 591-3900.

• Blueprinting While You Wait • Drafting Furniture/Supplies
• CAD Supplies • OVERSIZED XEROX COPIES

~ PicJu4p a;uJ ~

4270 Blackstock Road, Spartanburg, S.C. 29301
Fairforest Area

(803) 574-2222
(803) 574-4444

A Century of Progress.
We pause to pay homage to our past,

and to the centennial we observe in !

1987.
The cornerstone pictured here came (.

from the original plant of the Fort Mill
Manufacturing Company. The
company was chartered in 1887, and
the little factory produced its first cloth ".
in February 1888. The stone was
literally the first building block in the
company that grew to become today's Our predecessors bequeathed to us a
Springs Industries, Inc. tradition of toughness, the ability to

We still have our headquarters in handle and initiate change, reliance on
Fort Mill, S.c. But the company has aggressive, creative managers, and
become large, diverse and international loyalty to our people and the
in scope. We operate 37 manufacturing communities where we operate.
plants in six U.S. states and Belgium, That tradition has been one of our
with minority interest in a joint venture great strengths over a century of
in Japan. Twenty-four of these plants change. It had its genesis during our
are in South Carolina, where we are founding in 1887, when men
the state's largest industrial employer. with vision made a bold £{""~ORED,,
Sales, distribution and administrative commitment. It will be t6' 18!'7 ~
offices are situated throughout the our hallmark as we ((Spnn~
United States and Canada. We employ embark on our second \~. 1987.....,~

23,500 people. hundred years. ~

• Springs Industries, Inc., Corporate Offices, Fort Mill, S.c.



Trainin Jj at
primarily just for fun. And we
teach in the shortest amount of
time that is practical for the least
amount of money."

Even though most of the courses
are scheduled on a quarterly
routine, many of the offerings can

If you're thinking about enrolling
in a continuing education course at
Spartanburg Technical College,
don't expect to frost any cakes or
make any clay pots. Instead, plug
in the computer and get ready to
go into business.

Or, to learn
the latest
management
techniques, or
to sell real
estate, or to be
prepared for an
emergency
medical
situation.

"The list of
courses that we
teach in IBT,"
said Fred
Herren,
division dean,
"is almost
endless.
Actually, it is endless, when you
consider all the courses we could
teach if we were to be asked."

But unlike most other colleges'
continuing education divisions,
Spartanburg Tech's offers very few
courses such as disco dancing,
gourmet cooking or growing
houseplants. Instead, Spartanburg
Tech's IBTDivision trains people in
subjects that directly relate to
business.

"We do exactly what our name
says: We train local people for local
business and industry," Herren
said.

flOur educational philosophy is
that we should ----------------
help the people
in our service
area with their
careers and
employment
rather than
teach them
things that are

and then tailor a training program
that suits that company's particular
needs," Herren explained. "We call
this customized training."

Even though IBT trains people in
an endless variety of subject areas,
it does have its specialties, Herren

said. "1would
say we
concentrate on
four main
areas:
computers,

-Fred Herren management,
conferences

and seminars, and occupational
development. "

"The list of courses that we
teach in lBT is almost
endless. Actually, it is
endless ... "

start whenever
enough people
express an
interest or need.
"For example,"
explained
Herren, "if a
company wants
to enroll its
entire first-line

supervisory staff in a management
course, the class can start
whenever it is most convenient for
the company."

In addition, if a company
expresses a unique training need,
IBTcan usually accommodate it.
"Many times a company will tell us
that it needs x-number of
employees
trained to use a
certain machine
or special
computer. We
can assess the
situation, make
recommendations

"You just can't run a
modern-day business
without proper computer
training. "

COMPUTERS
Willene Price, coordinator for

IBT's computer center, teaches
many of the division's computer-
related courses. "Everyone knows
that computers are taking over and
that if you don't know how to deal
with them, you might as well close
up shop," she said. "We teach
people a real broad cross section of
computer know-how. We have
one-day workshops, seminars and
full-fledged courses on word
processing, data basing, spread

sheeting and
programming.
We use IBM
hardware-
definitely the
industry
standard-and
IBM-compatible
software, such
as
WordPerfect,
Lotus and
dBase-the
more popular
ones.

"You just
can't run a



/leans Business
modem-day business without
proper computer training-and run
it well, that is," Price said.

