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send you‘r sales manager to sell in the supermarket?

Put your product in a

Rossotli produced

good as sending your

package I1s almost as

sales manager alang 1o sell '

Rossolh knows '0‘[" markel s different and designs
your package lo rellect that difference Rossolli an
hicipales your equipmenl requirements and advises
you on developments

ot plans your gackaging to
lake advantage of your present equipment Rossolli
provides you with knowledgeable packaging research
to protect you on industry regulations. and a markel
ing stall to structure youwr package for maximum mer
chandising power

From dimensional consideralions to tastelul \ypelace

selection, from image-building trademark creations 1o
colorful. onginal visuals. Rossolli gives you more
profitable packaging I1's an old Wradition wilh us
Rossotti has been producing sales winning packaging
and only packaging lor thiee generations That s why
madern markelers ol consumer goods know that
Rossoth delivers

BETTER MERCHANDISING THROUGH PACKAGING!

(Tell your Sales Manager to let that
pachage sell. Call Rossottil)

¥

BETTER MEHCI-iAHUISINl‘. ROSSDTTI THROUGH PACKAGING

> LITHOGRAPH CORPORATION
'-:fxsqu'nuim:nh&s: NORTH BERGEN; N. 1.

4 TRy | 2 a -
r{pssqln CALIFORNIA umcnaﬂm cumf SAN rnaNCiSQ&zi CAIHDRNIA + ROSSOTVI MIDWEST LITHOGRAPH cunP CHICAGOD 1D :u.‘lﬁmg v

The

October
1964
Vol. 46
No. 6

130 Nowth Ashlund
revardme advertising

Avenue,

Macaroni Journal

Ottdal publication of the Nagonal Macaroni Manufocrers

cANsen iatton,

Palatene, Minois. Address all correspondence

o editorial natevial 10 Robert M. Green, Editor,

o) Boy 336, Palatine, Hlinois, 60067

Offcers

President

Ist Vice Pres.

2nd Viee Pres

rd Viee Pres
Executive Seeretary

Director of Rescarch

\
.z)i reclors

Fastern Area:

Robert 1. Cowen
Vincent FF. LaRosa
Joseph Pellegring

Central Area:
Albert Robilio
Ralph Sarli
Western Area:
Paskey DeDomenico
Vineent DeDomenico
At Large:

Saverio Arena
Arvill E. Davis
Kenneth J. Forbes
Raymuond Guerrisi

Past Presidents,

Albert Ravarino
Emanuele Ronzom. v
Horaee P, Gioia
Llovd E. Skinner

Fred Spadalora
Rebert 1. Cowen
Peter 1. Viviano
Vneent I L Rosa
.Robert M. Green
JJames J. Winston

Lester R, Fhurston, Jr.
. Edward Toner
Paul Vermylen

Peter I Viviano
Abert S Weiss

Fdward De Roceo
Ired Spadafora

Henry 1. Rossi
Nicholas A, Rossi
Jerome A, Tujague
Rabert William
3T Williams, Ir

Peter L Rosa

C. Fred Muelier
CoWL Jaek Wolle
Louis S Vagnine

_gn j/u’.i Jd:sue:

NMacaroni s a Bargain

Macarom Stars m Calone-Controlled Menue
Spaghettn — Good for the Hean
Semi-Annual Durum Report

Durum and Hard Spring Wheat Laboratory
Fhe International Durum Picture

Industr: Ttems

Frouble in the Hen House
Improse Communications
The Salesman s a V1P
Fechnological Tmprovements
Wiy Back When

Index o Advertisers

E v pA olo

Macaroni iy o bargain — with the Lnvorite comban
cheese it costs Jess than 15 conts aserving. Bcan he s

or green pepper. of chives, o pimientos, poppy seed
lie salt. scallions, or tomiatogs,

g

’d
[

5
()

ool

awned

1 sermany wannss by adding cariwas seed. o stutled olives,

National Nacarom histitute Photo

Subscription rates
Domestic
Foreign
Single Copies
Back Copres

Cicgont i, 1964

£5 00 per year
£6.50 per year
75¢

$1.00

The Marareni Journul is registered with U.S. Patent Office

aigtwon as it othicial publication since May, 1919

Second-closs postage paid at Appletun, Wisconsin.

Pubhished menthiy by the National Macaren: Manulacturers Asso




EWSPAPERS the other day car-
ried the story that higher food

=gy prices had pushed the cost of living In-
47 dex to a record 108.0% of the 1857-59
;" average in June, The Department of

Labor said it probably would help send
it higher again in July. The 0.2% ad-
vance was the largest since a climb of
the same size last December. It was
attributed mostly to a 7.1% increase In
fresh fruit and vegetable pric:s. Potato
prices jumped 21% from May, as old
supplies ran low and both spring and
summer crops were delayed by bad
weather,

Pork prices turned higher afier a
nine-month downward trend, the De-
partment said, but prices of most beef
continued their decline.

Aside;, from seasonal factors, food
prigesyaf¢ in a "basic” upward trend
higher labor and other costs

Thi ; ally noticeable in baked
g('m:ﬁH d tereals, for which the June
index stood at 109.2%, “If we weren't
getting low meat prices—mostly due to
larger beef production — food prices
would be considerably higher,” a
.=spokesman sald, The meat/poultry/fish
-:;.w-index in June was only 88.8% of the

1057-59 base.

But the story that needs telling to the
American consumer js that FOOD I8
A BARGAIN, Only 19¢ out of every
after-tax dollar consumers earn goes
for food today, compared with 26¢ in
1047-49,

There will be a united industry effort
to tell this story during the period of
October 18-31. This coincides exactly
with the time scheduled for Natitnal
Macaroni Week, and we can hop on 1
bandwagon because MACARONI IS A
BARGAIN.

Grocery Manufacturers of America
is urging that the following facts be
told via radio and television commer-
clals, on billboards, in print ads or
drop bin inserts, on packages, in house
organs, in paycheck envelopes, stock-
holder communlcations, and the ike:

U. 8. Government facts and figures
prove to American consumers that the
food they buy today Is a greater bar-
gain than ever.

® Today the consumer spends the
smallest percentage of her afier-

tax income dollar for f
time in history—26¢ fo#

10¢ for 1963-64.

what people in other countries pay
for food: U. S. 18%; England 28%;
France 31%; Italy 45%; Russia
53%.

How this 10¢ figure compares with : $5

® Today's U.S. factory worker earns
the cost of his monthly grocery
basket in the smallest number of
hours in history—1847-48 60 hours;
1863-64 37 hours.

® Today each farm worker grows
more food fur more people than
ever before in history.

Besldes this bargain in food, Ameri-
can consumers get more abundance,
variety, nourishment and convenlence
than ever before in history.

Supermarket Bupport

To emphasize the 18¢ story—the por-
tion of the consumer after-tax dollar
that goes for food—a game called "Only
10" has been created as an industry
service by Henry Riechman, and is be-
ing coordinated by Chairman Joseph
G. Foy of the “Only 19" Committee for
the Super Market Institute. This cam-
palgn, Involving $160,000 in consumer
prizes, Is being offered to distributors
at cost—meaning that a typical $25,000
a week volume store can participate for
only $27.50.

Store interest was reported running
high by the end of July with campaign
officials predicting a final count to reach
200,000,000 sets in 20,000 stores, from
all but one of the fifty states. Wisconsin
is exempt because of its lottery laws.

Out West

The Southern Californla Grocers As-
sociation has launched a’ public rela-
tions campalgn to promote the theme
Is The Best Buy In America.,”
vy hundred fstores are utilizing

iiof+radie, and TV spot
ifsing the ' “Best” Buy?

using three-dimension-
dvertising ~  billhoards
thern California; mes-

IS A BARGAIN

sages on every bus stop bench; in-store
recordings in 1,600 supermarkets; su-
permarket, chain and newspaper home
economists are pointing up the theme
in point-of-purchase pamphlets during
new store openings and in newspaper
storles,

Macaroni Saves Money

Proof that macaroni is a bargain—
and the fixings that go with it—can be
found in the Consumer Price Index put
out by the U. S. Department of Labor
Statistics. Nationally, macaronl is sell-
ing at 25¢ a pound retail. Price for
noodles is not given but would be ap-
proximately 5¢ a pound higher.

Related items in the U. 8. city average
for June:
Chuck Roast ........ 53.6¢ 1b,
Hamburger ..........48.4¢ Ib,
Canned Luncheon

Meat, 12 0z, ...... 48.5¢ can
Canned Tuna

6 to 6% oz. .......33.3¢ can
Fresh Milk ........24-26¢ qt.

American Cheese,

processed .........74.2¢ lb.
Margarine ..........27.4¢ b,
Frying Chickens,

ready-to-cook ..,..38.8¢ b,
Canned Tomatoes,

No. 303 size ......16.2¢ can
Tomato Soup .......12.4¢ can
Fresh Onions ........11.5¢ Ib,
Fresh Celery ..
Fresh Beans ..

Macaron! Saves Time
Macarcni saves time as well as
money. Country-Style Macaroni and
Cheese, for example, takes about twen-
ty minutes to prepare and costs approx-
imately 60¢ to serve four. Mighty good
eating for 15¢ a serving.
This combination of elbow macaroni,
Cheddar cheese, cream, bulter, and
parsley is ideal for brisk fall days.

Country-Style Macaronl and Cheess
(Makes 4 servings)
1 tablespoon salt
3 quaris bolling water
2 cups elbow macaronl
(B ounces)
2 cups grated Cheddar cheese
(about ¥4 pound)
2 tablespoons butter or margarine
¥ cup light cream
¥ cup chopped parsley
Add }"tablespoon salt to rapldly boil-
.ing wager., Gradually add macaroni so
+: that water continues to boil. Cook un-

" covered, "stirring occasionally, until

tender. Drain in colander.
(Continued on page 9)
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Portrait of an Ultimate Consumer!

Here's a picture of an “expert” about to test a
macaroni product. He's the fellow you want to
please, for he is typical of the thousands of con-
sumers who are the final judges of your product’s
appeal and acceptance, To win his approval, you
start with the finest ingredienta and exercise the
utmost care in manufacturing to insure a product

of which you can be proud.

Likewise, we're proud.of the ingredients we...

supply you and take every care to see that they're
the finest milled. Our success, like yours, 1f meas-

OcTosER, 1964

ured by the degree of customer satisfaction your
macaroni products deliver.

Let International Quality Durum Products
help you please your customers.

i ﬁm“; b
e . a
“Bnternational

MILLING COMPANY INC.

DURUM DIVISION

{
(<] ani“ﬂﬂicu: Minneapolis, Minnesota 55402
Linge
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N the classroom, over the lunch
counter, across the bridge table—
folks everywhere discuss diets, weight,
calories. "Diets” are big business in
America today. Toke as evidence the
many articles on weight reduction in
current magazines and newspapers and
the growing interest of homemakers
from Maine to California in calorie-
controlled cookery,

Teachers can show foods and nutri-
tion students how to plan calorie-con-
trolled menus and prcvide them with
information they can ue both now and
later, Flanning such meals is not com-
plicated—it's just matter of good
nutritl

For ents, learning how to plan
low-calor eals serves as preparation
for homefaking. At the saine time
these fifafrr'dishes prepared with durum
macaroni® products demonstrale how
homemakers can adapt low-calorie
menus for their families. Each satisfy-
ing, attractive menu is designed for the
calorle counter to enjoy with clear con-
science. Yet, when serving sizes are In-
creased or other dishes added to the
meny, the meals can meet the indlvid-
ual energy and nuiritional require-
ments of all family members.

This method of portion planning and
control certainly makes life easier for
the cook. It is also more economical
than budgeting for two separate menus.
And, most important, it saves the dieter
the embarrassment of having foods dif-
ferent from the rest of the family and
quests.

It's Easy fo Plan

If anyone is truly overweight, only a
physician can advise him on a reducing
plan, based on the patient’s general
health and way of living. The doctor
will provide suggested menu plans and
lists of foods a dieter may eat. But for
the normal person concerned about
welght, a good reducing plan, designed
around a variety of foods, will provide
for all nutritional needs, leaving out
nothing but excess calories.

First, a person should check on his
own cating habits during a week's pe-
riod to determine his calorie consump-
tion. It's essential 1o write down every-
thing that's eaten, both th X

the amount of the food. A
the week the caloric values.of
in the amount consumed are totaled.
If a person in good health is geining
weight at the level where he's deter-
mined his caloric intake, then he's cat-
ing too much!

6 (3 ' k

Most persons can stay al normal
welght without much trouble, but occa-
sionally they galn a few pounds. To
lose this excess poundage s a simple
matter of cutting down on — but not
out!—the foods eaten. Each pound of
body welght is equivalent to 3500 cal-
ories. So, to lose a safe pound a week,
it's necessary to eat 3500 calories less
per week than the individual's normal
calorie quota. (A calorie, incidentally, is
simply the name given to the unit for
measuring the energy furnished by
{oods.)

The Basic Four

The Basic Four grouping of foods
simplifies menu planning. Each day, a
variety of foods in controlled portion
units from each of these groups must
be served: four or five servings of en-
riched macaroni products, enriched or
whole grain breads or whole grain or
restored cereals; two or more servings
of meat, fish or poultry; two or more
glasses of milk or the equivalent in
other dairy products; and four or five
servings of fruils and vegetables, in-
cluding one high in vitamin C such as
a citrus and one dark green, leafy vege-
table or a deep yellow fruit or vege-
table.

Though serving sizes of foods vary,
here are a few general guldes. Serving
sizes of specific foods may be checked
on a food-calorie chart. A serving of an
enriched durum macaroni product ix
one cup. One slice of enriched or whole
grain bread is a serving as s ¥ to ¥
cup of a whole grain or restored cereal.
One cup (elght ounces) of milk is ona
serving. One-half cup of a frult or vege-
table serving size, and two ounces of
meat, fish or poullry Is one serving.

Macaroni Dishes Star in Calorie-Controlled Menus

from Durum Wheat Notes published by the Durum VYheat Institute

Amazingly enough, the selection of
“reey-aived” foods, if taken from the low-
calorie items in each group, comes to
about 1000 calories—an energy intake
too low for most persons except those
under strict medical supervision, These
servings, then, should be rounded out
with others from the Basic Four, plus
common-sense size servings of fats anc
sugars.

Inriched durum macaronl products,
long-time family favorites, are especiul-
Iy helpful menu items because their
calorie contribution can be varied
casily, Macaroni foods in themselves
are relatively low in calories yet may
be combined with either lean or rich
scuces according to the individual's
energy needs, Serving sizes, too, may be
ndjusted to give more or fewer calories.
For instance, 1/6 of the recipe for
Chicken Almond Vermicelli, one of the
recipes featured here, contains only 267
calorles while ¥ of the recipe has 401,

Since any meal plan, calorle con-
trolled or not, must be nutritionally
sound, enriched durum products score
still another point, Important amounts
of essential B-vitamins thiamine, niacin
and riboflavin and the mineral iron are
an integral part of enriched durum
macaronl products.

In addition, ordinary enriched durum
products are 12% protein. Noodles, be-
cause of their egg content are slightly
higher. The protein contritution of
macaroni foods is another reason they
can be important in a welght reduction
program. When supplemented with ani-
mal protein—cheese, meat, fish. poultry
or eggs—the protein of macaroni be-
comes complete and adequete for repair
and maintenance of the body.

;’&m Macaront JourNaL
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In all the menus below either coffee
or tea with no sugar or cream added
may be served at no increase in calor-
jes. If preferred, an B-ounce glass of
skim milk or buttermilk may be in-
cluded, adding 85 calorles to the menu's

total.

Calorie Controlled Menu I
(About 475 calories)
1 Cup Hot Consomme
Carrot and Celery Sticks
Fresh Orange Sections
CHICKEN ALMOND VERMICELLI*
One Slice Angel Food Cake
*Chicken Almond Vermicelll
(Makes 6 servings, nbout
267 calories per serving)
8 ounces enriched durum vermicelli
or thin spaghett]
12 ounces boned breast of chicken
(2 chicken breasts)
2 chicken bouillon cubes
1% cups bolling water
2 tablespoons cornstarch
2 tablespoons soy sauce
1% teaspoons salt
1 tablespoon butter or margarine
1% cups sliced fresh mushrooms
(4-0z.)
1 cup dingonally sliced celery
1 large onion, cut In eight wedges
14 cup sliced water chestnuts
2 cups diagonally sliced broccoli spears
(10-0z. package frozen broccoll,
thawed and drained)
2 tablespoons toasted slivered al-
monds
Cook vermilcelll or thin spaghettl in
boiling, salted water until tender, yet
firm, 5 to 7 minutes. Drain. Meanwhile,
cut chicken into strips, about V-inch
wide. Dissolve bouillon cubes in water.
Blend cornstarch and soy sauce lo
smooth paste. Add to bouillon with
salt. In sauccpan, cook chicken in but-
ter or margarine, stirring constantly
until no longer pink, 3 to 4 minutes.
Remove chicken from saucepan, leaving
liquid, Place mushrooms in same pan
and cook until slightly softened.
Add celery, oniun and water chest-
nuts. Cook 2 to 3 minutes, stirring fre-
quently. Stir bouillon mixture into
vegetables. Stir in chicken and broceoll,
Bring to boiling point, cooking just un-
til liquid is clear and slightly thickened.
Serve immediately over hot vermicelll
or thin spaghettl, Sprinkle almonds
over top.

