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• e're in us,ness 
Sy Syms Newspaper: Finally a Reality!! 

Editor-in-Chief's Greeting 
by Jason Buskin 

For every student on campus, there is 
a newspaper - the Commentator, the 
Observer, Hamevaser. There is even 

one for the alumni, YU Today. And yet it 
seems that despite the abundance of 
newsprint, the Sy Syms student's interests 
are all but ignored. 

The Exchange, the newly founded 
publication of the Sy Syms School of Busi
ness, intends to fill that void. This inaugu
ral issue marks the beginning of what wil I 
become a regularly functioning publica
tion, serving the growing population of 
business students on both our undergradu
ate campuses. Our goal is to provide the 
Sy Syms student valuable insight into 
school issues and relevant business-world 
topics. 

To that end, we will include a num
ber offeatures. A section profiling the vari
ous business majors will shed new light on 
the requirements and career opportunities 
in the growing business world. Professor 
profiles will give students more back
ground on the men and women who are 
shaping their education . Additionally, 
space will be devoted to the various clubs 
to allow postings of upcoming events and 
noteworthy information. 

In a special Alumni Section, The Ex
change wi II feature reports on where 
alumni are and how they have gotten 
there. Not only will this afford 5558 stu
dents an excellent opportunity to network 
with graduates, but it willalso be a valu
able source of information for current stu
dents on how to succeed in specific fields. 

The problems facing the Orthodox Jew in 
the business world will also be addressed. 
In addition to our regular features, we 
hope to bring qualitative reports on spe
cial interests. Articles in the works include 
a piece concerning job opportunities for 
the Aliyah-minded student, and an expose 
on the ethical side of business. 

These are just a sampling of the ideas 
and stories being worked on for the paper. 
Many more features are on the way in 
what we feel is a promising future. In or
der to maximize the potential of this pa
per we would like to hear what you have 
to say, what topics and ideas you would 
like to see in the pages of The Exchange. 
Hopefully this first issue will serve as a 
blueprint for many issues to come. We 
expect it to be modified and changed. 
However the original focus should not be 
lost, that being to provide an outlet for 
business oriented news. 

To get to the point of publication has 
not been easy. It has taken a group of hard 
working and dedicated students working 
a number of hours for the satisfaction of 
seeing the end product come to fruition. 
For this I would like to thank them and ex
press my appreciation. Additionally I 
would like to thank the Dean and faculty 
of SSSB for their corporation as well as 
Barbara Pollak, Sam Wald and Josh Fine 
for helping to bring the paper to the stu
dent body. Finally, I would like to person
ally invite students from both campuses to 
join the effort in providing this much 
needed publication. 

Placement Office 
Springs into 

Action as Job 
Search l.ntensifies 

by Heshy Willig 

A s the collegiate year draws to a 
· close, finding a job becomes a top 

priority. Whether it is a full-time 
position or a summer job that you are in
terested in, the process seems endless. 
Students use various means to procure em
ployment. Tactics range from combing the 
want ads, to relying on 'connections', to 
going to Yeshiva University's Placement 
Office. · 

The Placement Office with its many 
resources provides students with the op
portunity to find the best jobs. The office 
remains active throughout the entire year, 
networking with various firms and corpo
rations. Over the summer, letters are sent 
to seniors urging them to prepare their re
sumes for the upcoming year. Workshops 
on resume writing, interviewing and se
lecting the right job are scheduled and 
announced. 

Once back at school the Career Fair, 
held in early October, kicks off the recruit
ment season. The event allows students to 
form contacts with potential employers. As 
one Sy Syms student realizes, the " most 
important thing in beginning a job search 
is to develop relationships." This year the 
school hosted over 35 firms for the Career 

continued on page 7 
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Presidents 1 Message 
W ell, it has finally happened, The 

Sy Syms School of Business has 
become large enough to justify 

having its own newspaper. We are no 
longer the baby brother of Yeshiva and 
Stern Colleges. Thanks to the dedication 
of our faculty and administration we are 
now an integral part of the Y.U. family . 

Though the faculty and administra
tion are responsible for the remarkable 
growth of the business sch'ool, the stu
dents have contributed in no small part 
in producing the vibrant and creative at
mosphere that pervades the school. The 
activities of the fall semester were a rous
ing success thanks to the enthusiasm of 
the student body. 

One on one student tutoring enjoyed 
another successful semester. Also career 
oriented programs such as the Career Fair, 
Mock Interview, and Resume Workshop 
were held early in the semester. Although 
many of these workshops are not glamor
ous, they are necessary to prepare students 
for their entry into the busi·ness world. 

Other activities held includ.ed the 
annual student reception. This gave stu
dents the chance to meet with faculty and 
administration as well as SSSB student 
leaders. A club fair was held in conjunc
tion with the reception to acquaint stu
dents with clubs and their leaders. The 
first SSSB Shabbaton, at Stern, was a tre
mendous success. The turnout exceeded 

our wildest expectations and unfortunately 
we could not accommodate everyone. 

Now as we begin the Spring semester 
even more events and programs are being 
planned. First and foremost is The Exchange. 
We are proud to have helped launch an ex
clusive SSSB student newspaper to keep both 
students and alumni informed. We have been 
working with the staff towards shaping a vi
sion for the paper, not only for this year, but 
years to come. 

This semester will be a busy one in 
the business school. Expect activity from 
the newly formed American Marketing 
Association chapter at Y.U .. Also, the Trad
ers Club, in conjunction with the Invest
ment Club, will conduct a stock cha!lenge. 
Plans are being finalized for the annual 
SSSB dinner, which provides students with 
the opportunity to meet with both business 
professionals and faculty outside the 
school environment. 

. We urge you to take advantage of all 
of the ongoing activities and programs 
within Sy Syms. We would like to remind 
you that as your elected officials we are 
here to help you with any questions or 
problems you may have. If you have any 
ideas or suggestions, please feel free to 
approach us. 

Barbara Pollak 
Sam Wald 
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The Exchange is brought to 
you with the cooperation of 
the American Marketing 
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Yeshiva University. 

We want 
your input! 

Direct letters or 
comments to 

Bryan Ashenberg, 
R11hin ~ll'l 
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ISRAEL REPORT 
Rabin's Assassination Not Likely To Have Serious Effect On 

Economic Links With Arabs, Experts Say 

The signing of "Oslo 2" in September 
by Israeli and PLO negotiators sig
naled to many Israelis the crossing of 

a second plateau in the peace process. Al
though Israelis realize the inherent risks 
that make the peace process so controver
sial, many have grudgingly accepted it, 
looking forward to the economic growth 
that peace promises. Already, Israel's 
economy had been showing signs of ex
plosi"ve growth, as Israeli business execu
tives strengthened business ties with Jor-
dan and other Arab states. · 

On November 4, the mood changed 
dramatically: after addressing a huge 
peace rally in Tel Aviv, Prime Minister 
Rabin was shot dead by Yigal Amir, a 25-
year old right-wing Israeli enraged by 
Rabin's "land for peace" deals with the 
PLO. With the kinetic energy of a hollow
tipped bullet, the seemingly sunny outlook 
for the Middle East's economy was sud-

by Michael Spivak and Bryan Ashenberg 

denly thrown into tumult. 
As the shock of the murder faded and 

horror began to give way to resolution, a 
rejuvenated steadfastness seemed to be 
occurring in the Israeli psyche. As The 
Wall Street journal reported on Novem
ber 8, "even though many rank-and-file 
Israel is question whether commerce can 
vanquish conflict, many business people 
believe that the slain prime minister cre
ated the first sol id bridges between Israel 
and the Arab world, bridges of people and 
vested interests that are I ikely to survive 
his death." 

