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They All Have Praise

Ask any wellinformed macaroni man what he thinks of
“Cicaco MILL” Boxes. Invariably he will tell you of the
excellent quality of the package, the super-service he re-
ceives on all orders, and of the unusually low prices.

Then you will easily understand why “CHicaco MiLL" sells so
many boxes to the macaroni trade and why you, too, should
be one of their regular customers.

(iicaco MiLL axe [uMBER (QMPANY

510 North Dearborn Street
CHICAGO
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The rapidly growing demand for COMMANDER

SEMOLINA has made it imperative to. .

Increase Our Capac1ty

We have installed the latest in 1mpr0ved
purifiers, milling separators and; “other
devices.

We are, therefore, in a better pOSli_;rlj_(_)p{;tO
give you real service and above all th *very

Finest Quality Semolmi

modern milling science can produceﬁ

Our productive record proves that 'Com- _

mander Semolina is “Right’’ ln..:._j:;}éﬁe’f‘y
respect.

Let us demonstrate and you Wlll be :ﬁ:?:‘con-
vinced!

Wire today

Commander Mill Co. - aneapo]ls

Millers of . o
Commander “Superior’’ Semolin

B Augustis, 1024
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no strings to

our offer—the w & p
~ catalog of macaroni

machinery is yours
- W1thout obllgatlon

& drop us a lme

or -mall this coupon

baker-perkins company inc
saginaw, michigan

gentlemen: if you 're quite sure it won't obligate
me a bit, i 'd like one of your new catalogs of macaroni
machinery
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| Cooperate With Vigilance Committee

, Corrective laws passed by Congress or state legislatures  the chief source of unfair competition most often complained

or rulings and definitions made by the various governmental
bodies may serve to reduce the number of violations but
they seldom attain their objective of complete elimination
of offenses aimed at.

While the Macaroni Manufacturing Industry is happily
free from numerous and consistent violations of the existing
federal and state food laws or of the generally recognized
fair business practices, even the limited number of trans-
gressions that occasionally come to notice appeal large in
the eyes of competitors affected.

To aid the authorities in the enforcement of the present
laws and rulings and to advise with them when new laws
are proposed or old ones are to be amended the National
Macaroni Manufacturers Ausouiatinn,-spcnking for the law
abiding element in the industry, appointed a special com-
mittee to be known as The Vigilance and Legislative Com-
mittee.

This action was taken because of the general demand in
the industry that some kind of supervisory body be created
to wateh over the industry and to bring violators to a Tull
realization of their duty and responsibility to themselves, to
their fellow business men and to the consumers.

In choosing the personnel of this important committee
President Henry Mueller realized its heavy responsibilities
and wisely included on it men of high standing and wide
experience from various sections of the country. This alone
augurs for the success hoped for and should bring to the
committee the sincere cooperation which must be accorded
it if it is to accomplish its objective.

The functions of the Vigilance and Legislative Commit-
tee are as follows:

To study existing state and national laws and rulings as they
affect macaronl manufacture and sale, e

To watch all proposed new laws and amendments of old ones.

To recommend such new laws or rulings as will benefit both

of in our industry, If all hrands were sold on their merits
and selling done on generally approved lines the present
differential in the cost of production and distribution would
be reduced to a minimum and the whole trade stabilized.
The general results would he hetter goods at prices that
would result in profitable husiness.

it has been suggested that the Vigilance and Legislative
Committee swing into action along the following lines:

On discovery of intentional violation of existing food
laws or trade practices the committee will take up the mat-
ter directly and confidentially with the violator, showing
now and where the violations oceur, how they affect the
business of the violators as well as that of competitors and
the industry generally and to urge the entire elimination
of the unfair procedure complained of. Iailing to acecom-
plish their objeet in this peaceful manner, repeated viola-
tions are to be veported to the proper authorities and evi-
denee submitted that will result in the prosecution of the
persistent transgressor,

When new laws affecting our business are proposed or
amendments of existing laws suggested the Vigilanee and
Legislative Committee should seek publie heavings thereon,
and see that the macaroni makers’ views and opinions on
the probable effect of the changes be considered.

Cases of misbranding, mislabeling, misrepresentation and
gimilar violations coming under the observation of maea-
voni manufacturers should be immediately reported to the
nearest member of the National Vigilunee and Legislative
Committee and such evidenee submitted as will enable that
hody to proceed ‘intelligently in eurbing such violations. It
is hoped that through proper, earnest and fuir cooperation
on the part of the entire industry the number of objection-
able practices, rare as they may be at present, will be great-
ly reduced, to the everlasting benefit of all concerned,

Violators should BEWARE OF THE VIGILANCE COM-
MITTEE. 1onest may profitably CO-
OPERATE with this new body. The *‘cleansing machinery”’
has been created. 1f the better class of manufacturers will
help to operate the machine properly the results should more
than justify the little exertion that sincere and, whole-
hearted cooperation entails. ;

manufacturer and consumer, .

To strive for uniformity In ¢he food laws of different states in
order to eliminate the confusion that arises out of the pres-
ent variations.

To guard against improper buclness practices such as mislabel-
ing, misbranding, misrepresentations, unfair dealings, Im-

Ak :-‘ : proper advertising and all unethical practices of manufac-
4L, C O R ture and distribution,
(e e '] 5

) o Violations of the nature above referred to have been
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manufacturers

- QUALITY

Eat More Macaroni—the

SERVICE |

Best. and Cheapest Food

| MINNEAPOLIS MILLIN
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Macaroni

R.,-mond Watts, Trade

The question of good will for a manu-
factured product is one which involves
. mysterjious and silent factors, It
many mysteriot
is not at all unusual for a manufacturer
of some otherwise perfectly l,'.m"l prod-
uet to find himself up aganst some
mysterious and unseen factor which
]n:cvunls his product from ulpm!ulg_lhc
volume of sales that surface indications
seem to show it should reach. Oft-
times the quality of his product and the
price at which it sells are favorable,
the package attractive, the advertising
good, and his distribution and sales or-
ganizations well perfected, but for some
reason the retailer does not push the
product as he should.

It is then that the manufacturer be-
gins investigating the parts of his busi-
ness that had not reeeived mucl_l at-
tention previously. It is not unlikely
that the shipping department may come
in for its share of the investigation and
the question of packing, that had pre-
viously been considered as merely a
necessary evil, will be discovered to be
an important factor in the attitude of
the retailer toward the product..

Retailers do not like to receive dam-
aged shipments, They do not like to
be annoyed with the necessity for mak-
ing claims to the railroads and if they
are wideawake and understand their
profit they are likely to be greatly an-
noyed at the product which reaches
them with small amounts of damage,
too small to justify a formal claim and
yet sufficient to injure the value of the
goods, force them to put them on the
bargain counter and eventually rob
them of their full profit.

Ior example a retailer may reccive
a case of merchandise containing 12
packages. If one package is damaged
he cannot afford to make a formal com-
plaint, but if he understands his busi-
ness the chances are he will realize that
the loss of that one package has robbed
him of the bulk of the profit on the
entire case.

It is natural that a reiailer would
hesitate to push articles that are con-
tinually reaching him in damaged cases
or with one or two pirkages made un-
salable because the merchandise had
not been properly packed,

It grows increasingly apparent that
packing is a highly important factor not
only in redueing claims but in creat-
ing good will with the retailer. The
problem of packing macaroni is one
which must receive special care. Maca-
roni is a fragile product and its sala-
bility is definitely deereased if it
reaches the consumer broken into small
pieces as the result of improper pack-
ing. The result is that it is almost im-
perative that macaroni be, shipped in
a first class container, one that is cer-
tain of delivering the product to the
consumer in the same econdition in
which it left the factory. It is not a
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Packing and Good Will

Extension Manager Natlonal Association of Box Manufacturers

product that can be easily examined
to ascertain if there has been any dam-
age and for that reason is subject to
greater ill will when the customer finds
that what looked to be a good package
contains macaroni which has been
broken up into short pieces.

The first cssential is a packing case
which has sufficient rigidity to resist
weaving and to resist transference of
the shocks, which every shipment must
receive, to the actual contents of the
case. |

This is a strong point in favor of the
wood box as a macaroni container. The
wood box does not depend on the con-
tents for either strength or rigidity.
By its very construction it is the fmfe:?t
against weaving or skewing which is

yii's i
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almost cgrtqin to injure a product like
macaroni. . Y

‘When the contents are something 44
fragile as macaroni, containers that
have to depend on the contents f,

strength are almost certain to give l5q

"results when cases are piled or stackeg

in warechouses as they must be when
they pass through the wholesaler'y
plant. A wood box with its superioy
rigidity and greater strength protect
the box on the bottom' of the pile s
surely as the box on top and assupeg
the delivery of the contents uninjureq
by erushing. :

Another important point favoring
the wood box for macaroni shipments
ig its freedom from damage by mois.
ture ‘and its ability to protect th. con.
tents from moisture. There is no tend-
ency on the part of a wood container
to soak up dampness and transfer it to

- the contents.

What America Was Looking For

The third of a series of short articles on
“The American Ways" prepared by Bank of
the Manhattan Company, New York, N. Y.,
dealing with America’s early troubles in
golving the stupendous transportation prob-

lem.
- [ ] L ]

America never would have been dis-
covered or developed except for the
creation of adequate systems of trans-
portation by water and land.

Here was a wonderful new continent,
fabulously rich in every natural re-
source and needing only the touch of
human genius to make it bring forth its
wealth. But, for 2 centuries after the
coming of the first settlers, eivilization
halted at the Atlantic seaboard.

Progress was controlled by trans-
portation, and transportation was slow,
expensive and inadequate. It meant
months of toil and hardship for a fam-
ily to move from New England or New
York to the prairies. Because trans-
portation means were primitive the
natural resources of the richest coun-
try in the world lay largely undiscov-
ered and undeveloped. Progress moved
haltingly until some better means of
transportation should be devised.

What America unconsciously was
waiting for was the railroad.

The invention of the steam engine
Nad already lifted the whole world to a
higher economic level. It had given
to mankind a new servant of immeasur-

able strength—tireless, obedient, and '

witl_n almost unlimited productive ca-
pacity. Then one day the steam enging
was put on wheels; it became a loco-
motive and was set to work moving
men and goods from place to place.
On July 4, 1828, the 52nd anniversary
of the signing of the Declaration of In-

dependence, ground was broken at Bal-

timore for the first American freight
and passenger railroad,

It was appropriate and significant
that the initial act in this building
should be performed by tha venerable

Charles Carroll of Carrollton, who was
at that time the only surviving signer.

“I consider this,’”” he said, ‘“‘among
the most important acts of my life, -c-
ond only to that of signing the Deci«-
ration of Independence, even if secon.l
to that.”

Almost a century has elapsed sinee
that historic event. In signing the
Declaration of Independence Charles
Carroll had helped to lay the corner-
stone of a nation whose ideals are fitly
expressed in the noble instrument that
bears his signature. In atarting the
construction of this railroad he helped
to lay the cornerstone of our entire
economic structure.

With our first railroad a great new
period of American progress was born.
Thus began a national development
without parallel in all history.

TEN RULES FOR HEALTH

Here are 10 commandments of health
given by Miss Maria Leonard, dean of
women at the University of Illinois, in
the Daily Illini:

Eat less, chew more.

Ride less, walk more.

Clothe less, bathe more.

Worry less, work more.

Idle less, play more.

Talk less, think more.

Go less, sleep more.

Waste less, give more.

Scold less, laugh more.

Preach less, practice more.

“One can’t have moral cu.webs
when his muscles are clean,’’ said Dean
Leonard. “‘From every 100 persons
alive, 36 will dié from preventable dis-
eases before they reach 65 years of
age. If yon want to be one of the 64
who reach the age of 65, follow the
above rules,”” "

Health at its best, she
sistance to dise
mental tension,,

S g
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Convention “High Spots”’

Convention  programs call for a
studied and prearranged array of set
talks, long addresses and prepared pa-
pers, full of information ol great value,
but often the real ‘‘meat’’ of the con-
vention is found in the general discus-
gion that follows.

At the 1924 conference of the maca-
ron; industry of America there was per-
haps the heaviest program ever at-
tempted, in fact almost too compre-
hensive. But the ‘‘free-for-all’’ con-
sideration of questions strictly of in-
terest to the actual manufacturer that
occurred in the closed sessions brought
out invaluable information. All of it
is not new to all who attended, but
sufficiently so to be included in the
high spots which will be touched upon
here.

In this resume it will be our pur-
pose to refer to the various ideas pre-
gented and some of the comment there-
on, without erediting it to any one in-
dividually. 'We take this stand because
the same thought may have been men-
tioned by 2 or even 3 macaroni manu-
facturers during the 3-day conference.

LENEE D B

MY BEST ADVERTISING STUNT
THE PAST SEASON

1—S8ubstitute Macaroni Products for
Potatoes

One company is making this the key-
note of its 1924 advertising and reports
fine progress. It recommends to the
American honusewives that macaroni or
spaghetti be substituted for potatoes
at least 2 or 3 times a week, because our
product is a better food and a substi-
tute that will be appreciated.

In 1923 this country raised 450,000,-
000 bu. of potatoes and most of them
were for domestic consumption, Fig-
uring 60 1bs, to the bushel, that makes
27,000,000,000 1bs. of tubers that found
their way to'the American table. Sup-
pose that through suggestive and con-
structive advertising we succeeded in
getting a 5% substitution, what a won-
derful impetus it would give the con-
sumption of our products!

The general argument brought out
the point that the people of the larger

cities may be influenced in that way
and indulge in a variety of foods
through substitution of macaroni prod-
ucts for potatoes but that it would
hardly appeal to farmers who raise
their own potatoes and store a quan-
tity sufficient for home use.

2—COooperating with Hotel and Res-
taurant Chefs

A company is now pushing a cam-
paign that seeks the cooperation of the
chefs of hotels and restaurants to in-
clude macaroni and spaghetti more fre-
quently on their menus. The first step
taken was to see that they had a knowl-
edge of the proper preparation of the
foodstuff in a way that it would leave
a lasting and pleasing impression on
the diners. Some $8,000 has already
been spent and some good has been ac-
complished, -though this is naturally
slow work and can best be carried- out
in one’s home market.

One manufacturer told of a restau-
rant in St. Louis that serves from 250
to 300 spaghetti portions every night.
That it begins serving it at 6:30 break-
fast and continues till late at night.
The proprietor is succeeding because
he started right, gives his patrons good
goods with ei2gant sauce and fine serv-

ice.
3—''Take Home a Quart’’

* A firm has had printed some attrac-
tive display signs bearing the message,
‘‘Spaghetti, Take Home a Quart.”
These were distributed to the many
leading restaurants serving that firm’s
particular brand. You'd be surprised
to learn of the quantity of this food-

stuff that was purchased at these places

in prepared form for home use.
Another firm had made use of the
same message but had added to it the
phrase, ‘‘The Cheapest Meal on Earth,”’
This eame in for considerable eriticism
during the convention, which argued
about as follows: We cannot approve
of that part of the message which states
that ‘‘Spaghetti is the Cheapest Meal
on Earth”’ because it tends to lower
our food in the estimation of the vigi-
lant American housewives. They will
be ashamed to serve it to company for
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fear of heing criticised that the guests
were given cheap food, Say all you can
or want to say about the good food
qualties of our produets and about its
economies, but don’t go too strong on
its cheapness unless you are catering
to the poorer classes of consumers.

4—''S8erve a One Dish Macaroni Meal"’

Several macaroni manufacturers re-
ported that they had brought about an
inerease in consumption through their
advertising to the housewives to serve
a ‘“‘One Dish Macaroni Meal’’ sinee
that food contained all the necessary
elements for body building.

There was considerable eriticism
though all agreed that the harmful
habit of serving only a little “‘bird’s
portion’’ as a side dish is hindering
consumption inerease which all in the
industry are secking, The advertising
should he worded to recommend that

maearoni or spaghetti he made the

principal dish of a meal several times
a week, flanked, as it were, with a suit-
able variety of other palatable and
properly aceompanying foods. That
would be the more liberal and fairer at-
titude and more easily get the ear of
the housewives,

It was further pointed out that there
is no one food going on the American
table that constitutes a meal in itself,
Dr. A. Taylor, recognized food author-
ity and formerly associated with the
Department of Agriculture, has made
a study of the Ameriean people and
their food preferences and finds that
they eonsume practically the same num-
ber of food ecalories daily throughout
the year, but that these are obtained
from at least 5 or 6 varieties of foods
at each meal, There is a great compe-
tition among foods for a regular place
on the American table and consistent
and constructive advertising alone will
win for macaroni and spaghetti a place
thereon,

6—''Spaghetti Houges''

There have been established recent-
ly large and well equipped food dis-
pensaries in New York and other large
cities what are commonly termea a
“Spaghetti House.'”" They specialize
on spaghetti with choice of mushroom
sauce, meat sauce or melted bhutter,
serving hundreds of people daily he-

——
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tween 6 a. m. and 10 p. m. The only
other food served is bread, butter and
coffee and all for 35¢. There you get
1-5 of a pound of spaghetti garnished
with your favorite sauce at an excep-
tionally low price. One New York spa-
ghetti house is known to serve 110 22-
1b. cases of this food weekly. Stenog-
raphers, clerks and business people are
the best customers, choosing this food
4 or 5 times a week and some daily for
the noonday luncheon.

The advertisement is unique but ef-
fective. Large caldrons of boiling spa-
ghetti are in plain view of passersby.
Fragrant sauces attract them and \yhpt
their appetites. Eating spaghetti in
these places should surely result in a
greater general consumption of t_hcse
products once the taste is acquar.ed.
These spaghetti houses are presenting
macaroni and spaghetti favorably to
the Ameriean people, creating for that
food a cliltivated taste and giving them
enough of it.

6—Friday— Macaroni Day

One firra has found it profitable in
urging grocers to dizplay signs which
it freely distributes bearing the mes-
sage, ‘‘Make Friday—Macaroni Day.’’
It also canvasses the restaurants and
hotels in its territory advising them to
place that phrase on the menu cards
for Fridays, and to specialize on an ap-
petizing dish of either spaghetti or
macaroni, At any event the mere sug-
gestion is profitable since it calls to
mind of the purchaser or diner a food
that otherwise would not be thought of.