In as much
as computers
are becoming
the way of
business's
future, good
management
remains the
key to ultimate
success.
"Management
is where it all
starts and
ends," said Bob
Johnson,
coordinator for
professional
development. "Without proper
management, there would be no
businesses, no companies, no
industry.

"The management programs that
I coordinate range from managing
a small Mom-and-Pop business,
where you would do everything
from ordering the restroom
supplies to handing out paychecks,
to managing real estate property.
Other programs deal with specific
issues such as productivity,
motivation, absenteeism,
performance and employee
morale."

Johnson went on to explain, "A
lot of people
think you have
to enroll in
those
expensive
seminars that
are always held
in Atlanta or
New York.

courses are taught in the evening
and on Saturdays to accommodate
people who work. "We realize that
most of our students don't have
the luxury of going into a long-
term, multicourse program, that
they are working adults who need
very short-term training to fulfill a

very specific
need."

"This is a new area that crosses
all boundaries," Herren said. "By
request, we can set up a conference
or seminar for whatever group of
people the need dictates. It could
be a one- or two-day conference,
where we would find the speakers
and make the conference site
arrangements, or it could be a
three-hour seminar where all we
do is coordinate the logistic details.

"And it can be on anything-any
business, any profession, any
group. Say, a nursing organization
wanted to give a seminar on AIDS.
We could make the contacts, set up
the arrangements and even cater

lunch. All the
speakers and
nurses have to
do is show up
and learn.

"The bottom
line is that we
center our
educational
efforts on
business. If
business or
industry needs
any kind of
training, IBTcan
probably help."

Well, you don't. We have some
really top-notch speakers and
experts right here."

OCCUPATIONAL DEVELOPMENT
On a more specific level, IBT

"Without proper
management, there would
be no businesses, no
companies, no industry."

-Bob Johnson
CONFERENCES
AND SEMINARS

offers programs
geared toward
the
occupational
and
professional
development of
selected career
fields. "I

handle a wide variety of
occupational development
programs," said Ted Wilson,
coordinator of occupational
development. "Everything from
the preparations for technical
certifications, such as plumbing
and electrical codes, to emergency
medical treatment. Many of the
courses help people pass
professional
licensing exams;
others are reviews
and brush-Ups on
skills, like
typing."

Wilson added
that many of the

"We realize that most of our
students don't have the
luxury of going into a long-
term, multicourse
program ... " -Ted Wilson



CONFERENCES and SEMINARS

Spartanburg Technical College wants
to help you train your employees.

A variety of curricula is offered for
initial training and occupational
upgrading in the work force.

What about those times when you
need a specific topic taught in a one- or
two-day session, and you don't have
the time to take care of all those details
associated with a seminar?

Our Conferences and Seminars
Program is your answer.

Conducted within the division of
Industry and Business Training!

Continuing Education, the people in
Conferences and Seminars will provide
you with that specific training without
all the hassles. We coordinate the
seminar, locate the speaker or
speakers, find a location, and even
arrange for a catered lunch if you wish.

What topics can be covered? Any
topic that you need covered.

It's really easy to train your
personnel when you let Spartanburg
Tech do all the work. For more
information on conferences and
seminars, call us at 591-3900.

LOOK FOR
MADE IN THEUSA
It matters!

MAYPAIR MILLs. INC.

ARCADIA, SOUTH CAROLINA 29320

Training the Right Way
When, Where and How

You Need It

When your organization needs to
train a group of people in a particular
skill, Spartanburg Technical College's
customized training may be the
answer.

Conducted by the division of
Industry and Business Training!
Continuing Education, customized
training is designed to teach the skills
you need-when and where you want
them taught.

Here's how it works:
A company requires specialized

training and contacts Spartanburg
Tech's IBT/CEdivision. IBT staff
members then meet with company
leaders to determine the exact needs of
the company and to develop the
training program.

Mayfair Mills is one of an ever-
growing number of companies-to use
this service. And like most companies
contracting for a customized training
program, leaders at Mayfair Mills have
been pleased.

The installation of new, electronically
controlled manufacturing equipment at
Mayfair Mills meant that technicians
had to be instructed in the operation
and repair of the control devices.

A training program was developed
to give the technicians required skills-
step by step: competent electronics
technicians must have an overall
understanding of electrical theory. A
prerequisite of that is a mastery of shop
mathematics skills.

