
AND OFFICE EQUIPMENT DEALER 

DAVIDSON 

ublecation 



EAGLE will boost your sales in '58 : 
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VERY SECOND WEEK IN TIME MAGAZINE, EAGLE will @ 
beam these compelling ads at your best customers—the . 
nation’s businessmen! MIRADO promises them a point that t Oo Oo _— 
stays sharp page after page-—and proves it in ad after ad! 
And VERITHIN will continue to be sold by the best-read 

il advertisi £ all time! with a supplementary campaign 
pencil advertising of all time! 

during the key buying 

seasons in ‘58! 

Order the complete EAGLE line— your customers will! 

EAGLE PENCIL COMPANY » NEW YORK + LONDON » TORONTO » MEXICO + SYDNEY » BOGOTA 
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SEEN BY OVER 221,103,018 READERS 

IN OVER 150 NEWSPAPERS 

| AND MAGAZINES... 

No Wonder 

MILE-O-GRAPH 

_ 

Mis ‘GRAPH 
MILEAGE 

oan, 

¢ > turn knob 
to set scale 

Read exact 
~<- mileage indicated 

by pointer 

° CeetiousrrsTiver Measure mileage 
by running wheel 

< along route 

Retails at 

$495 

THE ONLY PRODUCT 7 27° 19*° 

| OF THIS TYPE IN THE WORLD! 

Self-demonstrating, patented MILE-O-GRAPH 

measures distances precisely, without figuring, on 

any s i tid scaled road pete oe or air chart. So easy, If Nautical MILeE-O-GraPHs not desired check here [J 
your customers can pick it up and see for them- = Enclosed find cueck [) Money onver D for $ 
selves. Stock Mile-O-Graph NOW .. . join the 

MILE-O-GRAPH Inc., Dept. MS-3, 117 Liberty St., N. Y. 6, N. Y. 

Please ship freight postpaid...............sets @ $27.50 ea. 

growing list of Dealers who are continually send- ©“) °° rrr - 
n ing repeat orders. ; FIRM... : . csttnitije snistbbnlinsiiagctonshestsamntuttsaemciameiaa aa 

i ADORESS . acon annie , ‘ ecvceseseises SOME sine 
ORDER NOW! Meet the Demand! eae 

USE ONVENIENT COUPON for fast action ; If credit is desired, state references and credit rating. 
i! : Please make checks or money orders payable to MILE-O-GRAPH, INC. 

4 a MILE-O-GRAPH Inc., Dept. MS-3, 117 Liberty St., N. Y. 6, N. Y. 
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ae Irresistible Books 

+] 
for Today s Young Mothers 

Cute and clever, a first person account of baby’s first years, printed : MA GIRL 
in full color with imaginative and appealing illustrations. Every : B432—Washable, simulated 
aspect of babyhood is depicted with space included for family tree, leather, pink, yellow. 
parties, likes and dislikes, medical record, favorite pets and more. B435—Silky rayon moire, 
24 pages of gray mounting paper for pictures and mementoes. Loose- __: pink, yellow. 
leaf tie binding. Available in washable simulated leather or rayon { I’M A BOY 
moire. 12% x 9% inches. $2.25 each net. :  B422—Washable, simulated 

leather, blue, yellow. 

Fine Albums since 1872 i B425-Silky rayon moire, 
: blue, yellow. 

A ° BY AND COMPANY 

PUBLISHERS NORWALK, CONNECTICUT 

New York Showroom: 225 Fifth Ave. 
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DEAR READER: 

Commercial stationery and office 

equipment may be the bread-and- 

butter big volume fields for most of 
you, but the number of related fields 
in which you operate is a never-end- 

ing source of wonder. 

Stationery no longer means only 
“boxed paper.’” A modern stationer 
is likely to be selling a number of 
things in addition to boxed paper — 
office furniture and equipment, of 
course, and also printing, art mater- 
ials, leather goods, blueprint serv- 
ice, gifts, cameras, books or even 

church pews. 

Because of this variety there is 

seldom a dull moment for us. We've 
been so busy expanding our coverage 
that we almost neglected to introduce 
Don Fischer, the new managing 
editor succeeding Bob Schrank. An- 
other change added Art Sipola, for- 
merly of the Duluth office, to our 
field staff. Art will work out of 
Chicago, covering the West and Mid- 
west, while Ben Marsh continues his 

travels out of our New York office. 

Two members of our staff will 
take part in the Wholesale Stationers 
Association (WSA)_ convention 
March 2-5. Harold Shively, our pub- 
lisher, will serve as a round table 
consultant, and Robert Shearman of 
our advertising staff is a member of 
the general convention committee. 

Speaking of wholesalers — one 
leading wholesaler’s view of the sta- 
tionery industry of special interest 
to dealers, appears on page 30 of 
this issue. It is the result of a staff 
interview with Harry Chandler of 
Boston, co-chairman of the WSA ed- 
ucation committee which will report 
at the March convention. 

Our opening feature this month 
on page 20 is a helpful account of 
how a sales manager finds and 
handles prospects. There is a lesson 
in it for all of us. We know that 
stationery and office furniture go 
together. This article describes how 
well they se// together when a sales 

manager makes the most of his store’s 

One-stop service. 

The Editors 
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Here's another big promotion of 

NORCROSS GREETING CARDS 

Another “something new from Norcross” 

in one complete selling unit. 

Here’s a wonderful attraction for shoppers, and you can count 

on it for profits. It’s the Norcross kitten promotion! 

These popular kitten cards are packed with sales appeal... 

designed to attract new greeting card buyers... ready to sell 

handsomely for you! Only from Norcross—of course! 

NEW - Exciting - Colorful 

Noveross Kittens 
The greeting cards that say the things you want fo say 

They're fun to feature . . . with so many appealing 

ways of saying ‘Happy Birthday,” ‘Get Well,” 

“Thinking of You”. . . lots of friendly wishes for 

every occasion. They’re well-known for “‘saying the 

things you want to say.’’ Just watch shoppers stop 

when they spot them! 

The whole promotion comes complete in one car- 

ton, with rack display cards, posters—all the point- 

of-sale material you need. 

Plan now to satisfy the big demand .. . be ready on 

March 10 when the LIFE magazine advertisement 

appears to offer your customers the newest and best! 

. Tie in now with this big promotion . . . identify your 

store as Norcross headquarters. 

That’s where women love to shop, because there's N © ae Cc — O Ss Ss 

always something new from Norcross. Order from your GREETING CARDS 

Norcross salesman right away! LOOK FOR THE NORCROSS 'N’ 

© NORCROSS. INC. 
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NORCROSS INC. 244 MADISON AVE. NEW YORK 



NEW VENUS PEN-SERVICE-BAF 

Nells America’s 3 Top *1 Pen Styles 

TO EARN YOU A 50.7% PROFIT 

‘ , 

| A \ im 
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VENUS aa * 

pick the pen style 
you tike the best 

NCE BAL 

+ GIANT* — 

-—— 

TIMES LONGER 
than ordinary stim refilis 

: ji f it (,; A y 

Exclusive “crystal clear” showcase invites customers to select...and buy! 

Here’s a brand-new customer-stopper from Venus that means extra profits, faster turnover for you. 

Compact, convenient, this striking counter unit lets your customers pick the Venus $1 pen style they 

like best: the Venus Longer Performance Ball Pen, the Venus Autograph “fully hooded” Fountain 

Pen, the Venus Replaceable Point Pen. Powerful national advertising spearheaded by compelling 

ads in The Saturday Evening Post send traffic your way. Be ready ... order the Venus Pen-Service- 

Bar (Deal 2160 AD) from your jobber now. Venus Pen & Pencil Corp., Hoboken, N.J. 
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Stationery departments in two large Milwaukec department stores reported in early SS | ‘ 
January they were sold out of houschold budget and expense records. The buyers, 
sume with pretty fair incomes, were quoted as mentioning “shoe pinching” and 

tightening up as their reasons for start ng an expense record 

Contrary to some notions, business managers need less rather than more Pacts 
daily operations if they are going to run their business effectively in today’s automat 
economy. That's the view alter Finke, president of Datamatic, who caution 
that a mania for facts an tatistics is miring management in ‘a labyrinth of 
relevant detail.’ He said it’s the jo electronic “brains” to reduce the mountair 
facts to more comprehensible, wor le dimensions 

“As a result of the low birth rate of the 1930's,” says Dr. Charles F. Phillips, ps 
dent of Bates College, “the next decade will see a reduction in the number ot 
to 35 year-olds in our population. In turn, this means that retailers will find it mor 
difficult than ever to attract cnough of the qualified young people being graduated 
from our colleges, If retailers fail in this endeavor, they will weaken their futur 
managements 

* 

Women will account for almost half of an anticipated increase of 10.3 million mor« 
workers in the nat:on’s labor force by 1965, according to Alice K Leopold, assist 
to the Secretary of Labor for the ni States. Women over 45 years of 
account tor 2 6 million of this rise 

More accurate figures and accounting cost savings of about 40 per percen 
reported by Tresler Oil Co., Cincinnati, after establishing a ‘“Travel-Office 

Instead of waiting for station reports to be submitted, Tresler sends out 
staffed by a trained accountant and equipped with a Victor Mult-O-Mati 
ing ca'culator to do the check-out work at the stations 

A survey for the Association of American Playing Card Manufacturers indicated 
that card playing is America’s number one participation sport, with Canasta 
and bridge the leading card games. Three out of four persons reported 
play cards 

“We urge that all stores be closed on Sunday except those pimarily aged in 
selling articles absolutely necessary to the health and welfare of the community. W< 
oppose the imposition of taxes on advertising.” These were among the resolutions 
passed by the 47th Annual Convention of the National Retail Merchants Assn., 
tormerly called the National Retail Dry Goods Assn 

‘There are few in America today who realize that distribution is the largest single 

element in our economy,’ says Harry W. Ketchum of the U. S. Department of 
Commerce, “whether measured by income originating in the distribution func- 
tion, by the number of persons employed or engaged in distribution, or by the 
distribution component in retail prices expressed in terms of either costs 

or values added. 

“What is labeled the recession of today would be considered bonanza prosperity 
of a former era,’ says Wendell B. Barnes, head of the U. S. Small Business 

Administration 



AND PROFITABLE! 

ware ful-Vu 

TWIN WIRE 

BINDERS 

. 

Ful-Vu Twin Wire Binders 

are “impulse-sales-makers”! Advertised 

in LIFE, Printers’ Ink, Sales Management, 

Advertising Requirements, 

as well as other publications, they reach your 

high volume market. Today, especially, 

they are effective sales aids . . . required by all salesmen. 

Ful-Vu is now being pre-sold 

to make your selling easy and more profitable. 

Stock up now on Ful-Vu Twin Wire Binders. There’s a size and 

binder to suit each purpose. 

WRITE FOR DETAILS AND FUL-VU CATALOG NO. 257 

Please send details on the Ful-Vu Twin Wire Line and your 

Catalog No. 257. 

NAME ............ 

COMPANY 

EAE Ee one ee 

CITY and STATE 

PROTECTS > GLORIFIES 
Systims oF 

DISPLAY 

Designed and 

Manufactured by 

COOKS’, INC. 

Blackwood, N. J. 

EXPORT: LANGSAM CO., 

5 Beekman Street, 

New York 38, N.Y., U.S.A. 

IN CANADA: PRESTON- 

NOELTING, LTD., 

Stratford, Ont. 

IN DALLAS, Texas: 

129 Leslie Street 
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“ashington, 

February 15, 1958 

Tax cut talk is still half-hearted on Capitol Hill, though there is 

more of it. An indication of administration thinking is contained in a 

recent bill introduced by Rep. Robert Kean (2., i!.J.), a strong Administra- 

tion supporter. 

His bill, he said, "is designed as stand-by legislation in the event 

a deepening of the present recession requires stimulation of the economy." 

The Kean bill would reduce the tax on the first 1,000 from the present 

20 vercent to 18 percent, On the second .1,000 of taxable income, the 

rate would be 19 percent, with a 5 percent reduction on all amounts above 

2,000. The result would be a reduction of about 7 percent in taxes paid 

by an individual in the °8-10,000 bracket and 5 percent for those earning 

over 10,000. 

tep. “ilbur Mills (D., Ark.), chairman of the House “lays and Means 

Committee where tax bills must originate, has stated that while he is 

opposed to tax reductions, continued recession would make them necessary. 

President Eisenhower has carefully avoided _the word "recession" in his 

messages to Congress so far this year. His top economic adviser, Dr. 

raymond J, Saulnier, testified before the House Appropriations Committee 

that "economic growth ought to be resumed during 1958." 

Dr. Saulnier refused to be pinned down on a date for an economic up- 

turn but said "my guess is that it will occur around the middle of the 

year," 

The House-Senate Economic Committee has been receiving testimony 

on the President's economic report from private economists, most of whom 

have not been as optimistic as Dr. Saulnier about an upturn, 

Optimism about the impact of increased spending on the recession 

was discounted by one economist who pointed out that despite its size, 

the fiscal 1959 defense budget submitted by the President is larger than 

recent ones only because of inflation and that the impact on the national 

economy will be no greater than was that of recent defense spending. 

The over-all federal budget for fiscal 1959 will be in the red, 

despite the President's forecast of a surplus of "500 million. To come 

up with the estimated surplus, the President's budget advisers had to 

guess that present tax rates would bring in 32 billion more than is 

expected for the current fiscal year. Continuing rises in unemployment 



and lower corporate earnings expose the unlikelihood of that guess coming 

true. 

Additions that Congress will add to the 1959 budget probably will 

outweigh any reductions. Congress won't buy the proposals to save money 

by ending the Soil Bank and by cutting price supports, Rather than the 

estimated surplus, the budget will show a deficit of anywhere from 

$1 billion to $3 billion. 

For the current fiscal year which ends June 30, the President fore- 

cast a deficit of $)00 million. January income to the Treasury, however, 

was disappointing. Right now it looks as if the fiscal 1958 deficit could 

reach $1 billion, 

The Census Bureau is presently working on forms which stationers and 

other retailers will be required to fill out for the 1958 Census of Busi- 

ness, which will be conducted early in calendar 1959. 

In addition to questions asked for the last census, one new one is 

being prepared. This would bring out statistics on markups by distributors. 

Only a sample group of the nation's retailers and wholesalers would be 

asked for this data. Other questions which the Census Bureau may add for 

sample groups would seek to find out how much has been spent on warehousing, 

store fixtures and other capital equipment, and how much credit has been 

extended to customers, 

The Administration may succeed this year in getting the four-cent 

first class mail rate it sought last year, This year, however, the pro- 

posal is for a five-cent rate on out of town letters, with local mail 

going to four cents, 

One big difficulty in setting a two-rate system is figuring out just 

what "local" means. The Postmaster General plans to use the urbanized 

area concept worked out by the Census Bureau. This, for example, would 

allow “Jashington, D. C., mail to go to Alexandria, Va., at the local rate, 

The Census Bureau, however, has yet to define all of the urbanized areas. 

As part of their pitch to avert financial disaster, the railroads are 

hoping for a repeal of the three percent excise on freight. In the doubt- 

ful event that Congress votes repeal, retailers probably wouldn't profit 

much anyway because of the ever advancing freight rates. 

The excise actually amounts to more than it appears, Paper proiucts 

are hit with the three percent tax about every time they are moved, first 

as the raw product to the mill, again as they move from mill to converter, 

again from converter to wholesaler and finally as they move to the retailer, 

The tax does not apply when the transportation is by a company's own 

carrier. So in some instances every transportation step is not taxed, 

Small Business Committee chairmen in both branches of Congress are 

seeking legislation to over-rule a Supreme Court decision that private 

persoris can neither sue for treble damages nor seek a court injunction 

against unreasonable price cutting under the Robinson-Patman Act. They 

say the decision leaves the small company or store no remedy against 

fforts of larger firms to destroy competition with unreasonable price 

cutting. ; 
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credenza units put added 

sales punch in a GLOBE-WERNICKE FRANCHISE 

You'll marvel at the tasteful beauty of the new 

Globe-Wernicke Credenza. Its modern design and engineering have 

created a new measure of achievement in luxurious office equipment. And you'll also 

marvel at how gracefully it will fit into your sales picture as a Globe-Wernicke Franchised Dealer. 

Countless combinations of desk-high Credenzas are available, and your customers 

will have a choice of the standard Globe-Wernicke colors. Here’s your chance to establish new business 

and add extra sales to old . . . with customer satisfaction guaranteed. 

Now is the time to investigate all the important advantages 

of a Globe-Wernicke Franchised Dealership. Write today for complete 

information. Your postcard may lead to an entirely 

revitalized business for you. 

remember ... success depends on the strength of your line CINCINNATI 12, OHIO 



Mobile Case 

Woman’s Pen 

Can-Pro Corp. is making a mobile 
distributing case for office or factory 
distribution and pickup. A_ plastic 
canvas case in a steel frame is divided 
into 26 equal spaces by large, legal 
size index file partitions. 

Entire unit on wheels is slim enough 
to fit between desks or other office 
furniture. A snap on cover is avail- 
able. Bottom shelf 
carry packages and boxes. 

can be used to 

1 
Practical paperwork automation 

for small and large businesses was 
promised with release for sale of 
two portable, low-cost machines 
by the Addressograph-Multigraph 
Corp. 

One, the Graphotype Class 350, 
is an addressograph plate em- 
bossing machine (pictured) creat- 

ed especially for small volume requirements. The other, the 
Addressograph Class 200, is designed for fast, error-free 
repetitive writing in clerical operations of every description 

2 

Forms Separators 3 
A new line of modular-construction 

carbon and forms separators by The 
Standard Register Co. makes available a 
wide variety of custom-built units to 
process continuous forms after they have 
been run over any type of office machine 

Various units provide for straight-line 
carbon removal and forms separation or 
straight-line forms separation with side 
removal of carbon. Attachments include a 
carbon rewind device 

4 

A new feminine Parker foun- 
tain pen, particularly approp- 
riate for women, is called the 
“Debutante.” It features a white 

Office Accessories 
A brass and walnut Weathe 

Vane balanced on a_ needle 
point is one of the new prod. 
ucts shown by Peter Pepper 
Products, Inc. The functional 
mobile, which is set in 
motion by a breath of air, 
includes instruments to record 
atmospheric pressure, temper. 
ature and humidity. List price 
is $59.50 

Other new Peter Pepper 
Products for the executive of. 
fice are a Weather Balloon 
clock cradled in bright brass, 
a walnut Turn-a-Box with sev- 

eral compartments for storing desktop clutter items, and abstract 
walnut wall plaques of the Stork and the Owl. 

Pen Refill Display 
A new counter display for ‘Fisher ball 

dealers. The 
display unit was designed to offer quick 
identification of the product 
tests showed this would spark more sales 
than a prominently displayed brand name 

pen refills is available to 

would. 

Hand Printer 

Play Tiles 

itself after 

7 

The McBee Handprinter, 
distributed by Royal Mc 
Bee Corp., is a portable, 
spirit-type duplicator for 
reproduction of fixed in- 
formation such as names 
and addresses. 

An aperture Keysort led- 
ger card acts as the dupli- 
cating master. The Handi- 
printer can be used for the 
heading of statements and 
addressing of envelopes. 
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charcoal, 

cap with delicate “gold 
Available in four colors, blue, 

turquoise and coral, 

hligree 

it retails for $6. 

Index Sheets 
A new line of Aico “Rip-Proof” in- 

dexes and buff division sheets introduc- 
ed by G. J. Aigner Co. has the binding 
edges reinforced with Dupont’s Mylar 
polyester film. 

The company says tests showed the 
plastic film will prevent the punched 
binder holes from wearing, tearing, rip- 
ping or pulling through. 
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Ed-U-Cards announces a new self- 
sticking, tile art kit for youngsters under 
the name, “Edu-Tiles.’’ The tiles are 
made of special enameled board in a 
brilliant range of colors. The tiles are 
pressed into numbered squares on a pre- 
planned outline picture which is de- 
signed with its own frame. When a 
mosaic picture is completed, it is ready 
to hang. Retail price is $1. Three dif- 
ferent kits are available, each contain- 
ing 288 tiles. 

Ed-U-Cards also has a new counter 
merchandiser for its 10 different card games retailing at 29 
cents per deck. The latest game in the line is called ‘“‘Satellite 
Space Race.” 

MODERN STATIONER, MARCH, 1958 

Dunc: 
mated 

FL 



‘eather 
needle 

’ prod. 
Pepper 
ictional 
et on 
of air, 
record 

femper- 
it price 

Pepper 
tive of- 
Balloon 
t brass, 
ith sev- 
abstract 

a eS 

printer, 
al Mc 
ortable, 
‘or for 
xed in- 
names 

ort led- 
7 dupli- 
Handi- 
for the 

nts and 
velopes. 

9 

at 29 
Satellite 

1958 

Iry this one for 

size... style...value 

It’s the pace-setting 

DAZOR Flexible-Arm 
—eae. a. aN —_—oC™ 

Fluorescent Desk Lamp 

Does your office-lamp department have this fast-selling, 
popular-priced Dazor? Its features click with both individual 
and quantity buyers. The big 20'-inch reflector takes T8 
15-watt tubes. By means of twin Flexible Arms, each user 
locates the light at the level desired—8 to 14 inches above 
the desk. The lamp’s modern styling speaks for itself, and 
you can offer an option of one-tube or two-tube models in 
four decorator colors. 

To broaden your lamp-selling operation still more, we urge 
you to investigate Dazor’s new incandescent pedestal, desk 
and table models. Two are pictured at the right. Check with 
your Authorized Dazor Distributor as soon as you can. If you 
need the name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalga- 
mated Electric Corporation Ltd., Toronto 6, Ont. 

~ —— 

46464 

ANOTHER QUALITY FIXTURE 

BY THE MAKERS OF 

PAz7OR FLOATING
 LAMp. 

FLUORESCENT and INCANDESCENT 

For one-tube model No. 1001, 
$13.75 is the Eastern Retail 
Price, applying east of Denver 
and El Paso. The Western Re- 
tail Price is $15.00, applying 
to Denver, El Paso and points 
west. For two-tube model No. 
1000, the Eastern Price is 
$16.75; Western Price is 
$18.00. Prices do not include 
tubes. For industrial User Prices 
and Dealer Costs, consult your 
Authorized Dazor distributor. 

For Incandescent Customers 

New Executive-Type 

DAZORS are Air-Cooled 

This Dazor Swing-Arm Model 1056 pairs 
high style with diffused indirect lighting. The 
shade is never hot because it crowns a con- 
cealed reflector with an air passage between. 
Comes in frost-green, frost-tan, statuary- 
bronze, gray or ebony, combined with brass. 

Unrestricted placement of high-intensity 
lighting and a compact, cool reflector are 
features of Dazor’s Floating-Arm Model 1057. 
Available colors are frost-green, frost-tan, 
statuary-bronze, gray or ebony. 

- - for more details circle 124 on last page 



ANCO 

OLD ENOUGH TO KNOW HOW 

... YOUNG ENOUGH TO TRY IT!* 

Old enough to know how to build the most practical 
drafting tables.... 
Young enough to introduce the latest functional innovations 
in drafting room furniture. 

i / 

No. 850 ANCOWOOD 
DRAFTING TABLE 

¢ Spring balance 
height control. 

e Fingertip tilt control. 
e Ample shelf space. 

No. 800 ANCO DELUXE 
FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 
country. 

No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 

The most widely used 
table in drafting room 

and studio. 

<a KACO 

WOOD SPECIALTIES. INC. 

71-08 80th Street, Glendale 27, New York 

Write for descriptive literature on 

ANCO equipment for the artist and draftsman. 

*ANCO never deviates from its strict policy 
of selling through dealers only. 

- - = for more details circle 107 on last page 
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Portable Dictation Unit 10 
The SoundScriber Corp. has in. 

troduced a new portable dictation 
unit powered by four standard 
flashlight batteries. Transistorized. 
completely self-contained, the ‘209. 
B" weighs 6 pounds and has an 
operation cost of 5 cents per hour, 
the company states. 

The 15-minute plastic recording 
disc, which also can be played on 

33 1/3 RPM home phonographs, is mailable in standard busi- 
ness or hotel envelopes at regular letter rates 

Birthstone Cards 
A recent idea in birthday greet- 

ing cards features the actual birth- faathstone bodhdey fond 
stone of the month with the proper eerie ces 
floral design for the month 

The 12 different jeweled cards 
by Buzza-Cardozo are in popular 
shape on rich parchment. A selec- 
tion of 144 cards in 12 designs is 
$18. The $1 display rack is free 
with a double selection at $36. 
Cards retail at 25 cents 

Steel Shelving 
A broad line of adjustable 

steel shelving for offices, 
schools, stores and plants has 
been announced by Penco Metal 
Products Division of Alan 
Wood Steel Co. 

The Penco line includes plain 
shelving in 240 different size 
combinations and ledge shelv- 
ing in 735 combinations. Three 
basic types are available — 

open type shelving, closed shelving with backs and sides, and 
closed shelving with doors and locks. 

Posture Chair 13 
The Highmaster, a newly designed, 

more comfortable chair for draftsmen, 
cashiers and telephone operators, has 
been introduced by Sturgis Posture Chair 
Co. 

The base is of tubular steel and in- 
cludes a footring. A larger-than-usual 
seat and the curved backrest are cushion- 
ed with foam rubber. The chair is 
available in three adjustable seat heights. 

Photocopy Machine 
Copycat Corp. says its Copy: 

cat 99” is the first completely 
automatic, low-cost and _ light 
weight photocopy machine. The 
machine is priced to sell at 
$199. 

The makers say it produces 
sharp, ready-to-use black and 
white copies of any printed, 

typed, or written document under normal office lighting com 
ditions. Speed and exposure controls are in a single dial 
The machine is 20 inches wide, weighs 18 pounds. 
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-... NEW PRODUCTS .............0) 

10 Steel Chairs 15 
has in. Pil A new line of steel office chairs 
lictation iii with contemporary styling is being 
tandard %, distributed by Harter Corp. 
torized. y : The new Tempo suite consists | 
1e 200. ‘is of four models, an executive swivel 
has an ; chair and a side armchair, both 

sr hour, 4 j pictured, and an executive posture | 
chair and a secretarial chair. 