7—Macaroni Display Racks

Several firms provide grocers within
a restricted area with display racks on
which caddies of their products can be
contirually displayed.
take macaroni and spaghetti from the
back of the store or from under the
counter to the front where it will be
readily seen and more frequently pur-
chased,

The negative side was voiced by one
who in the discussion asked the ques-
tion, ‘‘Supposing that all food manu-
facturers would adopt the same poliey,
the store would be filled with racks and
there would be no room for clerks or
customers '’ However, the general opin-
ion prevailed that this was one way in
which our products could be brought
out from their usual hiding places into
general view.

8—S8elling 5-1b. Packages

A firm that sells considerably to the
Italian trade but which also enjoys a
good American business finds that it
was able to increase its distribution by
selling an attractive and well got up
package containing 5 1bs. of one va-
riety. Another firm specialized on a
5-1b. package of a variety of styles
from which the housewife could take
her choice without carrying too large
a stock in her pantry. The point made
was that if the product was on her
shelf, and she saw it, there is greater

This serves to .

likelihood of its being served than if
the cook had to go to the store to buy
where a big variety of other products
is competing to attract the eye.

Supplying Cuts to Restaurants and
Hotels

One firm successfully speculated on
a ‘““cut service’' to hotels and restau-
rants. It had made up a quantity of
very attractive cuts showing ‘‘Maca-
roni and Ham,” ‘‘Spaghetti and Sau-
sage,’”’ tastily arranged and well gar-
nished on a platter. These cuts were
furnished with the understanding that
they would be reproduced on the menus
on certain specified days of the week
under the heading ‘‘Special Today.’’
Reports are that this feature is selling
many servings of this food that would

otherwise be overlooked.
L ] L ] L ]

WRONG KIND OF ADVERTISING

1—Competitive Advertising

I find one harmful practice in our
advertising that may produce greater
sales of a brand but in nowise increases
the general consumption. I refer to
brand advertising of the kind that is
go common today. We might as well
say ‘‘Buy My Brand In Place Of The
Other Fellow’s.”’ Finance constructive
advertising that will emphasize the
food value, the labor saving and waste
elimination of our products rather than
purely competitive advertising - that
serves only to encourage a fight within
the industry.

2—Comparative Advertising

Many macaroni manufacturers make
the serious mistake of drawing the
fire of competing foods by excessive
use of competitive advertising. For
instance be careful about the phrase
“‘Use Maecaroni in Place of Meat.”’
That will cause the meat packer and
the butcher to fight back and hurt the
business we already enjoy. Everybody

likes a little meat with their macaroni

and spaghetti and what is buder than
good meat gravy as a saucel DMake
your advertising read ‘‘Macaroni or
Spaghetti and——"' rather than ‘‘Mac-
aroni in Place of—."'

3—Talk Spaghetti Not Sauce

Often when trying to convince a
probable consumer we spend olle min-
ute in telling of the good quriities of
spaghetti and a half hour describing an
appetizing accompanying sauce. Egg
noodles are always served with melted
butter and rarely with sauce. Why
not advoeate macaroni and spaghetti
with easily prepared melted butter in-
stead of scaring off the prospect by sug-
gesting an elaborate sauce that requires
much time and' many ingredients to
prepare? In my opinion the excessive
use uf sauces of various compositions
was primarily resorted to by manufac-
turers who made their products of ex-
ceptionally poor raw materials and had
to recommend the addition of spicy

- sauces to make the mass edible.

Limiting Number of Recipes

—— 7 P "
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During the sightseeing tour Secre-
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tary M. J. Donna told President Muel-
ler of his experience gained from a sur-
vey of the kind and. variety of recipes
containing macaroni, spaghetti or noo-
dles, and that out of more than 1200
recipes sent him in June by a clipping
bureau, there were fewer than-25 dis-
tinet recipes, the others being either
repetitions or slight modifieations. The
secretary suggested that a’ survey be
made of the industry to obtain a dozen
good recipes for our produets which the
national association should recommend.

President H. Mueller brought this
matter to the attention of the conven-
tion' and the idea was voted a good
one. Mention was made of recipes that
called for one chicken and a half cup
of spaghetti which 'could hardly be
termed a ‘‘spaghetti recipe’’ but rather
one for chicken. It was suggested that,
when a competent committee should
agree on a ‘‘Dozen Approved Recipes,’’
they be printed on small cards for in-
sertion in rartons and packages with
the statement that they .were ‘‘Ap-
proved hy the National Macaroni Man-
ufacturers Association’’; that they be
bought in large quantities and resold
to individual firms at cost, the latter
to be privileged to print or have print-
ed thereon the legend, ‘‘Recommended
by The Blank Macaroni Co.!’ .

The general opinion was that the
idea was most promising as it presaged
uniformity in advertising and showed
the unselfishness of the producing firm
in that it bore the approval of the na-
tional association.

This will be taken up during the fis-
cal year by the directors.

* & @
(d) IMPROPER BUSINESS AND
MANUFACTURE PRACTICES

1—*‘Fure Noodles—Colored'’

Packages of noodles carrying the
above meaningless legend have recent-
ly been reported on the New York mar-
kets, What are ‘‘pure noodles’’ ! Gov-
ernment definitions of standards clas-
sify noodles into 2 classes: Egg Noo-
dles when they contain 5% of the solids
of eggs; Plain or Water Noodles when
they contain no eggs or any quantity of
eggs less than 5%. Using the term
‘‘Pure Noodles—Colored’’ is a palpable
evasion of the law and an improper
form of business competition.

2—8mall Typed Declaration of Weights
or Contents

Frequent complaints have beeh regis-
tered, officially and otherwise, against
the practice on the part of many firms
to place an inconspicuous. declaration
on packages as to weight or contents
thereof. 8-point type is used on a back-
ground of color that makes it difficult
to decipher the printing.

The ruling concerning labels states
that labels should be conspicuous ‘and
printing thereon not smaller than 8-
point type, . However, the size of type
used should correspond with the gen-
eral size of the label itself, Particular
reference was made to a label of dark

)
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FOR 58 years the Washburn

Crosby Company has special-
ized in the milling of grain,
What reputation and good will
these 58 years have earned is
sewed up in this sack with the
best and purest Semolina money
can buy.

't\.\.'\.\.\

|
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Buy Value
—Not Price

GOLD MEDAL Semolina

is the best value every day
in the year.

il

T

: = GOLD MEDAL
= SEMOLINAS

§ T—:—-_-Lf SEmMoLINA No, 1—Coarse granulation
:'f‘- WASHBURN CRDSBY COMPANY — SEMoLINA No. 2—Med. granulation

= MINNEAROLIS, MINN. = SemoLinA No. 3—Fine granulation

~ . GOLD MEDAL = DuruM FANCY PATENT

& MOLINA = Durum First CLEAR
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f\[ndm;igl:sca] :If I?gl?ll.gblue mtg barely  sumption of macaroni products in the  sign of stoutness they immediately ery if IntrOdlIClng
discernible. United States? Is it increasing or di-  ‘eat less.” !’ v t

3—Egg Vermicelli

Cases were reported of finding ordi-
nary vermicelli offered for sale in Jer-
sey City and New York markets under
the name ‘*‘Egg Vermicelli.”” A chem-
ical analysis showed the entire lack of
eggs but an overload of saffron in an

attempt to make it simulate an egg’

produet, Ilere was a plain case of de-

ception, first in the manufacture and

then in its labeling and sale.
4—Inferior Flour

With many low grade flours selling
considerably helow: the price demanded
for No. 2 semolina a few manufactur-
ers have heen resorting to the use of
low grade flours, according to reports.

For the benefit of macaroni manufac-
turers in attendance it was pointed out
that pending issuance of a new ruling
on the grade of the raw material from
which macaroni products may right-
fully be made to be entitled to he sold
under that name, the bureau of stand-
ards has let it be known that it will
not prosecute cases where flour of a
grade better than *‘straight’’ is used.

b—''Buy Macaroni #roducts on Color'’

Altogether too many jobbers know so
little about macaroni produets of qual-
ity that they buy and sel it ““on color.”’
It was suggested that if it could be pos-
sible to entirely eliminate the use of
coloring in macaroni and ther maca-
roni makers were allowed the privilege
of using any kind of flour or semolina
desired, the tendeney would be toward
a better product. Forced to forego the
use of coloring, by which they have
suceceded in hiding inferiority, they
would select a higher grade of raw ma-
terinl, The theory is—eliminate color-
ing matter in macaroni and put the
produet on its own merits,

Egg Content of Noodles

A complaint was made that many
manufacturers are using egg yolks in-
stead of whole eggs as the law former-
ly provided. The question was, is this
strietly fair and legal?

The various veplies called attention
to a reeent ruling by the bureau of
standards which modified a previous
ruling to permit the use of 5% of the
solids of eggs in egg noodles. The
change is made through the omission
of the word ‘““Whole’ which appeared
in the former ruling.

Under the present ruling egg noodle
manufacturers may adopt any formula
cf their own, use either egg yolks or
rmy combination of egg yolks and al-
bumen, provided that what they do use
is ““Solids of Eggs’' and equal to 59
of the batch from which egg noodles
arec made. It was further pointed out
that there is more nutrition in the yolk
of the egg than in the white, the for-
mer containing a sufficient quantity of
albumen,

minishing and why? : :
This phase of the business came in
for its just share of consideration dur-
ing both closed and open sessions, The
concensus of opinion was that there
has been an alarming decrease from the
figures usually considered by conserva-
tive estimates. Many regrettingly
placed consumption nearer 314 lbs. per
person than at 5 1bs., wiich most of us
hopefully ecstimated since the war.

“In my opinion,"" said a leader,
‘‘consumption is lower today than it
was 5 years ago. Production increased

* during the war.and immediate postwar

days because the United States became
an exporting country, I base my be-
lief that macaroni consumption has de-
creased on the following: Restriction
of immigration, principally from Italy
and southern Europe where our food
is well and favorably known. When
the Italian, for.instance, first comes to
this country he is an extraordinarily
heavy consumer of macaroni products,
After a few years in'the American
melting pot his food becomes more va-
ried and consequently macaroni and
spaghetti make less frequent appear-
ances on his table and consumption de-
creases.”’

‘“A recent survey of the territory in
the northwestern states convinced me,
a macaroni manufacturer, and a durum
miller who collaborated, that consump-
tion in that territory was hardly 60%
of the estimated use of our products per
person. The old fallacy ‘that macaroni
consumption inereases at the rute of
One Pound Per Person Per Yeay’ has
thus been exploded to our sorrovs.”’

“If we will be honest with ourselves
we must agree that consumption has
not inereased though apparently that
may be the case. The truth is that
there has been a large decrease in the
number of plants during the past 4
years. Many quit because of keen
competition, others were destroyed by
fire and still others were amalgamated
in order to reduce the overhead. If
our own business has made any ad-
vances the past 2 years the advance is
due, not to increased consumption but
to decreased plants.’’

“‘Increased macaroni consmaption
must eome through substitution ruther
than as an added dish. Americans as a
rule eat too much. We have got to
push some dish off the table to put ours
on. What will that be? Potatoes ap-
peal to me as our vantage point. Many
of our people are entirely ‘fed up on

potatoes.” My firm is going to adver-.

tise the occasional substitution of maca-

roni or spaghetti for the potato dish in
American meals, say about twice' or

thrice a week.”’

“‘In our section of the country we

find business stagnant. Macaroni con-
sumption is at a standstill. Modern
fashions help to affect consumption of

‘‘Modern women are looking more
and ‘more for comfort and convenience
in their kitchens or kitchenettes. No
more long ‘hours in meal preparation.
The advent of the automobile, club life,
their entrance  into politics on an
equality with men, makes them fine
‘can openers’ rather than good cooks.

*Our publicity must take the line of ease

‘

- City, N. J., th

in preparation rather than exhaustive

-sauces that take time and trouble.’’:

*‘The bureau of census has recently
completed  figures showing that $31,-
000,000 of macaroni products were con-
sumed by the people of this country in
1921, If we figure this on the basis of
7% cts .per 1b., the selling price by
macaroni manufacturers, it would place
annual consumption at approximately
450,000,000 1bs. for that year, about 414
Ibs, per man, woman and child. The
1923 figures-will be available soon and
if the figures of producticn and sale
submitted by you manufacturers are
any way near the correci: ones the cen-
sus report should give us a fair idea of
consumption. Along this lipe might
say that macaroni manufacturers gen-
erally could well afford to be more hon-
est and more ready. in submitting fig-
ures to the governmert agencies."

“NOTE—IT WAS UNANIMOUSLY
AGREED UPON THAT THE NA-
TIONAL ASSOCIATION'S SECRE-
TARIAL OFFICE 18 THE LOGICAL
STATISTICAL CENTER AND THAT
DEPENDABLE' FIGURES CAN BE
COMPILED BY THE SECRETARY IF
THE MANUFACTURERS WILL
MANIFEST SUFFICIENT CONFI-
DENCE IN PLACING AT HIS DIS-
POSAY,; FIGURES COVERING PRO-
DUCTION AND SALES, THESE TO
BE HELD IN STRICT CONFI-
DENCE,”!

‘I believe that consumption increase
is retarded by the small package con-
tents ' ordinarily sold 'in our stores.
While the most popular weight of a
package of macaroni or spaghetti is 8
oz, many are only 7 and I have found

quite an assortment below that weight. -

Such a package gives a family of 4 or
5 people only a taste, I believe that a
pound package would not only be more
satisfactory, but would tend to in-
crease 2onsumption.’’

‘““Family consumption -per meal is
naturally decided by the family itself.
While the Italian family of 5 people
will easily dispose of 2 or & pounds of
spaghetti, as our friend states, the ordi-
nary. 'American family accustomed to
salads,” meats, desserts and a greater
variety, can hardly dispose .of more
than ‘1 pound of macaroni'at an ordi-
nary meal.”’ { -

Why the Eastern Organization?

During oue of the interesting closed
sessions, Thomas P, Toomey of the De
Mar "ai" Macaroni com '

ident ¢
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The Clermont Triplex Calibrating | [
_- Dough Breaker

One of the latest and best improved calibrating dough breakers. By actual test this ma-
chine is able to flatten 50 lbs. of dough per minute. Works absolutely automatic. No skilled
labor required. -

Also manfacturers of “Clermont”

Dough Breakers Fancy Stamping Machines for the
Calibrating Dough Breakers  manufacture of Bologna Style Noodles i
Noodle Cutting Machines Mostaccioli Cutters

which have always won out iu competitive tests, and are used by the largest and most well
known manufacturers in this country.

A successful machine from the user’s standpoint must not only produce a quality noodle,

but must also give real production. It must be dependable, economical and capable of it's best
production when in the hands of an unskilled laborer,

All these points are embodied in our machines, and their value in your plant will be de-
termined by the amount of work you can credit to them, not in one day; but every day; and
the low cost of operation.

The most reliable and impartial opinion of an equipment can only be obtained from the |
We would be glad to furnish a list of customers for reference.

Your inquiries are appreciated. Write today for descriptive catalogue.

CLERMONT MACHINE COMPANY

BROOKLYN, NEW YORK
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National Macaroni Manufacturers asso-
ciation and mnow interested in the
American Manufacturers association
centering around the New York metro-
politan district, gave the following in-
teresting account of the organization
and purposes of that sectional group:

“Tn 1918 I helped form the New
York association at the request of the
United States government. The officials
were under the impression that there
were only 15 or 18 macaroni manufae-
turers in the New York metropolitan
district. I proved to their satisfaction
that by actual count there were 297
including the really small ones. These
plants range in capacity from 3 bbls.
to GO0 bbls. daily.

“Phe government urged all to join in
working for the country’s interests
during the war. I called a meeting by
personally visiting most of them and
155 were enrolled at the first gathering.
We pledged allegiance to the govern-
ment program of wheat conservation
and our willingness to supply the army
and navy requirements. Later we
drifted into a regular association, hold-
ing meetings when necessary to con-
sider matters of local and general inter-
ests. After the war there was a natural
falling off in interest and members.
Our present membership is not high
but it’s effective in that it can get the
assistance of most manufacturers in
this locality as manifested in recent
drive for funds to finance our tariff in-"
crease move.

“Frankly there is no real reason for
2 associntions to do the same work.
We are equally interested in combat-
ing the common enemy and in promot-
ing the best interests of the industry.
1 would like to propose that the 2 or-
ganizations get together if a way can
be fovnd to properly safeguard the
rights of all concerned.”’

National or Cooperative Advortising

The comments on this proposal were
naturally interesting. The manufac-
turers present were evidently impressed
with the need of some kind of publicity
to bring about the inerease in consump-
tion all are hoping for. A. S. Bennett
of New York city, who had been em-
ployed by 5 of the leading firms of the
industry to feel out the sentiment in the
industry, reported that there exists a
favorable inclination toward a nation
wide edueational publicity of our prod-
uets, though hardly the proper inclina-
tion when it came to placing their
names ‘‘on the dotted line’’ of any
definite plan.

A Pennsylvania manufacturer speak-
ing of conditions in that field said: ‘‘In
talking with the national association
members interested in the western

Pennsylvania field, I find that all are
of the opinion that the national asso-
ciation is the ‘sure cure’ for the indus-
try’s ills, but that, since all will bene-
fit, all‘-should contribute’ toward any
activity that is generally helpful. We
believe in educational publicity for

macaroni products and many of us feel
that all can be made to contribute to-
ward this work by a be per bbl. levy
on every barrel of flour or semolina
gold to'macaroni makers in this coun-
try. The durum millers could go along
with us and we could easly raise $100,-
000 for cooperative advertising of our
products.”’

Negative :—That might be the solu-
tion if the law would permit action
along that line but the trade laws pre-
vent our taking that course. That was
the expression of one of the officers in
o position to know, having had this
matter up with counsel some time ago.

A past president of the national asso-
ciation stated that much credit was due
to the durum millers of the country,
and recently to the Washburn-Crosby
company, for the general advertising
given macaroni products on sign
boards, through booklets and distribu-
tion of recipes and other literature.
‘We appreciate and encourage that kind
of cooperation, .

How Best to Deal With Distribu

““I agree that macaroni products
have not yet attained their proper place
in the minds of the grocer or his clerk.

‘‘Unfortunately these products are
usually stacked on some back shelf or
under the counter where the shopper
never sees it and therefore it never sug-
gests itself as a possible dish for the
day. :

‘o get for it a more favorable posi-
tion in the store you must ‘sell’ the
grocer to its possibilities, The grocer
or his clerk has a great deal to do with
the sale of goods in the store. He is
more interested in showing a large sale
on his sales slip and therefore the possi-
ble sale of a 10-cent package of maca-
roni or spaghetti is not alluring. Have
we done all we can do in the way of
educating the grocer that the sale of a
pound or a package of macaroni may
be the cause of additional sales of such
things as cheese, tomatoes, pepper, salt,
milk, butter and similar accompanying
foods? Teach him that in the aggre-
gate the sale of macaroni may produce
a total sale many times the value of the
macaroni itself.’’

