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of course

A m-l'%(mu deserves a
premier package. And that's just

what Fold-Pak gives you. We've
been making packages for the
best pasta manufacturers in the
business for many years.
Whether you require high fidel-
ity, multi<olor offset, rotogra-
vure or flexographic
printing, Fold-Pak

guarantees a

superior package.
For an added touch

of elegance, packages can be
varnished, waxed or poly<oated
depending on your individual
product need. Our graphic and
structural designers are also
available to update your pack-
age or give it a completely new
look. The end result is a pasta
package that your product
richly deserves

GOERY TR

pasta pachage

CORPORATION by Fold-Bak.

~
Mewark, New York 1451) 315-131.1100

Englewood Cliffs Sales Offics 110 Chariotts Placs. Englewood Cliffs. New jersey 07411 Phone (101) 568-7800
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Pasta Makers 1in America
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WALL STREET JOURNAL STORY

On March 29, 1983, Betsy Morris,
stafl reporter of the Wall Street Jour-
nal, headlined: “US. Pasta Makers
Are Angry at the ltalians, Saying Cut-
Rate Imports Are Stealing Sales.”

Highlights of the story:

Pasta is as Italian as apple pic is
American, But U.S. pasta makr,s want
Americans to believe that the US.
variety is superior in quality to most of
what's made in Italy -~— and a more
patriotic purchase.

The problem is that cut-rate lalian
imports are penctrating the U.S. mar-
ket with the help of European subsi-
dies. U.S. pasta makers contend those
subsidies are illegal. “In a fair fight,
we don't want any help. But this isn't
a fair fight,” says Joseph P. Viviano,
chairman of the National Pasta Asso-
ciation and president of San Giorgio-
Skinner Co., a pasta unit of Hershey
Foods Corp. “The lialians arc playing
by a different set of rules.”

The two sides are vying for shares
of a U.S. market that already is out-
pacing most segments in the country’s
food industry. By 1991, the pasta in-
dustry is expected to top $3 billion a
year in sales, compared with about $1
billion this year, according to FIND/
SVP, a New York market-rescarch
firm. In the past decade, Americans
have increased their average annual
pasta intake to 11 pounds from 8.6
pounds.

As pant of this strategy, domestic
pasta makers are pushing the issue of
quality. They claim American pasta is
just as smooth, tasty and firm as ltal-
ian pasta. They note that the ingre-
dient critical to superior pasta is
American-grown durum wheat. Amer-
ican factories are more sanitary, they
say, sometimes citing a 1979 survey
in Consumer Reports magazine that
found unacceptable level sof bug hits
and rodent hairs in two lalian im-
ports.

Trade Complaint

They also claim that ltalian imports
are threatening their livelihoods. Many
of the imports are selling at 10 cents
to 13 cents a package less than domes-
tic brands. In the past year, impons
have cut a 6% to 20% chunk out of
the robust $90 million New York pas-
ta market, according to US. industry

claims, and have begun to reach places
such as Tennessee and the Dakotas.

The National Pasta Association, the
trade group representing U.S. pasta
makers, has filed a complaint with the
U.S. Trade Representative’s office
claiming that the subsidies — of as
much as 12 cents a pound — violate
international trade  agreements  be-
tween the U.S. and the European Eco-
nomic Community. The complaint is
pending before a judicial panel of the
Geneva-based General Agreement on
Tarifls and Trade, which is expected
to present findings in the case next
month.

In the meantime, the association has
joined a growing number of groups
lobbying Congress for protection from
the subsidics.

Not everybody is sympathetic.
Michael Karas, Jr., a Buffalo, N.Y.,
importer, has struggled unsuccessfully
for two years to get lalian imports out
of gourmet shops and onto supermar-
ket shelves. “The fairness of a subsidy
is in the eye of the beholder,” he says.

Pasta Is Suddenly Chic

Mr. Karas believes the pasta mak-
eirs’ 12al concern isn't surviving but
rather having to share the burgeoning
US. pasta market. “All those years
they had the supermarkets to them-
sclves,” he says. “Now they see their
sacred ground being stomped on by
importers, and at a time when pasta
is really taking ofl.”

Pasta, once considered starchy,
bland and pretty much blue-collar, is
suddenly chic. In recent months, pasta
has been featured on the covers of
Weight Waichers, Runner’'s World
Magazine and Bette, Homes and Gar-
dens. “The Beautiful People have dis-
covered it," says Joseph Pellegrino,
president of Prince Co., a Lowell,
Mass., pasta maker. Food experts say
pasta's popularity was spurred con-
siderably by the recession and carbo-
hydrate loading. the theory popular
among athlctes that energy can be
stored with a high-carbohydrate meal.

The growth has caused rerresenta-
tives of the EEC to guestion how the
imports, which make less than 5% of
the overall US. market, can be a
threat. Domestic pasta makers decline
1o give specific numbers on their suf-
fering. But they insist that the low
prices and glamorous image of the im-

ports are luring away custor ¢n
Amorg chic consumers, “it’s eso erx
to eat pasta imported from ltaly,” .ay,

Mr. Pellegrino. Market-share fig irey B

from Sclling Areas-Marketing Inc in-
dicate that the grip of major U.S. jaw

ies on the domestc murke
slipped slightly last year,

U.S. pasta makers are try.ng varios
ways to offset the supposed glamow
of ltalian imports. On the East Coa,
domestic brands have cut prices by a
much as 10 cents a box. U.S. spaghety

companizs, normally strict wi.h re |

tailers, “are dealing like crazy,” saw

a buyer with a large New York-are P

grocery chain.

Quality is the dominant theme i
new advertising campaigns for Ron
zoni Macaroni Co. and San Giorgio-
Skinner. The pasta association ha
been urging retailers to stand b
American brands for their quality and
cleanliness. Domestic pasta makers siy

ltalian quality controls are lax and §
manufacturing facilities old-fashioned Ji

ltalian importers and retailers no
that imports are carefully screened by
the Food and Drug Administration
An FDA spokesman says some insext
and rodent *filth is unavoidable” i
commodity-based foods, and that he

has no cvidence that ltalian past: b [

filthier than domestic pasta. The a: en-
cy randomly tests 15% to 20% o al
imports and refuses any that cor ain
more than the U.S. acceptable levi of

filth, which is 225 insect fragm ns M

and 4.5 rodent hairs per 225 gran +—
about ecight ounces — of pasta. ke
spokesman said the agency h. a1
found that lhalian products ex. xd
those levels.

A lot is riding on the GATT o2
The major issue is whether the su wt-
dizing of ltalian pasta violates ir er
national trade agreements that
hibit subsidies on processed prodi s
The pasta association claims that | as
ta—made primarily of wheat groind
to flour, mixed with water and ot

ingredients, cut into shapes and d.icd §

—is processed and should not bz + b
sidized.
Similar Case

The EEC claims it is subsidizing th¢
wheat in the pasta, not the pasta itscll.
and that the subsidies aren't in con
flict with trade agreements. The pur
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po of the subsidy structure, accord-
ing o an EEC spokeswoman, is to
ket prices of Europcan wheat in line
wit world prices. The subsidies aren’t
dov ned to undercut US. pasta mak-
ers -he says.

| a similar case carlier this month,
2 ( ATT panel found insufficient evi-
der = 1o rule that European subsidies
of wheat-flour exports were illegal.
Two uther cases involving subsidizing
of roultry and canned fruit and raisins
have been brought, respectively, by the
National Broiler Council and a group
headed by the California Cling Peach
Advisory Board.

But the pasta case is next in line
before the GATT panel and comes at
a time of increasing disillusionment
with the GATT system and increasing
pressure on Congress to make changes

§ in ‘omestic trade palicies 1y protect

domestic industries from the subsidies,
If the GATT panel’s ruling favors
the US, it could include recom-
mendations that the EEC cither stop
or reduce the pasta subsidies. But the
nling isn't binding. and the GATT
pancl has no means of cnforcement,
Italy would not have to follow the
recommendations. Il the penel rules
against the U.S. pasta industry, the
pasta association will probably urge
the U.S, government to institute som:
kind of retaliatory trade sanctions,
Sys Mr. Pellegrino of Prince: I
supposedly believe in free trade. But
righ now, I'm hoping first for any-

§ thi that will benefit me and my com-

par

U. Durum Export
Pr. 1otion Programs
Pr. osed

¢ e meeting wih US. Depart-
me of Agriculture officials concern-
ing  pressed U.S. durum exports, the

B N1 Wheat Commission and the U.S.

Du' n Growers Association prepared
™ sport enhancement proposals de-
sigi | to protect and expand decreas-
ng  orld market shares of U.S. durum
anc furum-based products.

* 21 Maier, NDSWC administrator,
saic the first of the two export pro-
porils is a “durum wheat bid cxport

i sub.dy with payment-in-kind.” He

saic this proposal authorizes firms ac-
tive in the durum export market to bid
Conmodity Credit Corporation (CCC)
for “Durum Export Entitlement Cer-
lificates.”

June, 1983

“The bid would be the per bushel
amount necessary to sell durum at
competitive prices in the world market
place,” Maier said. “The value of the
certificate would have to be approxi-
matcly equal to the difference in the
U.S. durum price and the lower price
of durum available from other origins
in the expont market.”

If CCC accepts the bid and the ex-
porter has proven that a quantity of
durum has been eaported, Maier said,
CCC would issue 10 the exporter a
devisable/transferable certificate equal
in amount to the per bushel hid times
the quantity exported.

“These certificates would be  re-
deemable from CCC only by durum
producers,” Maier said. “The exporier
could sell the certificate 10 anyone,
but eventually somecne would have to
use themn to buy durum directly from
U.S. producers. Upon receipt, the dur-
um producer would have the option
of redeeming them in cash at face
value or in exchange for durum stocks
in the three year reserve program.”

EEC Production Increases

Monroe Scheflo, USDGA president.
said it has been well documented by
USDA and other U.S, trade officials
that durum production in the EEC has
dramatically increased in the past two
years as a result of EEC’s Common
Agricultural Policy and its domestic
price and restitution (subsidy) struc-
ture which encourages increased EEC
durum production.

“Subsidized EEC durum and durum
product exports are largely responsi-
ble for the 30 percent decline in U.S.
exports of durum to Mediterranean
Basin countrics, which have historic-
ally accounted for 50-60 percent of
annual US. durum exports.” Scheflo
said.

Maier said the second of the two
proposals “export  payment-in-kind
program for US. semolina and fi-
nished pasta products” is patterned
after the administration’s sale of flour
1o Egypt.

“An export PIK for scmolina and
pasta products. would fit in with the
current popular issue of increasing
US. exports of value added products
and at the same time help to preserve
and recapture markets for producers,
millers and manufacturers,”  Maier
said.

Scheflo said USDGA officials said
at their meeting in carly March that
certain provisions must be met before

IR e 0

government-suppurted efforts will be
implemented to enhance commercial
markets durum and for durum-based
products.

“Any subsidy for market enhance-
ment initiative requires that a specific
country or area be targeted with
particular commaodity or product for
export,” Scheflo said. “The goal of
such measures is to demonstrate that
the US. is scrious about protecting
the markets established for its prod-
ucts without prompting a full scale
trade war.”

Target Markets

Muier said target markets for these
export PIK program would be those
countries that are already substantial
markets of durum and also import
substantial quantitics of semolina and/
or pasta. “Algeria and Tunisia mect
these criteria and both could qualify
as recipients in such export enhance-
ment programs, Both impornt U'S. du-
rum but also import durum semolina
and pasta products largely from the
Furopean Economic Community.”

*We think we can learn from the re-
cent subsidized sale of US. flour 1o
Egypt.” Scheflo said. “That kind of
initiatise  could help us protect the
world market for durum and products
of the US. durum industry.”

Scheflo said the U.S, durum indus-
try needs to take a holistic approach
towards expanding markets and sup-
port these proposals which he fecls
will enable U.S. durum, semolina and
pasta products to be competitive in
today's world market,

Eating Patterns Change

In the five years between 1976 and
1981, Americans drastically changed
their cating patterns, according 1o a
report from the Center for Science
in the Public Interest, a consumer ac-
tivist group. Biggest increase was corn
syrup, up 67.6%. Higgest drop was
beel and wveal, down 194% . Soft
drinks were up 25.3% . soybean oil.
up 20.6%, poultry up 20.3%, and
low-fat milk 20%. Biggest gainer
among the meat group was pork, up
19%. Whole milk was down 19%,
coffec down 17.6%, sugar down
14.9%, and citrus fruits down 12.6% .
Fish consumption was almost level,
as was use of flour and cereal. Eggs
were down 2%, butter up 2.3%, mar-
garine down 5.9%, cheese up 9.3%.
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Braibanlti

is always

4 in assuring confidence to pasta factories all over the world
4 With the most advanced technology
% because of experience acquired throughout the world

BRAIBANTI “HT" lines

48 in ITALY

in FRANCE

in US.A.

in JAPAN

in PORTUGAL

in SPAIN

in GERMANY

in USS.R.

in VENEZUELA
in POLAND

in SWITZERLAND
in AUSTRIA

in BOLIVIA

in CZECHOSLOVAKIA
in FINLAND

in GREAT BRITAIN
in GREECE

in INDIA

in IRAN

in HOLLAND

in RUMANIA

in TURKEY

When there is
“HIGH” Temperature
to be considered,

the preference

of the customers

is »

-
Y L L L L E R A "' FE T YL

113 o6 which S3are for long pasta,
60 arc for short pasta. ..