Your consistent Pay-off 

for eraser sales! 

DAY-IN, DAY-OUT DEMAND for Weldon Roberts Erasers, World's 
Quality Standard — is your answer to eraser profits. Every home and 
office needs the multi-use Weldon Roberts ‘Big Four’ shown here. When 
you sell one number, sell the other three! 

ORDER AND FEATURE TODAY! 

cording 
ayed on 

id bag Phone Index 
Calldex by Foley Industries is 

promoted as the modern way to 
list telephone numbers. It anchors 
to the base of the phone and fits 
snugly out of sight until the user 
slides it out to get a desired num- 
ber. 

Indexed sheets, easy to remove 
and replace, can list more than 
300 names and numbers. P Wakdon Rotel: pee: . | 

HEXO-IO1O-CLEANER * } 
/ > r Se 2 et 7 

Desk Organizer 17 For Cleaning. NO. 1010 HEXO CLEANER. 
A spring wire “Economy Definitely cleans thin papers, drawings, tracing paper 

desk organizer with eight par- and cloth, books, fabrics, wall paper. Hexagonal- 

titions has been announced by shaped, soft pink rubber. 
12 Mayer Manufacturing Corp , 

justable Either brown or gray baked ie ‘ hee 
offices, enamel finish is available. Rub- 
nts has ber feet offer surface protec- | j ‘ ; 
o Metal tion. It is 8 inches wide, 7 | f , 
Alan inches high and 1014 inches “ 

long. For Art and “All-Around.” NO. 400 ARTEX. 
es plain Soft, white texture for innumerable cleaning uses — 

and for practical drawing, charcoal high-lighting, 
drafting, book work. 

nt size 
> shelv- 
Py Phone Holder 18 
ible — A multi-purpose accessory developed 
les, and and produced by the A-1 Manufacturing 

Co. can be used to hold anything from 
telephones to baby bottles. Called “The 

~ Third Arm,’ the item retails for 5.95. F , For Pencil, Ink, Typewriting, Drafting. 
| » NO. 121 ELLIPTIC. Elliptic-shaped soft gray eraser. 

° Winning combination: Shape-plus-texture. 

Pencil Pointer 19 i 

A pencil pointer called E-Z 
, Sharp is offered by the H. T. ae 

Herbert Co. for artists, drafts- - ma 
men and photo retouchers. For Fine Details And Big Surfaces. NO. 85 

One roll of silicon carbide TITIAN. King-size soft pink pencil eraser. Its shape 
abrasive contains over 60 square spells versatility! Double bias-beveled ends and 

sharp edges, for erasing fine lines and details. inches of sanding surface. The 
holder is made of colored Plexi- 

glass and has a mohair brush on the back for quickly re- 
“ut moving dust from the pencil after sanding. ELDON ROBERTS RUBBER CO. 

365 Sixth Avenue, Newark 7, N. J. 

Broad sides for cleaning. 

ts Copy: World’s Foremost Eraser Specialists 
npleal Burglar Alarm 20 
d light: A burglar alarm system that can be tripped merely by the 
ine. The approach of a man has been introduced by Mosler Research Prod- 

sell at ucts, Inc. Called the Mosler Monitor Alarm, the electronic system Waldon Roel 
is said to be the only transistorized alarm approved by the Under- 

ack a ‘he alarm creates an electronic barrier around a safe and if the y : 
printed, “security field’ is approached by anyone the alarm is triggered to Correct Mistakes in Any Language 
ing con sound in its immediate area, to flash a silent alarm to a police 8 ss ies 
rle dial Station or to signal a plant guard. ' 7 

(Continued on page 55) - - - for more details circle 163 on last page 
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from the Flower Wedding Line... 

most popular faces of the year! 

bY REGENCY 

MM and MW Z ¢ D4, card & ‘ ha ¢2200 

Regency Heliograving (not to 
be confused with engraving) 
stimulates sales for you with 
all these extra advantages! 

@ joined letters in exclusive new 
Regency scripts! 

m sharper, more legible letters! 

m@ new effects with superimposed 
and angled letters! 

m superior craftsmanship at an 
amazingly low price! 

VENETIAN 

Mx. and « VL Senneth B. Mint m 
FLORENTINE 

He. and ( Sn, Wii, my X Benning 
FLEMISH 

\y . c o .) o 0} ies i. y 
ON. ano JS \ rd. J\0oyu 9dWard be —— «oo j 

RIVIERA 

Wer. and Wrs. Arthur R. Broderick 

FLORIDIAN 

) > WJ t 7 
Mr. ar 1M ( i. Werylord 

ROMAN US 

MN, we ey | Wr @ {| 

BASQUE 

~ ~ ~ ~ y+ 
Mr. and Hrs. Chomas Barry Nichols 

LONDON TEXT 

sales for you! 

FREE! 

Flower Wedding 

Line Catalogue 

Features a complete selection 
of all the most asked-for styles! 
Postpaid shipment within two 
days of order! Full 50% discount! 

address your request on your business letterhead to: 

REGENCY THERMOGRAPHERS 
28 West 23rd Street, New York 10, N. Y. 
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/n my 

Ae: the hermit, was never a 
retailer, He never tried to be. 

But there are those in our industry 
today who are attempting to be 
dealers and at the same time are 
being what I call “retailing hermits.” 

The successful stationery and of- 
fice equipment operation, like almost 
any other retail business, is based on 
continuing and understanding con- 
tact with customers. Yet, because of 
the press of other problems, we are 
secing management people in many 
dealerships today losing this cus- 
tomer contact and becoming “‘retail- 
ing hermits.” 

Don't let 
Visory 

policy-making, super- 
work and extracurricular ac- 

tivities force you away from the vital 
contact with your customers. You 
must stay close to them. 

In recent months I’ve written 
about the need to systematize pro- 

cedures for following up customer 
complaints, for determining why cus- 
tomers leave you and for staying 
abreast of customer attitudes and 
desires. 

In the same months experts have 
listed these things among the lead- 
ing shortcomings of retailers. They 
list misdirection of promotion, fail- 
ure to anticipate customer needs and 
lack of consciousness of changing 
purchasing habits and retailing at- 
mospheres. 

It seems to me that all this comes 
down to the basic matter of staying 
close to your customers. 

MODERN STATIONER, MARCH, 1958 

Opinion 

THE ‘RETAILING HERMIT’ 

With so many policies and plans 
to be formulated it’s easy to get 
pulled into a management shell and 
begin to make decisions on the basis 
of hearsay or past experience. The 
former involves the chance of misin- 
terpretation. The latter makes no 
allowance for attitudes, 

feelings and desires of the customers 
in changing times. Yesterday cannot 
be a guide for today’s operation un- 
til it is adapted to the changes that 
have taken place. 

And it is you, the who 
must stay close to the customer. No 
one else. Whether you have respon- 

sible people or not, it is a task you 
as the policy-maker must perform. 
Others in your organization don’t 
glean from customer contact what 
you can. They simply are not con- 
scious of what they can glean. 

changing 

dealer, 

Now, how many customers have 
you actually served recently? Many 
would answer ‘‘plenty.’” How many 
have you actually drawn close 
enough to you to feel any pulse of 
buying habits and desires? Many, 

answering honestly, would have to 
answer this with “none.” 

I think this is the crux of keeping 
informed about your 
don’t suggest that any dealer can 

spend all his time on the floor, but 
I’m convinced it’s essential he spend 
some time there to learn all he can 
about his customers and the general 
trading atmosphere in his store and 

community. 

customers. I 

It's been a good many months 
since I visited a very successful 
dealer friend in Chicago who told 
me he spends one hour each morning 
and afternoon on the floor of his 
store regardless of other obligations. 
I asked him why, and he 
couldn't say.” 

“really 

“I've gotten to enjoy talking with 
new and old customers alike, and 
they give me ideas now and then,” 

he told me. 
I'm convinced the dealer’s success 

is related in part to this practice 
of his. He’s staying close to his cus- 

tomers. 
Are you? 

Macetd P Shaved 



*, 

eH 

Lead to 

Little Favors 

Bir DALLES «.......08 

A Texas sales manager does things in a big way, of course, but he doesn’t neglect 

the little things that please a prospect. 

What these little things are and how they are made to pay off are told here 

ad |b aking care of little things” 

creates a lot of big sales for 
Hester's Office Supply Co. in Lub- 
bock, Texas. That's the proven theory 
advanced by Albert C. 
manager of Hester's office furniture 
department. 

To illustrate the success of his sys- 
tem, he cites the case of a building 
being constructed for an oil concern. 

Mr. Symes made several calls on 
the men putting up the building. He 
learned the exact day the firm was 
moving in and made it a point to be 
on hand. The sales manager took off 
his coat and helped with setting up 
the furniture. 

When the company’s purchasing 
agent showed up, Mr. Symes was in- 
troduced and soon received an order 
although the firm at first divided its 
business among several stores. Then 
one day the oil concern needed a 
lease form and called Hester's. 

“The form sells two for 5 cents,” 
Mr. Symes relates. “I inquired all 
over town and managed to get the 
form for them and took it out there. 
They later gave me 100 percent of 
their office supply business.” 

Take another case. 
The manager of a large concern 

called Hester's and ordered a small 
rubber stamp to be made up. It 

Symes, sales 

20 

Albert Symes, sales manager, makes a date with a customer to come out and demonstrate o 
machine bought from Hester's Office Supply Co., Lubbock, Texas. 

amounted to $1.75, but it became a 
personal chore for Mr. Symes. He 
took the stamp out himself. The 
manager apologized for causing so 
much trouble. Mr. Symes said he 
was glad to do it. This customer has 
bought $4,000 worth of supplies and 
equipment. 

Here’s still another illustration of 
how the Symes system works. 

Another oil firm could not get a 

printing firm to deliver some work at 
the desired time. Hester’s was called. 
Mr. Symes contacted the printing de- 
partment and the order was ready on 
time. The oil firm gave Hester's 
$1,000 a month volume from then 

on. 
“I give these small matters my 

personal attention,” says Mr. Symes. 
“During the year it amounts to many 
thousands of dollars worth of business 
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from accounts that appreciate this at- 
tention.” 

Lubbock, known as “The Queen of 
the Plains,” is a rapidly growing city 
in the heart of the South plains, rich 
in oil, cotton and cattle. Many new 
businesses locate in the city and Mr. 
Symes has a way with newcomers. 
When he sees a new business going 

up he learns what business is going 
in and contacts the proper person at 
the first opportunity. In getting ac- 
quainted, he offers to help work out 
any problems confronting the firm 
in setting up printing, office layouts 
or equipment at the new location. 

Mr. Symes believes the success of 
the office furniture department rests 
on doing favors for prospects. He 
finds that a sincere interest in the 
customer's welfare pays off hand- 
somely, 

“Very often,” the sales manager 
says, “the buyer for a new firm 
locating in Lubbock is out of town 
during the first few days. But cer- 
tain pieces of equipment may be 
needed right away by the personnel 
on the scene. We gladly loan a used 
desk or chair until the buyer can talk 
with us. 

“Sometimes equipment is ordered 

MODERN STATIONER, MARCH, 1958 

by the branch office from the com- 
pany’s main office. In the meantime, 
we fill the firm’s needs by lending 
the piece of equipment until the order 
is received.” 

The value of such a favor is that 
the buyer will come to Hester's to 
express his thanks. Then Mr. Symes 
can introduce him to Ross Hester, 
manager of the printing department; 
David R. Hester, manager of the sup- 
plies and furniture department; and 
Wyatt L. Hester, senior partner and 
manager of the office machines store. 
The newcomer is shown around the 
various departments and the services 
offered by the store are described. 

“This tour makes the newcomer 
feel at home,’ says Mr. Symes. “It 
creates good will and respect for 
Hester's. And it definitely adds to 

sales.”’ 
Mr. Symes tries not to overlook 

any detail that will please a prospect. 
For example, if the type of machine 
desired is not in stock, the sales man- 
ager will lend another one to the 
businessman until the requested model 
is received. Then an exchange is 
made. This places Hester's in the 
enviable position of getting many 

special orders. 

“Doing a man a favor,” says Mr. 
Symes, “eliminates price cutting. It 
also cuts out competition if you 
satisfy the customer. 

“IT wait a few days after I've made 
a sale. Then I call on the customer 
again. Very often a new machine 
presents a problem for the secretary 
unfamiliar with it. I carefully go 
over the features of any machine we 
have sold and do this in the customer's 
office. The machine has been dem- 
onstrated in the store, but a careful 
demonstration after the machine is 
installed gives me the opportunity to 
make sure everything is ironed out. 
I can show new applications and 
short cuts.”’ 

This in-the-office demonstration 
adds to the Hester reputation as ex- 
perts in their line and creates con- 
fidence. The customer relies on the 
firm for additional equipment as its 
needs increase. 

Hester's is in a position to offer 
a package deal to the man going into 
business. His printing, office supply, 
office furniture and office machine 
needs can be taken care of without 
the trouble of shopping around. The 
sales manager stresses the fact that if 
one firm gets all of a customer's 
business in these fields, the firm can 
be expected to give a little extra in 
the way of service. 

Because large factories are scarce 
in West Texas, Hester's concentrates 
on building up volume from the small 
businessmen. Many of these prefer 
to buy all of their supplies and equip- 
ment at one place. 

Customers are told if any merchan- 
dise received from Hester's does not 
fit their needs they can return it. Mr. 
Symes finds this very important in the 
office equipment business, because 
many people do not know just what 
they want or how it will work out. 
In such cases a credit memo is issued 
without question. 

Mr. Symes sums up his theory this 
way. 

“I find if you lean over backward 
to take care of some insignificant de- 
tail for a customer, it turns out to be 
a big item later for our firm in size- 
able orders. You can't afford to pass 
up any opportunity to be of service 
to a prospect, no matter how small 
it may seem at the time. It will show 
up in black figures before the year 
is out.” 

21 



ae
 

Yo
 ur

 
M
 

oO st
 I

mp
or
t 

an
 t 

‘P
ac
 

| 

(Si etch is
 
courte

s y K aun veer , 
Go °0.) 

MO N STA TION
ER ’ MA RCH 



This article explains why the store front is of 

prime importance in any modernization pro- 

gram and how a dealer can begin such a program 

merchants would wear a 1927 
style suit to work, but many of 

them do business behind store fronts 
that are 30 years old or more. 

They forget that selling begins on 
the sidewalk and that a merchant's 

most valuable point-of-purchase _at- 
traction can be his store front. It can 
be much more than a show window or 
an unproductive fourth wall. When 
designed for hard-hitting visual im- 
pact, the store front can be a machine 
for merchandising, a dynamic adver- 
tisement of the business behind it. 

The finest in decor and 
manship are of no avail when con- 

Therefore, the 
logical first step in most any modern- 
ization program is renovation of the 
exterior. In other words, modernize 
from the outside in. 

The phenomenal mobility of the 
American public and the trend toward 
impulse buying triggered by pros- 
perity strengthen the argument for 
modernizing store fronts. In many 
trading customer turnover 
reaches 20 to 30 percent every five 
years. Clearly then, the merchant 
must constantly attract his share of 
new consumers in order to prosper. 
A handsome store front helps do 

this. 
How well a store front ‘performs’ 

depends on how well it answers such 
questions as these Does it stand 
out from its neighbor? Does it iden- 
tify your type of business? Does it 
display product lines to best ad- 
vantage? Does it stimulate the desire 
to enter? 

sales- 

sumers pass you by. 

areas, 

Modernization has proved, to the 
satisfaction of merchants throughout 
the country, that a properly designed 

store front can add from 10 to 30 
percent new business. The cost for 

the average front ranges from $2,500 
to $5,500, fully installed. Less than 
a dollar a day is the estimated total 
amortized payment for a complete 
modern store front with a calculated 
effective life of more than 10 years. 
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Naturally, complete modernization 
of the store, inside and out, including 
new decor, lighting, flooring, fixtures 
and air conditioning is recommended 
for maximum This can be 
scheduled in stages to spread the 
work and investment 
convenient period. 

Because the store front is the most 

results. 

over a more 

decisive element in projecting the 
store's character to the public and in 
building store traffic, it is normally 
the first step in the complete ren- 
ovation program. Whether 
front modernization is part of a stem- 
to-stem 
the limit to which 
commit himself, the effort is usually 

justified. 
Once you have decided to modernize 

store 

renovation or whether it 1s 
a businessman can 

a store front, to replace an outmoded 
exterior with a ‘‘selling” design, where 
do you begin? Whom do you con- 
sult? What provisions should you 
make for the best job at the 
favorable price? 

These questions are 
today by hundreds of stationers who 
are considering 
grams. Although a general discussion 
precludes hard and fast answers, there 
are certain preplanning _ principles 
which can help all store owners over 
the toughest remodeling hurdles. 

First, expert consultation is basic. 

most 

being asked 

modernization — pro- 

Although a thorough inspection of 
store front manufacturers’ literature 
will help you visualize a design, a 
local store front contractor, architect 
or general contractor whose work you 

have seen and admired can help you 
complete the picture. He should have 
an opportunity to review your ideas 
and to add scope and depth to your 

preliminary plans. 
include an 
costs. 

His analysis will 
estimate on _ installation 

These estimates are made, generally, 
without cost or obligation to the store 
owner. If they are satisfactory, it is 
understood that the store front deal- 
er, architect or contractor who sub- 

mitted them eventually will be re- 
tained. 

If a landlord is involved, he should 
realize that store front modernization 
benefits him too, a fact which can 
help win his financial support. A 
business-stimulating store front is pre- 
mium property, and it is obviously to 
the landlord’s advantage to contribute 
to its realization. On the other hand, 
an unattractive store 
and declines in value. 

repels business 
The result of 

neglect is a vacant, nonproductive 
property, or an unrewarding low 
rental. 

The landlord, clearly, can serve his 
own cause by assisting the store to 
modernize in a number of ways 

1) The landlord may pay the en- 
tire cost of modernization and 
burse himself by 

reim- 
arranging with the 

tenant for a higher rental or a per- 
centage of the store’s increased pro- 
fits. 

2) The landlord may 
modernization 

cover all 
without de- 

manding repayment in order to keep a 
expe nses 

good tenant and increase his property 
value. 

3) The 
agree to 

landlord and 
total 

cost in any of a variety of ways. For 
example, the tenant may remodel the 
interior while the landlord renovates 
the exterior. Here again, both gain. 

tenant can 
share modernization 

In the final analysis, the financing 
procedures that best meet the tenant's 
and landlord's particular requirements 
will determine the approach to co- 
operative financing of the work on a 
leased building. 

Another active supporter of store 
front improvement projects is the 
commercial bank, an organization 
which has much at stake in the future 
prosperity of your shopping district. 
In fact, bankers often take leading 
roles in redevelopment programs. Al- 

though their financial help can be 
crucial, arrangements for moderniza- 
tion loans are generally quite simple. 

Your banker can be more than a 
source of improvement dollars. He 
also can be a valuable source of in- 

formation. His cost-saving advice on 
such subjects as tax write-offs, budget 
counseling, the degree of moderniza- 
tion desirable and the best time for 
modernization can be most reward- 
ing. Under no circumstances should 

a businessman neglect to confer with 
The banker's recommen- his banker. 
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dations may be priceless, yet they are 
free for the asking. 

Once you have an idea of what 

your store front should look like, 
and how great your investment should 
be, the time is right for contacting 
your store front contractor again. 

Close collaboration with him dur- 

ing the design stage is always ad- 
visable. The store owner must state 
clearly his practical requirements so 

that they can be translated into a 
workable finished design. The store 
front must take into consideration 

such conditions as foot traffic, en- 

trance room, product display visibility, 
illumination and visual impact if it is 
to succeed. 

Once agreement has been reached 
and specifications have been develop- 

ed and jointly approved, the construc- 
tion phase can begin in earnest with 
the designer as project chief. He will 
oversee the operation to assure that 
the finished project will meet both 
with your satisfaction and his techni- 

cal requirements. 
The techniques of installing a store 

front made from massproduced com- 
ponents have reached a high state of 
refinement. If these materials are 
used, a competent work crew can 

erect a complete facade in a few days, 
Not only does a modern prefabricated 
installation eliminate many expensive 
on-the-site operations, but business 

can be conducted as usual while work 
is iN progress. 

If it's done properly, store front 
modernization becomes not a costly 
adventure, but a self-liquidating in- 
vestment assuring a profitable future. 

Your Modernization CHECKLIST 

~ tore front modernization is a likely 
\ first step in any remodeling pro- 
gram, but it takes total modernization 
trom entrance to stockroom to trans- 
form a store into its most efficient 

form for selling. 
For this reason, a stationer should 

not commit himself to any remodeling 
project before undertaking an exten- 
sive, critical survey of his store's 

shortcomings. Once he has all the 

facts, he can proceed in an organized 
way to develop an effective renova- 

tion program. In making such a 
survey, he will want to consider the 

following major factors, in addition 
to the store front which is discussed 

in the adjoining article. 
STORE LAYOUT. A scientifically 

revised floor layout will increase sales 

and earnings by speeding customer 
traffic, providing more usable dis- 
play space, spacing fixtures for added 
convenience and simplifying main- 

tenance. 
Each department should be al- 

located space in proportion to volume. 
Location of departments is also im- 
portant. Place “demand’’ products at 

the rear, “convenience” products mid- 
way, and “impulse’’ items near the 

entrance to attract customers. 
DISPLAY FIXTURES. § Strategic- 

ally located displays sustain the de- 
sire to buy that is first aroused by 
the store front. Eye-catching animat- 
ed, illuminated and mechanized fix- 
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tures have been developed recently 
A trend has evolved toward open- 
type displays and racks, reflecting the 
rapid spread of the self-service idea. 

If existing shelves, cases, bins, 
stands and other units are out of 
date, their replacement with more 
attractive and efficient fixtures should 

be considered. 
MOVABLE 

terior wall 
movable, 
semble 

PARTITIONS. _ In- 
composed of 

attractive and 

systems 
easy-to-as- 

partitions can department- 

alize a store inexpensively, These 
highly flexible systems permit the 
store owner to rearrange his floor 
plan when necessary with minimum 
effort and expense. They can help 
channel foot traffic and reduce the 
disorganized feeling a busy store 
might otherwise generate. 
STOCKROOM. Merchandising ef- 

ficiency at the counter often depends 

on how well your stockroom is being 
operated. Mechanized materials han- 
dling equipment, simplified paper- 
work techniques and more economical 

utilization of storage space can elimin- 
ate many of the hindrances to rapid 
movement of goods to the sales floor. 
LIGHTING. Creative illumination, 

inside and out, can be a _ valuable 

merchandising tool. It can dramatize 

a store and provide proper atmosphere 
for a product line. Balanced spot 
lighting, geared to the color scheme, 
can dispel undesirable shadows, ac- 

Véidvddd 

cent key areas and minimize eye 

fatigue. Night time lighting of ex- 
teriors and show windows also is 

gaining favor as merchants recognize 
that store fronts can win customers 
around the clock. 
COLOR SCHEME. Color is an im- 

portant psychological selling aid that, 
like lighting, should be employed 
both indoors and out. Pleasing tones 
can make a store a brighter, friend- 
lier and more efficient place in which 
to shop. The colors, however, must 
always set off merchandise, never 
compete with it. 

Colors can also be used to direct 
the customers’ attention to special 

displays. Additionally, they can mask 

unsightly areas and give the illusion 
of depth or height where desired. 
FLOOR COVERING. Open-view 

store fronts have been giving increas- 
ing prominence to floors. As an in- 

tegral part of a store’s decor, floor 

covering can go a long way in creating 
a good first impression. Special pat- 
terns can be used to make a space 
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Here is a case history to illustrate how a typical $3,000 store 
front renovation job can pay for itself within a short period out of 
additional profits. The price covered a 30-foot porcelain-enameled 
aluminum store front with a new sign area, expanded display windows 
and a modern aluminum cntranceway. 

Average Daily Sales $300 

“ Gross Margin 35% 

Average Daily Gross Profit $10 
Average Monthly Gross Profit $2,730 

: Average © Daily Sales Increase 

yaN S £@) U After Modernization 20% 
Average Daily Sales Increase 

After Modernization $60 

Average Daily Profit Increase $2 
Average Monthly Sales Increase $1,560 

a *T@) F ; T Average Monthly Profit Increase $540 
Loan Payments on $3,000 $8¢ 

seem wider or longer. Design varia- 

tions also can be used to direct at- 

tention of customers to individual 
departments. 

Major considerations in choosing 
a floor covering are comfort, safety, 
durability, attractiveness and ease of 
maintenance, 

WALL SURFACING. Skillful han- 
dling of wall area will enhance a 

store by providing complimentary 
backgrounds for different departments 
and merchandise displays. The use of 
plastic “papering’’ materials and de- 
corative laminates that are applied 
like veneer are popular wall surfac- 
ing materials today. Natural surfaces 
of wood, brick and cement block also 

are widely used to enliven store in- 

teriors by means of color and texture 
contrasts. With new colors and _ tex- 
tures now available, paint is becoming 

a better-than-ever decorating tool. 

CLIMATE CONTROL. The com- 
fortable store environment which the 
modern shopper demands requires a 
fully-integrated air conditioning, ven- 
tilating and heating system. Air con- 
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Repayment Term 

Tax W rite-of f Will Reduce 
Modernization Cost hj 

Store Front Life (minimum) 

36 Mouths 

120 Months 

25% 

Courtesy Kawneer Co 

ditioning has become one of the most 
powerful summertime inducements to 

“drop in and shop.’ Pleasant tem- 

perature and humidity encourage the 
customer to linger and buy more, 

and they are a boon to staff 
efficiency. 

