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sentatiom~qf articles from our store reporters.
This means that evelx region will receive its own 5Store

sz News insert with each idsye of the Wal-Mart World.

. and wgHe always known that our associates are inter-

Along with the Store News, these inserts will include
brief messages from your Regidgal Vice-President.
We'll still carry two to four pages of Stqre News in the
reqular magazine so that you can see wiag's happen-

" ing at Wal-Mart stores across the country.

Why such a drastic change?: Associates throughdut
the Company indicated that we needed nclude
more store-level articles. A whopping&5 percent of
associates who responded to the ey said that they
definitely wanted regionalized'Store News, and 63 per-
cent of you wanted
around the coun the magazine. ,

o surprise to us. In the past, we've
ore articles than we éoul;i possibly print,

This was I
received fgr

M. WﬁEoMart

. His Buy American programn

* And so many he is helping

To Mt

by Shirley Hamilton
Storz #127
Malvern, AR

Always.

We all know a man named Sam
Oh. what a man indeed

A legend in his own time

More like him we surely need.
He can get a thousand folks

To chant, “Yes, We Can" - .
That's why I'd gladly vote him in
As leader of this land.

Sam: had a little five and dime
Just look what it's become

This great Wal-Mart retail giant
Oh. yes, we're number one.

If T couid give one reason

For Wal-Mart's great success
It's guod customer service
Thanks to Sam, I guess.

He says greet those customers
And make them glad they're here
If we make them feel special
They'll still be here next year.

Sarc

Conness Coope
Store Reporter

Sarcoxie,

With all the jobs it saved

By matching funds we've raised.
When ] think of Sam Walton
These words may come to mind --

‘share yo
o also include news.from

as happenings in every ared

Leader, teacher, helper, friend
Proud, humble, tough, yet kind.
We call you Sam at your request
; So proud that you're our man
But to me you're Mr. Wal-Mart
Wise .leader of this clan

xlie Senior

community support effort.

cle from each region in the reg agar
the best of beth worids! '

The inserts will feature b€tween seven and 10 arti-
cles from each regi6n. The articles will not be
arranged accgsdfiig to category, such as “Bright Ideas”
or “Assogidfe Creativity.” Instead, inserts will cover a
of topics that reflect what's going on in your
area. We need your input to make them as interesting

1@ ~-

vag

and informative as possible.

Even if you’ve never had anything from your store
nrinted before, even if your store doesn’t have a store
repdster, send us some articles -- now’s your chance to
news and have your facility recognized!
(For Store Reporter packets, call ext. 4142)

We hope that thege changes will keep our readers
more informed about @vgnts in their region as well '
of Wal-Mart’s trade ter- -
ntory " ‘

Assaciates Lindd Brawley,
A Norma Sharp and Ruby Self celebrate.
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February 7, 1992
Dear Mr ‘, Walton,

: As an enthusiastic Wal-Mart customer and shareholder, I
wish to express my gratitude and appreciation for your
policies, philosophy, aad practices. Wal-Mart has made
possible a higher standard of 1living for millions of
households, including my own, not only in offering

' affordably priced merchandise in 8 cuecomer-friendly

i atwosphere but also in creating jobs and a genersal

stimulus to the economy. .

. Both personally and professionally you provide the kind
’ of example and role model that Americen business and

i society need, I am sure that numerous others of the
‘beneficliaries of your practices share my view.

My best wishes,

. \VM e ."}’}/.‘;CPM

——— e e =,
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KAPLER & ASSOCIATES, INC.
‘ . . .

1317 Sth Sireat :
. Suite 200 :
‘DC \\B-u)' \NQ.M.LuD &\Am . Santa Monica, California 90401
- 4 : Telephone (310) $76-7733
' Fax (310) 576-0922
- February 29, 1992
Mr. Sam Walton

Wal-Mart Stores, Inc, |
702 S.W. 8th Street
Beatonville, AR 72716

PERSONAL
‘ Dear Mr. Walton,

-,Ihlowmuyoumynotmdthislet_m.nslammlhatyouhaveoﬂlmwhommmnil,

but I needed to send this letter to- you anyway, as I would not be who I-want to be. a3 a human

being if I did not take the time to share with you these feelings that have traveled through my
. heart and mind. » 3 ' '

I have heard that you are very ill andthatymmbmling'yourinnes;withgrmeoumgund
valor, I know that the thoughts of just one man out in California cannot mean a lot to a man such
as you who has received so much recognition and acclaim in his life, but I still feel compelled
to express my respect and admiration to you,

- I was at one time a menswear manufacturer and a supplier to both Walmart and Sams, Today
I am a consultant and in fact consult for a garment company that supplies you with ladies
sportswear. I feel like I know your company well, both as a supplier and as a consumer, as we
shop in your stores when we vacation in New Mexico several weeks a year. '

I have admired and respected your achievements, not for the money you have made for yourself,

-your family and your shareholders, although that is in itself very impressive, but I have admired
the amazing message that you have created for all 1o hear and thas you will leave behind Jor all
to see for decades to come, that message -being that a man with integrity, honor, and
commitment can be successful without compromising his high standards and ideals and he
can do this by empowering ‘others with a sense of pride and ownership in their work and their
decisions so that together, as a team, great things can be accomplished,

Heevweuea Haper



Mr. Sam Walton

. February 29, 1992

Page 2

You will be studied in business schools for generations to come. Your standards will influeace
business for generations to come. You will leave a inark on our consciousness as a country that
s far more meaningful than the money you have generated, and 1 for one want to tell you how
Happy I am that I lived during your life time and that I was witness to your achievements. .

God Bless you Mr. Walton and may your suffering be minimal and may your joy be great for
you have made a major contribution to THE AMERICAN CONSCIENCE and you have created
and will continue to create a new morality and a new ethic ‘which we as a country so badly need
and that will live on for generations to come. o N ‘

With gratitude and appreciation, most sincerely,

Yt

William G. Kapler



~

~ B3/13/1992 16:47 5812731969 WAL -MART ‘ , PAGE 81

[ettrr %’;7&, ore  asvcttes W/?%

Febo o, 97

EN

/_,./I I{

Maar. /v, Aits.

L 7L N

fywzuu. 9 Py Auilerds S A

ik, 200 dbsti I Ul sy

'm/ a’dé!!@ﬁi_ﬂ »ryu




83/13/1992 15:47 5812731969 WAL-MART PAGE 82

-




ROB NELSON/PICTURE GROUP

CEO OF THE DECADE

Sam M. Walton

Gty

by Sharon Reier

amuel Moore Walton, 71, the founder and

chairman of $20.6 billion-in-sales Wal-

Mart Stores, bears a passing resemblance

to ex-football coach Tom Landry, and has

the same determination to win. Lean,

white-haired and spry, Walton walks into
the cavernous Sam’s Wholesale Club across the high-
way from the Astrodome in Houston unannounced
and without an entourage. .

He has driven there alone in a rented blue Chrysler
and he parks in an ordinary customer spot. No limo.
No guards. No executive parking privileges. In an age
when high-powered CEOs slip into secret merger
meetings to engage in the dark craft of dealmaking,
Walton stands in stark contrast. He is the old-fashioned
entrepreneur who created a giant firm step by step,
employee by employee. Walton may ham up his home-
spun Arkansas ways, driving his 1978 pickup and fly-
ing a low-rent Navajo. For all his billions, this econo-
mizing may seem silly. But as fellow Arkansan David
Banks, president of Beverly Enterprises, the California
nursing home operator, and a Wal-Mart director, says,
“With Sam, what you see is what you get.”

And Wal-Mart employees emulate his thrifty ways.
“You won't see many Mercedes-Benzes parked at the
Wal-Mart headquarters,” comments Steve Trollinger,
publisher of the Bentonville, Ark. Post, where Wal-

Mart is headquartered. “With Sam’s ‘Buy America’
campaign, they are afraid to—although their wives
may drive them.”

Today, Walton is wearing a tan blazer and nonde-
script brown tweed trousers and brogues. He gets on
the PA system near the front door of the store and an-
nounces his presence in a down-home Arkansas drawl.
Employees dressed in red, white and blue Sam’s
Wholesale Club sweatshirts shriek as if Elvis Presley
had risen from the dead.

“It doesn’t seem to take much to set this crowd
loose,” Walton joshes. They shriek again.

Walton laughs and exhorts the troops, telling them
how appreciative he is of the wonderful job they’re all
doing. The employees cheer as if he were a presiden-
tial candidate. As Trollinger aptly observes: “If he had
been a politician, who knows how far he could have
gone? He has lots of personal magnetism. It would be
great if he could bottle it and sell it.” By spreading his
enthusiasm and ambition to an ever-growing tide of
200,000 employees, in a funny way, Walton has.

“Have you only just begun?” he croons to the crowd.
“Will you do as well the second year as the first? Are
you taking care of your customers everywhere? Con-
gratulations on being one of the finest wholesale clubs
in our company, the country and the whole world.”

After every phrase a round of cheers explodes from
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"; the store floor. Female clerks—called “associates” at proﬁles begm on page 74 and the six runners—up to
R : Wal-Mart—are waving red-white-and-blue cheerlead- . Sam Walton—all prior gold medalists as Fw CEOs of

ing pom-poms and strutting in a line. “Give mean ‘S’
they shout. Everyone repeats “S.” Then“A,” then “M,”
then “S” agam “What have you got?”

The store is electrified. Yesterday was this store’s

first anniversary. A tricolor banner is decked across
the store, as if ready for a high school homecoming.
Sam shakes some hands, remembers several of the em-
ployees by name and thanks them personally. He em-
ploys large dollops of eye contact and smiles. Itisas tra-
ditional as a Bible Belt revival meeting, assilly asa high
school pep rally. It is show biz. It works. “Walton doesa
remarkable job of instilling near-religious fervor in his
people,” says analyst Robert Buchanan of A.G.

Edwards. “I think that speaks to the heart of his suc- |

cess.” Says Banks: “He makes people feel good. He is
willing to get out there and do that. They all know he is
the richest man in America and he is out there with
them on the floor and that gives them pride. Thereisa
feeling that it is a success that begat success, and once
he got it started he could maintain it.”

For all that Walton’s success has been widely chroni-

the Year—whose achievements FW commemorates
with a gallery of oil paintingsstarting on page 64. All of
" - the winners were due to be honored by Fw at our pre-
~ mier CEO-of:the-decade Awards Banquet at New

- - York’s Waldorf-Astoria Hotel on March 16.

Without question, Sam Walton’s remarkable inspi-
rational ability accounts for much of Wal-Mart’s prof-
“itability. In each year of this decade, the company has
-, earned more than 25% on equity, compared with less
than 17% by K mart. Its earnings growth over the past
five years has averaged 33%, compared with 9.5% for
K mart. It’s easy enough tosee why Walton stresses the
heering and esprit de corps. It may be crass, but it’s
ofitable.- With each employee averaging $103,000
in sales versus K mart’s $82,000, Wal-Mart gets $238
r square foot of sales space versus only $183 at its
. Atthe flagshlp Wal-Mart store in Bentonville re-
y, an “associate” sat near the front door, offering
to clean customers’ glasses for free (all t the better to
the prices). And_ oiitside the Sam’s Wholesale
Club in Houston, associates are giving out free soda

cled, its magnitude is hard to comprehend. As recently
asa decade ago, Wal-Mart to most folks was just anoth-
er Southern discounter doing less than a billion dollars

" worth of business and only a tenth
the size of K mart. This year Wal-
Mart’s registers likely will ring up
as much as J.C. Penney and Wool-
worth combined. With its volume

) ; " still expanding by over 30% annu-

* ally, one can safely say that early in
the 1990s Wal-Mart will surpass
both K mart and Sears.

What’s more, in this fiscal year,
Wal-Mart will net more than it
grossed a decade ago. For a self-

" styled discounter, its profitability is
incredible—4.1¢ on the sales dol-
lar, versus K mart’s 2.8¢ and
Zayre's 2.2¢.

% For all that, choosing Sam Wal-
ton as FW's CEO of the Decade
wasn’t easy. The competition was
beyond tough. Tremendous effort

. goes into running a corporation.
Often the day-to-day successes
don’t receive the attention befit-
ting the extraordinary achieve-
ments they are. To ensure a.com-
plete and unbiased assessment, FW

: polled some 2,500 chief execu-

: tives, academicians, Wall Street an-

alysts and research directors.

From their selections came the

196 Bronze winners listed on page

84, the 12 Silver winners, whose

p to customers. Ja department stores have
their “greeters” to make customers feel happy. So does
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“It doesn’t seem to take much to set ﬂus crowd loose. .
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“Will you do as well the second year as the first?”

ried to forego a quail shoot at his
spread in south Texas near the Rio
Grande in order to visit a Sears
store and check up on its renewed
competition.

With typically ingenuous gene-
rosity Walton says, “But I did read
the opening articles, and it sound-
ed like they scored well. They must
have done a good job of advertis-
ing and promoting it.” Wal-Mart
doesn’t do much in the way of tele-
vision and newspaper circular ad-
vertising, preferring to keep its
costs and prices down.

By letting the shelf prices speak
for themselves and by his own un-
flagging ambition, Walton has cre-
ated a chain of 1,258 Wal-Mart dis-
count stores across 28 states, plus
105 Sam’s Wholesale Clubs, 10
Dot Discount Drugstores, two
Superstores and two European-
style hypermarkets.

Walton’s original vision was that
he had to keep costs at a bare-
bones level from the very first to
become a genuine discounter. And
in a way, the whole Wal-Mart jug-
gernaut is a fluke—the result of a
poor decision made at the head-

HVLS NOV18/HIDHNBWYH AV

What truly separates Wal-Mart from the competi-
tion, however, is a strategy that Walton latched on to
from the beginning: the “everyday low price” concept.
A recent comparison of Wal-Mart, K mart and Zayre
prices in Florida revealed that Wal-Mart wasn’t always
the cheapest, but was on the low side, and frequently
far lower. For instance, a microwave table was $34.94
at Wal-Mart, while its counterpart at K mart was $89
and $69.99 at Zayres. On a four-pack of GE light bulbs
Wal-Mart undercut the competition by 5%.

In the rough-and-tumble world of discount retail-
ing, Walton has just received the ultimate compliment.
It is early March, and the spring retailing season is in
full swing. But Walton’s largest competitor—$29
billion-in-sales Sears, the nation’s No. 1 retailer, has
had its doors closed for two full days and the media is
abuzz with Sears’s new strategy. Employees have been
slaving until three in the morning marking down pric-
es on 50,000 items. Sears’s new tactic: A variation on
everyday low prices, the ultimate homage to Walton,
who is considered responsible for originating and im-
plementing the concept in the U.S. 26 years ago.

There’s always a chance Sears will regain the skills
that made it the country’s dominant retailer in the
1950s, but judging from Walton’s response, it’s a small
one. Walton admits he has not been sufficiently wor-

quarters of Ben Franklin Variety
Stores in Chicago.

Back in 1945, Sam Walton opened his first Ben
Franklin’s in Newport, Ark., after a stint with Army
Intelligence during World War II. His brother Bud
opened a second Ben Franklin store in Missouri,
where both had attended high school and the Univer-
sity of Missouri.

By the late 1950s the Waltons had the largest group
of independent variety stores in the U.S., with 16
units. “We had already found out that large stores
would do well in small communities, and we had built
some Walton’s Family Centers in small towns like
Berryville, Ark., and Bentonville, and we had experi-
ence with 25,000-square-foot stores in towns of 3,000
people. People thought it was huge. But we realized
that people would drive to a good concept,” says Wal-
ton, who these days likes to reminisce about sweeping
the street in front of that first Ben Franklin store him-
selfand doing his own accounts for the first five stores.

With the knowledge that large discounters could at-
tract a loyal following in small towns where small mer-
chants couldn’t compete, Walton went to the Ben
Franklin chain to sell them on the idea of opening even
larger discount stores with smaller margins than
Walton’s already successful stores.

Recalls Walton: “They didn’t want to give on their
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end to the degree that it took for
the prices to be as low as I felt they
should be.” Franklin was charging
Walton a 20% to 25% margin on
gross operating cost. ‘I knew that I
could not sell the merchandise as
cheaply as I needed to in order to
be an honest-to-goodness dis-
counter and give the value we
needed to,” he pronounces. Wal-
ton felt that “if they had been able
to sell to me on a 12% range, I
probably would not have put to-
gether the organization that we
did.” But as luck had it, “It didn’t
fit into their program. They may
have been like Sears is today. They
may not have been able to cut their
costs to the extent that they could
have sold as cheaply as we wanted
to buy it.”

What if Ben Franklin had risen
to Walton’s challenge?

“I havea feeling that if they were
as successful as we have been, that
their volume would have risen, but
aren’t I glad they didn’t accept the
idea, because I was forced to build
our own team and program.” By
1985, Ben Franklin Variety Stores
had been swallowed by

k‘"‘ 5

“We realized people would drive to a good concept.”

Pittsburgh’s National Intergroup,
and now grosses only $2 billion or so.

Building that team and program took a lot of pas-
sion and hard thinking. “I have made a lifetime study
of learning and observing from other companies,”
Walton says. “I probably have traveled and walked into
more variety stores than anybody in America. Iam just

trying to get ideas, any kind of ideas that will help our .

company.”

For instance, when Walton first heard of the self-
service concept hestill had a Ben Franklin franchise. “I
heard of two stores in Minnesota that were self-service,
so I took a bus to Worthington, Minn. I saw how they
had done their counters and fixtures and I came back
and opened the first Ben Franklin Self Service Store in
the region. Most of us don’t invent ideas,” he states.
“We take the best ideas from someone else.”