Calorie Controlled Menu II
(About 631 calories)

Jellied Consomme, with Lemon Wedge
TUNA NOODLE SKILLET*
Buttered Broccoll
Skim Milk
Raspberry Sherbet

QOcTouER, 1964
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Macaroni and Cheess with Tomato Sance.

*Tuna Noodle Skillet
(Makes 4 servings, about
313 calories per serving)
1 tablespoon salt
3 quarts boiling water
8 ounces wide egg noodles
(about 4 cups)
2 chicken bouillon cubes
1 can (10% ouncee) tomato puree
1 can (6% to 7 ounces) tuna, draincd
1v4 cups waler
v4 cup sliced ripe olives
1 tablespoon finely minced onlon
1 1caspoon vinegar
1 teaspoon salt
V4 teaspoon pepper

Add 1 tablespoon salt to rapidly boil-
ing water. Gradually add noodles so
that water continues to boil. Cook un-
covered, stirring occasionally, until
tender. Drain in colander.

Dissolve bouillon cubes In tomalo
puree in large skillet. Add remaining
ingredients and stir over medium heat
until sauce begins to boll. Simmer,
covercd, 15 minutes. Add noodles, stir
and heat,

Calorie Controiled Menu III
(About 645 colories)
MACARONI & CHEESE WITH
TOMATO SAUCE*
Broiled Calves Liver
Orange and Onion Ring Salad

Green Goddess Gelatin i

lSccty,gas green grapés in lime gela
*“F%¢ Black Coffee or Ten " .
*Macaron! and Cheese with
Tomato Sauce * .,
(Makes 8 servings, about
248 calories per serving)

1 tablespoon salt

3 quarts bolling water

2 cups elbow macaronl (8 ounces)

1 cup creamed coltage cheese

V4 cup chopped parsley

¥4 tenspoon onion salt

1 can (8 ounces) tomato sauce

1 teaspoon butter or margarine

V4 cup grated process Cheddar cheese

Add 1 tablespoon salt to rapidly boil-
ing water. Gradunlly add macaroni so
that water continues to boil. Cook un-
covered, stlirring occasionally, until
tender, Drain in colander.

Combine cottage cheese, parsley and
onion salt; mix well. Combine cheese
mixture, macaroni and tomalo sauce:
mix well. Grease 2-quart casserole with
butter. Turn macaroni mixture into ca.-
serole; top with Cheddar cheese. Bake
in 350° (moderate) oven 45 minutes, or
until cheese is lightly browned.

For Underweight Folks

Not all persons worry about losing
weight. Quite the contrary, many have
trouble just maintaining their present
weight, For the seriously underweight
person, like the truly overweight, a
trip to the doctor Is in order.

However, as is the case with the per-
son desiring to lose¢ a few pounds, the
Basic Four guide to menu plunning can
p person wishing to gain weight.
t gainer can choose foods of
‘value from each of the four

]

+'groups. 1"

Adding Just 3500 calories to one
week’s menu will provide the extra ra-
tion for one pound. It's necessary, then,

(Continued on page 9)




King Midas now offers you the most complete line
of durum products in the industry—tke fofal range
of grades and granulations, Whatever your spe-
cialty, King Midas has the right product for you.

That's why our standards as a supplier have to
be g0 high; why we maintain the most complete
iaboratory faciiities; why we back up our line with

a continuing testing and quality control program
that reaches all the way from scientific wheat
selection to product development research.

Loqk to King Midas for the most complete line
of uniformly high-quality Durum Products avail-
able—anywhere. Peavey Company Flour Mills,
Minneapolis, Minnesota 5::415,

_KngMidias vurum probucts
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Macaroni Is a Bargain—
(Continued from page 4)

Combine macaroni and remaining in-
gredients; mix well. Turn into 4 greased
individual shallow casseroles. Broil 3-4
inches from source of heat about 5 min-
utes, or until lightly browned. Garnish
with pimiento strips, as desired.

Preparation time—approximately 20
minutes.

Approximate cost *—15¢ per serving.

*Based on national average food
costs reported by the U. 5. Department
of Labor.

Turkeys and beef are on the Plentiful
Foods List, along with fall vegetables
and vegelable fats and oils.

Beat the drum—Macaroni Is a Bar-
gain—tell people about it!

National Macaroni Week
To Be Celebrated Oct. 15-24

“Macaroni Money-Makers" Is the
hasic theme for National Macaroni
Week.

Quantity recipes—with costed menus
—for club and church fund-raising sup-
pers will be featured. Cheese will be
given special emphasis in cooperation
with the American Dairy Association
and its “October Cheese Festival"”

Other related food items—high-profit
and high-volume—will receive special
attentlon for the benefit of grucers
wishing to tle-in advertising and in-
store promotions. These include turkey,
beef, lamb, pork, eggs, shrimp, canned
applesauce, canned soups, canned to-
matoes, canned peas and carre’y, canned
tuna and canned luncheon meots.

In addition, the news sections of
dally and weekly newspapers, radio-iv
commentators, columnists and disk
jockeys will be covered with stories on
the “week” and Interesting facls about
macaronl products.

Church Supper Theme

Contacts and placements will be
made in all media, supplying quantity
recipes, costed menus, photographs,
stories relating to “church supper”
theme and Natlonal Macaroni Week, in
accordance with special needs,

Theodore R. Sills and Company,
working on behalf of the Nationnl
Macaroni Institute, will cover national-
ly distributed Sunday supplements,
daily newspapers in 212 standard me-
tropolitan areas, magazines, radlo, tele-
vision, ond special markets such as the
Negro press, Labor press, Religlous

press, and small town dally ond weekly -

newspapers. Publicists of food producis
compatible with macaroni will be con-
tacted with special information about
Nationnl Macaroni Week and the pro-

OctoBER, 1964
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motional theme “Macaroni Money-
Makers” and urged to participate.

Members of the National Macaronl
Institute have been supplied a kit on
“Macaroni Money-Makers" and may
avail themselves of a color pholograph
in mat form of Spaghetti and Meat
Balls, This can be used by grocers in
newspaper advertisements.

For Underweight Folks—
{Continued from page 7)

to add pounds in measurements of 3500
calories until an individual waintains
his welght and finally begins gaining.

In order to gain weight it isn't neces-
sary to overload with rich foods that
may cause an uncomfortably full feel-
ing and prevent a person's eating all
the foods he needs for good health and
vitality. Supplementing meals with nu-
tritlous snacks may add calories with-
out supplying undue bulk. If eating
three large meals is diMcult, then the
underweight person may undertake five
or six smaller meals throughout the
day.

Just as increased activity is beneficial
for the person irying to lose weight,
rest ond relaxation are important In
gaining welght. The recommended eight
hours of restful sleep a night is a good
beginning wherever possible. Taking
15-minute periods a few times a day for
rest is helpful, too.

Easy Calorie Arithmetic

+ Drink whole milk, half 'n' half or
fruit julce when you're thirsty in-
slead of water, adding nutrients as
well as calories.

4 Keep snack foods around for nib-
bling—peanuts, bananas, sweet rolls,
potato chips and creamy dips, cheese
and crackers.

+ Get Into the bedtime snack habit.
Polish off the last of the fried chicken
or have a glass of milk and cookies
or graham crackers.
If possible, keep a peanut bulter
sandwich tucked in a desk drawer
for a tasty, nutritious snack with
carly morning coffee. In the after-
noon have a “milkshake” break In-
slead of the usual coffee break.

+ Eat slowly and enjoy your meal, Food
bolted in a hurry may cause a “filled
up" feeling before you've half finish-
ed your meal.

+

To Subtract Calories . . .

— Keep high-calorie foods out of sight,.

"4t have a supply of crisp relishes,
{resh fruits or julce easlly at hand to
ward off hunger pangs,

— Begin meals with a_ gluas. of juice,
grapefruit half or cup.of clear soup.
This first course adds charm'to meals

R N o - — =

without excess calorles and helps
satisfy the appetite.

— Embellish foods with low-calorie,
edible garnishes like green pepper
rings, radish roses, carrot curls. Food
can be so attractive no one will miss
the missing calories.

— Forego rich sauces on vegetables and
other foods. Experiment with herbs
and spices for added flavor at no in-
crease in calories.

— There's no rule that says you must
eat all of a meal at one sitting. Save
dessert to eat later as n snack.

Prepared Diet Products

No doubt, you've noticed the wide
varlety of “diet pack" foods on your
grocer's shelves — everything literally
from low-calorie soups to nutst Tn most
cases these products are wholesome,
nutritious foods that can be incorpor-
ated easily into a reduced calorie diet.
These products are more expensive
than the raw product or the higher
calorie “regular” processed version. As
is the case with most processed foods,
you pay for the added convenlence. Of
course, anyone — student and home-
maker—can concoct no end of low-
calorie recipes herself by substitution
of ingredients plus a generous dash of
imagination, such as the recipes in this
issue llustrate.

What about drugs? Only a physician
should prescribe an appetite-curbing
drug if he feels it would be beneficial
for someone trying to lose welght. The
dieter should beware of commercial
promises—offering panaceas, nostruins
or preparations boasting of reducing
s4oricuts, In many cases reducing alds
readily available to the public without
prescription are ineffectual anyway,
and many may even be harmful.

No welght reduction is possible un-
less caloric intake is less than caloric
out-go in the body. Permanent weight
control depends upon re-education—
hornessing appetite and eating habits
to body need.

Consolation for
Calorie Counters

Calories give you strength as well ns
fat. According to G. (. Jean Maycr's
“The Role of Exercire and Activity in
Weight Control,” you use up 115 calor-
jes an hour when walking slowly; 565
in_walking fast; ond 1242 in running.
sthwa‘]n'. s up 13 calories and writing
20. Just-plain thinking takes 7 to 8
calorles. Reference: “Weight Control,"
Iowa College Press, Ames, lowa, price
$1.00.

CALORIE—Unit of heat.
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Specilally designed
to produce long
goods of finest

QUALITY

Here is o long goods dryer that features the

latest techniques and developments in the in-

dustry. Ultra modern and fully automatic,

this new dryer was designed from the begin-

ning with the quality of the long goods prod-

uct in mind. Precise control of temperature,

1 humidity, and air circulation insure the even

i i A i ! and thorcugh drying neceseary to producing
ol (IR i uniform and sturdy long goods.

Custom-engineered. Buhler long goods dry- e Y| ir |
ers are custom-engineered to fit your floor ¢ ) Y i
space requitcments and can be adapted to Ll i & [‘
handle stick lengths from 64 1o 80 inches with I l
capacities up to 1500 pounds of long goods i i r |
per hour, The entire long goods line need not b 1114
be installed end-to-end. If floor space docs ' H p ”' ”
not permit it is possible to arrange the vari- YL REHAN |
ous units side-by-side or on different floors.
New positive-control stick elevator. This new
stick elevator is ar. exclusive Buhler feature.
The sticks are actually picked up by special
stick guides which control them positively in
transfer. Unlike conventionnl stick elevator
chain devices, these guided sticks can't roll or
slide from the chain at the transfer point to

the drying tiers, thus practically eliminating
mechanical breakdowns.

!

_New BUHLER long goods drysr Insclled at the new Skinner Mocaronl
Company plant in Omaha, Nebraika,

New from

Control canter for dryer ling at Skinner Macaron! Company, Swing-out panels for easy access. Individual

panels on each of the dryer units swing out

BUHLER

the industry's finest

long goods

® Sanitary off-the-floor construction
prevents condensation on the floor
underneath and allows for easy
cleaning.

@ New posltive-control stick eleva-
tor with special stick guides prevent
rolling or sllpping of long goods
in transfer,

@ Swing-ou! panels make Inspec-
tion and cleaning easy.

@ Centralized control panels con-
tain unique climate control systems
which allow the product fo set iis
own drying temperature according
to its water release capability, and
also all electrical controls,

@ Positive alr circulation produces
uniform controlled drying.

@ New design paneling with spe-
cial thick insulation stops heat and

Pre-tryer. Drying of the product begins im-
mediately at the entrance to the pre-dryer fo
prevent stretching of the long goods on the
drying sticks, The Buhler “Mammoth" pre-
dryer handles up to 1600 pounds of long goods
per hour and can reduce moisture by 10_%.

You can also improve yp%grment drying

Complete

Macaroni Plants

to provide quick and simple cleaning or in-
spection. It takes only seconds to get at the
interior of the dryer. The pancl swings out
far enough to give sufficient room for clean-
ing and maintenance equipment,

operation by installing a Buhler pre-dryer in

your present production line.

Inquire now. If you are interested in produc-
ing the finest quality long goods while at the
game time incrensing the efficiency of your

operation, call or write;BUHLER foday.

THE BUHLER CORPORATION, 8925 Woyiata Blvd.,
Minnsopolls 28, Minnesola. Phone: Llbarty 35-1401
BUHLER BROTHERS (Conede) LTOD.,
1, Ortwtio. Plone: EMpire 225

East, Toronta

o8 Oficer New York City, 230 Park Avenue. Phone:

::lllrlu HIIL 9-3445
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N the Journal of the American Med-

jcal Association there recently ap-
peared a tredtise entitled “Unusually
Low Incidence of Death From Myo-
cardial Infarction—Study of an Italian-
American Community in Pennsyl-
vanin.” The authors were all M.D/s

- from Oklahoma City in the Neurocardi-

ology Research Center, They were Drs,
Clarke Stout, Jerry Morrow, Stewart
Wolf, apd Edward N, Brandt, Jr., who
has a Ph.D. as well as his M.D. degree.

Here are highlights from the story
which have alrendy appeared in the
European press:

Dr. Ancel Keys, of the University of
Minnesota, and others have presented
data suggestins that diet is important
in th@iggidence of heart disease. They
havad , for example, that there
Is more osclerosis among Japanese
lving iniGalifornia or Hawaill than
Jopanese lfying in Japan, because the
former habifually eat more saturated
{at thaty‘the latter. Similar studies of
Italians hayd also led to the implication
that a high fat diet is important in the
genesis of atherosclerusis. Ethnic fac-
tors, on the other hand, were found by
Dr. T. R. Dawber and others not to be
assoclated with differences in coronary
heart disease in Framingham, Massa-
chusetts, where there are substantial
numbers of British, Irish, and Italians,
The writers say that whatever the rele-
vant factors, it is evident thet differ-
ences in the incldence of coronary heart
disease do exist among different ethnic
groups as well as among ethnically
similar groups in different localities.

They studied a nearly pure Italian
community In the United States in the
town of Roseto, Pennsylvania, which
was originally established in 1882. It
contains first, second, and third genera-
tion Itallan-Americans,

The 1,676 inhabitants eat heartily,
and nearly everyone is overweight; yet
the death rate from coronary heart dis-
case is quite low, less than a third that
of the national rate.

It was this situation which prompted
a study by the University of Oklahoma
School of Medicine team.<They exam-
ined 388 Rqscto,mnldenu ranging in
age from 21't8°88, and all of them were
overweight. Not a single instance of

Dr. Stewart G.

Everybody Likes Spughy il

late-model cars, and provide education
for their children., They do so on in-
comes averaging from $70 to $100 a

happler Atmosphere

Dr. Wolf explained the situation this

way:
“We found a happler atmosphere
than In most communities because peo-
ple like each other. They don't make a
career of trying to get ahead of the
other fellow, nor do they shove or el-
bow the other fellow out of the way in
business. Everybody in town isn't try-
ing to get wealthy.

“The average folks here know, for
example, the days from week to week
they'll be having spaghetti, lasagna and
other foods they enjoy. Their eating is
not impulse eating; they eat because
they enjoy their food. And that makes
a big difference.”

Among Rosetons, there is Joseph
Cirilll, who at 92, lists lasagna and
ravioli as his favorile dishes and drinks
five glasses of wine a day. Arihur
Rephscher, a retired cement worker
who weighs 320, is alert and active and
regarded as one of the healthiest men
in town, Dr. Wolf said.

“We came away from Roseto,” Dr,
Wolf said, “convinced that overwelght,
even obesity, is not the single primary
factor in heart disease.”

is a physlclan and Director of the Divi-
sion of Adult Health and Aging and the
Heart Disease Control Program, Board
of Health, Chlcago, Illinois, He is an
outstanding researcher in the fight
against heart disease.

Nine Consplrators

The authors say your chance of hav-
ing a heart attack before age 65 are
one in fifty if you are in good health
and normal with respect to the risk
factors of coronary heart disease. But
your ciances are one in two or worse
if you have combinations of the nine
chief coronary conspirators which they
list as follows:

High cholesterol level;

High blood pressure;

Overweight;

Diabeles;

Over-nutrition;

Too little exercise and physical
activity;

Excessive smoking;

Excessive tension and stress;

Heredity.

You can reduce the amount of cho-
lesterol In your blood through moderate
changes in what you eat, say the au-
thors, with these simple rules:

Reduce the share of calories or fuel
coming from fats, in favor of other
foods you like. Put less emphasis on
foods high in saturated fats, Put more
emphasis on foods high in polyunsatu-
rated fats. Put less e.nphasis on foods
high in cholesterol content. Control
total caloric intake to achleve and then
to hold to desirable weight. Don't ex-
pect this to happen qulckly.

The dangers of high blood pressure
and diabetes can be reduced with dlet,
or diet combined with drugs.

Overwelght can be eliminated with
sensible, easy-to-follow diets along
with moderate exercise, Over-nutrition,
or excessive eating of certain types of
fats, cholesterol and calories can be
avolded,

Recognize Problems

By recognizing the problems of too
little exercise, excessive smoking, ex-
cessive tension and stress and attacking
them squarely in your dally routine,
you can reduce these risk factors.

