
C: Today is Friday, September 16, 2005, and for the UNF Oral History Project, 
we’re interviewing Lowell Salter, Professor Emeritus of the university. Lowell, tell 
us about your background, where you came from and how you got into 
academics and how you got to UNF.  

 
S: Okay. I grew up in Louisiana, in a town called Natchitoches, Louisiana, which is 

the oldest town of the Louisiana purchase; it’s three years older than New 
Orleans. It’s in the northern part of the state, settled in 1714. It’s a college town 
and the hometown for my dad. That’s where I went to high school, and I went to 
SMU in Dallas, got my bachelor’s and master’s degree there. Then I went into 
the Navy as a Supply Officer during the Cuban Crisis. I got out after the Cuban 
Crisis and went back to Natchitoches to take over my dad’s business, which he 
had started in 1939. I worked in the business, which is a retail furniture store, and 
since I had a master’s degree, I was asked by the college located there, 
Northwestern State University, to teach part time. I started teaching part time, 
and I really liked it, and I began to compare university teaching to working in the 
family business.  I would think, gee, I am enjoying teaching more than working in 
the family business. The thing that was gnawing at me also was with the history 
of my dad. He grew up during the Depression, the son of a share cropper. He 
was the youngest of thirteen children, a very poor family to begin with, and then 
with thirteen children you can understand all he knew was a subsistence living. 
During the Depression, he was desperately searching for a job like so many 
people, so he went to New Orleans where he thought the opportunities would be 
better. I was an infant at the time. He was getting exasperated in his search, so 
in desperation used a different tactic on one of the businesses. He said, if you’ll 
let me work for you for free, you will see that I’m a good worker and then you’ll 
want to hire me. That’s the way he started to work in business, working for 
nothing. He worked there several weeks. The owner of the business would 
always walk by him on his way to his car, and one day he stopped by and said, 
you really do want to work! He said, well, I have to because I have two babies to 
support. The business owner then decided to put him on the payroll. He 
eventually became a salesperson, and proved to be a very competent one. Then 
one day, my dad gets a call from that same business owner saying, I want to see 
you. My dad immediately called my mother and said, I’ve got to go see the boss, 
I think I’m getting ready to lose my job. She prepared an apple pie to please him 
when he got home, and he went in to see this man that hired him. George 
Lehleitner was his name. He was in the wholesale appliance business. He said, 
you’re a good worker, I bet someday you would like to own your own business. 
My dad just laughed and said, you know, I’m just trying to put food on the table; 
yes, I would like that someday, but that’s out of the question. George Lehleitner 
said, well, I’ll tell you what, I’ll set you up a business. He said, I bet you don’t 
want to live in New Orleans, you would much rather be in north Louisiana where 
your family is. My dad agreed. George said, I’ll send my marketing people up 
there and find a place. We’ll get you a building and we’ll set you up in business, 
and you just pay me back as you can. This was all done on a handshake, with no 
formalized documentation. That’s how my dad got in business. He was extremely 
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successful, and kept enlarging his business and paid George Lehleitner off very 
quickly. My dad’s education was limited to trade school, where he learned typing 
and shorthand. He was able to grow the business and eventually change from an 
appliance business to a furniture business. It’s still operating today [and is] very 
successful. My brother is running it today. When I returned to Natchitoches after 
the Navy, I was the oldest son and the logical one to take over the business. I 
had a business background; my dad made sure I went to SMU because he 
thought it was the best school in the world. Here I was with an MBA, all set to 
take over the business. I kept thinking to myself, what am I going to do in life? 
The answer that kept coming to me was that I really would like to be like George 
Lehleitner, you know, helping other people get started in business rather than 
just growing an existing business that my dad made successful thanks to the 
generosity of George Lehleitner. I didn’t want to grow up as Mason Salter’s son, I 
want to do my own thing. So I kept going through this in my mind, and then 
looking at education and realizing, I could teach people how to operate 
businesses. I can do that; I don’t have the money to do what George Lehleitner 
did, but I could do that. That is when I went to my dad and said, I would like to go 
into education. If I do that, I’m going to need to get a doctorate’s degree. So I 
went back to school and got my doctorate’s degree and ended up at Eastern 
Kentucky University where I wrote my dissertation while I was there.  

 
C: Where did you get your doctorate, and what field?  
 
S: At the University of Arkansas, and it was a Ph.D. I had four fields, which were 

marketing, management, finance, and economics. Then, I went to Eastern 
Kentucky, not that I had any ties there, but they just made me such an attractive 
offer that I couldn’t pass it up.  While I was at Eastern Kentucky, UNF began 
interviewing for positions for the new university. I thought to myself, what a 
wonderful opportunity to go to a new school that has everything starting from 
scratch. I could maybe make some contributions there that you could never do at 
a university that’s already established. At Eastern Kentucky University, I had 
already started trying to play some role in helping businesses get started, but 
little did I know what marvelous opportunity was ahead for me when I completed 
my Ph.D. and Frank McLaughlin hired me, and I came to UNF. 

 
C: In 1972?  
 
S: [Yes, it was] 1972. I remember about the first day of school, the blackboards 

were all new and had a protective film on them, and we all went to class and 
wanted to write our names on the board and use the blackboards, and we 
couldn’t use them. I don’t know if you would remember that, but they had to come 
in and take this protective film off them. I remember that there were no pencil 
sharpeners in the rooms, and that was another small crisis that we had to go 
through. I also remember I had a night class that first quarter that lasted till 10:15 
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p.m. I was teaching my class one night and the UNF security man comes and 
opens the door to my classroom and says, don’t let your class out until I give you 
the clearance, there’s a bear out here trying to break into the vending machine. 
Those were my most significant memories on those first few weeks and months 
of the university. 

 
C: What were early impressions of your students and your colleagues?  
 
S: Well, it was hard to tell the difference between the students and the faculty 

because we were just so close in age. What I remember about the faculty is that 
so many of them were like me. They were relatively new Ph.D.s, they were 
energetic, they were excited about being at a new university, and so we were 
really pumped up when we went to class. The students weren’t prepared for 
several pumped-up faculty members in one semester, particularly those coming 
from a community college, and those coming back to school after being away for 
a few years. The problem was so serious that the College of Business faculty 
began having meetings to find out what each professor was doing to make sure 
that we were not giving the students more than they were capable of doing. The 
seriousness of the problem was particularly obvious after the first grading period 
[when] it shocked some of the students that their grades were what they were. 
The professors were trying to become more familiar with each other and kind of 
trying to set norms as to what was a reasonable workload for the students.  

 
C: What did you teach at the beginning?  
 
