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Here’s a new combination that offers terrific sales support! Long respected M&V carbons and inked ribbons 
and Burroughs profit-proved adding machines and cash registers—now available from the same dealer 
representatives. A complete profit line backed by Burroughs Corporation. 

Dealers in either or both of these fine lines will receive the valuable benefits of intensive direct-mail, 
point-of-sale, national and trade advertising. Merchandising help from especially trained representatives is 
another bonus in this package. 

Ask your Burroughs/M&V representative to explain all the advantages of a Burroughs /M&V dealer- 
ship. There are still opportunities available to add to your profits by becoming a dealer for Burroughs 
machines, M&V supplies, or both. Burroughs Division Dealer Sales Department, Burroughs Corporation, 
Detroit 32, Michigan. 

BURROUGHS MACHINES - M&V SUPPLIES 
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“We buy all y 

office supplies... 

even typewriters and 

adding machines... 

from our 

PENDAFLEX man.” 

ATIONS 

eAT SALES!
 

ALL 
INST 

REP 

or PENDAFLEX filing systems bring dealers 

immediate high returns. In many cases, dealers find 

their PENDAFLEX customers become constant sources of 

sales, because they tend to purchase all office and filing 

supplies from their Oxford dealer. This extends to 

typewriters, office furniture, and other high-profit items 

as well. 

To help you sell more sales-building PENDAFLEX sys- 

tems, Oxford offers a strong program of dealer support. 

National advertising carries the PENDAFLEX story to all 

levels of office management. Special dealer sales-training 

program orients you and your salesmen for most effective 

PENDAFLEX presentation. 

And remember! Every PENDAFLEX system is dealer sold! 

For full facts on Oxford Penpartex filing systems and 

complete line of filing supplies, write or phone today! 

Oxford Filing Supply Company, Inc., 140 Clinton Road, 

Garden City, New York. 

Oxford 

FIRST NAME IN FILING 

AB he tthe 

OXFORD FILING SUPPLY COQO., INC. 

Garden City - NewYork - St. Lovis - Chicago - Los Angeles 
- = = for more details circle 130 on last page 



NEW York 
LAMP SHow 

JANUARY I9.34 
HOTEL NEw YORKER 

and 
TRADE SHOW BUILDING 

FEBRUARY 2-13 

BO SHO 

OL et 

SLO VY 

HOTEL STATLER 

March 9-13 

WEW YORK " 

OME FURNISHIN 

ACCESSORIES sHOw 

JANUARY 19-24 

NEW YORK 
TRADE sHOwW BUILDING 

8 

QUALITY MARKETS 

Here you'll find complete 

selections of merchandise 

for your gift, lamp, station- 

ery and decorative home 

furnishing departments. 

And year ‘round each of 

these show directories will 

serve you as a “Who’s 

Who” of select sources. 

STATIONERY 

CHOW 

May 18-23 

~ MARCH 23-26 

HOTEL BENJAMIN FRANKLIN 

Directed by GEORGE F. LITTLE MANAGEMENT, 220 FIFTH AVENUE, N. Y. 1 
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DEAR 

READER 

In these days of intense competi- 
tion a dealer must be ever alert for 
ideas to promote both his products 
and his operation. These can be new 
ideas or variations of old ideas 
which will attract the customer, sell 

him satisfactorily and bring him 
back. 

Advertising is, of course, impor- 
tant. And in this issue Jack Bedford 
of the Armstrong College School of 
Merchandising gives you some clever 
ideas for spicing up your advertising 
and promotion. The ideas Mr. Bed- 
ford presents are simple and easy 
to put into practice. His short course 
in effective advertising is on page 18. 

Also in this issue you will find an 
article on a Washington (state) sta- 
tioner who has economically enlarg- 
ed his sales territory and increased 

sales of office machines by use of a 
traveling showroom. This is an ex- 
ample of an idea that advertises the 
stationer and his products and brings 
customers back. 

How do you rate as a manager? 
With daily pressures mounting in 
business today the answer to this 
question may help you to operate 
more efficiently. On page 24 Dr. 
Lapp will help you give yourself an 
analysis to determine what kind of 
a manager you are and help you de- 
cide what kind of a manager you 
want to be. 

The Allapattah Stationers of Mi- 
ami is another operation that is suc- 
cessfully meeting competition today. 
The store has doubled its floor space 
in 10 years by featuring fast and ef- 
ficient delivery service and catering 

to small businesses. The story is on 
page 16. 
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AMPLIFY 

SALES 

AS YOUR CUSTOMERS 

SIMPLIFY 

FILING 

WITH 
W\ A\\\\ //, 

SURERDEX 

TRADE MARK 

REGULAR and REINFORCED 

DURABLE e« ECONOMICAL 

READY COLLATED 

e 

MANILA: 8 pt.—9%% pt.—11 pt.—13 pt. 

KRAFT: 8 pt.—11 pt. 

COLORS: 11 pt. 

Free Samples and Information from 

THE WARSHAW MANUFACTURING CO., INC. 
One of America’s largest manufacturers of file folders and allied products. 

1 MAIN STREET, BROOKLYN 1, N. Y. 
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Don't let this profit 

walk out of your store! 

> 

SUBDIVISION 
GUIDES 

You, too, can increase your guide busi- 
ness 100% to 200%! Usually all you 
have to do is ask your customer, (1) — 
how many cards or folders they have, 
(2) — how often these cards or folders on - selt 
are referred to, (3) — and whether nae saul a 
normal expansion has been considered? _pressboard and 
You will be surprised how many times _ bristol stock; Alj 
you will sell 40, 80 or 120 sub-division ‘Stondard sizes, 
sets instead of the usual 25. Try it! read an a 
You will be gratified with the results. orders. 

GUIDE SYSTEM & SUPPLY COMPANY 

335 CANAL ST. NEW YORK 13, N, Y, 
= — 

- - = for more details circle 115 on last page 

SUBDIVISION 
GUIDES 

kutto: THE HANDIEST 

Be Nate) Ma tiat ay.) 

@ Splits Cases and Cuts ‘ a 
Off Tops Cleaner and 
Quicker! 

* 
Ideal for Making 
Carton Displays 

Can Be Carried in 
Pocket! 

Kutto is the handiest tool ever made for the receiving and 
room. Made of heavy quality steel, it will stand a life-time of hi use. 
Kutto is now available to you for re-sale purposes . . . contact your 
wholesaler or write us. : P 
Retail Price, 1 Kutto with blade and 5 extra blades in handle . ., 

each postpaid a $1 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 

Snippo 

STRING 

CUTTER 

@ CUT STRING, 
TWINE OR ROPE 
rket . . . it has mo 

exposed blade and it is impossible to cut one’s self. Sturdily com 
structed of heavy steel and is plated to prevent rusting. Retail prices 
each $1 

WHOLESALE PRICES, F.O.B. CHICAGO 
1 dozen or more, with 5 extra blades, per dozen 
2 dozen or more, with 5 extra blades, per dozen 
3 dozen or more, with 5 extra blades, per dozen 

Manufacturers of Precision Cutting Tools 
Write for Circulars 

MODERN SPECIALTIES COMPANY 
4301 W. Ogden Ave. Dept. MS. Chicago 23, il. 
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MODERN STATIONER AND 

OFFICE EQUIPMENT DEALER 
Washington, D. C. 

November 15, 1957 

The optimism of administration leaders over the business situation 

has not yet shifted to pessimism, but there has been a noticeable lack of 

rosy forecasts in the past six weeks. 

Commerce Secretary Sinclair Weeks, who is in command of most of the 

statistics used to measure the state of business health, now sees the U. S. 

economy in a "sideways movement." That's another of the many postwar 

terms thought up by economists who don't like to say a boom is over. It's 

roughly equivalent to "rolling readjustment," which was coined the last 

time an upward movement came to an end. 

The Secretary also predicted that the economy will "drop back a little 

next year," explaining that "you can't go up, up, up indefinitely." Mr. 

Weeks did not point out that several years ago his economists worked out a 

table indicating that the national economy must move upward some 3 percent 

a year just to keep pace with the growth of population. 

As 1957 draws to a close, the economic signposts look much as they did 

in 1948 and 1953 when business declines culminated in the minor recessions 

of 1949 and 195). 

The first evidence of government pump-priming is already in the open. 

The General Services Administration (GSA), after a year of inactivity, is 

going ahead with contracts for private construction of federal buildings 

under the lease-purchase program. A ) percent interest ceiling imposed 

administratively by GSA, which brought the program to a halt, has been 

abandoned now. GSA will seek financing at whatever rate it can get. 

The about-face cn military spending will ease matters in four or five 

months. Cutbacks imposed months ago when the administration was trying to 

hold defense expenditures to $38 billion are being felt now. 

As a result of increasing emphasis on military research and develop- 

ment spending and the increasing cost of everything bought by the Defense 

Department, the budget for fiscal 1959, which the President will send to 

Congress in early January probably will be higher than the $72 billion 

budget submitted last January. 

The President also will probably ask Congress to raise the present 

statutory limitation on the public debt. The limit already would have been 

exceeded had the Treasury not indulged in some fancy bookkeeping, which 

will eventually have to be paid for by the taxpayer. 



For example, the Federal National Mortgage Association (FNMA), a 

rovernment corporation, recently marketed $750 million in short term notes, 

This reduced FNMA's debt to the Treasury by that amount and so eased the 

Treasury's position. But the notes went at an interest rate of 4.86 per- 

cent. Since FNMA's income comes from housing mortgages, most of which 

bring in ) percent, the agency's capital is being depleted. The capital 

is replenished by Congress out of the general Treasury revenues. 

While making a general study of automation, a subcommittee of the 

Joint House-Senate Committee plans to look into the impact on retail 

stores. It scheduled testimony on the subject for late November. Wit- 

nesses were expected to concentrate chiefly on self-service and prepackag- 

ing of retail items. 

Senate Finance Committee staff members are calling attention to a 

little-noticed provision of a bill as it relates to the retailer excise 

tax on luggage and related items. The committee plans hearings next year 

on the excise tax technical changes bill. 

In addition to replacing the so-called "basket clause" in present tax 

laws with a specific enumeration of articles subject to the tax, the bill 

would also add the wording "by whatever name called." 

The phrase is intended to prevent any problems arising over items 

clearly qualifying as taxable but called by another name for merchandising, 

or perhaps tax avoidance, purposes. Thus, a billfold termed a "money 

holder" by a retailer would clearly be subject to the tax. From time to 

time in the past, nomenclature has been a subject of dispute between the 

Internal Revenue Service and some retailers. 

The only notable addition to the tax contemplated by the bill is 

represented by ring binders capable of closure on all sides, regardless of 

the material from which they are made. Under present law, such binders 

are taxed only if made of leather or imitation leather. In writing the 

bill, the House Ways and Means Committee noted than an increasing number of 

binders are veing made of plastic and pointed out that suitcases and purses 

are taxed whether they are made of leather, plastic, fiber or any other 

material. 

If the Senate Finance Committee works fast enough on the bill, it 

will go into effect for the 1959 calendar year. There is no over-all 

opposition to the measure. 

Enactment next session of his bill to permit retail store proprietors 

and other self-employed persons to set up their own retirement systems is 

flatly predicted by Rep. Eugene Keough (D., N.Y.), a member of the Ways and 

Means Committee. 

The bill would permit self-employed individuals to deduct up to 10 

percent of their otherwise taxable income to cover amounts set aside by 

them for their own retirement. The self-employed person would have to put 

the amount into prescribed types of retirement funds, annuities or insurance 

contracts in order to take advantage of the tax deduction. . Upon retirement, 

the income from the retirement fund would be taxed. 

A 12-member Advisory Council on Social Security Financing will launch 

a study next year on the long range financial position of the social securi- 

ty system. Among other things, the group will consider the payroll tax 

increase scheduled to go into effect in 1960 under existing law. 







Take Full Advantage of the Latin American Market! 

le 5 
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the one and only 

stationery and 

office equipment 

Buyer’s Guide in 

Latin America 

North America exports to Latin America are now annually in excess of 3 billion dollars and 
growing every year. 

The stationery and office equipment sales to the Latin American countries are already 
very substantial and are growing annually. 

EFECTOS de ESCRITORIO, the only where-to-buy-it directory for the South American 
trade, offers you a most inexpensive medium through which to inaugurate or expand your 
activities in this great and growing market. 

We offer counsel on selling the Latin American market, translation services, direct mail 
assistance and other merchandising helps. 

For full information, talk to one of our representatives by contacting the DPC office near- 
est you. 

Davidson Publishing Company (dpc) 

NEW YORK 1, NEW YORK 250 FIFTH AVENUE ......MURRAY HILL 3-4723 

CHICAGO 1, ILLINOIS 221 NORTH LoSALLE STREET CENTRAL 6-1600 

LOS ANGELES 34, CALIFORNIA 3137 KELTON AVENUE BRADSHAW 2-1456 

SAN FRANCISCO 5, CALIFORNIA 274 MONADNOCK BUILDING YUKON 2-3029 

DULUTH 2, MINNESOTA 405 EAST SUPERIOR STREET ... RANDOLPH 7-2963 
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End Table 1 
A new end table has been added to 

the COSCO business furniture line 
by the Hamilton Manufacturing Corp. 

The Model 561 is the sixth of the 
occasional tables available with 
COSCO chairs, settees and sofas. All 

L of the tables have lifetime fiberesin 
tops in frosted walnut, white marble 

and oak patterns. The manufacturer claims the tops are vir- 
tually impervious to chipping, scratching, staining and scorch- 
ing. 

New File Cabinet 2 
A file cabinet specifically de- 

signed for the popular suspension- 
type file folder is now being made 
by Dray Manufacturing Co. 

High side drawers eliminate the 
need for suspension-type file ad- 
apters. With addition of standard 
follow blocks, these new files can 
be immediately converted to han- 
dle conventional folders. 

Adding Machine 3 
A Duplex 10-key adding machine in 

the V series has been introduced by 
the Monroe Calculating Machine Co. 
Two registers enable the Duplex 

to do the work of two machines. 
They enable the operator to add or 
subtract in either register for such 
jobs as debits and credits, sales and 
returns; or in both registers simul- 
taneously, as in payroll, where indi- 
vidual pay is required along with 

total payroll. The Duplex is known as model 111V21. 

Globe 4 
The 505 is the latest addition to 

the Weber Costello Co.'s V. I. P. 
line. The globe features brass merid- 
ians and walnut bases designed by 
Ken White Associates. 

The globe is 25 inches in diameter 
and 44 inches high. As an added 
economy feature the 505 has brass 
scuff cuffs and nylon glides to assure 
long lasting beauty for the globe base 
and floor coverings as well. 

Form Register 5 

A completely new, portable form 
flow register, light in weight and 
easy to handle, has been intro- 
duced by The Standard Register 
Co. 

The Model 7000 is available 
in three sizes and six modern col- 
ors. The storage compartment 

PROOUG MS; 

holds a generous supply of multi-copy forms and the register 
will handle up to six-part sets, including forms held together 
with staples. Copies for later distribution may be retained, 
intact and in order, in the audit copy compartment at the bot. 
tom of the register. 

Book Rack 6 
Random House has just developed 

a new metal counter and wall display 
fixture for its line of vest-pocket ref. 
erence books. 

The self-service display has a capac- 
ity of 72 books and requires a counter 
space of only 1314 by 1014 inches. 
When fixed to the wall its measure. 
ments are 20 inches high, 131/) inches 
long and 1014 inches deep. The fix- 
ture is free with any assortment order 
for 72 vest-pocket reference books, 
which retail at 95 cents and $1.25. 

Memo Letter 
A three-part memo letter that 

does not utilize any carbon sheets 
has been introduced by Forms De- 
velopment Corp. 

Each part of the memo carries 
its own spot carbonization. Three 
different colored stocks, 71 by 9 
inches, comprise the unit which is 
bound on top but has a perfora- 
tion on each sheet. Instructions 
are clearly printed on each sheet ‘ 
and one type sets up the forms for the headings and references. 

Candle Kit 8 
An Advent Wreath Candle Kit has 

just been introduced by Will & 
Baumer Candle Co. 

The wreath, which is a symbol of 
Christ's coming, is made of evergreen 
branches trimmed with purple rib- 

. bons. Four candles are set into it. 
Beginning with the evening meal on the first Sunday in Advent, 
a candle is lit and appropriate prayers offered. One more 
candle is lit each Sunday until Christmas. Kits are packed 
six to a case, at $6.60 per case. Suggested retail price is $1.98 
per kit. 

Executive Chair 
Wells Chair Corp. has introduced the 

new Imperial, an executive chair created 
for the top echelon group. 

The Wells Imperial features 5,135 
cubic inches of foam rubber cushioning 
and a wide variety of baked enamel 
finishes and upholstery is available. The 
chair also has a back with winged head 
rest and foam rubber arms. It lists at 
$275. 
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GRAND RAPIOS 

Bulwan 

COSTS LESS 

Does more for old or new, 

small or large stores... 

{ Bulman ] 
eS 

cosTS LESS TO BUY 

Efficient mass production keeps costs as low or 
lower than less versatile lines. 

cosTS LESS TO MAINTAIN 

Greater strength, better finish, variable pitch 
shelves give much longer, much better service with 
less upkeep. 

LOW DOWN PAYMENT FINANCING 

You get the fairest, easiest terms right from Bulman. 

FACTORY GUARANTEED 

Bulman stands behind every installation to assure 
profitable satisfaction. 

INDIVIDUALLY PLANNED 

for greater RESULTS! 

The Bulman Engineer helps you with location, floor 
planning, lighting, color styling, stocking and mer- 
ae that he knows will pay off for you . 
with a 

31.2% SALES INCREASE 

National average for Bulman-equipped stores 
proves Bulman Produces! 

Write, wire, or call Department MS-127 

The Bulan CORPORATION 

Grand Rapids 2, Michigan 

BULMAN OF CANADA (STORE EQUIPMENT, LTD.) 
4984 Dundas St., W.; Toronto, Ontario, Canada 

World Leaders in Self Selection Equipment 
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li’s a terrific buy- Top Quality at a Budget Price 
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RETAILS FOR 

$°3,00 

IT FITS ALL TYPES OF BUSINESSES! 

Dome is your best money maker because: 

¢ You make the same giant profit on each 
sale . . . original and repeat . . . you sell a 
complete book each time . . . NO REFILLS. 

¢ Reduces your inventory investment. 

* Takes less than a foot of counter space... 
dynamically packaged in a compact self-selling 
display unit. 

* Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 

¢ It has a big consumer demand. 

3 
Shortcut 

PAYROLL BOOK 
ca 

i 
By Popular Demand... ; 
Now Ready!!! 

DOME 

IMPROVED 

PAYROLL BOOK 

For the Employer of 25 or less. 
Has new and Exclusive features. 

ORDER THROUGH $9.50 
YOUR WHOLESALER RETAILS FOR 

DOME PUBLISHING CO., INC. 
THE DOME BUILDING, 357-361 CANAL ST. * PROVIDENCE 3, R. 1. 

DOME SHORT-CUT 
PAYROLL BOOK 

RETAILS FOR $3.00 
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Wood Office Chairs 10 
The Johnson Chair Co. js 

now offering wooden office 
chairs of modern design, 

The company believes that 
the distinctive simplicity of 
these new wooden chairs 
will meet the exacting de- 
mands of the most discrimi- 
nating buyer. They believe 
that the contemporary styl- 
ing of these chairs, combined 

with good craftsmanship, captures the beauty of modern design. 