+ « + besides innumersble lines operating at INTERMEDIATE TEMPERATURE
"THE MACARONI JOURNAL

View of the

new actory of
PRINCE-LOWELL-U.S.A.
sith

"HIGH TEMPERATURE™
fines

JDOTT. INGG. M., G. BRAIBANTI & C. S. p. A. 20122 Milano-Largo Toscanini 1

' = 30l ' v i
B €€ 420d 0. - Swite 2040 * New York, NY 10165 * Phone (212) 682-6407/682

June, 1983

-6408 * Telex 12-6797 BRANY®
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E.E.C. and U.S. Fail to Agree

Political high-level trade talks be-
tween the US. and the European
Community ended in  Mid-March
in Washington with no agrecment
reached on the agricultural disputes.
US. Trade Ambassador Bill Brock
and USDA Deputy Secrctary Richard
Lyng met with EEC Vice President
for External Relations Wilhelm Hafer-
kamp, EEC Agriculture Commission-
er Paul Dalsager, and Roy Denman,
Head of the EEC Delegation to the
US. for two days in what some Euro-
pean observers described as a “last
ditch effort™ to avoid a full-scale trade
war, The EEC’s market disruptive use
of export subsidies on farm products
remains the focal point of discussions
from the U.S. side. Perhaps the one
common point of agreement between
both sides is the fact that a full-fledged
trade war would be a losing proposi-
tion of cnormous cconomic conse-
quences for both sides of the Atlantic,
panticularly when both economies are
sitting on voluminous surpluses of
farm products, The U.S. has recently
conducted private, bilateral talks with
several major trade allies secking a
basic overhaul of the international
trading rules presently set by the
GATT.

US. Wheat Associates

US. Wheat Newslelter  states:
“Government of the United States and
the European Economic Community
based in Geneva met last week over
the subsidized sale of U.S. wheat flour
to Egypt. During the meeting, the
EEC representatives vigorously com-
plained about the wheat flour sale
and demanded $30 million from the
United States in compensation for al-
leged losses to the Community as a
result of the sale. Morcover, the EEC
officials claimed that $200 million
in balance of payments losses will be
incurred by the Community from lost
flour sales and that the sale price
for the flour negotiated with Egyp-
tian Government officials was well
below domestic U.S. and world mar-
ket prices —a claim not surprising
to US, agriculture officials, but yet
somewhat humorous in the face of
burgeoning EEC subsidies for flour
and other agricultural products that
permit the Community effectively to
dump surplus commodities on the
world market. Trade observers have in-
dicated the EEC requested specific de-

tails about the wheat flour transac-
tion and have indicated further action
may be taken before an arbitration
pancl of the General Agreement on
Tarifl and Trade. The US. Govern-
ment is expected 1o reply to the Com-
munity before April 1, 1983, Notwith-
standing recent Community reactions
on this issue, EEC flour millers have
been highly critical of the ECC for
what they assess as no meaningful
retaliation against the United States
for the subsidized four sale. The
Community has, however, filed a com-
plaint with the GATT over the flour
sale — the outcome of which will be
interesting following the decision last
week by a GATT pancl on a similar
complaint filed by the U.S. against
the EEC. In that case, the panel ruled
the Community had not captured an
unfair share of the world flour mar-
ket as a result of subsidized sales
and, therefore, was not in violation
of the GATT subsidies code. This
decision by the GATT pancl further
brings into question what many U.S.
agricultural observers have doubled
for many years—the validity and
effectivencss of the GATT dispute
process. This decision will only serve
to further exacerbate an already dif-
ficult situation involving trade dis-
putes between the U.S. and EEC and
climinate any chances for meaningful
resolution of these issucs in the im-
mediate future.

How to Avert Trade War

A three-step approach to prevent-
ing an agricultural trade war between
the US. and Western Europe was
proposed by Michel Fribourg, presi-
dent, Continental Grain Co., in an
address to the annual convention of
the National Grain and Feed Associa-
tion in Washington on March 15.
Stressing the immediacy of a poten-
tial conflict that he described as pos-
ing a threat not just to trade in agri-
culture but to the economic health
of the Western world, Mr. Fribourg
acknowledged the great complexity of
the issues involved. “This crisis was
created by real problems that require
real solutions,” he declared.

His three-step approach which he
stated “might avoid the war,” in-
cluded: (1) Elevation of the US.-
European Comunity agricultural trade
dispute to the highest levels of po-
litical accommodation and reality; (2)
adoption by both parties of a five-

year interim agreement, first freez ng
then gradually reducing the gaj o
their respective agriculiural sup on
prices; and (3) development by | oth
sides (U.S. and E.C.) of a joint ¢ on
to stabilize the economies of the Je
veloping nations.

In presenting a positive mean o
averting a trade war, Mr. Fribc g
also warned against actions that can
not work, such as unilaterally aggres
sive U.S. action, adoption of inter-
national cartels, fostering protection-
ism, and aggravating political ditfer-
ences.

Algerian Crop Cut

Algeria’s imports of wheat and
flour in 1982-83 are projected to be
up slightly from the prior year, said
the Forcign Agricultural Service. The
latest import estimate is 3 millioa
tonnes, of which 2.2 million will be
as wheat and the balance in flour
cquivalent. In 1981-82, Algeria im-
ported 2.6 million tonnes of wheat
and flour. Drouth and high tempera-
tures during the growing scason ot
the 1982 crop, with durum produc-
tion off 15% from the previous yeat
and soft wheat down 27%. F.AS
noted that the US, share of the Al
gerian market will be affected by
agreements in place with Canada and
Argentina and competition from the
European Community.

From loft to right: Mr, Salveters Di Cocco, Mrs. Lowre Ricciarelh,
Mr. Marie Ricclorsll, Mr. Alde Ricclareli, Mr. Mirce Di Cacee,
Me, Alessendre Di Cecco.

Nisshin Imports
Italian Pasta
According to World Food Reg vl
Nisshin Flour Milling Co. has sta 'ed
selling ltalian-made pasta in Jaj i,
and plans eventually to produce an
ltalian-type product for the Japar 3¢
market. Nisshin's arrangement is 1 ith
De Cecco of laly. Under the ag
ment, Nisshin is marketing a tota of
24 different varicties of pasta.
Nippon Flour Mills has ent o
into a similar arrangement with W
rilla, the leading Italian pasta ma w-
facturer, and Kagome, a leading (0-
mato processor in Japan, has ¢
cluded an agreement with Indus ri¢
Buitoni Perugina.
“The growing interest in pasta B
part of the general trend towards Ear-
opean and North American food
said World Food Report. “In 1982
Japanese imports of pasta increased
by about 20% over the prior ycaf
to nearly 14,000 tonnes.”
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NORTHERN CROPS INSTITUTE

North Dakota Farm Research Bimonthly Bullettin

by Barry Brissman,

Ank people around the world what
they know about North Dakota
crops and from many you will get a
very short answer.

That's a problem.

Part of the solution may be the
newly organized Northern Crops In-
stitute which soon will be teaching
world food industry lcaders how to
purchase, process and use the crops
of North Dakota and adjacent parts
of Montana, South Dakota and Min-
nesota.

Operating from a new building on
the campus of North Dakota State
University, the Institute will offer edu-
cational programs to all manner of
food indusiry professionals, from
brewers and bakers and pasta makers
to millers and commodity traders.
The purpose of the programs: to at-
tract new buyers of northern crops in
developing areas of the world, par-
ticularly in Africa, Asia and South
America, and to provide better service
to established buyers at home and
abroad.

Attracting buyers requires making
people aware of what crops the north-
em plains region has to offer. It is
common knowledge that California has
grapes, lowa has corn and Hawaii has
pineapple, but not so commonly known
that North Dakota leads the United
States in production of barley, sun-
flower, pinto beans, flax, durum and
hard red spring wheat. The Northern
Crops Institute will inform prospec-
tive customers what corps are avail-
able in the region and will tea:?: them
how these crops may be eliiently
purchased, processed and adapied for
specific uses. It will aim to solwc
problems of present and rotential
customers which, unss: 3, might
cau+s them to opt for crop: Trom other
reg.ons of the world.

What kinds ol problems? Tuke, for
cxample, a forcign grain buyer who
requires  high-protein wheat to mix
with locally grown low-protein varie-
tics. North Dakota grows high-pro-
tein wheat 1o suit his needs, but he
has a problem if he hasn’t the exper-
tise to mill that wheat and mix it with
other wheats to serve the particular
baking requirements of his company
or country.

10

He also faces problems when he
goes 1o buy the Dakota wheat he
needs, For one thing, he must master
the intricacics of the Federal Grain
Inspection Service grading system, If
he doesn’t, he is not likely to get the
quality he thought he'd bargained for,
and his disappointment when his ship-
ment arrives will do neither him nor
Dakota growers any good.

For another thing, buying Ameri-
can means he cannot deal with a sin-
gle governmental office which handles
all forcign grain sales, as he could if
he bought from Canada or Argentina.
Buying American means finding his
way through a strange landscape of
futures, sclling short, hedging, selling
long, and so forth. Though theoreti-
cally it may be possible for him 1o
get the best and cheapest wheat by
buying in the competitive American
market, he can do so only if he un-
derstands the system.

Training him to understand the
system, and to effectively process the
commoditics he purchases, is part of
the mission of the Northern Crops In-
stitute.

The Institute will also provide bet-
ter service to established buyers of
northern croos. Mel Maier, adminis-
trator of the North Dakota Wheat
Commission, believes “we need to
greatly expand our ability to provide
technical and marketing assistance to
our customers, both domestic and
foreign, not only for wheat but for all
other commoditics. We need a focal
point in the state to do this, a facility
that has access to rescarch and that is
able to demonstrate in a laboratory
setting the various methods of handling
and various uscs of the crops we grow.™

Maier has been instrumental in
getting  the  Institute  established,
largely because he expects it to be
just such a focal point.

One way the Institute will carry out
cducational programs is through two-
day to two-week short courses de-
signed to meet whatever buyer, pro-
cessor or consumer needs come up.
Presently five courses have been de-
veloped. These include Management
of spring grains procurement for im-
posters, Barley malt and beer quality
evaluation, and Durum wheat produc-
tion, marketing and utilization.

Among All Stales of
Sowth D.

Pinto beams
Flax seed

115l aac o 5|

e s B e O 0D

Navy beam
Dry edible

beans
Sugar beets
Rye

| ot

Omde et B
L LN

Il el

Potatoes

:
4
5
11l

Ci
seed*® 1 3 —_ -

* Rankings below top 1en not listed Dnu 3
from Nerth Dshota Agriculural Stathdio
1981, compiled by North Dakota Crop and
Iiu'slu.l. Reporiing Service. i

** Specialty data from private vom
munication of indusry estimaies. !

Courses will emphasize pracicd |
application and will be taught through
lectures, case histories, tours and lab |
oratory demonstrations. Experts from |
the faculty of North Dakota State Uni-
versity and from private industry wil §
scrve as course instructors and as ot |
sultants for a number of other It B
tute programs, including the preyan-
tion of publications for distributic1
the US. and abroad, on-site cor sul-
tations to solve crop problems, id. nti-
fication of marketing problems abr wad
and short-lerm research to solve al
kinds of crop problems.

The director of the new Institu ¢
Dr. Brendan Donnelly. Before ¢ m-
ing 1o the Institute he was man .gef
of the North American Plant Br < §
ers cercal quality lab in Coloiad §
ard affiliate professor in the dejar- l

N

IS £ - e £ A e W IR g A

ety chan 1 Ao arondd when if comes o diggong nto el Lasting nutnfass justa dishes

616 ’t d Sure, 1t has tol look good. and of course it has to taste delicious
u cafl. But even a Z-year-old “espert” probably doesn’t know how
pasta gets 1o tasting so good. That's why at's good to have
Amber Milling around . Our milling and quality control experts
mahe sure your pasta operations have a wehiable source of
semaolina and llulunl tlours milled trom the choeest durum
wheats. Venezia Moo 1 Semoling, Tmperia Duram Granular
or Crestal Faney Durum Patent Flour

ment of food science and nutrition &
Colirado State University. Prion *
that he was associate professor in th |

agh,etti
department of cereal chemistry an! [ Amber also makes it caser to control your production sc hedule

expert.
technology at NDSU. Like Muict. | by meeting your specs and making shipments when promised

Don sces i ¥t VTt comes to eatng pasta, evenybody's an evpent
f ;:‘-"y- : the Inslllu'lc a8 :hplx‘l Whe i 12 comes to making good pasta products, you're the
or bringing into clear focus he af eapert; and when it comes to making good se flltlhlm and
rl.cullural Ilo ﬁ; ‘gmmcn;m:r“; durum flours, Amber's an expert. Call Amber, now!

gion, both e

to them and 1o publicize them. i N AMBER MILLING DIVISION of THE GRAIN TERMINAL ASSOCIATION

(Continued on poge 12) Atills at Rush City. Minn o General Ottices at St Paul Minn 551065 Phone (612 6469411
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Northern Crops Institute
(Continued from page 10)

“In the past, trade teams have
shown a great deal of interest in the
traditional crops of our region, in hard
red spring wheat and durum, and when
they came 10 campus we dealt with
those crops only. Now we'll be able to
call their attention to other crops as
well, to say to them, ‘While you're
here, have a look at this display of edi-
ble beans, or potalocs, or buckwheat.'
We'll have an excullent opportunity,
in convenient surroundings, to tell the
right people about the wide range of
quality crops available in the Dakotas,
Minnesota and Montana."e

Donnclly believes he is promoting
high-quality products. To do this he
intends to provide high-quality educa-
tional programs. He considers it im-
portant that trade teams know shey are
dealing with high quality from the mo-
ment they cnter the Institute.

