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HERE'S Anyinnslggo%iggg_voun PACKAGE . . . FREE!

L

Yes! Your macaroni package can deli\;ei,i’-ili‘.-l!. idvertising power — with
100% readership every day of the year! That's if it’s a ROSSOTTI-designed
package — because ROSSOTTI powers it with a

o Real-life visual of your product in use . . . makes your macaroni
exciting, vivid, desirable to serve . . . tonight!

* Scientifically designed trademarks, and instantly visible brand and
product identification to capture consumer attention!

o Related-item tie-ins to fan consumer interest to “want-it-now"”
appeall

* Economical, too . . . looks like a luxury carton but costs far less than
you think!

Your package, too, can gain hard-selling advertising power . . . and

increased selling vigor over related products as well! Write us today to learn
how.

Zossam.“nnsr IN MACARONI PACKAGING"

A reliable Source of Supply Since 1898

Executive Offices:

ROSSOTT! LITHOCRAPH CORPORATION
North Bergen, New Jersey

Central Division:

ROSSOTT! MIDWEST LITHOCRAPH CORP,
Chicago 10, lllinois

Western Division:

ROSSOTTI CALIFORNIA LITHOGRAPH CORP.
San Francisco 24, California

Salcs Offices: Rochester o Boston e Philadelphla e MNew Otleans o Orlando ® Los Angeles o  San Juit
—
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FOR UNIFORM"AMBER COLOR
EVERY SHIPMENT, omigﬁh |
AMBER MILLING VENEZIA

No. 1 SEMOLINA OR IMPERIA

DURUM GRANULAR

Cre e, |

L

AMBER MILLING DIVISION

Farmers Union Graili: Terminal Assoclation

MILLS AT RUSH CITY, MINNESOTA ] GENERAL OFFICES, ST. PAUL 1, MINNESOTA
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STICK REMOVER AND CUTTER
NISH DRYER UNIT
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AT DISCHARGE

RONZONI! A FAMOUS NAME
DOLLAR PLANT - MBION DOLLAR BUSINESS
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% Unmistakably The Finest
/él/nonf -lir'a'hd ‘New Vacuum Process Macaroni P
The VMP-4; the ,GIAN’I“:_ of all Short Cut Presses

et Aot o ";"n‘

e LR ;
“IMPORTANT, READING
't e ‘

e

- - % &
FOR THOSE WHO WANT TO CUT PROCESSING (0

‘Check 9 CA‘monf
EXCLUSIVE Design Features

Large stainless steel screw affording 1300 lhs, Pl
per hour,

- . L
Electronically controlled to automatically p

tion the correct amount of additional water et
to maintain optimum viscosity in the mix.

Vacuum process is on the ‘screw leaving free a
to the mixer.

Stainless steci sluplex mixer,

One picce housing simplifies extraction ol s

Screw extracted by removal of front cap. No bol
nuts to remove. Easy, one man, handwheel openi

Constant temperature control of water circulatin
the housing maintzins uniformity of product sin

Builtin automatic cutoff attachment. No exten
arm, no pole. Invisible externally,

e Variable speed on the cutoff attachment permis
ting product with a single blade ranging [rom
finest pastina to rigatoni,

e Space provision underneath the machine for ins
ing preliminary shaker.

Ultimate In Adaptability

To meet industry needs — designed to do more than one job.

(33

Optional Features

By removing front handwheel and connecting a tube, press can be

used in conjunction with an automatic spreader for long goods produc-
tion,

Machine can be adapted for extruded noodle dough sheet.
Built for long life and constant performance.
Meets most exacting sanitary requirements.

WHEN L£SS THAN THE BEST WON'T DO, Luy Clormont!

T T P T,
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Successful Sen"ui'na.r

Round table discussions developed interesting

o . o v
AR i | - 3l
points on "Developing Executive Skills.’

In the foreground, Bill Oldach (left) makes a point with Les Thurston and Jim Benincasa.

HE Winter Meeting ol the National
Macaroni Manufacturers Associatic .«
held at the Hotel Diplomat, Hollywood
Beach, Florida, January 20-22, bLroke at-
tendance records and stimulated stirring
discussions with the new meeting format

-2 seminar on “Developing  Executive
Skills.”

Breakfast Meetings

The conventinn opened with a break-
fa sponsored Gy the Durum Wheat
Institute. Howard Lampman, dircctor of
the Institute, introduced William A. Loh-
man, vice president, General Mills, Inc,
chairman of the Durum Wheat Commit-
tee of the Millers National Federation,

Mr. Lohman emphasized the coopera-
tion between the Durum Wheat Institute
and the National Macaroni Institute in
promoting durum foods. He introduced
“Economical Gourmet ! irees,” a new
book ol quantity recij.s prepared in
woperation with the National Restau-
rant Association. This new publication
présents 25 top macaroni products reci-
pes from leading restaurants across the
nation, He then introduced Joseph Schen-
sl, president of the National Restaurant
Asociation who commend:#! the book
and told macaroni manufaciers that
they are overlooking a gold maie if they
Ignore the instituticnal market, His com-
ments are repuited in “Opportunities in
the Restauramt Field,” on page 14,

A breakfast the sccond morning fea-
lred George Mikkelson, immediate past
president of the North Dakota Farm
Bureau, He oudlined the growers' inter-
o and problems with durum wheat,
In order o protect the specialized durum
market hl_l organization has called for
;‘ﬂnml industry cooperation in promot-

l_itﬂllllllﬁn that would label maca
|?0n| 100%, Durum” or “Blend.” High-

Igts of his remarks appear on page 18.

The problems involved were discussed
and the NMMA Board of Directors took
the following stand, wired o the farm
group: *“The NMMA will cooperate fully
with the North Dakota Farm Bureau 1o
promote the use of durum. Director of
Research James Winston has been author-
ized to accompany your representatives
to Washington to {fully explore Govern-
mental ideas as to proper labeling and
advertising.”

A program to avert a durum shortage
in 1959 way announced by the durum
mills, Don Fletcher of the Rust Preven-
tion Asmoclatiom has mct wjth the North
Dakota  Agricifltutal Collcg®® and  pre-
senteed the need for expancling durum
acreage this year. Fhey have pledged
their cooperation. County agents will be
supplied information outlining the need
and the importance of retaining the
durum market for durum growers at a
time when consumption is increasing.

‘The Northwest Crop Improvement As-
saciation will circularize mma;‘y clevators
in the durum area, sending thent coples
for their farmer customers calling atten-
tion to the need for more durum.

Advertising personnel from the durum
mills wiil coordinate an advertising and
publirity program from now until plant.
ing time to acquaint the grower with the
need for more durum, Publicity will be
distributed through the National Maca-
roni Institute, and the NMMA - will
participate in the North Dakota State
Durum Show.

Commitiee on Lggs

V, James Benincasa of the Ballas Egg
Products Company, stated that egg yolk
prices will continue high as long as whites
are a drug on the market. He called for
industry cooperation with the Egg Prod.
ucts Association in exploring ways of
disposing of whites to ease this problem.

" iPresident Horace P, Gioia appointed a

ommitee. 1w be headed by Robert
Cowen, Sri, assisted by lrving Grass, Al
bert Weiss, Nicholas Rossi, and Geddes
Stanway, to’investigate what might be
done,

First Seminar
L R

Seminar sessions were.set up in tabics
of cight so that round table audience
participation could "he held. on _paints
of interest. All of the discussion leaders -
did a fine job in prepapation af their
assignments hased on the Anlerican Man-
agement Assoclation  text “Developing
Exccutive Skills® and driwing from their
own experience, 2y

IPresident Horace P, Gioia coordinated
a briefl report on Association and Institute
activities with the, questions “What Is
Manager? How Does a Manager Mau.
ager” His commenis appear on-page 2.

Thomas A. Cuneo outlined, w gypical
chart for an average macaroni operation.
Round tables supplemented the Jist with
additional  job  possibilities  outlining
awthority and responsibility.  Highlights
from this presentation are on-page 24.

Albert Ravarino presentéd views on
how standards of performance .might be
set (sce nage 30), while: Lee Merty out.
lined the influences on a man within a
company from his working envirShment
—"The Problem of Company Climate,”
page 26,

Second Seminar

Nicholas Rossi started the second semi-
nar session with a discussion on “The .
Superior's  Responsibility to His Sub- ;
ordinates,” Excerpls are on page 32. :

Kenneth ], Forbes reviewed “Com.
munications.” Highlights appear on page
3.

Secretary Robert Green demonstrated
an exercise on Job Evaluation with audi
ence participation around the tables.

Peter |. Viviano reported on  how
multiple management is practiced at Del-
monico Foods, with various boards from
different plant  departments  acting  as
verbal suggestion boxes, He also gave
the background on his company's policy
for the employment and placement of
sons and relatives within the organization,

Reports on the final seminar session
will appear in the April isue of the
Macaroni Journal, They will include the
extensive analysis given by C. Frederick
Mueller of his company's formal policics
for recruiting, training and supervising
sales representatives,

Progress in production management
with particular emphasis on the small
Lusiness unit was given by Robert Cowen,
Ir

(Comtinued on page 42)
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_ The Vital Story

b]
A Quick History. Independent invéstigators, working sepa-
rately to unlock several of nature’s doors, sometimes open up
unsuspected rela onsqips. This happened with vitamin B,,

Investigations.”About 25 years ago, several groups, notably
Warburg's, were investigating a “yellow enzyme™ obtained
from year; Almost simultancously other investigators were
studying a food factor that aided growth of Inboratory animals.

What they founa. Proceeding with chemical analysis of this
growth factor, the team of Kuhn, Gyérgy, and Wagner-
Jauregg noted a relationship between the growth-producing
ugent and the “yellow enzyme.” Their findings, and those of
other researchezj along similar lines, were published in 1933,
Eventually, riboflavin and an essential part of the yellow
enzyme were fotinid to be identical and the unity of an essen-
tial nutrient and cellular metabolism was established.

e

Isclation of pure riboflavin was
achieved by Kuhn and his co-work-
ers, and by Ellinger and Koschara,
in 1933,

" Nomenclature. Known in the United
#on o ‘l"-

o

‘o I3
i s | States as riboflavin, this vitamin has
s *F\'l“’“ also been called lactofavin, ovollavin,
LhL R hepatoflavin, and vitamin G,
—
SYNTHESIS

-y
By 1923, two eminent chemists, working separately, had syn-
thesized riboflavin, practically in a dead heat, Prof, Paul
Karrer of the University of Zurich, a coilaborator of the
Hoffmann-La Roche Laboratories, produced the first suc-
cessful synthesis. Five weeks later Richard Kuhn of Ger-
many, announced his synthesis of the vitamin. Prof. Karrer
subsequently shared the Nobel Prize in Chemistry for his
work in vitamins and carotenoids.

The Karrer synthesis forms the
basis for chemical processes in
widespread use today by Hoffmann-
La Roche and other leading manu-
facturers throughout the world.
Ribofavin is also manufactured to-
day by fermentation methods,

CHEMICAL AND PHYSICAL PROPERTIES

Riboflavin is yellow, slightly water-soluble with a greenish
fluorescence and a bitter taste. Its empirical formula is
Cy7HggNOy. Vitamin B, produced by the Roche process is
identical in every way with that occurring in nature,

How doas vitamin B, work? Riboflavin is a vital part of
nature's chain of reactions for utilization of carbohydrate

energy. It has been found to be a constituent of many enzyme
systems and is thus intimately connected with life processes,
It is probably required by the metabolic mm— —~m
processes of every animal and bird as =
well as by many fishes, insects and lower
forms of life. (In certain animals, how-
ever, the requirement may be synthe-
sized by bacteria within the intestine.)

In the cells riboflavin goes to work at-
tached to a phosphate group, This sub-
stance, known as riboflavin-5-phos. ES=_ 4
phate or flavin mononucleotide, may in turn be attached to
still another essential substance, adenylic acid, forming flavin
adenine dinucleotide. Either nucleotide then is attached to
protein, thereby forming an enzyme, and takes its part in
oxidation-reduction reactions.

Requirements in Human Nutrition. As we have seen, vita:
min By is essential to life, We have no special storage organs
in our bodies for this vitamin, althougn a certain level is
maintained in various tissues, with rels.tively large amounts
found in the liver and kidneys.

MEASURING METHODS

In the beginning, riboflavin activity was described in “Bour-
quin-Sherman units" and requirements were thought to be
pe—  very small. Subsequent rescarch showed
otherwise, Milligrams of welight became
the unit and the Food & Drug Adminis
tration of the U. S. Dept. of Health,
<t Education & Welfare established (July
N 1, 1958) a minimum daily requirement
of 1.2 mg. of riboflavin for nll persons 12 or more yean
old. For infants it is 0.6 mg. These requirements are de-
signed.to prevent the occurrence of symptoms of riboflavin
deficiency disease. The minimum daily requirement for this
vitamin for children from 1 to 12 years is 0.9 milligram.

Recommended allowances, The Food & Nutrition Board
of the National Academy of Sciences—National Rescal
Council, in its 1958 publication # 589, recommends the fol-
lowing daily dietary allowances of riboflavin, expressed a8
milligrams, These are designed to maintain good nutrition
of healthy persons in the U.S.A.

Infants (2 1o & menthidyassnsses Ciaesanigtne g:

Infants |7 10 12 monihi),

Childron [V to 3 yoors).suiaannnns 1.0
Children |4 10 & yeors)... 1.3
Children (7 1o ? yoon)... 13
Children [10 40 12 yean)uasssieasiansnsessesss 1.0
ors Girlt
Adolescents (13 10 15 yeors), s s veveess 30 20
Adalusconis {18 16 19 Yosmyss2s2sitilll 43 0
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(Riboflavin)

Deficiencies of vitamin By appear in several ways In human
beings. The eyes, the skin, the nerves, and the blood show the
effects of too little riboflavin, Laboratory —see=———mm

animals have demonstrated that a ribo- -
flavin-deficient diet can cause death of
sdults and can slow or stop growth in the
young. Female animals, deprived of ribo-

flavin in the diet, may produce offspring
with congenital malformations.

4

Medical uses. To overcome and control deficiencies in
human beings, physicians have pure riboflavin available for
administration by injection or orally, by itself or with other
“B" vitamins or multl-vitamin-mineral combinations.

How do we get our dally riboflavin? Vitamin B, has
wide distribution throughout the entire animal and vegetable
kingdoms, Good sources are milk and its products, eggs,
meats, legumes, green leaves and buds, Whole-grain cereals
have significant but not large amounts of riboflavin.

ADDITION TO FOODS

™ Cereal foods play a large part in our
diet. To produce the white flour al-
most all of us want, millers are obliged
to remove parts of the wheat that con-
tain much of the grain's riboflavin and
{ . othfr nutrients, In addition, cereal
grains are not rich sources of ribo-
o ~natittl ()vin. Millers meet this problem by
enriching the grain foods for which federa! standards exist
with vitamins B,, B, niacin and the mineral iron. In the casz
of vitamin B,, however, they do more than restore the proc-
essed food to its natural riboflavin level; they fortlfy the
food with enough of this essential vitamin to make it
nutritionally more valuable than it was in nature,

Acting to protect the good health of millions of Americans,
bakers and millers adopled enrichment of white bread and
white flour in 1941. Since that time,
other foods, such as macaroni prod-
ucts, corn meal and grits, farina,
pastina and breakfnst cereals have
had their food value increased by
enrichment with pure riboflavin
and other vitamins and minerals.