And he had to find ideas that would keep Wal-Mart
lean. “We didn’t have any money to start with and we
had to operate with a low cost structure,” he says. “Cut-
ting costs is almost a religion at Wal-Mart,” asserts pub-
lisher Trollinger. “It is ingrained in the corporate
culture.”

For instance, when a new Wal-Mart store is built, in-
stead of hiring local electricians or contractorstoruna
security cable through the store during construction,
each store manager is taught to run that cable himself

when the construction reaches that stage. Even details
like periodic changes of store locks are performed by
in-store personnel instead of calling in outside lock-
smiths. Of course, it helps that Wal-Mart stores are lo-
cated mostly in small towns. Company trucks don’t
have to waste time wading through heavy traffic jams
to resupply stores every day.

Then there are Wal-Mart's strict buyer-vendor rela-
tions. At most major retailers, claims the sales manager
ata large drug company, there isa certain camaraderie
between buyers and vendors. Not at Wal-Mart. “The
buyers are professional and very tough,” he insists.
“There is very little chitchat. They are colder than
most buyers. And there is a statement in the waiting
room that spells out their policy: They are not allowed
to have lunch or dinner or any kind of meal with you
unless they pay for it and they cannot accept any kind
of gift or gratuity.”

It is a general policy that Wal-Mart does not deal
with sales reps—only with the president of a company
ora sales manager direct from the company. “They be-
lieve that cuts the commission a company will pay to a
sales rep that carries its line,” says a manufacturer of
novelty items, “but in reality, even when they deal with
the company, we have to pay our sales rep.”

But in the end, Walton likes to humbly insist that the

t, 1989
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WAL -MART
DISCOUNT CITY

PLEASE DO NOT LEAVE
CHILD UNATTENDED

“I have walked into more variety stores than anybody in America.”

day is a different situation in this
retail business. That’s one of the
blessings that has made us what we
are, what we believe in. We have
been very flexible and have been
looking every day for changes that
need to be made, and those ideas
come from a lot of different sourc-
es. These people out here are
smarter and more capable than
many of us recognize, and they un-
derstand our business and certain-
ly know what the customer wants.
But change, and the willingness to
change, to try anything, try any-
one’sidea, it might not work. But it
won’t break the company when it
doesn’t.”

That’s why Wal-Mart has al-
ready gone heavily into the whole-
sale club business. Although each
Sam’s Wholesale Club is more
than half as large again as the typi-
cal Wal-Mart outlet, it carries only
a fraction as many items—3,000
versus 70,000. No-frills, cash-and-
carry operations, the clubs are tar-
geted at small businesses lacking
volume purchasing power.

While margins are between 9%
and 11%, the clubs turn their in-

HYLS YOVI8/UIDHNBNYH AV
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success all goes back to the people who work for Wal-
Mart. And the company is willing to listen to all ideas.
Take the case of Steven Schultheis, a marketing stu-
dentat the University of Florida who interned at Wal-
Mart last summer.

Schultheis was working in distribution when he
dreamed up a way to cut expenses. Wal-Mart’s prac-
tice had been to separate items by department when
filling orders from the stores. Sporting goods were
packed in one box; hardware in another. Schultheis
believed it was not only inefficient, but it caused other
problems, like partially filled boxes, which crush
more easily, and an unnecessary number of boxes.
Schultheis’s solution: Mix materials from different
departments in one box. The plan went into effect
company-wide last August and reduced the number
of boxes by 10%, a $600,000 annual savings per
store.

Schultheis not only got a job at Wal-Mart the follow-
ing year but he got the kind of recognition for which
the company is famous. Wal-Mart established a schol-
arship in his name that for the next five years will go to
the top retailing student at the University of Florida.

“That’s a trademark of ours,” Walton comments.
“We are willing to change. I would just like us to contin-
ue to make changes as they need to be made, and every

ventories a remarkable 16 to 18
times yearly. That’s so fast, Sam’s customers often have
paid before Wal-Mart pays its own suppliers. This year,
Sam’s Clubs will gross maybe $5 billion.

Are the clubs a sign that Wal-Mart, like K mart,
Sears and Woolworth before it, is reaching the limit of
how far it can stretch its original concept? Already it
has experimented with crafts retailing, deep-discount
drugs, and it is currently testing two European-style
hypermarkets. The craft and drug operations didn’t
fly, but at least Walton applied certain techniques
learned through them in the original Wal-Marts.

Don’t be in any hurry to write Sam Walton off. He’s
not likely to forget the lessons from his experience with
Ben Franklin. If he keeps listening to maverick em-
ployees and trying new ideas and changing, just possi-
bly, Wal-Mart won’t turn into a dinosaur. Nor has he
succumbed to the temptation of keeping his a family-
run business. The family does own one-third of the
stock, worth $7.2 billion, and son Robson, a lawyer, is
on the board. Instead, Walton named David Glass, 51
and a former supermarketer, CEO in 1988. So far he
hasn’t missed a beat. But then, with Sam Walton’s
brand of inspirational guidance so close at hand, it
would be surprising if he had. =

Research Assistant: Bryan Smith
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op of the News

CAMPAIGN FINANCE

THE YEAR OF

CAMPAIGNING CHEAPLY

Candidates aren’t raising nearly as much this season. Maybe that’s good

up for the Presidential race, the

conventional wisdom said that Bill
Clinton, governor of the impoverished,
sparsely populated state of Arkansas,
would have trouble raising money. Char-
ismatic Senator Bob Kerrey
of Nebraska would easily tap
Hollywood’s mother lode, giv-
ing him a headstart in the "
race. Labor-backed Senator ™=
Tom Harkin of Iowa would |
be bankrolled by unions. And

Last fall, as Democrats were lining

publican would dare challenge him.

So much for conventional wisdom. By
the end of 1991, Clinton had raised $3.3
million, including an astounding $1.5 mil-
lion in Arkansas alone, according to new

President Bush would have ——
so much fund-raising power that no Re-,

tributors were not available at the FEC.

The power of incumbency has allowed
President Bush to collect $10 million,
more than all his rivals put together.
But his grip on GOP purse strings hasn’t
kept right-wing commentator Patrick J.
Buchanan from mounting a
spirited challenge in the New
Hampshire primary on Feb.
18. Buchanan used direct mail
to raise $707,000 through
Dec. 31.

Candidates don’t need huge
war chests ‘to compete in
New Hampshire. Former Massachusetts
Senator Paul E. Tsongas had raised just
over §1 million as of yearend and is
struggling to pay the rent on his cam-
paign headquarters. But he’s running
only a few points behind Clinton in the

at leveraging his early money. Arkansas
supporters, including executives of such
home-state companies as Tyson Foods,
Wal-Mart Stores, broker Stephens Inc.,
and nursing-home chain Beverly Enter-
prises, came through with contributions
soon after Clinton announced his candi-
dacy in October. Wal-Mart founder Sam
M. Walton and 14 other members of his
clan gave $12,000.

UNSUNG HERO. Although individual con-
tributions are limited to $1,000, Clinton
took in no less than $900,000 from a
single December event at Little Rock’s
Excelsior Hotel. Publicly, Clinton’s trea-
surer, Robert A. Farmer, gets most of
the credit for these successes, though
until recently he was on leave from the
campaign. But campaign sources say the
unsung hero is Rahm I. Emanuel, 32 a
Chicago native who raised funds for

- Mayor Richard M. Daley and for Mid-

western congressional Democrats.
Emanuel tapped into Wall Street’s lar-
gess with the help of Goldman, Sachs &
Co. partner Kenneth D. Brody, whose
Dec. 10 party for Clinton attracted doz-
ens of investment bankers, brokers, law-
yers—and $287,000 in contributions.
Kerrey has reached his share of lumi-

data filed with the Federal
Election Commission (FEC).
In January, despite allega-
tions of marital infidelity
that nearly derailed his
candidacy, the Clinton cam-
paign pulled in an addition-
al $1.6 million. Meanwhile,
Kerrey’s charisma seemed
to shrivel in the New
Hampshire cold. Through
the end of January, he had
raised only $2.9 million. Of
that, a substantial $400,000
came from entertainment-
industry moguls, but Clin-
ton is running neck-and-
neck with Kerrey in the
Southern California money
race.

GRASS RoOOTS. Harkin,
meanwhile, has pulled in
$180,000 from organized la-
bor—a respectable but not
awe-inspiring sum. Har-
kin’s total for 1991 is $2.2

naries. The list includes re-
tired 1BM Chairman Thom-
as J. Watson Jr., author
Thomas J. Peters, Play-
boy Enterprises President
Christie A. Hefner, U.S.
West President Richard D.
McCormick, Amerada Hess
President Leon Hess, and
Enron Chairman Kenneth
L. Lay. Kerrey’s Holly-
wood backers include pro-
ducer Norman Lear, direc-
tor Lawrence Kasdan, and
agent Michael Ovitz. Actor

Clinton has had the most
success leveraging his
early money. Among his
supporters: Wal-Mart
founder Sam Walton and
14 others of his clan, who

Robert Redford, though, is
playing hard to get. So far,
only Harkin has gotten a
check with that famous
autograph. Other Demo-
crats would love an en-
dorsement from Redford,
whose decisions influence

coughed up $12,000

many liberal activists.
In all, the top seven can-

million, not including January figures,
which the candidate won’t- release. A
large portion of his money comes from
political action committees—$115,000 at
yearend—and from “low-dollar activ-
ists,” according to a spokeswoman. Har-
kin’s average direct-mail contribution
from individuals is $38. Harkin has done
well among Florida’s Jewish community
and in Iowa, his home state. Aides to
Jerry Brown say he had raised about
$500,000 by Dec. 31, but names of con-

polls. Tsongas raised a further $250,000
in the past 10 days, and he may find
fund-raising easier if he wins or places
in New Hampshire.

As always in politics, early money can
lead to front-runner status, which fur-
ther opens the cash spigot. Such funds
will become vitally important in the
three weeks following New Hampshire,
when 23 other states hold primaries or
caucuses.

Clinton has been especially successful

didates have raised just
under $20 million. At this point four
years ago, 13 candidates had raised $102
million. The drop-off is a result of the
late-starting campaign, the small field of
candidates, and the recession.

Maybe that’s healthy. Amid early
signs that voters are paying more atten-
tion to candidates’ messages than to
slick, 30-second TV spots, tight money
just might produce a campaign that’s
more than sound bites and fury.

By Paula Dwyer in Washington
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BODY: Last Tuesday night, at the Regency Hotel on Park
Avenue, some of Wall Street's finest - dealmakers, bankers, tax
lawyers - paid $ 1,000 a head to toast the candidate of their
choice.

George Bush? No. Bob Kerrey.

And Kerrey isn't the only Democrat this year to enjoy the
largesse of the canyons of capitalism. Last Monday, Gov. Bill
Clinton collected $ 700,000 from Wall Streeters and business
lawyers in a fund-raiser at the newly renovated Sheraton New
York. And next month, at Harry's Hanover Square Bar - the
ultimate Wall Street watering hole, and one owned by a lifelong
Republican - hundreds of money men and women are expected to
raise glasses, and dollars, for Paul Tsongas.

As voters in New Hampshire prepare for Tuesday's primary
vote, Wall Street is beginning to hedge its bets for November.
And in an election that has more to do with economics than any
contest in recent memory, the New York financial community is
showing an unusual degree of interest in the Democrats.

Of course, the Republican National Committee isn't exactly
chewing its nails over this development. Wall Street, one of the
biggest sources of campaign money in the country, is and likely
will remain largely Republican turf.

As long as Democrats talk so much about " 'Let's tax the
millionaires,' business people aren't going to vote for the
Democrats," declares Robert Stovall, president of



Stovall/Twenty-First Century Advisers, an investment management
firm. He says he's putting his own expansion plans on hold
because of worries about Democratic tax policies.

Helping Bush are some of the biggest guns in the money
business, including Sam Walton, head of WalMart, and Henry
Kravis, the buyout king of Kohlberg Kravis Roberts.

On Wall Street, jokes Joseph Fichera, a Democrat who's a
senior principal in a major investment house, "Not being a
Republican is like not knowing how to play golf. You're a little
bit out of the mainstream."

But like any cliche, the Wall Street/Republican equation is
somewhat exaggerated. The Street has always had its share of
Democrats - more of them, in fact, than the more conservative,
nuts and bolts business world of Main Street America.

Goldman Sachs chairman Robert Rubin was among the most
prominent fund-raisers for the Dukakis campaign; this year some
top Goldman partners are fund-raising for Clinton.

Warren Buffett, the investor and chairman of Salomon Bros., is
an old friend of Kerrey's. Kerrey has also been collecting
support from George Soros, a Wall Streeter who ranks 56th on the
Forbes list of billionaires, and from Paul Volcker, former Reagan
Federal Reserve Board chairman.

Still, a "cross-over" vote on Wall Street in the 1980s almost
always meant ad Democrat who had crossed over to vote for Reagan
and Bush. This year, "cross-overs" will include Republicans.

"Quite a lot of money has been coming from people who in
prior years were Republican," says Ross. "We've gotten some
crossover, and the Clinton people have as well." Jim Armenakis, a
lawyer and Tsongas fund-raiser, says that about 25 percent of the
calls he gets are from Republicans who say "I've never voted for
a Democrat in my life." Some New York fund-raisers close to the
action say they increasingly find both Democrats and Republicans
in business linking the nation's economy and its competitiveness
to such traditionally Democratic issues such as health care and
education. And some do not feel Bush has taken these issues
seriously enough.

Among such new recruits is lawyer Richard Farren of the firm
McLaughlin & Stern Ballen and Ballen.

Traditionally a local Republican fund-raiser, he yearns for a
capital gains tax cut, and happily voted for Reagan and Bush in
the last three elections. But "At this point," says Farren, "I'd
almost support any Democrat over George Bush." He recently wrote
a $ 1,000 check for Paul Tsongas. Farren says it is the
recession's grip on his own and his friends' lives that has made
the difference in his views. His income has shrunk 50 percent



since 1988, he says, and among the "horror stories" he knows is
that of a Harvard Law School classmate who recently found himself
without the $ 150 in cash he needed to file for personal
bankruptcy.

This has made Farren rethink his old articles of faith, such
as a flat tax rate. "Why didn't we have homeless people in the
1950s and '60s?" he asks. He now believes marginal tax brackets
of 60 percent to 90 percent for rich people actually helped the
society and economy, rather than hurt it.

Some Republicans, on the other hand, say they are veering away
because Bush hasn't pushed traditional Republican principles
strongly enough.

Stephen Paluszek, who trades and analyzes bank stocks for M.A.
Schapiro & Co., says he becomes more conservative each year. What
burns him up is Bush's failure to shrink the budget deficit, and
his broken promise of "no new taxes." When Bush blames such
problems on Congress, says Paluszek, "I don't buy it. He's the
ultimate leader." Paluszek is helping to organize the Harry's Bar
event for Tsongas, who he sees as "an exception" to the usual run
of Democrats.

- Regardless of how much money the Democrats may raise on Wall
Street, however, most traditional Wall Street Republicans are not
about to forget the glory days of the 1980s. The market has
jumped an average of 18 percent a year since Ronald Reagan took
office in 1980. Partly as a result, Bush found it easy to raise $
2.2 million at a single luncheon last November in Manhattan, says
one of his campaign officials. No Democrat will be able to match
that, admits Wilbur Ross, an investment banker at Rothschild Inc.
and a Kerrey fund-raiser.

But other Republicans say that the contrast between the glory
of the '80s and the uncertainty of the present does not show Bush
to advantage.

In the 1980s, says Republican Cynthia Strauss, "things were
easy and good for us, and we rode with it." In the last two
years, says Strauss, a merchant banker with UI USA, the US
merchant bank division of Credit Agricole, she has seen the
frustration with the economy in her work. Business people come to
her firm for financing when they should be able to get cash from
American banks, she says.

"And they say they want a financial institution they can

'depend on,' " she says. She's disgusted with the mlsmanagement
of economic policy that has led to the banking crisis, among
other things. "As a business person, you judge people on
results."

Strauss says she would rather work for a Republican. On
principle, she's against such things as natlonal health care.



But, she says, "There's not much room for hope (in the party).
This year it's 'time to back our man, not question our man'." She
feels she can make more of a difference through the Democrats.

For longtime Wall Street Democrats, no compromise with
principle is necessary. "I don't see the contradiction" between
business interests and Democratic ideas, such as higher taxes on
the rich, says Fichera, the investment banker. "You've got more
(income), you give more," he believes. Nor does he worry about
social policies that "intervene" with the free market. "That's
what a society is all about. Helping those less fortunate."

Fichera traces his own success back to student loans and other
social programs that helped him as a working-class Italian kid.

To some extent, Republicans are driven into the arms of
Democrats by social issues, such as abortion. "Every woman I know
who's a Republican says they can't vote for Bush," says Strauss.

But the split between "social" and other issues seems
obsolete to many. Strauss is frustrated that her work with
inner-city kids is being stymied lately by cutbacks at the public
schools. And she feels that the issues of education or parental
leave directly affect US competitiveness abroad.

At the same time, says Rothschild's Ross, the end of the Cold
War has loosened up the conventions of political dialogue. "If
you were opposed to the government policy" in the past, "you got
wrapped up in the antipatriotism (issue). That's no longer the
case. Now you can really talk more about what makes practical
sense."

Of course, "practical sense" also means supporting the most
useful candidate. When Bush seemed invincible, there was less
enthusiasm for the Democrats. And some are interested only in an
"electable" Democrat.

