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to YOUR Sales and PROFITS with... 

New Quality Line of 

CERTIFIED 

BOXED 2, PEWRITER PAPERS 
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CHEMICALS 

CER\ \¥ ‘Va WITH EACH BOX! 

Typewriter Papers 

a 
Chart — How To 

Buy and Use 
Typewriter 

Papers. 

Spiral Bound SS 
Stenographic 
Notebook. 

Developed specifically to help increase efficiency and lower today’s letterhead and 

office form costs, this new line of CERTIFIED Boxed Typewriter Papers gives your 

customers specific papers for specific needs. To them it means new efficiency and 

savings. To you, a fast moving new line of quality boxed typewriter papers that 

is a natural for steady, year-round repeat business. 

Order a supply of Chemical’s CERTIFIED and start cashing in on this new 

line of boxed typewriter papers. Complete promotional kits to help you tie in 

with national advertising campaign. 

AIDS to help YOU sell CERTIFIED 

- Trade Paper Ads in leading 5. News Releases announcing 
National Publications. the line. 
Ad Reprints and Envelope 6. Direct Mail Literature. 
Stuffers for your own use. 7. Stenographic Notebooks as 
Attention-getting Window buying incentives. 
and Counter Displays. 8. Typewriter Paper Buying 

. Newspaper Mats for local Guide to help your custom- 
use. ers select typewriter papers. 

Full particulars and samples on request. WRITE TODAY! 

PAPER MANUFACTURING CORP. 

HOLYOKE * MASSACHUSETTS and Crocker-McElwain Division 
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There are no tricks to this test. What you sce on the left is the actual result of typing time after time on the same line 
of standard brand carbon paper. What you see on the right is actually the same test with new, plastic-finish NU-KOTE! 

“DURABLE? Plastic-base NU-KOTE outlasts ordinary carbons 3 to 1!” 

Ape’, 

Check! And that’s only the beginning of the fresh dealer and 
customer advantages built into M&V typewriter Nu-Kote. 
For instance: 

eA single weight and grade of Nu-Kote does just about 
every job imaginable. No more inventory problems for 
you or customers. 

ol 
Sane ~ 

A, ™ 
ae + + + + - - - - - - - - - - - - - - 

YY 
DEALER SALES DEPT., BURROUGHS DIV., BURROUGHS CORP., DETROIT 32, MICH. 

. se P SEND ME FREE SAMPLE! I'D LIKE DEALERSHIP FACTS! 
e@ Two-minute sales training! Give your salespeople the O O MS-57 
Nu-Kote facts, show them where your Nu-Kote's located ome ; 
—and instantly they’re your carbon paper experts. 

@ Nu-Kote lets you promise clean copies that stay clean, Firm Name - -—- _- 
keep typists’ hands clean. 

Send the coupon today for free sample and information 
on a Nu-Kote dealership. City 

Firm Address 

— Zone__ State. 
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$587 ~ Picty 

-++ The modern way to record 

with lock and key. D512—Five YEAR DIARY (not illust rated) — cover — with lock and key. RADE—A merry record of all parties, given 
and attended ~ ang who was there. H15—FRIENDS FOREVER —A unique autograph book for facts 
and figures about all her friends — with Space for Photos, 

H14—1 HAVE ca SECRET — Sections for likes, dislikes, Secrets, 
idols, Prophecies ang various information about the teen. 
ager and her friends. H8—MY HIM BOOK —A Private Collectio of the “men in her life.” 

REs, SCRAPS, 'n TREASURES — A happy Scrap- 
trated, with Sections for c} ubs, Sports, school. 
ts, friends, fashions, and more. 

The facts of five 

n of facts ang fantasies 
book, illus 
Social even 

List: $1.50 
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Fine Albums since 1872 
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DEAR READER: 

Designer Ken White, well known 

in the industry, had an interesting 

observation recently in a forecast 
he made for the National Stationery 
« Office Equipment Assn. He said 

the retailing leaders in our field for 
1958 will be ones who will, among 

other things, “work to recapture 

the lion’s share of the social sta- 
tionery, party goods and decora- 
tions, school supplies and greeting 
ard business with heavy emphasis 

mn high-velocity items that provide 
plenty of quick volume.” 
Dealers who are interested in the 

lion’s share’ which these traffic- 
producing items bring will find no 

better place to begin than the New 
York Stationery Show, May 18-23, 
ind the pages of this issue devoted 
to the show. 
The fountain pen became a fashion 

accessory recently in a promotion by 
one major manufacturer. The same 

fashion theme is important in selling 
social stationery, How to cash in on 
fashion and reach “the lady in the 
sick” with your merchandise is told 
in this month's piece by Dr. Cross oa 
page’ 33. 
Here in front of all our readers 

wed like to thank John Gray, 
NOFA’s executive director, and 
John Mossman, NOFA president 

for the past two terms, for the 

— 
Denes Office Puro Assertion 

Havars 

HOGER. Etationer s: Cffice = quipment 1) 

plaque we received at the main ban- 
quet of the office furniture conven- 
tion this spring. It says “National 

Office Furniture Association honors 
MoDERN STATIONER AND OFFICE 

EQUIPMENT DEALER for editorial 
leadership in the office furniture in- 
dustry and for many years of friend- 
ship and cooperation to our associa- 
tion,” 

The Editors 
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AUTOCRAT 

LINE 

PACKED 

WITH SALES APPEAL 

AND PRICED FOR PROFITS! 

Introduced by 

a special 

double-“plus”’ 

Regular Value 

$2.25 

SPECIAL PRICE 

*1.59 

quantity box 

at a saving of 

66¢! 

CASH IN ON THIS BIG PROFIT OPPORTUNITY! 

An irresistible value — a popular, quality writ- Removable corner band shows special price. 

ing paper at a bargain price! This double- S99 Series: 

“plus” quantity box will sell itself on sight... Club Single Sheets in White, Light Blue, Sea- 

help promote the whole line. shell, Pearl Gray. 72 sheets, 48 envelopes. 

Free Counter Display included with order of 24 or more Boxes 

e New Packaging « New Design Nationally Advertised 

e A Wonderful Gift Item! 

When a good month-in, month-out seller takes on a fresh 
new look, watch out! Don’t be under-stocked! New Autocrat 
is a gift-natural —the same fine quality Vellum paper in 
attractive new designs and assortments... beautifully pack- 
aged in soft blue and white...easy to buy. Do something 
about Autocrat — NOW. Order in quantity! 

$95 — Man's box of Monarch 
Bifold, White only. 30 sheets, 
25 envelopes. Retail $1.25. 

$92—Deckle Edge, Club Single, 
in White, Light Blue, Seashell 
Pearl Gray, 40 sheets, 
25 envelopes. Retail $1.25. 

$61 — Formal Notes in White, 
Light Blue, Seashell, Pearl Gray, 
24 sheets, 24 envelopes. 
Retail 69¢. 

Order direct or see your White & Wyckoff Representative 

K) hite é, IN} yekoft 

Holyoke, Massachusetts 

$51 — Informal Notes in White, 
Light Blue, Seashell, Pearl 
Gray, 24 sheets, 24 envelopes. 
Retail 65¢. 

New York Salesroom Chicago Salesroom 
30 Rockefeller Plaza 1536 Merchandise Mart 

- - - for more details circle 191 on last page 
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Low-cost ball-point pen with 

highest quality ink cartridge 

EW! GENERAL’S 

cau SEMPER 

lquentity discount eveliebie) = | ea L. L. i = Ps 

Has all the features of pens 

costing many times more: 

® Replaceable cartridge 

® Contains bankers approved ink — meets 
government specifications! 

® Won't leak! Won't smear! Won't clog! 

® Non-transferable ink. 

® Attractive, light-in-weight .. . 

3 gross or more - 50-8% or $19.20 net 
List price - $41.76 per gross 
Less than 1 gross - 40% or $25.05 net 
1 to 2-11/12 gross - 45% or $22.97 net 

Each refill is individually packaged 

in an attractive fibre tube. 
Numbers on refills are the same as pencil numbers. 

List price $.15 each 
| gross $12.96 net 
5 to 9 gross $10.80 net 
10 gross or more $9.72 net 

Made in four colors: 

#483 # 487 
BLUE GREEN 

#485 #489 
RED BLACK 

(Reproduction) 

Order your stock now! 

GENERAL 

PENCIL 

COMPANY 

JERSEY CITY 6, NEW JERSEY #483 BLUE #485 RED #487 GREEN #489 BLACK (Reproduction) 



Only 

SEMI EA 

for the smoothest writing ever 

Is smoothness what your customers are looking for most in a 

pencil? Then Semi-Hex is the pencil for them! 

That's because Semi-Hex (and only Semi-Hex!) contains lano- 

lin, the super lubricant. Glides across paper with velvety ease, 

swiftly, silently. Writing couldn’t be easier, more comfortable! 

Semi-Hex points, too, defy common breakage. Our Carbo-W eld 

process does the trick — mates lead to wood with a bond that 

holds true through the final sharpening. 

These are features that can be found in no other pencil. So, 

today . . . why not ask your customers to try a box of Semi-Hex. 

For remember: We guarantee Semi-Hex to be the best office pencil 

they've ever used — or money back! 

Made in 5 degrees: 1 - 2 - 2-2/4-3-4 

GEN
ERA

L 
PENC

IL C
OMPA

NY 

JERSEY CITY 6, NEW JERSEY 
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The critical obstacle in our present problem is at the point of sale 
financing, planning, designing and production is at stake at the pornt 
The man who gets it off the shelves, out of the warehouses and into the 
of the customer holds the key to success or failure. Progress for the rest of 
will be measured by sales ingenuity From an address on current econo 
conditions by business editor A. M. Sullivan at the recent NOFA convention 

. «£ © & «& 

Total typewriter shipments by U. S. manufacturers reached an all-time high 
estimated at 1,715,000 units last year thanks almost exclusively to a 24 per 

cent gain in portables. Portables represented 57 percent of total typewriter 
volume and more than half of all portable sales are for students from the uppe 
grammar shool grades through college, a rapidly expanding field. In contra 
office typewriter volume inched up less than 1 percent last year. Standar 

machines actually dropped, but this was offset by a 7 percent rise in 

units. 
* a xk a * 

Of all sections of the stationery trade, that concerned with greeting 

perhaps the most display-conscious. To sell cards you must show them, 
more you show the more you will sell From National Newsagent B 
Stationer of London 

* ok 

According to a survey made by the Gallup organization, 75 percent of all Father's 

Day gifts are purchased by women. The average Father's Day gift runs around 
$10 and there are approximately 35 million fathers in the United States 
Stationery, leather goods and greeting cards are among the items promote 

Father's Day which falls on June 15 this year. 
* * * * ke * 

The amount of markup or margin an item may yield is not the significant 

criteria of its profitability. The true measure of the item’s profitability is what 

we call the controllable profit level. Controllable profit is the initial selling 
price less all variable item costs such as net merchandise cost, the cost of 

receiving, marking, stockkeeping, advertising, selling, delivery, etc. Unless an 
item can cover all these related costs, it is an unprofitable one W hat 
equally important is to be sure these cost and profit facts are taken into 

IS 

on 
sideration at the time the merchandise is purchased, rather than afterward 
From an address of Sam Flanel, general manager, Controllers’ Congress 

* * * * * 

Calendar business is big business, agrees a writer in the marketing publication 

Advertising Age, but he claims there is a glut of calendars for desk, wall and 
pocket. He suggests new forms and new uses for calendars such as an incon- 
spicuous calendar to be placed in an automobile, one that can be fitted inside a 

brief case or golf bag, something ingenious and useful for the home workshop or 
a calendar built into a checkbook holder. 

K * * * 

A marketing survey by Minnesota Mining and Manufacturing Co. showed that 
premium merchandise sold 44 percent faster than cellophane tape without 
premiums, 

Today’s supermarkets sell more of some non-food lines than does any other 
single kind of store, according to trade statistics. By volume, the non-food 
merchandise added in just the past four or five years makes up about 10 percent 
of store sales, one chain reports. Departments added in recent years included photo 

supplies, greeting cards, stationery, glassware, toys and sporting goods. In some 
supermarkets, non-food items account for about 35 percent of sales. 



THE 

MAJOR INNOVATION 

IN 4 

RUBBER STAMP 

SYSTEMS in over 

The biggest new profit-producing idea ever for a depart- 100 YEARS 

ment which should be highly profitable, but sometimes isn’t! No stamp racks, no searching 

Handy, Handsome Stamp System...a flexible choice of for stamps ... the right stamp 
; ; ; : we ; at a glance, always right-side up © 

space-saving, time-saving, self-inking Bakelite stamping for printing! Saves space and 

units, cleverly nested in a main unit. STAMPAK will sell time! 

: . ee — Self-aligning (no half-print- on sight to anyone who uses rubber stamps... they will be ing) ; no overinking or over-_ 

happy to pay the modest price ... and come back for more! pressure. Stamps last longer! 

See the SPECIAL INTRODUCTORY CABINET DEAL a ae 

at The Stationery Show, Room 1014, Hotel New Yorker — ard titles to 

May 18th through May 23rd. choose from 
(Special Copy 
strips pro- 
cured locally) 
Any clerk can 

DO-IT-YOURSELF! ens SP do it! 

You can supply SeRiliaes 
MAKE-A-SET ae Sa 

Combinations of bother with, 
2 to 7 regular no soiled 

or special titles hands or 
to meet clothing, no 

customer's drying out. 
needs! Five ink 

ait colors avail- 
able. Non- 
breakable 
re-inking 
bottle in each 
boz. 

“CUE 

NO MESS! NO GUESS! Ahooys leant Always : | 

National Sales Representatives .-@ 

BENSON SALES COMPANY Anes SN 

501 MADISON AVE., N. Y. © Eldorado 5-0350 sen iets hae 

NATIONAL BUSINESS SYSTEMS, INC. Home Office: 1733 Wisconsin Ave., N.W. 
WASHINGTON, D.C. « HObart 2-8900 
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Card 1 
Barker Greeting Card Co. has 

gone one step beyond the recorded 
birthday greeting — its newest 
novelty sensation is a combination 
phonograph and record that plays 
“Happy Birthday.”” The card includes 
a needle, record and instructions on 
how to turn the record with a pen 
or pencil to produce music. The 
cards retail for 60 cents and are 
available in a special counter display 

ducational Kits 
Fractions Are Fun is one of a new 

assortment of three educational kits 
introduced by Milton Bradley Co. 

retail at $1. The kits are designed 
o make learning easier for primary 
prade youngsters. Fraction relation- 
hips are taught by interesting chil- 
ren from grades 2 to 7 in fraction 
ames 
Two other new games are Link- 

etters and Picture-Word Lotto. 

hip Dispenser 
Newest addition to the Victory 

Manufacturing Corp. line of plastic 
game accessories is this Chipmastetr 
300", containing 300 unbreakable 
plastic poker chips and two decks of 
playing cards. 

A slight pull of the black keys 
automatically counts and ejects 5 or 
10 chips. The case is 103%4"" x 8” 
x 34%” 

Playing Card Display 
A practical point-of-purchase aid 

as been introduced by Kem Plastic 
Playing Cards, Inc. It features three 
Single decks and two double decks, 
is made of solid masonite and car- 
ies an informative guide for sales 
personnel on its back. A circular 

ple device offers a complete selec- 
ion of patterns. The merchandising 
ixture is free with an assortment 
at has a retail value of $26.85. 

Ash Tray 
A new slant on bean bag ash 

trays is offered by Mary Louise and 
Associates. The bean bag takes the 
form of a dog. It retails for $1 
Another Mary Louise offering, as if 
to prove that business is going to 
the dogs, is a ceramic dachshund 
letter holder with a spiral wire back 
for letters and a pen holder tail 

MODERN STATIONER, JUNE, 1958 

Proportional Spacing Typewriter 6 
Olivetti has introduced the 

Graphika as the world’s first 
manual typewriter with propor 
tional spacing each letter 
automatically receives the amount 
of space appropriate to its 
shape. The typewriter also has 
an Expander Lever and a two 
section space bar which make it 
possible to “‘justify’’ right-hand 

margins when desired. The dual space bar provides a choice 
of spacing between words. The type is a special face designed 
for proportional spacing. 

The company says its Graphika, priced at $275, is sub 
stantially less expensive than electric typewriters with propor 
tional spacing features 

Brief Case 
The new Expand-A-Lope brief case 

by Angler's Company is described as 
a quality underarm briefcase portfolio 
with full 2-inch expansion on both 
sides and bottom. 

Features include an extra thick 
vinyl body, two rustproof locks, re- 
inforced bottom and one piece bond- 
ed, waterproof construction. The vinyl 
case is in distinctive leather grain in 
a choice of three colors. Net price to dealers is $18 per dozen 

Signature Animals 8 
“Autograph Zoo’ animals have been in 

troduced by the Ideal Stationery Co. and 
distributed exclusively by George S. Heine 
man, Inc. 

The line consists of a Dachshund, Seal 
Giraffe and Penguin, all giant size and 
ready to collect autographs. Each animal 
has its own retractable ball point pen 
and is packed in a pliofilm bag 

New Nebbish 
A new member in the series 

of novelty dolls by Bernad Crea- 
tions, Ltd., is Mrs. Nebbish, the 
lady who inspired the chemise, 
according to her creators. Like 
others in the series, this item 
is offered ‘for the man who has 
nothing.” 

Two Station Intercom 10 
A new $39.95 two-station intercom system is available 

from the David Bogen Co., a division of the Siegler Corp. 
Called the Challenger Twosome, it is cased in a plastic cabinet 
and weighs six pounds. Installation is simply a matter of in- 
serting the master station plug into a wall outlet 

(Continued on page 56) 



for greater profits as a GLOBE-WERNICKE FRANCHISED DEAL 

Globe-Wernicke Streamliner® Metal desks will increase your cus- business magazines, plus a power-packed Sales Aid Program, deve 

tomer’s office productivity and efficiency with a rapid return on invest- local impact, maintains continuous year ‘round support of the G/W 

ment. In addition to the four G/W exclusives illustrated, a host of other Why not write today for full information on all the advantage 

built-in sales features include soundproofing, lifetime nylon drawer glides securing a valuable Globe-Wernicke Franchised Dealership that can 

on box drawers, color-matched fiber glass adjustable legs or metal to an entirely revitalized business for you. 

island bases, interchangeable pedestals, and molded or square-edged 

tops. These make the Streamliner Desk the most advanced, the most 

wanted metal office desk in America. NICKE 

As a Globe-Wernicke Franchised Dealer, you will sell Streamliner © 

Desks along with the most complete line of metal business equipment in The Globe-Wernicke Co. ¢ Cincinnati 12, Ohio 

the world. A dynamic national advertising campaign in leading news and remember...success depends on the strength of your 

HIS DESK has the Visible Record Card Verti-Swing or any hanging folders HER DESK has Arc-Swing® typewriter 2c-Tray' fits under Arc-Sw 
Tray which fits into desk arm slide and suspend directly from sides of file platform with specially designed counter ills out making all her stat JUL 
is removable. Holds 50 cards for 100 drawer no extra hardware or special balanced mechanism. From a sitting mmediately available 
records. A concealed locking device as frame needed. Keeps records at his fin position, secretaries can easily, smoothly writer where supplies are re 
sures privacy of records gertips for instant reference raise and lower typewriter iring twisting, turning, react 
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hristmas card solid-packs 

reated by the foremost 

Artists and Designers 

1. American Artists 

This collection of 12 Christmas cards is 
aglow with the holiday spirit, not only the 
design of the cards, but also the glamor- 
ously decora@d envelopes. 

25 for $2.25 

2. Home and Family 

A heart warming collection of greetings 
which celebrates the idea of ‘'together- 
ness’ at Christmas time... There are 12 
designs to delight every kind of family. 

25 for $2.00 

3. Art Guild Greetings 

Extraordinary value... 16 designs and 
each one is worthy of framing .. . fine 
art in full color and gold illumination. 

25 for $1.50 

American Artists Group, Inc. 
106 Seventh Ave, New York I, N. Y. 

Please send me samples of 

(J) AMERICAN ARTISTS [] HOME and FAMILY 
(J ART GUILD GREETINGS 

Name 

Firm 

Address 

City Zone State 
- = for more details circle 104 on last page 



P'S NEW...PS DIFFERENT! 

NO SEE-THROUGH 

Special opaquing 
process allows GaN 

tee eae 
Fee Sy ye 

A- ay 

Specially treated 
writing surface M* 

writing on both — ideal for fountain theoret 
Z sides with no pen or ball point an A 

see-through! pen. No smearing inne 
m i or smudging! sae 

alert « 
for more sales all year round Big volume .. . fast turnover... ing Mm 

every that’s what you get with new 0 

TYPETTE TINTS! Look at the big #8 
‘ | have 

market: school, home, adults, children. 

stock this Profit-Packed beauty! 

it 1S 
You can now offer your customers the in 4 
finest in social typewriter stationery: profit 

a this 
e New 16 lb. lightweight feel. as th 

e Special opaquing process allows writing certal 
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Vi arketing is the term that many re- 
LYE tailers like to think belongs in the 

theoretical discussions along Madi- 
son Avenue and in the executive 
suites of large manufacturing opera- 
tions. This simply isn’t the case, and 

alert dealers everywhere are becom- 
ing more and more aware of this fact 

every day. 
One definition of marketing that 

| have read recently says simply that 
it is “the sum total of everything 
you can do to increase sales and 
profit from sales”. To contend that 
a thing as vital to business existence 
as that has no retail application, is 
certainly to play the ostrich and 
bury the head. It is true that there 
are some elements of total market- 
ing that the retailer cannot concern 

himself with. Product design and 
packaging are a couple of examples 
of this. But, there are enough other 
areas of this many splendored thing 
we call marketing to provide the 
alert and aggressive dealer a wide 
and smooth avenue to 

sales. However, you have to be a 
practicing marketing man, a retailer 
who will explore all opportunities 
and not be satisfied with time-tested, 
worn out ideas that touch on only 

a few of the good marketing areas. 
Customer tech- 

niques, selling tools, advertising, dis 

increased 

service, selling 

play and overall sales planning are 
all part of this vital marketing pic- 

ture, and each in itself is an area 
by which sales and profits can be 
improved. Unquestionably, market- 

ing is a business element which 
should be carefully studied by the 
retailer in our industry. 
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BE A MARKET RETAILER 

/n my Opinion 

Whether you subscribe to the 
theory that marketing efforts should 
be pointed to giving the public what 
it wants or to the seemingly con- 
tradictory one which states that mar- 
keting efforts should be 
to dictate what the consumer wants, 
develop your marketing thoughts to- 
day. Madison Avenue has little in- 
terest in your Main Street store, and 
it's hard to ring the cash register 
from an executive suite. 

Personally, I am a strong sup- 
porter of the belief that the public’s 
desires must be 
merely satisfied. I was, 

designed 

created and not 
therefore, 

pleased to have passed across my 
Bruce 

Enderwood, president of the Bruce 
Enderwood Company, a New York 
City marketing consultant. In con- 
sidering marketing at the retail level 

your marketing consider these 
thoughts by Mr. Enderwood: 

“If our business leaders want to 
keep their right to be called leaders 
they must lead, not follow, public 

desire.” 

desk an article written by 

“It’s a mistake to expect people to 
know what they need. The job of 
the marketing man is to show them 
what they need, tell them why they 
need it and make it possible for them 
to get it.” 

“It doesn’t take vision, talent or 
guts to cater blindly to shifting, 

nebulous, half-expressed popular de- 
mand even if this demand could ac 
curately be measured. And vision 
talent and guts are the ingredients of 
leadership.” 

“If we follow the ‘ask the people 
school of marketing to its logical 
conclusion, some day the researchers 
will go out in the field and find that 
everybody has everything he wants 

The marketer's millennium wili be 
here. We will have satisfied the 
public’s desire. Then, I suppose, we 
will all close up shop. There just 
won't be any more room for prog- 
ress. And no progress, no economy.” 

Although these thoughts were un- 
questionably written with a manu- 

facturer’s merchandising program in 
mind, the retail application is cleat 
Marketing in your store, with vision 
creativeness and an eye toward mak 
ing the customer want to buy, has 
the same foundation as the market- 
ing program of a 
organization. As Mr. Enderwood ex- 
presses it, in another portion of this 

article, this foundation is “the big 
idea” and it takes only courage to 
put it across. 

I'm sure there are a great number 
of “big ideas” that can boost sales 
and profits in a great number of 
stationery and _ office 
stores across the country. Look for 

them in your organization. 

manufacturing 

equipment 

MacetdO Shivedy 



The New York 

STATIO! VERY 

SHOW 

Welcomes You May 18-23 

Here’s where you'll find the traffic-building, profit-boosting, 
show-stopping items of the future — the new merchandise 
which will be captivating customers in coming months 

Vor than 400 lines and scores of 
new  traffic-building 

12th annual New York Stationery 
Show opens at the Hotel New Yorker. 

The show has become one of the 
industry’s leading market places and 
now occupies seven floors of the 
hotel. This year it runs through Fri- 
day, May 23, with two night openings 
during the six-day exhibit. 

Thousands of dealers will take ad- 
vantage of the chance to visit New 
York and shop under one roof. 

18 

stationery 
items go on display May 18 as the 

Back-to-school items and Christmas 
offerings will be featured in a num- 
ber of exhibits. Many distributors 
will be showing their latest imports, 
selected with care during overseas 

buying trips in the last few months. 
Show hours for the week, as an- 

nounced by George F. Little Manage- 
ment which directs the show, are: 
Sunday, May 18—Noon to 9 p. m. 
Monday, May 19—10 a. m. to 9 p.m 
Tuesday, May 20—10 a.m. to 6 p.m. 
Wednesday, May 21—10 a.m. to 6 
p. m, 

and show 

Thursday, May 22—10 a.m. to 6 
p.m. 
Friday, May 23—10 a. m. to 1 p.m. 