““Once we have interested the grocer
by showing him the possilities of addi-
tional sales through selling macaroni
and spaghetti to his customers it will
be an easy matter to get him to place
macaroni products more frequently on
display in his windows as a suggestion
to his patrons. He will also be en-
couraged ‘to suggest macaroni to a
doubtful shopper, particularly on Fri-
days and during Lent.” 35

‘‘Along the lines suggested for edu-
cating the grocer, will say that the easi-
est way to educate him is through con-
sumer demand. He is always ready to
recommend what is popular.  Suppose
that the leading macaroni-men of the
country would agree for a period of 3
months to inclose in every case a card

. noodles, short cuts and |

carrying the message, ‘Macaroni and  rieties. Spaghetti see
2 N B e e by
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Spaghetti—The Sales Agent for Cheese,
Tomatoes, etc.’. We could include an
authentic list of products. I feel that
this proposition would go over big.”’!

“‘Our salesmen should be trained
teachers and grocers should be their
logical “pupils. © The thought has oe-
curred to me that grocers might be in-
duced to offer a special on macaroni
products by displaying, for instance, a
package of spaghetti, a can of tomatoes
or tomato sauce and a suitable amount
of cheese, for a special price on certain
days. Might this not be the means
whereby . our products would get the
display that apparently is now lack-
ingt"’ ' ;

Interesting the American Housewife

¢‘The firgt thing for the whole indus-
try to do is to make the very highest
grade of products only. For this pur-
pose only the best grades of raw ma-
terials can be used. After getting her
to buy your produets, it should be of a
quality thuat justifies her in selecting
your brand.’’

The day has gone by when the Ameri-
can housewife can be fooled by general
appearances, She might buy an article
once because of its color but you dis-
courage further buying when the eplor
is lost through preparation because the
color is not natural.”’ i

“Place your products in attractive
containers. If it’s bulk goods, see that
it is properly protected against the in-
trusion of dust in transit and other
foreign elements after the box is
opened, If sold in packages see that it
is nicely labeled to attract the shop-
per’s attention, Make it more inviting.
Having gained her good will sufficiently
to get her to purchase don’t disappoint
her by palming off poor or inferior
goods in the package.’’

‘‘All people do not like macaroni or
spaghetti when first tasted. The same
ig true of olives and other eatables, We
must cultivate tastes for our products.
This can be done by inviting prospec-

tive consumers to egt with us, seeing"

that it is properly prepared. If the
first dish is tasteless or unattractive
you discourage consumption. In short,
make high grade products and teach
their proper preparation,

*‘Does the ordinary American house-
wife differentiate in her mind between
maceroni and spaghetti? In the last
fev. years there has been a decided
trend in the American type of macaroni
products to spaghetti. The question'in
my mind is, should we stop advertising
macaroni and start advertising spa-
ghettti? This is a new thought.” The
informant feels that there is less resist-
ance to spaghetti for some reason or
other and if so, it would certainly pay
us to get real busy along that line.”’

In a survey of our business covering
several years we find that spaghetti
constitutes about 40% of our sales,
macaroni 309%, and the balance of
ew:other va:
be more
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popular because it is thinner, better
cured and more casily prepared. On
the other hand macaroni checks easily,
shows other defects more readily and
expands greatly when cooked because
of the extra amount of dough it con-
tains. Its surface does not permit of
its carrying the same amount of tasty
gauces, a8 do the finer strands.
Pound Basis of Semolina Prices

At no time during the convention
was there greater interest shown than
during the closing hours of the 3rd Elay
when the new poliey of quoting prices
on semolina by the pound was given
consideration.

The frank and straightforward man-
ner in which all the angles of this tickl-
ish question were handled by President
Mueller and the association officers was
pleasing to both sides, who freely and
frequently expressed their pleasure at
thus being brought to a better under-
standing of the views, ideas and wishes
of the other.

The various representatives of the
durum mills who had graciously re-
tired when the subject was first
broached returned on invitation of the
convention, and in a friendly spirit,
with the interests of both in mind, there
occurred a free discussion of the
troublesome question,

The matter was first presented when’

the result of the recent survey of the
industry made by the secretary of the
National Macaroni Manufacturers as-
sociation was presented, showing that
approximately 959 of the macaroni
manufacturers of the country were op-
posed to the pound basis of semolina
quotation though favoring prices of so
many dollars and cents per 100 1bs.

President Henry Mueller stated that
the question had been agitated for
many months; that it should be con-
sidered fairly and ealmy, settled fairly,
the whole mess eleaned up and then for-
gotten. He invited frank’ discussions
and a peaceful basis of settlement.

Without quoting individuals we will
mention main points made by the maca-
roni men and replies thereto, and vice
versa., .

1—The pound hasis of price quota-
tion does not permit of a reflection of a
rise and fall of 1 or 2 cts. in the wheat
market.

The durum millers’ defense is that
sometimes buyers erroneously eonclude
that the prices of the moment are di-
rectly based on the prevailing market
price on wheat. This may be true to
some extent on bread wheats but hard-
ly 80 on macaroni wheat. The grade of
the wheats offered in the durum eclass
is what must always be considered.
While the morket may show a decrease
we may not buy because the quality
is not right. In other words the legiti-
mate durum miller seeks to buy only
the highest grade of durum wheats
commensurate with the demands and
requirements of the macaroni industry.

2—The macaroni industry has long
purchased its raw materials by the bar-

T PP i e

rel. The sudden and unexpected change
to a pound basis at a certain number of
cents and a fraction is confusing. A
macaroni manufacturer suggested that
if the plan is to be continued it would
be well for the durum millers to print
and distribute cards to macaroni manu-
facturers showing the barrel price
equivalent. These tickets or cards
could show price per barrel when dur-
um is quoted at 2¢, 3¢ or 3%4c per lb.
The suggestion appealed to the millers,
who agreed to adopt something helpful
along that line.

3—Why make the macaroni manufac-
turers the ‘‘goat’’ by first trying out
the new plan on this industry?

Millers declared that in matters of
this kind progress is slow. A start has
to be made somewhere. Semolina is
sold to macaroni men only in earload
lots and only to intelligent business
men who quickly grasp a change of this
kind. Bread flour is sold to bakers in
quantities but to grocers and consumi-
ers in broken lots. It is much more dif-
ficult to differentiate between the baker
and the family trade in ordinary flour
sales but there the change will be made
in time. It took centuries to get semo-
lina away from the 196-1b, basis, which
is in no ways justified.

4—What weight sacks do millers
generally use?

Semolina is usually shipped in 100 cr

140-1b. sacks. The 98-1b. sack is no loug-
er sold to this industry.

5—Why not quote semolina on the
110-1b. basis in dollars and cents in-
stead of in pounds in cents and frac-
tions?

The U. 8. government has established
the custom of buying all its require-
ments on the pound basis. . The durum
millers are ever solicitous of the wants
of the macaroni manufacturers and will

give sincere consideration to any pro-

posals they make.

6—Why was one eighth of a cent ar-
bitrarily estimated as the unit of in-
crease and decrease in the pound price
on semolina? :

There had to be some stopping point
in order to avuid even greater confusion
over difficult -fractions about which
there has been some crmplaint. “The
reason the millers went ou to the eighth
basis is hecause in building up perhaps
the most efficient marketing organiza-
tion that the world has ever known the
handlers of wheat products found that
going from one half to one quarter to
one eighth was the quickest way of
handling wheat trades on the floor of
the wheat exchanges.

T—What is the general attitude of
the durum millers toward the macaroni
manufacturers? .

Frankly we are on the same side of
the fence. Our interests are closely
allied with yours and everything we
can do to help you indirectly benefits
ourselves, Change in basis of price
quotation was taken more from the
standpoint of the macaroni men than

from the standpoint of the millers.-'We - -of price on semol
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believe that if the new plan is given a
fair trial for a year you macaroni men
will like our system of merchandising,
not altogether in buying your raw ma-
terial but in merchandising or selling
your finished product.

8—What good do you millers hope to
accomplish for the macaroni industry
by the new system of price quotation?

Frankly .we hope to put our durum °

department on a profit paying basis.
Even you macaroni men would not like
to see us do business at a loss. 'We do
hope to accomplish for you a stabiliza-
tion of your business, to help you get a
legitimate return on your investment
by making it easier to figure your costs
and to run your husiness so that at the
end of the year figures will show in
vour books ‘‘in black,’” meaning
profits, instead of ‘‘in red.”

9—The big differential of 25¢ made
possible by the one eighth of a cent in-
crease or decrease tends to leave the
macaroni men on the fence as to timely
buying. When are they to know at
just what point in the market fluctua-
tion are you to make the change in quo-
tations? If he buys just before the
breaking point the difference in cost
of semolina in large quantities would
be immense.

Little could be said on this point, ex-
cept that it might tend to reduce long
time purchases thus putting all on an
equal competitive basis.

10—Should a fluctuation of 25¢ on a
barrel of semolina cause macaroni men
to fluctuate their prices on finished
products up or down?

In the opinion of a macaroni manu-
facturer unfortunately it does, but it
should not. Don’t we pay altogether
too much attention to the price of semo-
linat 'What about labor, coal, light,
heat, insurance, freight and countless
other things that enter into the cost of
production?! Boxes, containers, cartons
and other necessities increase. Do we
immediately raise c¢ur price? No!
When, we are compelled to pay more
for our semolina, do we immediately re-
flect this in our price quotations? Un-
fortunately, no! We have trained the
macaroni buyers wrong. No sooner is
there a small decrease in the wheat
market than he is after us to cut our
price per case. On a rising market we
have to fight for even a fraction of
what is coming to us. Frankly there
should bhe no fluctuation in bulk prod-
ucts until there has been a price change
in semolina of from 1 to $2 per hbl.
Then and only then will our business be
stabilized, because stocks on hand cost
either more or less than goods manufac-
tured today.

For over 2 hours the enlightening
discussion continued and all gained
much first hand information from
which all should profit,

At its’ conclusion a resolution was
adopted favoring the 100-1b. basis of
price quotation and also favoring quot-

ing prices for sacks c}irect ‘il‘ljespec‘ti_vp
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Fair Competition---Foreign and Domestic

By Charles Wesley Dunn, Counsel American Speclalty Manufacturers Assoclation, New York,

My subject Is “Fair Competition—Foreign
and Domestic.” As you all know, the prin-
ciple of competition is at the bottom of the
soclal order in this country. Under our
democratic institutions, the principle and
purpose are to give every man, every citizen
of this country, an equal opportunity with
his fellow man in the race of life, an op-
portunity to compete and to do business*
free from unfair infringement by his fel-
low man. The principle of freedom of com-
petition with respent to forelgn competition
{s written into our 'ariff law, The theory of
our tariff law from the very beginning has
been to place the American producer on an
equality in competition with the foreign pro-
ducer by providing a duty which will equal-
ize the cost of production here and abroad.
Upon that .basis this assoclation has ap-
plied for an increase in the duty upon our
alimentary paste from 2 to 3c per 1b,, which
we assert {8 necessary to equalize the dif-
ferences In cost.of production between the
American manufacture of allmentary pastes
and the foreign manufacture of alimentary
pastes, particularly in Italy, which is the
principal competing country. Our appll-
cation has heen flled with the Tarlff Commis-
slon, and I8 now under consideration by that
commission. No decision has heen made by
the commisslon with respect to the applica-
tion. Our application, I should say, is di-
rected to produce an investigation by the
commission of the cost of American produc:
tion in order that the commission itself may
arrive at the necessary facts which may ef-
fect this increase in duty by presidential
proclamation. As you know, the present
tariff law Is flexible and contains a pro-
vislon which authorizes the president to in-
vestigate at any time in his discretion the
differences in costs of production of any
product in this country as compared with
the costs of production abroad, and to re-
vise the rate of duty by presidential procla-
mation. The United States Tariff Commis-
slon is the administrative ngency set up to
effect this elasti¢ Lariff law. The president
acts upon the recommendation of the tarift
commission

It is unfair competition for American
manufacturers, with our different standard
of living, to have to meet the competition
of forelgn manufacturers who can produce
and lay their goods down in this country at
a cost which permits them to undersell the
American manufacturer, which permits
them to sell at a" price which does not give
to the American manufacturer a reasonable
and fair margin of profit. Our application
to the tariff commisslon will, we hope, tend
to ameliorate, If not largely or substan-
tially to eliminate this unfair forelgn com-
petition.

With respect to domestic unfair trade, one
of the principal problems the industry has
had to’face from the very beginning has
been that of the use of artificlal coloring
matter in alimentary pastes, I worked for
several years with C. F. Mueller in securing
the present ruling by the Department of
Agriculture against the use of artificial col-
oring matter in alimentary pastes where the
effect I8 to cover iip deterloration or the use
of infzrior materials, That regulation was
Recured. largely through the cooperation of
Dr, Jacobs, then a member of the bureau of
chemistry, :

Personally I do not think the regulation is
worth very much, for the reason that it is
very dificult to apply. When does the use
of artificial color become illegal? When {8
ita use effective to conceal inferior material?
That ia a pretty hard question to decide.
And while it ‘hag had Its educational effect,
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at the same time I do not think that it has
accomplished what you want it to accom-
plish, that I8, to wipe out the use of arti-
ficial coloring matter in alimentary pastes
as o whole. Unless you eliminate artificial
color entirely I cannot see how you will ever
successfully cope with this color evil.

The only way in which you can eliminate
artificial color from alimentary pastes is by
speclal statute. I have talked the matter
over with your president and also with Dr,
Jacobs and it seems to me that this assocla-
tion should at this meeting recommend that
a special statute Le proposed in congress
which shall be directed to eliminate the use
of artificial color in all alimentary pastes.
When such a law is enacted it will stop the
use of artificial color in imported products.
It will also stop the use of artifiical color In
domestic products, And you will have suc-
cessfully met this color issue. Otherwise
I cannot see how you will ultimately suc-
cessfully meet it.

There have been special laws along this
line. You are familiar with the special laws
regalating dairy products and imitation
dairy products, special laws covering a wide
varlety of divers products where the gen-
eral statute, the general Food & Drugs act,
hag been found ineffective. Consequently I
hope that this organization will pass a reso-
lution that will authorize the drafting of
such a law. It will give me great pleasure,
in cooperation with Dr. Jacobs, to draft such
a bill. And there {s no doubt that proml.
nent members of congress, both in the sen-
ate and the house, will gladly foster such
legislation. 1 know that Dr. Ladd would
count it a privilege to foster such legislation
in the senate,

There I8, as you all know, a federal un-
fair competition law. This law prohibits
the use of any and all unfair methods of
competition in interstate commerce. It Is
administered by the federal trade commis-
slon, composed of 6 commissioners appoint.
ed by the president. The words “unfair
methods of competition” are not defined in
the act and their particular applicatlon s a
matter of administrative and judicial appli-
cation, They are in process of definition
through the divers orders to cease and to
desist, issued by the commission, and also
through the varlous decislons which have
been rendered during the past 2 years by
the United States courts.

I might mention briefly several trade prac-
tices which have been consldered under this
statute, in which you are all interested.
Take the matter of glving premiums inci-
dental to sale, merchandise premiums,
either to the trade or to the consuming pub-
lic. As the law now stands, it is not an un-
fair method of competition for a manufac-
turer to glve elther a money or a merchan-
dise present to the employe of a dealer
where the presentation is made with the
knowledge and consent of the employer.
That {8 to say, with the knowledge and con-
sent of the dealer. If the presentation of
money or merchandise is made to the em-
ploye of the depler without the knowledge
and consent of his employer, that {8 an un-
fair method of competition and is {llegal
today.

There I8 in congress at the present time
a bill which is designed to eliminate all
commerclal bribery, whether it-is made with
the knowledge and consent of the employer
or not. Personally I am of the gpinion that
the act equally applies to commercial brib-
ery which {8 made with the knowledge and
consent of the employer, because the insidi-
ous effect of the bribe {s just as much pres-
ent when It is made with the knowledge and

consent of the employer as when it is made
without his knowledge and consent. It
would be a horrible state of affairs in this
country if every manufacturer were sub-
sidizing the salesmen of his dealer and
goods were not sold on merit but in pursu.
ance of the greatest bribe. Commercial
hribery is wrong In principle. We all know
it Is wrong in principle. It is only tolerated
by reason of competition. Because one
manufacturer does it another does it.

There {8 nothing In the Federal Trade
Commission act which prevents you from
employing the so-called premium form of ad-
vertising whereby you give useful articles
of merchandise to the consumers of your
products as a dividend upon their invest-

_ ment in your products, unless there is pres-

ent an elvment of lottery or deception, By
lottery I mean the element of chance. You
cannot make a presentation either to the
consuming public or to the dealers which in-
volves the element of lottery, where the re-
ceipt of the gift depends upon the element
of chance. An illustration of that we find
in the recent Reed case decided by the
Federal Trade Commission. There a coffee
and tea packer sold his teas and coffees dl-
rectly to the retall trade. Every package
contained a number and that number en-
titled the consumer buying the package to
receive a particular piece of crockery which
the packer supplied to the retaller and he
displayed in his store., Of course, the con-
sumer did not know which plece of crock-
ery she was going to get until she bought
the package and opened it. Therefore the
element of chance or lottery was present in
the scheme and the Federal Trade Commis-
slon condemned it. A lottery is illegal by
constitution or statute in every state in the
Unlon, also under the federal law, More-
over the Federal Trade Commission has
said that you cannot use the word "free"
on a premium coupon or on any attending
advertisement. The theory of the denfal ot
the use of the word “free" is this: The con-
sumer necessarily pays for the premium
and therafore she does not get it free; it is
a part of the cost of doing business. That
theory does not appeal to my intelligence
because every consumer knows that every
bit of the merchandising expense in the sale
of an article is included in the cost. That
must be rcasonably presumed to be so. And
every consumer must be reasonably under-
stood to kaow that is so, What the word
“free” means when you give a little article
to the consumer in addition to the package
sold, such as an aluminum dish to cook
macaroni in, or something of that kind, is
that it is given free of additional charge.
I teel personally it that part of the order
were ever challenged the court would not
sustain it. But as the law now stands, it
you wish to avoid litigation, you should take
out the word “free” from any premium form
of ndvertising which you employ elther with
the trade or with the consuming public.