When enriching, fortifying or restoring, food manufac-
turers add the necessary quantity of ribofluvin (and other
vitamins and minerals) to the food during processing, so that
the finished product meets federal, state, and territorial re-
quircnients or contributes to the consumer an amount of the
Vitamin that dictary experts believe significantly useful,

PRODUCTION

Prof. Kurrer's synthesis of riboflavin was a laboratory suc-
. Adapting the process to commercial production,

THE MACARONI JOURNAL

Jof VITAMIN B, .......

however, demanded original thinkii.g by chemists at Hoff-
mann-La Roche, The production of riboflavin by chemical
synthesis requires the production of ribose, a rare sugar, at
an carly stage in the process. This special sugar must be
made inexpensively if the synthesis is to be practical, Sugar
chemistry is a difficult matter. In a brilliant picce of work,
the Roche chemical experts developed a method to produce
ribose on o commercial scale by an electrolytic ... ocess, thus
overcoming & most troublesome- problems . Subsequently,
Roche chemists developed the first practical synthesis for
riboflavin-5"-phosphate, identical with hdwral flavin mono-
nucleotide,

Picture three streams joining to form a river an vou have

‘a simplified idea of the Roche process for synthesizing vitu-
min B,. O-xylenc and glucose are proces.g:_d separately to
form ribitylxylidine, which is then converted to ribitylamino-
xylidine. Starting separatcly with
malonic ester, which is processed
through intermediate stages to al-
loxan, the third “stream™ is then
joined with ribitylaminoxylidine to
form riboflavin. Purification occurs
at cach step of the synthesis. Ribo-
flavin Roche cquals or exceeds
U. S. P. standards.

.

RIBOFLAVI

By the fons, So efficient is the Roche process that pure ribo-
flavin is produced by the tons for use in pharmaceutical prod-
ucts and processed foods. An interesting development by
Roche is the production of riboflavin in different forms re-
lated to the method of end use. Roche Repular ribohavin
U.S. P. is especinlly useful in dry enrichment premixes,
powdered dictary supplements, pharmaccutical tablets and
soft gelatin capsules. Roche Solutions type is preferred for
the manufactire of solutions having low concentration.
Roche Riboflavin-5'-Phosphate Sodium is a highly-<and
rapidly soluble riboflavin compound favored for all phar-
maceutical liquid products and some tablets, lozenges, and
capsules. It has a more pleasant taste than the bitter U. 8. P.
riboflavin.

Ths article is published in the interests of pharmaceutical manu-
facturers, and of food processors who make their good foods bet-
ter using pure riboflavin Roche. Reprints of this and others in
the series will be supplied on request without charge. Also avail-
able without cost is a brochure describing
the enrichment or fortification of cercul
grain products with essentinl vitamins and
mineruls, These articles and the brochure
have been found most helpful as sources of
accurate information in brief form, Teach-
crs especially find them uscful in education,
Repardless of your occupation, feel free
to write for them. Vitamin Division,
Holfman-La Roche Inc., Nutley 10, New
arsey. In Canada: Hoffmann-La Roche
Ltd., 1956 Bourdon St., St. Laurent, P.Q.
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Opportunities in the Restaurant Field

by Mr. Joseph ?!ycnsul, Pnlﬁ:nr, National Restavrant Assoclution

: ]
Yiad A e ~

At the Durum Millers’ Breakfast: f;om left to right; Howard Lampman, Executive Director, Durum Wheat
President, National Restaurant Assoclation; William Lohman, Chairman, Durum

Institute; Joseph Schensul,

o

L PP § oot E gy Ak

Wheat Institute Committee; Horace P. Giola, President, NMMA,

UANTITY eating establishments of
the United Srites serve more than
72 million meals, very day. It's a 17
billion - dollar-a; year market. In some
larger industrial whd urban centers, every
third meal is ca*l« out, More than 25
cents in cvery,fgod dollar is spent in
JLigycty '(h'i pe

1estaurants, ™

TI:.""':_!;pmnunlty
ran® industry is not only
Jn itself=it also provides

The r
a gre
a s wdble where 172 million
Americ'ns jhay try new foods and new
food comuinations—and learn to love
them ana make them at home,

In largeahheasure you and other food
.manufacturdrs have overlooked the res.
taurant indf@stry—both as a primary out-
let and %8 sampling market where you
can  introduce your products to new
customers, Up to now, a relatively few
specialists have manufactured the quality
products we demand, packaged them to
our satisflaction and helped us sell.

The remainder of the market insofar
as spaghetti, macaroni and noodles are
woncerned, has been served by bulk sup-
pliers, who sell largely on price. Seldom
il ever does one hear the word quality

. Few, il any restaurant operators
know the meaning of your standard of
quality—a 100 percent durum semolina
product,

It will cost you less as manufacturers
10' expand your business in restaurants
than in almost any other channel of
promation. You are able to concentrate
on 200,000 volume outlets that serve most
of the restaurant food. You compete
against only a relatively few manufac-
turers who are aware of the opportunitics
in the restaurant market. You are deal-
ing with people eager to learn more of
your product. The dollars you would
spend  for advertising, merchandising,

sales and promotion all goTarther in the
restaurant market,

Education is the key—education of the
restaurant operator in the use of your
products while, at the same time, you
learn more of what it takes to sell
through restaurants, Education on the
standards of quality demanded by the
restaurant industry . . ., preparation of
new dishes , ., . setting up and pricing
the finished meal so that it sells . . .
pleasing the customer.

Nothing could better illustrate this
than  the publication of “Economical
Gourmet Entrees,” This publication pre-
sents a definition of restaurant market
requirements and the fulfillment of those
needs with straightforward, reliable and
extremely valuable information. “Eco-
nomical Gourmet Entrees” gives the
restaurant operator the kind of informa-
tion he wants.

New Ideas

The restaurant operator wants new
itleas in food—ideas that have been proved
in actual use, A crosscountry selection
of 26 outstanding recipes from famous
eating places, this book gives him exactly
what he wants,

The restaurant operator wants low-
cost dishes that appeal. “Economical
Gourmer Entrees” sums up exactly in
the one phrase of it title what the res.
taurant operator {s looking for,

The restaurant operator is ready, will-
ing, able and anxious to pay for quality,
Accordingly, "Economical Gourmet En.
trees” defines durum as a standard of
quality for macaroni, spaghetti and
noadles. When the restaurant operator
knows durum quality, he will demand it

You may question, “What happens to
my brand?* May I point out that the
restaurant  operator ' is  perhaps more
brand-conscious than the homemaker, It

ST N aarn gy

el

will cost you less to increase the brand-
consciousness ol the restaurant operator
than it costs to maintain your brand
franchise with the consumer. You can
sell more at less cost in the restaurant
market than in the consumer market,

Your sales problem in the restaurant
market is simple compared to the compli-
cations encountered at the corner gro-
cery, the chain or supermarket outlel.
You don’t have to worry about shell
space with us, Your package is larger,
which saves you moncy,

An increasing number of restaurants
will actually feature your brand names
in menus, in point-ofsale materials, in
posters, table tents, backbar strips and
other material. But please remember
that we are partners. Restaurants arc
not an advertising medium for your
brand name.

Things to Do

If you want specific things to do—to
exploit the restaurant market—here they
are:

1. Our problems in the sale of food
are your problems, If we can sell more
macaroni foods, you profit,

2, Give us all the information you can
about your products, standards of qual
ity, methods of prepartion, prescntation
of products to the public, merchandising
of the finished dish. Remember, we a1
in the business of manufacturing com:
plete ready-tocat meals, Macaroni f00
fit into appetizers, soups, entress, side
dishes, and even desserts,

8. Food and labor costs are the restav
rant industry's higgest single problems
Here again since macaroni foods are in
general low-cost, you have an enviable
opportunity, Remember the thinking
summed up in the title phrase, “Economr
ical Gourmet Entrees.”

(Continued on page 18)
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Supertor performance

Easy mamtenance

More drying capacity per sq. ft.
Relatively small space requirement
Sturdy construction

Less down time
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Installation of two

1400 Ibs/hr capacity Short Goods Lines,
made up of two preliminary (shaker type}
dryers Type TP, two preliminary dryers Type TVK, two first
finishing dryers Type TTM,, two finishing dryers Type T,

i

Preliminary Drysr Type TP

BUHLER BROTHERS, INC.

Praliminary Dryer Type TVK

\.

Finishing Dryer Typs TTM

BUHLER BB[]THEBS,




fERY LAST summer. 1 had_the privilege nf
Bok s showing' some “of your directors
B durum wheat growing infhe fickls of
) ) North Dakota. 1 hope-this summer, more

kY of the dircctors and others who are in-

terested will come up and take a fiekl

51 3 B trip with us to sée what growing durum
i " looks like, what_the farmers are like,
Lt what “the clevator people“are doing up
{1 in the part of the country from which
44 you get your raw material,
il 1959 Field Trip

* ‘The field trip will take place about
August 20, The exact time will depend
upon the growth of the crop, and what
time will be best for you to sce it. We
would like more manufacturers to go on
the ficld trip. If you think the accom-
motlations and the travel might be o
rough, ‘you might consult with Horace
Gioia or Jim Winswon, or Joe or Phil
La Rosa, and fipd out just what hap.

ened. We don't.promise perfect weather
ike we had Jast I?:n'. You'll have to take
it as'it comes, bt you are certainly wel-
come™to’ take advantage of this oppor-
tunity,

From the “tme you land at Grand
Forks umil we put you back on the
plane is just about a day and a hall.
While you're up in our part of the
country, yo'll have an opportunity to
visit the mills. Many of them are in
Minncapolis or the surrounding territory,
and 1 think that they will welcome your
coming in and going through their plants,

Producing a Crop

As you know, any raw matcrial doesn't
just happen, There is a very definite
relationship where everyone benefits by
knowing what the other [ellow wanus,
A what he is doing, what the situation is
| from time to time,

ik l You manufacturers have a definite goal
AR to achieve. You have ingredients 1o put

{

1

1

into the manufacture of macaroni, and
you can control them to a degree.
e When you're dealing with biologic re-
! lationships, as you have to in the produc-
tion of a crop, you're dealing with living
organisms that are subject to change;
that are influenced by the various factors
i of weather and soil, moisture, tempera-
ture, humidity, diseases, and insect pests,
| You just can’t imagine how many [actors
there are that come inte play when
you're dealing with just one crop—the
durum crop.
The plant is a living organism. It is
governed by the genes that are in the
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- Acréage ‘Outlook

ek by Don Flntcher, Rust Prevention Association, ot the Winter Meeting

Don Fletcher, Rust Prevention Association

chromosomes within the cells of the plant,
and they in wrn interact. We have about
14 or 15 thousand lines in the world
collection of wheats, of which durums are
a section, The durums have 14 chromo-
somes, Among these chromosomes are
the various genes that govern whether
it's going to be a good color; whether
it's going to be a short stem or a stiff
stem, il it's going to be a high yielder,
and many other factors,

Then, in addition, we also have various
discases that also arc living organisms,
and they have chromosomes and genes
for susceptibility, resistance, and reaction
to various climatic conditions and react
within themselves.

Then these two living organisms—the
plant and the discases that are in it—
interact with each other, Scientists have
to contend with this complex problem.
We are trying to encourage them in
various phases—trying to find them lab.
oratories, trying to find them staff mem-
bers and money for operating. They are
trying to give you what you want, but
it has to go through the hands of the
breeders and the farmers.

Quality Durum

‘T'his year in North Dakota we are try-
Ing 10 develop an understanding with
the folks that hold the purse strings, Here
in a state where 85 to 909, of the state's
income comes from agriculture, durum
is a special crop that they want to hold,
and we want held for the best guality
durum that is obtainable, And so, we
are trying to get additional equipment,
additional staff, and operating expenses
from the state government. 1 am going
down to Washington to work with the
Department of Agriculture to get addi-
tional funds. Some of these funds—as has

been the case in the past—go into rescarch
un durum. You will be interested to know
that in Yuma at the present momen
there are about 40 acres of two new
varieties of durum wheat which are being
increased.  They will not be released
to the farmers this year, They will be
under contract with the Crap Improve:
ment  Association  and the experiment
stations to be increased before they go
out into the hands of the farmers, They
equal or excel in quality the present
varieties that are being grown, and the
will be available for the [larmers iwo
years from now.

Adequate Acreage

It will be very dificult 10 get an
adequate acreage planted 1o durum this
year. There is general agreement that
the industry needs 30 to 35 willion
bushels to take care of domestic denands.
To get this amount will require cflont
from the farm groups, the durum millers,
the macaroni manufacturers, and by such
arganizytions as ours and the Northwest
Crop Improvement Association.

North Dakota had less than mininum
acreage last year, All acreage in the
United States was not adegquate [of de:
mand. It is my opinion that any ingreaw
in acreage that will come from an adli:
tional cifort, will come primarily lr"":
North Dakota. I acreage was doubled
in the durum triangle where the famch
know best how to grow durum, there il
would not be enough to meet pur Mk
mum needs—=1,500,000 acres.

The strongest influence to get grove”
to plant more acreage is a 25 10 s
differential over hard spring wheat.
see no other way of meeting our “"‘;
ments—everyorie has to put their hout
ders to the wheel.

s duahn e =l
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“YOUTH LOVES FO BE SERVED"

Macaroni products made from

]

Lul'a have “something specinl™ is the phrase that is heard more and more
often from New York to L. A, Let's have n different kind of meal—but with lats of nppetite and
henlth appeal. Let's have n meal that satisfies all the family all the time.
Gveryone knows that macaroni products are economical—but do they
know that they cnn be “something specinl” dishes too,
They meet all the requirements of big-family budgets to the most exacting taste of the gourmet.

T'o obtain that “something special” in your products use the finest— use King Midas.,

- DURUM PRODUCTS

MINNEAPOLIS<:™ MINNESOTA
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Mr. Mikkelson

TE™

b

March, 195

, Durum Grower

Durum labeling Icglsluﬁiﬁ proposed by George Mikkelson, immediate
past president of the North Dakota Farm Bureav.

w ':::Mikkelwn. past president, North Dakota Farm Bureau

WONDER now many of you can re.

il the first' thoughts or memorics
that: you hava, regarding macaroni. It
just so happersithat 1 can. T was about
knee high toba grasshopper and  my
fahier was oot nllureuing the crops. He
stopped at o neighbor's field, looked at
it, examinedit, and he said, “This is
macaroni wheat. It looks like it's doing
all right 1 think I'll raise some next
year,”

Well, L _saw those long heavy siems,
and right“then and there 1 knew where
that mace¥oni that mother cooked cime
from. 1

Speaks for Growers

I think my words will express the
views of all durum growers in North
Dakota as regarding labeling: however,
officially I can speak for just those who
are members of the North Dakota Farm
Bureau,

We're not particularly large. We have
153,000 members. We are organized in
52 of the 53 counties in the state, and
every county or every member has had
ap opportunity to or has participated in
the vequest which the durum people wish
to make to you regarding labeling.

We think of the durum industry as
being divided into three segments—the
farmer, th? miller, and the manufacturer,
These seginents are all part of the whole,
Each has a function to perform, and each
is essentiai; and whether we like it or
not, we ae dependent upon one an
other., Whatever one segment does af-
fects in one way or another the industry
as a whole. We will rise together and
we will fall together. If the farmers
don't raise the durum, the millers can't
grind and the manufacturers can't proc-

ess, Il the manufacturers can't sell i,
then we'll soon quit raising and grinding.
‘There will be a varying time lag, of
course, but it will be borrowed time for
all of us,

1 think 1 can stare without fear of
contradiction that each one of our three
segments is in there with one objective
in mind, and that is to gather a profit.
1 don't believe that any one of us will
be completely satisfied with the profit
we make; and 1 think this is as it should
be. We will always be competing for a
share of the durum industry dollar,
Now, 1 don't know what percentage of
that dollar rightfully belongs to each of
us, but I do know that there is a
flexible, varying percentage division that
will bring; maximum returns to the in-
dustry. | don't know how yor. millers
and processers make ont. but I do know
that $1 und $4.50 durum was a mighty
short term gain for the grower.