In the end, "Corporations are going to cover their bets," says
Strauss, who believes that some of the Wall Street money the
Democrats are getting is designed strictly to secure favor in
case a Democrat wins.

Stovall, the investment management firm president, agrees.
Overall, he says, Wall Street still feels more comfortable with
the GOP. After all, it's the party more likely to support capital
gains tax cuts and other policies dear to the hearts of
financiers.

"What money I know of," Stovall says, "is going to Bush more
than anybody else."
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BODY: Well-known culture vulture vice-president J. Danforth
Quayle recently invited a prominent American to join the
Executive Committee of the Republican Senatorial Inner Circle,
which already includes such luminaries as George Shultz, Sam
Walton and Arnold Schwarzenegger. The nomination was suggested
by New York Sen. Alphonse D'Amato and the letter, postmarked Jan.
31, 1992, included a personal invitation to attend a spring
brleflng with President George Bush on March 11 and 12. There's
just one problem. The nominee was the legendary
composer-conductor Leonard Bernstein who died on Oct. 14, 1990 -
some 474 days before the letter was sent. And we thought Spiro
Agnew was tough.

Too close for comfort

The pseudonymous Esquire columnist Stanley Bing has a new
book with the oxymoronic title "Crazy Bosses." "I just tossed it
off over the last five years," said Bing, from his New York
office where he was trying to talk without his boss overhearing
the conversation. This horribly funny book makes the perfect
anonymous gift for any boss' birthday.

A wild ride

An engineer whose lower body was paralyzed in a car crash 10
years ago took a bungee-jumping plunge while strapped into his
wheelchair near Albuquerque, N.M. As onlookers cheered him on,
Brian Van Leeuwen wheeled his chair backwards to the edge of a
150-foot platform, then rolled off, attached to an elastic cord.
He was held in the wheelchair by straps and duct tape. "The
wheelchair is part of me," he said. "I'd rather be able to push
off the platform by myself than have them push me off." Van
Leeuwen, 28, said he decided to try bungee-jumping after reading
about it.

Goldwater weds again
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Former Sen. Barry Goldwater made a second trip down the aisle
at age 83. The one-time Republican presidential candidate
exchanged vows Sunday with Susan Shaffer Wechsler, 51.
Goldwater's first wife, Peggy, died in 1986. "He was happily
married for most of his life, and this is a significant act for
him," his new wife said before the private ceremony at her home.
The couple will take a honeymoon cruise to Asia aboard the Queen
Elizabeth II. His wife is branch manager for a home health-care
agency. She said she met her husband two years ago through her
job. "But he wasn't a patient," she said. "He wasn't sick enough
to meet the criteria."

A nod to poetry

For the first time in 56 years, the Book-of-the-Month Club is
offering a volume of poetry as a main selection. The
streak-breaker is "Six American Poets," a new anthology of verse
by Walt Whitman, Emily Dickinson, Wallace Stevens, Langston
Hughes, William Carlos Williams and Robert Frost.
Book-of-the-Month Club editor-in-chief Brigitte Weeks said the
move was made after several books of poems were offered as
alternate selections the last few years and the response was
"wonderful. Poetry lovers have been buying poetry books."

Political picks

Favorite movies of the Democratic presidential candidates?

Bill clinton: "Send Me No Flowers"

- Paul Tsongas: "The Swimmer"

- Jerry Brown: "I Aim at the Stars"

- Tom Harkin: "Field of Dreams"

— Bob Kerrey: "An Officer and a Gentleman"

Role call

Want your kid to be an orphan for a while? The Quincy
Community Theater is holding auditions for their May productlon
of "Annie" tomorrow and Thursday at the Woodward School in
Quincy. They need 13 girl orphans, including Annie, in addition
to 16 adult positions. Girls 9-16 are invited between 7 to 8 p.m.
and adults from 8 to 10 p.m.

A running gag
Vaughn Meader, who became a national comedy star by mimicking

President John F. Kennedy 30 years ago, is 1m1tat1ng comedian Pat
Paulsen these days with a tongue-in-cheek campaign for president.
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Meader, who has been making a living by playing honky-tonk music
in small Maine towns, hints his effort to jump back into the
limelight shouldn't be taken too seriously. He told a small crowd
at a bar in Hallowell Sunday night that his campaign could
resurrect his career as a political comic. "The First Family," a
record album on which Meader mimicked JFK's accent, sold 5
million copies before Kennedy's assassination on Nov. 22, 1963,
abruptly ended the act. "If it fails," he said, "I can always say
I wasn't too serious."

Clowning around on the court

Salomon Brothers chairman Warren Buffett is known for his
shrewd investments, but he didn't invest enough in his tennis
game. The billionaire investor and nine-time Wimbledon champion
Martina Navratilova lost a celebrity tennis doubles match Sunday
to Pam Shriver and former Dallas Cowboys quarterback Danny White
in Omaha. Buffett apparently forgot his planned strategy to let
the tennis pro call the shots. He whacked Navratilova on the
shoulder at midcourt while trying to play the second point in the
first game. The teams tied at two sets before an all-or-nothing
tie-breaker, which gave the match to White and Shriver. In
between games, Navratilova crossed the net to give White a cane
in honor of his 40th birthday.

U2 revs up for tour

Irish rockers U2 have just confirmed their American tour,
which includes dates at the Worcester Centrum March 13,
Providence Civic Center March 15 and the Boston Garden March 17.
Entitled the "Zoo TV" tour, it also features Boston's Pixies as
opening act on all 32 dates. The tour will be presented in
association with MTV and start Feb. 29 in Lakeland, Fla. As for
tickets to the New England shows, there's still no word, though
the group hints the tickets may be sold by telephone only to
thwart scalpers.

GRAPHIC: PHOTO, 1. Leonard Bernstein 2. Vaughn Meader
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If Bush stops in for a Vlslt
here’s what he should know

WASHINGTON - Dear Mr.
'President:

Today, the people of Arkan-
sas — and some of us who are
former residents — would like
to tell you a little bit about
ourselves. ,

The word right now is that
you may or may not swing
through the state before
Christmas. Since you haven’t
been here since the 1988 presi-
dential campaign, when you

flew into Little Rock, made a’

speech, scooped up some cash
at a fund-raiser and flew the
heck out of town a short time
later, we think a short primer
might be in order.

Arkansas (pronounced AR-
kan-saw, not Ar-KAN-suhs),
sits between Missouri and Lou-
isiana in an area known as the
South (also known as The
Place
cratic Presidential Nominees
Again and Again). It is near
Texas (pronounced WAIST-
land), which is your sort-of
home whenever you’re running
a few votes short of what you
want.

Our chief industries are ag-
nculture, manufacturing, min-
ing, forestry, tourism and am-
bitious politicians.

One of those ambitious poh-
ticians, of course, wants your
job right now. He is fond of

pointing out that you have .
spent more time in, say, Zurich
than you have in many parts of

the United States.

You may not have heard :
about his message yet, Just like |
almost everyone else in the |
country, because ambition is ;

one thing and gettmg attention
is another.

On the.other hand, if you do
‘manage to drop by the state for
a few minutes in upcoming
weeks, we suspect our ambi-
tious polltlclan ~ he’s our gov-
ernor in his spare time — may
be to thank. It’s nice to know -

he’s still having some impact &

" on the people of his home
state. .

- We've got a little unemploy-
‘ment problem, and an occa-

Letter from :
Washington :
"By Randy Lilleston

-That Destroys ~Demo-"

.anyway -

sional civil rights problem, but
we’re also fairly religious. In
that spirit, we welcomed your
recent -conversions on ecivil

rights legislation and the ex- -.
tension of unemployment ben- -

efits.

We recognize high-speed
turnabouts when we see them,
and we usually give the credit
to God for causing such seem-
ingly inexplicable fits of con-
science in a mere mortal.

But no matter. It's always
nice to see a visitor. We're sure
you'll be happy to meet with -
the ‘state’s Republicans of
note, all 10 or 12 of them,"
knowing that most of the Dem-
ocrats here will vote for you
unless God in-
tercedes again and makes our
governor the Democratic nomi-
nee. Some of us think divine
intervention might be what it
takes. :

If you drop by, we’re sure
you’ll talk about the wonderful
things you’ve done for the peo-
ple of Arkansas, partlcularly
in the area of tax policy, since
our governor has been moving
some taxes up while you've
moved some of them down.

" You'll probably be safely on
the plane before some people
realize these two tacts are re-
lated — that most states in-
creased income and other

taxes throughout the 1980s to -

cover federal mandates that
came without federal funding.
Why was there no funding? Be

cause there was no money. -

‘

Why was there no money? Be- o

cause taxes went down. .
But that’s an argument that
takes time to explain, ‘meaning

most people will just ignore it.

Sodon’t worTy.

Have a nice time in Arkan— R

sas, if you manage to get there
for a visit. Some of us who are
stranded here in Washmgton

miss it a little bit. Say hi to the

folks for us, and if you could,

run by Sim’s and pick up some - :

barbecue to go. You won’t be

N
I

disappointed.
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N HIS ENTIRE LIFE, Sam Wal-
ton—youngest Eagle Scout in Mis-
souri, state champion high school
quarterback, student council presi-
dent, fiercé tennis competitor,
Army officer, small-town five-and-
dime merchant, and founder and
chairman of America’s biggest retailer—has
probably failed miserably at only one thing
he ever attempted: retirement. He tried it a
few years back, leaving Wal-Mart to be run
by highly paid professmnal managers, but it
just didn’t take. Which is why he’s up here
today behind the stick of his twin-prop
Cessna, dodging thunderheads in search of
that little strip of asphalt they call the air-
REPORI'ERASISOCIA"I'ESallI_}fSOIQ .
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port somewhere down below in Holly
- Springs, Mississippi. Having accumulated
_all the wealth and achievement anybody
could ever need in one lifetime, Sam Walton
_-is now in a position to do exactly what he
y wants. So we are doing the thing he loves
best in life—even more than quail hunting,
to which he devotes about four months of
*-each year: We are barnstorming the heart-
land, visiting Wal-Mart stores at a pace that

<+ leaves younger, healthier men panting when

they reach whatever inevitable Holiday Inn

happens to be closest to the last store visit of -

'.'_,‘:“»‘

the day.

The plane pops out of a cloud, and Sam
spots the airstrip. He grabs the levers to ad-
just the throttles and fuel mix as we swoop
groundward. “We never could’ve put all this
together without these airplanes,” he says
over the roar, proudly noting that he bought
this particular plane secondhand from some
bankrupt investment banker. “Plus, I really,
really enjoy the flying. I like the challenge.
But mostly I like the independence of being
able to go where I want to when I want to—
in a hurry.” His landing is matter-of-fact and
perfect. He taxis over to the little shed
where several Wal-Mart “assoc1ates” await

“Ladles, are they treatin’ you nght" Do they look youin

his arrival—having received word about 45
minutes ago that he was on the way from the
last store he visited. One woman in the
greeting party loses her composure when
she sces that Sam really is here. Her jaw
drops as if to catch flies, and by way of
greeting the chairman when he steps off the
plane, she says over and over, “We’re just
dumbfounded. We're just dumbfounded.”
Part of this reaction is because it has been
about a decade now since Sam Walton could
honestly make one of his favorite boasts:

PHOTOGRAPHS BY STEVEN PUMPHREY
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that he personally visits every Wal-Mart
store at’least once a year. The creation has
simply outgrown the creator; nobody could
visit 1,650 stores plus 200 Sam’s Clubs and

still get around to the 150 or so store open- .

ings Wal-Mart holds every year. “Right now
there are probably about 30 stores I've nev-
er been to and a bunch of others I haven’t
seen in more than a little while,” he says.
“I've got to get to ’em soon. I'm going to
our first store opening in New Hampshire
next week, and on the way I'm going to hit

¥

a store I've never been to up in Toledo.”-

Sam’s appearance out here on the road’

inevitably provokes dropped jaws, double

takes, and downright embarrassing behavior

for other reasons as well. First, there’s that
“richest man in America” label, which Sam
truly hates and sincerely wishes for all the
world had been awarded in perpetuity to

some jackass who really wants it. “All that

hullabaloo -about somebody’s net worth is
just stupid,” he says, “and it’s made my life a
lot more complex and difficult.” Because

e 3

the eye and ask if they can help?”” Sam inquires, as he always does when touring stores, of two Wal-Mart shoppe!'s in Blytheville, Arkansas.

he’s done everything he can to avoid per-
" sonal publicity and media attention over the
_-Yyears, Lie’s taken on a bit of the aura of a
-Howard Hughes-recluse billionaire, which

is silly when you consider that all you have
;to do to meet the man is go hang around the
" lunch counter at any Wal-Mart, and sooner
Jor later he’ll show up. If you’re lucky, he
“'might autograph your dollar bill (he hates
* this but usually does it anyway) or let you
“_snap a picture of him and your baby with the
~ Kodak Disc camera you just bought from
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SELLING

Wal-Mart. Or he might steer you to a par-
ticularly good bargain on some item that he
personally suggested Wal-Mart buy a bunch
of and promote—like a 13%2-ounce bag of
Brach’s chocolate peanut clusters for $1.50.

Another cause for all the stir is that a lot
of people don’t really believe the Sam Wal-
ton story. Cynics think he must be some sort
of elaborate public relations fabrication,
while the real man actually hangs out at Lu-
téce with his billionaire buddies and jets
around the country in the pampered care of
liveried retainers, peddling cotton socks to
the suckers and laughing all the way to the
Swiss banks. So sometimes the guy pumping
gas at the Branson, Missouri, airport, or the
woman working the night desk at the Bates-
ville, Arkansas, Ramada can be forgiven for
rattling a little bit when this slight, white-
haired old man appears in front of them
wearing a baseball cap and his magnetic
Chuck Yeager “right stuff” smile. “Hi
there,” he says. “Sam Walton. Could you
gas my plane up while we’re in town?” or
“Could you sell us a couple of rooms for the
night?” Like everything else about Wal-
Mart, the overhead on these barnstorms is
at the bone; there is no entourage —no back-
up pilot, no secretary, no assistant, no lim-
ousines. On this trip he is accompanied—
except for the confounded magazine writer

and photographer—by just two young buy-
ers from Wal-Mart headquarters in Benton-
ville, Arkansas. They are here to fill two
perfectly good free seats that will take them
to where Sam thinks they ought to be any-
way: out in the stores, seeing for themselves
how all that stuff they buy sells in the real
world, and listening to the complaints and
suggestions of Sam’s favorite folks—the
hourly-wage Wal-Mart associates who stock
the shelves and wait on the customers.

INALLY there is the very
real issue of Sam’s mortality.
A lot of folks are surprised to
see him out here looking hale
and hearty these days be-
cause they assumed he was
on his deathbed. Now 73 and
fighting a bone cancer diagnosed as incur-
able, Sam Walton surely knows that he is in
the twilight of his career, that he can’t do
this forever. If so, he never lets on. He has,
he admits, considered his own mortality and
decided a couple of things. First, if he had it
to do all over again, he wouldn’t change a
thing. Second, in whatever time he’s got left,
he is not about to kick back, congratulate
himself, and let some sly devil like that Day-
ton Hudson discount chain, Target, sneak
up behind him. No, Sam is going to do it

exactly the way he’s always done it. And
though he never likes to take personal credit
for anything, he is willing to admit to being
a “pretty fair merchant” who can still help
teach some of his less experienced asso-
ciates a few tricks of the trade.

He will not, however, have any eulogizing
before he’s gone, and he certainly will not let
on to any of his 345,000 Wal-Mart asso-
ciates that it is harder for him these days,
that the bone pain is tough and sometimes
discouraging. But cancer has stalked aplen-
ty through the lives of the Wal-Mart asso-
ciates, and they know; you can see in the
eyes of some of the older ones that they
think this may be the last time they see their
chairman and hero. So when he visits, they
hug and squeeze him a lot, and when he
walks out the door, more than a few pull out
their hankies and dab at the corners of their
eyes. This is then, in a sense, the unan-
nounced, indefinitely running farewell tour
of Sam Walton, America’s undisputed mer-
chant king of the late 20th century.

The real story of how Sam opened his
first Wal-Mart store at age 44 and from
there built America’s largest retailer, push-
ing $40 billion in annual sales, is, as you
would expect, multifaceted. It comprises 29
straight years of good business judgment,
and while the cheerleading Sam Walton as

Sam with former associate Elroy Brown, persuading him to sing his Wal-Mart version of “Hard to Be Humble” over the store’s publlc address system.
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seen on tour is the one who led the way, he
wasn’t the only Sam Walton involved. There
is the gutsy Sam Walton who borrowed up
to his eyeballs from most every bank in Ar-
kansas, sometimes just to pay back other
banks. Today that Sam Walton owns a few
of his own Arkansas banks, and his compa-
ny recently borrowed $1 billion for real es-
tate development with hardly any notice.
There is the shrewd Sam Walton who for
many years prowled the New York and Chi-
cago markets buying merchandise for his
stores; that Sam can’t understand how Wal-
Mart can possibly need all of the 165 buyers
it employs today. That same Sam Walton
couldn’t get any of the big distributors to
call on him at his remote lair in Benton-
ville—pretty near the geographic center of
the lower 48—so he plotted a growth strate-
gy of concentric circles emanating from
Bentonville, and as the circles grew he sup-
plied them with his own huge distribution
centers and truck fleet (now one of the larg-
est over-the-road fleets in America).