At present the three-story building
stands barricaded and desolate. The
only sign of life is the twinkle of con-
struction lights seen through an ex-
panse of glass above the entrance, By
February the barricades will be down,
thz Institute will be open. By early
£+ it shou'd be fully operational.

Visitors will approach it across a
patio of red brick. On entering they
will find themselves in a professionally-
designed display room where all com-
moditics of the region are presented
to view in glass cabinets. Th: walls
will be hung with large color photo-
graphs of agricultural scenes.

“We want people to feel almost as
if they are entering an an gallery,”
says Donnelly. “And we want (his
same sense of solid quality to be evi-
dent to them as they visit all areas of
our facility,”

The flags of forty or fifty nations
will hang under a skylight just to th:
right of the display room, and when-
ever a national group visits the Insti-
tute their nation's flag will be high-
lighted. Hard to the right of the dis-
nlay room is the director’s office and
receplion area,

Bchind the display room a tiered
and carpeted auditcrium is under con-
struction. Designed for formal inti-
macy, it will scat thirty people at ex-
ccutive-style desks. Each wooden
desk will be trimmed with brass and
equipped with headphones for listen-
ing (o simultancous translation of lec-
tures, films and slide/tape presenta-
tions, Two booths for translators and
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a projection booth are at the rear of
the auditorium.

The second floor of the Institute
features a conference room which on
one side looks out through an expanse
of glass to the strect and on the other
side looks in through a glass wall 10
the bake shop and the food and pasta
precessing laboratory. Also located on
the second floor will be a library and
reading room,

On the top floor two analytical labs
and a commodity grading lab are be-
ing built. Like the bake shop and the
food and pasta processing laboratory,
these will be used 0 demonstrate the
handling and processing of northem
crops. Office space also will be lecated
here.

At all three floors the Institute
will adjoin the old cercal chemistry
building — appropriately enough,
since the Institute will depend heavily
on personnel from the cercal chem-
istry department to carry out its pro-
prams, In fact, the Institute evolved
from a program begun more thaa ten
years apo when the depariment of
cereal chemistry and technology at
NDSU began hosting foreign trade
leams on campus and began sending
faculty abroad to report to customers
on th: guality of the spring and dur-
um wheat crops, and to help them
solve problems in the usc of these
wheats. Trade tcam traffic to Fargo
grew heavy over the years (last year
thirtzen teams came to NDSU), and
in 1980 department chairman Orville
Banasik requested funds for an ad-
dition 10 the cereal tech building so
that visiting trade teams could be ac-
comodated more casily and cflectively.
His request was denied by the stale
Board of Higher Education.

But in November of 1980 his idea
was taken up by a Durum Growers
Asscciation meeting in Rugby, and
enlarged. Soon commodily groups
throughout North Dakota and Minne-
sola took hold of it and decided they
wanted not mercly an addition to the
cercal tech building, but an indepen-
dent crop institute, A bill was drafi-
cd, was sent to the North Dakota
State Legislature in January 1981,
and was passed in March. Nine months
later ground was broken for the new
Northern Crops Institute building.

The Northern Crops Institute is the
fist scparate and distinct facili'y of
its kind in the US. Similar in func-
tian to the Canadian Intemnational
Grains Pcogram which is housed with-

Crop of the Four-state Region - [
Percent of Total 1981 US. Produ o' [

All wheat 26
Hard red spring wheat 9 i
Durum A2 i
Barley s0: W
Sunflower 9 ]
Pinto beans 1.
Flax seed 100 £
Navy heans 25 i
Dry edible beam 19 N
Sugar beets 2 3
Rye E j
Oats 44
Potatoes tat
Mustard seed®* e
Rapesced®® (=
Canary wed®* 100

* Data from C Production: 1981 As
nual Semmary, SRS/ USDA.

** Specialty crop, data from private we
munication of industry estimates.

in the department of grain science an! K
industry at Kansas State Univensity. i§
its programs will deal with far moe
crops (sce chart) than either of thox
institutions.

The director of the Institute is e
spoasible to the director of the Nort §
Dakota Siate University Agriculturi
Experiment Station in matiers admi i
istrative, and to the Northern Crop
Council in matters of policy, Dr. Re |
ald Lund is director of the Experimee |
Station. The Northern Crops Counci |
is made up of northern crop producen

plus state, university and comm it §§

group officials.
Producer members of
Northern Crops Council are chai ma

George Sinner, Ed Ross, Jim J hn

ton, Art Grandalen and Wes Te st
Ross is from Minnesota and repre ¢nt

Minnesota wheat growers® interes s ot

the council. The rest are from ! ot
Dakota. Other council member ¢
Kent Jones, North Dakola cor mir
sioncr of agriculture (or his desi nx.
Dina Buicher); Dr. Joseph Stan ix
NDSU acting vice president of ag xu
tural affairs; George Howe, chai ms®
of the North Dakota State W hed |
Commission; and Marv Kles wrf §
chairman of the National Sunfir¢ §
Association, ;

To get the Northern Crop Ins itus @8

project started, the Legislature af
propriated $1.5 million to consins!
the new Institute building and coor
mitted 560,00 to defray operating ¢v
penses in the 1981-82 bicnnium, b

did not commit funds for staff. Co= B8
modity groups, farmer organizatio™ j§

[Continued on page 14)
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Your order deserves the best . . . and

t  that's what you receive. We start with
% the world's finest quality durum wheat.
L It’s milled by the most modern milling
: facilities in the nation, with careful
quality control every step of the
way. It's shipped in our own air-
slide and jumb~ reilroad cars, so
you can be assured of our best
all the way to your plant. Order
: Durakota No. 1 Semolina, Per-
f& fecto Durum Granular or Excello
; Fancy Durum Patent Flour.
We send you our best!

the durum people

NORTH DAKOTA MILL
Girand Forks, North Dakota 58201
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Norihern Crops Institute
(Continued from poge 12)
masket  development  organizations,
private industry and other organiza-
tions have provided approximately
$100,000 to support the Institute till
July 1983 when the new budgeted
biennium begins. Efforts are under wa
to have wheat producers in Sou
Dakota and Montana be aclive partici-
pants in the Northern Crops Institute,
and the Institute is secking three-
quarters of a million dollars from the
North Dakota Legislature to cover
initial equipment purchases plus op-
crating expenses and staff salaries for

the 1983-84 bicnnium.

Donnelly hopes the Legislature will
grant the Insti<c permanent salary
funding for a di::ctor, assistant direc-
tor technician and secretary.

What will be the retumn for this ex-
pense?

Probably no one will ever know,
cxactly. Mel Maier points out that
“in order to be competitive in market-
ing you've got to be price competitive,
you've got o be quality competitive,
and you've got to be compelitive in
trade service. And the effect of trade
servicing is probably the hardest 1o
mcasure.”

But one thing is certain, If pros-
pective customers don't know what
norttern crops are available, or how
to use them, or how lo acquire them,
they won't buy many.

The northern plains region has a
whole lot of agricultural produce w
offer, but for every crop raised on the
northern plains which may interest a
prospective customer, ther¢ is a com-
petitive or alternative crop raised
somewhere clse that might interest
him instead. North Dakota raises
wheat, but so do Canada and Argen-
tina and Brazil — and at the moment
Canada can offer lower freight rates
than the U.S. and a good many coun-
tries have come to enjoy reputations
as more reliable commodity suppliers
than the U.S. All this means that it
is more important than ever for North
Dakota region producers to be certain
that prospective buyers fully under-
stand the advantages of purchasing
high-quality products of the northern
plains.

In offering educational programs,
the Northern Crops Institute will work
closely with the Foreign Agricultural
Service of the USDA through US.
Wheat Associates, a promotional or-
ganization with offices in Chile, China,
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Egypt, Holland, Hong Kong, India,
Japan, Korea, Mexico, Morocco, Phil-
ippines, Singapore and Taiwan. U.S.
Wheat Associates is supported by com-
modity groups in North Dakota and
\welve other states. Donnelly expects
10 use its vast network to make initial
contact with a number of ihe trade
teams that will come to Fargo for
training, Because wheal is the best-
known crop of the northern plains, it
is a very good starting point for in-
troducing the world to other crops of
the region. Later, the Institute hopes
to work with market development or-
ganizaticns such as the US. Feed
Grains Council.

Donuelly is optimistic about what
the Northern Crops Institute will ac-
complish for agriculture in Morth Da-
kota, Minncsota, Montana and South
Dakota over the long term. He gets a
little nervous, however, when anyonc
suggests that the Institute is going to
turn up quick bucks for northern
plains farmers. Education does not
turn up quick bucks. It isn't a quick
fix.

“Running a crop institute,” says
Donnelly, “is rather like running a
farm. You cullivate, you sow, you
wait. Maybe you make money the first
year and maybe you don't. But if you
do the job right, you expect 10 come
out ahead over the long haul. We in-
tend to do a good job of informing the
world about northern crops, and in
the long run we expect this to pay
off."

Durum Release Named Lloyd

A new varicty of durum wheat has
been named “Livyd ™ in honor of Lloyd
Skinner, Chairman of the Board of
San Giorgio-Skinner Company,

San Giorgio-Skinner Company is
the pasta division of Hershey Foods
Corporation. The company is head-
quartered in Hershey but has opera-
tions in Lebanon, PA, Omaha, NE,
and Louisville, KY.

The new varicty was developed in
1974 by the North Dakota Agricul-
tural Experiment Station of North Da-
kota State University in cooperation
with the Agricuitural Research Service
of the United States Department of
Agriculture.

According to Roy Cantrell and Joel
Dick of North Dakota State Univer-
sily, the new strain was developed
from a cross between Cando and Ed-
more durum. It has been in testing

since 1974 and has been foun|

be equal 1o or better than some  1he [

varicties in yield, root rot resis ing
and discase reaction.

Cantrell and Dick said that nc

durum varictics are generally n. m;
after counties or towns in North D,

kota, where most of the durum ir 1 |

United States is grown. But they sa
they found it appropriate to mal: a

exception in order to honor Skinne [
and his lifelong dedication to the pay, B

industry.

Skinner, who has been active i
the industry since 1933, has been &
member of the Board of Directon
of the National Pasta Associatios
since 1950 and was its president from
1957 10 1958. Through that organi-

zation, he has been a strong advoca §

of durum improvement research a
North Dakota State University. In

1975, he received a merit award from |
the US. Durum Wheat Growers As- B

sociation.

Wheat Stocks Grow

Higher than expected participatior §
in the 1983 payment-in-kind (PIK [

and acreage reduction programs is o+ i}
pected to reduce this year's U.S. whes |8

production, but much of the potentially [

positive cffect will be ofisct by year |2

end carryover stocks, according o 3
state wheat economist,

Neal Fisher, North Dakota W iex
Commission marketing specialist, -au

preliminary estimates project a 983 |y

U.S. wheat crop of 2,265 million be
shels down 544 million bushels ¢ 20
percent from 1982,

“Despite this decrease in wheat wo J§

duction, the potential for red ¢
stocks is largely offset by growt in
1982-83 carryover stocks, currentl ¢
pected 1o increase 418 million bu s
or by 35 percent over the prev ow
year,” Fisher said. “But without a *iK
program this year, U.S. wheat pro e
tion would have again increased 1 ak-

ing an already price depressing s - §

tion cven more serious.”

Enrollment analysis of U.S. wext i

acreage indicates that 35 percent o
32 million acres, of the 90.8 mi lioe
acre total U.S. wheat base will be i lkd

this year leaving 65 percent or '8 B

million acres of the total national has
still available for planting and harves
in 1983,

“Final estimates ol planted acreag B

will vary somewhat with the intentions
(Continued on poge 18)
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"YoU
WANT TO MAKE
E BEST PRODUCT
AT THE
LOWEST COST,

That's what our new high temperature

long goods line is all about.
interested?

CALL
DEMACO FOR

 ANSWERS.
212)963-6000

Demaco

A VITAL LINK IN THE FOOD CHAIN
DEFRANCISCI MACHINE CORP, 200 WALLABOUT STREET. BROOKLYN. N.Y 11206 TWX 710-584.2449
WESTERN REP.: Hosking Co., Box F, Libertyville, IL 60048 —(312) 362-1031
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Wheat Stocks Grow
(Continued from poge 14)

of those producers who are only in the
20 percent acreage reduction pro-
gram,” Fisher said, “These producers
may decide not to centify their acreage
until later this summer, effectively in-
creasing their acreage for harvest. Pro-
ducers in the PIK program do not have
that option without paying substantial
penalties.”

