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BUILD YOUR
PRODUCTION

RESULTS
with DEMACO

To meet your requirements DEMACO offers
you the widest possible production ranges
for long goods, continuous lines and

short cut continuous lines.

Before buying investigate the many features
and advantag:s of the DEMACO lines.

Remember, wiiatever your needs, DEMACO
helps you to operate faster and with greater profits.

If you have a production problem, we
have the solution.

Call or write for details

E FRANCISCI MACHINE CORPORATION

45.45 Metropolitan Ave., Brooklyn, N.Y. 11237, US A * Cable DEMACCMAC * Phone 212-186-9880
Western Rep.: HOSKINS CO. P.O. Box 112, Libertywilie. 1llinois, US A ® Phone 312.362-1031
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Skinner Re-Elocted

Lloyd E. Skinner, President of Skin-
ner Macaroni Company, was reelected
a director of the National Small Busi-
ness Association at its annual meeting
in Washington, D.C.

Mr. Skinner, who is also a member
of the NSBA Executive Commitiee, has
been a member of the NSBA board
since 1932, was Vice President in 196]
and 1962, NSBA President from 1963
to 1988, and Chairman of the Board
from 1966 through 1988,

Niskey Named ot Sen Giergio
Charles F. Niskey has been named
Plant Manager of San Giorgio Maca-
roni, Inc, Lebanon, Pa, it was an-
nounced by Raymond J. Guerris, Vice
President and General Manager.

Mr. Niskey has been Assistant to the
Plant Manager at San Glorgio since
May 1968.

Before joining the Hershey organi-
zation in November 1967, Mr. Niskey
was a Division Sales Manager for Crow-
ley's Milk Co. in Binghamton, New
York. He also had filled the position of
Branch Manager of the Dairymen's
League Co-op Association, Inc., milk
and lce cream operation in Binghamton,
New York, and was Manager of the
Pennbrook Ice Cream Co., Philadelphia,
Pa.
Bom in Berwyn, Pa, Mr. Niskey
carned the bachelor of science degree
in Dairy Manufacturing from Pennsyl-
vania State University. He is married
to the former Penny Richards of
Wynnewood, Pa. They have three
daughters and a son and reside in Her-
shey, Pa.

More Area for Plant

Construction Is under way on a 33,-
000-square-foot addition to the Ameri-
can Beauly Macaroni company plant at
501 Funston Road in Kansas City,
Kansas. This is the second addition to
the original building and is at the south
end of the existing structure at Dodge
and Stanley roads.

The brick addition is primarily ware-
house space and contains the relocated
and enlarged dock areu for 10 trucks.
The former dock avea has been remod-
cled into warehouse space.

Construction consists of bearing brick
walls with concrete block backup. The
roof structure is precast concrete col-
umns and precast, prestressed concrete
rool beams and deck. Estrin Construc-
tion company is general contractor.

The wedge-shaped building was de-
signed by Manuel Morris, architect, and

Lspd L. Shimmer

completes construction on the com-
pany's property in the Fairfax district.
The addition was designed to blend
with the brick exterior of the existing
building.

Golden Grain Will Appesl

A Federal Trade Commission exami-
ner's order requiring Golden Grain
Macaroni Company to divest itself of
holdings in Major Italian Foods Com-
pany of Sealtle will be appealed by the
firm's a'torneys.

The «rder would also forbid Golden
Grain firom acquiring any other manu-
facturer of macaroni or related products
for ten ysars without FTC approval.

The wacquisition of 51 percent of
Major Italian Foodz violated Section 7
of the Clayton Act, according to John
B. Poindexter, the hearing examiner.

Golden Grain maintains there is am-
ple competition in all areas where its
products are marketed. The FTC, said
a company spokesman, has narrowed
down the market size to essentially
Oregon and Washington in spite of the
fact that macaroni companies sell their
products over larger geographical areas.

Conl-it Salads

Jenny Lee, Inc. of St. Paul, Minne-
sota, will run a ten-week summer salad
campaign, featuring new recipes in-
volving the use of macaroni. They are
offering consumers a f[ree, 24-page
recipe book called “Cool-It Szlads.” The
consumer writes to the company to get
the booklet.

The promotion s being supported by
newspaper ads and radio spots. It iz
running in Minnesota, the Dakotas and
Wisconsin.

Regu Venetien Sweepetah s

Ragu Spaghetti Sauce will be pro
meted by Ragu Packing Compa: ¢ of
Rochester, New York, July 8 th: uph
August 28 with an advertising am.
paign and a Venetian Carnival sv cep-
stakes. The theme of the campaiin is
“Barbecue WIith" Ragu Spaghettj
Sauce.

The promotion will be supported by
ads in regional editions of the Augus
Family Circle and Woman's Day maga-
zines, in ads in major newspapers eant
of the Mississippi and in the Bunday
magazine or Parade sections of major
Eastern papers.

Ads will carry entry blanks for the
contest. First prize in the sweepstakes
is an all-expense paid trip for two to
Venice.

Gl Jos Loves Meacaroni
And Choese

An Associated Press release tells
about Tom Van Putizu of Caledonia
Michigan, who was captured by the
Viet Cong on the last day of his Viet-
nam tour of duty. During his fourteen
months as a prisoner he was promoted
bty the Army, and writlen off by his
girl friend in a Dear John letter.

On his return home he was given a
hero's welcome, a resolution of praise
from the Michigan legislature, many
gifts including a new car and a year's
supply of his favorite food, macaroni
and cheear. All is well that ends well

Peckeging Thet Dossn’t Scll

John Phillips, President, R. J. Rtey-
nulds Foods, In~, made thia observ:tion
before the Annual National Pack: :ing
Conferente v{ the American Mar g¢
ment Assocation:

“l feel that people involved ':ith
packaging can occasionally becom
imbued with modern art, ultra sop! sti-
cation, ‘in' theories, psychology, r oti-
vational research, that they crea: 8
concept that is cute and captivati §—
but it doesn’t sell.

“There are millions and millior:: of
consumers who think an undergn ind
movie is something you can see 0 2
subway—who believe Simon and Gar-
funkle is a famous law firm—who think
a bouffant is a pixce of French pastry—
and who sympathire with a man who
says he just got Potnoy’s Complainl
because they think it's a rare discase.

“These people are not simple—they
are simply people—and they are our
customers—so why not please them
with packaging that immediately tells
them exactly what is inside the package
and who makes it."”

THE MACARONI JOURNAL

BELT CONVEYORS

ASEECU

CONVE YING SYSTEMS

A complete line of standard belt conveyors with modern,
streamlined {rames — sanitary construction and “quick con-
nect sections”— Special features are offered such as: Lorig
sell-aligning drive pulleys—Powered rotary dofers for wip-
ing belts on reingm side—Dust tight enclosures —Flat-wire

and mesh-wire steel belts. Write

| ST N ; 2l B
ABEECO 7MULK AND SURGE ST

for Bulletin CC-20.

bty &£ B x &
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ORAGE SYSTEMS

AUTOMATIC BELY STORAGE STAVIONERY BIN STORAGE

Snac

For ‘Non-Free Flow- For ‘Free-Flowis?
ing’ Malerialssuchas: Materials with asi(#

frozen [oods, stringy- sysiems, ]lt!l..llll‘ﬂ
wel-slicky and other and controlz. Capaci-
*bridgy’ items. Capac- ties up so 121,20 lbs.
ities up to 70,000 lbs. Bullet:r. .. 28-10.
Bulletin " iC-10.

k foods, cookies, matic'inand oul’ fecu

Foe}

ELECTRIC PANELS AND CONTROLS
The Key to Practical Automation is in the design and application of electrical

tomponenty such as, photo controls, sonar
engineers incorporate proven concepls wi
rot require extracrdinary attention.

bnﬁs()ﬂ-nd:!-m-lhn--lmuh-uqﬂc-w—h-imﬂmﬂ- s
1830 W. OLYMPSIC BOULEVARD, LOS ANGELES, CALIF. 80008
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Laurence L. Nicholson i.as been ap-
pointed to the newly created position
of Direclor of Packaging Design for
Paramount Packaging Corporation.

Mr. Nicholson comes to Paramount
from the Crown Zellerbach Corpora-
tion, where he served as Executive De-
sign Consultant. He will headquarter
at Paramount’s San Francisco olfice.

Active in the packaging industry for
almost 20 years, Mr. Nicholson is »
winner of several national awards for
package design, and is well-known
throughout the industry for his inno-
vative merchandising techniques.

Paramount, headquartered in Chal-
font, Pa, designs and manufsctures
packaging materials for a wide variety
of consumer goods at its plants in
Chalfont and Murfreesboro, Tenn, and
will soon begin production at ils new
West Coast installation at Santa Maria,
California.

Parameunt Peckeging
Projects Geed Prospects

Paramount Packaging Corporation,
manufacturers and designers of flexible
packaging, anticipates a sales increase
of up to 25 percent this year compared
with 1068, Theodore lsen, president,
told security analysts meeting in Chi-
cago.

“Based on results so far this year, we
believe that Paramount Packaging can
increase its sales from last year's record
$15.2 million to nearly $18 million in
1969, Mr. Isen said.

While he did not make any specific
earnings projections, Mr. Isen indicated
that net income should exceed last
year's record of $692,280.

Mr. lsen commented that second
quarter and Arst hall earnings, expected
to be announced in several weeks,
should also exceed last year's record
levels.

In the first quarter of its current fiscal
year, Paramount Packaging had record
sales of $4,006487 compared with $3,-
717,524 for the same period last year.
Net income was $237,471, up 51 percent
from 1968°'s first quarter net income of
$169,810. Earnings per share for the
first quarter 1969 were 23 cents (based
on 1,025,000 shares) compared with 21
cents a share (based on only 800,000
shares) a year earlier. Its common stock
began trading on the American Stock
Exchange in late June.

Developments

Mr. Isen said that his optimism for
the current year and next year as well

10
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was based on the following develop-
wents:

Installation last month of a new high
speed, six color flexographic, electroni-
cally controlled printing piess at its
Murfreesboro, Tenn. plant, and the ad-
dition of a second such press in July.
The addition of these two presses, Mr.
Isen said, would enable Paramount
Packaging to double its output at this
plant alone by 1970,

The planned addition of its own poly-
ethylene extrusion facility in Murfrees-
boro, which would enable Paramount
Packaging to produce a portion of its
own needs of this key raw material and
thus reduce material costs.

‘The completion of a new manufactur-
ing complex of some 37,000 sq. ft. with
an additional 5,000 sq. ft. of office space
in Santa Maria, Calif. Mr. Isen indicated
that he expected the plant to be in
operation by November and to develop,
over a six-month period, into a five-day
week, three shift a day operation.

“Many o) our national accounts with
West Coast [acilities have indicated
they will place business with us as soon
as we are on stream,” Mr. Isen said,
“and we are negotiating a contract with
one West Coast food processor who, on
the first =o-around, could possibly ab-
sorb up to one-hall the initial preduc-
tion of this plant.”

Serve Many Customers

Paramount Packaging currently
serves over 600 companies in a multi-
tude of key consumer industries, in-
cluding foods, lextiles and pharmaceu-
ticals. To facilitate its expansion, Para-
mount Packaging recently restructured
its sales groupings into Eastern and
Western Divisions.

Mr. Isen told the analysts that the
company is working on a number of
new production techniques as well as
new product lines.

Paramount Packaging has also ob-
tained method patents for the manu-
facture of square bottom bread bags, a
new market concept which will result
in a tighter packaged loaf of bread, and
method patents for the manufacture of
plastic curry-out sacks for super-
markets.

Economic Factors

Heflecting on the current economic
and financial environment, Mr. Isen
rmade (wo points: Fir=t, that the com-
pany has already made arrangements
to satisfy finuncial requiremeants over
the next 18 months; and second, that
“cyclical forces in the econcmy wiil
huve little effect, if any, on our busi-

ness.
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Although not an opening devic: in
itself, the Dimple Entry feature f.:ili.
tates the use of an opening device and
can be used in conjunction with almost
any type of tear strip or anchor lucks
1o achleve easier access 10 the starting
tab. This inclui'es double cut score
openers, J-cuv (ear strips, and tear
tapes. The fe=t.re has few restrictions
as to carton r yle.

The Dimple comprises opposed
curved scores which bow or dish in the
portion of the carton immediately un-
derneath the starter tab. As a bonus
if used in place of the normal dust flap
score on & seal end carton, the bowed
score provides better contact between
the dust flap and major flap for im-
proved glue bonds.

The Dimple Entry feature is covered
by Container Corporation of America
patent 2361332

IPACK-IMA 69

IPACK-IMA '69, biennial interna-
tional exhibition held on the Milan
Fair Gounds, October 4 to 10, will pre-
sent an impressive display of machines
and equipment for the foodstuffs indus-
try, Classifications include packing and
packaging, industrial food processing
mechanical handling.

The branches in which the food-
processing machinery industry is in the
greatest demand are pasta manufactur-
ing, biscuit manufacturing, the can:
industry and the confectionery ind
try. Demand has been greater in
past few years both at hume

LEN S S 4

the best customers of the Italian
processing machinery industry.