Mind you, the Federal Trade Commission
act appllies only to interastate commerce, not
to local commerce within the state. It has
no jurlsdiction there.

Another subject which the Federal Trade
Commiesion is very much interested in is
resale price maintenance. I spoke briefly
on that last year. As the law now stands, a
manufacturer may name a resale price
either to the trade or to the consuming pub-
lic. He may present to the trade or the con-
suming public the economic reasons why
that price should be observed. He may an-
nounce that he will refuse to sell to price
cutters, and he may refuse to sell to price
cutters. All of these things he may do legal-
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ly. That has been finally decided by the
United States Supreme Court in the s0
called Colgate cage. But a manufacturer
may not enter into any agreement, either
express or implied, with his dealers to main-
tain resale prices. An agreement I8 implied
when it I8 inferred from a miscellaneous set
of cireumstances, For example, if I, a manu-
facturer, ask you,-a dealer, to promise me
that you will maintaln my resale price in
consideration of my sale and I make my
sale In conslderation of that promise given,
there I8 an implied agreement, So that you
cannot ask your dealers to promise to malin-
taln your resale price. You cannot ask
them to enter into any foimal agreement to
maintain your resale price. And you can-
not ask them to agree to maintain your re-
sale price. You cannot go around to your
dealers and ask them to report price cutters
to you for the purpose of cutting them off,
That is also illegal as the law now stands,
because in the language of the court that is
called {llegal cooperation. The manufac-
turer there steps over the line of his indi-
vidual action and gathers together all his
price maintaining dealers in cobperation
with himself, and acting in cooperation they
exclude price cutters from the market. If
a denler voluntarily and incidentally reports
to you the name of a price cutter, there is
no legal reason why you should not refuse to
gell to him,

You have probably heard of the Natlonal
Bigcuit company case recently decided in
New York., In that case the Federal Trade
Commission challenged the discount policy
of the company, which is this: The com-
pany allows a graduated discount to retail
purchasers, payable monthly, That is to
say, If the retailer buys a certain amount of
goods, he gets a certain discount; if he buyr
a larger amount of goods he gets a larger
discount. And that discount is equally open
to all retall purchasers who buy for sale in
their own store, whether the store is a sin-
gle store or a multiple store. But the com-
pany declines to allow the discount to re-
taflers, independent retail grocers, buying in
comb'nation, buying in combination for the
purpose of getting a larger discount than that
they wouid normally receive if they bought
individually. The legal question was pre-
sented whether or nol a manufacturer had
the right to sell his product to the trade
upon a quantity discount basis and whether
he has the right to refuse to sell to a certain
class of the trade upon that basis. In the
absence of any question of monopoly it is a
fundamental principle of law estaklished by
the Colgate case that,a manufacturer has
the right to sell his product to whom he
plenses and to decline to sell to whom he
pleases for any reason he pleases. It Is a
fundamental proposition that he may sell
his product at his own price, In other
words, o manufacturer, in the absence of
any question of monopoly and in the absence
of any question of his acting in collusion
with others, may sell to every dealer at a
different price. I could start in as a manu-
facturer and sell to every dealer in the
United States at a price beginning with one
cent and going up to the limit and no one
could legally question my method of doing
business upon that basis if I could success-
fully do business on that basis. In other
words, I can sell at the same price or I can
sell at a different price-to any one I please
for any reason 1 please. That I8 my busi-
ness, so long as I act alone in a competitive
market. That I8 independent of trade, free-
dom of trade,

There has been a very important case de-
cided under the Federal Trade Commission
act recently, the most important case de-
cided by the United States Supreme Court
since the enactment of this act. In this
case, the American Tobacco company case,
the Federal Trade Commission served a de-
mand upon the company to produce all its
records and all its correspondence with all
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customers and all salesmen over a period of
one year for the purpose of ascertaining
whether the company had violated the law.
In other words, the commigsion claimed the
right in this case of an unlimited inquisi-
tion into the private napers of a private
corporation to find out whether it has violat-
ed the law. And the court denied this right.

When an agent of the Federal Trade Com-
misslon comes into your office, first reques.
his credentials. If he asks you for papers,
his request must be specific—it cannot be
general, He must ask for papers between
John Jones and you, between John Jones
and John Doe and Henry Rowe. He must
be specificc. He cannot make a broadcast
request for all papers over a definite‘or an
indefinite perliod, Moreover, there must be a
charge against you under the act before he
can get any papers of aay kind. You must
be charged with violating the act. There
must be & ground for opinion by the com-
mission that you have actually violated the
act before it can ask you for any document,
Furthermore the burden is upon the com-
mission to establish that every paper spe-
cifically requested is evidence in the case,
that it does relate to the issue of the case.
Moreover, the complaint against you must
be based upon sworn testimony.

A fleld In which the Trade Commission
acts coffectively is the fleld of false advertis.
ing and misbranding. If there is: any false
advertising, if. there is any misbranding in
this industry and you want to get rid of it,
you have only to tell it to the Federal Trade
Commission. It has. the power to prohibit
all faise advertising in interstate commerce.
1r competltora" galesmen are going around
telling falsehoods about you or your meth-
ods of doing business. and it is persisted in,
you can complain to the Federal Trade Com-
miseion and the commission has power to
prohibit that sort of thing.

In the fleld of deceptively slack filled
packages, the commission has full authority
to act. And whether it will act is for you
to say. There is a slack filled package b'Il
which is before congress, designed to amend
the Federal Food & Drugs act and to pro-
hibit the sale of a package which contains
less than it purports to contain. This law it
enacted will specifically cure the slack filled
package evil. The bill has been favorably
recommended to the house and is now be-
fore the house and will be acted upon at
the coming session of congress during the
forthcoming winter.

That s a8 much as I care to say about the
field of unfair competition,

An association of this kind, as I stated
to you last year at Cedar Point, I8 presumed
to and ought to be the custodian of the
{deals of the industry. Every man in the in-
dustry Is fundamentally right and wants to
do the right thing. If he goes off the path
of right conduct it is usually because he is
forced to do so by competition. An asso-
clation like this, which represents a great
slice of American industry, is neglectful of
the fundamental purpose w'ilich underlies it
if at the time of its annual meeting it does
not firat and foremost lay down and re-
emphasize the principles which should un-
derlie the conduct of this business, the fun-
damental principles, principles of sanita-
tion, principles of right manufacture, the
principle of selling goods free from misrep-
resentation, the principle of selling goods
at a fair price and at a fair profit. All ot
these things should be restated and the man-
ufacturers should rededicate themselves to
their realization. If you deal only with the
commercial side of your business, you fail to
realize the real purpose of your organiza-
tion, You can try to correct trade practices
as much as you please, but until you get the
proper stdte of mind throughout the indus-
try you will never get anywhere. The mo-
ment you get all of the manufacturers think-
ing along the same and right llne and recog-

nizing that certain things are wrong, that
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very moment will you begin to succeed and
‘ that very moment will you begin to ac-
complish what you are aimirg at.

As I have sald before and I want to repeat
it here now, no business is successful unless
it pays 2 dividends. First, a dividend in
money upon the conduct of a successful
business, and, second, a dividend of real
service, a dividend of service to your fellow
man. That means the consuming publie,
that means the dealers, that means your
employes in your plant. If you conduct your
'~ 4iness by the German méthod, the Kalser-
.:ddc method of grinding everybody down,

of paying the lowest wages you can get '

away with, of extracting every penny you
- can for your own selflsh aggrandisement, re-
gardless of the welfare of everybody else,
1 say that you have falled.. If you conduct
‘your business with the trade regardless of
their rightful interests, it you conduct your
business regardless of the rightful interests

 of your competitors then again-I say that

you have failed, no matter how large your
volume may be, and no.matter how large
your bank roll may be. Because the time
{s coming when you are going to leave that
all behind and these other things are going
to be the things that count. And If you try
to deceive the consuming public, if you try
to do something just a little bit off the line
of right conduct, you may get away with It
you may succeed for awhile, but you cannot
get away from yourself. Anc ultimately you
are going to think of those things, ultimately
they are going to come back to you and you
will find everything else {8 not worth while,
it you have not done the right thing by
everybody with whom you are assoclated.

It you get nothing more out of this meet-
{ng than what I have attempted to say the
last year, and I think it should be stated at
every meeting of every commercial organ-
fzation, that we are going to go back and re-
adjust our state of mind and try to make
everybody in our own business a little bit
happler, try to make our dealings with our
competitors and with our customers on a lit-
tle higher level and try to conduct our busi-

.ness all the way through on a little more
elevated plane, the immense.amount of sat-
{sfaction, which is the only satisfaction .in
life, which comes from doing thinga for our
fellow man, that satisfaction will be worth
far more than the dividends you might earn.

And I want to compliment you on having
a president, a leader, who has practiced the
principles in which I belleve and which 1
have attempted to state. I have seen It my-
gelf. I have watched him for years. And
his brother, C. F. Mueller, did likewise.

Gentlemen, the macaroni industry will be
‘elevated ‘only by the application of these
great princigles which I have attempted so
briefly to state io you. It is for this asso-
clation to lead the way, to blaze the trall
and by its example and by its assertion at
this and other meetings to make every man-
ufacturer of macaronl products in the coun-
try a better business man and more con-
gclous of the {dealism behind and under
neath his business, so that we will all be
better men, which is in the long run what
we want to be. f

(In response to a query Mr. Dunn said:)

There {8 no difference. in principle be-
tween saying to the consumer that you pre-
sent to her some little useful article free
and saying to the trade you present.an extra
cage of your goods free,, Free means there,
in my judgment, free of additional charge or
cost,. It does not mean that the trade or the
buyer. does not ultimatly, as of course they
must, pay for all of the cost of distribution,
The Federal Trade Commission has . not
challenged the use of the word ‘“free” in a
“free deal” and there is no redson why it
should be discontinued because of the Reed
decislon, because I think that decision {8 in
this respect unsound the commission is
{11 aqually attack
in “free deal.”
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\ “lways in Good Condition: §
‘The Box Does It!” .

The two most important points in all retail sales are
condition and appearance. Price is secondary when the
other two are present.

Clean, unbroken macaroni products on the retailer’'s
| ' counter help customers to ‘““eat more macaroni.” '

You carry insurance against all other haz- !
ardls in your business—insure the condition
and appearance of your products by using

Good Wood Boxes

ANDERSON-TULLY COMPANY

Memphis, Tenn.
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CEVASCO, CAVAGNARO & AMBRETTE, . | | | CEVASCO, CAVAGNARO & AMBRETTE,

lncorporated

* = This illustration shows our ,
" 1mproved Bologna Paste Ma- ; ; . 0

- chine, which, like all other ! | E— ; Bullders Of. ngh .Grade

C. C. & A. products, is su- | i - e ; Macaroni Machinery

- perior to all others on the i A 7

market.

]

- It does not require an ex- | e g A
-pert or a mechanic to handle ¥ o | I L =] Presses
-the same, but can be operated . ' Pt : L poat SCREW AND VERTICAL AND
by any mexpenenced person. ; ; : HYDRAULIC HORIZONTAL
" 'Both the punch and die
" can be removed or replaced
‘without being separated.
8 . Guaranteed to excel any.
" other'machine in quantity of
production and simplicity of -
control,
Sta.ndard Machme 20 ‘in.
_ wide.

e

Kneaders

TR e e G S LY

Mixers
Dough Brakes

Mostaccioli and
Noodle Cutters

iy 4L Bologna Fancy
e U A Paste Machines

e e

Another of our improved ;

gachljg‘;:kis Shthe Eam‘?fh“ ; 13 Specialists in Everything
oug e shown herewith, _ ‘ o ‘ . s .
B ‘ | . B Ilzeri:.anllmg to the Alimentary
of rolls at different levels, the ; G, [ e aste Industry.
work: is speeded up and a ool i At g | -
considerable saving in labor
Does in one operation what

requires several on other ma- 44 Type V-P Vertiul Hydraulic Press.
chines. |

O

Complete Plants Installed.

a

Heavy and solidly con- - ; g .
structed throughout. ¥ . Latest Type of Hydraulic Press. Most Economical and Mo-

Standard machine is-20 | dern Press on the Market. Constructed of Steel Throughout. Only

inches wide, but can be built ] One . ¢ : - >
AR K e ne Die required for each quality of Paste. . Plunger has High and

Latess Type Todss Doush Bosts Jot g Slow Speeds on Working Stroke and Return.

Send for lllustrated Catalog, containing full information.
Full Particulars Regarding these Machmes on Request. .

| | | | Office and Works, - g
156-166 Slxth Street _, Brooklyn, N. Y., U S A : _-lsscgizltlh ‘_St:;e:, i ek
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vention in 14925,
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A. Goodman & Sons,
New York
I am pleased to “tell the world™ that |
have been much benetited by matters which
woere considered at the recent convention ot
macaroni manufacturers. The various talks
were interesting and T was an active listen-
er.  Ineidently | oenjoyed o S-day vacation
in friendly company with tricnds and com-
petitors, 1 sincerely hope that matters such
as ending improper business practices and
elimination of coloring matter in all ali
mentary pastes will bring the results that
we all hope tor,
—Davidl
. L] .
Foulds Milling Company,
Chicago

Brietly, will say that the convention

Cowen,

The
Ituvarino

St Louis contimgent.

activities at Niagara Falls were most
interesting,  Appreciate the thorough
manner in which the seeretary is han-
dling association matters and we hope

E

e

that in the future we ean find time 1o
b ar bt more conperative, N more
eneral manifestation of this spirit van
not hielp but be generally heneticial,
Co L Barlingame
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Tharinger Macaroni Company,
Milwaukee, Wis.

Permit me to congratuliate you on the ey

collent program presented at our Niasara
Fulls convention wherein were read the
best papers and  were made the best Gl

dresses that T ever heard at o national con
cention,

The interest shown by manutactarers and
allied trades during all the loinds
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Lt nearosi manutacturer in the national
assoclation, 10 this can partly be done we
may all ook forwerd to the Lirgest con
vention of onr association when we get 1o
sether at Alantic City nest year,

W, A Tharineer

. . -

Peter Rossi & Sons,
Braidwood, Il
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American Macaroni Company.
Buffalo
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1 have attemded and was sueprised at the
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held at Atlantic City we may be able
to put across the cooperative advertis-
ing and cost plans outlined this year.
—W. T. Enger.
L] ] L]

A. C. Krumm Macaroni Co.,
Phlladelphia

Both Mr. Yaeger and myself had a splen-
did visit with our friends and competitors
at Niagara Falls and thoroughly enjoyed
the excellent program presented. I '‘am
sure that it was time and money well spent
as we brought home some ideas and plany
galned from the general program and from
friendly conversations with good friends In
the business. .

Our 1926 convention is to be held close
to this city and you can rcst assured that
we wlill be pleased to do everything pos-
sible to make the convention at Atlantic
City a record breaking one.

There is no doubt that much good will
come from the Niagara Falls conference and
from your splendid arrangements and ex-
cellent program that helped make this pos-
sible. The benefita derived from this con-
vention will be broadcast throughout the
country resulting as we hope and without a
doubt In Increased membership.

—A. C. Krumm, Jgr,
L] L] L ]
Bruno Oommastic Engineering Works,
Chioago

I wish to congratulate you personally
on the program offered at the 1924 con-
vention which was the first of its kind
that I had ever attended. I am per-
ticularly thankful for the courtesy
shown me as a newcomer there and to
prove my appreciation will offer my
services in any reasonable way in pl in-
ning and executing the 1925 conven-
tion at Atlantic Ci'y to which T look
forward with mueh pleasurable antici-
pation,

—Q@Guido A. Rossi,
[ ] [ ] L]
J. H. Woolrldge,
Washington, D. C.

Wish to congratulate you on the most
wonderful meeting held at Niagara Falls by
the macaronl manufacturing industry. Al-
though I was unable to attend glowing re.
ports from my many friends in the Industry
tell of the success. 1 know who I8 respon-
glble for It and must congratulate you on
the wonderful showing,

Your convention number of the Macaroni
Journal was chuck full of convention stuff
boiled down for the busy manufacturer. I
read it with much interest. If a macaroni
manufacturer reads this wonderful report
of the annual convention and does not join
your association he surely must.be in an-
other line of business. If he Is the right
kind of a macaron| manufacturer and not
yet o member the first thing he should do
Is to joIn, help to promote the general in-
terests of the trade, and enjoy the many
good things which your 1925 convention at
Atlantie City promises.

—J. H. Woolrldge.
. * @
Chas, G. Green Advertising Agency
New York

The 1924 convention of macaroni
manufacturers was not only one of the
most interesting and stimulating gath-
erings of business men I have ever at-
tended, but beyond doubt the most uge.
ful and businesslike.

The industry is to be congratulated
upon the fine spirit of progressiveness
and cooperatioin shown by those en-
gaged in it, and the continued mainte-
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nance of such a spirit cannot fail to

result in the increased prosperity of the

business as a whole, and of every mem-

ber of the association who is farsighted

enough to keep step with its progress.
; :—‘:V A, Schmitt,

Pllisbury Flour Mills Company,
Buffalo

I hope that all the members of the Maca-
ronl Manufacturers assoclatfon and their
many guests enjoyed the meeting at Nlagara
Falls as I did. I thought it was one of the
best conventions ever held and everybody
with whom I came in contact sald that they

“Serlous” Fischer of Plllsbury and his
“shadow.”

not only had an enjoyable time but felt
that the meeting was a very. beneficlal one
from all standpoints.

—Dwight K. Yerxa.
L

Washburn-Crosby Company,
Newark, N. J.

Will you permit me to congratulate
You on the very accomplished program
executed under your most capable su-
pervision at Niagara Falls convention
and to offer you a suggestion concern-
ing future gatherings?

I would suggest that at future con-
ventions arrangements be made with
the hotel chef for the serving of maca-
roni, spaghetti or noodles at each meal
during the convention ‘week. This
might be done in 2 ways, either by con-
tributing the food to the hotel or by
arranging with the hotel management
to make a specialty of this food during
the week.

—~C. M. 8. Langione.

* * @
Minneapolis Mllllnﬁ Company,
Minneapolis

Allow me to offer to you and to the other
officers and members of the association to

FOLLOW THE CROWD

Well, if others profit thru
JOINING the

NATIONAL
MACARONI MANUFACTURERS
ASSOCIATION

I CAN T00!