Map Series 11 
The new Imperial Map Series of 

five up-to-date, colored wall-size maps 
has joined the Rand McNally map 
line. 

Maps of the United States, the 
world, Europe, Canada and South 
America make up the new, all-pur- 
pose series. Each map is folded and 
inserted in full-color folder, 9 x 12 
inches, with a diecut cellophane win- 
dow. The retail price is $1 each. 

Letter Trays 12 
A new “in and out” combina- 

tion of letter trays is offered by 
Smith Metal Arts Co. 

The new combination is design- 
ed so the upper and lower trays 
are firmly and rigidly positioned. 
This will prevent upset by care- 
less handling. There are no ob- 
structive corner posts, and the 

trays are made of light weight, heavy gauge aluminum. The 
new design is available in the Butler silver pattern of “Moon- 
crest” desk appointments. 

Type Cleaner 13 
The Bud Type Cleaner Co. has 

introduced its pink plastic putty 
type cleaner which will not re- 
move nail polish, soil hands, spot 
or splatter clothes. 

The cleaner pulls the dirt out 
of the type rather than washing 
it into the machine. It also can 
can be used for erasures by ab- 
sorbing surplus ink so the word will not smear when ail 
with any eraser. The Bud retails at 50 cents each or $5.50 per 
dozen. 

Modern Chairs 14 
B. L. Marble’s newest ad- 

dition to its chair line is 
the “Hylite’, designed to 
make an office as gay and 
fanciful as a summer cabana. 

The chair is cushioned 
with foam inside and out 
under leather, Naugahyde or 
fabric upholstering. Tapered 
legs come in __ brushed 

chrome, brushed brass, walnut with chrome or brass ferrules or 
with metal enamel finishes. Four different models fill out 
the line. 

12 MODERN STATIONER, DECEMBER, 1957 
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Pen Sets 15 
Delightfully different pen 

sets for harassed office work- 
ers, students and businessmen 
have been introduced by Bernad 
Creations, Ltd. 
The new sets feature 3 by 6 

inch white ceramic tile holders 
with bold, black, humorous lettering and a ball point pen. 
They are priced at $15 per dozen, wholesale. 

Stamp Pad 16 
Rivet-O Manufacturing Co. has 

available a new large size Mill 
Model sponge rubber stamp pad. 

The pad measures 18 by 36 
inches and has a galvanized base. 
It is supplied either with or with- 
out a cover and is frequently used 
in pairs, one acting as a cover for 

the others. They are supplied either inked or un-inked. It can 
be used with a variety of special inks. 

Visor Carryall 17 
Signa-Craft Inc. has introduced its new 

Visor Carryall which is designed to pro- 
vide easy and convenient access to sev- 
eral items while traveling by automobile. 

The device is attached to the sun visor 
and holds such items as maps, notes, 
pens and pencils, cigarettes and coins. 

Book Holder 18 
= / A new holder for books, copy and 

the like has been placed on the market 
by the Herald Products Co. 

The holder is finished in tarnish- 
resistant brass and fabricated from 
heavy gauge wire. It features a coil 
spring page holder that allows firm 
holding yet easy page turning, ac- 
cording to the manufacturer. The 
holder retails at $1. 

Stapler 19 
The Arrow Fastener Co. has an- 

nounced its new ‘25’ stapler which 
is designed for all-around use in 
homes, offices, stores and schools. 

The machine features Arrow’s 
patented mechanism which makes it 
jam-proof. It is packed in a three- 
color display which can be used on 
a counter or hung on a rack. 

Foot-Controlled Microphone 20 
Peirce Dictation Systems has 

announced the Satellite VP, an ex- 
ecutive, desk type microphone 
which is completely foot-controlled. 

The microphone was designed to 
free the hands and eyes of the 
operator for other activity during 
the dictation operation. The micro- 

phone bears little resemblance to ordinary ‘mikes’ and the 
company claims that this actually overcomes “mike fright.” 

” ZyneZin 

I’ve found the fastest mailing labels— 

economical, easy-to-use 

DUPLISTICKERSe! 

Yes!—A Typist, a Duplicator and Duplistickers 

give your customers a complete addressing 

department at such low cost to them—and 

such big profits for you— that you’ll both 

agree, ‘‘Duplistickers are your best buy!’’ 

EUREKA SPECIALTY PRINTING CO. 
574 Electric St. - Scranton, Pa. 

Makers of Fanfold, Roll and other office labels 
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EVER-SAFE 

Systematic Credit System | | NEW PRODUCTS ............. 

ee oo Portable File 21 

Fire Protection for 

Valuable Records — 
The Oxford Filing Supply Co. has 

available its new 412 K. D. Pendaflexer 
portable file which is designed for use 
with Oxford Pendaflex hanging folders, 

The file is available in letter size only. 
It is an 18 inch knockdown file of heavy 
gauge steel with gray, baked enamel fin- 
ish. It is equipped with 2-inch diameter 
roller bearing casters. The file is shipped 
knocked-down and retails at $12.95~ 

: slightly higher West and South. 

Complete, foolproof con- 
trol of charge accounts 
and credit at low cost 
with the Ever-Safe Sys- . & 
tematic Credit System. f Ws 
This file can be used un- 
der a cash register, or 
stacked two or more 
high. Easy and simple to 
operate. Display Units 22 

A compact top-of-counter selling and 
display unit is offered by Cel-U-Dex 
Corp. 

The unit is designed for its Crown Tip 
index tabs. It is also supplied, with ap- 
propriate placarding, for the promotion 
of Hol-Dex or Bind-X transparent label 
holders. The unit will display two-dozen 
five-foot packages, eight of each size. The 
back of unit has room for reserve stock. 

Other Insulated 
Products... 

Safes, Chests, 
Filing Cabinets, 
Blueprint Files. 
Write today for 
complete infor- “Safety 
mation and is our 
prices. business” Foot Support 23 

MIDWESTERN MFG. CORP. 

An adjustable foot support 
for people required to work 
with seating units too high from \\ 

Indianapolis 4, Indiana the floor has been introduced 
by Standard Foundry Products. chanc 

- - - for more details circle 126 on last page The support is designed to seems 
reduce uncomfortable thigh 

e e pressure and all-around body one t 
= strain caused by improper sup- indus 

Important Notiee! = port for the feet and thighs. It Sut 
; also eliminates contact with cold floors. The support is con- that 

Our Brief Case Portfolio as pictured here is structed of heavy plywood covered with marbleized linoleum | ee 
protected by Patent No. D-175,389. = in metal. The height can be adjusted from one to “a 

six inches. 
Our exclusive design DOES NOT resemble chain store color 
type merchandise which is being offered as a sub- , M. 
stitute. We're proud of the careful manufacturing Traveling Case 24 d 
and fine material that goes into our patented Brief The Venus Pen & Pencil Corp. Mayk . ’ ° 
Case Portfolio and we'll protect our patent rights and Skyway Luggage Co. have com- iness 
by low. bined their talents to give the busy needs 
We are the largest users of the Flexi-Grip plastic traveling executive a compact trav- Mavk 
zipper, which we perfected and introduced to the eling case. a 
stationery trade, and have had long experience devel- A Venus Executive Pencil Kit is too 
ot manufacturing methods with this unique tucked away into each of the man- seem: 
closure. agement cases manufactured by thou; 

Skyway. The pencil kit contains the } 
Order Sample Assortment Today and Compare Venus President, Treasurer and great 

@ e Commentator pencils. show 
No. 71I—Legal Size. So 
meee. os Spanish ff p 
ru leather grain i iti Vinylite, 16s x 12" Office Partitions 25 had 

paragon eg A complete line of mov- born 
Asst’d ieun, Ton able metal office partitions Tk 
black, navy. $9.00/ as been < 2 - ic ‘ —— %ye og has been added to the office some 

equipment manufactured by that 
No. 70 — Letterhead Yawman & Erbe Manufac- ° 
Size. Same high ; ~ I fe quality, simpler de- turing Co, ae 
sign, sized 14 x 11”. The new product, Met-Ell- tion 
Brown, tan, black, os ‘ . navy, red.’ $7.20/ Wall, is available in panel has 
doz. (Wt. 5 Ibs.) sections which are flexible seen 

Con be imprinted and easy to set up, according to the company. The partition vat 
e e@Full trade and quontity assemblies are 2% inches thick and are available in heights of ; 

iscounts 42, 54 and 66 inches. They are available in three colors and indu 
® have inserts in clear glass, textured glass, insulated steel, acous- Tl 

ANGLER s COMPANY tical steel, cork, chalkboard and pegboard. All parts are inter- adva 

Flushing 58, N. Y. changeable. las 
& a (Continued on page 39) 
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/n my Opinion 

A\¢ hile we all are constantly search- 
ing for better methods of mer- 

chandising the items in our stock, it 
seems to me that as a group there is 
one thing we in the retail end of the 
industry lack. That’s showmanship. 

Sure, there are notable exceptions 
that you can point to, but generally 
I think you'd agree that promotion- 
ally we're a pretty staid and not-too- 

colorful group. 
Maybe there are good reasons. 

Maybe you feel that because our bus- 
iness deals with business offices it 
needs to be dignified and reserved. 
Maybe you think showmanship is 
too expensive. Neither of these 
seems completely logical to me, al- 
though I suggest the former is the 
greatest single factor in the lack of 
showmanship in our industry. 

Sometimes I wish P. T. Barnum 
had never said, ““There’s a sucker 
born every minute.” 

This statement and the wild and 
sometimes unethical showmanship 

that was the Barnum trademark has, 
I fear, brought a souring connota- 
tion to the term “showmanship” and 
has caused numerous industries to 
move slowly in developing show- 
manship in their merchandising. Our 
industry is one. 

Then, too, there have been great 
advances in recent years in the area 
referred to rather indefinitely as re- 
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ABOUT SHOWMANSHIP 

tail engineering. A consciousness of 
the need for the factual approach 
to retailing has been developed. Data 
processing equipment and lesser ac- 
counting devices have put informa- 
tion never before available at the 
dealers’ fingertips. 

There is no question that this 
abundance of data is essential to the 
most efficient conduct of the better 
retail operations. However, showman- 
ship in the better operations is not 
subordinated to the scientific approach. 
The two are carefully coordinated. 

Now, it seems to me that in num- 
erous places our merchandising 
showmanship is subordinated to the 
newly-found technical tools. Perhaps 
here is another reason why we seem 
to lag in this department. 
Now what do I mean by show- 

manship? I mean simply the pre- 
sentation of products and service to 
make them emotionally appealing to 
prospective customers. 

Manufacturers have made prog- 
ress in our industry with their point- 
of-purchase displays, envelope stuf- 
fers and packaging, but the retailer 
hasn't kept up. Many have introduc- 
ed self-service, which is a major step 
in showmanship, but that’s like buy- 
ing the new car and not bothering 
with gas, oil and tires. You can’t go 
far. 

I agree that in our industry dig- 
nity in Operation is important, and 
I am therefore not suggesting weird 
and wild promotions. But, I'm con- 
vinced that there is a great area with- 
in the bounds of dignity where re- 
tailers of office supplies and equip- 
ment can be more demonstrative and 
appeal more effectively to the cus- 
tomer’s emotions. 

Why not take a look at your pro- 
motional methods with an eye toward 
improving your showmanship. 

You might find interesting areas 
to explore and exploit. 

Maceth? Shively 



Allapattah Stationers of Miami 

has doubled its size in 10 years by featuring 

fast and efficient delivery service 

and catering to small businesses 

Allapattah Stationers, a neighborhood stationery store in the Alla- 
pattah section of Miami, Fla., recently doubled its floor space to 
handle a growing business volume. 

FAST DELIVERY PAYS OFF 

| ia dependable delivery service and special attention 
to the stationery needs of small businessmen are two 

policies which have paid off for Allapattah Stationers in 
Miami, Fla. 

And, as the firm has grown bigger — it recently 
doubled its floor space — “it has become increasingly 

important not to lose sight of these policies,” says Emory 
E. (Buck) Weaver, the owner. 

“For a neighborhood store, those are the most im- 
portant selling points we have to offer — anyone can 
stock merchandise similar to ours,” Mr. Weaver says. “As 
we have grown in sales volume, it has become harder to 
maintain these services, but, fortunately, ours is a family 

store and the members of the family all realize the im- 
portance of carrying on the key policies.” 

Allapattah Stationers is a 10-year-old store, now in its 
seventh year in its present location in the Allapattah busi- 
ness section of Miami. Mr. Weaver recently added 1,000 

square feet of space to his store by expanding to adjoining 
quarters. He now has 1,600 feet of display area. 

Mr. Weaver places top emphasis on delivery ser- 

vice. The firm delivers regularly in a territory extending 
four to five miles in all directions from Allapattah, and 
occasionally much farther. 

All orders phoned into the store in the morning 
are delivered the same afternoon, if at all possible. Orders 

brought in by the firm’s two outside salesmen are made 
up late at night or early in the morning and go out on the 
truck’s morning run. The firm’s one panel delivery truck 

runs about 500 delivery miles a week, making two runs 

16 

The store name painted in reverse on the hood of the Allapattah 
Stationers delivery truck attracts attention of both motorists and 
pedestrians. Drivers viewing the sign through their mirrors can read 
the lettering in normal order. Emory E. (Buck) Weaver, the store's 
owner, stands beside the truck. 

Doubling the floor space, permitted Allapattah Stationers in Miami to 
greatly improve its display of merchandise. 
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every weekday except Saturday when it makes only a morn- 
ing trip. 

Mr. Weaver has converted his truck into an atten- 

tion-arresting billboard by unusual lettering on the front. 
He had the firm’s name printed backwards on the truck’s 
hood. With this device he gets attention “coming and 
going. 

Drivers looking through their rear view mirrors at the 
Allapattah Stationers’ truck behind them can read the name 
as it would properly appear — although many of them 
won't realize that the sign is reversed to normal reading 
position by the effect of the mirror. People who meet 

the truck coming toward them make mental note of the 
fact that the sign is painted on in reverse. 

“People take the time to figure out what the sign 
actually says, and thus the firm’s name is impressed on 
them,” Mr. Weaver states. “Quite a few call to the driver 
to comment on the sign, others have spoken to us about it 
when they come in the store.” 

Delivery service is. highly important, Mr. Weaver 

feels, because “‘it’s human nature for customers not to order 
supplies until they run out of something, so invariably they 
want the order delivered in a hurry.” He believes it is 
only good business to cater to this human characteristic and 
to capitalize on it by providing fast deliveries. 

With the recent expansion of the store, Jack Weaver, 
one of the two Weaver sons working in the store, has 
taken over full responsibility for the order department, 
taking the phone orders, supervising the filling of the or- 
ders and dispatching them to maintain this important store 
function. 

Another of Mr. Weaver's sons, Ellwood, has become 
an outside salesman, dividing the sales territory with Kirk 
Wilson, who became the first outside salesman for the 
firm five years ago. 

These salesmen and the rest of the store force have 
been trained to pay particular attention to the problems of 
the small businessman. ““When we were starting in busi- 
ness, there were only two or three concentrated business 
sections in Miami,’” Mr. Weaver points out. “Now there 
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are scores of business sections throughout the area, follow- 
ing the expansion of the community. 

“We felt that the small merchant or professional 
man was being neglected because his needs were not 
great enough to interest larger stationery stores. So we 
have concentrated on customers in that category, although 
we call on every prospect we see in our trade area.” 

An illustration of the merchandising for this small 
buyer group is seen in the store’s stock of duplicating 
supplies. “Almost any store will carry ink and stencils 
for duplicating work,” Mr. Weaver says. “But we try 
to cover the entire field in supplies for this work, par- 
ticularly supplies needed for the small postcard printers 
which so many small business houses find useful.” 

For example, the store stocks 19 different types of 

styluses. Lettering guides are another item in this field. 
In effect, the store carries everything in this line that is at 
all apt to be called for. “If our customers know we have 
a complete stock for duplicating work, it means we obtain 
other orders, too.” 

Despite the reliance on the business of the small 
merchant, Allapattah Stationers has found a substantial 
business with larger firms, particularly units of na- 
tional organizations which presumably requisition sup- 
plies through their own companies. 

“One of our best accounts is a distributing branch of 
a big national concern,’ Mr. Weaver states, ‘““They always 
need something — pencils, carbon paper, staples, and 
quite often items which run into greater sales volume. 
They are supposed to get their supplies through their own 
purchasing organization, but it is so uncertain about 
shipments that the local branch is always running out of 

something and has to order locally.” 
Allapattah Stationers concentrates on office supplies 

and equipment, stationery and printing. It does little 
with typewriters or business machines “because people 

expect you to service this equipment if you sell it.” 
The printing is a substantial part of the business, 

accounting for around 20 per cent of the sales volume, Mr. 
Weaver says. “This is an allied activity which fits our 

operation very nicely.” 
The store has two presses — a 10 by 15 automatic and 

a 10 by 12 hand-fed unit. They are used for running letter- 
heads, invoices, envelopes and cards. Set type is purchased 
from a type-setting firm, and a man who works part- 
time at night handles most of the press work in the back 
of the store. 

Both Jack and Ellwood Weaver took high school 
courses qualifying them to become apprentice printers, 

so they are familiar with printing problems and capabilities. 
This sideline, Mr. Weaver states, helps to bring in addi- 
tional orders above the volume which the printing work 

itself generates. 
Mr. Weaver likes competition. “I would like to see 

another stationery store move in nearby. It would help us 
both by bringing more traffic to the area.” A couple of 
years ago, he helped to promote a stationery store located 
in another outlying business district. He supplied this 
new store with considerable merchandise from his shelves, 

joined the owner in buying to get a better price and put 
up a big sign in his store recommending the other store 

(Continued on page 43) 
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to your ads 

Select a symbol, twist a cliche, use an alliteration, 

create a mystery and add a bit of mental mathematics 

to liven up your advertising and promotion ideas 

By Yack E. Sedford 

Director, School of Merchandising 
Armstrong College, Berkeley, Calif. 

Cc lever and original ideas can keep 

people talking about your sta- 
tionery and office equipment business 

. and as people talk they buy and 
influence others to buy. It all adds 
up to sales for you and your business. 

Here are some thought provokers 
to get your thinking processes lim- 
bered up for some different advertis- 
ing and sales promotion ideas: 

SELECT A SYMBOL: You can 
crystallize your key thought for your 
advertisement with the use of a 

symbol. Then, too, by translating your 
key thought into a symbol you will 
have another idea stimulator — an 
illustration for your ad. 

One way to select a symbol is to 
start with the key idea and make a 
list of all the normal symbols you 
can imagine. For example, with the 
key thought of “save” you might 
think of these symbols: vault, piggy- 

bank, Scotch plaid, snap purse, and 
the like. 

Another way to develop a symbol 
is to eliminate the non-essential items 
of a mental image. As a case in point, 

18 

you might visualize a robber stealth- 
ily approaching a safe in an office. 
His flashlight is trained on the com- 

bination of the safe. By eliminating 
some parts of this mental picture, 

you will arrive at a symbol that tells 
the complete story. The beam of the 
flashlight on the combination of the 

safe will be your symbol for a dis- 
tinctive ad to sell safes. 

USE AN ALLITERATION: By te. 
peating the same sound with several 

words, you have an alliteration. For 

instance, if your key thought is 

“service,” you will start sales ideas 
sparkling by thinking of other words 
that start with ‘‘s’’ or an “s’’ sound. 

Ask yourself what other words that 
start with “s’ can be used to des. 

cribe your service. For example, you 
might think of fast service. Think of 

a word that starts with ‘‘s” that means 

fast — speedy. Good service could 
be another alliteration with the sub- 

stitution of “satisfactory.” The econ- 
omy appeal can fit this alliteration 
with “save.” 