Pasta Progress

Pasta Foods in St. Albans, G .at
Britain, has just installed a new 'ne
which will produce ten tons of short .u!
macaroni and variety shapes o 1Y
twenty-four hours. This increases U’ eif
short cut capacity by 60 percent .nd
brings total production to something in
excess of 300 tons per week. The (irm
accounts for just over half of the cul-
put in the United Kingdom.

Pasta Foods expects that the new
capacity will be fully utilized within
cighteen months and further expansion
then necessary.

(Continued on page 12)
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Paste Progreso—
(Continued from page 10)

According 1o recent trade estimates,
total consumption of pasia in Britain
was about 27,000 tons in 1962. About
one-third of this tota’ was imported.
The recent establishment by the Food
Manufacturers’ Federation of standards
calling for 100 percent Amber Durum
wheat for UK produced pasta will help
still further to reduce the level of im-
ports and should increase consumption
st home and abroad with the better
quality,

Major Factors

Two major factors have influenced
the shape of the pasta market ki Bri-
tain in recent years. First, the growth
of the canning trade, where shapes and
short cut spaghetti and macaroni in a
variety of sauces have trodden the path
paved by baked beans to provide snacks
and light meals. The introduction of
Spaghetti Hoops by Heinz in 1967 and
of Spaghetti Rings by Crosse and
Blackwell, and the intense promotion
for both in press and television, made
» major contribution to the overall
growth of the processed pasta market.
Secondly, the supermarket companies
have, since 1968, begun to offer private
label pasta products, both in processed
and dry packed form. It Is estimated
that firms such as Tesco, Pricerite, Fine
Fare and Salnsbury now account for
20 percent of dry pasta sales and that
their share of this trade is increasing
A fuither development has been that
the traditional 20 inch length of spa-
ghetti has been modified to a more
manageable 10 inches.

Freddie Fox, managing director of
Pasta Foods, points out that the firm is
only four years old.

Peavey Moves Into Pizze

A unigue new pizza is scoring a
breakthrough on two counts.

First, the product known as Toasta
Pizza represents a bold step by Peavey
Company, Minneapolis-based firm in
the flour, grain and farm scrvice busi-
ness for 93 years, to reach for a new
share of the convenience food market.

Second, the frozen pizza which comes
in squares, complete and ready fog
preparation in a houschold toaster,
realizes new strides in technology and
convenience. Research by Peavey Com-
pany perfected this open-face pizza that
pops up from a vertical position in’a
toaster, crisp, bubbling and ready to
ecal.

Produced by Toasta Foods Company,
a Peavey subsidiary, the new product s
now being test marketed.

Bensld W, Pew i
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Wide Promiiaa

Toasta Foods has enipleynd the firm
of Harrell Intemationnl «f Westport,
Conn., as its marketing agency. Adver-
tising of the mew product is built
around Art Linkletter and members of
the Linkletter family. In both TV and
Sunday color-comic story style adver-
tising, ease of preparation and the tasti-
ness of the pirza are empharized.

Toasta Foods marketers said the re-
cent exposure of the product to those
attending the Super Market Institute
brought interest and response that was
highly encouraging. Much of this inter-
est centered around the distinctiveness
of an open-faced prdouct successfully
meeting the requiremenia of toaster
preparation.

Planned Divenification

Fritz Corrigan, Peavey Company
president, assesses this vetnure into the
convenlence food market as part of the
company’s planned diversification. He
said this step loward expansion in the
direction of consumer food services is
in keeping with the company's inten-
tion to add to its agribusiness base with
new products and services.

Also, he sald, Peavey is continuing to
improve its capacity to serve present
customers. An example he gave is this
current year's major investment in new
durum milling facilities at its Hastings,
Minnesota mill, as a means of continu-
ing Peavey's preeminent position in
supplying the macaroni and spaghetti
industry.

Remele Joins Toaste Foods

Lewis Remele will join the manage-
ment of Toasta Foods Co., as execulive
vice president, the Peavey subsidiary
announced.

Remele is a former Peavey terminal
grain merchandising executive, and im-
mediately prior to joining the New Or-

leans firm he was in charge of Pea' oy
grain marketing activities in Bu:'ulg
New York. He is a Minneapolis nu:ive,
and his decision to join the Tiusta
Foods organization means that he ind
kis family will move theve.

Internationsl Nemes Pemrick
Donald W. Pemrick has been named
assistant to division vice president of
durum products 8. F. (Sal) Maritato,
according to an announcement by In-
ternational Milling in Minneapolis.

Prior to his promotic:® Pemrick was
assistant director of pri.duction sched-
uling. He joined International in 1960
and in 1963 was appointed assistant
production scheduling manager for du-
rum products,

Pemrick was appointed assistant di-
ractor of production scheduling in 1968
He ginduated from the University of
Minnesaa with a bachelor’s degree.

Rict- azd L. Vessels, formerly assistant
sales manapyr for durum products, has
been named sales administrative man-
ager for bakery products. He joined
IM in 1905 after over ten years in
durum pmducts sales with Genenl
Mills. He graduated from Cornell Col-
lege in Mt. Vernon, Iowa, with a degree
in business administration and eco-
nomics.

Internations! Milling
Points to Growth

Corporate growth objectives, includ-
ing annuai profit increases of ten per-
cent and sales increases of seven 1o
eight per cent, were outlined by Inter-
national Milling at its annual stock-
holders’ meeting in Minneapolis.

In his report to shareowners, Will 1m
G. Phillips, president, who came to IM
from Glidden-Durkee in Cleveland st
October, sa:d the company will exp nd
both internally and through acquisi on
of businesses utilizing Internatior I's
present skills.

“Near term growth will be in b
processing and marketing of ingred n!
and consumer food products, forn !a
feeds and related products and servi cs
For the long term we are organizin; 10
develop und acquire new skills that .an
be applied in processing and marke! n§
other human food products,” he saic.

Profit Goal

“We aim 10 increase our profitability
on a per share basis by at least 10 per-
cent per year. This is a minimum goal.
and we are dedicated to achleving it.”
he said. He pointed out that profits in
the third and fourth quarters of last
fiscal year, which ended Feb. 28, in

(Continued on page 14)
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WHETHER YOU'RE MANUFACTURING LONG GOODS
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IN COLOR AND GRANULATION. |

PRODUCT

BECAUSE OF

OUR UNIQUE AFFILIATIONS IN THE DURUM WHEAT
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International Peints
to Growth—
(Continued from page 12)

creased by 39 and 98 percent respective-
ly over the same quarters the previous
year. For the first quarter of the cur-
rent year, profits increased by 33 per-
cent.

“It appears thal dollar sales increases
of at least seven to eight per cent an-
nually will be needed to produce our
minimum profit objectives,” Phillips
stated.

“To make these profit improve-
ments,” he continued, “we recognize
that we must overcome the problem
crealed by low growth rates in many
segments of our business.”

Consumer Fleld Concern

In his remarks Phillips emphasized
that IM is devoling increased attention
1o the consumer fleld, especially con-
venience foods. He pointed out the com-
pany recently entered this market for
the first time in the US. with f~wr
mixes for buttermilk biscuits, com-
bread, buttermilk pancakes and comn
muffing.

Phillips also reported that Interna-
tional is Investigating the growing insti-
tutional market, particularly the “away
from home" eating market, and the in-
dustrial foods area by producing in-
gredient foods for other manufacturers.
International also plans to continue to
increase its formula feed busiress, he
sald.

He pointed out that 33 percent of
last year's sales came from non-flour
milling sources and said that he would
“not be surprised to see the contribu-
tion of non-flour milling products even-
tually rise to two-thirds of total sales”
He stated, however, that the company
does not intend to get out of the flour
milling business but will sccomplish
the increasing percent of non-flour mill-
ing sales through enlargement of total
sales.

High Caliber Management

Phillips concluded his report by
stressing the company’s desire to de-
velop and attract high caliber manage-
ment personnel and describing the
Gunlities IM seeks in these individuals.

Referring to the importance of de-
cision making in a manager, he empha-
sized that he does not want to be “sur-
rounded with people who vacillate, who
wall for someone else 1o make the first
move.” He stressed the necessity of be-
ing willing to accept risk in the chang-
ing world of business and said, “I re-
fuse to surround myself with overly
conservative people.”
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Intemational’s consolidated nel earn-
ings for the first quarter that ended
May 31 were $1,108,270 or 4] cenis per
share, an increase of 33 percent from
the same period a year ago. Sales for
the first quarier were $33,189,819 down
slightly from $83,831,720 for the same
quarter last year.

All 13 directors were re-elected at the
meeting which was held at the First
National Bank building in Minneapolis.
They are: Atherton Bean, John B. Bean,
Walter W. Heller, M. W. Mackenzle,
Malcolm B. McDonald, Don G. Mitchell,
P. Norman Ness, Willlam G. Phillips,
Chas. Ritz, Darrell M. Runke, John
Tatam, Paul B. Wishart and Lloyd E
Workman.

Big Gain in Werld Wheet Crep

“The world wheat harvest has in-
creased 25% in the last three years and
the 1968 harvest is 33% above the 1960-
64 average,” says the Foreign Agricul-
tural Service.

“Increased acrecge, good weather,
price assurance and special programs
have expanded wheat harvests around
the world,” they continue.

Their third estimate for the 1063-89
crop year shows further gains of 131,-
$00.000 bushels and raises the aggregate
to 11% above the previous year and to
8% more than the previous peak of
10,490,000,000 in 1966.

In its third survey of world produc-
tion in the 1968-60 season, the F.AS.
raised aggregate production 1o a new
all-time record of 11,341,900,000 bushels.
‘This is up 131,900,000 from the previous
estimate made In January. It Is 11%
above the final 1967-68 crop of 10,184,-
900,000 and 8% more than the previous
pesk of 10,490,000 in 1966.

Russia Up

Practically all of the gain between
the January and June estimate was in
the USSR, up 128,800,000 bushels.

Record crops in 1968 in the U. 8. and
Mexico raised total North American
production 5%. South American pro-
duction was down 9%.

For Western Europe, production of
wheat in 1968 reached 47,110,000 tons,
up 1% from the previous peak in 1967.

Australia nearly doubled the drought-
plagued outturn of the previous year
with 14,533,000 tons. This was 14%
above the previous peak of 1966.

Durum Mill Grind

The U. 8. Depariment of Commerce
reported the durum mill grind for
April at 965,000 cwis. compared with
870,000 cwis. a year ago. This boosted

the year-to-date increase to almos! fve
per centl compared with 2.5 perce '
the end of March.

Millers reporied May to be a fis.
appointingly slow month. Appar:tly
in the East grocers loaded up v hen
macaroni prices advanced in M. ch
and the volume done then borruwed
from the post-Lenten period.

Close Buying

The Southwestern Miller noted that
hand-to-mouth buying practices char.
acterized business in durum products
in the face of rapidly dwindling con-
tract balances by macaroni manufac.
turers.

Price on delivery schedules were 23
to 30 cents per cwt. higher than levels
at which much of semolina was pur-
chased during the last crop year, and
the macaronl industry was slow ia
changing ideas as to what the values
should be. Millers are fac?d with wage
negotiations during June and July, and
it is reported that they were concerned
with margin detevioration during the
past year.

During the durum crop year 1968-69,
macaroni manufacturers followed an
unusually close buying policy. In past
years bookings have often been for
periods ranging from 120 days to six
monthe, and not uncommonly for al-
most .ae entire crop year. Wide fluctus.
tions in cash durum price, inflizenced by
increased emphasis on expori as well
disciplined holding by producers, en-
couraged cautious attitude. There seems
to be no indication as yet that the t:ade
is ready to go back to long-term be-k-
ings, now that contracts are run: ng§
out; nor are mills pressing for :ich
commitments.

Money Cost 1Vac Per Bush |

The advance in the prime loan ale
charged by commercial banks t @
record high of 8%3% had significanc in
the wheat futures market.

In view of compensating balance
quirements imposed by banks, it &
emphasized that this new prime : e
considering present wheat price et I%
represenis a carrying cost of nearly
1Vi¢ per bushel per month. Since p e
ent carrying charges in futures hardly
reflect this interest cost, much less the
additional charges, an attitude was
emerging in the wheat industry agasinst
accumulations of cash wheat and to-
ward increased utilization of futures
& means of maintaining necessary in-
ventories. At the same time, the high
cost of money, and its impact on mar
gin accounts, necessarily also served af

(Continued on page 16)
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CONTINUOUS NOODLE DRYER

Dramatically New in Appearance

Side view noodle finish dryer teken ot plent of Tharinger
Mecaroni Company, Milweukes, Wisconsin

rmont realizes that the basic of a dryer is
sented by the sum total of the care and attention
* goes into the design ond development of each in-
ual part. Performance, dependability ond Guality
naturally expact from a Clermont mochine — in
r-abundance. But there are also mony lesser
ir's cbout @ machine that can make it o joy to own
a pleasure to operote. In the Clermont Noodle
er muny of these features—such as electronic con-
5, controlling the intoke of fresh air ond exhaust
excess humidity; control of temperature; extra

58572749
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i will be i every detuil

large doors permitting ready occess for cleaning; lorge
lucite windows giving clear view of the various drying
stages: aoll are incorporated in the Clermont Noodle
Dryer.