The program began with a strong
review of shop floor mathematics
before moving on to the fundamentals
of ACIDC electrical theory. After
completing these courses, the
participants went into basic electronic
theory, where they learned the
requirements for understanding the
operation of the new electronic control
devices.

The result? An effective training
program for Mayfair Mills!

"Spartanburg Tech's Industry and
Business Training Division provided
customized electrical training for 30 of
our employees," Mayfair Mills Vice
President Odell Bragg said. "They
received excellent instruction at
reasonable cost to our company."



To Ivor Petrak,
general manager of the
Banff Springs Hotel in
the Canadian Rockies,
vacations are for other
people. He prefers to keep
his nose to the grindstone or,
in this case, limestone, since
that is the exterior
composition of his 600-room
baronial establishment.

But then, Petrak,
internationally known
hotelier, has never been one
to take much time off. During
his 35 years in the hotel
industry, he has had only two
vacations. "And in both
instances," he says with a
good-natured grin. "1was so
bored after three days 1could
hardly wait to get back to
work. 1was afraid 1might be
missing something."

And well he might, because
this 6-foot-4-inch tower of
Continental charm is a mover
and a shaker, forever
introducing new ways to



improve his custodies. And
naturally he feels frustrated if
not on hand to see that those
innovations are evolving
smoothly.

Petrak's hallmarks-the
ability to recognize trouble
and the courage to make
changes he feels are for the
best-have rescued many a
hotel property that was
wallowing in red ink. Those
same characteristics also
govern his personal life, and
they surfaced when he was
still a young sprout.

Born in 1922of a well-to-do
Czechoslovakian family, he
was in his third year of law
school when irreconcilable
differences with a fledgling
Communist regime made it
expedient for him to leave
country, family and a
promising career. "I am very
much for personal freedom
and free enterprise. The
Communist doctrine does not
appeal to me," he says,
avoiding any further reference
to that particular period of
his life.

Landing in Switzerland and
discovering that his law
training was of no avail there,
Petrak enrolled in a Lausanne
school linked to the world-
famous Ecole Hoteliers, where
he ended up taking three
years of cooking, restaurant
service and hotel
management-a commitment
that proved crucial to
his future.

"One thing I have to thank
the Communists for is my
involvement with that
school," he says. "If it hadn't
been for them I would not
have gotten into a line of work
that has never ceased to
fascinate me."

He must have had some
doubts about the wisdom of
that education, though, when
in 1948he went to Paris on a
refugee visa, hoping to learn
more about the culinary arts
and the hotel business. As a
refugee, he found he had no
right to gainful employment
and was forced to work

illegally as a cook in a place
where all he got in return for
his labor was food, experience
and police harrassment.
"When I went to bed at night,
I always wondered if the
police would come. That's
why I lived on the top floor of
a building-so I could hide
out on the roof until they
were gone."

Petrak's
hallmarks-the
ability to recognize
trouble and the
courage to make
changes-have
rescued many a
hotel property that
was wallowing in
red ink.

Monaco, his next
destination, proved more
hospitable. He had no trouble
getting a valid work permit
and, as it turned out, his
arrival time was propitious.
Preparations were underway
for the coronation of Prince
Rainier, and dignitaries from
all over the world were
pouring in. Petrak was hired
as front desk manager at the
prestigious Hotell'Hermitage
and handled the position so
capably, a personnel recruiter
for a Canadian hotel chain
offered him a job in Canada
complete with an immigration
visa. "At that time, I would
have gone anywhere that
would give me an immigration
visa," he says, adding that his
first job on the North
American continent was as
dining room captain at the
Chateau Lake Louise--only a
few miles from Banff.

BETWEEN THEN AND NOW,
however, there were many
opportunities to better his
situation, and he went on to
manage large hotels in New
York and Miami Beach.
Finally, he was hired by the
Smuggler's Notch Lodge at
Stowe, Vt. a world-class resort
where he met U.S.-born
PhylliS who would become
his wife.

After 10 years at Stowe,
Petrak joined the Sonesta
Corp., a firm specializing in
the management of large,
international hotels, and
during the next seven years he
was posted in four different
countries to improve
conditions at five hotels.
Among them were the
Balmoral Club at Nassau and
the Rothschild Ski Resort at
Megeve in the French Alps.