A family history of coronary attacks
is not a sentence of doom, but an invi-
tatlon to reduce other risk factors, the
authors point out.

“The time to begin Is now,” say the

+ authors, “whether you are 20 or 60, a

=

Vitamin Symposium

Recent progress in the field of vila-
min Bs research—covering its role in
nutrition, food technology, clinical
medicine, blochemistry, and enzymolo-
gy—was reviewed by leading experts
in tnis fleld at an international sym-
posium, sponsored by the research de-
partment of Hoffmann-La Roche Ine.
on July 27-28 in New York City.

At the symposium, several investi-
gators questioned the adequacy of ihe
normal American diet in regard to vita-
min Be (pyridoxine). Dr. H. Borsook
(California Institute of Technology)
discussed evidence that the present
American dict may frequently be mar-
ginal or deficlent in regard to pyridox-
ine; he therefore recommended the ad-
dition of vitamin B: to the enrichment
formula of flour and bread.

B, Deficiences

Dr. D. B. Coursin (St. Joseph's Hos-
pital, Lancaster, Pa) and Dr. J. W.
Harris (Western Reserve University
School of Medicine) reviewed recent
data showing that vitamin Ba deficlency
may cause convulsions, brain damage,
anemia, and other serious symploms.

Evidence that vitamin B, is involved
in human as well as animal fat metabo-
1llsm was presented by Dr. J. F. Mueller
(University of Colorado Medical Cen-

ter). Pyridoxine deficiency may be as-
sociated with hypercholesteremia and
elevations in red cell phospholipid and
cholesterol.

Variable Requirements

Indications that vitamin Bs require-
ments of man vary from 0.4 mg per day
in infants to 1.5 to 1.75 mg per day in
young adults were presenied by Dr.
H. E. Sauberlich (U, 8. Army Medical
Research and Nutrition Laboratory,
Denver, Colorado). However, several
investigators pointed out that some in-
dividuals appear to have significantly
higher vitamin Ba requirements; in
such patients, therapeutic pyridoxine
supplementation is needed to control
convulsions, anemia, and other de-
ficlency symptoms.

Varicus Roles

Other papers read at the symposium
covered the role of vitamin Be in en-
zyme activity, tissue metabolism of the
vitamin, the role of vitumin B in ani-
mal nutrition, vitamin B+ in amino
acids, synthesis and labeling of vitamin
B« group, and other clinical and blo-
chemical subjects.

The symposium was held in honor
of Dr. Paul Gyorgy (University of
Pennsylvania) to celebrate the 39th an-
niversary of his recognition of vitamin
Bs as a distinct entity.

-

Handbook No. 8

The U. S. Department of Agriculture
Handbook No. 8, entitled “Composition
of Foods," which was first published in
1050, has been revised with important
data for macaroni and noodle products.

Two sets of values are given for
cooked macaroni dependent upon the
degree of cooking. The first says that
enriched macaroni cooked to a firm
stage, eight to ten minutes, in a serving
of 100 grams (approximately 3.5 ounces)
will have the following: 63.6% mois-
ture; 148 calories; 5% protein; 0.5%
fat; 1 m'\ligram of sodium; 30% carbo-
hydrates.

When cooked to the tender stage,
14 to 20 minutes, these values become:
72% moisture; 111 calories; 3.4% pro-
tein; 04% fat; 1 milligram sodium;
23% carbohydrates. .

Enriched cooked noodles hayg“70.4%
moisture; 125 calories; 4.1%"prplein;
1.5% fat; 2 milligrams sodltggy 23.3%
carbohydratea. a5

The handbook may be® purchased
from the Superintendent nf']?ocumunln.
U. S. Government Printing% Ofce,
Washington, D.C. for $1.60.

One Cup Enriched Macaroni

Provides 10 per cent of the prolein,
7 per cent of the calories of the recom-
mended dietary allowance, Food and
Nutrition Board.

Finest Quality
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SEMI-ANNUAL DURUM REPORT

HE United States Department of
Agriculture, Minneapolis office of
Agricultural Marketing Service, issued
a semi-annual ‘statement” on durum in
mid-August. It reported record exports
and large supplies available for the
coming seasonk
.. Planting Up
United States wheat producers plant-
ed more durdM wheat in 1964 than in
1063. The Crop Reporting Board re-

% ports a 17 per cent increase in the area
% planted over the year before. Excessive

molsture at planting time delayed seed-
ing in parts of the Red River Valley,
and the crop has been a little behind
last year. However, by mid-July crpp
development was about even with the
year before, and nearly all the ac‘genge
was headed in major producing axeas,
The: important growing counties have
hat good malsture and growing cgndi-
tions and tht crop prospects are ge o~
ally good throughout the durum gry
ing, triangle. Based on the conditiong
August 1, U8, Department of Agricul:
ture estimated tie yleld per acre in
North Dakota at <7 bushels and the
entire crop was estimated at 28.5 bush-

els per acre on 2.3 million acres. Pro-
“duction is expected to total 58.8 million

bushels or 79 per cent more than the
1058-62 average. North Dakota’s crop
is expected to be the fifth largest in
46 years of record.

A record 27.9 million bushels of dur-
um wheat were exported during the
1003-64 crop season under the bid sub-
sldy program. This compared with only
3.3 milllon bushels exported the year
before. The U.S.D.A. reported that all
of the exporis of durum were commer-
clal sales for dollars. Subsidy payments
were made to exporters, however, rang-
ing from 42-84 cents per bushel, Russia
took 20 million bushels during the past

_season.

*1960-61 236
.1061-02 283 m

Supporis and Ceriificates
Participating wheat producers will
receive price support through loans and
cerlificates on their 1964 crop durum
wheat, the U, S, Department of Agri-
culture announced, in April. The ter-
minal support price at Minneapolis-St.
Paul will be 4 .she] for hard
umber durum w le_amber will be sup-
ported ot $1.65:¢¢INibhel. Prenfiym for
hord amber dmplr'l“gcr. the basi¢ sup-

WHEAT: NO. '
Yoar July  Aug 2N
m.‘. .'_
106263 268 201
1963-64 240 220

14

‘u 83 crop year disappearantyy JArge-

port price is 10 cents for the 1864 crop
against a 25-cent premium last year.
Through March) 1864, 19,347,362 bushels
of 1063 crop durum wheat'were placed
under loan. 14, 18,254 bushels were un-

desire on the part of millers to process
stocks on hand teiore July 1 when the
Certificate Program was initiated. Un-
der that program domestic marketing
cerlificates, valued ot 70 cents per

der loan on g and .’634,108 bushels bushel, will be required for all wheat
were warelouterqtared. On/March 31 processed. Mills held only 1,583,000
CCC own rﬁ, 1] hu/uhe]s and by bushels on July 1.

the end of \4;{ ar ofyJune 30 the
Agency estl -4‘1 pit/stocks amount-
ed to 33,121,000 bushets,/most of which
represented | Helly gl on 1063 crop/ Bumper Durum CI'OP
loans. Fa dolivered 20,205,053/ EAR record farm output is ex-
|bushels of 1§63-rt6p durum wheat, tp / pected in the United States this
CCC as of Ju 80, ‘ / yéar,/ the Depariment of Agriculture
On July 1 Btocks of durum l:v{\at 6aig//Based on conditions as of August
werg reported at 40.3 million bughg in /1, agency estimated the 19684 pro-
all gtovage pgsitions, 12 per ;ﬂ ess/ duck{gh index for 59 major crops would
han the 46.0 million bushels oy hahd & /e/J11% of the 1957-50 average, just
ear egrlier. Current stocks ingdl h" 4w the record 112% of last year. The
isapp¢aranca during the crop(y "‘; drop was expected lo result from fed-
35.4 million blshels, nearly dohbl¢’Fie /gral acreage cutting programs for feed
grains, wheat and cotton, as well as
serious molsture shortages In key pro-
duction areas. The spreading drought

t‘Q ﬂe%ﬁl the sharply in “:‘i

| Prites Tabulated .‘? has led the Depariment to declare 203
s recelved by farmers §orth counties in 12 states “disaster arens,”
for durum wheat jdeclined enabling farmers there to get emergen-

cy federal loans.

Despite above normal temperatures
and below normal precipitations since
mid-July, the durum crop was turning
out better than anticlpated a month
prior, according to the mid-August re-
port of the North Dakota Crop Report-
ing Service. The estimate by states, in
thousands of bushels, was as follows:

i sharply} during the cfop year,
from $2.12 per{bushel in J.g 1963 to
$1.44 per bushel in June/106f. This re-
flectad the largy overa)] supplies and
the riduced support prjce lgvel for the
1964 &rop. Pricég at Minngapolis, too,
declinad as will be ted the price
table bylow;

In

The viljble\xupply ¢! durum wheat 1964 1963
in Canads\on N3t 1, 1964lamounted to 4/ North Dakota 50,382 42,268
40,314,630 busha]x y double thg Montana 5,000 3,848
23.232.{«:\3 blyshels Minnesota 2,370 1,450

lionsnyr go. Cy A South Dakota 1,650 1,526

ance (do

20,015,048\ byhhels Total 59403 400
July 1, 1964 nll!;‘s 4 Too Optimistic?

:’]:: :;,:; :;.“ A\ ra | Amber Milling Division of Farmers
S8 tor il o ! Union Grain Terminal Association re-

ported that it was the opinion of their
field representatives that the August 1
estimate of production was not realistic
and that the final figure would be
closer to 50,000,000 than the Indicated
59,843,000 as of August 1, The crop con-

bushels while! 23711338
exported. Estimate
are 1,888,000 agrpd
tion of 13 per cep
Larg
U. 8. mills geo !
els of durum diyingiihe 1063-64 crop concurred that ylelds would be cut
year—the largest|&mgupt ground since from earlier estimates.
1047-48. The large) -i reflected the (Continued on page 16)

E:AT MINNEAPOLIS 108Q-64
Rar. Apr. May

June !'A'nun-

a mEIm m mose o
7365, <3607 335 220 321 30175 260 3z
257 255 251 252 # 5242 256*

Ar

220 218 1o 225 &

dition report from the Peavey Company’
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DURAKOTA

#1 Semolina

EXCEI.LO \

Fancy Durum
Patent Flour
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" when you specify

Doakota Mill and Elevator

it

S

NEVER DROPS OFF

»

" North Dakota Mill and
Elevator Durum Products

Start with the world’s best durum . . . give
it the advantage of superior laboratory
and testing facilities . . . mill it with
up-to-the-minute skills and equipment. This
is the way we've built our reputation for
consistently high-quality durum products for
leading macaroni manufacturers, And
that’s not all of the story. The world's
best durum products deserve the best
service. We make sure your 5 ‘
order goes out — when you Qg ] ‘
asked for it. Isn't it about
time we got together?

&
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DURY

DURUM DIVIBION
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Bumper Durum Crop—
(Continued from.page 14)

Don Fletcher of the'Crop Quality
Council reported after an extenslve
trip that durum had been damaged in
varying degrees by heat and drought
in northeastern Montana and in central
and northern North Dakota. Greatest
damage occurred to heavy, early stands,
where root systems were unable to sup-
ply nadequate amounts of moisture
needed during the critical filling period.
Most flelds were pushed towards ma-
turity, and, in extreme cases, some
fields were actually killed in the milk
and early dough stages.

Shriveled kernels were common and
ylelds reduced as much as a third in
some fields in central North Dakota.
Although earlier bumper prospects
have been materially reduced, test
welghts of 56 to 58 pounds and yields
of 25 to 30 bushels to the acre will still
be harvested in many flelds of the area.
Color is excellent, Some yellow berry
was noted, and traces of black polnt
observed, Root rot was present in some
fields and has taken a toll.

Later durum fields appear to have
suffered less damage and filled some-
what betler in all areas. Rust re-
sistant spring wheat and durum va-
rieties once again provided needed pro-
tection against stem rust attacks. This
means milllons of dollars of additional
income to wheat produceis and the
Upper Midwest economy. The heavy
stem rust losses to Lee wheat this year
point up what might have happened
were it not for the continuing efforts of
plant scientists to develop improved
high quality varieties, which combine
high yleld with needed rust reslstance.
As a result, stem rust caused no appre-
clable damage to the most widely grown
spring wheat and durum varieties in
North Dakota and the Red River
Valley.

Puzling Peitern

In all probability, said L. 8. Mac-
Donald, director of the Agricultural
Development Department, Northern
Pacific Railway, 1964 will go down in
the annals of crop reporting as one that
puzzled marny-a reporier when, ns op-
posed (u\_nl} '} ies of past experl-
ence, grains dil not completely deteri-
orate when %4 to an extended
period of very high*témperatures and
sparse rainfall’ Craps’ fer, but
heavy total produ still is

harvested, The yonaww?m%" The Langdon Expe

nate perfoFmance may be found in a
deep root system, a plentiful supply of
Subsoil moisture at the time hot weath-
er occurred, improved varieties and ad-
vanced farm technology.
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‘the heart of the “durum

Certificates Begin

There was an air of expeclancy in
the durum market as macaroni plants
reopened after July vacations. Since
most macaroni and noodle manufac-
turers used bulk storage, their ability
to accumulate supplies before the cer-
tificate cut-off on July 1 was limited,
With stocks worked down, buyers who
were working from hand to mouth were
watching crop reports closely. The first
big break came about the tenth of
August, when new crop receipts dropped
prices in Minneapolis about elght cents
below the range of $1.65 to $1.75 that
No. 1 Hard Amber Durum had been
commanding. Vigorous mill sales efforis
at $5.75 cwt. bulk Minneapolis sparked
the sharply expanded business. While
the decline caused many users to hold
to the sidelines market recovery
brought strength to the lagging trade.
When the actlon was over nearly all
macaroni and noodle manufacturers
were booked for 120 days, occasionally
for six months.

The Duluth-Superior strike of grain
millers was settled August 13 and
brought export business back into the
picture. Venezuela bought a thousand
tons of hard amber durum,

Bread prices were reported rising in
mid-August by one to two cents a loaf.
These increases were triggered by a
sharp rise In flour prices which millers
blamed on higher wheat costs.

1965 Certificate
Program Announced

The Department of Agriculture has
announced detalls of the 1085 wheat
certificate program. Price support loans
will be dropped a nickle a bushel from
$1.30 to $1.25 while mills will pay a
nickle more on certificates for wheat
ground for food, 75 cents compared to
this year's 70 cents.

Participating farmers can expect to
net 44-%4 cents a bushel on 100 per cent
of their crop as compared with 42%
cents this year, Domestic marketing
certificates will be worth 75 cents a
bushel on 45 per cent of his crop com-
pared to 70 cents this year. Export cer-
tificates will be worth 30 cents on 35
per cent of production next year com-
rared with 25 cents on 45 per cent this
year. No certificates will apply to 20
per cent of the production next year
compared to fen per cent this year.

eld Day

Y

i
North Dakota held its apnual Field Day
in the last week in July. About 400 per-
sons visited the plots and heard discus-
rlons on reséarch being done,

&

Y
e

Dr. Kenneth Lebsock stated that
Wells and Lakota constituted the only
two durum varleties recommended at
the present time. They have high rust
resistance, early maturity and relative-
ly short straw. The present aim is to
improve kernel size and test weight.
Some work Is being carried on with
strains that have resistance achleved
from a source other than that of Wells
and Lakota, and thus should these rec-
ommended varieties fall to a new type
of rust it is possible that some of the
more recent developments might sur-
vive.

Counly agents are gathering samples
to enable the North Dakola State Uni-
versity to make a survey of quality and
market characteristics of the 1004 dur-
um crop. Typical samples direct from
farms and elevalors at points in the
state will be used for this market an-
alysis work.

Doughboy Shows Sales/
Profits Increase

An incrense in sales and profits dur-
ing the six months ended July 28 was
reported by Edwin J. Cashman, presi-
dent of Doughboy Industries, New
Richmond, Wisconsin, in his semi-an-
nual report o stockholders.

During the period net sales totaled
$23,286,000, as compared to $22,326,000
for the same six months of the previous
fiscal year, and net earnings were $550,-
000 as compared to $525,000 for the pe-
riod of 1063, the report revealed.

“We continued to make progress
toward our long range objectives,” Mr.,
Cashman sald. “The developments dur-
ing the pact two years have brought
about a much improved year-around
balance of sales and profit. The seasonal
aspects have now largely disappeared.”

The most imporiant development
during the six month period, he sald,
was the acquisition of Faribo Turkeys,
Inc, and Doughboy is now operating
the turkey breeding farms, hatcheries
and two large processing plants for-
merly operated by the cooperative. The
company's new unit, the Food Products
Group, Is working in close cooperation
with the Doughboy Agricultural Group
on feeding, management and market-
ing programs for Upper Midwest tur-
key growers.

Harvest Delayed

Rainy weather slowed down combin-
ing and other harvest operatfgns.during

1"the last of August. While welcome'for *

late crops ‘the ralp caught about_half
of the durum in th& northern tjgr’or
counties standing'or in swath. Los§of ~
test welght, . and danger of sproul-
ing were feargd.” 1T ¥
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Durum and Hard Spring Wheat Laboratory

by William C. Shuey, research technologist, U.S. Department of Agriculture,
and Dr. K. A. Gilles, chairman, Department of Cereal Technology, 2

North Dakota State University

Reprinted with permission of North Dakota Farm Research Bimonthly Bulletin

THE exceptionally good quality of
today's spring ond durum wheals
did not come about by accident. The
time and efforts required to develop
commercial wheat varieties are not
generally appreciated.