The regular Stationery Show Dinner 
Dance will be held on Tuesday even- 
ing, May 20, in the Grand Ballroom 
of the Hotel Statler. 

The following pages contain a 
pictorial sampling of the _ profit- 
stimulating merchandise on display 
and a partial list of room numbers 

personnel. A _ complete, 
presstime list of exhibitors appears on 

page 24. 
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four-piece set of Ermine Angel Snowflake 
candle holders will be shown by Holt-Howard 
Associates. 

to 6 

p. m. 
Dinner 
y even- 
illroom 

ain a 
profit- 
display 
umbers 
m plete, 
pars on 

Plastic poker chip racks containing 200 chips 
and with space for two decks of cards are 
being displayed by Field Manufacturing 
Company. 

Aldermaston Sales will be showing for 
the first time a new Arthur Godfrey “Char- 
coal Pit’ which includes a disposable grill, 
charcoal, wick, pan and trivet. All you 
need is a match and food to barbecue 
Representatives at the show will include 
Malcolm S. Bru 

Dorothy Andrews, Room 806, will show 
an unusual line of paper party goods, in- 
cluding honeycomb paper goods from Den- 
mark, foil decorations from Germany and 

variety of centerpieces and nut cups. 
Personnel at the show will be Dorothy 
Andrews, Joy Andrews, Rhuma Bord, Mae 
Lea and Mary Greene 

Artamount, Inc., makers of fine stationery 
leather goods and importers of unusual 
gift items, will be represented at the show 
by Ben Schwartz, Lew Schulman, Bert 
Gold, Harry Weisser, Alfred West, Charles 
Mayer and Herbert I. Henry. 

Theit 
is imported greeting cards from 

Artistic Imports, Inc. Room 941 
specialty 
Italy, Germany and England, mostly printed 
on silk and many of them reproductions of 
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Classmate Ring Binder of Bernard Cahn 
Company has cover front designed to hold 
17 photographs. 

famous masterpieces. Attendants will in- 
clude John Meade 

Artistic Desk and Novelty Co. will intro- 
duce a new line of 
priced wood and steel desks. In attend- 
ance will be Seymour Geller, Nate Strauss 
Ken Miller, Sam Riggs 
Al Mayo and Bill Stein 

medium and low 

Irving Samuels, 

anybody, 
wooden 

Gertrude Barr, with gifts for 
will be showing hand 
miniatures which double as perfume smok- 
ers. The little men, carved and painted in 
Italy, actually puff on a stick of incense 
resembling a cigaret 

carved 

Fred Baumgarten. Room 640. Exclusive 
imports on display will include precision 
pencil sharpeners and lead pointers. In 
attendance will be Mr. and Mrs. Fred 
Baumgarten and Val Reinbeck 

Bausch & Lomb Optical Co. Room 538. A 
complete line of readers and magnifiers will 
be shown with new merchandisers and dis- 
plays. Each visitor to the exhibit will re- 
ceive a 4-lens pocket magniher. Show per- 
sonnel include Ed Price, Ed Fierle, Fred 
Paul and Lloyd Powell 

Frederick H. Beach & Co. Room 716 
Hobby albums, new English leather goods, 
camp memory books and two or three othe: 
new items will be featured. Show per- 
sonnel are Olivia M. Kellogg, T. H. Bud- 
ington, Joseph H. Gleason and Ralph M 
Cooke. 

Bernard Cahn Company, Inc., will intro- 
duce several new items for teen-agers in- 
cluding Classmates, a vinyl ring binder 
with a cover designed to hold 17 photo- 
graphs. Staff present will bs 
Bernhard Cahn, Philip Hutter, Irving Fein- 
zig, Herbert Chase, Arlene 
Gladys Murray. 

membe rs 

Singer and 

of tomorrow’ 

designed to fit the three writing 

A desk set featuring the New Delia ‘pen 
" is being shown by B. Green 

Associates. The pen has a three-sided barre! 
fingers. 

Blue Star Leather Manufacturing Corp. 
will introduce a new simulated leather line 
with elegant tooling. In attendance will 
be Max Blum, Harry H. Brown, Nat 
Shapiro and David Arnold 

Burnt 
white 

Box Cards, Inc. Room 1052. New 
Offerings” include six black and 
ceramic ash trays in studio card size as 
well as new greeting cards. 

Bradfords Stationery. Buffalo Room, 4th 
Floor. Social stationery will be on display, 
attractively packaged in portfolios and 
boxes and in a wide assortment of scenic, 
floral, geometric and 
Christmas cards featuring 
scenes of Paris, Italy and Germany will 
be introduced. Attending the show will be 
Harry Todemann, Mrs. A. Todemann and 
Miss R. Snapperman. 

poodle designs 
well-known 

Helen Broadwell. Room 1025. New cer 
amic stationery items will include letter- 
holders of favorite dogs, pen holders and 
dog banks 

California Artists. Christmas Horizons, 
featuring the wide look of vista-styling, 
have been added to their line of boxed 
cards. Horizons measure 1214 by 3% 
inches with a gate-fold for protection in 
mailing. In horizontal 
design occupying one entire side of the 
card, there is a further design on the out- 
side of each card when folded. 

addition to the 

Campus Cards. Room 1049. One of the 
newest of the studio lines will show more 
than 100 designs. Howard S. Cogan, presi- 
dent, says Country Cousin is acting as na- 
tional sales agent for Campus Cards 

Carlton Brief Case Corporation wil! fea 
ture a number of new items including a 
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Convenient Pin-Nup Tree for displaying 
Christmas cards in the home unfolds to a 
full height of 6 feet, yet looks complete at 
four different growth stages. E. Errett Smith, 
Inc., is showing the “tree” in a new package. 

Burnt Offerings by Box Cards, Inc., will in- 
clude six new black and white ceramic ash 
trays in studio card size. 

HOBB
Y FUN 

BOOK 
sois‘ste' ce

s 

SCIENCE—ART 
FUN WITH ELECTRICITY 

CHEMISTRY 
MODELING 
PAINTING 

PLANTS 
WATER 
PAPER 

PETS 
AIR Procrastinator Cards with crazy excuses for 

people who “would have written sooner, 
but . . ." will be featured by Country Cousin 
Greeting Cards. 

cy ~ er 

fae 
* 

PEN © WATERS 
HAMes COAT wy 

RANCES W. KEENE 

A Hobby Fun Book with educational value 
for grade school children is being shown 
with a new color cover by The Seahorse 
Press. 

With several new products, The Parker Pen 
Company will be showing various new dis- 
plays including this double bubble piece for 
Parker T-Balls. 

20 

new type Ringbook with 2 or 3 rings, mad 
of Duratuf, a vinyl-coated heavy fab 
which 5-year guarantee. Th 
case is made in eight colors and can } 
had with or without disappearing handle 

carries a 

Case Stationery Company will present , 
new group of boxed stationery at Popula 
prices. Four titles and design themes fe 
ture multi-color lithography on rich whit 
vellum. Each box contains letter sheets 
folded notes, envelopes and a built-in 
movable stamp chest. 

B. A. Chestney, Rooms 501-502. Giltedge 
Bond, a new line of typewriter paper boxe 
in various counts, will be introduced wit} 
matching boxed envelopes. In attendane 
will be B. A. Chestney, Jack C. Chestne 
and Miss Blanche Mann. 

Chicago Printed String Co. will presen 
1 stylized treatment of traditional themes 
in its 1958 Tie-Tie Gift Wrapping papers 
The traditional tree, snowflakes, tree or 
naments and Santas are all represented 
but with a new sophisticated approach 

Colton-Lewis, Inc., plans to show a new 
travel item designed for domestic use and 
temporarily called the ‘‘Non-passport’ 

New colors in leather also will b 
in evidence. Mr. Lewis and Edgar Hirsc 
will be present. 

case. 

Coronet Merchandise Corp. A complete 
line of party favors for all occasions and 

is offered. The firm has in. 
visitors to see its mew show 

room and warehouse at 890 Broadway 

all seasons 
vited show 

Country Cousin. Room 1049. On display 
will be colorful Procrastinator Cards 
Wise Quacks and more than 100 new every- 
day and Christmas items. The new Pro 
crastinator Cards, in sets of 12 for ladies 
or gents, start out with the trite apology 
“I would have written sooner, but 
and launch into a weird excuse. A new 
floor and counter rack also will be shown 
In attendance will be Henry Corton 
“Honey” Borgos, Harry Felton and Bob 
Thompson. An original piece of prize 
winning art will be given as a door prize 

The George F. Cram Company. Cram will 
introduce more globe models at the show 

First-name Window Envelope Stationery will 
be among the new items shown by The Har! 
Vance Company. Other items are game 
books and a new word-card game. 
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than in any previous trade exhibit. Among 
them will be a 12” Duogyral globe with 
the satellite orbit finder and a 1014” 
Duogyral. Representatives will be Harry 
Becker and James Barnhart. 

the Curhan Company. Room 547. The 
full _Lith-O-Sketch line of stationery will 
be offered, including the standard box of 
12 Scenicards, Memo Boxes and a new 
package Of black and white Scenicards in 
, $1 retail box of 16 cards and envelopes 
The cards show historic scenes, seascapes 
and landscapes. 

tvelyn Curro will add 12 new cards, in 
color for the first time, to the ‘Rainy Day’”’ 
line of studio cards showing whimsical 
animals. In attendance will be Evelyn 
Curro and Barbara Richards. 

Digby Products, Ltd. Rooms 1036-37. 
Zipper binders and hard cover binders for 
students will be shown, along with the 
Piggy Back 3-in-1 Brief Bag combining a 
conventional 16” brief bag with a quickly 
letachable zipper ring binder. Represen- 
tatives will include A. Harris, Elias Wol- 
pert and Ben Lessinger. 

Durand Manufacturing Co. Rooms 647 
648. New designs in a complete line of 
matching leatherette, as well as several 
new items, will be shown. Present will be 
teen-age designer Mary Dorman and E. W. 
O'Leary, Wm. A. Van Siclen, Herbert I 
Henry, Ken Miller, J. F. Cervantes, Collis 
Coffey, Joe Sullivan, Ralph W. Smith, 
Henry J. Halaburt and Charles E. Dobbs 

Everlast Process Printing Co. will bring 
ut new social announcement and birth 
announcement lines in a sales kit which 
fers quality at moderate prices. Custo- 
mer gift items are offered with each order. 
Saul Linzer will attend the show. 

Editions, Ltd., will show parchment paper 
in patterns that combine silk screen and 
letterpress. Gold Leaf, Gilt Edge, Gold 
Coin and Gold Bullion patterns provide 
an interesting background for various ar- 
rangements of monograms and type. The 
parchment paper is specially made to pro- 
vide an excellent writing surface contain- 
ing no oil or grease. Editions also will 
offer, for the first time at the show, a line 

Ringbinders of Duratuf with a five-year guar- 
antee will be shown in eight colors by the 
Carlton Brief Case Corporation. 
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of boxed Christmas 
and Joseph Pelkey will be in attendance. 

E.S.F. Studios. Room 1048 
showing by this importer of greeting cards 
will be a trip 
countries as represented by their greeting 
card exports. 
will be three new series of pop-up, three 
dimensional flower cards. 

cards. Mary Pelkey 

Elite-Paris. Room 947. This line of French 
gift letter papers and cards, with seven 
new boxes added, will be shown by the 
Nelson- Whitehead 
items include an extensive line of German 
English and French bulk stationery, Jap- 
anese 
card kits and Spanish, Austrian, Belgian 
and French playing cards. 
exhibit will be E. Claudio, J. Robinson and 
B. Guerlain. 

Paper Corp. Other 

calendars, do-it-yourself Christmas 

Manning the 

Emery Book Co. will show its new fall 
line, the 
than 40 matching items in the stationery 
accessory field, all available in six matching 
colors. 

Imperial Line, including more 

Theme of the 

through nine European 

Presented for the first time 

Eversharp Pen Company, which became 
a Parker subsidiary Jan. 1, 
sented at the show by the ‘oldest bunch of 
rookies in the pen business,” C. 
Heath, George A. Eddy, Phillip Cushing 
Raymond Neifert and Richard Drives. 

will be repre 

George 

Field Manufacturing Company is showing 
a number of new novelty items and a plas- 
tic poker chip rack containing 200 inter- 
locking chips. Attending the exhibit will 
be Harry Helfgott, Howard Helfgott and 
Abe Waldman. 

W. Dean Finch Co. Room 507. Brilliant 
silk screened foil bags called Sack-Its will 
be shown as a new idea in gift wrapping 
for odd shaped presents such as_ toys, 
bottles, knitted goods. The bags are part 
of a full line of silk screened gift wrap- 
ping for Christmas. 

Fluorescent Lighting Laboratories, Inc. 
A new scissor lamp in a full line of styles 
will be among the items introduced at the 
show. Louis Reis and Miss Shirley Drill- 
ing will attend. 

Franco-American Novelty Co. wil! show 

Ae AR watt ‘ ea ees 

Hand framed Magnetic Wall Map, complete 
with four magnets, will be introduced by 
Redi-Record Products Co. Both world maps 
and U. S. maps are offered in this style. 

a line of novelties including wall framed 
mottoes with chuckle-provoking phrases, 
gold trophy cups with off-beat inscriptions 
a weather forecasting tie and comic desk 
signs. 

Franklin Manufacturing Corp. will feature 
its Multi-Line Imprinter, with ‘ 
automatic foil feed’’ Therma-A-Matic Heat 
Control. The machine will stamp with 
brass dies, type slugs or type for up to 
five-line imprint. 

no waste 

Freund-Mayer & Co. will show new items 
from a European buying trip, including 
two patterns of an unusual Christmas iten 

Wraparounds. The attractively 
rated cellulose Wraparounds can be placed 
around drinking glasses to absorb moisture 
and keep hands warm and dry 
here to the glass. 

deco 

They ad 

The Gelles-Widmer Company. Room 650 
Play-Way Learning Games for children will 
be shown, including a new line of Flash 
Cards which have been carefully designed 
for retail selling and home use. Heinz 
Gelles and Bill Shoss will be in attendance 

The Gibson Art Company will be show 
ing its entire line of Christmas greeting 
cards and gift wrappings. Present will be 
Fred J. Wagner, E. D. Townsend, H. B 
Canavello, J. E. Veith, E. J. Anderson 
and John Nolan. 

C. R. Gibson & Company. A display of 
fine memory books will feature All My Life 
a new baby record book with 72 pages 
and space for all important information of 
babyhood, schooling, marriage and wedded 

It was designed to be equally suit 
able for a boy or girl. 
years. 

Graham Distributors, Inc. Room 915. The 
complete line of school supplies and every- 
day stationery on exhibit will include 
groups of specially priced items for back 
to-school promotion. A new 88-cent group 
includes such items as a zipper pencil case 
with outside coin changer, an ink cartridge 
pen, stapling machine and loose leaf bind 
ers. Other promotion groups of items are 
priced at 41 cents, 21 cents and 8 cents 

B. Green Associates. Featured items will 
include the New Delta desk set and a 
pocket pen that writes in gold. The desk 

df a. —— ayo. aman 

Twist candles in six colors will be shown by 
Svend Jensen of Denmark. 
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set includes a three-sided pen with a new 
type of barrel and a plastic base of mod- 
ernistic design 

The Hart Vance Company is featuring 
three new items 
to Entertain” books, a word-card game 
called ‘Tell’, and First-Name Window 
Envelope Stationery. 

a new series of “Time 

George S. Heineman, Inc. This firm is 
representing Ideal Stationery Company at 
the show as one of its distributors and 
will show the Ideal portfolios, inflatable 
globe and the “Autograph Zoo’. The 
latter consists of four giant size percale 
animals ready to collect autographs each 
with its own retractable ball point pen. 

Holt-Howard Associates is publishirg its 
new 12-page Trim-a-Home Christmas cata- 
log to coincide with the show. The firm 

introducing Snowflake 
Holders in sets of four for $1.95 
also. is Candle 

The Hyde Park Line. Five new desk acces 
sory items introduced this year will be on 
display including ceramic ash trays with 
bronzed centerpieces, ship's wheel book 
ends and a memo pencet with miniature 
picture frame. Desk pads with othe: 
accessories are available in starter sets or 
executive sets. Show personnel include 
Stanley J. Hackel, S. H. Stevens and Cole 
man Andelman 

L. Hyman & Sons Corp. Red Seal papers 
and stationery products will be shown by 
Harry Z. Hyman, Moe Hyman, Arthur M 
Hyman, Charles E. Hyman and 
Kirsch. 

Joseph 

Kaytee Imports, Inc. offers a tree dec- 
orated with fruit in its full line of im- 
ported Christmas decorations. Personnel 
at the show will be Kurt Tannhauser, 
Mrs. Barbara Tannhauser, Miss Marguerite 
Reitzel and Lawrence Weinman. 

Kem Plastic Playing Cards, Inc. will be 
displaying its new Garland pattern, a new 

' 
A Piggy Back 3-in-1 Brief Bag with a detach- 
able zipper ring binder is offered by Digby 
Products Ltd 

shell for Kem plastic cases and a new deck 
display. The exhibit will have an inter 
national theme with color shots from 
foreign distributors. Show 
Mrs. Sara H. Cote, William Seifert, Het 
bert Henry, Alfred West, Holland Gleason 
and Herbert Kaufman 

personnel are 

Kingsley Stamping Machine Co. Roon 
824. A brochure describing “The Kingsley 
Plan for Monogrammed Sales Promotions 
will be distributed at the show, a plan 
based on the actual experience of dealers 
using Kingsley machines 

Leathersmith of London, Ltd., wil! show its 
line of leather-bound memo and address 
books, diaries, card cases and notebooks 
New items include a visitor's book, hostess 
book and bridge scorers. Attending will be 
H. A. Macleod and M. A. Woodward 

E. S. Lowe Co. will show its Real Bingo 
set, priced for home and club use. It in 
cludes an all metal wire cage, such as is 
used in professional bingo, a set of wooden 
balls with burnt-in numbers, a heavyweight 
master board and 50 bingo cards with 

Bet a 
game 

markers. Also on display will be 
Million’, new entry in the party 
held 

Majestic Pen Co. will feature its Memo 
Writer ball pen desk set which retails at 
$1.50 and is available in eight matching 
pastel telephone colors. Also introduced 
will be a complete line of desk sets, trophy 
sets, boutique sets, as well as the Majestic 
line of pen and pencil sets. In attendance 
will be Mr. and Mrs. Jerry Luxenberg, 
Louis Bickley, David Glantz, George Allen 
and Leonard Newton 

Comic desk signs are among the novelly 
items offered by Franco-American Novelty 
Co. 

Millner Card Company will show a new 
line of greeting cards which achieve 
compromise between the studio type and 
the conventional card by use of color, art 
work and size 

Minnesota Mining and Manufacturing 
Co. The ‘Sasheen” exhibit of ribbons 
and wraps will be attended by A. H. Red 
path, J. W. Young, C. A. Parsons, T. E 
Phillips, B. E. Bell, E. L. Hammond and 
R. G. Birkins. A complete line of new 
designs for both Christmas and everyday 
use will be shown. Also on display will 
be samples of all retail floor stands, count- 
er displays and roll paper assortments 

Moviette, Inc. Room 1028. Tom Gol. 
lings, Walter Cohn and Robert Kroboth 
will show two new items Tel-A-Tach 
a tricky new telephone memo, and a new 
ash tray for persistent smokers. 

Montag Bros., Inc., will feature four new 
designs in boxed stationery, Sportsman and 
Gold Knight for men, Flower Sheer and 
Carousel for women. Gold Knight is a 
$5 gift box with white vellum sheets and 
a drop front hinged cabinet with twin 
compartments for envelopes below the 
sheets. Representing Montag Brothers at 
the show will be Morton “Bud” Weiss, 
Murray R. Eisner, Harry Gary, Richard 
Schiffman, Louis Bodenheimer and Barton 
Gause 

Muench-Kreuzer Candle Co. will show 
new Emkay candles including a cocktail 
candle delicately moulded in the shape 
of a realistic hand holding a “cock 
tail glass’’ candle and a Birthday Candle 
with age markings from 1 to 21. A new 
development is the Wedge-Grip self-adjust- 

Cowhide brief case will be part of a com- 
plete new line of leather goods displayed by 
Winfield Manufacturing Co. 
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Pop-up flower cards in three new series will 
be presented by E. S. F. Studios. 

Alphabet and arithmetic Flash Cards with 
progress test sheets for home use are of- 
fered by The Gelles-Widmer Company. 

MODERN STATIONER, JUNE, 1958 

Coasters 
of writir 
(, Wils« 

div 1810! 
present 
Mille: 

Napol 
floor « 
a new 
a gol 
fer H 
the fi 
tions 

Natio 
1958 
be fe 
wedd 
tone: 
Ger bi 
Bert 
Stew 

Nati 
exhil 
brief 
Zort 
In @ 
and 

The 
exp 



rice 

e novelty 
n Novelty 

Wia new 
achieve ; 
type and 
color, art 

facturing 
F ribbons 

. H. Red. 
ms, T. E 
nond and 

of new 
everyday 

play will 
ds, count- 
ints. 

‘om Col. 
Kroboth 

1-A-Tach 
id a new 

four new 
sman and 
heer and 
ght is a 
neets and 
ith twin 
low — the 
thers at 

Weiss, 
Richard 

d Barton 

ll show 
cocktail 

¢ shape 
“cock- 
Candle 
A new 

|f -adjust- 

ds _ with 
are of- 
'y. 

Coasters in six different designs and cabinets 
of writing paper will be introduced by Arihur 
{, Wilson & Co. 

ing candle end with grooves for a_ better 
fit in candlesticks. Emkay Candle Co., a 
division of Muench-Kreuzer, will be re- 
presented by C. H. Branigan and Helen 
Miller 

Napoleon Prints will feature a revolving 
floor display fixture, gift wrap, cello paks, 
a new hand screened Christmas line and 
a gold PG album. The company will of 
fer Halloween and Thanksgiving cards for 
the first time, plus approximately 40 addi- 
tions to the everyday line 

National Artcrafts, Inc. Room 550. A 
1958 personal Christmas card album will 
be featured along with the Forever Yours 
wedding line and Truly Yours social sta- 
tionery. In attendance will be Samuel G. 
Gerber, James M. Day, Ralph B. Betker, 
Bert Johnson, Jay H. Handelsman and F 
Stewart Cook 

National Leather Manufacturing Co. will 
exhibit a well styled line of school bags 
brief cases and zipper binders including a 
Zorro school bag which retails for $2.59 
In attendance will be Benjamin B. Chwat 
and Kurt Marcus 

The Dan Newman Company will show an 
expanded line of novelties and accessories. 

(Continued on page 96) 

1S PREGNANT 
FOR 

TWENTY TWO 
MONTHS 

stop complaining! 

Dolphin Designs offers this as one of its 
latest designs which will be on display in 
Room 539. 
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“All My Life’, a new baby book, is one of 
the new memory books being displayed by 
C. R. Gibson & Company. 

Franklin Manufacturing Corp. will 

than $200 with basic equipment. 

feature 
this Multi-Line Imprinter which sells for less 

Zorro school bags to retail at $2.59 are one 
of the latest items in the line offered by Na- 
tional Leather Manufacturing Co. 

Each of the new Christmas Imps by Walter 
Erhard uses an appropriate decoration along 
with the greeting. The Imp line, retailing at 
15 cents, is distributed by Philip Stahl. 

4 

A 12” globe by Cram with Duogyral mount- 
ing includes a satellite orbit finder. 
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EXHIBITORS LIST 

Here is an alphabetical list of exhibitors showing at 
the New York Stationery Show. Preceding pages carry 
additional information which was available at presstime. 

A. F. Creations 
A. & M. Leather Products Co. 
A. & O. Novelties 
Acme Brief Case Co., Inc. 
Acorn Products Co. 
Adler, Inc., Kurt S. 
Adrian Novelty Co 
Ajello Candles 
Aladdin Mfg. Co. 
Aldermaston Sales 
Alva Pen Company 
Amer Print Company 
American Binder Co., Inc., The 
American Merri-lei Party Favors 
American Wire Form Corp. 
Amscan Co., Inc. 
Andrews, Dorothy 
Apex Products Corp 
April, Lois 
Arches “MBM" 
Ardalt Imports, Inc. 
Aristowraps, Inc. 
Arnart Imports, Inc. 
Arnof Co., Inc., J. M. 
Arnold Toys, Mary 
Arrco Playing Card Co. 
Art Lines, Inc. 
Artamount, Inc. 
Artcraft Designs, Inc. 
Artis Publishers & Craftsmen, Inc. 
Artistic Desk Pad & Novelty Co. 
Artistic Imports, Inc. 
Atlantic Binders Corp. 
Atlantic Playing Card Co., Inc. 
Atmos Plastics, Inc. 