A Timely Thought—A Proper Decision.

N
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whom s due credit for the recent conven-
tion at Niagare Falls my heartiest con-
gratulations on ita success. I have enjoyed
all the others of your conventions which it
has been my privilege to attend, but never
before so heartily as this one, k

‘Your program was splendid but better
than that was the spirit of good fellowshlip,
cooperation and. friendliness which pervad.
ed the entire gathering and this last augurs
well for the improved conditions which we
aro 'all seeking for the Industry In the ap-
proaching year. A

You are certainly on the right track and
wé want you to know that if there s any-
thing which we can do to cooperate more
fully. in bringing about this {mprovement
you have only to command,

—Martin Luther.
L [ ]

The Christian Mills,
Minneapolis

To say that congratulations are due
you is putting it mildly for the splen-
did convention program at Niagara
Falls, There wasn’t 2 minute that was
wasted and I am sure that everyone
that attended came away with a feel-
ing of satisfaction, and also the feeling
that it was the most successful maca-
roni convention the national associa-
tion has ever held.

As a matter of fact I have seen prac-
tically everyone who attended the con-
vention between Syracuse, New York
and Minneapolis since July 10 and T
can truthfully say that the unanimous
opinion was that this last convention
was the most suceessful in every re-
spect. Let’s all cooperate to get a
larger attendance next year, No manu-
facturer will regret having attended
it, I am sure,

—C. R. Heaney.
L ]

C. W. Grlffin,
Toront.,. Canada

I wish to congratulaia you on your won-
derful convention program at Niagara Falls.
I certainly enfoyed every minute. The in-
teresting talks given by the numerous
speakers certainly were great food for a
salesman as well as for the manufacturer,
and I sincerely trust that the macaronli
manufacturers will joln hands with thelr
selling organization and have as many sales-
E:au as possible attend your 1925 conven-

on.

Could the nanufacturer realize the knowl-
edge a salesman galned by attending your
1924 convention he certainly will not over-
look his selling staff at the 1926 convention
at Atlantle City, when you will no doubt
have, as in the pest, most interesting sub-
Jects and epeakert. for the manufacturer and
thelr salesmen,

I greatly appreciate your untiring efforts
In making this convention the best ever, and
hoping to have the pleasure of meeting more
macaroni salesmen at your 1925 conventlon,
wish you every. success.

- —C. W. Griffin.

LI

Commander Mill Company,
Minneapolis

I have just returned from the maca-
roni convention and cannot refrain
from complimenting you on the very
instructive program you had outlined.
It was a most successful convention, I
should say, for every one concerned.
One thing that appealed to me espe-
cially was the apparent good feeling
among. the macaroni manufacturers,

August 15, 1924

THE MACARONI JOURNAL

R\ R e TR R 1 g S St i o 2 s

i

e

i

The Peters Package

-

The largest percentage of the best macaroni
packaged goods is sold in PETERS STYLE
PACKAGE. From a plain carton blank and a
piece of lining .paper the PETERS FORMING

AND LINING MACHINE sets up and lines, auto-
matically, a carton ready for the Packing Table.

This package is automatically folded and
closed by the PETERS FOLDING AND CLOS-
ING MACHINE and it is then wrapped and
labeled by the PETERS WRAPPING AND
LABELING MACHINE.

Peters Machinery Company

4700 Ravenswood Avenue

CHICAGO, ILLINOIS

AUTOMATIC PACKAGE MACHINERY that will form, line, fold, close,
wrap and seal cartons.

Write for catalog and full information.

VAT SRR NN S
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and between them and the . allied
trades.

I am surely pleased to know that the
association is rapidly increasing its
membership and feel that the macaroni
manufacturers are strongly in need of
an association of this kind.

I am certain that everyone who at-
tended the Njugara Falls convention
went away with a feeling of satisfae-
tion and that all will be on hand at all
future conferences of the association
if it is at all possible for them to do so.

—W. E. Onsdahl
[ ] - [ ]

Joe Lowe Company,
New York

I wish to take this opportunity of letting
vou know that although I have always en-
joyed the macaronl manufacturers conven-
tions I found that the recent Niagara Falls
meeting the best all around convention that
we have ever had.

You surely had a bunch of real talent all
of whom knew what they were talking about
and I can frankly say that I got some real
instructive as well as constructive material.
I want to congratulate you and the execu-
tive committee for o job well done. I hope
the rest of the gang got the same "kick"
out of It that 1 did.

—Joe Lowe.
L] -

L]
Pillsbury Flour Mills Company,
Minneapolis

The program of the National Maca-
roni Manufacturers convention held at
Niagara Falls on July 8-9-10 was with-
out doubt the best one from every
standpoint in several years, and of such
worth that both bulk and package man-
ufacturers were able to derive much
valuable information coneerning up to
date methods of doing business.

Have heard both bulk and package
men express themselves as having re-
ceived much benefit from the discus-
sions coneerning matters of manufac-
turing, distribution, costs, ete,

The maecaroni industry as a whole
certainly was helped materially as a
result of this well handled convention,

—A. J. Fischer.
* L '
Duluth-Superior Milllng Co.,
Buffalo

The writer has attended several macaronl|
manufacturers conventions but belleves that
the program you had at your last convention
at Niagara Falls was Ly far the best you
have had In years.

I do not know what I could suggest to bet-
ter the situation, excepting that each Indi-
vidual manufacturer feel it his duty to at-
tend and to see that his next door neighbor
also attends and joins the assoclation. As
o mill representative we are naturally de-
slrous of seelng your industry progress,
More progress will be made by combined
effort than in any other manner.

You are entitled to congratulations for
the splendid and efficlent manner in which
the whole proposition was handled.

—W. 8. Preyer.,

Wachburn-Crosby Company,
Minneapolis
I want to congratulate you personal-
ly and the association for the splendid
representation at the annual conven-
tion at Niagara Falls. The program
was excellent and the speakers very
ably covered topics of vital importance

and interest to the industry. I person-
ally am grateful for the opportunity I
enjoyed of listening to such well con-
sidered and timely addresses.

It seemed to me that there was very

evident a decided atmosphere ofcor--

diality and a real spirit of cooperatign

which, with so large an attendance:

from so many districts of the country
considered, is most helpful and encour-
aging. Yoot

I fully endor.e President Mueller’s
plan of district clubs and feel confident
that such a policy offers a splendid op-

Just scrambled. Farina, semolina l;l’ld eggs,

portunity to keep alive the interest in
the welfare of the industry and that it
will bring about a real coordination.

I sincerely trust that full profit will
be taken of the opportunity presented
and that the 1925 convention will be
equally progressive and successful.

A .—.A. L. Ruland.

Champlian Machinery Company
Jollet, IlI. :

Have just returned from a trip east and
cannot allow the opportunity to elapse to
“tell the world” how greatly 1 was im.
pressed with the convention of macaroni
manufacturers which I attended. My busi-
ness enables me to attend numerous con-
ventions throughout the year, particularly
those of the bakery trade. Regarding your
convention I can truthfully say that this
was one of the best conventions I ever at-
tended. Every macaroni manufacturer or
jobber In attendance left for home with a
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lot of real up-to-the-minute information that
he will take advantage of in his 'business.
Every one who attended, be he small or
large manufacturer, will surely profit by the
_contact gained there. ' Should the absentees
appreciate the good that is gained by asso-
clation membership and convention attend-
ance both. membvership and attendance
should be greatly increased when the time
rolls around for the 1825 gathering st At-
lantie City next June.

452 -—‘-F'rnnk A, Motta,

Splendor Macaroni Co, East Boston

The Niagara Falls -convention was
one of the most interesting, instructive

- and helpful gatherings I have ever at-

tended. It kept one’s undivided inter-
est throughout. | The general. spirit
shown during the conference was re-
markable.

The officers must be commended on
their splendid leadership and their un-
tiring efforts which went to make the

. convention the best ever.

—T. R. Molinari.

Trade Mark Act Change

(Publle—No, 263—68th Congress, 8, 2324)

An act to amend sectlon 6 of the Trade-Mark
Act of 1906 as amended, relative to the un-
authorized use of portralits, -

Be it enacted by the Senate and
House of Representatives of the Unit-
ed States of America in Congress as-
sembled, That' the fourth proviso of
subdivision (b) of section 5 of the act
entitled ‘‘ An act to authorize the regis-
tration of trade marks used in com-
merce with foreign nations or among
the several states or with Indian tribes,
and to protect the same,’”’ approved
Feb. 20, 1905, as amended, is amended
to read as follows: ‘‘Provided further,
That no portrait of a living individual
may be registered as a trade mark ex-
cept by the consent of such individual
evidenced by an instrument in writing,
nor may the portrait of any deceased
President of the United States be reg-
istered during the life of his widow, if

‘any, except by the consent of the

widow evidenced in such manner.”’
Approved, June 7, 1924,

Good Work, Mr. Secretary

. The GOOD NEWS of a FINE CONVENTION made interesting read-
ing BUT the most pleasing was the BIG MEMBERSHIP INCRVASE re-

ported.

We aIwgys knew our Secretary was a Hustler. We’re convinced now.
To obtain a 1009% Membership increase is no small task, but our Sec-
retary was equal to it. He had to do some ‘“‘tall talking’’ but he must
be satisfied to discover that Macaroni men are not altogether blind to

their own interests,

A start !ma been made. There still remain a few “gtray sheep’’ to
be brought into the fold. We hope that they come in voluntarily, Fail-
ing that our Secretary will get busy with his convincing, heart-to-heart

appeals,

We congratulate you, Mr, Secretary. Also the National Association

and the Macaroni Industry.

We congratulate those NEW MEMBERS who realized their duty to
their Industry, Joined the National Association aud thus pointed out
the way the remaining nonmembers should readily, willingly and profit-

ab;y follow.

~—James T, Williams. |

" N‘o_tes of

Macarom': in Harvest Meals

Modern dietetics has invaded the
farm kitchens in which harvest meals
are being prepared. Agents from the
Kansas State Agricultur:’ college are
teaching farm wives what they ought
to feed the army of men that are en-
gaged in ‘the big summer job of har-
vesting that state’s wheat crop.

Among' the leading foods recom-
mended are macaroni and cheese. This
is particularly recommendedl for din-
ner or supper. The different foods sug-
gested for the heavy meals of the day
enables the housewives to give the hard
working men ithe variety that adds
spice to the meal itself, while lighten-
ing labor of the cook.

The new menu starts off with a light
breakfast, a dinner of gracious array
of chicken or one other meat, with suit-
able side dishes and a supper to satis-
fy even the hardest of workers. Cer-
tainly no one could go hungry under
cither the old or new system of harvest

hand meals but the 1924 menus appear

to offer a more wholesome and less
heating variety. While the men them-
selves have not been ‘consulted the spe-
cialists believe that at the end of the
season they are going to feel better and
derive more- general nourishment from
the modern meals recommended. At
the end of the season a vote of the har-
vest hands and housewives would prob-
ably strongly favor the innovation.

New Macaroni 8elling Idea

Newspapers and trade magazines in
the eastern part of the country are
commenting freely on the big advertis-
ing campaign opened last month by
the C. F. Mueller company, Jersey
City, in which is made timely sugges-
tion that macaroni be occasionally sub-
stituted for potatoes. Advertisements
to this effect are appearing in the lead-
ing papers and in many of the grocer
and food journals and are having a sat-
isfactory effect according to prelimi-
nary surveys.

The Mueller company like all lead-
ing macaroni’ concerns of the country
believes that macaroni products are
still far from commanding the sale they
should, In casting about for a big sell-
ing idea the thought occurred to the
Mueller company chiefs that, since the
potato is the chief competitor of maca-
roni, recommending the occasional sub-
stitute of macaroni products for pota-
toes-would be a welcome suggestion.

The  Mueller program strikes the
keynote—‘‘Eat Mueller’s Macaroni in
Place of .Potatoes.’’ Besides newspa-
per and trade magazine advertising the
campaign will be extended through the
distribution of hundreds of thousands
of ‘booklets and circulars and through
the use of posters and'street car cards.
The ‘telling ‘point” in the advertising
campaign 'is that the use of macaroni
in place of potatoes saves the house-
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wife much time, work, fuel and money.
It will eliminate the cleaning and peel-
ing of potatoes and tend to keep the
hands soft and white. It points out
the fact that when the housewife is late
and the family hungry macaroni may
be quickly prepared and served, yield-
ing all that is required in the way of
calories, energy, protein, ealeium and
phosphorus, elements which potatoes
seemingly lack. Throughout the whole
advertising schedule macaroni is sug-
gested as a welcome and delightful
change from the eternal twice-a-day
serving of potatoes.

Macaroni May Imports and Exports

The quantity of the various kinds of
macaroni products imported during
May 1924 exceeded the imports of the

‘gsamé month last year in pounds hut

was slightly less in value. According
to government figures compiled by the
bureau of foreign and domestic com-
merce the total importation of maca-
roni products for the month was 292,-
072 1bs. invoiced at $20,068, In May
1923 the imports were 282,765 1hs. val-

‘ued at $23,395.

For the 11 months ending May 31,
1924, the total quantity of the maca-
roni imports was 3,501,432 1bs, worth
$230,975. For the same period last
year the imports had reached 2,904,426
1bs. at a value of $222,680.

_ Exports

The exportation of macaroni prod-
uets is also increasing. In May this
vear the figures show that 796,315 1bs.
were sent to foreign countries from our
various ports, the whole exportation
being valued at $65,045. During May
1923 the exports totaled 614,062 lhs, in-
voiced at $44,439,

The same rate of increase has heen
consistently maintained thronghout
the year. For the 11 months ending
May 31, 1924, a total of 6,685,295 1bs.
of macaroni products left our shores,
these being valued at $534,690, as com-
pared with 5,765,015 1bs, invoiced at
$458,544 exported for the same period
last year.

Spaghetti and Wild Dove

Giovanni Feraddozza's love for wild
dove and spaghetti has caused him
trouble under the game laws of Califor-
nin. According to the authorities of
Fairfax, in the Golden state, Giovanni’s
appetite for wild .dove, broiled and
garnished with mushrooms and spa-
ghetti, has already cost him over $400
in fines for 3 violations of the game
laws, The last transgression to pro-
vide himself this delicacy, his passion
for wild dove being stronger than re-
spect for the law, brought him a sen-

Businesses have succeeded with
little money but NEVER with LIT-
TLE MEN.

tence of 60 days in jail. While it is
perfectly legal to eat spaghetti, wild
dove is legally immune.

Canadian Macaroni Plants

Canada has 9 establishments that
manufacture macaroni, spaghetti, ver-
micelli and 'similar pastes. Govern-
ment bodies estimated annual produc-
tion of these 9 plants at 15,000,000 1hs.
They represent capital investment of
over a million dollars, most of it in ex-
pensive machinery required by plants
of this kind. Approximately 200 men
and women are employed in the Cana-
dian plants. Four of the plants are in
Ontario, 2 in Quebee, 2 in Manitoba and
1 in British Columbia.

Buckley Company Incorporates

Certificate of incorporation was is-
sued in July from the office of the Con-
necticut secretary of state to Patrick
J. Buckley, Anthony W. Buckley and
Wm. W. Fagan of Berlin, Conn., in-
corporators of the Buckley Macaroni
company of that city. The company is
authorized to issue $50,000 eapital of
which $9,000 has been subseribed hy
the incorporators. The officers are
president and treasurer, Patrick Buck-
ley ; secretary, Anthony Buckley. These
officers with Louis Buckley compose the
hoard of directors. It will probably
be arranged to remodel the old Buckley
plant at Kensington to house the new
company.

Fire Wrecks Liberti Plant

The Vincenza Liberti Macaroni Man-
ufacturing Co. plant in a 2-story stucco
huilding in Ansonia, Conn., was visited
by fire the latter part of July. The
flames were discovered in the cellar
but were got under control hefore much
damage was done to the upper floors.
Smoke and water damage is estimated
at $1,000.

8plit by Macaroni

Macaroni eaused the Marzullo fam-
ily of Baltimore to fall out, according
to Samuel Marzullo’s statemert to the
judge of the criminal court when he
answered to the charge of failure to
support his wife, Rose Marzullo, and
their 5-month old child, Marzullo ex-
plained he was employed in a macaroni
factory helping mold that food into its
many popular forms, for this he was
paid $21 weekly and given a honus of
15 1hs. of macaroni each Saturday night.
Everything went along splendidly, he
declared under eross examination, until
his -mother-in-law  hegan demanding
more macaroni. She even went to the
factory and voiced her demands so
loudly that he had to quit his job, and
now works for $18 per week and no
macaroni. The judge sympathized with
the defendant and ordered him to pay
a weekly stipend in support of his de-
pendents.




Grain, Trade and Food Notes

Cut in Wheat Acreage

The wheat acreage in the northern
hem:sphcrc this year, excluding Russia,
is placed at 179,325,000 acres by the
United States Departmcnt of Agricul-
ture, based upon nfﬂcml estimates from
countries having in 1923 about 80% of
the total area. The acreage Inst year
was 188,157,000 acres, and the average
for the 1909-13 prewar period was 168,
966,000.

The harvest will probably be more
than 10 less than in 1923, the depnrt-
ment says, due to the 414% ent in acre-
age and the generally late spring sea-
son, TFor the most .part the spring
season was from 2 to 3 weeks late, and
later in the season there was consid-

erable drought damage in the Mediter-,

ranean basin, which cut down the
vields in Italy, Spain and North Africa,
The Balkan countries have continu-
ously reported generally favorable
crop conditions and yields in excess of
last year's are forecast for Bulgaria.
Wheat conditions improved generally
during June and yields may prove
heavier than are expected at present,
the department says.

Reports to the department from va-
rious sources indicate a smaller cereal
crop in Russia than was harvested last
vear. The total acreage planted was
about equal to or slightly higher than
last year’s acreages with the increases
in the northern and Volga regions. The
chief wheat region, Ukraine, has a
smaller aereage. Crop conditions on
June 1 were below average in all re-
gions except the Caueasus and Siberia,
and conditions in these 2 regions were
not good enough to bring the total for
Russin up to average. Since June 1
there have heen repeated reports of
drought damage in some sections of
Russia, execessive rains in others, and
mice and other field pests have caused
some concern.