Attainment of the high quality stand-
ards represented by current wheat va-
rietles has been a long and arduous
task. Yet, plant breeders and cereal
chemists are now working even more
diligently than before to Improve
quality. As one problem is solved, an-
other quickly arises. New diseases, cul-
tural methods and processing tech-
niques maoke it necessary to develop
and Improve the quality of future
wheat varleties.

In a recent five-year period, 45 new
varieties were released to United States
farmers. High quslity in each variety,
regardless of class was o requirement
before the wheat vas seriously con-
sidered for release.

The United States Department of
Agriculture has long realized the im-
portance of qualily. Today, the Crops
Research Division, Agricultural Re-
search Service operates four reglonal
wheat quality ‘aboratories. The region-
al Hard Red Spring and Durum Wheat
Quality Laboratory is located at North
Dakota State University. This labora-
tory was moved from Beltsville, Mary-
land, to Fargo, North Dakota, in 1961.
Operation is under a cooperative agree-
nent with the North Dakota Agricul-
tural Experfinent Station, and functions
with the Depariment of Cereal Tech-
nology of the University.

Spring wheat samples for gnality
evaluation are submitted from nive
states. Durum wheat samples may orig-
inate from any state in the continental
United States where durum s grown.
The majorily of these samples consists
of 150 grams or ¥ of a pound of grain.
Entries fiom plant breeders' advanced
uniform aurtery trials, observation
nurseries, (~¢ International Sawfly
Yield Nursery, selected experiment sta-
tion nursery varletics, special samples

from specific experiments, and coopera-;

tive ptudies (approximately 1,200 sam-
ples n year are processed and evaluated

" “for quality). :
Wheat Yquality”-ls- difficult to meas-
3 |_|?c and define. The ultimate use of the

Fy S

A

product preduced from the grain Is the
determining factor for defining “quali-
ty." Vastly more is known today than
50 years ago about the quality demand-
ed for wheat products. This informa-
tion has been of great help in evaluat-
ing new wheat selections. Characleriza-
tion of the quality of new varleties ac-
cumulated through the years has assist-
ed plant breeders in making selections
which will meet the exacting needs of
the wheat milling and baking indus-
tries.

Laboratory Functions Outlined

The regional Hard Hed Spring and
Durum Wheat Quality Laboratory has

ki lor and characterlstics ‘of iwo
both practical and basle research func- E::;Ie: 'uf‘:x;erln;untul macaroni produced

tions as follows: from two new varieties are Williom C. Shuey,

left, and Dr. K. A. Gilles.
(1) Evaluate and characlerize pros-

peclive new varieties.
giving genetic, agronomic, or patholo-
(2) Cooperate with wheat breeders ;0 "y, jnyolving influences on qual-
in the development of high-quality new ity.
Varletiox, Certain states maintain quality test-
(3) Determine, in cooperation with jng facilities similar to those of the
agronomists, pathologists, chemists, en- Cereal Technology Department of
tomologists and others, the influences North Dakota State University. These
of land management practices such 88  |uhoralories assist breeders in develop-
fertilization and irrigation, and of gene- s good quality varieties for their
tle factors on wheat quality. states. The regional Hard Red Spring
(4) Ascertain the basle chemical and  and Durum Wheat Quality Labaratory
physical natures of observable cumula- does not duplicate this work, but pro-
tive differences among varieties and vides supplementary and complemen-
types of wheat in milling behavior, tary services, and baoslc research. Fur
bread, macaroni and other processing states which do not maintain quality
qualities. laboratories, the regional laboratory
(5) Account for the effects of envir- will evaluate plant breeders’ samples

d assist them in planning long range
d an
32::}::tr:;;:ﬁ:n}’;}}ge:;‘cﬂﬁzliﬁ da!; vet: programs toward development of high

quality varieties.

coming such deficlencies. Broad quality evaluation ratings have

(8) Deslgn more accurale or precise  1y1e specific usefulness for plant breed-
methods of measuring quality differ- oo snd almost none for geneticists
ences for more effective varietal char-  pugje research is essential to promote
acterization In plant breeding and  hderstanding and to enable definition
genetle work, of the wheat components responsiblc
for quality. Shogtey d_rapid tech-
niques for the determination of yuality
are by&aroducls of ‘such basie research.

There Is close linison between spe-
clalists from the quality laboratory and
specialists from other related flelds. :
ce is given in planning certain_, . . L

: initial breeding wqu.h:';? : ;:, !‘:ivnlunllon Procedures
wed testing. Information”  Rouline

-

t quality evalwation ol wheats
s contrlbuted \n methods and-amount s divided into four stages or phases.
of cach generdtlon: to grow,” Quality For a variely lu be acceplable, it must
tests are devised and appliéd to each progress through eoach stage and be
type of population under gevelopment. equal to or better than the acceptable

Frequently, joint papers  are authored (Continued on poge 20)

O Lone A7 1Y




e fatin ot e s s

el

R e § e b ey

PRODUCTION: 1500 Ibs. Per Hour i
(based on dried production)

P

T et

APPEARANCE: Product free from white spots, blemishes,
checking, uniform moisture content with'a smooth Gold-

en Color.

~ The NEW
~ DEMACO

ﬁ AUTOMATIC
- ADNG GOODS LINE
Il

| outstrips competition

T

DESIGN: Extrusion Spreader with famous Demaco “Trade approved” single Mixer.
Cast steel extrusion block with four (4) bolt die removal.

Full compliment of 80" aluminum sticks with stick return.

Two (2) air chambers to insure even air distribution.

Demaco’s revolutionary straight line finish dryer and ac-
cumulator with no transfer from tier to tier. &,

Separate humidity and temperature controls for;pre dryer
and 3 zone finish dryer. -~ "u

20 hour accumulator. 2 ;
Automatic cutter and stripper. i
1" thick aluminum skinned panels for the exterior to in- 1

sure desired drying conditions.

SANITATION: Come see how your operator
can walk thru entire dryer and accumulator to
vacuum all parts and even wash all surfaces
with soap and water,

in performance

and sanitation!

Now in production, the

In almost every point of comparison, Demaco
!E! . 4 ODS
1 shows a commanding lead over competitive lines. lé?):?’l:?.lous LINE
]
Comg See! for V. La Rosa & Sons, Inc. |
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Durum Laboratory—
(Continued fromipage 17)

standard commerclnll"wrlely. Before
quality evaluation, a potential variety
has b ccted to a series of tests
peran the agronomist, plant
breeder and pathologist for resistance
to diseases, for yleld, and observation

of agronomic 'traits such as straw
strength,

First stage in'the test program is
appraisal of the wheat kernel. Protein
content, test welght, and general ap-
pearance are important kernel charac-
teristics considered in judging the
wheat. Two other factors of possible
importance are average kernel size and
1,000 kernel weight. These factors may
be related to milling; yield potential.

Second stage in the evaluation pro-
cedure is the/actual milling of the sam-
ple. This may_.be done on various type
mills, .dependling on sample size. The
laboratory s equipped with mills of
three different sizes capable of milling
samples of approximately 1 ounce to
several hundred pounds. Milling char-
acteristics include amount and time of

“temper required to condition the
wheat, and the manner in which the
wheat mills, The wheat must break up
and reduce readlly into flour or semo-
lina. If soft and raushy, or hard and
flinty, the wheat wil be difficult to re-
duce. Such characteristics are undesir-
able. Associated closely with these
characteristics are total flour or semo-
lina yleld, mineral content and protein
content of the flour or semolina.

Third phase in evaluation is deter-
mination of physical characteristics of
_the flour or semolina. Tests are con-
“ducted with Instruments such as the
Mixograph, Farinograph, Extensigraph,
Amylograph and others. Other physical
attributes determined are particle size,
color, physical texture, etc.

Fourth phase of the evaluation pro-
gram involves production of the flour
or semolina Info” the liltimate_end pro-
duct, Flour is.baked Into bread and is
judged for absorption, mixing time,
mixing tolerance, fi ﬁ_tat! oler-
ance, oxidation sq@ifrement, lp8 o
ume and loaf appearance, botii ext
nal:and internal. Semolina is made

, general makeup, drying require-
ments, appearance, color and cooking
characteristics.

20

+la ;J acaronl and is judged for absorp-

-~

* - )
Basic Research Important

These tests evaluate and characterize
varieties, but do not explain the cause
or reason for differences seen. Because
wheat is a very complex biological ma-
{erial made up of many constituents, a
major portion of time is devoted to
basic research. This research may be
divided into five major categories with
many sub-dlvisions under each.

The areas of research involve the
chemistry of (1) proteins, (2) starches,
(3) pigments, (4) fats or oils and (5) cn-
zymes. Many of these constituents are
vital in the quality of wheat, yet may
be present only in small amounts—Iless

than % per cent. The problem of find-
Ing the cause for a quality characteristic
is compounded since these constituents
may not react individually, but interact
to affect indirectly other components.
Modern research equipment hax been
inatalled in the laboratory for ferreting
out facts about constituents of wheat.
The combined research efforts of the
Hard Red Spring and Durum Wheat
Quality Loboratory and the Depart-
ment of Cereal Technology of North
Dakota State University in solving some
of the problems which influence qual-
ity characteristics should enable wheat
breeders to develop even better hard
red spring and durum wheat varieties.

A Progress Report on Evaluation of the Physical
and Biochemical Properties of Starch
by K. A, Gilles, D. G. Medcalf and Grace Sheu

Introduction

Research work has tcen initiated
with the cooperative finanzial assistance
of the Natlonal Assoclation of Macaroni
Manufacturers and the Morth Dakota
Agricultural Experiment Station. The
profect commenced with a rtudy of the
physical and biochemlical properties of
starch.

Starch Is the major component of
most wheat products. The properties of
these ‘products made ‘rom wheat are,
therefore, largely iuflueaced by the
properties of the siarch itself, In spite
of this, very little Inforrnation is avail-
able on the differences in chemical
composition and properties of starches
isolated from various hard wheat varie-
ties, particularly durum wheat varie-
ties. In fact, little actual data is found
in the literature about starch from dur-
um wheat. However, recent work bv
Winston and Ott et al. has indicated
that the ratio of the amvlose (linear) to
the amylopectin (branched) compon-
ents of starch may have an important
effect on the cooking quality of maca-
ronl products,

Objectives

The project has the following objec-
tives:

1, To Investigate the properties of
starches isolated from the hard
wheats, durum and Vulgare.

. To determine whether differences
exist among the varlous _Theut

macaroni processing and quality, if
differences in starches appear to
be related to quality.

Technical Discussion

In a preliminary study, starch has
been isolated from durum and bread
wheats. Amyloses, the linear compon-
ent, were prepared from these starches
by the fractionation procedure of Mont-
gomery and Sentl.

Equipment was obtained, nssembled,
and tested for the analysis of starch
and its linear component, amylose,
which exhibits the peculiar property of
binding lodine as well as certain fats.
The amperometric method of Larson,
Gilles, and Jenness has been found use-
ful for the determination of the iodine
binding of amylose and starch.

Tentative Conclusions

The preliminary results indicate that
durum wheat starches have relatively
high amylose contents, The hard wheat
starches vary from about the same to
lower amounts of amylose. Further
work is underway to verify these pre-
liminary findings.

Future Action

Miss Grace Sheu, a graduate student,
has begun work for the degree of Mas-
ter of Science. Miss Sheu will isolate
and fractionate the components of”
starch from various types of wheats.
The amylose and amylopectin conjen}s.
as well as other propertiesig)s *

of iodine absorption, and geld

U od States Durum Show will,;ﬁc:ﬁ:iéigt l"e"
i;'g?g, North Dakota, on Octobe

starches, such as intrinsic viscgaitys
(cooking) properties, will be identifled. " ‘
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We've already
Worked 60 years
10 Tl your

Nex{ durum order!

ADM has been supplying superior
agricultural products and services for
60 years . . . brought all its know-how
to play in modernizing and converting
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THE INTERNATIONAL DURUM PICTURE

) E. Moore, executive secretary of
» the International Wheat Council
in London, has sent us a paper on the
short-term outlook for durum wheat
presented at the 30th Session of the
International Whett Council in June,
This supplements the “World Survey
of Production andi Trade of Durum
Wheat,” as publirhed in the May and
June issue of the Macaroni Journal,
Highlights of the report follow:
World durum production is estimated
to have declined from the record level
of about 18,000,000 tons reached in
1962-63. Nevertheless, due to the rela-
tively large crops in the main exportirg
countries, world production remained
at a high level, well above the average
of recent years.

In North Americs

In North America, the combined pro-
duction of Canada and the United States
was about 000,000 tons (25%) lower
than the record 1862 harvest, but in
both countries the durum crops were

to a new peak; while in the United
States both acreage and yields were
somewhat lower than 1062,

Production in North Africa was again
at a high level with record crops In
Tunisia and Algeria offsetling the slight
decline in Morocco.

In the Near Euz!, on the other hand,
due to floods, production declined
sharply in Irag and to a lesser extent
in Syrin, but in Turkey outpul was
estimated to have increased substan-
tially.

Western Europe

Unfavorable weather reduced the
size and quality of crops of most West-
ern European durum producers. How-
ever, durum production in Italy, the
largest producer in the region, rose by
200,000 tons to 1,800,000 tons in contrast
to the major decline in the soft wheat
crop. In France, durum output, which
has steadily advanced in recent years
under government encouragement to
about B0,000 tons, suffered a setback
and a substantial proportion of the crop

price for producers of durum for the
first time significantly above that of
bread whenat. Although no official figures
are available for durum production
there, it is estimated to be exceplional-
ly large.

In the USSR, it seems probable
that durum production, like that of
other spring wheats, fell substantially
in 1063. During the past two decades,
and more particularly since 1953 when
the area seeded to spring wheat ex-
panded rapidly, the proportion of dur-
um in total spring wheat acreage de-
clined steadily; it is estimated that dur-
um constituted about 15% of total
spring wheat acrcage in 1040, 8% in
1058, and 4% In 19860,

World Trade
World trade in durum during 1963-
64 is likely to be in the region of two
million tons, or nearly twice the usual
level. This large increase above normal
is almost entirely due to the purchase
of 800,000 tons by the U.S.5.R. and Can-

i da. There are indications of some in-
| larger In size than in any year before was unsuitable for milling. a
\ e [gakenila (htinnRapalisy Kl e 1062. Acreage was down in Canada by  There was a substantial expansion of €rease in imports into Switzerland, but
durum exclusively, Located Just a 37%, but ylelds Increased substantially acreage in Argentina, with a minimum (Continued on page 30)
“night's run'" from the Northwest's '1
durum-rich Golden Triangle, Nokomis 3 :
L d d ) Durum Wheat: Area, Yield and Production in Selected Countries®
Is one of America's most modern an‘ 1 N T o T
completely equipped durum mills, It's e o - iz 2 sl s S =
. Aren | Yield Production
another reason we say: Where top |
Thousand hectares | Quintals per hectare Thousand metric tons
performance counts, you can count | > e S i i e e i ﬁ,.._|__ —
on ADM durum. ‘: | o62 | 6263 | 6364 | 6162 | 6263 | 63-64 | 6l- z s
France ‘ 48 I 48 G | 140 | 1w \ (124) | 67 85 | 62
Greece (300) | (300 (250) | (1500 | (@150) | (13.0) (450) (450) (325
Italy 13m0 | 1380 1400 122 0 120 | 132 1685 1669 1850
Portugal 152 148 (150) 8.0 83 | (8.3) 121 138 (125)
Spain | 19 k 10 5 i 10.4 ‘ 11.0 \ 13.0 20 1 ki
Canada ©om4p | 1387 878 | 53 | 129 16.5 305 1704 1453
AD M United States 654 951 783 88 | 199 17.3 577 1898 1354
18 Argentina (450) (400) (450) (1L1) (12.5) (15.6) (500) (500) (700)
I Iraq (675) (876) (850) (6.4) (0.8) 2.7 (425) (500) (225)
‘f Syria 1315 | 14l 1400 5.7 10.2 — 750 1441 875
Turkey (2000) | {2000) (2600) (9.6) (11.5) (15.4) (2500) (3000) 4000
ARCHER DANIELS MIODLAND COMPANY i l 20 1175 1370
Algerin 1220 1484 1700 5.7 7.0 8.1 i 5
DURUM DEPARTMENT  MINNEAPOLIE KANSAB CITY ! s 1 | om0 e 4 3 = o 032 i
s Tunisia 030 (1160) 077 24 3.0 4.1 201 350 - 480
[ -P ,..‘ Total 14 \ (11610) ! (13250) (12750) (1.7 (10.5) (10.7) (8823) (13943) (1371(?\‘ N
4 . Countries | .- . [ -~ SR
, | Wor'd Total** (13000) | (18400) | (17009)
: PRETTA 1 Y

P
Te Where possible, figures are based on published statistics and where estimates have been made they are shown
*in brackets ( ).

" 1h-—ludli1g ﬁppru;tlmnle figures for U.S.S.R. and other courtries nol shown sepurately.