Barely a week after the assassination, 
Israel's Finance Ministry reported that: 
"Israel's economic growth will not be ad
versely affected by the assassination of the 
[Prime Minister] .... The facts point to con
tinued support for Israel. ... About 10 days 
ago, Moody's gave Israel a rating equal to 
A-, an improvement over the B+ rating we 

currently hold - for our upcoming issue 
of Yankee bonds. The fact that they did not 
change this after the assassination points 
to the confidence that the financial mar
kets have in Israel." 

Despite criticism by the Israeli right
wing, many Israelis had trusted Rabin as a 
leader who would not give up too much 
to the Arabs. In addition, most Israelis had 
recognized the significant economic gains 
that Rabin's peace treaty with Jordan had 
incurred. In fact, some believe that the 
economic climate that his policies created 
will be the catalyst that will spur the peace 
process forward. Israel is, tired of 47 years 
of warfare with their Arab neighbors, are 
looking forward to waging a different kind 
of battle: an economic one. Economic co
operation between Israel and its Arab 

continued on page 11 

Message From The Dean 
Sy Syms School of Business: The First Ten Years 

The Sy Syms School of Business is now 
approaching its 10th Anniversary. 
Through the generosity and foresight 

of Mr. Sy Syms and other business execu
tives who thought that Yeshiva University 
should have a school of business, the Sy 
Syms School of Business was developed 
as an outgrowth of an Accounting pro
gram at Yeshiva College. In its early years, 
the school catered primarily to Account
ing students with other areas of concen
tration considered secondary. In fact, in 
its first few years, when enrollment did not 
live up to expectations, there were discus
sions of having the school become a 
School of Accountancy rather than a 
School of Business. 

When I arrived in the 1991-92 aca
demic year, I found a school which was 
not doing very well and obviously had not 
lived up to its full potential. At that time 
Sy Syms School of Business had a grand 
total of 199 students - approximately 150 
men and 50 women. Given the marginal 
enrollments, it was qifficult to run sections 
with an adequate number of students, and 
some concentrations were in danger of 
being phased out for lack of interest. In 
the intervening four years, with the coop
eration of faculty, staff and administration, 
the school has changed dramatically. 

We are entering the 1995-96 aca
demic year with 470 students - approxi
mately 345 men, and 125 women. The Sy 
Syms School of Business now constitutes 
over 25% of the undergraduate enrollment 
at Yeshiva University, and is clearly a ma
jor factor in the University's growth and 

development. In the intervening years 
since I have been here, we have added a 
Management major; we have strength
ened the Marketing and Finance majors; 
and Management Information Systems, 
which was in danger of being phased out 
for lack of interest, is now a popuiar con
centration. 

In addition to curriculum, the faculty 
has been strengthened with the addition 
of both full-time and adjunct professors. 
In 1993 we had 8 full-time faculty and 9 
adjuncts. As we enter the Fall semester, 
we now have 10 full-time faculty and 13 
adjuncts, all of whom are dedicated to the 
mission of the Sy Syms School of Business, 
that is, training young men and women for 
leadership roles in business, society, and 
community. 

However, this is not the full story of 
t!-lc growth of the school. In the last few 
years we have brought to the campus pro
fessors such as Dr. Burton Malkiel, Dr. 
Clarence Walton and Dr. Ivar Berg. This 
Spring Dr. Walt W. Rostow, a leading eco
nomic thinker, will offer a course in Glo
bal Business. We have developed the En
trepreneurial Seminar which brings CEOs 
of major organizations to the campus to 
share their experiences with our seniors. 
We have added important courses to the 
curriculum, including International Busi
ness, Human Resources, Organizational 
Behavior, and we are planning additional 
courses in the various disciplines of Ac
counting, Finance, Management, Manage
ment Information Systems, and Marketing. 
Our placement record continues to be 

excellent and our students are still much 
sought after by the business community . 
In fact, Associate Dean Ira Jaskoll informs 
me that he had a p~oblem accommodat
ing all the firms who wish to take part in 
the Sy Syms School of Business Career Fair. 

This, of course, is not the end and we 
do not intend to rest on our laurels. Re
cently we announced a "dual major" 
where high achieving students are able to 
major in two areas of concentration. In 
addition, we are planning an Entrepre
neurial Institute, which will offer an array 
of courses in entrepreneurship; and we are 
also planning to participate in the Honors 
College whereby Sy Syms students will be 
able to enhance and enrich their educa
tional experience at Yeshiva University. In 
sum, we will continue to build and grow 
in order to maintain our position as one 
of the leading undergraduate business 
school in the northeast. 

In closing, let me say that our suc
cesses of the past few years are directly 
related to the hard work, dedication and 
efforts of everyone in the school - the fac
ulty, the administrative staff, the student 
leaders, the students themselves, and, last 
but not least, the University Administra
tion, and the Sy Syms School of Business 
Board members who continue to support 
our efforts. 

Harold Nierenberg 
Dean 
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Tutoring Program 
Free tutoring in all SSSB sub

jects is currently available to stu
dents who need assistance. For 
more information please contact 
Vice Presidents Andy Davidson 
(Uptown) at 927-9349 Ru 225, or 
Saritte Mitgang (Downtown) at 
213-0821 Br 4e. 

Big Brother, Big Sister Program 
This program is designed to 

help new students feel their way 
through Sy Syms. Juniors and Se
niors are available to answer ques
tions students have regarding 
classes, teachers, majors, etc.. For 
more information please contact 
Bennett Schachter (Uptown) at 
740-7371 Ru 513, and Iris Ofer 
(Downtown) at 685-1998 Br8f · 

Global Business: Policy making 
for the Twenty First Century 

A new course offering to be 
taught jointly by Dr. Fred 
Palumbo and Dr. Walt Rostow, 
this management elective en
courages students to set their 
eyes on the future. Dr. Rostow, 
a Professor at the University of 
Texas, is a former National Secu
rity Advisor to the President of 
the United States. The topic of 
the course is the role of the U.S. 
within the global market. Lec
tures will range in topic, from is
sues such as population growth 
analysis to the role of the U.S. in 
the post cold war era. 

The course offers a unique 
global approach to business and 

f ' ·" 

Sy Syms Dinner 
Plans are underway for the 

annual year end dinner. This 
years Dinner committee will be 
chaired by Jonathan Lifschutz, 
Etan Pomeranze, and Kenny 
Weinblatt uptown and Sarit 
Aranov downtown. The Dinner 
offers Syms students a chance to 
mingle with both faculty and 
recruiters in a non-school set
ting. 