HEN there is the frustrated
Sam Walton who, in the early
going, tried to borrow several
million dollars from the big
insurance companies but was
rejected and forced instead
to sell stock to the public.
That Sam Walton, of course, became fabu-
lously wealthy off the stock (Walton family
holdings today are valued at $21.1 billion).
And there is the executive Sam Walton who,
to maintain control of his company’s explo-
sive growth, hired heavyweight managers
and, in his own torturous way, let them per-
suade him to invest heavily in such overhead
as leading-edge computer equipment. This
executive Sam still gets up every Saturday
around 3 A.M. to pore over up-to-the-min-
ute weekly sales printouts spewed out by
those computers, looking for opportunities
or trouble spots. Sam the executive not only
has hired top talent but has bid farewell to
more than a few senior managers who per-
haps grew weary of the self-sacrificing life-
style demanded by the Wal-Mart way, or
who maybe forgot for a moment who’s really
in charge.

There is also Sam Walton the motivation-
al genius, who understood that all his cheer-
leading and backslapping and sloganeering
would go only so far with the folks who
stand on their feet all day in the piece goods
department and go home at night to a
hungry husband and three kids. That Sam
gave everybody a piece of the action.
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Through profit sharing, incentive bonuses,
and stock purchase plans, the folks who han-
dle the goods and the customers have a di-
rect stake in doing it the Wal-Mart way. And
finally, there is the ruthless, predatory Sam,
who stalks competitors—in any size, shape,
or form—and finds sport in blasting them
from the sky like so many quail.

Don’t misunderstand. The touring Sam
Walton, who rises before dawn every day
and drops into stores to drink coffee with
the night receiving crew, to pump up the as-
sociates, to listen to customers, and—with-
out fail—to look over the books, isn’t just
some showbiz gimmick, no matter how
closely he sometimes resembles P. T. Bar-
num. This is Sam Walton: merchant-pilot.
And when it’s all said and done, this is the
man in whose presence Sam Walton, the
man, is most comfortable. It is this Sam
Walton who has done the most to create and
sustain Wal-Mart’s phenomenal success by
injecting an almost inexplicable merchandis-
ing magic into what could have been just an-
other chain of drab discount stores.

Says Sam: “This is still the most impor-
tant thing I do, going around to the stores,
and I’d rather do it than anything I know of.
I know I'm helping our folks
when I get out to the stores. I
learn a lot about who’s doing

banging it on the window for attention. An
“Oh my God” expression quickly flashed
across the face of the first associate to rec-
ognize the old guy in the Wal-Mart ball cap
trying to get in. Everyone, including Sam,
wears a badge with first name boldly dis-
played, so everything is always on a first
name basis.

“Good mornin’, Mr. Sam, welcome to
Memphis,” says Doug.

“Good mornin’, Doug, great to be here,”
says Sam. “I want to walk around a little bit,
and then we’ll get everybody up front. But
I’d like to get all your department heads and
assistant managers up here in the snack bar,
and I'd like to see your P&L and your mer-
chandising statements, and I want to see
your 30-, 60-, and 90-day plans. All right?”

Then, as if he owned the place, he starts
strolling around the store. “Hi, Bill, what do
you do?” he says.

“Hi, Mr. Sam. I’m over in the new auto
center. We really want you to come look at
it. We’re real proud of it.”

“Are these things [new lubrication cen-
ters designed to compete with quick oil-
change franchises like Jiffy Lube] going to
work, Bill?”

“Yes sir, Mr. Sam. They’re
going to be great.”

“Good, good,” says Sam.

good things in the office, and1  éThic § H Moving along toward the
also see things that need fix- ThIS 1S S'-h“ pharmacy, he says, “Hello,
ing, and I help fix them. Any the mostim- Georgie. I like this Equate

good management person in
retail has got to do what I do
in order to keep his finger on

portant thing
I do, going

Baby Oil here for $1.54. 1
think that’s a real winner.”
“That’s my VPI [volume-

what’s goin_g on. You"ve got to produ‘cing item],” says
?l?:critglll; :t%ll::u;:: i)mnlst:lrg ::rc: around to the Gt:S(:r%l‘e»;'hips out his primary
of the folks”who deal }vith the Stores, and |’d tool of empow"‘e’rment, hﬁs
chen for the vists, Sam s F@therdoit — wEr e I e o
s s than anything G b don o el e
store in Des Moines when | know of.” of Equate Baby Oil. I'd like to

James Cash Penney himself

try this everywhere.” Georgie

dropped in for a visit: “He
taught me how to tie a package with very
little twine and very little paper and still
make it look nice.”

No one knows exactly how Sam decides to
visit which stores when, and if there is a plan
it certainly isn’t written down anywhere.
This morning, store No. 950 near Memphis
learned that Sam was coming when he
strolled up to the locked storefront around 7
AM., pulled his constant companion—a
microcassette recorder—from the breast
pocket of his plaid sports jacket, and began

blushes with pride.

A manager rushes up with an associate in
tow.

“Mr. Walton, I want you to meet Renee.
She runs one of the top ten pet departments
in the country.”

“Well, Renee, bless your heart. What per-
centage of the store [sales] are you doing?”

“Last year it was 3.1%,” Renee says, “but
this year I'm trying for 3.3%.”

“Well, Renee, that’s amazing,” says Sam.
“You know our average pet department only
does about 2.4%. Keep up the great work.”

continued
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Sam strolls over to a cashier’s stand and -
picks up a speakerphone—the kind normal---
ly reserved for “I need a price check in hard-;
—and with no introduction calls"

ware”
everyone to the front of the store. -

“Northeast Memphis, you’re the -largest‘
store in Memphis, and you must have the .

best floor-cleaning crew in America. This

floor is so clean—let’s sit down on it. [Ev-:
eryone sits, and Sam crouches on one knee,'.'._
like a coach designing a play in overtime.] I’

thank you. The company is so proud of you,
we can’t hardly stand it. On top of every-
thing else, you went through the trauma of
remodeling and still came through with
0.8% shrinkage. [Because the shnnkage or
unaccounted-for loss of inventory, is so low,
everyone in the store has recently received a
bonus check of several hundred dollars.]

Could you use those checks? Were they:

helpful? Good.

“But you know, that confounded Kmart is
getting better, and so is Target. So what’s
our challenge? Customer service, that’s

right. Are you thinking about doing those

extra little things? Are you lookin’ the cus-

tomer in the eye and offering to help? You
know, you’re the real reason for Wal-Mart’s

success. If you don’t care about your store

and your customers, it won’t work. They like

the quality and they like the attitude here.

They like that we save ’em money, don’t

they? And they say, ‘Hey, somethmg s d1ﬂ?er-

ent about Wal-Mart g

Now he asks “How many of you own
Wal-Mart stock?” Most hands go up.
“Well, I hope you realize we’re just getting
started,” says Sam. “But we’ve got to con-

" tinue to improve. You’re up over 8% [for

the year] at this store. I wonder if you can
continue. We’d like to see 10%.” Then, of
course, comes the traditional
Wal-Mart cheer: Give me a

within a store. “What sets us

nee, and she gets at it. She learns that what’s
important is buying stuff four gross at a time
and then selling four gross. Nobody gets
anything out of just standing there going
through the motions.”

With two store visits already under our
belts now, it’s only about 8:45, and we’re at
the Memphis airport. Sam
pauses to dip into a little cool-

W! Give me an A! And so THEEERENENN . (o the mixture of vitamins,
with the managers, Samvs V€ T@ Bt o e e oo
e o tparines, Justlike Sears - pement o s conenton
‘16: lawn and garden. “Six- Roebuckin And we’re off to Holly
ought 1o bo he says. -1, SOMeEways. — JEnE o e e soe
e s Fome Dept it Wegot e Coum oS

His tour of'store 950 com- SO many back tz_rkes a group of hourly asso-
g Som e o 0131 o paople o e
b ot e chboste workin'off 2= dao b
Mart concepts, called store  the floor.” cy. “We're gettin’ just like

Sears Roebuck in some ways,”

apart is that we train people to
be merchants,” he says. “We let them see all
the numbers so they know exactly how
they’re doing within the store and within the
company; they know their cost, their mark-
up, their overhead, and their profit. It’s a big

- responsibility and a big opportunity. You

give a pet department to somebody like Re-

“ hope youallcatch the spirit,” Sam tells assoclates openlnga new Sam 's CIub inlllinois.
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he says. “We got so many back
office people workin’ off the floor, not doin’
a thing to help our customers.” He glares
toward the two buyers in his tow today—
one from stationery, one from sporting
goods—and says, “It’s hard to believe we
have one buyer just to buy Big.Chief tablets
and another just to buy tennis balls. We
used to have one buyer for five depart-
ments.” At store after store, he pounds away
on this theme. “I'd like to see the buyers
come into the stores and sell one day a
week,” he says to one store group. “That’d
put their noses in it. They get these big egos
and start acting like the cock o’ the walk
when these conmen salesmen tell them how
great they are.” Always, in settings such as
this, he asks the associates if they like their

" store manager or their district manager. If

the answer is lukewarm, he notes it later on
his tape recorder. If it’s outright negative, he
doesn’t mind saying to them, “Don’t worry,
ri kick his butt.”

OW the afternoon is wear-
ing on, and we are flying at
about 15,000 feet over Ar-
kansas, headed for Bates-
ville, where Sam wants to
visit a brand new Super
Center, a big, wide-aisled
‘Wal-Mart with the addition of a full grocery
store on one end. As is the routine, we are
flying on automatic pilot while Sam sifts
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through mail and piles of spreadsheets, leav-
ing someone else to watch the skies. Con-
versation is spare, and it’s easy to tell he’d
rather be up here alone, as he was a few
weeks ago when he flew to California, visit-
ing 26 stores in ten days along the way.

At one point, though, he looks out the
window to the left and says, “That’s New-
port down there, where Helen and I first
started out. That’s where we had our first
Ben Franklin store. If it had been up to me,
we’d have been in St. Louis, but Helen just
put her foot down and refused to live any-
where with more than 10,000 people.”

CTUALLY, Sam’s memo-
ries of Newport, Arkansas,
are somewhat bittersweet.
Young Sam was the consum-
mate small-town mer-
chant—ironic today in light
f most small-town mer-
chants’ fear and loathing of Wal-Mart—
and he built the Newport store into a pow-
erhouse operation in just a couple of years.
But after five years Sam’s landlord refused
to renew his lease, and Sam was encour-
aged to sell the store to the landlord’s son.
In effect, Sam Walton was kicked out of
Newport. He says he remained friends with
the landlord and didn’t harbor thoughts of
anything like revenge. But after that epi-
sode, and after landing in Bentonville, Sam
never again put all his eggs in
one basket. He quickly spread

An American original pushing American-made products in the American heartland

a pound, a loaf of bread for 15 cents—and
asks a manager what’s going on. Kroger has
responded to Wal-Mart’s arrival in the gro-
cery business with a price war, he is told. His
eyes twinkle at that, and we are off to
Kroger.

Here Sam inadvertently shows us how one
of his magic tricks works. By simply remov-
ing his ever-present Wal-Mart
baseball cap and badge, he

his variety stores around from ErTEETEERET A suddenly becomes anony-
town to town. And when h.e “I do not Iike mous. At the. same t?me, some
opened Wal-Mart No. 18, it of the folksiness disappears.
was in Newport. As a post- hearing we're  He is just a handsome, distin-
script, Sam notes that the . guished-looking senior citizen
landlord’s son’s Ben Franklin the blggest €= shopping for a few items in the
went out of business. Not one B . Kroger; no one gives him a
who looks back often, Sam taller in the second look. “Uh oh, look at
quickly snaps out of this rev- ” that,” he says. “Their milk is
eric and gets back to his world’ he 79 cents. We've got to fix that
spreadsheets. ’ tells them. right now.” Then he buys a
qu some reason, Sams re- ‘I d ’t t pound of bananas and de-
ception at the Batesville Super on‘twan parts. As we leave town the
Center borders on the hysteri- next morning, Wal-Mart is ad-
cal. Folks are honking their wal'Mart g0- vertising 69-cent milk.
horns and yelling “We love ing soft.” The next stop, on the third

you, Sam” from their cars, and

day of what turns out to be a

the autograph hounds are par-

ticularly pesky. A drunk approaches him
and wants him to go into the insurance busi-
ness with him. Sam politely declines, but he
is feeling good, and he obliges everybody
for a while. Strolling the aisles of the food
store, he notices the incredibly low prices—
milk for 99 cents a gallon, bananas 19 cents
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four-day jaunt, is store No. 5,
in Conway, Arkansas, whose special place in
Sam’s heart is evident by the way he cuts
loose with these folks. If Sam really likes
somebody, he usually slaps him or her with
his notebook or his yellow legal pad—
hard—after they’ve said something, and
he’s hitting everybody in Conway today.

“Oh boy, we’ve written a lot of chapters
here,” he says. “Lord, you folks certainly
have this store standing tall. Ethel, do you
remember that old store we opened here
25 years ago? It was an ugly old thing,
wasn’t it? Vida, how long have you been
here? Twenty-four years—hmmm. Jean-
ette, did you ever dream you could manage
a $3 million department on your own?
How much is your profit sharing now?
Don’t even say it out loud. Don’t you feel
this is a confounded miracle? It had to be
a miracle.”

Then: “I'm proud of what we've accom-
plished, but I do not like hearing we’re the
biggest retailer in the world. I don’t want
Wal-Mart going soft. Do you? [In the
background, country music star Garth
Brooks’s “Two of a Kind, Workin’ on a
Full House” plays softly] I know your
backs are sore, and your feet hurt, but this
is one of the very best Wal-Mart stores in
the U.S., and no other store’s had this
much fun. Has sharing the profits with you
made a difference? [A deafening YES!
here.] A lot of companies would have
shared them with the stockholders, but as
you know, we don’t pay much dividend.”

So this is how the tour goes, all day, every
day that he can get out. It’s been a long haul
for Samuel Moore Walton, a lifelong achiev-
er. As a teenager he dreamed of becoming
President of the U.S. As a young college
graduate just out of the Army, he aspired to
an MBA from the Wharton School. But

: :




practicality intervened, and he settled in-
stead for a job at an Iowa J.C. Penney store
on a salary of $85 a month. From that mo-
ment on, it seems, he has been inexorably
pushing the very concept of retailing to its
limits, always experimenting, promoting,
changing. As he says of Wal-Mart, “We’re
not that smart, but we do change, and we are
flexible. We are able to turn our big ship
around a lot quicker than most people think
we should be able to, because our guys have
always been so attuned to change.” The re-
sult, of course, is that he—and a handful of
other entrepreneurial new-age retailers such
as Leslie Wexner of the Limited, Charles
Lazarus of Toys “R” Us, Bernard Marcus of
Home Depot, Sol Price of Price Club—has
sailed the whole retail industry into previ-
ously uncharted waters and left the old in-
dustry giants sitting on the shore wondering
where everybody went.

F SAM hasn’t enjoyed most every
minute of it, he certainly has man-
aged to create that impression, and
if he is ever discouraged, only his
family knows about it. In trying to
define the secret of his remarkable
journey to the stratosphere of com-
merce, several words pop up: optimism, en-
ergy, guts, charisma. But the real secret of
Sam’s genius may simply be focus. With his
antics and his wild rhetoric and his sly sense
of humor, he often gives the impression of
being a bit scatterbrained. He loses pads
and pencils and lists and appointments. He
misplaces keys and maps and telephone
numbers. But his mind, like his flying, is
considerably more organized than it ap-
pears. No one in the history of business
could possibly have pursued a vision with
more single-minded focus than has Sam
Walton, which is why—in the twilight of his
life—he’s still at it.

It’s why he’s up on stage now in front of a
giant American flag at the grand opening of
a Sam’s in Marion, Illinois, which rather
immodestly calls itself “The Hub of the
Universe.” It’s why he’d rather be singing
“I've Been Working on the Railroad” to
the assembled mass of new customers,
mostly coal miners, than hanging out with
the rich and famous. And it’s why, when
he’s finished leading everyone in a rousing
chorus of “God Bless America” and the
band has died down, he just can’t help add-
ing into the microphone: “Okay everybody,
let’s hear those cash registers ring.” Be-
cause Sam is always focused on that, the
sweetest song he’s ever heard. (F |
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PRESERVATION
PLAN ON IT

Planning on restoring a house,

saving a landmark, reviving your
neighborhood? :

Write:

National Trust for Historic Preservation
Department PA

1785 Massachusetts Ave., N.W.
Washington, D.C. 20036
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On Making It Your
Business To Go Now.

We dress
for success.
And cater to

hundreds of con-
ferences with
every modern
convenience.
And we offer

some of the best
values all year.

It's always

tee time.
From November

Our new tax
treaty benefits
business.

Soyou'll have NN
the same benefits
as if you were
meeting in the
U.S. And your
currency is inter-
changeable with
ours.

to March, tem-
peratures on our
green island are
around a sunny
68°. And our
lush resorts and
cottages are con-
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I O group travel O vacation planning |

Write: Bermuda Department of Tourism
' Attn: Manager of Group and Incentive Sales |
Suite 201, 310 Madison Avenue, N.Y., N.Y. 10017

| Name |

{please prnt)

| Company [
Title
Address I
City State —_ Zip |
| Telephone (). |
L Or call 1-800-223-6106. _j
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HEADLINE: MAN OF THE YEAR
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BODY:

Sam walton, whose Wal-Mart Stores rocked the retail industry with name
brands at low prices, is Advertising Age's Adman of the Year. Started 29 years
ago in Rogers, Ark., Wal-Mart last year passed Kmart Corp. and Sears, Roebuck
& Co. to become the USA's largest retailer. Walton's empire includes 1,683

Wal-Mart stores, 178 warehouse-style Sam's Ciubs and Four Hypermart USA units.
Past recipients of the Advertising Age honor include Michael Eisner, head of
Walt Disney €o.; and Fred Turner, Former head of McDonald's.