With more and more glass being 
used in contemporary exteriors, sun 
control has become important to pro- 

tect consumers and merchandise from 
sunlight. Aluminum 
solve this problem and also protect 

customers from rain and snow. 
ACOUSTICS. Sound 

needed for curbing distracting noises 
both within and without a busy store. 
It is also important for stores with 

music systems or annunciator networks 
that create special acoustical problems. 

Solutions can be found in the paper 
selection and distribution of perfor- 

ated or textured insulating wallboard, 
or special acoustical plaster. These 
materials are generally attractive as 
well as functional and come in many 
colors and textures to integrate with 

over-all store design. 

canopies can 

control is 

| ee ee ee ee ee ee ee ee 

SHOPPER FACILITIES. As stores 
vie for patronage with better features 

and services, the retail establishment 
with the “extra added convenience” 
is in a superior competitive position. 
Facilities that put a store ahead in- 
clude parking lots and pleasant rest 
rooms. Such conveniences can create 
customer preference that will draw 
business from a good distance away. 

It's important to make provisions 
for shoppers who drive. Since entire 
business districts are vulnerable to 

parking space shortages, persistent at- 
tempts should be made — perhaps by 
merchants and community officials in 
a joint venture to secure adequate 

parking facilities. 
Many things can be done in co- 

operation with municipal officials. 
For example, streets can be widened, 
a mall can be constructed, one-way 
routing can be arranged to reduce 

congestion, by-passes can be built, 
traffic lights can be better placed, 
parking meters can be installed and 
off-the-street parking facilities can be 

created. 
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It's easier to work in the revenue account- 
ing department of Western Maryland's mod- 
ern new offices. The penned-in feeling of 
small space and high shelves has been 
eliminated by open floor planning of the 
new working area. 

BEFORE 

Before and after pictures suggest a number 

of ideas which dealers can adapt for serving ing é 
me rd 

their own customers in the growing office furniture se 

field. The pictures show what happened when an mod 
pher . ‘ I 

Eastern railway decided to improve its office operations A 

gave é 

BEFORE 

New offices of the railway's freight claims department present this 
graphic comparison of the “old” and the “new” in office planning. 
The department now is integrated with other departments in a new 
building and employees work in colorful, well-lighted surroundings. 
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AFTER 

Rate officers in the Western Maryland Railway Co.'s new quarters in 
Baltimore now occupy uncramped, well-lighted, comfortable offices. 
The comparable office before the move is shown in a picture taken 
at the firm's previous location. 

BEFORE 

ice Goes Modern... 

\\ hen Western Maryland Railway 
Co. became interested in organiz- 

ing its headquarters work in terms of 
modern office procedures, it took 
months of planning to provide a 
modern and efficient working atmos- 

phere for company personnel. 
A recent move to a new building 

gave the company its opportunity to 

put these plans into practice 
As finally drawn up, floor space 

was laid out according to needs. All 
headquarters departments are group- 
ed under a single roof for the first 
time in many years and total efficiency 
has been improved by relating work 
areas and traffic patterns to activities 
performed, 

AFTER BEFORE 

The tariff and rates section of the company’s traffic department now 
‘n more adequate and comfortable quarters, shown in contrast with 
the working area at the previous location. 

(Photos courtesy Shaw-Walker Co.) 
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Office decor carries an unusual 
blend of distinctive coloring for both 
beauty and function. New metal desks, 
colored in coral sand, provide more 
usable work area and cut down con- 
ventional desktop clutter. Metal chairs 

are upholstered in 12 different colors, 
mixed on each floor at random to give 
an informal accent. New adjustable 
cupboards make records storage easier 
and records more accessible 



' How to Handle 

roblem Salesmen 

Personnel policies vary but most employers, sooner 
or later, encounter problems in this complex area 
of human relations. Dr. Lapp offers pointers 
for handling some of these problems smoothly 

Sy C. L. “Chuck” Lapp, Ph. D. 

Consulting Editor 

P ple and things these are the 
main concerns of a stationer. The 

“things” are his store and his pro. 
ducts, both of which command 
great deal of his time, thoughts and 
energy. The “people” in a stationer' 

life are his customers, his suppliers 

and his staff of salespeople. These 
also, deserve a great deal of attention 
from the stationer, especially _ the 
salespeople upon whom so much els 
depends. 

Four common problem situations ir 
the handling of employees are dis 
cussed here: what to do with an aging 
salesman whose production is declin. 
ing, how to discipline a salesman, how 

to fire a salesman, and how to tel! 
an ambitious salesman that he will 
always be a salesman. 

What to do with an aging sales § 
man? 

The old salesman who is not hold 
ing his own can be a real problem t 
the sales manager. What can be done 
with older employees when their pro- 
ductivity seems to be decreasing? Per 
haps a salesman is within a few year 
of retirement, has money set aside 
and has little motive to try to main 
tain his former pace. 

If the man in question has beet 
a top ranking salesman many com 
panies give him breaks in the fom 
of a more easily covered territory o 
department. They may assign him al 
of the elder accounts or let him work 
for only half days. 

Salesmen are motivated in varying 
degrees by opportunity, security and 
recognition. For older salesmen, 
cognition and security probably ar 

the most important motives. 
If the older salesman is capable 

bring him into the office as an ad 
viser or counselor on sales problems 
Perhaps he could assist the personne 
department in interviewing new sales 

men or training new men. 

If an employee is made to feel th 
company is interested in his welfar 
he may be spurred on to greater ¢ 
forts. Uncovering a new future in: 
different capacity may, at the sam 
time, uncover a new layer of incentive 

Some companies have a_ ranking 

system which shows where each mat 
stands as compared with the other 
salesmen. It is then easy for a mai 

to see where he is failing. 

When no other course seems feas: 
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ble, some form of retirement plan 

should be worked out for the older 
worker as soon as possible. 

How to discipline a salesman? 
When it becomes necessary to rep- 

rimand a salesman the sales manager 
must exercise extreme care. The pur- 
pose of the reprimand should be kept 
firmly in mind. That is, to correct 
faults and make the man a better 
salesman. 

Sales managers have been known 
to use questionable methods such as 
disciplining a man when other sales- 
men are present, calling a salesman 
into the sales manager's office to 
“chew him out,” taking away special 
privileges or docking the salesman’s 
commissions. Others take action with- 
out giving the salesman a chance to 

present his side. 
These approaches could be entirely 

wrong. They may benefit neither the 
salesman nor his company because 
such methods leave resentment and 
bitterness. 

Perhaps a better method would be 
to praise the salesman first for his 
good points and then tell him how 
he might improve his sales effec- 
tiveness by doing, or not doing, cer- 
tain things. 

The salesman, if he is to be helped, 
must be made to feel that his manager 
has confidence in his ability. Be sure 
the reprimand is constructive by mak- 
ing the affair confidential. A pro- 
gram for constructive discipline should 
be more concerned with causes and 

explanations of breaches of conduct 
than with punishment. 

A sound disciplinary program 
should be based on a clear and 
reasonable list of rules. Instruction 
should be given all salesmen explain- 
ing just what is expected of them. 
There should be some procedure for 
letting employees know how well they 
are meeting the sales standard. There 
also should be careful investigation of 
the background and circumstances of 
each case before disciplinary action 

is taken and a program, once set, 
should be applied promptly and con- 
sistently in all cases. 

The way in which disciplinary 
action is taken by the supervisor is 
often more important than the rep- 
rimand itself. The following con- 
siderations are important. 

Cool off after you decide a sales- 
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man should be reprimanded, but not 
too long. 

Make certain a reprimand is de- 
served and then talk in private. 

Get the salesman to admit his mis- 
take if possible. 

Explain the seriousness of the mis- 
take and show how to prevent its 
recurrence. 

Compliment the salesman on other 
activities he may be performing ef- 
fectively and encourage him to do 
better before you dismiss him. Make 
it clear to him that you have faith in 
him, if you do. 

How to fire a salesman? 
It has often been said that you 

should never fire a man except as a 
last resort, for in firing him you are 
in effect admitting your own failure. 

No doubt some salesmen fail be- 
cause their management or supervision 
is inadequate. However, this is not 
always the case. Some salesmen fail 
because they cannot or will not do 
the work management has a right to 
expect from them. 

From the time a man is hired, in 
fact even before he is hired, he should 
know that if he is to remain with the 
company he must produce enough to 
make himself an asset rather than a 
liability. Often amounts of 
money and time go into the training 

large 

of a salesman. Firing a man is a 
costly procedure. It should not be 
done without careful consideration. 

Before a man is discharged, he 
should be given warning that he is 
not meeting the standards set by his 
company. Should there be little or 
no improvement in his performance, 
a meeting between the employee and 
his superior should be arranged and 
the causes of the company’s dissatis- 
faction should be explained. The em- 
ployee should be given a chance to 
correct his mistakes. Do not only tell 
him what is wrong, but give him 
specific guidance on how to correct 

his failings. 

If, after a reasonable time, little 
improvement is shown, the supervisor 
should take stock of the situation and 
review his own actions to make sure 
that at least part of the fault does 
not lie with himself. 

If the situation remains such that 
the salesman must be discharged, the 
action should be private and the em- 
ployee should be made to understand 

that it is being done for the good of 
both the salesman and the company. 
The reason for the dismissal will have 
something to do with the method 

Some companies 
facts and ask the salesman to resign. 
It gives him a better opportunity to 

Separa- 

used. present the 

find employment elsewhere. 
tion arrangements, such as separation 
pay, should be taken care of at the 
time an employee is released. 

How to tell an ambitious sales- 
man that he will always be a sales- 
man? 

This is a very difficult problem to 
handle because a sales manager can 
ruin a good salesman by telling him 
he will never be anything more than 
a salesman. It is a matter which re- 
quires a great deal of tact. The task 
usually involves explaining to an in- 
dividual that he does not possess the 
leadership qualifications needed for 
managerial work. 

The employee must be convinced 
that every one has a particular job 
for which he is best fitted and that 
in his present position he is doing the 
best job he is capable of doing. Care 
must be taken to get over the point 
without creating a 
feriority. The less said about leader- 
ship deficiencies and the more said 
about possibilities on the present job 

the better. 

Sometimes sales managers are pick- 
ed from a group of top ranking sales- 
men. There is no guaranty the chosen 
man will be a good executive. By 
correlating a man’s qualifications with 

the job description of each position, 
it often can be shown why a top 
ranking salesman will not make a 

Tests 
well be used in determining this. 

feeling of in- 

good sales executive. could 

A salesman has advancement as an 
incentive along with 
monetary gain. If the company does 
not offer these, he should be inform- 
ed because in other company require- 
ments may be different. 

security and 

A salesman is a mixture of different 
ingredients, two of the most impor- 
tant of which are pride and confi- 
dence. When a decision is reached 
that a salesman does not possess 
leadership material, the decision 
should be presented carefully and the 
sales manager must keep in mind that 
the company does not want to lose a 

good salesman. 
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ow Do You Use 

Your Wholesaler? 

An industry veteran states how and why he feels a 

dealer can profit by doing business with wholesalers 

6] ‘ve been in the wholesale sta- 
tionery business for 52 years. I 

wish | could get it through 
to retailers in our industry that 
they can make more money by 
buying through the  wholesale- 
er instead of direct from the manu- 
facturer.”’ 

So speaks Harry Chandler, presi- 
dent of Adams, Cushing & Foster 
of Boston, New 
wholesale stationer and co-chairman 
of the Wholesale Stationers Assn. 

education committee which will re- 
pect March 5, at the annual WSA 

This basic problem 
of educating the retailer to the 
advantages of buying from the whole- 
saler, he says, has been with the in- 
dustry since he joined it many years 

ago. 

England's largest 

convention. 
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Harry Chandler, 
President 

Adams, Cushing & Foster 
Boston 

‘The retailer in our industry,” Mt 
Chandler says, “is influenced by the 
manufacturer's offer of a better dis- 
count and more promotional aid than 

Let's 
see what the wholesaler has to offer. 
he gets from his wholesaler. 

Where the wholesaler serves the 
retailer best, according to Mr 
Chandler, is the actual business of 

inventory. He calls 

this service small order diversification. 
“It is better,” he explains, ‘for the 

retailer to buy many items from his 
wholesaler in a single order and in 
small quantities of each, than to buy 
cach item direct from the manufac- 

policing his 

turer in larger quantities in order to 

better discount. Because 
the wholesaler can give smaller quan- 
get a 

tities of more items in one order, the 
expect dealer can faster turnover, 

better volume, a higher profit and 
a substantial saving in transportation 
costs. 

It is the small stationer most in 
need of the wholesaler’s services, he 
says, who continues to overlook these 
advantages. 

The turnover is the test” this 
motto has been before Mr. Chandler 
on his desk for years. He suggests 
a look at some figures. 

A $20,000 investment in inventory 
at four turns a year at a gross profit 
ot SO 
$40,000. 

percent of sales produces 

The same investment in an in 
ventory with eight turns a year at 

a gross profit of 40 percent of sales 
produces $64,000, 

The same investment in inventory 
with 12 turns a year at a gross profit 
of only 33 1/3 
produces $80,000. 

percent of sales 

“Manufacturers may give the deal- 
er a bigger discount, but the whole- 

makes retailers 
by filling diversified orders for small 
saler money for 

quantities of many items. 
“The dealer 

duced paper work. 
saves money in fe 

He needs fewer 
orders, receipts, catalogs, credit ap- 
plications and payments and less book- 
keeping and correspondence. The 

broader buying service makes the 
dealer money by keeping his stocks in 
balance with a sufficient variety of 
lines and products, thus freeing a 
lot of the retailer's time for sales.” 

The wholesaler also serves the re- 
tailer better by making more frequent 
and regular calls, according to Mr. 
Chandler. The wholesale salesman, 
he estimates, can call on each custom- 
er once a month and can be summoned 
easily in case of emergency. On the 
other hand, Mr. Chandler says, a 
manufacturer's salesman may call on 
his retailers only three or four times 

a yCar. 
Fast delivery and speedy emergency 

service from nearby warehouses are 
among other services mentioned by 
the Boston wholesaler. 

“Also, by virtue of his knowledge 
of the local market,’ Mr. Chandler 
says, “the wholesaler can give expert 
counselling on local trends and on 
the effectiveness of promotional 
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techniqui 
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dealer. 
The 

dealer 
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handle 
complait 

with 

its locally. 

used by other retail out- 
area. This kind of advice, 

with an ability to pass on 
s leads, makes the wholesaler 
e to the small stationery 

wholesaler also provides the 
convenient consumer 

able to 
and 

because he is 
allowances 

And 
returns, 

because 

of his knowledge of local conditions, 
he often can reduce the handling time 
on dealer shipments and save on trans- 
portation costs. 

Mr. Chandler claims that these are 
services most manufacturers are unable 

to provide, Yet few manufacturers 
really recognize the wholesaler as 
a significant outlet, in his opinion 

Mr. Chandler believes the 
and 

prese nt 
very important task of the 

rh ae 

UX 

wholesaler is to educate the retailer 
to look to the wholesaler as a source 
of supply by constantly reminding 
his customers of the advantages and 
faithfully serving them in the man 

ner described here. 
“When that is accomplished,” he 

“the manufacturer then 
require the wholesaler as a 
sary link in the chain of distribution 
for his products.” 

Says, will 
neces- 

ao 

A diversified order at Adams, Cushing & Foster goes through many hands before it reaches 
the loading platform for delivery. 
piled. 
the firm's warehouse. 
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packed (photo D) for shipment. 

First (photo A), it goes to the order desk where it is com- 
From there it goes to the stock clerk (photo B) who lays it out on a metal cart in 

The order is then transferred from the small metal cart to a large 
wooden truck (photo C). When completed, the order is sent to the shipping room where it is 



New York Stationery 
Show Plans Reported 

Plans are reported well underway 
for the 12th annual New York Sta- 
tionery Show to be held May 18-23 

at the Hotel New York. Bob Car- 
man, manager of the event, has re- 
ported that more than three quarters 
of the were al- 
ready confirmed following an earlier 
mailing of contracts. 

Among the changes this year is 
the addition of the 10th floor of the 

space reservations 

hotel as display space. The Trim- 
A-Tree section, now going into its 
third year, also has been moved to 
the 10th floor. The show now will 
occupy the 4th through 10th floors. 

Upon the suggestion of the ad- 
visory board, a buyers’ lounge will 

be located on one of the show floors, 
a place where small groups of buy- 
ers may mect informally. 

For a number of years it has been 
the show's policy to remain open 
for two evenings until 9 p.m. One 
of the evening openings has been 
changed. Show hours for the week 

this year are 1 to 9 p.m. Sunday, 

10 am. to 6 p.m. Monday through 
Wednesday, 10 a.m. to 9 p.m. Thurs- 
day and 10 a.m. to 1 p.m. Friday. 

The Stationery Show Dinner Dance 
will be held again this year at the 

Grand Ballroom of the Hotel Statler 
on Tuesday, May 20. 

Remodeling, Expansion 
Boost Sales in Dayton 

Cash sales have increased 20 per- 
cent after remodeling of the Roth 
Office Equipment Co. store in Day- 
ton, Ohio, according to C. W. Roth. 

The store doubled the size of its 
street level display space by taking 
over an adjoining room the size of 

the original store which Roths have 
occupied for more than 40 years. 

The sales floor was converted to 
an open display arrangement which 
now includes furniture and other of- 
fice equipment displays not previously 

shown on the street floor. 
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PRESSTIME NEWS 

(Barry) McNutty, 34, of 
director of the 

R. F 
executive 

Chicago, has been appointed assistant 
National Office Furniture Assn. (NOFA), it was an- 

nounced by JOHN R. Gray, executive director. Mr. McNulty, former sales man- 
ager of the Grand Hotel on Mackinac Island and a graduate of Northwestern 
University, will work primarily on promotion, helping to expand NOFA’s area 

program. He will coordinate the NOFA clinics and seminars 
and will draw on his hotel experience to assist in planning the national conven- 
tion 

conference sales 

Eighteen stationery and office equipment stores are among the 586 finalists 
competing for Brand Name Retailer-of-the-Year honors. They are Baker’s Office 
Equipment Co., Elyria, Ohio; Howard W. Boise, Inc., Plainfield, N. J.; Brede- 
sen’s, Inc., Beloit, Wis.; County Stationers, Inc., Ventura, Calif.; DeKalb Office 
Equipment Co., Decatur, Ga.; Jacquin & Co., Peoria, Ill.; Byron Johnson's, Kan- 
kakee, Ill.; The R. P. Lewis Co., Flint, Mich.; Millington Lockwood, Inc., Buffalo, 
N. Y.; Moulton’s Office Equipment, Ottawa, IIl.; Pounds & Moore Co., Char- 
lotte, N. C.; Rhoden Stationery & Printing Co., Moultrie, Ga.; P. K. Smith & 
Co., St. Petersburg, Fla.; George Stuart, Inc., Orlando, Fla.; Summerville’s, Inc., 
Akron, Ohio; Thomas Brothers Co., Lubbock, Texas; D. Waldner Co., Mineola, 
N. Y.: and Zac Smith Stationery Co., Birmingham, Ala. 

Winners will be selected early in March and awards will be presented April 
16 at the Waldorf-Astoria as a highlight of Brand Names Week 

Following its successful Management Training Seminar at the University of 
Georgia last November, the National Stationery and Office Equipment Assn. 
(NSOEA) plans to take a modified version of the same program to each of its 14 
district meetings this spring. In place of the usual ‘President's Troupe,” there will 
be two half-day seminar sessions by Dr. RALPH D. Cres, NSOEA research director, 
and Dr. WILLIAM H. Harris, Jr., University of Georgia. 

WILLIAM R. DIEHL, JR., Association president from Columbus, Ohio, and 
Epwin H. Mos er, Jr., NSOEA vice president (manufacturers), also will address 
delegates at each of the district meetings 

Zac Smith Stationery Co., operating three stores in Birmingham, Ala., 
celebrated its 75th anniversary in January with a major promotion effort. It all 
started with a modest book shop opened by Zac SMITH SR., in 1883. President 
of the firm today is his granddaughter, Daisy DEAN SMITH RUSSEN. 

AL Pickar, governor of Region 13. NSOEA, has announced a contest to 
pick a slogan to tie in with the region's activities. The winner will receive one 
free registration for the regional convention at Grossinger’s June 16-17. Entries 
should be directed to Al Pickar, Acme Stationery & Printing Co., 1060 Broad St., 
Newark, N. J 

District 13 arranged a sales clinic on shelf filing January 22 in cooperation 
with Supreme Steel Equipment Corp. 

WALTER G. BARLOW, executive vice president, Opinion Research Corp., 
was scheduled as principal speaker for the annual meeting in New York Feb. 6, 
of the Fountain Pen and Mechanical Pencil Manufacturers’ Assn. The title 
of his talk: “Public Opinion: Friend or Foe of the Businessman?” 

A revised 48-page manual, “How to Sell Safes and Other Protective Equip- 
is available to members from NSOEA. It reflects new rating and marking 

systems of manufacturers and the changes in premium discounts allowed by in- 
surance companies for various grades of protective equipment. 

ment 

GEORGE P. BARNES, Owner and manager for 30 years of the Senrab Co., 
Syracuse, N. Y., stationery firm, died Jan. 14. He was born in Newfoundland and 
had been a resident of the Syracuse area for 37 years. 
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FEATURES! 
Bulman has the 

CANDLES 

Photo of Otto Ulbrich, Buffalo, New York 

For example: The exclusive Variable Pitch Shelves 

e ~~ - 

* s 

ca { i rr 
‘ . Bulman has the most experienced, 

: == 7 most successful store engineers 

_— “ in the business. 

° Adjust up or down, change pitch e oes ald ‘i 
ulman store planning engineers will give 

e to level or sloped cee 4 you a store plan you can count on for it’s based 
. One Bulman variable pitch shelf does . on proved experience; successful proved ex- 

both for you. And you adjust shelves perience in layout, floor plan arrangement, 
© without any tools or brackets... just a + lighting, color styling, stocking and the ‘“‘do’s 

flick of the wrist does it. Notice the ex- and don’ts” of merchandising. Experienced 
a cellent display of candles at Ulbrich’s ° proved in over 30,000 Bulman installations. 

how effective, yet how easily done with * There is no charge for this valuable service 
Bulman fixtures. . .. a service so successful that the national 

s a sales increase of Bulman equipped stores 
average 31.2%! eee0e35nsvse3e#e3sree88e eee ee @ @ & ? 

And still . . . Bulman COSTS YOU LESS! 

Write, wire or call Dept MS-38 

Canadian Subsidiary 

Bulman of Canada (Store Equipment) Ltd. 
dren ncettin THE CORPORATION 
«et aber Oac 
loronto, Ontario Grand Rapids 2, Michigan 

World Leader in Steel Self-Selection Equipment 
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DPC Marshall Reinig 
also announced that Mr. Shively, in 

President 
Se 

Harold Shively Named 
DPC Vice President 

Harold O. Shively, publisher of 

his new position as vice president, 
has been assigned the supervision of 
additional corporate publishing ac- 

MODERN STATIONER AND OFFIC! tivities. 
EQUIPMENT DEALER, MODERN STA- Mr. Shively has been publisher of 

TIONER CONVENTION Dally, and DPC’s stationer group of publica- 

Erectos Der Escritorio, has been tions since September, 1956. Prior 

elected a vice president of Davidson to then he had been editor of the 

Publishing Company, parent organ- group since joining DPC in 1955 

ization of the publications. Before joining DPC, Mr. Shively 

MARK SHIPPING 

set... UNCRATED © 

Vi NAVL-CRESTON PADDED VAN 

and 

CUT COSTS 

of 

e@ CRATE MATERIAL 

CRATING LABOR 

EXCESS WEIGHT 

STORAGE SPACE 

UNCRATING 

HANDLING 

NAVL-CRESTON DELIVERS 

NEW GOODS, UNCRATED, FROM 

FACTORY TO CUSTOMER OR 

STORE, READY TO USE OR SELL 

In one easy trip, experienced agents of North American Van Lines, Inc., 
Creston Division provide fast, safe delivery of uncrated home or institutional 
equipment, furniture or fixtures. You save costs of labor and materials for 
crating and uncrating. Cost of shipping and space for worthless crating is 
eliminated. You get faster, safer movement of your goods delivered when and 
where you need them. 

DO THIS NOW... . Phone or write for “FACTS ABOUT 
UNCRATED SHIPMENTS AND CASE HISTORIES.” 

rica 
ee ee ee ee ee ee ee ee ene ee ae ee 
J NANTINES Ni North American Van Lines, Inc., CRESTON DIV. | 

| — Dept. P * Fort Wayne, Indiana 

Name | 

| Address | 

l City State | 
Liecinienieneitnini tine dnenten dn shen ae eee Een Teen enon eee eee uname 
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was manager of employee and publ 

relations for the U. S. Gypsum © 
He also has had a broad NEW spape 

publishing experience. 
As a DPC vice president and pu 

lisher, he will continue to be locate 
in the firm’s New York offices. 

New Memberships 
In NOMDA Invited 

Office machine dealers may be 
come members of the National 0; 
fice Machine Dealers Assn. (NOM 
DA) without waiting for a membe 
of the organization to call on them 
Applications may be sent direct 

the headquarters office at 1542 Hill 
hurst Ave., Los Angeles 27, Calif 

NOMDA reports that more thar 
100 direct applications are received 
each year. 

The drive for nev 

members in 1958 is 20 percent ahead 
of last year’s during which 600 new 

members were enrolled. 
“Everything points to our setting 

still another record in 1958,”’ said 
Harold Steinke of Upper Darby, Pa 
NOMDA president. 

Plans for NOMA’S annual con. 
vention and trade exhibit, at Milwau 

comple 
tion under the chairmanship of Jule 
Waedekin, Milwaukee. Dates for 
this 33rd yearly meeting of the organ. 
ization are June 29 to July 2. 

association's 

kee this year, are nearing 

Lieutenant Gor Harold J. 
ernor of California, is shown with an old 
friend, Tom Foster, general credit manage’ 
of Stationers Corporation, Los Angeles. The 

(Butch) Powers, 

Lieutenant Governor has been a 
speaker before professional, 
credit groups throughout California. 

frequen! 
financial and 
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SHOW 

MAY 18-23 

Hotel New Yorker 

Directed by GEORGE F. LITTLE MANAGEMENT, 220 FIFTH AVENUE, N. Y. 3 
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Salesmanship School, 
Round Table Talks 
Part of WSA Program 

Invitations to the 1958 _ Interna- 
tional Merchandise Exhibit of. sta- 
tioners’ products have been issued by 
the Wholesale Stationers’ Assn. 
(WSA) to several thousand whole- 
salers and other large distributors 
of stationery and allied lines. 