S: I was teaching marketing. I was brought in to teach primarily retail 

merchandising, because that was my undergraduate major. Really the second 
year was when things began to change for me because about two weeks after 
the semester had started, two people from the U. S. Small Business 
Administration (SBA) office came to the university to see Dean Parrish. They 
came because they said they had a grant, a contract, really, for services, that 
they wanted the university to participate in. What they wanted were students to 
counsel businesses that had SBA loans, and that were delinquent on their loans, 
and needed help in managing their businesses. It was the SBA’s hope that the 
students could get these businesses turned around so that they could pay back 
their delinquent SBA loans.  

 
C: SBA then is Small Business . . . 
 
S: [It’s the] U. S. Small Business Administration.  
 
C: Of the Department of Labor, or is it Department of Commerce? 
 
S: Neither.  The SBA is a separate federal agency. It’s one of the smaller ones; at 
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that time it had about 4,000 employees, which is really small for a federal 
agency. The contract for services was about $6,000, but to us $6,000, at that 
time, was a lot. It was the first contract for services for the College of Business, 
and they needed a professor that would be interested in finding students that 
could do this in a classroom environment and could solve the problems existing 
in the businesses. Dean Parrish could better explain his logic, but my hunch is he 
thought (a) I’ve got to find a professor to do this, (b) most of these businesses 
are going to be retail, (c) so let me call Salter in. I was called in to talk to the SBA 
about their needs. Needless to say, from my background, I realized that this was 
my opportunity to help small business owners just as George Lehleitner helped 
my dad. As a professor, this could be my way of helping businesses get started 
or turn them around into profitable operations. So I leaped on it and was really 
excited about it. We were one, strangely enough, of only about eight schools in 
the United States that were offered these small contracts at that time. This was 
an experimental program. Now, why the SBA came to our school rather than 
going to JU, I will not know, I never did ask them why, but they came to us. There 
we were, just starting our second year. We were a nobody, sort of, in town at the 
time, but the SBA came to us, which delighted me. These other schools were all 
over the United States that were experimenting with this. We had to get students 
to do this; we had already had registration, drop/add had already passed, but 
they had also talked to Tom Carpenter, [and] Dean Parrish did too. They said, 
look, you can get a contract for services, let’s go ahead and see if we can’t find 
enough students and create a course and we’ll do this. So that was the beginning 
of a contract with the SBA. It was the beginning of a counseling service provided 
by students to businesses in the community. It has grown and grown and grown 
into what it is today.  

 
C: Now that was 1973, in the fall?  
 
S: [That was] in the fall of 1973. It is my understanding that this SBA contract was 

the beginning of a series of contracts which has been the longest continuing 
contract for services that our university has. We have had one every year since 
1973. Now, the center gets money from places other than the SBA. You know, 
the center has contracts and grants that exceed $1 million now. I don’t know 
what it is, but it was about $1.2 million when I was retiring in 2001. But anyway, 
that was the beginning. The winter right after that first semester, the nine of us 
that taught that course during the fall quarter got together in, of all places, 
Boston. In Boston and we asked, how did you do this at your school? What 
worked for you? We raised questions with the SBA as to what do you do if you 
find something that’s illegal that’s going on? Do you tell the SBA?  Do you tell the 
Internal Revenue Service? We started going through the mechanics of how this 
would work at a university. So our university, through me, had a voice in setting 
this program up, which eventually went all over the United States to over 300 
universities, all of which had students working on businesses. This began to grow 
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over the years, and I started spending more and more of my time because it was 
very time intensive. The SBA was extremely pleased with the results; they were 
doing all kinds of studies to find out how effective this was compared to retired 
executives or professional people working on it, trying to build a case of is this a 
better way of doing it. That was the kind of research that we were doing. Getting 
together and sharing this became a very important thing for us to do. I realized 
that something had to be done to formalize this, so at one of our meetings in San 
Antonio, three of us sat down and said, let’s set up a national organization for all 
these faculty members that are doing this, let’s get ourselves an identity. Let’s 
have a national organization and start sharing our research and our findings and 
our operational manuals and all these kinds of things. So I was one of three 
faculty members that set the organization up. This was right at the time that 
Disney World had opened up in Orlando, so for our first national meeting–and I 
told them, I would be the program chairman and we would have it in Orlando. 
That was our first national meeting of the organization.  

 
C: What was the name of the national organization? 
 
S: It was called the Small Business Institute Directors Association (SBIDA). All of 

the graphics for the original logos came from our university. Paul Ladnier did 
them. The first program that was printed came out of our university. So we had 
our first national meeting in the late 1970s. I will have to look at the date. 
Anyway, the main thing I think is that our university was involved in the start of 
that organization. The second year I was the national president, and I played a 
very vital role in getting that organization going, and it still exists today. It is 
basically in the same format; it’s faculty providing assistance to small business 
owners with students in a classroom environment. What transpired from that was 
this: businesses started getting helped, they were very pleased with it, so they 
started telling their neighbors. Their neighbors started telephoning me saying, 
here’s what you did for this business, I sure would like for you to come and see if 
you could help me with mine. My response to them many times was, well, my 
class is full now, and I won’t have another class until next semester. Businesses 
don’t operate on a semester system, and some of them needed help right away–
this was happening to all these other faculty members. We kept saying, we’ve 
got a gap here, there’s something that needs to be filled in. So there were five of 
us that went to the SBA in Washington and made a case to them saying, look, 
we need something to help these business owners in between our classroom 
experiences. That’s when the Small Business Development Center (SBDC) was 
set up. The SBA could see–because we were faculty with research training, that 
we could show our cost effectiveness, we could show that we were creating jobs, 
we could show that we were increasing the tax base. We could show that 
statistically the businesses were growing faster than those that did not come to 
us. So this is the kind of data that we went to them with, and we said, now 
provide us with some money so that we can do this on a daily basis and not just 
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on a semester basis. That’s when the Small Business Development Center 
started.  

 
C: What year might that have been?  
 
S: I would have to go and look, but I think about 1976.  
 
C: So you operated it through courses up until that time. 
 
S: Yes, it was just me for awhile.  
 
C: Nobody else in the college? No other faculty, just you and your students?  
 
S: Yes, in a class. It was called a Small Business Counseling class, and I did it for 

graduate students as well as undergraduate students at that time.  
 
C: When the SBA came to you initially, they were trying to recoup bad loans. When 

did you move from that process into more of a counseling process? How did you 
do that?  