Competition Recognized

We also have 10 recognire that the
consumer plawes a value an her dollar,
We should 1ls; recognize as an industry
that there are competitive foods, and
we have got to meet that competition
price-wise aud quality-wise if we want
to grow tw our maximum size and there-
by make our maximum profits, 1f any-
one of us disregards it, it's going tu
bounce back at us. .

We, as producers, frankly do not know
the milling and manufacturing business
or the problems which you face, and I
wonder how much you know about our
end of the durum business,

1 would like to use some figures to
show you why durum is such an import-
ant crop in North Dakota; and also, why

North Dakota is so important to the rex
of the durum industry.

Two million, one hundred thousand
ucres were harvested in the tensyear pe
riod of 19461955, and 1,900,000 acrey
were harvested in 1948:157, with e
spective yicelds of 116 bushels per ace
and 12,1 bushels per acre, Productiva
was 25,800,000 bushels and 23,000,000
bushels, respectively.

Durum Triangle

The figures that 1 really want to all
to attention are 75% and 80%. This i
the amount produced in what is clld
the durum triangle—in those countics in
the northeast, just after you gel away
from the Red River Valley. They include
Cavalier, Ramsey, Towner, Walsh, Nek
son, Benson, and Grand Forks.

In the rust year of 1954, the acreage
was down, We averaged 1,200,000 bushel
The yicld per acre was 3% busheh-
which wasn't very profitable, The toul
production of North Dakota dropped to
4,200,000 bushels, which shows that 3%
of the durum was produced in the
triangle. A good year in 1928 showed
an acreage of 5000000 and a produc
tion of 75,000,000 bushels. In 1937 we
had an acreage of 1,500,000 and a produc
tion of 26,600,000 bushels and averagt
yield was about 18 bushels,

Unusual Yields

During this past year, with only 800:
000 acres planted, we had a phenomenot
we don’t expect to get again for a long
time—an acre yield of 24 bushels. We
don't yet have the percentage of whit
came from the triangle.

Now we come t5 the United St
percentage of production by states. Calk
fornia s not included here although !
does grow durum, This is in terms ol
1009, for the states of North Dakoik
South Dakoeta, Minncsota, and Maontant

From the yeard 1950 to 1958 the [¥"
cent of durum production in No!
Dakota runs in a high of-about B386%
dips down in the rust years to abou!
52-53%; and in 1958, B6% of the dun®
came from North Dakota.

Minnesota has followed an even P
tern of 3% through 1958 with V@
litle  Auctuation. South Dakota P
duced 7% of the durum, a litle mo
fluctuation was had, p:ulicularl)‘ n
carly '50's, which steadied down in
later years with a slight rise in 195"

In Montana about 4% was prod¥
in 1958 but more was produced dv
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the Tust years. Montana is not suscepti-
ble to rust as are the other durum pro-
ducing mates. And, when the durum
increase program was om, we have to
give Montana credit for bringing her
durum pro<luction up. There were some
free acres under the legislation that was

then, but they also sceded con-
siderable durum on ground on which
their winter wheat killed.

Durum Comes Home

As these percentages indicate, durum
always comes back home, and North
Dakota is its home; just as one of the
producers up there said shortly before
| came down, "This is the fourth time
that durum has come back home.”

During the 1948-1957 1en-year average,
North Dakota produced 78% of the
durum; in the bad year of 1954=76%;
in the good year of 1928—78%; and in
these two recent years—'57 and ‘58-we
have produced respectively 679 and
169,

North Dakota produces two classes of
wheat-hard red spring, and durum. Be-
ause of our climate and soil, we are
well adapted to the production of high
quality products in both of these classes.
Naurally, these two classes of wheat are
wompetitive to cach other, Durum is a
ipecialty crop, and is particularly adapted
a far as quality is concerned to the
durum triangle. Stating it as simply as
I @an, cach farmer decides whether he is
going 1o sced hard red spring or durum
by this formula: expected yield x market
price—casts=nct gain,

Planting Decisions

There are many factors, of course,
that enter in as he makes his decision—
the area that he is in, the condition of
his land, the varictics available, the
yield record, and resistance to disease,
harvesting equipment, the price outlook,
and many others. Each farmer will
probably give cach factor a little more
weight than the other one. And there
are lots of mistakes that many of us have
made~1 said it couldn't rust iwo years

;:‘mrn:uiun. much less three=but 1
.

In the overall production sitvation,
this is the picture as North Dakota farm-
t we it, We will continue to raise
durum 10 supply the market with the
fuantity that it needs. At present, vari-
tties of hard ved spring will outyicld

f durum. From the physical standpoint,
| durum is the hardest crop to handle—

there is more straw, it is more difficult
% thresh without cracking, more suscep:
tible to disease and weather damage;
therefore, we expect a market differential
!0 compensate, We recognize, too, that
ll!:u it 2 law of supply and demand—
ln;h In production and in manufactur-

We do not know your business and we
. not feel we have a right to tell you
be ! You must or must not do. We do
-,_.bm'm"_ r, because of its impor-

Cawe
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tance to all of us in e durum: industry,
and also in fairness to the consumer,
that durum products should be correctly
labeled. A

We should be able w0 come w0 - oe-
ment o our mutual benefit. 1 thica we
have come to an understinding of wur
respective problems and the problems ‘of
the industry as a whole in the previous
meetings that we had ogeher, but it s
too i that we didn't get started sooner .
for we have not resolved all of our dif-
ferences, and being @ human progressive
industry, 1 don't suppose we ever will,

Points of Agreement

We have found certain areas in which
we are in agreement: (1) that there is no
substitute for durum or semolina in the
manufacture of a quality product; (2)
that the consumer will pay additional
for uality; (3) that 100 pounds of durum
will make more bushels of semolina than
100 pounds of hard red spring will make
farina; (1) that we always have had
blends and we probably always will, and
they are not objectionable il sold as
such; (3) most housewives do not know
the difference  between  semolina  and
farina and do not care, but we feel that
il she is dissatisfied with her cooking
results, she should be able to look on
her (ackage and see il that is possibly
part of her trouble; (6) that qualit;
durum prodduction is limited by area and
is a more hazardous crop than hard red
spring; (7) and that durum farmers can-
not wrn the spigot on and off so as
to each year maintain a balance between
supply and demand; (8) that it is fortu-
nate for all concerned that Senate Bill
3260 covering the Jabeling of durum
products did not become enacted  into
Laws (9) that there is a good opportunity
10 increase per capita consumption of
semolina products at home and abroad,
and that compares with bread wheat
which scems to be a per capita shrink-
ing proposition: and (10) that all seg-
ments of the industry should contribute
to the promotion of the product,

Labeling Request

The durum growers' request can be
made in one sentence, “We ask that
products made of all durum and semolina
carry the label '100% semolina or durum’
and that those with admixtures of farina
be labeled ‘blend' or ‘blended.” We
ask it for the protection and advance-
ment of the durum industey and that
the consumer may know, if she cares to
find out, just what she is buying, It is our
understanding that this can be accepted
through an administrative ruling of the
Pure Food Drug Department.

That is a very oversimplificd state-
ment, but it can be accepted that way
providing the manufacturers and other
interested segments are in agreement. It
doesn’t require any new legislation, and
all standards would then be administered
on a quality basis rather than on an
ingredient basis.
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I'd als dike o 1l you of wwo devel-
apments in North Dakota:

(1) A durum growers association has
been formed, 1 also ofhcially represent
this organization. Its ubjective is 1o pro.
mote durum not only in production but
consuniption. It has just been horn, it is
still an infent. but it has great possi-
lities,

(2) We hope this vear through legis-
Tation 1o estalilish a North Dakota Wheat
Cymmission with authoerity 1o collect a
smill amount in the first sale of cach
bushel of durnm-and hard wheat mar-
keted, ‘The fuees so obtained from the
producers will be wsed for promotional
work in the sale and
these two clisses of whe

International Namus Vice
Presidents

International Milling Company has an-
nouced the clectidn of two new  vice
presidents, “They are Philip Von Blon,
seneral sales manager for bakery amd
durum products, i Lloyd E. Worknun,
director of the formiula feed divies

Mr. Von Blon is a, ol
Amherst College,  Befee, w -
ternational, he wias &% = _aructor in
ceonomics at Amherst “and  worked for
twa years in the industrin! relations de-
partment of  American /Can Corg. in
New York City, He began with Tnwer
national in Minneapolis fn 1945 in the
personnel department, T 1017, he moved
10 the compiny's systems: department and
a year later was made manager of the
mill run department ac Minneapolis. In
1940, he was promoted as assistant o
the vice president in charge of sales in
Minncapolis.

Mr. Von Blon moved to New York
in 1955 as division manager of the castern
sales division. Last year he retumed to
Minneapolis as general sales namager of
hakery and durum products for  terna-
tional,

Restaurant Field
(Continued from page 14)

4. And finally=please give us promo-
tional ideas and material so that we can
work together to sell more macaroni.

Did you know that a surprisingly
large number of the new food ideas in-
troduced each year 1o American home-
makers are more or less “swiped” from
the restaurant industry, A ot of fowl
cditors and writers get their ideas from
wsting  kitchens and  food proniotion
agencies such as the National Macaroni
Instituie, but these places get their ideas,
many times, from the ingenuity ol the
restaurant ook or operator who develops
something new to please his own special
type of clientele.

But the first job 1o expand the market
for macaroni is to make sure that “Eco-
nomical Gourmet Entrees” finds its way
into the hands ol every restaurant opera-
tor, every [ood production supervisor
in every quantity food service establish-
ment in America,

s
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LOUIS AALLEN, in the text "Devel-

I oping . Executive - Skills," differenti-
ates between a'ledder-and a manager by
saying " leader is an expbrt in human
relations while a manager must secure
1esults through people,

e describess five functions that a
manager must perform in the act ol
managing. ‘They are: (1) Manning=look-
ing ahead, scuting goals and targets, (2)
Organization=having decided what he
wants done and what he will need to
do it, he looks 10 the*organization he has
available for the task. (3) Coordination—
he times, unifics andsgntegrates the work.,
(1) Motivation (and’ this should be the
most important’ factor to most of us)-
he encourages and impels his people to
prodluce at highigst productivity. (5) Con-
trol-he adopts ghsystematic means of re-
viewing operations to determine whether
the results he,expects are being accom-
lished. ﬁ‘_

" Analogy

Perliipa tin g?ving you a briel report
ol activities. of* the Natjonal Macaroni
Lanufacturers - Association for 1958 we
can draw aa_analogy between good man-
agement and organized industry activity,

Heading our list of objectives is the
development of a greater market for
macaroni and noodle products. The re-
ported 1958 increase of a healthy 119,
is evidence of advancement in this regard,
We must strive 1o continue this rate of
progress,

Then we must work cooperatively to
see that the industry has an adequate
supply of quality raw materials, Our
memories are still fresh with the thoughts
of insufficient quality raw malterials a few
years ago, and more recently our exper-
ience with poor quality raw materials in
the form of sprout damaged wheat only
last year,

Both the Association and the Institute
provide the membership with information
for intelligent management; and we are
happy to know that more ol us are using
this service,

Your Board of Directors sets policy at
its semi-annual meetings. Your officers
and executive secretary see that this
policy is carried out.

In our product promotional work we
have the fine services and organization of
Theodore R. Sills & Company. His crew
of home economists develops recipes for
daily distribution, while news specialists
send out timely information on the in-
dustry to all media,
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What Is .A" Mﬁnager?
How Does A Manager Manage?

President Horace P. Giola leads off seminar sessions ot the

Winter Meeting

HORACE P. CIOIA

Last year's: theme, “Youth Will Be
Served,” aided by the Institute’s participa-
tion in the Food Editors Conference,
came to a climax during National Maca-
roni Week. More lines of copy in maga-
zines, newspapers, syndicated supplements
and placements on radio and television
appeared than ever before and were an
important factor in the substantial in-
crease in sales and production that the
industry enjoyed last year,

In our durum relations, we met with a
delegation of durum growers along with
durum millers and macaroni processors
in Minncapolis in the spring. Again in
the fall, when a contingent was taken by
Dan Fletcher of the Rust Prevention
Association through the durum territory,
we met with the North Dakota Farm
Bureau representatives at Devils Lake,
North Dakota.

Durum Relations

We continue to support the work of the
Northwest Crop Improvement Associa-
tion in its contacts with growers, partici-
pation in the North Dakota State Durum
Show, and program to improve durum
wheat,

The Rust Prevention Association has
made important contributions in gaining
state and federal funds for plant breeding
and durum research, Their winter in-
crease program not only cut the time in
developing rust resistant varieties of
durum that produced so well last year,
but has encouraged better cooperation
between the United States, Canada and
Mexico in grain research, While the 15B
rust scare is over, the rescarch fostered
by the Rust Preventlon Association s in-
surance against a similar catastrophe oc
curring again.

Last year's crop was the best in many

years from the standpoint of quality, but .

March, 195

there wasn't enough of it to meet the in.
creased demand for macaroni producis.
There must be concerted industry cifor
put forth to arrest the downward trend
of farm acreage, so that the industry has
adequate supplics this year and in the
future,

Our director ' of research, James |
Winston, participated in a fact-finding
conference of the Institute of American
Poultry Industries held in Kansas City
last February, A new egg color scre
method was approved at that mecting
which will help the noodle processor in
more accurately expressing color in terms
of aciual color pigment present and in
making comparisons bewween the color of
volks purchased and the color of the
finished noodle product.

Jim has maintained close contact with
fowl and drug officials as well as the
technicians at the Quartermaster Corps.
Military purchases by the Chicago Mar-
keting Center in 1958 totaled more than
1114 million pounds of product. At a re.
cent meceting in Washington called by
Secretary  Fleming and FDA - Commiy
sioner Larrick, Mr, Winston auended to
represent the macaroni industry,

Trade Rules

The Federal Trade Commission dusted
off the old "Trade Practice Rules for the
macaroni Industry that were adopted
some twenty ycars ago and held public
hearings in Washington in June for new
revisions. The meeting was attended by
members of the Trade Practice Rules
Committee, New rules were promulgated
Mugust 1, 1958,

Your Committee on Nutrition uml. the
National Macaroni Institute Committce
have been most active during the past
year, Advertisements were set up lling
the macaroni nutritional story in poster
form for schoolroom use in the current
jsue of “What's New In Home Eco
nomics,” and for the medical profession
in a serics of uds that will run next wee
and through February in the Journal ©
the American Medigal Association
Copies of these ads are available for your
distribution from the Institute office.

Your Secretary's office has kept you 4
prised of these developments as we \
ather industry news through his weekl
bulletins and through the Macaron!
Journal, Bob Green has also been very
busy holding regional meetings in r:mo:
parts of the country. Further, he has P

(Continued on page 38)
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' general Mills creates
new Chipped Beef
Casserole recipe

Ad mat on the right promotes your
macaroni for such a savory dish

BETTY CROCKER of General Mills has
created and consumer-tested this new
. macaroni recipe. But that’s not all!
General Mills'advertising agency has
created a newspaper advertisement
from thia recipe to help you gain con-
sumer acceptance for your producta,

CAPITALIZE on women's never-ending
desire to serve new, different, excit-
ing recipes! You pay only 50¢ for
each mat—a real bargain when you
consider the recipe preparation time,
photographer’s charge, artwork and
plates required to produce them.
Offer good only in U. 8. A.

MATS ARE FLEXIBLE—If you wish,
you can add, delete, or rearrange ele-
ments within the ad to make an
entirely new or different size ad.
Combine elements from other ad
mats to make multi-product ads,
Your newspaper representative will
gladly help.

Ask your General Mills salesman for
othermats from this or preceding series

DURUM SALES « CENERAL MILLS
9200 Wayzata Boulevard
Minneapolis 26, Minnesota

Please send____ (quantity) ad
mats featuring Chipped Beef Casse-
role.  have enclosed 50¢ for each mat.