You'll find there’s room 

for more profit in your store... 

with 

Versatile . . 

Finished in customer-pleasing colors, Saginaw Chief's 
wide variety of islands and wall 
limited possibilities for business-building merchandise 
arrangements. 

store, and insist on Saginaw . 
merchandising. 

Write 

A Division of Saginaw Industries Company 
66 2119 S. JEFFERSON 

SAGINAW CHIEF 

STEEL STORE EQUIPMENT 

. economical ... durable. That's Saginaw 
Chief steel store equipment, engineered specifically to 
provide the extra space you need to increase profits. 

shelvng offers un- 

Remember this when you modernize or expand your 
. « the modern method of 

te for a free, illustrated copy of 
“THE CHIEF REASON FOR INCREASED SALES” 

SAGINAW 23, MICHIGAN 

On display March 2 to 5 at the 
New York Trade Show Building will 
be the products of more than 100 
manufacturers of office and _ school 
supplies, stationery, games, artists’ ma- 
terials, toys, gifts and novelties. The 
exhibit will occupy the third, fourth 
and fifth floors of the building at 
8th Ave. and 35th St., just across 
the street from the Hotel New York 
er, scene of the 42nd annual WSA 
convention, 

TY PING 

* MIDNIONT 

ay 
>) 

- - - for more details circle 166 on last page 

Combined with the exhibit wil] 
be a salesmanship school for whole. 
salers, in which personal demonstra. 
tions and films by sales representa. 

exhibitors will show the 
latest and best methods of merchan. 
dising the products on display. 
WSA committees on costs, market 

packaging, merchandising, 

transportation, and education will 
hold breakfast meetings March 3 and 
report to the convention March 5 on 
plans for the coming year. 

Also scheduled for March 3 are 
five problem round table 
conferences in the grand ballroom of 
the Hotel New Yorker. Each round 
table group will be divided into sec. 
tions corresponding to the trade 
groups represented. Topics up for 
discussion at the various round tables 

tives of 

studies, 

solving 

will include: 
What is a balanced stock of pro- 

fitable items? 
Are more wholesaler and _ retailer 

sales accomplished when there are 
fewer units per carton? 

What 
packing ? 

about advocating decimal 

How are freight increases affecting 
the market picture ? 

How to guide manufacturers on 
sales promotional material they pro- 
duce and then how to use all the 
sales aids effectively? 

Chairman of the general conven- 
tion committee is Howard Shoemaker, 
Eberhard Faber Pencil Co. Co-chair- 
men of the exhibit committee are 
Hiram Bronson, Heinzle & McCann, 
Columbus, Ohio, and Louis Oclwang, 
Scrantom’s Book & Stationery (Job- 
ber’s Division), Rochester, N. Y. 

Theme of the convention is ‘‘Salut- 
ing Service Wholesalers Today — 
Building For Tomorrow.” 

NOFA Chapter Installs 
Officers for 1958 

Earl Sheffer of the Associated 
Desk Co., Los Angeles, has been it 
stalled as president of the Southem 
California chapter, National Office 

Furniture Assn. Also installed were 
George Niclsen of the Dray Manuv- 
facturing Co., vice president, and 
Mrs. Molly Golden of Southern Metal 

Products Co., secretary-treasurer. 

Directors include Vern Vallet, out: 
going president, Floyd Fenn, D. E£. 
O’Hern, Morris Piltzer, Don Hoppét, 

Frank Booz and Don Rosen. 
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WHAT ARE THE 8 FOR 58 FROM 

columbia? 

1- Executive, General 

Office, Teacher and 

Special Desks 

2-Credenzas 

8-CHAIRS! By mid-1958 Colum- 

bia expects to be shipping a 

complete line of quality office 

chairs. Eight styles in this 

eighth important item for '58 

... destined to be FIRST 

choice among businessmen 

everywhere! 

3-Leg and Executive 

Panel-end Tables 

4-Files, Letter, Legal, 

Tabulating and 

Card Index 

6- Telephone 

Stands 

with or 

without 

Doors 

5-Nine-to -Five fe 
Modular Units 

Bookcases 
with Glass, 

Steel or 

no Doors 

COLUMBIA STEEL EQUIPMENT COMPANY 

FORT WASHINGTON, PENNSYLVANIA 

Subsidiary of ops Jenkintown, Pa. 
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2 St. Paul Firms 
Announce Consolidation 

The McClain and Hedman Co. 
and the Leslie Schuldt Co., both of 
St. Paul, Minn., have announced the 
consolidation of their two firms, ef- 
fective May 1, 1958. 

McClain and Hedman, established 
in 1903, has been active in the com- 

mercial stationery and office furni- 
ture field, primarily in the metro- 
politan area of the Twin Cities. They 
opened their present store at 54 East 

1946 and 
operation in 

Fourth Street in remodel- 

ed for self-selection 
1956. 
The other firm in the consolidation 

was founded in 1936 by Leslie 
Schuldt, who started his career in 
1914 calling on banks and business 
firms throughout the Northwest. The 

Actual size 
of ' 

Lindy Pen 

...and send 

another 

gross of 

LINDY 

PENS 

NON-REFILLABLE 4, 

laf 

And why LINDY? Because Lindy is the 
special purpose pen for many business uses. 

= 

Light weight and easy to handle, Lindy Pens cut 
way down on writing fatigue. Lindy’s specially 

designed point lets you see what you write. 

EIGHT popular colors—one for every job. The 
color of the pen is the color of the ink. Blue—Black— 
Red—Green—Brown—Lavender—Turquoise— Yellow- 

gold. Choose your favorite. Giant Ink 
Supply—extra large profits too. 

~~ Write for your 

FREE SAMPLE 7 
Dept. M8 — LINDY SALES co. 

. 9601 W. Jefferson Blrd. , 
ry Culver City, Calif. ¢ 
% Please send me a sample of the #460 f 
%, LINDY Utility Pen. I 

4 Company —- —- 

‘ Buyer. —— 
rl 

. ‘ Address — 

‘ City . aa ss 

EEE EEE LY 
* a 
®eeeneeenesnd” 
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38 

firm acquired the Bank Supply divi. 
sion of the Brown-Blodgett Co. and 

the Bankers Standardization Bureay, 
a firm founded in 1881. The Leslie 
Schuldt Co. is active throughout ; 
five-state area. 

The new company will be know 
as McClain Hedman & Schuldt Co 
and will be located at 310-312 Cedar 
Street, St. Paul 1. Officers of the 
two companies will assume new du 
ties in the combined organization 
Sterley F. Jerue will be chairman of 
the board; Leslie Schuldt, president 
Robert S. Jerue, executive vice presi. 
dent and general manager; and 
Robert C. Haag, vice president and 
sales manager. 
New showrooms are being de. 

signed and the firm plans to serve a 
trade area extending through Minne. 
sota, both Dakotas, Eastern Montana 
and Western Wisconsin, offering 
office furniture, equipment, — bank 
supplies and commercial stationery. 

Keith Clark Names 
Southwest Salesman 

E. M. Stewart, 
Jr., Dallas, Tex, 
has been appoint- 
ed sales repre. 
sentative for 
Keith Clark, Inc, 
makers of desk 
calendars, in 
the southwestern 
states of Okla 
homa, Texas, 

Arkansas and Louisiana. 
Mr. Stewart is a licensed private 

pilot and will cover much of his 
territory in his own plane. He was 
employed for five years after World 
War II as a salesman for Stewart 
Office Supply Co. in Dallas. 

Stewart 

33-year Stationery 
Employee Honored 
Guy Washburn, an employee of 

Mason's “Complete Office Outfitters’ 

at Almond, N. Y., for 33 years, was 
honored recently for his long service 

at a dinner given by the firm. 
Sixteen fellow employees and their 

families were present. Washburn, who 
is service manager for the firm, was 
introduced by Edward S. Mason, own- 

er and manager. 
In a brief talk, Washburn recalled 

that he joined Mason’s as a schoolboy 

working part time, 
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Timed for / oe Spe readers 
Mother's Day y “a “decorated envelop. Fowens— Nowe oist's com. w : this 

Gift Selling ‘ATON'S "color advertising page S bin , 

WITH EATON’S FINE LETTER PAPERS 

Eaton helps bring the increase of traffic and sales of a second getting greatly increased volume on the beautiful new Eaton 
Yule season to your Stationery Department, with this spar- letter paper fashions, many of them reflecting the gay theme of 
kling Mother’s Day Gift Promotion. Millions of readers of Yellow, top fashion color this season. 
Ladies’ Home Journal, May, and the May 1 issue of Vogue, 
will see this compelling full color advertisement featuring 
glamorous new fashions in Eaton’s writing paper gifts for 

To start your Eaton’s sales swelling early—and keep them 
surging long after the Mother’s Day climax—use Eaton’s 

FREE newspaper mats, local radio spots, and new displays. 
\ ; ‘ ai 
fother. Ask for yours with your order. And order now—in quantities 

Stationery buyers the country over report that Mother’s Day that will help your Stationery Department realize all of the 

is the selling peak of the Spring ...a natural opportunity for Golden Opportunities of this profitable Spring selling season. 

) Fine Letter Papers ] 

EATON PAPER CORPORATION ¢ PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue e CHICAGO, 6 North Michigan Avenue 
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Committees Appointed 
For NOFA Convention 

Committee appointments for the 
12th annual Convention-Exhibit of 
the National Office Furniture Assn. 
to be held in Philadelphia March 
29-31 have been announced as fol- 
lows by John R. Gray, executive direc- 
tor of NOFA. 

Convention Committee Organiza- 
tion: general chairman, V. L. Cald- 
well, John Wanamaker Co., Philadel- 
phia; co-chairmen, Harry Tubis, H. 
Dubin & Co., Philadelphia, and 

George Stuart, George Stuart, Inc., 
Orlando, Fla. 

Exhibits: M. G. Wheeler, M. G. 
Wheeler Co., Greenwich, Conn.; 
Frank Puckett, Columbia Steel Equip- 
ment Co., Fort Washington, Pa.; 
Dorothy Ellenz, NOFA, Chicago. 

Program: V. L. Caldwell, Harry 

Tubis, John R. Gray. 
Ladies Activities: Mrs. W. H. 

Bretzalff, Jr., Orchard Lake, Mich.; 
Mrs. Harry Tubis, Philadelphia. 

Public Relations: Robert C. Chap- 
in, William P. Reed, Dean 
all of Arndt, Preston. Chapin, Lamb 
& Keen, Inc., Philadelphia. 

Workshop Breakfast: David Ein- 
stein, Office Furniture 
Co., Philadelphia, and John R. Gray. 

Registration: Russell M. White, 
Business Furniture Co., Philadelphia; 
E. C. Riley, NOFA. 

Hotel Reservations: Sidney Lichten- 
stein, Building Equipment Co., Phila- 
delphia; Dorothy Ellenz. 

Entertainment: Bernard Feather- 
man, Bernard Franklin Co., Philadel- 
phia; John R. Gray; Robert ( 
Chapin; William P. Reed; Dean Sims 

Attendance Promotion: Horace M 
Laurence, H. M. Laurence Co., Phila 
delphia; George Stuart; and Messrs 
Gray, Chapin, Sims and Caldwell. 

Hospitality: Morris Kretchmar, Of 
fice Equippers, Inc., Philadelphia 

Reporting Services: Morris Kretch- 
mar; John R. 

Sims, 

Commercial 

Gray. 
Local Arrangements: David Ein- 

stein; Max Block, Block Steel Equip 

ment Co., Philadelphia; and Messrs 

y 

Wa 

kh S ; 

1 mith, ine. 

PASA 

40 

NOTE> 

Chapin, Reed and Sims. 

Prizes: R. Sturm, Jasper Offic 
Furniture Co., Jasper, Ind.; A. ] 
Kuhn, Peerless Steel Equipment Co, 
Philadelphia; and Messrs. Chapin, 
Reed and Sims. 

The convention, being held jp 
Philadelphia for the first time, will 
feature a ‘Boulevard of Style 

which manufacturers 
booths will be integrated, 

The show will offer the newest and 
largest group of office furniture ever 
to be assembled. 

theme with 
display 

Representative Named 
Oakville Co., a division of Scovill. 

has announced the appointment of 
Delmas C. (Jack) Nunn as a com. 
pany representative in several south. 
eastern states. He is associated with 
Charles Hucke of Atlanta who has 
represented the company in that are 
for over 25 years. Mr. Nunn will 
represent the company in distribu- 
tion of its complete line of clips 
clamps, pins, tacks, staples and other 

paper fastening devices. 

popular, practical, profitable 

An extensive selection of attractive notes suit- 

able for all occasions, to please the most discrim- 

inating tastes. Of superior quality enhanced 

by rich raised printing, the designs range from 

formal to casual, from general to special — 

announcements, thank you's, invitations for every 

kind of get-together. 

Priced for fast selling and multiple-unit purchase. 

Handsomely boxed, easy to display, they have 

tremendous appeal for today's value-conscious 

consumer. Send for fully illustrated catalog. 

Visu-top box of 12 for 59/ 

All-Time Favorites ... 

Bridgeasy table covers, wedding and social announce- 
ments, informals, Self-Seal stationery and a complete 
collection of personalized papers. All designed in the 
best of taste and produced by master craftsmen for a 
clientele accustomed to quality, efficiency and service 
in true E. Errett Smith style. 

See these items at the following shows: 

N. Y. Gift Show, Hotel New Yorker, Room 551, Feb. 23-28 

FORNIA Boston Gift Show, Hotel Statler, Space 39, March 9-13 
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ADDING MACHINES 

CASH REGISTERS 

i 

*. * . * * . * . * . * 

etme wr Bee 

Here is a double opportunity to 

enjoy the prestige and profits of 

products backed by Burroughs 

Corporation. Long respected M&V 

carbons and inked ribbons and 

Burroughs famous adding machines 

and cash registers now are avail- 

able from the same dealer repre- 

sentatives. Distribution of both 

of these fine lines is now integrated 

in the Burroughs Division dealer 

sales organization. 

* * 

Oe 

. 

This means that sales support for 

dealers in either or both profit- 

proved lines will be as fine as the 

industry can offer. Direct-mail 

point-of-sale, national and trade 

advertising are to be emphasized. 

These representatives are espe- 

cially trained to help you with 

merchandising. 

Ask the man who calls on you. He 

may have offered M&V products, 

made by Mittag & Volger. He may 

have offered Burroughs adding 
machines and cash registers. He 
now can explain the stronger 
dealer support and profit advan- 
tages of this combined sales organi- 
zation. Add Burroughs machines 
or M&V supplies or both to the 
lines you can offer your customers. 
These are respected and well pro- 

moted products distributed by 
Burroughs Division Dealer Sales 
Department, Burroughs Corpora- 
tion, Detroit 32, Michigan. 
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Expense Account Ruling 
Means More Paperwork 

A stack of paper 15 high, 
a 40,000-mile-long of carbon 
paper and millions of paper clips 
that’s 
government's 

miles 
st rip 

estimate of 
recent 

one what the 
expense account 

ruling will require from American 
business in 1958. 

These computations came from a 
business forms manufacturer which 
investigated the paperwork repercus- 

sions of the Internal Revenue De- 
partment ruling that individual tax- 
payers for 1958 must report all rcim- 
bursed expenses and be prepared to 
support their claims. 

The mountain of clips, paper and 
carbons will be created if 
million of the 17 million 
listed by the government 
sional, technical, 
proprietors comply by 
duplicate of the 

only 8 
persons 

as protes- 

workers or 
keeping a 

sales 

expense accounts 
they fill out every two weeks on the 
average. 

“The extra copies would fill 

You never 

know what 

they’// 

use them 

for next! 

MARKING PENCIL 

Steady repeat business ! 
Listo refills in black, 
red, blue, green, 
yellow, white. 

on any surface . 

40,000 file drawers,” said W. J 
Suchors, general manager of Uarco, 
Inc., “and Uncle Sam will need an 
other 3,000 or so file drawers to 

store 1.6 million additional pieces of 
paper 

Convention Prize Finds 
Home in Sidney, Ohio 

A new 21-inch 
color TV set has 
been installed in 
the home of sta- 

tioner Fred D 
Wells of 
Ohio. 
ner of 

Sidney, 
lucky 
a drawing 

held by Keith 
Clark, Inc.. at the 
1957 National 

Office Equipment 
convention in Chicago. 

Mr. Wells of Wells Office Supply 
was one of 

win- 

Wells 
Stationery and 

Assn. 

than 3,000 station 
ers from the United States and Canada 
who took part in the drawing 

“It’s the 
in my life, 

more 

first thing I've ever won 
he says, “and I think it’s 

wonderful 

€ 

LISTO writes on everything! 

Listo Marking Pencils make a clear, bold mark 

.. even glass, plastic, cellophane. 

All sorts of people use them to write on all 

sorts of things. And Listo ads say... 

“available at stationery stores everywhere.” 

LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 

- - = for more details circle 

Stock ’em ! 

Metropolitan Travelers 
Hear WSA Spokesman 

Donald S. Frey, executive 
tary of the Wholesale 

addressed the 

secre. 
Stationers 

Metropolitay 
Travelers Club at a regular meeting 
in New York on wholesal. 
ing today and its aims for the future 

industry. The guest speaker 
George Nicklaus 

Assn.., 

recently 

in our 
was introduced by 
president. 

Martin Moldow announced _ the 
club’s annual combined meeting with 
NSOEA Region 13 and the Station. 
ers Assn. of New York will be March 
13 at the Belmont Plaza Hotel, New 

York. Cocktails by the Metropolitan 
Club served at 6 Travelers will be 

p m 

Grandson Joins Firm 

Stephen R. Sengbusch, a 
of the 

grandson 
founder, has been 

named direct sales representative for 
Self-Closing Inkstand Co 

Midwest area. The 
Drake University 

and his wife live in Minneapolis, 

Minn. 

firm's 

Sengbusch 
in a_ six-state 
1957 graduate of 

145 on last page 
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The exciting new Browne-Morse Coordinates reflect the 
masterful styling and functional ability of designers who have 
made office planning their life-time business. The beauty, 
versatility and practical design of each piece results in space- 
saving and stepped-up efficiency for your office. Utilizing 
the adaptability of these modern Coordinates will give your 
offices a custom-tailored look of casual luxury and good 
taste. Your office personnel, executives and secretaries alike 
will make every day more productive and more profitable 
in an office planned by Browne-Morse and furnished with 
Browne-Morse Coordinate office furniture. 

DEALERS For quality, price, sales appeal and for profit the 
Browne -Morse modern office furniture line is the leader. 
Write for information today about a BROWNE-MORSE 
dealership. 

MUSKEGON, MICHIGAN 

Manufacturers of Steel Office Furniture, Aluminum Chairs, Filing 
Supplies, Laboratory Equipment, Hospital Case Work, Fume Hoods 

{.: 

a) 

S) 

COORDINATE GROUP, SPACE-SAVING 

MODULAR FURNITURE BY BROWNE-MORSE 

Desks, tables, cabinets, whatever your needs, you will find 
a combination to fit any space. You can add tops, cabinets, 
pedestals to basic desks in countless arrangements. In the 
smart Coordinates you find all the features found in other 
Browne-Morse desks . . . the durable lifetime steel construc- 
tion, the sturdy, beautiful Plastite tops, and the free and 
easy operating drawers. The square edge permits perfect 
alignment, giving more working surface, more convenience, 
and more comfort. When you select the right pieces and fit 
them smoothly into place, your office will, indeed, have a 
“tailor made” look. 

FREE COORDINATE GROUP CATALOG 

Send for colorful de- 
tailed brochure— See 
how Browne- Morse 
Co-ordinates can 
work for you in your 
office. No obligation, 
of course. A 

ieee | 

ARCHITECTS OF EFFICIENCY FOR AMERICA’S OFFICES 
- = = for more details circle 115 on last page 
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Office Management 
Chapter Formed 

The 168th chapter of the National 
Office Management Assn. (NOMA) 
was formed at Palm Beach, Fla., re- 
cently by a group of business ex- 
ecutives. William A. Kennedy of the 
Remington Rand Division of Sperry 
Rand Corp., West Palm Beach, Fla., 
was elected president of the new 

chapter. 
Founded in 1919 with 27 mem- 

bers, NOMA now lists more than 
18,000 members in its 168 chapters 
throughout the United States, Canada, 
Mexico and Hawaii. 

Office Equipment 
To Cushion Decline 

A major force to fight any down- 
ward trend in corporate profits in 
1958, as it has been in 1957, will 
be the office equipment industry, 
says Herbert Weston, president of 
VISIrecord, Inc. 

To perform today’s workload by 

yesterday's methods, he said, would 
require at least half a million more 
trained office workers than are avail- 
able now. Progress within the in- 
dustry is spelled out in terms of im- 
proved equipment that enables two 
people to accomplish as much as 10 
did only a few years ago. 

Mr. Weston noted that VISIrecord 
has doubled its sales volume every 
five years since its founding in 1938 
and the company had its greatest 
year in 1957. 

New Service Inaugurated 
For NOMDA Members 

“The Legal Reporter of the Nation- 
al Office Machine Dealers Assn.” is 
the title of a new service recently 
established for NOMDA members. 

The Legal Reporter is meant to 
answer puzzling questions encountered 
by dealers in the daily operation of 
their businesses. It will appear 
quarterly, enclosed with the associa- 
tion’s weekly bulletin. The second 
edition of the Reporter will appear in 
February. 

Material for the publication is 

written by Charles F. Krause, Jr, 
legal counsel of the association. | 
consists of answers to questions sub. 
mitted by members. 

“It has been felt for years that our 
members were entitled to this service.” 

commented Harold Steinke, NOMDA 
president, “and we are confident the 
Legal Reporter will fill the void.” 

Adriano Olivetti, right, Italian typewriter and 
office machine manufacturer, was presented 
the Edward O. Seits Award for International 
Management. Presentation was made at the 
34th National Conference of the National 
Management Association in Pittsburgh by T. 
|. Renshaw, NMA president, left. Olivetti’s 
efforts to further the free enterprise system, 
his personal war against communism, and his 
successful injection of Christianity into Italian 
industry were lauded in the citation. 

44 

{-" 

I’ve found the fastest mailing labels— 

economical, easy-to-use 

Yes!—A Typist, a Typewriter and Duplisnaps 

give your customers a complete addressing 

department at such low cost to them — and 

such big profits for you — that you'll both 

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

EUREKA SPECIALTY PRINTING CO. 
Dept. 50 - Scranton, Pa. 

Makers of Fanfold, Roll and other office labels 

DUPLISNAPSe! 

- - = for more details circle 129 on last page 
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7) Golden Touch makes you 

fer and 
esented 
| oh SAGE, 48.8% PROFIT 

| i WOW NAN FOR You livetti' : . ; 
all : 4 . ; 4 new “Golden Satellite” TOTAL RETAIL 

and his ' Pens, beautifully gift- 
Italian j . e * boxed, @ 2.95 ...... . $11.80 

we NE aay IK + Sy hes * 

8 famous Satellite Pens, 
SoL.oen Om 4 .. \ ee a 

_ SATELLITE 
ale thew "he Pre os <<. : All mounted on this terrific new easeled 

display, at no extra cost! 

YOUR RETAIL. . . . .$27.40 
YOUR COST ..... 14.04 
YOUR PROFIT. . . . . 13.36 

Order assortment #B-303. 
4, Special promotion good only 

: until May 15, 1958. 

* 

+ wor 

* * & 

SATELLITE @ DON’T DELAY ANOTHER DAY...WRITE, PHONE, 
TELEGRAPH FOR FULL DETAILS IMMEDIATELY! YOUR 

the famous pen that writes up to 2 years without WHOLESALER’S GOT THIS FABULOUS OFFER. GET IT! 

a refill—now becomes a golden gift of glamour - aah cali 

to grace your counters! r Soe ) MORE THAN 40 MILLION VIEWERS 

e The elegantly gold-plated new ‘Golden Satellite” | “Golden EVERY WEEK WILL SEE THE 
will be one of the most eye-catching, fastest moving \ Satellite” | GLAMOROUS NEW 

gift pens. you’ve ever offered! <a « “GOLDEN SATELLITE” ON TV! 

e Here’s the best profit opportunity on the market at eee 
this price level! 

Scripto, Inc., Atlanta, Georgia —Scripto of Canada, Ltd., Toronto, 
Canada—Scripto Products available in Canada at slightly higher prices. 

- - - for more details circle 167 on last page 
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Sales, Service Branch 
Opens in Providence 

Victor Adding Machine Co. has 
established a direct factory sales and 
service branch at 230 Broad St., Pro- 
vidence, R. I. E. B. Cogan was ap- 
pointed manager. 

A. F. Bakewell, vice president, said 
the branch will bring factory and 
home office 
both machine users and Victor dealer 
representatives in the area. 

know-how closer to 

Warehouse Changed 
A change in warehouse 

designed to improve product availa- 
bility and delivery service in the New 
York area was made the first 
of the year by the H-O-N Co. The 
company’s office equipment products 
are now being warehoused at Liberty 
Freight Warehousing 

location 

Forwarding 
Co., 131 Perry St., New York. The 
Iowa firm is represented in metro- 
politan New York by Stone-Newman 

Associates, 320 Broadway. 

NOW
-FO

LD-
O-M

ATI
C &

 

has the “CONVENIENCE of a CONVEYANCE”! < Sf 

Automatically Folds 120 Sheets per 
CON- Minute (all popular folds) .. . 

VEYS and STACKS Folded Pieces! 