 
S: There are two reasons for that move. One of them, the SBA finally got out of the 

lending business and starting guaranteeing loans rather than lending money 
directly. That meant that we were dealing more with banks. As we were dealing 
more with banks, we started getting involved with businesses that didn’t have 
SBA loans. We weren’t so driven to assist businesses that were strictly 
delinquent on loan payments. The SBDC program then began to rapidly grow, 
and the SBA contract for services with UNF became quite large. We had to then 
start hiring staff. When I had to start hiring staff I thought to myself, now, I need 
to have business analysts to work with businesses, but when you hire them, are 
you going to have sufficient businesses to keep that person busy as a full-time 
employee. One of the first people that I hired was a journalism major because I 
said to myself, we need some identity, I need a newsletter–and I had tried to 
write one myself and it never came out on a timely basis, and I was quickly 
running out of things to say. Karen Brune Mathis was just starting at the time at 
the Florida Times-Union and she told me, that’s why you need a journalism 
person, because they can write about more things, and they can make it 
interesting to most people. So I hired a journalism major, Janice Donaldson, who 
is now the SBDC Director, so she started out writing my newsletter. As she was 
writing it she was also learning about the center. She would go to the workshops 
and she would hear the lectures, and over time, she started saying, you know, I 
think I could teach that, so she started teaching. That’s a whole story itself on 
how she’s gone through the ranks and learned it after twenty years of working for 
me. But that was probably one of the best decisions that I made in the center, 
that being the hiring of Janice Donaldson, not only because she was very 
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competent, but because communication was so critical to have a successful 
SBDC. Let me back up a little. When it was just me running this operation and 
working with the businesses, I immediately had to start kind of creating an 
identity for what we were doing. The business owners that we were helping in 
those early years–1974, 1975, 1976–they didn’t really know who we were out 
here in the woods. They thought we were FCCJ, they thought we were maybe 
JU. In spite of what we said, they had trouble remembering who we were. I 
thought, one thing I can do is give them a certificate when we get through 
working with them, a certificate of appreciation for providing a learning 
experience for students. So I had one made on parchment paper, framed it, it 
really looked official, and then in bold type on the top it said, University of North 
Florida. It was signed by the president of the university, and I signed it as well. 
Many of these businesses really treasured this, and they put it on their walls in 
their offices, and over time I kept thinking, they will eventually realize that this is 
the University of North Florida, this is not FCCJ. But this is how we were having 
to start early on. Tom Carpenter and other administrators, people like George 
Corrick, began to hear from business owners about what we were doing, when 
they were out making speeches in the community. They kept coming back and 
saying, Oh, Lowell, I talked to the Rotary and somebody came up and said you 
had done a great job. So they began to get this positive feedback that somebody 
from the College of Business was out there in the community making these 
inroads. They would hear comments from the bankers, from attorneys, from 
CPAs, because these were all people that we interfaced with when we were 
working with these businesses. Now this is a little confusing, I think, but before 
we started getting the grants from the SBA for the Small Business Development 
Center, I had seen the need to have a presence to help businesses on a daily 
basis. The SBA had not come forth with money, and I was not really sure I 
wanted that at that time. I thought, I would like to have one of these privately 
funded. So I went to Tom Carpenter [UNF’s first president], and I said, why don’t 
we see if we can’t get these banks that I’m working with and get them to set up a 
privately funded Small Business Center. He said, okay, let’s do that, that might 
work. So I drew up a plan for doing that, made a slide presentation because we 
didn’t have computers then, and George Corrick and I went down and saw J.J. 
Daniel and Jim Winston. We went down to see those two people with my little 
presentation to see what they thought about it. We figured if those two people 
were interested in it, it might work. Our basic thought was to get money from all 
of the banks in town and maybe major corporations. We were only looking for 
about $75,000 to $100,000 to get started, and it was to provide minimal staff to 
help businesses on a daily basis. They thought it was a good idea, and so we 
said, we want to give a presentation to some people and see if we can’t raise this 
money. So we had a meeting, and strangely enough, this meeting was on July 5–
I could not believe that all of these people were going to be in Jacksonville in the 
heat of the summer on July 5–but we had the meeting at the River Club. It was 
just Tom Carpenter and I there, and we had at that meeting Prime Osborn, J.J. 
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Daniel, J.E. Davis, Al Sinclair, Bob Shircliff, who was there representing the 
Chamber, the CEO of Prudential, and I can’t remember his name at the moment, 
and the chairman of the board of Barnett. 

 
C: You had the business power structure at the meeting.  
 
S: We could have changed the name of Jacksonville at that meeting if we really 

wanted to. They were there. That was the good part about it.  
 
C: What year was that? July 5, what?  
 
S: I would have to go back and look, but it was about 1974, something like that. But 

we had the meeting. Part of the heartache of that meeting was before we went to 
that meeting, I knew this was going to be a critical meeting, to say the least. This 
was the meeting on the mountaintop, and I wanted to be very, very ready for 
anything that happened at that meeting. I went to Tom Carpenter and I said, look, 
we need to be ready at this meeting for them to know what we want from them, 
so let’s decide right now what we want each one of them to ante up at the table. 
Tom Carpenter said, oh, no, no, let’s just see how things go. He said, I don’t 
really want to do that, so I said, okay. I left feeling very uneasy, but that’s what he 
wanted to do and that’s what we did. I did my presentation; after I get through 
with my presentation Tom said, well, do y’all have any questions? J.E. Davis 
spoke up saying, Tom, what do you want from me? Tom said, J.E. I want you to 
think about what Lowell has just said, and I’m going to send you a letter, and 
based on this letter we’d sure like Winn-Dixie to contribute to this end. My heart 
just sank. That letter didn’t go out for about three or four weeks because 
President Carpenter had other things to do, and I can understand that. Relative 
to the university this was a very small project and the presentation was all based 
on promises of things we could do because we had nothing. Well, we didn’t get 
nearly what we wanted from that meeting. I guess, today, we wouldn’t do that 
sort of thing at UNF, but we were just babies at the time. We were selling 
ourselves short in a lot of ways at that time. We were playing second fiddle to JU, 
we were playing second fiddle to everybody. I mean, we just did not have a good 
identity at the time.  

 
C: You were the new kid on the block and acted like it.  
 
S: That’s right, and we were embarrassed to be bold. So what did we get from 

Winn-Dixie? $500. What did we get from Barnett? $5,000. How did we get the 
$5,000 from Barnett? That’s a story within itself. I went on a solicitation to Barnett 
with Tom Carpenter asking them for $5,000. They told us that that was too much, 
that they couldn’t do that, but they would get back with us as to what they could 
do. Within a week of that meeting, Tom Carpenter and I were invited to the 100th 
anniversary celebration for Barnett Bank. We went to that banquet, and at that 
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banquet Barnett gives JU $100,000. They couldn’t give us $5,000, but they gave 
JU $100,000 on their 100th anniversary. Of course, it was given by the chairman 
of the board, who was sitting in on that River Club presentation that we had 
done. I rode back with Tom Carpenter from that meeting, and I said, we really got 
kicked in the rear end on this, and he agreed. I said, well, I’m mad. I’m not going 
to give up on this. So what I did, I went through my class rolls and found all of the 
students that had been in my class that worked at the Barnett Bank, and I called 
every single one of them, and I told them what had happened. I said, now y’all 
work for Barnett, and Barnett should be supportive of the school that has given 
you your education. Those students got together, and they went to Barnett, and 
Barnett gave us a check for $5,000. I realized then that working through the 
corporate environment for funding for my center could best be done through 
working with the students who worked in those corporations. So that’s what I 
started doing, tracking students as to where they were, and I tracked them even 
if they moved around. I used those students in working with their businesses for 
any funding or programs that we did. But that’s how we started, and we did start 
the center. We had a picture there of Rod Porter with me; Rod Porter was 
chairman of the board of that organization that we set up with that $75,000 to 
$100,000 that we had collected in private money. He was from the Atlantic Bank, 
and was Chairman for one year.  So he did that once, and then Roland Kennedy 
from Barnett Bank became Chairman. It was the major banks that funded that 
center, and that center operated for three years. Once the SBA came in with 
dollars, we said to ourselves, look, we can’t have a self-sustaining center here 
with people paying fees, eventually maybe self-supporting if we have a federal 
agency coming in saying, we’ll provide you the money, and small business 
owners don’t have to pay at all for the services. We basically closed the center 
down, but it was a non-profit organization for a few years. It was called the 
Jacksonville Business Development Center, JBDC. We tried to do it on a private 
funding basis, but then it became funded primarily by the SBA.  