A ;
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tubular steel frames, eliminates those hard-to-clean areas. For the first R
time a completely sanitary extruder . . . for easier maintenance . . . increased - |
production . . . highest quality. Be sure fo check on these efficient space.saving machines. )

. Ambnette

|4

§ |

-3 SHORT CUT MACARONI EXTRUDERS

: Model BSCP ... 1500 pounds capacity per hour
Model DSCP........cconnunvne. 1000 pounds capacity per hour
Model SACP.... ......ccoue. 600 pounds capacity per hour

Model LACP ........cccovnnennn. 300 pounds copacity per hour

LONG MACARON! SPREADER EXTRUDERS

Model BAFS.................... 1500 pounds capacity per hour
Model DAFS........... ..., 1000 pounds capacity per hour
Model SAFS ........ . 600 pounds capaclty per hour

COMBINATION EXTRUDERS

Short Cut ..o Sheet Former
MODEL BSCP — Short Cut ..o Spreader
Short et mcameen] Three Way Combination

exiruder

LRSI R S,

QUALITY.....sss A controlled dough as soft as desired to enhance texture and
appearance.

PRODUCTION . . . Positive screw feed without any possibility of webbing makes for posi-
tive screw delivery for production beyond rated capacities.

POSITIVE SCREW FORCE FEEDER improves quality and

|-~ “increases production of long goods, short goods and sheet forming continuous extruders.

3 STICK 1500 POUND LONG GOODS SPREADER |

increases production while occupying the same space as a 2 stick 1000 pound spreader.

1500 POUND IXTRUDIRS AND DRYERS LINES

now in operation in a number of macaroni-noodle plants, occupying dighlly more space
than 1000 pound lines.

CONTROLS ..... So fine—so positive that presses run indefinitely without adjustments.

SANITARY.... ... Easy to clean fubular steel frames give you the first truly sanitary
extruder. :

ey,

- For information regarding these and other models, prices,
malerial festing and other services, wrile or phoner

St SRS
ToME L o Lo
+ ‘_‘.‘ i - ,_" o

-';“MBRETTE MAOHINERY GORPORATION

THESE EXTRUDERS AND DRYERS ARE ' X

NOW GIVING EXCELLENT RESULYS . u‘ { |

g o L S 8 s gt ..m.';'""“'gi. - ?e 166, s’leH STREET, BROOKLYN 15, N.Y. . PHONE: TRiangle £-6226
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International Durum—
(Continued from page 27)

imports into Italy and F. R. Gerrﬁany,_
may decline. Amongst the exporters,
United States exports are expected to
reach a record 800,000 tons, of which
560,000 tons will be shipped to the
U.8.8.R. Canadian exporis are forecast

-at around 700,000 tons, including 250,000

tons to the U.8.S.R. Argentine exports
may reach, or even exceed, the high
level of shipments of over 300,000 tons
made the previous year. As in previous
years, the surplus of Tunisla was ex-
ported mainly to France,

Macaronl Consumption

There has been little change in the
overall consumption pattern of maca-
roni producis in Western Europe and
North America, but as a result of an
abundant world supply situation after

‘a period of acule shortage, more durum
* wheat was used in their manufacture,

Total consumption varles widely from
country to country, but since World
War II {otal pasta consumption has
*hown a steady increase due malnly

to population growth. With rising per-

oy Sl i
i~

sonal Incomes, the Influence of In-
creased forelgn travel, and the atirac-
llon nI gu prepared food, there“has
ndem:y for this increase to
con ue. This has been reflected In a
growing demand for durum wheat.
Amongst the major consumers, the
production of durum used generally
varies from 50 to 55% iIn Italy, 80% In
the United States, and nearly 100% in
France, F. R. Germany and Switzer-
land. In these countries there has been
little change in recent years, but it is
probable that with higher living stand-
ards there Is a greater demand for bet-
ter quality macaroni products, and as
a result the proportion of durum may
increase, provided the price relation-
ship of durum to other wheat is favor-
able, In Morocco, however, where con-
sumption of macaroni has steadily ex-
panded, the proportion of durum has
declined from 98% in 1057 to 42% in
1962 when supplies were limited.

. Export Price Unslable
In the 1960's as In the previous dec-
ade, export prices of durum wheat, in
contrast to those of other wheats, have
shown considerable instabllity. The

sharp price varlations have rcflected
the large fluctuations in export supplies
with alternating surpluses and severe
shortages, in a narrow International
market with a relatively stable import
demand. In mid-1961 when it became
certaln that durum supplies in North
America and North Africa, two of the
major producing and exporting areas,
would decline substantially and be in-
adequate to provide the usual export
surpluses, there was a dramatic rise in
export prices, Canadlan durum prices
at Fort Willlam-Port Arthur, the only
regular series of export prices available,
rose from less than $2 a bushel in June
1861 to $3.35 by October 1861, but at
this stage there were only negligible
quantities available for export.

Large Harvests Ease Prices

After large harvests In the major
producing areas in 1062, prices began
to ease. Canadlan durum prices, for
instance, were 28 much as a third below
the peak of a year earlier., Likewise
export prices of U. 8. durum alsu fell
sharply, and in April 1063 export sub-
sidies were re-Introduced on a bid

(Continued on page 35)

Export Prices of Durum Wheat
Monthly Prices—1942-63 and 1083-84—In U.8, $ "wr wsiric ton
Month and Year Argentina Canada Morocco Syria United
(a} (b) States
1060 January P 68.63 (63.93) 100.26 —_ (c)
1861 January e 67.48 (62.20) 94.10 —_ e
1002 January vee 122.55 (66.70) —_ —_ ves
1062 May 5 120.01 (66.41) 114.81 107.33 "ee
1962-63 August 4%, 106.25 (67.24) —_ 01.62
September el 06.97) (67.87) —_ 0a.86 eu
October vy 8046 (67.47) 74.94 83.77 ‘e
November “ve 9022 (67.20) 74.94 68.08 oo
| December e 80.49  (68.56) 7404 83.77 oo
J January e 88.96  (66.75) 7494 68.06 oe
February oe 87.18  (66.79) T4.04 70.68 87.27(d)
| March 74.56 81.81 (86.75) —_ @0.06 —_—
| April 71.20 81.32 (66.81) —_ 60.06 85.01(e)
! May 75.65 86.68 (06.55) —_— 70.68 74.04(d)
i June — 70.66  (66.83) —_ 60.21 —_—
July 60.37 70.11  (86.25) —_ 62.83 B1.08(e)
1063-64 Aum.lst 69.28 76.08 (85.41) — 62.83 66.41(0
S September 70.52 70.78  (85.71) —_ 60.21 67.42(0
“October 76.02 73.63 (60.44) _ — 60.55(0)
..~November 76.32 75.45 (60.53) _ —_— 68.21(1)
o, December 71,02 75.50 (60.62) —_ —_— 72.02(g)
January 72.34 76.85 (60.08) — — 76.06(e)
February 78.05 7464 (70.97) —_ — 73.31(e)
March 72.25 3 7431 (70.77) —_ ~— 69.07(e) N,
April 7165 - “ 7340 (70.37) — — 67.61(e) !

Source: FAO Questionnaire and Report to International Wheat Council.

‘al anrog average maximum prices.
‘v. Amber Durum in-store l-"l. William-Port .
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A distinguished panel of judges composed of top
figures in packaging design, package printing and mer-
chandising effecliveness chose these seven items for
awards in the 1964 International Folding Carton Com-
pelition. The contest, considered to be the most impor-
tant in the folding carton industry, is sponsored by the
Folding Paper Box Association and attracts thousands
of entries from all over the world,

GOLD AWARD
Superiority in Marketing

P

A
 GEDAR DUST MOP CARTO

PROBLEM: |low do you package a bulky item such as a

dust mop (complete with handle) in a folding carton and

nill have u package that is appealing, easy to display
-l simple to handle?

3WER: Design a [rame-type folding carton that allows

" visihility of the mop with two side “comparimenis”

yuse two sections of the three-part handle. Pastel colors

*1+ sppeal 1o the feminine market and the entire

mr,

sduced by United St
1ae N'radyr Divis”

3 w.rered with shrink film ©  phance the cleanli-

S1LVER AWARD
Superiorit m Printing

7 - Aot R

-

AKRO-MILS CABINET CARTONS
PROBLEM: How can you expand into quality retail outlets

when you are marketing a basically utilitarian item such
as a table top cabinel in o carrugated container?

ANSWER: Clange to a heavy duty folding carlon with
graphics that demonstrate the various uses to which the
cabinets can be put. Full color lithography with special
attention to reproduction of details help the cabinets sell
themselves.

(Produced by United States Printing and Lithograph for Akro-Mils Inc.}

SILVER AWARD

uperiority in Printing

= TEA .
ARLING Lhebarre \
Mt o,
lli.l?"r‘\i\ Canlyqn .

3
el ,.',',-.'n...._.uu'.'.,.f.;.ﬂ.x-‘:-."ié.f
DIXIE DARLING CAKE MIX CARTONS

PROBLEM: How do you produce folding carlons fr-
privale brand cake mix so that the cartons compele [
ably for customer allention with nationally adver!
products?

ANSWER: Develop a clean, modern de~gn *} ¢ in..
signifies quality. Use four process gloss cul nd b
tain tha the litk~==aphy is top quality sc ' w

*« « gr surpasses that of *»+ wm

‘Inited Stales Printing . d Lithograp!
“enthats for Wit Niria % wpsl

vy
: LN

MERIT AWARUS

AUTOMATED SPEED LEARNING CARTONS

PROBLEM: How do you produce packaging for a learning
kit that has broad appeal but consists of physically nothing
more than about 50 sheets of standard size paper?

ANSWER: Develop graphics that signal the self-leaching
theme and then carry oul the theme in full color lithography
that communicates quality and depicts the self-teaching
situation in highly posilive terms.

{Produced by United States Prinling and Lithograph
for Universal Electronics Laboratories, Inc.)

PILLSBURY FAMILY TEST SUPPER CARTONS

PROBLEM: How do you introduce a product line new to
your company so thal the difference is clear but the firm
name is still an important part of the graphics?

ANSWER: Be bold in your cholce of background color and
go with a charcoal grey that creates o three-dimensional
effect that enhances the firm name and new theme for
multiple point-of-sale effectiveness.

{Produced by United States Printing and Lithograph for Tha Pillsbury Company)

SARA LEE CAKE LIDS

PROBLEM: How do you effectively reproduce frozen
bakery goods lids so that you have immediate recognition
of the quality image you work so hard to maintain?

ANSWER: Alter you have prepared precision photography,
be certain your printer takes as much care in the reproduc-
tion of your full color lids as you take in the preparation
of the actual product,

(Produced by United States Printing and Lithograph for Kilchans of Sara Lee)

RPM MOTOR OIL CARRIER

PROBLEM: How do you increase sales of a specially it
such as vil for motor boats?

ANSWER: Develop a three-pack carrier of simple yet sol
construction. 1t should have clear product identification
invite the customer to purchase enough of o supply
future use.

iProduced by United Stales Punting and Lahograoh
tor Standard Qil ol Calilorma)

The big three advantages of multi-color folding carlons
are given extra power in these prize winners produced by
United States Printing and Lithograph, Division of Diamond
National Corporation. But even more imporlant is the fac!
tha! these packages are tvpical of U - -reative design work

4 u 15PL customer.
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{ NTA=1371 Peachtree ....... ... T 33565
| ¥IRE 429 Ere* Cross ....vnnne PL 23570
; 4 Par' Square Bldg. ...... HA 6-5887
L LG 65T otk Water's......... DE 26123
14 INCINNATI=Bes 1 and Robertson .....JE 12160
iF R8P FVELAND—702 Leader Bldg. ........MA 17931
§l ’éii ihn-aaa_g Fidelity Lite BIdg. ...... RI 83552
- .E\ t e o il 'I“MM
|
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DETROIT—524 New Center Bldg. ....... TR 51170
LOS ANGELES—441 So, Beverly Drive ...BR 28357
LOUISVILLE-946 Commonwealth Bidg. ..JU 3-3616
MILWAUKEE = 6729 W, Capitol Drive
MINNEAPOLIS—710 Rand Tower .......
NEW YORK—733 Third Ave.
OMAHA—-3929 Harney St ....ovevunaes

UNITED STATES PRINTING AND LITHOGRAPH
DIVISION OF DIAMOND NATIONAL CORPORATION
EXECUTIVE OFFICE: NEW YORK 17, NEW YORK

;RITE OR CALL THE USPL SALES OFFICE NEAREST YOU

PHILADELPHIA—1405 Locust St. .......KI 53636
PITTSBURGH-530 Sixth Ave. .........GR 17775

PORTLAND, ORE.~1715 S.E. 29 Ave, ....BE 2.0797
SAN FRANCISCO—735 Market St. ...,,,00 24848
SANTURCE—Puerto Rico ......
SEATTLE-1762 Sixth Ave. .....vuus. MA 32005
ST, LOU1S~739 Paul Brown Bldg. ...... MA 1-2621
TULSA—Petroleum Club Bldg. .........LU 43012

! % 70DUCERS OF FOLDING CARTONS mLABELS = WRAPS mDISP!AYS |

| ' LSTERS=BOOKIEi™ AND OTHF® *“VERTISING MATERIALS
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International Durum—
(Continued from page 30)

basis. Argentine, Syrian and Moroccan
durums followed a similar trend, with
declines by the end of the season.
Because the demand for durum |s
almost exclusively for the manufacture
of pasta products, prices have nearly
always been at a premium over other
wheats and have moved independently
of the prices of other wheats. Usually
the premium for durum over high
grade hard wheats is about 10%. In
1861-62 due to the acute shortage the
premiums for durums in the European
markets were 60 to 80%, but in 1062-63
reflecting the abundant supply situa-
tion the premium for durum declined
to 20% or less. Following a further de-
cline in durum prices in 1063-84 the
margin between durum and high grade
wheats Is the smallest for many years,

Stocks at Record High

Stocks at the end of 1963-64 in North
America are likely to be at a record
high level. U. B. stocks, despite record
exports of 800,000 tons, are expected
to decline only slightly from 1,200,000
to 1,100,000 tons, but total Canadian
stocks (commercial and at farm) may
show a rise of around 500,000 tons to
1,750,000 tons.

1864 Prospects Good

Prospects for 1064 are favorable in
all major producing areas. In the U, 8.
the crop is expected to be about the
same as Iast year’s, but In Canada a
substantial decline is anticipated due
to reduced acreage and ylelds. The
crops in North Africa and the Near
East have had favorable weather dur-
ing the growing season and adequate
moisture. The harvest in Algeria may
show some reduction from last year’s
record level, and the first official esti-
mate of production In Tunisia is 380,000
tons (a decline of about 100,000 tons),
and in Morocco 947,000 tons (an increase
of about 60,000 tons). In the Near East
preduction is expected to recover in
Syria and Iraq but decline by about
500,000 tons to 3,500,000 tons in Turkey.
In Western Europe, acreage in Italy is
estimated to be larger and the crop
may be of record ot near-record size,

Substantial Burplus

With the prospects of higher carry-
arers and good sized crops in most
:r=p8, combined supplies will be ample

-apdrfar in excess of requirements for

dovvstic” use, - exports and normal
stk Thus, \fter a period of acute

shortuyge i vgh prices in 1961~

62, the matB 21 5.40:tin has changed to
one of substantial surplus, Prices in

Tl ol 1nsikets are likely te .

relatively low. l..¢ premlum over com-
parable hard wheat prices may dis-
appear with the large surplus, and
prices for durum may even fall to a
discount below high grade hard wheats.

Commission Chairman Elected

Sydney Hoveskeland of New Rock-
ford, North Dakota, has been elected to
head the North Dakota Wheat Commis-
slon for the coming year, replacing
J, O, Sampson, Lawton.

Also elected at the annual reorgani-
zatlon meeting held in Fargo were Tom
Ridley, Langdon, as vice-chairman and
four representatives to the Great Plains
Wheat Board of Directors. They are
Sydney Hoveskeland; J. O. Sampson;
Otis Tossett, Lansford; and Robert
Huffman, Regent.

Colored Cartons

Cartons for the Celentano line of
frozen Italian specialty foods have been
redesigned to feature four color product
INustrations.

The cartons now bear strong family
identity to take advantage of the fran-
chise established by Celentano Bros. in
their trading area, The cartons were de-
signed and produced by Rossotti Litho-
graph Corp. of North Bergen, Rossotti's
Marketing Department had recom-
mended strengthening the product ap-
peal via the four color illustrations and
the solidifying of the brand identity by
stabilization and emphasis of the logo-
type style. The redesigned line thus
takes advantage of increased consumer

gy FTAIEL S e

A clutter-pack of three 16-ounce glass jars
of Prince Meatless Spaghetti Sauce is now
being Introduced In 28 states by the Prince
Macaroni Mfg. Co. of Lowell, Mass ;chusetts,
Included In the corton Is a colrful folder
containing 24 reclpes using 1he multl-
purpose Prince sauces. With singie jors sell-
Ing ot 39 cents each the tri-pock ot o
suggested retail price of $1 represents o sav-
ing of 17 cents to the consumer.

interest in frozen Italian specialties.

Rossotti Lithograph Corp. was re-
sponsible for the surface design of the
cartons as well as their construction.

Some of the cartons consist of over-
wrap and shell; some are edge lock.
Still others are hot melt adhesive seal-
ed. These cartons run on Rossotti's new
Econ-o-mate hot melt equipment which
is free of glue pols since the seal Is
applied in the supplier's plant. It repre-
sents a new development in the hot
melt fleld, and is particularly attractive
to smaller markelers or for market test-
ing. The equipment has great economy
and adaptability.