Banbury Leathers 
Bandes & Co., Inc., Julius 
Banov-Bernsley & Co., Inc. 
Barker Greeting Card Co. 
Barr, Gertrude 
Barton-Cotton, Inc. 
Baumgarten, Fred 
Bausch & Lomb Optical Co. 
Beach & Co., Inc., Frederick H. 
Beach Products, Inc. 
Beck, A. 
Beck Candle Corp. 
Beckhard Line, The 
Benard Sales Co., Inc. 
Benley Co., The 
Bentz Paper Works 
Berger's Christmas Cards, Oscar 
Berggren-Shelton-Trayner Corp. 
Berkshire Typewriter Papers 
Betz Teen Age Line, The Betty 
Block House, Inc. 
Block Import Co. 
Blue Star Leather Manufacturing Corp 
Box Cards, Inc. 
Bradford Stationery 
Brewster Leather Goods Corp. 
Bridgepoint Playing Card Co. 
Broadwell, Helen 
Brown & Allen 
Brown & Bigelow 
Brownie's Blockprints, Inc 
Bucklers, Inc., The 
Budd Leather Company 
Burgoyne & Sons, Inc., Sidney J 
Buzza-Cardozo Greeting Cards 

Cache Collection 
Cahn Co., Inc., Bernard 
California Artists 
Campus Cards 
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Candles by Coray 
Canvas and Leather Bag Co., Inc 
Cardinal Greetings, Inc 
Cardlines 
Carlton Brief Case Corp 
Case Stationery Co., Inc 
Casner, Ambrose 
Celestial Products, Inc. 
Century Engraving & Embossing Co, Inc 
Charvin, Let. 
Chestney, B. A. 
Chicago Printed String Co 
China Artware Co. 
Christmas Originals 
Citation Cards, Inc. 
Coby, H. M. Assoc 
Collegiate Mfg. Co. 
Colonial Candle Co. of Cape Cod 
Colton-Lewis, Inc. 
Contempo Paperware 
Contempora 
Cooke and Cobb Company, The 
Cornwall Co., Inc., Hamilton O 
Cornwall Wood Products 
Coronet Industries, Inc. 
Coronet Merchandise Corp. 
Corwin Plastics 
Country Cousin Cards 
Craftint Manufacturing Co., Th« 
Cram Company, Inc., The George F 
Crawford House 
Creel Card Classics 
Crestwick, Inc. 
Cross, Co., A. T. 
Crown Stationers, Inc. 
Curhan Co., The 
Curro, Evelyn 
Custom Line, The 
Cynic's Sanctum Studio Line 

D. M. W. & Co., The 
Dale Plastic Playing Card Corp 
Daly, Alice 
Dan-Dee Imports 
Daniels & Co., Inc., M. B. 
Dauphin Leathercraft Co. 
Dearie Card Co. 
Dede 
Dee Mfg. Corp. 
Defiance Calendar Company 
De Luxe Craft Mfg. Co. 
Dex Plastic Playing Cards 
Digby Products, Ltd. 
Dis'cards 
Dolch Games 
Dolphin Designs 
Doringer Co., Inc. 
Dorman, A. H. 
Drayson, Martin 
Drueke & Sons Inc., Wm. F 
Duchin, Maurice 
Dunston Leathers, Inc. 
Durand Manufacturing Co 

E. S. F. Studios 
Eaton Paper Corp. 
Editions Ltd., Inc. 
Eisman, Ewen and Rose, Inc 
El-Kap Sales 
Elco of Switzerland 
Elite-Paris 
Ellen & Nancy 
Elliott, Kristin 
Emery Book Co. 
Emkay Candles 
Encores, Inc. 

Encores of N. Y. 
Esco Products 
Esterbrook Pen Co., The 
Etchcraft 
Everbrite 
Everlast Greetings 
Everlast Process Printing Co 
Everlast Products, Inc. 
Eversharp, Inc. 

Faroy Candles 
Ferri Bros. & Price, Inc. 
Field Manufacturing Co., Inc 
Fince & Co., W. Dean 
Finch Handprints 
Flower Garden, Inc. 
Fluorescent Lighting Laboratories, Inc. 
Fluor-O-Lab Products 
Foli-Art 
Fontana Bros. 
Forer & Co., Inc., D. 
Forster Foil Co. 
Franco-American Novelty Co. 
Franklin Manufacturing Corporation 
Freund & Co., Inc., T. M 
Freund-Mayer & Co., Inc 

G. S. H. Lines, The 
Gadget Co., The 
Gaes Originals 
Ganeles Hebrew Cards 
Gelles-Widmer Company, The 
Gem Electric Co. 
Gertrude'’s Gadgets 
Geyer-McAllister Publications 
Gibson & Company, C. R. 
Gibson Art Co., The 
Gift Wrappings, Inc. 
Glittercraft Corp. 
Goldman, Leo 
Goodfrend Manufacturing Corp 
Groae & Packard, Inc. 
Graham Distributors, Inc. 
Grandmother Stover's Inc. 
Gray, Dove, The 
Green Associates, B. 
Gregor Creations 
Griffin Originals 
Grodin Pen Co. 
Guerlain, Bernard 

Hagenes, Siri 
Hamilton Skotchcorp. 
Hampton Greeting Card Co. 
Hampton Publishing Co., The 
Hand Print Cards, Inc. 
Hanenson, Inc., Millard 
Hanson Handicraft Corp. 
Harrison Home Products Corp 
Hart Publishing Co. 
Hart Vance Company, The 
Hawthorne-Sommerfield, Inc. 
Heckt Co., L. K. 
Heineman, Inc., George S. 
Heines Publishing Co., Inc. 
Hillcraft, Inc. 
Hirsch, Anna 
Holiday-Bell Corp. 
Holly House of California 
Hollywood Associates, Inc. 
Holm, Tora 
Holt-Howard Associates 
Home Leather Products 
Horn, Bro. & Co., W. C. 
House of Paper, Inc. 
House of Zog 
Houze Glass Co. 
Hudson Greetings, Inc 
Hyde Park Line, The 
Hyman & Sons Corp., L. 
Hy-Sil Manufacturing Co 

Inkweek Studios, Inc. 
International Albums Corp 
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Janna Products 
Jayem Sales Corp 
Jennea! Toy Co. 
Jensen of Denmark, Inc., Svend 
Jones, Sybil 

Kahn, !nc., David 
Kanner Leather Goods Mfg. Corp 
Katydid Cards 
Katz, C 
Kaytee Fabric & Ribbon Co., Inc 
Kem Plastic Playing Cards, Inc 
Ketcham & McDougall 
Kingsbridge Line, The 
Kingsley Stamping Machine Co 
Klick Leather Goods Corp 
Klotz & Company, |. 
Kuepper Favor Co., Inc 

lacia American 
leatherlines, Inc 
leathersmith of london, Ltd 
lee, Coral 
leister Game Co. 
lethett Craft Co. 
levison, Walter 
lilac Hedges of Litchfield, Inc 
linck Co., Inc., O. E 
Linder, Inc., Laura Lee 
linder Co., Sid 
lite King 
logan Importers 
london Leather Novelties, Inc. 
looart 
lowe Co., Inc., E. S. 

McDonald Engraving Co., Inc 
Maely Ltd. 
Maggie Magnetic, Inc. 
Mainzer, Inc., Alfred 
Majestic Pen Co., Inc. 
Majestic Stationery Co. 
Markovits, Jos. 
Mar-Lu 
Mary Lovise & Associates 
Mascots, Inc. 
Mason Co., L. E. 
Mason International 
Master Woodcraft 
Masterpiece Studios of Chicago 
Medallion 
Meier Co., Inc., Joshua 
Metalcraft Products Co., Inc. 
Metropolitan Records, Inc. 
Metropolitan Wire Goods Corp. 
Millner Card Co. 
Minnesota Mining & Mfg. Co. 
Modern Products Company 
Modern Stationer, The 
Modern Steelcraft Co. 
Monogram of California 
Montag Brothers, Inc. 
Mortimer's, The 
Moviette, Inc. 
Muench-Kreuzer Candle Co 
Munson Miniatures 
Murab 

Nancy Lee Novelties 
Napoleon Prints 
Nascon “At-A-Glance" Products 
Nashua Corporation 
National Artcrafts, Inc 
National Blank Book Co 
National Housewares, Inc. 
National Leather Mfg. Co., Inc 
Nativity-Art 
Nazareth Publishing Co 
Nebbishes, The 
Neisser, Viola Grace 
Nesbit Industries 
New Diamond Point Pen Company, Inc 
New England Art Co., Inc. 
New York Merchandise Co., Inc 
Newbury Art Guild 
Newman Company, The Dan 
Nile Running Studio 
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Nobema Products Corporation 
Norma Pencil Corporation 
Norse Fjord Importing Co. 
Northbrook Plastic Card Co. 
Northwest Leather Goods Company 
Nu-Art Deluxe 
Nu-Art Engraving Company 
Nu Seal Corp. 

O'Brien-Sexton 
On A Lite Corp. 
Originals Co. 
Oz Greeting Cards 

Paillard, J. M. 
Pakay Party Papers 
Panda Prints, Incorporated 
Paper Art Company, Inc. 
Paper Novelty Co. 
Paragon Candles 
Paramount Line, Inc., The 
Park Sherman Co. 
Parker Pen Co., The 
Party Line Album Co., The 
Pat Prints 
Pat Products 
Pattberg, Eugene 
Pax Products 
Pelkey, Joseph 
Pencil-Crafts Sales Company 
Penn State Industries 
Penn Wax Works, Inc. 
Penthouse Products, Inc 
Permo Line, The 
Personal Art Co. 
Personal Stationery Co. 
Phillips Publishers, Inc. 
Picture Craft Inc. 
Picture Line, The 
Pine Tree Cards 
Plastic Plants of Cleveland, Ohio 
Plastichrome Greetings, Inc 
Popper Games Co. 
Pratt & Austin Company 
Prepac Inc. 
Prescott Leather Mfg. Co., Inc 
Presentation Line, The 
Princess Line 
Princess Plastic Products 
Printed Products Company 
Pritt Novelty Co., Inc. 
Pro-Art Paper Co. 
Progressive Leather Products Inc 

R. K. B. Associates, Inc. 
Red Farm Studio 
Red-Rope Stationery Industries, Inc. 
Redi-Record Products Company 
Reed Starline Card Co. 
Regal & Wade Mfg., Inc. 
Regency Thermographers 
Reichgott, Grace 
Reliable Stationers Specialties Co. 
Remington Rand Dealer Sales 
Renil 
Replogle Globes, Inc. 
Rexbilt Leather Goods, Inc. 
Ritepoint 
Robinson Reminders 
Rockaway Metal Products Corp. 
Rojay Studios 
Roleff 
Royal Imprints, Inc 
Royal McBee Corp 
Roycroft Products 
Rubicon 
Rudson Wood, Inc 
Rust Craft Greeting Cards 
Ryan Art Co., The 
Rynveld Wreaths Corp. 
Rytex Co., The 

Sainberg & Company, Inc. 
Saldan Bindery 
Sapphire Products 
Savoy Leather Mfg. Corp. 
Saya Studio 

Schlesinger's, Inc. 
Schmid Brothers, Inc. 
Schmieder & Wallace 
Schurman Company, Marcel 
Scripto 
Seahorse Press, Inc., The 
Servo Sales Co. 
Shackman & Co., B. 
Shamroth, Harold 
Sheaffer Pen Co., W. A. 
Sherman Greetings Cards, Ted 
Shosha Cards 
Shulsinger Brothers 
Silver Rose Guild 
Sing and Rogers 
Siris Stationery Inc. 
Smith Co., The S. K. 
Smith Inc., E. Errett 
Springfield Instrument Co. 
Stahl, Philip 
Standard Brief Case Company, Inc 
Standard Diary Company, The 
Standey Arts 
Star Hyde Leatherette Line, The 
Starlin Sims Associates 
Stationers Specialty Corporation 
Stebco Products 
Stein Bros. Mfg. Co. 
Sterling Novelty Co. 
Stone Company, The 
Strauss & Co., Ignaz 
Strauss, The 
Stuart 
Stylecraft of Baltimore 
Superior Craft Mfg. Co. 
Swan Mill, Inc. 
Symphony Associates 

Taaffe Line, The 
Taterbug Cards, Inc. 
Taubman Pen Co. 
Taylor Press, Inc., The 
Texlon Corp. 
Thomases & Co., Manufacturers 
Tiber Press 
Tie-Tie Gift Wrappings 
Todemann, K. G. 
Tole Craft Products, Inc. 
Town Line Mfg. Co. 
Trends Paper Products, Inc. 
Trent, Myra 
Tufide 
Tywell Corp. 

Ullman Company, Inc., The 
Union Novelty Co. 
United Cutlery & Hardware Products Co. 

Vasari, Inc. 
Victrylite Candle Company 

W-E-R Ribbon Corporation 
Waldon, Lloyd 
Wallace Brands Co. 
Wallach Imports, Rolf 
Wallner & Mayer, Incorporated 
Ward Manufacturing Company, Samuel 
Wasson, Inc., W. M. 
Weber “ostello Co. 
Wellman Manufacturing Co. 
Westphal Co., G. A. 
White & Wyckoff Mfg. Co. 
Whiting Paper Company 
Wico Corp. 
Wilkinson Publishing Co., Ltd. 
Wilson & Company, Arthur E 
Wilson Jones Company 
Windsor Art 
Windsor Pen Corp. 
Winfield Manufacturing Company, Inc. 
Wodiska Sales Company 
Woodcroftery Shops, Inc., The 
Woodland Mfg. Co. 
World Publishing Company, The 

Zephyr American Corp. 



A California dealer who started 

from nothing tells how he kas 

developed a quarter-million dol- 

lar business — most of it in the 

last eight years with a thorough 

program of sales training 

WISI 

Jerry Horton says this is one of the most important chores for a sales- 
man trainee — learning prices of the most active merchandise in the 

\} \ | catalog. “If they learn that, they're well on the way,” he explains. 

NIL AL 

Tripled His Volume 
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Where to Look for ‘Cheap’ Help 

What can a cost-conscious dealer do about wages, the big item that 
claims about $1 out of every $5 entering the till? He can look for 
“cheap” help if he knows which kind of help is cheapest. 

The “‘cheapest’” and most efficient employee, he may find, is an 
outside salesman making $9,000 or more a year. 

Research in a recent year among members of the National 
Stationery and Office Equipment Assn. showed the average annual 
wage of outside salesmen to be $5,812, a figure representing 9.2 per- 
cent of sales. But top performers in the field averaged $9,222 and 
their pay represented only 8.7 percent of their sales. They produced 
more for themselves and for their employers 

Wages of inside clerks were found to be much lower in dollars 
but higher up to 12 percent — in the percentage of sales. 

All figures point to the well paid top performer as the “cheapest” 
kind of help. 
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peers has tripled during the past 
eight years at Horton's Stationery 

store in Burbank, Calif., thanks large- 
ly to the addition of a staff of four 
trained outside salesmen. 

“And there are many businesses 
still untapped in this area,” claims 
owner Jerry Horton. “It’s our plan 
to enlarge our staff to eight or ten 
salesmen within the next three years. 
The possibilities are almost unlimited. 

At present, the outside sales force, 
trained by Mr. Horton himself, ac- 
counts for approximately 60 percent 
of the business done by the store. 
This aggressive sales story helps ex- 
plain how Horton's has expanded 
from nothing to a quarter-million 

dollar business in 11 years. 

Mr. Horton opened his business in 
a 20° x 60° building in Burbank 11 
years ago, in what was then the bud- 
ding San Fernando Valley. With the 
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help of his wife and a secretary, the 

first year of business brought in 
$30,000. He added his first sales- 

man cight years ago and business that 
year climbed to $100,000. In 1957 he 

erossed $285,000. 
' The building now occupied by 
Horton's Stationery at 1516 West 
Magnolia Boulevard has 4,000 square 
fet on the main floor and 3,000 

feet upstairs, 
“Our main problem,” says Mr. 

Horton, “is finding men who will 
make good salesmen. A good sales- 

man doesn’t have to be a super sales- 
man, but he should know the mer- 
chandise and be able to talk in- 
telligently. I don’t advertise for 
help. Instead I ask traveling salesmen 
and wholesale salesmen if they know 
of qualified men who would be in- 

terested in the work. They know the 
field and often can recommend some 
one with an aptitude for the work.” 

Mr. Horton puts his salesmen 
through a concentrated training and 
probation period before they are fin- 
ally placed on a commission-salary 
The training period lasts from one to 

three months. 
New salesmen come into the firm 

as trainees in either the wrapping or 
shipping department. Here they learn 
what the merchandise looks like and 
where it is stored. From the job of 
wrapping, receiving and 
clerk, the trainee proceeds to the 
actual filling of orders and running 

errands such as emergency deliveries, 
pickups from wholesalers and fill-in 
duty as a floor clerk during rush hours 
to learn how to wait on customers. 

“If a trainee has initiative,” Mr. 
Horton notes, “we usually find him 
looking around to see how others do 
their jobs.”’ 

shipping 

He goes next to the order board. 
where he takes incoming phone calls 
and waits on fast traffic. In this way, 
he learns a pleasant manner over the 
phone and use of the price book. 

“Then,” says Mr. Horton, “to ease 
the trainee into the outside business, 
he goes out on cold turkey calls 
calls on people who are not our cus- 
tomers to help develop new busi- 
ness. These include the small in- 
dustrial plants in the Valley, doctors’ 
offices, real estate offices, small 
machine shops and so forth. Our ac- 
counts are throughout the 
Valley. 

spread 
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‘From these calls we get an idea of 
the trainee’s ability. We observe the 
type of 
merchandise he sells. If he's selling 
a lot of printing, we know he’s print- 
ing conscious. Or, he may be strong 

customer and the class of 

on stationery or office equipment. 
All this is done while the man is 

on salary, 
“When he seems to get the feel of 

the outside and has developed his 
own methods,’ Mr. Horton continues, 

Above he acts as clerk at the retail counter and below he is filling an order to be delivered. 
Wilmot Horton, brother of the owner, and manager of the store, demonstrates two of the var- 
ious training jobs handled by potential outside salesmen before they are put on a commission. 
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‘and when we know that he can carry 
the work, we give him house accounts 

people who have done business 
here without having a salesman call on 
them. After giving him a nucleus of 
these accounts, he is put on the spec- 
ial commission set-up which we have 
established. 

“There are many ways of paying 
salesmen, but we feel that we have 
one which is fair, both to the firm 
and to the salesman. His commission 
is based on the order’s percentage of 
gross profit. 

“If our salesman calls on a big in- 
dustrial plant and, to remain competi- 
tive, has to give a better price than 
he does to the small consumer,” ex- 
plains Mr. Horton, “he still gets a 
chance to make a commission on the 
order. 

“Say, for example, he sells 100 file 
folders to a small consumer at a price 
of $4 per 100. If these cost us $2.85 
per 100, there is a gross profit of 
$1.15, Of this profit, one-third goes to 
the salesman and two-third goes to the 
house, If circumstances make it neces- 
sary for him to sell 1,000 folders to a 

large account at $3.25 per 100, the 
profit figure is only 40 cents a 
hundred but it’s divided the 
way.” 

same 

Mr. Horton is quick to point out 
that this is a last resort used only to 
give the salesman leeway when volume 
makes it worth his while. 

“We give our salesmen incentive to 

maintain more of the smaller ac- 
counts,” he adds, ‘‘because these are 
the customers who can show us more 
dollar profit. We sometimes take less 
profit, but we try to discourage com- 

petitive bidding. We encourage sales 
men to build accounts that have faith 
in our organization rather than cus- 
tomers who are looking for a good 
price. The person looking for a fast 
deal is often a one-shot sale. 

“Through experience we have 
found that many competitive firms 
will raise their prices eventually or 
else send lower quality substitute mer- 
chandise. Our most successful sales- 
man makes it a point to check back on 
accounts which have gone to com- 
petitive bidders. Often he is able to 

point out that the customer has lost 
the price advantage or is receiving a 
substitute product in place of what 
he originally ordered. 

“We maintain the major lines as 
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our priority lines and try to sell the 
brands that can be counted on for 
quality. But to be competitive, we have 
to carry secondary lines for the price 
conscious customer.” 

Horton’s also tries to fit the mer- 
chandise to the job, and this involves 
continuous training of the salesmen 

“If an executive wants a desk lamp 
for atmosphere, he doesn’t need 
double fluorescent lights,” the Calif- 
ornia dealer explains. “But an ac- 

countant or engineer who works at ; 
desk all day will need the best » 
lighting. Our salesmen are encouraged 
to give the customer the right mer 
chandise for his needs. 

“The salesmen keep their eyes open 
to advise clients of changes in in 
dustry and to save money for clients 

by advising them of new items on the 
market. A new sorting device, for in. 
stance, may enable one girl to do the 
work of two girls.” 

A New Jersey dealer has 
found that it pays to keep 
the customer comfortable 
during the selection of 
social stationery. Both re- 
peat sales and related sales 
are the result 

Customer Convenience 

nd por social stationery department 

enjoys year around traffic and 
also brings additional sales for other 

departments,” says Edward T. Dwyer, 
Dwyer Brothers, Trenton, N. J. 

“Each customer ordering social sta- 
tionery,” he explains, ‘must make two 

visits to our store the first one 

when he makes his selection and the 
second when he picks up his order 

This exposes him twice to other store 
merchandise.” 

Mr, Dwyer has always felt that the 
best way to sell social stationery is to 
let the customer make his or her own 
selection, unattended or prompted by 
i sales clerk. Usually, he observes, two 

Edward T. Dwyer provides sample books for social stationery customers at a special 
reviewing table toward the rear of his store. 

MODERN STATIONER, JUNE, 1958 

a The 
ucts al d 

ings. A 
comes te 
store, tO 

the Hor 
ings ha 

will soc 
weeks. 

Horto 

offices 

most Ol 

se 

or mo 

make 
cuss tl 
in pt 
alone, 
pariso 

In 

and ( 
Dwye 
view! 
store. 

on a 
keep 
ing t 
to p 

side 
dif fe 



orks at ; 
best ig 

couraged 
ght mer 

YES Open 
S IN 1p. 
r clients 
IS On the 
, for in. 
> do the 

Ce 

artment 
ffic and 
yr Other 
Dwyer, 
J. 
cial sta- 
ake two 
rst one 
ind the 

order. 
or store 

hat the 
'y 1s to 
er Own 
ted by 
es, two 

The salesmen learn about new prod- 

ucts and new methods at sales meet- 
ings. A different sales representative 

comes to each meeting, held at the 
sore, to show his lines and instruct 
the Horton sales force. These meet- 
ings have been held monthly, but 

will soon be scheduled every two 
weeks. 

Horton's carries everything used in 
offices except heavy furniture, but 

most of the business is in stationery 

and printing. The printing is farmed 
out and it ties in nicely with com- 
mercial stationery sales. 

Mr. Horton believes that salesmen 
in his fast-growing area can always 
find potential customers 
to the telephone book, by calling in 
recently-completed buildings or by 
going into a firm which they haven't 
visited before. Salesmen develop their 
own conversation lines, but the boss 
takes it upon himself to make sure 

by going 

they know what they're talking about 
when they discuss merchandise. 

Although his success has been great 
in the past decade, Mr. Horton ex- 
pects even better business and more 
growth in the future. 

“Just as fast as we can find good 
salesmen, we will add them to our 
staff,’ he says. “We still are not 
covering all the accounts in the Valley, 
and the potential business for good 
salesmen is fabulous.” 

Sells Social 

or more customers come together to 

make a selection and they like to dis- 
cuss the merits of the different items 
in private. Even if the customer is 
alone, he likes to make his own com- 
parisons and do his own selecting. 

In an effort to provide this privacy 

and comfort for his customers, Mr. 
Dwyer has set up a comfortable re- 
viewing section in the rear of the 
store. It consists of an inclined rack 
on a table that permits customers to 
keep sample books upright while turn- 

ing the pages. The rack is long enough 
to permit several books to be placed 
side by side for comparing pages from 
different books at the same time. 

Once the customers are comfortable, Mr. Dwyer feels it is best to let them make their own 
selection, unattended or prompted by a salesperson. 
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Comfortable seats also are provided. 
When customers are interested in 

social stationery, they are taken to 
this section and seated. Then books 
containing the particular type of §sta- 
tionery they want are placed before 
them. The store handles a complete 
line for showers, weddings, condol- 
ences, party announcements, religious 
imprints, thank-you’s and greetings of 
all kinds. This is the big factor in 

maintaining 12-month traffic. 
“Regardless of what type of sta- 

tionery the customer wants at the 
moment,” says Mr. Dwyer, “we make 
sure to mention that we have the 
other classifications. Once a person 

has ordered personalized stationery for 
one occasion, he can be educated to 
consider other uses.” 

Each book at the review 
completely cataloged and 
descriptions and prices. From it, cus- 
tomers can make their own selections 

and know the cost. If they want help, 
they can call a salesperson. 

After the salesperson has written 
up the order for social stationery, he 
has an excellent opportunity for pro- 
moting other departments. 

“If the order is for wedding in- 
vitations, for example,” Mr. 
Dwyer, ‘the salesperson points out the 
gift department which contains a num- 

ber of possible items for the brides- 
maids, best man and ushers. If there’s 
a shower in the offing, the customer 
can be adroitly urged to look at party 
goods and decorations.” 

Social stationery gets a big play in 
Dwyer windows during certain sea- 
sons. Mr. Dwyer has found timeliness 

especially important in promoting 
social stationery because the customer 
has to order well in advance. The 
June bride, for instance, is featured 
in April. 

“We keep featuring different uses 

in Our newspaper ads,” Mr. Dwyer 
adds, “in order to keep this depart 
ment before the public. And for the 
customer who isn’t interested in per- 
sonalized printing and inscriptions, we 

have ready printed material. The com 
bination is enough to satisfy the needs 

of all customers and it brings ir 
traffic all year round.” 
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Justin D. Silva, veteran pen repairman at Ward's, works full time near a street window of the The pe 
store. His repair service, the manager says, has increased pen department sales enormously, a somF 
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Art King, Manager 
Ward's Stationers TI 

Boston de 

SF 

stor 

Departmentalization is not confined to 
fountain pens at Ward's. Each department 
in the store has its own sales force and is 
identified by a large black and white 
sign like the ones shown here. 
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The pen counter at Ward's, staffed by trained sales people, sells by ‘‘prescription." First 
a sample of the customer's handwriting is taken and then the right point is selected. 

Prescription” 

This Boston dealer does big business with a “professional” pen 
department. Ward's Stationers say pens are becoming more 
specialized and require the service of skilled clerks and repairmen 

\V ard’s of Boston has fountain pen 
window promotions more fre- 

quently than do most stationers. The 
store also runs regular newspaper ad- 
vertisements featuring its pen sales 
and repair department. Ward’s is 
justifiably proud of what it has done 
with this department in the last five 
years. 
According to Arthur King, manager 

of Ward's, the firm's pen department 
probably is the largest and most com- 

plete in the area. The store does a 
very substantial business in fountain 
pens, in ballpoint pens and also in 
pen repairs — a specialty which has 

played an important part, Mr. King 
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says, in building up the department. 
“Though we sell both ballpoint and 

fountain pens,” the manager explains, 
“we really specialize in fountain pens. 