The globetrotting was
exciting but hard on his
family, and in 1970, he at last
succumbed to repeated offers
from the Canadian Pacific
Hotels chain to manage the
Banff Springs Hotel, a
summer resort that had been
losing money for years. The
company wanted to try
keeping it open year-round
and considered Petrak an ideal
candidate for manager
because of his experience with
other mountain resorts, and
his association with
ski groups.

Under his leadership, the
hotel (it turns 100 years old
this year) has become the
most profitable property
owned by Canadian
Pacific Hotels.

One of the most radical
changes Petrak made was to
ease up on the dress code in
effect. The hotel was still
clinging to the same
Edwardian principles
regarding attire that had been
prevalent in days when guests
would arrive with tons of
luggage to spend the entire
summer, and they would have
been shocked if anyone
showed up for dinner in less
than formal wear.

The 100-year-old
Banff Springs Hotel in winter.

"The world was a different
place by the 70s, and we had
to recognize the fact and cater
to it," Petrak says. "In the
past, only wealthy people
traveled. Now, all sorts of
people were doing it. But they
were traveling light, and their
average stay was one or two
days. You could no longer
demand they appear at
functions in evening gowns



and tuxedos. Actually,
everybody seemed to be living
in jeans right then, and we
had to accept that."

While it might seem that
dealing with all the
complexities of a hotel of this
size would be all a man could
handle, Petrak also has other
responsibilities. As one of his
company's four vice
presidents, he is overseeing
construction of the brand new
Kananaskis Lodge (located
about three minutes from the
site of the 1988Winter

Olympics) and renovations at
Chateau Lake Louise, the
Lake Okanagan Resort at
Kelowna, and The Empress
Hotel at Victoria.

HE'SENERGYPERSONIFIED,this
dynamo approaching 65 years
of age. And from his reaction
when asked if he's looking
forward to retirement, it's
evident he puts retirements on
a par with vacations. They're
for other people. Not Petrak.



How did
two non-
business-

women, both
past age 50
and with no

previous
experience in

publishing,
sell so many

books?

Want a good recipe for marketing? Take
30 years worth of delicious cake
recipes. Add a shy but talented cake
baker and a very outgoing sister. Put

them in a car that's big enough to hold 500
cookbooks, and cast them lightly into the
unfamiliar world of publishing.

Ten years ago Bevelyn Blair of Columbus Ga.,
was toying with the idea of putting together a
book of cake recipes. Today she and her sister,
Joanne Walker, whose vivacious personality
lends itself to pound-the-pavement marketing,
are in their third printing of Country Cakes, a book
they published and marketed.

Two years ago, they founded their own
corporation, Blair of Columbus, Inc., and learned
the publishing business step-by-step. After hours
of their own style of grassroots marketing-
autograph parties with cake samples--they have
sold more than 30,000 copies and expect a fourth
printing.

How did two non-businesswomen, both past
age 50 and with no previous experience in
publishing, sell so many books?

They will tell you their success is a result of
immense energy applied to something they
believe in. Dedication plus a quality product
equals success.

"First of all, the recipes in the book have been
tried-and sometimes modified-by Bevelyn,"
says Walker. "Her love affair with cake baking
began with her daughter's first birthday cake,
and her talents have been sought after
ever since."

"By 1979, I was baking so many cakes for
people that I decided to keep track of how many
cake boxes I bought to deliver them in. There
were hundreds," says Blair, whose labor of love
eventually became such a regular task, friends
insisted on paying her. (She learned from a
public library book how to charge for expenses
and labor.)

"People who knew me knew I loved to bake
cakes, and they knew I enjoyed reading recipes,"
Blair says. "Over 30 years I've collected recipes
from neighbors, relatives, friends and co-
workers." More than 600 of those recipes are in
Country Cakes.

"Every one of the recipes is proven delicious,"
says Walker, "and many of them would not have
been preserved if it weren't for Bevelyn-
especially the ones that have been in our family
for generations."

Blair adds she experimented with any recipe
that wasn't quite right, adjusting the proportions
and ingredients for the tastiest outcome.