Thus, through the use of an al- 

literation you have an idea for a slogan 
for your service — “Save on Speedy, 
Satisfactory Service,” or “Speedy satis. 
factory service saves.” 

Alliterations work unusually well 

for business slogans. Take the name of 
your business and add other words that 
start with the same letter or sound. 
For instance, Riley's could develop 

the slogan, “Really Rely on Riley,” 

Smith’s might use “Smith’s Speedy 
Service Saves.’” Or, Brown's might use 
this slogan, “Brown's Better Buys.” 

Two thoughts to keep in mind 

about the alliteration idea stimulator: 
(1) use it for slogans or headlines to 
attract attention; and (2) don’t use 
it for radio commercials because you 
may have a tongue-twister. 
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READ /T AND 

TWIST A CLICHE: A cliche is a 

trite phrase or expression. Various 
figures of speech are in the cliche 
classification because they are so well- 
known. For instance, the simile 
“quick as a wink” is a cliche because 

it is so common that most people will 
be able to finish it after the first two 

words are given. 
By twisting a cliche, you add in- 

terest to the well-known thought. 

This makes it more interesting because 
it has something unexpected — a 
new and different twist. 
To apply this idea stimulator, you 

select a well-known saying and sub- 

stitute a word. For instance, you could 
take the old cliche, “Gentlemen pre- 
fer blondes” and substitute a word 
for “blondes.” This might give you 

“Gentlemen prefer Brands,” or 

“Gentlemen prefer Brown's.” 
Here are some cliches that can be 

twisted to start ideas sparking for 

you: 
“Read it and weep” could be 

changed to “Read it and reap.’ Or, 

“A stitch in time’ could be altered to 
“A switch in time,’ for a new and 
different idea for your business. 
Remember that the word substituted 

should have a similar sound but have 
a different meaning. You will find 
countless variations of this idea spark- 
er: Twist a cliche. 

MENTAL MATHEMATICS: Basic 
arithmetic can be used to spur your 
creative thinking. Start with addition. 
What can you add to your advertise- 

ment to make it more attractive? A 
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border? Color? Or, what can be added 
to your offer to make it more interest- 
ing to your customers? 

Subtraction can be used for some 
unusual ideas. You can subtract every- 
thing but one element from your ad- 
vertisement for a teaser ad. For in- 

stance, by subtracting all but your 
telephone number you would have an 
attention-attracting ad. 

Multiplication follows the principle 

of making a set. Can you make a set 
or a combination deal at a special 
price that will make an office ma- 

chine more salable? How about a type- 
writer and a table? A ream of paper? 

Or, you can repeat the headline or 
the illustration of your ad_ several 
times to give your ad a different twist ? 

Division may make your price seem 
smaller. For instance, divide your 
price by months, weeks, or days to 

give it extra sales appeal. Monthly 
payment plans follow this system of 
division, as you know. 

Going into geometry, we find 
many more ideas that can be develop- 
ed. Make round things square, or 
square things round. Make your ad- 
vertisement in the shape of a circle 
or triangle by the arrangement of the 

type and white space. 

CREATE A MYSTERY: The pop- 

ularity of who-done-it fiction is proof 

that people like a mystery. A rid- 
dle excites our interest and we want 
to know how it is solved. As an idea- 
stimulating technique, the element of 

suspense is powerful. To apply this to 
your advertising, hold back something. 
Don't give away the answer — build 

suspense — keep a shot in the locker. 

For example, you could feature a 
series of unrelated letters in an adver- 

tisement. After local suspense has been 
developed, the meaning of the letters 

could be announced — the names of 
used typewriters you have for sale. 
Or, you could use the symbol of a 
mystery — the question mark — for 

an advertisement that will attract at- 
tention. 

These five sales-sparking idea stim- 
ulators will give you a_ spring- 
board to better advertising and sales 
promotion. Your interest, your imagi- 
nation and your knowledge will all be 
added to these thought-stimulators to 
give your advertising and sales promo- 

tion stunts more sales power. 



A Traveling Showroom 

That Sells 

Both si 
office 

A showroom on wheels has proved to be an 

economical way to sell office machines and 

rl . they v 
enlarge sales territory for this Washington store and ii 

find | 
Swan: 

A traveling sales showroom has solved two mer- An 
~chandising problems for Priebes Stationery, Mr. 

Everett, Wash. It has given the store an economical salesn 
way to take its office machines directly to the prospect instea 
and enlarge its potential sales territory. but | 

Ted M. Swanson, sales manager of the firm, says ‘ : custo 
that he feels the Volkswagon showroom has definitely into | 
been an asset to the company because it has pleasantly strati 
surprised most prospects. ‘Almost all office equipment been 
dealers naturally expect to go to the store from which 

Fred Priebe, manager of Priebe's Stationers, Everett, 
Wash., hands the keys to the firm's traveling show- 
room to Ted M. S , sales ger of the firm, 
as S. J. Priebe looks on. Mr. Swanson follows a 
definite route each day on his selling trips and oc- 
casionally swings into out-of-the-way roads looking 
for new businesses which have not been previously 
contacted. 

Mr. Swanson demonstrates a posting machine to S. 
J. Priebe. Mr. Priebe is no longer active in the busi- 
ness, but he still maintains an interest in new de- 
velopments such as the Volkswagon selling tool. Note 
the drawn shades to insure privacy in demonstra- 
tion. 
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they wish to purchase office machines, 
store and it comes as a welcome change to 

find the store coming to them,” Mr. 
Swanson points out. 

— And the changes do not stop there, 
DnEY, Mr. Swanson says. Not only is the 

»mical salesman able to show the machines, 
ospect instead of merely showing a picture, 

but he does not have to bother the 
» Says customer by bringing the machine 
nitely into his store and hunting for demon- 
santly stration space. The Volkswagon has 
pment been equipped with an inverter so 
which 

Both sides of Priebe’s Volkswagon have been painted to show the franchises handled by the 
office equipment firm. 

that every machine stays right on a 

desk inside and operates in the wagon. 

The inside of the wagon is equip- 

ped with three typical machines 
duplicator, posting machine and add- 
ing machine. It also has two desks 

and a comfortable arrangement so the 
customer can sit and watch the dem- 
onstration in complete privacy. Drapes 
cover all window space to insure 
privacy when needed, shutting out 
the idly curious. Mr. Swanson em- 
phasizes that this is a necessity be- 
cause when the Volkswagon draws up 
to the curb passers-by are invariably 

attracted. 

This attention carries over into 
store sales, Mr. Swanson states. It is 
not unusual for people to come into 
the store in Everett and say that they 
are there “because this is the store that 
has the Volkswagon, isn’t it?” This 
is just another one of the many 
dividends that the traveling billboard 
and sales tool provides for Priebes. 

The Volkswagon was chosen for a 
number of reasons, Mr. Swanson ex- 
plains; the most important being that 

it provides adequate space without 
being unwieldy or cramped. One seat 
was removed from the center so the 

desks could be installed. The desk 
drawers are utilized to carry additional 
supplies and sales literature. 

This ability to carry office machine 

supplies right along on a sales trip 
has proved a real sales clincher, ac- 
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cording to Mr. Swanson. When he 
starts out on a regular sales tour 
(most of his travel is on a definitely 
scheduled route each day) he carries 
a stock of supplies with him. When 
he contacts an account getting low on 
supplies, as often happens, he is able 
to replenish those supplies immediate- 
ly. He not only clinches the sale right 
at the time but also saves postage bills 
by eliminating delivery of the order 
by mail at a later date. 

There also have been instances 
where a machine is in need of repair, 
and Mr. Swanson has been able to 
remove the similar machine from the 
wagon and leave it with a customer 

until his own machine could be re- 
paired and returned. This guarantees 
no interruption in service to the cus- 
tomer. 

The Volkswagon has been in op- 
eration for the past two years, and 
both Mr. Swanson and Fred Priebe, 
owner of the store, are more than 
happy with the results they have ob- 
tained. 

Advantages other than those al- 
ready mentioned have been noted. 
Newspaper advertising is one of the 
high-expense items in any stationer’s 
budget, but Priebes has been able to 
cut its newspaper advertising to a 
large degree because the Volkswagon 
does an effective advertising as well 
as sales job. 

As far as increasing the sales ter- 
ritory is concerned, it has allowed the 
store to go into franchise areas it has 
been unable to contact often enough 
in the past. Although it was feared the 
appearance of the wagon in other 
towns might cause resentment among 
local stationers, this did not happen. 
The Volkswagon has been accepted 
as “belonging” in many other towns 
just as it has in Everett, Mr. Swan- 
son says happily. 

The operation also has _ been 
economical, Mr. Swanson says, be- 
cause of the wagon’s low operating 
costs and salesmen’s time saved with 
the elimination of hours consumed in 
lugging machines in and out of pros- 

pects’ offices. 
Both Mr. Priebe and Mr. Swanson 

are definitely sold on the idea of 
taking their business to the customer 
instead of waiting for the customer 

to come to them. Experience has 
shown the idea to be efficient and 
profitable. 
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CARDS AND 

GIFT WRAPS 

GO TOGETHER 

Positioning gift wrapping materials in close prox- 

imity to the greeting card section will often stimu- 

late the card buyer to purchase ribbons and paper 

to decorate the gift the card accompanies 

Many types of gift wrap displays, as this 
wire ribbon and paper holder, are available 
from the manufacturers of gift wrapping 
materials. 

This display of colorful gift wrappings and 
ribbons serves as an eye-catcher to draw 
customers to the greeting card section of 
the House of Cards and Things, Scottsdale, 
Ariz. The shop was opened last November 
by Warren Gallagher and his wife, Thelma, 
who is seen here arranging cards. 
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ae greeting cards are often rolls from falling over. . - 
purchased to accompany gifts and Atop the rack is a shallow trough sellin 

remembrances, gift wrapping mate- to hold rolls of ribbon, so that the nerds 
rials should be considered an integral customer has before her an intriguing K.F 
part of any greeting card department. selection of both paper and ties for Card 

A custom built wrapping and rib- wrapping gifts. —_ 
bon rack placed adjacent to the greet- The lengthy display is situated di- consi 
ing card section has done a good sell- rectly below one section of greeting TI 
ing job for the House of Cards and cards to obtain maximum mutual bene- ing 
Things in Scottsdale, Ariz. fit. five | 

Designed by the owner, Warren Many dealers prefer the smaller meth 
Gallagher, the rack is finished in gray, wire displays which are furnished by A 
so that the bright foil papers stand the gift wrap manufacturer. These ee and 
out in bold relief against it. The base units are easily moved to various sec- i = eel be il Re 

holds a single row of the rolled gift —_ tions of the greeting card department in Me eee eeentin oF spuneion Dec- deal 
wraps, standing on end. Stoppers at to provide variety. aes awe ane mate on o a pen at th 

intervals along the fixture prevent the Carrying the promotion of gift Pes Pat — ee ee for 
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wrapping materials one step further is 
Deckcrhoff’s of Taos, N. M. 
The owner, H. G. Deckerhoff, 

creates floral designs from ribbon, 
ackages them in cellophane bags and 

displays the finished product on a spec- 
ial board set up on an easel. 
He stated that in the first three 

months of production of these items 
with a bow-maker machine, sales of 

gift items increased 250 percent. 
It costs Deckerhoff six cents for the 

bow and one cent for the bag, and 
since he sells the product for twenty 
cents, he states he is well pleased 
with the promotion. The entire item 
takes only a minute to make. 

Deckerhoff emphasized that the 
decorative bows work to make the 
customers conscious of gift wrapping 

items. The display boards are placed 
next to other items such as ribbons, 
ties, paper and other gift wrapping 
materials so the customer can see the 
complete line. 

“The bow and ornament display can 
always be tied in with gift cards, 
Mother's Day cards and other special 
occasion cards to promote sales,” he 
added. 

M any retail greeting card dealers 
1¥R are faced with the problem of 
supplying postage stamps. 
Some dealers feel that stamps are a 

bothersome nuisance, and attempt to 
solve their problem by the installation 
of a stamp machine. Others have an 
aversion to this and feel it would be 
a disservice to their customers to make 
them buy their stamps from a machine. 

After many years of testing — with 
a stamp machine, without a machine, 
selling stamps only to those why buy 
cards and limiting quantities, Milton 
K. Frazier, owner of Frazier’s Greeting 
Cards, Providence, R. I., devised his 
own method of stamp handling on a 
consistent year-long basis. 
The plan which has worked exceed- 

ing well for Frazier during the past 
five years is actually a combination of 
methods. 
A stamp machine that is well-filled 

and in good working order stands near 
the writing desk. The greeting card 
dealer states, “You will be amazed 
at the pennies this machine will make 
for you with scarcely any effort on 
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postage stamps 

your part, and with no objection from 
the customer who uses it.” 

In addition, he has a stamp drawer 
at the main check-out counter where 
books of 12 and 24 three-cent stamps 
may be obtained. By suggesting these 
books frequently, handling is cut down 
as the customer purchases a book in- 
stead of two or three stamps in several 
trips. 

Air Mail, Special Delivery and high- 
er denomination stamps are stocked 
as an extra service to aid sales of 
dollar cards and cards purchased for 
foreign delivery. 

To those persons who are rec- 
ognized as coming in for stamps only, 
(and making a habit of it) the stamp 
machine is suggested, before the infor- 
mation is given that stamp books and 
loose stamps in any denomination are 
available. 

As a rule, a limit of 10 three-cent 
stamps can be adhered to quite ef- 
fectively. This rule, of course, has to 
be modified during the rush periods, 
or when a customer purchases a stack 
of cards and wishes a stamp for each. 
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What about 

POSTAGE STAMPS? 

Has the nuisance factor involved in selling 

near 

section caused you to bypass an excellent 

situation for achieving customer goodwill 

your greeting card 

“Under proper courtesy methods,”’ 
Frazier explained, ‘everybody is sat- 
isfied handling stamps this way, and 
your customers appreciate the conven- 
ience of being able to obtain at their 
place of purchase the remaining essen- 
tial to delivery of the card — a pos- 
tage stamp.” 

At the height of Christmas, Val- 
entine and Easter seasons, it is often 
advisable to carry the stamps at a 
separate counter, or have them han- 
dled by a separate clerk. This will re- 
duce delay to the customer in the 
purchase of her cards and minimize the 
chance of errors in making change to 
the customer. 

Though many dealers may feel that 
the servicing of postage stamps is a 
nuisance, Frazier believes that it is 
something the dealer might as well 
learn to live with as long as he is go- 
ing to sell greeting cards. And by han- 
dling the stamp situation with these 
methods he has added an extra cour- 
tesy and convenience which builds cus- 
tomer goodwill, and increases traffic 
throughout the entire store. 
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HOW 

DO 

YOU 

RATE? 

Zs 

C. £. Chuch’ Lapp, Ph. P. 

Consulting Editor, MODERN STATIONER 

Dr. Lapp asks you to evaluate yourself as a manager 
and points out that it may help you to do a better job 

- ake a look at yourself and decide 
what kind of a manager you are! 

Have you ever taken a look at 
yourself sclf-critically? Have you ever 
stopped to think that if you don't 
like your employees that they may be 
a mirrored reflection of yourself? 
Have you ever asked yourself — If 
I were my own manager how would 
I like me? And still another question 
you might ask yourself —- Am I the 
kind of manager I want to be? Do 
you “run” your job or do you let the 
job run you? With the daily pres- 
sures mounting in business today, it 
is well to now and then look at your- 
self and your job and ask yourself — 
How well am I doing? ° 

How would you classify yoursel 
as a manager? 

There are a number of ways that 
managers and executives might be 
classified. Possibly the following class- 
ifications will help you to take a 
second look at yourself and to decide 
if you are the kind of manager you 
want to be. 

Egomaniac type: The egomaniac 
type thinks more of his own indivi- 
dual prestige and status than he does 
of the “‘why-fors” and “how-tos” of 
his responsibilities. This type does 
many things for his own ego, for- 
getting that the primary objective of 
any industrial business is to make a 
profit. Thus, much of his time and 
money is spent for  status-getting, 
rather than profit-getting activities. 

The egomaniac type is far more 
concerned about his own welfare in a 
company than the welfare of the em- 
ployees who work for him. Thus, this 
type of executive never has the desire 
or the time to give individual, man- 
power development counselling and 
assistance to his employees. 

What is the record of the egoman- 
iac type of executive? In the long 
run he fails to gain the very status and 
prestige he wants to acquire. Why? 

Because his employees are usually dis- 
satisfied and do only the minimum 
required to hold their jobs. Other em- 
ployees may not even want to hold 
their jobs, and as a result there is a 
continuous cycle of hiring and firing. 

A cooperative, team spirit fails to 
develop in such a company with such 
leadership. Thus, again, without a 
group of employees willingly and ef. 
fectively working toward a common 
profit objective such a company is an 

easy victim of competitors with more 
effective leadership. 

Negative — first sergeant type: 
The negative-first sergeant type dif. 

fers from the egomaniac type in that 
he feels a responsibility for getting 
activities performed. The major criti. 
cism of this type is not so much of his 
objectives but in his method. This 
type of manager rules his business as- 
sociates with an iron hand. He gives 
detailed orders and expects them to 
be followed with no variations. He 
depends more on orders to meet situa- 
tions than policies. Policies would 
leave, in his opinion, too much flexi- 
bility and freedom of action m 
decision making to employees. 

As a result of this viewpoint, the 
negative-type executive consumes his 
time meeting one crisis after another 
rather than making any long range 
plans. To retain command and respect, 

this type of executive is quick to fire 
employees who fail to carry out his 
detailed orders. In a company headed 
by the authoritarian type of leadership 
no provision for the upward flow of 
ideas is provided because he isn't 
going to bother looking for ideas 
from others. Thus, any employee who 
wants to be more than an implemen- 
tor of actions is unhappy and seeks 
employment elsewhere in the hope he 
will find a spot where his ideas will 
be appreciated. This breed of leader 
may have meetings but they are always 
of the “telling’’ type rather than the 
“‘participating”’ type. 

Statistic grinder: The statistic grind- 
er is the type of executive who is 
constantly watching statistical _ state- 
ments and coming up with ideas to 

grind out another statistic. It is true, 
as once stated by Al Seares of Reming: 
ton Rand, “in fact power there is 
sales power.” No executive in_ this 
day and age can afford to make 
decisions by “guess” and by “hunch.” 

One mistake of the statistic grinder 
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is once more to forget why a company 
is in business. It is easy for him to 
believe the company exists to turn 
out more statistics rather than to make 
a profit. Another mistake is to turn 
out statistics that cost far more than 
the benefits derived from them. Still 
another mistake is his failure to realize 
that his employees make the statistics 
through their action or lack of action. 
Thus, the statistic grinder is too apt to 
view every salesman and all other em- 
ployees as just another statistic. Em- 
ployees may realize they are not per- 

forming statistically as they should, 
but because of the lack of a personal 
working relationship between an em- 
ployee and his superior, they just don’t 

care. 
Master planner: The master-plan- 

ner type of executive is one who 
spends all his time formulating plans, 
policies, strategies and procedures but 
who never gives any thought or en- 
ergy to their implementation. Thus, 
benefits from the energies of the 
master planner are dissipated, because 
very little of what he does ever results 
in action. 
An executive should be creative — 

i.e. constantly looking for new ideas — 
but some time must be put in on im- 
plementation or the ideas are worth- 
less. Whereas the negative type and 
statistic grinder often leave little for 
employees to decide in respect to daily 
actions, in contrast the master planner 
leaves too much daily decision making 
to employees because of his unwilling- 
ness to be bothered with details. 