The only Noodle Dryer avoilable that affords free ac-
cess 1o the screens from both the fan chamber and the
air chomber sides.

The only Noodle Dryer that has conveyor screens that
interlock with stainless steel side guides. Many other
features are incorporated that are solely Clermont's.

be sure thet when you get b,
mhuwn—‘.

Please consult us for full information,

Giti,

Subsidiary of Carlisle Corporation

200 Wellebout Street
Brooklyn, N.Y. 11206, U.S.A.
Telephone (212) 387-7540
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iAoney Coots 1V2c Bushel—
(Continued fron page 14)

a dampening influence on trading activ-
ity in wheat as well as in other com-
mod'ty futures. Concern over the state
of the general economy, of which the
climb in interest rales was only one
symptom, emerged as a greater influ.
ence in wheat and other grains than has
been noted in a considerable period of
time.

About Vitamins

I!‘yau could izolate from a good daily
diet all the vitamins your food con-
tains, you wouldn't get more than a
few sugar-like grains. Yet without
these few specks, life could not go on.

They are not only essential in pre-
vention and cure of disease, but also
indispensable in growth, development
and maintenance of bouyant health.

As an example of thelr polency, one-
third of an ounce of pure crystalline
Vitamin D has as much curative value
in rickets as a barrel of cod liver oil.

A pinhead of pure crystalline Vita-
min B-1 (thiamine) has as much growth
and appetite-stimulating capacity as
100 cakes of yeast.

If a single grain of table salt were
divided into 100 parts, a daily dose of
Vitamin B-12 equal to one of the minute
specks would be more than enough to
restore a pernicious anemia patient to
health.

Isclated in 1912

Dr. Casimir Funk, isolated the first
vitamin, thiamine, in 1912. Discovery ol
other vitamins came rapidly after that.
Today the chemistry of most of them is
known so they can be synthesized.

It has been estimated at least fifteen
vitamins are necessary in the diet of
man Many of these may be nblained
in food but some may be supplied in
part by bacteria that live in the in-
testine.

Research quickly demolished the mis-
conception that all vitamins are con-
tained in all foods. A food may be de-
vold of one vitamin and rich in another.

Dramatic Bl2

The most dramatic vitamin develop-
ment was Vitamin B-12. Before its dis-
covery, pernicious anemia was a creep-
ing, stealthy sickness of the blood tak-
ing 50,000 lives a year in the United
States. Then iwo Boston physicians
found that by eating liver the disease
could be kept in check. The drawback
was quantity. A half-pound a day each
day was needed.
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Investigators later obtained a liver
extract that could be injected. A daily
teaspoonful of a thick black substance
was an improvement over the nauseat-
ing consumption of large quantities of
meat but was by no means satisfactory.
Scientists were sure there must be an
active principle in liver that caused
Improvement. A world search gol under
way.

Folic acid, s new member of the
Vitamin B Complex family, was found
in the course of the search and pro-
duced improvement in anemia patients.
But it did not tumn out to be the an-
swer since its dosage was 1,000 times
larger than the later discovered B-13,
which is 10,000 times as potent as liver
extract. The Boston physicians won the
Nobel Prize for their pioneering work.

Foods rich in folic acid include leafy
green vegetables, liver, navy, kidney
and soy beans.

Geod Dist Desirable

Vitamins by way of daily diet are
more desirabie ihen by pill, most phy-
sicians emphasize. The American Medi-

that an adequate intake of balanced
foods makes supplemental vitamins un-

vitamins may accumulate undesirably.

The commuter who skips breakfast,
teen-agers who live on snacks and ham-
burgers, the housewife who nibbles at
leftovers, the people who live alone and
older people who suffer from poor ap-
petites and poor teeth are among the
groups that need supplemental vitamins
as “diet insurance.”

A.BL B2

Vitamin A is important for normal
growth in children; necessary for good
vision, healthy skin, eyes and hair.
Major sources are milk, butter, fortified
margarine, eggs, liver and kidney. The
body makes its own Vitamin A from
lealy green and yellow vegetables.

Vitamin Bl is necessary for proper
function of the heart and nervous sys-
tem. Major sources include whole-
grained cereals, enriched cereals includ-
ing bread and pastas, fish, lean meat,
liver, pork, poultry, milk, and dried
yeast,

Vitamin B2 is nucessary for healthy
skin; essential for building and main-
taining tissue. Sources include eggs, en-
riched cereals, lealy green vegetables,
lean meat, liver, dried yeast, milk.

Vitamin B8 is important for healthy
teeth and gums, blood vessels and red
blood cells, nervous system. Found in
whole grain ceresals, wheat germ, dried
yeast, vegetables, meat.

Vitamin B12 helps prevent ty} s of
anemia; contributes to health of ner.
vous system and proper growih ja
children. Major sources are milk, (iver,
kidney, lean meat, salt wauter fish
oysters, food of animal origin in gen.
eral.

Folic acid helps prevent types of
anemin; Is essential for integrity of
intestinal tract. Found in green lealy
vegetables, meal, yeast.

Pantothenic acid Is essential for syn-
thesis of adrenal hormones, health of
nervous system, production of anii
bodies. Found in all plant and animal
tissues.

Wiacin

Niacin is necessary for converting
food into energy; aids the nervous sys
tem. Major sources are lean meat, liver,
eggs, enriched cereals and yeast.

Biotin is necessary for integrity of
skin and mucous membranes; health of
red blood cells. Found in liver, kidney,
eggs and most fresh vegetables.

Vitamin C is essential for healthy
teeth, gums, bones; builds strong body
cells and blood vessels. Major sources
are citrus fruits, berries, tomatoes, cab-
bage, peppers, green vegetables, new
polatoes.

DEEK

Vitamin D is necessary for strong
teeth and bones; prevents rickels
Found in fortified milk, cod liver oil
salmon, tuna, egg yolks.

Vitamin E prevents abnormal per
oxidation of tissue fats; essentia! for
integrity of red blood cells. Majer
sources are vegelable oils, letruce
whole grain cereals and wheat gerr.

Vitamin K, for ncmal
blood clotting, is found in leafy * “g*
tables.

USDA B
Eariched romi

The U.S. Department of Agricu ture
has announced purchase by the Lom-
modity Credit Corporation of 4 .00
pounds of enriched elbow milk r -
roni and 480,000 pounds of enr ched
elbow wheat-soy macaronl packcd i
24-one pound packages to the shijping
containers for domestic donation

Bronx, N.Y. will receive 300000
pounds of each. The milk type w¥
priced at 12.74 per cwt. The whea!-¥¥
11.60.

St. Louls, Mo, gets 30,000 pounds of
each; milk type at 13.57; wheat-soy 3
1243. San Diego, Calif, gets 60.000
each; milk type 14.53; wheat-soy 133

Successful bidder was Starcrest Bad-
ing Company of Westbury, New York
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HESSER Pioneers of Modern Packaging
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HIGH-SPEED LONG GOODS
. PACKAGING-LINE

HE SSER (arone: CLUDY with 2 fifling njact: «+

Totally integrated system employs two HESSER electro-
nic weighers type GEL with automatic cartoner

@ 109 pachages per minvie
@ Only one sperater required
@ Cartons 8 to 16 0. quantities

@ Automitic underweight sjection

@ Waighars available separately for installation on
existing cartoners

@ Weighars for vp o 3-Ib. quantities availalile

© Handies spaghetil, thin spaghettl, vermicelll & macaroni, etc.

Linguine aduced Automastic feading systems for direct transfer of goods
® Co " .hl ".| .‘I I'M::l-'hm “:::::n“ ¢ from dryers to weighers

duriag eperatien @ Automatic case packers directly connecied
@ Phonomenal weight sccurscies sssured @ Continuous motion cartoners for short goods .-;-'.
@ Unigue weigher detign talty reduces hrouwet @ Elactronic checkweighers $
: |

Represontod by

FR HESSER

MASCHINENFABRIK AKTIENGESELLSCHAFT
STUTTGART-BAD CANNSTATT Western Germany

FOUNDED 1861
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D & G Associstes lnc., Chicage / M. 005N
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e, White Plales / N. V. 10802

Edward A. Wageer & Co., Inc., Dallan / Tesss

Pactagiag € eet Service Lid., dale | Oat pad Meatreal/ Quebes

Agencia Comercial Anshusc §. A, Mesice 10.0.F.
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N Baltimore, the high school football

season isn't officially over until Me-
Cormick & Company hands out its “un-
sung hero” awards. The trophies go to
an otherwise unheralded player on each
team chosen for his doggedness and
contribution to the team effort.

The annual event reflects the em-
phasis on teamwork that 72-year-old
Chairman Charles P. McCormick has
been using lo stimulate employee in-
volvement at McCormick & Company
since 1932, the year he inherited con-
trolling interest in the then $4-million-
a-year spice house from his uncle, Wil-
loughby McCormick. Last year, cor-
w::kl.. sales passed the $83-million
m

Multiple Management

One of McCormick's first acts upon
taking over was to install a gystem he
called “mulliple management” This
cast all levels of management squarely
into decision making by creating a
chain of miniboards of directors. The
company, which had been running in
the red, turned a profit in its first year
under Charles McCormick's direction.

Over the years, McCormick has built
arcund his multiple management pro-
gram a full-blown package of incentive
tools—a noncontributory retirement
fund, bonus vacations, stock options,
comprehensive employee communica-
tions programs, and rotating jobh assign-
ments. The results speak for them-
selves.

Management turnover from the four-
year level on is negligible. “We don't
figure turnover in terms of percentages
anymore. We count it in numbers”
brags one executive.

Says Dr. K. Brantley Watson, cor-
porate vice-president for human rela-
tions at McCormick: “We're not trying
to sell ourselves as good guys. We're
trying to get our employees interested
in the company and get them to under-
stand that their best interests and the
company's are one and the same. With-
out that basis of understanding, all the
incentive programs in the world are
simply window dressing.”

More Decision Making

McCormick's programs to give his
employees a larger role in decision-
making includes many principles that
motivational experts have been stress-
ing lately. What the experts discovered
through controlled experiments, Mc-
Cormick seems to have hit upon intui-
tively.
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The machinery for carrying out this
program is the miniboard setup. Each
of McCormick's major divisions has its
own board of top management men.
Under that, but reporting directly to
the chief divisional executive, are a
Junior board of middle and lower man-
agement and a factory board at the
plant supervisory level. There are also
sales boards.

The lower boards, which have as
many as 18 members each, draw up
their own bylaws, vote on membership,
and pick their own projects. The orig-
inal members are chosen by division
management.

There's a constant flow of proposals.
Indeed, during one five year span sev-
eral years back when the company was
still a one plant operstion, the Balti-
more junior board sent 2,109 proposals
up to top management. All but six of
these proposals were adopled.

Multiple management does more than
simply heighten the flow of ideas. It
comes down hard on inter-departmental
cooperation and pushes managers to
get a broader view of the company.

Comsistent Conmtribusors

To stay on a board, members must
be consistent contribulors. They vote
among themselves every six months,
gradiig each other on originality, judg-
ment, achievement, human relations,
stability, and forcefulness. The three
lowest scorers are taken off the board
and replaced. Board officers are obliged
to ttll members exactly why they were
dropped.

Board membership has no bearing on
how an employee is rated in his line
job. Board meetings usually take place
after hours, and members get up to an
extra §1,080 a year plus bonus vaca-
tions.

The boards also serve as proving
grounds for men on the way np. Since
1932, fully 90 per cent of McCormick's
managers have been on one board or
another.

The emphasis is on team participa-
tion. “It may sometimes slow the proc-
ess of arriving at a final action, but
more times than not that final action is
more appropriate for both the man and
the company,” says Watson.

The team approach also helps curb
office politicking. Veteran board mem-
bers are assigned to counsel each new
member. Says one older board mem-
ber: “If a guy you've been working
with gets a promotion, you feel a sense
of accomplishment yourself. And 1

Miniboards Give Zest

know that when I get promoted, it': on
merit, not because of who I know

Incontive Tosls

One of McCormick’s frontrunning in.
centive tools Is its retirement income
trust (RIT), which is the company's
largest single stockholder, owns it
downtown Baltimore plant, and gets a
hefty slice of the profits.

The company recently changed the
formula to give RIT a bigger plece of
the action. Under the simplified formu.
la, now pending final approval by the
Internal Revenue Service, RIT will get
up to 7.5 per cent of pretax profits.
Eamnings on RIT's outside investments
have been averaging better than 10 per
cent a year.

The company was caught off guard
taree years hack when it offered its
“irst employee stock option. Its 15,000-
share offering was fully subscribed al-
most immediately. It proved a good deal
for employees, some 70 per cent of
whom are McCormick shareholders and
hold the majority of McCormick stock.

Oualnt Touches

Even though the company will prob-
ably pass the $100-million sales mark
this year, it retains a lot of the quaint
touches McCormick has built into it.