 
Now, during all that process, I was spending more and more of my time trying to 
get this center set up, and less and less time teaching. [I was spending] more 
time in the community and less time on the campus, and more time involved in 
the national organization and less time with organizations on campus. I really 
became an outside person.  

 
C: And that was okay with your chair and dean?  
 
S: Not really. That’s what I’m building up to. As the center started growing, my 

chairman, Frank McLaughlin, expressed his concern. 
 
C: Frank McLaughlin? 
 
S: He had his own goals, and rightfully so, and he had hired me to be a professor, 
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and here I was spending more of my time doing other things. He got concerned 
about that, and we even had meetings with the president of the university about 
this because he kept saying, we’ve got to either get Salter squared away 
somewhere else, or working for me. We can’t have both of these things going on. 
It put sort of a dilemma on Tom Carpenter as to what to do. We’ve got something 
that’s working in the community, but yet we’ve got a chairman who’s irritated 
about it because I was teaching fewer classes. Dean Parrish was the in-between 
person, and he was very happy for me to deal with Tom Carpenter rather than 
with him. So that’s the way things were going at that time; Tom Carpenter was 
kind of protecting me.  

 
C: Were you spending one course release?  
 
S: I was still teaching full-time, but I was teaching more of the Small Business 

Counseling courses than the marketing classes because the SBA kept saying, 
we’ll give you more cases, so my load was going up. It got to the point where I 
was counseling between eighty and 100 businesses a calendar year. If you start 
thinking about that, trying to supervise that many, in fact, you can’t really do a 
very good job with that many. But that’s what they were offering, so I always bent  
my back to try and do it to get money into the university. That will explain, if 
someone were to ever want to know, why at one time the Small Business 
Development Center was located in building eleven. You may remember that I 
had a corner office in building eleven. 

 
C: Yes. 
 
S: When they started constructing building eleven, my part of the College of 

Business was in building ten. They were still kind of dispersing us around; they 
didn’t want all of the college in the same building, so I was in building ten. They 
started building eleven, and I looked at that building and I said, that’s where I 
need to be. I need to be away from my chairman and that department because 
they are seeing things that they don’t like, and being in close proximity made it 
difficult for me to function. I went to Tom Carpenter and said, now look, if you 
want me to run a center and grow it and use my time effectively, I need to be 
separated from the academic arm where I can do that and not get involved in any 
kind of things they do to slow me down. He understood what I wanted, so he did, 
he set me up in building eleven. It also helped people coming on campus 
because at that time, that was the first building you came to on campus, and so 
they were able to see the building, they were able to see where my office was in 
that corner, so it was easy for people to come in to see us from the business 
community. That’s why I was in building eleven and was completely separated 
from the College of Business. Now that was not good in that we were dealing 
with College of Business students.  It was not good in that I wanted to be tied to 
the academic part, but I realized to grow the center I had to do that, and so that’s 
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why it was done. That was very important in getting the business center going. 
By the time we left from building eleven, we were so big and established, and we 
had established ourselves so that we could function okay. You know when you 
have contracts and grants, you have your own budgets.  You don’t have to ask 
your chairman if you can go somewhere if you have money in the grants to do it. 
Those kinds of things were difficult to get across initially, so there was some real 
friction.  

 
C: How long did it take, roughly, to become essentially autonomous? Was it the 

mid-1980s?  
 
[end side A1] 
 
C: We were talking about the Small Business Center becoming autonomous in the 

mid-1980s. Where do you want to go from there?  
 
S: Well, we could even go back a little earlier than that. When we got our funding 

from the SBA, that’s when we started doing workshops for small businesses 
because that’s one way we could get a mass of people together that were 
interested in starting a small business. Then from that base, we could get people 
to come to meet with our business analysts. We were hiring business analysts, 
and so we needed a system. How do you do it? You get a classroom, and then 
go from the classroom to the business analysts for specific needs. So we started 
doing workshops on the campus here. What happened was this, most of the 
people that saw the ads didn’t know where the campus was. Here was part of 
that confusion with FCCJ; we would have people going to FCCJ for their 
workshop, so some of our workshops would start late because we would be 
getting calls from them saying they went to the wrong campus. Getting a place 
on the campus for workshops was difficult because we didn’t have an auditorium 
initially. We were having to get a classroom for it. Well, for small business people 
to find a classroom on the campus was a challenge, so we had to get signage, 
and I’m sure that you remember all these small business workshop signs that 
were all over the campus. We had something like eighteen to twenty of them with 
all kinds of arrows trying to show them where to park and then directing them to 
the buildings. My staff just ached every time we did a workshop saying, okay, 
who’s going to put up the signs and who’s going to take them down? If we were 
missing a sign, where did it go? But the logistics of that was something. Also, 
when we started the workshops, we always would ask the people, is this your 
first visit to the UNF campus, and the vast majority would say yes. So I realized  
very quickly that this was an important role to our program, to get people to come 
out here and see something that they did not know even existed in their 
community. I found that many of them were saying, gee, I could come back here 
and finish up my degree, which some of them that came to us did. Others were 
saying, particularly after we started the four-year degree program, well gee, I 
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didn’t know y’all had this kind of program, I think I’ll check into that for my 
children. We found ourselves more and more guiding people to the academic 
part of the university for enrollment in courses for degree programs because we 
were opening a door to them that they did not know even existed.  

 
C: You became a marketing tool for the university.  
 