Super-inspirer type: The super-in- 
spirer type of manager has a disdain 
for orders, planning and _ statistics. 
This type has made up his mind that 
all you need is one “pep” rally after 
another. This type, rather than meet 
head-on management problems, is 
more apt to feel a contest will cure 
any difficulty that arises. It is true 
his ‘‘glad hand” approach has merit. 
However, depending on this ap- 
proach in his individual relationships 
with employees will all too soon wear 
thin. This type of executive often 
fails to appreciate the importance of 

training employees, because he can’t be 
bothered with this more basic and 
long-term approach for getting results. 

Paternalistic type: The paternalistic 
type includes those executives who 
believe if you give away enough to 
employees you can accomplish results 
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by this means alone. This type believes 
it is easier to succumb to employee 
demands than to educate them that 
what is good for the company in the 
long run is also good for them. 

Often there may be at least some 
justification for the paternalistic ap- 
proach from an executive's viewpoint. 
Assume he has only a few years re- 
maining until retirement. Such an ex- 
ecutive can reason very easily, “My 
main job is to stay out of trouble. 
Why meet basic problems ‘head-on’ 
when it isn’t necessary? Why not leave 
difficulties that can be resolved for 
the moment but will recur for my pre- 
decessor ?”” 

This often is the reasoning of the 
paternalistic type. The paternalistic 
type asks, “Why should I improve 
myself, because by giving a little here 
and a little there almost as good re- 
sults can be accomplished ?”’ 

Balanced, man-building type: The 
superior executive is one that might be 
termed a balanced, man-building type. 
Why? Because he realizes the impor- 
tance of a balanced approach in his re- 
lationships; the importance of making 
more profit by developing better man- 
power. Yes, this type realizes he must 
have prestige and status to maintain 
respect, but he doesn’t spend all of 
his time trying to gain more stature. 

Such stature, he realizes, is earned 
when he performs his job well. 

The man-building type realizes 
there is a place for daily control of 
activities and routine order-giving, but 
he refuses to put so much emphasis 
on these activities that he merely is 
moving from one crisis to another. 
This type appreciates the importance 
of facts but refuses to lose sight of 
the realization that facts are only 
worth something when they are in- 
terpreted into action. This type also 
realizes there must be a balance be- 
tween planning and implementation 
activities, between training and in- 
spitring employees to do as well as 
they know how to do, and between 
giving employees what they want and 
insisting they get what is beneficial 
in the long run. 

The executive who is going places 
in the future is also balancing his ef- 
fort in spending time not only to de- 
velop his own company’s plans for 
the future but also in finding out 
what competitive companies are doing. 
The executive who is outselling com- 
petitors has learned you make better 
profits by developing better man- 

power. Make men, make sales, and 
make profits. Men can make the dif- 
ference between a red and a black op- 
erating statement. 

Now again ask yourself these 
questions: What kind of executive am 
1? What kind of an executive do I 
want to be? 

25 



Mr. and Mrs. Sam Brunner of Angler's Co. show their firm's Expand- 
A-Lope to J. W. McCormick, Jr., Stationers Guild of America, 
Philadelphia. 
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Eastern 

Stationery 

Show 

Draws Heavy | g 

Attendance 

The First Annual Eastern Commercial 

Stationery Show, held in New York City 

October 26-29, drew a large crowd of dealers 

G. E. Kyle and T. J. Mongillo, Jr., both of Matthews Bros., Wilmington, John Fisk and Helen S. Secol, both of All Rite Pen Co., combine 
Del., stop for a chat at the Wilson Jones display. At right are W. forces in a sales pitch to Mike Scott, Union Office Supply Co., 
Bernstein and Matty Manupelli, both of Wilson Jones. Passaic, N. J. 
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FRITZ-CROSS maxes NEWS with 

“SINGLE-STRUT” seatine 

in HERE'S ANOTHER GOOD REASON 

“why FRITZ-CROSS chairs are the new talk 

of the trade. Model 900 is the newest, 

smartest thing in secretarial seating . . 

featuring a semi-rigid, single-support back. 

This single-strut design is more comfortable, 

more conforming; it looks better, feels bet- 

ter, promotes bettersefficiency! 

It's built to last . . . priced to sell. 

Available in leather, fabric or plastic, 

in 6 office-wise colors. Write for complete 

data on the complete Fritz-Cross line. 

. - | THE FRITZ-CROSS COMPANY 

r) 3 | C 300 E. FOURTH ST. ST. PAUL 1, MINN. 

Visit Booth 218 at the N.O.F.A. Show in New Orleans! 

--- » for more details circle 121 on last last page 

Have You Seen en REC ENCE 
ao 

CRAM’S 

New Modern 
HELIOGRAVED COMMERCIAL LINE and 

THE FLOWER WEDDING LINE 

Improve your profits 

and service with these 

Regency Features: 

® A big 50% discount 
Spotlight 

pe a _ i ® Orders shipped postpaid 

Quality , "7 te: N 956 > ae in 1 to 2 days 

® Heliograving—the finest 
raised lettering 

Following the prepublication sale, repeat orders have been 
far beyond expectations. Until you see and examine this 
latest and newest Atlas, you really cannot know how good 
it is. Send in a trial order today. 

REGENCY THERMOGRAPHERS, 28 West 23rd Street, New York 10, N. Y. M.S. 
Send for NEW Catalog No. 67 Please send me the FREE catalog(s) checked here: 

Send for your FREE catalogs today 

Commercial Line —___ Flower Wedding Line 

THE GEORGE OM ON Address. 
730 E. Washington St., Indianapolis 7, Ind. City State. 

Company Nome 

- - - for more details circle 166 on last page - - - for more details circle 150 on last page 





he First Annual Eastern Com- 
mercial Stationery Show, held at 

A bit of shop talk at the Joshua Meier Co. 
booth. From left are Bob Liscomb, Martin M. 
Moldow Associates; Ed Altman, Mooney's Inc.; 
Richard Shapiro, Joshua Meier & Co.; and 
N. M. Walper, Walper Stationery Co., Bos- 
ton. 

the Trade Show building in New 
York City October 26 through 29, 
drew an estimated 3,000 to 4,000 
visitors and dealers, according to a 

show spokesman. 
Sponsored jointly by the Stationer’s 

Association of New York and the 
Metropolitan Travelers Club, the show, 
which occupied two floors of the 
building, consisted of booths display- 
ing the wares of 114 manufacturers 
of stationery and related products. 

The emphasis was heavily on com- 
mercial stationery supplies and equip- 

ment, with booths showing such varied 
products as erasers, business forms, 
paper clips, files and desks. 

The show drew its attendance from 
all over the Northeastern part of the 
nation, from Maine to North Carolina. 

Chairmen of the show were Carl 
C. Judkoff, Cantigny Printing and Sta- 
tionery Corp.; George Nicklaus, Silver 
Stationery Co.; Milton Stone, Stone- 

Trying to guess how many erasers in the 
box are, left to right, Garret Roberts, Jr., 
and Edward Show, both of Weldon Roberts 
Rubber Co.; and Philip Suchman and Andra 
Graeber, both of S & S Stationery Co., New 
York. 

Newman Associates, Inc.; Milton 
Goldhair, Harmill Office Supply Co.; 
Mannie Klein, Klein-Heimbinder Co.; 
and Herbert Grayson, Ace Fastener 
Co.; all of New York. 

Transfer Files! 

Opportunity No. 1 

The H-O-N Transfer File Model 135. 

A five drawer file that is 52 inches high. Accomo- 
dates 91/)" filing systems. Permits the transfer of 
folders only. Available in letter size, 261/." deep. 
This model represents a saving of about 10% in 
cost. 

Opportunity No. 2 

The H-O-N Transfer File Model 145. 

A five drawer file that is 60 inches high. Accomo- 
dates standard 10” filing systems. Permits the 
transfer of guides and folders intact. Available in 
both letter and legal sizes, 261/." deep. 

Strong all-steel construction. Nylon rollers on all draw- 
ers assure easy action and freedom from binding under 
heavy loads. These units may be double decked with- 
out affecting easy action of drawers. Holes provided 
for horizontal bolting. 

Order now for 
prompt delivery to 
fill your customers’ 
year-end requirements, 

The H-O-N Co., Muscatine, lowa Model 135 Model 145 

- = = for more details circle 116 on last page 
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Sheaffer Holds Contest 
A Caribbean holiday cruise contest 

for Sheaffer Pen Co. dealers has 
been announced by the pen com- 
pany’s general sales manager, F. E. 
Troy. 

The nationwide contest begins 
November 1 and prizes include a 
Caribbean cruise, 50 Bulova watches, 
25 West Bend coffee percolators, 25 
travel alarm clocks and cash. 

Retailers can qualify for prizes 
which will be awarded by a “blind” 
draw by demonstrating Sheaffer's 
White Dot fountain pens and pencils 
and their four main selling points to 
“mystery shoppers.” The shoppers 
will visit Sheaffer dealers starting 
November 1 to check for contest 
qualifiers. 

Each dealer who qualifies will re- 
ceive $5. At the completion of the 
contest, receipts for the $5 from all 
qualifying retailers will be put into a 
bowl at the pen company’s Fort 
Madison, Iowa, headquarters and the 
draws made. 

NOMDA Sponsors Window 
Trimming Contest 

Cash prizes totaling $100 will be 
distributed to the winners of the 
National Office Machine Dealers 
Association eighth annual Christmas 
Window Trimming Contest. 

The association sponsors the con- 
test as a means of stimulating better 
windows to sell more merchandise 
during the gift season. Many new 
members of NOMDA will be com- 
peting this year, and it is expected 
that this year’s contest will have the 
largest number of entries in the his- 
tory of the event. 

The first place winner will receive 
$50. Judging is done by the leading 
display directors of three of the lar- 
gest stores in the Los Angeles area. 
The windows must be decorated by 
the member or members of his staff, 
and a photograph of the display 
must be sent to the NOMDA head- 
quarters by January 10, 1958. 
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Management problems of paper converters and trade promotion and public 
relations programs for 1958 were discussed at the annual meeting of the Paper 
Stationery and Tablet Manufacturers Association held recently in New York. 

Epwarp MCSWEENEY, vice president of Perkins Goodwin Co., New York 
City, was the guest speaker, and the following officers were elected: Tom A. 
HARRIS, Southwestern Tablet Manufacturing Co., president; EDwARD P. WHITE, 
White & Wyckoff Manufacturing Co., vice president; M. L. WEISS, Montag 
Brothers, Inc., vice president; GEORGE P. CLAYSON, Eaton Paper Corp., treas- 
urer; and EpGarR P. EATON, executive secretary, (re-elected). 

* * * * * 
Retail and service businessmen in the Western states were invited to 

testify at congressional hearings on the numerous bills in Congress proposing to 
extend the federal wage-hour law to retail and service firms and many other types 
of local business. 

Hearings were held from October 31 through November 19 in Denver, Seattle, 
Yakima, Portland, San Francisco, Salinas, Fresno, Los Angeles, San Diego and 
Las Vegas. The hearings were for one or two days in each city and were con- 
ducted by Rep. JAMEs RooseveLtT (D-Cal.) and Rep. Joz Hort (R-Cal.), both 
members of the House Labor Standards Subcommittee. 

* x * + Es 
The Parker Pen Co. has termed the first year of its comprehensive retail 

franchise program a “slow, but markedly successful effort.’’ Parker admitted, 
however, that enforcement of the program has been “costly, yet determined.” 

The Parker franchise program was inaugurated one year ago and serves to 
enforce fair trade in those states with fair trade laws. Over 17,000 Parker dealers 
signed franchise agreements with the company during the first year, officials an- 
nounced. 

x a % * x 
The institutional “‘soft-sell” philosophy of advertising has reached the greeting 

card industry. Hallmark Cards, Inc., has announced a major series of magazine 
advertisements that will contain no copy other than its well-known slogan and 
the company’s signature. 

The ads in this series are designed to show that greeting cards are the finest 
expression of social communication, on any occasion, and not to merchandise 
Hallmark’s products or sell a specific card. The photos to be used in the cam- 
paign include one showing a mother in the hospital cuddling a new-born infant 
and another depicting a husband and wife in an anniversary embrace. 

* * * * * 
Christmas retail sales this year will be as good or better than sales rung up 

during the 1956 holiday season. This was the opinion of more than 200 merchants 
in 38 states who attended a retail clinic sponsored in New York City by the Na- 
tional Retail Dry Goods Association. 

Forty-five percent of the merchants expect to increase their 1957 Christmas 
volume. Another 45 percent felt their business would be the same as last year, 
and 10 percent are looking for a decreased volume of from two to five percent. 

% x * * * 
A wide variety of products and services of the office equipment industry were 

described in a 24-page advertising section issued as part of the New York Times 
on Sunday, October 27. 

The section was published in conjunction with the 1957 National Business 
Show at the New York Coliseum, October 28 to November 1. The full-color, 
magazine-size section described the show as “‘a five-day ‘supermarket’ of the most 
necessary business equipment manufactured.” A full-page directory listed the 
booth numbers of the more than 200 exhibitors. 

* * * * * 
The Bureau of Education on Fair Trade called on 1,500 national, state and 

wholesale trade associations, with more than 1 million members, to prepare for a 
battle to restore “effective resale price maintenance to the American 
marketplace.” 
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Stationery Leaders Honored 
Four leaders in the stationery in- 

dustry who compiled a record of 
over 150 combined years of com- 
munity service will be honored at 
the annual dinner of the Station- 
ers Division of the Federation of 
Jewish Philanthropies on November 
14 in New York. 
The honored dinner guests will be: 

Joseph Gleit, Manhattan Stationery 
Co., Harry Fensterheim, E. E. & M. 
Vernon, Inc.; Henry Bowman, Ven- 
us Pen & Pencil; and George Nich- 
laus of Silver Stationery Co. 

Henry Levy, Silver Stationery, who 
is chairman of the Division drive, 
said the tribute has been long due to 
the four industry men who have de- 
voted their efforts to community and 
industry service. 

“As Federation enters its 40th year 
of outstanding service to all without 
regard to race and creed, it is most 
fitting that we of the Stationers Div- 
ision honor a group of men who 
were active in the early days of this 

work,” Mr. Levy noted. ‘Now the 
largest local philanthropy in the 
world, Federation's 116 health and 
welfare agencies will serve a record 
680,000 people in the coming year, 
and our support will be vital to ev- 
ery agency,” he stressed. 

Mat Book Given 
Olivetti Dealers 

A new dealer mat book with news- 
paper advertisements, radio spot 
scripts and other selling aids is being 
sent to Olivetti dealers throughout the 
country. 

It is the first mat book prepared 
by the Portable Division of the Olli- 
vetti Corp. for its portable typewrit- 
ers and the Summa 15 hand-adding 
machine. 

The special market newspaper 
mats have been prepared for year 
around use with either half-tones or 
line cuts. For the Lettera 22 and 
Studio 44 typewriters, the mats in- 
clude distinctive advertisements for 
Christmas and graduation gift promo- 
tion, the travel-vacation season and 
the school and college market. 

Package Awards Given 
Forty variety store packages were 

singled out for outstanding recognition 
in the 1957 annual packaging competi- 
tion, sponsored by Variety Store 
Merchandiser, trade publication of the 
variety store field, with seven being in 

the stationery division. 
The more than 700 entries judged 

by a panel of experts revealed design 
accented toward the visual for quick 

sale. 
Gold and Silver awards were made 

in Hotel Plaza, New York City, in 
eight merchandise divisions. Recipients 
in the stationery division: 

The Paper Mate Co., Chicago, won 
the gold award for its ‘Capri Ball 
Point Pen and Gift Box’’ package. 

Silver awards went to Minnesota 
Mining & Mfg. Co., St. Paul, for its 
“Combination Tape & Dispenser” 
package; Keyes Fibre Co., Waterville, 
Maine, for its ‘Fairfax Chinet’’ pack- 
age; Mallard Pencil Co., Georgetown, 
Ky., for its “Bullseye Pencils” pack- 
age; Maryland Paper Products Co., 
Baltimore, Md., for its ‘Sweetheart 
Extra-Long Straws” package. 

PACKAGED 

PURE RUBBER BANDS 

NEW FAMILY OF BOXES 

PLYMOUTH 

TO Seige 

sold only through recognized wholesalers 

RUBBER COMPANY, INC. 

since 1896 

CANTON, MASSACHUSETTS 

1 ounce disploy 
(16/ctn) 
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Exporters Group 
Choose Colvin 

Ernest H. Colvin, export manager 
of the S. E. & M. Vernon Co., was 
elected president of the American 
Office Supply Exporters Association 
at a board of directors meeting in Sep- 
tember. 

The board meeting, at which other 
officers also were elected, followed 
the first meeting of the association's 
1957-58 program held at the Hotel 

New Yorker. 
The five new members of the as- 

sociation’s board of directors are: 
Alberto L. Telero, National Blank 

Book Co.; Peter Simon, Venus Pen & 
Pencil Corp.; Philip Schwartz, Art 
Steel Co.; George R. Smith, Ester- 
brook Pen Co.; and Don Abbate, Ox- 
ford Filing Supply Co. 

Other officers elected by the board 
were: Otto Gaffron, Eberhard Faber 
Pencil Co., vice president; Tracy Hig- 
gins, Higgins Ink Co., treasurer; 
and Harold Shively, Davidson Pub- 
lishing Co., executive secretary. 

ow 

Facit Contest 
Winners Announced 

Five grand prize winners in the 
Facit Olympics, national sales con- 
test for dealers and distributors of 
Facit calculators, Odhner adding 
machines and Halda typewriters, have 
been announced by Erik O. Ohlsson, 
president of Facit, Inc. 

The star salesmen will enjoy a 
10 day all-expense paid holiday tour 
through Sweden as guests of the com- 
pany. Winners are: Bob Harris, 
King’s Office Supplies and Equip- 

ment Co., Santa Rosa; John Vero, Palo 
Alto Office Equipment Co., Palo 
Alto; John W. Carrell, J. W. Carrell 
Co., Fresno; Edward W. Clarke, 
Hollywood Office Appliance and 
Furniture Co., Los Angeles; and 
Winifred W. Easley, Quality Busi- 
ness Machine Co., Inglewood, all in 
California. 

Ivan Allen Co. 
Hosts WOFI Event 

The Ivan Allen Co., Atlanta, Ga., 
was the host furniture store for the 
Wood Office Furniture Institute’s 

Superbly designed steel base drafting table 
| t with the matic DUTTIL WITT) Tne met ul 

am ath LG. Omar-| ng t 

‘aha come) { 
ntrol. 2. Large 

NCO WOOD SPECIALTIES INC 

Modern Merchandising program which 
began in September. 

The WOFI program is aimed di- 
rectly at a dynamic dealer merchandis- 
ing concept. It is designed to draw 
furniture dealers together from an ap- 
proximate radius of 200 miles around 
the host store. At the store, activities 
are launched which are directed toward 
instilling modern concepts of merch- 
andising and directing the concepts. 

Seventy-one dealers were in Atlanta 
for the WOFI program. An open- 
house at the Ivan Allen store was 
first on the program, and the guests 
gathered in the display room to see 
the merchandising concepts in action, 

Raphael Blessinger, president of 
WOFI, opened the activities with a 
speech on modern merchandising and 
presented an award to Hayden Jones, 
vice president of Ivan Allen, for the 
progressive methods used by the com- 
pany. 