Double Major Program 
Dean Nierenberg has an

nounced that beginning this year 
SSSB Students will be able to 
double major within the business 
school., an option which previ
ously was unavailable in the 
school. 

Traders Club 
Practice makes perfect, or so 

they say. This old adage is certainly 
true when it comes to investing in 
the stock market. In the past, AT & T 
has sponsored investment challenge 
, to allow students to gain experi
ence in playing the market, by run
ning a large portfolio. Unfortunately, 
AT & T has decided to end the pro
gram. Realizi_ng the benefits of this 
type of experience, the Traders Club 
will be running a stock challenge for 
Y.U. students. Student will be given 
$500,000 to invest in any stock on 
the NYSE, AMEX, NASDAQ Ex
changes and will be allowed up to 
50 transactions. The trades will be 
recorded based on the closing price. 
To insure reliability the trades have 
to be in before 8:00 the next 

Course News 
aims at teaching Yeshiva Uni
versity managers of the future to 
create and enforce smart pol icy 
in a new age. 

Contemporary Problems in 
Business 

The business environment 
of today affords bright entrepre
neurs the opportunity to tri
umph. In order to be prepared 
to succeed, students need to 
associate with the corporate 
world and its leaders. With this 
understanding in mind, this 
Spring's Kukin Entrepreneurial 
Lecture Series has invited some 
of the most successful corporate 
leaders of our day to present stu
dents in this class with an over-

view of their respective company 
and the •industry in which they 
operate. _ 

Among the executives that 
are scheduled to address the fo
rum of students are: Ira Leon 
Rennert, Chairman and CEO of 
RENCO, and Sam Kusomoto, 
Chairman of Minolta Camera. 
The format of these sessions wi 11 
al low students of the class to 
raise questions abou the firm 
and industry in discussion . 

Dr. Fred Palumbo is in 
charge of this course which 
aims to familiarize the leaders 
of tomorrow with the real I ife 
of corporate America so that 
they wi 11 be prepared to thrive 
when faced with the cha I lenges 

morning. Participants will be pro
vided with updates of the value 
of their portfolio every week dur
ing the course of the challenge. 
The top winners will receive cer
tificates and other prizes. 

SSSB Shabbaton 
Plans are underway for the 

second Sy Syms Shabbaton at 
Stern. Mark February 23rd - 24th 
on your calendars. 

Morg Mart 
The AMA has taken over 

Marg Mart from the Joint 
Business Society, and the store 
is once again open. On its first 
night of business, its entire stock 
of drinks and Buffalo wings from 
Dougies sold out. 

of tomorrow. 

Entrepreneurship 
In the first in a series of 

guest lecturers businessman 
Milton Gralla spoke to both en
trepreneurship classes uptown 
on January 29th. Gr al la, a self
made multi-millionaire, and co
author of the book "How Good 
Guys Grow Rich" lectured on 
many of the theories he es
pouses in his book. 

He touched on many of 
the issues which play an impor
tant role in business today, in
cluding; the sacrificing of ethi
cal standards, seeking easy 
routes to promotion and fear of 
taking risks . 

I 

Visit Sy- Syms Sclriool of Business on the Web: 
http://WWw.yu.edu/sssb/ 
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ENTREPRENEURSHIP AT 
YESHIVA UN-IVERSITY 

by Dr. Fred Palumbo 

T he term entrepreneur 
stems from a French 
word meaning "between

taker" or "go-between." Entrepre
neurs are individuals that fulfill 
in one person the function of 
capitalist, innovator, manager, 
merchant, and marketing person. 
The entrepreneur is an individual 
who perceives opportunity desir
able, and believes that success 
is possible. In sum. one can char
acterize this individual as an in
telligent risk-taker. 

Today's business leader 
must have a global perspective 
and an ability to engage in intel-
1 igent risk-taking. Potential en- . 
trepreneurs share certain charac
teristics - a desire for autonomy,
self-deterrriination, self-reliance, 
and independence. An entrepre
neurial focus is being evaluated 
by Dean Nierenberg and the 
SSSB faculty. This emphasis is 
consistent with the Sy Syms 
School of Business' commitment 
to educate and develop these 
natural inclinations within the 
undergraduate men and women 
at Yeshiva University. It will also 
work to stretch students in other 
directions, such as: (1) the abil
ity to integrate the business dis
ciplines, (2) the need to possess 
a comprehensive international 
awareness, (3) the crucial devel
opment of enhanced communi
cation skills, etc. 

The Need 

ates have frequently owned 
their own company, and many 
of our undergraduates plan to 
found one after they graduate. 
Others, want to work in a large 
company, and especially seek 
entrepreneurial opportunities, 
which allow them to practice 
entrepreneurship within the 
corporate setting. There is also 
real potential for students to 
relocate to Israel to start ven
tures. Their acculturation pro
cess has been enhanced by 
their study abroad, and the ex
tensive relationships of Yeshiva 
University in Israel. As the 
mideast political situation be
comes more settled, Israel will 
play an increasingly larger role 
in the economic expansion of 
the region. 

Yet, whether they intend 
to create their own companies, 
join a family firm, or enter an 
established corporation, 
tomorrow's entrepreneurs will 
need to thoroughly understand 
the entrepreneurial process to 
succeed. Thus, the proposed 
SSSB entrepreneurial initiative 
will be first and foremost a cen
ter of entrepreneurial educa
tion designed to prepare stu
dents for careers in both corpo
rate and independent compa
nies. 

The Goal 
Proposed SSSB entrepre

neurial objectives are: (1) to 
develop entrepreneurial skills 
within undergraduate YU stu
dents, (2) to provide a continu
ing education forum to assist 
existing small businesses and 
start-ups, and (3) to engage in 
research , participate in confer
ences, and pub I ish articles that 
will expand and add value to 
the body of entrepreneurial 
knowledge. SSSB will accom
plish these goals by combining 
theory and practice, classroom 
and workplace, human skills 
and technical skills. Also, 
practicum courses and intern
ships will allow students to 
work closely with practicing 
entrepreneurs. A more ambi
tious but attainable objective 
would be community outreach 
initiatives. • 

More to follow ... a great deal of 
planning and study is still re
quired. Stay tuned for further 

Americans will long re
member the eighties as the "Era 
of the Entrepreneur." Men and 
women across the nation pur
sued entrepreneurial ventures 
with a creative vision and drive 
as never before. Their efforts re
sulted in the emergence of vital 
new technologies, industries, 
and wealth. The time has come 
for a new breed of entrepreneur
one who is technologically so
phisticated; sensitive to cultural 
differences; competent in oral 
and written communication.s; 
creative and flexible; proficient 
in shaping integrative solutions 
to complex problems; and skilled 
in leadership techniques and the 
ability to work effectively in di
verse teams. This is the challenge 
confronting our nation's schools 
of business: to educate and train 
men and women in the complex 
requirements of entrepreneur
ship in the ever-changing mar
ketplace· of the 21st Century. .-developments on the entrepre-

-~ .. ~=-• t~~- .. 
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Prof. Randi Grossman 
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A Welcome Addition to the Marketing Department 
by Bryan Ashenberg & Richard Mensh 

1 he latest edition to the Mar
keting department in the Sy 
Syms School of Business is 

Professor Randi Grossman. Profes
sor Grossman comes to us with 
extensive marketing experience 
having worked for companies 
such as L'Oreal and Trade Winds, 
an international marketing com
pany. She continues to consult for 
Trade Winds, specializing in wine, 
cotton and fertilizer industries. 