The seventh floor of the Baltimore
plant, for example, is done up like an
Elizabethan street, with an English
tearcom, where visitors can get a snack.

It's all a throwback to McCormi:k's
days as a salesman for his uncle, w'en
he rankled at having to wait in bar-en
anterooms.

“We might once have been accu od
of being paternal” says McCorm <k,
“but I just think work should b »
pleazant experience.”

Nabisco,
The Cookie King

HE existence of a small army of

salesmen goes far to explain why
Nabisco is where it is: sales of $770-
million last year, and one of the best
profit margins in the food business—
5.4 per cent.

Regional tastes are growing homoge-
nized; the computer is taking over; and
the real decisions on precisely how
many linear feet of shell space Nabisco
gets In a supermarket are settled
through elaborate presentations stud-
died with turnover statistics and profit
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goa's at supermarket chain headquar-
terr What's more, the sales forve is
exp nsive.

B cause of the pecullarities of its
dist: ibution system, Nabisco must field
the salesmen anyway. The sales force
b better visit the stores, or the boxes
don't get stacked.

Plug the Leaders

Nabisco management argues that its
direct sales effort helps to hold down
advertising costs; the company spends
only $45-million globally on ads and
nles promotion, and its domestic adver-
tising-to-sales ratio of under 4 per cent
is very low for a consumer packaged
goods producer,

In the 1930°s, the admen were wont
to budget meager ad dollars over a
dirtying variety of cookie brands as
thinly as liquid butter is sprayed on
Ritz crackers—to very little effect.
Since then, the money has been concen-
trated on the leading brands—Ritz,
Premium, Oreo—which are expected to
carry the rest of the Nabisco line along
with them.

Other liems

The rub is not at the Biscuit Division,
which still accounts for some 70 per
cent of Nabisco's volume, but in the
product lines into which the company
is diversifying. The terms under which
such things as Shredded Wheat, Creati:
of Wheat, Dromedary dates, Milk Bone
dog biscuit, and Welch candies are
marketed are complelely different.

Most of them are what's called
“shelfstable”; they don't get stale as
fast as crackers do. As a result, they
don't need the tender, loving care and
cor«tant supervision of a big sales stafl.

Mass Marketer

“ith all the talk of diversification,
isco is still a mass marketer of
<ies and crackers. What moves Na-
» is something called a steel band
. & monstrous machine close to a
& long. Crackers and cookies travel
1 awesome stream along a continu-
belt, and the cost efficiencies these

bel vmoths produce provides Nabisco's

edoe,

“What it all adds up to, though, is that
biscuit men think in units of one oven-
one  shift, or approximately 18,000
pounds of crackers. It's uneconomic to
shut down an oven during a shift, and,
81 a labor cost of 5 cents a minute, it's
Uncconomic to pack small quantities of
special ftems by hand. To make it in
Nabisco's market, a viable product's
factory volume Is pegged at a rock-
bottom $2-million to $4-million a year.

The company is wedded to volume
sales in the biscuit business, and to the

Auvcust, 1969
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direct distribution that goes with it
Says Lee 8. Bickmore, President, “Di-
rect distribution might not always he
the way. But as the feller said about
money, ‘It may not be everything, but
it's so far ahead of the second best that
I'll take a little of it now.'"™

Overseas Operations

Last year, 21 per cent of Nabisco's
total sales—and about 10 per cent of
the profitls—came from biscuit and
cereal operations overseas. Bickmore, a
man of strong ideas but equable tem-
perament, gets exasperated at what he
considers an immature attitude on the
part of some of his subordinates. These
men—some of them highly placed—
think the resources of the company
would be better spent developing the
sure-fire U. 5. market. But Bickmore
thinks otherwise: “If you've got good
horses, you get them into good races,”
he says.

As always, he's interested in “fran-
chises,” the powerful brands that carry
the line and earn the heavy profits. Ritz
crackers, the most invulnerable of
branded biscuits, is now established
worldwide, and it's just as popular as
in the United States. Bickmore would
like to sce docens of brands with equal
reputation. “l can see a time,” he says,
“when with communications satellites
we can run a one-minute commercial
costing $12-million and reaching 4.3-
billion people. You can’t spend that on
something with no name. You've got
to build franchises.”

Young Executives
At Helm

OUNG executives are all over the
place at General Mills, many of
them churning up new growth ven-
tures, reports Business Week magazine.
While young men are frequently put
in charge of new ventures at General
Mills, even the old business is in new
hands.

Why A Decline?

Why then, when every new Master
in Business Administration is schooled
in the per-share earnings index of cor-
porate performance, has General Mills'
rate of gain in profits slowed since
19887 And why, with these perfor-
mance-oriented young men at the helm,
have General Mills' profit margins
dipped in the last two years? The com-
pany Is expected to showx a sales gain
of nearly 30 per cent, to $870-million,
for the fiscal year which ended in May.
But the profit margin is expected to

slip again—from 4.7 per cent in 1968 to
about 4.1 per cent—and the gain in per-
share carnings. aboul 7': per cenl, lo
an estmiated $1.77, will lag far behind
the sales increase.

“Earnings per share is certainly the
name of the game,” says James P. Mc-
Farland, 57, General Mills’ bald and
bouncy president. “But,” he adds, “you
can only belt tighten for so long.” What
he means is this: while General Mills
almost doubled profits between 1959
and 1968, the gain was achieved mostly
through improving operating efficien-
cies and dumping low-margin business.

By mid-1968, after this retrenchment
phase, the company was ready for ag-
gressive moves to boost volume. Since
then, it has sacrificed some of its earn-
ings to build a base for long-term sales
growth. “Eventually your sales growth
must underlie your earnings growth,”
says McFarland.

Conservative Acquisitions

The strategy is reflected in a rather
conservalive acquisitions spproach. In
addition to cake mixes and cereals, the
company now offers games, fashion
jewelry, Lionel electric trains, and ex-
pects (o add men's and women's appar-
¢l 1o the product line shortly.

Rather than rush into a conglomer-
ate-style accumulation of unrelated
new businesses with currently hot
profit records, McFarland says General
Mills is essentially broadening its base
in its basic area—consumer marketing.

Most of the 13 acquisitions made
since 1966 have been in food products,
with an emphasis on regional snack
food companies. Venturing into toys
was a logical move because of familiar-
ity with the juvenile market in cereals
The federal government has blocked
further entry into snack foods, and it is
still investigating the Gorton seafoods
deal. This is likely to push the com-
pany into acquiring an even wider
spectrum of consumer specialties.

Young Team

Though not every key man has to be
a whiz kid in his thinties—people still
trust you il you are over forty al Gen-
eral Mills-——overall, the company has a
relatively young management team.

In order to “get away from the pyra-
mid style to a broader top management
structure,” says Executive Vice-Presi-
dent James A. Summer, 45, the com.
pany's “office of the president” was
expanded last January to include two
administrative vice-presidents, Donald
F. Swanson, 41, and Burton W. Roberts,
52.

To coordinate future plans, a group
of key executives closeted themselves

(Continued on page 26)
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THE TARGET IS SALES

THE MACARONT JOURNAL

We are aiming to increase per capita consumption.

In oddition to the regular development and distribution of recipe material to news-
popers, magazines, rodio and television, through the offices of Theodore R. Sills, Inc.

SPECIAL PROJECTS arebeing planned:

“Soaghetti Sefari” takes some twenty leading food editors on a flying trip to North
Dakoto to durum wheat country at harvest time. They will see the countryside, farm
homes, fields of ripe, golden durum wheat and the harvest operation.

A visit to a flour mill in Grand Forks will give the editors a view of the second step in
the macaroni cycle. They will see the Cereal Technology Department at the North Da-
kota State University in Fargo.

The third day of the flying tour takes the editors to the modern macaroni plant of
Skinners in Omaha. It will be an educational event for these important thought-leaders.

"Spaghetti Saferi” will be the theme of a recipe leaflet offer in the October issue of
Forecast magazine, for home economics classes. This activity has been gathering mo-
menturn in recent years resulting in some 250,000 recipe leaflets being distributed
annually.

“Speghetti Safari”’ will be the theme of National Macaroni Week, to be celebrated
October 16 to 25. It will be announced in press kits at the Third Annual Press Lunch-
eon ot Tiro A Segno in New York City.

“Speghetti Safari” will be the theme of the second do-it-yourself-kit for demonstrators
of women’s interest programs on one hundred selected television stations.

JOIN IN THE HUNT. Drum-beaters are needed.

NATIONAL MACARONI INSTITUTE

P.O. Box 336, Paletine, Illincis 60067

Avcust, 1969

21

S SRR T ST

AR TR




A FAILURE?

HY is it that s0o many foremen

training courses aimed at teach-
ing foremen how “to manage” are fail-
ures? Professors Strauss and Sayles, for
example, point out that “evidence” for
concluding that foremen (training
courses “teach™ anyone how to manage
better has never been uncovered. They
described a variety of such courses and
their subsequent investigations—all of
which indicate that they could find no
evidence of the effectiveness of any of
these training programs.'

Two other studies (among many), one
dealing with an extensive experience at
International Harvester Company and
the second at Detroit Edison Company,
reach the same conclusion—viz, that
foreman training courses seem to have
no discernible or measurable effect
upon the guality of supervision or the
efficiency of the foreman in managing
his subordinates® My own long and ex-
tensive experience as a college teacher
and consultant in industry would tend
1o substantiate these findings.

Should we conclude that most super-
visory training courses are a waste of
time and money? On the contrary, my
experience is that personnel directors
are right in recommending foreman
training procedures. What may be
wrong are the goals which management
wants these courses to achleve. As a
result, perhaps the methods may be
wrong also.

What Mansgemen! Wants

What does management really want
from foremen? What foremen training
is really supposed to do is to provide
the typical foreman with the proper
understanding and tools so that he can
motivate his workers 10 do their best
for the company, willingly. That is its
real object.

To understand what training is re-
quired to accomplish this, it might be
well to loock at some common occur-
rences. Here is one example, more typi-
cal than not, drawn from my own con-
sulting experience in this industry:

A. A mixing operalor asked for a

transfer to another department.
He told his foreman that he found
the work “too tiring” at his pres-

WHY ARE MOST FOREMEN TRAINING COURSES

By A. A. Imbermen, Imbermen and DeForest

ent work station. Four months
wenl by and there was no answer
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cut ahsenteeism or tumover, or cut
scrap loss, or increase productivity or
anything else. In this case, the employse
reactions o the foreman would be nega-
tive. Why? Because he seemed indiffer-
ent 1o the employee's problem.

In the example just cited, where the
employee requesied a iransfer because
he found the work “too tiring at his
present work station,” the foreman
should have listened sympathetically to
this complaint, and then investigated.
What is tiring about the present work
station? Is the machine too high, too
low? Would a high stool help the work-
er and permit him to function efficiently
without getling 100 tired? Does the

worker have to handle heavy lo:ds?
Does the complaint mask some other
dissatisfaction? Any such effort on the
part of the foreman would have been
appreciated by the worker—and inci.
dentally, impress the others In the de.
partment that the foreman “cares”
about his people and that the company
cares also. Perhaps no reasonable soly.
tion could have beei\ found, but af least
the fereoman made sn effort. This is al.
ways nine-tenths aling the way toward
pleasing the employres.

If the foreman listens gravely, offers
some encouraging advice and some
small help—often this is sufficient to
maintain employee govd will and good
feeling. For example:

B. Intermittently, an employee re-
ceived a shock on a cutting ma-
chine. Complaining to his fore-
man, he was told, “Don't worry
about it. It doesn’t amount to any-
thing. When I have time, Il tell
the electrical crew about iL”
Nothing had been done for a
month.

C. A food company president had
walked to the plant cafeteria to
get lunch. He passed a group of
production employees. Nodding to
them—in anticipation of some surt
of thanks for the wage and fringe
benefits improvement announccd
that moming—he was durd-
founded to hear one employee 5. v:
“1 appreciate the increased be:e-
fits, but Mr. Jones, I'm more n-
terested in getling my foreman to
order someone to oll the whe Is
of my fork-lift truck.”

Another employee said, “I di it
ask for extra life insurance. ! it
I've been asking my foreman 'or
the last few months to have ' ¥
work table fixed so that it doe: 1
rock.”

Another employee said, “All w -
ter I've asked my foreman to 'x
that broken window over my wo:k
station. The cold wind comes n
the crack and blows down ny
neck. I get a stiff neck. 1 think I'd
rather have a fixed window than
a wage raise”

(1) G. Strauss snd L. Sayles, FERSONNEL: THE HUMAN PROBLEMS OF MANAGEMENT, Prentics-Hall

() LEADERSHIP AND SUPERVISION IN INDUSTRY AN EVALUA OF A SUPERVISORY TRAINING Columbus:
Bureau of Educational Research. Ohio State U g
X, » e University uhm%ummwumn.m%au
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Obviously, listening and a little ac-
tior. would have accomplished wonders
in these last two examples. The super-
vit'rs who seem to have the most
wholehearted support of their workers
(who can motivate the workers o pro-
dv - =ore than the minimum, or who
¢ all forth better quality, ete.) are
the men who do not just wait for the
worker complaints and suggestions to
come to them. They go out, making
themselves available for workers, and
listen. For example:

D. The packaging depariment in a
food plant consistently had a high-
er absenteeism and turmover rate
than any other depariment. A
personnel consultant (the present
writer), was asked to investigate.
1 started by interviewing employ-
ees in the department. I was told:
“My training consists of being
shown what to do on only one
unit. Then I was left to mysell.”
*Our foreman will answer ques-
tions If you grab his lapel and
hold him. He's always on the go.
It's not righl. We need a foreman
who would come and check us
from time to time.”