We think that good writers should 
have fountain and we have 

tried to develop techniques to do a 
good sales job on them. It is natural, 
then, since we are out to get fountain 

pen business, that we have a pen re- 
pair service as an important part of 

the department.” 
Ward’s pen repair service can 

handle all standard brands of pens 
and carries a large supply of parts for 

all makes. The repairman is a veteran 
pen man, formerly with a large manu- 

pens, 

facturer of pens. Now working full 
time for Ward’s, he handles from 75 

to 100 pens a day. 
The repairman is seated near a large 

window on busy Franklin Street where 

he is visible from outside the store 
“We can do anything with a pen,” 

Mr. King says, “and often we are 
able to give while-you-wait service. 

If our repairman can’t offer service 
while the customer waits, chances are 
he can do the job within 24 hours. 
“We took on a repairman origin- 

ally,’ Mr. King explains, “because 
our salespeople, even when they were 
qualified, did not have the time to 
handle all the jobs that came in. We 
saw an opportunity to develop this 
business on a professional basis. Com- 
petition is keen in the fountain pen 
business and we find that having a 
well-equipped repair service gives us 

a competitive advantage.” 
The firm advertises its pen repair 

service heavily in the local newspapers, 

generally offering “special” repair 
deals such as an 85-cent overhaul. In 
addition, the store advertises the 
regular services that its pen depart- 
ment is able to perform for the pros- 

pective pen buyer. 
“Fountain pens have become pretty 

complicated devices in the last few 

years,’ Mr. King observes. ‘Snorkel 
mechanisms and the like require great 
knowledge on the part of the sales 

person if they are to be sold effec- 
tively. Also of importance is the 

greater customer knowledge required 
if the pens are to perform effectively 

over a long period. We have made 
this fact a part of our advertising and 
sales approach.” 

This is how it’s done at Ward's. 
“First of all,” says Mr. King, 

“when a customer comes in looking 
for a fountain pen, our sales clerk will 
take a sample of his handwriting. 
With this as a guide, the clerk will 
suggest the proper point for the cus- 
tomer’s style of writing. This service 
is appreciated and makes a good im- 
pression. Few people know anything 

about pen points or about their own 
handwriting, yet the proper function- 
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ing of a pen can be achieved only if 
the point is right for the individual.” 

Ward's also makes customer train- 
ing a part of its sales technique. A 
clerk will not complete a sale until 
the customer has received full in- 
structions on the use and proper care 
of the pen. Specially trained person- 
nel man the pen department. 

“Specialization is not unique in our 
pen department, however,” says Mr. — poll ypc 

King. “Our whole store is depart- papers to publicize 
mentalized in the same manner. All Ward's pen repair 

Old pens may have valu. 
able gold points wo 
of repair or replacem 

of our sales people have their own *°“'® If Repair Special does not 
sales areas eh art area is clearly ~ New Sac : ve ayes oraene tag give you 

marked with a sign — filing supplies, ~ Smooth Point . 
printing and engraving, greeting ~ Regulate Flow — er a Pel 

cards, leather goods, writing paper, of- Limited Offer! Pen. 
fice furniture and pens. This sort of 
sg ge - se pean of $7 Franklin Street 
course, but it keeps the right people in Boston 10, Mass. 
the right place where they can do their . Mon. thru Sat. 9 to 5 

best work.” 
Keeping the right sales people in 

the right place has made Ward's pen 
department a recognized leader in 
the Boston area, 
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Pen Repair Helps Sales 

: Dahlstrom's Business Equipment Co. in Los Angeles is another 
\ firm that maintains a year around pen repair service. 

Their pen repair department gets extra publicity during the month 
of August and the first week of September, promoting a back-to-school 
check of writing equipment. The theory is that a good pen, like a good 
automobile, needs an occasional checkup. 

“Our pen repair department is one of our best salesmen,’ says 
Dahlstrom’s manager. “It is profitable not only in itself, but it also re- 
sults in many sales of stationery and small leather goods to those who 

come in to have their pens checked. Many customers decide to get new 
pens and the fact that we service new pens free for one year is a big sales 
factor.” 

ee ne en ee ee ee ee er ee ae a tae ae ae ae ee ae ee ae ee ee ee ae ee ee ee ae ee 

A window display which attracted much attention contained a 

number of card signs saying “My pen leaks,” ‘"My pen blots,” “My pen 
skips,’ and ‘My pen broke.” Narrow ribbons ran from each card to a 

pen on a sheet of paper showing how one pen blotted and another skipped. 
In the midst of the cards was a bin filled with discarded pen parts and 
bearing a sign, ‘Just a few of the pen sacs we have replaced.” Front and 

center was a display of pens and pen and pencil sets, suggested as going- 
away gifts for students. 

Dahlstrom’s finds it profitable to promote its in-store pen repair 
service by pointing out the convenience no tiresome wait while a faulty 
pen is sent to the factory. 
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dy in the “Sack” 

Women are the big buyers of social stationery. 

You can sell them more merchandise if you 

really appeals to 

becomes a customer 

This 

the 

“in the bag” 

them. 

how the lady in 

Sy Gordon @. Cross, PU.D. 

Consulting Editor 

ith summer on the way, parties 
and vacations on our minds and 

the New York Stationery Show in pro- 

gress, thoughts turn easily to the social 
stationery sections of our stores. If we 

look sharply at the customer in that 
section right now, we will probably 
notice that she is wearing the ‘‘sack’”’ 
dress, or chemise if you prefer. What- 
ever we think of her dress, it is 
extremely important for us to take a 

long, hard look at that customer, be- 
Cause it is she and her sisters, cousins, 
aunts and women friends who spell 
the difference between and 
failure for dealers in the social sta- 
tionery field. 

And while we are at it, 

SUCCESS 

we had 
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better take a long, hard look at that 
dress she is wearing and try to 
understand why she is wearing it. 
The same thought processes which 
inspired her to buy the dress, any 
new dress, will be working when 

she is buying writing materials, party 
goods, holiday decorations and gift 
wraps. 

What is there about the lady in 
the ‘‘sack”’ that we need to know if 
we want to sell her our goods or if 
we are to get the kind of goods 
which she will want to buy? Most 
of all, she wants to be different. 
She is different from men, of course, 
and as an individual she is different 
from all other women. She insists 

that other people recognize this in- 
dividuality. She also is intelligent 
emotional, perhaps, but very intelli- 
gent and she is not going to have 
an ounce of patience with anyone, 
be he butcher, baker or 
who fails to recognize her intelli- 

stationer, 

gence. 
Now this lady sounds like a very 

complicated person, She 7s very com- 
plicated, but she can be studied as a 
potential customer, Many studies have 
been made to determine the appeals to 
which women respond when they are 
shopping or planning to 
Strangely enough, the appeals turn 
out to be much the same regardless 
of what line of merchandise is in- 
volved. Studies show that women res- 
pond best to these appeals: (1) Price, 
(2) Variety, (3) Creativity and Im 
agination, (4) Status, (5) Stocking 

Up, (6) Children’s Interests, (7) 
Taste and (8) Convenience. Let's take 
a look at these appeals one by one. 

PRICE. Price is important, of course, 
but the appeal of price is frequently 
misunderstood. Those who say they 
are attracted by price usually mean 
that they are attracted by good values. 
Obviously all customers want to pay 
as little as possible for the merchan- 
dise they buy, but this is not the same 
thing as saying that they only want 
low-priced merchandise. The lady in 
the “sack” was interested in something 
more than price when she purchased 
her new chemise dress. If she had 
wanted nothing but low price, she 
might have purchased her dress at a 
clearance sale of obsolete 
So we must look far beyond price if 
we are to woo the lady in the ‘‘sack.”’ 

VarRIETY. Like price, variety is also 

a standard item in any list of appeals. 
Customers like to go where they find 
a wide variety of offerings. Women, 
especially, hesitate to buy from small 

assortments. They may see exactly 
what they think they want in a small 

assortment, but often they go to a 
store where there is a larger assort- 
ment before purchasing, if only to 
reassure themselves that their choice is 
right. Of course, they rarely return 
to the store with the smaller assort- 
ment when they actually make the 
purchase. You may be sure that your 
customer bought her chemise only 
after looking at several similar dresses. 

CREATIVITY AND IMAGINATION, It 

may be that these are the most im- 

sh )p- 

fashions. 
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portant elements of all for the lady 

in the “sack”. The fact that she is 
wearing such a dress shows how im- 
portant a place imagination holds in 
her life. The modern woman has time 
for more than simple drudgery in her 
homemaking. She exercises creativity 
in her meals, in her decorating and in 
her leisure-time activities. She ap- 
preciates creativity and imagination in 
others and is likely to spend her 
money with the dealer who functions 
best in these areas. 

Creative selling is the most talked- 
about approach to retailing among 
progressive merchants today. In es- 
sence, it means deliberate effort on 
the part of the retailer to make his 
store different from those of the mass 
operators, The creative merchant finds 
out why merchandise sells and plays 
on the vital element to improve it or 
to display it in such a way that it will 
sell even better. Unfortunately, most 
retailers look to their suppliers for 

creative ideas, but the imaginative re- 
tailer gives ideas to his suppliers or 
searches out new resources which are 
creative in their approach to mer- 
chandising. The lady in the “‘sack”’ 
will search out the stationer who 
will provide her with merchandise 
which is as distinctive and imaginative 
as her new dress. 

STATUS. This appeal has been 
recognized ever since we first started 
talking about “keeping up with the 

Joneses.’ But there is much more to 
status than having the same things 
Mrs. Jones has. Little Janey from 
North Overshoe, who married strug- 
gling Johnny Doe and went away to 
the big city to live, is no longer con- 
tent to let the folks back home think 
about her in those terms. When she 
writes or sends cards to her old friend 
Margie, she wants it known that she 
is now Mrs, Jonathan Dough of 1000 
Richside Place. She expects you to 
provide her with the material which 
will enable her to give that impres- 

sion. 
When the lady in the “sack’’ writes 

a letter or a note, she is acutely aware 

that the appearance of the missive 
represents her personal appearance to 
the receiver of the message. She is no 
more willing to have her written rep- 
resentative appear dowdy or in poor 
taste than she would be willing to ap- 
pear that way herself. Are the writing 
materials you offer her as up-to-date 

as the dress she wears? 
STOCKING Up. There is a bit of 

squirrel in all of us. We like to lay 
things away for a rainy day, and it is 
on rainy days that we catch up on 
our correspondence. customers 

buy writing materials only when they 
find themselves completely out of such 
equipment. The lady in the “sack” 
thinks in terms of her wardrobe. The 
chemise is not her only dress. She has 

a wardrobe of dresses, hats, 
purses and even lipsticks. We would 

Few 

shoes, 

successful promotion. 

entrance. 

Building 

Warm Weather Traftiic 

Everybody talks about the weather, they say, and one dealer has 
actually done something about it. He turns a summer heat wave into a 

Wagner's of Doylestown, Pa., offers a typewriter ribbon or a 

similarly-priced item at a price equal to the number of degrees showing 
on a thermometer at the time of the purchase. The special offer, usually 
for one day, is promoted by placing a king sized thermometer at the store 

Customers are advised to “shop early and beat the heat.” 

shoppers may receive their merchandise for as little as 70 or 75 cents before 
the mercury starts its midday climbing. The store builds extra traffic 
during the more comfortable morning hours and the movement of 
merchandise is reported well worth the cost of the stunt. 

Early 

be selling her short if we were t 
assume that she will be content wit 

“wardrobe” of 
social stationery. She is ready to ad 
new and unusual items to the “ward. 
robe.’ She will not be able to do } 

unless you find them for her, mak 
them available to her, and let he 
know they are ready for her. 

CHILDREN’S INTERESTS. There ar 

opportunities for the dealer to build 
sales by catering to the children 
through the mother. Our very chi 

lady in the “sack” usually has a little 
one or two or more. She is continually 
training these little ones to have good 
taste. And don’t forget the grand. 
mothers — they want nothing but the 
best and newest for their precious 
grandchildren. 

Taste. When the lady in the 
“sack” comes into your social sta. 
tionery section, will she be able to 
find merchandise which will carry the 
message of her good taste to those 
with whom she corresponds and as. 
sociates? Even more important, dogs 
she have faith in you to give her 
materials which are in good taste, just 
as she trusted her dress store? If not, 
she will take herself and her dollars 
to some other store where she will 
find other modishly-attired ladies buy- 
ing merchandise which you might 
have sold them. 

CONVENIENCE. This is a must in 
modern stores. The lady in the “sack” 
probably spent yesterday morning in 
her favorite supermarket, She goes 
there more frequently than she visits 
your store and she finds a maximum 
of convenience. Thus she is constantly 
being educated to expect convenience 
in her shopping. She will not tolerate 
the same degree of inconvenience 
which would have been acceptable to 

her five years ago. Like cleanliness, 
convenience has come to be expected 
in retail stores. 

This, then, is the lady in the “sack” 
who is there in your social stationery 

department. What is she looking for? 
What does she really want? She wants 
your merchandise, of course, but she 

expects much more. She is shopping 
for fashion. She wants to put style 
in her paper goods just as she has put 
style on her person. She will be able 
to do this in your store if you get to 
know her and know what appeals to 
her, She is worth knowing and worth 
wooing. 

anything less than a 
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Heinrich-Seibold Stationery Co. used to sell desks and 

chairs. They still do — but now that they have a decorating 

service and can sell “the package” they have increased office 

equipment sales 75 percent in two years 

aan Stationery Co., 
I Rochester, N. Y., does a large 

volume in modern wood and metal 
office furniture. The firm's emphasis 
is on quality lines and it runs a 

decorating service that helps sell larger 

orders. 
A couple of years ago, the firm’s 

office equipment department sold 
very little but desks and chairs, The 
firm did a large business in these 
items, but most sales were for single 
units. The store did not maintain ex- 
tensive display space for equipment 
lines. Competing with firms that did, 
it saw that it was losing some pretty 

They Sell The 

Whole Office 
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good sized orders to them. 
Kenneth C. Heinrich, president of 

Heinrich-Seibold, decided to do some- 

thing about it. 
“Our concentration,” he explains, 

has always been on quality lines. We 
have built our firm on the principle 
of keeping away from price items, and 
concentrating on merchandise that had 

to be sold. 
‘As such, we decided two years ago 

that we needed to revamp our ap- 
proach to office furniture, in order to 
permit growth of that department. 
The result was the department as you 
see it today.” 
The furniture department of Hein- 

rich-Seibold is housed on a completely 
remodeled and very roomy display 
floor, which includes a studio occupied 
by a full-time interior decorator. With 
its new facilities and customer ser- 
vices, the firm is able to provide a 
much greater customer service and 
take advantage, as a result, of much 
larger orders than it could have pre- 
viously. 

Wilbur H. Cooper, who has been 
with H-S for 18 years, is manager 
of the department. He is in charge of 
the 13 salesmen who sell furniture and 
office equipment and has been office 
furniture manager since the depart- 

ment was reorganized. 
According to Mr. Cooper, the 

change in basic approach to office 
equipment sales has brought an in- 
crease of 75 percent in his depart- 
ment’s sales. This has been felt mostly 
in growing sales of wood furniture. 
Metal furniture still is sold largely by 
catalog; wood, he says, needs display. 

The orders sold by Heinrich- 
Seibold today are much larger than 
those sold by the firm before it set up 
its present facilities and services. Mr. 
Cooper says that present orders may 
run anywhere from $250 to $25,000, 
with an increasing number of the 
larger ones. These include sales to 
business offices, doctors and dentists, 
and to schools and colleges. 

Miss Marie Guberoff, the firm’s 
interior decorator, is a graduate of 
the Kendall School of Design, Grand 
Rapids, Mich. She has studied at the 
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.... $ell the Office 

(Continued from page 35) 

Munich Academy of Fine Arts and is 
a specialist in modern office design. 

Miss Guberoff can produce any 
type of office design that is required. 
She may design an office from the 
ground up, or she may merely work 
out improvements In an existing ot- 

fice. She produces a sketch of the 
completed office, picking not only the 
type of desk, specifying a particular 
finish and design, but also selecting 
color schemes, pictures for the walls, 
fabrics for curtains and rugs, and so 
forth. She makes it a point to follow 
each job closely until it is completed. 
She has even been known to go out 
“on location” and help the painters 
mix the paints. She has been with 
Heinrich-Seibold for two years. 

“I would say that almost 95  per- 
cent of the people who come to us for 

furniture use Miss Guberoff’s designs, 
and that they follow her recommenda- 
tions very closely,’ Mr. Cooper says. 
“Many firms will buy a whole office 
at once. Others will decide to buy it 
over a period of years. Almost all of 
the latter do come back to complete 
an office plan that Marie has designed. 
By giving the people in these offices 
something to plan for, we assure our- 

selves of getting their repeat busi- 
ness. 

There is no additional charge for 

the decorating service, which is cover- 
ed by the cost of the furniture. A 
customer has no commitment to buy 
any part of an office plan. In fact, he 
can use one or two ideas and scrap 

the rest. Most firms, as Mr. Cooper 
observes, follow the plan very closely, 
none the less. 
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Wilbur (Bill) Cooper has been 
manager of the Heinrich-Seibold 
furniture division since it was 
reorganized 

Mr. Cooper shows a leather sample 
to a customer in the conference 
room which is part of the store's 
furniture display area. Many pack- 
age sales are closed in this con- 
ference room. 

Marie Guberoff, full-time _ interior 
decorator for the H-S furniture divi- 
sion, works on a sketch for a new 
office. 
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e interior 
viture divi- 
for a new 

part of an office that a customer may 
want draperies, rugs, pictures, 
frames, lamps, bronze desk sets 
in short, ‘the whole works.” Many 
of these accessories are items the firm 
had no call for a few years ago. They 
are all good profit items. 

“We have found,’ Mr. Cooper 
says, ‘that when we are selling pack- 
age deals we are usually dealing with 
the top brass of a company, either 
with the president or an executive 
committee. Sometimes a firm will 
have its own interior decorator, and 
then of course we work with him.” 

Working with the “top brass’ of 
a company, or with an interior dec- 
orator, Mr. Cooper notes, means that 
you frequently are dealing with people 
who are less cost conscious than the 
regular purchasing agent. 

Although the Rochester firm bases 
its approach on outside selling, most 
“package” sales are completed in the 
large and cheerful conference area 
that is provided as part of the store’s 
display floor, A sale may take from 

Decorator Marie Guberoff helps a customer select curtain fabrics. On the wall are color 10 days to four months to complete. 
sketches of some of the offices she has designed. An average sale. Mr. Cooper figures, 

takes from four to six weeks. 
By concentrating on the services it 

can provide to the prospective office 
buyer, and by helping him visualize 

By concentrating on package deals, orating of an_ office, Heinrich- more clearly “the difference a plan 
and by providing services that help Seibold has greatly expanded the base makes,” Heinrich-Seibold has accom- 

prospective customer visualize the of its furniture operation. It now selis plished a sales feat that has made all 
possibilities open to him in the dec- not only desks and chairs, but any Rochester stand up and take notice. 

All 

Model offices like these, in both wood and steel, are found in the Heinrich-Seibold 
display area. The firm also sells the accessories shown here and considers them good 
profit items. 
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Why then 

has 
TWOiir 

Safari carries its Ownf sp 

no 

Safari, with its new Safe-Seal 

twin cartridges, holds 40% 

more ink than any other pen, 

cartridge type or standard... 

without flooding. 

Safari loads in a flash without 

fuss or mess. Look how easy: p 

Drop first cartridge into barrel—yel- 
low end up.(That’s the spare... always 
ready in the pen.) 

Why the new ESTERBROOK | | 

32 Points To Choose From (And Profit From) 

The famous feature that’s made Esterbrook There’s exactly the right point for any 

unique for years is still part of your sales __ kind of writing in the Esterbrook exclusive 

story with the Safari. 32 point collection. 



henew Esterbrook SAFARI | 

/Qink 

cartridges 

> Own spare. It’s inside the pen, safe, protected... 

not knocking about in pocket or purse. 

-1—yel- Now, drop the second cartridge in— Replace point holder—that’s all there 

- always yellow end down. (That’s it! Yellow is to it. . . you’re ready to write for a 
ends always go together.) long time. 

OK | SAFARI has two profit potentials 

(very important for dealers) 

1. Safari carries a generous profit when you sell it, either the pen alone 

or the Safari Pen and Pencil Set. 

2. Safari brings customers back regularly to buy replacement Safe-Seal 

cartridges. And you make a nice profit at 6 for 39¢. 

@® Watch for Esterbrook’s 

year-round campaign 

in Life and 

eames Saturday Evening Post! 
- - - for more details circle 138 on last page 



Office Management Show 
Expects Up to 40,000 

Chicago's Conrad Hilton Hotel will take 
the aspects of a ‘‘supermarket 

executives with the opening of a 
three-day National Office Machinery and 
Equipment Exposition, May 26-28. 

More than 40,000 business executives are 
expected to attend the Exposition spon- 
sored by the National Office Management 
Assn. in conjunction with the 18,000-mem- 
ber group's international conference 

One hundred and manu 
facturers and suppliers of office needs will 

on for 
office 

twenty-seven 

display their products and services on three 
floors of the hotel noon until 10 
p.m. each of the three days. Admission will 
be without charge to business executives 

More than 1,500 of the 
tives will take part in a three-day series 
of technical conferences during the exhibit 

from 

office execu 

Connecticut Valley 
Group Tours Plimpton’s 

A guided tour of the new 
store and warehouse facilites of Plimpton’s, 
Inc., at Hartford part 
of the April 30 meeting of the Connecti- 
cut Valley Stationers Assn. 

A social hour and dinner at the 
Bond followed the tour. 

Ken Conklin, president, has announced 
the group’s 1958-59 

show room 

was scheduled as 

Hotel 

meeting schedule 
June 3, Springfield; Sept. 30, mixed out 
ing; Oct. 22, New Haven; Dec. 3, Bridge- 
port; Jan. 28, 1959, New Britain; and 
Feb. 25, 1959, annual meeting at Hart- 
ford 

Other officers are Harold Bengston, first 
vice president; Robert Fargo, Burt Hor- 
row and Ray Vincent, vice presidents; 
Robert McNulty, secretary; Everett Scan- 
lon, treasurer; Gary Dell, auditor; and 
Richard Kilpatrick, John O'Dell, Joseph 
Yates, Charles Henion and Ray Sheppach, 
directors. 

Massachusetts Veteran 
Notes 90th Birthday 

Johnson's Bookstore of Springfield 
Mass., is observing two anniversaries this 
spring it's the 65th birthday of the 
store itself and April was the 90th 
birthday of the founder, Henry R. John- 
son. 

The original store opened May 1, 1893 
with one clerk and a boy. Today's modern- 
ized store employs 100 during the year 
and more than 200 during the Christmas 

Present management reaches 
the third generation of Johnsons. 

The store handles office supplies, sta- 
tionery, books, toys, gifts and 

season. into 

cameras 

40 
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People and Events 

haa 

a eae ae ae ee ee <4 SOE OE’ 
PRESSTIME NEWS 

The Western Area of the National Office Furniture Assn. (NOFA) will 
sponsor a management seminar at the University of Southern California in Los 
Angeles June 8-12, it was announced by Chairman Rorert T. ERVIN, Pacific 
Desk Co. The concentrated course will cover such topics as personnel selection, 
turnover, financial expansion, accounting control, group dynamics and forecasting 
nethods. Other subjects will be Working With Architects and Designers, Planning 
and Maintaining Displays and Problems and Profits in Used Equipment. NOFA's 
Western Area chairman, GEORGE NIELSON of Dray Manufacturing Co., Downey, 
Calif., expects members to attend from Oregon, New Mexico, Nevada and Wash- 
ington, as well as from California 

“What Motivates People to Buy?’ was the question aired by the metropolitan 
New York City NOFA group during a May 2 conference at the Roosevelt Hotel. 
MILTON STONE of Stone-Newman Associates was chairman of the conference 

Farnham’s of Minneapolis announced a formal showing of their new office 
furniture showrooms and the newest in office designs on April 24 and 25. 