Her educational • back
ground, having studied ir.1 George 
Washington University (B.S.), 
N.Y.U. (M.B.A.), and DrexE:I Uni
versity, where she recently 
recieved her PhD, lead to Prof. 
Grossman's preference to "work in 
the academic world". Grossman 
taught Principles of Marketing and 
Advertising Management on both 
campuses last semester. She is cur
rently teaching the Principles 
course and Buyer Behavior. Be
sides teaching she also serves as 
faculty adviser for WYUR. 

In her short time on campus, 
Prof. Grossman is highly impressed 
with both YC and SCW students. 
She describes them as "top notch 
students, serious and dedicated." 
She also feels that there is "a nice 
blend of both Hebrew and secular 
programs, without shortchanging 
the students at either end." 

Ill 

)St.udents have responded 
positively to Grossman's teaching 
style and caring attitude, calling 
her" an enthusiastic and talented 
teacher." Others were impressed 
by her request for feedback from 
students to improve her teaching 
methods. 

When asked about the mar
keting field, which many of her stu
dents wish to enter, Grossman re
sponded it has" improved some
what in the last 5 years, but it's 
always difficult for undergraduates 
to get jobs. Having a college de
gree isn't enough anymore." Most 
importantly she urges students to 
pursue fields they enjoy because 
that is the key to job satisfaction. 

Stem College, Sy Syms School of Business & Yeshiva College 

The Office of Placement & Career Services 

Is here to assist with: 

Job Placement 
Career Advisment & Planning 

Job Search Techniques 
Graduate School Advisment & Applications 

PLEASE COME AND MEET WITH US 

MAIN CAMPUS· 
Roons 415 & 419 Belfer 
(212) 960-084:) 

MIDTOWN CENTER 
Rooms 920 & 923 

(212) 140-7761/7781 



AD Exec YU '88 Urges Students "Do What You 
Love And The Money Will Follow ............. " 

Although the jokes ·persist 
that The Sy Syms School 
of Business is solely a 

school for Accountants, the 
truth is that not long ago that 
was the case. While many of us 
enjoy the opportunity to study 
finance, marketing and man
agement it wasn't long ago 
that these majors didn't exist. 
Charles Weisinger ( YC '88), 
the Research Director at Font 
& Va' Amonde, a midtown ad
vertising agency was a big part 
of beginning the Marketing 
major at Yeshiva Univeristy. 

. An M.T.A. alumnus, 
Charles spent a year learning in 
Yeshivat Keren B'Yavneh be
fore returning to YU where he 
completed his English major. "I 
always wanted to be a copy
writer, but since there wasn't a 
marketing major, English 
seemed to be my only choice,". 
he said. "A creative use of the 
English language can prove 
productive for marketing ma
jors." (A copywriter is one who 
writes the advertising pitch in
cluding slogans such as "Al
ways Coca-Cola", "You Can Af
ford It" (BMW) and "Bud-weis
er.") 

While learning under 
such Rabbeim as Reb Dovid 
Lifshutz z"tl and Rav Aharon 
Kahn shlita, Charles continued 
his internship which he had 
gained during the preceding 
summer by working part-time 
during his sophomore year and 
well into his senior year (by 
which time he was married). 
Working part-time, Charles 
made new contacts and slowly 
familiarized himself not only 
with the business but also with 
the many influential decision 
makers in the firm. Through his 
perseverance, Charles landed a 
job upon his graduation. "It's 
mnr.a imnnrt'"=lnt th":l.t ,,nrr \Alnrl, 

by Marc Plotsker 

in one firm than jump around 
to others" he said. 

During his Junior year, 
Charles lobbied strongly to 
Dean Norman Rosenfeld that a 
marketing major be instituted. 
His persuasiveness and conge
nial personality found favor in 
the Dean's eyes. "Not every
one wants to be a doctor, law
yer, accountant, maybe it's 
time we instituted a marketing 
major," he had argued. The fol
lowing year of 1987-88, Mrs. 
McBride became Yeshiva 
University's' first Marketing 
professor. 

Capitalizing on previous 
accomplishments, Charles 
founded the first Advertising 
Club of which he assumed the 
leadership role of acting Presi
dent at the start of his senior 
year. "I got funding ($50.00) 
from the President of the YCSC 
and basically my job was to 
draw attention to the many co
existing clubs at YU and Stern," 
he said. 

Charles, who was known 
in his day as true-blue believer 
in Torah U'tvtaddah, is still a 
firm believer today that experi
ence is more valuable than 
money. "If you get an intern
ship that doesn't pay, take it 
because it will be more valu
able down the road. Although 
a 4.0 is great, it doesn't guar
antee you a job; experience 
does" he said. Most impor
tantly Charles added that 
"while taking an interview, you 
have to know how to market 
your accomplishments, and 
more significantly, yourself." 

Many of us debate while 
in college which courses will 
be most beneficial to us in the 
future. Looking back, Charles 
feels he benefited most from his 
course in statistics. "I use sta-
tic:tirc: O\/Or"rl"'" nf mu lifo" ho 

said. 
Charles had no problem 

recalling his most memorable 
experience, besides graduat
ing, while at Yeshiva. "For a 
long time the sprinklers outside 
Belfer Hall were only turned on 
to impress prospective parents 
and make Yeshiva more appeal
ing." Charles recalls some mis
chievous students pouring Tide 
detergent in the sprinklers the 
night before and watching with 
amusement the following·_morn
ing as security went nuts while 
suds fell all over the garden. 

Happily married now with 
three children, Charles hopes 
to come back to Yeshiva one 
day soon and teach a course or 
two, thereby passing on his 
knowledge to the next genera
tion of Marketing majors. His 
past experiences will make us 
more aware of possible situa
tions which we current stu
dents might face in the future. 

"Staying consistent" is a 
rule which Charles feels must 
be stressed. "If you wear your 
Kipah the first day, continue 
wearing it everyday" he said. 
The same goes for when you 
leave Friday afternoon. "I 
leave 3 p.m. every Friday all 
year round. This shows consis
tency and that's crucial" he 
added. 

Charles has been most 
gracious in. the past to YU/Stern 
students offering internships 
during the summer as well as 
during the year to those inter
ested. If interested call 568-
6467 for more information. 