Ken White, Ken White Associates, 
gave a talk on the ‘‘How’s of Modern 
Merchandising.’” Other speakers were 
Mr. Jones, Bob Spelman and Chuck 
Turcotte, both of WOFI. 
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* Bookkeepers, Auditors, 

Accountants, and clerks all 

applaud the LINDY Audi- 

tor’s Pen with the fine 

writing point—now avail- 

able in 8 colors. 

Ink Meets 
U. S. Govt. Spec TT-1-562 
Permanent 
Non-transferable 
Non-Smudging 

* Perfect balance insures no 
“Boulevard of Style" theme for 12th annual +4: : 
convention and trade exhibit of NOFA is writing fatigue. 
depicted in scale model of exhibits as they 
will appear on the lower floor of Philadel- 
phia's Convention Hall next March 28-31. 
Space .is available for 250 exhibits. 

RED * BLACK 
LAVENDER * GREEN 

YELLOW-GOLD * BLUE 

*Giant Ink Supply writes 

two to three times longer 

— allies Reta aa than ordinary ball point TURQUOISE * BROWN 
the ewest ice Furniture d- : en cartridges. 
vances.” Every strictly new or re- _ - The Color of the 

+ styled piece or line will be given Pen is the Color 

special emphasis by means of an un- of the Ink 

usual device hanging from the ceiling 
over the display of the participant ex- 
hibitor. 

Three major aisles on the exhibit 
floor will be identified by signs on 
lighted corner lamp posts as part of 
the main boulevard of style. Cross 
streets will also be designated by lamp 
post signs. 

In addition to the central exhibit 

UNCONDITIONALLY GUARANTEED 

Manufactured by 
az 

Lindy PEN CO., INC. 
Culver City, Calif., U.S.A. 

Write for your Free Sample *F-460 LINDY Auditor's 
Pen Dept. D—LINDY SALES CO., 9601 W. Jefferson 
Bivd., Culver City, Calif., U.S. A. 

fed. tax incl. fair traded 
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BFI Holds 
Fall Meeting 

Forty-nine representatives of 21 
member companies of the Business 
Forms Institute attended the fall out- 
ing-meeting of the organization at 
The Greenbrier, White Sulphur 
Springs, W. Va., in September. 

R. S. Daugherty, president of the 
BFI and head of Shelby Salesbook 
Co., Shelby, Ohio, presided. Direc- 
tors named at the meeting included, 
besides Mr. Daugherty, W. C. Lam- 
prechter, first vice president of BFI 
and executive vice president of the 
Stephen Greene Co., Philadephia; T. 
S. Duncanson, president of Moore 
Business Forms, Inc., Toronto; and 
C. W. Brenn, vice president and gen- 
eral manager of Autographic Busi- 
ness Forms, Inc., Hoboken, N. J. 

The members were canvassed at the 
meeting and indicated that their 
volume of business was continuing 
at the high level set in 1956. Most of 
the BFI members said they believed 
the remainder of 1957 would reflect 

continuing good business. Paper pro- 
ductive capacity was reported increas- 
ed and is expected to be less of a sup- 
ply problem to members, they report- 
ed. 

Edwin B. George, director of eco- 
nomics, Dun & Bradstreet, New York, 
addressed the session and pictured the 
economy as having definitely lost 
momentum but still not likely to suf- 
fer any serious setback. 

The next meeting of the BFI was 
scheduled for San Francisco on Nov- 
ember 8 when the West Coast Reg- 
ional Fall Meeting was held un- 
der the guidance of Thomas A. Tay- 
lar, second vice president and a dir- 
ector of the BFI and vice president of 
Schwabacher-Fry Co., San Francisco. 

Survey Shows 
Money Available 

Small business may not be as much 
hampered by tight money as has been 
claimed, according to the NSOEA 
Desk Sheet. 

The Desk Sheet cities a Com- 
merce Department survey in which 
one-fourth of the small business men 

829 YORK ST. 

NEW! SELF-SERVICE ISLAND 

FLEXO-SPACE the Sensational Self-Service Island is MAGICALLY increasing Sales 
for thousands of retail merchants. This amazingly low priced island gives you PLUS 
Sales because Self-Service makes it easier for your customers to shop. Every item 
is “easy to see — easy to handle — easy to buy". You'll sell more because you 
can display more. All your merchandise is alive with buying appeal. You can use 
FLEXO-SPACE singly for a promotional Island — or end to end in your main aisle. 
“Tested and Proved" to bring you more business in all departments immediately 
upon use. Use the magic of Self-Service to increase your Sales and Profits. Write 

today for Free Catalog on Self-Service Fixtures. 
Whsle. & Mfg. write for Special Dealer Promotional Prices. 

ADD SALES COMPANY 

FLEXO-SPACE 

GIVES YOU 

ALL THESE FEATURES 

* Self-Service 
Creates additional sales 
Speeds up service 

* Adjustable Shelves 
Display and sell all 
merchandise 

* 300% More Space 
Use only 12% Sq. Ft. of 
floor area. You get 50 
Sq. Ft. of selling space. 

MANITOWOC, WISCONSIN 
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who replied said they were able to 
borrow as much as they wanted. 
Many of the others stated that most 
of their capital needs had been met. 

Those who were not able to bor- 
row were probably considered poor 
risks by their local banks, and while 
the SBA need not be as cautious as a 
bank it cannot indulge in haphazard 
lending either. The Desk Sheet 
also points out that new business us- 
ually intensifies competition in_ its 
locality and others in the same field 
are inclined to resent the new com- 
petition backed by government. And 
when a loan proves to be a bad one 
and the stock is sold out at anything 
it will bring, competitors are further 
incensed. 

The Desk Sheet further states 
that tax reduction would probably be 
of more aid to small business than 
anything else, but a reduction large 
enough to be of material help would 
cause too much loss of revenue, and 
Congress has been unwilling to vote 
it. Even rapid amortization which 
could help a new business in its early 
life has met with strong opposition. 

The Federal Reserve Board will at- 
tempt to increase public understand- 
ing of the reasons for “tight money” 
policies and feels that if the situation 
is explained simply enough there will 
be less talk of the possibility of a 
tight money depression, the Desk 
Sheet concludes. 

Sales Rally Held 
Two-hundred fifty-five stationery 

dealers, their salesmen and members 
of the Penn-Mar-Va Travelers’ Club 
met at the Almas Temple in Washing- 
ton, D. C., in September. It was the 
first sales rally held in the nation’s 

capitol. 
The meeting was sponsored by the 

travelers’ club and the Washington 
Stationers Association. The speakers 
were Elmer G. Rahe, vice president of 
sales at Globe-Wernicke Co. and Paul 
E. Burbank, executive vice president 

of the NSOEA. 
Mr. Rahe stressed the importance of 

selling in this era of increased popula- 
tion, the importance of enthusiasm 
in sales work and the need to know 
the product. Mr. Burbank described 
salesmanship and gave examples of 
products which are considered indis- 
pensable today and which lay dormant 
until salesmen brought them into the 
picture. 
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Pencil Makers Boost 
Special Week 

Lead pencil manufacturers kicked- 
off promotion for the first Lead Pencil 
Week next February by distributing 
handbills to visitors at the NSOEA 

convention in Chicago. 
The handbills featured a personified 

cartoon drawing of ‘Mr. Pencil” who 
urged dealers to “Cash in on profits 
from pencils’ during the first industry- 
wide sales push. 

As part of an expanding promo- 
tional program started three years ago, 
the Lead Pencil Manufacturers Asso- 
ciation decided to conduct a Pencil 
Week during the last week in Febru- 
ary each year, beginning in 1958. 

Banner & Grief, New York public 
relations firm, was retained in Sep- 
tember, 1953, to conduct a consumer 
publicity program and will conduct the 
special week. 

Activities during the week will be 
concentrated around dealer marketing 
and sales aids, plus publicity material 
aimed at the press, radio and televi- 

sion. Newspaper advertising mats, 
counter displays, window streamers, 
direct mail pieces and how-to-use 
charts will be made available to deal- 
ers. A contest for the best displays 
featuring pencils will also be held. 

The pencil manufacturers are ex- 
pected to advertise Pencil Week in 
national media. 

NOFA Conference Held 
Speakers on leather, vinyls, interiors, 

wood, metal, the economic outlook and 
interior decorating were featured at 
the recent Ohio-Western Pennsylvania 
NOFA Area Conference. 

The meeting was held in the Carter 
Hotel, Cleveland. Robert Rose of S. 
Rose & Co., Cleveland, was conference 
chairman. 

Plans for a NOFA Sales School us- 
ing the NOFA Sales Manual were 
abetted by a talk given by Chester 
Mills of the Department of Distribu- 
tive Education. 

At the banquet the group was en- 
tertained by Ed Bangs, sports writer 
in the Cleveland area. Mr. Bangs re- 
ported on the sports antics of many 

famous athletes. 

Glenn Named 

Allen Co. President 

William H. 
Glenn, Jr., was re- 
cently elected as 
president of the 
Ivan Allen Co., 
Atlanta, Ga. The 
announcement was 
made by _ Ivan 
Allen, Sr., chair- 
man of the board 
of Ivan Allen 
Companies. 

Mr. Glenn succeeds Ivan Allen, Jr., 
who was elected vice chairman of the 
board. Hayden C. Jones was elected 
executive vice president and William 
D. Harris, vice president and general 

sales manager. 

Other officers re-elected were: J. C. 

Williams, vice president; John Carnes, 

vice president; William F. Floyd, sec- 

retary and treasurer. 

Mr. Glenn is a graduate of Georgia 

Tech. He has been active in civic and 

business affairs for several years. 

This unique new Regency Catalogue... 

tH, features 

& 

new 

striking 

faces 

Regency offers superior Heliograving* with all 

these advantages: 
*(not to be confused with engraving) 

@ greater sharpness and clarity of letters 

e new effects with superimposed and angled letters 

@ joined letters in the most favored scripts 

e speedier production for prompt delivery 

e superior craftsmanship at an amazingly low price 

FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts ® wide selection of ever-popular styles ® postpaid 
shipment within two days of order @ liberal 50% discount 

For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 

Th ond QR, 5 

ond ff ¢ 

OREN Ting 

REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 
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Houston Exposition 
First In Area 

On November 21 through 23 Hous- 

ton, Texas, will be the scene of the 
first business and office equipment ex- 

position ever held in the South. 
The Houston Office Furniture 

Dealers’ Association will put on the 
show at the huge Sam Houston Coli- 
seum. There will be no admission 
charge, but tickets will be distributed 
by member firms of the association to 
customers and others who wish to at- 
tend. 

More than 100 exhibitors are ex- 
pected to show their wares in the 
three-day show. In addition to the 
latest in modern office equipment, a 

historic sidelight will be the showing 
of the oldest desk, desk chair and fil- 
ing cabinet in Houston. 

Another feature of the exposition 

will be’ a series of daily lectures by 
accredited experts on some of the basic 
problems of office and business meth- 

ods, decor and efficiency. There will 

e-s= 2 6.6 8 2 2 © 6 oo ® be talks on proper lighting, proper 
color selection for offices, proper 
filing methods and proper business 
practices. 

H. M. Stinnett, Suite 122, 2310 S. 
Main, Houston, is exposition man- 
ager. 

Northwest NOFA 
Conference Held 

The Northwest Arca NOFA Con- 
ference held recently at the Top of 
the Ocean Restaurant on Puget Sound, 
Tacoma, heard one of the country’s 
leading color consultants explain how 

colors and textures can express an of- 
fice’s personality. 

Mr. Ralph Noble of Chatham's in 
Denver discussed the more effective 
use of these intangibles before the 
dealers from Oregon and Washington. 
He pointed out why they could speak 
out so strongly in any office. 

Workshop groups were headed by 
Jim Young, Trowbridge Desk Co., 
Freight; Jack Hunt, Hunt's Office Sup- 
ply, Warehousing and Inventory; Jim 
Wilhelmi, Stationers, Inc., Managing 

an Office Furniture Business; and 
Harold Halvorson, Bank and Office 
Equipment Co., Salesmen’s Compcn- 
sation. 

Al Osborn of Tacoma Office Supply 
was chairman of the conference which 
ended after hearing speakers on wood, 
metal, leather and the NOFA sales 
schools. Another conference is plan- 
ned for early in 1958. 

NOMDA Unit Supports 
Prison Program 

The National Office Machine Deal- 
ers Association, through its publica- 
tion, NOMDA Spokesman, reports 
that the members of the Pacific North- 
west OMDA are giving support to a 
course in office machine repair being 
conducted at the state penitentiary at 
Walla Walla, Wash. 

The Northwest group scheduled a 
fall meeting for the city and included 
a tour of the institution on their pro- 
gram. A meeting of a dealer commit- 
tee and those responsible for the prison 
courses was held to determine what 
help the association could offer. 

aay) automatic electric eraser 

good profit maker with a wide market 

IN MODERN OFFICE STANDS 

QUALITY MADE BY KOL! 

Now you can have new, exciting Decorator Colors 
in finest quality office stands designed and 
made by KOL, Inc. At no extra cost all your 

Get your share of the profitable electric eraser business. 
Sell the fully automatic Barber-Colman electric eraser 
with ‘exclusive self-starting feature. Just pick it up and 
start erasing. Quickly, smoothly erases pencil, ink, type 
. . . fine lines or solid blocks. A valuable timesaver need- 
ed by engineers-draftsmen, architects, artists, business 
offices, schools, studios. Carefully balanced palm- 
fit for effortless erasing. Quiet, efficient, trouble- 
free 115V, 60C a-c electric motor. Highly de- 
pendable . . . thousands in use. A good-profit, 
good-selling item for you. Accepted by Under- 
— Write now for prices and descriptive 
older. 

Barber-Colman Company 

Dept. X, 1245 Rock St., ROCKFORD, ILL. 

office machine and typewriter stands can be color 
coordinated. Choose from Mist Green, Forest 
Green, Desert Tan, Mahogany Brown and Ham- 
mergrain Grey. 

Eve stand cumpoet with exclusive ‘NOISE- 
STOPPERS’ for office quiet as well as other KOL 
special features that mean the best for your 
office needs. 

Write today to DEPT. MS for complete 
details and color brochure. 

~ 
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Diplomat Attacks 
‘Executive Desklessness’ 
“No bigger than a man’s hand at 

present,” says Guy Wiggins, a young 
State Department diplomat, “a storm 
cloud is forming that threatens to des- 
troy us all. I refer to a form of psycho- 

logical disease known as ‘executive 
desklessness’.”” 

Mr. Wiggins, in an article in the 
Foreign Service Journal, said the fad 

of moving the desk out of executive 
offices is “spawned in the feverish 
minds of ad men and public relations 
experts along Madison Avenue. Ac- 
cording to Mr. Wiggins, “It’s now 
infecting the business community in 

general as far west as Fifth Avenue.” 
Mr. Wiggins points out that the 

fad is designed to promote efficiency, 
friendlier relations and even clearer 
thinking. ‘Nonsense!’ says Mr. Wig- 
gins. “The imagination reels at the 
thought of what offices without desks 

will do to the system of government 
we all know and love.” 

Mr. Wiggins exhorts his fellow 
bureaucrats in Washington to stop 
the threat now. “Don’t let the main- 
tenance men carry off your desk. Sleep 
on it, if necessary!” 

Robert A. Spelman, executive direc- 
tor of the Wood Office Furniture In- 
stitute, said the association is willing 
to provide a pillow or any other weap- 
on Mr. Wiggins might need in his 
fight against insidious “‘desklessness.’’ 

Taal 

Fine Leather Desk Sets 

Pads and Accessories 

CATALOGUE NO. 56 

ON REQUEST 

Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 

Mr. Spelman says, “Desk lovers of the 
world unite. You have nothing to lose 

but the support for your documents, 
writing tools and feet!” 

Handwriting Foundation 
Meets In Chicago 
A group of the nation’s top busi- 

nessmen, educators and government 
officials presented a report on “The 
Second R”’ at the third annual meet- 
ing of the Handwriting Foundation in 
Chicago. 

Major speakers at the one-day meet- 
ing at the Sheraton-Blackstone Hotel 

were Lt. Gen. William H. Arnold, 
commanding general of the Sth Army; 
Robert Gilchrist, superintendent of 

schools, University City, Mo., and as- 
sistant Postmaster General Hyde Gil- 
lette. 

Gen. Arnold who commands the Sth 
Army from headquarters in Chicago, 

discussed educational requirements of 
the army and emphasized backgrounds 
in history, government, science and 

mathematics. 
Assistant Postmaster General Gil- 

lette described postoffice techniques 
used to minimize the number of dead 
letters, including activity of “hard 
readers,” men who specialize in de- 
ciphering difficult handwriting. 

Dr. Gilchrist, past president of the 
Association for Supervision and Cur- 
riculum Development, department of 
the National Education Association, 
outlined the role of today’s schools in 

developing tomorrow's citizens. 
The foundation’s 1957 award for 

outstanding contribution in the devel- 
opment of greater interest in hand- 
writing was presented to Eric A. En- 
strom, Ph.D., Greensburg, Pa., in rec- 
ognition of his eight-year study of the 
extent of use of the left hand in hand- 
writing and relative efficiency of hand, 

wrist and paper adjustments when 
writing with the left hand. He re- 
ceived a rare calligraphy book, printed 
in 1740, and a handwritten scroll. 

Also addressing the meeting were 
Albert G. Frost, president, and Frank 
L. King, executive secretary, of the 
Handwriting Foundation, and William 
Ruder and Richard Weiner, of Ruder 
& Finn, Inc., public relations counsel. 

ALLOW 3 WEEKS 
NOTICE FOR 

CHANGE OF ADDRESS 
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THEY'LL BUY 

BOSTONette 

s 
Pencil Sharpeners 

red—yellow—pink 

Newest, smartest sharpener for home and office 

e pm STOP—the brilliant 
self-merchandising package is 
a traffic-stopper 

they'll WANT it—it’s beau- 
tiful, modern, decorative, 
strong, practical and inex- 
pensive 

they’ll BUY it—on the spot 

they’ll TALK about it— 
mounts —— or on wall— 
has famous Speed Cutters— 
Guaranteed one year. 

i PEN CO. 

CAMDEN 1, N. J. 

Also manufacturers of SPEEDBALL 
pens and products 
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Girl and 28,500 Copies 
Barbara Cummings of A. B. Dick Co. needs a stepladder to reach 
the top of 28,500 mimeographed copies which were run without 
stopping the machine to re-ink. The test of the company's new 
paste ink was made at a recent dealers’ meeting to introduce new 
machines, stencils and ink. The run took 4 hours and 20 minutes. 
The machine holds three pounds of paste ink, and one pound re- 
mained when the machine was stopped. 

Vocational Training 
Richard Iahn, left, instructor in office machine repair at the California 
Institution for Men, Chino, Calif., accepts an Odhner adding machine 
presented by Edward W. Clarke of Hollywood Office Machine Co. 
The machine is to be used in the prison's office machine repair 
training program. Looking on is E. E. Bavermeister, supervisor of 
education at the institutien. 
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Historical Collection 
Next year marks the 200th anniversary of the birth of Noah Webster. 
The life work of the famous lexicographer has been carried on and 
expanded by the G. & C. Merriam Co., and this old bookcase in the 
Webster Room of the Merriam building contains part of a large col- 
lection of books and writings by Noah Webster. 
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for-volume profits... 

; CARBON PAPERS 

and TYPEWRITER RIBBONS 

Wi
it
e:
 

is the RIGHT line 

to feature 

Top profit for you is assured 
because the name WRITE 
guarantees top quality and | 
top performance for your 
customers. j 

Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 
Promptest deliveries, always. Send 
for samples and discounts today. 