Roy | 
try for 

MELIND, who had been calling on stationers in all parts of the coun- 
the last 34 years, died during April of a heart attack 

and a director of the Lovis Melind Company, Chicago 
He was secretary 

Born in Chicago in 1899 
1¢ completed high school there at night while working in his father's factory. 
Survivors include his father, Louris MELIND, president and chairman of the 
board, and a son, THOMAS A. MELIND, who now becomes a director of the 
company 

IvAN ALLEN, Jr., lifetime stationer from Atlanta, Ga., and a past president 
of the National Stationery and Office Equipment Assn., will deliver the key- 
note the 25th anniversary convention of The Stationery and Office 
Equipment Guild of Canada. The convention runs from May 25 to May 28 at 
Toronto, Ontario 

address at 

HaroL_p Myers of Kilhams Stationery & Printing Co., Portland, Ore., has 
been selected Outstanding Dealer Salesman of the Year by 
Travelers. Other finalists were LEONARD BERGLUND, The Stationers, Inc., Spo- 
kane; HAROLD HALpors, Charlie Helwig, Inc., Portland; WILLIAM MARSH, Shaw 
& Borden Co., Spokane; and DONALD MINTON, Strawn’s, Boise, Idaho. 
awards dinner was attended by 140 

the Oregon Trail 

The 
dealers, dealer salesmen and _ travelers 

Bert M. Morris Co., makers of desk top equipment at Los Angeles, Calif., 
has notified customers that their entire plant and office will be closed for annual 
vacation from July 26 to Aug. 11 

id that period 
No shipments will be received or orders 

shipped during 

Newly-elected officers of NSOEA’s District 9 include EARL Story, Story- 
Wright, Inc., Tyler, Tex., governor; C. W. CHANCELLOR, JR., Midland, Tex., 
E. L. Lewis, Little Rock, Ark., MARVIN FoRTNER, Gulfport, Miss., and L. W 
lass, Lake Charles, La., all lieutenant governors; ERNEST W’. JACKSON, JR., Aus- 
tin, Tex., secretary; and OvERTON H. CRAWFORD, Austin, Tex., treasurer. They 
were selected during the District 9 convention at New Orleans 
of the Texas Travelers Club, 

New president 
which entertained aboard a river steamer at New 

Orleans, is H. DoyLe May, Invincible Metal Furniture Co., Lancaster, Tex 

BERNARD KLEIN, 58, a former dealer and more recently owner and founder 
of Redi-Records Products Co., New York, passed away in April. Born in Hun- 
gary, Mr. Klein began in the stationery business as a delivery boy at the age of 
9 in New York City. For many years he operated his own store, Klein-Heim- 
binder, on Madison Avenue. A son, EDWARD KLEIN, and a son-in-law, JERRY 
FLEISHMAN, will continue Redi-Records Products Co. 
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The Revolutionary 
| 

ni orma Hore 

Pen-Pencil 

ad 

-in-One 

A) il Combination 

Pacific 
election, it 1 p 
recasting =| en 
Planning 
NOFA's ° 

Downey ll} 3 Pencils 
1 Wash- i 

opolitan 
t Hotel. 
rence 

» in THE QUALITY-CONSTRUCTED 
Hy "| pen-pencil for all writing 

‘ needs! It includes 3 colored 

1 cOUnN- pencils—black, red, blue— 

ecretary and a smooth-writing pen. Me PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 
in 1899 Ink refill is easily inserted in " 
factory. a few seconds . . . Manufac- COPI-MAT E a 
of the tured and guaranteed by now offers 
of the Norma, leaders in quality a complete 

ikolor Pencils for 25 years. ir 
ow ; . * merchandising package. 

resident Retailing at $5.95 the NORMA 
he key- § COMBINATION is a worthy 3 POINT PROGRAM 
Office f addition to the regular line of for BIGGER and FASTER TYPE- 

r 28 nationally - advertised Norma y 28 at y Multikolor (4-in-1) Pencils from WRITER RIBBON PROFITS and reduces 

i ee high inventories. 

re., has & COPI-MATE Double Pack... The only rib- 
Pa H e bons available with a DOUBLE SPOOL PAT- 

* Spo ENTED “CLEAN CHANGE" package in a se- Shaw 4% 
». The f ries of 12 packs. One of the 12 packs will 
rs i cweme $ 95 fit any standard, manual, electric and all 

4 wm, Panny mg incl. portable typewriters, imported and domestic. 
; nk Re ¢ 

one INTRODUCTORY OFFER COUNTER DISPLAY — RIBBON SELECTOR 
onder ae » CHART and FREE SALES LITERATURE . 

4 ~— 4% A sure fire counter display (illustrated) con- 
! Models taining complete ribbon inventory and sales 

Story- Are Made aids. Display near cash register for quick 
Tex. 4 With The impulse sales. 

L.W. ¥ Pen 
_Aus- § Pr COMPLETE LINE ... Leedall has a complete 
They § Combination e line of COPI-MATE PATENTED “CLEAN 

esident 4 = CHANGE" typewriter ribbons, COPI-MATE 

t hoe Visit room 129 non-curl carbon papers and duplicating sup- 

1 N. Y. Stationery plies. Carry the COPI-MATE PATENTED 
i Show “CLEAN CHANGE" line and you won't 

ounder § Hotel New Yorker . 
— miss a sale. 

| Hun- § May 18th - 23rd ; 
anol f Dealers: Write for complete catalog and 
Heim- % price lists. . 
JERRY 4 NORMA PENCIL CORPORATION. Norma Bidg. 137 West 14th St. New York 11, N. Y. LEEDALL products mig. co. nc. 

K ist: . Eberhard ’ 
; "200 West Washington Bl Los Angeles 18 MILLTOWN, NEW JERSEY 

SOON 182 Second Street - San Francisco * COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
ooen NORMA PENCIL CORPORATION Norma Buidine 1 est 14th Street New York 1]. NY INKED RIBBONS + CARBON PAPERS - ee ee 
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3 NEW LINES 

@ New Resealable Containers 

2220 E. Logan St. 

PICTURE CRAFT, INC. ROOM 809 

TRaOt mane a6. 0. Sa. 

| GZ TRADE MARK 

| Urs" Gam fast’ 

tG, vu. 5A 

Che Ten Commandments 

@ New Subjects 

PICTURE CRAFT, INC. 

Decatur, Illinois 

perfect 
balance eliminates 

writing fatigue 

FED. TAX INCL 
FAIR TRADED 

©) LP COINC.! Company 

*ONLY THE AUTHENTIC NATIONALLY Buyer 
ADVERTISED LINDY PEN CARRIES THE 

Address LINDY UNCONDITIONAL GUARANTEE! 

Male laLehaclaitlacte Ml oh 7 

THE LINDY PEN CO., INC. 

City 

Zone 

the Original 

FINE POINT 

AUTHENTIC* 

BALL POINT 

NON-REFILLABLE #F-467 

8 colors: color of cap denotes color of ink. 

LINDY SALES CO., Dept. J-F467 
9601 W. Jefferson Blvd., Culver City, Calif., U.S.A. 

State 
Foreign addressees please include one dollar (American) 
to cover packing and mailing. 

- - - for more details circle 157 on last page 

- - = for more details circle 175 on last page 

STENO PEN 

Especially designed for stenographers and others who 
prefer a fine ball point pen for writing, taking notes. 
Dainty white plastic barrel with handy phone dialer cap 
...gold clip. Permanent, non-transferable, non-smudg- 
ing ink in giant 6” brass cartridge, pre-tested, meets 
U. S. Govt. Spec. TT-1-562. 

a ae coe Sa cam Write for your FREE SAMPLE samieen: 

eee ree 

Pioneer Baltimore 
Stationer Retires 

John A. Wagner, vice president of Lucas 
Bros., Inc., stationers and printers, ap. 
nounced his retirement from the firm ef. 
fective Feb. 28. 

Mr. Wagner's association with Lucas 
Bros. spanned more than half a century 
dating from one year after the disastrous 
Baltimore fire. Both Jesse G. Kaufman, 
president of the firm, and Mr. Wagner 
joined the company in 1904. 

Mr. Wagner assumed management of 
the office furniture department shortly 
before the beginning of World War I and, 
under his guidance and leadership, the firm 
became one of the largest and most active 
suppliers of office furniture and related 
equipment in the Baltimore and the sur. 
rounding area. 

Reading Store Notes 
Diamond Anniversary 

Wm. G. Hintz, Inc., stationery and of. 
furnishings store at Reading, Pa. 

celebrated its 75th anniversary in April 
Executives and employees formally ob- 

served the event at a dinner April 15. A 
week-long diamond jubilee sale 
April 17. 

The business was 
1883, by the late J. George Hintz and 
William G. Hintz. The brothers were 
18 and 12 at the time they began oper. 
ations in a narrow hallway. 

Today the president is William G. Hintz, 
Jr., son of the younger founder. Vice 
president and manager is Andrew D. Kuhn, 
a nephew of the same founder, who has 
been with the firm for 52 years and re- 
calls making early deliveries with a wooden 
wheelbarrow. Miss Floy L. Irvin is sec 
retary-treasurer. 

The company has 21 regular employees 
and occupies a three story building at 
838 Penn St. A_half-page article in the 
Sunday Reading Eagle told the Hintz an- 
niversary story. 

fice 

began 

founded in April, 

New WOFI Booklet 
Tells Role of Color 

A rewarding new booklet on the subject 
of color in the office has been published by 
the Wood Office Furniture Institute 
(WOFI). A number of office installation 
scenes, all in color, are shown to comple- 
ment the simple but authoritative text of 
the booklet. 

The text explores the effect of color 
on ourselves and our employees. A dis- 
cussion follows on the various themes 
and schemes and general rules which 
underlie color choice. 

The booklet was one of the featured 
items in the attractive WOFI exhibit at 
the National Office Furniture Assn. Ex- 
hibit this spring. 

Called Listening For Color, this book- 
let is available at 50 cents per copy through 
the Wood Office Furniture Institute, 1414 
Eye Street, N. W., Washington 5, D. C. 
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The different game 

We 
sells itself 

. 

“T
HN
 —
—
 

rRacve’ 

one of 3 profitable new travel games 

Low cost, full mark-up impulse gift item that 

generates its own repeat sales. Bright packag- 

ing designed for profitable self-selection. 

Write for new catalog and price let 

| C. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 
| BOX 174 GRAND RAPIDS, MICHIGAN 

- - - for more details circle 197 on last page 
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ADJUSTABLE CONVEYOR 

NEW DESK MODEL FH-5C mo 

FOLD-O-MATIC 

ELECTRIC FOLDING MACHINE 
WITH CONVEYOR BELT 

RECEIVING TRAY 

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 

|G. Hintz, eg 
ider. Vice ‘ 

5 xt - FOLD-O-MATIC & 
_ who has 
rs and re- bie te | ft has the “CONVENIENCE of a CONVEYANCE”! 

in is sec ° 
with new 

employees 
lilding at AND STACKER 
le in the 
Hintz an- 

100% Fully Automatic 

he subject 
lished by 

Institute 
istallation 
> comple- 
e text of 

“= Automatically Folds 120 Sheets per < 
iS- Minute (all popular folds) . . . CON- new “SNAP-IN” CONSTRUCTION of conveyor 

} themes VEYS and STACKS Folded Pieces! and tray permits compact storage. 
s which new CONVEYOR ATTACHMENT takes folded plus ALL THE OTHER EXCLUSIVE EXTRAS that 

pieces out of machine with positive precision, | make FOLD-O-MATIC — now more than ever 
featured regardless of type or size of fold. Easily set the world’s finest office folding machine, re- 

xhibit at to exact width of folded piece .. . “Stop” gardless of price! 
ssn. Ex- Wheels prevent jamming. EXTRA! inenentgnwer universal Rapes All 

new DEEPER STACKING TRAY holds larger  mao%chine sud"bell bearings, New feed and 
nis book- quantity of neatly stacked sheets. power mechanism eliminates gears. 
through 

ite, 1414 
, oe PRINT-O-MATIC CoO., INC. 

1958 724 W. Washington Blvd ° Chicago 6, Illinois 

- - - for more details circle 198 on last page 



le ck Gc, 6-086 

Top Speakers Appear 
At Penn-Mar-Va Rally 

Three top speakers were scheduled for 
the 1958 Penn-Mar-Va Sales Rally April 
24 at the Sheraton Hotel, Philadelphia. 
Present were dealers and their sales per- 
sonnel from Eastern Pennsylvania, South- 
ern New Jersey and Delaware 

On the program were Paul Burbank, 
executive vice president of the National 
Stationery & Office Equipment Assn., Regi- 
nald Beauchamp of the Philadelphia Even- 
ing Bulletin, and Lawrence Scully, CPA, 
speaking on the “Salesman and His Tax 
Problems.” 

Office Management Ideas 
Sought in Competition 

A competition with top prizes totalling 
$4,000 for papers covering problems of 
office organization and management has 
been announced by the Office Executives 
Assn. Aimed at providing an interchange 
of and information on scientific 
of fice management, the competition is open 
to all amateur writer, 
professional writer or teacher. 

ideas 

businessman, 

Information, however, not writing abil- 
ity will be the basis of judging papers 
entered in these eight categories: data 
processing, records administration, ma- 

Memo from Barker 

Don't make a move 

chines and equipment, methods and pro- 
copying and _ duplicating, 

communications, interiors, personnel 
ministration. Papers will be accepted for 
one year, starting April 1, 1958 

The winner in category 
receive $500 and papers submitted will be 
available for 
and regulations 
be obtained 
Assn., 530 
N. Y 

cedures, 
ad- 

top each will 

publication. Complete rules 
the competition can 

the Office Executives 
Ave., New York 36, 

for 
from 

Fifth 

National Business Show 
Space Mostly Filled 

Although opening day for the National 
Business still time 
(Oct. 20), more than 80 percent of the 

Show is some away 

show's floor space has been committed, 
according to the Office Executives Assn., 
sponsors of the show. Despite the  so- 
called recession, the spurt in sales for the 
1958 show 
the same 

The 
acres of floor 

is well in advance of sales at 
time 

mammoth 
last year 

covers five 
York's Coli- 

exposition 
space in New 

seum. 
This year’s 50th anniversary show will 

feature an old-time The exterior 
and interior of a establishment 
of 1908 will be shown, completely equip- 

theme. 
business 

ped as an office of that era. Part of the 
display will be a 1908 Oldsmobile, loaned 
for the show by General Motors Corp 

— 
Heyer Corporation's 
Founder Dies at 84 

Theodore Augus. 
tin Heyer, president 
and founder of the 
Heyer Corporation, 
Chicago, manufac. 
turer of office dup- 
licators and supplies, 
died recently in his 
home at Miami 
Beach, Fla. He was 
84 at the time. 

Mr. Heyer began 
making duplicating 

equipment in 1903 and his first product 
was the Chicago Hektograph, a gelatin pan 
duplicator. He added stencil machines in 
the early twenties, and finally spirit dupli- 

and supplies. Today, distribution 
of his products is international. 

Promoted by 3M 
of Richard G. Birkins to 
sales manager, gift wrap 

and fabric division, has been announced 
by Minnesota Mining & Manufacturing 
Co. Birkins joined 3M as a cellophane tape 
salesman in 1950. In his new position, he 
will be responsible for sales of the di- 
vision’s products in territories covered 
by the Boston and New York area branch 
offices. He will headquarter the latter, 
which is located at Ridgefield, N. J. 

Heyer 

cators 

Promotion 
Northeastern 

until you see the new sensational Barker Christmas Boxes and 

Solid Packs! 

We proved last year that Barker $1.50 Solid Packs would sell 

out first and fastest! 

So we can truthfully say, 

Solid Packs are greater than ever! 

Everybody loved them! 

this is Barker's year; - for our new 

quality cards, and packaged beautifully for fast, 

sales. on sight! 

Every one is a big value in 

immediate 

Also many wonderful novelty counter cards and Special Dollar 

cards = the best in our history! 

So before you make any plans for Christmas, 1958, be sure to 

wait and see the sensational Barker line -- it will be worth it! 

BARKER GREETING CARD COMPANY 

14TH AND CLAY STREETS ® CINCINNATI, OHIO 

ae 

- = - for more details circle 113 on last page 
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The Olivetti Summa 15 provides a com- 
bination of eight desirable features not 
found in any other hand adding machine: 
direct subtraction, automatic credit bal- 
ance, high (10/11) capacity, totals and 
sub-totals in red, single-stroke totals, 
automatic stroke counter for multiplica- 
tion, unique reach-easy control switch, 
and non-add key. 

An unusually sturdy machine, the Summa 
15 is built to take hard usage. Olivetti, 
now celebrating its 50th Anniversary, 
makes and assembles all parts itself, thus 
‘an closely control quality, insure de- 
pendability. Olivetti has made and sold 
700,000 adding-calculating machines. 

Life Magazine readers are seeing four 
Olivetti full-color ads during a 90-day 
period ending mid-June. 

Olivetti machines offer dealers full-profit 
opportunities on every sale. For informa- 
tion, write Portable Division, Olivetti 
Sales Corporation, 375 Park Avenue, 

New York 22, N. Y. 

olivetti 
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NEWS 

Levitan Takes Position 
In Leother Goods Firm 

Maurice A. Lev- 
itan, who 
for 27 years until 
recently as execu- 
tive vice president 
of The Luggage 
and Leather Goods 
Manufacturers of 
America, has been 
engaged as_ sales 
manager by the 
Hagerstown Leath- 
er Goods Co., Hag- 

served 

Levitan 
erstown, Md. 

Mr. Levitan will be in charge of the 
sale and distribution of the firm’s prod- 
ducts. 

Office Interest Widespread 
Interest in revamping old offices to look 

up-to-date is not limited to the United 
States — take it from Charles S. Nathan, 
Inc. 

Nathan, New York office planning and 
furniture company, recently began a series 
of ads in Manhattan newspapers, offering 
free office planning kits to interested ex- 
ecutives. The firm was deluged with re- 
quests. What caused the most raised 

eyebrows, however, were requests from 
such distant lands as Brazil, Italy and 
Australia 

One appreciative foreign executive wrote, 
We especially appreciate your kindness 

in sending the kit, since, as far as we 
know, you have no_ representatives in 
Brazil and we shall therefore be unable 
to buy your furniture.” 

Facit Promotes Pair 
To Sales Division 

Anthony J. Arancio and Rolf B. Rehder 
have been promoted to the sales division 
of Facit, Inc., national distributors of 
Swedish-made business machines. 

Rehder 

Mr. Arancio, with Facit for six years, 
has been named assistant in the sales de- 
partment to work with the general sales 
manager in direction of the firm’s network 
of dealers and distributors. 

Arancio 

let a pretty face stimulate sales for youl 

from the Flower Wedding Line.. 

€3 most popular faces of the year! 

“ joined letters in exclusive new scripts! 
®@ sharper, more legible letters! 

REGENCY THERMOGRAPHER 

Mr. Rehder assumes the new post g 
assistant to Lou Merlano, Northeast dj 
trict sales manager in the New Englanj 
and Middle Atlantic states and in parts g 
Ohio, Kentucky and Cuba. 

= 

2 * 

vy 

Otto Gressens was elected president 
Horder's, Incorporated, Chicago, on March 
20 to succeed Harold W. Jacobsen. As presi- 
dent, Mr. Gressens will serve as chief execu. 
tive officer. He has been executive vice 
president of Peabody Coal Co. and, prior to 
1951, he was financial vice president of 
Commonwealth Edison Co. The announce- 
ment was made by Stuart S. Ball, chairman 
of the board. 
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Regency Heliograving (not to be confused with engraving 
stimulates sales for you with all these extra advantages: 

@ new effects with superimposed and angled letters! 
@ superior craftsmanship at an amazingly low price! 

F ad a E! Flower Wedding Line Catalog features a complete 
selection of all the most asked-for si Postpaid shipment within two days of order! Fu// 50% ceggelh 
address your request on your business letterhead to: / 

| 

28 West 23rd Street, 
New York 10, N. Y. 
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ident of 

**™ NEED AFRESH 

EAGLE “8! BRAND 

Says—DON WAGNER, V.P. 
PERRY OFFICE SUPPLY CO., SYRACUSE, N.Y. 

Self-Serve | 

Rack Holds Over | 

1 Gross of Ribbons 

In 1 sq. ft. Area 
BILL PERRY adds: “Our typewriter ribbon sales 

caught fire when we put in your Eagle Brand self- 100% 

serve display rack. Now our customers serve them- 

selves quietly, quickly, and easily—leaving our SELF-SERVE 

sales people free to serve others, thanks to your MERCHANDISING PLAN 

BILL revolutionary merchandising system. Your trans- 

Pres om t k lso has eliminated costly wrong res. Perry Office arent package also elimi c y wrong- 
P Mire ' S CREATES 

IMPULSE SALES 

viously used by ribbons packed in obsolete boxes. We have your EACH RIBBON 
rack out on the counter in full view of our store traffic where it 

has created many impulse sales—something we never had before VAC |) J a PAC K t D 

with our previous brand. The customer is also happy because he 

many nat'l mer- 
chandising awards ribbon exchanges. 

“The compact display rack has freed valuable shelf space pre- 

is getting a ribbon with the original factory freshness sealed in NO EXTRA COST 

by your novel vacuum packing. 60 DIFFERENT RIBBONS 

“I personally think your Eagle Brand Self-Serve idea is the finest 

typewriter ribbon deal on the market; it’s new, it’s different, and ON ONLY 12 SPOOLS 

it really sells. Believe me, we know.” 2 COLORS 

WE CAN DO THE SAME FOR YOU! 
Special Introductory Offer Now in Effect 

_ mewn’ EAGLE -: BRAND 

AMERICAN RIBBON AND CARBON CO., INC. VACUUM PACKED 
Manufacturers Since 1898 TYPE weal TER RIBBONS 

Dept. MS, Box 12 1 2, Rochester 3, N.Y. @ Finest quality © Alwaysfresh e Last longer 
Be "RRO ARs eae tr tary Se on RS Re Dag @ Sharper writing © No extra cost 
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Anniversary Noted 
At Wilson Memindex 

Freda E. Schrei- 
ber, president of the 
Wilson Memindex 
Co., celebrates her 
fiftieth anniversary 
of continuous serv- 
ice to the company 
on May 25. 
Miss _ Schreiber 

started as a book- 
keeper and steno- 
grapher, progressing 
successively to of- Miss Schreiber 

fice manager, treasurer, and then to presi- 
dent and general manager, a position she 
has held for 30 years. 

Company personnel are holding a recep- 
tion in her honor May 22 at the Manger 
Hotel, Rochester, N. Y. 

Stempel Opens in St. Louis 
Inauguration of a new shipping point 

in St. Louis for its office accessories by 
Stempel Manufacturing Co., which has its 
home office and factory in Dallas, Tex. 
Facilities in St. Louis are expected to 
provide more efficient delivery and lower 
freight costs to customers throughout the 
Midwest, North and Northeast. 

Automatic Dispenser 
Automatically counts and dispenses 5 or 10 
chips! Just pull a key—that’s all. No 
springs or intricate mechanisms to get out 
of order. 

Big Capacity 
Holds 300 interlocking, unbreakable plastic poker 
chips — white, red, blue and even yellow! Also two 
decks of quality p'aying cards. 

Attractive 

Compact 

48 

Avitomatic. Attradtive.Lumrious 

in
ma
st
er
 3
00
 ¥ 

Sturdily built case with elegant white 
and gold ostrich finish. 

Easy to use — easy to carry — easy to 
store. Size: 1034” x 8” x 314”. 

2,400 at Gift Show 
The 27th Minneapolis Gift, Art, China, 

Glass, Housewares & Stationery Show set 
a new all time attendance record of over 
2,400 buyers for its spring market at 
the Radisson Hotel, Minneapolis. Exhibi- 
tors reported from good to excellent orders 
for the four-day event, according to Helen 
Brett Trade Shows, Inc. 

Open Chicago Plant 
Reed Starline Card Co., Los Angele 

has established a distribution center fo, 
imprinted Christmas cards in Chicago ty 
provide cheaper and speedier delivery sery. 
ice for Midwest and Eastern dealers. Th 
company will be able to allot PG album 
to a greater number of dealers in th 
Midwest and the East this season. 

To celebrate the opening of their Famous Brands Spring Value Days promotion in March, Hor- 
der's, Inc., 57-year-old Chicago office supply house, gathered its 155 sales people, executives 
and guests for a dinner emceed by Willis Wolf, in charge of the eight Horder retail stores. 
Dr. G. Herbert True, marketing professor at Notre Dame, was invited to speak on creative 
selling. Later H. J. Seigle, vice president, said the promotion was among the most successful 
in the firm's history in spite of a so-called business recession. 

iid 

The Victory Line includes America’s most complete 
selection of quality plastic game accessories. 

Send for detailed information today. 

Chicago 12, Illinois 

VICTORY MANUFACTURING CORPORATION 

1738 West Arcade Place * 
- - - for more details circle 187 on last page 
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DE hagas assesses s Se eR 
National Artcrafts 
ai J. LL. (Jack) 

Jackson, a veteran Stylex Seating Co. Names 
3 New Representatives 

Appointment of Wholesale Office Equip- 
ment Co., with offices in San Francisco, 
Los Angeles, Seattle and Denver, as West- 
ern Factory Representative has been an- 
nounced by Stylex Seating Co., Philadel- 
phia manufacturer of steel office chairs 

Ben Schluger, Malden, Mass., has been 
named to cover office furniture dealers 
in the six states of the New England area 

in the greeting 
card industry, has 
joined National 
Artcrafts, Inc., De- 
troit, Mich., as 
their new West 
Coast branch man 
ager. Mr. Jackson 
will be responsible 
for all operations 

for Stylex. Ben F. Johnson, Lexington, Jackson in eight western 
N. C., has been appointed to represent the states. He is headquartered at National's 
Stylex line in the states of North and Los Angeles plant, located at 1700 West f ° 
South Carolina and Virginia. Pico Boulevard { Af yan f 

( wi 
Joins Cosco in Midwest Monarch Show Room Offers ; ae 

Robert J Mar- Sales Training Clinics ae Sate Geo gig ooo = 
shall is the newest A new concept in show room merchan tioners — that's the record of Joba E. Scol. 
Cosco office furni- dising was introduced by Monarch Furni lin who was saluted in the March issue of 
ture representative ture Co., High Point, N. C., with the Groom's Bulletin, monthly house organ. Jan. 
in a four-state area opening March 30 of its new show roor vary 28th happened to be his 90th birthday 
consisting of Kan- at 440 Fourth Ave, New York City bet he was on the lob oo he hes Seon omy 
sas, Missouri, Iowa In addition to displaying a complete ow cae ay ee Cases & Oe 
and Nebraska. He cross section of the company’s office furn 
will handle the ter- ture, there will be an integrated display Push-Pin Names McDaniel 
ritory along with of closely related products from othet Charles C. McDaniel, secretary-treasurer 
Cosco representative manufacturers such as desks, file cabinets of the Texas Travelers, has been appointed 
Bill Burt. A native and safes. With this as a_ background representative for the Moore Push-Pin Co 

Marshall of Kansas City, Mr Monarch will open its doors every fourth in Texas, Louisiana, Oklahoma and Arkan- 
Marshall is married and the father of two week for sales training clinics for sales- sas. He makes his headquarters at 4909 
children. men of office furniture Overton Ave., Fort Worth 15, Tex 

MAGNIFIER Vea x MAGNIFYING READERS 

‘ & BAUSCH & LOMB 

\Sity Rochester, 
& Lome G 

Stores just like yours have found 
magnifiers great impulse purchase 
items. When properly displayed, they 
literally sell themselves. These new 
displays located in your store will 
“capture” store traffic . . . customers 
will look and buy. Surveys show 
average turnover of magnifiers is 4 
times a year ... this equals 267% 
margin! Write today for full details, 
Bausch & Lomb Optical Co., 52430 
Bausch St., Rochester 2, N. Y. 