S: Absolutely. We started carrying catalogs with us to our workshops for the 

university, so we became an outreach there. The deans and the president began 
to recognize that we were bringing, I do believe, in the early years, more people 
on this campus from the outside than anyone else. When the Robinson 
Auditorium was first built, we monopolized that place. We were using it much 
more than anyone else, and we were bringing many people out here. It didn’t 
take us long before we were bringing in between 2,000 and 3,000 people a year. 
When over half, and I would say probably sixty to seventy percent of these 
people tell you, this is my first time here, that is something. We don’t do that any 
more because most of these people have been out here for different [reasons], 
but at that time we were really pioneering an identity for the university. The 
presidents at that time, Curt McCray and all of them, they realized what we were 
doing, they liked what we were doing, and so we have always received very 
strong support from the president of the university and that sort of thing.  

 
C: Meanwhile, what happened to Lowell Salter the professor? Could you continue? 

Once this institute became pretty well established, were you there full-time?  
 
S: Pretty much. I quit teaching marketing classes in the mid-1980s. I was no longer 

teaching marketing classes, I was basically managing the center because it had 
gotten quite large.  

 
C: Were you teaching Small Business Counseling?  
 
S: That’s the only course that I was teaching, and then I was managing the center. 

The center started out with only four counties in the metropolitan area: in Duval, 
Nassau, St. John’s, and Clay County. The grant was for the whole state, and we 
covered those counties. Florida State covered the counties coming up to and 
including Baker County. The University of Florida covered counties coming up to 
St. John’s. Over the years, Florida State just could not cover that territory. What 
they tried to do–which administratively we always try to make things equal, and 
you can’t always function best equally–the contract with the SBA was a statewide 
contract, it was not just a contract with UNF. So when they had the statewide 
contract, and it was administered by the University of West Florida, they said, 
okay, we’ve got all these state universities, let’s try to divide this pie equally. 
Well, to divide it equally, we had only four counties because we had a high 
population density. The money is allocated on population. To make Florida 
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State’s equal to ours, they had to give them more counties. Well, they couldn’t 
reach out to Baker County, [and] that quickly became evident, so Florida State 
retrenched, and as they retrenched, we were picking up some of their counties. 
At the University of Florida, there was a different problem. The College of 
Business just wasn’t interested in dealing with small businesses; they were 
interested more in bigger businesses. Their population base was not large 
enough either to really interest them [and] the money that they were getting was 
not significant enough.  They just didn’t have an interest in it. But we tried. In fact, 
I was working closely with them. I met many times with their provost and they 
tried to get it started in the College of Business; it didn’t work there. We tried the 
College of Engineering; that didn’t really work there, even though they did a 
better job than the College of Business. They put it in Continuing Education and it 
didn’t work there. During that whole process, I was working with them trying to 
help them get it started, and I was hiring people with their budget money, which 
were really UF employees, and it just didn’t work out. Finally they said, well, 
we’re just going to give those counties to UNF, so we have an office in 
Gainesville. We had it at their industrial park area–it’s not there now, it’s 
downtown–but we have a presence in Gainesville, and incidentally, we have in 
that office catalogs for the University of North Florida if anybody wants to come to 
school here. We have them there because people came in and were asking 
about things like that. We have an office in Ocala, and we have catalogs in Ocala 
for people who are interested in going here. But we now cover eighteen 
counties–Lake City and Columbia County and all that area we help, we go to 
Fernandina, St. Augustine, Palatka and Putnam County. We have quite an 
outreach now through the counties that we cover. I know our new dean is 
amazed at how large our center is. I’m going to take him to the symphony 
Saturday night, and I’m going to talk to him basically about this. It’s not that we 
tried to go out and see how many counties we could get. It’s just a matter that we 
have done, I think, a very good job with what we had and then as we were doing 
a good job with that, then the surrounding counties started really wanting to come 
to our programs, and then they said, well, there are so many coming to yours, 
we’ll just go ahead and give you that county too. The most recent addition, and 
this happened really as I was retiring, is Citrus County. Citrus County was 
covered by [the University of] Central Florida. Central Florida just was not doing 
anything there, and all the people from Citrus County were coming up to Ocala to 
get their services. The state director finally said, well, this is ridiculous, if the 
people from Citrus County are coming up and you’re serving them and they’re 
using your resources, you should have that county. So we picked up that county, 
or they picked up the county, the year after I retired. That’s the way we’ve picked 
up things is because of that; it’s not because we’ve tried to see how large we 
could get. But our outreach is very large. John McAllister, the dean now, says, 
my goodness, you all are so huge. He says, I don’t know of any that are any 
bigger than you. I’m sure that we are one of the top five in the United States.  We 
may be number one, [but] it doesn’t really matter to me. But we are bigger than 
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many statewide programs. I can leave this with you, but I wanted to kind of show 
you where we have gone with this. This is basically a progress report for the year 
2004, which you can see that $12.7 million of capital formation was created from 
businesses that we worked with in the center. Seventy-four businesses were 
started, jobs retained, 491, sales growth of $22.4 million. 1,558 businesses were 
counseled for 6,648 hours, [and] 119 workshops.  

 
C: All over the region?  
 
S: Yes, all over the region. [There were] 3,183 attendees, probably over 2,000 are 

here. Outreach events–that’s like going to chamber things, trade shows and all 
that–750. That’s 750 times that we have been out doing something, having a 
booth at a place, you know, University of North Florida or something like that, 
urban leagues doing things, or the chamber doing things. [We had] an exposure 
to 3.6 million.  

 
C: Let me shift focus, if we can, in the time remaining, towards other aspects of your 

experience at UNF and what you’ve seen over the course of roughly thirty years 
here. You mentioned a lot of contact with President Carpenter in the first years, 
what about your experience with the other presidents, McCray, Herbert? 

 
S: I have been, and the center, has been very close to all of them. You remember 

that Adam Herbert was president of the chamber?  
 
C: Yes.  
 
S: We are extremely involved in the chamber. But every president we have had has 

worked very closely with us because the people that we have worked with have 
always been, at some point, supporters of the university, and many of them their 
first contact, many times, was with us. Jim Citrano was one of the first Chairmen 
of the UNF Board of Trustees.  

 
C: Of [what]? 
 
S: Of UNF. Well, you know he was involved in urban renewal and economic 

development downtown. 
 
C: Yes.  
 
S: Well, I’ve worked very closely with him. [I worked with] Delores Kesler getting her 

business started and growing.  
 
C: Did you counsel her business?  
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S: Oh yes.  
 
C: That must be one of your prime success stories.  
 
S: Well, when she would do things–like one thing that comes to mind is when she 

wanted to get more involved with government contracts to hire more temporary 
people. Well, she got her staff together and I went over and we worked with her 
on that. But there are others. When I go through the major contributors in the 
development office, I see so many of our clients and I see so many that have 
maybe not been clients, but we have worked closely with. [Such as], presidents 
of banks that have called us and said, Lowell, we’ve got a business here that 
needs help. We can’t help them, but you can, can you help them? Don’t tell us 
what you’re doing, we don’t need to know that, but we would sure feel better 
knowing that somebody’s helping this business.  

 
C: That’s fascinating.  
 