DURABLES RISE: Oroers to U.5. Factories for big-ticket durable goods rose a
surprising 1.2% in November, the second consecutive gain in an economic sector
that had been showing signs of weakness. The Commerce Department reported
Tuesday that orders for durable goods - items that are expected to last more
than three years, such as computers and cars - totaled a seasonally adjusted $
124.7 billion in November. It was the first back-to-back increase since April
ang May. Most analysts had been expecting a drop of about 1.5%.

BAS PRICES FALL: Christmas holiday motorists paid an average 26 cents less per
gallon for gasoline than a year ago, the American Automobile Association
reports. AAA's Fuel bGauge Report shows the nationwide average price of self-
serve regular unleaded gasoline is % 1.11 per gallon this week - down a half-
cent from a weer ago. Pump prices averaged $ t.37 last Christmas.

bAME OVER: Video games' popularity faded this Christmas as shoppers Favored
traditional and lower-price toys. ''Video games certainly seemed to have
peaked, '’ said Harry Pearce, president of the Toy Manufacturers of America trade
group. Among the best-selling toys this holiday season: remote- controlled cars
made by Hasbro and Tyco, Hasbro's Monopoly board game, Mattel's Little Miss
Mermaid doll and Tyco's Magic-Copiers.

Gt PAID BONUSES: Despite huge losses this year and last week's annourncement of
plans to lay off more than 70,000 workers, General Motors paid $ 80 million in
boruses to salaried employees. The Oakland Press of Pontiac, Mich., said the
automaker gave 80,000 white-collar workers bonuses of about % 1,000 each earlier
this morth. & 6M spokesman wasn't available for comment.

BATTERY INCLUDED: Tne prototype Chrysler electric minivan, the TEvan, will lead
the Tournament of Roses Parade on Wednesday. ''Chrysler feels the minivan will
broaden the market appeal of future electric vehicles, especially in southern
California,’' says Robert Davis, head of Chrysler's electric~-vehicle program.
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The TEvan can travel up to &5 mph and up to 120 miles per charge.

NEWSPAPER CLOSES: The HMollywood Sun in Florida shut down Tuesday, laying off its
more than 40 employees an Christmas Eve. The closure is temporary while the
company does a business review, said William Pollard, executive assistant to the
editor. The newspaper, owned by South Florida Newspapers Inc., apologized for
the timing but said there was a severe cash-flow problem, Pollard said. The
campany's major shareholder was DTH Media, owner of the Dallas Times-Herald,
which closed earlier this month.

GRAPHIC: PHOTO; color

CUTLINE: WALTON: Runs biggest U.5. retailer.
TYPE: Moneyline
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Introducing a pelican savior, a cherry spitter, a cockroach turned beach bum and
other offbeat samples of true Americana

BYLINE: TONY CHIU; with bureaus

ALABAMA

Retiring after 33 years of building railroad boxcars, Thornton Dial of Bessemer
decided in 1987 to "make art” (above). The self-taught painter and sculptor, 63,
has since placed two works in the permanent collection of New York City's Museum
of American Folk Art and recently sold a canvas for a personal best $90,000.

ALASKA

In July Asta Keller-Tony, 30, won the Ear Pull at the Norld Eskimo-Indian
Olympics in Fairbanks for a record third time. In the event, competitors sit
face-to-face, loop reindeer sinew around each other's ears and pull until one
begs for tea and tympani. Afterward, concedes Keller-Tony, a project manager for
the Alaska Native Health Board in Anchorage, her “ears are so sore, @ can hardly
wash my hair for a week."

ARIZONA

That heady fragrance enveloping Tombstone in late spring comes From Burtan
DeVere's rosebush, the largest in the world. Planted in 1885, the single white
Lady Banksia root has grown to cover more than 8,000 square Feet. And exactly
how many buds are on it? Replies DeVere, 80: "How's millions?”

ARKANSAS
Sam Walton's down-home touch, analysts agree, has made Wal-Mart, the discount

chain he founded, the nation’s top retailer, with 1,573 U.5. outlets. Walton's

wealth is uncommon (estimated net worth: $21 billion), but not his taste in

wheels. At 73, he still tools around his hometown of Bentonville in a '79 picku huyh
that has logged nearly 200,000 miles. Ad
CAL IFORNIA ' bf

The odds of a golfer making a nole in one are 12,600 to 1. Since notching her :
first in 1984, retired civil servant Donna Duke, 60, of Camarillo (right) has
added 29 more on Full-length courses -- the last two during a single March round
on Maui. Her gift can be a drag when she tees it up. "The last thing I want to
hear is, ‘Let's see a hole in one,' " says Duke. “Then I try too hard."

COLORADC

bay Balfour, 54, of Cortez is the proud inventor of the Mother of All
Mousetraps. Designed for use on the range rodents that are the scourge of
rarnchers, his one-of-a-kind, 28,000-pound “Dog Gone* is a street cleaner that
has been modified to vacuum prairie dogs out of their burrows with tornado-force
winds. “It's better than shooting or poisoning,“ insists Balfour. Easy For him
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to say . .

CONNECTICUT

Forty years ago, Dr. John Kirchner fell into the habit of saving oddments
extracted by doctors at Yale-New Haven Hospital's ear, nose and throat section.
“4 fellow was out with his girl and began to choke," recalls the ex-department
chief, 76. "Lots of people swallow bridgework. This fellow didn’t have any, but
I pulled two teeth out -- his girlfriend's." Other goodies: coins, peanuts,
lipstick tubes and a (wrapped) razor blade. Viewing by appointment only.

DELAWARE

The symbol of the annual Delmarva Chicken Festival inm June: Warren Mumford's
skillet, a 650-pound, 10-foot-round, eight-inch-deep monster, around which two
dozen cooRs can deep-fry 400 chicken guarters at a time. The pan was fabricated
by the Selbyville sheet-metal shop owner, 70, from durable, 11-gauge, hot-rolled
steel. How durable? His First oversize skilliet Fried 100 tons of chicken over 38
years.

DISTRICT OF COLUMBIA

The most decorated person on Capitol HWill 15 Eni Faleomavaega, 48, American
Samoa’'s nonvoting House delegate. Covering the skin from his stomach and lower
back down to his Rnees is a writhing black tatau that combines birg tracks, ship
markings and other ancient designs. Precious few still submit to the traditional
Samoan rite of passage, a t12-day tattooing marathon that Faleomavaega likens to
"open surgery without anesthesia -- I didn’t think it would ever end. But if you
quit, you will always be recognized as the man that never Finished."

FLORIDA

In 198t Dale Shields (bottom left) of Sarasota nursed a pelican back from near
death -- a felicity that prompted the retired car salesman to found Pelican
Maiv's Bird Sanctuary. Since 1785 his volunteers have rescued and rehabbed
22,000-plus shorebirds. Despite seven caoronary bypasses, Shields, &4, broke
ground in June to expand his avian sanctuary.

GEORGIA

Rudy McLaughlin, 68, and his wife, Ruth, built their dream house north of
Atlanta -- a 1,700-square-~foot, two-bedroom Late Medieval number, complete with
stone towers, moat and drawbridge -- only to learn that planners wanted to raze
it and ram through a six-lane highway. Eight months of protests by the
McLaughlins lifted the siege; Georgia 140 has been rervouted, so the retired
trucker’'s castle will remain his home.

HAWAII

Finding specimens to enter in the contest For most imaginatively bedecked
cockroaches was easy: Susan Starrett, 41, merely had to draw back her shower
curtain. Catching, Rilling and dressing the critters was harder. But For
creating a surf's-up tableau (above), Starrett and Honolulu coroner’s office
colleagues Peter Saffery and Berma Riveria shared $500 (and a one-year supply of
the sponsor's roachicide).

IDAHO

Cascade's Ray Arnold services the longest postal route in the continental U.S.
The 22 rural homes to which he delivers are strung out over 400 miles, as the
crow Flies. Bush pilot Arnold, 54, prefers a Cessna T206 for making his
twice-weekly, four-hour rounds and, space permitting, he ferries groceries
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along with the mail. On those flights, you might say, the postman also orings
rice.

ILLINOIS

Terpsictiore extraordinaire Michael Flatley t(above right) has danced solo at
Carnegie Hall, the Royal Albert Hall in London and toured as a step dancer with
the Chieftains, the esteemed Irish Folk musicians. But that's not the main claim
to fame of the 32-year-old from Orland Park. Flatley also happens to tap-dance a
little -- and in 1989 claimed the title of world's fastest Feet when they were
clocked click-clacking 28 taps per second.

INDIANA

Muctr to the chagrin of Bloomington's Marvey Phillips, 61, “people think the tuba
is a silly instrument.” The Indiana University music professor has worked for
two decades to erase that stigmwa by commissioning works For his brass behemoth
and staging concerts from New York City to the White House to Los Angeles. And
eacht year, on his 80-acre farm, he throws a week-long blowout called, naturally,
"Octubafest.”

I0WA

“On a good weekend," reports Arthur Huber, 74, treasurer of the St. Anthony of
Padua Chapel outside tiny Festina, "we get more than 100 visitors.” That's still
SRO at the world's smallest Catholic church. Sponsored back in 1885 by Huber's
great-grandfather, the stone chapel measures 14 by 20 feet -- barely enough
space to Fit four two-person pews.

KANSAS

Stan Herd's art is best appreciated by those who are high -- as in
feet-above-sea-level high. Instead of slapping paint on canvas, the organic
muralist, 40, plants the fields around Lawrence with carefully chosen seeds and
waits for rain. The resulting crops don’t look very special from ground level.
But from a half mile up (above left), Herd's prairie paintings, some covering
160 acres, are complex, detailed and dazzling.

KENTUCKY

As an Air Force staff sergeant downtiming in the beer halls of post-World war Il
Germany, Herb Haydock began picking up sudsabilia ranging from bottles to
coasters to openers. Back stateside, the paper-mill supervisor didn't stop. In
1987 Fort Mitchell’'s Oldenberg Brewing Co. bought his cache of more than
million items (like the papier-mache brewery mascot, bottom left) to start a
museum, installing Haydock, now &1, as its, er, head.

LOUISIANA

Just as New Orleans's Mardi Gras draws Easter revelers, Chackbay's Gumbo
Festival is the October Mecca for devotees of Louisiana's trademark dish.
Overseeing the preparation of the 100-pound vats of stew is volunteer Fire chief
Fred Mars, 47. How much cream goes in the seafood gumbo? How's the
chicken-and-andouille-pork-sausage gumbo spiced? Winks Mars: “If you come down,
we'll show you how to make it.”

MAINE

In 1980 Edwin Robinson of Falmouth, rendered blind and virtually deaf by a truck
crash a decade earlier, was crossing his yard during a summer storm, when
lightning smote him unconscious. Though bolts Kill some 100 Americans a year,
Robinson (right) not only got up after 30 minutes but could also see and hear
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again. Doctors said to “just accept it as a miracle,” recalls Robinson; now &
spry 73, he motorbikes to his job as supermarket bagger.

MARYLAND

Scrap the Soloflex and chuck those cross-trainers; Kenny Strachan, 31, of Prince
George’'s County has invented the ultimate conditioning tool -- a $30 jump rope
s50id via ar 800 number. Why's an everyday item 50 dear? His patented rope's
adjustable length and weight enable hoppers to perform some 120 Jump-A-Ropic
driils that several D.C.-area college basketball teams nhave adopted. The Former
accountant’s goal is to one day have skip-rope accepted as an Olympic event,
Loopier things have nhappened.

MASSACHUSETTS

Scissors last touched Diane Witt's hair inm 1981, 50 small wonder that the
tresses of the 5 ft.7 in. ex-model from Worcester now measure 11 ft.é in.
(below). Groowing is Frankly a pain in the Rapunzel. For & simple combout, she
must stand atop a stack of stools, and a wash-and-dry requires a hand from
husband Bob and their two Rids -~ as well as four hours. One compelling reasan
for leaving things as is: Wouldn't trimming her four pounds of hair be shear
hell?

MICHIGAN

The stone of a cherry that shot out of Joe Lessard Jr.'s mouth (above right)
landed 53 feet, t 1/2 inches away, winning the 18-year-old from Blenheim, Ont.,
the 1991 International Cherry Pit Spitting Championship in Eau Claire. He owes
his talent partly to genes (dad Joe Sr. captured the crown in 1984) and partly
to practice ta winor-league center Fielder, Joe Jr. passes the time between
pitches by ptooey-ing pits).

MINNESCTA

Time was, most motorists on I-%0 sped past Exit 119 and the town at ramp's end,
Blue Earth (pop: 3,745). In 1978 citizens voted $43,000 to erect, in plain sight
of the higrway, & 35-Foot-tall Fiberglass Jolly Green Giant tright). Corny?
Sure. But Blue Earth, host to one of the company’'s canneries, has the last
ho-no-to; as its mushrooming tourisw trade attests, J66's a 24-carrot attention
grabber.

MISSISSIPPI

In Petal, cries of “Jump, jump!" are directed not at desperadoes clinging to
ledges but at players who come from three continents for matches at the
International Checkers Hall of Fame. The Hall's 100-odd Ringmakers include
founder Charles Walker, now 55, who in 1988 took on 201 opponents simultaneously
for nearly eight hours and drew 12 boards while winning the other 18%.

MISS0URI

What does this baker's dozen -- Mikhail Baryshmikov, Dizzy Dean, Ferrante &
Teicher, Katharine Hepburn, Julio Iglesias, Captain Kangaroo, Sinclair Lewis,
Yehudi Merwhin, Richard Nixon, Winnie Pearl, Dr. Jonas Salk and Henny Youngman
-- have in common? Their embroidered signatures grace a é3-by-88&-inch Irish
liren tablecloth owned by Walter Light Jr., &4, of St. Louis. The unique

autograph pad, begun by Light's mother in 1929, already bears 400 names -- with
room for 200 more.

MONTANA
In two decades of wielding his metal detector, Helena's Bud Guthrie, 52, has
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unearthed 4,000-plus gold nuggets. Pride of his collection: the 5 1/2 -pound

rock -- valued at $75,000 -- he found in 1989 while prospecting north of
Phoenix. “The Museum of Natural History in New York City wanted to display it,"
shrugs Guthrie, "but that's too far to go for show and tell.”

NEBRASKA

You could say CLiff Hillegass, 73, of Lincoln, reinvented the Pony Express.
Since 1958, 101 million students who couldn’t face their reading assighments
have bought his hypercondensed, bright yellow-and-tlack study guides. The top
three Cliffs Notes best-sellers don’'t lack for sex and violence: Nathaniel
Hawthorne's The Scarlet Letter and Shakespeare's Hamiet and Macbeth.

NEVADA

Six years ago British-born Sylvia Renee Lyss said goodbye to lounge lizards and
hello to homeless cats. After headlining Las Vegas casino productions for some
two decades, the hoofer, now 4%, traps and Feeds stray felines, then arranges
neutering. Having also rescued injured dogs, birds and even turtles on her
nightly rounds, Lyss says, “I'm grateful there are no dingsaurs around."

NEW HAMPSHIRE

Alton's Florence Holway, 76, prefers to celebrate the moments of her life not
with a camera but with an artist’s tools. "I keep a record in watercolor and
pencil of what goes on in the Family," says Holway, who at 8 began limning Rin
and friends -- and births, proms, weddings and parties -- in every medium from
pen—-and-ink to oil. Asked to count her works, which are exhibited locally, she
smiles: "Hundreds and hundreds.”

NEW JERSEY

Ta react pet owners with her pro-neutering message, BloomField animal groomer
tee Day, 37, first needs to gain their attention. Which is why she's publicly
baptized a parrot, “bark mitzvahed" a poodle named Harvey and married not only
penguins at Orlando’s Sea World (yes, both bride and groom wore tuxes), but also
Tammy Faye Bakker's Yorkie, Corkie.

NEW MEXICO

As Far back as 1060 B.C., Native Americans began incising the black basalt walls
of a mesa west of Albuguergue with carvings. In 1985 environmental activist Ike
Eastvola, now 50, began lobbying to save those petroglyphs -- in all, saome
15,000 animals, masks and spiral designs -- from developers. He achieved victory
last year: George Bush signed a bill that placed the primitive artwork under
federal protection.

NEW YORK

Ex-maintenance worker Ken Elkins was manning one of the brand-new tollbooths
outside Albany when the Gov. Thomas E. Dewey Thruway opened on June 24, 1954.
Retiring in 1975, he immediately signed on as a part-time tollkeep and at age 4t
still puts in 20-hour weeks. "I like to deal with people,” explains Elkins, who
i his career has also relieved them of an estimated $3.5 wmillion in dimes and
guarters.

NORTH CAROLINA

Before phones, recalls Ermon Godwin Jr., &3, his Spiveys Corner neighbors
communicated via lung power: "When a man hollered, another man could hear him a3
mile away. They were basically saying, ‘Hey, Jim, this is Joe.' “ To preserve
that tradition, in 1948 the retired banker founded the National Hollerin®
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Contest (For men only; women compete in Calling). Does Godwin himself raise his
voice? Only, he says, "when Mama gets after me with a rolling pin.”