Name

firm

Address

City, State

General

Mills

DURUM sALES

+ ' Minneapolls: 26, Minnesota

=

N0. 4 in

New “Chipped Beef Casserole”

Perfect for family and friends . . .
with
YOUR BRAND MACARONI

“Chipped Beef Casserole” is quick,
delicious...and so easy! Try it.

F_\

CHIPPED BEEF CASSEROLE

1 can condanyed cream of | cup uncooked elbow macaroni

mushroom soup
J W Ib, dried beed, cul in bile-si
1 cup milk pieces (if diied Im: ||I :!:If:
1 cup processed Amesican Cheddar sally, paur boiling waler aver
Chesse, cul hinefy (about Y4 Ib.) i, and drain \'1115

3 tbsp. finely chopped onion 2 hard-boiled eggs, sliced

Mix soup Lo creamy consistency, Add milk, cheese,
onion, uncooked macaroni and dricd beef. Fold in
eggs. Turn into buttered 114 qt, baking dish. Store
covered in rofrig. at least 3.4 hours, or overnight,
Heat oven to J50° (moderate,) Bake 1 hour, un-
covered, About 4-8 servings.

‘todayl

a3
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Sound Organization: Management Keystone

by Thomas A. Cuneo, Ronco Foods, at the Winter Meeting

THOMAS A. CUNEO

Snuml organization can belong to any
organization. It can be a partnership,
it can be a corporation, it can be a
family group, or any other kind of oper-
ation, The main_ thing is that you still
have to have somebody at the top-be
it a president,, chairman of the board, a
brathery a senfor: member at the com-
pany, or a senjég'brother—somebody has
to make: the” firm decisions and those
decisions  ahiepy being . made, nawrally
have to go down,

You still don't start at the bottom and
go up=you start at the top and go down,

The executive vice president, presi-
dent, advertising and promotion mana-
ger, general sales manager, administrator,
production manager, purchasing agent,
and traflic manager have to be well
coordinated at all times. They all should
know what is taking place in the organi-
zation. The advertising department has
to know what the sales department is
doing, and the sales department has to
know what the advertising department
is doing: and the production department
should be familiar with both of them.
The production department may not
know a thing about a special promotion
you are going to put on. You might sell
1,000,000 cases and then find out the
department is only set up to produce
50,000,

Understand Your Job

Regardless of who you consider your
top management or who your top ex-
ccutives are, it is very important that
everybody understands his job, The more
they know what's going on in your
plant, the better results you're going to
get. Everybody should be familiar with
everjthing that is going on in your
organization.

Try to keep your people informed as
much as possible and see that everybody

understands the job that he has and
let everyone [eel that if they can't get
an answer from the superintendent, the
plant manager, the production manager,
the sales manager, they can come to
your officc 1o talk to management any
time they feel that they have something
important to tulk about. You'll find that
pays dividends a lot of times,

Checklist for Diagnosing Organization
Problems

1. Has a specific provision been made
for the supervision of all essential ac-
tivities?

2, Have any functions been assigned
1o more than one unit in the organiza-
tion?

3. Have the responsibilities of any
member of the organization become too

numerous and complex to be handled
effectively by a single individual?

4. Have respansibilities been properly
clagsified when they are grouped unde
an individual?

5. Are the responsibilities assigned 1o
each individual clearly defined in wriven
form and thoroughly understood?

6, Docs each executive have authority
commensurate with his responsibility?

7. Has authority been delegated to the
greatest extent possible, consistent with
necessary control, so that coordination
and decisions can take place as close as
possible to the point of action?

8, Do executives have more subordi-
nates reporting to them than they cn
supervise and coordinate effectively?

(Continued on page 48)

ORGANIZATION CHART FOR A

Adverdsing
Promotion

Sales

General Sales Mgr,
President

Executive

Vice-President | Administrative

TYPICAL MACARONI OPERATION

Division
Sales Myr.

District
Sales Mgr.

Territorial
Salesmen

Secretarial Force

Oflice Mgr, Bookkeeping Dept.,

Controller
Auditor

Production

Billing Depr.
Payroll Dept.

Production Foreman

Plant Supt. Packaging Forcman

Production Mgr.

Purchases .

IPurchasing Agent

Traffic
Traffic Mgr.

Maintenance Dept.

Sanitation Dept,

Shipping
Supt,

Warchouse Supt,
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long goods automatic line
supplied 1o Catelli Foob PRoODUCTS LTD.

MONTREAL

m ‘most important long goods plants

located throughout the world

ABASCAL

UNITED MACARONI
LA MILANESA 204 srder
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ZITOPROMET
PAF,

LA FLOR DEL DIA
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ABEZ
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ting machine.

Output over 900 Ibs, per hour.
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The Problem of Company Climate

by Lee Merry, General Mills, Inc., at the Winter Mesting

EVELOPING & proper company

climate has ofien been likened to
research, A research program is usually
planned 10 meet the company’s need,
based on their long range plans.

It takes years to build plant managers,
adminisgative, sales and production ex-
ccutivesito keep up with any expansion
program, and there must be a definite
progrion *of developing  managers  the
lanned way.

Effect on Men

When we sit down o think about how
men develop and grow within a company,
amd how that development and growth
can be siepped up, we sconer ‘or later
come face to face with the all-important
efteet of climate, By ;the right “climaie”
or “management climate,” we of course
mean that way of doing business which
emphasizes the development and growth
of men at all levels through delegation,
training, coachings and communication,
Essential though adequate tools and tech-
niques may be, not to speak of eflective
recruitment and selection,

THE GREATEST INFLUENCE
ON A MAN WITHIN A COMPANY
1S HIS _WORKING ENVIRONMENT

~ U =Including

I. Company Policles

2, Iis Associates

. The Way He Is Treated
4. The Instruction, Information &
Advice Furnished Him

fi. The Examples Set For Him

Gi. His Working Conditions

7. The Interest Displayed in Him

8, The Things the Company

Emphasires and Stands For

The industrial situation differs sharply
from that encountered by a student at-
tending college or beig tutored. Most
industrial managers are individuals whose
personal growth and  development are
sought and, through whom, at the same
time, the growth and development of
others must be accomplished. As they are
being wutored, they are themselves tutors,

A manager's attitudes and skills, when
inadequate, become a block in his ability
1o convey the desired attitudes and skills
to his subordinates, When the same man
is involved both'as a traince and as the
trainer of others, many theories and pro.
cedures that are highly desirable and
feasible, under other conditions, may
actually be impossible, Or, to look at it
another way, even if an individual is
taught new methods, skills, and attitudes,
they are not likely to mean much or 10
last long if the individual's boss 1s un-
sympathetic and discourages their use,

What this boils down to is the fact—
stated many times over—that the boss is
primarily responsible for management

LEE MERRY

development as well as for gaining ac-
ceptance among his subordinates of any
program or procedure, His attitudes and
skills are all-important,

This reasoning leads us to the question
of how best 1o speed up the process of
identifying and developing managers. If
we proceed from the principle that, for
the most part, managers must be de-
veloped within the organization, cfforts
must be directed at our present manage-
ment and pre-management group—not as
individuals but as facully, as trainers and
coaches, rather than as individuals, The
most important objective is to help them
better assume their inescapable role as
selectors, motivators, and developers of
men; and of course as they become better
coiches, they also become better managers
andd better men,

Use Mass Approach

At the outset, this would seem to call
for a mass rather than an individual ap.
proach, which must be a part of, or
closely related to—as opposed 1o separate
from=the daily work situation. Business
climate, after all, is the way the whole
management, or the majority of the man-
agement, is thinking and acting. There-
fore, to influence that climate or manage-
ment emphasis, large numbers must be
influenced at the same time and in such
# way that the resulis will be clearly re.
flected in what they emphasize as man-
agers. In other words, il we are going to
speed up the development of managers,

We must get our present managers at all -’

levels vitally concerned with and involved
in developing and stimulating subordin.
ates. We must get them interested in
improving their delegation, coaching, and
communicating, and we must help them
accomplish this improvement. We must
help sharpen their ability to recognize
the best man for each job and to see that
he is selected without bias or favoritism,

By involving the majority of manage-
ment in these matters simultancously, we

can set in motion maximum influences
from all directions at the same time-
from the top down, from the bottom up,
and laterally—to put more emphasis in
our business climate on the developmen
of men,

Curiously, with so much bring said and
written about the importance of manage.
ment cimate, there is available little
actual description of tangible programs
or elioris designed specifically to do same-
thing about i1,

GMI Philosophy

Here is how General Mills attacked the
problem, First, we prepared and adopted
a detailed policy statement  describing
the philosophy of management we be.
lieve in and encourage in General Mill.
We called this “The General Mills Way
of Management and Manpower Build-
ing."

While this whole statement of concept
and policy was an attempt to be specific
and to avoid platitudes, probably the
most important part was che listing of
12 major arcas of managerial effectiveness,
in each of which each manager is re
sponsible for increasing his competence,
These have come to epitomize the kind
of management expected  in General
Mills, They stress the things we believe
to be most important in challenging and
developing men, They are:

1. Stressing the importance of high
moral and intellectual integrity that
entails adherence to principle, im:
partiality in personal decisions, and
straightforwardness that creates an
atmosphere of confidence and a fecl-
ing among subordinates that they
know where they stand.

Filling each position under our
supervision with the most capable
man available, In order to fulfill this
key responsibility, it is expected that
cach of us will become familiar with
and utilize the most reliable methods
for appraising the capabilities of all
qualificd candidates for positions to
to be filled. v
Making recommendations regarding
the salaries of our  subordinaes
which will fairly reward cach i
proportion to the value of his serv:
fres; maintaining cquitable relation:
ships throughout the company hased
on relative differences in dutics, re:
sponsibilities, and individual per
" formance; and administering salaries
in such a way as to stimulate o
ployers to maximum productive
effort and to provide incentive for
personal growth., c
Delegating authority and respons®
bility to subordinates clearly and 10
the fullest extent practicable, @u*
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ing them to feel the weight of jt—
and doing so without abdicating
our awn over-all responsibility.

3. Developing and stretching the (a-
pacities of subordinates by assigning
them all the work they can do; by
keeping work experience as chal-
lenging as possible; by holding rigor-
ously to high standards of accom-
plishment: and by refusing 10 do
men’s work for them,

6. Making a special cffort to know and
understand  each subordinate as a
unique person, thus building a close
relationship of mutual respect and
confidence that will enable and
stimulate him 1o attain his best
level of performance.

Asudst Subordinates

7. Assisting subordinates to  increase
their eflectiveness by training and
coaching, giving credit for good per-
formance and making criticism con-
structive; by periodically reviewing
their performance and progress with
them, letting them know what is
being done well and what is not
being done well, and discussing how
improvement can be made; by en-
couraging discussion of their aims
and plans and, if these are realistic,
helping them 1o prepare themselves;
and by providing opportunity 1o
discuss any problems affecting their
jobs,

8. Communicating all company ob-
jectives, policies, operational plans,
and developments which are not
confidential and which will assist
subordinates to set and work toward
common and purposeful job go
and explaining fully and freely all
matters affecting employee relations,

U, Encouraging and providing oppor-
tunity for employees to express their
thinking on matters affecting their
jobs or on those daily operations
of our business about which they
feel they have a right to be con-
sulted, giving consideration to their
views before decisions are made and
permitting  participation in  policy-
making and problem-solving activity
as fully as practicable,

10, Providing and having on recond
recommendations of one or more
apable replacements, thus making
ourselves available for advancement.

1. Consciously  employing  whatever
percentage of our time is necessary
for the development and building of
our men,

12, Personally adopting and helpine 10
implement and extend this philos
aphy of management and manpower
building, making use of the facil-
ities, programs, and methods avail:
able in General Mills to assist in its
accomplishment,

To define further the responsibility for
Qrying out policies, the policy state-
ment provides:

Each general manager and each

. Executive in charge of a corporate
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stafll_department is assigned the re-
sponsibility for seeing that these
principles and  policies are  under.
stood  throughout  his  organization
and made an active pare ol daily
operations,

Together with a resolution ol (he
Hoard of Directors emphasizing the im-
portance of manpower building and
statement by the president describing his
personal beliel in and support of this
philosophy of management, these policies
were combined into a hooklet and, also,
alapted i a film  presentation,  In
wddition, "The General Mills Way ol
Management and Manpower  Building”
wis presented orally at group mectings
of our entire minagement forees in L,
it was presented in all three ways o our
entire employee group exempt under the
Fair Labor Standards Act.

In a Large Company

Because policy booklets and films tend
to mean much more to their authors than
they do to their audicnces, the real im-
pact of *The General Mills Way™ prob-
ably came through a combination, over a
two-year period, of the media described
and a company-wide conference program
analyzing and illustrating policies which
it stresses, The conference program he-
came significant in part because of its
scope, which was considerably  broader
than anything ever done previomly in
the company, thus indicating that man
agement meant what v said and was
backing it up,

General Mills has about 13000 em-
poyees, Our namagenent foree otals
abont 1,900, Many of our managers are
seattered in such remote Jocations  that
we could not include them in conference
groups. Nevertheless, in 1956 we had
1,200 of them (including all our 1op
exvcutives) organized into 72 groups
throughout the United States, meeting
regularly to discuss materials  centrally
prepared and designed 1o bring the (ull
implications of “The General Mills Way
of Management and Manpower Buikd-
ing."

Conlerence Groups

Each conference group contained
several levels of managers in a varicty of
activities, so that the problems and feel.
ings of cach level were lpid before the
group. The conferences were led by our
own operating people=75 of whom were
given a week's training to prepare them
for this assignment, It is 1rue that these
men had limitations as conflerence leaders;
et they made the conferences practical
company meetings, discussing company
policies and applying them to daily situa.
tions. 1t is also true that some of the
concepts were beyond the experience of
these men to communicate forcefully; o
get around that, each leader was furnished
with a tape recorder and prnl’ussinu:‘tlly
prepared recordings for cach  session,
which put over the important principles
through the use of dialogue and dramati.
zation, After cach point was made with

the tape reconding, the tonlerence group
immeditely entered into a full discussion
al the point, it implications, and s
application,

The theme lov the Lirst year's confey
ences wis ' Phe Manager-Man Relation
ship The wpics covered were:

. Building Men Through Coaching

2o The Mt ol Delegating

- Communicating and Consalting lor
Teamwmk

Obstadles awd Nids to Mutnal
Unelerstamding
Letting People Know How They
Are Doing

i, Hamdling Problem Situations

7. Overview of the Manager-\n
Relatdonship,

Applying Principles

In this series, we were explining
policies and principles and atempting
1o gain acceptance for them. During the
secondd year we discussed the application
of these principles through an adaptation
ol the so-ealled “indident process"—which
is, of course, a form of the cise method,
Each incident, with its solutiom, was dis.
csseel i the light of our philosaphy of
management and man - power building,
Thus we further emplisized our 12
nain points,

In this second year, our participants
incresased  from 1200t 1,350, oud our
conference groups from 72 to 85, And, in
the third year, BY leaders are presiding
over BB conference groups made up ol
L300 management people  gomsidering
the planning, organiring, directing, aml
wontrolling phases of a manager's work
as they apply to the particular individual
responsibility,

Some training men, granted, ae oot
impressed with mass wechnigues such as
we are wsing at General Mills, We o
not, however, consider the program pri-
marily a training process; rather, we see
it as & means of communicition, expla-
nation, and application of company
policy. 1t is quite true that personal at-
titudes and  skills are involved  which
cmnot be adjusted at will simply 1o fol-
low policies. The result, naturally, is that
some people have been much more re-
ceptive than others and some are apply-
ing these policies more fully than others,

