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12 years passed before he got‘ his first store

“I made up my mind I was gamg to stay and
try to keep ahead of that manager.”

Harry'B. Cunningham of Bloomfield Hills Was re-
callmg his start with Kresge 50 years ago.

He had drawn a post as a stockman at a store in
Lynchburg, Va. Harry’s first manager was a tyrant.
Harry quickly learned he was the 10th person to
hold the job in five months. The other nine had quit
or been fired.

Harry decided he was going to hang in there. He
was showing the tenacity of character that served
him so well in years to come.

The trait of dogged determination, mixed with a
natural enthusiasm and an inordinate willingness to
serve, carried Harry Cunningham to the top strata
of retailing:

IT WAS HARRY CUNNINGHAM who became
the father of the Kmart concept. He didn’t originate
the discount store. He simply studied it intently.
Then he hammered out in his mind a plan for the
faltering Kresge chain, of which he had just become
president.

The Cunningham concept appears almost
simplistic when stated.

Merchandise would always be top quality, no sec-
onds, no irregulars. Prices would be lower than the
competition’s.

And topping that off would be good service and an

unqualified if the
were not satisfied.

So simple. Hundreds profess these tenets. Few
follow through.

Harry made certain Kmart did. That's why thdre
now are 1,600 Kmart stores in the United Statés,
Canada, Australia and Puerto Rico.

BUT WE'RE GETTING AHEAD of our tale.

Harry Cunningham's ascent up the corporate lad-
der was at first extremely slow. There was no indi-
cation he’d end up running the whole multi-billion-
dollar corporation. Or even that S.S. Kresge Co.
would have its name changed to Kmart Corp. in a
sort of tribute to the genius of Harry Cunningham.

When Harry joined Kresge’s management train-
ing program in 1928, he was told he’d end up as
manager of his own store in three years.

‘That had been the pace during the lush and lively
1920s as Kresge opened 100 new locations each
year. Then came 1929 and the Wall Street crash.
Kresge, like all of retailing, was stopped dead in'its
tracks. More than a decade and a world war would
pass before things got moving again at Kresge.

Harry Cunningham hung tight, learning the fine
art of marketing and polishing his managemement
techniques.

As an assistant manager, pne lateral transfer fol-

lowed another (see list of Harry’s travels). Twelve
years dragged by before that first assignment as a
manager.was Harry's.

* The store was in Grosse Pointe.

THE DELAY NEVER di: C

ingham’s mistakes while running Kmart. It had to
do with MBAs — masters of business administra-
tion graduates.

“Our training program is working in stores,”
Harry told me during lunch at Peabody’s in Bir-

Out of those years, 2 philosophy was being nu-
tured within him. When &ie spelled it out in a 1974
speech at the Graduate School of Business Aminis-
tration at University of Michigan, its stark simplic-
ity might have left students wondering why they
were spending all those hours in a classroom.

Harry Cunningham told the students to:

. Concentrate on the strengths of your associ-
ates,

2. Find excitment in your life’s work.

3. Develop ways to involve other people in your
achievements.

4. Be receptive to change.

Those in the audience might better have under-
stood if they had known about one of Harry Cunn-

Cunningham’s
Kmart career

1928 - Lynchburg, Va.
+1930 - Washington, D.C.
= 1931 - Brooklyn, N. Y.
+1933 - Detroit
+ 1936 - Wheeling W. Va.
+1936 - Lafayette, Ind.
1939 - Muncie, Ind.
« 1940 - Grosse Pointe
+1942 - Highland Park
« 1942 - Superintedent of stores
« 1951 - Assistant sales director
+1953 - Sales director
1957 - General vice president
<« 1859 - President and chief execu-
tive officer
« 1967 - Chairman of the board
+ 1972 - Chairman of the executive
committee
+ 1973 - Honorary chairman of the
board
SERVES ON BOARDS OF:
« Kmart
+Kmart in Aostralia
*Kresge Ltd. in Canada
« Warner Lambert Corp.
« Burraughs Corp.
» Bendix Corp.
« National Bank of Detroit
« Naticnal Steel Corp.

two weeks ago. “Lots of long hours. One
of my mistakes was to encourage the personnel de-
partment to start an accelerated MBA (manage-
ment lrammg) program.”

“It flopped,” he candidly admitted.

WHY WOULD IT? one might ask.