Although 1983 acreage is expected
to be reduced to the same level as in
1973, Fisher said this year's harvest
is expected ot be substantially larger
due to more exiensive use of fertilizer
and weed control measurcs on fewer
acres. As a result, USDA expects av-
crage yields 10 be a record 36-40 bu-
shels per acre as compared to 31.7 in
1973.

Fisher said export market opportu-
nities for U.S. wheat have diminished
this year as a result of diplomatic dis-
putes, a worldwide recession and in-
creased competition from other ex-
porting nations.

Reduced U.S. exports to the USSR,
China and several other important cus-
tomers have contributed to price de-
pressing carryover stocks,” Fisher said.
*“A reversal of this trend and a renewal
of an aggressive decisive U.S. acreage
reduction programs and reduce stocks
to price recovery levels, Thi supply
and demand situation implied vy pre-
liminary analysis of the PIK program
does not indicate substantial pric: im-
provement for hard red spring wheat
and durum by itself.”

Farmers Will Idle 35.5% of
Wheat Acreage

Wheat farmers plan to idle 32,052,
569 acres out of a cropland base of
90,806.013 acres, or 35.3% of the
base, under the 1983 crop wheat pro-
grams, the Agricultural Stabilization
and Conservation Service of the US.
Department of Agriculture revealed
March 22,

Enrollment in the programs, includ-
ing the 20% acreage reduction, with
5% as paid diversion, and the supple-
mental payment-in-kind, covers 86.2%
of the wheat crop land basc. Growers
of corn and sorghum plan to idle, 39.-
429,878 acres out of a cropland base
of 101,059,533 acres, or 39% of the
base, with 78% of the base enrolled.

Farmer participation in the pro-
grams for both food and feed graingy
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greatly cxcceded trade expectations
and triggered a surge in future prices.
“The sign-up was beyond my wildest
expectations,” said Secretary of Agri-
culture John R. Block.

Growers in the spring wheat states
enrolled a larger portion of their acre-
age in the programs than producers in
other wheat regions. This was hardly a
surprise as farmers in the Upper Mid-
west are not only more receptive to
government loan progrums but also
because winter wheat had been planted
before p-i-k details were announced
in January,

In the four major spring wheat
states — North Dakota, Montana,
South Dakota and Minncsota — wheat
growers enrolled 96.4% of the crop-
land base in the programs, resulting in
the withdrawal of 41.2% of the base
from production. Spring and durum
farmers put a larger proportion of
their land under p-i-k rather than in
the 20% acrcage reduction program
alone, with B4.8% of the idled acreage
in p-i-k and 15.2% in acreage reduc-
tion only.

Conrail Increases
Grain Shipments

A major restructuring of a century-
old set of grain tariffs, truck-competi-
tive rates and special efforts t0 meet
shipper requirements helped spur Con-
solidated Rail Corporation 1o a 1§
percent increase in moving grain ship-
ments in 1982 vs. 1981 (BR,68S
carloads vs. 76,826 carloads, respec-
tively).

That trend has continued in carly
1983 with 10432 carloads of grain
and grain products carried by Con-
rail in January, about a 50 percent
incrcase over January, 1982,

James A, Hagen, senior vice presi-
dent, marketing and sales, said that
“a 1981 revision of our 4,000 page-
plus grain tarifl to two concise docu-
ments totaling less than 40 pages, and
selected lower rates, have ecnabled
Conrail to respond quickly to shipper
needs and we have been able to
increase our share of the available
market.”

In the grain rate restructuring, one
tariffl sets rates for grains and grain
products for human consumption; the
other deals with feed grains and
other grain products generally not for
human consumption.

Another tarifl, commonly rei o

to as the “one-cut™, was designe | 1« [l
the large-volume grain shipper t ¢ |8

courage greater efficiency in the oa
ing, unloading and utilization o 1

aca Phocnix. The Arizona unit will
inc] ¢ a 5,000cwt hard winter wheat

& mil nd a 3,000-cwt durum mill.

cars and results in substantial si ing ||
for the shipper. Specifically, the on: J§
cut tarifl, introduced by Conr: | ¢ §

1980, and later modified, en bi: |

Conrail to set competitive rate 1e
sulting in one grain marketer loc iting
two new grain clevators with a .om

S

bined capacity of 500,000 bushcis o f
Conrail's Detroit-Chicago main line is §

Michigan. In 1982, the first full yex |
of operation at the clevators, Conrai i

handled over 4,000 carloads of e
port grain. Conrail’s low rates enabled
the marketer to scll his Michigan praie
in the export market for the first time

lower Rates
Lower rates have also enabled Dl
mavra Peninsula (in Delaware) gran
growers lo tap new markets previous
ly inaccessible 10 them because of
high transportation costs. Marketen
shipped 450 carloadings of feed cor

Re >rd Earnings
By Multifoods
1

erational Multifoods Corp, post-
ed ocord eamnings in the fiscal year
endcd Feb. 28 and higher carnings
froni continuing operations for the
15th consecutive year, according to
William G. Phillips, chairman and
chicl executive officer, Mr. Phillips
noted that Multifoods in fiscal 19%3
also increased its common siock divi-
dnd for the 11th consecutive year

¥ and achieved record return on com-

mon stockholders’ equity.

Net earnings of Multifoods in the
year ended Feb. 28 totaled $35,493.-
000, equal 10 $4.32 per share on the

& common stock, up 7% from $33,153.-

via Conrail out of that region to othe |

areas of the country, none of whict
had previously moved by rail.

In late 1982, in another action v
compete with trucks, Conrail slashed
its rates for corn and grain from
northwestern and north central Nes
York State to dairy and poultry farm:
in the Southern Tier of the state.
rates are nearly 50 percent Jower har
truck rates and were establishe: W0

capturc the intrastate feed grain 1 wr- |

ket. In the last two months of 1 82
Conrail handled 75 carloads (7 S0
tons) of that traffic, all of which ne
had moved by truck. Conrai

1982 also increased its share of the M

000, or $4.07 a share, in fiscal 1982,
Sales in the year aggregated $1,11K.-
242,000, down from $1,147,659,000
the previous year.

In the fiscal year ended Feb. 28,

2 1981, Multifoods had net income of

interstate grain traffic moving nto §
New York State. It carried a oul

1,500 carloadings of corn into the
statc from other arcas in 1982. w
about 700 carloadings in 1981,

In 1983 Conrail is continuin; ®© §

work with customers 1o develop a-

tractive rates and scrvice pack %
tailored to marketers' individual nc ds

Arizona Mill to Open
ConApgri is the nation’s largest fiwr
miller with 25 mills and total wiea

flour-durum-rye daily capacity o §

more than 210,000 cwts. It recentl
compleled expansion of its Oaklund
Calif., mill and early this summer wil
open a new mill at Tolleson, Ariz,
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$25,387,000, cqual to $3.49 per share
on the common stock, on sales of $1,-
88,110,000,

Famnings in the fourth guarter ended

d Fch 28 totaled $9.807,000, or $1.20

ashure, up from $9,004,000, or $1.09
a are, in the year-ago fourth quar-
ter Sales in the 12-weck period aggre-
g $291,317,000, up slighily from
$7 301,000 a year ago.

Peso Devaluation Hurts

Phillips noted that fiscal 1983
¢: 25 would have been higher were
it for the adverse impact of the
¢ stion and lack of convertibility
o' Mexican peso. These factors rc-
L in an estimated loss cqual to
& r common share.

» were off in the year because
lo commodity costs to Multifoods
% ranslated into reduced product
* prices. Mr. Phillips said the

@' ¢ of unit sales was virtually un-

¢ od from the previous year.
mmenting on results from Multi-
fo 45% interest in a diversilied
M. can  agribusiness, Mr. Phillips
W “We are extremely proud of the
]t our Mexican management team
has done. Operationally, measured in
pess or volume, our affiliate again
posted record results. However, due to
the lack of exchangability between the
currencies of the United States and

June, 1983

Mexico we changed the method of ac-
counting for our Mexican investment
from the cquity method to the cost
method. Recognition of future eamn-
ings will be deferred until a free flow
of funds between the two countries is
restored,

“Thanks to our many capable and
hard-working employes, we have been
able 10 create an enviable 15-year
recurd of growth, We are confidem
that together we will be able to add
fiscal 1984 10 our record of successes,”

Worldwide Earnings Up

In commenting on the results, Dar-
rell M. Runke, vice-chairman, said,
“Worldwide operating carnings  in-
creased 149, with the strong perform-
ance from non-U.S. businesses more
than offsetting a decline from US.
operations,

“For the third consccutive year,
Consumer scgment resulls were very
good, with record performances in the
United States and Venczucla, and an-
other fine year in Canada.”

In the Industrial segment, an carn-
ings decline reflected a reduction in
grain merchandising, Nour exports and
a decline in the price and demand for
durum producis in North America.

The Agriculture segment recorded
“a significant turnaround over the de-
pressed level of last year,” Mr. Runke
said, “due to improved margins and
the results from Dynamino, a swine
fecding program we introduced in the
United States.”

In the Away-From-Home Eating
segment, carnings declined as custo-
mer counts in US. restaurants were
down,

General Mills Loss

An after-tax foreign exchange loss
of $10.1 million, equal 10 20¢ per
share on the common stock, led to a
decline in carnings for General Mills,
Inc., in the third quarter eaded Feb.
27 from the year-ago period.

H. Brewster Awwater Jr., chairman
of General Mills, noted that the com-
pany’s second quarter report had indi-
cated that the decline was anticipated.
He said the fourth quarter will show a
large profit gain over the comparable
1982 period, when carnings were rc-
duced by charges related to disposi-
tions, and will result in the 21st con-
sccutive year of growth in carnings
and carnings per share,

Third guarter net totals $36 million

Net income of General Mills in the
third guarter was $36.4 million, equal
to 72¢ per share, compared with $42.2
million, or Rd¢ per share, restated, a
year ago. Sales aggregated $1.280.6
million, up from $1,233.8 million in
the third quarter a year ago.

For the 39 weeks ended Feb, 27,
General Mills had net income of $190
million, or $3.76 per share, olf slightly
from $190.8 million, or SY78 per
share, restated, a year ago. Sales 10-
taled  $4.209.5  million, up from
$4,073.5 million in fiscal 1982,

Foreign exchange after-tax  losses
for 13 and 39 weeks ended Feb, 27
were $10.1 million and $14.4 million,
respectively, compared with foreign
exchunge after-tax gains of SRO,(00
and $1.1 million for the correspond-
ing periods in fiscal 1982, Most of the
foreign exchange losses related w de-
valuations of the Mexican peso,

Mr. Amwater said operating prolits
before  last-in,  finst-out  adjustments
showed a 57 gain in the gquarter, with
particularly strong gains from Consu-
mer Foods, Restaurants and Toys. Only
the Fashion Group operated  below
year-ago levels, he said.

A D M Stock Offering

Archer Daniels Midland Co. on
March IR filed a registration state-
mient with the Securities and Exchange
Commission covering a proposed pub-
lic offering of comon stock, the sce-
ond for the _uarpany this year.

A DM 24 the proposed offering
of § milizon shares will be underwrit-
ten by a group managed by Goldman,
Sachs & Co.; Merrill Lynch White
Weld Capital Markets Group, Salo-
mon Brothers Inc., and Kidder, Pea-
body & Co. Inc,

The company said proceeds from
the sale will be added to its general
funds and will be available for gen-
eral corporate purposes, including ad-
ditional working capital. capital ex-
penditures, possible acquisitions of or
investments in assets and other busi-
nesses, and the repayment of in-
debtedness originally incurred for gen-
eral corporate purposes,

A D M on January 31 completed
a public offering of 6 million shares
of common stock at a price of $22'%
ner share.
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Pasta Makers in America

SKINNER - OIIHIIZA'I'IIII lll tlll ORBAIIZATIOH WA

Lioyd M. Skinmer of Omaha, Ne-
braska established the Skinner Maca-
roni Company in 1911,

Mr. Skinner had threc sons. The
most energetic of the three boys was
Lloyd E. Skinner.

Brought up in Omaha, Lloyd went
to Creighton Prep and then Creighton
University, ending up with a bachelor
f arts degree in 1936,

While at the university, he started
door to door selling of hosicry. He be-
came so successful he nearly was not
graduated. At first, outside work kept
him from completing the thesis neces-
sary for graduation. Finally, he com-
pleied his paper of 6,000 words and
won a sheepskin.

As a part-time salesman, he ranked
sccond in the country for the com-
pany's sales contest. After he gradu-
ated, the hosiery company made him
supervisor for four states.

Military Service

Mr. Skinner went to work for his
father's company in 1938 as a district
sales supervisor in lowa. He returned
to Omaha in 1940 as assistant traffic
manager and superintendent, His
father died in 1940. Lloyd went into
the Army Quartermaster Corps in
1942

He was commander of the 227th
Salvage Collecting Company and got
as far forward to take part in cam-
paigns in Tunisia, Rome, southern
Francz, the Rhincland, and Germany.

Out of the Army as a Major, Mr.
Skinner stayed on for seven months as
the miliiary government's industrial
officer in charge of getting the famed
leather industry of Offenbach, Germ-
any, back in operation. He returned to
Skinners in 1947 as sccretary and
three years later was clevated to
president of the company. The firm
had wide distribution of its products
in the middle west, southern, and
southcastern states. Lloyd E. Skinner
cultivated that business by attending
virtually every grocers’ mecting in the
territory and made it a practice to turn
indus'ry activities to public service
ends.