Whichever major you are 
interested in, whether it be 
Marketing or Finance, it is 
most important to "do what 
you love and the money will 
follow, otherwise you can't ap
preciate your successes" 
rh,,,rloc: ""'irl 

Life After 
Graduation 

by, Tamar Parness 
SSSB 1995 

I majored in Accounting in Sy 
Syms with a minor in Eco
nomics. I am glad I chose 

accounting because it was a 
great place to begin a career in 
the business world. I am work
ing at Arthur Anderson in the 
Audit and Business Advisory 
area, specifically in the Com
mercial Products Division. I felt 
that Sy Syms Career Placement 
was quite helpful in putting me 
in the best position to get 
where I wanted to go. I would 
suggest focusing on preparing 
yourself for the interview. It is 
very important to be well 
versed in the company that you 
are interviewing with. Let the 
interviewer_ know that you re
ally take a great 1nterest in their 
firm. For the most part you will 
get the same experience at any 
and each of the Big Six. I am 
being exposed to different in
dustries, and have already put 
to use many of the ski I ls I 
learned in college, especially 
in Auditing class. So far the 
hours are not too bad, but 
overtime is expected to in
crease as the year progresses 
into the busy season. 

I find that being Jewish 
does not hold me back from ca
reer advance·ment. My supervi
sors have been completely un
derstanding in terms of 
Shabbat and Holidays. 

The one piece of advise I 

have for those who will be mov
ing on to the business world is 
never be afraid to ask a ques
tion. It is better to ask if you do 
not understand, than to guess 
and do wrong. This will show 
your supervisor that you are 
eager to learn. And of course, 
always have a positive atti
tude! It wil I get you far!-
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SSSB Graduate at Deloitte and 

Touche Describes In's and Out's 
~f Road to the 8ig Six 

by Michael Spivak 

I nan interview with The Ex
change, RoAnna Bienstock, 
Manager of Accounting and 

Auditing Services at Deloitte 
and Touche, gave important 
advice to prospective Big Six 
firm job applicants. She an
swered questions on topics 
ranging from successful inter
viewing techniques, the job 
market, and what it's like be
ing an observant Jew at a large 
accounting firm. Here are some 
of the important excerpts from 
the interview: 

How important is the 
overall educational back
ground that you received at 
SSSB? 

"When you start working, 
most of your training in audit
ing is really on the job ... How
ever, just knowing how certain 
accounts work- especially rec
ognizing it from your studies or 
your CPA exam -gives you the 
background that makes it bet
ter than, say, an English ma
jor." 

How is the job market to
day? 

"In pub I ic accounting it 
fluctuates from year to year. .. 
I doubt that the firms talk to 
one another; some years it's a 
big hiring year and some years 
it's not ... I don't see any ma
jor increases or decreases at 
this time. F_rom what I know of, 
there are no major cutbacks." 

Is it true that many entry 
level people are laid off after 
the first year? 

"It's happened in the 
past, so it's true. Is it going to 
happen again? Who knows! It 
may happen, it may not. If it 
hapf?ens after two ye~rs, you 

shouldn't worry. If it happens 
after one year, you're in a 
pretty difficult position; send 
your resume out, make use of 
headhunters, just get working 
as soon as possible at any job, 
even if it's a temp job .. If you 
are laid off, don't take it person
ally; it's probably not your 
fault." 

What provisions are there 
for a religious Jew in the ac
counting world, and specifi
cally at your firm? 

"There are no provisions 
or special treatment. Anyone 
who thinks that there are will 
have a big surprise coming . 
However, at least in my firm, 
there has been a long line of 
Orthodox people before me; 
Most people know what 
Shabbat is. But if you are sup
posed to work 40 hours a week, 
you must make up the missed 
Friday afternoon hours by 
working late on another week
night or by coming in on Sun
day. Don't take ad.vantage of it, 
though. If Shabbat starts at 
5 :00 on Friday, don't leave at 
11 :00 A.M." 

What is your last piece of 
advice for students who want 
to work in the Big Six? 

"Take the CPA exam in 
May, because once you start 
work, studying for the exam is 
much more difficult. Also, 
while being inte·rviewed: Be 
yourself, be honest, and most 
importantly, remember to sell 
yourself. However, don't go 
too far in using manufactured 
'pat' answers. Don't under
emphasize you strengths and 
don't be afraid of stating your 
accomplishments." 

-~fflilln Alamni: $tay inf~r~eQJ ! 
Con-tact the Sy ·syms Offi@e at 

212-,60-tlfS.45 

Students are needed to conduct 
alumni research. 

Those interested, please contact 
Eli Ra.binowich 212-740-7929 

·'OF~ 

Full-time or Part-time, 
Placement Office Helps 

continued from page 1 

Fair, with representatives from 
various professions. Students 
were exposed to a variety of 
opportunities in and outside of 
the business world. The goal is 
to have every student's career 
i~terest represented. 

In addition to the Career 
Fair, the Placement Office held 
programs on call-backs and 
mock il)tervie.ws. It arranged for 
a recruiter from Price 
Waterhouse to discuss the job 
hunt, and it hosted a Big Six 
night for all accounting majors. 
The Placement Office also helps 
organize the annual Sy Syms 
School of Business Dinner. The 
dinner provides another oppor
tunity for students to network. 

The first students to begin 
hunting for a job are the ac
counting majors. Interviews be
gin with the Big Six accounting 
firms in late October, followed 
by other large and midsize 
firms. Joshua Levine, Account
ing Society President, says 
that, "firms are here to find a 
match. Th~y are looking for 
someone whose business eth
ics and attitudes match the 
firm's philosophy." By January, 
according to Dean Ira Jaskot, 
Director of the Placement Of- · 
flee, most accounting majors 
have found jobs. Those who 
have not l;>een able to are con
tinuing to. send out resumes, as 
the Placement Office further 
looks into untapped markets. 
As one such accounting major 
said, "I'm beyond upset, I'm 
beyond nervous, I'm just down
right scared." 

For the remaining seniors 
now is the time to begin their 
search. The Placement Office 
has two types of recruiting: the 
on campus interview, and the 
resume referral program. 

During the second semes
ter, the Placement Office brings 
in many companies and firms 
for on campus recruiting. This 
enables students to get top in
terviews, while not having to 
leave campus. Interviews are 
split between the uptown cam
pus and the midtown campus. 
Marketing and management 
majors have some on campus 
recruiting, but not as much as 
the other concentrations. As 
the finance and MIS majors 
P.rnw . thP. Placement Office is 

attempting to enlarge on-cam
pus recruiting in these areas. 
Management Consulting Firms, 
such as Deloite & Touche, 
Arthur Anderson, and Gemini 
Consulting come and interview 
finance majors, while Leman 
Bros, Goldman Sachs, and 
Merrill Lynch have come to in
terview MIS graduates. 
Adrienne Wolff, Assistant Di
rector of Placement, says that 
finance has "become a pre.tty 
competitive field, and there
fore SSSB is currently expand
ing in this area." The whole 
process cannot take place on 
campus. If a student receives 
the all-important call back, the 
interview takes place at the 
firm's office, often with a 
complementary lunch. 