Harry explains: MBAs seem to be impatient to
reach the top. They want promotions and money —
now. Long years of seasnmng as assistant managers
and managers don’t seem in the cards for the aver-
age MBA.

Could that be a short-sighted view of retailing? I
wonder.

One thing for certain, all people who aspire for
careers in professional management could profit
from the Harry Cunningham credo.

“Business is a team effort. The task of manage-
ment, therefore, is not outstanding performance in
specmc areas, but rather the ability to see that spe-
cialists perform effectively as a harmonious group
dedicated to a common objective.”

That’s for starters.

“Good management is to an important degree an
art that defies description,” says Cunningham.

Harry has boiled down to five the points he thinks
best characterize He ad-

HARRY BLAIR CUNNINGHAM
Father of Kmart concept

of motives. a certain kind of humility

mits they may sound “trite and tired.”

But who out there would dare knock the Cunning-
ham concept, what with the amazing career he
carved following them?,

HERE ARE THE keys, in Harry Cunningham’s
own words:
1. Hard work. Excellence is always a result of
dedicated and consistent effort — particularly in
lication to grubby, ungl ous details. Many
duties thay seem irrelevant to the “big picture” or
the development of executive ability. But every
good manager is thoroughly grounded iri the han-
dling of detail.

2. Considerateness. Thoughtful regard for the
feelings, rights and needs of associates. This quality
may not always be apparent, but subordinates are
aware of it. They know the rmanager understands
their problems. Because of that knowledge they are
willing to accept severe criticism when warranted.

3. The art of intelligent listening. One of the most
valuable and one of rarest qualities. It is not simply
a matter of keeping quiet when another is talking.
It is an honest reflection of genuine interest, an un-

and mature willingness to be informed by anvone
who has something to say.

4. An openind. Management must demonstrate
a constantly alert receptivity to new ideas
concepts. new methods. The only eonstant in ar
progressively managed company is hinae.

5. Creative risk-taking. A quality reiated 1o the
open mind. Since almost every busi
in some degree a gambte. the manager
tates and frets about the dangers in every mox
never achieve anything worthwh
nast nurture at every level ¢ susi
ness to maoke mistakes in the pursuit of
ress.

SO THERE YOU HAVE a glimpse of Ha
Cunningham. the public figure.

Throughout his whirlwind career he
lost sight of his personal and family respor:
Just ask his wife Peg or his three dauvghter
might conclude from them that his score th
even higher than in the arena of the bu:
uve.

Now that’s my kind of guy.

Balcor Income Propertiés Lid.-11I

Balcor Income Properties-Iit is a newly organized limited
partnershlp designed to offer investors the opportunity to
participate in the ownershlp of a diversified portfolio of
mcome-producmg properties. The Partnership intends to
invest primarily in existing commercial and residential real

properties.

INVESTMENT OBJECTIVES
1) To provide Limited Partners with tax-free cash

distributions

2) To preserve and protect Limited Partners’

capital

3) To obrain long-term appreciation in the value of
! the Parmership’s properties

Over the years, Balcor has acquired in excess of
$289,000,000 of income-producing | properties throughout the
United States for over 7,400 individual i investors,
corporations and pensxon funds, comprising five publicly
held and 39 privately held limited partnerships.

The Balcor Company is a compatible blending of the real
estate, accounting, legal, tax and business experience of a
group of professionals capable of meeting the complex
challenges of real estate investment.

If you -would like to receive information on Balcor Income
Properties, fill out the coupon below and return it to:

Manley, Bennett, McDonald & Co.
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Detroit, Michigan 48243
) 448-8300

MEMBERS NEW YORK STOCK EXCHANGE
100 Renaissance Center, 25th Flour
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*Main Showroom

West Bloomfield

3325 Orchard Lake Road
‘Keego Harbor, MI 48033
626-0031

Teak and canvas
combined to crea
zine table. Here,
function go hand-
this the most afio
around.

Come inside for other 3
Sgle savings. SAVE 20-50%
all furniture in stock. SAVE 20-
25% on all special orders. SAVE
109% on all accessories.

Now,
$39

brasch interiors, inc.

Troy

1061 E Long taws Poas
Troy. MI 48093

528-9050

Store Hours: Man“Tm;vsv. Fri. 10:00-9:00. Tues., Sat. $0:00-5:30. Suncay 12 00-500 Closed Wedresday.

*Design Service Available at Main Showroom Only