BAUSCH 6 LOMB VISIT US DURING THE SHOW 

Come up to our exhibit in Room 538, Hotel New 
Yorker, for a free gift and a chance to win one of 
these displays complete with magnifiers. 

SINCE 1853 

- - = for more details circle 115 on last page 
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NEW! 

NON- 

PENETRATING! 

ODORLESS! 

Cpeediry 

fixct 

> m
agic

 ma
rker

’ 

patented 

*TDurable...... yet FRemovable! 

8 BRILLIANT e Dries instantly on porous surfaces 

e Non penetrating ¢Odorless No loose ink 
COLORS ’ tie . 

e Removes by washing or eradicator 

The new Speedry PR (Durable . . . yet Removable) 
Magic Marker is the sensational answer to a whole 
new market that wants the features of the famous 
original Magic Marker... its sure operation, instant- 
dry quality, no spill, no leak, no loose ink... plus 
the freedom to wash it off or eradicate. 

SHOW « FEATURE « SELL 
0 Speedry’s 20-year experience in special-purpose 
peed marking, stamping and stencilling devices for indus- 

VY | try, office, home and school now brings all of these 
most wanted features plus two great added develop- 
ments: non-penetration and odorless! 

Order your stock today to sell new customers this 
remarkable companion to the famous original Magic 
Marker. They'll be reading about it and wanting it 
now! 

1 0 WAYS 

TO PROFIT 

_ With PLEASURE Stenciling Set 
a. wane 

en $750 

SEND FOR YOUR 

“DEAL SHEET” ON 

% maqic marker: 

Now! 

SPEEDRY PRODUCTS, INC. 

Dept. MS-9 Richmond Hill 18, New York 

World leaders in special-purpose marking, stamp- 

ing, stencilling inks and devices for industry 
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To Cover Southwest 
For Cramer Posture Chair 

Ralph Weedman 
has been named 
Southwest District 
sales representative 
for the Cramer Pos- 
ture Chair Co., 
Kansas City, Mo., 
to supervise dealer 
sales in Oklahoma, 
Texas, Arkansas and 
Louisiana. 

vs Weedman has 
Weedman been manager of 

Cramer contract sales and national sales 
representative for the past two years. He 
was formerly sales representative for the 
A B. Dick Co. He will headquarter in 
Dallas, Tex. 

C. L. Scheffler 
Joins Graffco 

George B. Graff Co., makers of 
Giaffco file signals and maptacks, has ap- 
pointed C. L. (Bill) Scheffler as its 
representative in Oklahoma, Arkansas, 
Texas and Louisiana. His home is at 6307 
Stichter St., Dallas, Tex. 

52 

DIPLOMAT 
$3.95 

Box Cards Appoints 
National Sales Manager 

; Noel A. Williams 
has been appointed 
national sales man- 
ager for Box Cards, 
Inc., and will be in 
charge of all com- 
pany salesmen and 
sales representatives. 
He also will be re- 
sponsible for sales 
promotion, merchan- 
dising and market- 
ing and will assist 
of new products 

Williams 
in the development 

An Installation Banquet was held in Miami 
recently for officers of the Office Supply & 
Equipment Dealers of South Florida. Left to 
right are C. M. Long, treasurer; Paul Barnett, 
secretary; Maurice S. Brody, president; and 
Lawrence Blank, vice president. The group is 
planning a Business Show for Oct. 19-21 at 
the Miami Bayfront Auditorium. 

Hartford Firm Plans 
Move to New Quarters 

Harris Office Equipment, Inc., Hart- 
ford, Conn., moved this spring into newer 
and larger quarters at 60 Allyn St. 

The new showroom and warehouse, with 
ample parking facilities, will display cleri- 
cal and executive office furniture in metal 
and wood, general office supplies, business 
machines, steel shelving, moveable office 
partitions and office accessories. A new 
budget department will feature popular 
priced office furniture plus the store's 
department for “Used but Not Abused” 
merchandise. 

Ennis Names Sales Rep 
Morton Gass, a 

native of California, 
has been appointed 
sales representative 
in Los’ Angeles 
county for Ennis 
Tag and Salesbook 
Co. and American 
Carbon Paper Manu- 
facturing Co. 

Mr. Gass _ will 
work with the Ennis 

Gass West Coast division 
located at Paso Robles, Calif., and will 
have offices at 107 East 64th Place, Ingle- 
wood. 

as INDIVIDUAL as 

your SIGNATURE... 

THE DIPLOMAT Changepoint’s new and distinctive pen 

set for individual use and office standardization. Available 

in chrome or gold alumalite ball pen or fountain pen. 

ra + rE, potest Goa. 

TELEPHONE DI 3-7965 

TULSA 2O, 
552 SOUTH ROCKFORD 

OALAN OMA 

IT’S NEW 

- - = for more details circle 124 on last page 
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new 
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a it creates more sales 
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SAYS. Nathan Balaban, President 

Service Office Supply Company 

Detroit, Michigan 

Service Office Supply in Detroit is another one 

of the many successful office supply houses 

across the country that features the complete 

line of Oxford products. The reason is simple 

. carrying the full Oxford filing line means 

more profits for the dealer. Why? Customers 

like the quality, competitive price, and complete- 

ness of the Oxford line of filing supplies... 

and they make their preference known when 

they buy. In a recent survey of leading brands 

of filing supplies, Oxford was THE preferred cas | 

brand name! 

It’s easy to introduce the Oxford line to new 

customers, too—with the Pendaflex® Dem- 

onstrator Kit. Perfect for demonstrating the 

new concept of filing that you offer in Pendaflex 

hanging folders, this Kit also acts as a handy 

brief case for carrying samples and catalogs of 

everything you sell. 

You realize full profits when you're a full line 
Oxford dealer! Write today for information on 
all Oxford filing:supplies. FIRST NAME 

ge Oxford Filing Supply Co., Ine. IN FILING 
6-6 Clinton Road, Garden City, N. Y. 
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A time and motion study by Rogersnap Business Fo:ms is illustrated 
this way in a dealer sample kit to show the steps saved in using 

A flying showcase was used by Permacel-LePage to show its wares on carbon second sheets. 
a 13,000-mile, 38-city sales tour. Making a final check of the dis- 
plays before the DC-3 took off are George C. Riegger, Permace!- 
LePage president, and Pat McKeen, flying secretary-stewardess. 

VIEWS 

of the NEWS 

li pays to have a teen-age son when you are Mary Dorman of Dur- 
and Mfg. Co. She is shown dropping coins in her 16-year-old’s 
“Fun Fund" bank in preparation for a May 21 sailing for two months 
abroad. She and Harry, Jr., will represent Durand’s “Mary Dorman 
line’ of leatherette albums and novelties through personal appear- 
ances at U. S. Army and Air Force installations in Europe. 

NOFA convention delegate this year from the farthest away was 
Antonio Ruiz Galindo, Jr., of Mexico City, representing the largest 
office furniture manufacturer south of the United States. At right 
is Senora Galindo and in the center is Mrs. Edward J. MacMullan, 
Philadelphia party-giver who entertained NOFA officials at a buffet 
during the convention. 
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HOW TO EAT YOUR CAKE 

-AND STILL HAVE IT 

One sale is like a piece of cake—Here today and gone tomorrow. But 

when you get yourself a steady customer on whom you can depend 

for repeat business you’re eating a cake that you'll have indefinitely. 

Acco products represent the permanent kind of cake. Your customer 

for a few Accopress Binders or Accobind Folders soon begins to buy 

in quantity and—if you know your Acco Catalog—is a prime pros- 

pect for Acco Fasteners, an Acco Punch, Special Application Folders, 

Form Binders, various sizes and all the other Acco quality products. 

This isn’t guesswork—it’s been proved time after time. The secret 

is to know the Acco line, prompt the sale with a suggestion and go 

on from there! Why not make an Acco everlasting profit cake for 

yourself? Feature Acco products all the way! 

From left to right—an Accobind Folder, Acco- 
press Binder (or 2-piece covers), Pin Prong 
Binder. See your Acco Catalog for sizes and 
complete descriptions—or write us. 

ACCO PRODUCTS 

A Division of NATSER Corporation 

Ogdensburg, New York 

In Canada: Acco Canadian Co., Lid., Toronto 

- - - for more details circle 101 on last page 



OLD ENOUGH TO KNOW HOW 

... YOUNG ENOUGH TO TRY /T/* 

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

No. 870 ANCOSTEEL 
DRAFTING TABLE 

« Fingertip 
tilt control to 

full 90° vertical. 
¢ Print drawer 

full width of base. 
e Illustrated supply and file 

drawers are optional. 

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 riACcoOo 

A “CLA 
W 0 C hed ~ r ~wiA Li . 

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 108 on last page 

NEW PRODUCTS... (Continued from page 1}j 

11 
A Locomotive Crayon Set by B, 

Shackman & Co. includes a wooden 
locomotive with 12 assorted color cray. 
ons. The item is also available in the 
form of a boat at the same price of 
$6 per dozen. 

Another novel Shackman item for 
stationers is a Clown Pencil Selector, 

which consists of a round wooden box with a clown-head turn 
selector on top that opens to the desired color pencil matching 
color panels on the outside. 

Magnifier Displays 12 
Bausch & Lomb has announced two new 

Reader-Magnifier displays especially de- 
signed for stationery and specialty stores. 
One is the permanent, illuminated display 
shown here for magnifying-Readers and 
the other is a throw-away display which 
holds 12 pocket magnifiers. 

The company also is introducing a new 
display carton at the New York Stationery 
Show. 

Desk Set 13 
A four piece desk set designed 

by Raymond Loewy Associates to 
retail for $5 is part of the new 
Plumette line introduced by the 
S. K. Smith Co. at the New York 
Stationery Show. 

There is a complete matching 
line of this design including scrap 
books, photo albums, waste bas- 
kets, diaries and address memo 
books. 

Christmas Cards 14 
Windsor Art, Inc., has a new dif- 

ferent line of 22 designs for its 1958 
Christmas cards. The cards are embossed 
and gold bronzed and packaged in 
colorful boxes with full view acetate 
top. Each box contains 25 cards. 

Scrapbook 15 
A teen-age Sports Scrapbook by Dur- 

and Manufacturing Co. is produced on 
white leatherette with bright colorful 
cartoon designs. The book consists of 
30 grey leaves and three king size 
envelopes. It retails for $3 

Clipboards 16 
A new line of gaily colored clipboards has been announced 

by Stempel Manufacturing Company. The steel clips 
specially engineered surface treatment and the accom- 
panying boards, of super-durable fibre hardboard, are finished 
in a variety of 

have a 
colored 

harmonizing colors. 
Called “Colo Clipboards,”’ they are offered in four standard 

sizes — memo, note, letter and legal. The clips are cased in a 
transparent plastic covering for protection in shipment and handl- 
ing. 
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Sorting File 17 
Steel filing cabinets with 

i to 36 compartments for 
sorting are offered by Angle 
Steel Inc. The 36-compart. 

Carbon Pape, 

Ribbons 

ment model shown here BUILD 
EXTRA t i measures 12 inches in depth 

— by 60 inches in width by 19 
: ERASER inches in height. 
: “a Each shelf in the line is fitted with a label holder and 

SA LE S is adjustable on 14 inch centers. 

Lucky typists — those who use electric machines or any others, 
for typing distinctive, beautiful impressions through carbon paper 
ribbons! LUCKY YOU — if you're cashing in on the booming Birthday Candle 18 
business in carbon paper ribbons and the increasing sales of these Sg a ca mong » new Emkay candle designs erasers that go with it! Sell a set of these erasers in the same sale! Among the ne Paso es 

exhibited at the New York Stationery Show 
is an illustrated Birthday Candle, stand- 
ing 91/. inches high and with markings for 
every year from 1 to 21. A special Gold- 
mark sheet is included to affix a young- 
ster's mame to the candle 

TWO EASY STEPS WITH THESE 
SPECIALLY-SUITED WELDON ROBERTS ERASERS 

NO. 448 GREEN GLOW. > 
* Removes surface carbon to 

prevent smearing. Soft greeen rubber encased 
in spiral paper wrapping with pull string 
for easy repointing. 

NO. 3650 GRAYPOINT. p> 
* Removes the final image. 
Wood-cased eraser with qual- 

ity gray rubber core. Easily re- 
pointed in any pencil sharpener 
or with a knife. Hexagonal; 
won't roll off desks. With whisk 
for removing eraser crumbs. (NO. 
365 GRAYPOINT. Same eraser 
without brush.) 

Typewriter Paper 19 

ot 

A new line of Certified Type- 
se oe writer papers is being marketed by 

gE : Chemical Paper Manufacturing 
Corp. The line is boxed in yellow 

a and black for quick identification 
ee and consists of 13 grades. 

Chemical says its line offers the 
iii * correct grade of paper for each 

specific use to eliminate waste of 
; high-priced papers on_ routine 

work. To help introduce the line, Chemical is offering a 
Paper Selection Chart and a Buying Guide showing which 
paper to use for maximum economy and efficiency. 

OR... NO. 378 GRAYPOINT. > 

With same quality gray rubber 
core. Spiral paper wrapped, like 
NO. 448 Green Glow 

The Graypoint Erasers are also 
superb for erasing impressions 
typed through fabric ribbons . . 
me ' Adjustable Chair 20 

A new automatic, adjustable pos- 
ture chair with a larger base, especial- 

Show Your Customers This 
So Quick, So Clean Erasing 

ly designed for schoolroom typing 
classes, has been announced by Ajusto 
Equipment Co 

The wider base, designed for cor- 
rect balance, has a 20-inch spread and 
is equipped with replaceable polished 

-— FREE SAMPLE — 

Write us for a free sam- 
ple of each of these 
Weldon Roberts Erasers 

steel glides. A special mechanism per- 
OR mits instant raising and lowering of 

the seat without the use of tools. a 

ORDER A TRIAL 

BORE GF GACH Electric Stapler 21 
AT FULL DISCOUNT 

American Wood Type Mfg. Co. has 
been appointed distributor of the Elec- 
tric Saddle Stapler introduced recently 
by Swingline for the graphic arts. 
The machine has a deep 10" throat 
and can staple a 120 page book of 
60 Ib. coated. 

The stapler comes equipped with 
a foot pedal, leaving the operator's 
hands free, and a safety guard bar. 
Units can be set up in tandem to in- 
sert two or more staples at once with 
one touch of the pedal. The stapler 
sells for $84.50. 

WELDON ROBERTS 
RUBBER CO. 

365 Sixth Ave. Newark 7, N. J. 

World’s Foremost Eraser Spec:alists 

Correct Mistakes in Any Language 

- - - for more details circle 178 on last page 

58 MODERN STATIONER, JUNE, 1958 



17 
inets with 
ments for 
by Angle 

5-COm part. 
wn here 
> IN depth 
dth by 19 

older and 

19 
ied Type. 
rketed by 
ifacturing 
in yellow 
itification 

offers the 
for each 
waste of 

routine 
fering a 
iz which 

=> 

S 

21 
Co has 

the Elec- 
recently 

hic arts 
throat 
book of 

ed with 
perator’s 
ard bar. 
m to in- 
ace with 
' stapler 

, a 

MR.
 DE

ALE
R: 

THIS GIANT 

9 tJo_o bh. DEAL 

TOPS ’EM ALL! 

S
e
 
w
i
r
 
4

 

2 C Fant vu-riter ? Cc Foenlb.on pencilette 

Wiles with ERASABLE — Pencil Lead America’s Fastest Selling 25¢ Pen 

= a ~ 
[ Canneain ?. >» 

“riter ; ei ‘wer VG-riter \ 
vurriter {8 ite Ec} NoRettirPn 25° ateyitne! | 

You can make REAL BIG money during this special “1 FREE WITH 11” offer on the 

25¢ Ferber VU-RITER Pen and the 25¢ Ferber PENCILETTE. Your normal 40% 

profit is increased to a BIG 45% on two of the fastest selling items you handle. 

OFFER LIMITED e ORDER NOW WHILE YOUR DISTRIBUTOR STILL HAS STOCK! 
Factory orders must be postmarked before June 13th, 1958 

Fea tts.oh_ pe 

CORPORATIO 

ENGLEWOOD : NEW Sal RAs 00%] PosT | 
- for more details circle 141 on last page 



PROFITS 

for YOU! 

SAVINGS for 

Your Customers! 

Craftint 

No. 19 “Starter’’ Oil Painting Outfit .. . PLUS 

Sensational, New Mix-N-Match Color Palette Guide! 

RAP TINT MIX-N-MATCH COLOR PALETTE GUIDE 

a $4.95 value 

NOW $3.95 
(Limited Time Only) 

Cash in on Craftint's special offer! Your customers are pre- 

sold with ads in the American Artists and School Arts Maga- 
zines! This two-in-one bargain features the new CRAFTINT 

MIX-N-MATCH Palette Guide —the BIG Guide that helps the 

amateur paint like a professional. This 14%" x16” Color 
Matching Chart shows your customers how to paint the exact 

colors desired — quickly — easily! There has never been an- 

other like this — anywhere — any place — any time! And now, 
for a limited time only, this sensational CRAFTINT MIX-N- 
MATCH Palette Guide is being offered FREE with the No.19 

“STARTER” Oil Painting Outfit. This set is compact and fitted 
with ten tubes of CRAFTINT-DEVOE Artists’ Oil Colors, bottles 

of pale drying oil and turpentine, brushes and instructions in 
a lacquer-finish, wood box, PLUS CRAFTINT MIX-N-MATCH 

Palette Guide. 

The No.19 “STARTER” Set regularly sells for $4.45. MIX-N- 
MATCH chart is priced at 50¢. This $4.95 value is featured 

for only $3.95. 

Your regular discounts apply to the special $3.95 price and 

a chart will be included FREE with each set purchased. 

for 

complete € 

details — raft é nt 

oe THE CRAFTINT MFG. CO. 
wire or NEW YORK « CLEVELAND + CHICAGO 

phone 1615 Collamer Ave., Cleveland 10, 0. 

- - = for more details circle 129 on last page 

NEW PRODUCTS ........+-0 

Check Canceler 22 
Development of a completely 

automatic feed perforator has been 
announced by Cummins-Chicago 
Corp. Called the Cansamatic, it cag 
cancel conventional checks and also 
punch card and magnetically coded 
checks without interfering with 
later automatic processing. 

All checks are canceled perma. 
nently and are automatically stack. 

ed in sequence. The company says conventional paper checks, 
canceled by the unit at a rate of up to 400 per minute, can 
be stored in 30 percent less filing space than checks can. 
celed by conventional perforators. 

Rubber Stamp Type 23 
Force Western, Inc., offers a new 

Base Lock Interchangeable Rubber 
Type which permits easy and speedy 
setting up of rubber stamps. The 
type has been improved to give bet- 
ter alignment of the various sized 
characters. 

Old English and outline styles of 
type are available. Prices for com- 
plete fonts of the alphabet and 
figures start at $1.85. 

Secretarial Desk 24 
A small, double pedestal, steel secretarial desk with the 

features of full size models has been designed by the Bentson 
Manufacturing Co. 

The desk is 55 inches wide instead of 60 inches and has 
a full size typewriter pedestal with a trouble-free elevator 
mechanism. The second pedestal is smaller but carries the 
usual three box drawers or one box drawer and one deep 
file drawer — plus a “pop out” reference tray. The center 
drawer is 1914 inches wide. 

Carbon Second Sheets 25 
Rogersnap Business Forms has 

designed a package of carbon sec- 
ond sheets to sell itself in the 
form of a new flip out dispenser 
box for sales exclusively through 
stationers. With the new box, car- 
bon and copy paper are ready for 
immediate use and most of the 
non-productive work of gathering 

copy and carbon is eliminated. 
The one-piece, easy opening box also solves storage 

problems and eliminates carbon paper damage through curling 
or wrinkling. To promote sales of the new Rogersnap Flip 
Out Dispenser Box, a complete sales presentation program 
has been developed for stationers, including a sample kit. 

Portable Typewriter 26 
Cole Steel Equipment Co. has 

added the new ‘1958’’ Cole Port- 
able Typewriter to its line. The 
functionally designed machine 
weighs 8 pounds, 8 ounces, and is 
available with pica, imperial or 
elite type. 

Special features include an end. 
of-page indicator, finger molded 
keys, card and label holder, erasure 
table, paper supporter and a choice of five colors. Cases are 
plastic or leather. 
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NOW 

Meee completely automatic multiplication 

Gee att conventional adding machine cost 

aw it’s “addo-x”" model 2341 E automatic multiplier 

s with——_——fast fast ——— fast ———completely automatic multiplication 

8 priced ———_low— —no more than a conventional adding machine 

= you profit profit profit—_—by selling this truly unique machine 

for details phone, wire or write"addo-x inc’, 300 Park Avenue, New York 22, NY, PL 5-5420 
- = = for more details circle 103 on last page 



THE BIG NEWS IS FROM 

EATON'S 

285 

ESTONG 

This year, Eaton’s big Show news is a scintillating line of Fall and Christmas 

letter-paper stylings... a number of timely, fresh additions to the profitable 

Nascon “At-A-Glance” line of record books... dependable profit-staples in 

the famous Berkshire Typewriter Paper line .. . luxurious prestige creations 

and volume-producing promotional items in Laura Lee Linder leather acces- 

sories for home and office. You haven’t seen the Show until you visit Eaton's 

display! We look forward to welcoming you. 

EATON's 

3 2, y) Paper Corporation | 

“ErreR P 

PITTSFIELD, MASSACHUSETTS 

NEW YORK, 475 Fifth Avenue 
CHICAGO, 6 North Michigan Avenue 

- - = for more details circle 135 on last page 
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Air Power Stencil Cutter 

with controlled two 

27 
A new unit for cutting sten. 

cils with air power has been in. 
troduced by the Ideal Stencil 
Machine Co. Called the Power. 
Pac, the new device is designed 
to fit all Ideal Stencil Machines 
already in 

The unit has a two-way built. 
operation. 

in air cylinder that assures a 
positive cut and return cycle, 

manually operated push button valves 
Operator merely selects the desired letter and pushes the button, 

Triangular Scales 
Alvin and Company offers 

a complete selection of pro- 
fessional triangular scales for 
architects and 
They are made of 
with faces completely 
bodied in white 
durability and lightness 

‘ models are 

Executive Chair 

Me 

Copier Regulator 
The makers of the 

Portable photocopier, F. G. Lud- 
wig, Inc., has introduced a voltage 
meter for use with the copier. Call- 
ed the Contourometer, the new 
accessory completely 
timing guesswork and 
waste of time and 
photocopying 

The voltage regulator 
veloped for use where current may 
vary due to inadequate wiring or overload. Incoming 

Executive Desks 

and cabinet units provides 

engineers. 
Boxwood, 

plastic 

priced at $4 

materials in 

28 

em- 
for 
All 

75 

29 
The B. L. Marble Chair Co. offers 

its new Contouramic model as a top 
guality executive posture chair of con- 
temporary design. It has the same 
four-way seat and back adjustments 
found in other Marble executive pos- 
ture chairs 

The 
walnut 

made of An 
thick 

cushions. 

chair 1s 
with 

and back 
different 

erican 
foam rubber seat 
More than 100 
available in top 

Naugahyde and fabric 
materials. 

colors are 
leather, 

upholstery 
grain 

Contoura- 

eliminates 
resultant 

was de- 

current 
can be set at 110 volts and locked in place. The attachment 
is priced at $19.85 

31 
18 square feet of 

work area is offered 
Model VII, one of 
all-metal executive 

desks introduced by _ the 
Columbia-Hallowell division 
of Standard Pressed Steel Co. 
in a wide range of two-color 
combinations. 

Nearly 
usable 
by this 
two new 

Matching cre- 
denza with modular drawer 

“custom-built” work center 
Another new model has a five-sided top and has a similar 

extension of the work surface beyond the body of the desk. 
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PROFITABLE 

REPEAT SALES 

are yours with 

)W-2 FORMS io: 195 

AX. STATEMENT 1958 copy A _— For District Director 

| WITHHOLDING T —SiNeut 
i From Wages 

= . 

| oa aa ae 
iON 

INCOME TAX INFORMA 
a 

ATH 
. 

SOCIAL SECURITY neem 
; 

| 

ncome Tox 

£.1.CA. employee tox 

i ide. 

d oddress below. | EMPLOYER: See instructions on other 5 

ma EMPLOYER'S social security Occo¥ a no., no 

. 

nag 

FOR USE OF INTERNAL REVENUE SER’ 

Employee's Copy and Employer's Copy 

- 
. seoeoeoe? 

compare y aaenes 

*Before poyroll deductions 

tment, Internal Revenve Service 

FORM W-2-¥-> Treosury Depor' 

Write today for Schedule of 
special dealer prices and 
free samples. 

a simple “SNAP-OUT” motion 

instantly separates forms and carbons 

The Two Copies For Employee Remain Attached Without Carbon 

6 SETS TO A STRIP with INTERLEAVED CARBON 

Tailor-made so that Federal and City or State 

Forms can be prepared in one operation. 

e 5, 6,7 and 8-part ferms include special copies for various states and cities. 

@ Special 5-part forms for New York and North Carolina include 1.B.M. 

Cards required for those states. 

We can also furnish forms 

1099, 941-A and W-4... 

Samples & prices on request. 