“The inspectors know our packing
was crummy. 1 told our foreman
but nothing was done about it.
We did at least 10 cases of rejects.
No reason was ever given us why
they didn't stop us from producing
the poor work. 1 don't like turning
out poor work, but the foreman
doesn't seem to care.”

“l am right-handed. The person
the foreman sent to train me was
left-handed. 1 complained. Noth-
ing happened. Boy, was it confus-
ing, since my job is quite a com-
plicated operation.”

“lf something goes wrong, our
foreman says, ‘Repackage it.' He
won't even tell the employee who
made the mistake to do the re-
work. That employee probably
continues to make the same mis-
take. And I'm taken off incentive
rate and put on day rate to do that
worker’s repackaging. That's not
fair”

“l don't get much help from the
foreman when | have a problem.
Sao 1 have to go for help to more
experienced workers. Then I get
chewed out for visiting on com-
pany time."

Here, if the foreman had spent five
Minutes a day just walking around and
listening, he could have accomplished
wonders all by himsell.

S TR N TR

Two Tests

By and large, every employee judges
his foreman by how well he measures
up 1o two tests:

1. Is the foreman aware of me? Can

1 turn to him for friendly help?
Will he listen to me?

2. Will he do something about my

problem?

“Listening” by the foreman thus be-
comes a key activity. Why? Because
most employees feel lost in a company.
The plant has several departments (or
the company muy have several plants),
and each employee's job normally
touches only a small part of a product.
The employee feels small and unim-
portant. Quite often the employee needs
someone to turn to for help and advice,
or he feels the need to communicate
with someone in management perhaps
only “to get something off his chest.”
Sometimes he will tumn to a union (or
union organizer) to fulfill this function.
Listening by the foreman serves this
important function. As a matter of fact,
the ability of foremen to listen intelli-
gently often has more to do with keep-
ing a plant non-union than any other
single factor.!

Sometimes, however, the employee
wanls t*e foreman to listen and then
do some (hing significant about it. This
may involve something more than oil-
ing the wheels on a fork-lift truck, or
having a ‘arger light bulb wver 4 ma-
chine, or Faving the toilet cleaned. An
employee may want a rolation system
for chorsing employees for overtime
rather than leaving the choice to the
foreman's bias or friendship; some em-
ployees may complain about not receiv-
ing an incentive rate while others do;
older employees may 1esent disregard
of seniority in promotions. This is
serious.

Something Must Be Done

In such cases, it is not enoug™ 1o the
foreman to shake his head gravely and
say, “Tsk, tsk.” The worker wanls
something significant done. If his re-
quest can't be granted, the employee at
least wants to know a reason—not any
reason bul a “reasonable™ reason. Even
if the answer is unsatisfactory, just so
long as it is “reasonable,” the foreman
at least gets an “E” for effort from his
employees. That always counls when
the foreman tries to motivate his peo-
ple to produce more than the minimal
effort.

For any significant changes or an-
swers, the foreman needs to go “up-

stairs” and get action or advice from
higher levels of management. The fore-
man must gel some kind of an answer,
and pass it back to the worker. This
means that higher management Is
sometimes involved in helping the fore-
man build good will among his men.
But if higher management resents the
foreman listening to his employees and
then bringing some complaints of his
men “upstairs,” or refuses to give him
reasonable time or reasonable answers,
that foreman is dead with his workers.
Where this happens, employee senti-
ment toward such foremen tumns sour;
he can no longer motivate them except
with a whip. In today's labor market,
employees will not tolerate such fore-
manship.

Glving Practice

What kind of supervisory training
course can indoctrinate the foreman
with the importance of listening? To
give the supervisors practice in dealing
with typical worker situations and
learning how to listen so as to be able
to motivate employees more effectively,
we have used case studies. What kind
of case studies? Professors Whyte,
Hamilton pnd Wiley in describing a
two-year rosearch project in a major
hotel, point out the efMicacy of using
“special” case studies in supervisory
training programs:

“Training was the case method, but
in this instance the cases did not
come from Harvard or Cornell but
grew oul of the research project Ut-
sell. The cases discussed were those
cases that immediately concerned
the people carrying on the discus-
sion. . . ™

One resull of using such hand-tailor-
ed case studies drawn from the resean’
project itsell is summarized by ‘he
authors:

“Within 18 months after the begin-
ing of the project, turnover had
dropped from over Zv <7 <ent per
month to 6 per cent. . . . So far as
we know, other hotels in the city
did not experience a similar drop
in the same period. . . .

For years, 1 have used case studies
which originated in the plant work situ-
ations of the supervisors being trained.
The examples cited are typical cases.
Here is another from this industry:

E. The new supervisor of a purchas-
ing department had worked his
way up the ranks. As depariment
head, he inherited a carcer-devel-
opment program that had brought

(Continued on page 24)

13) Sew the repori, “Faclors Leading to Unlonization™ Dr. Matthew Goodlellow, Universily Hesearch Center, 121 West Adams Streel,
Chicage, Iiineis S0 Bingle copres are syalisble Tree o resdars making the reuest.
) W. F. Whyte, E L Hamilion, and M. C. Wiley, ACTION RESEARCH FOR MANAGEMENT, lrwin-Dorsey Press.
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Fereman Treining—
(Continued from page 23)

a number of young, ambitious col-
lege graduates into his depart-
ment. Within a period of about
two years, about three-quarters of
these young men had left. The
program was abandoned, to the
company president’s disappoint-
ment. Later, meeting one of these
young men at a church dinner, the
president was told: “Mr. Jones
(the supervisor) was no help. It
you came to him with a problem,
he'd say that any college grad
ought to be able to solve that for
himself. If you wanted to make a
decision—big or little—be'd look
over your shoulder and tell you
how he wanted it done. If you
wanted to try a new product or
new supplier, he'd say that there
was no point in any deviation
from past practice. It got so that
1 was all confused. So I moved to
the XYZ Company.”

The case was somewhat diguised to
avold reprisals on workers (even super-
visors can become resentful some-
times). But the principle suggested by
Whyte, Hamilton and Wiley above,
sbout using cases “that immediately
concerned the people carrying on the
discussion” has always been our method
for 25 years and I recommend it to
every company official within earshot.
True, this use of work situation cases
drawn from supervisors' own plant, in-
volved considerable more trouble for
the training leader than opening a Har-
vard case book. But the employee non-
directive interviewing we do as pee-
liminary to a supervisory training
course is continuously productive of
case muterial. This, we have found, is
far more effective In supervisory train-
ing than any other case material avail-
able anywhere. Company personnel di-
rectors can do this preliminary non-
directive interviewing for themselves or
can be taught to do it.

The answer then (o our opening ques-
tion on how the typical foreman should
be trained so that he can successfully
motivate his employees to do their best
for the company, boils down to training
him how to listen intelligently. This has
nothing to do with discipline, with tech-
nical or mechanical knowledge, with
production scheduling. with college ed-
ucation or any other factors involved
in managing » department. Learning
how to listen intelligently is done
through constant attention to case stud-

jes drawn from the foreman's own fac-
tory, and in consideration of the prin-
ciples involved. This sounds simple, but
in reality may be inordinately difficult
to do. But this sort of training bears
excellent fruit

Mossuring Rasalts

The effectiveness of this sort of train-
ing can be measured. If the foreman is
later asked to motivate his employees
toward cost cutling, the results should
be measurable in a given period of time
before and after the training. The rec-
ords should tell the story. If that moti-
vation is directed toward higher profits
in this or that department—the resul
can be measured. If that motivation is
directed toward better quality or less
spoilage—the results can be measured.
The yardsticks make the measuring
easy and my files are full of measured
results. The difficult part is to train the
foremen to listen effectively.

The results are measurable. Manage-
ment can find out fou itself whether the
program actually mitivates or net. In
short, the major di derence between the
supervisory training procedure suggest-
ed here as a guide for company per-
sonnel directors, and most standard
courses, is that the former program Is
hand-tallored to a particular company
and directed toward teaching a foreman
how “to motivate™ employees.

Mot All Trainable

However, it might be said here as a
warning note: not all foremen are irain-
able. About 70 per cent of the foremen
can be trained to listen intelligently and
to act properly according to the cir-
cunstances; 30 per cent cannol be
trained. Why not?

Seven out of every len foremen can
normally accept criticism of the light-
ing, the heati-Z, the odors, the flow of
materials, the malfunction of machines
and so on in the depariment. If sn em-
ployee says, “The light over my ma-
chine Is poor, I need a larger bulb”
seven oul of every 10 foremen can be
trusted to look at the light and the
machine, make some judgment as to the
situation and then make correction if
one is required.

But three out of 10 foremen regard
any criticism of anything in their de-
pariment as criticisrta of the foreman
himself and his leadership qualities.
They take everylring personaily. These
men are more or less neurotic and emo-
tionally insecure, and are often the
source of trouble in their departments.
Once identified in foreman training

courses, the recommendation is to m . ve
these men sideways (away from p
ple) and into planning or papsr =«
or out. They cannot motivatle men !
any company benefit; they do noth:
but create trouble in a department snd

ing course lies In Improving the fore-
man's ability to motivate workers to
do their best for the company. The se-
cret lies in teaching him hew jo lsten.
This can be successfully accomplished
through teller-made supervisory train-
ing programs based on case studies
drawn from the company’s own situa.
tion. In such cases, company morale is
high and—interestingly encugh—union
officials become as kindly disposed to-
ward corporate goals as are the com-
pany executives. No “canned™ super-
visory program off t!w shelf applicable
to any and all rmmpanies, can accom-
plish that.

Menegement Tips

*“Differences in managerial compe-
tence arise out of the creation of an at-
mosphere which induces everycne con-
nected with the enterprise to perform
his task with a degree of competence
and enthusiasm measurably greater
than what could be called their normal
expectationa,”

—Crawford H. Gresnwall

“If you have (o spend a dollar to win
a friend, you better keep the dollar. If
you have to lose a friend to mahke 2
dollar, you better keep the friend.”

—Aneaymous

When business is good it pays to #:-
veriise; when business is bad you':e
got to advertise.

—Author Unknown

No Surprise: Everybody’s Debt
Keeps Rising
Since 1946, the federal debt held | ¢
increased 24% wi /s \\ate and locol g -
emment debt hat s«yrocketed a pt -
nomenal 843%. Corporate debt hus

risen 527% and individual and no
corporate debt T64%.

Social Security Tax Increases
Scheduled for 18 Yean

Tax hikes, for both employees &nd
employers, are already projected fof
‘he next 18 years to pay for past re-
visions in the Social Security progran:.
Any further benefit increases which
Congress might legislate would require
still more lax money.

15 How effective and frutiful this
Rebellion.” by A. A. Imberman,
o the author care of this
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Young Executives ot Helm-—
(Continued from page 19)

in the Wisconsin woods for 8 weekend
last January, to discuss “moving from
goodness to greatness.” “The whole af-
fair sounded so terribly cliche,” says
Henry H. Porter, Jr, 34, vice president
and treasurer, 'but we found we all
had similar goals—just different ways
of expressing them.”

Craig A. Nalen. 28, one of Porter's
key assistants is dynamic and aggres-
sive and probably the brashest of the
bunch.

Porter and Brewster Alwater, 39, an-
other vice president, “te somewhat

involved In black capitalism projects.
Conssal Rawhags

It was under Genersl Edwin W.
Rawlings that General Mills put its
house in order after a troubled expo-
sure (o diversificstion. The company’s
lack of knowhow eventually forced it
to bow out of appliances and electron-

flour milling, began (o cut into margins.
This was when Rawlings started
bringing new young men into the com-
pany and pushing thom toward the top
slota.

Four jo Coreal

In what Porter describes as a “trau-
matic™ mete, General Mills cut back its
flour milling capacity by 50 per cent in
1964, then took on a more aggressive
marketing tack in cereals.
McFarland cites the creation of a
new ventures department. While cor-
porate planning and development stafls
determine long range plans, “venture
teams” working in the department
scout and develop new husinesses, in-
ternally or by acquisitions.
Originally intended as a spot to uti-
lize the energies of bright young en-
trepreneurs, McFarland reveals that
many experienced hands at Generl
Mills have requested a shot in the
risky new ventures area.

Generel Mills in
FAO-Industry Pregram

General Mills’ application for mem-
bership in the United Nations Food and
Agriculture Organization's FAO/Indus-
try Cooperative Program has been ap-
proved, it has been announced. The
Program, in which approximately 60
industrial companies from various na-
tions currently participate, is a joint
effort by the Food and Agriculture
Organization (FAO) and these com-
panies to accelerate the pace of agri-
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culture-related industrial growth '3 de-
veloping countries.