Civic Service

He was a pillar of civic endeavor in
his own community., In 1949 the
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Omaha Jaycees honored him as the
“Young Man of the Year”. He was
clected Presidemt of the Nebraska
Small Businessman's Association and
was a trustee of the National Small
Businessman's Association,

He held directorships in the United
Community Services, Salvation Army,
South Omaha Youth Center, Douglas
County Chapter of the American Red
Cross. He was a trustee of the Boy
Scouts of America, Mid-America
Council, past President of the Camp
Fire Girls, and the lowa-Necbraska
River Development program, An ac-
tive legionnaire, he served as Com-
mander of the Omaha Post #1, the
world's largest legion post, in 1954,

Industry Service

He has raised funds and been hon-
ored by his alma mater, Creighton Uni-
versity. He served as President of the
National Macaroni Manufacturers
Association in 1956-58 and has been
a member of the Board of Directors
for more than 25 years. From 1964 to
1976, he was a member of the Board
of Directors of the Grocery Manufac-
turers of America.

As a director of the National Mac-
aroni Manufacturers Association, he
continued to work in durum relations
started by Bud Norris and Maurice
Ryan. Durini the 1950's, when Groc-

ery Manufucturers of America el
their annual meeting in New Yori o
Veterans Day, it ofien necessitated fly.
ing to Langdon, North Dakota, 1o naale
the Durum Show. One year there was
snow on the ground, and approaching
the airport at Lnnplon in the twilight
of later afternoon, it appeared that the
snow cover was concrete. As the small
plane touched down, it immediately
nosed over when it hit the ground dam.
aging the tail and shaking up its pas-
sengers, the pilot, and Mr. Skinner
As the welcoming committee sloshed
out through the knee-high snow, they
were relieved to find that seat belts had
kept the passengers from any serious
damage, But they had had a severc
shock. Mr. Skinner's complained about
the newspaper story that appeared on
the back page of the weekly press. He
asked: “What do | have to do to mak:
the front page? Kill myscIf?

He served as director of the Crop
Quality Council for many years and as
a member of the Durum Industry Ad-
visory Committee as well as the North
Dakota State Industrial Advisory
Committee, At his own time and ex
pense, he was the Association's rep
resentative during the dozen year: of
the formative stage of the Wheat In-
dustry Council.

While he was President of the ¥a-
tional Macaroni Manufacturers A so-
ciation he established a tradition of
observing National Macaroni W xk
by hosting spaghetti dinners for wo thy
institutions such as Boys' Town, -
braska, Boys' Ranch near Da a
Texas, San Antonio Lions Club, nd
the Kiwanis in the same city. He w ri-
ed with the Cha:inber of Commerc in
Devils Lake, North Dakota in sta ng
several of their macaroni festivals

Cited for Leadership
In 1968, when Mr. Skinner was ¢ ied
by the College of St. Mary's in O -
ha for *his vigorous leadership in s~
cio-cconomic causes, his uncom ro-
mising love of human rights and «ig-
nity, and for his houndless genero.iy

How much can you afford to
spend for energy?

With the high cost of
energy, it pays to ask that
question before you
purchase pasta production
equipment. And Buhler-Miag
has some comforting
answers. We design our
equipment for maximum
energy efficiency and
production performance.

Energy savings is one
reason why companies all
around the world turn to
Buhler-Miag for systems to
produce top-grade quality
pasta.

So if you have questions
about the efficiency

of your equipment, come
to Buhler-Miag for
the answers.

Contact us for information
on our complete lne of

pasta processing
equipment.

L

in giving of himself and of hs means
to countless good works!”, Donald R.
Keough, a vice president of marketing

(BUHLER-MIAG)

=‘\

for the Coca Cola Company declared:

“Mr. Skinner has demonstrated his 007
(Continued on poge 24)
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The pasta
goose lays a

zolden egg, too.

MPastas let's tell it like itis.
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The Skinner Organization
(Continued from poge 20)
commitment lo society and has not
waited for the ills of our environment
to crupt before becoming aware. He
hears the signal and becomes involv-
ed. He has taken the time to under-
stand the needs of our changing so-
cicty and has committed himself to the

fulfillment of these needs.”

Developed an Ovganization

Lloyd E. Skinner was not only an
active participant in organizations, he
organized an cfficient business utiliz-
ing outside talent where many firms
indulged in nepotism. He hired H.
Geddes Stanway in 1954 as a vice
president in charge of production.
Stanway had operated his own manage-
ment enginecering firm, had taught at
New York University and the Univer-
sity of Southern California, and had
had experience with E. R. Squibbs &
Sons and Washburn Wire Company,
New York.

Stanway planned and supervised the
construction of a modern macaroni
plant for Skinner on the west side of
town, and by the time food editors
came through on a Durum Harvest
Tour in 1960, it was one of the most
modern facilities in the country.

After building a model production
facility the next problem was selling its
output, so Skinner hired William A.
Henry as Vice President of Marketing,
assistant to the President, and a mem-
ber of the Board of Directors of the
Skinner Macaroni Company in April,
1970. It was announccdm‘;bgcl 'Ml.
Henry's responsibilitics ong
range planning, including the develop-
ment of marketing plans for new [rozen
and dried grocery products, packaging
design, and the like.

Mr. Henry had been with Glidden-
Durke Consumers Food Group for 28
years, He had spent three years in the
US. Army Air Force, served as vice
president of the American Spice Trade
Association, chairman of a smaller
manufacturers group of Grocery Manu-
facturers of America, member of the
President’s Pancl of Brandeis Univer-
sity in New York.

Other key men in the organization
included John Jeffrey and Bill Clark
in sales, Clete Haney, and Alan Pas-
cale in advertising. They both had had
previous experience with Bozell Jacobs
Advertising and Public Relations
Agency.
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C. Mickey Skinmer

C. Mickey (a family surname) Skin-
ner was a cousin of Lloyd E. Skinner.
He started with the company in pro-
duction in 1956. In 1959 he was nam-
ed superintendent of production, pac-
kaging and shipping. He became ex-
ecutive vice president in 1976,

He carried on the family tradition
of being active in community affairs.
He was elected Omaha'’s Ouistanding
Young Man of the Year in 1966 for
his work in fourtcen civic and pro-
fessional organizations. He served as
president of the Omaha Junior Cham-
ber of Commerce, and officer of the
Nebraska Jaycecs,

He served on the Commitice for
Quality Control of the North Dakota
State Wheat Commission and the Cer-
cal Chemists Association. He chaired
the Standards Committee for the Na-
tional Pasta Association,

Packaging Redesign

A packuging redesign program then
incorporated dramatic change in serv-
ice graphics — the universal product
code symbol — and new nulritional
labeling was launched on the Skinner
line of 93 products in the fall of 1973,
The Dickens Design Group in Chicago
was selected for the project because
of its track record in producing suc-
cessful design program for successful
food companies, Among their original
observations were the following:

* The Skinner “Golden Glow Qual-
ity” is unsurpassed at the shell level,
but the “cluttered” design on the pack-
age did not truly reflect the quality of
the contents.

* The Skinner serrated logo-type
rates high in case of recognition and
recall and has tremendous equity with
consumer and customer alike.

* The Skinner colors of red, white,
and blue also have cquity, but tonal ad-
justments in the red and blue could
further strengthen their impact.

* Shelfl level impact of the existing
design was lacking, considering the
amount of shelf space utilized. True,
Skinner product was recognizable, but
in total, the Skinner products in the
pasta department did not project a
cohesivencss that made it stand apan
significantly from competition.

Dickens successfully overcame these
problems in designing new packaging
which was launched with the advertis-
ing theme “Good Things Come in New
Packages.”

Amswer lo Consumerism

During the consumerism move nen
of the late 1960's Lolyd E. Sk e
delivered a frank and candid rel nmu
to those in political circles who ver
involved with the so-called “cons me
protection™ movement. At the 911 As.
nual Freedom of Information Co ifer.
ence at the University of Missoui k
made the following statement:

“The demand for ‘control’ of the
manufacturing and distributing pro-
cess, of advertising, of marketing and
merchandising is growing . . . particu-
larly among some segments of govern-
ment personnel,” Mr. Skinner said. “In
the final analysis, the demands of thes:
people, who do not fundamentally be-
lieve in the American Free Enterprise
System, will only be met by the pres-
ence of an all-powerful ‘Big Brother
who will make the decisions for every-
one. They are planting all about us the
seeds carrying the destruction of our
incentive system of private enterpris

“There are now within our federal
government 253 consumer protective
agencies. Here is what Paul Rand
Dixon, chairman of the Federal Tradk
Commission, told a group of advertising
exccutives in New York last month
when asked for his views on a Con
sumer Dept. at Cabinet level. He was
opposed 10 it and said, “All of us are
supposed 1o represent the public and
we're all consumers.’

“l agree with Mr. Dixon's s e
ment,” Mr. Skinner said, “The o»
sumer is pretty well represented ir the
U.S. povernment.

“The so-called consumer mover L.
which has been portrayed as a den nd
by an ‘impatient public,’ is 10 a 21y
great extent stimulated by those pe ple
in government who seck to co: ol
business,” Mr. Skinner said, He wn
described two different occasions v ien
members of the staff of the Praside it's
Advisor on Consumer Affairs vi: wd
Omaha for the purpose of organi g
a Consumer Lcague. “Their atter pus
at organization failed in both insta: :¢s
when it became apparent that endc s¢-
ment of the packaging bill then beiore
Congress was the real purpose of the
meetings,” Mr. Skinner said. “Of
course, if they had succeeded, our Coo-
gressman would have received a wir
from the newly formed Omaha Con-
sumer League insisting he vote favor-
ably on the packaging bill.

(Continued on poge 26)
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The Skinner Organization
(Continued from poge 24)

“The general tone that surrounds
any discussion of ‘The Consumer's
Right 1o Know’ appears to cast industry
on the one hand and consumers on the
other in roles which are basically an-
tagonistic. This grossly misrepresents
the attitude of the food manufacturer.
1 would venture to assert that well over
95 percent of the huge volume of food
items sold in this country today are
beyond serious criticism with respect
to display of price and weight, and
gencral packaging practice. The com-
petition between brands is so keen that
no manufacturer wants to risk losing a
sale because of the failure of his pro-
duct to give the consumer the facts.
You cannot stay in business long on
initial purchase. It is the repeat busi-
ness that is the foundation for success.

“It is obvious that self-interest re-
quires the manufacturer to be in the
consumer’s camp. He must have the
consumer's vote of approval, and clec-
tion day for the manufacturer is every
day.”

Mr. Skinner said that should manda-
tory packaging standards be sct by any
governmental body, the ability of ma-
jor firms 10 re-tool or purchase ma-
chinery or equipment is much greater
than smaller firms. Thus he pointed out
that another result would be a higher
concentration of business among a rela-
tively few, large companies.

“Such standardization could force
my own small company to make an
investment in new machinery and plant
expansion that amount to more than
one-half of the amount of money al-
ready invested in our present cquip-
ment.That would force us to raise the
price one to two cents per package.

*I t&i:% it is obvious,” he said in
summany, “that big consumer protec-
tion programs are ncither desirable nor
necessary, that such programs would
increase the cost of products for the
consumer, that consumer burcaucracies
would make it more difficult for the
small firm 1o operale or even stay in
business, and that the cost of these
huge government bu-caucracies would
represent another burden for the con-
sumer and the taxpayer.

“Private industry working in a com-
petitive atmosphere under our free cn-
terprise system is delivering to the
Amerirsn conusumer a far better value
for his dollar and a higher standard of
living than the world has ever known.
Let's keep it that way. Let our com-

merce continue to operate with the ab-
solute minimum of government control
and regulation,” Mr. Skinner con-
cluded.

Lloyd E. Skinner Honored
At Retirement Dinner

Mr. and Mrs. Lloyd E. Skinner
were honored at a retirement dinner
held at the Red Lion Inn, Omaha, on
April 20,

Mr. Skinner is Chairman of the
Board, San Giorgio-Skinner Company,
a division of Hershey Foods Corpora-
tion.

Among those who paid tribute to
Mr. Skinner were Harold Mohler,
Chairman, Hershey Foods Corpora-
tion; William Dearden, Vice Chairman
and Chief Executive Officer; Richard
Zimmerman, President, and Dr. Og-
den Johnson, Executive Vice-President
Hershey Foods Corporation. Also Jo-
scph P. Viviano, president, San Gior-
gio-Skinner Company.

The Mayor of Omaha, the Honor-
able Mike Boyle and Archbishop Dan-
iel E. Shechan of the Omaha Arch-
diocese told of Mr, Skinner's many
contributions to civic and church ac-
tivities.

Bob Green spoke for the National
Pasta Association and Sal Maritato
presented a placque on behalfl of the
Durum Wheat Institute for Mr. Skin-
ner's efforts for durum plant breeding.

Among the many other guests were
George Koch, president, Grocery
Manufacturers of America, many rep-
resentatives of th: Church and Creigh-
ton University, employees of the firm
and members of the family including
Mr. and Mrs. Dennis Diesterhaupt
(Kathy), Mr. and Mrs. Kenneth Pine-
gar (Mary Beth), Mr. and Mrs. James
G. Skinner and Mr. and Mrs. Lloyd
Skinner, Jr.