Dealers Offered Aid 
On Office Partitions 

The King-Raub 
Corp, 3151 East 
12 St., Los An- 
geles 23, has 
been appointed 
the Pacific Coast 
representative ol 
Port-A-Wall  of- 
fice partitions 

Jim Raub, ex- 
Raub perienced in of- 

fice planning and design, will be a 
special dealer assistant to cooperate 
in dealer activities or help dealers 
solve special problems. 

Stocks of office partitions will be 
warehoused so that deliveries can bc 
made within 48 hours. 

9 Franchise Dealers 
Named by Clary 

Appointment of nine new fran- 
chise dealers to handle the complete 
line of Clary cash registers and add- 
ing machines has been announced 

The new Clary dealers are Henry 

new “SNAP-IN” CONSTRUCTION of conveyor 
and tray permits compact storage. 

with new 
ADJUSTABLE CONVEYOR 

AND STACKER 

NEW DESK MODEL FH-5C te 

FOLD-O-MATIC 
100% Fully Automatic 

_ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 

RECEIVING TRAY 

mew CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardless of type or size of fold. Easily set 
to exact width of folded piece .. . “Stop” 
Wheels prevent jamming. 
mew DEEPER STACKING TRAY holds larger 
quantity of neatly stacked sheets. 

plus ALL THE OTHER EXCLUSIVE EXTRAS that 
make FOLD-O-MATIC — now more than ever 
the world’s finest office folding machine, re- 
gardiless of price! 
EXTRA! Increased-power universal motor. All 

moving parts of hardened steel, with self-lubri- 
cating Oilite and ball bearings. New feed and 
power mechanism eliminates gears. 

et oii, Beer) 7 wa | ome ej o Mmm |, [om 

724 W. Washington Blvd. ° Chicago 6, Illinois 

- - - for more details circle 161 on last page 

Kass, Inc., Albany, N. Y.; The Is. 
land Co., Lake Ronkonkoma, N. Y-:: 

Boyce Typewriter Co., Pueblo, Colo, 
Valley Office Supply, Alamosa, 
Colo.; Bailey's Office Supplies, Saf. 
ford, Ariz.; 

Behnke Office Machines Co., War. 
Walthers’ Office Equip. saw, Ind.; 

ment, North Platte, Neb.; Gallagher 
Business Machines Co., Albuquerque, 
N. M.; and Aberdeen Office Equip. 
ment Co., Aberdeen, Wash. 

Joins Sales Force 
Gerald L. (Jerry) Henningson, 

Aurora, IIl., has joined the sales force 
of American Pad and Paper Co. and 
is working out of the Chicago office 
in the territory formerly covers by 
Douglas I. Allen. Mr, Allen has 
transferred to an eastern territory, 

New Kem Representative 
William Seifert, working out of 

the home office, has replaced Andre 
Backar as Southeast sales representa- 
tive for Kem Plastic Playing Cards, 
Inc., 595 Madison Ave., New York. 

=) 
\ 

7. 
S—_— 

LIST $199 Plus F.E.T. 

Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manual). 

SEE THIS ASTONISHING LOW- 
COST Automatic "MIRACLE" 

WRITE FOR 
COMPLETE DETAILS 

NEW } 
79 Mac 
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O~is proud to announce 

MR. DEALER: You'll convert prospects into 

customers when you offer this unbeatable 

combination ELECTRO-WRITE Carbon Paper 

that matches the fine appearance of 

electrically-typed originals . .. AND the 

exclusive, patented Codo Carbon Gripper 

needed and wanted by every typist. 

2 

MANUFACTURING CORP. 
Factory: Leetsdale, Pa. 

NEW YORK CHICAGO PITTSBURGH 
79 Madison Ave. 564 W. Monroe St. 401 Wood St. 

its new Electro—Write 

CARBON PAPER 

*K 

with 

A 

*Matched Appearance (with Originals ) 

Code 

Exclusive 

CARBON GRIPPER 

included in each box 

7-- CODO MANUFACTURING CORPORATION 774 

; Dept. 22 

; Leetsdale, Pa. | 

We want to see for ourselves why Codo is so easy ; 

j to sell. Send us samples of Electro-Write Car- | 

| bon Paper with the exclusive Carbon Gripper. | 

! | 

I sicicisssisecncstinsiesicteatecsoncitainbannecmanian 

l | 

1 ADDRESS.____..... 

ce cee ess cee es es es d 
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Storch-Tepper Named 
Agent for Challenger 

Challenger Steel Products Corp. 
has announced that Storch-Tepper As- 
sociates, 154 Nassau St., New York, 
are now sole distributors and _ sales 
agents in the New England, New 
York and New Jersey areas for all 
products marketed by the concern. 

Stuart Lewis, formerly with Charles 
S. Nathan, Inc., office furniture deal- 
ers, has joined the Storch-Tepper 
sales organization and has been as- 
signed part of New York state as well 
as the Long Island and mid-Man- 
hattan areas. Ben Shluger, Malden, 
Mass., has joined the firm and will 
be servicing dealers in the New 

England territory. 

Joins O’Learys 
Jim Galligan has been appointed 

representative for The O'Learys, Inc., 
Chicago, to cover Kentucky, Missouri, 
Kansas and parts of Illinois and Indi- 
ana. He succeeds Ed Nicholls who 
has retired. 

PACKAGED 

Pt 

PURE RUBBER BANDS 

NEW FAMILY OF BOXES 

New Mill Representative 
— i | Groveton Pa- 

, pers Co. has ap- 
pointed f : (Jer- 
ry) Cosgrove as 
special mill rep- 
resentative. His 
duties will  in- 
clude a variety of 
marketing activi- 
ties, but his 
main responsibil- 

ity will be to acquaint wholesale and 
retail stationers, their staffs and their 
customers with Groveton’s branded 
fine paper line, Triad and Blue Rib- 
bon. 

Cosgrove 

Mr. Cosgrove will specialize in 
solving problems that frequently arise 

in the several processes of office 
duplication and reproduction. His 
headquarters will be 420 Lexington 
Ave., New York 17 

Office Equipment Shown 

More than 50 companies are show- 
ing millions of dollars worth of 
business machines and office equip- 

pone LL! 

sold only through recognized wholesalers 

PLYMOUTH RUBBER COMPANY, INC. 

since 1896 

CANTON, MASSACHUSETTS 

eee 

ment at the Eleventh Annual South. 
ern California Business Show Feb 
25-28 at the Ambassador Hotel, Lo; 
Angeles. ‘Step Into the Future’ js 
the theme of the show, sponsored 
by the Los Angeles chapter of the 
National Association of Accountants 

VP Named to Expand 
Dealer Network 

Stevenson & 
Smith, Inc. a 
New Jersey firm 
of business sys. 

tems specialists 
and forms print 
ers, has announc. 
ed the appoint. 
ment of John D 
Otis as vice presi- 

Otis dent. For _ the 
past two years he has been consumer 
sales manager. 

Mr. Otis will be in charge of the 
company’s newly organized Com. 
mercial Dealer Sales Division, which 
has been formed to step up the de 
velopment of the company’s national 
network of dealer representation. 

1 ounce disploy 
(16/ctn) 

48 
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Dealers in all parts of the country have found that 

they can create extra sales any time of the year by 

setting up a mass display of Webster’s New Col- 

legiate Dictionary, a Merriam-Webster. Why not 

build a mass display in your store now? 

With today’s great emphasis on better grades there 

is a tremendous year-round student market for this 

dictionary. This Merriam-Webster is required or 

recommended by nearly every school and college 

and is the most popular question answerer for home 

or Office. It is advertised regularly and continuously 

in Life, Time, The New Yorker, Atlantic, Harper’s, 

Saturday Review and other leading publications. 

Write for catalogue and discount schedule to 

G. & C. Merriam Company, Springfield 2, Mass. 

The only dictionaries backed by over 100 years 
of specialization in dictionary making 

- - - for more details circle 150 on last page 
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Pittsburgh Firm Takes 
Meilink Sales Area 

W. H. Ochmler and Associates, 
510 Keystone Building, Pittsburgh, 
has been appointed manufacturer's 

representative for Meilink Stecl Safe 
Co. in an area that includes all of- 
fice equipment dealers in the Penn- 
sylvania area west of Altoona. 
William Ochmler and_ his son, 

W. H. Oehmler Jack Oehmler 

Jack, operate the business. In addi- 

tion to Meilink, they are manufac- 
turers representatives for DeLuxe 
Metal Furniture Co. and Columbia 

Steel Equipment Co, 

West Coast Changes 
Samuel Ward Manufacturing Co 

has made several changes in its West 
Coast Charles | 

Davis, covering the 
entire West Coast for them for more 
than 20 restrict his ac- 
tivities to the Northwest. The North- 

California area will be covered 
by Stuart McPherson, Woodside, 
Calif., and Glen D. Ramsay, Mon- 
terey Park, will handle the Southern 
California territory. 

repre sentation, 
who has_ been 

years, will 

erm 

New Marketing Director 

I. X, Burg has 
been appointed to 
Apsco’s newly 
created post of 
director of mer- 
chandising and 
marketing. In ad- 
dition to creating 
sales aids and 
planning — special 

Burg promotions to 
help Apsco dealers increase their 
volume on pencil sharpeners, punches 

and staplers, Mr. Burg also will de- 

@ The compelling power of this Higgins stand 
sets the stage for the customer to sell himself. 

You make the most sales with the least effort. 

@ The stand places the whole line within the 
customer’s reach and overcomes single purchase 

thinking. Urges impulse buying too, since 
it’s always on the job selling people who come into 

your store to buy other items. 

@ Higgins Ink in your stock is like money in 
your cash register. Sure to sell—and NOW 

faster than ever. 

HiGGIns 
TRC AN INDIA 

EYERS 

BECOME 

BUYERS! 

222 units sell for $127.50 list 

HIGGINS ix co. inc. 
271 9th Street, Brooklyn 15, N.Y. 

- = = for more details 

vote efforts to development of ney 
products and market expansion 

Eaton Paper Veteran, 
Harold Roehm, Retires 

Harold G. Roehm, who has beep 
selling Eaton's social papers and 

Guntrum Golden 

Berkshire typewriter papers in the San. 
Francisco area for the past 42 years, 
retired the first of the year. 

Jack Guntrum, who has _ worked 
out of Minneapolis for 10 years has 

been transferred to the West Coast 
territory and James J. Golden, Jr, 
has joined the Eaton sales force to 
represent the company in the Minne- 

sota territory. 

see 

circle 138 on last page 
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Olivetti’s 2 unique portable typewriters have won remarkable acceptance in 

relatively short time: 

The Lettera 22, the portable portable. This elegant, compact lightweight has 
all important features of standard typewriters, plus special Lettera typeface 
(optional), half-line and half-letter spacing, distinctive travel case. For the 
home, school, travel and business gift markets. Grey, green, or blue, $88 

plus Fer, retail. 

The Studio 44, the office portable. This equally handsome larger machine has 
the feel and features of a standard. For home, school, office and professional 
use—it’s “the portable for people who don’t like portables.” Grey or blue, 

in smart carrying case, $123 plus FET, retail. 

Over a million sold. Full-profit opportunities on each sale. Starting this month, 
Life Magazine readers will see Olivetti full-color ads 130 million times during 
the first half of ’58. For information, write Portable Division, Olivetti Sales 
Corporation, 580 Fifth Avenue, New York 36, N.Y. 

olivetti 

a
e
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Me Me ig Me 
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Increasing enrollments make the school market an important 
outlet. In this king-sized purchase, the Austin, Minn., Public Sc 
replaced nearly half of their typewriters with 58 new models. 
the upper step is Don Bailey of Fisher Typewriter Co., Mason @ 
lowa, who made the sale. With him are B. C. Fisher, owner 
the company, and S. L. Coumbe, business manager for the Ai 
school system. 

The hit musical “West Side Story’’ may have been the first Broad- 
way production to be written on an electric portable. Arthur Lau 
rents, author, is shown using the typewriter in his New York apart 
ment. 

When a bumper crop of babies overflowed Harris Hospital's bassinets 
at Fort Worth, Texas, an alert nurse suggested Liberty boxes to solve 
the storage problem. The corrugated fibre-board storage files, with 
flaps turned in and well-padded bottoms, were installed in the nursery Christmas Seal children of 1957 used a 12-foot ink pencil to 
and put to use. The boxes, made by Bankers Box Co., had been used a message to Santa Claus. Cooperating in the Seal campaign 
to store inactive hospital records. Folger Fellowes, Bankers Box presi- Paul Fisher, right, president of the Fisher Pen Co., and his 
dent, had only a ‘‘no comment" when asked later if the boxes are manager, Andy Fisher, left. The oversize pencil, which ac 
completely moisture-resistant. writes, is an exact copy of a new ink pencil. 

52 MODERN STATIONER, MARCH, 19 





-~ Only 
1ddii 
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nly R. C. Allen offers a 10-key The complete R. C. Allen “Monetary Sys- R. C. Allen presents a 44-key typewriter 
iding machine with the Mem tem” of business accounting at the small- Fos My Ui oxo} Co) Mmm ore} soto} beled s (ost Mamoele MENG IONE 0g 01) 
ry-Recall feature. In tremen est possible investment cost with every styles! Distinctive typewriters preferred 
ious demand ish Register. by those who want to be different. 

AND GOOD NEWS TRAVELS FAST 

NEWSWEEK ads lead powerful R. C. Allen 

magazine campaign in 358 

ncaa Se "7 
ol R " + 

C Allen =i V 

FREE, DIRECT MAIL! POINT-OF-SALE HELP ALSO EXPANDED ! 

There’s no question that R. C. Allen offers outstanding values in busi- 

ness machines, and with striking new ads in NEWSWEEK, THE 

OFFICE, NARGUS, SUPER SERVICE STATION, and SCHOOL 

EXECUTIVE, the good news is spreading fast. Powerful direct mail, 

point-of-sale, and other promotional help will also give you the tools 

to build your R. C. Allen sales in 1958. 

Postage 
Will Be Paid 

by 
Addressee 

| BUSINESS REPLY CARD 
First Class Permit 1120, Grand Rapids, Michigan 

R.C.Allen Business Machines, Inc. 

678 Front Avenue, N.W. 

formation on exclusive franchises 

ul or part of the R. C. Allen line, 

it other side of the post card, clip, 

mail 

Grand Rapids, Michigan 



TAKE A MINUTE TO MAIL THIS CARD 

R.C.Allen needs more dealers 

as popularity and demand grows 

EXCLUSIVE FRANCHISE for the R. C. Allen com- 
plete line or any part of it may be open in your area. 
The profit value of the R. C. Allen franchise is in- 
creasing every day. Act now to secure this oppor- 
tunity. Mail attached post card today. 

MODEST INVENTORY keeps your investment 
within reason. R. C. Allen provides a business ma- 
chine for every purpose as well as allied products. 
R. C. Allen is the best line . . . moves fast. Replace 
your dust-collectors with a streamlined R. C. Allen 
inventory. 

FINEST QUALITY is guaranteed by strict quality 
control. Each machine is a precision instrument 

. strongly constructed for protection and extra 
years of service . . . designed with the serviceman 
in mind as well as the customer! 

TOP DISCOUNTS that any company offers in thig 
field! Compare and see for yourself. Bigger dis-9 
counts mean bigger profits with less investment} 
when you sell R. C. Allen products. 

COMPETITIVE PRICES give you the advantage | 
over competition in every case! Nobody else can} 
offer a finer line of business machine products for 
less than you when you sell R. C. Allen. Increase 
your profits by increasing your sales with R. C, 7 
Allen Business Machine products. 

MORE EXCLUSIVE FEATURES prove to prospects 
that R. C. Allen offers top flight office equipment de 
spite their lower prices. R. C. Allen products include 
many features which no competitor can offer. You 
sell more prospects when you demonstrate the facts | 
about R. C. Allen features to them. 

Electric 1a 
ual and electric R. C. Allen model 

Complete range of sturdy, well-engineered 
safes and strong boxes of all kinds.. Insu 
lated files and complete filing systems. 

1302 bookkeeping machine for the short 
cutting, versatile R. C. Allen machine 
accounting system. 

Carbon paper and ribbons help you 
tain contact with customers. Easily 

- also add to profits. 

R.C.Allen Business Machines, Inc. 

678 Front Avenue, N.W. 

Grand Rapids, Michigan 

R.C.Allen § 

Business Machines, Ing 

678 Front Avenue, N.W., Grand Rapids, 

Adding Machines @ Analysis and Bookkeeping Mod 
Cash Registers @ Typewriters @ Carbon Paper and Ril 

Please send me complete information about R. C. Allen products and 
dealer franchises. 

Name 

Address 

City ae ae Sg : Safes and Files @ Aircraft Instruments. 
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NEW PRODUCTS (Continued from page 17) 

Home File 21 
P ; An attractive new ‘Home- 

maker File’ has been introduc- 
ed by Imperial Methods Co 
for household papers, bills, 
clippings and similar material 
which is frequently misplaced. 

The files are full letter 
size and made of heavy duty 
super test board. They feature 
a “flip back” lid with a self 
locking device and are avail- 
able in three coppertone and 
pastel color combinations. 

This item is in the $1.49 price range. 

Portable Adding Machine 22 
A new portable adding machine 

with a direct subtraction feature has 
been introduced by R. C. Allen Busi- 
ness Machines, Inc. Known as the 
Ajax Model 605, it is described as 
the lowest-priced adding machine on 
the market with direct subtraction. 

The hand-operated machine was 
designed to fill the needs of smaller 
businesses. It has a listing capacity 
of $999.99 and a totaling capacity 
of $9,999.99. An automatic spacer 
moves tape to tear-off position with no extra operation. 

Pocket Lens 23 
Testrite Instrument Co. offers 

its Seewell Optiscope, one dozen 
to a display card, in assorted 
colors. The pocket lens is a ground 
and polished 45-mm lens with 
4-inch focus mounted in a plastic 
frame. 

In a genuine leather case they 
list for 79 cents each. In a simu- 
lated leather case, the list price 
is 49 cents. 

Desk Shears 
Smith Metal Arts Co. 

offers a novel library set 
that “stands up” on the 
desk. A stand supports the 
shears firmly on edge 
where they can be seen 
and picked up without 
fumbling 

The shears are so designed that when closed they become 
an efficient letter knife. The stand is solid brass. 

Coloring Books 25 

Silver foil covered coloring 
book; have been introduced 
by the Saalfield Publishing 
Co., printed in a wide range 
of colors to complement the 
natural attractiveness of the 
foil. 

The metallic-covered books 
are titled ‘Sunshine Coloring 
Book” and “Our Farm Pets.” 

Suggested retail price is 29 cents. 
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“KLEEN-STIK” 

RUBBER CEMENT 

-—— 

Ak? 

is the 

BIG PROFIT MAKER 

for youl 

““Kleen-Stik’’ Rubber Cement sells on sight! 

It’s CLEAN... AND IT STICKS! Used in 

the office, studio, school or home! Craftint 

‘Kleen-Stik’’ Rubber Cement is made of 

pure, pale crepe rubber. Will not stain or 

smear ink! Will not wrinkle the flimsiest 

of tissues! Can be easily removed from 

any surface when desired! 

Avaliable in 4-ounce Desk Bottle (Brush 

In Cap), pints, quarts and gallons. 

For complete details write, wire 

or phone 

WN Craftint 

THE CRAFTINT MFG. COMPANY 

NEW YORK CLEVELAND CHICAGO 

Main Office 

1615 Collamer Ave. Cleveland 10, Ohio 

- = = for more details circle 123 on last page 



AUTO BANK ENVELOPES 

FEATURED BY JUSTRITE 

For Your Convenience
 - - 

ORIVEIN DEPOST sup 

Sgt) ame pane 
eK 

THE FIRST NATIONA OF savtown Maas ANK 

BANKING-BY MAIL 
x 

3 —— 

PREE PARIING FACKITIS 

rma sowroe wns 
pecan eg 

ff” MONNO FOF ADEE 
~~ 

Size Folded 
4x7 

Size Extended 
7x7 

For up-to-date drive-in deposits Justrite presents 

new style Drive-In Bank Envelopes 

Used by all banks having curb banking facilities, 

drive-in bank envelopes provide added convenience 

to both depositor and teller. It puts bank lobby 

efficiency at the curb teller’s window. Functionally 

arranged this Justrite specialty has two separate 

pockets, one for loose coins, the other for currency 

and checks handling of coins ideal for safe 

and currency. 

For time-saving transactions this envelope has an 

attached deposit slip which folds over the pockets 

making a compact unit. The deposit slip is easily 

detached from the envelope along its perforated 

edge. For faster service the depositor fills out the 

deposit slip before reaching the drive-in window 

As a good will builder the drive-in bank envelope 

provides ample space on both sides for printing 

bank name and advertising messages. Be 

the first to introduce your banks to Justrite Drive-In 

Banking Envelopes 

drive-in banking. 

tne 

the new concept in modern 

Write either factory for samples and prices of these 

and other envelopes in Justrite’s complete line of 

standard and specialty envelope products. 

Two Modern JUSTRITE Factories 

Jus 300 East Fourth Street e 

523 Stewart Avenue, S.W ° 
Sold for Resale Only 

- = - for more details circle 156 on last page 

NORTHERN STATES ENVELOPE CO. 
Saint Paul 1, Minnesota 

JUSTRITE ENVELOPE MFG. CO., INC. 
Atlanta, Georgia 

operates quietly and quickly on 

ft) ee 

Desk Top Cleaner 2% 
A new cleaner for linoleup 

top desks is available from }; 
val Associates. Called 
tion,” it is 
non-caustic 
pletely hectograph 
ditto and ink stains. 

Gumption is guaranteed not 
to scratch and can be wed 

trim, woodwork 
glass, tiles and floors as well 
It is priced at 98 cents for a 

36-ounce can. 

Gump 
described as a 

cleaner that cop 
: removes REMOVES 

ih. Carbon. crayon. ditts. memesgraph tector 
STAINS 

FROM LINOLEUM 
TOP DESKS 

on chrome 

12-ounce can, $1.98 for a 

Letter Opener 27 
A new, automatic letter 

opener, selling for $99.95, 
has been announced by Martin 
Yale, Inc. The machine has 
a capacity of between 400 and 
500 envelopes per minute 

Called the Auto-Opener, it 

AC current and has completely 
enclosed cutting 
open envelopes of any 
inches of desk space 

heads which 
weight ol thickness. It occupies 9 x 12 

Steno Chair 28 
This is one of a new series of stent 

Milwauke 
Metal Furniture Co. in both the single and 
double post back styles. 

The one-piece molded 
plastic fiber glass base constructed without 
internal or external metal reinforcing parts 

chairs being manufactured by 

chairs have a 

The smooth lines of its design are not in 
terrupted by rivet heads or bolt heads 

Cigaret Pouch 29 
pouch by Rolfs 

features the suppleness of crushed cow- 
hide and 

A miniature purse 

a matched lighter permanent- 
ly attached with a tiny silver chain. The 
little bag, called “Smoke Tote,”’ is pric 
ed at $3.95 and can be used also for 
carrying lipstick, comb and 

Rolfs also introduced 
change 

Pixie,” a teen- 
agers’ billfold with its own rogues gal- 

combinations. of canvas with leather and hemp with leather 

lery for 24 pictures, and a } 
than 40 

spring line 
of more handbags featuring 

Dictating Machine 30 
2 A combination dic 

tating-transcribing ma 
chine has been at 
nounced by the Steno- 
cord Divison of Pacific 
Instruments Corp. The 
machine weighs 9 
pounds and can be 
carried anywhere. 

The Stenocord “D 
microphone operates 

i like an “electronic 
brain,” enabling the user to backspace as often as he likes and 
make corrections verbally. The magnetic belt is said to be reusable 
thousands of times 
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BRAND NEW! 

MAJESTIC! 

MEMO WRITER! 

in 8 matching telephone colors! 

A Ball Pen Desk Set 

“in Me 

W. 

~, i“ With 100 3x5 Sheets of Memo Paper 
a) 
~, 

“ Takes Any Standard-Size Refill 

FOR OFFICE, BEDROOM, 

KITCHEN, LIBRARY, DEN — 

WHEREVER THERE’S A NEED 

FOR A PEN. 

MAJESTIC DESK SETS were the hottest 

sellers for office and home in 1957. This vear, 

thanks to Majestic, they’ll bring you 

even bigger volume and profits. 

MW Individually Packed in an 

Attractively Illustrated Box 

(Merchandising display with each doz.) 

lM” Movable Metal Swivel 

Pi 

4 
4 

a 
F 

I te 
Here’s another great first from Majestic, makers of fine pens since 1897. You can’t miss with this re f x 
sensational new MEMO WRITER. Stock it and watch it go! And remember, Majestic uses only @ A 4° 
top-quality materials, including famous Kineto ink. Each pen is made in our own plant... each vty & 
is individually inspected and tested ...each is unconditionally guaranteed! ° / rs 
Majestic is one of the largest producers of desk sets in America. When the country’s e Fas x 
outstanding stores order and re-order Majestic, it’s proof that Majestic knows how to > Rn 
make the finest, at a continuing profit to you. ‘ ef A a a 
WRITE NOW for samples of our new pen line... from 29c to $1.00. a rs s : rs YY 
WRITE NOW for 1 dozen sample order of the new MEMO WRITER. ." a ye 

7S G Ps Pe 
Z a 4 a e 

“ ‘2) of ¢ 
P ai ge Vv o \ z _ 4 

ajestia PEN CO., INC. Ps e ee 
. / “8 o s » 

THE PEN NAME OF QUALITY # SINCE 1897 yw . / Fe FF 4 
— : " = 4 5 ° 

234 Fifth Avenue, New York 1, N. Y. Pa . Xf “a RS es s es 
. : . ) X O N 
Factory in Stratford, Conn. 7 . Y eC ge < x 

See our new line at the Wholesale Stationer’s Assn. Convention, N. Y. Trade Show Bldg., Room 432—March 2-5 

- - - for more details circle 147 on last page 



FREE DISPLAYS 

to help you sell 

NuvI2 

Colorful NU-Vise display in Red, Black and 
Blue; 19” high and 14” wide. 