Try to Improve Quality

To emphasize the relative searcity of
desirable grades of durum wheat suii-
able for milling into semolina, the
wheat department of Washburn Crnshy
company, together with those of other
durum millers, conducted a Better Du-
rum  Wheat campaign last spring
among durum farmers, By means of
meetings, radio talks, and the Depart-
ment of Agriculture working through
-its agents, the results of the investiga-
tions by these durum millers were car-
ried to several thousand raisers of du-
rum wheat, states the ‘‘Eventually
News,’’ the \Vnﬂhhnm Crnshv house or-
gan for June.

In making these tests, carlot samples
of several varieties of No. 1 amber du-
rum wheat were carefully milled into
semolina in one of the company’s man-
ufacturing units, which was turned
over to a group of durum millers for
this purpose. These semolinas were

then made into macaroni in a well
known macaroni factory, which turns
out a high quality produet, each semo-
lina being treated under exactly the
same conditions., The wheat, the semo-
lina, and the resulting macaroni were
cnrefullv noted and checked, and a
vomprehenmve display of each con-
trasted for the inspection and educa-
tion of the durum farmers,

The very obvious disparity in qual-
ity of some types wags clearly disclosed
and the advantage to be gained by the
farmer in seeding high grade varieties
of the kubanka type of durum was
decidedly emphasized.

Grain in the Danube Basin

The grain producing areas of the
Danube basin are steadily recovering
their position as an important source
of cereal supply, reports the United
States Department of Agriculture.

The basin as a whole in prewar years,
including Austria, Hungary, Czecho-
slovakia, Yugoslavia, Bulgaria and Ru-
mania, showed substantial exportable
surpluses of wheat, rye, barley, oats,
and corn, These regions were forced
to readjust their economic life in the
prevailing political situation following
the war with resultant deficits in grain
production. The exportable wheat sur-
plus by 1921 had dropped 96,000,000
bu. below the average prewar exporta-
tion so that instead of producing a sur-
plus for export 24,245,000 bu. were ac-
tually imported into the basin, Pro-
duction since then has steadily recov-
ered und not only has the deficit been
wiped out, but 38,000,000 bu. were
available for export in 1923.

Grain production in the Danube basin

has great significance for American

_farmers inasmuch as increasing quan-

tities of Danubian wheat are likely to
appear on the markets in competition
with American wheat exports, the de-
partment points out. The Danube ter-
ritory has been torn by political and
economic readjustments the effects of
which the department has endeavored
to measure in a special study.

Canadian Wheat Grop Improved

The Canadian wheat crop is consid-
erably improved by heavy rains
throughout the western provinces, ac-
cording to a telegram to the United
States Department- of Agriculture from
the Dominion bureau of statistics. This
in the first official statement received by
the department since the report of July
11 when the indicated production on
the basis of acreage and condition as of
July 1 amounted to 318,640,00 bu.
compared with 474,199,000 bu. pmduced
in 1923, Private eatlmutea of produc-
tion have ranged from 200,000,000 to
335,000,000 bu. - The harvest geason in
Cnnada begins. the latter part of Aug-
ust and extends through September and
October. The Aug 1 wheat condxhon

nerve ns fo dih

report of the Dominion bureau was to
be released about the 11th. Final re-
sults will depend upon weather condi-
tions until after harvest.

Less Durum Lesson

More than 5,600,000 acres, represent-
ing mearly 35% of the total spring
wheat acreage of Minnesota, the Da-
kotas and Montana, were sown to du-
rum wheat in 1922, when the craze for
durum reached its height. In 1923 the
proportion of durum to the total spring
wheat acreage in the 4 states was ap-
proximately 31; this year, according to
the preliminary estimate of the Depart-
ment of Agriculture, it is less than 29,
On Oct. 3, 1922, the average price per
bushel of No. 1 dark northern cash
wheat in Minneapolis was $1.11, and
for No, 1 amber durum 9lec, a differ-
ence of 20c. On Oct. 3, 1923, No. 1
dark northern was worth $1.24 and No.
1 amber durum 25¢ less.

It is from such figures as these that
the spring wheat farmer is gradually
learning his lesson. He was told to
raise durum wheat because it provided
comparative immunity from the perils
of black rust; he remembered that in
1917, when the durum acreage was only
17% of the total sown to spring wheat
in the 4 northwestern states, durum
wheat often sold.at an actual premium
over the best grades of hard red spring.
Accordingly he increased his durum
acreage year after year until the sup-
ply far exceeded the demand.

Now, through no-special propaganda
but s:mply through the normal opera-
tion of economic laws, the proper bal-
ance is gradually being restored. The
farmer cannot afford to sacrifice 20 or
26c a bushel on a large proportion of
his wheat; he can and will cnntmue to
grow durum a8 an insurance provision
against rust, but he will hold the acre-
age down tn a point where the supply
will not  exceed the profitable demand.
What is actually happening in the case
of durnm wheat ought to be a most use-
ful object lesson to every one honestly
interested in the wheat farmer’s wel-
fave; if economic principles are let
alone to do their work, they will auto-
matically provide solutions of the prol-
lems which agriculture inevitably cre-
ates.—The Northwestern Miller.

Clinics for Food Handlers

Occupational clinics for examination
of food handlers will be opened soon hy
the . burcau of health . of southern,
northern and northeastern Philadel-
phia, says the Philadelphia Record of
July 19, One of these clinics was re-
cently established in Philadelphia Gen-
eral hospital,. open Tuesday of each
week: The Pennsylvania state laws re-
quire that food- handlers subject. them-
selves to physical examination at least
once a year and forbid:persons suf-
fering from com.ls\l uble .diseases. to
ers in any capacity.
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Desiccating

History and Methods of
Eggs in China

By L. M. Fletcher, Manager Chicago Branch of the Joe Lowe Co.

Delivered at the Annual Conventlon of the National Macaronl Manufacturers Association, July 8.10, 1924

Preliminary to the consideration of
any produet a brief study of the coun-
try of its origin is in order. When we
consider China we find ourselves face
to face with the subject, of which even
today little is known. ITere we have a
vast numhber of people, i. e., hetween
and 6 hundred million, with the oldest
organized community of eontinued gov-
ernment of record. The history of the
(‘hinese dating back more than 4 thou-
sand years hefore it is lost in the dim
mists of the past as compared with the
14 hundeed  years of Inglish  his-
tory and the 4 hundred years of Amer-
ican history, offers food for consider-
able thought.

This vast nation until the last few
vears lived and existed with little or no
commercinl  intereourse  with  their
neighhors,  Consequently but few new
customs were brought into the country
and eountless generations, through the
use of the same customs, had them so
deeply ingrained that they beeame a
part of the nation and the measuring
stick hy which all thoughts and actions
were squared, Veneration for the aged
and deep observance of past customs
are the prime motives of China today.
The religion of China can he summed
up in “‘he who is contented is happy—
lie that is satistied is contented.”' There-
fore he that does not aspire to an-
other’s position or more wealth than he
or his fathers possessed must of neces-
¢ity he contented, and being content
he must be happy. Consequently under
these tonchings there is no ambition for
huginess expansion on the part of the
average Chinese and there are no large
husiness organizations capable of han-
dling hig problems or national develop-
ment.  Therefore, after 4  thousand
vears, the natural resources of China
have hardly been touched and these

natural resources are undoubtedly the
richest in the world.

There is but little merchandise pro-
duced in China capable of competing in
the world market because of this lack
business organization.

of developed

Jyotice

s admedinnct
el L}.-‘n'mg \
[

Y l%f-l:‘ -
AN

sl LW,

veva

Mr. Wong, one of the most Influential egg
factors of Chinn, nt entrance to factory.

China is really a great group of small
communities, each community catering
largely to itself and producing but lit-
tle surplus, The gathering of merchan-
dise in sufficient quantities to make its
exportation a profitable business re-
quires picking up small surpluses from

view,

The $2,000,000 plant of the China Deslccated Egg company, hullt under
Amerlean supervision with carefully equipped Amer'can made muchinery, .
one of the best plants in China. The snap shot was taken from the step
of a traln golng about 30 miles an hour, but at that Is a good clear

ground,

Executive staff of China Desiccated Egg company.
Official Interpreter and connected with Y. M. C, A., machinist and chief
engineer, health officer and medical examiner (with hat on), general
plant superintendent, one of chief owners,. Carved granite grill in back-

a great many communities and in this
way accumulating merchandise in suf-
ficiently large lots to warrant the un-
dertaking.

One and perhaps the most important
item that China produces which lends
itself readily to exportation.is eggs and
this, like everything else, is only pos.
sible through organization of a verita-
ble atmy of egg gatherers inasmuch as
nowhere in China are eggs produced on
an extensive scale. A flock of 20 chick-
ens is a very large one in China and
the majority of eggs that are exported
come from flocks not exceeding 5 or 6
chickens. The eggs are, however, most
carefully gathered as their sale is, for
many families, their only source of cash
revenue—practically everything else
being disposed of on a trade basis.

The earliest exporters of the Chinese
egg products were the Germans and
for many years the egg industry was
largely in their hands. The original
methods were very simple and consist-
ed in handling the eggs in the form
known as liquid or preserved eggs. Un-
der this method the eggs were simply
broken out of the shell, mixed with a
solution of horacie acid, placed in tight
barrels and earried in open shipping to
the Evropean market, where hecause of
their low price they found ready sale.
In those days there were little or no
food regulations in Europe and these
eggs readily passed their inspeetion.

United States, being the first to pass
pure food laws, very early relegated
these eggs out of the country, and in
order for the Germans to invade the
American market it was necessary that
they introduce dehydration into the in-
dustry. The first dehydration plant of
China was built ahout 30 years ago and
subsequently, through the adoption of
improved methods and American made

(Left to right)—
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machinery, these plants were greatly
improved until now we find that even
the European countries no longer look
with much favor on boracic acid pre-
served eggs, but are gradually taking
the larger proportion of their require-
ments in dehydrated egg stocks.

During the late war several cold stor-
age plants were built in some of the
const eities of China, notably Shanghai,
und sinee the war these have been
largely used by the egg trade. .In tl_le
early spring while the weather is 31‘.1]1
cold and the eggs are of high quality
and will stand up under the drastic
transportation hardships, great quan-
tities reach the seaboard and are han-
dled through the cold storage plants
and are delivered to the European mar-
kets as cold storage eggs and also in
the form of frozen eggs. These eggs,
however, because of the fact that they
originate in the interior of China and
due to their primitive methods of trans-
portation, are generally 3 or 4 weeks
old _before reaching the cold storage
plants and are not as high a quality of
egg as could be desired.

Dehydration plants have the benefit
of being situated in the interior of
China, the heart of the egg producing
sections, and therefore find a plentiful
stock of strictly high grade of eggs
available for their purpose.

Since the war American industries
have largely taken over the interests
formerly held by the Germans in the
dehydration plants and have greatly
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lea ol water  transportation  methods,

improved them, A the present time
some of the dehydreation plants are un-
der the supervision of Americans and
are producing o very line produet.  La-
B heing cheap and abundant it s
very easy toinstall and maintain mod-
ern sanitation,

A buiet teip to one of the plants dis-
closes the following

When the eggs are received at the
Factory they are twice candled and, in-
astinel as rejected eges are not paid
Far bat are turned back to the produe-
er, thus causing no loss to the factory,
there is no reason for slack inspection,
Consequently ouly the highest grade of
The eggs are pliaeed in
wire baskets and thoroughly washed in
cold water after which they are sent
to the bhreaking room where the utniost
care is taken to keep them from heing
i any way contiminated,  The break-
g tables are tharoughly washed onee
an honres The wivls employed in the
breaking room are all uniformed and
are subjected tooa clase personal exe-
amination by health officials, Their
Bavnads e mianienreed twiee a day and
shiouhl a breaker diseover an inferior
v b s g eredit 1o her il!lll 1]](‘ iln-
dbing department receives a0 black
mark  Tnastoel as these eredits carrey
a small cash remuneration, which s
chavged awainst the candler, the egg
candler thus tinds an adiditional reason
tor bemge caveful. - After hreaking the
cags they are cither separated  into
Solks and whites v Left in thedr entire-

s e sed,

FPinished boxes Lelng loaded from factory on China junks for trans-
portation to seabuvard, pleture taken on upper region of Yangtze river,
man power used Instead of derrieks for loading,

China Junks engaged In eareying egps to various factories. giving an
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Dasket holding 1100 eggs and weighlng 140 pounds carried more than

€0 mlles, an lden of overlund transportation,

ty for dehydration as a whole dried
In either event they are then
placed inan air pressure tank and
forced through a very fine scereen,

parer
=0

TR

¥

Type of girls emploved In breaking room of
vy plants, Also the Kind of eggs used,

which eliminates any shell that might
have been in the ege, as well as emulsi-
fving the eggs: from this tank they arve
forced through pipes into the sprays
of the drying chamhber, The drying ap-

parvatus used is exactly the same as
used in this country in the manufaeture
of powdered milk and consists simply
of reducing the egg to a fine spray, and

spraying it into a rveoom of warm
dry  air,  This air ab sorhbs the
moisture  of  the ege and  allows
the  ege solids to precipitate

to the floor of the room from where it
is removed and is then ready for pack-
ing. It is packed in hermetieally sealed,
paper lined, tin containers, the contain-
ers averaging from 150 to 200 pounds
each. These containers arve then thor-
oughly cased in wood and shipped to
the senboard for examination and re-
shipment to their final destination.
The spray process outlined above
used in the manufacture of egg yolk
and whole eggs reduces the mixture
through the sprays to such a fine con-
sisteney that albumen subjected to this
treatment loses its ability to heat or
foam. Consequently different methods
are adopted for the dehydration of al-
humen,  In this department the egg
whites, after being carefully separated
from the yolks, are placed in aluminum
trays, the trays heing civeular in shape
and about 14 inches in dinmeter, and
perhaps one inch in depth. Each of
these trays holds about 3 pounds of
liquid egg albumen whiceh after dreying
produces about 6 or 7 ounces of flake
ulbumen.  These trays are.filled with
ecgr whites and are placed on shelves
in a dreving room where they are sub-
jeeted to low heat for several hours.

Loy at slde of room,

Breaking room, celllng fans moved with pulleys and ropes by small
Supervisor Is American woman formerly with Bos-

ton health department and one of foremost factory sanitation experts.
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Ianieri’s

Rapid Drying Process

for Mocoroni and Noodles

Read This Letter

Indiana, Pa., July 26, 1924.
TO WHOM IT MAY CONCERN:

We have been manufacturers of Macaroni for ten
years and in the year of 1920 we increased the capa-
city of our products. Since that time we have had
difficulties in drying our products.

Mr. Ianieri called on us during the month of April
of this year and offered to install his drying system.
The result was that after we had one drying chamber
in operation we went ahead and changed the entire
drying system, now we are operating seventeen cham-
bers which enables us to dry 76 barrels per day. We
have found that the Ianieri Drying System is a wonder-
ful accomplishment, inasmuch as it saves space, work
and reduces the cost of manufacturing, giving a won-
derful product.

INDIANA MACARONI COMPANY
J. Rezzolla

JOHN IANIERI COMPANY

This photograph 1eproduces the IANIERI'S RAPID
DRYING PROCESS for short macaroni.

553 N. 63rd Street PHILADELPHIA, PA.

Amoroso & DiMarino, Sole Agents

Discriminating Manufacturers
Use

Hourglass

PURE DURUM
RUNS BRIGH

Quality and Service Guaranteed

Brand

SEMOLINA AND FLOUR
T, SHARP AND UNIFORM

Write or Wire for Samples and Prices

DULUTH-SUPERIOR MILLING CO.
Main Office DULUTH, MINN.

NEW YORK OFFICE:
F 7 Produce Exchange

PHILADELPHIA OFFICE: 468 Bourse Bldg.

BUFFALO OFFICE: BOSTON OFFICE:
31 Dun Building 88 Broad Street

CHICAGO OFFICE: J. P. Crangle 14 E. Jackson Blvd.
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Chinese garden at home of egg factory superintendent. It Is several thgumnd years old

and a most beautiful and picturesque spot.

the heat being sufficiently low so that
it does not cook the albumen of the egg
but simply dries it out through evapo-
ration, When the albumen is removed
from these trays it is in sheets like
pan eakes. It is then put in a shaker
hox and broken into smaller flakes
which pack much more readily. This
product is then cased exactly the same
as the yolk ‘and like yolk eventually
finds its way to the consumer. .
The standards of this industry are
rapidly being improved largely through
the influence of American interests.

The writer of this article spent several
months of last year in China in the in-
terests of the Joe Lowe Company and

-the egg industry in general and at that

time there was instituted a scale of egg
standards and a laboratory was estab-
lished in Shanghai for the examination
of dehydrated eggs imported by this
company. The standards are very rig-
orous, each individual case of egg prod-
nets being separately examined and
tested in Shanghai, thus insuring to the
American consumers a guaranteed high

~ grade product.

Macaroni Market Conditions
---How Improve Them?

By C. H. Ferris of The Stevenson Corporation, New York City

I. 1f a working majority of the mac-
aroni manufacturers really knew their
ensts of production a great many of the
free deals now heing given would dis-
appear and much of the business, now
heing done without profit or at a loss,
would earry a reasonable priece.

IT. The truth of that statement is
horne out by the histories of numerous
manufacturing groups and particularly
of the printing industry. Ten years
ago that market was in a deplorable
condition. ITardly 19 of the companies
had an adequate knowledge of real
costs of production. Actual surveys
made in the field showed that the bulk
of the business was being done without
profit or at an actual loss. Beeause
there were so many small plants in the
hands of men whose intelligence and
managerial ability rated approximate-
ly zero the task looked gigantic. By
getting about 50% of the plants to
operate the standard cost system and
then by spreading broadcast figures
showing average data on costs gained
from that 509, the printing group has

lifted itself by its boot straps from
practically last among the major in-

B e

dustries, from the standpoint of return
on capital, to a position well in the
front,

IIT. To accompli-’y such a result in
any field, the basic idea of a uniform
cost system must BE SOLD to the in-
dividual companies. A sales eampaign
must be put on with men in the field
calling on the managements of the
member concerns. Where there is no
cost knowledge at all the value and ad-
vantages of a cost system must be sold.
Where a company is operating a cost
department with a procedure that va-
ries from the uniform method that man-
agement must be sold on the value of
uniformity. It has been the experience
of every industry that has made any
progress at all in extending a knowl-
edge of costs that the progress is in di-
rect ratio to the amount of sales effort
in the field. :

- IV. TItis always up to the leaders in
any group to put on and finance such a
sales campaign. Those leaders may
have spent money on their individual
cost systems and may feel that they
themselves know their costs. What
they must keep in mind is that it is
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worth money to them to have their
competitor know its costs as well,

V. If the leaders in the macaroni
group would raise a fund of from b to
10 thousand dollars and put on a real
campaign to sell the standard cost sys-
tem to the macaroni manufacturers, in
a few years the money so spent would
bring in generous dividends in an im.
proved market condition.