In informing General Mills of its ac-
ceptance in the Program, FAO told the
company, “Your experience in flour
milling, protein food additives and
other sectors of the food and feed in-
dustry, combined with your interest Iz
the developing world, strengthen our
Program In several respects.”

General Mills, in addition to its activ-
{tles in the U. 8. and several highly in-
dustrialized foreign countries, has food
and chemical operations in developing
nations of Central and Souti America,
the Far East and other parts of Asia.
Last August, the Minneapolis-based
firm and Phillips Petroleum Company
announced the formation of a new
company — Provesta Corporation — to
spply new technologies 1o help solve
the problem of protein and other food
shortages throughout the world.

Pspressnlative

General Mills' representative in the
FAO/Indusiry Cooperative Program
will be Dr. A. D. Odell, Director of
Special Programs in the company’s
James Ford Bell Technical Center and
Vice President of Provesta Corporstion.
Dr. Odell has been instruivental in Gen-
eral Mills' development of techniques
for the manufacture of highly palatable
protein foods from basic agricultural
commodities such as the soybean and
other raw materials.

Improve Nutrition

The Food and Agriculture Orzaniza-
tion is the specialized United Nations
Agency concerned with conservation,
extension and utilization of world farm,
forest and fishery resources. Headquar-
tered in Rome, Italy, it maintains a
large professional staff, with more than
2,000 assigned to technical assistance
projects—mainly preinvestment work—
in all parts of the developing world.

FAO's primary objectives ave {0 raise
levels of nutrition and standards of
living; secure improvements in the pro-
duction and distribution of ugricultural
products; better the conditions of rural
peoples and contribute toward an ex-
panding world economy and ensure
humanity’s freedom from hunger.

Organized to facilitate close and di-
rect working relations between the
Food and Agriculture Organization, in-
dustry Cooperative Program involves
FAO cooperation with industry in help-
ing remove obstacles to the flow of
capital, technology and managerial tal-
ent to developing countries, and in lo-
cating public sources of capital to sup-
plement private capital for projects. It
also aitempts to make governments
aware of industry’s capabilities and

seeks other ways to facilitate indus' -y
participation in the development p .

e
The Program's primary activities -

clude:
Primary Activities

—Provision of liaison between FAO,
governments and industry to mobiiize
the necessary managerial and technical
know-how, financial and other re-
sources o Implement preinvestment
studies carried out by FAO;

—Assistance in the formulation and
implementation of projects proposed
by other sources, especially those de-
veloped by industries through their in-
ternational planning and operations;

~Organization, at the request of gov-
emments, or with their consent, of
Joint FAO/Industry missions to follow
up on specific government, Industry
and FAO projects, and identification
and definition of other priority agricul-
ture-relaled programs;

—Provision ol a two-way flow of
technical and economic information
between FAO and industry on many
subjects of mutual interest and

—Help in defining and implementing
research, demonstration, training and
other joint FAO/Industry projects con-
nected with agriculture-related indus-
trial development.

Industry also assigns experts to FAQ
to assist with specific projects and par-
ticipates in technital conforences.

General Foods te Test
Corn-Sey-Wheet Mecereni

‘The Federal Register on June 20 ¢ r-
ried the notice of a temporary per it
for market testing of an enriched ma
roni product deviating from the Sta: -
ards of Identity.

General Foods Corporation, W1 'e
Plains, New York, will be permit d
to produce and test for one year (' *
ginning April 28, 1969) “a product ¢ -
taining yellow com flour in a qu:i
tity not less than 50%, soy our 7
n quantity of not less than 27 .
and hard wheat flour In o quant ¥
not less than 10% by weight of ' ¢
farinaceous ingredients. Nutrients » |
be added as specified in Paragraph 1! 9
(a) except that calcium will be add 1
in such quantity that each pound f
the finished fcod contains not less th:1
1,700 milligrams and not more th.a
1,900 milligrams of calcium. The pri:i:
uct will be labeled ‘enriched yellow
corn-soy-wheat macaronl.’ The labels
of the product will declare by commun
name the ingredients used.”

FPor where God built a church, there
the Devil would also build a chapel—
Martin Luther.
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The run: Kentucky Club Tobacco Products. Bloch Brc!thers says: ‘:Our Flexi-
tron Scales have performed well beyond our expectations and easily met the
speed and accuracy guarantees—we're very satisfied.” They ought to know—
four Flexitron lines installed and six more on order for another tobacco Prod-
uct. Solid State controls, day-to-day consistency, easier maintenance, higher
speeds, modular construction—that’s Flexitron languagfe. That:'s performance.
That'’s all Triangle has to sell. For full details w_rlte, Triangle Package
Machinery Co., 6654 W. Diversey Ave., Chicago, Illinois. Phone (312) £89-0200.

TRIANGLE
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SMOOTH SELLING®

FIGHTING FEAR

The most basic fear of mankind is

tightened up at the thought of the cold
B3’

is fearful of Anding out. For some sales-
men, starting out each day is an effort
of will. They are nervous and scared
before their first call.

Fear Of Fallure

1 have no simple formula for banish-
ing fear completely. Fear is part of
man's makeup and can never be eradi-
cated from our minds. However, you
can understand your fears and thereby
keep them in check. Many of the sales-
man's fears are needless.

Take the cold call. What does the
salesman fear? The unknown, of course.
He must convince a complete stranger
to buy his product or service. If the
salesman dwells on this fact long
enough he can conjure up some chiling
demons. He can imagine, for example,
that the prospect is a sour, noncom-

28

municative crank. Or he can visualize
him as a hulking bully who will insult

But what usually happens?

The salesman finally meets the pros-
pect and discovers that he is a mild
mannered fellow who couldn't be nicer

order. He has been molivated by fear.
Don't let fear hatiitring your call.
Faciag Foor
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*Dick,” said his boss, Hal Bevnolds,
“whal are you worried sbout?”

‘That 1 won't make the sale,” Dick
admitted.

“Yes, but what"— Dick started.

“What did you do when you received
an order to atlack the enemy?” Hal
asked.

“Weren't you siared?”

“Sure, but 1 had to do it

“Well, you have to sell, too,” Hal
shot back. “Your wife and children de-
pend on you to make a living for the
family. Your earnings put food on your
table. Think about that rather than

by Goerge M. Kehe,
Hpriasting

i

e L

whether the buyer will be loug' or
mean. You've gol the ability or vou
wouldn't have passed our screening”

Dick pondered Hal's advice all night
It made sense, he decided. On his next
call Dick thought only about one thing:
getting an order. He was still fearful,
but he put his fears aside.

Summary

Fighting fear Is a full-time job for a
salesman. Let me offer these tips for
overcoming your fears:

. Think of winning not losing.

2 The man on the uther side of the
desk may be just as insecure g you are.

3. Mostly you fear the unknown. But
:::“P'ﬁwkll! becomes known to

4. Keep relaxed. You can't do a good!
job when you're tightened up.
5. Talk out your fears with your boss,
fellow salesman or your wife. It helps.
How hard have you worked at it?
1f you can answer yes to at least seven
of these questions you can beat your
fears.
Yeos Ne
1. Do you go on an interview
with a feeling of confidence? — —
2. Do you discuss your fears
with your boss or wife? -_—-—
3. Do you mespect but not
stand in awe of the com-
petition? -——
4. Do you reengnize that buy-
ers also have fears? -
5. Are you detlermined (o beat
the high sales record in

your firm? -
8. Do you think it can be
beaten? .

7. Do you think many fears of
salesmen are exaggerated? — —

8. Are you satisfied with your

present volume? —_ -

9. Can you shed your worries
after working hours? —-——
10. Can fears be overcome? -_——

Prices aret

1 50 0 coples (of sach article) ...... B each
10 5o 40 coples .

tod snch artlch) .......coeeesi e eacd
:un*mmmn&uﬂ
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business
is an

island”

A storm of protest, stirred by the
marketing abuses of a smal} minor-
ity of companies, is sweeping the
mainland of American

As the disturbance advances, it
whips up waves of customer distrust
and produces an wtpourinml of pro-

legislation.
Business is charged with insensi-
Livity to the consumer’s interests—
:'.hm-mdmlslud:nns.dmg:-
r g, selling, packaging labeling.
¥ -en some of the most respected in-
stries are accused of “victimizing
« nsumers,” especially the poor.
it may seem that the tempest is
{ -used only on certain types of en-
1 rprise, and that others, like distant
i ‘ands, can carry on unperturbed —
i olated from the turmoil.

a

But all commerce and industry in
this country today are bound to-

nles, including firms that sell only to

American people
tion and control of one segment of
business, the more natural it will
seem that all industry should be
equally regulated.

That is why the Better Business
Bureaus say to every responsible
businessman in America, even those
in kinds of business never accused of
abusing customers:

“Join with us in helping lift the

ethical standards of all advertis-

ing and selling through self-regu-
lation. Join in helping business
improve its relations with con-
sumers and government, in help-
ing protect all buyers, all honest
business and the enlerprise sys-
tem.”

Every Business Benefits

Every company, manulacturer as
well as retailer, needs flourishing
cummunities where fair dealing and
customer confidence prevail. BBHs
help create such communilies.

Every company wanls tosafeguard
employee buying power, and prevent

the firm itself from dealing with
dishonest merchants or fraudulent
“charities.”” BBBs help provide such
prolection.

And every responsible company

kel Bt o s S e

wanis the public and government to
know the truth about customer-busi-
ness relations —such as the fact that
nine out of ten customer calls to
Better Business Burcaus loday are
inquiries, not complaints. Increas-
ingly, the BBB National Expansion
program will communicate these
facts.

Already this program has acti-
vated the BBB Research and Educa-
tion Foundation to conduct studies
on subjects of consumer concern, and
has an Office of National Af-
fairs in Washington, D.C., to provide

t as well as business with
reliable data based on more than
three million consumer contacts
made cach year by BBBs.

What You Can Do

Since it is indeed true that “no
businessisan island.” every company
has reason to back the BBBs.

Tb sce how you and your firm can
help produce a new high tide of con-
fidence in the entire business com-
munity, call the manager of your
nearest BBB, or

R
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Other suggestions include decentral-
ized pricing to show regional condi-
tions, or prices announced by market
committees.

Ne to Futures

Pricing also could be done under
marketing orders or by the egg indus-
try itself if it becomes more integrated,
USDA says. Future trading, however,
Is not considered a good basis for set-
ting cssh =g prices, USDA says.

Whatever price-making rystem is

The decision at the end of May by the
Department of Agriculture to end
purchasing of scrambled egg mix
the fiscal year came as a surprise
egg-breakers. Tha total quantity
chased was 15,021,000 as
pared with 16,686,000 in 1968. The
gram covered ten weeks time and av-
eraged about 75,000 cases of shell eggs
per week. Shipments of the product
were scheduled until July 19.

will have an effect on the markefing
and price determination of eggs. It
seems reasonable to assume that prices
of frozen eggs and dried egg solids will
be at their low point at the end of June,
the period of heaviest pr~duction.

&

A pure, rynthetic vorsion of 2 aatu-
nally occurring carolenold called can-
thaxanthin — (can-ths-zan-theen) — Is
now available as a safe food coloring
agent as a result of research efforts at
Hoffmann-La Roche Inc.

Pure, synthetic canthaxanthin can be
used (o produce a wide range of natu-
ral, appetizing red colors in cake mixes,
non-standardized French and Russian
dressing, barbecue sauce and tomato
base foods, such as plzza and spaghettl
sauce. It is the first new compound
approved as a food coloring by the Food
and Drug Administration since 1962

Carstencid

Canthaxanthin is one of the carolen-
olds in a family of nature's own colors
which produces the characteristic hues
of carrots, oranges, tomatoes, pumpking,
and sweet potatoes. Carolencids are
also responsible for the brilllant reds,
oranges and yellows of fall follage and
many flowers.

‘“'wo other members of the carotencid
family, beta carotene and spo carotenal,
were the last new compounds approved
as food colorings by the FDA. Both of
these carolenoids were also made avail-
able by Roche research, which develop-
ed a practical synthesis of carotenoids.

Wide Range

With the synthesls of canthaxanthin,
Hoffmann-La Roche now provides a
wide range of color capabilities to the
food industry. Peta carotene provides a
yellow 1o orange color range, apo caro-

sauce to exhibit & uniform, natural,
rich tomato red tolor.

Oflssts Viechanical Loss

Tle new colsring mav ulso help over-
com' the loss caused by the relatively
recent trend of picking tomatoes by
machine. This loss occurs when partial:
ly green tomatoes picked by the ma-
chine are nol used because they lack
natural, appetizing color. The use of
canthaxanthin could supply this culor.
Canthaxanthin will be available in »
10% water dispersible beadlet urder
the name Roxanthin (TM) Red 10. "he
polency of this colorant is demonstrited
by the fact that it takes as little -~ 3
mg per quart of canthaxanthin to -
complish the desired result. It Is s
distinguished by excellent stability

Nerth Dekote Stetistics

In 1087, 24 farms in the northeas
part of North Dakota had 500 acre
more and produced an average ylel
28.7 bushels of durum per acre. Ti
were 58 farms with acreage belv
300 and 500 producing an averag:
27.9 bushels; 318 farms of 100 to .
acres producing 27.1 bushels; 175 fur s
between 50 and 100 acres produc.né
26.2 bushels; 105 under 50 acres produc:
ing 27.1 bushels per acre.