IMPORTANT 

W-2 form 

imprinting 

EXCLUSIVE IMMEDIATE 

Tinie :.. ae 

DISTRIBUTORS Raion WE end 

envelopes including 
S*K hs 4 your customer’s imprint 
LABOR-SAVING will be speedily 

PRODUCTS 
done and drop-shipped 

919 WALNUT ST., PHILA. 7, PENNA. it desired. 
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COMPETITION 
&°RECESSION’

 

February was this store's 
biggest month in 18 years! 

reaction and “Customer 

traffic is astounding” 

According to Mr. R. E. Strand, owner of the 
Austin Office Supply, Austin, Minnesota, traffic 
has increased each month. Cash sales per month 
in many instances have doubled . . . and this in 
face of a general recession. ‘‘Bulman’s clean cut 
lines and flexibility give us excellent merchandise 
displays without placing undue emphasis on the 
fixtures themselves,” Strand said. 

“Price haggling virtually gone... 

Personnel morale improved” 

A surprising by-product of the new store is that 
haggling over prices has all but disappeared. Per- 
sonnel reaction to the beautiful new store is re- 
flected in the pride employees have taken in their 
work and their improved service to the public. 

Write 

THE Bulman corporation 

Grand Rapids 2, Michigan 

Canadian Subsidiary: 
Bulman of Canada (Store Equipment) Ltd. 
28 Taber Road, Toronto, Ontario 

- = = for more details circle 121 on last page 

New Vous... 2... 

Teen-ager Stationery 32 
, Idol Time Stationery by White 

& Wyckoff Mfg. Co. makes its 
appeal directly to the youth mar. 
ket in boxes containing 24 sheets 
and 18 envelopes. Three dif. 
ferent spots on the upper left 
corner feature a typical teen-ager 
admiring her favorite idol. Retail 
price is $1. 

Other White & Wyckoff news concerns a special offer to 
introduce new packaging of Autocrat Vellum stationery. A double 
“plus” quantity box contains 72 sheets and 48 envelopes, with 
a price band emphasizing the regular retail value of $2.25 and the 
special price of $1.59. The special price allows a 45 percent 
markup for the dealer. 

Copying Machine 
A new model copying ma- 

chine, the “Golden” Corvette, 
has been announced by Cormac 
Photocopy Corp. as a high-pro- 
duction, low-priced unit de- 
signed for small business firms 
and for department or branch 
operations of larger companies. 

The machine has an electric 11-inch plug-in, 
width capacity and is a continuous feed type. It will reproduce 

copying 

anything in any color. Made in an injection-mold unbreakable 
plastic cabinet housing, the ‘“Golden’’ Corvette is Priced at 
$229. Specifications are 17 pounds, 91/)” x 22” x 714 

Tape Display 34 
A semi-permanent 

for “Scotch” brand cellophane tape is 
offered by Minnesota Mining and 
Manufacturing Co. The grained-wood 
display is free with the purchase of 
12 dozen rolls of transparent tape in 
three sizes. 

Designed for modern interiors, the 
three-tray display fits a space 16 inches 

counter display 

wide, 101/, inches deep and 151/, inches 
high. 

Postal Scale 35 
A new Post-O-Meter Scale model 

has been designed by Detecto Scales, 
Inc., to handle all fourth class mail, 
including books and literature. The 
scale gives the exact weight and postal 
charge. 

A parcel, from 2 ozs. 
to 70 Ibs., placed on the 
platform and the correct zone selected 
by pressing the proper key. A hairline 
indicator on the dial automatically 

weighing 
is simply 

gives the exact rate for the zone, illuminated by a built-in 
light. 

String Cutter 36 
The Snippo String Cutter of- 

fered by Modern Specialties Co. is 
described as the safest string cutter 
on the market. It is made of steel, 
plated to prevent rusting, and it 
has no exposed blade. 

The cutting blade, though re- 
movable and easily replaced, is specially designed to cut 
string, twine or rope cleanly and quickly for many yeafs 
without replacement. 
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TYPE-ERASE 

after 

TYPE-ERASE 

KAMA 
AM 

why type letters over—when 

EAGLE-A TYPE-ERASE PAPER 

makes it so easy to correct typing errors! 

Eagle-A Type-Erase paper practically puts your cus- 

tomer’s waste paper basket out of business! With this 

easy-to-erase paper, there’s no need to type letters over 

again because of messy erasures. When typing errors 

do occur, any typist can make fast, clean erasures on 

Type-Erase paper with a pencil eraser. And when she 

types in the correction, her retyping will look just as 

neat as the rest of her letter. Secretaries throughout the 

country are enthusiastic about this remarkable paper, 

_TYPE-ERASE: 25% cotton fiver Bond, Onion Skin— “built-in erasability” 

e@eeeeeeererererereeree 

nationally advertised for its “built-in erasability.” Your 

customers will want Eagle-A Type-Erase, too, in bond 

and onion skin weights. You can offer this economical 

25% cotton fiber paper in letter and legal sizes, plain or 

ruled — in packets or the convenient Eagle-A ‘“Hinge- 

Top” 

heads or office forms. Test it yourself ...show it to your 

customers! Write today for a free test packet and 

swatch book of Eagle-A Type-Erase paper. 

box. Comes in flat sizes, too, for printing letter- 

meee 71 

100% COTTON FIBER EXTRA No. 1: Coupon Bond y 
100% COTTON FIBER: Agawam Bond; Agawam, Coupon’ Onion Skins 
75% COTTON FIBER: Contract Bond 
50% COTTON FIBER: Acceptance Bond 
25% COTTON FIBER: Trojan Bon, Onion Skin and WS. Cover 

= = = for more details circle 107 on last page 



PROFIT SEEKERS ONLY! 

We've a whole “boot-full” of new 

money-making TUTTLE 

_ 

— PLAIN OR DECORATED 
SINGLE ROLL GIFT WRAPS 

GIFT WRAP 
ROLLS IN CORNER 
WINDOW BOXES 

BOXED 
3-ROLL 
GIFT 
WRAPS 

MASTER 
- DISPLAY 
ASSORTMENT 

NEW profit makers 
(not illustrated) 

®@ Sequin SPARKLE Tissue 
Folds 

®@ Decorated FOIL Roll 
Assortments 

® Decorated FOIL in 
Trio-Roll Boxes 

® Colored COATED PAPER 
Rolls 

WRITE for free sample kit. 

JUMBO FOLD 
GIFT WRAP 

TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 

1123 Broadway CHICAGO : OR 5-8590 20 North Wacker Drive hehe 
Telephone: CEntral 6-7013 - 

Paper Specialties you want from One Sowree 

Capture the Christmas Spirit with gayly decorated 
“| Counter Rolls, Matching Bags and Sheets for 

\ your own store usage. Write for free sample kit. e 

- - - for more details circle 186 on last page 

COMPLETE ENSEMBLE 
PACKS WITH CARDS 

AND/OR RIBBON 

a fe | 

Money Safe 37 
A new series of money safes with key. 

operated doors has been announced by 
Gary Safe Co. The five models in the 
series are said to assure positive protec 
tion when personnel changes make a 
quick change of keys necessary. 

Requiring a different key for each door, 
the safes come in single and double com. 
partment sizes. They have a_ relocking 
device and two locking bolts in the 
doors for added safety. In the double 
units, valuables may be deposited into 
the lower compartment through a slot. 
Cross-sectional view here shows a double 
compartment Model SS-102. 

Posture Chair 
Cramer Posture Chair Co. has un- 

veiled a new “Ensemble” series of 
aluminum chairs in eight models. They 
are available in more than 100 color 
and fabric combinations to match or 
complement each other. 

The Supervisor executive model 
shown here is upholstered in heavy 
waffle weave Trilock, combined with 
Naugahyde. It offers cast aluminum 
base, Ortho-Tilt back and choice of 
three different arm rests. 

Non-Glare Glass Top 39 
¥ Tru-Site, an almost invisible glass 

that is said not to reflect light 
glare, has been developed by the 
Dearborn Glass Co. Used on the 
tops of desks and furniture, the 
glass provides a highly transparent, 
reflective free surface. It can be 
cleaned like ordinary, high-finish 
glass. 

Wardrobe-Storage Cabinet 

Penco Metal Products Div., Alan 
Wood Steel Co., announces a line 
of combination wardrobe-storage 
cabinets to meet the needs of small 
offices, shops and stores for eco- 
nomical, multi-purpose steel storage 
equipment 

The double-duty units provide 
room for both office supplies and 
hat and coat storage. Each of the 
four shelves is adjustable on 2-inch 
centers without tools. Coat com- 
partment is 60 inches high and is 
equipped with a coat rod and two coat hooks. 

Lettering Device 4) 
pes a oe. . ° - 

~ ave | A new fill-in lettering templet for 
% ° . . ° 

grote “ae use with Varigraph lettering instru- 
oa sne® ments not only outlines perfectly 
Og ‘ formed letters, but fills in the letters 
more as well. The templet has double 4 - . 
oe grooves, a deep one for outlining 

and a shallow one for filling in. 
Letters are formed by moving a 

stylus along the letters in a grooved templet, while a pen or 
pencil draws the letters on the work surface. 
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“WORLD’S FASTEST SELLING PENCILS! 

because they’re the World’s Best Pencil Values! 

elocking 
in the 
double 

ted into 
a slot. 

a double 

38 

/ The PAKS 

| / with the 

~f{/ PENCIL 

}-/ SHARPENER 

PRE-SOLD for YOU 

with NATIONAL ADVERTISING 

REACHING OVER 100 MILLION PEOPLE! 

Pam os Cry 
‘* Guaranteed by > 

41 Grod Housekeeping} ADVERTISED IN 
iplet f - plet for GOOD HOUSEKEEPING 
y instru- 
perfectly 
e letters 

ating ORDER NOW ... thru your jobber! 

pny EMPIRE PENCIL CO. © Shelbyville, Tenn., U.S.A. pen or 
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py WNindrer Gat— 

“The Ant of Remembering” 

Years Ahead in Style and Design 

Here is a completely new line of Christmas 
cards that are creative and distinctive. All 
cards are embossed, and gold bronzed, com- 
bining striking designs and beautiful colors. 

Advanced styling, superior quality and smart 
packaging make these Christmas Solid Packs 
the sales sensation for 1958. Volume sales are 
assured when you stock the competitively 
priced Windsor Art line. 

Packaged in decorative gold, red and white 
boxes with full view acetate top; each box 
contains 25 cards. $1.00, $1.50 and $2.00 per 
box. ($2.00 packs are glittered) 

Write for Sample Portfolio containing complete details 

Windran Grt- 

Springfield, Massachusetts e Pasadena, California 

Be sure te see us at the New York Sta- 
tionery Show, Hotel New Yorker, Room 950 

- = = for more details circle 192 on last page 
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Expense Book 42 
A Classified Expense Book in 

a handy “shirt pocket’’ size has 
been introduced by Melton Pub. 
lishing Co. Two pages are pro- 
vided for every day of the week 
to give a continuous record of 
sales, commissions and expenses, 
Duplicate summary pages are de. 
tachable. 

Weekly Books retail at $2.50 for an individual carton of 
25 or 10 cents each. Monthly Books are $3 for a carton of 12 
or 25 cents each 

Carbon Paper 43 
The A. P. Little Co. has announced a new carbon paper called 

Electricia for electric typewriters. It is available in three weights 
and one finish. The new carbon is a strong brown tissue with 
an attractive gold imprint. It is described as curl-resistant, with 
unusual durability and outstanding manifolding qualities giving 
good black impressions on every copy. 

Ball Pen Desk Set 44 
Bert M. Morris Co. has_intro- 

duced its Satel-rite as a ball pen 
desk set with the look of the fu- 
ture. The set is said to combine 
good looks with good performance. 

Retail price is $2.95. Advertising 
and merchandising plans _ include 
envelope stuffers and point-of-sale 
display material 

Catalog Covers 45 
Rollafax offers several new features in catalog covers, folders 

and binders. A patented rubber post and metal peg are used for 
easy loading and simple re-loading instead of screws or other 
fasteners. The cover backbones lend themselves easily to hand 
lettering in cases where a single copy or small quantities are need- 
ed. 

Note Paper 

Rust Craft has unveiled its color- 
ful Noterma unit, a three-shelf dis- 
player with 72 boxes of new 
Handi-Notes in 12 designs 

Ranging in price from 59 cents 
to $1, the new notes are shipped in 
a_ self-contained counter display 
ready for selling, with 36 boxes on 
display and a similar amount in 
reserve. 

Vertical File 47 
Plan Hold Corp. has announced a 

new vertical file for single large 
sheets such as blueprints, drawings, 
plans and maps. Each sheet hangs 
flat and free from wrinkles or creases, 
ready for instant use. 

; The new file consists of a wall 
i mounted bracket that accommodates 

up to 150 aluminum hangers. Sheets 
are slipped on or off the hanger after 
attaching a tubular tape to the sheet. 
Up to 150 sheets can be filed in only 
12 lineal inches. The cabinet is avail- 

able with a slide out rack. 
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DON’T MISS OUR NEW WINNING LINE! 

vce eye ° 
PY YAS see our exciting 1936 designs 

* ° = *™; i. * o 

mm $, 

* 

at the 

STATIONERY SHOW 

May 16-23 

SUITE 801 + HOTEL NEW YORKER 

New York City 

| ds 0} 
iN 

Duratone 

PLASTIC COATED CARDS 

ALL PLASTIC PLAYING CARDS A\R Reo The PROFIT Line 

Northbrook Plastic Card Company 
of Playing Cards 

(A Division of Arrco Playing Card Co.) Chicago a New York 

Northbrook, Illinois Los Angeles é Toronto 

- - = for more details circle 110 on last page 



Newest addition to the 

famous Dennison Party Line 

erty-Go-Round 

Centerpiece 

AAAAAS 
» * 

<q “4 

Assembles easily ¢ Really goes ‘round 

Retails for *190 

The center of attraction on any table, this beautiful 
centerpiece will delight party-goers-and-givers. De- 
signed in brilliant colors to harmonize with the new 
colors of Dennison Flameproof Crepe Paper, it’s easy 
to assemble and can be used again and again. 

Matching Nut Cups are de- 
signed to harmonize with the 
centerpiece. Fun to set up. Ideal 
for souvenirs. Retail 2 for 15¢. 

Set up and display Dennison 
centerpieces and nut cups 
in your party department. 

They sell on sight! 

Dennison 

MANUFACTURING COMPANY 
Framingham, Massachusetts 

- - - for more details circle 130 on last page 
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Cartoon Glasses 48 
Box Cards is introduc. 

ing a new line of beverage 
glasses with cartoon char. 
acter designs and kindly. 
caustic captions by William 
Box. 

The company also of. 
fers a new line of 
Mother’s and Father's Day 

A brochure is available on request studio greeting cards 

File Cleats 
Vanguard Sales Co. is offering a pro- 

tective shoe, made of DuPont Sytel nylon, 
which can be applied to the four corners 
of any standard steel office filing or 
storage cabinet to protect floors from 
damage caused by rusting. The shoes also 

cabinets without 
scratching the floor surfaces. 

The V-Guards cabinet 3/16” 
off the floor to provide free air circula- 
tion and rapid evaporation of 
floor cleaning liquids. 

permit easy moving of 

raise the 

water or 

Pencil Dispensers 50 
A new concept in color pencil dispen- 

sers has been introduced by the Joseph 
Dixon Crucible Co. The fixtures capit- 
alize on the color of the pencils them- 
selves to attract attention and create 
impulse sales. 

Transparent pockets hold up to 16 
pencils each and 570 color pencils are 
shown in only 10 inches of counter 
space. Each column of color is suspend- 
ed within a modern wrought iron form 

Conference Table 51 

A contemporary conference table 
introduced by Robert John Co. has 
a boat-shaped top which comes in 
four sizes from 66 inches long to 
96 inches long, with widths in 
proportion. 

Legs of 14-inch square tubing 
are available in satin brass or satin scald 
chrome finish, as well as solid walnut casing over square 
steel tube. The top is two inches thick and is available in 
walnut, black teak, birch or Formica. 

Pencil Show Case 52 
Venus Pen & Pencil Corp. has 

introduced this new point-of-pur- 
chase display to promote counter 
selling of pencils by the pack. 
the idea is to build larger unit 
sales for the retailer. 

Another new selling aid by 
Venus is a Pen-Service-Bar, a 
counter unit with a selection of 
the three most popular $1 pen 
styles by Venus. 
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Ty 

a true sales success stor 

aaa 

i sane acal E 

* Practically free! 
See your Montag 
salesman for details. 

rte hs ‘ 
M Ra Vex wend? SENSI 7 

Year in Year out . . . the hit of the show! 

Montag’s Lap Letters are still the new- 

est innovation in writing papers and 

the sales prove they’re right for today’s 

consumer. The stiff back pads sell be- 

cause they are made for the modern, 

busy world. Matching fashion lined en- 
BROTHERS, INC. 

Atlanta, Georgia 
velopes are packed for separate selling. 

Always stock LAP LETTERS. See your 

Montag Representative for display. 
- - - for more details circle 169 on last page 



Youll sell more 

“Quick Service’ Monogramming 

Christmas Cards Lead Pencils 

Writing Papers Fountain Pens 

| Book Matches 

Paper Napkins Leather Goods 

Playing Cards 

Write for 
details 

With a Kingsley Machine you can monogram 

the above gift items right in your own store! 

Give the Quick Service that brings extra vol- 

ume and profit... plus more new customers 

who can’t get Quick Service elsewhere. 

Write for a free copy of “Ideas for Mono- 

grammed Sales Promotion,” and complete in- 

formation on our Rental Plan (only 21c a day). 

You can RENT a Kingsley 

Machine for only 21c a day! 

NEW PRODUCTS ..........--. 

| Mailing Machine 53 
Office Dynamics Corp. announces 

the Automailer, described as a new 
concept in mailing machines to in- 
tegrate into one automatic operation 
all mailing steps from paper gathering 
to the mail bag. 

The compact 2 x 4 foot Automailer, 
powered from a standard wall outlet, 
provides for paper gathering, folding, 

| nesting, inserting, sealing counting, 
error detection-correction, postal 
metering or imprinting and stacking and delivery to mail 
bags. Speeds are adjustable up to 6,000 envelopes per hour. 
Individual operations can be by-passed. The machine is styled 
for offices and stands on rubber tire casters. 

Lady’s Fountain Pen 54 

The fountain pen became a fash- 
ion accessory recently with intro- 
duction of the Lady Sheaffer 
collection of Skripsert fountain pens 
designed expressly for women. 
Nineteen models range in price from 
$10 to $110. The pens are produc- 
ed in jewelry-turned patterns fea- 
turing combinations of texture, color, 
design and bands to appeal to 

. feminine taste. 
Lady Sheaffers are packed upright in high-fashion oval 

gift boxes of gray suede finish. Each package contains a pen, 
a purse case and a matching pouch for reserve Skrip cartridges. 

ae 

* 
* 
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ne 
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Office Typewriter 

A new secretarial model, stand- 
ard office model has been introduc- 
ed by Smith-Corona, Inc., after 
four months of secret testing in 
approximately 100 offices. The ma- 
chine is said to have a new mech- 
anical action which speeds up the 
stroke of the type bars and makes it 
easier to use. The increased speed of the type bars minimizes 
the possibility of their colliding. A booster mechanism assists 
the recoil or return of the type bars and eliminates the need for 
any extra push at the end of the stroke. Another new feature 
is a half-space key 

~ 

Smith-Corona also has produced a new dealer sales tool 
called the “executive type selector, a leather portfolio with 
samples to show how various type styles look on a prospect's 
letterhead. The portfolios are offered at cost to full line 
dealers in connection with the Smith-Corona dealer sales train- 
ing program 

| Payroll System 56 
A new one-writing peg- 

board payroll system called 
“Satellite” is being introduc- 
ed by the C. E. Sheppard Co. 
The system is built around 
a center line writing feature 
which enables completion, 
with one writing, of check 

| 
or cash pay statement, pay- 
roll journal and employee's 

|earnings record, including cumulative earnings. 
Each journal sheet has space for entries on 32 employees. 

In addition to hours worked columns, the sheet has 13 extra 

Dept. 3S-68 

columns for additional earnings or deductions. Checks and 
pay statements are spot carbonized on the back. The pegboard 
has a mahogany-grain Formica writing surface. 

850 Cahuenga Boulevard, Hollywood 38, California 
- = = for more details circle 155 on last page 72 MODERN STATIONER, JUNE, 1958 
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box cards 

are 

Studio Card Line 

Send for the free brochures 

box cards 

shipped from los angeles & new york 

526 n. la cienega, los angeles 48 

See us at the New York Stationery Show, 

Room 1052 Hotel New Yorker 

. - - for more details circle 119 on last page 
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newbury guild 

Unsurpassed for design, color 

and sales appeal... . 

They set a "NEW STANDARD" 

in Christmas Cards. 

SILENT NIGHT 
RELIGIOUS 
COLLECTION 

A magnificent group of 
Religious type cards 
each unequalled for 
authenticity, magnifi- 
cent color, original de- 
sign and verse. 

NEWBURY GUILD 
COLLECTION 

A general group of out- 
standing cards guaran- 
teed to satisfy the most 
discriminating taste. 
Truly a rare combina- 
tion of design, color 
and quality. 

ATTENTION 
Printers and Distributors: 

Write for complete informa- 
tion about the ‘‘Classical 
Collection'’. 

send Remember 

Newbury Guild Cards are available from our 
REGIONAL PRINTING PLANTS assuring you 
immediate personalization and delivery on a 
24 hour service basis. 

PLANTS ARE LOCATED IN THESE CITIES 
Boston * New York * Washington, D.C. + Miami * Chicago 

* Dallas - Los Angeles ~- Charlotte, N.C. 

SEE US AT THE STATIONERY SHOW 
HOTEL NEW YORKER, ROOM 920 

newbury guild 

400 NEWBURY STREET BOSTON, MASSACHUSETTS 

= = = for more details circle 164 on last page 
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Display Panel 57 
A new extension panel set for 

adding greater height and display 
space above Spacemaster merchan. 
dising frames is offered by Reflec. 
for Hardware Corp. The - set 
consists of a pair of hanger brackets 
and two 20” x 30” perforated metal 
shelves which can be used in hori 
zontal or inclined positions, as well 
as for completely vertical applica. 
tions. 

Shelves with smooth baked enamel finish are available jn 
seven decorator colors. 

Adhesive Department 

Permacel-LePage's, Inc., is offering sta- 
tionery retailers a complete and permanent 
adhesives department with a line that in- 
cludes a variety of tapes, cements, glues, 
pastes and mucilage. 

The set-up consists of a self-service dis- 
play rack and an assortment of products 
occupying 344 square feet of space. Le- 
Page has also begun foil wrapping of its 
medium and long-length cellophane tapes. 

Card Cabinets 59 

A new line of steel card cabinets 
has been introduced by Julius Bandes 
& Co. They are available in spruce 
green, sandalwood or office gray. 

Top edges of the card cabinets are 
bevelled to match furniture designs, 
The steel boxes also have a full piano 
hinge on the cover, internally welded 
to prevent “rattle.” 

Promotion Package 
A seven-color display by General- 

Gilbert Corp. that features either its 
$119.50 or $169 model electric add- 
ing machine is part of a promotional 
package being sent to General 
dealers on request 

The package includes a complete 
advertising service with mats, prints, 

Fagere > Ge é ' 
rf general 

envelope stuffers and order forms 
for dealer use 

Steel Desks 61 
The Cole Steel Equipment 

Co. has introduced the Fleet- 
wood line of steel desks with 
contoured pedestals and wide, 

= flared tops. Three models are 
the President, Executive and Jr. 
Executive. 

Desk tops are covered with 
smooth linoleum, trimmed with 

aluminum. Matching or contrasting lineleum may be ordered 
with Fleetwood’s decorator colors: mist green, dessert sand or 
Cole gray. 

7 “as 
= ) 
ad ~y YS 

_~ 
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_ |} DON’T LET YOUR CUSTOMERS GO ACROSS 

THE STREET TO BUY THEIR 

7 
el set for 
nd display 

merchan. 
by Re flee. 
The Set 

“ts! The World’s Fastest Selling 

= 2a Adding Machine 
applica. 

|| ARITHMA 
yailable jp Internationally famous ADDIATOR is 1958’s most active, most sensa- AR 

tional Sales Leader in the Stationery Field. Pocket Size, Fast and Silent, 
this West German Precision Instrument gives a lifetime of service. Sells 
on Sight—Never Makes A Mistake! Simple, easy to operate ADDIA- 
TOR quickly checks bank statements, bills, income tax, expense BREAKS SALES RECORDS 
accounts. Used in over 51 countries by Businessmen, Accountants, EVERYWHERE! 
Salesmen, Engineers, Housewives, Students. 

& 

German Import—Pocket 
Sized—Precision Made— 
Bargain Priced 

59 

| cabinets 
is Bandes 
in spruce ADDIATOR 

gray. EXECUTIVE 
Dinets are ion Pesfees for ee 

designs, iy Se ee oe eS PUSINESSIAT w 0 

ull piano N.Y. Times——-N.Y. Herald aieetl pence own frome 
y welded ‘Tribune—Wall Street ADDIATOR Palm-Size in durable brass. pegs gps 

Journal—Philadelphia : DUPLEX 000,000. — . . . memo pad at- 
Bulletin—Philadelphia Matching stylus attached. ee Loonaen. 

Inquirer—N.Y. News— ~~}... 000. Combination 
_N.Y. Mirror—Nework (Less 40%) Retail Price $11.95 
‘Star Ledger—Chicago (Less 40%) 
“Tribune—Chicago Sun ADDIATOR iat ADDIATOR 
Times—Family Weekly SUPREME 4 UNIVERSAL ADDIATOR 

Handsome portable Pocket Size. Beautiful, ARITHMA 
long-lasting German 
Brass. Adds, subtracts 
up to 1,000,000. Stylus 
attached. Beautiful 
Carrying Case. 