The important point is that the man-
agement climate is changing priceptibly.
Mamagement as whole is much more con-
scious today of the importance of stimu-
lating and building mew. The problem
is on all our nmanagers' minds, They are
talking about it. There is a conviction
that more carclul attention w selection,
detegation, coaching, and communication
is expected of them; and nearly all are
trying, in their own personal “way, to
carry out that expectation. For the pres-
sure to do so continues o be felt—coming
as it does from clearly enunciated top-
level policy and action, from subordinate
managers who have participated in con-
ference discussions (and speak up when

(Continued on page 12)
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l Save Space — Increase Production PRESSES
‘ Improve Quality

“NEW POSITIVE SCREW SHIRT CUT MACARONI PRESSES

; ,1 FORCE FEEDER *4odel DSCP — 1000 pounds capacity per hour
f improves quality and increases production of long goods, Model SACP — 600 pounds capacity per hour
"l short goods and sheet forming continuous presses. model LACP — 300 pounds capacity per hour

:j J

* NEw 3 STISK 1300, FRUND LONG MACARON! SPREADER PRESSES
" _i LONG GOODS SPREADER Model BAFS — 1500 pounds capacity per hour
 § increases production while occupying the same space as Model DAFS — 1000 pounds capacity per hour
A a 2 stick 1000 pound spreader. Model SAFS — 600 pounds capacity per hour

'

'
NEw 1500 POUND PRESSES COMBINATION PRESSES
| AND DRYERS LINES e

now in operation in a number of macaroni-noodle plants, Short Cut — Spreader
’ they occupy slightly more space than 1000 pound lines. Thise: Wiy Comblnatlon
e 4
{ *
a8 These presses and dryers
A R Madel BSCP
3 are now giving excellent
‘r results in these plants. Q U A L | T Y wemmm === A controlled dough as soft as desired to enhance texture and
A appearonce,
* e Positive screw feed without any possibility of webbing makes
x %  Fotent Pending pRODUCTION for positive screw delivery for production beyond rated
.' Patented capacities,
" m—wwm  m=== S0 fine — so positive thot presses run indefinitely without
; g c o N T R o !\l s adjustments,

SAN | TA RY = Easy to clean and to remove attractive birdscyed stainless
PLANT ’ ] "

MACHINERY CORP. 156-166 Sixth Stroet
ME.CHINERY CORP. |

155-167 Seventh Street
Brooklyn 15, New York

156 Sixth Street !
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e . 5

Brooklyn 15, New York

MODEL BAFS — 1500 Pound Long Coods Continuous Spreader
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Standards of Performance

by Albert J. Ravarino, Ravarino & Freschi, Inc., at the Winter Mesting

OST informed business executives
believe that their teams know what
is expected of them simply because
through the years they have acgquired a
general informal idea of what consti-
tutes;gatisfactory performance, The
rouble’with this system, however, is that
aihdrdinates usually follow suit, forming
their own opinion as to what constitutes
ool perfurmance and what is expected
ol them—opinions in many cases, unfor-
wnately. in which they are not in agree-
ment. Uhey do not know, in short,
whether their performance is good or bad.
This thinking applies to the average-
siree macaroni factory. Many of us in-
herited the job that we have or possibly
grew up through a small job from the
bottom, and what is expected ol us today
is something that we watched being per-
formed by the person who was ahead of
us. Just because this person did a certain
thing does not mean that that is all that
is expected of us,

It is important to sit down and discuss
every possible thing that should be done
in jobs cven as small as ours. If an in-
divicual does not know whether his per-
lormance on a_job is satisfactory, he is
operating under a serious psychological
himdicap, ™~

Constructive Leadership

All of us who work directing people,
recognize  the  constructive  leadership
which helps people 10 grow, amd through
that growth to take more resposibility
and discharge it eflectively.

In establishing this relationship be-
tween supervisor and subordinate, prog-
ress will be slow unless the leader has a
delinite idea of what management ex-
pects of him and what he should expect
of himsell if he wishes to consider him-
sell successful,

By setting standards, a major contribu-
tion to developing this kind of relation-
ship is therefore made. Through this
process of setting standards, we can bring
about a clear understanding on the part
of the individual of what is required in
the job he is occupying. In other words,
he should know what he is doing,

You should also know what has to be
done on that job.

"This is all very simple, hut possibly in
our complicated daily lives, we can di-
gress so far that we forget the simplicity
of every act that we perform. By setting
standards we can help the many superiors
who do not clearly know what they want
from a subordinate and find it difficult
10 tell how he stands,

Setung Standards

A few points should be emphasized in
connection with setting standards, Most

ALBERT RAVARINO

important, the standard should be set
by the individual whose performance
should be evaluated. Here is the theory
of a company that has a national distri-
bution and has about 15 or 20 managers
around the country, This particular
company brought these men in twice a
year to a meeting place, and held a
shirtsleeve seminar-type mecting where
the men could say what they thought
their performance should be as a district
manager,

Here you can see how the other 14
might pick up a suggestion from one
man, They are setting a standard of
performance by learning what's being
done, and how it should be done by
letting the individual say just what
should be done on his job.

The superior can salely rephrase or
restate the ideas suggested, but should
refrain carefully from setting forth his
own ideas, Don't be afraid that the stand-
ards will not be high enough. More often
they will be too high and you will have
to scale them down,

Falr and Obtainable

The standards must be considered fair
and obtainable by the individuals for
whom they are being set. The standards
should be as specific as possible. Where
actual data on specific information is
obtainable it should be used, Where the
results are intangible, an cflort should
be made to arrive at as dear-cut and
simple a statement and understanding as
possible. However, in setting the stand-
ards, if a lack of responsibility and under-
standing on the part of any individual is
discovered, the confusion should be
cleared up at once, Take each item dug-
gested and clarify it at once, making
sure that both of you understand what
it means.

Theoretical ideas should be guarded
against, Keep asking: “What do I hold

you responsible for?” Draw out the in.
dividual until there is a meeting of
minds and then write down the resuly,
Don't worry about semantics, Get o
the heart of the matter in simple wonly
that everybody understands well,

The job of a market manager i
divided into three parts—funciion, defi-
nition, and standard, His function.
Train men who are devoting time
through industrial business to be elfe
tive. This is about a_company that selly
industrial equipment so the function of
the manager is training men who are
devoting time to industrial business 1o
he cffective. You can apply that to what-
cver business in your organization you
are thinking of,

This is a definition of a markes
manager: Developing and understanding
on the part of salesmen of the kind of
information and data they must supply
to facilitate the development of the
product to meet the prospect's needs
including price, packaging, samples,

methods of use, conditions under which §

used, etc. In other words, definition.

‘The third is standard, Again applicd
to this particular company, satisfactory
performance on the part of the warket
manager is achleved when the informa-
tion is supplied so that the product may
be properly formulated, price deter:
mined, type of packaging determined,
number of samples provided; in othe
words, he has properly concluded wha
the function and the definition of the
job was,

Milprint Appointment

Adolph  Miller has been appuinted
director of the steadily expanding 1e
search and development departments
Milprint, Inc, it was announced b
Arthur Snapper, president of the print
flexible packaging firm,

Mr." Miller will report directly to the
president and will be responsible for the
direction of the basic research progran
at Milwaukee and of the developmentd
activities in Milprint's eight production
plants,

A native of New York Mr, Miller bt
specialized in research and development
in the packaging industry throughout ha
cighteen-year business career, working
with three major packaging and/or pd
aging materials firms in the East
lolds a Bachelor’s degree in (l.lﬂﬂi“ﬂ
and a Master's degree in cllenl[ﬂl o
gineering from Columbia Univenth

where he taught metallurgy for two " §

before entering the business field.

Mr. Miller's headquarters will be 1
Milwaukee,
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DURUM DIVISION

Put youth into
the picture

...and put the product

into the youth . . . with

repeat sales of any

macaroni product—
especially when it's
made with Comet No. 1

Semolinal

Commander-Larabee '§
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The Superior's Responsibility to

His Subordinates

by Nicholas Rossl, Procino-Rossl, Inc., ot the Winter Meeting

ITH the advent of mechanical

brains, there scems little possic
bility that managers will be replaced by
these/mechanical monsters, The statistical
information that‘they can provide still
needsithe; judgment of human beings to
muke declsions based on their analysls.
It is the manager's job to produce
through the coaperation of people, and
to turn this work into a profit for his
«ompany,

We Learn by Doing

We all learn by doing, and this is the
only way a subordinate can gain the
experience he novds to fAll a higher level
post. He cai not obtain such experience
by reading a book or memorizing a sct
of 1ules, It is the responsibility of the
supcrior to recognize this need and to
create such an opportunity for the sub-
ordinate.

A [ootball coach must draw every tal-
ent and strength from his players. He
must instill in them the desire to win. He
knows where their strengths and weak-
nesses lic and so he asks them to do
things he knows they can do, and then
he instructs them and makes them prac
tice on their weaknesses. The superior's
job is similar, The superior must coach
in the same manner every day on the
job. His problem is to see that he does
a better job of coaching than he is al-
ready doing.

‘The suborinate must be given the op-
portunity to learn by doing. This is
done by the superior's delegation author-
ity. However, many push the subordi.
nate aside and do it themselves rather
than taking the time to teach the sub-
ordinate the correct way. This can make
the subordinate feel that the superior
doesn’t have confidence in him.

Team Relationship

The relationship between a superior
and his subordinates should be as that ot
a team. The superior should know his
men's sifength and weakness, His sub-
ordinates shoul! know what their jobs
are, and where they it into the organiza-
tion, The subordinates must participate
in decision-making. Finally, a good team
expects and receives fair tréatment. Sub.
ordinates must know that they will be

;judgrxl impartially, simply on how well
they have done their job.

‘The superior must show his confidence
in the subordinate by his actions, not his
words, Lastly, a superior must set stand.
ards of personal and business behavior
ind must sct a good example by his own
actions.

NICHOLAS ROSSi

He must help his subordinates to un-
derstand the role of integrity, honesty,
and sincerity, ‘This can best be imparted
to them by the conduct and character the
superior exemplifics in his day to day
dealings with his subordinates.

Many managers have a team of sub-
ordinates who give them a sense of satis-
faction and confidence, Others have some
men on their team that they would like
1o change. How do they go about chang:
ing them?

Two Types of Men

First, let's describe these two types of
men. The latter type is the subordinate
who does just what is expected of him
and no more, The superior worries about
his decisions and the subordinate does
not get a sense of satisfaction from his
work,

The first type considers the require-
ments of the superior, but he may go
beyond expectation, He considers a job
well done when it concerns the best in-
terest of the company, He is a natural
leader, he assumes responsibility, he
thrives on challenges, amd he justifies
confidence, He gets the results required
and alo develops a team that wilkiget
results tomorrow, ) e YP 15

Manager's Attitude

Why should every manager feel that
thanging the performance. of his sub-
ondinates is one of his major responsi-
bilities? The manager must first change
his own attitudes. There is a natural
resistance to change and to overcome it
he must (1) see and feel the need to
change, to adopt a new way, (2) develop
skill and confidence in using a new way,

(3) try out the new way, and ({) find ou
if it works. One of the main reasons for
failure of managers to change their own
behavior is their complacency about their
current coaching practice,

Once a company realizes the need to
improve their coaching, a question of
methods arises, Should there be inform.
al or formal coaching? It has been found
that men with formal managers knov
what Is cxpected of them, ‘These men
could report positively about other as
pects of coaching practice,

Formal Coaching

This suggests that managers who make
an effort to provide formal interviews
differ considerably in their coaching
practices from those who do not. It also
proves that those managers are wrong
who contend that their informal coach
ing eflorts do the entire job und that
such formal techniques as appraisals and
interviews are unnecessary and a waste of
time.

Effecting Changes

Here are some suggestions that can be
adopted in effecting changes in individu-
als:

1. Don't uy to change personality.
Concentrate on changing performance.
It is difficult to change personality and a
good manager does not dictate the
methods 10 obtain results. Many Teel that
personality Is responsible for failure to
get results, This may be true, but the
idea of concentrating on getting better
results from your subordinate will give
you many new ways of helping him.

2, Improve your own nal coach:
ing skills, To get individuals to change
requires skill, Superiors must take time 10
develop these skills, 1f needed, seck the
help of experts to aid you.

8. Determine the extent of the agre®
ment between you and your subordinale
on what is expected of him.

4, Determine the extent of agreement
between you and your subordinate o°
how well he s doing, Unless you distus

.this, you both may have different fec:

ings about what he is doing. For a Ixct

Cter basis to determine the extent of

agreement that exists, listen to the sul-
ordinate’s own views first,

5. Establish a nced for changed P
formance and secure understanding and
acceptance of this need. Laying dov®
the law may be necessary in some I
stances of superior-subordinate relation:
ships. ‘However, in order to_securt 3
change in an individual, that indivudtﬂ!
must first see and feel a need to chang®

(Continued on page 40)
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modern installations for
modern macaroni plants

Our Technical Office is ot your disposal to study and to solve your problems.

AVOID BUILDING COST!!

of new premises. Renew instead your equipment. Only holf of the space is required with
the New Automatic Dryers.

lr‘ll“g

".Jl-.oo-g"

The picture shows our new automatic “GPL" Lines for all types of long macaroni products.
67 lines of this type are already in operation in 16 different countries.

ONE MAN PER SHIFT: 22,000 Ibs. daily of dry products, ready for packing. Similar Lines
are available for Twisted and Short Cut Goods.

Send your inquiries to:

Eastern Zone: Lehara Corporation, 60 East 42nd St., New York 17, N. Y.
Western Zone: Permasco Division of Winter, Wolff & Co., Inc.,
%036 East 27th Street, Los Angeles 58, California

s.r. L Dotl. Ingy. M., G.

BRAIBANTI . C.

MILAND via Borgogna, |
4 = 1) g . TRl
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Communications

by Kenneth J. Forbes, Catelli Food Products, Ltd., ot the Winter Meeting

MOS’I' people spend more time com-
municating than doing anything
else. From this vast experience, they
should all be experts. Actually, cifective
communication iy yare,

"Thetlute ‘Alton Mayo said: “"Communl-
ction hetween, individuals and between
groups is beyond a doubt the outstanding
deficit ihat civilization is [acing today,
In the imernational area, what more evi-
dence do you need than the United Na.
tions. In your own country, all you have
to o s read one or two isues of the
Congressional Record. Both rate high in
the quantity and breadth of communica-
tions, hut how do they rate in quality
and depth?

How do industries rate with communi-
cation? Here, too, there is plenty of com-
munication going on — meetings, memos,
conferences, bulletin boards, newspapers,
and various other media—but how much
ol it is effective?

Communictions Concept

First there is the proper concept of in-
dustrial communication to be considercd.
Nine out of ten*will define communica-
tioms in terms of media alone,

‘The verlh “communicate” is active and
significs action, But if a bulletin board
doesn't get read, it is not a communica
tion. To correct this, some include other
forms of oral communication in their
definition. But even then, we are still
talking in terms of media. This media
definition fails to take into consideration
that it can also distort, and the media
that unites can also divide.

Peter Drucker in “The Practice of Man-
agement” shows the flaws in this media
definition when he says that present
management efforts are like trying to es.
tablish communications between a
Chinese and a Portuguese by putting them
on opposite ends of a telephone. Unless
one knows the language of the other, they
will be in no exchange of iinformation
whatsoever,

Conimunication is a wransfer of intel-
ligence, It is now no longer static—-like
the bulletin board notice which. does not
get read—bu it Is active. However, it still
seeras onessided. But, il we say that com.
munication is the interchange of thouglis
and the exchange of information, two.
way action takes place.

Two-way Action

By two-way action, we mean telling and
listening. However, it has been only re-
cently that listening has been considered
part of the communication process.