The Winners 
Grand prize winners in the Facit Olympics, national sales contest 
for dealers and distributors of Facit, Inc., products, recently left for 
a 10-day, all-expense tour of Sweden. Left to right are: Mr. and 
Mrs. Robert Harris, King's Office Supplies and Equipment, Santa 
Rosa; Mr. and Mrs. John Vero, Palo Alto Office Equipment, Palo Alto; 
Mrs. John Carrell; W. Easley, Quality Business Machine Co., Ingle- 
wood; John Carrell, J. W. Carrell Co., Fresno; and Edward Clarke, 
Hollywood Office Appliance & Furniture Co., Hollywood. 

WRITE 420 Lexington Ave., New York 17, N. Y 
INCORPORATED Factory: Bridgeport, Conn. 
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Guild Meets 
Representatives of the Stationers’ Guild of America were guests of 
the organization at a luncheon held at the Conrad Hilton during the 
NSUEA convention. It was reported to the group that a healthy 
growth of membership and expanding lines of exclusively packaged 
products will make 1957 one of the most successful years in the 
Guild's 35 years of existence. 
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SUPER BLACK ACETATE BLACK 
for artwork with for plastic film and 
brush and pen water-repellent 

on paper drafting surfaces 

FE —— - i ae: 

ee Tao supertine Hidiniat Witabract Neots hike 
Fifty Years An Advertiser : " PRE-SOLD for you by an urgent and increasing demand _ 
President Frank G. Atkinson of the Joseph Dixon Crucible Co., left, ; There i is an ink of Higgins quality for every graphic need. ' 
receives a transichrome reproduction of the cover of the Sept. 7, ; , ‘ 

‘ 1957, issue of the Saturday Evening Post which contained Dixon's hh Cash in on the customer satisfaction and | 
most recent ad in the magazine. Curtis president Robert E. Mac- | __ increasing repeat sales sured by Higgins tradition of quali : 
Neal also presented the plaque held by Mr. Atkinson which com- & A 
memorates Dixon's 50th year as a Post advertiser. Serving the trade since 1880 

INK CO., INC., 271 Ninth 
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St. Paul Dealers Hold 

‘Better Offices’ Exhibit 

“Better Offices St. Paul’, a unique 
display showing the latest in business 
and professional office furnishings, 
drew over 500 visitors to the Bremer 
Arcade in St. Paul, Minn., October 
14-18. 

Six St. Paul office furniture and 
equipment dealers participated in the 
exhibit which was set up to emphasize 
design, color and layout in office furn- 

ishings. The 12 model offices featured 
both wood and metal furniture, with 
each participating firm setting up one 
office of each type for display. 

Bob Jerue of McClain & Hedman 
Co. served as chairman of the event 
which he believes is the first of its 

William Thul of McClain & Hedman Co., 
St. Paul, relaxes in one of the comfortable 
model offices on display October 14-18 at 
the “Better Offices St. Paul" exhibit. Each 
of the participating firms provided a rep- 
resentative to guide visitors through the ex- 
hibit. 

kind in the country. ‘This is the first 
time we dealers have worked together. 
We shared the costs and each firm sup- 
plied a man to show visitors through 
the exhibit,” Mr. Jerue pointed out. 

Prior to the show 5,500 engraved in- 
vitations were sent to prospects. Later, 
salesmen for each of the participating 
firms distributed reminder cards. A 
special letter from the St. Paul Cham- 
ber of Commerce also aided in pro- 
moting the event, according to Mr. 
Jerue. The exhibit also was promoted 
through various civic organizations. 

Mr. Jerue said the press, radio and 
television also were helpful and plug- 
ged the exhibit without benefit of ad- 
vertising. During the show two models 
were employed to take pictures of 
guests going through the exhibit, using 

38 

This is one of the attractive wood units ex- 
hibited at the “Better Offices St. Paul'’ event 
held in the Bremer Arcade, St. Paul. 

polaroid cameras. Mr. Jerue said that 
the pictures aided a good deal in ad- 
vertising the show by word-of-mouth. 

The exhibits were numbered but not 
identified with firm names. A program 
was given to each guest listing the 
participating firms. 

On two evenings a special showing 
was held for business and professional 
women’s clubs. ‘““We believe the show 
was very successful. The people we 
wanted came in and we accomplished 
our purpose of selling the industry 
rather than the individual firms,” Mr. 
Jerue stated. 

Working with Mr. Jerue were the 
following representatives of the other 
five participating firms: Tom Carpen- 
ter, Sperry Office Furniture Co., trea- 
surer; Leslie Schuldt, Leslie Schuldt 
Co., secretary; Hadley Miller, Farn- 
hams; Floyd Kongsbick, Curtis 1000 
Inc.,; and Gene Englebert, St. Paul 
Book & Stationery. 

This attractive reception area welcomed visi- 
tors to the St. Paul ‘Better Offices’ exhibit. 
The participating exhibitors are listed at the 
right on the wall panel. 
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Equipment Selling Aid A 
A catalog designed to be a salesman’s 

most valuable selling aid, rather than 
just a reference book for price and 
dimension is the description given to 
the latest catalog from H-O-N. 

The company feels that its quality 
appearance and modern presentation will 
add garnish to the products themselves. 

Contemporary Furniture B 
A 24-page catalog showing how thou- 

sands of combinations can be created 
from basic modular office furniture 
units from the Robert John Co. has 
been published. Catalog #20 also de- 
tails the many wood finishes and _ for- 
mica colors available for various modu- 
lar components. 

Cash Sales Ideas Cc 
A folder entitled “How to Increase 

Cash Sales’ has been prepared by the 
Bradley Corp. The folder will consist 
of a number of catalog sheets on quick 
selling Point-of-Purchase office supply 
specialties, with additional sheets to 
come from time to time. 

Conversion Factors Chart D 
Precision Equipment Co. has prepared 

a reference table of conversion factors 
for engineers and other executives in 
wall chart form. The chart includes com- 
mon conversions as well as many which 
are difficult to locate in reference man- 
uals. 

Carbon-Ribbon Guide E 
A new guide to carbon-ribbon selec- 

tion which shows how to select the 
proper weight and finish to give the 
best possible results has been released by 
the Rochester Ribbon and Carbon Co. 

The guide features a chart in two 
colors showing all six basic diameter 
carbon-ribbons and the particular type- 
writers, both American and foreign, that 
each will fit. 

Typing Fundamentals Film F 
A new film by Smith-Corona, Inc. 

entitled “Better Typing—at your finger 
tips” is available for showings to school 
and business typing groups, and can be 
obtained free, except for slight transpor- 
tation charges, from the distributor, 
Modern Talking Picture Service, 3 E. 
54th St., New York 22, N. Y. 

Binders, Albums And Protectors 

Joshua Meier Co. has issued its 15th 
annual VPD catalog #58, marked by 
the introduction of many new presen- 
tation binders, albums and_ protectors, 
notable sheet-protectors and refills made 
of all-clear DuPont ‘Mylar’ plastic. 
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NEW PRODUCTS... 

Display Rack 26 
For more effective merchandising ot 

their new card cabinet line, the H-O- 
N Co. offers a display rack to dealers. 

The frame is made of satin finish 
aluminum tubing. Five steel shelves 
offer more than 14 feet of display 
space. The dimensions are 35 14 inches 
wide, 163% inches deep, 51 inches 
high. Dealer cost is $19.50, net, or free 
with each 100 unit order. 

(Continued from page 14) 

Chalkboard 27 
E. W. A. Rowles Co. has announced the addition of 

Permasteel to their line of school classroom chalkboards. 
The Permasteel is a porcelain enamel chalkboard which 

is textured for the right “bite” for chalk marking, according 
to the company. It also is claimed the surface will not shine 
or fade and resists wear, shock and abrasion. Magnets can be 
used to hang papers from Permasteel. 

Erasing Shields 28 
Erasing shields in both steel 

and plastic are now being mar- 
keted by the C-Thru Ruler Co. 

The plastic shields are clear 
for convenience in seeing the 
work underneath. The _ steel 
shields are a requisite where 
greater rigidity and durability 
are required. 

Credit System 29 
The Ever-Safe Systematic Credit System 

has been added to the line of insulated 
office equipment manufactured by Mid- 
western Manufacturing Corp. 

It is claimed the system is efficient, easy 
to operate and that the records are safe 
from fire in the insulated case. The sales 
and charge account records are visible 
for quick and ready reference. 

Bulletin Board 30 
A combination Chalkboard and 

cork bulletin board unit is now 
being manufactured by Son-Nel 
Products Co. 

The new combination is complete 
with extruded aluminum framing 
and chalk tray, ready for installa- 
tion to a wall. The chalkboards are 
available in blue, mauve brown, 
spruce green, sage green or coral; 
the bulletin cork in tan or gray that 
The Duet will retail at $12.95. complement various decor. 

Copy Paper 31 
A new gummed and perforated ~ 

“Thermo-Fax” copy paper on which 
master address lists can be auto- 
matically copied to make as many 
as 150 mailing labels per minute 
has been announced by Minnesota 
Mining and Manufacturing Co. 

The paper is designed for such 
uses as addressing direct mail 
pieces, letters, literature or pack- 
ages. The buff-colored paper makes errorless, dry copies ready 
for immediate use. 
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MODERN MODE 

Empress 

Another Sparkling Paper Art Ensemble 

with the New Semi-Square Plate! 

Gay and festive @ Here's the modern trend in plates, 
in blue, turquoise and gold! napkins, and cups... a complete ensem- 

ble in beautiful dresden blue, turquoise 
and gold. They're new, they're distinctive, 
they attract attention, they sell ! 

Paper Art Company, Inc. * 25 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 

@ Please send your 1957 Fall and Christmas Catalog Supplement to 

Store Name 

Address 
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Desk Set 32 
A new Deskette, ball pen and swivel 

top base desk set, has been introduced by 
Tuckersharpe Pen Co. 

The set is equipped with an instant 
starting, easy-flo stainless steel ballpoint. 
It is available in black, white and assort- 
ed pastel shades packaged in individual 
gift boxes. Standard size refills are avail- 
able. 

Novelty Cards 33 
“Blinkies”, a new concept in 

clever greeting cards has been 
introduced to the market by 
Nile Running Studio. 

The cards combine animation 
with contemporary design. They 
feature 20 new designs. 

Wrapping Tissue 34 
A new wrapping tissue which 

features multi-colored sequins 
against a white background has 
been introduced by the Crystal Tis- 
sue Co. 

The tissue is available in re- 
sale fold and in a heavy cutter 
box. It is designed for both in- 
side and outside gift wrapping and 

comes in a 75 foot, 20 inch wide roll and in folds of 10, 30 
by 20 inch size sheets. 

New Dictionary 35 
Random House is featuring its new 

Dictionary of Contemporary Usage. The 
576-page reference guide is designed for 
businessmen, secretaries, students and 
others who use words professionally. 

The book will be promoted as a com- 
panion to the American College Diction- 
ary and is priced at $5.95. 

New Ballpoint 36 
Sheaffer's new registered 

White Dot ballpoint is the 
first retractable ballpoint to 
bear the White Dot carried 
by Sheaffer Snorkel fountain 
pens. 

Each of the new ballpoints 4% 
will be numbered and registered at the factory and names and 
addresses of purchasers will be sent to the factory for record 
purposes. It is available in two models — gold filled at $15 and 
jewelry-finish chrome steel at $10. 

Rotary Index File 37 
_ ag kin-DEx Julius Bandes & Co. has an- 

‘ nounced its “Kindex’’ rotary file. 
The file is compact and lends 

itself to use in limited space but 
has a capacity of close to 500 cards. 
The file is available in four colors, 
with cover, to retail at $4.95, in- 

; a wee cluding filler. Refill cards and 
guides are available at $1 per set, list. 

MORE 

PEOPLE 

BUY 

MARKING DEVICES 

LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 
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Offer ROWLES 

THE FINEST NAME IN | 

WALL HANGING CHALKBOARDS 

AND BULLETIN BOARDS Pe 

— “ ll 

Framed in wood or aluminum, there’s a size-and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 
Many other styles available including boards with 
easels and floor stands. 
Get the facts—Write today for Dealer Catalog! 

E.W.A. ROWLES Co. 
MANUFACTURERS OF SCHOOL EQUIPMENT 

114 N. Hickory St. / Arlington Heights, Ill. 
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Drawer Files 38 
Lyon Metal Products, Inc., has 

available flat drawer files which the com- 
pany says are ideal for flat storage 
of blueprints, drawings, tracings, 
maps, charts, photos, x-rays, film slides 
and the like. 

The file features a hinged paper- 
weight on the front and a protecting 
hood on the back of the drawer to 
prevent them from being pulled out 
accidentally. Each cabinet has five 
drawers and the cabinets may be stacked to any height. 

39 
A new line of modular office 

partitions, featuring what the 
company terms “unique fiber- 
glass panels,” have been in- 
troduced by Corry-Jamestown 
Manufacturing Corp. 

The company says the units 
offer complete pre-fabrications, 
are easily installed, are rust and 
corrosion resistant, lightweight, 

, re-usable and resist severe impact. 
Only one style of end post is necessary in any installation. 

Office Partitions 

Tax Calculator 
A new instant-reading payroll tax 

calculator, which is said to give 100 
percent accurate readings of withhold- 
ing tax and the F. I. C. A. tax without 
a pencil, has been introduced by Paul 
S. Morton Engineering Service. 

The calculator is 4 / by 11 inches 
in size and is made of Bakelite rigid 
vinyl plastic. The scales stay in align- 
ment, the company says, because the i 
calculator will not warp or change Bee ? 
shape. It is available in three models: one for weekly wages, one 
for semi-monthly wages up to $140 and the other for semi- 
monthly wages up to $500. It retails at $3.50, with both units 
of the semi-monthly model at $5. 

ee 

41 
The 1958 model Michael manual of- 

fice paper cutters are available in “of- 
fice Green’, according to Michael Lith, 
Inc., manufacturers. 

The new color was chosen because 
the cutter is used as often in book- 
keeping departments as it is in office 
duplicating departments. The cutters 
can cut approximately 5,000 sheets in 
10-15 minutes. All have back tables 
equipped with a permanent rule and 
movable guides for easy setting. 

Paper Cutter 

New Typewriter 
The DeJur-Amsco Corp. has an- 

nounced its new Triumph office 
typewriter which the company 
claims has been tested for opera- 
tion at a rate of 800 key touches 
per minute. 

Most component parts have a 
guaranteed accuracy up to 1/100 
millimeter, and the typewriter fea- 
tures an interchangeable carriage 
lever which clears all tabylators without carriage movement and 
an automatic paper and envelope injector and ejector. 
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Brand New 

SOLO BRIDGE BY GOREN 

$21.60 per doz. Retail $2.95 ea. 

Write for our new FALL and WINTER catalog 

HEINES pustisHinc Co., INC. 

123 NORT# THIRD ST. 

MINNEAPOLIS 1, MINNESOTA 
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THE 

KOH--BALL 

A best-seller for its excellent quality. 

Top styling, streamlined nose-piece 

dnd beautiful finish—together with the 

interchangeable refill feature which 

means substantial savings to the cus- 

tomer and repeat sales to the dealer 

—make the KOH-I-BALL a must on 

Ball Pon 

RETAIL 29¢ EACH 

every buyer's list. 

(Refills 15¢ Each) 

RETAIL 49¢ EACH (Refills 15¢ Each) 

The popular double-ended KOH-I-BALL, with Red and Blue points at 
opposite ends still only 49¢ each. 
Complete range of refills with color coded tips for quick identification includes: (1) Regular 
Writing (2) Fine Boll for Accounting (3) Blue-Black (4) Colors (5) Liquid Lead (6) Reproducing 

The Finest in Writing 

Instruments Since 1741 

KOH-1I-NOOR PENCIL CO.® BLOOMSBURY, NEW JERSEY 

PERE RN A AL A RR 
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Payroll Book 43 
Dome Publishing Co. is now 

publishing an improved Payroll 
Book designed for firms employ- 
ing 25 employees or less. 

The book contains many of the 
features of larger systems such as 
wide money columns, perforated 
weekly pages and a column for 
check numbers. It also contains a 
calendar of tax forms and the 

Dome Instant Tax Calculator for quick tax computation. 

Pen Series ae 
The Ferber Corp. recently announced 

its new “Neetline” series of pens. 
The pens are intended primarily for 

office and industrial use. The line 
contains both medium—fine points 
and extra-fine points in colored inks 
for regular writing and special pens 
for laundry marking and photo copy 
purposes. Suggested list—medium 
points 29 cents; extra fine, 35 cents 
each. 

Letter Opener 45 
Miniature replicas of U. S. 

military swords are being intro- 
duced as a new gift item by 
Leonard Embroidery Co. 

The swords can be used as let- 
ter openers, desk ornaments or 
serve as paper weights. The 
swords feature tempered steel 
blades with finishes of nickel 
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MOST UP-TO-DATE 

MORE THAN 100,000 ENTRIES 

(25% MORE THAN ANY DICTIONARY NEAR THE PRICE) 

896 pages ¢ Over 600 illustrations 

WEBSTER’S NEW WORLD DICTIONARY 
OF THE AMERICAN LANGUAGE 

CONCISE EDITION 

Write for liberal discount schedule 

THE WORLD PUBLISHING COMPANY « Cleveland 2, Ohio 
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CONCISE EDITION 

S WEBSTER’S| 

plating or gold. The overall length is 934 inches. The Navy 
model sells for $3.50, and the Army saber is $3. 

Birthday Card 46 
The newest mounting for a 

birthstone is a greeting card 
placed on the market by Hall- 
mark Cards. 

The new series of 12 “Gem 
of the Month” birthday cards 
features a birthstone for each 
month of the year. The simu- 
lated stone is about ring size 
and is realistic, according to 

It can be viewed on the face of the card as well 
The flower of the month is highlighted in 

the company. 
as on the inside 
addition to the birthstone. 

Posting Trays 47 
Liberty Office  Equip- 

ment, a division of Steck 
Co., is an exclusive distri- 
butor for Pesto Tray and 
PostMaster accounting equip- 
ment. 

The English made equip- 
ment is adjustable to accom- 
modate ledger sheet sizes from 
6 by 9 inches to 12 by 12 inches, using only two models. 
The Postmaster trays are a bucket style using patented features 
to lock the front and back plates together. They are designed 
for large machine accounting forms such as payroll summaries 
and distribution journals. 

List Finder 48 
A new telephone list finder, col- 

or styled to match new telephone 
colors, has been introduced by the 
Bates Manufacturing Co. 

The Director has been color-styl- 
ed to match eight new telephone 
colors and has a new cover design 
which the manufacturer believes 
will make the item a conversation 
piece. Extra wide cards allow for 
more than 1,300 names and tele- 
phone numbers. It retails at $3.95. 

Book Mark 
A novel, new book mark, desig- 

nated as ‘“Easy-Mark’”’, is now being 
offered by Greider Manufacturing 
Co. 

The mark clips firmly to the 
cover of the book where it remains. 
Tasseled silk cords in four colors 
are placed between the pages. The 
marks are packaged in sets of 
four priced at $1 per package, ship- 
ped postage paid from the company. 

Pen And Pencil Set 50 
The Venus Pen & Pencil Corp. 

has added a new pen and pencil 
set in modern “‘crystal clear” 
gift box to retail for $1.98. 