Quality content was only the first step. The
sisters, who grew up in Columbus, wanted
quality packaging as well. They hired a graphic
artist to draw the cover illustration of a
silhouetted little boy and girl kissing over a
birthday cake. The book had to have a spiral
binder so it would lay flat. The pages needed to

be quality material and made of a substance that
would wipe clean. And since the topic "cakes" is
rather specialized, they needed to organize the
book into sections for "Pound Cakes," "Angel
Food Cakes," "Refrigerator Cakes," and so on.

All in all the book has a readable, wipable, neat
look to it, and any recipe in it is easy to find. It
comes complete with helpful hints and an index.

"It was expensive to do the book the way we
did it," Walker says. "You pay more to print on
quality paper. You also pay more for such extras
as the divider pages between sections."

But the two decided if they were going to do
something, they wanted to do it right. They
borrowed a substantial amount of money from
Walker's husband, James, who urged them to
dream big. They have since repaid him with
interest. They used the capital to found Blair of
Columbus, Inc., which exists solely to publish
and market Country Cakes.

Their first printing was 10,000 copies.
'Tm glad I didn't know then what I know

now," says Walker. "After we had printed the
first 10,000 copies, I read an article that said 95
percent of new books sell an average of no more
than 5,000 copies. I'm glad I hadn't read that
article before we went to press!"

Blair adds, "Our printer couldn't believe that
we were printing 10,000 copies. One afternoon he
was talking with us and tried to find out what
type of strategy we were using to market the
book. He asked if we were planning to call 'The
Rozelle Show: a local TV talk show in Columbus.
I thought that might be rather pretentious, so I
asked him if that was all right.

"He just kind of leaned back, shook his head,
and said, 'You are a couple of babes in the wood!'
He told us that no matter how great our book
was, no one was going to come pounding on our
door begging for it. He told us to get going, to do
something.

"Of course, I felt uneasy about the amount of
money we had borrowed. And fear will make
you work hard," Blair adds.

When the book came off the presses, Blair and
Walker had presold between 400 and 500 copies
to friends and relatives. A friend in Columbus
had a gift shop, and the two organized their first
autographlcake-sampling party. B. Dalton's
bookstore in Cary, N.C, (where Walker and her
husband live) and B. Dalton's in Raleigh, N.C,
agreed to take a dozen copies each to see how
they would sell.

"But as far as retail customers went, that's all
we had at the beginning," says Walker.

The women, however, were not afraid of
pounding the pavement. They could fit 300 to 500
books in a car trunk, and they peddled them all
over Columbus and Cary and Raleigh, N.C Blair,
who says she was always less outgoing than her
sister, recalled her printer's admonition and
made sales calls in Georgia and Alabama. They
contacted newspapers, and gift stores. B. Dalton



These cake bakers learned marketing
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in Cary agreed to host an autograph party, and
Blair baked the cakes for it.

"Bevelyn always makes cakes for the autograph
parties," says Walker. "That approach has been
very successful because it gives people a chance
to experience what we're really selling."

The women were guests on the "The Rozelle
Show" on WRBL-TVin Columbus, and more
autograph/cake-sampling parties were planned.
Eventually they had distributed their books with
shop owners in Georgia, South Carolina,
Alabama, Florida, North Carolina, Tennessee,
Virginia, Kentucky, and even Washington D.C.
and New York City. They used a phone book to
plan their itinerary, and they found most shop
owners to be very receptive.

"When I made calls in person, I was not turned
down once," Blair says, adding that her innate
shyness lessened the more she thrust herself into
making contacts. Whether they were marketing
alone or working as a team, both sisters said they
would spot department stores from the road, pull
into the parking lot, and head inside to speak to
the buyer.

How did they advertise?
"We found that advertising doesn't work

unless it's repetitious," Walker says. "We were
covering such a wide area that we could not be
repetitious within our budget. So we worked on
getting articles published in various media,
particularly on the food pages of newspapers.

"No matter
how great
our book
was, no one
was going
to come
pounding on
our door
begging
for it."

Blair and Walker hold
autograph and cake-
sampling parties in
bookstores to market
their cookbook. This
party was in a
Durham, N.C., gift
shop.

"The food editors were very interested in the
book and would usually publish something about
it. This put the book in front of the public and
created more traffic for it, which really
helped sales. People put a lot of stock in what the
local food editor has to say."

Apparently some department stores do, too.
Large department stores such as Ivey's, Belk and
Gayfer's have advertised Country Cakes, and it
was featured by Waldenbooks in Southern Living.