S: We have had, and we continue to have, a very close relationship [with the 

presidents]. When you’re doing that and those people are also dealing with the 
president, he’s very supportive of it. The faculty don’t see those kinds of things, 
they don’t appreciate those things as much, and they don’t see some of it benefit 
academically. Now, from the student’s perspective, having a class like that, the 
most common comment I get from them after they have had the class is that they 
learned more in that class than they did in any other class that they took. I tell 
them the first night that I have them in class that I really don’t believe that, but it’s 
the first time that they’ve been able to put everything together  that they know 
into one class. They only realize how much they know after they’ve been able to 
go out and apply it.  

 
C: Over the course of your time here, have you seen much difference in the 

students that have come to your counseling classes?  
 
S: Yes. Of course, the average age is slowly going down. They’re beginning to be 

younger, but they are still in their early thirties. I only do the class now with 
graduate students; I don’t do it with undergraduate students.  

 
C: Are you still teaching some in retirement?  
 
S: I’m in phased retirement right now. In fact, I’m doing it this semester. This is my 

fourth year to do it, so I’ll have one more if I do that. They are better prepared 
because they have more technology.  

 
C: I was going to suggest that their technology is better.  
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S: The way the class is taught is completely different now. I’m in constant 

communication with them. I talked to two students electronically this morning 
before I came to see you because they met with their businesses yesterday and 
last night, and they were giving me their report as to what they had done. When I 
come to class now to meet with the students, I’m not surprised at what they bring 
to class, whereas in the early years, we didn’t have computers, we didn’t have 
email. They weren’t able to send drafts to me of their work that they’re doing, for  
me to edit it and send it back. The way the class is taught is completely different.  

 
C: Do the students, in your opinion, is their thinking about business issues and their 

ability to communicate, has that increased over the years?  
 
S: Oh, yes. The way they communicate–well, yesterday I gave a student something 

that they needed to do with their business, I told them they needed to 
communicate this to the business. So the student sent an email to the business 
owners–the business owners have computers now too. So the student sent the 
business owner an email basically saying what I told the student he needed to 
do; he sent a blind copy to me, so I could see what he said. Then I was able to 
send him a pat on the back saying, that’s it, that’s the way to do it. Our 
counseling has become much more productive. With Blackboard, I can go into 
the first night of class and I already have the resumes for the students, I already 
have the businesses selected for them because I’ve had their resumes for three 
or four weeks. They have filled out all the forms, they have already read the 
student manual because it’s on Blackboard, they have filled out the release of 
liability because it’s on Blackboard. We save a week and a half that first night 
because of the technology that’s available. That makes it so much more 
productive than it used to be. Of course, when they write their reports, these 
reports go to the business owners. I’m able to edit them much better because it 
can be changed so easily on the computer. I had one student working for a large 
company, and he had to go to France right at the time they were writing their 
reports at the end of the semester. In the early years, if that had had to happen, 
that student would have gotten an incomplete in the class, and he would have 
finished it up after the semester was over. As it was, he met with me before he 
left, he wrote his paper on his way over, and after he got to France, he 
electronically sent it back to me. I edited it, sent it back to him, and he corrected 
it, and when he came back just a few days before the end of the semester, we 
were able to deliver it and he got his credit.  

 
C: Have you ever run short of businesses needing counseling?  
 
S: No.  
 
C: Do they simply apply for your center?  
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S: Yes. I look on this center as being extremely valuable to the academic arm of the 

university; it’s not just an outreach. We have students that work in that small 
business center, [and] those students tell us, we learned more working in here 
than we learned in all our other classes put together because they are seeing 
resources that are available that they never knew existed for small businesses. 
As far as maybe going into small business counseling or starting a small 
business, they know how it’s done after working at our center.  

 
C: It’s a full experiential education for your students.  
 
S: Oh, definitely. It’s an extremely valuable resource for our entrepreneurial 

program, and that’s what the college is wrestling with right now, trying to 
determine how to set up a major or a minor or a concentration in 
entrepreneurship. I’m hopeful that when it gets structured, that it’s going to be 
one that can be used university wide rather than just identified as something for 
the College of Business. Students in the College of Health, in the College of 
Engineering, communications, education, [in] all of those majors, there are 
people who want to go and start their own business, and they need to know the 
basics of how to go about doing that.  

 
C: Well, then we start with a non-profit [organization] and become an executive 

director or something like that.  
 
S: Yes. In fact, I had a student this semester that’s working with a non-profit 

organization, Cummer Gallery, and they are developing a marketing plan for the 
Cummer Gallery because it’s the same problem that a business has, they are 
concerned about their customer base and they are trying to enlarge it. The 
symphony is doing the same thing, it’s the same kind of problem, you’ve got to 
grow your base. So we do non-profit organizations [at the center]. 

 
C: Coming back to the campus, how has the center and your relations been with the 

various vice-presidents and provosts? Have they worked with you?  
 
S: Some have been closer than others. Some have not really understood 

completely all the benefits that we have. All of them have tolerated it. [laughter] 
 
C: We have Lassiter, Minahan, Merwin, Bardo, Martin, Kline, have any of them 

stood out in terms of your relations with them?   
 
S: Bill Merwin was very supportive. David Kline was supportive too. Lassiter pretty 

much let Carpenter run it, you know.  He didn’t slow things up but neither did he 
embrace it. Minahan never really understood what we were doing. But Merwin 
did, Merwin liked what we did a lot. It was primarily the president that we were 
working with, and the people in the development office because they knew that 
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we were working with the kind of people that were on the advisory boards. 
 
C: In terms of your college and the various deans there, Jim Parrish, Ed Moses, Ed 

Johnson, [and] Earle Traynham, did they accept the center?  
 
S: Yes, there was one in particular that I would rather not name that made it more 

obvious than with others, but there were some that had a problem with the 
visibility that the center had.  

 
C: [Did they feel like it had] too much visibility?  
 
S: Yes, more visibility than [they liked]. They would have preferred that the dean get 

more visibility than the center was getting; there was some real jealousy, 
particularly with one. As far as running the center, I didn’t really try to keep a high 
profile on campus as far as what we were doing. If people wanted to know I was 
happy to tell them, but I realized that there were some people, some faculty, 
some administrators, some deans, that kind of [didn’t like it]. Particularly in the 
early years, people thought that I was the dean of the College of Business. They 
either thought that I was or Joe Perry because remember Joe Perry was going 
out, and he had lots of talks. Jim Parrish was hired to get the school accredited.  
Most of the inside people that you can identify on campus were the ones that had 
a problem with what we were doing. If I had to look for a common element, it 
would be that. They would say, you’re doing too much of that.  

 
C: Looking, from your perspective, to the university as a whole, because of the 

center were you less involved in, let’s say, university committees or faculty 
associations and things? 

 
S: Yes. I was involved in search committees a lot, but as far as committees within 

faculty associations, no, I didn’t do a lot of that. I did student groups, Rotaract; 
being a member of the Rotary, I did the student Rotaract.  