The sets are available in five 
distinctively matched sets and in 
addition to the gift boxes come 
with colorful sales stimulating 

arranged to carry one style. 
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Religious Cards 51 
Ten new greeting cards 

have geen added to the Rust 
Craft line of all-occasion re- 
ligious cards. 

The cards, which feature 
plastic statuettes and medals 
are individually boxed and 
retail for 75 cents. The new 
cards include three for birth- 
days, first holy communion, soil 
congratulatory for birth, prayer for feast day, 
prayer and good health. 

it 

happy occasion 

Safety Cutter 52 
. A new cutting instrument 

’ with a built-in safety, the Slide- 
N-Cut Safety Cutter, has been in- 
troduced by Safety Cutter Sales 
Co. 

The Slide-N-Cut will take 18 
inch paper, cardboard, plastic 
sheets, light leather or carbon 
paper. Up to 16 sheets or more 
may be inserted under the pro- 

gressive clamp which holds the material, without fanning, 
for accurate cutting. The device has a replaceable blade in the 
cutting head with four edges and is built with a protractor 
for cutting angles. The list price is $22.50 

Fine-Line Pen 53 
All-Rite Pen Inc. is now marketing a 

new 69 cent retractable bali pen with 
an extra-fine-line point. 

The new pen is the highest priced 
in the  All-Rite line and is 
designed for use by accountants, book- 
keepers, technicians, salesmen and 
others who prefer a finer point. The 
ball pen features a retractor mechan- 
ism and is available in a variety of 
of colors. 

Store Fixture 54 

A new store fixture, the Flexor- 
ama 600, has been announced by 
Streater Industries, Inc. 

In this series the company offers 
a complete choice of 
metal. The wall case features three- 
foot, perforated shelves for instant 
binning and a variety of shelf 
arrangements. The ticket molding 
takes 7% inch or 1 \4 inch tickets 

and more than 15 combinations of color and design are avail- 
able for the cornices. 

wood or 

Memo Book 55 
The appeal of bright Donegal 

Tweeds has been used in a group of 
desk accessories introduced by Station- 
ers Specialty Corp. 

The latest addition is a combination 
phone, address and memo book. The 
front and back covers are bound with 
a Donegal Tweed vinyl which the 
company says is washable, scuff-proof 
and scratch-proof. The book contains 
a perforated memo pad and has an 
acetate flip index for name, address 
and phone number. It is priced at 
$1.25, wholesale. 
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Captain’s Chair 56 
A new version of the increasingly 

popular Captain's chair has been an- 
nounced by Shelby Williams 

The No. 3800 can be covered with 
virtually any material and can be sup- 
plied with lustrous, harmonizing or 
contrasting finishes, according 
to the manufacturer. Foam padded 
seat and back add luxurious comfort. 

wood 

FAST DELIVERY... 

to anyone shopping in that neighborhood. 
He now buys jointly with another neighborhood store 

and trades merchandise with it. 
Allapattah Stationers gets about half of its sales 

volume from walk-in trade and the other half from orders 

procured by salesmen. It carries about 600 charge ac- 
counts, Mr. Weaver says. 

With his recent expansion of floor space, he was able 
to add desks and filing cabinets to his display stock, items 
which, before, he could sell only by catalog. 

Mr. Weaver got into the stationery field because of his 
World War II experience. A rifleman with Gen. George 
Patton’s Army in France, he was wounded just before 
Patton broke through the German defenses to race across 
France. This “‘banging-up’’ made it necessary for him to 

give up his civilian job as a driver-salesman for a soft 
drink company. 

He stayed with the bottling firm at a desk job for 
several years after the war while Edythe Weaver, his wife, 
ran the little gift shop they had started, offering social sta- 
tionery and gift items. The Weavers realized eventually 
that the gift business was not going to produce the volume 
they sought, and they decided to go into commercial sta- 
tionery. After a period when they found it difficult to ob- 
tain enough merchandise to sell, the store began to grow. 
As it developed, the sons came in to take over part of the 
load, and today it is almost entirely a family operation. 

‘Whatever success we have had is due to Our Part- 
ner, with whom we have consulted by prayer before 

making any important decision,’ says Mrs. Weaver. 

(Continued from page 17) 

TA OFFICE. KNIFE 

#119 
$1.00 

Also penholders, lead holders, 
carton openers, marking pencils. At pro- 

gressive dealers everywhere. Write today for 
free illustrated catalog! 

GRIFFIN MANUFACTURING CO. 
193 LYNDHURST ST. ROCHESTER, NEW YORK 

- - = for more details circle 139 on last page 
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Waste Basket 57 
Columbus Plastic Products has avail- 

able its new Lustro-Ware polyethylene 
Waste Basket designed for use at home, 
office or institution. 

The basket is 16 4 inches high and 
occupies a 11 by 14 inch space. It is 
molded in one piece and the company 
claims the basket can’t dent or chip. It 
can be kept clean by wiping with a damp 
cloth. It is available in office and decor- 
ator colors, labeled, and priced to retail 

at $3.49. A model featuring a basketweave cover retails at $5.95. 

Glitter Display 58 
A self service Glitter Display has 

been announced by Wilhold Products 
Co. 

The package which contains eight 
brilliant colors of glitters, non-tarn- 
ishing gold and silver stars, multi- 
colored squares and white glo-beads is 
decorated with an attractive ballerina. 
The packages sell for 10 cents each. 

WP21G0E10 

Scaling Rule 59 
A new three-way rule which 

speeds up and simplifies scaling, 
measuring and converting for 
advertising production and oth- 
er graphic arts has been an- 
nounced by Scalerule. 

The 12-inch plastic slide rule 
will scale up to 30 inches and 
180 picas. The back features a 
straight ruler for measuring 

agate lines and picas, with a hairline slide permitting the user 
to read either figure directly in inches. The list price is $2.75. 

Memo Pad 60 
The Mayer Manufacturing . 

Corp. has introduced its new 
colored Mayco Rollmaster memo 
pads. 

The pads are available in 
six telephone-matched colors and 
adding machine paper which is 
easily replaced. They are of 
metal construction, have four vidilier feet to prevent surface 
marring and have a storage compartment for pencils, paper 
clips and stamps. Retail price is $2.90—slightly higher west 
of the Rockies. 

Posture Chair 61 
A secretarial posture chair is the new- 

est addition to the line of office chairs 
produced by Stylex Seating Co. 

The foam-padded back rest has a three- 
way adjustment to put support where it 
is needed. It can be moved up or down, 
forward or back and tilted. A hand-wheel 
adjusts the height of the seat which is 
padded with 2-inch thick bonded foam 
latex. A choice of nine colors is offered, 
and the chair lists at $31.95. 

4b 

Travelers Notes 

News From The Friendly Fifth 

PAT PATTERSON, Correspondent 

This correspondent returned from the wars at the 
Conrad Hilton and wonders if he will ever be the same. 
The convention gets bigger and better every year. 

The Cleveland Chapter, Fifth District Travelers Club, 
held their annual family picnic at the country home of 
those very gracious hosts, Mr. and Mrs. C. W. (Jack) 
Clark, W. A. Sheaffer Pen Co., in Olmsted Falls, Ohio. 
Eighteen families, with some 40 children accounted for, 
had a grand time. Eighteen fathers nursed aches and pains 
the next day due to the strenuous athletic activities set up 
by the kids. Bill Bardwell, Associated Stationers Supply 
Co., and J. Burrell Bateman, Joseph Dixon Crucible Co., 
did an excellent job in planning this shindig. 

Ira Schlesinger, manager of the wholesale division of 
Mutual Papers, Inc., Detroit, recently spent two weeks in 
the hospital with sacroiliac trouble and is now back on 
the job. 

Doris and Lloyd Landenberger, Richard Best Pencil 
Co., are now settled in their new home in a suburb of 
Columbus, Ohio. Lee, their new son, will have plenty of 
Space to grow up and let off steam. Lloyd, as you know, is 
president of the Fifth District Travelers Club. 

We are all happy to see Mike Aylwin, F. S. Webster 
Co., back to business as usual, although on a limited basis. 
His son, Pat, has been discharged from the army after a 
year in Alaska and has returned to Dartmouth. 

Herb Manring, Manring Office Supplies, Hamilton, 
Ohio, announces that he is expanding his operation. The 
firm now has an office planning division complete with 
interior decorator service. 

Herb Buhler, Gregory & Leonard Office Equipment 
Co., Inc., Detroit, is back on his feet after a serious bout 
with pneumonia. He was hospitalized for 10 days. 

Bert McLean, Wilson-Jones Co., has relocated from 
Indianapolis to Cincinnati, and now resides at 6314 Girard 
Ave., Cincinnati. 

Scott Summerville, Summerville’s Akron, Ohio, came 
to the convention fresh from hunting elk in Montana. 
Scott is a dead shot and got a bull elk and a deer. There'll 
be good eatin’ at the Summerville’s for some time to 
come. 

We are all sorry to hear that Cal Long, Cal Long & 
Associates, wound up in the hospital again. We were un- 
able to get details and hope Cal is up and around again 
when you read this. 

Vince Samuels, long time buyer at City Office and 
Art Co., Youngstown, Ohio, is moving to Cincinnati to 
take over as manager of the Gibson Perin Co. of that city. 

Our best wishes for a speedy recovery to Ray Collins 
of Business Equipment Co., Zanesville, Ohio, who re- 
cently suffered a heart attack. . . . Nelson Cady, manu- 
facturers representative, has been ill for several months, 
and we were glad to see him at the convention. . . . Joe 
Stuckart, Carter's Ink Co., is now back at the salt mines 
after a session at Harper Hospital in Detroit. 
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Sir Stork Does It Twice: Business Equipment Co., 
Zanesville, is busy as a bee-hive these days. Both Charlie 
Woods and Dick Spring became new poppas. Congratula- 
tions! 

Walter Schoettle, sales manager at Gregory, Mayer & 
Thom Co., Detroit, and associated with the firm for almost 
50 years, retired on September 1. Waltér will now do some 
traveling and polish up his golf game. 

We can now start aiming for the convention of the 
Friendly Fifth at Greenbrier, White Sulphur Springs, W. 
Va., March 20-22, 1958. Governor Hanly Morgan prom- 
ises something entirely different in the way of planning 
this one, It promises to be an affair you will never forget. 

Notes To You From Lucky Seven 

CHARLIE CORDRAY — Correspondent 

Wow! The NSOEA convention seems to be getting 
bigger and bigger each year. If one only had time to 
really talk with all of his friends individually, he would 
enjoy it a lot more. Everyone had something to take 
home — the educational meetings, the mind-picture of 

all the new equipment and the good feeling that comes 
from saying hello to all your old friends. 

This district, Lucky 7, put on quite a display of 
Mexican garb with placards and all which publicized the 
coming regional convention to be held in Minneapolis 

next June. 
Our old friend, Roscoe Benge, resigned from the 

Coco Manufacturing Corp. and is now becoming a dealer 
in Dallas, Texas. Herb Walsh resigned from Ace Fastener 
and is now a manufacturer's representative covering the 
Middle West. We wish both of these boys lots of success. 

Carl Weaver, dealer in Sheboygan, has become the 

proud papa of a new baby girl. Congratulations! 
Mr. Schwartz of Schwartz’ Office Supply is still con- 

valescing. He can’t get out of bed as yet. Stop in and say 

hello to him. He would enjoy your visit. 
Here’s a shocker. Jack Gunthram, well known to all 

of you in these parts, is leaving January 1 for San Fran- 

cisco. This is a promotion and Jack is being transferred 
by the Eaton Paper Co. Jack Says, “No more traveling — 
home every night.” We'll all miss you, Jack. Let us know 
your address, and if we can’t pay you a visit we will drop 
you a note now and then. 

Mr. Shepherd of Midwest-Beach Co, in Sioux Falls, 

S. D., just completed building his new home. 
Oh yes, Earl Collins was elected vice president of the 

Field Division of NSOEA. 
The Knight Printing Co. in Fargo, N. D., has taken 

over the space that was formerly Richtmans. Richtmans 
moved to new quarters. 

Sorry to hear that the father-in-law of Marvin Staupe 

of Suburban Stationers in Richfield passed away. 
Glad to hear that Merrill Hasty is doing fine after his 

thorough check-up. 
J. N. Christianson of Quality Park Envelope Co. has 

been promoted to general sales manager. 
Don’t forget that this column depends upon its 

friends. I need all the news that I can get — scuttlebutt or 

what have you. 
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Memory Books for Every Occasion 

J BIBLES J SHOWER BOOKS 
/ WEDDING BOOKS J PHOTOGRAPH ALBUMS 
/ ANNIVERSARY BOOKS / SCHOOL MEMORY BOOKS 
/ MUSICAL MEMORY BOOKS / SNAPSHOT BOOKS 
/ BABY BOOKS J CHURCH RECORDS 
/ GIFT LOGS J BABY GIFT, SHOWER 
J GUEST LOGS 
J TEEN-AGE BOOKS 

COL Gibran coun 

PUBLISHERS NORWALK, CONNECTICUT 
New York Showroom: 225 Fifth Avenue 

- = = for more details circle 113 on last page 

AND BIRTHDAY CARDS 
/ JEWELED BOOKS 

BEST-TEST is nationally advertised 
and nationally used for every past- 
ing and mounting purpose — it 
makes pasting a pleasure! 
BEST-TEST is clean — speedily ap- 
plied — will not curl, shrink or 
wrinkle paper. Stocked by leading 
distributors everywhere. 

UNION 
RUBBER & 

TRENTON, PAPER CEMENT 
AND ACCESSORiEs 

A Real Adhes 
— => ive 

Popular-Priced 

*“Clean-U p” Gift! 

Weldon Roberts Jet Erasers. Sell as perfect gift 
match-mates to writing materials; with greet- 
ing cards, too, for correcting addressing 
mistakes. Attractive transparent plas- 
tic holder; red, gray or green 
quality rubber cores re- Za 
spectively erase pen- 
cil, ink and ball- 

Pocket Clip Style 
for General Use 

Whisk Brush Style 
point writing. for Typists 
ORDER TODAY! - 

WELDON ROBERTS 
oe Waldon Roses 

365 Sixth Ave., Gnanand 
Newark 7, N. J. 
World’s Foremost 
Eraser Specialists 

- - = for more details circle 

TESTRITE’S “SEERITE” magnifiers ° 
Cptesty ground and polished 

glass lenses. The unique green 
metal display stand makes 

sales easy. Each reader at- : 
tractively packaged in a (eae 

scarlet and grey box. 
No. 735/10 

GROUP 
CONTAINS 

Correct Mistakes in Any Language 

133 on last page 

2-41," Readers List 4. - 
TOTAL RESALE VALUE $29.00 

One $2.00 Display Stand Free with 
Each Assortment 

PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 

TESTRITE INSTRUMENT CO. 
135 Monroe St., Newark 5, N. J. 

- = = for more details circle 135 on last page 



RAIN or 

SHINE... 

Ste
 Ed-

U-C
ard

s 

Always i, 
Something | : 

NEW 

Children’s 

Educational Games 25c 

Ed-U-Cards Mfg. Corp. 

13-05 44th Ave., Long Island City 1, N. Y. 
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NOTICE! 

CONTRARY to the false rumors be- 
ing circulated by our competition, 
the new, high quality 

Howard Imprinter 

WILL CONTINUE TO 

BE MANUFACTURED 

AND SOLD BY 

Peter J. Hahn 

& Sons Co. 

4445 W. Belmont — Chicago 4, Ill. 

We are expanding our line of 
Howard Imprinters. 

WATCH FOR OUR SPECIAL 

ANNOUNCEMENT 

in the next issue. It will prove of ex- 
ceptional interest to everyone think- 
ing of purchasing Imprinting Equip- 
ment. Remember — the Howard Im- 
printer will do more for less money 
than any machine on the market today. 

DISPLAY 

DRAWS ATTENTION 

TO CHAIR PADS 

Even the sales of an item like chair pads can be stimulated through the use of an 
interesting display. The Denver Stationery Company has focused the customers’ 
attention on chair pads by constructing this novel display rack and using provocative 
signs to draw the customer to this area of the store. 

N° item in an office supply store 
is so commonplace that its 

sales cannot be increased through an 

interesting display. 
The Denver Stationery Company 

found that the construction of a 
custom built display fixture to fea- 
ture chair pads has proved this point 
by good turnover of this item. 

Built of blond hardwood to stand 
at waist level, the fixture consists 
of 12 angled slots which are re- 
cessed about 18 inches. Twelve 
typical chair pads are held neatly in 
place with approximately four inch- 
es of each pad exposed to view. 

The rack is located at a point near 
the sales counter at the right rear. 

Signs worded in question form 
create a reaction of curiosity in the 
customers. A typical sign asks, 
“How soft a chair pad do you like?” 
Another will read, “Are you really 
comfortable at your desk?” These 
often stimulate the store shopper to 
walk over and feel the texture and 
comfort of the wide variety of chair 
pads shown. 

46 

Not infrequently, according to 
Don Pechman of the firm, women 
who have to suffer their husband's 
complaints of chair fatigue after a 
day at the office are moved to buy a 
foam rubber or spring-filled pad as a 
surprise gift. 

Another result from the use of 
this display fixture was the elevation 
of chair pad sales into better price 
brackets. Almost immediately, at- 
tention was drawn to the chair 
cushions, so that the store could 
cut its inventory to the better qual- 
ity, higher price models, with a 
good degree of turnover. Since 

then, the wide variety of foam 
rubber, latex, air-filled, spring-fill- 
ed and straw-filled pads, which 
are shown in a large choice of 
colors, have impressed the average 
customer and as a result, increased 
sales. 

Pechman concluded that making 
the chair pad display attractive and 
interesting meant the difference be- 
tween average sales and a highly 
profitable, rapid turnover. 
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B’ the time the Wholesale Sta- 
tioners Association convention is 

held next spring (March 2-5, 
1958), more than 1500 leading ser- 
vice wholesalers and manufacturers of 
stationers’ products will have met in 
at least 20 separate one-day sessions 
throughout the United States and 
Canada. Common industry problems 
will have been discussed and a frame- 

work for a realistic and meaningful 
program for the 42nd annual con- 
vention developed. 

The theme of this convention will 
be “SALUTING SERVICE WHOLE- 
SALERS TODAY, BUILDING FOR 
TOMORROW.” Service wholesalers, 
as far from New York as Vancouver, 
B. C., have reported that they are 
planning to bring their management 
personnel, sales managers and some 
of their salesmen to the convention. 
These wholesalers realize that the 
agenda of this next convention will 
carry practical discussions and per- 
sonal demonstrations to help them 

solve today’s problems and tomorrow's 
challenges. 