The Placement Office also 
uses the Resume Referral Pro
gram to aid students in locat
ing jobs. Students complete a 
form stating which companies 
or firms with whom they are 
interested in interviewing. The 
Placement Office sends re
sumes to each company. The 
companies are then able to 
scan the applicants' resumes, 
to decide whom they would 
like to interview. The interview 
takes place at the firm, rather 
than on campus. Some firms 
prefer th is method so that they 
are able to be more selective 
before interviewing. 

For those students not 
graduating, the Placement Of
fice still serves an important 
function. Summer jobs, part
time positions, and internships 
are all handled by the office. If 
a student wants to find a part
time job or internship duri~g 
the semester, there are note
books in the office filled with 
job offers for students to 
browse . The Placement Office 
helps students write their re
sumes and cover letters. Sum
mer positions are often avail
able through the Placement 
office. Currently, summer po
sitions in the Big Six account
ing firms are being advertised . 

Whether you are inter
ested in a full time position, or 
just need some pocket change, 
the Placement Office is where 
you want to start. It does not 
guarantee a job, but it is better 
than just going at it alone. 
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SSSB CLUBS 
Accounting Society 

T
his year continues to be ex-

. tremely important and excit-
ing for all accounting ma

jors. Seniors have been busy as 
they interview for future employ
ment, while Juniors will have to 
think about employment opportu
nities as they seek positions for the 
summer of 1996; Sophomores and 
Freshmen spent time exploring the 
variety of avenues that exist for 
accounting majors; and the ac
counting society will continue to 
ease the burden for everyone. 

September was filled with 
many events sponsored by the 
Accounting Society. At "Big Six 
Night," our first event, representa
tives from the six largest account
ing firms were hosted on campus 
to field student's questions. It was 
an excellent opportunity for first or 
second year students to make con
tacts; as well as a chance for Se
niors to prepare themselves for 
their on-campus interviews. 

At our second major event, 
the "Mock Interview," students 
were given an opportunity to ob-

serve an interview with a recruiter 
from one of the large accounting 
firms, familiarizing themselves 
with the interviewing process, and 
acquiring tips for preparing their 
resumes. 

Throughout the year there 
will be a variety of other events 
sponsored by the accounting so
ciety. "Mid-Size Firm Night" gave 
accounting majors the chance to 
learn more about other fimis and 
the opportunities they can pro
vide. Additionally, monthly guest 
speakers have enriched and en-
1 ightened our students on a vari
ety of topics. 

The Accounting Society 
board is also responsible for oper
ating the cafeteria convenience 
store during evening hours, open 
after Ma'ariv until 1 :00 am; and 
assisting the SSSB Student Associa
tion with the Big Brother Program 
and Tutorial Service. · 

Joshua Levine, President 
Accounting Society 1995-96 

American Marketing Association 

I t is with great enthusiasm that 
we introduced all students to 
the American Marketing Asso-

ciation (AMA) . It has been the 
consensus of marketing majors 
that affiliation with the largest as
sociation of marketing profession
als is a valuable key both to stu
de'nts and to the Sy Syms School 
of Business. The AMA embodies 
a full matrix of marketing profes
sionals, educators and students, 
geared towards helping YOU 
reach your career_ development 
goals. The values of membership 
while in Yeshiva University are 
knowledge, skills, and practical 
experience that can not be gained 
in a classroom alone. lnvolve
·ment in activities committees and 
service as a member provide prac
tical marketing, advertising, man
agement promotion and financial 
planing experience of great value 
in today's highly competitive job 
environment. As a famous educa
tor said "professionals with a solid 
background are more likely to suc
ceed!" 

Membership does have its 
privileges!! All members of the 
AMA receive the "Marketing 

News", a monthly publication with 
day-to-day information needed by 
marketing professionals. Members 
also receive the "Employment Kit", 
which helps develop and implement 
strategies to land their first job. In 
addition, all members have full ac
cess to all international and regional 
conferences offered by the AMA. 
The Placement office will receive 
an interactive software package 
with market career information and 
job hunting tips, and will also have 
copies of the best selling book "Mas
tering The Job Hunt." 

Here at YU we are planning 
various guest speakers, trips and are 
hoping to team up with universities 
in the area to gain more knowledge 
in the field of business. We will also 
join the AMA market challenge 
competition, which provides an 
opportunity to gain hands-on expe
rience dealing with a professional 
market plan. So far we have been 
· successful in attaining our goals. If 
you have any questions please feel 
free to call us. 

Daniel Hartstein 
Michelle Stein 

Presidents AMA 1995-96 

Max Investment Club 

T
uesday night January 30, 
1996 the Investment club 
held its first meeting of the 

new semester. The meeting 
opened up with comments by the 
fund managers, Noam Schwab 
and Tai Sharon who announced 
the current NAV( Net Asset Value) 
is currently 10.11. Sharon urged 
all the current investors to be pa
tient with the club's low perfor
mance so far this year. The man
agers have asked for more partici
pation on behalf of al I the mem
bers, citing that the club is sup
posed to be a hands on learning 
experience. 

As is customary, 2 students 
gave presentations focusing on 
stocks they believe the club should 
invest in. Tai Sharon presented 
Analog Devices (ADI-NYS.E), and 
Sam Wald offered Renaissance 
Communications Corp.(RRR
NYSE) Analog Devices designs, 
markets and is the leading manu
facturer of precision high-perfor
mance integrated circuits used in 
analog and digital signal process
ing applications. Its Earnings Per 
Share for the third quarter ending 
July 29th were $.40, a 60% in
crease from 1-994's third quarter 
EPS. The company expects de
mand to remain strong for their 
products and for revenues to in
crease by 20-25% from last year's 
figure. The club purchased shares 
in the company last year at 23 3/8, 
and on 10/30/95 sold its shares at 
a price of $37 a share, a 46% re
tu rn on its investment (because 
we sold a portion of our position 
at the end of last year at $29 a 
share). The stock has recently split 
and is now trading at $24 1/2 a 
share and the club has once again 
approved of purchasing 80 shares 
at 23 1/2. 
Renaissance Communications 
Corp. went public in Feb 1994. 
The company owns 6 of the top 
50 television stations in the 
United States. The company is 
managed with a very specific fo
cus which is "to acquire and pro
mote programming attractive to 
young adults and children and to 
rigorously control operating cost." 
The Price-to-Earnings Ratio of Re
naissance is about 12x, a relatively 
low figure compared to other com
panies in the industry whose PE's 
range from about 20-25x. The club 
approved the purchase of 100 
shares at 20 1/2. The stock is now 
tr::irlinP ;:it Ci;?? 