B e ikttt
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Skinner Acquires
Gold Medal Line

Skinner Macaroni Company has pur-
chased the Gold Medal Macaroni Divi-
sion of The Kellogg Company. The
transaction was completed and Skinner
took over distribution of Gold Medal
products September L

President Lloyd E. Skinner said his
firm will market macaroni products un-
der both the Gold Medal label and its
own Skinner label.

The Gold Medal line will be handled
through Skinner's existing sales organi-
zation. Mr. Skinner said the last of
three meetings with Skinner brokers
and sales representatives to effect a
smooth transfer of sales responsibili-
ties was completed in Corpus Christi,
Texans, during the Texas Retail Grocers
Association Convention. Meetings also
were held at Memphis, Tennessee, and
Charlotte, North Carolina.

“The acquisition of Gold Medal will
incrense our volume of sales by more
than a million dollars,” Mr. Skinner
sald.

Kellogg's Gold Medal macaroni
products have been manufactured at
Lockport, Illinois, and marketed princi-
pally in the southeastern and south-
western United States.

The purchase included the Lockport
plant. Packaging equipment there has
been moved to the Skinner plant in
Omuha where Gold Medal producls
will be manufactured. Skinner plans to
dispose of the Lockport plant.

Skinner's Omaha plant, built in 1962,
is regarded as one of the world's most
modern macaroni plants. From unload-
ing of railway cars containing bulk in-
gredients to the shipment of packaged
goods, it is almost completely auto-
maled.

President Lloyd E. Skinner (right) ond Ex-
ecutive Vice President H, Geddes Stanway of
Skinner Macaroni Company inspect new
packages of Gold Medal Macaroni. Skinner
purchosed Gold Medal from The Kellogg
Company.

Macaroni Sales Up

Consumers increased their grocery
spending by 1.47 billion dollars during
1063, according to the annual survey
made by Food Field Reporter Magazine.
This was the slimmest year to year gain
in half a decade, amounting 1o only 2.8
per cent. The increase was 4.3 in 1862,
3.8 in 1061, and 4.1 in 1060,

Macaroni products did better. Value
of total domestic consumption was
$382,180,000, up 5.5 per cent from the
previous year's $362,230,000. Spaghetti
accounted for sales of $141,500,000, &
gain of 4.8 per cent. Macareni totalled
$123,870,000, o gain of 57 per cent
Noodles netted $106,810,000 for a gain
of 0.3 per cent, Sixty-eight per cent of
total consumption goes through grocery
channels. .

Appointment

John Cuti has joined the staff of
Buitoni Foods Corporation as assistant
to the president. Mr. Cuti was general
manager of the Primo Macaroni Co. of
Toronto, Canada, and vice president of
administration for the Roman Products
Corporation.

Lehara Appointment

Renato Balossi has jolned the stall of
Lehara Corporation, U, 8. and Canadi-
an representatives of Braibantl, Milano,
Italy, it has been announced by presi-
dent Ralph W. Hauenstein.

Mr. Balossi brings with him 17 years
of experience in the macaroni industry,
having served in several technical ca-
pacities and since 1058 was the Brai-
banti general agent In Australia, New
Zenland and Southeast Asia,

Married and the father of ene son,
r. Balos'i holds a unlversily degree
', mecheaical engineering.

New Office Building

Groundbreaking ceremonies at the
site of a new office building for San
Giorgio Macaroni Co., Inc. were held on
August 18 at Guilford and Spruce
Streets, Lebanon, Pennsylvania,

The new building will replace the
office facilities destroyed in n fire in
1860. The blaze destroyed all of the
office facilities and most of the manu-
facturing department of the company.

After the fire, all energies were di-
rected to restoring the manufacturing
capabilities and strengthening the sales
structure of the firm. The company now
operates with modern and efMcient
equipment and maintains 175,000
square feet of new plant space.

The general offices have been housed
since the fire in the old Mifflin School
building. The new offices have been
planned to harmonize with the firm's
other buildings. They will accommo-
date the executive and general offices
of the company, dining facilities for
employees and visitors, and rooms for

sales meetings.

Plans call for removal of the tempor-
ary office building, landscaping of the
grounds adjacent to the new building
and the paving and extension of park-
ing facilities.

Four winners In the peliminarles of the Miss
Itolian-America beouty contest, stoged week-
ly on Wednesdays by the Prince Macaroni

Mig., Lowell, Mass, at Palisades Amuse-
ment Park, New Jersey. Twenty-five girls
who are single between the oges of

through 25 years of oge and who are of
Italion ancestry, selected from more thon
1,000 entries during summer long prelimi-
narles, are to have been udged In the finals
being held at the Palisades Amusement Park
just os this Issue goes to press, Left to ri ht:
Joan Lauro of Great Neck, L.I.; Angela x\o-
rie DeVita of Middletown, N.J.; Maria Rosa-
len of Union City, N.J., ond Michele Fece of
Newark, N.J.

sAHE MACARONI JOURNAL

LAk

: T .1,'!‘1{‘!1'!'_!' i o AR i Mt L ) i s sl ity

Here is the
semolina
you've wanted
from AMBER

by Gene Kuhn
Manager:
AMBER MILLING DIVISION

Yes, the 'finesf of the big These macaroni manufac-
dunllm crop is delivered to our turers tell us the consistent
affiliated elevators, Amber color, uniform qual-

ity and granulation improve

And only the finest durum  quality and cut prod\ﬁ:tion
goes into Amber Venezia No.  costs at the same time. Am-
1 Semolina and Imperia Du-  ber's “on time" delivery of

rum Granular, every order helps tool

We make Amber for dis- A il i
We m . phone call today will in-
tf:nmlnatmg THRCATON: manu- sure the delivery you want
f;:'itﬂwaﬁd Wi}f P b;lyahty for AmLer Venezia No. 1 and
who are being re-  ymperia Durum Granular.
warded with a larger and

larger share of market. Be sure . . . specify Amber!

FARMERS UNION GRAIN TERMINAL ASSOCIATION
Mills at Rush City, Minn.—General Otfices: St. Paul 1, Minn.

TELEPHONE! Midway 6-8433 i

Siew

"'l" AMBER MILLING DIVISION™ '

-




L

'i-!

o

-
¢ i ¥

General Mills Sees Growth

Growth of General Mills will come
through concentration in areas of maxi-
mum potential—consumer foods and
specialty chemicals—stockholders were
told at the firm's annual meeting.

General E. W, Rawlings, president,
said “we are implementing our policy
of concentration in these areas of great
potential in three ways. First, by im-
proving the quality and performance of
established products. Second, by intro-
ducing new products to meet existing
and developing needs. Third, by acquir-
ing businesses in flelds of high poten-
tial”

Research

The key to improvement of establish-
ed products and development of new,
is research, Mr. Rawlings said. Exam-
ples of this is the new Gold Medal
Wondra brand of instantized flour and
the new formula for the company’s line
of Betty Crocker loyer cake mixes.
Among new products, he listed cereals,
snack foods and chemicals. Acquisition
of Morton Foods, Dallas, has taken GM
into the snack food business. And in-
formation of Heudebert, S. A, in co-
operation with Biscuiterie Alsaclenne,
a French firm, represents the firm's first
entry in the food business in Europe.

With regard to the business climate,
General Rawlings said “the gravest
threals now to either our company or
our economy are those which arise from
the inclination of Government to limit
the freedom of the market. These
threats must be resisted.” He said “cer-
tain rumblings in Government and
elsewhere now imply that foods are
overpriced. Yet the facts show that
costs, in proportion to average Ameri-
can incomes, have gone down through
the years to the lowest point in our
history and are the lowest in the civi-
lized world today.”

Stockholders were also told that Gen-
eral Mills will change semi-annual to
quarterly reporting of financial results.

C. H. Bell, board chairman pointed
out that because of the nature of the
flour business, quarterly reports by a
milling company may be misleading.
However, he sald, “consumer foods and
speclalty chemicals now account for a
large part of General Mills' sales and
quarlerly -reporting_is therefore prac-
tical” .

Indictment

Mr. Bell stated that the only negative
development worthy of concern s the
irdictment of General Mills, along with

1 other milling firms, for allegedly con-
spiring to fix prices of bakery flour east
of the Rocky Mountains.

He termed the Indictment “a very,
very' distressing development.” Every
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effort, he emphasized, has been made
to operate at the highest levels of legal-
ity.

“It is ironical that the indictment
should come to an activity in which an
exceptional number of barriers to the
realization of a reasonable profit exist,”
he said, He cited U, S, Department of
Agriculture flgures which showed that
in 1061 the mill value of flour in a pound
loaf of hread retaillng for 20.0 cents was
only 3.7 cents. Of this, 2.7 cents repre-
sented the cost of wheat, the raw ma-
terial. From the remaining one cent
came all the miller’s other costs as well
as his profit.”

Soup Standards Set

The United States Department of
Agriculture has decided to try to end
a four-year fight over labels on dried
“chicken" soup mixes by requiring
processors elther to boost their meat
content to two per cent or to qualify
thelr name by some term such as
“chicken-flavored.” The new rule is
scheduled to take effect Jan. 1, 1965,

The rule appears similar to USDA
label rules for red meat soups, which
sanction a qualifled meat name for
soups with less meat than the standard.

USDA sald that after Jan. 1, soups
(and other poultry products) which
fail to meet the two per cent meat con-
tent standard may not use the name
“chicken" or “turkey” on their labels
unless they qualify it. Otherwise, sald
USDA, the label will be considered
false, deceptive or misleading.

Pouliry Food Products

USDA advanced proposals for mini-
mum meat content standards for a long
list of “poultry food products,” includ-
ing dry soup mixes, last October. The
proposals explicitly provided for a
qualified “kind of poultry” name for
unlisted products, but did not mention
this possibility for soup. The original
October proposal merely forbade use
of the unqualified name “chicken" or
“Yurkey” on soups which fell short of
the meat content standard computed on
a ready-to-serve basis,

Then, In March USDA conducted
three days of hearings on dry soup
labels. According to testimony present-
ed then, USDA's new rule will compel
changes—In either nome or recipe—
in many of the drled chicken soup
mixes now on the market. The new
regulation establishes minimum meat
content standards for many products in
addition to dry soups: other soups (li-
quid or frozen), canned, boned and
shredded poultry, frozen poultry din-
ners, poultry pies, poultry burgers,
poultry patties, and such pouliry dishes
and specialty items as poultry a la king,

3 .:,_-_'-_1-~: i S i I .. E

ravioll, cacclatore, chop suey, chow
meln, tamales, noodles and dumplings,
stew, fricassee, creamed poultry, sliced
poultry with gravy, minced barbecue
and other similar poultry products.

For many of the above items, such as
liquid soups and poultry pies, USDA
already controls minimum meat con-
tent through its label approval proce-
dure. The new regulation merely makes
explicit the standard implied in exist-
ing practice.

Other Regulations

In addition to setting specific meat
content requirements, the new regula-
tions:

1. Provide that all firms use the same
basis for calculating the minimum poul-
try meat content of their products.

2. Limit the amount of gelatin, liquid
and binding agents permitted in cer-
tain types of rolls and other products,
unle*s amounts in excess of these mini-
mums are stated on the labels,

3. Require that products containing
light and dark meat in other than natu-
ral proportions have a qualifying state-
ment close to the name of the product
to indicate this alteration, unless the
lightness or darkness of the meat of
the species involved is not distinguish-
able or the product contains less than
10% poultry meat.

Inspection

The USDA and the Food and Drug
Administration will split inspection
jurisdiction over producers of poultry
products but the Agricultural Market-
ing Service's Poultry Division will re-
tain labeling controls for all poultry
products.

Agreement was reached by FDA and
USDA on the new procedures before
publication of new regulations in the
Federal Register July 7, FDA agreed to
accept jurisdiction for poultry products
with less than two per cent poultry.
They also will be responsible for adul-
teration violations and inspection of
these products, which so far will in-
clude only soups.

Campbell Premium

Campbell Soup Co, Camden, New
Jersey, will offer a stadium blanket for
$3.25 with two labels from any of its six
Franco-American spaghetti and maca-
roni products.

The October promotion will be sup-
ported with more than 100 network
television commercials,

The products featured In the promo-
tion include spaghettl with tomato
sauce, spaghett! with meatballs, Italian
style spaghettl, spaghettli and ground

beef, macaroni with cheese sauce, and

elbow macaronl with ground beef.
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automatic check weigher and sorter

f

" BAG CHECKWEIGHING

PROTECTS AGAINST SHORT WEIGHTS '
REDUCES EXCESSIVE OVERWEIGHTS :

A necessity for all “Flexible Package” Lines. ¢
Advanced optical development,
provides for weighing and classify-
ing of packages accurately and
economically.

All components are dust tight
transistorized type resulting in
interchangability and simplified
service and maintenance.

g o F S SR
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The initial, low cost investment in
an ASEECO CHECK WEIGHER is

returned in full in a few months.

1 — Infeed Conveyor (by customer).
2 — Weigh Section (gravity discs or plate).

3 — Range Setting Dials.

4 — Over, Under and Total Counters.
5 — "QOver," “Under" and “'On' Indicating Lights.
6 — Photo Electric Heads.

particular problem.

Why Not Write Today for information on your

'3 ASEECO engineers with many years of experi-
] ence in weighing and checkweighing are ready
to analyze your requirements and data and offer
o suggestions without any obligation.

: Equipment
Engineering

1830 W. OLYMPIC BOULEVARD bu 5.8081

LOS ANGELES 6, CALIFORNIA

OcToBER, 1964
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Trouble in the Hen House

The egg industry is going through
revolution that is about 1o hit its peak.
The “ickyard chickens are going out..
Growing numbers of etficient, auto-
mated egg factories are coming in.
Some units will produce more than a
million eggs each day, most tied di-
rectly to marketing outlets by contract
or direct ownership. The results include
lower unit costs, belter eggs, and trou-
ble for the small producer.

Y. 8. Department of Agriculture
warns of overproduction. Prices have
been down, and will probably drop
further during the next five years as
more big units open. So far, small pro-
ducers have cushloned the price drop
by switching from eggs to other crops.
Now they are about gone.

Further steep price declines will hurt
egg producers with big investments,
say USDA men. That may bring
screams from producers and financlal
backers; big units cost $5 or more per
hen in investment or a half milllon
dollars for 100,000 hen outfit. Others
are less worrled. They see fewer swings
in prices, quality, and more efficient
marketing.

All agree that egg consumption de-
clines ns fewer people eat big break-
faats. Americans will eat less than 316
eggs each in 1064, compared with 378
only ten years ago.

Market Movement

More layers produced more eggs than
a year ago, July production was 5,350
million eggs in 1964, compared with
5,258 million a year ago, and a five year
average of 5,055 million. The flock was
up from 284,892,000 to 287,403,000 birds.
Eggs per hundred layers increased from
1,846 to 1,862.

This helped keep the government in
the market purchasing whole egg sol-
ids for price support operatiuns at $1.05
per pound, track. As of mid-August
13,232,700 pounds had been purchased.

In the Chicago market current re-
ceipts of shell eggs during August rose
about a nickel to range 29 to 32.5 cents.
Frozen whole eggs and whites con-
tinued steady jo.a shade higher ranging
trom 24.5 10.26.5. cents for whole eggs

. (Contlnued l_n column 2)
The Wrehouue' Report for Eggs in

Cold Storage released by the USDA
for August 1' was as follows:

and 1.‘! b to H 5 cenlu for whites. Frozen
yolks quoted In New York and Phila-
delphia of 4 to ¥ color were in a range

of 51{ 794 per =ound. No. § color com-
manded .'e {. 'ur cents more but
were too few to report at month's close.
Color below 4 was discounted one to
five cents. Dried whole eggs strength-
ened two cents to range $1.05 to $1.12,
while dried yolk solids went up three
cents to stand at $1.06 to $1.12.

Egg solids production for the first six
months of 1864 was well ahead of a
year ago. Whites posted a gain of 54.2
per cent; yolks 36.3; whole eggs 23.5;
total gain 23.2 per cent.

July Liquid Egg Production

Production of liquid egg and liquid
egg products (ingredients added) dur-
ing July was 67,338,000 pounds, 12 per
cent larger than the July 1063 produc-
tion, according to the Crop Reporting
Board.

Liquid egg used for immediale con-
sumption totaled 5,582,000 pounds, up
14 per cent from July last year. Quan-
tities of liquid egg used for drying dur-
ing July 1864 totaled 24,302,000 pounds,
15 per cent more than the 21,134,000
pounds dried in July 1983. Liquid egg
frozen was 37,455,000 pounds, 9 per
cent more than in July 1083, Storage
holdings of frozen eggs at the end of
July were 113,808,000 pounds, 6 per
cent larger than a year earlier. Hold-
ings increased 8 million pounds during
July. The increase In holdings during
July last year was § million pounds.

Egg solids production during July
totaled 6,103,000 pounds compared with
5,751,000 pounds In July last year. This
was an increase of 8 per cent, Produc-
tion of whole egg solids was 3,157,000
pounds, compared with 2,402,000 pounds
in July last year, Albumen solids total-
ed 037,000 pounds, 17 per cent above the
802,000 pounds last July. Output of

yolk solids was 807,000 pounds, 36 per
cent less than the 1,416,000 pounds pro-
duced in July 1963. Production of other
solids was 1,102,000 pounds, 68 per cent
above the July 1963 output of 1,041,000
pounds.

Sales Training Articles

We are pleased to announce a new
and provocative series of Sales Train-
ing Articles by George N. Kahn, de-
signed to motivate and inspire sales-
men to do a better job in this highly’
critical area of our economy—namely,
salesmanship.