C. Mickey Skinner spoke on behalf
of the employees and family in lauding
“this unique and compassionate man.”

Skinner Baking
Company Formed

In carly May Skinner Baking ‘o.
a ncwly-formed company headec by
Lloyd E. Skinner, reached agreer om
in principle to acquire Adler-Mer ol
Baking Co., Omaha, from the An 'n-
can Community Stores Divisior of
the Cullum Companies, Inc., Dal w

Mr. Skinner, recently-retired c! air.
man of San Giorgio-Skinner Co., wan
of Hershey Foods Corp., and now
chairman and chiel exccutive oflcer
of the new baking company, noted he
is returning to a business he and his
family were engaged in for 40 ycan
The Skinner family, in addition 1o ity
pasta business, owned Quaker Baking
Co. at Council Bluffs, lowa from 1912
to 1952,

Hisky Dinky First Customer

Hinky Dinky Stores, pant of Amen-
can Community Stores Division of
Baking's first customer, Mr. Skinner
said. Ron Badlcy, president of Hinky
Dinky, said sale of the plant “will ¢n-
able us to further concentrate our ef-
forts on the main stream of our busi-
ness, retail supermarkets.”

The plant, Mr. Skinner said, will
continue 1o produce specially bread
and pastries. The operation has an-
nual sales of about $2.5 million.

Company Officers

Joining Mr. Skinner as officers of
the new company are R. Louis Kin: 1k,
president and chiel operating offi =1
Klaus Buchring, vice-president, | o
duction, and James G. Skinner, s¢ ¢
tary-treasurer.

Mr. Kinerk is coming out of re' ¢
ment to join Skinner Baking. He | 1
execulive positions for five years * 1
the Skinner pasta operations and « rl-
jer was with Metz Baking Co.
ITT Continental Baking Co. Ir
Buchring has been vice-president, | -
ing operations, with Adler-Mem )l
James G. Skinner, a son of LI w
Skinner, currently is quality contro’ li-
rector at Hershey Foods.

Pillsbury Third Quarter

Net income of The Pillsbury ‘©
in the third quarter ended Febrn in
28 totaled $29.1 million, equal 10
$1.34 per share on the common st~k
up 8% from $26.9 million, or $1 24
a share, in the third quarter of 1952
Sales in the third quarter aggrega'ed
$903.9 million, up 10% from $821.1
million a year ago.
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*Over 35 years of worldwide experience

§ ® Computer controlled continuous
blending systems assure that
accurate blends of different flours
and regrind are fed to each press.
Each press can receive a different

ormula—automatically.

® -ouble-free silo discharge—
fficient, quiet, Turbo-Segment
ischarge Cones for any size silo.

i ® wust-free Conveying Systems—
fficient utilization of both vacuum
nd pressure conveying with large
Iters and dust-free design
nroughout.

UNE, 1983

® Centrifugal sifters—no dust, no
vibration, low maintenance. Differ-
ent sizes available to handle from

1 to 50 tons per hour.

@ Sanitary construction—all crevice
free interiors and FDA approved
epoxy coatings inside and out.

® Regrind systems—complete stor-
age, grinding and feeding systems

for regrind.

@ Experienced engineering staff. If
you are building a new plant or
modernizing an existing one, put

our staff of experts to work for you.

AZO Inc.

PO. Box 181070
Memphis, TN 38118
(99)1) 794-9480
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I Lost Forty Pounds
Eating Pasta”

The following are highlights from an
article by Richard Ouzousisa in the
Winnipeg Manitoba Magazine

Last winter, the perennially chubby
artistic director of the Manitoba The-
atre Centre cased his weight down to
175 Ibs from 215. He swears it wasn't
painful.

ver the years | have tried: a)

The Stillman Diet, b) The Priti-
kin Diet, c) The Atkins Diet, d) The
Scassdale Diet, ¢) The Beverly Hills
Diet, f) The “l1 Love NY" Diet. . .

. . . Not 10 mention every insane
kind of fast, dict pill, water shot, vi-
tamin therapy, and hypnosis. None of
it worked. All of it made me fecel
dreadful. Finally, 1 bought the right
diet boo’;, which | recommend high-
ly. It's called Craig Claiborme’s Gour-
met Diet, and although it's full of great
recipes, it wasn't the book itself, but
the introduction that changed my life.
It was written by a wonderful woman
named Jane Brody, a nutritionist who
writes regularly for the New York
Times. In 20 pages, she changed my
entire way of thinking about what |
cat, and | will always thank her for
it.

What docs she say? Nothing magical.
Somcthing that all doctors have been
telling us for years: We cat to much
of three things: protein, fat, and salr.

If you think about it for a few
minutes, you'll rcalize that she's right.
When we go on a dict, the first thing
we cut oul are carbohydrates. No
bread, no pasta, no vegetables, no
fruit. Lots of mecat, right? That's
what we all do, and then wonder why
we feel terrible, and why the weight
comes back immediately as soon as
we stop, We all say we need a bal-
anced diet, but a balanced diet does
not mean two eggs and bacon for
breakfast, four ounces and mcat on
a sandwich at lunch, and couple of
pork chops for dinner.

I don’t mean to be a nulritionist,
Read Jane Brody if you want the
whole truth, but do harken on to one
fact: If you cat more thar four ounces
of protein a day, you're cating tco
much. There are exceptions of course.
Il you're still growing, recovering
from a serious illness, or doing heavy
physical labor, you might need more.
But for most of us, that four ounces
is plenty. And don’t take for granted

how much constilutes four ounces.
You'd be amazed at how little it is.
Weigh it. Measure it.

Now, what are you going to do
with your extra calories, the calories
you're no longer squandering on steak
(1,200 calories for cight ounces of
strip loin!) or on pork (800 calories
for two chops)? What can you do
with those calories? You can eat pas-
ta. No, I'm not kidding. Pasta. Spa-
ghetti, rigatoni, fettucine. All the
things you've dreamed about and nev-
er thought you would eat again,

Is there a catch? Yes, but it's a
small one. First of all, you have to
measure what you cat. Too mikh of
anything will make you fat. Second,
on the evenings you eat a pasta meal,
it will not be a side-dish to your main
course. It will be your main course.
And you won't die of malnutrition.
Trust me. How many lalians do you
know who've died of starvation?

The other important premise be-
hind this dict, as behind any valid
dict, is that it is sensible. You must
cat balanced quantities of all the major
food groups: protein, carbohydrates,
fats, etc. Don't cut anything oul.
You may lose a bit at first, but it will
all come back later.

There is no magic to this, or to any
diet. Use common sense, balance your
food groups, cat reasonably, and think.
Don't follow any rules blindly, or
you'll be right back where you started.
Anybody can lose weight. What's hard
is keeping it off. This dict should help.

Buitoni Introduces Six
New Frozen Dishes

Buitoni Foods Corporation has in-
troduced “Classic Entrees,” an excit-
ing new line of six frozen single dish
entrees, The news was announced by
Thon:as Heffron, director of market-
ing. Buitoni Foods Corporation.
**Classic Entrees’ were created to
meet the cver-increasing demands of
today’s busy homemaker and working
person,” Heflron explained. “These
delicious, casy-to-prepare dishes pro-
vide the consumer with convenience,
quality and variety.”

Buitoni's new collection features
five boil-in-bag items, one of the larp-
est growth segments in the frozen
foods market, These include Breaded
Veal Pauty Pomodoro, Chicken Fillets
Cacciatore, Chicken Fillets Marsala,
Sausage & Peppers and Shrimp Mari-

nara, Lasagne Florentine, th
“Classic Entree” dish, is a deli h
original variation on classic |
combining spinach, ricotta che
Alfredo sauce.

Buitoni  will support s °
Entrees™ with impactful consur ¢
trade programs. Couponing W §
store refund offers will genera : tr : ; ! o} - B8
Consistent quality excellence. stro " 1 : il g costs
on-pack advertising, appetiziiy pad \ S ;WQ stacked
aging. and ongoing coupo and
offers will maintain a loyal cusia R O oo o
base. And attractive merchandisa schedules.
ad slicks, header shects, shell st year-round
and retail  merchandising  stocki ::nwmmul.u.‘.
guides will support the effort to t
trade.

“Buitoni couldn’t have picked a be
ter time 10 introduce its ‘Classic E
trees’,” concluded Timothy Altafls
assistant  product manager, Buitg
Foods Corporation. “Sixty percent
25-49 year-old women work. Sin
three percent of all meals are ecats
alone; and thirty percent of all mes
are prepared by a single user. Wi
statistics like these, the quality, o
and flexibility of Buitoni's ‘Class
Entrees” will be more attractive o
ever.”

Perfect Pasta Everytime

The Pasta Tester removes &
or strand of pasta from the pt
squeezes it between its two plate .
user can actually see when the
is thoroughly cooked.

The Pasta Tester is priced t
impulse item which consume
really want. Other benefits:

®No hard or mushy prod
throw away.

® The Pasta Tester replaces
forks that can cause painful
when used in boiling water.

® 100% ecfficiency in testit . Al
tested samples are returned to € P
for cooking and eating.

®The only proven way to kno?
when the pasta is cooked to pert ctiot

Designed 1o boost sales at ched
out counter, pasta aisle, and/or 'adgt
department the Pasta Tester it U’c
coded and attractively package. W
full-color photographs demons.rati
the product in use.

Manufactured by Prova Pasti,
P.O. Box 2363 Station A, Luo®
Ontario, Canada N6A 4G3. (3
576-4100.
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* No Dust
* No Vibration
* Low Maintenance

* Different Sizes for 1-50 tons
per hour

¢ Easily fits into any system
* Sanitary Construction

Call or write:

AZO inc.

PO. Box 181070
Memphis, TN 38118
(901) 794-9480

EST. 1920

Consulting and Analyiical Chenusis, specializing in
all matters involving the examination, production
and labeling of Macaroni, Noodle and Egg Producis,

1—Vitemins end Minerals Enrichment Assays.
2— Selids ond Color Score in s ond
:ro.ol-. -

3—Semoline and Flour Anslysis.
4—Micre-analysis for extraneous motter.
S5—Sonitery Plent Surveys,

6—Pesticide + Fumigent Analysis.
T—Becteriolegical Tasts for Selmonello, etc.
8—Nutritional Analysis.
9—Trowbleshesting Compressor Oils.

MARVIN WINSTON, DIRECTOR
P.O. Box 361, 25 Mt. Vernon St
Ridgefield Park, NJ 07660
(201) 440-0022

Put a feather in your Cop!
Send @ copy to o key men.
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FAMILY BUSINESS COLUMN

by Frank M. Butrick, Akron, Ohio

PART XiI

Every man is more or less a teacher
at heart; each of us enjoys the ego
satisfaction of showing others, of ad-
vising, of punting our thoughts and
ideas into other minds. And every
businessman with a young son plans
on teaching his boy what he thinks
he has learned about all the grealer
mysteries of life: About women, about
business, politics — and how to se-
lect the best flours, or what have you.
I hope this is normal; it's too preval-
ent (and satisfying) to be abnormal.

But is it a good idea? George Ber-
nard Shaw once observed: “He who
can, does. He who cannot, teaches.”
The opposite side of this coin would
be: “He who teaches cannot Jdn.” Of
course, Shaw was a famous cynic —
but was he not also a pragmatic rea-
list? Can you actually teach modern
business methods, how you have run
your firm, how it should be run (you
think), and how it should be run as
times change and the firm grows? And
if not, then who caa teach your son—
who can show him how 1o become a
successful  owner/manager/president?

The commonest reaction to this
question is, “I'll do whatever teach-
ing is necessary — where clse can he
learn how to run my *wainess?” So
most sons play at work iu tne busincss
during summer vacations, go lo col-
Jege, olf to war, perhaps back to school
for an MBA, and finally arrive ready
to step in and “learn from dad.’ With
the emotion stripped aside, does that
really make much sense? “Dad™ does-
n't nced a student — he needs help,
He is much too busy to do a thought-
fully thorough, well-organized teach-
ing job. Look at how it works in prac-
tice:

Case History No. 1

This business is a major midwest
pasta producer. The father, now in his
late sixtics, has become wealthy and
a leading community citizen, well
known for his civic and charitable ac-
tivitics. A man of boundless energy,
he heads up a hall dozen committees,
two fraternal lodges, is director of a
bank and a number of small busincss
— yet puts in a a ten-hour day at

k 7]

work. He owns a yacht but charters
it out because he (realistically) has no
time for vacations and similar frivoli-
ties. The son is 50 — and has work-
ed for his father full time for 28 years!
By now he not only knows the busi-
ness, and his father's way of doing
things, but he has become steeped
in it. Unfortunately, as is frequently
the case with such a strong-willed
father, the son mercly does what (and
how) he is told. After three decades
of “expericnce,” the son knows all he
needs to know — except how to think
for himsell, or to be a dynamic presi-
dent. He knows nothing about mean-
inpful responsibility, idea gencration,
venture management, risk taking, or
decision making. He has not been per-
mitted mistakes — so he has never
h=d the chance to learn from them;
he has never known the pleasure of
a good decision nor the educational
value of a wrong one. He was not
taught by his father — he was drilled.