Slightly aver 28 per cent of the farms
raising wheat reported more than vie
type. Approximately 68 per cent of ihe
farms reporting durum also reported
other spring wheat, while 31 per cent
of the farms reporting spring wheat
also reporied durum.
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JACOBS-WINSTON
LABORATORIES, Inc.

EST. 1920
( and Analyticul Chemists, specialiting in
‘ ‘mm h'd"ﬂ‘ 'k Ml ”M‘“"
« d labeling of Macaroni, Noodle and Egg Products.

~Viemiss ond Misersls Encichment Asseys.
:-:s.u..ucd-u-uhlu-u‘

I—Semeling end Flour Analysie.
/—igro-analysis for axtranceus matter.
6—Pasticides Anslysis.
7—Becterislegicel Tosts for Selmenclle, otc.

James J. Winston, Director
156 Chambers Street
New York, N.Y. 10007
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USINESSMEN got practical an-

swers to lough economic and com-
munity problems at the action forums
held at the recent annual meeting of
the U. B. Chamber of Commerce.

The fight against organized crime
will rely very heavily on action by
organized business. Richard L. Gelb,
president of Bristol-Myers Co. and
treasurer of the National Council on
Crime and Delinquency, said that busi-
nessmen—through their chambers of
commerce, trade associations, and civie
organizations—can press for appropria-
tions “to do something about pootly
paid police, understafied  )cgimippl
courts and ineffective truetlu-l pro-
grams.” (Pa ) g 1AL 1§ S

Attorney General John N.: Mitchell
urged businessmen 1o help with ju-
venile training, prison: tehabilitation,
court reform and law enforcement re-
organization.

Mitchell snid: “The Mafia may use
funds from illegal gambling contpira-
cles 1o purchase these businesses. Then,
it conspires to corrupt officials and In-
timidate competitors and customers. He
disclosed that the Justice Department
is considering use of the anti-trust laws
“to attack the properiy of the organized
racketeer.”

Charles Rogovin, Justice Department
cfficlal who will direct the new Bloc
Grant Omnibus Crime Control and Safe
St-eets Act, Martin Danziger, chiefl of
the Law Enforcement's Organized
Crime Program Division, and Henry
Peterson, chief of Justice Department's
Racketeering Section discussed the in-
roads made by the Mafia in legitimate
business circles and labor unions. They
ttessed that it is “extremely difMicult
¢ accept the idea” that a businessman
can get involved with organized crime
unknowingly., The time to call a halt
is at the outset, they said.

Consumer Concern

Increasing consumer restiveness
+'ems from a shift in consumer thinking
from *“quantity” to *“quality.” Con-
sumers, including low-income con-
sumers, are as much concerned with
the quality of the ways that goods are
offered for sale as with the goods them-
sulves. Businessmen must find effective
means of communicating to local con-
sumers the business commusity’s own
concern for quality in the marketplace.

G. R. Campbell, Jr., of the DeKalb,
Ga. Couaty Chamber, described their

32

efforts 1o purvey local consumers. to
infotma

sponsor tional programs via
television and other media, and to deal
with t practices by “fringe”
busi

Prevention
Wi described as a system

high in a nation the
great~ sustained growth in
history.

The problem, said keynote speaker
Lewis H. Butler, assistant secretary for
HEW, is finding employment for the
chronically unemployed. He suggested
that businessmen must meet this chal-
lenge by providing more in-plant train.
ing and child day-care facilities for
mothers who want 1o work. Also need-

We need a system, he continud,
which places confidence in people as
individuals and their dignity. In con-
trast, the present welfare system has
built-in disincentives to work. Many
get more on welfare than they ca
carn. There is also an enormous
parity in amounts paid from state to
state, he said, adding that there is
need for a national welfare standa
The real question is what are we doing
to keep welfare from perpetuating? He
said, “The challenge is to keep it as
low as possible.”

Education

If public education is to survive, it

must become more businesslike and
more strongly supported by business-
men.
Dr. John W. Letson, Atlanta school
superintendent, said his schools broke
awsy from the traditional nine-month
schedule — designed to accommodate
farm life. While the summer quarter is
optional for teachers and students, he
said, the new schedule has allowed re-
vision of the whole curriculum. He
suggested that schools stay open from
7:30 a.m. to 10 p.m. to meet educational
needs, that teacher training be im-
proved, and that youths be given more
opportunity to get work experience as
part of their education.

Minneapolis Mayor Arthur D. Nafta-
lin said many educution problems arise
from the “excrucisting” dependence

e

Action Forums: Keys,to Business Problem - Solvihg

upon property taxes. He looks for ‘ed.
eral and state help to resolve his c.'y's
problems, which include the fact 1
one-sixth of all state school chil:ren
Aand one-third of all handicapped (il
dren live in his city.

ER Your Tax Dellam

Federally ‘annl‘“mmhin
in many cases hindered local and state

« problem-solving, yet the Federal Gov.

emnment is the most efficient and largest
tax collector the world has ever known.

A\ member of Congress, a Massachu.
setls legislator, and a big city mayor
joined in a lively debate on the per:
plexing question of how to balance the
crying need for revenue by state and
local governments with their responsi-
bility to spend taxpayers’ dollars wisely.

When you dig deeply enough, the
“taxpayers’ revolt” is really a tempest
in a teapot, said State Senate President
Maurice A. Donahue of Massachusetts,
adding: “People won't give up quality
education, for instance, just to save tax
vollara” His state's budget 1otals $709.-
€02.000, 60 per cent of which goes to
the Faderal Government for programs,
30 per cent ls returned to Jocal jurisdic.
tions and the remaining 10 per cent is
used divectly by state government, he
said.

Representative William E. Brock. Jr.
(R.-Tenn.) concluded that funneling
dollars into Washington only to hive
them returned to the states and locili-
ties is an inefficient process. The true
source of federal revenues is the ;o
ductive work of citizens across the | 7d,
he continued, pointing out that ro-
posals for federal revenue sharing nd
bloc grants may blur local and s ite
responsibility for funds and how '
are spent.

Mayor William F. Walsh of Syra: se
described ways in which Federal € v-
ernment red tape has been a barrie 10
his city’s efforts 1o meet its probli 15
Officials in Syracuse have set their « vn
course of action, only to have fed ‘3l
administrators redefine their priorn e
and problems, the Mayor said.

Strike activity and unionizaion
among government employees is rising
rapidly. Strikes by public employces
should not be tolerated. And there is #
need for local action Lo provide a sub-
stitute for strikes.

These conclusions came out of ihe
discussions of three experts who were
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que ioned by Stanley Levey, labor
cort spondent, Scripps-Howard News-
pap = Alliance.

P. sbability of federal action is great
yal s steps are taken at the local level,
Arv | Arderson, director, New York
City «+ Collective Bargaining Office,
wared. Citing the $6.000 minimum
mlary won by hospital employees, he
poinied out that for the first lime wage
sltiements in government are aflecting
the private seclor.

“There are no easy answers,” Mr.
Anderson said. “There's no guaraniee
against public employee strikes. Not
even prohibiting them and imposing
stiff penalties will stop them. Only a
police state could do that.” Procedure
he suggestied for settling disputes: Have
impartial panel make recommendations
which would go into effect in, say, 60
days unless modified by the legislative
authority. This might be a way o pre-
serve the legislative body as the final
suthority.

Dr. John R. Van de Water of the
University of Southern California said
be hopes that existing laws against pub-
lic employee strikes will not be repeal-
o simply because they do not prevent
strikes, adding: “It would be likz re-
pealing laws against murder.”

“Strikes by public employees are un-
thinkable, but so is management's fail-
ure o help find & substitute,” he as-
srted. “We have a moral obligation to
find a way for a fair settlement . . .
an obligation greater than in the pri-
vale sector, where employees may
srike”

The trend of bargaining and strikes

overnmenl employces was review-

y Howard J. Anderson, senior edi-

{ the Bureau of National Affain,

In the four years from 1003, strikes

¢ public sector have increased cach

from 42, to 142 to 181 and to about
last year.

: recited four elements in the situa-

today: A dramatic increase in

n membership and strikes, a va-
* of responses by the states, and a

in judicial opinion regarding em-

ee bargaining rights. If there is to
ww legislation, he concluded, “the
ial drive should come in the states.”

Farm Programs Inadequale
ihe small farmer is steadily being
Pu hed out of the marketplace by large
tummercial operations. No longer a
“taptive of the soil” and able to com-
pete, he is migrating to the cities, often
into ghettos, with little promise of job
opportunities. Meanwhile agriculture is
producing more than the markets will
readily absorb and tax dollars continue

Aucust, 1969
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to be spent uneconomically to keep
Lond idle.

“Low prices is not the basic prob-
lem,” said Dr. Richard Goodman, Cook
Industries, Inc. Existing farm programs
are not responsive to present rural
needs and are harmful to the export
potential of U. 8. agriculture, argued
Dr. Goodman and William R. Pearce,
vice president, Cargill, Ine. Both said
they favor a form of voluntary transfer
of marginal farms from production of
surplus crops lo uses such as forests,
conservation and recreation through
long-term land retirement contracts.
Dr. Goodman said National Chamber
policy suggests that money nuw spenl
to keep farmland idle be used to estab-
lish more permanent noncrop uses of
land.

Mr. Pearce asserted that the level of
price supports is too low to help mar-
ginal farmers and too high to compele
in export.

Dr. G. Burton Wood, agricultural eco-
nomics department head, Oregon State
University, suggested that local cham-
bers of commerce, working with the
rural power structure, develop methods
to get marginal land into a nonproduc-
tive status and provide jobs for farmers
who want to gel oul.

J. Phil Campbell, Under Secretary
of Agriculture, said that business faces
a real challenge to help expand our
exports and maintain U, 8. agriculture
production as the showcase for the
world, particularly in underdeveloped
countries. Mr. Campbell was noncom-
mittal about Administration plans for
a farm program.

Solve Manpower Needs

To help solve manpower problems,
Herbert E. Striner takes a significant
sentence from a new National Chamber
publication as one starting point. The
sentence says: “Local leaders must en-
deavor to overcome [ragmentation
among interest groups such as business,
labor, various governments and civic
organizations.” “Fragmentation,” Mr.
Striner, director for program develop-
ment, W. E. Upjohn Institute for Em-
ployment Research, continues, “leads to
communication gaps between these
groups, to uncoordinated efforts to luck
of cooperation, to mistrust and sus-
picion. This is the current statc of
affairs in many communities” Mr.
Striner gave solid endorsement to the
Chamber’s pamphlet “Blueprint for
Local Chamber Action on Manpower.”

Robert Brow>, acting deputy asso-
ciate manpower administrator, U. §
Training & Employment Service, said
employers, with training programs,
should concentrate on “those whao, it

appears, won't make it up the ladder”
Tralning can lvad to pay-offs for em-
ployer and empioyee if there are spe-
cific promoticus and wage increases
commancarate with the job

It is necessary, said Samuel B. Marks,
president of Skill Achievement Insti-
tute, to have the foreman involved if
there is to be success in capitalizing on
the potential of in-plant workers.

The Chamber’s President

The National Chamber's 42nd presi-
dent, Jenkin Lloyd Jones, editor & pub-
lisher of the Tulsa Tribune, declared,
“There is no humanitarianism in un-
workable social action, however vigor-
ously pursued. Without discounting in
any way the intelligence or sincerity of
many people in government—the Na-
tional Chamber feels that businessmen
who are subject to sterner disciplines,
are able to make some useful contribu-
tions,

“If the head of a government depart-
ment proceeds on faulty theories and
false premises and gets no results he
can always call for larger appropria-
tions and more personnel. The busi-
nessman who does so goes broke.

“In the face of a record per capita
national income, we are seeing a steady
rise in dependency and a steady de-
gradation of the poor. This is not time
for recriminations, but il is certainly a
time for re-examination of some of our
past assumptions.”

Business can, “if it gels cooperation
from the unions,” end discriminatory
practices, he said. “Il can increase on-
the-job-training for better jobs. It can
support  educational  programs, not
merely for technical training—which
everybody seems to be for—but for
giving the so-called ‘hard-core’ the
basic skills for simple and repetitive
jobs."