The club's portfolio currently 
consists of: 

Sun Television & Appliances 
which is a specialty retailer of con
sumer electronics and home appli
ances. The company operates 43 
stores in Ohio, Pennsylvania, New 
York, West Virginia, and Ken
tucky. The stores sell different 
products such as; televisions, 
VCRs, refrigerators, computers, 
anr.l copiers. On December 27th, 
Sun Television & Appliances an
nounced dissappointing earnings 
for the third quarter ending No
vember 25th. The company had 
lower same-store sales during the 
third quarter which caused them 
to post an earnings per share of 
only $0.08 compared to $0.24 a 
share last year. Although the stock 
dipped to a price of $3 13/16 it 
has rebounded, and is now trad
ing at $4 1/4. 

Submicron Systems Corpo
ration is a rapidly growing supplier 
of the advanced automated clean
ing equipment, that is used to 
clean, etch, and strip silicon wa
fers during the manufacturing of 
semiconductors. On January 8th, 
Submicron announced that it had 
received over $10 million in new 
orders for its GAMA-1 automated 
wet processing systems from cus
tomers in the U.S., Taiwan, and 
Europe. These orders were repeat 
business for Submicron, which at
test to the customer satisfaction of 
these products. The company is 
expected to release their earnings 
for the last quarter within the next 
week or so. The stock is currently 
trading at 10 5/8. 

American Power Conver
sion designs, manufactures, and 
markets surge suppressers, 
Uninterruptible Power Supplies 
(UPSes), and related software for 
computer and computer-related 
equipment. They are the world
wide ma·rket share leader in UPSes 
and software for networks. 

Food Lion, which is one of 
the largest supermarket chains, 
operates in fourteen southeastern 
states. On January 4th the com
pany announced their fourth quar
ter same-store sales were up 1.3% 
and its 1995 same-store sales in
creased by 2.3%. During 1995, 
Food Lion opened 47 new stores, 
bringing its total to 1,073 stores. 
The company plans on opening an 
additional 50 stores this year. On 
January 12th Food Lion an-
nn11nr,:,rl th,=,\/ h:::,rl cinno~ -:in 



agreement to buy the assets of 
Food Fair of North Carolina Inc., 
a Winston-Salem based supermar
ket chain. The agreement involves 
eleven Food Fair stores, including 
their inventory and equipment. 
Food Lion will operate nine of Food 
Fair's eleven stores. The stock is 
currently trading at $5 1/2. 

US Long Distance is a tele
communications and information 
management services company. 
On January 5th, Allan Roness, an 
analyst at JW Charles/CGS started 
coverage on US Long Distance 
with a "buy" recommendation. 
He said the company is attractive 
for its relatively low price to earn
ings ratio, its debt level, as well as 
its growth rate. On Jan. 25, USLD 
announced better than expected 
earnings of $.21 a share for the 
1st Quarter ending Dec. 31st, a 

31 % increase from last years 1st 
Quarter. The current price is $16 
a share. 
The club is also now running a Pre
diction Contest, sponsored by 
Prof. Aaron Brown, adjunct Profes
sor at the Sy Syms School of Busi
ness. Club members are asked to 
predict the Investment Club's Net 
Asset Value for the market close 
on Wednesday, February 14. As a 
tie breaker, members were also 
asked to predict the closing price 
of Apple Computer stock on the 
same day. The member whose pre
diction is closest will receive din
ner for four at Dougie's. 

Anyone interested in joining 
the investment club or presenting 
a stock at any of the upcoming 
meetings should speak to one of 
the board members. 

Steven Farkas 

Analog Devices (ADI) 

RenafHance Communications Corporation (RRR) 

Sun Television & Appliances (SNTV) 
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EXPLORING THE 
INTERNET 

by Michael Spivak 

This issue's column will focus on useful sites for all five Sy Syms 
majors: Accounting, Finance, Management, Management lnfor 
mation Systems, and Marketing. Please be aware that there are 

thousands of other useful business links on the Web that can be found 
by exploring the Yahoo Internet hierarchy at http://www.yahoo.com. 

For Accounting majors: 
http://www.rutgers.edu/Accounting/raw/internet/internet.html 
is the most comprehensive source for accounting information on the 
WWW. Not only does it have links to various accounting journals and 
reference articles, but it also connects you to all of the Big Six firms 
home pages, providing you with information on job applications, in
ternships, and other useful stuff. Another good accounting site is The 
Accountants Home Page, located at: http://www.servtech.com/re/ 
acct.html. There is also an academic perspective at http://nsns.com/ 
Syllabits/acc. 

For Finance majors: 
A good starting point at the governmental level is FinanceNet, which 
can be found at: http://www.financenet.gov Looking for financial state
ments from the big corporations? You can retrieve reports filed to the 
Securities and Exchange Commission by accessing the EDGAR system, 
at address http://www.sec.gov/edaux/searches.html.Of course, you'll 
always want that quick up to the minute stock quote; point your 
browser to http://www.pathfinder.com/money/quote/qc and get in
stant stock quotes courtesy of Money Magazine. Or go to 
www.pcquote.com/. Dow Jones has an interesting home page at http;/ 
/bis.dowjones.com/. 

For Management majors: 
http://nsns.com/Syllabits/man/ is a good starting point if you want in
formation at the academic level. 

For Management Information Systems majors: 
Most MIS people dont need someone to guide their hand through the 
Internet, however, I did find one interesting site that explores MIS courses 
in depth: http://nsns.com/Syllabits/mis/. 

For Marketing majors: 
The American Marketing Association Home Page is located at http:// 
www.ama.org. 

The Traders Club & 

The Max Investment Club 
Proudly presents 

The YU 
Stock Chai lenge 

Enjoy the thri 11 of the stock market without the risks. 
Actively trade fictitious $500,000 portfolio. 

Awards will be given to top performers. 

Details are soon to follow. 

Watch your bulletin board for 
starting dates and kickoff meeting. 

Spotlight on: 
Majoring 

• 1n 
Finance 

by lshai Grunfeld 

T:h is past summer in the corri
dor of investment adviser 
firm where I was working, I 

met an MBA finance student in his 
final year of school. I asked him to 
tell me about his curriculum. To 
my surprise and delight many of 
the courses he described I had ei
ther al ready taken or was about to 
complete. These similarities be
tween the Sy Syms undergraduate 
degree and its graduate counter
part are by no means accidental. 
In fact, the core and major specific 
requirements as listed in our cur
riculum were explicitly designed 
to parallel those requirements of 
reputable MBA programs. One 
need only compare our curricu
lum with that of an MBA to real
ize this fact. Needless to say, I was 
greatly encouraged. As a finance 
major at Sy Syms I would accrue 
an extensive background in busi
ness studies, which would be of 
benefit both in the pursuit of an 
MBA degree and in the attainment 
of a position in the business world. 

There are few professional 
areas closed to a Sy Syms finance 
graduate. Entry level trainee posi- 
tions are available in banking, in
vestment, management, consult
ing, financial consulting, financial 
management, etc. Some students 
have voiced their concern that 
this past year finance students had 
a more difficult time finding a po
sition than did accounting stu
dents. A quick look at the record 
of the placement office will in
stantly allay such fears. Fifteen of 
the sixteen finance graduates who 
sought help from the placement 
office this past year received offers. 
Such worthies as Bankers Trust, 
Deloitte & Touche, Dun & 
Bradstreet and the Federal Reserve 
were among those who snapped 
up the new recruits. 