OBSERVATION: This is a bad sit-
uation, carried to the ultimate, Even-
tually, the son will doubtless become
president — and be utterly unprepared
for the responsibilities of the position.
Unless the firm runs itsell, the son
mould appear to have only three
choices: First, try to find a consultant,
advisor, or director who could guide
him in learning the responsibilities and
decision-making which a president
must know. Second, resign and let the
fire-ball grandson take over. Third,
sell the firm. Whatever the future of
this business, the father has come peri-
lously close to wasting his son’s entire
life.

Case History No. 2

A similar beginning, but here the
father let the son “try out™ in the vari-
ous departments, geiting a smattering
of each, then select the arca which he
liked best. The business is a pasta
maker and the son took over the sales
end. He has been quite successful and,
at 42, has developed into a fine sales-
man.

Unfortunately, however, the father
is about ready to retire and it has just
begun to sink in that the son can sell

HOW DOES THE SON LEARN TO RUN THE BUSINESS?

pasta — but he has only a vag.¢ ik
about how to run a pasta busis & |
bigger firm might have dev.
people he could lean on — strong pro
duction departments under the fathd
— or the son might have becoine
sistant manager, lcarning to work wid
all the departments. But this did
happen. In a sense, the son was no
taught at all; he was pushed into
(which the father did not like) or
he moved toward sales work 1o o
independence. Today he knows n
to nothing about the business as

OBSERVATION: Like the fint
ample, this father is a docr, and cil
not interested in teaching or is i
able of doing it. The son is a sclf-taugH
sales “manager”. Fine as such, bu
bad risk when he takes over total mr
agement. His best bet will be 1o &
the business to another pasta busi
which is weak on sales, (which s
not be difficult to find). Leaming od
business will be hazardous at b

Not impossible, of course, but te

business will have to be very solid
survive a couple years of his anat
management.

Case History No. 3

This business is a grocery d nbs
tor, employs 110, the father is 6
the son 34. The son worked su
at his father's busincss throug hig
school and four years of college Th
under his father’s guidance, he ¥
work at various jobs for othe oo
panies, all in food distributior ¢
with between 20 and 300 emp nee
He has been a foreman, buyer s
man, and office manager. He | s &
rejoined his father and will tal - o
sales management. No fancy 1 k -
he will carn his keep. But he b s ¥
lowed a carefully prearrange ¥
worked out years before.

He has knocked about, seer ot
businesses, worked for other m n &
has convinced himsell that he w®
to take over the family busines. B
brings in the fresh air of outsidv i
and experience, and has delib
arranged for constant replenishm<
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are illy selected outside advisors.
this 1ther has the rare pleasure of
miny that his son has joined him
as an adult, he has decided

—m because of habit or ignorance
teca s¢ he could not make it on
outs le. The son has learned about
nes: and the world — now he is
t learn about the family busi-
an.. about his father’s methods.

0BSERVATION: The future looks
for this business. Not that all

il be rosy, or that the son will not

to bring in ideas and methads
to make changes which will shock
father. But the son is not just
sany”, he is an adult and an cx-
enced businessman. Granted, he
not run a company, but he has
ched four other presidecis run
panies; he has seen brilliance and
pdity, good luck and bad, confi-
e and timidity. He will look at
father as a man of great accomp-
nent, but not as a demigod. They
Il make an excellent tcam —- if the
can rise to his own planning.

COMMENTS: The best of these
ce examples - v, last one — has
tloped a son v 1%, considerable out-
business expericnce bul no actual
perience with management, risk tak-
or decision making. These he still
st karn — and they are crucial.
this particular company, and
het-s0n team, will probably do all
ht, it vould have benefitied great-
il the son had actually managed a
bincss  no matter how small.

For 1 t reason, we prefer the ex-
ple s by another distributor. Here
swn s worked only for the family
1 — it one department, was split
a . completely scparate opera-
%, wi the son as manager. It is
I {* people) but he runs cvery
pect © 1. He has his own suppliers
l sl 0 his own customers. The
her 12 :ht his son the rudiments of
ness, aen turned him loose to de-
Op Wt iing experience at the helm.
Y Pl 1o remerge the firms in the
Dessc when the son is ready to
¢ in nd begin to apply his know-

o ¢ larger operation. But he
leami ¢ management by actually
"g & imanager; a rare and valuable

This urticle is condensed from a
et in the author’s book, THE
MILY IN BUSINESS, relcased by
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the IBI Press, Box 159, Akron, OH
44309,

MACARONI JOURNAL will be
printing key chapters from the book,
the first ever devoted exclusively to
the personal relationships within the
privately-owned business, during the
forthcoming months. For information
on the book, contact the publisher di-
rectly.

Frank Butrick has, for over two
decades, been a leading consultant,
convention speaker and author on the
family-owned business, He has writ-
ten hundreds of magazine articles
through the years and his concepls
have been incorporated in numerous
books. He averages ncarly 50 conven-
tion appearances a year, and is active
as a consultant, serving business own-
ers all over America. If you have a
situation upon which you would like
Mr. Butrick's comments or advice, you
may contact him through MACARONI
JOURNAL, or by writing the IBI
Press in Akron, or calling him at
216-253-1757. There is no cost or
obligation — but il “ou write, be
patient. His heavy u.vel schedule
precludes quick replies 1o his corres-
pondence.

From Hershey Foods
Corporation Annual Report
San Giorgio - Skinner Company
achieved record sales and operating
income in 1982. This is an especially
noteworthy performance in view of
the intense pricc competition in a
number of key markets in the North-
cast. Generally lower commodity costs
made more promotional dollars avail-
able which resulted in greatly in-
creased levels of competitive activity
among domestic firms. There was also
an influx of low priced imports which
further disrupted the marketplace.

Pasta is made from semolina flour
milled from durum wheat, a special-
ized hard wheat grown almost exclu-
sively in North Dakota, The 1981 dur-
um crop of 180 million bushels was
the largest in history. Responding to
the size and the excellent quality of
the crop, semolina costs decreased
during 1982, This decrease more than
offset lower sclling prices and in-
creased marketing expenditures, re-
sulting in an operating income margin
improvement for San Giorgio-Skinner.

B Esy s

The 1982 durum crop of 150 million
bushels was larger than expected and
again of high quality.

While the company’s San Giorgio
brand was impacted somewhat by the
influx of imports, the Skinner brand
had particularly strong results in ils
core Southwestern markets. A major
packaging change from flexible poly-
cthylene bags to cartons for Skinner in
the Southeast contributed to growth
for the brand in that marketing arca.

The P&R brand recaptured its lead-
ership position in its market area in
upstate New York, This was the result
of a more aggressive sales effort com-
plemented by a complete redesign of
the package graphics for more shelf
impact. Three new items were intro-
duced 1o the P&R line in 1982: large
shells, cut fusilli and egg fettuccini.

New Product

A major new product, Light °N
Flufly clbow macaroni, was launched
into test market in the spring. This
addition is expected to be an effective
complement to the Company’s highly
successful Light *N Fluffy noodle line,
which offers a light, quick-cooking,
fluflier pasta product.

Declining retail prices have fueled
an unusual and unprecedented growth
in consumer pasta sales. The Com-
pany’s brands were well positioned to
tuke advantage of this growth with
volume gains accounting for all of San
Giorgio-Skinner’s  sales gain.  With
adequate  durum  supplies, continued
growth is expected for the American
pasta industry as a whole and the
Company’s brands in particular,

To prepare for that growth, addi-
tional capacity was obtained in 1982
with the installation of a 4,000 pound-
per-hour, microwave, short cut noodle
line at the Lebanon, Pennsylvania
plant location. Other productivity im-
provement projects were undertaken
which yiclded important savings at
cach of the Company’s pasta manu-
facturing locations.

Jim Feeney Re-elected

James J. Feeney, vice-president and
general manager of the Sperry Divi-
sion of General Mills, Inc., Minne-
apolis, has been re-clected chairman
of the board of directors of Millers’
National Federation,
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SAVE OVER $1 MIy IN TEN YEARS

vilTed EACKH MWK

UEIRT

Vi

® Up 10 4 hmes the production in
the same feet of fioor space a bar-
gain in itsell with construction
costs in the $40 sg It range

® Free production 542° wih &
5-day week

® save energy Tests prove over
50% total energy savings com-
pared lo sorme competitive dryers

® sanutation savings  Minimum
$100 each cleaning Most easily
sanitized dryer hose it down or
steam clean it

® gave on installation Fabricated
and assembled at our plant Up to
5 000 man-hours savings

® Other tactors of increased fles-
bility less waste from spillage
more exact moisture control

g T T o R T AT TR h L

A BETTER PRODUCT

Finally we have the capability
we ve been trying to achieve for
hundreds of years-drying maca-
rom products from the inside out
Until now we have had to wait for
the product to sweat or rest so
that the moisture would migrate 1o
the surface when we could agan
dry some more in small stages
We had to be careful not tc case
harden the product! so the moist-
ure would no! get trapped thereby
causing the product to keep drying
on the outside but not properly
and to check at a later date
when that moisture hinally dig
make ils escape

Microdry actually prog
ter product than does ¢
processing The supe
the cooking strength
when ready to eat ar
enhancement ang m

when presented nth: p

We will be pleased 10
ples of produc! made
press same die same «

but dried in conven' o
Microdry units You will ©

the color difference

Rt S AR T s e Lt SRS

Eii
-
ity

re

taste the bite differenc

measure for yoursel! '

sluff off each produc!

n Kilis all
and adults

weevils - &

= Kilis all salmonelia
Coli anc Coliforms
duces total microbial

' Makes a produc!
color

T

Mo ko b

ey

'y ng operat:on from
re comparisons by fwo
eiors Shows total enerqy

WHAT USERS SAY

B Lowest downtime: We seep an
accurate record ot ail downtime
and express 1 as a percentage of
time down to time scheduleQ
Microdry leads the List 4t less than
e 15

2%
Plant Manager of a 'eacing mi
west operation

B Al tuture egu
Microary
Technical chirector of a large pasta
plant

“mant
ipmes sl e

B | guess the greatest comphiment
I can pay !0 Microdry s that f we
were going to install another Short
Cut hne in our Operation 1 wouli
fefinitely be a Microdry Micr
wave Dryer

Executve Vce Pres aent
manutacturer

Dastd

—"‘.»".‘.’!'
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UNITS IN THESE LBS HR

CAPACITIES 1500 2500 AND

4 000 ARE OPERATING TODAY

OR ARE ON ORDER FOR |
8 GOLDEN GRAIN PLANTS '
7 oumits

Chicago Seattle San [ edarncrg
BDAMICO t une

Chicago

BCATELL! ' une

Montrea

B GOOCH 2 units

Lincoin Nebraskha

ROB 'une

Fort Worth Tesas

BLIPTON 2 units

Toronto Canada

BGILSTER MARY LEF 34 0o
nester 1Hhnos

B VESTERMN GLOEE

Loy Angele,

RPILLSBURY CO

Amesr ar

Beauty Division 2 gne
Kansas City Kansa
BSKINNER 1 e
Omaha Nebrassa

B Diewasher by Microdry More
compact 2000 p s+ water npgsis
mressures

MICRODRY Corp Worla loader
o ndustogl microwave hoeating

T

MICRODRY.

3111 Fostora Way
San Ramon CA 94587 415 817 910¢




Viva halial

ltalians love good food. It is one
of the pleasures of life in this south-
ern European country — and for good
reason. With its tantalizing array of
regional specialties, from the rich
tortellinis of Bologna to the spicy,
tomato-based sauces of Sicily, laly is
truly an epicure’s paradise.

Always flavorful and often piquant
and aromatic, ltalian cooking relies
on a variety of herbs and spices for
seasoning. While basil, sage and ore-
gano are used in many ltalian recipes,
it is garlic that is most often identified
with halian cuisine.

The pungent, fresh flavor of garlic
is highlighted in the following collec-
tion of recipes, compiled by the home
economists at Lawry's Foods, Inc.,
1o help you create an authentic ltalian
meal right in your own home.

Begin your dinner, or la cena, with
Marinated Mushroom Antipasto. For
a heartier antipasto, create a color-
ful platter featuring marinated mush-
rooms surrounded by overlapping
slices of pecled tomatoes, hard-cooked
cggs and salami. Pollo Diablo, the
main cntree, is accompanied by Gar-
lic Cheese Pasta and ltalian Vegetable
Saute,

In laly, bread is always served
with meals, but without butter. You
may wish to complement your dinner
with warmed, ltalian rolls and an
ltalian wine. Soave — ltaly’s besi-
known white wine —is recommend-
ed. Complete your meal with a light
dessert of fruit or cheese and a demi-
tasse of expresso. Buon gusto!

Marinated Mushroom Antipasto

This clegant, first-course salad fea-
tures fresh mushroom slices in a mari-
nade of olive oil, red wine vincear
and garlic. Add garnishes for cxtra
taste and color appeal.