In its desire to find practical new
ways for cooperating with government,
the National Chumber has “no unthink-
able thoughts,” Mr. Jones said. “It is
ready to examine all suggested solu-
tions, however novel or far-out”

Economic Analysis

An Economic Analysis of the domes-
tic demand for wheat by class in the
United States has been prepared by the
Department of Agricultural Economics,
Agricultural Experiment Station, North
Dakota State University at Fargo in
cooperation with the North Dakota
State Wheat Commission at Bismarck.
The material is in Agricultural Ecu-
nomics Report No. 64, available from
the University or the Wheat Commis.
sion.
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Wherever the
sun shines
on durum wheat
you'll find the
Peavey symbol

: ﬂlymnfu} DURUM PRODUCTS

PEAVEY COMPANY
Flour Mills
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Generel Mills te
Build Sey Plant

General Mills has began construction
at Cedar Rapids, lowa, of the world's
first major commercial plant to manu-
facture a new group of foods from spun
soy protein.

James P. McFarland, General Mills
president, said the multi-million dollar
facility is necessary because demand
for the company's soy protein foods,
marketed under the Bontrse brand
name, has outstripped the present pilot
plant's capacity. The Cedar Rapids
plant will be completed in about one
year and Initially will employ about 100
people.

“The business has grown to a volume
that demands the building ~f a full
scale commercial plant (f it is o con-
tinue to grow and 1. 7 1V volential
General Mills managenent m | for this
exciting new technology,” McFarland
said. “The Bontrae Foods plant we an-
nounce will fill that role.”

A dynamite blast touched off by Mc-
Farland, Governor Robert D. Ray of
lowa and Cedar Rapids Mayor Frank
A. Bosh broke ground for the start of
construction on the plant.

“It s no exaggeration,” the General
Mills president said, “to state that this
explosion signaled the beginning of a
new era in the application of food
science and engineering for the greater
benefit of all”

Luncheon Talk

Addressing a luncheon in the Roose-
velt Hotel sponsored by the Cedar Rap-
ids Chamber of Commerce and General
Mills, McFarland told about 200 Iowa
business and civic leaders that the
world needs new sources of edible pro-
tein which will “supplement—but not
supplant—meats and other prized items
of the human diet.”

Another important reason why Gen-
eral Mills is entering this new food
field, he said, is the trend toward con-
venience foods.

“Bontrae Foods meel both of these
needs,” the General Mills chiel execu-
tive explained. "It is rich in nutritious
protein and adaptable to any food
preparation system. Bontrae Foods
technology creates products which have
considerable similarity to traditional
foods, such as meat, but these products
are, in the truest sense, neither syn-
thetic nor imitation.

“They are formulated foods created
from agricultural raw materials.”

The Bontrae Foods also can resemble
fish, fowl, fruits, vegetables, nutls or
other items which have a basic textured
structure.
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Seybean Meal

Raw material for the plant is soy-
bean meal, which is concentrated into a
bland, odorless powder that is 93 per
cent protein. The purified protein is
then wet spun, like rayon <r nylon,
into endless, extremely fine textured
fibrils. Flavor, color and other food ele-
ments then are edded and the final
food product forrmus® into chips, slices,
chunks, dice or crumbles.

McFarland pointed out that General
Mills has invested millions of research
dollars and more than 300 man-years of
effort in the development of the Bon-
trae Foods. The first product, Bac*Os,
went into test markets several years
ago and now is in national distribution
through retail food stores. Additional
Bontrae Foods now are being test mar-
keted, he said.

Veusatility

Versatility of the Bontrae products is
virtuaily unlimited, the General Mills
presider continued. They can be tailor-
ed into any desired framework, such as
vegetarian, Kosher, polyunsaturated,
high or low in carbohydrates or animal
or vegetable fat, zero cholestercl, with
or without vitamins and minerals and
precisely controlled calorie content.

“Since the Bontrae Foods are pre-
cooked, they can be refrigerated, frozen,
canned or dried” McFarland said.
“They represent the ultimate in con-
venience, so they meet the demand
from institutional and other large vol-
ume meal preparation centers for foods
which require only simple kitchen skills
and appliances to prepare.”

McFarland added that the Bontrae
Foods will be cheaper than their natu-
ral counterparis, ranging in price, Iin
moist frozen form, from 40 cents to 85
cents a pound, depending on the spe-
cific type of product.

No Threat jo Meat

He also pointed out that Boitrae
Foods are not & threat to meat and
emphasized that all of the meat that
can be raised in this country will con-
tinue Lo be needed and demanded.

Rather, he said, Bontrae will supple-
ment meat and will be used in conjune-
tion with meat itself in many instances.
In other instances, he said, poor per-
fon::=s%ce meats may be incorporated in
Bontrae products.

The General Mills president, refer-
ring to the annual per capita consump-
tion of 190 pounds of meat, poultry and
fish in this country, said, “We would
not anticipate that all Bonlrae type
products, made by ourselves and others,
would capture even one per cent of
the meat market in the next decade.”

Sl

Elaborate studies have estal shed
the nutritional quality of Bontra: M.
Farland sald. Bubjects of the & idies
included protein-deprived childr n iy
Guatemala and, at the Univers y of
lowa, a group of volunteers frvn an
lTowa penal institution. Bor'gac wa
practically the only source P otein
over the study periods.

“Bonirae came through with !lying
colors, being approximately equal to
milk or meat in nutritional merit.” the
General Mills president sald.

Edibikity Gep

According to Mr. James Brown, &
member of the editorial board of he
New York Times, members of the
United Nations Economic and Social
Council interrupted their proceedings
the other day to munch approvingly oo
chocolate chip cookies provided by the
American delegate. The cookies were
made from fish flour.

Eighty-four Muliran fanners and
their wives at a doiry. nen’s meeting last
year toasted the row with big glasses
of what they thought was good, rich
milk. Only two suspected they were
really drinking an imitation made from
palm oil, con syrup and seaweed ex-
tract.

These are random examples of a rap-
idly developing revolution in food tech-
nology. Until recently, the focus of the
international war on hunger was almost
exclusively on the quantitative prob-
lem of producing more food—mastly
grain—for more hungry m<uths. Soar-
ing grain ylelds, resuliing from new
seeds and other farming improven.cnts,
have now made it possible—and ol
visable—to devote more attentica to
food quality, long a concern of r itni-
tion experis.

Fortified Cereals

Dr. Aaron M. Altschul, consults t 10
the Secretary of Agriculture, tol fel-
low participants in a recent Housc ‘on
ference on world hunger that for fied
cereals, new beverages and new ‘ex
tured food—all based on low-cost pro-
tein sources such as soybeans, fish con
cerirates and petrochemicals — fler
hope that billions of people too po r 10
afford animal proteins can be provided
not only enough food, but enoug’ of
the kinds of food they need for healthy
physical and mental development.

Protein deprivation is a major caus
of the high child death rates in develop-
ing lands. Recent studies suggest that
malnourished children who survive cif
suffer permanent physical and mental
impairment. Thus, malnutrition pef
petuates from one generation to the
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st ieficiencies that are a major ob-
gacke to development.

Me ely raising more grain will not
ive the protein problem of develop-
isg ¢couniries which now consume as
ftle 13 two pounds of animal foods per
person  per year—compared to more
than filty pounds in some affluent coun-
mes.

Even by the most optimistic esti-
astes, most of the additional grain that
an be produced in the foreseeable fu-
ware will have to be consumed directly
i order 10 satisfy basic, quantitative

ts. Relatively little, if any,
will be available for costly conversion
ia protein through the feeding of ani-
mals The solution, nutritionlsts like

Dr. Altschul belivve, lies in speeding
spplication of the new food technolo-
pes-

The simplest and cheapest method is
twrough fortification of cereals and
cereal flour, which involves no change
ia local dietary habits.

Beverages

Developing nutritious beverages that
will salisfy the palates of different
pesples is more difficult, but the com-
mercial success in Hong Kong of Vita-
xg, an Inexpensive drink made from
wybeans, has stimulated similar, en-
riched soft drink experiments by
American firms in other hungry areas.

The most exciting prospects lies in
“sun proteins,” a technology which
emables industry to convert cheap pro-
tein powders into an infinite variety of
mw (wms, including forms that are
simil: - in texture to familiar animal
prodi ts. There are still many flavor
probl ms with these soy protein prod-
uts. {owever, the combination of the
wy | rolein products with the dehy-
dnte . meat products, such as is being
prod ‘ed by Henningsen Foods, gives
pron. ‘e of some rapid development in
prod. ing palatible soy protein prod-
ucts. “he nutritional hopes of the world
may depend on the development of
these products.

Military Feeding Timetable
21t 201 B.C. Hannibal successfully
fed his military contingent in Italy dur-
ing the Second Punic War by subsisting
tatirely on Italian food sources.

10 BC.—305 AD. The Roman Le-
Gonnaire carried a 17-day food ration
but also depended on a system of local
Rpply whereby the invaded country-
tide was tapped of its resources.

th Century. The quick-moving
Umies of Genghis Khan practiced one
o the most effective local supply sys-

Avaust, 1969

e

tems, spreading over the country, driv-
ing cattle 1o ideal grazing lands and
establishing camp sites in fertile areas
for crop raising. The Mongol warrior
could exist on rations of dried meat and
curds, augmented by occasional game
and, when in great difficulty, he could
drink a small amount of blood drained
froimn the neck of his horse.

1618-1648. Swedish forces in the
Thirty Years War, battling under Gus-
tavus Adolphus, cut their supply lines
1o a minimum and requisitioned their
food from local sources, doing great
damage to the civilian population and
food production in the Holy Roman
Empire.

American Revolution

1775. ‘the Continental Congress
agreed to furnish the American Revolu-
tionary Armies with a uniform ration
of 1 pound beef or % pound pork or 1
pound salt fish per day; 1 pound bread
or flour per day; 3 pints peas or beans
per week; 1 pint of milk per day; 1
half pint of rice; 1 quart of spruce beer
or cider per day. However, because the
food market was short on supply and
transpurtation was poor, the Revolu-
tionary soldier also had to depend on
local resources for his food.

1804-1815. The Napoleonic infantry-
man carried a 15-day food ration but
attempted to live from local food stock
when it was available. In Napoleon's
Russian campaign the soldier brought
a 20-day ration into the field. However,
the cold Russian winter and lack of
food meant the end to the gigantic
invasion.

19th Century

19th Ceniury. All permanent “.c-y
posis on the frontier raised the:: Jen
vegetable gardens and livestock and
used buffalo meat to augment their diet.
The federal government had also es-
tablished a system of uniform supply.
Federal troops during the Civil War,
for example, received specific foods
such as potatoes, onions or dried ap-
ples to prevent scurvy, but even certain
federal contingents, such as those
troops involved in Sherman’s march
from Atlanta, continued to rely on lo-
cal supply, inflicting serious damage on
the surrounding countryside.

1898. Canned roast beel replaced
beef on the hoof in the Spanish Ameri-
can War and by 1899 the Army began
1o develop an emergency ration of
chocolate, sugar and grain for battle-
field use.

World War I
1914-1918. During the trench warfare

of the First World War, food rations
consisted of canned fish or beel (which

the soldier could heat with canisters
of solidified alcohol), 16 ounces of hard
bread, and salt, sugar and coffee. The
Thermos-lype container also came into
use, the American forces copying the
French “Marmite Norvegienne.” The
marmite cans saw use in the Second
World War also, as most commanders
of front line troops preferred to send
hot meals to their soldiers. But units
depended greatly on the K rations or
10-in-one rations which were cold but
casily stored or carried with the soldier
to provide him with a greater degree
of mobility.
1987

December, 1967. The United States
Department of Defense established an
all-services Food Planning Board di-
rected by Navy Captain James A. War-
ren, Director for Food Service in the
Office of the Assistant Secretary of De-
fense, who will help the Directorate for
Food Service in developing standard
menus and recipes for all military food-
service units.

Crop Stetistics

North Dakota Crop and Livestock
Statistics, annual summary for 1968 and
revisions for 1967, were released in
May by the U. 8. Department of Agri-
culture and the North Dakota State
University at Fargo.
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Macaron-JouRngl

Fifty years of doing business at the same old stand.
The changes have been many, and the progress great.

The Macarini Jeurnal is the only publication for this speciolized
field printed in the English language.

It is one of the few publications strictly concerned with the manu-
focture and distribution of pasta products. Most other publica-
tions that deal with macaroni, regardless of what language they
are printed in, are primarily interested in cereal, wheat, or milling
and related products. The Macaroni Journal aims at the specific
target of the making and selling of macaroni products.

Consider a subscription for your valued customer, colleague or
employee. It's o bargain ot 36 for twelve monthly issues; odd
$1.50 for foreign postage.

Fill out the order form below and mail it in today.

The MACARONI JOURNAL

P.0. BOX 336
PALATINE, ILLINOIS 60067, US.A.

Please enter one year subscription: [ $6.00 Domestic [ $7.50 Foreign

Nome .

Firm

Address

City ond State Zip___
Renewal — New Subscription__________
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' Launching

~ look?

I your proguct needs a boost
may be the package that prowides
the Lift-off We can assist you in
evety phase of your packaging pro-
gram — from the drawing bcard 10
putting it 1n a planned sa'es orbil

We oller 1op quality offset, letter-
press and gravure, plus sales on-
ented designs Even counsel with
you on the test lling and closing
equipment Thus s Total Capabiiity
from Diamond Packaging Prod

ucts There s a Diamond man who
can wotk wilh you 1o launch your
product into new sales Call us
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