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			  In lieu of an abstract, here is a brief excerpt of the content:
			  The Pipe Line 109 fessed to me, "but, by God, they can't place us." There is another, and more important, weapon. The businessman wants more than power; he wants it rationalized, and so long as the academic withholds the final blessing, he keeps a weapon of considerable power. Let him look to it zealously. To repeat the point of these paragraphs : the crux of the problem is not the pressure from business, but the posture of the academics. There are issues, and vigorous debate of them is more vital than immediate "co-operation." Communication, yes, but the active kind too-the kind, for example, in which educators do not accept grants for further vocationalism. For the burden of leadership is theirs; instead of looking forward to the upsurge of the humanities so regularly proclaimed every year, educators can serve all of us, businessmen especially, by boldly reasserting the integrity of their own institutions . Those who do will inspire hostility from some businessmen , but business is not monolithic in distrust of the humanities. Not yet. cHAPTER 9 The Pipe Line BEFORE WE FOLLOW THE SENIOR INTO THE CORPORATION's POSTGRADUate training schools, we must pause a moment longer on the campus. For it is here, in one important respect, that these new schools are being shaped. They are a projection of what the senior wants, and more than corporations care to admit, what the senior wants these days has a lot to do with what he gets. Corporation people talk much about the intensive screening by which they have sifted out of the common ruck such a superlative group of recruits for their particular organization. The blunt fact, however, is that these days it is the college senior who does most of the screening. With more job vacancies than there are graduates, the attractive senior will usually have some eight or nine offers to choose from. He does not throw the advantage away. What he wants, above all, is the guarantee of a training pro- 110 T H E 0 R G A N I Z A T I 0 N AI A N gram. Almost every recruiter implies to him that he will find security , happiness, and perpetual advancement if he chooses Ajax, but he is apt to remain visibly unimpressed unless the recruiter can back up the promise with a training program-and a formal, highly organized one too. Seniors don't leave it at that either. Having narrowed the choice to companies whose brochures promise training ("individual development program tailored to your particular needs" . . . "no dead-end jobs" . . . "no ceiling"), the senior starts apply· ing other yardsticks. How long is the training program? Is it a real training program or just afterhours indoctrination about the company? Will he be exposed to many different operations of the company or will he be pigeonholed in a specialty? How will he be rated? Is the program geared to a fixed salary increase schedule ? What he wants is a continuation. He is used to formal training and he is wary of stepping out into the arena without a good deal more. This is one of the reasons he does not incline to the smaller firm; it may offer opportunity, but it offers it too soon. By contrast, big business's reassuringly institutionalized schools-sometimes complete with classrooms, dormitories, and graduating classes-is an ideal next step. It will defer opportunity until he is ready for it. For the same reason, it offers him far more security; the more the company spends on him, goes a popular line of thought, the less likely is it to let its investment in him lapse. The training program, in short, promises to obviate the necessity of premature decision, and to those concerned because they don't yet know what kind of subspecialty they want to follow, enrollment in the formal program is a sedative. "We tell them, in effect, 'You don't have to make up your mind,' " says one executive. " 'Come with us and you will find out while you're in training.'" The companies which deliver best on this promise, as a consequence , are the ones that get the most applicants. Students are not easily fooled; by spring they are connoisseurs of placement interviewing , and their information network is quick to pass along the word about specific company situations. If the placement director is energetic he will have checked up with recent alumni as to how well the companies have done by them... 

			

			

			
			
			
			
			
			
      

			
			
			
						
			
				
					collapse
				
				
					
					You are not currently authenticated.
									
					If you would like to authenticate using a different subscribed institution or have your own login and password to Project MUSE

					Authenticate
				

			

			
			
			
    	

    	
    	




	
		

		

		
		

		

		
    
    
	  Share


    
      
      
        

      
               
      
  		
  		
    

		
    
		

		
			
			
		

    


	





    	
    	
    	
    	
    	




    	
	
		
			Additional Information

		

				
			
			
							
			
				
					ISBN
				

				
					9780812209266
				

			

			
			
			
				
					Related ISBN(s)
				

				
					9780812218190
				

			

			
			
			
			
				
					MARC Record
				

				
					Download
				

			

			
            
			
			
				
					OCLC
				

				
					859161029
				

			

			
			
			
				
					Pages
				

				
					448
				

			

									
			
			
				
					Launched on MUSE
				

				
					2014-01-01
				

			

			
			
			
			
				
					Language
				

				
					English
				

			

			
			
			
				
					Open Access
				

				
					
					No
					
				

			

			
			
			
			
		

	

	
		
		
		
			Copyright

		

		
			2002

		

		

		

	






		
			
				
					
						Project MUSE Mission

						Project MUSE promotes the creation and dissemination of essential humanities and social science resources through collaboration with libraries, publishers, and scholars worldwide. Forged from a partnership between a university press and a library, Project MUSE is a trusted part of the academic and scholarly community it serves.

					

					
						[image: MUSE logo]
					

				

			

			
			
				
					
						
							
								About

									MUSE Story
	Publishers
	Discovery Partners
	Journal Subscribers
	Book Customers
	Conferences


							
							
								What's on Muse

									Open Access
	Journals
	Books
	The Complete Prose of T. S. Eliot
	MUSE in Focus


							
							

						

						
						  
								Resources

									News & Announcements
	Email Sign-Up
	Promotional Materials
	Presentations
	Get Alerts


							
							
								Information For

									Publishers
	Librarians
	Individuals
	Instructors


							
							

						

					

					
						
							
								Contact

									Contact Us
	Help


									
											[image: Facebook]
	[image: Linkedin]
	[image: Twitter]


									


							
							
								Policy & Terms

									Accessibility
	Privacy Policy
	Terms of Use


							
							

						

						
							
								2715 North Charles Street
Baltimore, Maryland, USA 21218

								+1 (410) 516-6989

								muse@jh.edu

								©2024 Project MUSE. Produced by Johns Hopkins University Press in collaboration with The Sheridan Libraries.

							

							
								Now and Always, 
The Trusted Content Your Research Requires

								
								
								[image: Project MUSE logo]
								
								[image: Project MUSE logo]

								Now and Always, The Trusted Content Your Research Requires

								Built on the Johns Hopkins University Campus

							

							

						

					

					

				

			

			
				Built on the Johns Hopkins University Campus
		
				©2024 Project MUSE. Produced by Johns Hopkins University Press in collaboration with The Sheridan Libraries.
			
			
		
		

		
		
		
		
		
			Back To Top
		

		
		
		
		  
		
		
		
			
				This website uses cookies to ensure you get the best experience on our website. Without cookies your experience may not be seamless.

				
				
				
				
				
				  Accept
				

				

			

		
		
		
		
		
		
		
		
		
		
		
		
		
	