Ya cup olive oil
Ya cup red wine vinegar
1 Tablespoon Lawry's Garlic
Salt
2 teaspoons minced chives
Dash Lawry's Scasoned Pepper

I pound fresh mushrooms,

sliced Ya-inch thick

2 quarts torn salad greens

Gamishes: Tomato slices, Slice
hard-cooked eggs. Chopped green bell

pepper.
Combine first 6 ingredients in bowl;
blend thoroughly, Add sliced mush-

16

rooms; stir 1o coat thoroughly, Cover
and refrigerate 3 to 4 hours, stirring
occasionally. Serve on crisp greens
garnished with tomato, cgg and green
pepper.

Moakes 6 servings.

Pollo Diasblo

Broiled chicken is seasoned with a
flavorful blend of garlic, herbs, minced
green onions and Dijon mustard.

2v2 pounds chicken parts

2 Tablespoons butter, melted
Tablespoon salad oil
Tablespoons Lawry's Garlic
Spread Concentrate, melted
Tablespoons minced green
onions
I Tablespoon Dijon mustard

V4 teaspoon thyme, basil or
tarragon

I cup coarse, fresh white bread
crumbs

T -

"~

In small bowl, combine butter, sal-
ad oil and Garlic Spread Concentrate.
Brueil chicken parts for 15 minutes
on cach side, basting with seasoned
butier mixture. Combine green on-
jons, mustard and choiccol herb. Af-
ter broiling chicken, drain drippings
from broiler pan, reserve. Combine
hall of drippings with green onion-
mustard mixture. Spread ‘2 of this
mixture on underside of chicken parts,
Cover with a layer of bread crumbs
and baste with rescrved drippings.
Broil § 1o 6 minutes or until crumbs
arc brown. Repecat seasoning and
crumbs on skin side of chicken parts.
Broil until golden brown.

Makes 4 servings.

Iialisn Vegetable Saut:

A colorful combination of ; ok
onion and tomatoes 10 com lema
your favorite Italian entree.

3 Tablespoons olive oil

2 zucchini, sliced in thir sinp

1 large onion, halved an  sho
in half rings

2 large firm tomatoes, .ul i
large picces

V3 teaspoon Lawry's Seas ned
Salt

1  leaspoon oregano

V3 teaspoon Seasoned Pepper

V4 teaspoon Lawry's Garlic
Powder with Parsley

In large skillet, heat olive oil; &
in zucchini and onion. Saute on hy
heat until almost tender. Add
matoes and scasonings. Slir togetid
until thoroughly heated. Serve imme.
iately.

Makes 6 servings.

Garlic Cheese Pasia

A deliciously rich side dish n
with fettucini noodles, butter and i
grated Parmesan cheese,

L3 cup butter, melied
2 teaspoons lemon juice
I Tablespoon basil leaves
I teaspoon cach: Lawrys G
Powder with Parsley y
Lawry's Seasoned Salt
8  ounces fettucini noodles coo
according to package di cctis
and drained
35 cup fresh grated Parm wan ¢
Romano cheese
2 Tablespoons chopped ar
to garnish
In medium bowl, combinc bull]
lemon juice and scasoning
noodles and cheese; gently o
coat thoroughly. Serve on pla’ 1 *8
parsiey sprinkled over top to e
Makes 4 servings.

Interest in Nutrition

“Interest in nutrition by co
stops short of commitment * 3
chase behavior, and they are : ot /¢
ly willing in today’s cost-consc o
cicty to pay a premium for nu ntc®
enrichment. There is interest w0d ¥
degree, commitment, in foods that
lower amounts of ingredients thal
sumers perceive to be harmful. —*
Bruce R. Stillings, Nabisco B
Inc.

Tue MAacaront Jou®
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the 79th Annual Meeting
Sih srado Country Club
and Resort
Noj a Valley, Cclifornia
luly 17-20, 1983

herzdo is a custer of balconied
ondminiums, built  around the
dnal mansion houses — 265 one,

s and three bedroom condominiums
studies.,

Year round golf and tennis resort,
merly a private estate set among
cring trees and gardens on 1200
s in the heart of the Napa Valley
a¢ district. $5 minutes north of San
acisco. 65 minutes, 90 miles from
o Francisco International Airport.

Golf is a way of life at Siverado.
th championship courses were de-

id by Robert Trent Jones and are

home of the Kaiser Invitational
and Pro-Am cvery year. The
vth Course is 6680 tricky yards
. par 72; and the South Course is
62 yards, par 72 par 72. Both have
water hazards and gently undula-
¢ greens, as well as a meandering
eck and lots of sneaky oak trees dot-
it the fairways,
Eight Plexipave composition tennis
cach have permanent viewing

nds. Not to mention a well-stocked

nis + op, and an excellent pro who
Il g lessons.

Al e of Silverado's swimming
pols .+ unobtrusive and pleasant.
hey'te  tuated near all the suites so
pbody  as to trek across a fairway
¢k swim before dinner.

ctivities available at or near
vera include bicycling, horseback
fing. | hiking, along with all the
s ing beauty of the Napa

"Ha:  cuisine” is taken almost as

Buch { granted in Northern Califor-

#  » in France. Wine countries
d 1l is definitely wine country)
M o ake pride in what is served
hth  wines, and so does Silver-

Ther: ire about forty wineries with-

A hit hour's drive of Silverado.

B} ¢ them have regular tours and
g Tooms.

Wnitc the National Pasta Associa-
%, PA). Box 1008, Palatine, IL

D78 for more information and res-
Won forms.
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Sunday, July 17

1000 am
300 pm

630 pm.

700 pm
800 pm

Monday, July

9.00 am
2:00 pm
600 pm

Tucsday, July

900 am
Noon

10.00 am.

10.00 am

1:00 pm

ST R SIATTRT A a

PROGRAM HIGHLIGHTS

Executive Committee Meeting

Board of Directors Meet

Newcomers Reception

Welcoming Reception

Dinner in the Oak Grove — Casual Dress

General Meeting

Tennis Mixer

Robert Mondavi Winzry Tour — Testing,
Reception ond Dinner

General Meeting
Board of Directors Luncheon with spouses

Spouse's Program
L.adies Golf Tournoment — South Course
“The Marriage of Food and Wine"' — A Nouvelle
Cuisine Cooking School. Andre Mercier, instructor
ond chef at Mondavi Vineyard Registration himited
1o 25. Course repeats on Wednzsday $20 00 includes
school, lunch and wine
Men’s Golf Tournament — North Course
Golfers may complete tcurnament round prior to this
time if card s validated by NPA, Mickey Skinner,
before play and the golf pro after play

Open Evening

Wednesday, July 20

8:00 am
9:00 am
Noon
7.00 pm

8:00 p.m.

10.00 am

Thursday, July 21

Council Breakfasts

General Meeting

Board of Directors Meeting
Reception

Dinner, Progrom ond Dance

Spouse's Program

Repeat of “The Marriage of Food and Win2"
Mondavi Vineyard — Limut, 25 persons

Departure




INDEX TO
ADVERTISING

Pege
7% SO G gy 7.3
A DM Milling Co. ... . ........ 22-23
Amber Milling Co. . "
Broibanti Corpereion .. ... ... .. -7
Buhler-Misg Corp. R 1
ConAgre Peavey C-”" AR 18-19
Defrencisci Moching Corporstion . .. 13
Fold Pak Corporation ..... ........ 2
International Mukiteods Core. L. 80
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Macoreni Journel ... ............. N
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Rossetti Comtultonts Assecietes ..... k1)
Sechoard Allied Milling Corp. ... .. 29.30
Winsten Leberstories . ..... .. ... ... n

CI.ASSIFIID
ADVERTISING RATES
Want Ads $1.50 per lime
Minimem $5.00

WANTED: Demeoce wied preises, spreaden.
.F:-Iu'l:-uh- write P.O. Bex 1008, Pele-

lﬂuu:lmmldn.nulm
1 Clarment noed 1 steinless steel
canning mnw C.ll IIMII -8170.

Buyer's Guide Listing:

Bender Goodman Co.,

5 Worth Street

New York, NY 10013

(212) 431-5700

Nationwide suppliers of liquid, dried
and frozen eggs. custom blends, and
dark color for the Pasta Industry.

Arizona Durum

William Corpstein, Chairman of the
Board of Directors of Southwest Mar-
keting Corporation, is pleased to an-
nounce the election of Dennis C. Gia-
cone to the position of President and
Chief Executive Officer of Southwest
Marketing Corporation, Mr. Giacone
will, in addition, remain a Board mem-
ber.

Southwest Marketing, a public cor-
roration, has been serving the Imperial
Valley Growers since 1934, During
the last 12-month fiscal year, its sales
surpassed $50 million. SMC has offi-
c2s and seed cleaning facilities in Im-
perial and Brawley, and grain facili-
ties throughout the Imperial Valley
and Blythe.

R}

The company sells seed throughout
the Southwest and Overseas and sells
grain to the local markets domestic
mills, and exporters.

SMC is a part owner of Weslern
Plant Breeders, a Phoenix, Arizona,
based plant breeding firm with several
patented varieties of wheat, barley,
and durum grown in the Southwest.
the US., and Europe.

Prior to his appointment, Mr. Gia-
cone was an Executive Vice President
for SMC and also an Executive Vice
President with Valley Sced Company
in Phoenix. Mr. Giacone will continue
his affiliation with Valley Seed Com-
pany as an EVP,

Valley Seed Company is in the seed,
grain, and bermudagrass business.
They serve the U.S. Market, as well as
Europe, the Middle East, North Afri-
ca, and Australia,

Western Plant Breeders has  de-
veloped a new durum, WestBred®
881, that has caught world attention
for its gluten strength and color.

Presently,  Southwest  Marketing
Corporation and Valley Seed Com-
pany ate the distributors of the plant-
ing seed for this product for the South-
wesl,

In its first year of commercial pro-
duction. there are approximatcly
20,000 acres of WestBred® 8R)
grown. The average yield is 8O bushels.

Borden Announces
National Expansion of
New Backhaul Program

The Borden Consumer ProJucts Di-
vision has cxpanded its new Backhaul
Program to a national scope afier suc-
cessful in-market testing. The program
is a result of over two years of re-
scarch, analysis and development in-
cluding extensive discussions with Bor-
den customers from coast 1o coast.

“Based on the company’s research,”
states John Sarefield, Director cf Dis-
tribution, “we believe our approach to
backhaul is one of the most compre-
hensive in the industry.

“According to comments from cus-
tomers, one reason the program works
so well is that our people have becn
properly trained to execute it.” A task
force of sales and distribution people
has been sent to the field to present
Backhaul to customers. Borden also
has a customer logistics group spec-
ially set up to help sales with any cus-
tomer requirements. Onec of the
group’s major emphases is the ongoing

suoport of the Borden Backhai | Py
grum,

Backhaul is designed to help « (u
tomers achieve a higher level [ e
efficiency. “We want to provide cua.
mers with more options in th pe
chasing and distribution of all Hirde
dry grocery and confection pre fucs
says Sarefield. “Our program otiers o
effective and eflicient method of g
ting the product 1o the customer whi
keeping costs (o & minimum and mas
taining service.”

Borden Backhaul offers a cost jua
fied pick-up allowance based on 1k
distance of the customer’s warchoux
from the assigned Borden warchous
The savings in distribution helps .
tailers put product on their shelves 2
the best possible price.

Before rolling out nationally, B
den tested its Backhaul Program fx
nine months in four different g
graphic areas in the United Stats
“This was 10 ensure that the progrs
provided the benefits our customes
wanted,” states Sarcficld. “At the

of the test period, over 50% of
warchouse tonnage in the test arca wa i

picked up by participating customer
with an average savings of $140
order in off-invoice  pick-up alis
ances.”

In cunjuncuun with the buckhs
program is a change in Borden's brx
ket pricing for delivered orders whi
reflects actual distribution cosis

includes a cost justified decre i< 7[R

best price brackets.

Ragu Records

Chescbrough - Pond’s P. husi[B

Foods Division achicved outs g
increases in sales and profits fo 198

Ragu Homestyle spaghetti sar ¢ =

troduced near the end of 19 . 8

proven highly successful in « um=

solid growth in the overall s h

sauce category and in further s engtt |

ening the Ragu brand's le. enk

position, Ragu Homestyle sau ¢ &

signed for consumers still maki 2 15§
own sauce, has been one of 1 - ™ g

successful grocery products |. inche:

in the U.S, in the past decad Y[
mnlrubuung to the division's M
sive 1982 performance were acdin™ I

to the Ragu Pizza Quick linc —'*

new “chunky style” sauces and 4 BY Charles €. Rossotti, President

mix.

Fritz Mondale’s favorite dinnm?

pasta, says the Washingtonian m
zine,

Tue MAcARONI JoUR

ROSSOTTI

SPECIALIZED CONSULTANTS TO THE FOOD INDUSTRY
SINCE 1898

OBJECTIVES
BUILDING A CONSUMER FRANCHISE FOR YOUR BRAND

MARKETING
SALES PROMOTION
TRADE MARK AND BRAND IDENTITY
ADVERTISING
DESIGN AND GRAPHICS
MERCHANDISING
NEW PRODUCTS DEVELOPMENT
MACHINERY AND EQUIPMENT
PUBLIC RELATIONS

PRODUCT Anp PACKAGE

We have experience in these areas

ROSSOTTI CONSULTANTS ASSOCIATES, INC.
158 Linwcod Plaza

Fort Lee, New Jersey 07024

Telephone (201) 944-7972
Established in 1898

Jack E. Rossotti, Vice President
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