The four steps that are necessary to
carry out a two-way exchange of informa-

KENNETH J. FORBES

tion apply in both oral and written
communication,

Ham radio operators learned these
steps years ago. The first thing a ham
aperator does when he gets ready to go
on the air is listen, Someone else may be
transmitting on the same wave length.
In that case, not only will his message be
garbled, but he also may disrupt some-
bady else’s communication,

If the air is clear, he starts the call
letters of the station he wants, If he
wants to talk with anyone who might be
interested, he sends out a CQ which
means “I seck you®,

After he finds somebody to talk to,
the third step is to test the strength and
clarity of his signal. If his communication
is weak, fading, or garbled, his listener
will undoubtedly lose interest and look
for someone else to communicate with.

The fourth and final step comes when
the other fellow has received the message
and says “Roger"—"I have rceived your
message and 1 understand.” °

Steps in Communicating

These same four steps of the radio
procedure apply to industrial communi-
cations. The first step is always to keep
listening to your employees, What they
have to say should be a very good cluc to
what should be communicated. .,

The second step s to get attention and
receptivity. Alexander Harren devotes a
whale chapter in his book called “Sharing
Information With Employees” to this one
step. He calls it “Geuning Employees to
Tune In."

The third step is to get readability and
comprehension. This means, being care-
ful with the preparation and presentation
of the communication,

"The fourth is to get employee responses
and attitudes to the communications,

A — L
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Then the communication probably i
complete,

Just as basic 1o the what and how ol
communication is the why, What purpose
docs communication serve? It is obviow,
of course, that orders and instructions
must be given, But there are also more
important and less obvious reasons why
industrial communication is essential,

From the company's view, there is the
need to gain the understanding of in
employcees as to their duties and desire.

Motivational surveys have studied em
ployee basic desires, and almost all of
them show that the following four are
somewhat mear the top. First: security,
secondly: opportunity for advancement,
thirdly: treatment as a human being, and
fourthly: the realization, that you ate
doing something uscful, In a sense, job
satisfaction and good communications ar
interdependent. To communicate  effec:
tively is to listen and understand, and to
understand s to recognize basic necds
and desires and try to meet them,

Our Experience

In our company we believe that con
stunt communication is needed. We also
believe that proper communications cn
only be set by the top man. In an in-
dustry of our size, this has to be the prest
dent, In larger groups, communications
should be the responsibility of the per
sonnel manager,

Our. methods of communication are
very simple. We have a management com-
mittee. which consists of the president:
three vice presidents of production, sales.
and administration (which includes f
nance); the secretary-treasurer; and the
comptroller. Each of these department
heads has been given complete authorit
to do exactly what he wants with his de-
partment just as though it were his own
company. High level policy is set by the
president.

One department that is looked at more
closely by the president is control—quality
contral, which in our industry is vital:

Employee Grievances

We're very interested in whit happent
when employees have a gricyanee: P'er:
haps your unions have solved this in l|!f
United States, We're not unionized. W
have an employee association.

Il an employce has a gricl, he gofi‘
right to the foreman, Here is a communk
cations carrier. In our opinion a foreman
is the Non-Commissioned Officer of th¢
company. He is not encouraged to P‘?‘
footsic with the privates and yet he's n'{!
permitted to join the officers club. He
actually the most important man i
ompany.
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Eye-Appeal in the package!
Taste-Appeal on the table!

On the grocer's shelf they reach for it first... at home they
go for it most — if it’s macaroni or spaghetti made from
quality semolina and durum flours milled at the North
Dakota Mill and Elevator from 100% durum wheat.

Grown and milled in the heart of the world's greatest durum area

NORTH DAKOTA
Floar Miling Divisien |l

AND ELEVATOR
Grasd Forks, North Dakela
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Multiple Management

Kennsth Forbes (right), Peter J. Viviano (center}, Nicholas Rossi (right) .

E AT Delmonico Foods did not

inaugurate the complete principles
of multiple management right from the
beginning, About den  years ago we
started with a super factory board; a
year later we started another board;
and today we are even operating top
management under the principles of so-
called multiple management. Under this
system, the stockholders of Delmonico
Foods clect five directors, These five direc-
tors appoint four of their members to
operate the business under these princi-
ples, and this group is known as the
senfor hoard. They have been given
specific rules upon which to operate
under the principles of multiple manage-
ment,

Democracy in Business

The McCormick Sales Company was
the first company to inaugurate this type
of management, and they did an out-
standing job, What they tried 10 do was
to put democracy in business. ‘The di-
rectors, which are normally appointed by
the stockholders, and are very much the
policy making group of the company,
made the appointments of the various
boards, “The first board was named the
junior board, Fifteen members were
clected from various departments, name-
ly, accounting, advertising, and office,
‘The next group appointed was composed
|']l the sales personnel, and was called the
sales board, ‘The third, made up of mem-
bers from various factory departments,
wits called the factory hoard,

‘I'he senjor board evaluates the recom:
mendations made by the other subordi-
nate boards, It acts as coach in so far
as determining the policy and course of
action, ‘The McCormick Sales Company
felt that the junior hoard, due to youth,
new responsibilities, new ambition, new
spirit and opportunity, could come up
with many ideas and suggestions for con-
sideration by the senior board, and with-
out this process many modern. methods
and ideas could not have come to light.

The same procedure was followed in the
operation of the other two boards. Dy
appointing’ these  various democratic
boards, the company was able to give
the employees the same right in- business
as they normally would have in govern-
ment,

Talent Discovery

One thing that developed from  this
plan was the discovery of talent. All of a
sudden the talented employee finds his
way on one of the boards, representing
his particular department. He has to
think in terms of business as a whele, He
has to discuss things that have to do with
management. It it long before  his
irue talent will come to light. In the
case of the McCormick Sales Company,
almost all of the lop executives have
come from ‘members of the various
boards.

Multiple management seems lo pro-
duce a tremendous amount of  ideas.
Formerly, these ideas were usually initi-
ated and limited to top management,
Through the operation of these boards,
and by proper process of elimination, only
the good ideas were presented 1o top
management. For example, during the
first_five years of this plan, of the 2,708
ideas presented to the board, 2,703 idcas
were approved, Actually, in all this time,
only six recommendations or suggestions
were rejected, It is further brought "out

that it ok five years for the various:

hoards to recommend  the 2,700 ideas,
T'his number js more than the total sug-
gestions or ideas recomimended ors ap-

proved in the 45 years of the cSmpany's-*

existence, prior to this type of manage-

ment, »

! ) No Front Office
Although the  Williamson - Heating
Company operates very similarly to the
principles set up by the McCormick Sales
Company, they go one step further, in
that complete democratic principles exist.

-They claim that there is no such thing

as u “front office They further claim

T IR e SR

by Peter J. Viviano, Delmonico Foods, Inc., at the Winter Mesting

that no distinction exists between man.
agement in the office and management
in the factory, In addition to this, there
are claims made that there should be no
secrecy as to cost, carnings, and other
facts, 1t s their idea that managememt
cannot expect to get the benefits of the
Lest thinking of the supervisors unless
all pertinent facis are  discussed il
tossed on the table for discussion, Tv is
their idea that the boss s still the boss,
but privacy of allairs are no longer his,

Author's Views

I do not personally agree with some of
the interpretations of this type of man-
agement as set up by the Williamson
Heating Company. In the cse of a large
national company, where thousands of
stackholders are involved, the confiden-
tial information would normally he pub-
lic anyway, and would not be a faor
as far as the normal employee i con-
cerned, and could have been the situa.
tion with Williamson. However, in the
case of a small corporation, such as our-
selves, and most of the macaroni people,
1 doubt very much if we could go so fur
as to extend the principles of multiple
management as interpreted by the Wil
liamson Heating Company. As a matter
of fact, 1 might go so far as to say that
some of their ideas are somewhat social-
jstic, as they have probably gone one
point beyond my interpretation of demaoc-
racy in business.

Rewarding Results

One of the most rewarding results of
multiple management is the fact that you
operate as a team rather than an inlic
vidual. ‘This gives you the feeling of work-
ing together and sharing responsibility.
At first, you might object to relinquish-
ing the prerogatives of individual de-
cision, but I can tell you from experien
that individual decisions become an awful
load.  When these n.'qmmibilitics ane
shared, you have a real fecling ol ac
complishment,

We have been actually operating our
top management under these principles
for the last three years; and the most im
-portant thing 1 have noticed is the fat
that on all of the decisions, the outunt

Cis ulways based on a thorough distimion
“of- the facts, with the aim i mind of

what is good for Delmonico Foods. and
no thought whatsoever is given to what
is good for any one individual. This
actually_is a far cry from the decisions
that I had to make as an individual. M)
decisions were usually based on (1) what
was good for me, (2) what was good for
the individual concerned, and (3) what

was good for Delmonico Foods. From

+.experience gained in the last three year

1 found that anything that is good 0f

March, 1959 THE MACARON] JOURNAL 87

WHAT DO YOU WANT TO DO?

Do you want to —

develop a new product
build a new plant
improve quality

control drying

design a conveying system
select a new machine
install bulk flour handling
reduce costs

improve quality

set up a laboratory

plan for expansion

You will do a better job if you

USE THE HOSKINS SERVICE

Technical, Chemical and Engineering Consultants
to the macaroni industry.

Glenn G. Hoskins Company

Industrial Consultants
Libertyville, Illinois




38 THE MACARONI JOURNAL

Delmonivo Foods eventually will be good
for me and everybody involved. Decisions
are moi¢ realistic; since no one personally
is responsible, there is no need for any
one jindividual to be at fault for the
decisions made by the board.

By geuting everyone's viewpoint and

“thoroughly discussing matters, you im-

mediately sense the majority thinking.
It is this majority thinking that results
in good decisions, as in almost every case
the majority will prove sell right, and
the majority is always thinking in terms
of what is 'good for the company as a
whole, b Ty

Company Experience

At Delmonico we have five boards. The
first board is the “Senior Board,” ap-
pointed by the regular directors. The
second group is the "Sales Board,” which
confines its efforts strictly to sales prob-
lenns. and is headed by one Director. The
third group is the “Super Facio'y Board,”
composed of our engineer, su erintend-
ent, traflic manager and licaded by one
Director. The fourth group is the “Su.
pervisors Board." This consists of a [ore.
man and forclady from each department
in the factory, and is headed by one of
their own members, The filth group is
the “Employces ' Factory Board.” These
members are elected periodically by the
employees of each department, and each
department is represented therein, The
meeting is usually headed by the Super-
intendent, who is considered a non-vot-
ing member,

Operation

The Directors, as appointed by the
stockholders, have elected to operate un-
der the principles of multiple manage-
ment, and have further elected four of its
members to operate accordingly. There-
fore, the board represents the sole gov-
erning bLody. Any . decisions made or
approved by the majority of this board
shall officially govern.

Under these adopted rules, each mem-
ber of the board is given an official title,
such as President, Vice President, Treas-
urer, and Secretary. These titles are
honorary, and in no cvent is any voard
member entitled to special privileges or
prerogatives beyond his associate mem-
ber because of any title conferred,

All matters brought before this senior
board are deemed of suflicient importince
to warrant a decision, and unless more
data pertinent to the matter is involved,
4 decision shall not be withheld.

Each member is glven a title and set
duties _and  responsibilities  which  are
spelled out under a set policy,

Each member ol the senjor board is
to receive a copy of minutes from all
other board mectings. And this particu.
lar group is to meet not more than every
other week and not less than once a
month. To the board is entrusted re-
sponsibility of establishing all policics
and approving or disapproving the action
and recommendation of all the other
boards.

It is surprising to know that when you
govern yoursell by a board, you can
¢liminate misunderstanding and personal
differences, as under this plan every mem-
ber has a chance to express himself, and
then a vote is taken. When the majority
is in agreement, you have no choice but
to accept it. Usually, on a controversial
fssue, it has been my experience we will
end up with a unanimous vote, as one
can sense the thinking of the majority
and will vate accordingly.

We have had as many problems as the
average macaroni company—maybe more.
In addition to these normal problems, we
hive twenty cligible males who are sons
af the  present stockholders, and who
could conceivably be introduced into the
business within the next ten years. This
could present a tremendous problem, and
possibly upset the rule of multiple man-
agement. In order to cope with this de-
velopment, the directors have adopted
a policy in regard to the hiring of these
boys, giving no special prerogatives to
the sons of large stockholders other than
those set up In the policies covering his
status,

Viewpoints

One manufacturer said, “By taking our
employees fully into our confidence, on
all the ins and outs of production, sales
and finances, we have brought into being
a feeling of proprictorship on the part
of every supervisor and worker, Each has
learncd to look at problems from the
company's peint of view. Each has learned
to be a teamworker.”

Another company's viewpoint: “Two
things will kill the spirit of any organiza-
tion, One is iron-hand type of top man-
agement, which says — ‘Do it my way, and
don't ask questions.” The other is playing
favorites and installing relatives in the
well paying jobs."

They further state: “All companies
should have and observe a rigid policy
concerning  employment  of  relatives
from general management on down.”

Another company stated: “Some
thoughtful young man on the junior
board suggested the need for a grievance
committee, One was_appointed, but it
was disbanded when it was found that it
did not have anything to do, because
multiple management solved most of the
problems.”

Valuable Asset

The most valuable asset of this plan
is the rapid development ot men in junior
management, The most interesting aspect
of the entire philpsophy is its simplicity.
There is nothing that is basically novel,
nothing truly earthshaking in any of the
techniques or procedures, There is much
that can be done to retain our corporate
health for just so long as we recognize
that fact, and keep working constantly to
better perform our duties as trustee in
the human race. Multiple management is
basically democracy in business. Some-
times we like to call it enlightened selfish-
ness, but it is selfishness for the good of
g o

W

March, 1959

all stockholders, management, employees,
the community, and the competitive en.
terprisc  system. Individual companies
must be alert to appraise, train, and de.
velop leadership for the future. Multiple
management  will accomplish  precisely
this.

Sterwin Office Moves

Sterwin  Chemicals, Inc. has changed
the location of its office in Minnecapolis
from 538 Metropolitan Building to 3124
East Lake Street, Minneapolis 6, Minnc-
sota, Telephone number is  Parkway
4-5931.

Continuing ns manager ol the ollce
is Lyle Carmony, Sterwin's headquarters
offices are at 1450 Rroadway, New York
18, New York.

La Rosa Offer

V. La Rosa & Sons, Inc, announced
a 5cent off promotion on its canned
ravioli, beginning mid-January. Both
styles of canned ravioli-with meat, and
with checse—figure in the promotion,
with on-can labels eliminating coupon
handling.

The promotion is backed by heavy spot
radio advertising in the LaRosa market
areas—the New  England _states, New
York, New Jerscy and Pennsylvania.
Dealer mats are offered, and point of
purchase aids will be posters and shelf
talkers.

What Is a Manager?
(Continued from page 22)

a good deal of cffort into contacting
prospects for membership in our group.
This is an exceedingly hard job. Thos
few companies who are not participating
have been contacted on a regular and
continuing basis for the past several years,
and 1 know that Bob will continue o
contact them in the same good order.

It was at Del Coronado at our Hih
Annual Meeting in July that Dick Oddie
of the Bank of America said bejter man-
agement will build a better outlook. Ap
parently that is so, because 1958 saw an
11 per cent increase over 1957 production
and the highest year's production sine
round-the-clack export business ceased in
I48. The per capita consumption of
macaroni, spaghetti and egg noodles €
ceeded 7 pounds for the first time sinee
war-time rationing.

Our continued progress will come
about through continued cooperative el
forts in our industry organizations an
_by better management of our own bust
ness at home,

To give you the definitions onc¢ more
—what is a manager? A manager it 0%
who guides and directs the work of other
people—thus, a leader and a supervisr:

How does a manager manage! Ih.
manages by planning, by having the
ganization available for the task, ‘bf‘“’
ordinating their activities, by mnlmt{r‘l
them to produce at highest productv fl
and by control which calls for syste™
review of operations.