 
C: What about within your college?  
 
S: Not a lot. I would be on a few committees, but not many. I went to the chairman’s 

meeting.  
 
C: Did you have a feeling you were a lone wolf on your own rather than part of the 

collegial faculty? Was that a feeling [you had]? 
 
S: I didn’t feel left out, but I didn’t force myself on people. I was pretty independent. I 

have very close friends in the college, but those that probably don’t care for what 
I am doing, I don’t force myself on them. Some of them that would question what 
we were doing, when I would talk to them I would say, I’m not asking you to 
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necessarily agree with what I’m doing. I know what I’m doing is helping the 
university, I know that, and that’s what keeps me doing what I am doing. Rather 
than you trying to tear down what I’m doing, why don’t you find something that 
you know is going to help the university too and put your energies on that rather 
than trying to be destructive to me. That’s the way I would have done it. I knew I 
was doing what the presidents wanted, I knew I was creating jobs, I knew I was 
increasing the tax base, I knew the students were being rewarded, and that was 
my role, like George Lehleitner.  

 
C: From your perspective of being here for thirty years, what are the major changes 

that you have seen in the university?  
 
S: Well, the biggest change is that we have an identity, in my opinion.  
 
C: What is that identity? How would you describe that to a visitor from Mars?  
 
S: From my perspective, from what I have done, if someone in the community were 

to ask someone or to say to someone that they wanted to start a small business, 
I would dare say our name would be mentioned. If they listed three places to go, 
we would be one of the three, and we might well be the first. The chamber has a 
small business center, probably as you know, at Gateway. In my opinion, they 
would not have that center if it were not for us. When we started the small 
business program we worked very closely with the chamber, and we were 
meeting small businesses at the chamber–I had an office at the chamber. The 
chamber did not want to put in resources to that, and that’s why we were doing it. 
They said, great, you do it, we’ll provide you an office, and so we did it, and we 
did a good job of it. As the business owners came to us and then left, they were 
saying to themselves, why do I have to be a member of the chamber? [laughing] 
The chamber realized, they let the fox in the hen house. They became more 
interested in providing resources themselves, and then they set up that center. 
Well, that’s okay. I have someone that works in their small business center in 
Gateway, an employee of mine. We still work with them, but I look at that and I 
say to myself, the chamber is a better chamber, and they are providing more 
services for small businesses than they would have if we had not contributed. We 
have helped the chamber.  

 
C: What other identities do you see as having developed over the years?  
 
S: The arts. What they’re doing over in the fine arts area, I think is great. The 

athletics have been just great. The College of Health is a real star. The College 
of Engineering. The accounting program, particularly, in the College of Business 
because their success rate with the students taking the CPA exam is one of the 
best in the nation. Even though what I have been doing has been very focused, I 
have been a supporter of all of those over the years. I keep joking with Elizabeth 
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Head about it, but every time they have their little fundraisers, we give a little 
money to fine arts. I have a music room over there, practice room, dedicated to 
my wife because she was a musician. When they built the baseball stadium, I 
contributed money to that. I contributed money to the College of Health. My first 
wife was a physical therapist, and when she died, I had all of her physical 
therapy journals from the early 1970s. I thought, what am I going to do with these 
things? So I brought them to the library. This is before we even had a College of 
Health, but I thought, well, someday they may be useful. I’m so proud that they’re 
there. Kathy Cohen used to tell me, you know we’ve got these physical therapy 
journals that go way, way back. I said, I know, they came out of my house. It’s 
good to see those journals being put to good use. We are becoming a university 
now with more than one act. The College of Education is so involved with the 
community schools now, and they are surely making a name for themselves 
there as well. There’s nobody that you can point to and say, that’s the only thing 
you’ve got.  

 
C: Over the years have you seen omissions of policies or mistakes, things we 

should have done that we didn’t do, or things that we did that we shouldn’t have 
done and have held back the growth of the university?  

 
S: This is probably not really what you’re driving at, but one of the missed 

opportunities that I think has happened at this university is they have not given as 
much credit to the employees, faculty and staff, not enough attention to them, as 
they should have. We do not have, even though we have been close over the 
years, there is no structure for us to continue to be close. I thought that when I 
got everybody together during the 25th anniversary, I thought to myself, now who 
do I get to do this. I got you and several others, you remember the team we 
threw together, and we raised over a half million dollars in three weeks or 
something, easy. [The] $25,000 or whatever they thought, we really wanted the 
$25,000. I thought that that might be a signal to the university that if a faculty 
member, or someone like me, can get a group together and get that kind of 
financial support, what could the university do if they did that on a continuing 
basis with the support that they have from the staff. I mean, we did this on a 
shoestring, just in a short period of time. They have not capitalized on that. They 
should have picked that up when Dick Kip passed away.  There are other Dick 
Kips. 

 
C: Explain what you mean, they should have picked up when Dick passed away. 

What should they have done? Is this with regard to the gifts that Dick made to the 
university?  

 
S: Yes, which were significant, as you know. There are other people like him, as 

you know, who have been educators, have invested well, and have, not huge 
estates, but in the millions, have no family, have no other interests, but the 
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university has not recognized that. I look on that as something that the university 
has lost. Now as far as the charter faculty, there is a tie there that’s different, I 
think, from the rest, but there’s no reason why that couldn’t continue with all the 
employees–not only the faculty but the staff as well. We don’t seem to have that 
together, and that to me, if you’re going to the outside and asking them for 
financial support, it’s so good when you can say what you’re getting from your 
existing employees, faculty and staff.  

 
C: The care and feeding of the faculty and staff in terms of building loyalties 

probably has fallen short of what it might have been.  
 
S: Yes, it sure has.  
 
C: When I retired I walked away, and I have friends on the faculty, but I don’t come 

back, except now for this project, I don’t come back to the university very often. 
My life is in the community.  

 
S: That’s right, and that is a gap that we have. It would be nice on occasion to have 

university get-togethers where you and I see each other, or we see others that 
we haven’t seen in years, and we can get updates on what’s happening at the 
university, and we’d have the opportunity to consider, in our own estate planning, 
gifts to the university. That comes at different stages in people’s lives, and of 
course, when they’re here at the university maybe they’re trying to get their 
children through school, so they aren’t doing a lot of that, but you try to keep that 
tie going, and at some point, they will.  

 
C: From your reflections of UNF over the years, have any individuals, 

administrators, faculty, whatever, stood out? If you were to identify two or three 
outstanding UNF people, who would you look to?  

 
S: You know, one name that comes to my mind is Jack Humphries.  
 
C: Tell me why.  
 
S: Well, he was very good at what he did, whether it be administrative or faculty, he 

loved what he was doing. He was very friendly, not only to students but with 
faculty. He was one to just kind of, for some strange reason, he just stands out 
as one that has been very good. I think that Tom Carpenter was the right 
president at the right time. I think Adam Herbert was the right president for the 
right time.  