NORTH DAKOTA

Henry tuehr, 71, of Pettibone, abhors waste, so he spent four years recycling
the wood from an abandoned grain elevator into an eight-story pagoda that juts
an arresting 82 Feet above the rolling prairie. So proud is the retired
construction worker and rancher of the building's details (gleaned from back
National Geographics and World Book Encyclopedias) that he proclaims, “It's not
Japanese or Vietnamese but a Chinese pagoda -- look it up.,”

GHIO

Since Hamilton's founding in 1791, its illustrious daughters and sons have
ranged from novelist Fannie Hurst to current Family Feud host Ray Combs. None
has done more to gain his hometown celebrity than Stewart Jones. In 1984 the ad
man, now 72, convinced municipal fathers to set their city apart from the 22
other igentically named U.5. towns by appending an official exclamation point.
Question: Doesn't Hamilton! belong in Oklahoma! ?

OKL AHOMA

During World War II, Boise City was the only U.5. town to be bombed. No, not by
the Japanese but by a stray B-17 on a training run from Dalhart Army Air Field
in Texas. tuckily the practice bombs injured no one, and now town historian
Norma Gene Young, 66 (who slept through the air raid) is helping organize a
golden anniversary bash: “Instead of wiping us off the map," she explains, “the
bombing put us on the map.”

OREGON

Deborah tacayo, 33, of Cottage Grove, carves From toothpicks Dr. Ruth-3zize works
(left) that fetch Babe Ruthian prices: %2,500 for Wizard of Oz and Robin Hood
sets containing Five characters, each of which measures three-eighths of an
inch. Lacayo took up surgical scalpel and dog hair (for applying paint) a decade
ago wnile nospitalized For cancer. By comparison, her mother, a dollhouse
miniaturist, comes off as something of a Log Lady.

PENNSYLVANIA

When Betty James saw the supple torsion spring that marine engineer husband
Richard brought home, she named it Slinky. Forty-six years later, Betty, now 73,
5till presides over the Hollidaysburg plant that coils &5 Feet of half-inch wire
into one t1-ounce toy. Of the millions of 5linkys sold, one even made it

of f-planet; in 1985 Discovery shuttlenauts unwound with it, even absent the
gravity that tugs it down stairs.

RHODE ISLAND

Just as coal miners used canaries to warn them of deadly gases, Jamie Williams,
29, an agricultural engineer for a watchdog group, hit upon employing common
tropical plants to sense toxic chemicals dumped into Providence's sewers. Whern
Williams's water hyacinths, rubber plants and elephant ears begin to wither, he
says, "tnere are heavy metals in the system.® Or Guns N' Roses playing a
subterranean gig?

SOUTH CAROLINA

Button, button, Dalton Stevens of Bishopsville has the tutton -- and then some.
In 1983, "to keep from worrying my wife,” the insomaniacal product tester began
passing the still watches of the night affixing buttons to a pair of pants.
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Therapy soon became all-consuming. Having glued 100,000 buttons on his car and
50,000 on his coffin, Stevens, &1 (below), is "working now on my hearse.”

SOUTH DAKOTA

You might call Hill City's Bob Crisman, 42, dermatologist to the presidents.
Every autumn since 1976, the National Parks Serviceman has touched up the

40~ foot-high Faces of the Mount Rustmore Four (Washingtonm, Jefferson, Lincoln
and Teddy Roosevelt) by dangling from a cable anchored atop the monument. This
year he's taking six weeks to Fill cracks inm the granite with a new silicone
caulking. Marvels Crisman: "It's sculpture of the grandest scale -- I can stand
ot & noseg'"

TENNESSEE

Low-power TV station WiOBV of Ethridge airs no bad news. “Let NBC, ABC and all
them folks carry that stuff,” says
Owner-programmer-producer-engineer-reporter-camera-person Saran Evetts (right).
Instead she fills up 24 ad-free hours a day with home videos of graduations,
family reunions and church sings (and, when needed, whatever's on Channel 24 in
nearby Florence, Ala.). Nor will Evetts publish a schedule: "As long as they
don't krow what we're gonna do," she says, “they'll sit and watch.®

TEXAS

Before signing his First baseball contract, Nolan Ryan of Alvin (above) cagily
persuaded the New York Mets to pay for college after he retired. Still pitching
24 years later -- having become only the 20th hurler to win 300 games and having
set records for no-hitters (7), strikeouts (5,300-plus) and walks (2,4600-plus)
-- Ryam, 44, allows that “It's a little late to take them up on it.“

UTAH

In 1985 Salt Lake City business consultant Jennie Dudley spotted a family living
under a city overpass. Every Sunday morning since, she has returned to cook
breakfast for the homeless. Dudley, &0, now manager of a thrift shop, and dozens
of volunteers contribute the $600 worth of victuals (85 dozen eggs, 50 pounds of
sausage, 200 loaves of bread and 40 gallans of coffee) needed to feed as many as
600 beneficiaries.

VERMONT

Designer dung? That's what the Biruttas of Groton -- John, 43, and Gale, 39 --
process from the wastes deposited by their five llamas. (They raise the Andean
ungulates to serve as pack animals For mountaineers but also sell off 2,400
pounds of ordure annually.) "It goes a long way,” says bGale of the odorless,
nitrogen-rich product. It must, since organic gardeners who buy “Llama Au
Naturele Organic Fertilizer” in two-pound bags could, for the same $9.95, cart
home a tom of cow manure.

VIRGINIA

In the 45 years that Melvin Wyatt has lived at 301 E. Leigh S5t. in Richmond, the
two-story house just off an I-64 exit has been rammed by two dozen-plus speeding
cars. “I can only measure now often by all the chips out of the wall -- I Rnow
it's over 20 times,” says the former truck driver, &3, who nonetheless has no
plans to move. “I ain't worried about getting rurt. They have to go through
brick to get to me.”

WASHINGTON
Seattle was willing to fund a performance-art project if Alan Lande, 45, could
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hit upon the right concept. How about Suantum Leaping into yesteryear by turning

off all lights for 15 minutes? No. Well then, how about having him shake hands
with each city resident? Again, no. Pitch three proved the winner. Having asked
Seattleites to submit 3~ by 5-inch snapshots of themselves, Lande will unveil in
December a 17,000-square-Ffoot collage -- art Fit For “the largest refrigerator
door in America,” he jokes -- that will be a 100,000-strong group portrait of
the city.

WNEST VIRGINIA

Other U.5. jockeys have rigden many more mounts than Willie Clark's 10,630, but
none can match his 45 years in the saddle. Having finished in the money almost
2,500 times and survived Fractures of the skull, colliarbone, spine, hands,
ankles and feet, the Charles Town resident finally hung up his silks in
September at age &% -- shortly after a 30-day suspension For reckless riding.
"It wasn't,” grumps Clark. "The riding today, it's too sissified.”

WISCONSIN

Margaret Ludwig, 44, of Bayfield, knows fauna 1ike Bo Rnows sports. The anly
female tracker on a University of Wisconsin-funded black-bear project, she
numbers among her guties visiting caves to see which hibernating sows are
pregnant. In addition Ludwig does the census of the Apostle Islands National
Lake Shore. Her specialty is amphibians; this Rosie the Ribbiter can identify
the mating calls of 11 frog species and is able to estimate the population of
eacit by gauging croak decibels.

WYOMING

By day, David Wimp doctors the lawns of Riverton. Nights and weekends since
1982, he's been hunkered over an adding machine keying in, one by one, every
number Frow 1t to 5,006,000 -~ then carefully saving the tape as proof of his
prestidigitation. Tape to date: 20 miles. Most productive day: Feb. 26, 1989
(7,070 entries). Current ETA! Christmas, 1972. Shrugs the thrice-divorced Wimp,
46 "It's a hobby."

GRAPHIC: Picture t, A& folk masterpiece from Alabama's Thornton Dial descColor

reproduction? A painting by Thornton Dial, JUAN VILLAVECES-DURAN/FAY GOLD
BALLERY (2); Picture 2, See above. desclolor: Thornton Dial., JUAN
VILLAVECES-DURAN/FAY GOLD GALLERY (2); Picture 3, A winged victory for Florida's
Dale Shields desclolor: & pelican holding the brim of a hat worn by Dale
Shields., ISABELLA VEEGER; Picture 4, Donna Duke, California's ace of (golf)
Clubs. desclolor., JOHN LIZVEY/OUTLINE PRESS; Picture 5, Susan Starrett created
Hawaii's top cockroach. descColor: A cockroach., WAGNER INTERNATIONAL; Picture
6, Kansas's Stan Herd: Vincent Van Grow descColor: Aerial view of a Field
planted to look like flowers in a vase., DANIEL DANCER/SIPA; Picture 7, One of
Kertuckian Herb Haydock's beer collectibles desclolor: A papier-mache bulldog
mascot for Hanley's Ale., HERB HAYDOCK; Picture 8, Michael Flatley, Illinois’
hot nhoofer desclolor: Michael Flatley dancing., DAVID ALLAN HARVEY/WOODF IN CAMP;
Picture 7, Maine's Edwin Robinson finally saw the light descColor: Edwin
Robinsorr with a supermarket shopping cart., GORDON CHIBROSKI; Picture 10,
Massachusetts' Diane Witt, with hair apparent descColor: Diane Witt sitting, her
long hair draped benind her., ROBERT H. WITT; Picture 11, Michigan's Great
Expectorator, Joe Lessard Jr. descColor: Joe Lessard Jr. demonstrating his
cherry pit-spitting technique., MARK SHEPHARD/THE HERALD-PALLADIUM; Picture 12,
Minnesota's Green Giant descColor: A woman standing on the base of the Jolly
breen Giant statue., CHRIS POLYDOROFF; Picture 13, Oregon's Deborah Lacaya: The
Splendid Splinterer descColor: Deborah Lacayo holding two of her toothpick
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carvings., GERRY LEWIN; Picture 14, Dalton Stevens, South Carolina's old

sew-and-sew descColor: Dalton Stevens, wearing a button suit and hat, displays a
commode, cGffin and car covered with buttons., WILL MCINTYRE; Picture 15,
Texas's Nolan Ryan: Schooled in pitching descColor., DAVID WOO/GAMMA-LIAISON;
Picture 14, Good news only For Sarah Evetts of Tennessee descColor., STEVE LOWRY
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SECTION: Section 3; Page 7, Column 1; Financial Desk
LENGTH: 1522 words
HEADLINE: New Moves From Two Grand Old Men of Retailing
BYLINE: By ISADORE BARMASH

BODY:

THEY both started with a single store in the South. Over the years, those
stores multiplied and grew into sprawling empires blanketing the region and,
lately, some of the rest of the country. Now, at a time when most of their
contemporaries have long since given up the game, Sam M. Walton, the 70-year-old
founder and chairman of Wal-Mart Stores Inc., and William Dillard, 74, his
counterpart at Dillard Department Stores Inc., are still looking for new ways to
fill the cash register.

Mr. walton, whnose stores have made him perhaps the wealtwiest person in the
nation, recently opened the first of a new chain of outlets, called Hypermart
USA. The store - a cavernous 200,000-square-foot outlet that gives roughly equal
space to food and nonfood products, a European approach to retailing that is new
to this country - attracted 12,000 shoppers on opening day late last month in

Garland, Tex. The second Hypermart opens tomorrow in Topeka, Kan., and two more
are Gue s00t.

In all, Mr. Walton presides aver 1,040 stores From his headquarters in
Bentonville, Ark. Wal-Mart has suddenly become the nation’s third-biggest
retailer, after Sears and K Mart, with estimated sales in the year ending Jan.
31 of about %16 billion and earnings of $620 million. The expected results, a
sharp increase over last year's, are largely attributed to the continuing Fast
pace of expansion.

for nis part, Mr. Dillard, who is also based in Arkansas - in Little Rock -

closed out the year by completing the latest in a series of acguisitions of
regional chains.

Thiis time, the chain - the 14 Higbee's department stores in northern Ohio,
bought in conjunction with the Edward J. DeBartolo Corporation - was solidly in
the black. Usually, Mr. Dillard buys low-profit or Failing stores and turns them
into moneymakers, a piece of retailing alchemy that has become his trademark. He
is also known For sustaining the sales momentum of even his oldest stores. His
150 stores earned an estimated $85 million on sales of $2.2 billion in the year
enaging Janm. 3t.

THE latest efforts of Mr. Walton and Mr. Dillard have Rept the industry's
attention on them. Earlier this month, Mr. Walton was presented with a gold
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medal at the annual convention of the National Retail Merchants Association in
New York, for the most distinguished retailing performance of the year. Wal-Mart
was just mamed one of America‘'s 10 most adwmired companies in a Fortune magazine
survey,

And the New YorkR convention-goers packed an auditorium to hear Mr. Dillard
give some clues to his success in mergers and acquisitions. One tip: '’'We look
primarily For gooo real estate. Most things in retailing are correctible except
bad real estate.’'’

Retailers have been trying to learn From the two men For years. The 1esson

they have offered, while fairly straightforward, has nevertheless proved
diFFicult For others to master: combine a passion For details with a vision for
growth. In Mr. Walton's case, that meant identifying and capturing a largely
untapped market, while Mr. Dillard revived moribund parts of existing markets.

''Both showed a willingness to try new things but also demonstrated planning

skRi1lls beyond those of most other retailers,'' said Edward A. Raisbeck, senior
partner of Thorndike Deland Associates, executive recruiters,

And then there are the '‘people 5KRills.'' Mr. Walton and Mr. Dillard visit

hundreds of their stores each year to rally the troops. ''People respond to them
and they respond to people,'' Mr. Raisbeck said. '‘It may be one of the most
important reasons for their success.'’

Sam Walton's particular vision was to bring large discount stores to towns
in the South with a population of 25,000 or less. Established discounters,
virtually all based in the North, generally avoided that market, believing it
would not provide adequate returns.

in the early 19460's, Mr. Walton, then a franchisee of the large Ben Franklin

variety-store chain, traveled through the Midwest and East, studying such chains
as K Mart, Korvettes, Caldor and Zayre. failing to canvince Ben fFranklin's
management of the potential for discount stores in the South, he opened one of
hiz own in 1962 in Rogers, Ark. By 1947 he had 18. And then he really started to
grow, opening as many as 200 stores in some years, including such new forms of
retailing as deep-discount drug stores, warehouse club outlets and now the
Hypermarts. Eventually, Mr. Walton went into bigger cities as well.

& WEY part of his strategy was to be identified '‘by customers and

competitors as the place with good, everyday low prices’’ on national brands,
the founder once said. To do that, Wal-Mart asked suppliers to maximize normal
discounts by eliminating a host of related services and costs. As a result,
Wal-Mart dispensed with rebate coupons, promotional allowances, markdown rebates
and other features. The result was a lower base price and a lower markup.

At the same time, Wr. Waltonm Rept his employees motivated with pep rallies

that had the intensity of prayer meetings. And the company provided further
incentives in the Form of bonuses and a stock purchase plan. ‘‘Sam started out
with the philosophy that everyone in the company could be a partner,'' said
David Glass, wWal-Mart's president. '‘Some of our best ideas come up From the
people.’’' Rather than taking the discount-store route, Mr. Dillard concentrated
o the traditional department store in small and medium-sized cities, opening
his first outlet in 1938 in Nashville, Ark., with an $8,000 stake from his
parents. After 10 years, he so0ld the store and bought a half-interest in a
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bigger ong in Texarkana, Ark. By 1760, nhe had enough money to buy the largest

PABE

29

store in Tyler, Tex. Dillard now operates throughout the Sun Belt and parts of
the Midwest. Just in the last year or 50, the company acquired Highbee's and the

12-store Macy Midwest division in the North. It also bought the Joske's and
Cain-Sloan aivisions in Texas From the Allied Stores Corporation.

Dillard itself is not completely independent; a Dutch company, Vend-america

8.V., holds 4t percent of the 31 wmillion Dillard Class A shares.

While the Dillard stores have been pioneers - along with Wal-Mart - in the

automation of sales information and inventory control, Mr. Dillard handies

acguisitions the old-fashioned way.

‘‘We don't use computers for that and we only use investment bankers

sometimes,’’ he said. ''What we do use is personal observation. We talk to

people and we get a gut Feeling. And when we take over a business, we build it

up.ll

One such Face 1ifting began two years ago when Mr. Dillard bought the Stix,

Baer & Fuller chain in St. Louis, a money loser for some years. He hired more
sales people, cleaned up the inventory and added a roster of important trand

names. The stores are now profitable.

‘'We pelieve that if you do the right thing,'' Mr. Dillard said, ‘'‘there‘s

enough business for everyone.''’

Now the question is whether there's enough business to attract Mr. Dillard
and Mr. Walton to other parts of the country in a push that would make their

companies tiruly national.

Both men have been sketchy about their plans, but at least some outsiders

think the expansion is inevitable.

‘‘Wal-Mart is @ company that creates excitement not only For today but For
the future,’’ said Walter F. Loeb, the senior retail analyst at Morgan Stanley &
Company. '‘As Ffor Bill Dillard, he knows how to leverage his business and he
will make more acquisitions. I think both are destined to be national

companies. "’

AT A GLANCE: Dillard's

All dollar amounts in thousands, except per share data

Three months ended

gct. 3t 1787
Revenues $535,877
Net Incame 14,544
Earnings per share $0.45
Year ended

Jan. 3t 1987
Revenues $1,851,423
Net income 74,458
Earnings per share $2.35

Total assets, Jan. 3t, 19837
Current assets

1986
$442,935
13,740
%0.43

1984
$1,601,357
66,903
$2.29

$1,213,355
635,768

&
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Current liabilities 289,131
Long~-term debt 300,319
Book value per share,

Jan. 3t, 1787 $17.31
Stock price, Jan. 21, 1988

Amex consolidated close 30 1/8
Stock price, S52-week range T T 4
Employees, Dec. 31, 1987 28,000
Headquarters tittle Rock, ArR.