This grassroots marketing strategy established
first, that the product is good (any sample of
Blair's baking at an autograph party will confirm
that) and second, that the book sells. Now as the
women market the book, they have hundreds of
published articles on its merits (most of them
written by food editors) and a testimonial
consisting of more than 28,000 sold volumes.

An early frustration was convincing national
distributors to stock Country Cakes.

"The home offices of both B. Dalton and
Waldenbooks (book chains) told us they would
not be able to put our book into their systems
because we were 'one-title' publishers," Walker
says. "So Bevelyn and I called on managers of
individual stores and asked them to try the book.
Many times we were able to coordinate their
purchases with local newspaper publicity."

Not only did the book sell, it sold out. Those
managers were calling in reorders. By Christmas
1984, only eight months after the book was
released, both B. Dalton and Waldenbooks had
proof it would sell. Both chains now stock
Country Cakes.

With that selling record established, the
women had no trouble getting distributors for the
book. It is now a national product, available
throughout the continental United States and
Alaska. They've even received orders from
Puerto Rico.

And although both entrepreneurs soften their
boldness with an ever-so-pleasant Southern
drawl, they have caught the marketing fever.
How else could they spend 12 to 14 hours a day
peddling Country Cakes?

"We always say it's worth it," says Blair, "even
though we've been very tired at times. It's also
exciting to learn that there are so many women-
and men too-who like to bake and who like to
read recipes."

"We've had a wonderful time," adds Walker.
"And this second career has brought the two of
us closer together than we have ever been."

And either one of these beaming successes will
tell you that their profit is just icing on the cake.



What's New With Computer Training
Whether you are a small business

with a newly acquired computer or a
large company with an expanding
computer system, Spartanburg
Technical College's IBM-Personal
Computer Learning Center can help
you grow by training your employees.

Since its inception in the Industry
and Business Training/Continuing
Education Division in 1984, the IBM-PC
Learning Center has expanded to
include:

• Programs in computer literacy
• In-depth, one-day seminars that teach

the popular software packages
• Custom-designed programs focusing

on specific industrial or business
needs

• The Performance Award for Systems
Specialist (PASS).

Spartanburg Tech's IBM-PC Center
trains employees in the most current
and popular business software
packages used on IBM PCs and
compatibles.

The relaxed, friendly atmosphere of
the computer literacy classes is an
optimal learning environment.
Designed for people with no computer
experience, the classes offer the
advantage of low student-instructor
ratios.

Word processing, data basing,
spread sheeting and programming are
among the offerings in one-day
seminars. During these intensified

The relaxed, friendly
atmosphere of the computer
literacy classes is an optimal
learning environment.

training sessions, a student will learn
in one day what might take weeks if
left alone with a manual. Popular IBM-
compatible software such as
WordPerfect, Lotus 1-2-3and dBase III+
are used.

For those with specific training
needs, the IBM-PC Learning Center
will design a program to meet a
business's particular needs.

The computer center at Spartanburg
Tech also offers a Performance Award
for Systems Specialist.

Performance Award for Systems
Specialist is a certificate of achievement
for persons who complete a specified
curriculum in software packages

currently used by business and
industry on the Pc.

Currently, classes in Computer
Literacy, DataBase Management,
DisplayWrite, Lotus 1-2-3, WordPerfect
and BASIC programming are offered
either in the evening or Saturday
morning. For a complete course
schedule, contact the center at
591-3900.

SPARTAN MILLS MADE IN THEUSA

TORRINGTON Fafnir Bearings Division

The Torrington Company
P.O. Box T, Industrial Park
Union, S.C. 29379

•• Georgia-Pacific Corporation

Corrugated Shipping Materials

Highway 295 Bypass
P.O. Box 6347
Spartanburg, S.C. 29304
(803) 573-7880



SEW-EURODRIVE, INC.
We would like to express our appreciation to our employees for
their hard work and dedication during the last four years.

Manufacturers of Industrial
Power Transmission Equipment

498 N. Spartanburg Highway
P.O. Box 518

Lyman, S.c. 29365

TNS MILLS, INC.
HIGH TECHNOLOGY FOR TOMORROW'S TEXTILES

Blacksburg Division
Spartanburg Division

(803) 839-6304
(803) 585-4051

TEXTILE MACHINERY
FOR STAPLE AND FILAMENT YARNS

RIETER CORPORATION
Corner 1-85 and S.C. 9

Spartanburg, S.C. 29305
(803) 582-5466
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Small Business

Focus
Small businesses have needs that

are different from those of large
companies and industry.