VI. The plan should include an ar-
rangement whereby those who sell the
idea of the cost system to the individual
companies would be prepared with a
staff of field men to sypervise the in-
stallation., A charge could be worked
out for such service based on capacity
or sales volume, and would be paid by
the company in whose plant the instal-
lation was made.

VII. With men maintaining person-
al contact in the field with the indi-
vidual managements the idea of a regu-
lar statistical report could be sold and
the collection of the figures supervised.
The purpose of this report would be to
reflect the relation of orders, produc-
tion and shipments to capacity as an
average for the group and to give the
individual a comparison beween his
own experience and the group average.

VIII. Again the sales contact.in the
field could be used to help put over the
tssociation advertising eampaign which
would mean so much to your market.
While you have an excellent contact
with your individual companies through
your admirable trade paper, if this
could be supplemented by personal con-
tact in the field you would have a
strong lineup.

The Northwestern
Miller Cooperates

The Northwestern Miller through P.
D. Fahnestock, Buffalo representative,
and Mrs. Eleanor |Pitzner, office re-
porter, covered the activities of the
1924 convention of the macaroni manu-
facturers at Niagara Falls and in the

- July 23 issue reported liberally on the

proceedings of that gathering. In ad-
dition, Robert T. Beatty, editor of the
American Baker, in an interesting part
of the issue above referred to, wrote
editorially of the conditions in the mac-
aroni industry from the viewpoint of
the convention reporter. We reproduce
the editorial:
The Macaroni Industry

‘It is evident from reports of the
enthusiastic and instructive conven-
tion of the National Macaroni Manu-
facturers association, which was held
in Niagara Falls, Ont., early this month,
that the paste manufacturing industry
in America is alive, not only to its
great possibilities but to the necessity
for meeting its problems with the prop-
er organization and with intelligent
concerted effort, G

‘‘As was pointed out by convention
speakers, the industry'is confronted
with a need for wider markets and at

August 16, 1924

the same time with the necessity for
meeting in the domestic field a threat-
ened renewal of competition from for-
eign manufacturers:

“‘The need for more ample markets
results not alone from natural business
ambition but from the large manufac-
turing capacity that developed under
war time demand, when foreign sup-
plies were cut off. In this country the
industry is young, its growth having
taken place since 1900, and at a rate
more rapid than the per capita con-
sumption. Larger home markets, there-
fore, are exceedingly desirable, To ob-
tain them the national association has
entertained for some time a project for
cooperative advertising on a large

scale. -As upon a previous occasion the
plan failed of adoption at the recent
convention, owing to an apparent un-
willingness on the part of the smaller
manufacturers to participate, although
it had strong support from the inter-
ests that would have had to bear the
greater portion of the expense. This
decision cannot be looked upon as other
than unfortunate.

“‘The means devised for meeting for-
eign competition have consisted chiefly
to date of a determined campaign for
a tariff inerease. But, as was, pointed
out forcefully by convention speakers,
this alone will not suffice. There must
be an improvement in quality, both to
compete with the exeellent character of
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foreign pastes and to simulate the do-
mestic palate,

“From the manufacturing stand-
point the macaroni maker is doing his
utmost, but he is handicaped by the
quality of the raw product that is avail-
able. The United States grows far
more durum wheat than is required for
domestic use but much of it is unfor-
tunately below the necessary standard
for good semolina, For this reason the
macaroni manufacturer is to a large ex-
tent at the mercy of the wheat farmer.
Less durum and better durum is a pol-
icy that obviously would suit not only
the paste maker but everyone else in
this country who is concerned with ag-
ricultural welfare.”
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“Live and Let Live” Best

Business Investment

By H. F. Thunhorst, Secretary American Speclalty Manufacturers Assoclation
Dellvered at the Annual Convention of the Natlonal Macaron| Manufacturers Association, July 8.10, 1924

Each decade of one's business life has its
advantages over previous years. Experl-
ence Is a great teacher, When a person ad-
vanced in years looks over the past and
counts up the many business faflures, the
thought naturally comes to him—"Why so
many?" :

Some years ago a representative of a life
insurance company in urging the taking
out of a certain policy advanced as one of
the arguments In favor of such a policy that
statistics proved that 97 per cent of all
successful business men had nothing left
at the age of 66, and when asked the rea-
son, his reply was that in most cases it is
due to overreaching, overreaching, a desire
to be supreme, having no regard for the
economlical law of business.

I am asked to speak on the subject of
“Live and Let Live.” It is none too easy
to speak on such a subject. The natural
ambition of all of us is volume, and more
volume, It {8 seldom that you meet a busi-
ness man who has a limitation on the vol-
ume of his business.

It has been my experience to be thrown
in direct contact with a jobbing business
house that limited its volume and also with
one that adopted a policy of a desire to be
the biggest house in the state, and whose
slogan was get the business—get it on any
baslis,

The latter is down and out; the former is
still conducting a most successful business,
sound, solid and prosperous, not the largest,
no, by no means, .

This particular house has for 40 yerrs
never deviated from its fixed policy of main-
taining the manufacturers’ resale price and
minding {ts own business and paying no
attention to what its competitors in their
mad scramble for business were doing.

I distinctly remember at one time when
one of the salesmen, highly elated over his
success, came to the president of this com-
pany and related how he had got a future
order from a customer, how he had in-
duced this particular retaller to cancel an
order already given to a competitor and
substitute the one he presented.

Only too often such a salesman would be
congratulated on his work but not so in this
case, the president declined the order and
had the retailer replace it ag originally
given, b

Live and let live is the policy of this
house and they surely are reaping their re-
ward.

At our office in New York hardly a day
passes but that we recelve documents from
this and that source, all treating on the
same subject, namely, how to get the busi-
nets, how to put one over on the competitor,
Increase your volume, Not a word fs sald
about improving quality or increasing the
net earnings. Volume |s supposed to bring
about the Jlatter, but does It? How much
does the extra one hundred thousand or mil.
lion cost to get? Has this addition been se-
cured at a net profit or at a loss? Alas, only
too often at a loss,

In only too many cases has not only such
addition been obtained at a loss but the
general morale of the business has been
greatly interfered with.

I recently had occaslon to undergo a phys-
lcal examination. The first thing the doctor
sald was, “Your walst band fs too blg. You
eat too much. No doubt you enjoy a good
meal, but you must have more regard for
your health and future life and you must
reduce,” :

Business {8 much the same way, Only
im0 often markets are worked in a hap-
hazard way. . Lalesmen are hammered and
pounded to produce. The retaller and job-
ber are loaded to the neck and then trouble
begins, This getting the retailer's name to
a big order only too often is a positive
detriment. Good pelling is making the re-
taller a salesman for your product and that
can best be done by calling on him often,
selling In accordance with his needs, mak-
ing him a friend of your goods with due re-
gard to the rights of your competitor,

In the macaron! business there are many
wagons calling on the retail trade every
week, It Is these weekly calls that give

opportunity for closer acquaintance which
after all is the greatest asset to any busi-
ness house, Especially is this true when
an article i{s first put on the market.

Let me tell you something. In the 80
years that I have been engaged In the whole-
sale grocery business I have never known
of one single product that ever proved a
failure or a stickup where the retafler was
worked thoroughly and often in a small
way; but when a manufacturer came to our
town with a great deal of bombastic adver-
tising, bill boards, half page newspaper ads,
church fairs and what not, and then all of
a sudden dropped, that article was as dead

. 88 a door nail. I never knew it to be other-

wise. The more often a retaller hns to or-
der the more often is he impressed with
the goods and the more often is the jobber's
salesman Iimpressed. Such has been my
experience,

I never had a free deal In the macaroni
business—never would give one and did not
glve a rap how many others had one, I
stood on my own bottom. I had a policy
and fought it out on that line or close my
doors, one of the two. I have never known
i business that has ever started out on that

Good sense is, of all things among
men, the most equally distributed;
for everyone thinks himself so abun-
dantly provided with it" that even
those who are most difficult to sat-
isfy in everything else do not usu-
ally desire a larger measure of this
quality than they already possess.—
Descartes, . b

‘18 staring usTin the face.

.erage wholesale grocer do?

bolicy to fail. But I have known many
and many that have everlastingly watched
their competitors and then tried to go thum
one better, and tried to see how much
they could Increase their sales, fall.

Some years ago a general salesmanager
came to me and boasted of the great in-
creace in volume that he had secured for
his house the prévious year. Havirg pre-
viously been advised by different jobbers
of the methods employed, I sald to him,
“I am afraid that your increase will bend
your knees Inside of 2 years,” and it did.

Evolutions are in the air, We have heard
2 excellent addresses this morning, that
wonderful address of Brother Dunn. We
have been told by the last speaker what
Stay close to the
shore, 'build solidly: The home markets I
have always found to be the most profitable,
This going away from home so far costs
money. ;

Yes, there Is an' evolution in bysiness;
very, very much so, Those who attended
the Natlonal. Wholesalers convention in
Chicago lately could not help but be im-
pressed with the many talks of jobbers go-
ing into the maunufacturing business.

A jobber but recently said to me, “It is
o case of slnk or swim. We wholesale and
retail grocers must stick together and make
common ' cause against the chain stores,
with this in view wn are operating a ruanu-
facturing plant, acvertising locally much
more than the manufacturer. We see the
trade every week and sell the retailer our
products at a price so that he can meet
chain store prices on the manufacturer's
lines and still make his 26% profit, and our
products are not sold to chaln stores.

This condition {s serlous and it behooves
the manufacturer to sit up and take notice,
The manufacturing jobber that puts up
quality products, advertigses them, and sees
the trade each week, certainly has an ad-
vantage over the manufacturer who works
the trade only once every 3 or 4 months,

I thoroughly belleve, gentlemen, that the
policy of live and let live ia the absolute
best financia! investment that any manu-
facturer or any business man can make.

You remember 40 years ago every manu-
facturer had a wholesale grocer sign a writ-
ten agreement that he would malntain
prices, subject to a fine. What did the av-
In the scram-
ble for volume he violated that contract
right and left and it was a race between
the different jobbers' salesmen who could
do the most rebating, DIid it gain them any-
thing In the long run? No, chaln stores
were made possible and when the chaln
stores became big enough they turned thefr
back on these same jobbers. What good
did that scramble for volume do the jobber?

Yesterday morning I was with a bond
broker. We looked over bonds for invest-
ment. And I was really ‘astonished at the
record of & number of prominent concerns
of which I had a knowledge whose bonds, 7
and 8%, were below par. I sald to him,
“What makes all this? What Is the causa?”
He said, “Too much mughroom .growth,
The everlasting craze for volume, hogging
it all, trying to down the competitor, that
har brought these concerns to a' condition
where the BStreet.does not think much of
their future and hence thelr bonds are In
the second class instead of the first,"

“Live and Let Live,” I say again is the
best investment in my'fudgment that any
husiness man can make. b Sl 3
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The W. K. Jahn Co.

INCORPORATED

BROOKLYN, N. Y.

Bush Terminal Bldg., No. 10
Telephone Sunset 8035

August 15, 1924
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ALWAYS AT
OF -YCUJR
PERFECTION SERVICE

A Word to the Wise
Is Sufficient

THE HOUSE

CHICAGO, ILL.

561 East Illinois Street
Telephone State 6661

Importers of

GOKL EGG PRODUCTS

NOODLES

: PURE
~ CHICKEN HEN EGG

YOLK
GRANULAR

SPRAY

Use none but the Superior made
moulds, manufactured by

INTERNATIONAL
MACARONI MOULDS CO.
252 Hoyt St. Brooklyn, N. Y.

Do you know the new government ruling
in regard to egg in noodles?
If not, write us.

Prices and Samples on Request

CONTRACT NOW FOR 1924-1925!

e
=

CHAMPION MACHINERY plus Service

A Selected Line of Dependable Equipment Adaptable
to Any Macaroni and Noodle Plant

Here Is The CHAMPION LINE:
Reversible Noodle Brake

CHAMPION
‘ Any Size ‘To Suit Your Cutter

CHAMPION Macaroni Mixer .
; 1, 172 or 2 Bbl. Capacity with Special Steel Paddles.

CHAMPION Automatic Sifting and Blending Outfits. .
Made to Meet Your Capacity and Building Conditions.

Write for descriptive catalogue—-jus!‘ off the press.

CHAMPION MACHINERY CO. - Joliet, Illinois
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. Argument No. 1
i Being One of 6 Arguments Favoring Cooperative Advertising, Started Aug. 1924 Issue

While the idea of COOPERATIVE Al 7 “RTISING is not new, the actual participation of competing firms in raising

funds for use in advertising some particul:,* #.usiness or industry to consumers is recent in the modern business sense, con-
cludes the Periodical Publishers Association of America in reviewing what has been accomplished by 33 associations within
the last 10 years. ’

ASSOCIATION CAMPAIGN IMPRESSES PUBLIC WITH DELECTABLE QUALITIES OF SAUERKRAUT .
National Kraut Packers Association, Olyde, Ohio TERRR

In order to increase the consumption of sauerkraut it was first necessary to take it out of the ‘‘boarding house’’ class.
In fact, sauerkraut was regarded as something of a joke, the same as prunes were until the. Sunswest advertising put them
into the de luxe class. The first advertising by the National Kraut Packers association started in October 1922.

The appropriation runs from $50,000 to $75,000 a year and is raised by a tax of 50¢ per ton of cabbage which the mem-

e e e

bers cut.

Approximately 609 of the firms engaged in the industry
between 859% and 90% of the business.

participates in raising 'thc'publieity funds. They control

As a result of the advertising, their secretary writes, the sauerkraut packers lr.st‘yeﬁr sold the largest pack in their
history on a sturdy market. He also advises their advertising has been so successful it will be continued. It has even put

sanerkraut on the best hotel menus.

(Is it possible to do for Macaroni Products through Coo
Answer it to your own satisfaction.)

kraut 1

(Read Avgument No. 2 in September issue.)

W. S. Preyer Resigns

Macaroni manufacturers, particular-
ly thpse who attended the recent con-
ference of the industry at Niagara
Falls, will be surprised to learn that
W. S. Preyer has resigned &8s manager
of the Buffalo branch of the Duluth-
Superior Milling company. The resig-
nation is effective Sept. 1. ’

Mr. Preyer actively interested him-
self in the convention entertainment
and many of the pleasures enjoyed by
those who attended the convention
were due to his untiring efforts,

lle has held his present position 12
years and because of his ability .nd
the high standing of the mill he rep-
resented, he had gained the good will
of the macaroni manufacturers in his
section,

Mr. Preyer was formerly associuted
with the Washburn-Crosby company
und during the war was selected by
Julius Barnes to assist in handling do-
mestic flour sales of the United States
Grain corporation, a work which he
did creditably, Having made no plans
for the immediate future he will en-
joy a well earned vacation.

Establishes Own Office

Miss Anne Pierce, a well known au-
thority on foods, has resigned as di-
rector of the New York Tribune insti-
tute and has opened an independent of-
fice at 30 Fifth av., New York city.
Those who attended the 1922 confer-
ence of macaroni manufacturers at Ni-
agara Falls will recall her interesting
talk on how best to interest American
housewives in American made maca-
roni products.

Miss Pierce has written interesting
articles on macaroni as a balanced food,
suggesting recipes and combinations
that are most palatable and pleasing.
These articles appeared from time to

v i o
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perative Advertising what has been done for the lowly sauer-

time in the Tribune and were widely
reproducetl by the press of the country.
Miss Pierce was for 4 years assistant
to Dr. Havvey W. Wiley when the lat-
ter was at the head of the bureau of
chemistry and she took an active part
in formulating the present pure food
laws. In her new capacity she will
serve as a ‘‘consultant, lecturer and
special writer on the merchandising of
foods and household appliances.”’ In
this capacity she will probably serve
some of the more progressive maca-
roni manufacturers who know her abil-
ities and appreciate her standing on all
matters perfaining to food mavufae-
ture, distribution and consumption,

Durum Wheat Inspections

A movement of durum and amber
wheat at the various markets of the
country during May 1924 resulted in
almost doubling the carload inspection
of the previous month. As a result of
this last minute rush to market the
total receipts of amber durum for the
11-month period ending May 31, 1924,
slightly surpassed the receipts for the
same period in 1923, The total so far
this year was 14,529 carloads which
compares favorably with 14,245 car-
loads for the same period last year.
The big reduction during the erop year
of 1923-24 is seen in the durum grades
when only 5876 carloads were reported
from July 1, 1923, to May 31, 1924, as
compared with 23,303 carloads for the
sume 11-month period of the year be-

fore,.
Amber Durum

The amber durum varieties inspected
at the different markets by inspectors

Too many so-¢alled business men
think that a sales policy is ‘‘a bag

of tricks’’ instead of a code of prin-
ciples,

: ‘ - v ——— ‘l..,.—,‘.- o bt - e .' ke i , - 0 - ,-'. S -- :l- L
- . : i ; iy (7 dravd ] ‘ ) W

- ers of the

licensed under the U, 8. grain stand-
ards act totaled 1007 carloads in May
of this year as against 509 carloads in
April.  Of the May receipts 20 car-
loads were placed in Class 1, Duluth
leading with 9 followed by Minneapolis
with 7. 152, .

The No. 2 grade was proportionately
plentiful a total of 473 carloads made
this grade in May, Duluth reporting
160, Minneapolis 138, New York 116
and Philadelphia 43,

The No. 3 grade was also heavily
marketed when a total of 415 carloads
was inspected. Mew York lead with
152 cars, Duluth followed with 111 and
then came Minneapolis with 107 and
Philadelphia with 31. . 99 carloads
graded low, Duluth getting 46, Phila-
delphia 26 and Minneapolis 21.

A study of these figures would indi-
cate that a good portion of the amber
durum wheat inspected was intended
for export, some leaving by way of
Duluth and large quantities by way of
New York and Philadelphia ports, -

Durum

The ordiﬁnry durum grades reported
in May 1924 were considerably in ex-
cess of The receipts for April of this

- year but were proportionately low

when compared with crops of the pre-
vious year. Only 8 carloads made the
No. 1 class and all of these went to
Minneepolis, = Exactly 100 carloads
graded No. 2. Duluth receiving 35,
Philadelphia 32 and Minneapolis 22 of
this lot. The No. 3 variety was plenti-
ful, 213 carloads being placed in this
grade. Of these New York received 65,
Philadelphia 60, Duluth 55 and Minne-
apolis 26, A total of 109 carloads was
of a low grade.