Colorful 
Blue 

Maptack 
and Gray; 19 

display Slack, Red, 
high and 18” wide 

{ srapf 0 

These attractive displays point up the 
unusual variety of Graffco signals and 
maptacks available. Use them in your 
windows or on counters for increased 

the entire Graffco line. Both 
displays are free at your request. Send 
for yours today. 

GEORGE B. Graff 

. Mass: 

sales of 

54 Washburn Avenue, Cambrids 

- - + for more details circle 134 on last page 
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Small Photocopier 
F. G. Ludwig, Inc., 

new Contoura-Matic photocopier 
has been precision engineered to 

Says its 

make it the smallest and lightest 
photocopier on the market. 
Measuring 15 inches wide and 

it takes up half the 
space of a standard type- 

6 inches deep, 
desk 
writer 

Processing liquids are premixed 
plastic 

snapped into place so 
liquid pours in out of the 
machine automatically. At $189, 
it is said to be the lowest priced 

the 
weighs 12 

which is 
that the 

in a cartridge 

and 

continuous 
market 
pounds and turns out four copies 
a minute 

photocopier on 
The machine 

Label Printer 32 
A Formcut stencil on a 

Multistamp duplicator can be 
used to print shipping infor. 
mation directly on cartons. 
The duplicator works like a 
rocker-type blotter 

The Multistamp Co. says 
one clerk can label up to 1,000 
pieces from stencil with 
one inking. Every package in 
the lot is marked with ex 
actly the same information in 
exactly the 

one 

same form 

Puppets 33 
Whimsical sleeve pup- 

pets with colorful vinyl 
heads and long, knit 
sleeve bodies are the 
latest innovation in pup- 
petry. They are Ideal 
Toy Corp.'s Bilygoons 

Three versions of the 
Bilygoon are available 

Gooney Bird, Drag- 
on and Alligator. Retail 
price is $1 each. 

Plastic “Carbon” Paper 34 
A new typewriter “caf 

bon” paper — using 4 
plastic coating and wet ink 
instead of waxy carbon — 
has been developed by the 
Mittag Division of Bur 
roughs Corp. for sale by 
retail stationery supply 

a dealers hed LLL ee 
‘s rrrrrene ma) Called Nu-Kote,” tt 

comes in only one weight 
and yet is said 

for the 
says 

and finish, 
needs. It sell 

company 
will 
The 

90 
price 

customer percent of 
as premium non-curling brands. 

tests showed Nu-Kote stands up three times as long as conve 

to meet 
same 

tional carbon paper. are erasable and ink dries instantly 
after being released uniformly under a wide range of conditions. 
Sheets are 100 to a box with suggested retail prices of $4.50 
for letter size and $4 

Copies 

75 for legal size 
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AQUABEE 

take the 

BEE LINE 

for profits ! 

Trademark of America’s most complete 

line of quality Drawing Papers! 

e Drawing Papers 
e Watercolor Papers 
e “Canvaskin” 

e Tracing Papers 
e White and Colored 

Charcoal Papers 
In Rolls, Sheets, Wire Bound Books 

American Watercolor Society 

Handmade Watercolor Papers. 

Endorsed by famous 

watercolor artists! Also 

available in a Student Grade. 

paper 

1-9 JORALEMON 

“TR e Home 

STREET ¢ 

of Artists’ 

BROOKLYN 1, 

Papers” 

CO., UNE. 

N. % 

- - = for more details circle 113 on last page 

GOREN'S 

for Every Bridge Player 

SOLO BRIDGE BY GOREN 

$21.60 per doz. Retail $2.95 ea 

Tallies — Scorepads — Revised Goren Bridge Aids — Play- 
ing Cards — Card Table Covers — Notes 

Write for our new 1958 catalog 

HEINES pustisHiNG Co., INC. 

123 NORTH THIRD ST. 

MINNEAPOLIS 1, MINNESOTA 

ees Fe ORS, 

write for Free ° 

DUMENT ROTRACTORS 

Cc ON N 

atalog 

J Bale Pe Nip 

- - - for more details circle 119 on last page 
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Today’s 

Lowest-Priced Protection! 

ty SENTRY* SAFES 

Sell for 35% to 50% LESS 

than comparable labeled 

or unlabeled safes 
All new SENTRY floor 
safes carry the U.L. one 
hour 1700° F. fire test and 
2000° F. explosion hazard 
test label—and feature Ver- 
miculite insulation, all- 
welded construction, built- 
in 3-number combination 
lock, bank vault type lock 
bar, baked enamel finish. 
Yet you can sell SENTRYS 
for 35% to 50% less and 
make your full profit! 

SENTRY® Write today for details of 
Safe -and-Cabinet how SENTRY helps you 
Exclusive! Genuine mahog- 
any, walnut or blond cabinet 
conceals safe, makes a hand- 
some end table, night stand, 
TV base. Cab: 25%” x 20” 
x 20”. Safe, inside: 15” x 12” 
x 13” (2340 cu. in.) 260 lbs. 

Suggested % 1 1 9 95 
Eastern List 

cash-in on the virtually 
untapped market for per- 
sonal safes. 

SENTRYS® ‘4 4° 
START AT 
Standard discount-adv.allow. 

JOHN D. BRUSH & CO., Inc. 
567 West Ave., Rochester 11, N.Y. 

- - = for more details circle 116 on last page 
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file folder labels 

faster*+neaters* cleaner 
Why monkey around with old-fashioned 

stickers when these new Avery 
self-adhesive file folder labels 

turn the trick so handily? 
Easy to type in sheet form with 
margin and centering guides, 

these time-saving, color-coded 
Avery Labels cut clerical costs, 
are self-adhesive ...with 

nothing to wet or moisten ... they 
go on at the touch of a paw... 
neatly, firmly, and swiftly. There’s 

a moral to this tale of the business 
jungle. If obsolete stickers have you 
up a tree, swing to Avery. Identifying 

file folders with the new Avery 
self-adhesive Labels is easy... 

like peeling a banana — in fact 
easier. Try ’em soon. 

available in 10 border colors 
plus plain white... 
248 labels per box —31 sheets 
of 8 labels each. 

Rolls right on file tab without 
peeling or popping. 

dealers: Stock up now 
on these NEW AVERY 
file folder labels. Call 
your wholesaler TODAY ! 

free — 
samples 

\ 

AVERY ADHESIVE LABEL CORP., Dealer Div. 116 
117 Liberty St., New York 6 + 608 S. Dearborn St., Chicago5 
1616 So. California Ave., Monrovia, California 
Offices in Other Principal Cities 

Please send more information and free samples of Avery 
self-adhesive file folder labels. 

Discover their / my name position 
utility and ae . 
economy yourself. company 
Just send this 
coupon for your address 
free samples city state today. 
ee eee 

- - = for more details circle 110 on last page 
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Desk Accessory 35 
The Salsbury Handy Rolj 

Deskit is described by Moder 
Products Co. as the ideal des 

for home or office 
Made of mahogany plasti 

it consists of a base with tw 
and three dispensers 

One well is for pins and pa 
per clips and the other wel 
has a roller for moistening 

and stamps. Twe 
dispensers are for postage stamps or various gummed tapes and 

accessory 

wells 

envelopes 

the third, a narrower one, is for air mail labels or transparent 
tape 

Drafting Equipment 3% 
A new line of hardwood 

drafting and drawing equip 
ment 1 

x Equipment 
being offered by Sta 

Co the 
schools, artists 

for 
drafting room 
and libraries 

Called ‘“Woodmastet 
new line offers both drafting 
ond drawing tables in several 

the 

models. Drawers are of heavy 
gauge steel with wood fronts 
to match frame and operate 
moothly on steel rails and 
nylon glides. A three-recepta- 
cle electrical outlet with cord 
is mounted in the frame of 
the drafting tables for con- 
venient attachment of lamp 
craser and pencil sharpenet 

Business Card File 37 

A new Card Caddy, by 
Helen Hahn Co., is complete 
with alphabetical index guides 
for efficient filing of busi- 

cards or other data. It 
is made of polished aluminum 
ness 

in antique gold and black 
finish. 

The file is adjustable to 
hold varying numbers of 3% 
model holding 750 cards is 
1,000 cards is $2.98. 

cards. A 
model which 

2-inch inch by 
$2.49. Senior 

junior 
holds 

Card Rack 38 
Napoleon Prints presents 

a_ revolving, 
card rack housing 80 cards 
The rack is 
hogany, wrought iron and 
aluminum. It is 18 inches 
wide and stands 66 inches 
high. Card holders are of 
satin black wire 

Napoleon Prints also has 
a new line of more than 50 

self-selection 

made of ma- 

everyday cards, priced at 
25 cents, 50 cents and $1 
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All 

or your 

trial dozen 

costs you 

nothing! 

memri-mate DELUXE MEMO PAD SET 

Better for quality, originality, 
beauty, profits. Competitive pro- 
ducts were thoroughly analyzed 
nefore Memri-Mates were created 

with deep gold tooling effect 
achieved by our exclusive 
“‘Quiltone” process. Pad cover 
of luxurious Spanish crush grain 

io surpass them! vinyl. Matching golden pencil 
Decorative color panels of beau- Covers in beautiful assorted 
tiful design are triple colored, colors. 

3 POPULAR SIZES — INDIVIDUALLY BOXED 
Pad set consists of cover, pad, and pencil 
Cover size Dealers’ net price 

No. 30—31/2" x 334,”——-(300 sheets) 4.32 doz. 
No. 31—41/4" x 51/,4"—(250 sheets) 5.76 doz. 
No. 32—-6"” x9” -——(300 sheets) 13.20 doz. 
Extra quantity discounts: 5% on 6 doz., 10% on 12 doz. 

Order a trial dozen today ... 
Your satisfaction guaranteed! 

ANGLER’S CO. 
45-22 162nd Street, Flushing 58, N. Y. 

| MORE 

PEOPLE 

| BUY 

- - - for more details circle 108 on last page 

Good Housekeeping 
oer 

FINE CUTTING QUALITY... THEY STAY SHARP 

LOUIS MELIND COMPANY ¢ 3524 NORTH CLARK STREET © CHICAGO 83 
--- - for more details circle 149 on last page 

SPECIALLY DESIGNED T0 

MAKE EXTRA SALES FOR YOU! 
Here's a colorful, eye-catching merchandiser that's 
sure to increase your sales. Display this fast-moving, 
pre-priced assortment of the seven most popular sta- 
tionery store styles — watch your customers pick out 
the items they want — Order back up stock to supply 
the bigger sales for offices and factories. Every pair is 
genuine Deluxe KLEENCUT qu: 
tested and guaranteed to insure customer pare A we 

Here’s what you get in each assortment: 
Suggested Retail 

Peucrenteed by ™ 

45 apvcarrs WAS 

134C— 7’ ” Dressmakers’ Shears, Fully Nickel Plated 
hic 7 ’ Teachers’ Desk Shears, Fully Nickel Plated 2.25 
+ 128C- 3” Left Hand Shears, Black Enamel Handles 1.89 
#1058 — 9” Library Shears, Fully Nickel Plated 2.50 

109S— 9” Bankers’ or Office Shears, Black Enamel Handle 1.79 
F tos 10” Bankers’ or Office Shears, Black Enamel Handle 1.98 
3 109S—12” Paper or Bankers’ Shears, Black Enamel Handle 2 50 

Retail Price per Asst. $ 
Total Retail $15.16 Dealer Cost $9.10 Dealer Profit $3; 06 
FOR COUNTER, WALL, OR WINDOW, ONLY 1212 "x13% 

See Your Jobber or Send Coupon to Dept. 2-A 
THE ACME SHEAR CO., BRIDGEPORT 1, CONN. 

World's Largest Manufacturer of Scissors and Shears 

' . 1 Please send more information on No. 1911 Merchandiser 

- Dealer Name.... 

- - - for more details circle 101 on last 



o1oldlo-x 

‘line-o-matic’ 

bookkeeping machine—with automatic line-finder and card 
injector cuts posting time in half, gives perfect item-spacing 
write: “addo-x inc’ 300 Park Ave, NY 22 

R°NE® 

the RONE® Duplicator plus R°NE°-TRONIC picture reproduction 
—makes professional quality printing a regular office routine 
write: “addo-x inc’ 300 Park Ave, NY 22 

- - = for more details circle 103 on last page 
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Credenza 

steel with baked enamel finish, it is offered 
decorator colors 

Relief Globe 40 
A 12-inch relief globe is avail- 

able from Panoramic Studios. Ac- 
curately modeled in full relief, the 
globe is pale blue washable styrene 
plastic 

Children and adults can draw or 
paint on the surface, erase and use 
for a new subject. The $12.95 re- 
tail price includes an attractive metal 
base and a large colorful wall map. 

Children’s Stationery 

sheet is 

$1. 
The same firm offers conversation piece matches in tw 

styles, Calypso Dancer or Bluebird Family. 
Italian wax matches, each box topped with a clever animate 
Square, are made to sell for $2. 

Secretarial Chair 42 
The Debonair, a new secretarial chair 

by Wells Chair Co., has a 31-inch 
cushion and a 2-inch foam back. Two- 
inch, hooded ball bearing casters are 
standard equipment. 

The firm states that prototypes were 
given exhaustive tests and fatigue studies 
in actual use to assure ideal posture in 
seating. 

Pencil Pointer 

Action Stationery for Youn; 
People, by Animated Station § 
ery, features 10 sheets of prin 
ed and 
matching 

square which seems to move 
Designs include cowboy, kitter 
and dancers. Box retails ft 

3 
Haskell of Pit 

burgh has added ; 
spacious —_credeny 
unit to enhance \ie 
budget line of desk 
tables and cabing 

The credeny 
Model LC-6610, y 
be available in o 
size, 66 x 18 inch 
to fit into modu 
as well as standay 
settings. Made 
in a wide variety 

ruled paper wit 
envelopes. Ea 

topped with a plast 
oe 

Eight boxes of fine 

43 

An electrical pencil pointer ha 
been placed on the market by John 
son Manufacturing Co. to retail at 
$14.95. It is designed for use bj 
engineers, draftsmen, accountants an 
artists. 

Called ‘“Point-O-Matic,” the new 
instrument contains a small synchro 
nous motor which drives a fine sand 
ing disk. The pencil admittance hole 

contains a spring-loaded switch which operates the motor whe 
a pencil is inserted 
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New Items 

New Packaging 

New Merchandising 

New Advertising 

WALL PAPER 
REMOVER 

lepace’s 

CONTACT 

IRV MCL Me LL LLL Mh Lao 
TRADEMARK 

PeRMACEL-|EpAGE'S INC. NEW BRUNSWICK, N.J. 



a) er ee 
NEX 

THERE ARE 

GOOD PROFITS 

intHis PRANG picture: 
REG US PAT OFF 

Art Materials with SELL-ABiLITY 

Your profit picture can be a bright one too, 

if you stock and sell the complete Prang and 

Old Faithful Line, famous for quality for over 

100 years! 

PRANG WATER COLORS SKETCHO OJL STICKS 

PRANG CRAYONEX CRAYONS PAYONS PAINTING CRAYONS 

PRANG TEMPERA COLORS PRANG TEXTILE COLORS 

“SMARTLY PACKAGED FOR EYE-CATCHING 

DISPLAYS! 

Write for free merchandising folio. Dept. MS-61 

THE AMERICAN CRAYON COMPANY 

SANDUSKY, OHIO NEW YORK 

- = = for more details circle 106 on last page 

NEW PRODUCTS ........ 

Production Recorder 44 
| The Moses Electronics Co. an 

nounces the Con-Trol-Ear Model Cy. 
X Time Teller to measure automat. 
cally the actual productive time of 
any office machine from the standard 
typewriter or smallest desk top cal. 
culator to the largest automatic com. 
puter. 

Operation takes place through q 
direct vibration pickup, which simply 
tapes onto any convenient external 

s oe 

surface of the machine. A remote location is possible and the 
It is priced at machine requires no attendant $100. 

Ice Bucket 
Box Cards, designer of 

studio greeting cards, has 
teamed up with Fabcraft, 
maker of gift containers, 
to produce a 
bucket for 
ket. 

The design of the Box 
Ice Bucket contains humor- 

unique ice 
the gift mar- 

ous characters with amus- 
ing captions. The bucket is 
all metal with a cork scuff ra 
pad on the bottom to protect furniture. An inner lining of 
Styrofoam is said to hold ice cubes intact for up to 24 hours. 

Boxed Rubber Bands 4 

A circular plastic box 
of high quality stationery 
bands is announced by the 
Alliance Rubber Co. The 
box, to retail at 29 cents, 
contains one full ounce of 
rubber bands in mixed sizes 
and colors for home, store, 
office, school or plant. 

Twelve plastic boxes are 
packed in a bright green 
display box. They can be 

ordered by the half gross or, more economically, in gross lots. 

Pen Display 47 
A rocket display featuring four new 

Ink-Pen-Cils is available from the Fisher 
Pen Co. It stands about 11 inches high 
and holds two dozen Ink-Pen-Cils. 

The nose of the counter piece is en- 
circled with a transparent plastic ring 
that identifies the type of pen on display. 
Dealer's cost of display with 24 pens is 
$5.76. The pens retail for 49 cents. 

Locking Device 48 
Yale & Towne Manufacturing Co 

has designed a Travelock for a wide 
variety of uses while traveling or in 
home, office, school or factory 

Finished in chrome with a steel 
locking bar, it can be used to lock 
cabinets, closet doors, drawers, lock 
ers, desks and other storage places 
which do not have adequate lock 
security. 
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| NEW SALES-BUILDER 

| FROM DENNISON 

EASY-TO-SHOP DISPLAY UNIT 

upper rack 
revolves . . . holds 
36 dozen packages 

44 
al | FOR DECORATIVE GUMMED SEALS 
| CM. 
omati- 
me of 
andard 
7 be ® ° 10¢ 

h FLOWER & NATURE SEALS 

simph U oy: | IM PACKAGES ano ASSORTED ix BOOKS 

xternal L f | for SCHOOL. PARTIES and CRAFTS 
nd the = 

Send for 
MACO M-50 
Catalog on 
Stock and 
Made-to-Order 
items 

he J. 1. MAY COMPANY, dnc 

“Tag Makers Since 1916” 

109 WEST 19™ ST, N.Y.11, NY. 
WAtkins 9-0357 

VISIT MACO EXHIBIT — ROOM 438 — WSA CONVENTION 
46 - - - for more details circle 148 on last page 
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fixed lower tray 
»\, holds 16 dozen books 

Mity| automatic electric eraser 

good profit maker with a wide market 

only 1% feet 
of counter space 

It’s FREE with a full assortment 

of Flower and Nature Seals 

Your impulse sales will get a new lift with this attrac- 

tive wire display unit. The revolving rack puts colorful 

Dennison seals right at your customers’ finger tips. The 

hole-and-slot packages are easy to put on and remove. 
Get your share of the profitable electric eraser business. 
Sell the fully automatic Barber-Colman electric eraser These fast-selling Dennison seals are printed in rich, 

48 with exclusive self-starting feature. Just pick it up and ] oe ] df 
ng Co start erasing. Quickly, smoothly erases pencil, ink, type glossy, natural colors . . . and are strongly gummed for 
a wide ... fine lines or solid blocks. A valuable timesaver need- long-lasting adhesion. Popular for all crafts, schoolwork, 

or if ed by engineers-draftsmen, architects, artists, business d ; 
offices, schools, studios. Carefully balanced palm- cards and decorations. 

1 steel fit for effortless erasing. Quiet, efficient, trouble- “~ : : 
o lock free 115V, 60C a-c electric motor. Highly de- Order Assortment 8951 or write for further information. 
, lock: pendable . . . thousands in use. A good-profit, 
places good-selling item for you. Accepted by Under- 

> lock writers. Write now for prices and descriptive | S) WHT AOW 
folder. 

Barber-Colman Company FRAMINGHAM, MASSACHUSETTS 
Dept. C, 1245 Rock St., ROCKFORD, ILL. - - - for more details circle 125 on last page 

- - = for more details circle 112 on last page 
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Youu Cat sell 

—_——_——_ 

STATIONERS CAN AND DO SELL BUSINESS FORMS 
at a profit. The easiest way is the Hano 
way... a complete line of Continuous 
and Snap-a-part Forms... with full 
Dealer protection. 

Hano Forms carry your imprint, are shipped 
under your label and billed to you. You 
will find new profits in this top-quality 
line ...no headaches! Like other Hano 
Dealers, you'll keep your Specialized Forms 
Business away from competition. NOW is 
the time to start. . . look into a Hano 
Dealership. 

This colorful 8-page folder shows 
the complete line of Hano 
Business Systems . . . including 
Snap-a-parts, Continuous Carbon, 
Tabulating Forms and Autographic 
Register Forms. Available on 
request to established Stationers 
in the South, Southwest and 
Midwest. 

COMPANY INC. 

MANIFOLD PRINTERS SINCE 18688 

General and Sales Offices: | Warehouse and Branch Plant: 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 

- - = for more details cricle 179 on last page 

NEW PRODUCTS .... 

Pen Display 

on 

A new 
demonstration 
stock storage unit for selling 
the Cross line of writing jp 
struments has been made ayail 
able by the A. T. Cross 

Called the Cross Demo dis 
play, the unit invites potentig 
customers to try a writing in 
strument with the pen point 
of their choice. Two chained 

pens 

49 
point of purchag 

display and 

and a_ replaceable 
writing tablet are attached to the display. The blonde wood 
unit provides space for a back-of-the-counter supply of pen re. 
fills, leads and erasers 

Adding Machine 
The General-Gilbert Corp. an- 

nounces a new Six Add Seven non- 
subtractor electric model for $119.50. 
This is in addition to their regular 
nine column electric subtractor re- 
tailing for $169 

The “67” add; 6 columns to 
column capacity, multiplies by single 
entry of the multiplicand and de- 
pressing the zero key to proper col- 
umn, and shows sub-total and total 
for easy checking. It weighs less than 
extra long cord to permit use on adjoining 

Drawing Leads 

12 

50 

pounds and has an 
de sks 

5] 
Alvin & Co. is 

offering a complete 
selection of “Para. 
mount” refill draw- 
ing leads. Eighteen 
degrees of hardness 
are available from 
7B to 9H. 

The pointed leads 
in convenient tubes 
containing one doz- 

en for 85 cents, are 5 inches long and will fit any standard 
make of lead holder or artist pencil 

Business Forms 52 
Philip Hano Co. is offering two timely new forms. One is 

an Expense Voucher form for taxpayers who must keep adequate 
records of their reimbursed expense accounts to comply with a 
recent ruling by the Bureau of Internal Revenue. 

The second new form is a recommended Stationer’s Purcha®e 
Order, as suggested recently by the National Stationery and Office 
Equipment Association 

Posture Chair 

design and 

\, 
1S offered. 

66 MODERN STATIONER, MARCH, 

master posture 

back in four 

chair 

measurements of 

and 

53 
Sturgis Posture Chair Co. says the 

dimensions of its Vogue 
were determined 

by a study which recorded the physical 
2,000 women. 

The seat is of generous size, 17 % 
141, inches, is cushioned with 
foam rubber 21/2 inches thick. The back- 
rest is pleated to cradle the occupants 

individual foam rubber 
pads. The seat adjusts up and down 
and swivels on a fiber glass base. A 
wide variety of upholsteries and colors 

1958 
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| NOW! NEW LOW PRICE on 

| Easy Sales | in BIG numbers FLEXO-SPACE Self-Service Island 

ee eG 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 

one flat-type counter. Yes, in only 121/. Sq. Ft. of floor 
area you get 50 Sq. Ft. of selling space. Raise or lower 
the middle shelves every 2” within 15 adjustments. FLEXO- 
SPACE is a complete Island! Your customers shop on 4 
sides from 5 large Self-Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved’’ by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50% 
less than you expect to pay. Without obligation write for 
FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 

-t CO., lr ed @ 
Mfrs. write for special extra low prices. 

Brook! | ADD SALES COMPANY 

829 York Street Manitowoc, Wisconsin 

aa 
aurora A sales “natural’’ when- 

ever large figures and easy 
readability are called for. 
This popular machine 
gives customers easy-to- 
read numbers on time 
cards, file folders, records 
. .. and gives you quick, 
profitable sales! 

— 
— 

-— 

- - - for more details circle 102 on last page 
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AT LAST! THE HANDIEST 

Ball Point Pew 

—on achain reel! 

ReeliRiter 
ball point pen 

Pinned on dress or blouse, it's always ready 
for instant action. Press button to write... 
the point snaps in as the pen winds back. 
Slim, trim, tapered barrel with gleam- 
ing chromium cap. The perfect ball 
point pen for the co-ed or career gal! 
Colors: Grey, Burgundy, Black, 
White, Blue, Green. Refills with 
full length, standard 4%,” 
Cartridge. 

...Best Party Conversation Starters 

That You've Ever Seen="‘Bar’ None!” 

@ Bar Towels by Paper Art, of course. Big, _Triple-use towels also serve as 
cocktail napKins and placemats! colorful and thirsty, too. Eye-catching and 

attention-getting .. . they'll sell for you! Order 
these and other distinctive paper party acces- 

$2.00 sories now from Paper Art's new 1958 catalog. 
(incl. fed. tax) ee ae a ene ae eR ayn ea at 8 

Paper Art Company, Inc. + 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 

@ Please send your new 1958 Paper Party Goods Catalog: 
Pa) PRODUCTS 
Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 

Send for catalog describing complete PAT line 
Stamp Keeper * Tape Keeper * Reel Riter Ball Point Pen © Pin-On Pencil 

TELlattach Pencil © Key Keeper * M Motic © R 

Store Name.. 

- - « for more details circle 158 on last page - = = for more details circle 143 on last page 



It’s 

SPY-PROOF 

LLL ELT, 

New style spy-proof 

locks and dials are 

standard equip- 

ment Schwab 

Class C labeled safes. 