-— -— - S
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HELPS SALES

° mwrraEy BRNEEGE  BESRREEAT
I h, e L '

A new line of Globe A-1 products packaged in cartons on a CMC line is

helping this Los Angeles, California company show spectacular sales gains.

cMC

CLYBOURN MACHINE CORPORATION

6479 N. Avondale Avenue, Chicago 31, lllinois

Dependable Equipment for the Packaging Industry
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Raymond Guerrisl, president of 5an Gior-
glo, with his brother, Henry, looking on,
signs contract with John Amato, president
of Clermont Machine Company Inc. for sev-
eral 1500 pounds per hour complete long
goods production setsups; also several 1500
pounds per hour short cut production setups.

San Giorgio Expands

By 1960 the San Giorgio Macaroni,
Inc. plant at Lebanon, Pennsylvania, and
its facilitics will equal the foremost maca-
roni/noodle plants in the country.

Early in 1958 San Giorgio Macaroni,
Inc. initiated its three-year expansion
program with the extension of its exist-
ing building to permit housing several
long goods and short cut setups.

The Clermont Machine Company was
instrumental in laying out the plans for
the building extension and designing
location layouts for the planned equip-
ment purchases, New equipment was of
the latest and finest type for completely
auomatic operations at 1500 pounds per
hour in each ype of setup to give maxi-
mum production with minimum required
floor arca 1o permit the housing of many
producing setups.

By August of 1958 the building exten-
sion was completed and by the end of
the year a new Clermont noodle setup
was installed.

A pueumatic type bulk flour handling
system is presently being put in.

Mr. Raymond Guerrisi is president of
San Giorgio and has been joined by
three of his four brothers, Henry, Robert
and Joseph as cach in wrn completed
his formal education and military serv-
ice, ‘The youngest brother, Jerry, is in
service and will no doubt asseciate him-
sell with the firm on conclusion of his
stint,

Chef. Boy-Ar-Dee
Promotions -

Chel Boy-\r-Dee is launching an in-
tensive prompgiemal: drive for their Spa.
phetti _ Dinner - during - February  and
March, Chel Spaghetti Dinner s conme
plete, vontaining a ready-to-heat-and-use
lalian style sauce with either meat or
mushrooms, plus spagheui and  grated
cheese.

The Chel packaged dinner is always a
big item for quick amd hearty mainstays
during the cold winter months. An extra
plus for the Spagheuti Dinner with Mush.
room Sauce is that it has proved a very
popular product with homemakers during
the Lenten season which also occurs at
this time. -~

Heavy advertising will back up the
push with full color ads in Life, Saturday
Evening Post, and Better Homes & Gar-
dens. In addition, a strong concentration
of commercials will be run on seven
ABC-TV daytime shows. Dinners will also
receive heavy support via outdoor bill-
hoards in many markets.

Chel Boy-Ar-Dee is also introdducing to
the national marketing scene their Pizza
Sauce in a handy 10)gounce size can
with heavy consumer advertising.

Retirements at Wallace
& Tiernon

The retirement on February 14 of two
of its veteran members of the four de-
partment has been announced by Wal-
Iace & Ticrnan, Inc. The men are Dr,
H. K. Parker, director of research for the
department, and R. M. Finch, manager
of the Wallace & Tiernan four division
at Chicago.

Dr. Parker joined the company in 1921
alter having received his Ph.D degree
from Johns Hopkins University. In 1923
he was transferred to Europe where he
assisted in the development and estab-
lishment of the Agene process for flour
treatment.  He was instrumental in the
fonication of the English and German
cun panies which marketed the Agene
A,

wr. Finch has been with Wallace &
Tiernan since 1922 and was its Min-
neapolis representative from 1928 to 1913
when he was named manager of the flour
division. While in Minneapolis he served
as secretary and treasurer of the Minne-
sota Section of the American Water
Works Assn. for 24 years, This scction
established the Finch ‘Trophy which is
awarded each year to a member of the
section for some outstanding achievement
in the water works field,
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Mr. and Mrs, Finch maintain their
residence at Lake Worth, Fla. They haye
two children, a married daughier and 5
son,

Walter W. Tholstrup, who succeedal
Mr. Finch as Minneapolis representative
for Wallace & Tierman, will become
manager of the flour division upon My,
Fincl's retirement.

New Morton Products

The Morton Frozen Food Division ol
Continental Baking Company is expamd-
ing distribution of 1wo of its newest
entries in the [rozen food line=Parker
House rolls anmd a chicken and nondle
casserole,

The froen casserole is a companion
product 1o Morton's macaroni and dheese
casserole, Packed in Bounce cartons, the
chicken and noodle  product was test
marketed in Charleston, South Carolina
d Toledo, Ohio,

The Superior's Responsibilities
(Continued from page 32)

fi. Explore the causes of poor per
formance before planning action. Decil-
ing that improvement is necessary is onc
step. Then you must find out where the
trouble is; it may be you as a superior
that needs to change.

7. Consider changing the situation as
well as the individual.

8. Use special help when you have
done your best, You may need to uw
the services of a skilled specialist who
will work with you, if you can afford it.
“The locul universities may have spedal:
ists who can help you, if you can’t aflord
it.

Maost of us are chiefly concerned with
our own success, but one of the suret
ways (o improve ourselves is 1o atively
seck to help others improve,

BACK TO SCHOOL m
Shown on the steps of a building at Alabama Polytechnic Institute in nearby Aﬁ'b" i
Alabama, is a group of executives and salesmen of Sterwin Chemicals, Inc., P"P"'"'ﬁ

re-engage In laboratory work. Occasion was a three-day sales meeting, January
which was held by the company as a supplement to its annual conference.
The talks were given over to a review of 1958 accomplishments and a discussion ©

f 1959

sales goals and promotional campalgns for Sterwin products and services to the baking #

milling, food, confectionery, ice cream and sanitation fields. les:
Front row, starting second from left: Willlam X. Clark, vice president in charge of “Pa':

Robert S. W‘\Mellde, president; Dr, J. K. Krum, assistant technical director; and L R

ton, assistant-sales manager. -

gt & iy i b
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in MILPRINT packagingl

Once your products reach the display counter, they're
strictly “on their own" when it comes to meeting folks — and selling "em!
That’s where you need the built-in salesmanship of Milprint packnges
. . . with eye-appealing color and design to attract, precision
printing to sell more customers every hour!

Put Milprint's unequalled packaging experience to work for you — with
the widest variety of packnging materials and printing processes
available anywhere, Call your Milprint man — first!

" = VL
P TR T @ ! - . iiad
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Successful Seminar
(Continued from page 11)

Anchor man Lloyd E. Skinner sum-
marized the important principles learned
and -demonstrated in the seminar in a
idtapitulation headed “Developing To-
morrow’s Leaders,”

Interest and enthusiasm expressed for

. this type of meeting guarantees future

scheduling of similar sessions. On the
social' side, the traditional Rossotti Spa-
ghettl Buffet and the Association Dinner
Party held foutol-doors were highlights.
The fine colifitry club facilitics of the
Diplomat pleased golfers and the tennis
enthusiasts as well as swimmers who could
enjoy both the ocean and poals. Excellent
food and good service led the Board of
Directors to choose the Diplomat as the
site for the Winter Meeting in January,
1960,

Mrs. itegina Margareten

Death has closed the long, industrious
life of Mrs. Regina Margareten, treasurer
and director of Horowitz Brothers and
Margareten, Long Island City, New York.

The firm was a multimillion dollar
operation in which she was the dominant
executive officer, supervising all financial
matters and most of the firm's other
activities until her illness,

Her philanthropics were phenomenal
—more:sthan 100 organizations received
her chayitable assistance.

She tdok over management of the firm
at the death of her father in 1885, and
continued its direction after the death
of her husband, Ignaz, in 1928,

She leaves a son, four daughters, 19
grandchildren, 42 great-grandchildren,
and several great-great-grandchildren,

Eugene’’), Villaume

Eugene U], Villaume, 58, well-known
St. Paul businessman, died January 27
following a stroke.

Mr. Villaume was born in St. Paul. He
served as treasurer of the Capital Flour
Mills until 1926 and from then on was
secrelary and treasurer of the Minnesota
Macaroni Company.

He was a member of the Athletic Club,
St. Paul Club, Serra Club and Knights
of Columbus,

Surviving are his wife, Katherine M.;
three daughters, Mrs, James T, Lilly of
Mendota Heights and Misses Judith and
Mary Jeanne Villaume both of St. Paul,
and a grandchild.

Thomas Yagnino

Thomas Vagnino, 18ycar-old son of
Mr, and Mrs. Louis 8. Vagnino, Clayton,
‘Missouri, died of a brain hemorrhage

" December 24,

The youth collapsed at his home De.
cember 28, two days after arriving for
the holidays from the Univenity of
Arizona where he was a freshman.

A brother, John Vagnino, died of can-
cer at the age of 16 in 1953,

The father is vice president of Ameri-
can Beauty Macaroni Company, St. Louis,
Missouri. He has a third son, Steven, 18,
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NEW PRINCE PACKAGCES
A new modern package has been designed and Is now being Introduced on grocery and

supermarket shelves by Prince Macaroni Company,
seph Pellegrino, Prince president, This red, white,
design motlf to today's contemporary trend of smart simplicity
box promotes the various Prince ready-to-serve sauces,
design change In four years for Prince macaroni, spaghetti, pastine and

of tl

according to an announcement by Jo-
blue and black package Is keyed in
and copy text on the back
This Is the first package
egg noxdle products.

thuld Egg Production

Liquid egg production during Decem-
ber, 1958, totaled 28,525,000 pounds, com-
pared with 10,415,000 in December, 1957,
and the 1952.56 average of 10,509,000
pounds. It was the largest production for
the month since 1949, The quantities
used for immediate consumption, drying
and freezing were all larger than a year
carlier. ;

Egg solids production during Decem.
ber, 1958, totaled 2,685,000 pounds, com-
pared with 678,000 pounds in December,
1957, The increase in solids production
was due primarily to the production of
whole egg solids produced under Govern-
ment contract for school lunches, Egg
solids production in December consisted
of 1,695,000 pounds of whole egg solids,
452,000 pounds of albumen solids and
538,000 pounds of yolk solids, Production
in December, 1957, consisted of 95,000
pounds of whaole egg solids, 456,000
pounds of albumen solids and 122,000
pounds of yolk solids,

The quantity of liquid cgg frozen
during December, 1958, was the largest
of record for the month, The quantity
used totaled 16,621,000 pounds, compared
with 7,818,000 in December, 1957, and the
1952.56 average of 7,131,000 pounds.
Frozen egg stocks decreased 16 million

pounds during December, compared with
25 million pounds in December, 1957, and
the 195256 average decrease of 22 mil
lion pounds.

Company Climate

(Continued from page 27)
these policies are not carried through
with them), and even from car-pool
discussions,

This has been our way of promoting a
management climate emphasizing man:
power building. It seems to have worked.
It has also provided a notable personal
development experience for the 2i0odd
sclected men who have served or are now
serving as the conference leaders, and it
has demonstrated clearly that one of the
most effective means of self-development
is to teach others. Personal growth in this
instance has resulted, not only from study
and the actual process of leading discus:
sions, but also from the need felt by these
men, as leaders, to set an example by
their own use of the basic principls of
management - which they have heen
teaching.

We believe that, through these clforts.
we have fostered a much greater interest
in_ manpower building and that, a 2
result, we have more widely developed
management resources today,

Liquid Egg Produced for all Commercial Egg Breaking & Drying Plants
(in 1,000 pounds)

For Immediate Used for
Consumption Drying Frozen Total
Plain and mixed Whole Egg
1957 0,398 34,789 149,439 193,626
1958 8,138 31,122 150,992 189,952
Albumen
1957 18,806 19,610 101,915 170,331
1958 15,474 50,575 104,127 170,176
Yolk
1957 9,290 19,014 82,469 110,778
1958 7422 16,950 86,945 11,817
Total
1957 374H 103,413 333,823 474730
1958 31,584 98,647 341,464 471,445

ERA G It e
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Mlari Dies are known for Quality, Workmanship, Precision--
ad Maldari is known for Service, Reliability, and Guarantee
P Ouwr Qifty-sinth Year :

D.MaLpaAR!l & Sons, InC.