George N, Kahn is the president of
the George N. Kahn Company, head-
quartered in the Empire State Bullding
in New York.

This firm of markeling consultants
specializes in scientific market develop-
ment and operates its own nationwide
Auxiliary Seles Force.

A veteran with more than 25 years
of experience in marketing and selling,
Mr. Kahn is also an author and lecturer.
He has contributed articles to such
publications as “Harvard Business Re-
view,"” “Industrial Marketing,” “For-
tune” and “The New York Times,” em-
phasizing the need for new insights into
market development. He has served as
:l guest lecturer at Columbia Unlver-

ty.

Mr. Kahn recently authored the suc-
cessful series of articles in “Sales Man-
agement”"—"The 10 Biggest Mistakes
Salesmen Make"—which was acclaim-
ed for its excellence by sales and mar-
ket executives all over the world. The
“10 Mistakes” series is now avalilable
for group sales tralning in the form of
recordings, fllmstrips, meeting guides,
and lesson literature.

His new sales training series entitled
“Smooth Selling,"” will appear consecu-
tively in the Macaroni Journal, and
each article will handle one phase of
selling with a quiz at the end of each
article to assist the salesmen to do a
self-evaluating job each month. This
series will not only assist the salesmen,
but will guide management in our in-
dustry towards a better understanding
of the salesmen and the sales training
process. The first article of the series,
“The Salesman Is a V.IP." appears on
page 44.

Outmoded Sales Pitches

Despite the manufacturer's growing
sophistication in plant technology, au-
tomation and marketing, his sales rep-

‘ resentatlve is still making calls in much

August 1, 1864 August 1, 1983 .! Yr. Avg.
Shell Egg Cases 185,000 236,000 857,000
Fruzen Egg Whites Lbs. 24,158,000 22,629,000 30,286,000
Fivzen Egg Yolks Lbs 29,585,000 20,062,000 35,461,000
Frozen Whole Eggs Lbs. 58,055,000 53,587,000 58,123,000
Frozen Unclassified 2,010,000 2,496,000 5,746,000
Total Frozen Eggs 113,808,000 107,574,000 138,016,000

‘the. same manner he did 20 years ago,

Denald R. Keough, vice-president of

marketing, Duncan Foods Company,

(Continued on page 42)
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Outmoded Sales Pitches—
(Continued from page 40)

Houston, said at the Super Market In-
stitute convention, held in Chicago re-
cently.

Mr. Keough was highly critical of
snles practices in a talk entitled: “I
Was a Buyer for Super Market Insti-
tute.” The speech -described a week
spent by Mr, Keough as a buying
traince at a large chain,

As a result of his “retailing experi-
ence,” Mr, Keough concluded that “per-
haps many of us do not spend enough
time working on the fundamentals of
our business,” including proper product
presentutions to retailers. 1

Poor Selling

In his weelr as a retailer, Mr. Keough
sald he witnessed more than 50 sales
presentations. He cited a few instances
of poor selling, such as:

® A buyer who was told by a store
supervisor six price changes had been
put into effect by competition on a ma-
jor line he carried. When the buyer
called the manufacturer's representa-
tive he said he had forgotten to notify
him about the changes.

® A salesman who presented an ad
deal and wasn't sure of the size of the
mat which had to be used to qualify for
the ad allowance. -

® A salesman who came to write up
on order for special plcnic items and
had no idea how much the buyer had
purchased from him on the same item
the year before.

Mr. Keough saw 14 new items pre-
sented during his brief retail career,
and only six salesmen had filled out a
new item form as requested by the
chain.

Uninformed Agencies

He attacked dependence on ad agen-
cles and art directors who are not un-
usual but an “element they have learn-
ed to live with for far too many years.”

“Too many of the brochures were
prepared by marketing people who
really don't know what retailing Is all
ubout,” he added.

The markeling executive said he sat
in on a buying committee meeting
when only nine items were accepted of
45 new items presented and the buyers
were forced to wade through “over-
sized, unwieldy presentation booklets
full of four-color lithography, full of
puffery and lacking the facts and fig-
ures so essentinl to the proper assess-
went of a new ltem.”

Mr. Keough described “a great pre-
" sentation” which included all possible
information the buyer might need. He
quoled the buyer as saying: “This par-
ticvlar salesmon, and this part!gl[k\r

2 L

company, make it awfully easy for us
to buy their merchandise and to pro-
mote it."”

After his job ended, Mr, Keough talk-
ed with smaller retailers. For them, he
concluded, the same situation exlsts,

One roteiler said: "1 waste at least
50 per cent of my time dealing with
manufacturers’ representatives, time
that could be spent improving my
stores and benefiting the consumer.”

Improve Communications

Robert W. Mueller, publisher of Pro-
gressive Grocer told a general session
at the Super Market Institute's conven-
tion that better communications is a
necessity that is more attainable today
than ever before.

Bulletins

Communications in most firms de-
pends largely on bulletins, store super-
visors, and store meetings. The printed
bulletin, which comprises 66 per cent
of all communications is by far the
principal medium, he said. Supervisors
and meelings each comprise about 18
per cent of all communications.

Supermarkets, on the average, re-
celve 6,500 bulletins - every year, or
about 125 a week. Almost all the infor-
mation deals with merchandising. *Very
little, if any, deal with company goals,
policles, news, better methods, con-
gratulations, and activities of competi-
tors." AT

Bulletins carry 78 per cent of all In-
structions to stores, therefore, they
have an obligation to he readable and
to provide information quickly,

Bupervisor

Next to the bulletin, the most im-
portant means of communication is the
store supervisor in the chain and the
sales service man in voluntary and co-
operative groups,

The supervisor acls as liaison be-
tween the chaln headquarters and ‘e
stores he calls on weekly and the r.les
service man performs the same func-
tions for the wholesaler,

Not long ago, the store supervisor
was something of a combination police-
man-janitor. But the new concept of
the supervisor Is one of ohserver,
analyst, counsellor, and a transmitter
of information from headquarters to
the store and from the store to head-
quarters.

Headquarters placed greatest im-
portance on procedures, while store
managers were most vitally concerned
with profit and loss information.

“It is encouraging to see the definite
increase in the percentage of managers
now recelving profit and loss statements
lor the store and individual depart-
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ments, but surprising to see how few
are advised on the factors that influence
profit—namely sales, costs and margins
by items.

“This is an urgent communications
need, and 7ne that becomes more at-
tainable with the increased use of com-
puters,” Mr, Mueller said.

On Displays

Headquarters believes 72 per cent of
store managers are advised on special
display suggestions, while the man-
agers themselves say only about 35 per
cent are advised on this.

On the question of what kinds of
special display material should be used
the differences of opinion between
headquarters and stores heighten.

Over-wire materials which are rated
as most useful by stores are rated fourth
in importance by headquarters, The
latter rates window signs as most im-
portant while the store personnel place
such signs third in order of importance.
Display bins, ranked second with stores,
but only fifth with headquarters,

Meetings

The final medium for communica-
tions—the store meeting—was sald to
be the chlef means of reaching most
workers in a supermarket,

Almost three-quarters of all stores
hold such meetings on a regular basls,
The subject matter of meetings, in
order of importance, was found to be
promotions, customers, sales plans,
merchandising techniques, and new
items.

The suppliers’ representative plays a
key role in keeping retallers aware of
consumer advertising, allowances, test
market results, suggested retail price
and margins, reasons for handling, and
consumer inducements.

Chains can also communicate their
ideas of what is the best way to set up
a department by establishing model de-
partments in stores In each district.
This gives supervisors a working model
of the fdeal chain would like emulated
for its various depariments.

“English Not Spoken Here"

Peter J. Viviano, writing in the Del-
monico Foods house organ, warns mar-
ket researchers, advertising men, public
relations specialists, and business men
dealing with the public to watch their
Jargon. He notes a lot of it creeps into
the various messages we are trying to
get across to our customers. For most of
us, the basic story we have to convey
is simple: “We are a reliable company;
we make a good product; we sell it at
a reasonable price,” It's a story to be
told with force and imagination, not
drowned in  words and symbols that
have no meaning for consumers. i
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GOOD friend of ~vine once asked
me to talk to his son about a
career,

The young man was in his sopho-
more year of college and was still un-
decided about his future. His father
was a successful stock-broker.

‘I've thought about business but I
don't know which end of it to go into,"
the lad sald.

“What about sales? I asked.

“There's no prestige in selling,” he
replied.

1 disabused him of this idea in a
hurry but that's not the point. What
really shook me up was the fact that
this 19 year old youth was simply par-
roting what he had heard from class-
mates and others equally uninformed.

Who Is to Blame?

There is a foolish jdea in some aca-
demic and business circles that selling
Is not dignified; that it is not socially
acceptable. For this attitude we shower
blame on the colleges, the professors,
campus recrulters, career counselors
ond anyone else within range. Rarely
does anyone put the blame where it
really belongs—on the salesman him-
self.

Selling will never achleve its right-
ful status in the business world until
salesmen start thinking of themselves
0s Very Important People.

Books for salesmen run on at length
about the imporiance of selling to our
economy. This is hardly a breathtaking
observation. A 12 year old boy could
figure that nut.

What these books should stress is the
need for the salesman to recognize his
own worth and act accordingly. His im-
oge in the public's mind will improve
only when he starts giving himself a
higher rating.

No salesman worthy of the name
should ever consider himself inferior to
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THE SALESMAN IS A V.L.P.

This is No. 1 of 12 sales training articles.

anyone In or out of the business com-
munity, Is there someone more impor-
tant In the corporation than the sales-
man? You can answer that one for
yourself,

Raie Yourself High

The salesman should hold his head
high and think of himself as a V.IP,
on or off the job. You can't convince
prospects of the value of your product
or your company unless you can first
convince them of your own value. This
is not only a rule of salesmanship, but
of life. Charles Schwab, the rich and
dynamlc steel salesman, once re-
marked:

“We are all salesmen, every day of
our lives. We are selling our ideas, our
plans, our enthuslasm to those with
whom we come in contact.”

The salesman who speaks apologeti-
cally of his vocation or derides his col-
leagues is simply cutting his own
throat. When the salesman gloats of
“pulling a fast deal" or “giving the
shaft” to competitors, he is doing great
harm to himself and his profession. In
short, If you talk and act like a side-
walk pitchman, that's the way you'll be
treated.

Management is much quicker to rec-
ognize the salesman's importance than
he is himself,

Businessmen know that creation of
demand is a vital factor in their profit
and loss statements, These days all top
executives and even technical person-
nel are sales oriented. Engineers must
think like salesmen to design products
that appeal to consumers., Companies
spend thousands of dollars on styling
packaging for maximum sales draw.
Even the production department must
gear its effort to a sales campaign,
Other depariments are gulded by the
final and most Important function of
all—selling the product.

In the words of that master salesman,
Arthur H. “Red” Motley: “Nothing
happens until somebody sells some-
thing.”

e ?

Balesmen Are First Class Citizens

The salesman is not the stepchild in
the business family. He is the key per-
son without whom there would not be
any business, He has every right to
step forth in the world and hold his
head high. He is equal to any man and
above most in the business world.

Ii's too bad that many salesmen seem
to apologize for being alive. They be-
have like second class citizens and too
often thal's the kind of reception they
get in a prospect's office,

I remember running into an old
friend, Jack Creswell, whom I hadn't
seen in years, After our greetings, 1
asked him what he was dolng, Jack
smiled deprecatingly and saild he was
“on the road” for a flooring company,
adding: "Of course, this is just until 1
can find something better,”

He made his job sound as if he were
washing dishes in a cheap hash house,
His attitude toward selling was be-
littling and defensive.

“Jack,” I said, “there is probably
nothing wrong with the job except
yourself. Before you move to what you
think are greener pastures, why not
give this job your very best. If you
think of yourself as a failure in selling,
you'll wind up one. But if you see this
as an opportunity to push ahead to
success, your future is assured.”

I think the advice took, because Jack
stayed In selling with the flooring com-
pany and became a top producer with
a loyal following of customers. He could
have had the sales manager's job but
preferred to remain In selling,

Years later he told me: "You hit
preity hard that day, George, but you
opened my eyes to what I was and what
I could become.”

Fo Room For Amateurs

In today's hotly competitive market
there Is no room for amateurs and
dabblers in selling. If sales for you is
merely a stopgap job ar stepping slone
to something else, get out now. But for

(Continued on poge 46)
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Salesman Is a V.L.P.
(Continued from page 44)

those of you who really want to make
selling a career, there is a rich reward
awaiting you if you are willing to work
for it.

I want to present a realistic picture
of selling. It has its problems, heart-
aches and frustrations, It's a lonely job.
But these very factors are what sepa-
rate the men from the boys In this
profession, Those who survive are "A
Number One" men by any standards.

Even at the start there are definite
advantages to a sales career. Here are
some of them:

Advantages Listed

1. Even though the salesman Is work-
ing for someone else, he is his own
boss. He accepls responsibility, makes
decisions, sets his own pace and can
determine his earnings.

2. The experienced salesman can al-
ways find employment.

3. Earnings average higher for sales-
men than for other business employees.
This is true whether the salesman works
on salary, commission or both. Numer-
ous surveys back this up.

4. There is plenty of opportunity for
advancement. The salesman can move
up within the sales organization or in
management. Companies express their
appreclation to good producers by glv-
ing them substantial salary increases.

6. The salesman leads a stimulating
life. While others are desk-bound, he
travels to new places and meets new
people. He has a chance to expand his
interests and be creative.

6. The salesman enjoys the satisfac-
tion which comes with achievement.

Problems Acknowledged

On the minus side, the salesman
spends a great deal of time away from
his family, his earnings vary (from a
median figure to five and six figures for
top notch men), and the demands on his
time and enterprise are greater than in
other flelds. But these factors are out-
weighed by the good things about sell-
ing. Millions of people are embedded
in dull, prosaic jobs that afford them
little or no excitement, drama or chal-
lenge. The salesman can look forward
to steady growth and can enjoy a stim-
ulating, lively life on the way. His fu-
ture is limited only by the strength of
his desire to succeed.

The head of a California electronics
firm, which has had a spectacular post-
war rise, sald {o me:

“We have brilliant engineers and
physicists here who have contributed
much to the success of our firm. But it
is the salesmen who are most responsi-

g

ble for our position today. I take my
hat off to them, These men went out
with a new product by a new firm and
literally created a market for it. They
were inspired pioneers, all of them.”

Frontlers of Selling

The trouble with many uninspired
salesmen is that they don't understand
the dynamics involved In selling. They
are really clerks at heart whose hori-
zons are limited, They take the path of
least resistance and never think of sell-
ing as an adventure and as a test of
one's true abilities. They could move
mountains, but they go around them in-
stead, They play it safe and in time
level off as mediocrities.

Charles Kettering, the automolive
genius, sald: “There will always be a
frontler where there is an open mind
and a willing hand.”

This is certainly true of selling.
There are still many frontiers to cross.
The earnest, imaginative salesman can
write his own ticket to wherever he
wants to go. With faith in himself, drive
and the right tools, he can make big
money and climb high in his firm.

But he must feel and act important
to accomplish this goal, He must think
of himself as one of the world's key
people—a man who rates high in the
scheme of things.

Much of the success of the New York
Yankees can be attributed to the fact
that the players act like champions.
Rival clubs are awed to the point of
defeat merely by seeing them in uni-
form. When a Yankee steps up to the
plate, he is a study In ease and confi-
dence. This comes with success. Even
with its great stars, Mickey Mantle and
Roger Maris, on the sidelines for much
of the season, the Yankees still were
able to almost equal their own record
for winning the pennant in 1863. They
copped the flag on September 13 as
compared to their record of September
4 in the 1040's.

But the Los Angeles Dodgers weren't
overawed by the Yankees In the World
Series. The Dodgers acted like cham-
pions themselves and went on to sweep
the Serles in four straight games. The
prevailing Dodger attitude might well
have been, “We're V.LP.'s ourselves so
let's play like that.”

Act Like a V.LP,

Do you stride boldly into a prospect’s
office, or do you sidle in, glancing back
at the door as’if f{oywere an escape

hatch? Do you apologiZe Yor, taking up

a buyer's time? Do you feel like an
intruder in his office? & ¢

It the answers are “yes,” you are
letting yourself, your family and your
company down. To be a V.L.P, you must
act like one. That's the only way to

."% X “ S

command respect and so sell merchan-
dise, Only then will you earn what you
now dreami of earning.

Many salesmen and executives are
striving to make selling a true profes-
sion, Salesmen's organizations, training
programs, college courses in sales, codes
of ethics—all of these are helping you
to reach the goal of professionalism.
But the main thrust must come from
you, the salesman, When you conduct
yourself like a successful professional
man, you'll be treated like one. Think
of selling as n career, a stalus career,
not just a job,

The head of the sales training pro-
gram of a big paper manufacturer once
said to me:

“About the fifth day of the program
my instructors can usually spot those
who will be top salesmen. There's
something about their attitude, the
way they handle themselves. They act
like they are proud to be here. It's al-
most like gelting a successful salesman
ready made."

That man put his finger right on the
heart of the matler. Pride. Are you
proud to be a salesman? If not, some-
thing is wrong. If you're not proud of
your work, chances are you are not
acting like a Very Important Person.

Test Yourself

Here is a little Periodic Attitude Test
to enable you to find out what your
feellngs are toward your selling job.
If you can answer “yes” to at least
seven of ten quesiions, you are prob-
ably headed for success. If you score
below seven, it's time to take self-
inventory.