This Underwriter's la- 

beled CT-20 Model 

1832-C 

outside height of 42"’. 

now 

on all 

safe has an 

Inside dimensions are 

17-5/8" wide, 32” 

high and 18-1/2" 

deep. 

The SCHWAB Safe Company 

Lafayette Indiana 

- - = for more details circle 168 on last page 

ORR 

for-volume profits... - 

2A s CARBON PAPERS 

and TYPEWRITER RIBBONS 

Wiite 

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. 

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. 

WRITE 
INCORPORATED 

420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 

- - - for more details circle 178 on last page 

NEW PRODUCTS «owns ee ee 

Package Ornaments 54 
Tie-Tie Giff 

Wrappings 1958 
everyday line fe 
tures gay ang 
fanciful package Of 
naments. 

The ornaments i 
clude a bunny fo 
Easter time, a shige 
of cake for birthday 
packages, a dainty 
blue garter for th 
wedding gift andy 
miniature rolling pip 
for the pre-nuptial 
shower 

Playing Cards 55 
The first 1958 design in- 

troduced by Kem Playing 4 
Cards, called ‘Paisley,’ re- ay 
sembles historic patterns devis- 
ed in Scotland 
years ago. It 

hundreds of 
comes in coral a 

ee Va . 
s . ze. 
a > 

and blue on beige and is tee x 
packed for bridge only ar ‘ 

Retailing at $7.50 a double ‘ , 
deck, ‘Paisley’ is packed in 
the Kem plastic case. The 
manufacturer claims the cards 
are made of the toughest 
plastic there is 

Telephone Lock 56 
An easily attached telephone 

lock, which retails for $1, 
prevents unauthorized phone 
calls without interfering with 
incoming calls. Made of plas 
tic and called ‘‘Loc-Ur-Phone, 
it fits all Bell system phones 

The item is offered to the 
trade mounted on lithograph 
ed cards, 12 to a box, 12 boxes 
to a carton. Shipping weight is 

It is sold by Cel-U-Dex Corp 
Here 
archi 12 pounds a gross 

Forms for Automation 57 
Wilson Jones Co., maker of loose leaf forms and binders, 

has begun production of “GrayLine’’ tabulating, “Snap-A-Way 
and autographic register forms to enter the field of forms for Pocke 
electronic and other high-speed accounting machines me 

real s 
Reta 

Tab Card Burster 58 Your 
Adding versatility to You 

its Selec-tronic line of We. 8 
c w continuous forms but “teal 

sters, The Standard fect : 
: ness Register Co. has intro- Rete 

duced the Selec-tronic Vous 
Tab Card Burster. 

The new multi-pur 
pose unit has facilities 
to detach IBM continu 

tab cards as 
easily as it bursts of 
dinary continuous forms 

in any of 23 different lengths from 3 to 22 inches. Tab cards 

ous form 

can be detached individually or in pairs and the same _ action 
automatically removes the separator strips. 
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NOESTING PIN TICKET CO. INC. 

“Millions Daily” 

MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 

BRANCH FACTORY: 
1815 WEST 74th STREET 

CHICAGO 36, ILL. 

- - = for more details circle 153 on last page 

REMARKABLE...REVOLUTIONARY 

Exclusive 
Design 

Not one, 
but 
2 QUALITY 
LOCKS! 

Electronically 
welded 
in place 

Full 
2 inch 
expansion 

Double reinforced F 
bottom 

EXPAND-A-LOPE 
(Trade Mark) 

The briefcase 
with the 2 inch expanding gusset 

WE GUARANTEE WITHOUT RESERVATION that the Ex- 
pand-A-Lope will make obsolete any /ike-appearing item selling 
for up to $20. 
One piece bonded construction with NO WEAK or TENDER SEAMS. 
No Skimping . . . No Cardboard . . . No Tricks . . . all solid 
quality material, extra thick 42 gauge virgin vinyl! Double 
reinforced bottom. 
DO NOT CONFUSE EXPAND-A-LOPES with chain store 
type goods or comparably priced domestic or imported items!! 

SIZE: 15Y inch x 11% inch; legal file folder enclosed. 
DEALERS’ NET PRICE: — $18.00 doz. 
QUANTITY DISCOUNTS: — 5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan 
SHIPPING WEIGHT: 15 Ibs. per doz. 

Order a trial dozen today... 
Your satisfaction guaranteed! 

SEE YOUR JOBBER or WRITE TODAY. 

ANGLER’S CO. 45-22 162nd St., Flushing 58, N. Y. 

- - = for more details circle 109 on last page 

STOP! LOOK! 

e DRAFTING INSTRUMENTS 

SELL! 

DRAWING SETS 

DESIGNING AIDS 
e DRAFTING MATERIALS 
e DRAWING EQUIPMENT 

MEASURING DEVICES 

EARN UP TO 50% PROFITS 

Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. 

real sales stimulator ! 

Your cost: 
weer preM@:........ 

... 10.20 
.. 6,80 

No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades-assures a per- 
fect true point every time. A sure bus- 
iness builder! 

- - = for more details circle 105 on last page 

1958 ALVIN 
CATALOG sales tool, 

at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 

No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 

40% discount on any display, plus 
additional 10% on purchase of 3 or 
more different displays. 

. . 12.60 dozen 
Send for free display brochure. 

displays to choose from. 

84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 

“QUALITY AT THE RIGHT PRICE” 

ALVIN & COMPANY, INC. 
Windsor, Connecticut 

Over a 

kutto: THE HANDIEST 

“CARTON CUTTER MADE 

Splits Cases and Cuts 
Off Tops Cleaner and 
Quicker! 

e 
ideal for Making 
Carton Displays 

Can Be Carried in 
Pocket! 

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

CACH POStDAId ............cesceescersnecceessessenssensssrssnrssnsnssnssnseenensesssessensessees $1.25 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago. 

Snippo 

STRING 

CUTTER 

@ CUT STRING, 
TWINE OR ROPE 

Snippo is the safest string cutter on the market it has no 
exposed blade and it is impossible to cut one’s self. Sturdily con- 
structed of heavy steel and is plated to prevent rusting. Retail price, 
MUINIIE- : sandisonnsiadessosse<cnihesns shciueesiaeaabiedienllcapiapsaienebabcensiaiiabinamiphiibtiaiataastatuniasiaitenaiicdahe $1.25 

WHOLESALE PRICES, F.O.B. CHICAGO 
1 dozen or more, with 5 extra blades, per GOZEM ............:cccccesceecceseeeee $9.00 
2 dozen or more, with 5 extra blades, per dozen .... ae 
3 dozen or more, with 5 extra blades, per GOZEM .00.0.........ccccccessceeeeeeeees 8.00 

Manufacturers of Precision Cutting Tools 
Write for Circulars 

MODERN SPECIALTIES COMPANY 
4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 

- - - for more details circle 152 on last page 
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Letter Chest 59 
An “R-S-V-P Let- 

ter Chest’ by Bab- 
peck, Jac. is 
something new in a 
keepsake chest for 
personal correspond- 
ence and mementos 
It is fitted with a 
feather quill ball 
point pen and in- 

2 EE cludes a large sta- 
tionery compartment and a scoop tray for writing accessories 

It is of steel frame construction with a spring hinge lid. The 
simulated polished leather cover comes in three decorator colors 
with complimentary linings. The chest retails for $10 

Office Fans 
Four models of 

Air Flight plastic 
hassock fans are part 
of the 1958 line of 
household and office 
fans of Lau Llower 
Co. 

Two of the models, which retail for $49.95, have three 
speed foot control, aerodynamic louvering, and stand 14 inches 
high with a diameter of 15 inches. Another model, slightly smaller 
is 13 inches in diameter and sells for $36.95. The fourth model 
is a portable air circulator, easily moved from room to room, that 
sells for $39.95 

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 

CURLING GA distributors everywhere. 
SHRINKING 

UNION 
RUBBER & 

TRENTON, CEMENT 
A N. J. ND ACCESSoRies 
Real Adhesive 

- - - for more details circle 175 on last page | 

Interest Calculator & 
The new ‘Morton Interest Calculator 

is offered by Paul S. Morton Engineer. 
ing Service as a time-saver for all per 
sons who figure interest. It operate 
like a slide rule but reads like a table 

The pocket size calculator, made of 
vinyl plastic, will calculate the interey 
on any amount from 10 cents to $ 
million to the third decimal. It covers 
all rates by one-fourth percent incre 
ments from 3 percent to 8-34 percent 
Interest given is for one year, one month 
and one day at each rate. 

Carbon Copy Sets 62 
Newest offering of the Gowdy Officer Materials Co. is the 

Kolated Copy Set, consisting of two sheets 
carbon paper and a second sheet. After typing, the one-time car. 

a one-time sheet of 

bons are easily removed and thrown away. The sets are available 
in four colors and assorted sizes 

Candles 63 
New Spiralite 131/-inch candles by owe 

Colonial Candle Co. were designed to blend 
with the decor of any room, whether 
classic or contemporary 

The candles are available in nine decor- 
white, tur- 

quoise, spring green, emerald green, old 
rose, red and light pink 

ator colors ivory, lemon 

the GIRL-SIZE FILE that does 

a MAN-SIZE JOB!... 

RKive FILES 

For Legal or 

Letter Size Filing 

Write for prices and complete information 
VAN 42 (le) OMT MS-3 | 
2607 North 25th Ave. © Franklin Park, Ill 

- - = for more details circle 111 on last page 

FOR 
EVERY 

PURPOSE 

NOTCHING 
PUNCH 

TICKET PUNCHES 

THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 

eX: 

es ti | 

TALLY PUNCH 

Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep. 
No. 2—For 
reach 
No. 3, 1-1/2” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 

Tally Punch — Registers number of punchings to 
99,999. Punches 1/8”, 3/16” or 1/4” round holes — 
also special designs. Same counter available in our 
Nos. 2, 3, 10, 11, 21. Write for circulars. 

1/8-1/4" round holes; 1-1/4” 
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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 135 on last page 

TOY MANUFACTURERS of U.S. A., Inc.| 

200 Fifth Avenue — New York 10, N. Y. 

Invites you to attend the 

1955 sémerican “Joy Far 

IN NEW YORK CITY 

Monday, March 10th thru Wednesday, March 19th 

Exhibits at 
@ HOTEL SHERATON-McALPIN 
@ 1107 BROADWAY 

@ HOTEL NEW YORKER 
@ 200 FIFTH AVENUE 

oF and other permanent showrooms 

STARTING, once again, ON A MONDAY 

Tos EXHIBITS OPEN DAILY, Except on Sunday 

- - - for more details circle 174 on last page 

ANOTHER 
big sales feature for 

BOSTON 

CHAMPION 

portable sharpener 
4 DECORATIVE COLORS 

green-blue-sandtone-gray 
¥ color, to match or complement 
modern office decor 

¥ simple feed it-hold it-turn it operation 
¥ no fall-out of shavings 
v automatic feed and stop 
¥ huge market of modern offices 
¥ year-round sales promotion 
campaign <a 

C. HOWARD HUNT 
PEN COMPANY 

Camden 1, New Jersey 

- = = for more details circle 142 on last page 

YOUR OWN OFFICE SUPPLY CATALOG 

AT 4 zt T0 YOu for distribution to YOUR customers ! 
OVER 400 PAGES 

+. printed on quality enamel stock 
mons THAN 16,300 ITEMS 

«-featuring top name brands 
HanDsomeLY DESIGNED COVER 
6 your own imprint 

Watch Your Seles 
CLIMB 

g @ 2 

LEARN MORE OF THIS 
NO-COST CATALOG DEAL 
Utility Wholesale Stationers 
641 W. Lake S¢. Dept.- AN 

Chicage 6, Illinois 
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A.W. FABER 

"GRASERSTIK, 

A Profit Beauty to 

warm your heart 

AW.FaBer GRASERSTIK 

What are you waiting for? 

A.W. 

PENCIL CO., INC. NEWARK 3, N. J. 

It makes a stationer’s 
salesman feel good when 

he says, “Of course you'll 
want some ERASERSTIKS” — 

and the answer is “Oh sure, 
the way they use ’em around 
here I think they must eat ’em.” 

No, they don’t eat ’em. It’s 
just that no self-respecting Secre- 

tary or Typist would be without 
one. She’d rather give up her 
lipstick than her ERaseERSTIK. 
Because this white-polished 

beauty flicks away mistakes in a 
flash, erases without a trace. 

Make no mistake—your cus- 
tomers want the “white” ERASER- 

Stik. Try selling ‘em one of 

those Johnny-come-latelies in a 
different color and see what 
happens. 

There’s a barrel of profit for 

you in A.W.FABER, the original 
and best-selling ERASERSTIK — 
easy profits — quick profits a pa [ 
sure profits. \ 

AW. FABER &SRASERSTIK 

ib a 

FABER—CASTELL 

- = = for more details circle 130 on last page 



TESTRITE’S “SEERITE” magnifiers 
Optically ground and polished 

glass lenses. The unique green 
metal display stand makes 

sales easy. Each reader at- 
tractively packaged in al 

scarlet and grey box. 
No. 735/10 

GROUP 
CONTAINS - : 

2-22" Readers List $1.75 x | 
2-3" Reoders List 2.25 eo. 4.50 | 
2-32" Readers List 2.75 ca. 5.50 
2-4" Reoders List 3.25 co. 6.50 
2-412" Readers List 4.50 ea. 9.00 

TOTAL RESALE 
One $2.00 Display Stand Free witt 

Each Assortment 
PRICE TO DEALER — $17.40 

Open Stocks Available Less 40% 
TESTRITE INSTRUMENT CO., INC. 

135 Monroe St., Newark 5, N. J. 

- - - for more details circle 173 on last page 

Outsells Ul! 

MORE STOCK TURNS 

PER YEAR WITH 

* 

Snap-On Cord Coiler 

= We guarantee: If they’re 
in sight, they‘ll sell! 

HUFF CO., Maritime Bidg., Seattle 4, Wash. 
In Canada: Huff Canadian Soles Co. 
1043 Granville St., V: ‘ 

ORDER FROM YOUR WHOLESALER 

- - = for more details circle 141 on last page 

READY! rr. Ml) and purchasing guide: 

sed ie ohh a, py Artists Supplies 
Sy titel hdl 2 ° Drafting Materials 

i * Papers, Boards, Pads 
* Drawing Instruments 
* Airbrushes & Compressors 
* Craft Materials & Plastics 
* Picture Frames 
* and hundreds of other 

essential art materials 

NOW mh im indispensable reference 

Write immediately on your 
company letterhead —you'll 

and Drawing supplies! receive this valuable catalog 
* by return mailat nocharge. 

OFFICE SUPPLIES 

MAX No. 10 STAPLER 
44¢ Net Price 

' ' 
1 
7 ' 
i 
| 
1 MAX No. 35 STAPLER 
; WITH STAPLE REMOVER 
I 
i] 
‘ 
a 
t 
' 

$1.61 (Net) 
Listed Net price inci all Tex 

Number Machines 

as Lowas 5-83 
On purchases of $3000 and over—an additional 

109% will be allowed 

e JOHN W. ROBY and CO. « 
9045 16th AVENUE S.W. + SEATTLE 6, WASHINGTON 
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Artist's Fixative 64 
Odorless Acrolite, an odor-free protectiye 

coating in a pressurized container, has beg 
announced by Acrolite Products, Inc. for yg 
by artists, draftsmen and engineers. The 
company says it will protect from smud 
ing all artwork where pastel, charcoal ¢ 
pencils are used and it may be used qm 
type proofs to prevent smearing. 

Acrolite claims the following featupes 
in a money back guarantee — non-flam 
able, won't wrinkle paper, won't alter tong 

true matte finish, re-workabl 
surface, clog-proof valve and odorless spray. 

Containers are in three sizes. 

‘ 

or colors, 

ing and drying 

Marking Device 65 
Pryor Marking Products has announced 

a new Heavy Duty Self-inker, a marking 
device made of heavy cast brass, durably 
plated with polish chrome. The 
handle is of smooth plastic 

The model is $11.50, plus the cost of 
the appropriate rubber die measuring 21/, 
x ¥%, inches. The ink pad is easily removed 

rounded 

for re-inking or changing when necessary 

Whirl Board File 66 
A new 1958 edition of the Whir 

Board File marketed by Lansdale 
Products Corp. comes in letter, lega 
or note size. The rings which spring 
open for loading move with th 
cover and the papers to eliminate th 
tearing of punched holes. 

The file features an alphabetica 
index and is described as ideally sui 
ed for outdoor use by truck drivers 
and railroad men. Prices are $25 
and $2.75, fully assembled 

ij j 

Oil Colors 67 
F. Weber Co. offers Weber Malfa Gold, a metallic bronz 

and Silver, metallic aluminum, in its line of oil colors. The 
colors are ready for use in a concentrated form to yield a butten 
consistency for use with bristle, sable oil painting brushes o 
painting knives. Objects of china, glass, metal, wood or leather 
and many fabrics may be painted. Price is 85 cents a tube. 

Typewriter Justifier 68 
The Marginator @ 

offers a typewriter a 
tachment called “Marg 
inator’’ which automat! 
cally evens the right 
hand margin of typ 
written copy to give 
the appearance of type 
set printed matter. 

The company sé 
its attachment will jus 

tify columns aS marrow as one and one-quarter inches or a 
wide as the carriage of the typewriter and two or more columss 
may be justified on the same page without shifting the pape! 
Regular operation of a typewriter is not affected because the 
Marginator can be set to neutral. 
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14,500,000 SOLD 

-GET YOUR & 

NEW PRODUCTS .... 2. cc cevces 

Spray: that are illuminated 
from behind and can 
be interchanged for 

each season. The frame is fitted with brackets to permit dis- 

64— Versatile Display 69 

tective Sheaffer's wraps 
S bets three separate dis- | FULL SHARE 
OF Use plays into one with 

- The its new “Three Sea- te _ 
mug. son Display” which Wi) FAST 
oal or can be used during 
ed om graduation, back-to- . 

school or Christmas SALES AND 
atures time. _— bal 
1-flam. A shadow box 
r tones frame comes with | BIG PROFITS! 
itkable three plastic panels | 

| 

MAGIC MARKER 
play of a boxed ensemble on each side. The display, measuring BRUSH PEN SET 
about 14 x 10 x 61 inches is available to dealers on a mer- (Model No. 991) Attrac- 
handise deal tive gold finish. Brush Cilia Ute Pen, “2 oz. Type H Odor- 

less Marking Ink. Black, 
° Se Red or Blue. Extra Cube Head. 

an Floor Merchandiser 70 pinay 

A new counter and floor = 2416,596-2547,541 = 
lisplay unit designed to 
consolidate stationery in an 
area 25 inches wide, 3915 

—_ Um 

inches long and 57 inches 
~ high has been introduced 

by White and Wyckoff 
Manufacturing Co. 

Upper part of the dis- 
66 play lifts off base easily 

to double as a counter unit. 

SPEEDRY 8-COLOR DIPPEN SET 
(Model No. 718A) . 4 

| a / 8 spillproof bottles of y/ 
Instant-Dry Ink, Solvent, a. J 

i L r a 
Nib Holder, 8 Nibs. 

$5.95 
Whit : ; ; | 

snsdale Back of display has ample U.S. Pot. Pending | 
| storage space for excess | \ 

ee stock. The combination | 
ie merchandiser in blonde fin- 
~ th ish costs $75 in a deal 1 ONE E STRONE LETTERING 

which includes an_ assort- For Profs 
be ment of stationery and 
- wtes to retail at $75.15. MAGIC MARKER 

y Suit 
drive LETTERING GUIDE 

= Transparent sturdy plastic 
$25 Utility Table 71 | template for fast accurate 

one imac ; | lettering. retailer. 
The Tiffany portable utility | 79 

table, Model 2300 by Tiffany U.S. Pat. Pending. 
Stand Co., is made of heavy 

67 gauge steel with baked enamel 

bronze finish in five popular colors. 
s. The The table measures 30 
butter inches wide, 181/) inches deep MAGIC MARKER 
netliy and 301 inches high. It is STENCILEER 
leather described as ideal for many Ceetieetien 

7 office appliances such as a assures even flow 
CATALOGUE OF Ready for use on any 

; surface. Mohair head! 
ing machine, movie projector PROFIT- MAKERS Black and colors. 
or visible record cabinet. vi . 7 us $1.25 

duplicating machine, address- 
68 

- G . Pat. Pending 

—— price list and 
“Marg: poe 

tomati: merchandising program.. 

right Expensive Valentine 
f type The most expensive valentine of 
give it the year features a Swiss music SPEEDRY PRODUCTS, INC. Dept MS8 4 
of type box that plays “Let Me Call You Richmond Hill 18, New York 
ter. Yweetheart.”” Rust Craft Greeting ; 3 
ysis Card Co. calls it “a beautiful pro- Rush complete Magic Marker story. Pi 

‘ill jus motional piece to create added in- 
or 4 terest in Valentine windows and Name or ee ees es | 

columns ounter displays.” 
paper It is offered to dealers at $7.95 Address. - — _ a a a i 

ise the With a suggested retail price of . 
$15. F vor. City- a a 

— a er me ee coe ed 
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Reinforced Paper kr . 
Ht Mobile Cards 75 

A new line of 20 pound white © REO i A 
bond, mimeo and duplicator pa- Mobiles of translucent plastic tainer 
pers for ring binders with the a i in brilliant colors take the form ‘ ed binding edges reinforced with Du- alzwPo te ot = cards in an offering stoppc« 

pont’s Mylar polyester film is PROOKER | rt dipped aml. lhe yronser wal play ™ 
being added to the Aico “Rip- = L biles come in 1 uling envelopes, stores 0 
Denial” thee be J. Aigner Co Sneeis ready to retail at $1 supply 

The reinforcement is said to motion 
triple the life of the binding For RING BINDERS | Ana 
holes and prevent the punched 20 tb. WHITE BOND, MIMEO, DUPLICATOR f/ 
holes from wearing, tearing, rip- i) nn es Seated Ta Hee Triples the Life of the Binding Holes §2 
ping or pulling through. 

Contour Cair 76 
Thomas Furniture Co. has 

added a contour chair and two 
other new pieces to its “Blue 
Chip” line. The contour chair 
features sturdy, suspended 
frame construction and cover 

Space-saving Display 74 
Ferber Corp. is packaging a new type 

of display called Ferber Half ’n Half. It ings in leather or vinyl 
holds two dozen Pencilettes and two plastic Zz 
dozen Vu-riter pens in less than a 4 by rhe designer, Ken White, 
4 inch counter space. The transparent says the contour chair and two Mrs. L. 
plastic cylinder of earlier Ferber displays new occasional chairs for re with he 
bears a new printed message ception rooms have been styled clips. / 

to fill the growing need for play m 
more versatility and variety in presente 
office furnishings. of Hord 

Premium Offer 77 
A home fire extinguisher 

premium will be offered to 
attract customers and boom 
impulse sales of Texcel cello- 
phane tape this spring. Re- 
tailers will not have to buy 
or handle the premium. 

A floorstand with 15 dozen 
rolls of tape or a counter 
display with 8 dozen units will 
promote the extinguisher offer. 
Shoppers are offered the $2.49 

riot | gy premium for $1 with a cou- 
= pon from the display 

This is 

A COMPLETE LINE OF 9 EXCITINGLY NEW PORTFOLIOS a 

Featuring: 2 inch expanding gussets. 
: eee VISIT = 

Exclusive key lock, snap lock and vinyl 
zipper types. Including the new 2 in 1 ROOM 323 Counter Display 78 Ne 
combination. Retail prices — from 79c 
to $2.49. Best jobber and dealer dis- WSA SHOW Autopoint Co. announces the in- A 
counts. troduction of a new counter display 

designed to hold and sell one dozen ca 
INFLATABLE WORLD GLOBES Autopoint 3X Ball Point Pens. Pe 

: . : : An acetate strip on the display 5. 
mapageed ia 9 coles wih vinyl card holds the pens while allowing th laminated coating protection. De- a aida sibil The pens a 
signed for school, den or study. Up a: COMPS VaR. Lae pee co 
to date, including new republic of for 49 cents th 
Ghana, North and South Korea. dr 

~ 12%" and 20” sizes. = liy 

Retail prices $5.95 and $14.95. 
Centering Scale 79 

IDEAL STATIONERY CO 200 Fifth Ave. A Stenographi Centering Scale has been developed to help 
. typists in centering words on a page. Made of flexible plastic and 

Division of Ideal Toy Corp. New Vork 10, N. Y. with the appearance of a ruler, the scale carries instructions for . 
use in measuring pica, elite or variable-spaced typwritten lines. It = 

- - - for more details circle 180 on last page is offered by Stenographic Centering Scales for $1 
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A revolving, five-gallon glass con- 

tainer full of paper clips recently 
stopped passers-by in front of a dis- 

one of the eight 

sores of Horder’s, Inc., Chicago office 
supply house. It was part of a pro- 

nlayv window of 

motion of office scales. 
An accompanying invitation to guess 

Mrs. L. B. Koenig won a portable TV set 
with her guess on the weight of the paper 
clips. At her left is Jim Rice, Horder's dis- 
play manager, and at right, making the 
presentation, is Willis R. Wolf, supervisor 
of Horder's eight stores. 

Guess the Weight of 44,000 Paper Clips 

the weight of the clips included the 
offer of a 17-inch portable television 
set as prize for the best guesser. This 

offer was made on a placard. 
A tie-in promotion inside the store 

consisted of another challenge “Try 
the Paper Clip Test’? at the Triner 
scale display. There a representative 
encouraged customers to place a single 
clip on the scale and 
causes the 
balance.” This test served to demon- 
strate the accuracy of the scales. 

During the two weeks the window 

display was used, more than 7,000 
persons placed their guesses in a 
deposit box inside the store. 

The lucky winner was a woman 
bookkeeper, Mrs. L. B. Koenig, 
Chicago. Her estimate of 53 pounds, 
4 ounces was just one ounce over the 
correct weight. The container held 
exactly 44,000 paper clips. 