Eight. “roundtable problem solving 
conferences” have already been an- 
nounced as part of the agenda. Every- 
one at the roundtables will get a 
chance to offer case histories and prob- 
lems relating to the particular theme 
of that roundtable. The eight an- 
nounced themes are: 

1) Achieving more product know- 

ledge for wholesalers’ salesmen 
(Use of sales meetings; trade 
shows; value of printed mater- 
ials; presentation of case his- 

tories). 
2) Service wholesalers developing 

effective promotional programs 
for specific products (Ideas on 
planned promotion; better use 
of catalogs and sales aids; use 
of sales specialists; presentation 
of case histories). 
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AS I SEE IT 

Sy Donald Frey 

Improving packing and _pack- 
aging in  stationers products’ 
industry (Developing a set of 
ground rules for manufacturers; 
better labeling; decimal pack- 
ing; proper number of units 
per carton; presentation of case 
histories ). 
Developing operating cost 
guides for service wholesalers 
(Practical types of cost survey 
forms; cost of filling small or- 
ders; carrying duplicating lines; 
presentation of case histories). 
Developing marketing guides 
for service wholesalers (Practi- 
cal types of market statistic 
survey forms; better use of 
government statistics and ser- 
vices; presentation of case his- 

tories ). 
Educating dealers to buy from 
service wholesalers (Role of 
wholesalers’ salesmen in ex- 
plaining fast turnover; offering 
inventory control services; pro- 
viding basic stock lists for each 
department of dealers’ stores; 
presentation of case histories). 
How to achieve better working 
relationship between manufac- 
turers and wholesalers (Closer 
relations including product 
counseling between sales forces; 
education on the money saved 
by manufacturers through 
wholesalers’ services; need of 
measuring the effectiveness of 
a wholesaler’s sales coverage, 
including use of sales aids; how 
can confidence in a manufac- 
turer's product and enthusiasm 
for it be developed with whole- 

salers’ salesmen ?). 
How to increase effectiveness 

of merchandising program of 
service wholesalers (Are any 
cooperative industry-wide pro- 
motion programs feasible? Can 

a practical training program for 
wholesalers’ salesmen be offer- 

ed? How can competent sales 
personnel be attracted to indus- 
try? Selling services and quality 
instead of price. How can cost 
and market guides be de- 
veloped ?). 

Each of the one-day merchandising 
conferences between manufacturers 
and wholesalers held this year — in 
Boston, Montreal, Chicago, Denver, 
San Francisco, Vancouver — contain- 
ed many thought-provoking addresses 
on how wholesalers’ salesmen can 
better serve the dealer. The WSA 
Southwest Merchandising Conference 
held at Fort Worth on September 23 
was no exception. As an example, fol- 
lowing are extracts of an address by 
Mr. Hal Smith, sales manager of 
Rippl-Tie Products Co. (gift wrap- 
ping): 

“If you can prove to your customer 
that the only items you are offering 
to him are the very best he will 
automatically come to depend upon you 
for your good judgment and your good 
services . . . After you have selected 
the best lines you should stock those 
lines completely and well. . . 

“I believe that every salesman 
covering a territory should be a 
specialist. A specialist in a line which 
will get for him the reputation of 

knowing just what he is talking about. 
Actually, people buy on a direct basis 
because they feel the direct men know 
more and consequently they trust their 
judgment. However, if you get the 
reputation of being a specialist in a 
certain field, within the limits of 
your own organization's capacity, you 
will do much to help yourself and 
your company continue selling re- 
tailers rather than having them go 
direct.” 
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Nov. 28+Dec. 25 — Worldwide Bible 
Reading Month. 

Dec. 18 — Channukah — Jewish Feast of 
Lights. 

Dec. 25 — Christmas Day. 

1958 
Jan. 18-19 — NOMDA Midwinter 

Board of Directors meeting, Roney 
Plaza hotel, Miami Beach, Fla. 

Jan. 19-24 — California Gift Show, 
Ambassador and Biltmore Hotels, Merch- 
andise Mart, Los Angeles. 

Jan. 26-29 — Washington Gift Show, 
Hotel Willard, Washington, D. C. 

Feb. 2-13 — Chicago Gift Show, La- 
Salle Hotel and Palmer House, Chicago. 

Feb. 2-5 — 36th annual China, Glass, 
Gift, Jewelry, Toy, Stationery and House- 
wares Show, Civic Auditorium, Sheraton- 
Palace, St. Francis and Sir Francis 
Drake hotels and the Western Merchan- 
dise Mart, San Francisco. 

Feb. 9-12 — Portland Gift Show, Port- 
land Public Auditorium, Benson and 
Plaza hotels, Portland, Oregon. 

CLASSIFIED ADVERTISEMENTS 
Deadline for classified advertisements is the —— a of - 2nd month 

preceding the month in which the magazine is issued. TES: 
Minimum Order: $4.50. Names and address are to be i in the count. 
Initials or sets of figures are to be counted as one word. 

20c a word. 

HELP WANTED 

Midwest, Southwest and West Coast man- 
ufacturer’s representatives for well estab- 
lished firm making t quality line of 
Gift and Stationery leather goods. Backed 
by New York Showroom. Fully protected 
territories. Mention lines now carried and 
length of experience in first letter. Lib- 
eral commission. Box 146, Modern Sta- 
tioner and Office Equipment Dealer, 405 
— Superior Street, Duluth 2, sane. 
so t 

LARGE MANUFACTURER OF 
GREETING CARDS 

For All § and Oc 
Wants — hard hitting representatives to 
cover the entire Southern States and 
West Coast Territory. Should be familiar 
with wholesale notion, drug, omoney 
and eo ecard jobbers. Box 
Modern Stationer and Office Ph. 
Dealer, 405 East Superior Street, Duluth 
2, Minnesota. 12-57 

WANTED 
FIELD BRPRESENTATIVES TO COVER 
SOUTHERN STATES, OCKY MT. 
AREA, NEW ENGLAND RATES, and 
MID-WEST area. Commission basis, fine 
dictating machine line. Give full details 
i B as - covered, number of trips 

, lines now handled. Present es- 
dabli: ed business goes with territory. 
Box 162, Modern Stationer and Office 
Equipm ent Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 12-57 

“WANTED” 

MANUFACTURERS’ SALES AGENTS 
Now calling on the School Municipal, 
and Stationery Trade to be exclusive 
sales representatives for volume na- 
tionally advertised line of low priced 
ball point pens. Send full details 
about yourself in first letter. 

TOP COMMISSION PAID 
THE ELGIN PEN COMPANY 

212 Mission Street, San Francisco, 
Calif., EXbrook 2-5288 

ee 2 Agents selling imported paper 
er from New York stock want 
acific Coast representation. Man or 

firm wanted with established following 
stationery departments, social stationers. 
gift shops, having adequate space avail- 
able at various gift shows. Box 166, 
Modern Stationer and Office Equipment 
Dealer, 405 East Superior Street, Duluth 
2, Minnesota. 12-57 

looking forward to seeing you. 

THE BIG FAIR OF 1958 

National Stationery & Book Trades Fair 

ROYAL HORTICULTURAL HALLS 

LONDON 

February 10-14 Inclusive 

This great Trade Fair, organized by the leading British trade journal, 
NATIONAL NEWSAGENT BOOKSELLER STATIONER, 
of its kind always held in the heart of LONDON. All prominent Stationery 
firms and Book publishers will be exhibiting. 

A big welcome is cordially extended to overseas buyers and we are 

Illustrated brochures and complimentary tickets from: British Trade 
Promotion Centre, 677 Fifth Avenue, New York 22, or from the National 
Newsagent, 149 Fleet Street, London, E. C. 4, England. 

is the only one 

- = - for more details circle 128 on last page 

MODERN STATIONER, DECEMBER, 

Feb. 14-16 — Texas OMDA annual meet- 
ing, San Antonio, Texas. 

Feb. 16-18 — St. Louis Gift Show, Stat- 
ler hotel, St. Louis, Mo. 

Feb. 16-19 — Seattle Gift Show, Civic 
Auditorium, Olympic and New Wash- 
ington hotels and the Terminal Sales 
building, Seattle, Wash. 

Feb. 16-19 — ‘Cotton 
Jewelry & Stationery 
Hotel, Memphis. 

States” Gift, 
Show, Peabody 

Feb. 23-25 — Omaha-Midwest Gift Show, 
Paxton hotel, Omaha, Neb. 

Feb. 23-28 — New York Gift Show, 
Hotel New Yorker and Trade Show 
Building, New York City. 

March 2-5 — Wholesale Stationers’ Assn. 
convention and trade show, Hotel New 
Yorker and N. Y. Trade Show Building, 
New York City. 

1958 is just around the corner. One of 
America’s oldest and largest manufac- 
turers of quality writing instruments 
and combination sets offering a big line 
of novelties, gift packs etc. for the de- 
partment store, commercial §stationer, 
stationery store and gift shops. There is 
over a quarter of a million dollars now 
in this field. Some territories open, New 
England and parts of the mid-west. Fully 
protected te~ritory. Kindly write exact 
territories covered and lines interested 
in. Box 165, Modern Stationer and Office 
pomement Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 12-57 

REPEAT SIDELINE 
NATIONALLY ADVERTISED, NON- 
CONFLICTING SIDELINE TO MEN NOW 
COVERING TATIONERS, SUPER 
MARKETS OR PAPER & TWINE JOB- 
BERS. LIGHTWEIGHT RUBBER PROD- 
UCT ON GENEROUS COMMISSION 
BASIS. WRITE LINES CARRIED, TER- 
RITORY, ETC. Box 160, Modern Sta- 
tioner and Office Equipment Dealer, 405 
= Superior Street, Duluth 2, Minne- 

12-57 

LINES WANTED 

Salesman — with top following book, 
card, gift, stationery and department 
stores seeks excellent everyday and 
Christmas Studio line for New York 
City, Westchester, Long Island per 
January. Box 168, Modern Stationer and 
Office Equipment Dealer, 405 East 
Superior treet, Duluth 2, Minnesota. 

Mr. Manufacturer! West Coast sales 
agency wants goods for stationery job- 

Ts and department stores. Box 163, 
Modern Stationer and Office Equipment 
Dealer, 405 East Superior Street, — 
2, Minnesota. -57 

Experienced Sales-couple covering Dept.- 
better Gift and Stationery Stores in 
New York State, New Jersey, Delaware, 
Maryland, D.C. ‘and Virginia is looking 
for Studio-cards of merit or Papergoods 
line. Box 167, Modern Stationer and 
Office E uipment Dealer, 405 East 
Superior Street, Duluth 2, oY 

Manufacturers Representative with ex- 
cellent connections covering stationery 
and department store trade on Pacific 
Coast would like additional line. Box 169, 
Modern Stationer and Office Equi ment 
Dealer, 405 East Superior Street, luth 
2, Minnesota. 12-57 
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Note: Inquiries for items not serviced beyond March 15, 1958. 

Civic 
W ash- 
Sales 124 Little, cm F., Mgmt. Combined - 132 Plymouth Rubber Co., Inc., — Rubber 

DVERTISED PRODUCTS SS. eae Stee: 

Gift. 101 Add Sales Co. — Store fixtures — page 125 Melind, Lovis, Co. — Marking devices 133 Roberts, Weldon, Rubber Co. — Erasers 

sabody 32. — page 40. — page 45. 

02 Anco Wood Specialties, Inc. — Steel 126 Midwestern Mfg. Corp. — Fire proof 134 Rowles, E. W. A., Co. — School class- 
: drafting tables — page 30. record file — page 14. room equipment — page 40. 

Show, Angler's Co. — Brief case, portfolio — 127 Modern Specialties Co. — Carton cutter, 135 Testrite Instrument Co. — Magnifiers — 
page 14. string cutter — page 6. page 45 

Show, Badger, Inc. — Office chair — page 11. 128 National Stationery & Book Trades Fair 136 Union Rubber & Asbestos Co. — Paper 
Show RI at oe: — Trade Fair — page 48. cement — page 45. 

page 34, 129 Warshaw Mfg. Co., Inc. — File folders 137 World Publishing Co. — Dictionary — 
— page 6. page 42. Assn. Bulman Corp., The — Store fixtures — 

New page 11. 130 Oxford Filing Supply Co. — Filing equip- 138 Write, inc. — Carbons, ribbons — page 

ilding, Burroughs Corp. — Office machines, ae <= Gye S w 
carbons, ribbons — 2nd cover. 131 Paper Art a inc. — Paper tableware 139 Griffin Mfg. Co. — Office knife — 

C-Thru Ruler Co. — Rulers, triangles, — page 3 page 43. 

etc. — page 39. 
me at D9 Craftint Mfg., Inc. — Self-service fixe | meee eee nnn enn ene en nn nnn nnn nn ne ee nnn nnn nen nnn eee enn 
ments ture — 3rd cover. ; 
s ume 12.57 le de- NO Dome Publishing Co., Inc. — Bookkeep- | 
oner —_— 

i ere is | “0 teeerd <= page 12 : MODERN STATIONER Nome Position 
, Nt Ed-U-Cards Mfg. Corp. — Games — ; 
Fully page 46. : Tell-Me-More Dept. Business Name 
exact i2 Evreka Specialty Printing Co. — Mailing | ted 
Office labels — page 13. ; Please print or Street 
perior 

ad = t 12-57 3 Gm, — and Co. — Memory books type tafernation City State Sone 

! NON- 4 Globe-Wernicke Co., The — Aluminum 1 New Products: 1 2 3 4 S 6 7 8 9 10 
Now | “hairs — 4th cover. : " 12 13 14 15 16 17 18 19 20 21 22 
SUPER hi5 Guide a & Supply Co. — Guides 1 23 at 25 26 27 28 29 30 31 32 33 34 
OB | — page 6. ' 35 3% 37 38 39 40 4) 42 43 44 45 46 

7 4 49 50 1 4 56 57 58 
ST, [16 H-O-N Co., The — Transfer files — ! ee aaa ee - 
L = page 27. ! 
Minne. {17 Heines Publishing Co., Inc. — New game } Yours for the Asking: A B C D E F G 
12-57 | —.page 4. / Advertised Products: 101 102 103 104 105 106 107 108 
= 18 Higgins Ink Co., Inc. — Waterproof inks ! 109 110 111 112 113 114 115 116 117 118 

— page 37. : 119 120 121 122 123 124 125 126 127 128 
129 130 131 1 1 1 T 1 137 138 

uuu: |'9 Howard Stamping Machine oo m- | 139 ‘ - ” ” - x 
aia printing machine — page 46 1 
tment 20 Hunt, C. Howard, Pen Co. — Pencil ; Note: Inquiries for items not serviced beyond March 15, 1958. d ’ . ° 
York sharpeners — page 35. : 

cand Obie Diet Ge, oe AD B80 <0 1 napiemninnenccrtenininisidvannntemuniveinsiotianninds nhinsociiionieinennicenesignissennmdiman 
East page 41. 1 1esota I 12-57 Kol, Inc. — Office stands — page 34. 12-57 

R3 Lindy Pen Co., Inc. — Auditor's pen — ! : 
sales | gage Se | MODERN STATIONER Nome Position 

y job- 1 
H Tell-Me-More Dept. Business Name 
! 
: Please print or Street 
! 

type information City State Zone 

New Products: 1 2 3 4 5 6 7 8 9 10 
t W 12 13 14 15 16 17 18 19 20 21 22 
: 23 24 25 26 27 28 29 30 31 32 33 34 
t 35 36 37 38 39 40 41 42 43 44 45 46 
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i 59 60 61 
! 
: Yours for the Asking: A B Cc D E F G 

' Advertised Products: 101 102 103 104 105 106 107 108 
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11 Map Series 

Type Cleaner 

Modern Chairs 

Pen Sets 

Stamp Pad 

Visor Carryall 

Book Holder 

Foot Controlied Microphone 

Portable File 

Display Units 
Foot Support 
Traveling Case 
Office Partitions 
Display Rack 

BUSINESS REPLY CARD 
FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L_GR., 

TELL-ME-MORE DEPT. 

MODERN STATIONER 

405 EAST SUPERIOR STREET 

DULUTH 2, MINNESOTA 

Postage 
Will be Paid 

by 
Addressee 

BUSINESS REPLY CARD 
FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.GR., 

TELL-ME-MORE DEPT. 

MODERN STATIONER 

405 EAST SUPERIOR STREET 

DULUTH 2, MINNESOTA 

DULUTH. MINN. 

28 

31 

Saks 
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Chalkboard 
Erasing Shields 
Credit System 
Bulletin Board 
Copy Paper 
Desk Set 
Novelty Cards 
Wrapping Tissue 
New Dictionary 
New Ballpoint 
Rotary index File 
Drawer Files 
Office Partitions 
Tax Calculator 
Paper Cutter 
New Typewriter 
Payroll Book 
Pen Series 
letter Opener 
Birthday Card 
Posting Trays 
List Finder 
Book Mark 
Pen and Pencil Set 
Religious Cards 
Safety Cutter 
Fine-Line Pen 
Store Fixture 
Memo Book 
Captain's Chair 
Waste Basket 
Glitter Display 
Scaling Rule 
Memo Pad 
Posture Chair 

YOURS 

FOR THE ASKING 

Equipment Selling Aid 
Contemporary Furniture 
Cash Sales ideas 
Conversion Factors Chart 
Carbon-Ribbon Guide 
Typing Fundamentals Film 
Binders, Albums and Protectors 
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Craftint’s 

SENSATIONAL SELF-SERVE ART BUFFET WILL 

CREATE EXTRA PROFITS in ‘58 

Wh Sé ee deccccecl 

—— 
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CRAFTINT’S SELF-SERVE ART BUFFET 
affords you an easy, profitable, economical 

way to break into the huge, rapidly growing art 

materials market! This modern, efficient 

merchandising method assures you BIG volume 

ond HIGH profits ot the lowest possible cost. 

For only $335.00 net, you get a complete, well 

balanced assortment of the highest quality art 

materials — nationally famous items that 

ore proven best sellers. YOUR PROFIT: 

$190.13 Each deal also includes a 

beautiful self-service display unit worth 

$150.00. Your cost: $50.00. In addition, 

a complete supply of pass-out literature, 

color charts ond sales aids is provided FREE. 

Lee ase eeeeeeeseeecee 

IN THREE FEET 

OF FLOOR SPACE 

-++..PUTS YOU 

IN THE ARTISTS’ MATERIALS BUSI- 

NESS OVERNIGHT.....WITH 30 

CUBIC FEET OF HIGH-POWERED 

SELLING AREA! 

A complete self-serve Art 

Supply department featuring 

world-famous CRAFTINT-DEVOE 

ARTISTS’ MATERIALS! 

@ Complete Oil Color 
Outfits, Tube Refills 
and Artists’ Mediums 

@ Water Color Sets 

@ Finger Paint Kits 

@ Show Card Colors 

@ Assorted Brushes 

@ School Drawing Supplies 

@ Black and Colored 
Drawing Inks 

@ Art Papers and Pads 

@ Canvas Panels 

@ Many More Art Supplies 

YES, send me complete information on Craftint’s 
money-making new Art Buffet. 

Company 

THE CRAFTINT MANUFACTURING CO. 
Main Office: 1615 Collamer Ave., Cleveland 10, Ohio 

NEW YORK * CLEVELAND « CHICAGO 

- - - for more details circle 109 on page 49 
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Tne Kee cuminum chairs by Globe-Wernicke 

put you on top of the world ! 

Fine Rest aluminum chairs send profits up . . . because 

they’re tops with so many fine features. Like No-Sag springs, 

foam-rubber cushioning, just-right height adjustments. 

What's more, G/W Fine Rest chairs give you an advantage 

with streamlined styling . . . plus the largest array of deco- 

rator colors in the industry! Yet—these “luxury class” chairs, 

made of long-life aluminum sell at moderate price. From 

office boy to president, there’s a Fine Rest chair to seat 

everyone . . . among the complete Globe-Wernicke line! Your 

copy of a beautifully illustrated brochure on Fine Rest 

chairs is available on request. 

If you are not a Globe-Wernicke franchised dealer, it will 

pay you (in terms of greater sales potential) to investigate 

Globe-Wernicke’s complete line of top-flight products—in- 

cluding office furniture, files, supplies, and filing systems. 

Why not write for full information today? 

GLOBE-WERNICKE 

CINCINNATI 12, OHIO 

remember ... success depends on the strength of your line 

Tine kei” 
-». America’s 
standard of 

business 
seating 
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