557 THIRD AVENUE
BROOKLYN 15, NEW YORK
U.S. A,

Manufacturers of the finest Macoreni Dies distributed the world over
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° ° 2 A Mr. Phillips Farrington Farrington Machines, Inc. — Cambiridge, Mass,
: conventlon negl'trcnts R R Mr. Thomas Saiidla - Faust Folding & Finishing ~Brooklyn, N, Y.
' g .\ .,,willi A Lolmap,. General Mills, Inc. Minneapolis, Minng
4 L. y Mr.and Mrs, lee Merry ™ General Mills, Inc, Minncapolis, Minn,
: " "5.'_" I"Mr/Don W, l;.}grc > Gcnera: l::l::s :nc. = i 'n:k( Rli:llgu.rllll.
4P < gA T Mr. and Mrs. 1) 1.3 O .11 111 | B0 1 £11 L (3 SO SOOTO sral Gables, Fla,
af 'y - ron Mﬂllll'ﬂctlll'.l'l * Mr, and Mrs, T, J. Grunewald oo Hicks & Greist, Inc. New York, N Y.
; l‘w“ﬁ Mc“ i | Mr.and Mrs, G, F, Siemess ... reemereemeeee O Mann-LaRoche, Inc. = .I..i.l.Nlulcglfl. N.lig.
L o 4 p . = T
1 LTy e S S———— 411 |1 1L o1 ({8 TR | Mr. William G. Hoskins ... ...... e Glenn G, Hoskins Company ... ibertyville, 11,
l h Sk JMr. and Mrs, Ralph Sarli cm::i‘::seszl::! }\::.cn:on Al R .,..._.Nurrhmz'n. . | Mr. Charles M, Hoskins ... .Glenn G. Hoskins Company Libertyville, 11,
T s, e s Ar:nns 1 V‘ Arena & Sc.mll Inc, Norristown, Pa, Mr. Phil Von Blon e e emie - reremen AT RAtIONAL Milling Co. Minneapolis, Minn,
P Mot Mis Ch“iu i u; State hia(:u’)lﬂ v eeme . Lawrence, Mass, i Mr.and Mrs. A L, De Fasgquale e International Milling Co. New York, N. Y.
MCRIohL, Schryine P. Giola e Brz\u Macaroni Company Rochester, N, \: . Mr. 8. F. Maritato International Milling Co. New York, N. Y.
ik \trau}hln {{OIMB ]-‘ no o " Bravo Macaroni Company e Rochester, N, Y. " Mr.and Mrs. Louis A, Viviano International Milling Co, wovcereoceen Jersey City, N. J.
A Mr MM Mike cM:“nto Bravo Macaroni Company .Rochester, N, Y, . Mr.and Mrs. Henry E. Kuchn —.King Midas Flour Mills Minncapolis, Minn.
&1 i nn:: pe: jcmm; bc." Catelli Food Products ok Montreal, Quebec . Mr. and Mrs, Lester Swanson .. .....eveenveecevecmsnnens King Midas Flour Mills Minncapolis, Minn.
W Aty |ln| LA % \\(’"ll 3 Creamette Company Minneapalis, Minn, " Mr. and Mrs, David Wilson e . King Midas Flour Mills ... ... Manhasset, N \'
Pt Rips v M {\' G. Z' w";d e e e Creametie COMPANY s Ll Ankeny, Towa Mr. Lester R, Zimmerman - ... Milprint, Inc. Chicago, llinois
&l 14 nmll oy h vm:lm e Delmonico Foods . e Louisville, iy. Mr. und Mrs. Mel Krigel Monark Egg Corp, Kansas City, Mo,
1T Mr. and Mrs, J?""P viano e Peknonios Foods ~Louisville, Ky, Mr. Joe Morrissey ....... Juhn F. Morrissey & Co, St. Louis, Mo.
q# Mz isue -! A : "ml Delmonico Foods -y 7% o oe o vy Cincinnati, Ohio Mr. and Mrs, George Mikkelson v North Dakota Farm Burea ......vececccccececee Starkweather, N, D.
! My Dnl[rlir:c P:'nzgo " opl Dutch Maid Foods ‘< — Allentown, I'a. Mr., William A, Brexden oo .. North Dakota Mill & Elevator ... ... - e GrANd Forks, N. D,
a1y an:l :I ".R .l ::uoe‘::“p 5;" A. Goodman & Sons, Inc. . L. Is. City, N. Y. + “Mr. and Mrs. William Oldach ..o Willin H. Oldach, Inc, l'lliladclphia. Pa.
o md M "-Il‘l “Cawen, Jri oo = VT A Gobdman’ & SontiIng: L. Is. City, N. Y. Mr. Hugh G. Oldach William H. Oldach, Inc. Philadelphia, Pa.
{ ::r md Mrrll. Aia;l K::::t:cj_..___...._ —Gooch Food Products .-l ... .. .. . ... Lincoln, Nebraska H . Mr. James R, Aflleck .o oe e ccvceeereee Willliam  Penn Flour Mills Philadelphia, P,
katl .\i" md Mrs. A 1. Grass 1. J. Grass Nouwdle Co. Chicago, Illinal§ | M, Charles C. Rossotti Rossotti Lithograph Corp. North Bergen, N. J. \
| .Mr. md Mm Peter l:akou V. LaRosa & Sons, In€. .o e woe v oo Brooklyn, N. Y, ' Mr. Alfred Rossotti Rossotti Lithograph Corp. North Bergen, N. J. 1
£ M'- ’:d Mrl:‘\' F.LaRosa .. V. LaRosa k Sous, Inc, Brooklyn, N. Y., Mr. and Mrs. John Tobia e e Rossotti Lithograph Corp. .. ...__.............__m...___.Norlln‘llergun. N.J.
s “"- :nd Mn' V. P' LaRosa WV. LaRosa & Sons, Inc. emm e v Hatboro, Pa, Mr. Kenzie MacDonald . Rossotti Lithograph Corp. .......... . Chicago, lllh‘mu i i
:Mr. and Mr; C ‘U‘V Wolle Megs Macaroni Company Harrishurg, 1. Mr. amd Mrs, Don Fletcher e Rust Prevention Association .\Imn.t:a]'mlis.‘ .\Iltl!l.
Mr. nd M 1. Lu 'lzhunlonw mm_hlegi Macaroni Company Harrisburg, Pa, Mr. and Mrs. James Jacobs ... L. M. Sive & Associates Cincinnati, ()lu? | J
M: :m! Mrrl.ll C. Smith 1 . e Megs Macaroni Company Houston, Texas Mr, and Mnrs, R, J. Walters ...... U. §. P'rinting & Litlin Corp, New York, N. V. | |
ey Mr. and Mrs, C. F. Mueller ' C. F. Mueller Company _Jersey City, N, . Mr. and Mrs. G.'J. Rufenache .U, S. Printing & Livio Corp, New York, N. Y. 4
. ? : Mr' and Mn.' H l". Toner C. F. Mueller Company 3¢ Jersey City, N. J. Mr. and Mrs. Louis Kovacs ._._......-....__......_._......V!l.nmim. Inc, ... Cll!tugu, IIIEI:u!;
14 4 Mr. Joseph Coniglio Paramount Macaroni Co. ~Brooklyn, N. Y. Mr. and Mrs. L. S. Honiss Vitamins, Inc. - Chicago, Illinois
3 1T Mr. and Mrs, Joseph 'Pelleghin@e=m:___ Prince Macaroni Company Lowell, Mass.
o Mr. and Mrs, E. A, Rossi Procino-Rossi Corp. wmAuburn, 1\{ Y.
Mr. and_Mrs. Nicholas Rossi oo Procino-Raossi Corp. __..-\ulmm._ N. Y.
Mr, and Mrs, A, ], Ravarino ..o Ruvarino & Freschi, Inc, St. Lm].!l. Mo. ‘
Mr. and Mrs, Willlam Freschi :awril;;r:’:cdﬁbdﬂ. Inc, ;.'._St. Iwm"I.‘:l:: ; & L ;
Mr. and Mrs, T, A, Cuneo ' onco s emphis, 3
Mr. and Mrs. E. Ronzoni, Jr, Ronzoni Macaronl Co,, Inc. .- L ls. City, N. V. AS’OC'C"OI'I Membel' S l Aco BS-WI " sro N
‘ Mr. and Mrs. N. J. Roth ;lﬁt_h N:;:ldlc ?umpa[ny = 2 l':lubl;qrgll:. l::
Mr. and Mrs. L. E, Skinner e . nner Manufacturing Co. maha, Nebraska .
M1, H. Geddes Stanway Skinner Manufacturing Co. Omaha, Nebraska Gef a .de Redutflon I.ABORATORIES, In‘.
X ; Mr. John T, Jeffrey Skinner Manufacturing Cao. = Omaha, Nebraska [
Mr, and Mrs, Albert Weiss .. Weiss Noodle Company Cleveland, Ohio i57. 1920 ¥
i Mr. and Mrs. Robert Green Macaroni Association Palatine, 1llinois - |
1 Mr. M. ]J. Donna Macaroni Association Braidwood, 11l from the Analytical Chemists {
i : tew York 2 V Y {
| Mr. J. J. Winston -"mh"“{l'";:”é'ol"b"m”' fes l::“"“‘f_""; Dby Jacobs-Winston Laboratories, Inc. Consulting and Analytical Chemists, specializing |
; N T ATl P el it/ Sl on their individual work, in all matters involving the examination, pro- {
1| = T duction and labeling of Macaroni, Noodle and :
§ A“i“ The firm is retained by N.M.M.A, to égy Products. x ! |
? 3 ; handle industry matters,
p 1, Minn |
::: g:::at'ic l.::::bn:tte :z:::uhcm\lli:fhﬁ?ryc;r; = ‘l.i;ml::;;“ NY Here is another instance where Asso- 1-Vitamins and Minerals Znrichment Assays. .
’ 2 r—par 2 . #ENY " .
Mr. and Mrs. E. ]. King Ambrette Machinery Corp. Brooklyn, N. Y. Clm"“[" membership offers tangible 2-Egg Solids and Color Score in Eggs, Yolks and |
i AMr, and Mrs, V., ]. Benincasa oo Ballas Egg Products Co, Zanesville, Uh;n benefits, Egg Noodles.
Mr. Mario Braihanti M. & G. Braibanti Company Milan, [aly
e, i i ™ —Semolina and Flour Analysis.
Mr and Mrs. Pizzeui M, & G. Braibanti Company Milan, Tizd 3 {
Mr. Charles F. Moulton Braibanti-Lehara Corp. New Yoik, N. V. & cloman't cast=1t poyst 4—Rodent and Insect Infestation Investigations. |
Afr, and Mrs, Q. R .zc;urpher"_ Bluhler Br:ﬂqu{u Inc. Englcwr)n;I. l}\ ,{ Join todayl Microscoplc Analyses.
Mr. and Mry. John-Canipanella Flour Bro Jersey City, N. . |
. Mr, and Myy. Chas! Chimski' _____________ Chinski Trading Corp., New York, I V. : 5-SANITARY PLANT INSPECTIONS AND !
&% Mr. and' My, ltrlms_._._____.mcrmnn’t Machine Company Brooklyn, M. 1 WRITTEN REPORTS., . W g
. Mr. C. W. Kuuz T - Commander-Larabee Milling Minneapolis, M:nk--
. [ © Mr, O. G. Crawlo Commander-Larabee Milling Liule Rock, Atk : .
; ‘ Mr. und Mrs. Vetter Quinlan Commander-Larabee Mllllng Cincinnati, Ohi" MACARON James J. Winston, Director
! Mr. and Mrs. W, O, Hutt .. Commander-Larabee Milling . Shreveport, 14 156 fl
Mr. and Mrs. Jos. DeFrancisci DeFrancisci Machine Corp, Brooklyn, N. Y. MA"U FACT uR ERS As SOCIAT | ON Chamli‘:ers :1 r;af |
Mr. Robert A. Stump Dobeckmun Company Clcvelandd (:::19 New York 7, N.Y. |
\ Mr. Rly Wentzel Dﬂl.lghboy ll‘ldllllﬂtl. Inc. New Richmon 1"‘ FOR DET, RITE BOX 336, PALATINE, ILLINOIS
1 Mr. Howard Lampman Durum Wheat Institute Chicago, Illinot AILS: W
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* RETROSPECTIONS

il 1 85 Years Ago

o All manufacturers were asked to vote
in a referendum on the Per Pound Versus
The Per Barrel quotations on semolina,
® Durum growers of North Dakota were
urged by the durum millers and macaronl
makers to grow less but to grow better
durum wheat,

® Guido Tanzi, well known die maker, in-
vented a fusilli die, now in the process
of being patented.

® B. R, Jacobs, NMMA Washington rep-
resentative, said: “Thirteen alleged vio-
lations of the Federal Food and Drug Act
by members and non-members of the
Association were reported to Washington
since January 1. In most cases full co-
operation of the manufacturing firms has
been obtained.

e Basketball teams representing the Red
Cross Macaroni Company of Chicago
and the Foulds Milling Company of Lib-
ertyville, 1llinols; are baitling on even
terms for the championship of Illinois
with honors cven at one victory each.
e James C, Andrews, well known durum
miller, died February 8 in his Minneapo-
lis home, He was an associate of Dwight
K. Yerxa and James S, Thurston in the
milling operation,

SR e
: ‘* 125 Years Ago

e The Macaroni, Code Authority held a
conference with 14 representative millers
in Minncapolis February 23. John V.
Canepa, Code Authority member, and
B. R. Jacobs, deputy Code executive,
represented the manufacturers. The mill-
ers and the Macaroni Authority will work
together to enforce the provisions of the
Code dealing with standards of raw ma-
terials, ‘

e The Edgewater Beach Hotel, Chicago,
was announced as the site of the 1934
convention of the - macaroni  industry,
June i2:14,

2 The use of amber or yellow cellophane
cont avers is to be barred as egg noodle
wrappings or coitiiners,

e A :eial die for forming spiral maca-
roni was patented by Angelo Ronzoni of
New York Gity and assigned to Ronzoni

"l Macaroni_ Company, Long Island City,
-#7 New York.

® The. private brand trade mark of
*fewel T was registered by the Jewel
Ter Company of Barrington, linois,

e The & oashed stock of the Viviano Mac-
aroni Munufacturing Corp. at 933 South
Woestern Avenue, Chicago, was damaged
to the wicnt of severl thousand dollars
by flames and water from fire in the build-
ing next door,

15 Years Ago

¢ Regarding U, S, Physical Fitness in
Industry as a patriotic duty: Do some-
thing about itl’ Aid each worker to in-
crease his or her physical fitness!

o A new Minimum Wage Order apply-
ing to the macaroni-noadle plants and
oflices has been 'issued by the U. S, De-
partment of Labor. Effective March 20,
1944, wages of not less than 40 cents per
hour are 1o be paid by every employer.
e The War Production Board's order of
February 29 stated that only food de-
signed  for human consumption may be
packed in metal containers. Canning of
foods for pets or animals is not per-
mitted,

o Spaghetti, macaroni and egg noodles
whenever served . are  favorites among
servicemen at American Red Cross Clubs
overseas. .

® Clarles Presto of ' Roma  Macaroni
Mig. Co., Chicago, NMMA Director, was
clected  vice president of | the Italian
Chamber of Commerce of his home city.
® Fire of unknown origin destroyed the
plant of the Shreveport Macaroni Mlg.
Co,, Shreveport, Louisiana, on January
27, with losses between $25,000 and
$30,000,

5 Years Ago

e The National Macaroni Institute was
cooperating  with the American Dairy
Association in the biggest Lenten cheese
promotion in the history of the latter
organization,

e Theodore R. Sills at the NMMA
Winter Meeting: “In order to sell more
macaroni cffectively, the consumer must
fist be made aware of the product
through regular and consistent publicity,
which must be followed up by a pro-
gram of consumer cducation.”

® Don Flewcher, Rust Prevention Asso-
ciation, made an appeal 10 the Associa-
tion at the Winter Mecting for funds to
supplement that from the millers in
order to further research and to help
produce a durum wheat resistant to 151
rust,

e Duncan Hines Macaroni,  Spaghetti
and Egg Noodles are the new products
being launched by the Antonio Palazzolo
Co. of Cincinnati, Ohio. The Palazzolos
plan to use all advertising media to pub-
licize these products, and will distribute
them nationally.

e La Rosa Pizza Pie Mix is being intro-
duced by V. La Rosa & Sons, complete
with bag of prepared crust mix, envelope
of dry active yeast, and a can cf La Rosa
Pizza Sauce.
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CLASSIFIED
ADVERTISING RATES
Display Advertising Rutes on Application
Want Ads e 15 Cenits per Line

FOR SALE - Clermont Noodle Cutter, wih
five sets standard  cutting  width  rollen,
Dough Nreaker, Noodle Dryer consisting of
two units, Preliminary Dryer and  Finish
Drier. In exiellent condition, in operain
now, Reasonably priced. Write Box 13,
Macaronl Journal, Palatine, 1llinols.

WANTI’.D-—-\\':Janﬁ foreman to take full
charge of macaronl factory. Must have e

ience,  Starting salary $150 per  week,
Vrite Ideal Macaronl Co., 2006 Scnille
Ave,, Cleveland 15, Ohio,

INDEX TO
ADVERTISERS

Commander-Larabes Milling Gu........:..: 1]

DeFranciscl Machine Corporation. 20, 21 g : e R / i
HoHman-LaRoche, Inc, . 12,103 3 i BT O _‘ st XA ; 5 %
fi ) [

G | Mills, Inc

Hoskins, Glenn G., Company.
Jacobs-Winston Laboratories, Inc...... 41
King Midas Flour Mills ..o 17
Maldari, D,, & Sons, Inc.

Milprint, Inc,
National Macaron] Manufacturers Ass’n . 47

Nationsl Macaronl Institute................. - 49 B EALMON
North Dakota Mill & Elevator............ ... 2° oLV LE RING
Pavam, N. & Moo o2 NQDB' o
Rossotti Lithograph Corporation......... - ‘:;

Sound Organixation
(Continued from page 24)

9. Does each member of the oganite
tion know to whom he reports and who
reports to him?

10. Do same persons in the organin
tion report to more than one super
—or to none?

11, Is the organization structure .
ognized by executives in dealing wih
subordinates?

12, Are the number of levels of v
thority kept at a minimum?

13, Do tap executives exercis® o L
through attention to policy edd i
lems of exceptional importance raths
than review of routine operativns ©

Cooperation pays!

Industry promotions sell products. Industry publicilf-'
builds consumption.
Members of the National Macaroni Institute know

about these promotions and publicity well in advance
and can gear their sales efforts to them.

subordinates? : r 3

14. Are the distinctions betweer V¢ B} That’s why membership doesw’t cost — it pays!
and functional authority and stafi ¥ {
recognized?

15. Is the basic pattern of the orgi'
zation best adapted to the job at ham

16. Has adequate provision been mt
for coordination of related activitics

17. Has the organization been kept *
simple as possible?

National Macaroni Institute

Palatine, Illinois
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B \ Wfacture, you can b siire &, wha you e,

| ie-up” with “Mr. I", “Mrxl' is a symbol o
lnternallonawE personal service*and quallty
y products 1" stands for lntegrily-—a

lnternatle | by \.Fo(dl"'Mr I" means In

International

MILLING COMPANY!‘.