A study of these figures would also
indicate that considerable portion of
the durum wheat movement in May
was headed toward)the shipping cent-
try.evidently for export.
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| D. & E. Kneaders
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Electrical Installations
for

‘Macaroni Factories

10 years of ex-
perience in the
electrification of
macaroni factories
enables us to give
exceptional |
service. "

sy A b
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To The Trade:-

We wish to announce that we are building a complete
line of Presses (both screw and hydraulic) Kneaders, Mixers,
etc., also that we can furnish any renairs to Walton machin-
| ery now in use.

Your inquires are solicited and will be given careful
and prompt attention,

Yours very truly,
DIENELT & EISENHARDT, Inc.
R. F. BOGGS, Sales Manager.

DIENELT & EINENHARDT, Inc.

1304-18 N. Howard Strect
PHILADELPHIA, PA.

Established Over 50 Years

Not one dissatisfied customer

CONCORD ELECTRIC CO.

- J. C. Marcellino, Prop. .
1303 DeKalb Ave. Brooklyn, N. Y.

_

Macaroni Over 6 Years Old—Sound and Palatable

The value of a wax wrapped Package, hermetically sealed, is forcibly presented
in the statement of one of the largest Southern Macaroni Manufacturers.

“The writer has in his possession 'a Package of Our Brand Macaroni
wax wrapped in August, 1917,

“This Package was opened and rewrapped on Nov. 16, 1923. The contents
were found to be in absolute sound condition, no signs of weevil; The Macar-
oni was as Palatable and Fresh as any packed in our Plant that day.”

(Name of this manufacturer and brand paper used on request),

Can You Say that Much For Your Packager

Our Research Department will gladly co-operate -with you, gratis and give
you the benefit of th.ir experience and knowledge.

Wax wrapping cost is negligible—we will tell you how and why.

Automatic Sealer Company, L.td.
Battle Creek, Michigan

CHICAGO
208 South La Salle St.

NEW YORK

LOS ANGELES, CAL.
30 Church St.

1210 Marsh-Strong Bldg.




T i A g+ e

The Macaroni Journal

(Successor to the Old Journal—Founded by Fred Becker
* ol Cleveland, O., in 1003.)

A Publication to Advance the American Maca-
ronl Industry.
Published Monthly by the Natlonal Macaronl
Manufacturers Assoclation.
Edited by the Secretary, P, O, Drawer No. 1,
Braldwood, Ill.

PUBLICATION COMMITTEE
HENRY MUELLER JAS, T. WILLIAMS
M. J. DONNA, Editor i

~ T SUDSCRIPTION RATES

United Btates and Canada - =~ $1.60 per year
in advance.

Forelgn Countries - - $3.00 per year, In ndvn.nc

Singlo Coples - - - - 156 Centa

Back Coples - - - - 26 Cents

SPECIAL NOTICR

COMMUNICATIONS:—The Bdit~r soliclts
news and articles of Interest to the Macaronl
Industry. All matters intended for publication
must reach the Editorlal Office, Braldwood, Ill,
no later than Fifth Day of Month.

THE MACARONI JOURNAL assumes no re-
sponsibllity for views or opinions expressed by
ronlrlbuln‘r‘a. and :vlll'nol tl;lnovgngglg_rn:dverﬂn
Irresponsible or untrustworthy conc 5

’I‘hg publishers of THE MACARONI JOURNAL
reserve the right to reject any matter furnished
either for the advertising or reading columns.

REMITTANCES:—Make all checks or drafta
payable to the order of the National Macaronl
Manufacturers Assoclation.

ADVERTISING RATES

8 Advertising - - Rateson Application
R!ngltn f\ds w-r - ¥ = = Five Cents Per Word
August 15, 1924 No. 4

Vol. VI

I Questions and Answers

Patenting Procedure

" Question—We have a machine to pat-
ent and would like to know just what
procedure is to be taken in securing for
us the protection that patent rights
guarantee. How are we to discover
whether or not the idea has heen pre-
viously patented?

Reply—It is quite a procedure to ob-
tain patent rights if the work is to be
done by individuals who do not under-
stand the proper procedure. Would
advise that you get in touch with some
patent attorney who specializes in this
work. Tt will e necessary first to make
an examination of the records in search
of any prior patent covering your in-
vention and on ascertaining that there
is no confliet, file an application for tak-
ing out patent. We cannot too strongly
stress the point that the services of a
patent attorney will obtain for you
quicker and better results than might
be reached by an inexperienced indi-
vidual,

‘ Patents and Trade Marks

INVENTIONS

Macaroni Press
Jos. De Francisei of Brooklyn filed
an applieation for patent rights on
macaroni press invented by him Dee.
1,1921. This was given serial No. 519,-
108. The press is described. as follows:
“In an apparatus of the class de-
seribed, the combination with a plunger
eylinder, and means for feeding a mo-
tive fluid thereto, of a controlling valve
positioned in the line of flow of the mo-
tive field and arranged for its movable
part to be held to a seat by the pres-
sure of said motive fluid, and plunger

40 THE MACARONI JOURNAL

operated means for relieving said mov-

ing valve apart from' the pressure of

the motive fluid.”

TRADE MARKS GRANTED
‘Qalileo

The Kansas City Macaroni company,
KKansas City, Mo., was granted regis-
tration rights on the trade mark ‘‘Gal-
ileo”’ for use on its alimentary paste
products. It was given serial No, 192,-
622 and was first published April 29,

1924,
Beech-Nut

The Beech-Nut Packing company of
Canajoharie, N. Y., registered its trade
mark ‘‘Beech-Nut’’ March 12, 1924, for
use on macaroni, spaghetti, vermicelli
and noodles manufactured by that com-
pany. The trade mark was given serial
No. 193,651 and was published May 6,

1924,
Al Merito

The trade mark ‘Al Merito’' was
duly registered in the patent office by
the Ohio Macaroni company, Cleveland,
and rights granted that company to use
it on the spaghetti and macaroni it put
out. Serial No. 194,941 was given the
trade mark and it was published May
20, 1924,

. Flavory ;

The Foulds Milling company, Chi-
cago, was granted registration rights
on the trade mark above for use on
macaroni, spaghetti, egg and plain noo-
dles. The trade mark was published
May 13, 1924, and given serial No. 193,-
17.

Angust 16, 1924

.TRADE MAREKS APPLIED FOR
Green Cross

The trade mark ‘‘Green Cross’’ was
filed with the patent office on Oct. 3,
1923, by Louis Caravetta, Chicago, for
rights to use it on his alimentary paste
products, cheese and temato sauce, This
applicant claims to have used the trade
mark since June 25, 1923, It donsists
of a cross within a circle on the right
and to the left of this the words Green
Cross. All notices of opposition must

‘have been filed within 30 days of date

of publication, July 8, 1924,
3 Yale

The New Haven Bread company of
New Haven, Conn., filed application
May 13, 1924, for registration rights on
the trade mark ‘“Yale’’ which it claims
to have used since Feb. 1, 1924, on its
macaroni products. All notices of op-
position must have been filed within 30

days of date of publication, July 8,
1924,

Much of the cause of trade abuse
lies in the fear of competition. It
requires courage to live up to a right

standard of business. Show this
courage.

WANT ADVERTISEMENTS

Five cents per word each Insertion,

FOR SALE—Stencll machines, aranteed re-
bullts, low prices. Diagraph Stencil Machine
Corp., 1602 8. Kingshighway Blvd., 8t. Louls,
Mo, (tr)

FOR SALE—One acrew press with dies, good as

new, ‘Write Domino Macaronl Co., Bpring-

fleld, Mo,

August 15, 1924
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If you want to make the best Noodles
—Yyou must use the best eggs.

We know your particular requirements
and' are now ready to serve you

Special Noodle Whole Egg—

Dehydrated Whole Eggs—selected—
Fresh Sweet Eggs—particularly bright

Special Noodle Egg Yolk—

" ISelected bright fresh yolk—entirely

Samples on Request

JOE LOWE. CO. Inc. .

“THE EGG HOUSE"

Made to Satisfy
Packer, Jobber

Solid Fibre

or

Corrugated Fibre

Shipping Containers

Made by
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BUSINESS CARDS

T

GEO. B. BREON

Specializing in Macaroni
Shooks. Prompt Local or
Carload Shipments.

314 Liberty Bldg.,,  Philadelphia

Filbert 3899 Telephones Race 4072

A. ROSSI & CO.

Macaroni Machinery Manufacturer

Macaroni Drying Machines
That Fool The Weather

387 Broadway -- San Francisco, Calif,

JAMES T. CASSIDY

'Houu to House Distributor of
Advertising Samples and Literature

in
Philadelphia, Pa. and Camden, N. J.
We Solicit Your Account

James T. Cassidy
S. W. Cor. 4th & Wood Sb. Phllldalpl_da. Pa.

Have You A Message For The
Macaroni Manufacturer? If So,
Now Is The Time to Tell It.

Business conditions are rapidly im-

proving. They will become normal

when all of us Think, Talk and Act

normal, Y :

Gi » direct to the big buyers

in ‘trheeyf:&-uTtry :ﬁm$ the eolf:.u;ﬁ: :{tehe

Py L RIS

NEW MACARONI JOURNAL.
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New York
CHICAGO LOS ANGELES TORONTO ATLAS B OX C O °
WAREHOUSES .
Norfolk Detroit  Pittsburgh 1385 No. Branch St. CHICAGO
Outside : Cia -y

e WE L M E S o
Cylinders HYD RAULIC MACHINERY Type of
Qutsids COMPLETE PLANTS INSTALLED R o
1 THE MOST MODERN STATIONARY Lass ’

DIE TYPE PRESSES Head

REQUIRES ONE DIE ONLY

PRESS — PUMPS —- ACCUMULATORS

DIES — VALVES — FITTINGS.

MIXERS

G WORKS, Inc. 213 N. Morgan St. - Sine

Room.
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e 1851 - Chicago, U.S.A.
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OUR'PURPOSE:s ASSOCIATION NEW'S ko
Educate — ‘
Elevate - National Macaroni Manufacturers: The Industry
o Assoctation B
Organize
Harmonlze Local and Sectional Macaroni Club: The Manufacturer
u e e
OFFICERS, 1024-1925 A c Knumm'rﬁinﬁﬂ;ﬁlaﬂ l.’-o:."""' .Dlljlctor Fpis.uluooahruuar. Minnesota Macaroni Co., Bt,
............ ident .
NN R o Hatiorin av,, Jersey Gity, N. e JOHN V. CANEPA, . «.vveaeriassiiesss Director  Wm. A. Tharinger, Tharinger Macaronl Co.,
E, Z, VERMYLEN. ..o.uues. First Vice President i DONNA Chlcago, Ill PR Ilwaukes, Wis. ,
H. D. nosslsalpmnt ot + Bk, president " P. 0. Drawer No. 1, Bralawood, Il Leginative and Vigilance Committes
Braidwood, 1l ASSOCIATION COMMITTEES A. C. Krumni, Jree..oies t+1e00e) o Philadelphia
FRED BECKER. . civvssssssvsanesess Treasurer Ml Juhn Vi CANGPA.ccioosnrsonssssasastasss Chicago
6919 Lorain av., Cleveland, O. Committes on Cooperation with Durum Millers B, Behmiate.sersssassssssassssonas Davenport
WILLIAM A THARINGEH....... ..... Director James T. Willlams, The Creamette Co., Minne- leun TUJABUG. s aerrrrrans sreseeaas New Orleans
1458 Holton st., Milwaukee, Wis. apolls, Minn, F. A. GhIZIONe. s eeesnss AL LR Beattle

General Business Conditidﬁs

A marked revival of business is not
expected to make an appearance in the
midsummer season, but a change of sen-
timent for the better has been observed
in the last half of July, says the Na-
tional Cltv bank of New York. It has
been due in large part to the remark-
able rise in the prices of farm staples
which heretofore have heen the source
of most of the pessimism abroad in the
land.

The west hesitated at first to believe
that anything as good could possibly
be true, but when hogs went over the
$10 mark the most skeptical were
obliged to admit that a change had
come across the face of affairs. All
reports agree that the outlook for busi-
ness has improved very much in the
wheat and hog territory, which in-
cludes all the west, Admitting that the
corn crop will be short, with a fine erop
of oats to help out on stock feed, there
will be enough corn for the market and
for fattening purposes to bring good
returns on a full crop. The wheat
growers have a good crop and a good
price.

There is a good beginning for fall
expectations in this inereased purchas-
ing power for a large part of the farm
population. Already reports from the
west tell of the stimulating effects upon
bhusiness. Moreover, the south has the
prospect of a larger cotton erop than
Iast year and a better price. A settle-
ment in Europe will mean much to cot-
ton, and also to the grain and hog pro-
dncers.

The general trend of prices, which
has been downward since last March,
seems ‘to have reached bottom and
turned upward. There is a better feel-
ing among iron and steel producers,
while copper, lead, zine and silver have
shown some recovery. Wool has been
firmer, silk is firm and the demand for
silk goods more active. The price of
cotton is a weather proposition at this
time, rather than a trade Larometer.
Hides are a little stronger, rubber like-
wise, sugar firmer. These compari-
sons are with a month ago.

The mﬂuence of fallmg prmea, natu-

rally, is to check buying and prolong
the declining movement but, when
there is reason to believe that the bot-
tom has been reached, buying is re-
sumed and there is a tendency for the
movement-to be cumulative in the other
direction,

Agricultural Conditions

The progress of the grain crops, ex-
cepting corn, in the past month has
been generally satisfactory, and corn
has made gains but still is backward.
Market conditions show extraordinary
changes. Wheat is 30c per bu. above
the prices of one year ago, corn 20 to
25¢ higher, rye about 20c¢, and oats 12
to 15¢ higher.

The rise of wheat fortunately does
not signify a poor crop in the states
where wheat is the main dependence,
although the yield is short in several
states east of the Mississippi. The win-
ter crop of the plains states for the
most part is fine in yield and quality.
western Kansas has scored again in its

best form, and all the southwest shares .

its good fortune,

The spring wheat crop of Minnesota,
the Dakotas and Montana is reported
as offering about as fine a promise as
ever seen, and the harvest is now begin-
ning. The acreage is somewhat below
Inst year’s both in Kansas and the

- gpring territory, but the crop in these

regions will be larger, of better quality
and bring much more money. In the
Pacific northwest the crop has heen
cut short by drought. For the whole
country the yield is likely to prove but
little if any under that of last year.
The acreage released from wheat is in

The Price-Cutting Worm

The article that is sold at a cut
price to draw trade is like the angle-
worm that you put on a fishhook to
catch .the fish, There's a sticker
somewhere and the fish will soon find
it out.

Moreover, what . about the poor
angleworm?

: sunshme. It w

other crops, particularly flax and bar-
ley, which' are’ looking fine.

The improvement in price is due to
smaller crops in other countries and
particularly in the western provinces
of Canada. The yield there last year
was exceptionally large and chiefly re-
sponsible for the low prices every-
where,. In the 12 months ended June
30 last Canada exported 347,400,000 bu,
of wheat, according to Bradstreet's,
which'is its greatest year record. Ex-
ports from the United States in the
same year were 156,400,000 bu,

The latest official estimate on this
year’s Canadian crop.is 318,600,000 bu.
as of July 1, but serious deterioration
is understood to have occurred since
then,

The crop of northern Africa, which
is a factor in European-supplies. is be-
low that of last year and the prospects
in European countnes on the whole are
for lower yields.! Russian prospects
are unfavorable. At this time calcula-
tions of world supplies and require-
ments seem to be closely balanced and,
if weather conditions should turn un-
favorable for the crops in the southern
hemisphere, prices might go consider-
ably higher. Liverpool has been lead-
ing the advance and Winnipeg, which
last year was 10 to 12¢ under Chicago,
is now about as much above.

The wheat growers of this country
have a respite this year from the un-
favorable conditions under, which they
have been laboring, but they will do
well to be cautious about inereasing
their acreage on the strength of it, par-
ticularly in regions where they can
grow other crops. Canada will continue
to increase its area in wheat, and there
are localities in this country where the
results occasionally are so remarkable
that doubtless wheat will continue to
be the principal ecrop, but the uncer-
tainties of both yield and price are too
great for it to be made the main de-
pendence where diversified farming is
possible.
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John J. Cavagnaro

Engineer and Machinist

Harrison, N. J. - - U. S. A.

AT TR T T T

Specialty of

MACARONI MACHINERY

Since 1881

IR

N. Y. Office & Shop 255-57 Centre Street, N. Y.

S BRI GG G G S Sl I A A A SRl TSN

“EIMCO”

Mixers and Kneaders
Insure Uniformity, Color and Finish

“Eimco’’ mixers develop the full strengtl of
the flour and produce perfect doughs, absolutely
uniform in color, temperature and finish, just like
an expert would do it by hand but they do it many,
many times quicker—also much quicker than or-
dinary machines—because they are scientifically
designed and built.

“Eimco" kneaders knead the lumps of dough, as they come
from the mixer, into one solid ribbon and give it uniform tex-
ture and they do it quicker and better than ordinary kneaders.
They are equipped with plow and have scrapers at rolls to
prevent dough from clinging. All gears are fully enclosed.

Save time, labor, power, and make better doughs at less

cost, “Eimeo’ mixers and kneaders will do it for you.

Ask us for bulletin and photos.

The East Iron & Machine Co.,

Main Office and Factory, Lima, Ohie.
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Pillsbury's Semolina No. 2, Pillsbury’s Durum Fancy Patent —always
insure macaroni of exceptional strength, finest amber color and desir- |
able flavor. Ask our many satisfied customers. ' ‘

Pillsbury Flour Mills Company

‘ “Oldest Millers of Durum Wheat" g
g (| . Minneapolis, Minn. : . .

| BRANCH OFFICES:

Albany Chicago Jacksonville Philadelphia Saint Paul B
Atlanta Cincinnatl Los Angeles I’lttabu?h Scranton
Altoona Cleveland Memphis Portlan Springfield
Baltimor e Dallas Milwaukee . - Providence Syracuse
Boston Detroit New Haven Richmond Washington
Buffalo Indianapolis New York Saint Lovir R A
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