Spartanburg Technical College
understands those special needs.
That is why two special courses are
offered which focus on the relevant
issues.

How to Start a Small Business is a
six-week course taught evenings. It
begins with the basics of converting
a business idea into a business plan,
then moves on to cover the topics of
assessment of the market, the legal
side of business, sales and pricing,
financing the business and how the
business will work to make a profit.

Managing a Successful Small
Business is also taught in the
evenings over a period of six weeks.
Focal points of this course include
running a successful small business,
sales promotion and advertising,
building and maintaining a
productive work force, record
keeping, money management and
bookkeeping, accounting and taxes.

The entrepreneur, or soon-to-be
entrepreneur, will find another
valuable resource on the
Spartanburg Tech campus: an office
of the Small Business Development
Center of South Carolina.

A satellite of the SBDC Clemson
Service Center located at Clemson
University, the SBDC office at
Spartanburg Tech is equipped to
assist managers of existing new
businesses and those wishing to
start new enterprises. Through
consultations and the latest in
marketing, financial and economic
information, this office is ready to
help the small business person get
organized.

Spartanburg Tech cares about
small business needs. For more
information on small business
courses offered, call 591-3900. The
SBDC may be reached at 591-3726.



Industry and Business Training!
Continuing Education Calendar

January 6-7
January 18
February 3,4,
10,17,24
April 5-6
April 18
June 29
July 4-15

Winter Registration
Classes Begin
Small Business

Conference
Spring Registration
Classes Begin
Summer Registration
Summer Break-NO
CLASSES
Classes Begin

(continued from page 3)

Business Training or IBT. An
article in the centerfold will
introduce you to IBT's services
and define its educational
purpose. Also, we have
provided a calendar and several
other articles that will keep you
up-to-date on what is
happening with IBT.

I hope you have met or will
meet Fred Herren, whose
message is on page 11. Fred is
the new dean of IBT. He
became dean in March 1987,
after a 19-year career at
Newberry College. There, he
worked in several positions,
including director of athletic
programs, vice president for
development and college
relations, and director of alumni
affairs. In the short time that
Fred has been at Spartanburg
Tech, he has done a marvelous
job. He has already met the
business leaders of the
community, has started new
projects and is polishing the
performance of his division. We
welcome him to the college and
look forward to a long and
enjoyable relationship.

••STEEL PRODUCTS INC.

Spartanburg Steel Products, Inc. is a major supplier to the automotive and
beverage industries. We are, in fact, the world's largest manufacturer of
stainless steel beverage containers, plus we offer diverse production
capabilities covering the entire range of stamped parts including fabricated,
assembled and finished units.

Award- Winning Quality Standards
In recognition of our quality oriented philosophy, we have been awarded the
Q1 preferred supplier rating by Ford Motor Company, the highest award ever
given to a stamping supplier. The same rigid standards which enabled us to
meet these stringent automotive quality requirements are applied to every
product we manufacture.

(803) 585-5211
P.O. Box 6428

New Cut Road, Spartanburg, s.c. 29304
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Robert Wood & Associates, Inc.
Greenwood, S. C.

MICROCOMPUTER
TRAINING/CONSULTING

Call 1-223-1426 for more
information about our one-day
seminars covering the most popular
word processing, data base and
spread sheet, software packages
available today. RWA is the largest
computer trainer in South Carolina.
We're also available to come to you
for in-house training or consulting.
Let us help you unlock the potential
of your computer.

Putting Computers to
Work for You!

DESIGN/BUILD
Complete Contracting Service
Including Plant Maintenance

P.O. Box 1312
Spartanburg, S.C. 29304
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Customized Training.
When The Customer
Always Comes First
Are your training needs not being met
because what you need they don't
teach? Spartanburg Tech's Industry
and Business Training Division
understands that you have special
training needs, that what you do is
different from what anyone else is
doing. Tell us what you need to learn,
and we'll design a training program to
suit your specific needs-and at a time
and place that is best for you.

Call
591-3700 or
Toll-Free

1-800-922-3679
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