AT A GLANCE: Wal-Mart
411 dollar amounts in thousands, except per share data
Threg months ended

Oct. "3t 1987 1784
Revenues $4,015,017 $2,746,800
Net Incuome 134,051 95,531
Earnings per share $0.24 $0.17#
Year ended

Jair. 31 1987 1784
Revenues $11,909,076 %8,451,487
Net incowme 450,086 327,473
Earnings per share $1.59 $1.16
Total assets, Jan. 31, 1987 $4,04%,0%2
Current assets 2,353,171
Current Ziabilities 1,340,291
Long-term debt 179,234
Buok value per share,

Jarr. 3t, 1987 $3.00
Stock price, Jan. 21, 1988

N.Y.5.E. consolidated close 25 7/8
Stock price, 52-week range 42 7/8-20
Employees, Dec. 31, 1987 180,000
Headquairteirs pentonville, Ark.

* Adjusted to reflect the 160 percent common stock dividend paid on July 10,
1987.

bRAPHIC: Photo of Sam Waltonw, Wal-Mart's Founder (Supermarket News/Bob Byrd)
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HEADLINET TALK ABOUT A LOCAL BOY MAKING GOOD!  SAM WALTON, THE KING OF
WAL-MART, IS AMERICA'S SECOND-RICHEST MAN

BYLINE: wiritten by SUSAN REED, reported by JANE SANDERSON

On a crisp fall day a couple of months ago, you could have watched almost

every one of the 9,300 residents of Bentonville, Ark. 5pill out onto Main Street
for the biggest celebration in the Ozark mountain town's history. It was Sam
ana Helen walton Appreciation Day. Bands, drill teams and banner-strewn floats
lided through town. Portraits of Sam and Helen adorned lampposts. The Benton
County Daily Democrat printed a sourvenir edition proclaiming, “Our lives have
been touched. At the banguet and "roast” Sam accepted a congratulatory call
from President Reagan. And from the reviewing stand across from the site of his
first 5 & 10, the tanned, white-haired father of Wal-Mart, those wondrous
discount stores of the '70s5 and '80s, shyly acknowledged, “Y'all are real good.
We couldn't have done it without your support and without your buying a little
merchandgise Fram that old five-and-dime."

Well, a little amplification seems called for. When Sam says “"done it,” what

he mears, in his simple way, is that he is the second-richest man in America.
In September Forbes magazine assessed his net worth (with his family) at $2.15
billion, putting him behind only oil magnate Gordon Getty, who inherited his.

And yet, as the celebration suggested, what's probably more impressive is

that success apparently hasn't turned the man's head a bit. You will Find no
vast estates, no polo ponies or Maseratis in Sam M. Walton's neighborhood. "The
morey i5 not big stuff to him,* insists Bob Bogle, a Friend and 25-year employee
of Walton's. In fact, "Mr. Sam,” as he is known locally, is something of a folk
hero to residents of Bentonville and employees of Wal-Mart (many of whom are the
same). He still drives his 1980 Ford pickup and his 1976 Chevrolet Impala
around town and stops Frequently at the local Holiday Inn coffee shop to chat
with friends. His few indulgences include a Piper Aztec prop plane, which he
flies to store visits, a beloved tennis court adjacent to his glass-and-stone
Bentonville house, and freguent quail hunting trips. " Sam Walton is totally
devoid of pretense," says Bob Cheyne, president of Bentonville's leading ad
agency. "There's absolutely no tinsel.”

The story of Mr. Sam and Wal-Mart will surely go down in the annals of

America’s great business successes. Since 1962, when Walton opened his first
Wal-Mart Discount City in Rogers, Ark., the little-known chain has blossomed to
647 stores that now dot small towns in 19 states, selling everything from
ironing board covers to stereos. Wal-Mart currently is the eighth largest
retailer in the U.5. (ahead of Macy’s), and some say it will challenge No. 1 K
mart within 10 years. As recently as 1972 there were only &4 Wal-Marts, which

pulled in respectable sales of $125 million. By last year volume had spared to
$3.4 billion.
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The company's boom has benefited wWaltonw, to say the least. In the 1982 bull

market Wal-Mart Stock climbed 216 percent. Sam netted a tidy %301 million
profit, and his Four grown children made $297 wmillion each. Together they owi
42 percent of the stock.

waltorn's down-to-earth approach has also served wal-Mart Well. Raised in

adjacent Missouri, one of two children of a farm-mortgage broker, Thomas Walton,
Sam graduated From the University of Missouri in 1740 with @ major in economics.
After two years with J. C. Penney and a stint in the Army, 5am, 27, used his
savings and a loan to open a Ben Franklin variety store in Newport, Ark. When
the young man lost his lease five years later, in 1950, he and his family moved
to Bentonville, where he started wWalton's 5 & 10 and began to prosper by
offering guality goods at discount prices. During the 1950s 5am and his younger
brother, J. L. "Bud" Walton, added 14 more stores. After a few nationwide trips
to observe mass-merchandising techniques, 5am decided to go ahead «ith his idea
for a big discount store. “I thought that larger stores could be put in smaller
towns than anyone had tried before. There was a lot more business in those
towns than people ever thought,® Walton later explained, in what could rank as
one of his richer understatements.

Now Sam is taking a variation of his operation to the big burgs. Last April

he launched a fairly revolutionary division called Sam's Wholesale Club. Open
only to business and individual groups, the clubs fFeature high-quality Fashions
{including Pierre Cardin and Guccie, appliances, groceries and a host of other
items at reduced prices. The First clubs are operating in OKklahoma City, Kansas
City, Mo. and Dallas, and business is brisk.

Much of Walton's succes stems From his ability to weld strict managerial

policies to old-fashioned company spirit. His weekly Saturday morning
management meetings start promptly at 7:30. Walton can sometimes be heard
yelling, "Give me a W! Give me an A! Give me an L!” until he gets a deafening
“Wal-Mart!* From his maragers. Me calls his employees “associates,* and his
managers wear buttons proclaiming, "Our people make the difference.”

walton practices when he preaches. He makes regular “grass roots® visits to
his salespeople; half of what the company saves in reducing shoplifting and
errors is returned to associates -- up to $200 apiece last year; Wal-Mart's
profit-sharing plan is one of the best in the business. Ffor its consumers, the
chain gives each years a $1,000 college scholarship to a high school senior in
every Wal-Mart community. Walton also loves to encourage old-time retail
razzle-dazzle such as having paratroopers drap into the parking lot of a store
celebrating an anniversary. Explains Jack Shewmaker, president of Wal-Mart,
“People like to shop where something is happening.®

Sam Walton's “hands-on" management style has earned him praise in the

best-seller In Search of Excellence: Lessons From America‘'s Best-Run Comparnies.
Most of his associates would be the first to agree. One night, for instance,
Walton couldn't sleep. At 2:30 a.m. he got up, bought Four dozen donuts at an
all-night bakery and took them to one of his distribution centers, where he
chatted with workers on the shipping docks. There he discovered that two more
shower stalls were needed at the location and had them put in. Such involvement
has paid human as well as Financial dividends. Arkansas' Sen. david Pryor
remarked amiably after the Walton Day celebration that the only thing
Bentonville didn't do For Sam and Helen Walton was to rename the town after
them. Maybe next year.
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GRAPHIC: Picture 1, WNal-Mart's founding father and his wife, Helen, shared a

laugh over a float during Walton Day in Bentonville, Ark., their adopted town.
MAYLON RICE/BENTON COUNTY DAILY DEMOCRAT; Pictures 2, and 3, “Since we can class
Sam [signing autographs] as a merchant prince, Helen surely could be called a
princess because of all the good she does in the area," says local historian J.
Dickson Black., Picture 2, DANNY WILLIAMS/BENTON COUNTY DAILY DEMOCRAT, Picture
3, CLAY CARSON/ARKANSAS DEMOCRAT

LEXIS NEXIS LEXIS NEXIS



30A8
£8%t ST nodmedst 9lqo9d ..anl smiT 8%

Pl

£ bevsie (L3 (971w ein bos Yordsd poibnuol &' 3veM-IsW b 3vudof

o § JiH9AHG

. Wl D"anns 11802 AA .3£Iivnr*n93 ni yel nodisW priwb 150t 8 19vo rpusl
gealy 0B TW 3NEEY (B bng 5 28703019 (TARGOM3A YAIAG YTMUOS MOTMIE\ISTA MOIYAM
5 p9lleo sd bivol yistue nelsH ,300110 jnsﬁawsm & 26 [ardgetpolvus gninpial mac
Aoneivotzin [eool eyse ¥ 8918 :nj fil 2s0b ane uﬁﬁp :nﬁ s 0 s2us0sd SR30nMitg
91uioid (TARIOMAG YJIAG rT1U03 MOTHIE\SMAT TN YMMAG S swwioiq  LA0BIS nozAnid
TnnauLEJ CASHAXAANMOERAT YALD L

M/f /M

M/M



Servies of Mead Data Central, Inc. <é%§

4 PAGE 7
34TH STORY of Level 1 printed in FULL format.

Discount Store News Copyright tc) 1991 Information Access Company;
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November 4, 1791
SECTION: ¥ol. 30 ; No. 21 ; Pg. 3
LENGTH: 451 words
HEADLINE: Hot Diggity Dog gone. Sam's Club tosses wiener vendor out on its buns

BODY:
Hot Diggity Dog Gone

HOUSTON - Sam's Ciubs, the membership wholesale club wing of Wal-Mart

Stores, has once again evicted a chain of hot dog stands that operated in 24 of
its Texas club parking lots for the past Five years. The retail giant last year
severed {ts relationship with the hot dog vendor, Hot Diggity Dogs, but
reconsidered after a Firestorm of local publicity revealed that all 92 of Hot
Diggity Dogs’' employees were elderly and/or handicapped, and in many cases
could not hold other jobs.

ironically, according to the Houston Chromicle, Hot Diggity Dogs had recertly
been named small employer of the year by the President's Committee on
tmployment of People with Disabilities and by the Texas Governor's Committes
on Employment of People with Disabilities. Nominating the company for the
second award was wal-Mart chairman Sam wWalton.

Wal-Mart senior vice president Tom Coughlin reportedly sent Hot Diggity
Dogs a letter in early August giving the vendor 30 days to vacate Sam's
premises, an order that Hot Diggity Dogs owner Scarlett Rabalais evidently
ignored. She had fFiled suit against Sam's in June, charging among the 15 counts
breach of contract and violation of various state and local ordinances.

She dlso appeared on CBS network's news program, Hard Copy, on the evening of
Oct. 9. Just minutes later, at 8 p.m., Sam’'s store managers ordered all Hot
Diggity Dogs employees to remove their property and be off the premises by
midnight, a reguirement Rabalais said could not be met by most of her disabled

EMBLOYEES.

Ravalais charged that when property was not removed by the deadline, Sam's
employees seized some & 25,000 worth of perishable food and $ 400,000 of
fFixtures, which they had not returned at presstime. The day's receipts, however,
were eventually returned, along with employee time cards.

The vendors purchased all of their supplies and much of their equipment From
Sam's, and in addition paid 10% of net sales as rental, Rabalais said. "We were
their No. t wholesale account in the stores where we operated,“ she said.
"Anything that could be bought at Sam’'s, we bought there."”

For its part, Sam's would say only through a prepared release that there are
"two sides to every story” and that it is “eagerly awaiting the opportunity to
have the situation resolved in court." The company added that “since the action
is in litigation, we feel it'’s most proper to let the situation be handled in
court rather than in the news media.* However the situation is resolved, Sam's
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will likely suffer @ black eye in the Texas market, where press coverage nas
been extensive.

SUBJECT:
Warehouse stores, Contracts ; Restaurant incustry, Contracts

COMPANY:
wai-Mart Stores Inc. Sam's Club, Contracts ; Hot Diggity Dogs, Contracts ;
SIC: 5136 5 5137 ; 5331 5 5812

11513%4%

LOAD-DATE-MDC: February 11, 1992
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HEADLINE: Elderly, handicapped hot dog vendors ousted from Sam's
DATELINE: HOUSTON
KEYWORD: HOTDOGS

BODY:

Managers at Sam's Wholesale Clubs across Texas, owned by the giant Wal-Mart
chain, have kicked out 92 hot dog stand vendors, all of them handicapped or
senior citizens, in a move the stands' owner called '‘corporate greed at its
worst.''

Hot Diggity Dogs has sold hot dogs on Sam's parking lots for four years,
paying 10 percent of gross sales to Sam’'s and buying all materials from Sam's.

The company hires anly the handicapped and people over 50, paying them $5 an
hour. It operates 24 stands in 11 Texas cities.

‘‘This is a pretty shabby way of doing things,'' Hot Diggity Dogs Founder
Scarlett Rabalais said of the ouster. ''It's corporate greed at its worst.''

OFFicials of Bentonville, Ark.-based Wwal-Mart declined to answer questions

on the action or any aspect of the relationship with Hot Diggity Dogs because of
a pending lawsuit Filed against the Firm by Rabalais.

''We believe the public realizes that the culture and philosophy of the

comparty have always kept the best interest of ocur members, employees and
shareholders in mind,’'’' said a statement issued by Wal-Mart. °*’'Our actions
will continue to be based on those beliefs.'*

Rabalais believes Wal-Mart, owned by billionaire Sam Walton, wants to

take over the hot dog business. Forbes magazine recently listed Walton as the
third-richest man in the United States.

‘'They're trying to RiCR us out and take it over,'' she said Thursday.
"'There’s not a wealth of money in the hot dog business. You would think
Wal-Mart makes enocugh money that they wouldn't need this, too.'!

The company, which previously told Rabalais the stands would have to be
removed by Oct. 19, told Hot Diggity Dog workers they would be physically
removed or arrested if they returned to the stores in their uniforms.

Sam's &lso seized all Hot Diggity Dog equipment not removed From its
property by 12:01 a.m. Thursday.

Ratalais said Wal-Mart officials told ner she was being terminated because
she tried to criticize Wal-Mart officials through the media.
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Rabalais' lawsuit, Filed three months ago, claims wal-Mart violated the
Texas Free Enterprise and Anti-Trust law and broke its contract with her. She
received a letter Aug. 3, 1970, saying Wal-Mart had decided to use
company-operated hot dog carts and asking her to leave in 30 days.

Ratalais nas continued to operate the stands.

Three Hot Diggity Dog workers also have filed separate suits against
wal-Mart, claiming they were harassed by company managers.
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WALTMART .

al-Mart Stores, Inic. is a national discount

department store chain offering a wide

variety of general merchandise to the cus-
tomer. The siores are designed to offer one-stop
family shopping in 36 departments including fami-
ly apparel, health and bequty aids, househiald
needs, electronics, toys; fabrics and crafts, lawn
and garden, jewelry and shoes. In addition, at cer-
tain store locations, a pharmacy, automotive sup-
ply and service center, garden center, snack bat,
vision center or one-hour photo lab muy be inciud-
ed for customer shopping conve-
nience.

The secret to Wal-Mart's suc-
cess is the fact that the company §
pays very strict attention to |
three basic principles. These
principles, which have been
used to guide the company since  Ful
its founding in 1962, will contin- 2
ue to direct Wal-Mart into the [
21st century. .

The first principie is the con-
cept of providing value and ser-
vice for customers. This means
being dedicateq to providing cus-
tomers with quality merchandise
at the lowest prices every day.
Always.

Wal-Mart’s advertising pro-
gram is unique to the industry.

Wal-Mart operates its stores Y% M. Wulm, Mmmm

Wal-Mart associates strive to pmvida’m

al customer service, a characteristic unique to the
chain. The “Satisfaction Guarantsed” fund apd
exchange policy allows customers to be fully conf-
dent of Wal-Mart’s merchandise a

an
Customers may also choose to take t%

the Visa, Mastercard, Discover or I
available at each store location.

The second basic principle involves a parmet
ship with our associates (employees). Sain Waltpn
has a philosophy to make everyone a r apd

share in the profits. . Wal-Must
B succeeds in many ways because
B of the ability to provide a fami-
t ly-like environment that
emphasizes teamwork,
Individual contributions to the
g, team effort are welcomed and
k' rewarded.
' The third principle is a com
B mitment to the comiunities in
¥ which stores are located. Wal-
¢ Mart is a good corporate neigh-
e bor as each local store strives to
¢ become an active part of the
B community. By working with
- other local merchants to create
M. the retail trade center of the
t . community, a long-term part-
" nership with associates and cus-
tomers is established.
Each store also participates

with an “Everyday Low Price” philosophy and is

able to maintain its Jow price structure through
conscious expense control. While other major
competitors typically run 50 to 100 advertised cir-
culars per year, Wal-Mart offers 13 major circulars
a year. In return, the savings on costs associated
with fewer circulars are passed on to the customer
in the form of lower shelf prices on an everyday
basis.

At Wal-Mart, the customer is the boss and
everything possible is done to make shopping at a
Wal-Mart store a friendly, pleasant experience.

in community involvement projects that combine
locally-raised funds with matched funds from the
Wal-Mart Foundation. The Foundation also has
an economic development program whereby fund-
ing has been set aside to assist communities in
atracting new industry and creating jobs for area
residents. In conjunction with the Foundation’s
matching funds, Wal-Mart contributes to ten
national charities. Recognizing that our youth
hold the key to the future, each store awards an
annual scholarship to a deserving area high school
student.
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1940s: THE BEGINNING
Des Moines, lowa, as o management trainee
with the ].C. Penney Company in 1940. He
left the company in 1942 for a three-year service In
the Army.
Mr. Walton opened the first Walton’s Bent
Franklin store in Newport, Arkansas, in September,
1945.