“see how it 
beam to move out of 

This is the Horder display window that caused thousands of passers-by to stop, look and try 
to guess the weight of 44,000 paper clips in a glass container. 

HOLYOKE, MASS. 
Quality Est. 1896 

New Display Card For Faultless Pencil Clip 

A new, modern, three dimensional, folding display 
card now presents 4 gross of our reliable Faultless 
Pencil Clips accessibly and efficiently yet takes only 
3-% inches of counter space. This attractive, up to 
the minute, new sales tool is in our smart family 
colors of attractive blues and white against which 
the brilliantly nickel plated clips glisten and shine 
drawing attention and making sales. 
livery. Write for information and samples. 

L. D. VAN VALKENBURG CO. 

Prompt de- 

Service 
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MAGNETIC 
BULLETIN BOARDS 

BLACKBOARD ERASERS 

SCRAP BOOKS 

SCHOOL SLATES 

TOYS 

Room 421 

International Merchandise 

Exhibit 

N. Y. Trade Show Bidg., 

New York 

Rosebud Art Co., Inc. 

204 EAST 118 ST. 

NEW YORK 35, N. Y. 
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Fine Leather Desk Sets 

Pads and Accessories 

CATALOGUE NO. 56 

ON REQUEST 

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

vited to visit our 

it, March 28-31. 

Reader friends of MODERN 

STATIONER AND OFFICE 

EQUIPMENT DEALER are in- 

suite in 

Philadelphia at the 12th an- 

nual NOFA Convention-Exhib- 

75 



Biggest 

Attraction 

since SPUTNIK 

'®SENCO 

geaps TH 

RULERS 
AND YARDSTICKS 

DISPLAYS 

The more they see ‘em the 
more you sell. Set up these 
Senco counter displays and 
see it proved—with profits. 

Three types of Senco Displays avail- 
able. One for School Rulers . . . one 
for Office Rulers and the general pur- 
pose Senco Sell-O-Ramo. Write for 
catalog, prices and deal. Buy from 
your nearby jobber. 

SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 

52-54-56 MILLER ST. 
SENECA FALLS 6, N. Y. 
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Business Show Catalog A 

A comprehensive catalog of leaf- 
lets and folders describing office 
equipment and systems exhibited at 
the 1957 National Business Show is 

now available. 
The edition gives data on most of 

the 500 product classifications dis- 

played in 385 exhibits. The volume 
is two inches thick. 

Storage Booklet B 
A new guide to small parts stor- 

age and handling is now available 
from Akro-Mils, Inc. Entitled, “This 

Or This,” the 32-page booklet pre- 
sents storage problems and solutions 

Filing Manual Cc 
Handy guides for measuring fil- 

ing costs and results along with a 
. detailed plan of action to improve 

made availabl« 
28-page manual, 

to Measure Your Filing 
Efficiency,’ published by Rem- 

Div. of Rand 

filing efficiency are 
to management in a 
“How Costs 
and 
ington Rand Sperry 
Corp. 

Among the practical tools provided 
are formulas for measuring ‘‘finding 

reference rate,’ 
and “file clerk efficiency.” A list of 
19 check included to un 
cover the strengths and weaknesses of 

efficiency,” “Filing 

points 1S 

the filing operation. 

Book on Shelving D 

To anniversary, Fort 
Steuben Metal Products Co. has pub- 
lished a book that traces its 
years of manufacturing steel bins 

The book 
products and production facilities 

observe its 

ten 
and 

illustrates shelving. also 

Seal-O-Matic Catalog E 
New catalogs displaying a line of 

gummed tape sealing machines, label 
moisteners, carton openers and safety 
knives plus other shipping and office 
room equipment have been issued 
by the Seal-O-Matic Dispenser Corp. 
and its affiliate Flash Manufacturing 
Co. 
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To sell more dictation 

equipment... sell ‘House 

Current Anywhere !”’ 

Now... 

Dictating 

Machines and 

Tape Recorders 

are TRULY PORTABLE, with 
110 Volt A. C. Current from 

a Car Battery, with a 

Cradle TravElectric 

MOBILE POWER CONVERTER 

y 7 \ 

& 

“Supreme” converter provides 175- 
200 watts, A. C., filtered for dictat- 
ing machines & recorders. 
Converts 12 volt battery current to 
110 volt, 60 cycle A. C. . . . handy 
remote control switch included. Other 
models, from 35 to 200 watts, 
powered from either 6 or 12 volt 
batteries. Priced from $21.95. 

SUGGEST OTHER A. C. USES 
to Dictation and Recording In addition 

Equipment, Trav-Electrics power Lights... 
Radios . . . Phonographs . . . Hi-Fi Sets 

. P. A. Systems 
Advertised in 
Sales Manage- 
ment and other 
national maga- 
zines 

. Portable TV... 
Soldering Irons ..- 
Electric Drills 
and other Electronic 
Equipment and Tools. 

If Your Jobber Cannot 
Supply You, Write 

baie COMPANY 
Designers & Mfgrs. of Electronic Equipment Since 1927 

1071 Raymond Ave., Midway 6-2514, 
St. Paul 14, Minn. 

IN CANADA: Atlas Radio Corporation Ltd. 
50 Wingold Avenue Toronto 10, Ontario 
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Sy Donald Frey 

ques «= Secretary-treasurer, Wholesale Stationers’ Association 

W: are gratified at the number of enthusiastic re- 
sponses from dealers reading the last two issues 

of this column, in which we treated the importance of 
“Turnover” and “Return on Capital Investment’’ — and 

how the WSA wholesalers are the key to aiding the 
dealer in achieving better profits in the future. 
We are indebted to a wholesaler member of our 

Association who, after reading our January column, has 
submitted a set of figures to demonstrate the increased 
margin a retailer must have to get the same return 
per dollar invested in average inventory if he sacrifices 
turnover by buying direct. 
The accompanying tables show several ways in which 

a comparison can be made. 
Exhibit A shows how a typical retailer's expense 

of carrying inventory, as a percentage of sales, increases 

as his turnover decreases. 
Exhibit B shows how much additional gross margin 

a dealer must receive for each inventory turn that he 
sacrifices in order to receive a comparable gross return 

per dollar invested in inventory. 
Exhibit C shows that it is not the number of times 

per year that you buy that determines turnover, but 
rather the amount of your average inventory. Basically 
profits are made on sales, not on purchases. 

EXHIBIT A 
With sales the same and turnover rate doubled, a dealer can get by 
with 6 percent less margin and still get a much better return on each 
dollar invested in inventory. Compare columns one and two. To 
get the same return at the low turnover rate, the margin would have 
to be 68 percent as shown in column three. 

Buying 
Buying From Buying 
Direct Wholesaler Direct 

Turnover rate esis 3 6 3 
Average inventory at retail scores 100 200 
Sales ccanetnmenen : sense 00 600 600 
Gross Margin %........... ene 40% 34% 68% 
Gross Margin . sae siaadeacleelancides 240 204 408 
Gross Return on each dollar 

invested in inventory ...... 1.20 2.04 2.04 
Cost of carrying inventory, 
% of inventory... 10% 10% 10% 

Cost of carrying inventory, 
% of sales ahaa 3.3% 1.67% 3.3% 

Cost of carrying inventory ............ 20 10 20 
Net Gross eer 220 194 388 
Net Gross Return on each dollar 

INVEStEd 1M IMVEMLOLY eeccceeeeeeenennee 1.10 1.94 1.94 
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AS I SEE IT 

EXHIBIT B 
With annual sales constant at $600, examine how the gross margin 
must increase to give the same return per dollar invested as the 
turnover rate drops and the average inventory rises. 

Average Gross Gross Gross Return 
Turnover Inventory $ Margin% Margin$ On $ Invested 

6 100 40 240 2.40 
5 120 48 288 2.40 
4 150 60 360 2.40 
3 200 80 480 2.40 

For a smaller gross return, it works the same way. As the turnover 
rate climbs from 3 to 12, the required margin needed for the same 
return drops from 40 percent to 10 percent. Annual sales again re- 
main constant at $600. 

Average Gross Gross Gross Return 
Turnover Inventory $ Margin% Margin$ On $ Invested 

3 200 40 240 1.20 
+ 150 30 180 1.20 
5 120 24 144 1.20 
6 100 20 120 1.20 
8 75 15 90 1.20 

10 60 12 te 1.20 
12 50 10 60 1.20 

EXHIBIT C 
If monthly sales of an item are $50 (figured at cost of inventory) 
and the item is bought in the amounts and months as indicated 
here, with the resulting month-end inventories as shown, the annual 
turnover rate will stay at 6 and the average inventory at $100 in 
the first two columns. If the supply on hand can be cut to a mini- 
mum, the turnover rate can be boosted by buying the same amount 
each month as in the final two columns. 

6 Turns Per Year 8 Turns 12 Turns 
EOM | EOM | EOM | EOM 
Inven- Inven- Inven- Inven- 
tory Buy tory Buy tory Buy tory Buy 
75 50 75 50 

Jan 125 100 | 150 150 ip 50 50 50 
Feb 75 —j 100 ieee & 50 50 50 
Mar | 125 100 50 75 50 50 50 
Apr | 75 —]| 150 150 75 50 50 50 
May | 125 100 | 100 75 50 50 50 
Jun 75 — 50 75 50 50 50 
Jul 125 100 | 150 150 75 50 50 50 
Aug | 7 — | 100 75 50 | 50 50 
Sep | 125 100 50 ~- 75 50 50 50 
Oct 75 — 150 150 75 50 50 50 
Nov | 125 100 | 100 _— 75 50 50 50 
Dec | ¥ oe | 50 -_- bg 50 | 50 50 
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Ed-U - Cards 
KIDS 
PREFER 

Children’s 

Educational Games 29c 

Ed-U-Cards Mfg. Corp. 
13-05 44th Ave., Long Island City 1, N. Y. 

for more details circle 128 on last page 

Before You 

Ue a 

MONOGRAMMING- 

PERSONALIZING 

MACHINE 

WRITE TODAY FOR 

FULL DETAILS ON 

FREE 2 WEEK 

TRIAL LOAN 

Howard Stamping 

Machine Co. 

4445 W. Belmont Chicago, Ill, 

for more details circle 140 on last page 

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

March 9-11 — Kansas City “Heart of 
America’ Gift Show, Continental Hotel 
Kansas City, Mo 

March 9-13 — Boston Gift 
Statler, Boston, Mass 

March 21-22 — District 5, NSOEA, meet 
ing, The Greenbrier, White 
Springs, W. Va 

March 27 — NOFA Sales 
Clinic, Hotel 
delphia 

March 28-31 Office 
ture Assn. Convention § and 
Bellevue-Stratford 
Hall, Philadelphia. 

April 6 — Easter 

Trade Show Building, 

Show, Hotel 

Sulphur 

Management 
Bellevue-Stratford, Phila- 

— National Furni 
Exhibit 

Hotel and Convent:on 

April 10-11 — District 9, NSOEA, me 
ing, Jung Hotel, New Orleans, La. 

April 13-19 — Brand Names Week. 
April 18-19 — District 4, NSOEA, me 

ing, Peabody Hotel, Memphis, Tenn. 
April 20-26 — National 

Week 
May 1-4 — Eighth Annual Conventj 

and Trade Show, National Art Materi 
Trade Assn., Morrison Hotel, Chicag 

May 2-3 — District 14, NSOEA, meg 
ing, Hotel Westward Ho, Phoeng 
Ariz 

May 5 — WSA Southwestern confereng 
Adolphus Hotel, Dallas, Texas. 

May 8-9 — District 11, NSOEA, meetig 
Sun Valley, Idaho. 

May 10-17 — _ National 
Leather Goods Week 

May 11 — Mother's Day. 
May 12-13 — District 12, NSOEA, meg 

ing, Hotel Ahwahnee, Yosemite, 
May 16-17 — District 10, NSOEA, 

ing, Cosmopolitan Hotel, Denver, Co 
May 18-23 — New York Stationery Sho 

New Yorker Hotel 
May 18-24 — 

Week. 
June 15 — Father's Day. 

Secretarj 

Luggage 

Letters from Ameri 

CLASSIFIED ADVERTISEMENTS 
Deadline for classified advertisements is the fifteenth of the 2nd month 

preceding the month in which the magazine is issued. RATES: 20c a word. 
Minimum Order: $4.50. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 

HELP WANTED 

DEALERS AND REPRESENTATIVES 
WANTED 

STEEL EQUIPMENT 
AAA-1 Manufacturer of 

lockers, shelving and _ storage 
inviting inquiries from 
representatives on full 
tion 
Completely 
distribution 
Promotion program 
Can offer fast deliveries 
Prefer dealer or representatives with 
capacity to handle substantial volume 
Attractive arrangement Write in con- 
fidence WwW J. Ogren, Penco Metal 
Products Division, Dept. C, Alan Wood 
Steel Company, Oaks, Pennsylvania 

National steel 
cabinets 

dealers and 
line representa- 

new locker 
Excellent 

line. Protected 
backing. Sales 
New literature 

Salesmen wanted for unique Christmas 
Cards; all States except New Jersey and 
New York City. Feeby Publishers, 162 
West Lake Shore Drive, Rockaway, New 
Jersey 3-58 

Salesmen to sell CHRISTMAS CARD 
CLOSE-OUTS; terrific values in fine 
steel-die Christmas cards — religious 
Currier & Ives, music designs, etc. Wil- 
liams Paper, 19 Hudson St., New York 
13. 5-58 

Manager, Salesman or those with at least 
five years experience in the art material 
or drafting field Looking for more 
money and a better place? We are look- 
ing for you. Contact us or come see us 
and be convinced. Art Materials, Inc 
(Silk Screen Supplies), 10-63 Jackson 
Avenue, Long Island City 1, New York, 
Ravenswood 9-7306 3-58 

REPRESENTATION WANTED 
Experienced salesman interested in 
South and Southwest territory; reliable 
and productive. Box 185, Modern Sta- 
tioner and Office Equipment Dealer, 405 
East Superior Street, Duluth 2, Minne- 
sota. 3-58 
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WANTED Manufacturer representatii 
calling on Stationers to sell Cash-A- 
money box. Write Clarence Hide, 
ings Typewriter Co., Hastings, Ne 

FOR SALE 

CHRISTMAS CARD CLOSEOUT — 
per box — Two sample boxes $1.00. App 
to first order. Kolb & Sons, 29 Hen 
Street, Sayreville, New Jersey. 

Save money! Silver tip ball pen refi 
individually packaged and _ guarante 
Dozen, $1.00, hundred, $5.85, thou 
$50.00, all prepaid. First quality, ten d 
return privilege. Colors if desired. 
564, Houma, La. 

LINES WANTED 

LINE WANTED — Crack salesman 
merchandiser with following. Can 
anything deserving. Presentiy handliii 
top stationery line in country. Can @ 
additional income. What territory is op 
Box 183, Modern Stationer and Off 
Equipment Dealer, 405 East Supe 
Street, Duluth 2, Minnesota. : 

LINES WANTED — Jobber calling 
retail trade, contacting gift, depart 
and stationery stores. Desires items t 
fit into our type operation. Box I 
Modern Stationer and Office Equipm 
Dealer, 405 East Superior Street, Dulw 
2, Minnesota J 

Manufacturers Representative with @ 
leather, stationery and department st 
following seeks one import everyda 
Christmas card line, also leather add 
books, guestbooks, 1 & 5 year dia 
birthday book, fancy stationery, play 
cards, new gift item, leather wallets. 
years in protected territory. Ohio, 
tucky, Michigan. Has own gift she 
twice a year. Box 184, Modern 5 
tioner and Office Equipment Dealer, 
East Superior Street, Duluth 2, Min 
sota 
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)VERTISED PRODUCTS 

Acme Shear Co., The — scissors — 
page 61. 
Add Sales Co. — store fixtures — page 
67. 
Addo-X, Inc. —- bookkeeping machine, 
duplicator — page 62. 
Allen, R. C., Business Machines, Inc. — 
page 53. 
Ain & Co, —drawing, 
materials — page 69. 
American Crayon 
materials — page 64. 
Anco Wood Specialties Co. 
drafting table — page 16. 
Angler's Co. —- memo pad set — page 
61. 
Angler's Co. — briefcase — page 69. 
Avery Adhesive Label Corp. — adhesive 
labels — page 60. 
Bankers Box Co. — files — page 70. 
Barber-Colman Co. — electric eraser — 
page 65. 
Bee Paper Co. — drawing paper — 
page 59. 
Brown, Arthur, & Bro., Inc. — artists’ 
supplies — page 72. 
Browne-Morse Office Furniture Co. — 
office furniture — page 43. 
Brush, John D., & Co., 
poge 59. 
bulman Corp., The — adjustable shelving 
— page 33. 
Burroughs Corp. — business machines, 
corbons, ribbons, — page 41. 
C-Thru Ruler Co. — rulers, triangles, ete. 
— page 59. 
Codo Mfg. Corp. — carbon paper — 
poge 47. 
Columbia Steel Equipment Co. — of- 
fice furniture — page 37. 
Cook's, Inc. — binders — page 10. 
Caftint Mfg. Co., The — 
materials — page 55. 
Dazor Mfg. Corp. — desk lamp — page 

Dennison Mfg. Co. — decorative gum- 
med seals — page 65. 

drafting 

Co. — drawing 

— wood 

Inc. — safes — 

artists’ 

Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
ond drop *his card in 
a convenient mailbox. 
No postage is needed. 

128 Ed-U-Cards Mfg. 

136 Hassenfeld Bros., Inc. — 

138 Higgins 

146 Little, George F., 

148 May, The J. L., Co., 

126 Eagle Pencil Co. — pencils — 2nd 
cover. 

127 Eaton Paper Corp. — stationery — 
page 39. 

Corp. — children's 
games — page 78. 

129 Eureka Specialty Printing Co. — mailing 
labels — page 44. 

130 Faber-Castell — erasers — page 71. 
131 Force, William A., & Co. Inc. — 

numbering machine — page 67. 
132 Gibson, C. R. and Co. — baby record- 

books — page 4. 
133 Globe-Wernicke Co. — office equipment 

— page 13. 
134 Graff, George B. Co. — free displays — 

page 58 
135 Griffin Mfg. Co. — office knife — page 

71. 
loose-leaf 

reinforcements — 4th cover. 
137 Heines Publishing Co., Inc. — games and 

accessories — page 59. 
Ink Co., Inc. — dispensing 

stand — page 50. 
139 Hoggson & Pettis Mfg. Co., The — 

ticket punches — page 70. 
140 Howard Stamping Machine Co. — mono- 

gramming-personalizing machine — page 
78. 

141 Huff Co. — cord coiler — page 72. 
142 Hunt, C. Howard, Pen Co. — portable 

pencil sharpener — page 71. 
143 Ketcham & McDougall, Inc. — ball point 

pen — page 67. 
144 Lindy Pen Co., Inc. — utility pen — 

page 38. 
145 Listo Pen Corp. — marking pencils — 

page 42. 
Management — New 

York Stationery Show — page 35. 
147 Majestic Pen Co., Inc. — desk set — 

page 57. 
Inc. — tags, tickets, 

labels, seals — page 65. 
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Melind, Louis, Co. — marking devices — 
page 61. 
Merriam, G. & C., Co. — dictionary — 
page 49. 
Mile-O-Graph, Inc. — measuring device 
— page 3. 
Modern Specialties Co. — carton, string 
cutters — page 69. 
Noesting Pin Ticket Co., Inc. — paper 
clips — page 69. 
Norcross, Inc. — greeting cards — page 
6. 
North American Van Lines, Inc. — ship- 
ping service — page 34, 
Northern States Envelope Co. — auto- 
bank envelopes — page 56. 
Olivetti Corp. of America — typewriters 
— page 51. 
Paper Art Co., Inc. — paper tableware 
— page 67. 
Permacel-LePage’s, Inc. — 
products — page 63. 
Plymouth Rubber Co., Inc. — rubber 
bands — page 48. 
Print-O-Matic Co., Inc. — folding ma- 
chine — page 46. 
Protectall Safes — safes — 3rd cover. 
Roberts, Weldon, Rubber Co. — erasers 
— page 17. 

Adhesive 

Roby, John W., Co. — numbering mo- 
chine — page 72. 
Rosebud Art Co., Inc. — bulletin boards, 
erasers, toys — page 75. 
Saginaw Industries Co. — store fixtures 
— page 36. 
Scripto, Inc. — ball point pens — 
page 45. 
Schwab Safe Co. — safes — page 68. 
Venus Pen & Pencil Corp. — Pens — 
page 8. 
Seneca Novelty Co., Inc. 
page 76. 
Smith, E. Errett, Inc. — boxed notes — 
page 40. 

(Continued on other side) 

— rulers — 

Position 

New Products: 1 2 3 
11 12 13 14 15 
23 24 25 26 27 
35 36 37 38 39 
47 48 49 50 51 
59 60 61 62 63 
71 72 73 74 75 
Yours for the asking: A B C OD 
Advertised Products: 101 102 
109 110 111 112 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 171 172 
179 180 181 

4 
16 
28 
40 
52 
64 
76 

163 
113 
123 
133 
143 
153 
163 
173 

5 
17 
29 
4] 
53 
65 
77 

104 105 106 
114 115 116 
124 125 126 
134 135 136 
144 145 146 
154 155 156 
164 165 166 
174 175 176 

Note: Inquiries for items listed not serviced after 3 months from date of issue. 



ADVERTISED PRODUCTS 

ono UVR WD — 

(Continued from other side) 

Terado Co. — dictation equipment — 
page 76. 

Testrite Instrument Co., Inc. — magnifiers 
— page 72. 

Toy Mfrs. of U.S.A., Inc. — Toy Fair — 
page 71. 

Union Rubber & Asbestos Co. — paper 
cement — page 70. 

Utility Wholesale Stationers — 
supplies — page 71. 

office 

Van Valkenburg Co. — pencil clips, dis- 
play card — page 75. 
Write, Inc. — carbons, ribbons — page 
68. 
Hano, Philip, — business forms — page 
66. 
Ideal Toy Co. — 
globes — page 74. 

Portfolios, World 

Speedry Prod., Inc. — Marking devices 
— page 73. 

NEW PRODUCTS 

Addressograph 
Mobile Case 
Forms Separators 
Woman's Pen 
Index Sheets 
Office Accessories 
Pen Refill Display 
Hand Printer 
Play Tiles 
Portable Dictation Unit 
Birthstone Cards 
Steel Shelving 

tell me more... 

about these 

Posture Chair 
Photocopy Machine 
Steel Chairs 
Phone Index 

Desk Organizer 
Phone Holder 
Pencil Pointer 
Burglar Alarm 
Home File 
Portable Adding Machine 
Pocket Lens 
Desk Shears 
Coloring Books 
Desk Top Cleaner 
Letter Opener 
Steno Chair 
Cigaret Pouch 
Dictating Machine 
Small Photocopier 
Label Printer 
Puppets 
Plastic Carbon Paper 
Desk Accessory 
Drafting Equipment 
Business Card File 
Card Rack 
Credenza 
Relief Globe 
Children's Stationery 
Secretarial Chair 
Pencil Pointer 
Production Recorder 
Ice Bucket 
Boxed Rubber Bands 
Pen Display 
Locking Device 
Pen Display 
Adding Machine 

wm ew ee 

No 

Drawing Leads 
Business Forms 
Posture Chair 
Package Ornaments 
Playing Cards 
Telephone Lock 
Forms for Automation 

Tab Card Burster 
Letter Chest 
Office Fans 
Interest Calculator 
Carbon Copy Sets 
Candles 
Artist's Fixative 
Marking Device 
Whirl Board File 

Oil Colors 
Typewriter Justifier 
Versatile Display 
Floor Merchandiser 
Utility Table 
Expensive Valentine 
Reinforced Paper 
Space-Saving Display 
Mobile Cards 
Contour Chair 

Premium Offer 

Counter Display 
Centering Scale 

YOURS 

FOR THE ASKING 

Business Show Catalog 
Storage Booklet 
Filing Manual 
Book on Shelving 

Seal-O-Matic Catalog 
Postage 

Will be Paid 

by 
Addressee 

Postage Stamp 
Necessary 

If Mailed in the 
United States 

To obtain additio: 
information on fn 
products, literaturé 
advertised produ 
described in this iss\ 
use this card, which 
provided for your cc 
venience. 

BUSINESS REPLY CARD 
FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., DULUTH, MINN. 

TELL-ME-MORE DEPT. 

MODERN STATIONER 

405 EAST SUPERIOR STREET 

DULUTH 2, MINNESOTA 
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what PROTE C4 ALL is doing gow... 

“y Ste Td : 
ea F #2 

MODERN STYLED 

1 SAFES... 

Protectall Safes offer you a decorator-designed line to blend 
in gracefully with the smartest looking office furniture. 

ee a ed 

Protectall Safes dealers now have an added sales plus when 
designing complete office installations or interior moderniza- 
tion projects. 

10 insulated record safes for every need. Interior filing units 
available to meet your customers’ individual requirements. 

A line of fast-moving money safes for installation in floor, 
CHALLENGER wall, counter or record safe assures positive protection from 

31” high, 19” wide burglary. Why not have our representative show you how you 
24-9/16" deep outside can increase your profits with Protectall Safes. 

PROTECTALL SAFES _ 220 Fifth avenue, New York 1, N. Y. 

FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Chicago Los Angeles Tacoma 

ggg rem rerapniigprenenpantine iagagagags CO eee 
BR OT ECTALL SA F ES 320 Fifth Avenue, New York 1, N. Y. M 

[CJ J want more information on Protectall Safes. 

CJ] J am interested in a FREE FLOOR DISPLAY. 

PROTECTALL SAFES 

je 
hig 

NAME 

COMPANY NAME 

4 division of The Mosler Safe Company 
THE GREATEST NAME IN SAFES 

STREET ADDRESS 

CITY. 

Sl cicceeneeneeienen 

“Visit our booth No. 77, NOFA Exhibition, March 28-31 Convention Hall, Philadelphia, Pa.” 



- + = for more details circle 136 on 