 
C: You’re not the first person to say that.  
 
S: I think Delaney is the right president at the right time, but of course, I’m not close 
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enough here to know.  
 
[end side A2] 
 
S: Ed Moses was the right dean of the College of Business at the right time.  
 
C: Explain that.  
 
S: When he came in, and I went to the chairman’s meetings when he was dean, at 

one of the first chairman’s meetings he said, I want to hire somebody to help me 
raise money for the College of Business, and I need somebody that can get me 
into the network of people in the community in one year what it would take me 
three years to do. [He said], so if you know somebody that can do that, let me 
know. Well, I knew somebody, Julia Taylor. Julia was a very close friend of mine, 
and I met her when I was doing small business workshops at FCCJ and she was 
involved with Carol Spaulding over there. So that’s where I had initially met her, 
and that was her first paying job. She had done volunteer work with the Junior 
League and all that kind of stuff. But anyway, we became good friends, and then 
she moved from there to Riverside Presbyterian where she was doing 
development work for them. She was very good, and she liked it. So I called Julia 
Taylor, and I said, Julia, we’ve become close friends, this is something that might 
interest you, think about it. So she came, and Ed Moses hired her on the spot. 
Now, we were the first college to have somebody like that; she really knew the 
community, and I knew that before she came. She really knocked the socks off 
the development, in terms of getting [money]. She got the Pajcics involved, and 
she got some money for the college very quickly, and that’s when Adam Herbert 
took notice of her. Well, there were other people that were taking notice of her as 
well, and I had to do some work with Adam Herbert. As things go around here, as 
you know, we were always very slow to act. I was going with Adam Herbert 
downtown one time for a talk that he was doing for my group and I had to tell him 
on our way up, I said, now if you want Julia Taylor, you’re going to have to do 
something. She’s going to be at this event, and you need to let her know that you 
are interested or FCCJ is getting ready to hire out from under us. Well, Adam 
Herbert could take instructions like that and advice from somebody and say the 
right things better than any president we’ve ever had. He can size up a situation 
and say the right things and you think, wow, and that’s what he did with Julia 
Taylor. She was right on the verge of going to FCCJ to do development work, 
and his comments made her stop, and he hired her. That is when she got over in 
the other development office, and that is when some of these million dollar deals 
from the Pajcics and these others came in. So if you had to ask me who else was 
significant, Julia Taylor was very significant. I feel like that’s one of the 
contributions to the university that I like to give myself credit for, is through my 
contacts with the SBC, I was able to get her involved, and her time on campus 
was very significant in getting us at yet another level of development that surely 
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we wouldn’t have had.  
 
C: Did you or Julia bring Elizabeth on board?  
 
S: Julia did.  
 
C: Are there any outstanding characters? Are there any particular faculty or staff in 

your experience here? Colorful characters.  
 
S: No one really comes to my mind, not really.  
 
C: Somebody on the committee suggested that they wanted to get a sense of that, 

and they said, [in the] identity of the university, colorful characters stand out, we 
don’t have a Steve Spurrier, but we might have someone else.  

 
S: We had people with interesting temperaments that you just needed to 

understand that in dealing with them, people like Jack Funkhouser come to my 
mind when I think along that line. When you had work that needed to be done 
down in his department, you needed to know how to work with him to get it 
done–either you were on his side or you weren’t. 

 
C: Is there anything else you would like to add?  
 
S: I think that we have reached the point where the Small Business Development 

Center is more and more involved with the academic arm of the university.  
 
C: In what ways?  
 
S: There are three people over there in the center now that are teaching classes in 

the College of Business, and that was something that I was trying to get started 
before I retired, and I’m glad to see that it’s happening. There are three of them, 
Nancy Boyle. Janice, [and] Cathy Hagan. I made sure that Janice had her 
master’s degree in business before I went into phased retirement. I told her, 
we’re going to get a dean in here someday, and they’re going to look at this 
position and say, what are we doing having this run by a journalism major from 
the University of Georgia. It needs to be somebody with an MBA degree. So she 
did finish that, [and] she’s teaching now, Kathy is, and so is Nancy. I think that 
will help them become a part of the College of Business. I understand they want 
to expand the College of Business building, and they want to bring the center into 
the business building.  

 
C: Where’s the center located physically?  
 
S: It’s at the University Center. One of the reasons that we’re there is because it’s 
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easy for small business people to get in and out of it. They don’t have to pay $3 
to get in, the parking’s a little easier. How they’re going to address that is not for 
me to get involved in, but I do wonder. There’s no doubt about it that there are 
resources there that our center uses that the faculty doesn’t even know exist for 
businesses. One of the reasons they don’t is not because we try to keep it from 
them, [but] it’s because we’re physically detached, and it’s inconvenient for them 
to sometimes see it. On occasion we bring people over to see these things. Do 
you remember Don Wiggins?  

 
C: Vaguely.  
 
S: He was one of the top accounting and finance faculty members here. We found a 

software program for evaluation of businesses, and I mentioned it to him one 
day. I said, y’all need to check this thing out, y’all could use this in the classes, 
because it evaluates businesses five different ways and it’s really pretty good. He 
came over, he saw it, he started using it in his class, and then he started using it 
to consult. Now he’s opened his own consulting business. He does mergers and 
acquisitions. But it’s a resource that we have that some over there probably don’t 
know exists, so we need to be closer to them to do that sort of thing. I think that 
the university is moving in the right direction. I’m glad that we have not grown as 
fast as [the University of] Central Florida; it has forced us to look at things more 
carefully and not waste our resources as much as others.  

 
C: When you say moving in the right direction, what do you mean by that?  
 
S: We are trying to focus on a few programs that we’re going to do well in. I know 

that in the College of Business one of the ones that they’re looking at is 
entrepreneurship because they know, here we are with over $1 million invested 
in this, we have all kinds of software programs and subscriptions that we have, 
databases that can be used. To give you an idea, Jim, just of one, we subscribe 
to a service [with which] we can access any company in the United States, and 
we can tell you so much about that company–how long they’ve been in business, 
how many employees they have, what their locations are, their name, address, 
telephone number, email of the CEO, how many workstations they have, and 
many other things. This data is updated every ninety days. Any faculty member 
that’s doing research needs to know that that sort of thing is not only available, 
but it’s available on our campus. We pay a hefty subscription for that. There’s 
some in the college of business that don’t know that, even though we try to get 
that information over to them. A lot of them just don’t know it’s there; that needs 
to be done, we need to work harder at doing that sort of thing. Hopefully with 
them teaching and having interface with the faculty, there will be more of that 
that’s done.  

 
C: Well, thank you very much for the time you’ve spent. That ends our interview.  



UNF 14, Salter, Page 25 
 
 
[end of interview] 
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