[.L. “Bud” Walton, Sam's brother, opened a Ben
fronklin store in Versailles, Missouri, in 1947.

S amuel Mocre Walton began his retail career in

1950s: EARLY BEN FRANKLIN YEARS

fter losing the lease on his Newport siore,
Ait;m Walton relocated to Bentonville,
kansas, in 1950, and opened Welton'’s 5 &
10. Today this building houses the Wal-Mart
Visitors Center, which traces the origin and growth
of Wal-Mart Stores, Inc. During the 1950s, the
number of Walton-owned 8en Frankiin franchises
increased to nine.

1960s: WAL-MART BEGINS OPERATION

alton-owned stores increased to 15. In
; % / 1962, the first Wal-Mart Discount City
was opened in Rogers, Arkansas, by Sam
and Bud Walton. Two years later, the second Wai-
Mart store opened in Harrison, Arkansas.
Merchandising and operation systems were
refined. By the end of the decade, there were 18
Wal-Mart stores and 15 Ben Franklin stores in oper-
ation throughout Arkansas, Missouri, Kansas, and
Oklahoma. '
The company became incorporated as Wal-
Mart Stores, Inc. on October 31, 1969.

ART GOES PUBLIC;
STOCK BEGINS TRADING'

19703

n 1970, Wal-Mart opened. its first disisibadon:

center and home office, a 72,000 amiipidoad -

complex in Bentonville, Arkansas. Tolil§y the
home office totals over 580,000 square fget, 'and
the company’s 17 distribution centers ofven aver-
age over one million square feet. .

Wal-Mart stock first traded over the counter in:
October, 1970, when it became a publisiy-held
company. In August, 1972, it was approved ond
listed on the New York Stock Exchange.

Ben Franklin stores were phased cut by 1876 to
allow the company to concentrate on the gsowth of
Wal-Mart Stores. By the end of 1979, there werg
276 Wal-Mart stores located in eleven states.. Storeg
were primorily located in towns of 5,000 to 25,000
population. The stores’ sizes ranged from: 30,KX to
60,000 square feet with 45,000 square feet being:

the average. - ¥

Sales increases were reflective of the company’s
new store growth and increased acceptance as g
one-stop farnily shopping center. Scles grew from
$44 million in 1970 to $1.248 billion in 1979.

Wal-Mart reczived its first national ranking by
Forbes magazine in 1977 in the publication's year
ly “Forbes Yordsticks.” The company was ranked
first in the discount and variety stores division i#
the following categories: Return on Equity and
Return on Capital; Sales Growth; and Earnings
Growth. Rankings were based on the preceding
five years’' average performance. With minor
exceptions, Wal-Mart has maintained these rank-
ings through the current year.

In 1977, the company made its first major
acquisition. Sixteen Mohr-Value stores, located im
Missouri and Illinois, were purchased.

During 1978, Wal-Mart opened its first major
distribution center outside of Bentonville, a 390,000
square-foot facility in Searcy, Arkansas. In addi-
tion, Wal-Mart-owned pharmacy, auto service cen-
ter, and jewelry divisions began operations,
Hutcheson Shoe Company, a major shoe depart-
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ment lease operation, was acquired as a fuuy.'

ownad Wal-Mart division. Wal-Mart has acquired
ail in-store jewelry units and all shoe units from its
leased department operators. This allows opera-
tional control over virtually all departments within
each Wal-Mart store and cocrdinates the total
shopping expetlence for the customer.

1980s: A NEW ERA OF EXPANSION

tory o 24 states. The company ended the year

Ih the 1980s, Wal-Mart expandad its trade terri-
with 276 stores in 1980, 330 in 1981, 491 in

1982, 551 in 1983, 642 in 1984, 745 in 1985, 859

in 1986, 580 in 1987, 1,114 in 1988, 1,259 in 1989
and 1,402 in 1990, bringing the total to 1,573 in 36
states as of January 31, 1991. Today, standard
store sizes range from approximately 30,000 to

over 120,000 square feet with 70 000 square feet

being the average size.

The company’s 17 distribution centers are locat-
ed in Alabama, Arkansas, Colorado, Georgia,
Indiana, lowa, Mississippi, South Carolina and
Texas. New distribution centers are planned for
California, Florida, Indiana and Virginia in 1991
and 1992,

In the 1980s, the testing of several new Wal-
Mart divisions began. During 1983, Wal-Mart
apened its first three SAM’S Clubs. SAM'’S, named
in honeor of founder Sam Walton, is a

wholesale/retail cash-and-carry membership ware- -

house operation. The division ended the fiscal year
with three in 1984, 11 in 1985, 23 in 1986, 49 in
1987, 84 in 1988, 105 in 1989, 123 in 1990 and
148 in 1991,

Other divisions included the 1983 opening of
the first dot Deep Discount Drugstore in Des
Moines, lowa. When sold by Wal-Mart in
February, 1990, there were 14 dot Discount
Drugstotes operating in four states.

In 1984, the first Helen’s Arts and Crafts store

[ Custorners are welcomed
p at the front door by Wal-
Mart's "People Greeter.”

In 1987, Wal-Mart opened its newest merchan-
dising concept, Wal-Mart’s HYPERMART*USA,
These units are combination grocery and genexcl
meschandise stores in excess of 200,000 square feet.
In addition, a variety of fast food and service ops
augment the stores to create a mall-like a
sphere and achieve one-stop family shoppﬂng

- Stores are located in Garland, Texas; Topghe,
Kansas; Arlington, Texas, and Kansas Clty
Missouri.

Another néw concept started by Wal-Maxt in
late 1987 was the Wal-Mart Conveniesnce Store.
When sold by the company-in late 1990, there ware
nine units operating in Arkansas. Mlssouri and
Texas.

Wal-Mart opened the first of several Wal-Mart
Supercenters which combine general merchandise
and grocery. Locations include Washington,
Jefferson City, Poplar Bluff and Farmington in
Missouri; Wagoner, Oklahoma; and Batesville,
Arkansas.

The People Greeter program is an exampie of
Wal-Mart’s unique form of customer service, which
seems to have started a trend. It all began in 1983,
and came about as the result of a suggestion
received from an associate in one of Wal-Mart's
Louisiana stores. The posmon of People Greeter
offers that associate the unique responsibility of
meeting and welcoming customers as they enter
Wal-Mart stores. Officially, the People Greeter has

. the job of handing out shopping carts and smiles.

In January, 1985, Wal-Mart stock began trading

on the Pacific Stock Exchange.

—

1 1990s: STRIVING FOR TOTAL QUALITY

n increase in sales again reflected the com-
pany’s continued new store growth and posi-

ioned Wal-Mart as the nation’s number one
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.best

retailer in sales, Sales grew to
$32.6 billion in 1990, with profits
reaching over $1 billion for the
second consecutive year.

During the fiscal year ending
January 31, 1991, the company
opened approximately 175 new
Wal-Mart stores and 25 SAM'S

best customer
service.. We warnit to
ALWAYS have the
jgms.every day.
Our commitment to
the customer is
ALWAYS -- in
everything we do.”

Wal-Mart President and C.E.C.

of the Wal-Mart program: \Vok
Mart was the first retail choin to
be equipped with sconm 1%
registers in all facilities. liund-
held computers assist Mot
associates ordering meg '

-~ David Glass , o)\ ctores. Backeoony 3

Clubs. Similar growth plans are
expected for the nexi several years. Several merger
agreements and acquisitions were announced dur-
ing 1990. In mid-1990, Wal-Mart announcad the
acquisition of Western Merchandisers, Inc., of
Amarillo, Texas. Western Merchandisers is a sup-
plier of music, books and video products to many
Wal-Mart stores.

Also in 1990, the company agreed to acguire
the McLane Company, Inc., of Temple, Texas, a
recognized leader in the specialized distribution
industry. McLane supplies its retail customers with
grocery and non-grocery products, including per-
ishable, non-perishable and general merchandise
items.

In 1991, The Wholesale Club, Inc., of
Indianapolls, Indlana, was merged with SAM'S
Clubs, adding 28 units to the division.

MORE THAN JUST A RETAILER

I-Mart continues to be innovative.
Technology designed to expedite the cus-
tormer’s shopping trip is alse a major part

ers link each store Mth the
Bentonville, Arkansggs “ﬁ ed!
home office and various distribution cefRely ¥op'
communications and quick replenishment &M
chandise.

,
Coder

The company is involved in creating or skving’
American jobs through Wal-Mart’s Buy American
program. Wal-Mart, again the innovator in-the:
tetail industry, began this challenge in 1385, The
company is constantly seeking more items to con-
vert from foreign sources to American manufactur-
ers as Wal-Mart prefers to place Americari-made
products on its shelves.

When Wal-Mart customers expressed their con-
cern about the quality of the environment, Wal-
Mart was the first retailer to step up to the chal-
lenge. In 1989, Wal-Mart made a commitment to
work with others to clean up the land, air and
water. Various environmental efforts are currently
underway in all Wai-Mart communities,

Revised Jjuns, 1991
Printed On Recycled Paper
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Wal-Mart Stores 1,728 stores (includes nine Wal-Mart Supercenters)

SAM'S Clubs. 210 clubs

Wal-Mart’s Hypermart*USA Four units

Company Trade Territory 43 states
(Announced pluns for Wal-Mart stores in Connecticut, Idaha,
Massachusetts, Montana and Puerto Rico through 1993)

Total Associztes Approximately 365,000

Distribution Centars 18 locations (Two additional warsbouses currently under
comstruction)

Sales FYE 1/31/92: $43.9billion
For the month of February: $3.609 billion (34% increase over
same period last year). Net income of $1.61 billion. Same stora
sales increased 20% for February (including Leap Day).

Buy American Program Started in March, 1985. To date, has created or retained over
80,000 jobs nationwide. Company has converted or retained over
$3 billion in purchases, at cost.

Environmentai Effort Wal-Mart's Commitment to the Land, Air and Water began in
September, 1989 ‘

Children’s Mirpele Network Company raised $5.5 million in 1591 « Wal-Mart was '&he largest
corporate contributor

United Way Compaay raised more than $7.5 million in 1991

ns2
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ts Price Club-to-Hexico; at home, Sam’s phases out (iee-
urrTera, warehouse store in Mexico City

-BODY:
Samw's peats Price- Club to Hexico

BENTONVILLE, Ark: - Wal-Mart became the rirst U.5. retailer- to-open-a
‘wholesale Club in-Hexico when its joint venture with Cifra, N.A., the largest
Hexican merchant, unveiled two Club-Aurreras i Mexico City last wonth:

‘wal-Hart -beat the Price Club into Hexico, with the latter's inttial Price

Ciub- de Mexico, a joint venture with Commercial HMexicana, another- wajor- Mewican
Tetailer, oue ta'apen in-Hexico City by the end of next month.

(¥isits to Club Aurrera and Price Club de Mexico ave part of- the two-day
“Opportunities in hexica“ progran ‘Being sponsorad by ‘DSN/Deloitte & Touche in
Mexico City Feb. 20 to 27.)

wal-Mart’s move south of the border came as its domestic wmembership
warehouse subsidiary, Sam's Club, told group members it was phasing out the

no-Ffee membership category effective this month. These members would now have
to purchase $ 25 Advantage memberships to continue as Sam’s Club members.

Sam's Ciub is the fourth major wholesale club to drop the no membership-fee

group category, leaving only Pace Membership Warehouse still offering free
memberships to group members.

Sam's Club ended 199t with 208 units. The net gain of 60 clubs {(which covers

the acquisition of the 28-unit Wholesale Club chain), include Sam’s Clubs that
opened in five new states in the Northeast: Connecticut (Manchester); Delaware
(Dover); Maine (Bangor and Scarboroughl; Maryland (Hagerstown) and New York
(6reece and Henrietta.)

Last year the chain also planted clubs in Minnesota (via the Wholesale Club

acquisition) and Nevada for the first time, raising to 35 the number of states
where it has units.

This month the initial Sam's Club will open in Worchester, Mass., while the
chain will enter New Hampshire later this year with units in Hudson and
Seabrook. This will leave Vermont and Rhode Island as the only states in the 11
state region without any projected or operating Sam's Clubs.

The latest group of 24 Sam's Clubs opened in the fourth guarter averaged
about 130,000 sqg. ft., and most included fresh meat, produce and scratch

LEXIS NEXIS LEXIS NEXIS
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bakery sections. A number of older Sam's Clubs, including the unit in

Springdale, Ark., the membership warehouse closest to Wal-Mart's Bentonville
headquarters, will be expanded this year to house these sections.

About 100 Sam's Clubs, or approximately one-quarter of the chain, are
expected to have fresh produce and scratch bakery departments by year end.

The recent Sam's Club opening in the Philadelphia Franklin Mills caomplex, its
third uriit in the Greater Philadelphia area, saw informational picketing by
United Food & Commercial Workers Local 1776. The local had also picketed
Carrefour and recently ended a bitter labor dispute with Carrefour, which is on
an outparcel at the complex.

The local noted in its flyer that one government official said that the
"Franklin Mills, Northeast Philadelphia area is an economically blighted urban
area. What then will it look like after Sam Walton and his predatory marketing
policies has wiped out the remaining decent jobs in Northeast Philly?"

The local contended that the non-union Sam's does not create “good jobs"
because employees "can be fired for any reason at any time." Despite the
union's contention, Wal-Mart, and by extension its Sam's Club subsidiary,
continues to enjoy a very positive image as one of the best companies to work
for in America.

The chain is also phasing in IBM 4683 point-of-sale terminals that include a

fixed upright scanner. Cashiers wear weight belts to help them avoid back
problems when they 1lift bulky goods for scanning.

As for the two Club Aurreras, the initial unit, at 55,000 sq. ft., opened in
a new building at 374 Ejercito Nacional in the Polanco district, an upscale
residential, tourist and commercial area. The second, larger club, due to open
at presstime, replaces a former drive-in on Periferico Norte in Ciudad Satelite,
about two kilometers (about 1 1/4 miles) from the Price Club de Mexico in the
same northwest Mexico City suburb.

The joint venture Club Aurrera, equally owned by the two companies which

together made an initial % 20 million investment, plans to open more clubs this
year, at least another in Mexico City and up to five in Monterrey, a major
industrial center in northeast Mexico.

Modeled on Sam's Club, Club Aurrera sells food and nonfood items. But the

clubs are targeted to business customers, mainly suppliers who resell to small
retailers. Cifra is a $ 2.2 billion diversified retailer, parent of five chains:
Almacenes Aurrera food and clothing stores, Bodeguarerra discount stores,
Superama supermarkets, Suburbia department stores and Vips restaurants.

Cifra, in fact, has emulated Wal-Mart in many of its operations. The top

execs of both companies have long known each other and discussed common
retailing problems and opportunities. Price Club's partner, Comercial Mexicana,
is a $ 1 billion company.

Club Aurrera membership costs 75,000 peso or about $ 25. Sam's Club members
can use their membership card to shop at Club Aurrera.

LEXIS NEXIS LEXIS NEXIS
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In dropping the no-fee group membership in the United States, Al Johnson,

Sam's ceo, informed Business members that "by streamlining [ourl] membership
policy and retaining only the Group members most serious about shopping Sam's
Club on a regular basis, we can concentrate on what we do best: Providing our
high-volume members with the quality products they need at the lowest possible
prices."

Fee-paying group members will now buy goods at the posted warehouse price,
rather than paying a 5% surcharge.

PHOTO © New Sam's Club in Franklin Mills, Philadelphia, offers pcs in its
cross-over mix items geared to both businesses and consumers.

GRAPHIC: ;Photograph

SUBJECT:
Warehouse stores, Management

COMPANY:

Wal-Mart Stores Inc. Sam's Club, Management ; Club Aurrera, Management ; SiC:
3136 ;9137 '3 5331

11748271

LOAD-DATE-MDC: February 13, 1992
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BODY:

A high-ranking executive of Wal-Mart, the nation's No. t retailer,
confirmed Friday that a cutback is in effect in the number of company
employees.

The official, who declined to be identified, said that although the
company’'s sales have been on the upswing, they have also been erratic.

wal-Mart, which also owns and aperates Sam's Wholesale Club stores,

recently released 1,200 workers in an effort to reduce costs. Additionally, a
hiring Freeze was implemented until after Jan. 1, and the number of seasonal
workers hired for the upcoming holiday season will be reduced.

The Wal-Mart afficial said the cutbacks were being made in an effort to
stabilize or increase the value of the company’s stock.

The majority stockholder of Wal-Mart is Sam Walton of Bentonville, Ark.,

listed as one of the nation's wealthiest men, with a net worth estimated at $4.4
billion.

Wal-Mart earned $788.8 million on sales of $19.é billion in the first six
months of this year.
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PRESIDENTIAL REMARKS: SAM WALTON MEDAL OF FREED
SUBJECT: TUESDAY, MARCH 17, 1992
BENTONSYVIEEE, ARKANSES
ACTION FYI ACTION FYI
VICE PRESIDENT O HORNER O O
SKINNER O M MCBRIDE o
SCOWCROFT O Od MOORE O ‘
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BRADY O (/ PORTER V O
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Please provide comments on the attached directly to
Dan McGroarty, Rm. 122 » X2930, by NOON, TODAY! , MONDAY,
MARCH 16, with a copy to this office.
Thank you.
RESPONSE:

ok
CLOSF HoLp Y for A&

PHILLIP D. BRADY
Assistant to the President
| and Staff Secretary
Ext. 2702