YES NO

1. Do I think of my job as a
real opportunity?

2. Do I discuss my work
with my wife very often? __ __

3. Would I tell a stranger

on a plane my occupation? . __
. Am I happy In selling? .
5. Would I want my son to

be a salesman? ™ et

8. Do I try to improve my
earning power by study-
ing salesmanship, attend-
ing meetings, etc.?

7. Do 1 let prospects do most
of the talking?

8. Do I avold telling jokes
which put salesmen in an
unflattering light? e (Tl

9. Do 1 see myself as play-
ing an important part in
the economy? e

10. Will I work just as hard
‘whether I am paid by
salary or commission? o

b

{Copyright 1084—George N, Kahn) .
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REPRINTS FOR
YOUR SALESMEN

Many sales and management
executives are ordering reprints
of this series of articles for dis-
tribution to their salesmen. These
will be attractively reproduced
in a 4 page format, three hole
punched to fit a standard (8%4 x
11) binder—each reprint will in-
clude the self-evaluation quiz,

When ordering reprints of the
various articles of this serles, ad-
dress orders to the George N.
Kahn Company, Marketing Con-
sultants, Sales Training Division
—=Service Department, Empire
State Building, New York, N.Y.
10001.

Prices are:

1-0 coples (of ea. art.)  50¢ ea.
10-49 copies (of ea. art) 37Va¢ ea.
50-99 copies (of ea. arl.) 30¢ ea.
100 or more (of ea. art) 25¢ en.

You may pre-order the entire
serles, or if you wish, Individual
articles. Each article in the series
is numbered. Please specify your
wishes by number.

No. 1 The Salesman s a V.LP.

o i b il R A

No. 3 Get Acquainted With Your
Company

No. 4 You're On Stage

No. 5 You Cant Fire Without
Ammunition

No. 6 You Are a Goodwill Sales-
man, Too

No. 7 Closing the Sale

No. 8 How to Set Up an Inter-
view

No. 8 Resting Between HRounds

No. 10 The Competition

No, 11 Taking « Risk

No. 12 Playing The Bhort Game

When ordering, please mention
the name of this publication.

No. 2 Are You a Salesman?

Lawry’s Sells Sauce

Lawry's Foods of Los Angeles con-
tinues their advertising series in Mec-
Call's with the theme “What Kind of a
Woman Are You, Anyway?"

Colorful and catchy, copy for the
October ad reads: “All for the new
‘pop decorating’? Say, using Chinese
newspapers for wallpaper? Go on color
kicks? Like, only orange for months?
Well, you're as modern as 1970, So's
this: A classic pasia sauce straight
from the hills of Italy, full of spices,
herbs, tiny black imported mushrooms,

cheeses. To which you add the toma-
toes; then—chopped chicken livers or
anchovy fillets or salami or wine or
almost anything you're in the mood for;
simmer; and serve over, maybe, green
noodles. It saves you money: enough to
paint everything you own purple next
month, It's Lawry's Spaghetti Sauce
Mix, the latest art form in cooking.
And it's you all over.”

Previous ads asking the question
“What kind of a woman are you, any-
way?" found answers from the adven-
turous who would improvise with the
spaghetti sauce mix, or the traditional-
ist — who makes spaghettl sauce the
greal classic way.

Backing up their national advertis-
ing is a hard-selling point -of-sale piece
which shows a kettle with the packet
of sauce mix and a can of tomatoes,
captioned: *“Just Mix, Simmer, and
Serve With Pride.” The final phrase is
under a platter of bright, steaming spa-
ghettl, This display-shipper carries 12
two-dozen cartons, which moves out
almost as fast as it Alls, says the com-
pany—*“That's why we love it . .. and
call it Mama Mia."

Promotional alowances are provided
in their overall merchandising program
along with mats and reproduction
proofs for tie-in ndvertising.

PICK A WINNER

in November

Dr. Dichter Dwells on Dilemmas
of Consumer Motivations—or did
you know that cooking spaghetti

causes ego satisfaction? =

Read the MACARONI JOURNA
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JACOBS-WINSTON
LABORATORIES, Inc.

Consulting and Analytical Chemists, specializing
in all matters involving the examination, produc-
tion and labeling of Macaroni, Noodle and Egg

1—Vitamins oand Minerals Enrichment Assoys.

2—Egg Solids and Color Score in Eggs, Yolks and
Egg Nood

3—Semolina and Flour Analysis.

4—Rodent and Insect Infestation Investigations.
Microscopic Analyses.

5—SANITARY PLANT INSPECTIONS AND
WRITTEN REPORTS.

James J. Winston, Director
156 Chambers Street
New York 7, N.Y.
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IOVANNI Coppa-Zuccari, reporier

from Rome, has filed this account
of highlights at the IPACK-IMA Inter-
national Exhibition of packaging, ma-
terials handling, and macaroni manu-
facturing machines. The exhibit was
held at Milan from the fourth to the
eleventh of June, and covered a third
more area than in 1062. Five hundred
seventy-clght exhibitors displayed their
wares,

Not since 1953, when the first vacuum
coniinuous presses were displayed at
the Milan Fair, has there been such a
wide range of new equipment shown
for the macaroni industry. One con-
tributor to the enlarged display was an
organization called AMEIA, of Milan,
acting as coordinator of sales and serv-
ices for such important machine mak-
ers as Essonica, Garbuio, Manfredi, and
Agma-Fawema.

High Frequency

Essonica, of Rome, displayed a high
frequency generator for macaroni prod-
ucts and new multi-screw continuous
presses, The press has eliminated the
tube needed for distributing the mix on
rectangular dies, since there are a num-
ber of vertical screws each of which
feeds an underlying part of the dle,
This offers the advantages of uniform-
ity in the discharge of dough, with less
waste being returned to the mixer, The
dough is better handled, obtaining im-
proved color and quality. Stick spread-
ing is improved with belter output.
Several presses of this type are already
operating successfully in Italy.

Garbulo

Garbuio, of Treviso, presented a new
conlinuous automatic line for long and
short goods equipped with high fre-
quency generators. Model EXIL/HF has
appreciably reduced drying time with
the use of high frequency. It offers the
possibility of stopping production at
uny time without the need of emptying

TECHNOLOGICAL

Essonica’s High Frequency Generators
'{.

the dryer while a cycle continues. This
greatly facilitates week-end shutdowns.
Cumbersome and expensive stick silos
are no longer needed. All movements
are mechanically synchronized by a
group of controls that also regulaie the
spreader. This model has several sepa-
rate zones, each of which can be con-
trolled. This makes it possible to dry
products of any size.

The drying line for nested products
utilizing high frequency generators has
reduced drying times from 12 to 13
hours down to five and a half to six
hours. This reduction in time has re-
sulted in considerable shortening of the
entire line.

Another model is for a new line of
short goods, also using high frequency
drying. This has the advantages of com-
pactness and beiter handling of the
product by eliminating Intermediate
conveyors and elevators.

Manfredi Packaging

Manfredi, of Bologna, offered a pack-
aging unit for both short and long
goods, convenient for both small and
large producers. Machine height is such
that it can be installed even in low-
ceiling rooms, coupled with exiating
welghing machines. Changling slzes is
simply done by expanding or contract-
ing th: metallic plate fastened to the
machire by two wing nuts. Movement
of the Mm is independent of sealing
jaws and is vbiained through large-area
gripping devices, a feature that permits
the use of light films. Bag size will
range from 50 to 500 mm. Machine pro-
duction Is forty packages per minute.

Manfredi also produces automatic
weighing units, semi-automatic ma-
chines for gluing case ends, and models
for closing small bags made of film.

German Line

Agma-Fawema, of Runderoth, Ger-
many, displayed for the first time in
Italy. It produces packaging machines

IMPROVEMENTS
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for products in small bags of film or
paper. Their line consists of three dis-
tinct machines, which can be used indi-
vidually or in unison. The bag feeding
and fllling machine takes small bags
from a receiver, opens them below the
hopper into which the product is dis-
charged by a weighing machine or dos-
ing apparatus. The filled container is
taken to a second machine that settles
the product by a vibrator and gives the
paper bags (to be glued) a bellows-like
shape, or pre-closes the cellophane con-
tainers that are to be sealed. The bags
then pass through a machine that trims
the edges, folds twice, and glues them
or heat-seals them.

AMEIA displayed Gunson's Sortex
electronic sorting machines, which re-
ject units that are characterized by an
abnormal color. This equipment is al-
ready being utilized by some French
millers for eliminating foreign seeds in
their wheat mix, and Italian industrial-
ists are taking the example from them.

Bralbanti

At the IPACK-IMA Exhibition, Brai-
banti's “Cobra” was displayed. This
high output equipment has double dies
for the production of short goods, for
which changing Is automatic. With a
diameter of 400 mm., the hourly output
runs from 1000 to 1200 kilograms. In
producing long goods, production Is
obviously lower, but compression is in-
sured for an almost identical extrusion
rate in all holes of the die, reducing to
a minimum discards to be returned to
the mixers. In this version, die chang-
ing is semi-automatic.

At a meeting of macaronl manufac-
turers at the conclusion of the Exhibi-
tion, Dr. Giuseppe Braibantl drew ot-
tention to problems of automation. He
observed the tendency that automation
leads to the adoption of increased ca-
pacity, due to the fact that the prosper-
ity of the firm depends on control of

Garbuio’s Drying Line for Nested Producis .
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Manfredi's vertical packoging machine.

manufacturing zusts. To remain com-
petitive, the firm must have modern
cquipment and organization. He noled
that in those countries where plants
have been enlarged and modernized,
they have n sonipetitive advantage. He
also noted e lack of technicians, who
must keep :uls kighly automatic equip-
ment in gocd opasating condition.
Die Changer

The Grondona Company, of Genoa-
Pontedecimo, has patented an entirely
automatic die-changing system. The
system provides for the placement of a
new die on a speclal attachment, The
press is stopped by means of a push-
button. Extraction of the die and sim-
ultancous Introduction of the new die
takes only a minute or two of time. In-
sertion of the new die is sufficient to act
on the pushbulton, and the machine Is
started with the usual switch. Consid-
erable time is saved in this manner.

Grondona also exhibited a new vac-
uum system in presses. The extraction
of air from the mix usually takes place
in the second mixer (sometimes in the
first) that receives at the same time
flour and air so that the suction is ef-
fected in the chamber where air is in-
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troduced continually. Under the Gron-
dona system, the mixer receives only
flour, as air is extracted before the ad-
mission. This is accomplished with «
perfectly tight valve applied to the first
mixer that receives flour and air, but
from which only flour goes into the
second mixer because the valve com-
prises a decompression chamber from
which air is drawn. Experimental tests
have been highly satisfactory, with
manufacturers noting an appreciable
improvement in quality of the product.

Pavan Packaging

Paven, of Galliera Veneta, Padova,
displayed modern weighing and pack-
aging machines for long and short
goods in packages of variable content
and volume exactly proportionaie to
weight. In an automatic weighing ma-
chine for short cuts, weights are ndjusi-
able between five and twenty-five kilo-
grams, The equipment can be connect-
ed directly with dryers or storage bins
for dry goods. The equipment has high-
speed output up to two cycles per min-
ute. Other Pavan exhibits included
continuous automatic presses and dry-
ers, provided with fully automatic con-
trols and adjusting devices.

Vibrator

The new Navco HCP line of heavy-
duty air vibrators for unloading cov-
ered railroad hopper cars and bulk
truck trailers has just been announced
by National Air Vibrator Company,
Houston, Texas.

The Navco HCP line is designed with
an exceplionally long piston stroke for
maximum amplitude and thrust, and
the piston is the only moving part.
Units have stainless sleel mounting
head for long life—use no body assem-
bly volts to wear out or fatigue. Ex-
clusive “free ride"” design gives con-
tinual effective action in contrast o
conventional vibrators that tend to jam
in ths mounting bracket, cutting vi-
brator action.

According to the manufacturer, Nov-
co long stroke units cut unloading time
on covered hopper cars, eliminate
“olean-out” of cars after emptying, and
free unloading personnel for other
work. The manufacturer also stales
that they are being used successfully
on bulk trailers carrying potash, ce-
ment, and similar materials.

Two models are available. The 3 in.
piston size weighs 68 1bs. and the 4 in.
piston heavy duty size welghs 115 lbs.;
recommended air pressure of both units
is 40-60 P.S.L

Alr vibrater for unloading covered hopper
cars Is illustrated at the right.

)

New Type Blender

The Young Machinery Company, de-
signers and builders of dry materials
blenders and pneumatic systems, has
been licensed by E. I. Du Pont de
Nemours & Co. to manufacture and
market a new lype blender developed
by Du Ponl. A pneumatic blender, it
uses the gravity flow of malerials rather
than mechanical means o obiain inti-
mate mixing or blending of dry ma-
terials,

The pneumatic blender consisls of a
main blending chamber—which may be
the actual storage bin for the material,
a collecting chamber beneath the
blender, a series of downspouts which
simultancously remove the material
from various levels of the bin, a con-
veying means to move the material
from the collecting chamber back into
the top of the blender plus mechanisms
for loading and discharging the blender.
The following advantages are cited:

1. Blendur efficiency is high, regard-
less of the size of the batch, which is
nol a limiting factor. Commercial units
os large as 5,000 cubic feet are being
operated to blend a full hopper carluad
of material at a time.

2. Cost for the equipment is less than
any other blender of equal capacity.
This is so because there are no me-
chanical mixers or agitators required.
When pneumatie conveying equipment
is used to transfer the material to and
from the blender, this same equipment
may be used for recycling the material
as it is being blended.

3. The capacity of the blender is
directly related to the capacity of the
conveying system. Loading time, blend-
ing time and unloading time may be
varied to meet operating requirements.

4, Particle size segregation is elimi-
nated since material is withdrawn from
all parts of the blending chamber sim-
ultancously. Conversely, the blender is
well suited for blending materials hav-
ing n large range of particle size dis-
tribution.

(Continued on page 52)
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FULLY AUTOMATIC LINES FOR

LARGE PRODUCTION OF

LONG MACARONI

 Braibanti

DOTT. INGG. M., G. BRAIBANTI a C. S.p.A.- MILANO - LARGO TOSCANINI, 1- TEL. 792393 - 78003

SHORT MACARONI v |
COILED MACARONI S LRI LA 15 PN MAGAON FAGTOME :_}
SPECIAL SHAPES NEW YORK 17, NEW YORK (TEL, MU 2.6407




... a sales stimulato: from General Mills
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AWEET-S80UR HAMBURGER SKILLET

Soam [ 4 l Ib. ground beat 4 1ip. peppel
cup hinely chopped anion b cup walet
chclll.io ol 1 cup ctubi sauce
| lsp garbc salt 1% cupt uncooked noodles
W hp, sall 1 lusp sugar

Saulé bes! and on o i wmall amount of hot o LNt Droaned

™ Spnnkle with §8asg wngs. ste 1n water and -5 cup of chiv Sauce

Cover; HMMes oves low heal JU aun Maanatse couk rowiles #%

W1 dwecied on phy Oraen, nnse sth Dol maler Str noodied into meat
- musture; blend In remarng '3 cup Chek sauce and fugal Heal

tough 4 servings

TOMATO SAUCE FOR MACARONI OR SPAGHETTI
2 mad omons. dhoed I tsp. ground dry basd o desred
| tlove garc, minced W 1ap. suger
2 1bap. vedrlable i
lean(l o 4 o) lomalo S lsp

U

opet
can (6 or ) lematg paste hot drained boded spagheth of
thsp. chik sauce macsiomn (7 o Bog pag)

Brown omnoan and garkc in od o sbliel Add rest of ingredianis escept

spagheil uncovered 30 man slening requently Sefvd orer

spaghett: Bprnkie min gialed cheese, f desred 4 seiwn b

Note: It a meal sauce n desred, Diown v b ground Desl win tha
oman

SEAFOOD SAUCK FOR NOODLES

4 cUp butier (1 marganne 2 wgc joins baaten
14 cup four 1tsD aharry Havonag o
iy 1sp. Balt lemon juk e
4 ep. priper 2 tups cuuhed sealood in large
¢ cupymik rcey
1 pva (7 or B 07 ) coceed noxl'es

Ml butter over loa neal Blend n Yur
ning Canalantly wnld Ahaluie
Prpn Leimmdn Bend To g bod s

ray Cook over iow

4 ol atile gauc= nluedy Dt mirlute back
ko g e bause Just Deture verong alr o0 Naead ng and
weafood. Pour et Lot coured Raakat Garmvsk st puw:‘ and

pmanio snps.

IMPRINTING SPACE FOR

YOUR BRAND NAME

Facoan rum e el o 8 tcaen

“OH, GOOD...SAUCE RECIPES! I'LL GET SOME MACARONI"

Here's a sure-fire sales stimulatar: Colorful tear-off recipe 50 sheets to a pad. Punched for hanging. Only 12¢ per
pad. Eight recipes from the Betty Crocker kitchens. Quick  pad, f.0.b. Minneapolis (less than Y4¢ per sheet).

and easy sauces for macaroni, spaghetti and nnodlas.,‘.‘,_.lmprlnted with your brand name and company address,
Displayed at point of purchase, these recipes will give Mrs. free of charge, in quantities of 200 pads or more.
Homemaker ideas for imme8fate use of your products. To order your pads of sauce recipes, see your General
A proven sales stimulator from General Mills. There are  Mills Durum representative or write:

DURUM SALES

Minneapolls, Minn, 55460 goyiammius