For those intent on the pur
suit of an MBA degree, it is of note 
that there is usually a two to six 
year hiatus period between gradu
ation from college and the com
mencement of graduate study. 
Most Ivy League graduate business 
schools require a minimum of two 
years full time work experience. 
The place of employment often 
plays a key role in the admission 

process. Firms, such as Solomon 
Brothers, can act as breeding 
grounds for the Ivy League, with 
admission rates as high as 40%-
50%. Tuition for MBA programs is 
not ordinarily paid by the em
ployer. In most cases, however, a 
student will be rehired by his em
ployer once he has completed his 
masters degre

1
<ry 

Sy Syms is still in its youth. 
. Notwithstanding its eight short 

years, however, its students have 
made their mark in the business 
world. They posses tenacity, com
mitment and eagerness which 
employers greatly appreciate. It 
is, therefore, not surprising to 
learn that many finance students 
procure part time positions dur
ing the school year and full time 
summer internships with repu
table firms. Yaakov Safier is a 
good example. Yac;ikov is a dis
tinguished finance major in his 
last semester at Sy Syms. He 
spent his sophomore and junior 
years as an intern in Merril Lynch. 
The work experience served him 
well, for this past summer he at
tained an internship in Israel at 
Marathon International Invest
ment House, an investment bank 
and portfolio management firm. 
As a result of the summer intern
ship, Yaakov has secured for him
self a full time position at the Is
raeli firm, to which he will return 
following graduation. 

Accessibility to the high 
stakes of the business world is a 
motive for many who choose to 
make finance their major. There 
is, however, another even more 
appealing aspect exclusive to fi
nance. Many of the topics 
learned therein apply equally to 
the head of a household as they 
do to the treasurer of a corpora
tion. In both roles lies the cum
bersome responsibility of invest
ing hard earned savings. Finance 
attempts to lighten the burden of 
money management by illumi
nating both the process of invest
ment and the spectra of tools 
that exist to work through that 
process. It is fro this reason that 
finance is perhaps one of the 
most practical fields of study of
fered at Y.U. 
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Improvements 
Due for 

Management 
Information 

Systems Major 

by Daniel Ritsma 

Management Information 
System has become one 
of the fastest growing 

fields in the business world. Al
ready representatives from 
Lehman Brothers and Goldman
Sachs have come to Sy Syms to 
recruit. Even though SSSB's MIS 
department is small compared to 
the 15 other universities in the 
metropolitan area who offer the 
major, companies value SSSB stu
dents whom they see are prepared 
to adapt to the changing business 
environment and absorb the ever 
growing information needed to 
compete in today's markets. 

Professor Allen B. Ziloert, 
who followed Dean Nierenberg 
from Long Island University to 
SSSB two years ago, has played a 
large role in preparing MIS majors 
for the corporate world. Recently, 
Microsoft has awarded SSSB with 
fifty licenses for Microsoft Office, 
currently the most used "suite" on 
the market, containing MS-Word, 
MS-Excel, MS-Powerpoint, and 
MS-Access. The new program was 
immediately introduced onto INF 
1020, a required course for all 
SSSB students.· Furthei improve
ments include the purch'as·e of 30 
new Pentium computers divided 
among the two campuses. · 

Addition.al MIS courses are 
currently being offered. This se
mester two new courses - a hard
ware course and an end-user com
puting course - are being offered. 
The first course focuses on the 
components of today's computers, 
as knowledge of system· functions 
will be crucial to keeping up in the 
fast paced world of computers. 

The End-user computing 
course will focus on using appli
cations that are not taught in the 
introductory course. Some of the · 
programs covered will include: MS 
Access, MS Powerpoint, and MS 
Publisher. Access, in conjunction 
with Excel, will be useful in writ
ing stock analysis, mail-merge sys
tems, and preparing a demonstra
tion for a mutual fund. 

With new resources and 
~courses, the MIS department is 
helping its students keep up with 
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Little Economic Effect due to Rabin's Death 

neighbors has expanded dra
matically in the past year, not 
only with Jordan (Israel's new
est partner in peace), but with 
such Arab states as Saudi 
Arabia, Bahrain, Oman, Qatar, 
and Tunisia- nations with 
which Israel has yet to estab-
1 ish di'plomatic relations. 

The Rabin funeral itself 
was perhaps a harbinger of 
things to come. Never before in 
the 47 year history of the State 
had such a vast armada of 
world leaders gathered in 
Jerusalem. In attendance were 
President Clinton, Britain's 
John Major, Hosni Mubarak of 
Egypt, and Jorgan's King 
Hussein, among other major 
dignitaries. In addition, Saudi 
Arabia, Oman, Qatar, and Ku
wait sent representatives to the 
funeral, despite the fact that 
they have no diplomatic rela
tions with Israel. 

The assassination has not 

continued from page 3 

affected foreign investment al
ready in process in Israel. One 
example of this is Intel, the 
world's preeminent manufac
turer of microprocessors, which 
announced in October that it 
was opening a $1.6 billion op
eration in Israel. This was a ma
jor breakthrough for Israel's ex
ploding technology sector, as 
Pinhas Landau, in the October 
22 issue of Globes magazine, 
stated: "The presence of Intel's 
plant in Israel, according to ob
jective ex-perts, will necessarily 
cause secondary fields to grow 
in the immediate run and give 
a substantial boost to all Israeli 
hi-tech related industries." Dov 
Frohman, general manager of 
Intel Israel Ltd., says that the 
Rabin assassination will prob
ably further the peace process, 
leading, in his mind, to "further 
economic breakthroughs." 

Furthermore, senior ex
ecutives from many of the for-

eign corporations, including 
Korea and Japan, who wish 
to invest in the Israeli economy 
and .booming technology mar
ket, called up their Israeli busi
ness partners after the assassi
nation to express their continu
ing interest in their business 
ventures. 

The economic ties seem to 
have their roots firmly planted 
beneath the tumultuous surface. 
Although the Tel-Aviv stock mar
ket declined 3% the day after 
Rabin's slaying, it rebounded 
only a day later. Israelis remain 
confident with their place as the 
new hot spot on the global eco
nomic scene. It seems unlikely 
that many Israelis would be will
ing to give up their newfound 
prosperity or their place in the 
economic limelight. The promise 
of continued economic growth 
remains a strong force for follow
ing the legacy Rabin left behind: 
the push for peace. 

Isaac Breuer College 

Yeshiva University 

presents · 

Purim Raffle 
Grand Prize: 

Two tickets to Israel 
Second Prize: Dinner for two at levana's 

Third Prize: Dinner for two at Le Merais 
., 

Only $10 per ticket 
Drawing March 4, 1996 

Richie 7 40-5 732 
Shimon 740-6661 
Bryan 568-8715 
Motti 927-4332 

Buy Tickets from: 
Elie 779-1453 
Lee-at 684-5749 
Lynn 532-3613 
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