Retail Price $5.95 
(Less 40%) 

# 
and many, many others. 

F model. Non-skid stand 
¥ converts it into a 
x regular office ma- 
i, 1000 RADIO chine. In Brass. 
: Computes to 1,000,- 
~ STATIONS 000,000. With com- 

bination stylus- 

-ABC—MUTUAL—CBS
 Pencil. (This ma- 

Pocket Size. Adds, subtracts up 
to 1,000,000. Sturdy Aluminum 
Propelling stylus. Beautiful Car- 
rying Case. 

Retail Price $3.98 
(Less 40%) 

yore Mlle Pett esses ees eee ee ee eee eee 

NETWORKS — whenever neces- § Harrison Home Products Corp. Dept. 6-AS §j 
‘ ” Retail Price $19.95 565 Fifth Avenue, New York 17, N.Y. i 

DISPLAYS (Less 40%) - Bill and ship the Addiator Models | have checked below: 1 
STREAMERS (F.0.B. Harrison, N. J.) My Write In 1 

61 A Complete Line tau EL Model Retail Cost Qty. Desired , 

ie $3.98. Bargain Price to - (Minimum Order $14 At Cost. Counter Cards, Streamers Included.) 1 

e Fleet- $19.95. Prestige Qual ’ ARITHMA $ 3.98 $ 2.38 Ea. ——— 
ks with Bae i ty DON’T WAIT I UNIVERSAL 5.95 3.57 Ea. i 
d_ wide, i DUPLEX 9.95 5.97 Ea. i 

dels Tested COOPERA ORDER NOW! EXECUTIVE 11.95 7.17 Ea. de are = if Y T i 1 
ad & ov Cannot Come To SUPREME 19.95 11.97 Ea. 

— TIVE ADVERTISING The Show In Person, ja i 
se You'll Need An ADDIA- Send This Coupon Or ~ t ed with Firm 
ed with | Q{OR det TS Add Op oeN ee raee ON Addren . 

e 
ordered Your Sales : : City. Zone State. j 
sand or ' l wish to become a Franchised Dealer. Send me the basic minimum stock of the 4 

é complete line; 12 Arithma, 4 Universal, 3 Duplex, 3 Executive, 1 Supreme. 4 
Jobbers! Write For Free Catalog Sheets Retail Value $157.21. My Cost $94.23. My Profit $62.98. 

- - « for more details circle 149 on last page 



NEW! BIGGEST 

PRON MAKER 

IN THE INCOMPARABLE BANDES 

NEW STEEL CARD CABINETS .. . 

with quality features that sell them on sight. 

10 sizes, 3 beautiful colors. 

Check these unusual features... . 

@ IMPROVED BEAUTIFUL DESIGN 

@ FULL PIANO HINGE — internally welded — no 
rattles in cover. 

@ FULLY BEVELED TOP EDGE 

@ DEEPER SEAT — cover cannot ride over bottom. 

@ SOFT, GRACEFUL APPERANCE 

The 3” x 5” steel boxes are available in 4 depths. The 8” and 13” 
units are equipped with spring action, positive locking compressors . . . 
and with cover checks to keep covers from falling back. 

Now available for the first time in the new Spruce Green 
(Mist) and Sandalwood finish . . . to blend with the new tan and 
desert sage furniture and mist. Also availab!e in the new office grey. 
Prompt deliveries. 

Bandes offers the best and most modern product on the market 
today . .. Check now on your own requirements. Complete brochure 
and price list available. 

Desk and Office Accessories of Quality 

JULIUS BANDES & €0., INC. 

171 Hillside Avenue, Williston Park, L. 

Telephone . . . PRimrose 5-4800 and Ploneer 6-1779 

BEREBRBEBRBERBEBRBBBRBBRBREBERBERBERBRBEHREHREBRHEE EB 

- - - for more details circle 111 on last page 
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Duplicator 62 

A new stencil duplicator, the 
Ideal M-6, is being marketed by 
the American Office Equipment 
Co. The twin cylinder model 
prints anything from post card 
to legal size paper. It operates 
with paste inks which can be 

swiftly wiped off the cylinders for a three-minute color change, 
Other features are three-way copy adjustment, a removable 

receiving tray and an automatic counter which registers up to 
9,999. 

Tackboard 63 
A new kind of tackboard material with an exclusive foam 

rubber cushioning for easy removal of thumbtacks has been 
developed by the Armstrong Cork Co. The new material, 
called Cushion-Eze, is one fourth as heavy as conventional 
tackboard. 

Cushion-Eze, available in three modern pastel colors, can 
be easily depressed with the finger to permit a firm grasp 
on the bead of an inserted tack. The cushioning also eliminates 
the need for excessive pressure when placing tacks in the 
board and it offers extra sound absorption qualities when used 
on large areas. 

Side Chair 64 

A new saddle shaped steel seat pan 
has been incorporated in the new of- 
fice side chair made by Stylex Seating 
Co. The pan is cushioned with 1% 
inch latex rubber and the seat is a 
full 17 inches wide by 15 inches deep. 

Another feature is the new wall- 
saver leg construction — the backrest 
does not touch the wall. All four 
legs feature rubber cushioned self- 
leveling glides. The chair is offered 
in nine colors of Naugahyde 

Hectograph Master 
A spirit hectograph master with several 

new features has been introduced by 
Columbia Ribbon & Carbon Manufactur- 
ing Co. The new item is called the Clas- 
sic Ready-Master Unit 

A clean border surrounds the entire 
carbon area to eliminate stains from 
touching the edges of the hectograph 
coating. In addition to this perimeter of 
cleanliness, the unit features ““Tru-Guide”’ 
indicia of the face of the folded master 
unit to facilitate accurate balance of typewritten copy and lay- 
out of forms. 

Executive Chairs 66 

New Aristocrat 
executive chairs by 
Wells Chair Corp. 
were shown at the 
NOFA exhibit. At 
left is the Aristo- 
crat President and at 
right the Aristocrat 
Director. 

Both chairs feature foam rubber cushioning, 5-inch seat, 4- 
inch contoured back and 4-inch arms. Other features are all 
welded steel frame, baked enamel finish and a heavy duty, ad- 
justable synchro-tilting mechanism in the swivel chair. 
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roam ) OFFICE CHAIR CUSHIONS 

Don’t sleep on one of the best sellers in today’s market! Sit on it... 

and you'll know why they are the fastest selling cushion. 

Manufactured under meticulous and scientific control methods, 

C-FoaM maintains lasting resiliency throughout years of constant use. 

Millions of tiny uniform air bubbles GUARANTEE a lifetime 

of COOL COMFORT. 

For the economically-minded customer, we recommend the fast 

selling MoLTEX line. Made of the finest shredded C-FoaM 

and adhesives, MOLTEX cushions are designed for the volume 

market, yet retain the same quality of fabric and materials used 

in the C-FoaM line. 

For more profits TODAY, order your cushions NOW! 

MERICAN 
All cushions are available in Saran, 

AS I a =H x< Plastic, Fabric, Fibre and Corduroy 
coverings in a variety of colors. 

PRODUCTS CORPORATION 

3341 WEST EL SEGUNDO BOULEVARD © HAWTHORNE, CALIF. 
- - = for more details circle 105 on last page 



You Can’t Afford 

To Miss Seeing 

MARY LOUISE 

with year’s best 

selling pencils and 

pencil boxes 

17 N. WABASH AVE. 
CHICAGO 2, ILL. 

STERLINGS' Complete Line 

of School Supplies 

® Rulers 
ill Semeste, 

4 FIRST QUALITY 
36 PENCILS 

® Sharpeners 

® Portfolios 

Your Name w« Gald 

Monogrammer 

Special! 

Star School 36 ‘PENCILS 

Promotion! 

Room 638 

NEW YORK STATIONERY SHOW 

- - for more details circle 158 on last page 
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Stapler Display 67 
Indian totem poles are the in- 

spiration for a new _ point-of-sale 
piece by Wilson Jones Co. The dis- 
play, free to dealers, holds four 
machines in the Tatum Stapler line. 

The “Tatum Pole’ stands 32 
inches high and requires counter 
or window space of 13 x 10 inches. 

Metal Cabinets 68 
New cabinets by Interstate Metal 

Products Co. are designed to give 
additional counter and storage space 
while blending with modern office 
furniture 

The electrically-welded units with 
baked enamel finish are available 
in open style or with steel or glass 
sliding doors which lift off to allow 
adjusting of shelves. Both 29" and 
42"’ high models are made in either 
12” or 18” depth. Colors are olive 
green or gray. 

Pen Display Package 69 
Autopoint Company has introduced a 

new display box for the PenStik, holding 
one dozen ball point pens. The box is 
designed to sell pens individually or by the 
dozen. 

Another Autopoint merchandiser is a 
counter display holding one gross of 
Cargo-Pen ball point pens in five different 
colors and inks to retail at 49 cents. 

Expense Reports 70 
Wilson Jones’ new two-part, 

carbon-interleaved Grayline week- 
ly “Expense Report’’ form is 
available in transparent _ poly- 
ethylene packages of 50 sets each 

a year’s supply for an in- 
dividual taxpayer 

The plastic bag keeps the 
forms clean and in one conven- 

ient place. Bright yellow display copy on the package makes 
a self-service piece out of it. Dealers need not open a box to 
show samples of the form 

Spray Finish 71 
Spray-Glass finish by John G. Marshall Manufacturing Cov. 

claims to offer the protection of glass without its disadvantages 
tor paintings and photos The spray is odorless and is said to 
dry in seconds 

The new product is a clear glossy spray which seals out dirt 
and moisture to prevent ink, dyes and color pigments from 
oxidizing or fading 
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MASTERPIECE 
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Add New Life 

to Your Profit Picture with 

Superior Products, More Attractively Packaged, 
Competitively Priced for Consumer 
Economy and Good Dealer Profits 

LOOSE LEAF SAVERS 

GUMMED CLOTH REINFORCEMENTS 

NOW ... packaged 150 per box 
for greater profit per sale, 
more convenient handling and storage. 

New, Improved 

ROLL LABELS 

With perfected perforation for 
smooth, easy detaching. 

NOW ... strikingly packaged in a newly designed 
box for quick 6-side recognition. Labels 
available in buff, salmon, green, blue, 
pink, white, canary. 

Free Samples and Information from 

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

1 MAIN STREET, BROOKLYN 1, N. Y. 
- - - for more details circle 196 on last page 

Ten Tips on Sales Psychology 

P sobably no other profession in the world requires 
the mastery of human relations that salesmanship 

does. Selling is a daily challenge, in which you may 
confront five, ten or a hundred people entirely different 
in temperament 

Yet all men possess certain traits in common: They 
want, for example, respect. They like attention. The 

demand honesty primary and 
you'll be well on your way to turning sales calls into 
sales, Here’s how. 

Cater to these desires 

1. Be concise. No one likes other people to think 
time is valuable, even if he hasn't a blessed 

thing to do. As a salesman, your job is to sell. Every 

prospect knows that and expects it. No need to be 
brisk in your presentation, but avoid rambling on about 

the weather, taxes, your hobby. 
2. Create 

his not 

a genuine desire, No use telling a pros- 
pect how good your product or service is and stopping 
there. Show him how you'll save him time, money, 
effort. He’s more interested in his welfare than in your 
product, no matter what you have. 

> 
3. Dramatize. A top salesman for a printing house 

always precedes his presentation by borrowing a penny 
from his prospect. Pointing to it, he says, “You throw 
one of these in the wastebasket every time you write 
a letter, Mr. Jones.’ Then he explains how his firm can 
save Mr. Jones money on stationery costs. 

4. Back your words with deeds. If you promise de- 
livery by a certain date or promise your special attention 

to some detail, keep your word! Your reputation for 
honesty is part of your stock-in-trade. Show your cus- 
tomers they can depend on you and they will. 

5. Don’t belittle others. Never knock the competi- 

tion to a prospect. If he’s using another product, don't 
tell him how bad it is, for you are reflecting on his 
judgment. Instead, explain the advantages of yours. 

6. Keep records. Memory has been defined as “the 

thing we forget with,” so don’t rely on yours. Make sure 
you know the name of your client, how he pronounces 
it, what you last talked to him about. It'll prove to him 

that he’s important to you, Some salesmen find a battery- 
powered recorder a boon for poor memories. 

7. Don't argue. “Men,” Samuel Johnson said, ‘may 

be convinced, but they cannot be pleased against their 

will.” Sales are seldom made without first establishing 
good will and good will is never a product of argument 

You needn’t be a yes-man, but don’t antagonize, 
8. Organize the issues. Many times you must pin- 

point the problem for a prospect. Dazzling him with 

facts and figures is fine, but boil the results down to a 

comprehensible statement. Something like, “The only 
matter unsettled, then, is whether you have the space for 
this equipment. Let's see if we can solve the problem. 

9. Be enthusiastic. Enthusiasm is contagious. Show 

your prospect that you believe in your product and 
what it can do for him and you pave the way for an 
open-minded hearing of your case. 

10. Be Take a real interest in your pros- 

pect’s problem and, if possible, help him. 

sncere., 
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Who Says Business 

Is Bad? 

NOT THE MULTITUDE OF BUYERS 

WHO ARE USING OUR 

SPECIAL 

PROMOTIONAL STATIONERY 

WHICH RETAILS FOR 

3 9c per box 

Balt & Wuslin Company 9 

HOLYOKE MASSACHUSETTS 

New York Salesroom Room No. 1131 

peaedk ed OOOO SPOSESSESSOCOOS SCO SESH REREOS TESS SS SHEP OSES SS OR SER ER SSO O SSeS ET eeR Seer lr Te 

Since originating this new way 

of merchandising stationery, we 

have been increasingly successful. 

Over the past 5 years it has 

made a host of friends for us and 

they have profited well. If you 

are not one of this group, why not 

stop at 

Room 933 

NEW YORK 

STATIONERY SHOW 

HOTEL NEW YORKER 

MAY 18-23 

and see for yourself. 

225 Fifth Avenue 

al al al a i i a i i i ee A ll i i i i i i 

- - - for more details circle 176 on last page 



REMARKABLE...REVOLUTIONARY 

Exclusive 
Design 

Not one, 
but 

— 2 QUALITY 
ao LOCKS! 
15! 2” x ———— 
11, Electronically 

welded 
in place 

Full 
2 inch Double reinforced r : 

bottom expansion 

EXPAND-A-LOPE en 
(Trade Mark) with the 2 inch expanding gusset 

WE GUARANTEE WITHOUT RESERVATION that the Ex- 
pand-A-Lope will make obsolete any //ke-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: 15Y2 inch x 11¥ inch; legal file folder enclosed. 
DEALERS’ NET PRICE: — $18.00 doz. 
QUANTITY DISCOUNTS: —5% on 6 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. 

10% on 12 doz. 

- - = for more details circle 109 on last page 

Three books full of top-selling designs for all 
tastes, priced for the volume market. Dependable, 
fast service. 
gat e tn, SEND FOR YOUR 3 BOOKS TODAY! 

Greentree Publishers, Inc., Box 1513, Boston 4, Sune. 
Please send me your 3 books of 1958 Personal Christmas Card designs. 
NAME OF STORE 

BUYER'S NAME____. 

! 

ADDRESS ............... ebieansbes : . 
1 
| 
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Store Personality Serves 

As a Customer-Conditioner 

Personality for a store pays off, especially in a 

vertising. It helps customers to recognize and rememby 
a certain store. 

Some stores are reflected in their advertising g 
“friendly,” “modern” and others as “ol 
fashioned.” The store personality, whatever it may 

is meaningful to the customer in deciding where anj 
when to shop. 

some as 

How do you go about putting personality into y¢ 

advertising ? 

First off, determine exactly how you want to repre 
sent yourself and your Study your customer 
Observe what they like and what they look for whe 
they buy. Try to discover what special interest bring 
them to your store. What appeals to them? 

Appearance is important when you seck to transfer 
your store personality to the printed page. Large blac 
type, for example, tends to shout from a page. If your 

store. 

is a shouting promotion operation, you may want t 
use this type. Lighter type faces, on the other hand 
speak more softly and can help you develop a high. 
quality, low-pressure salesmanship. 

An inexpensive way to begin 
building personality is to purchas 
a symbolic cut to appear in ever 

run. A good artist can 
design a name plate, easy to read 

and distinctive enough to stand 

WW 

ad you 

out on a page. Members of the 
National Stationery and Offic 
Equipment Assn. are free to us 
the copyrighted ‘Mr. Stationer 
figure. 

Not all advertising individuality 
Mr. Stationer comes from appearance. Person: 

ality also can be reflected in the wording. Words can 

“talk” to almost as if 
them face to face. Sometimes a highly personal relation- 
ship can be used in a special column, describing in 
conversational language the special items in stock, it- 
teresting sidelights about the store or best buys. Vari« 
tions on this theme give you the shop in Honolulu 
that uses pidgin English in its advertising and the radio 

commercial that starts and ends with a whispered slogan 

your customers you were with 

When your personality shines through, 
vertising 

your ad- 

becomes a customer-conditioning force for 
new sales and greater customer loyalty. 

Part of the result is a continuity that ties together 
promotions appearing on different days or in different 

media. Customers remember a store better when each 

advertisement contributes to the next. 
It is conclude that the of fered 

here are only for the big advertiser. They are especiallj 

important if your advertising budget is small becaus¢ 
individuality and personality can make a small spact 

wrong to ideas 

more attractive and increase its attention value on 

crowded pages 
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© Peak MR. DEALER: You'll convert prospects into — © 

Words can customers when you offer this unbeatable un ee aaa p 

were with combination ELECTRO-WRITE Carbon Paper a P 

al relation- that matches the fine appearance of 

cribing in electrically-typed originals . . . AND the 

“ge in exclusive, patented Codo Carbon Gripper Exclusive 
Uys. afia- > re = 2VeTV Di 
Sica needed and wanted by every typist. CARBON GRIPPER 

aaa 
included in each box 

your ad- 

force fof 
/ ) -- CODO MANUFACTURING CORPORATION “1 

's together Dept. 22 

1 different — Leetsdale, Pa. 

when ea O We want to see for ourselves why Codo is so easy 

| 
| 
1 
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is offered ia to sell. Send us samples of Electro-Write Car- 

MANUFACTURING CORP. } bon Paper with the exclusive Carbon Gripper. 

1 
l 
| 
| 
| 
1 

specially 
me ouie Factory: Leetsdale, Pa. 

nall space NEW YORK CHICAGO PITTSBURGH 

value on 79 Madison Ave. 564 W. Monroe St. 401 Wood St. 
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You Can Build Your Own 

Portable Floor Display 

For temporary displays and one-shot 

promotions, a stationer may be able 

to get help from his lumber dealer 

Portable display units in either single or multiple form 
can be built at low cost by using materials available at 
any lumber yard. Items needed are 1 by 2-inch lumber 
framing, 1/8" Peg-Board panels and ready-to-use metal 
fixtures and metal legs. The panels are glued to the 
frame. 

Standing 6 feet, 8 inches high, exclusive of the 
legs, each panel is 2 feet, 6 inches wide and offers ap- 
proximately 231/, square feet of display area if Peg- 
Board is used to face both sides of the framing. For 
heavy duty service, with great concentrations of weight, 
the 4" panels should be used, according to engineers 
at Masonite Corp. 

When a series of panels is desired, a 2 by 2-inch 
top plate is recommended to give the ensemble rigidity. 
In the series arrangement, panels are notched in a lower 
corner to receive the metal legs. 

“HEINES PUBLISHING CO., INC.” 

Bringing to you a “KING SIZE" line of 

Card Playing Accessories .. . 

Tallies Playing Cards 

Placecards Card Table Covers 

Scorepads Bridge Party Paks 

Rulebooks Bridge Ensembles 

Goren Items Notes and Stationery 

New York Stationery Show 

May 18-23 

Room 925 — Hotel New Yorker 

We offer you the most complete line of GOREN 

Bridge Rulebooks and Scorepads all personally revised 

with the new 1957-58 rules by Charles H. Goren. 

Write for our new 1958 catalog 

HEINES pustisHinc co., INC. 

123 NORTH THIRD ST. 

MINNEAPOLIS 1, MINNESOTA 

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

84 

The panels may be obtained with a factory prime. 

coat of paint. One additional coat will complete the 
finish. 

The do-it-yourself units are especially useful for tem. 
porary displays and one-shot promotions when time may 
not permit the ordering and installation of regular fix. 

tures, Lumber dealers often can provide detailed plans 
as well as the materials. 

take the 

BEE LINE 

for profits! 

AQUABEE 
Trademark of America’s most complete 

line of quality Drawing Papers! 

e Drawing Papers 
e Watercolor Papers e White and Colored 
e “Canvaskin” Charcoal Papers 

In Rolls, Sheets, Wire Bound Books 

e Tracing Papers 

American Watercolor Society 

| Handmade Watercolor Papers. 

Endorsed by famous 

watercolor artists! Also 

available in a Student Grade. 

= 3 = : 

paper co., ne. 

1-9 JORALEMON STREET ¢ = BROOKLYN 1, 

“The Home of Artists’ Papers” 
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Luxurious Gold and 

4 Silver Styling 

For Stores That Feature The (hafiel shit 
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CHRISTMAS CARDS 
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| ? AML, Budget Priced 
Y BS 

a ca Color AR Af nil Cards 
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eh 
Christmas Su bjects 

Also available—special 
re album of attractive Christmas 

SUPPLY OF SAMPLE BOOKS LIMITED... Cotes for liesldenmaeds 

RESERVE YOURS NOW executives and professional people. 
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The Stationers & Publishers Board 
of Trade, Inc., has furnished an ex- 
planatory article on its functions in 
the field of credit and financial man- 
agement for the stationery industry. 
The information may prove useful to 
dealers in several ways. 

The Board of Trade is a mutually 
operated group of national manufac- 

turers of stationery, office supplies, 
office furniture and office equipment 

and machines. The group was formed 
83 years ago, in 1875, to provide 
mutual protection in the field of 
credit. 

One of the group’s major activities 
is credit interchange. This involves 
the assembling and distribution of 
members’ customer ledger experiences. 
These reports show a dealer's buying 
and paying habits with the manufac- 
turing members. 

Another type of report furnished 
members is the Special Report, which 
includes information regarding an- 
tecedents, physical facilities and fin- 

ook Mailer 

Hape 

Néeceeper 

THE HANDY. ..AND 
HANDSOME CELLOPHANE 

TAPE DISPENSER 

$150 

Attractively styled in brass with 
black lacquer base, felt underpad. 
Easy to refill. Holds up to 400-inch 
roll of 4” or 34” tape. A perfect gift 
—useful as well as beautiful. 

© propucrs 
Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 

Send for cotalog describing complete PAT line: ‘ 
Stomp Keeper « Tope Keeper « Reel Riter Ball Point Pen « Pin-On Pencil 

TElottach Pencil « Key Keeper « MemoMatic « Rememo 
SEE US AT THE NEW YORK STATIONERY SHOW 

Héeceper 

HOLDS POSTAGE STAMPS 
. . BY THE ROLL! KEEPS 

THEM DRY, CLEAN, HANDY! 

$100 
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Stationers & Publishers Board Explains Role as It Affects Dealers 

ancial statements. A number of deal- 
ers file their balance sheets and 
operating statements with The Sta- 
tioners & Publishers Board of Trade 
as a means of establishing and main 
taining credit with its members. 

The Board also operates a program 
of collection assistance for its mem- 
bers’ delinquent accounts. 

Weekly information bulletins and 
monthly letters provide manufacturer 
members a wealth of information for 
their credit and sales departments 

Many dealers recognize the need 
for an outside opinion on the opera- 
tion and financial condition of their 
business and request an analysis and 

submit their 
financial statements. This is furnish- 
comment when they 

ed by the Board of Trade because it 
assists the industry in maintaining 
sound dealer outlets for its merchan- 
dise 

This practice of analyzing dealer 
financial statements is one of ‘‘pre- 

which the Board ventive medicine’ 

believes is certainly preferable to the 
drastic ‘“‘cures’’ that become necessary 
when a dealer is in severe distress. 

While many dealers find the “‘an- 
alysis by mail’ helpful, the Board's 
office at 200 Fifth Avenue, New York. 
also is visited frequently by dealers 
from all over the country who desire 
personal consultations. The executive 
secretary, Edward O. Kallmann, dis- 
cusses their problems and makes 
recommendations for improvements in 
their operation. 

In addition, the Board sponsors a 
rehabilitation program for dealers who 

through mistake in judgment or 
through no fault of their own find 

difficulties. When 
such help is justified, the Board ar- 
ranges a conference with the dealer 
and his creditors. From these con- 
ferences a rehabilitation program is 
worked out. Many dealers who found 
it necessary at one time to seek the 
help of the Board are today self- 
sustaining, successful merchants. 

themselves in 

Starring now 
napkin design of distinction! 

HERE’S THE STAR 

OF HIS OWN TELEVISION SHOW 

especially for you in a new 

THE FAMOUS 

“Terry Tell Time” 
Heavy brass design with black 20 in cello @ $2.16 
lacquer base on protective felt 
Doubles as a handsome paper 
weight... on a home or office desk 
A gift anyone can use! 

doz. Matches beautifully with the 
RETAIL 30c package Red Stripe Ensemble 

4064 Glencoe 

Venice, Calif. 

- - - for more details circle 151 on last page 
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The PROFIT Line Of 

Ball Pens, Fountain Pens 

And Mechanical Pencils 

=910 
= 1841 =92iA 

MARLBORO BALL PEN 

with 00 
year ‘round s] 

refill 

TRI COLOR PEN 

aise 500 

INK CARTRIDGE PEN 

with 6 ‘] 49 RED 
GREEN 

ink 
cartridges f 

/ 

IWAT RA REDD Bs 

A balanced assortment of ball pens, fountain pens 

and mechanical pencils from 29c to $1.49 is avail- 
+5000 

able in this handsome Self Service Merchandiser 

er ICE World's largest pen manufacturers 

MERCHANDISER 
David Kahn, Inc., North Bergen, N. J. 
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NOMDA 1958 Convention Committee 

Reports Plans for Milwaukee 

Milwaukee committee members who are buttoning up local arrangements for the 1958 NOMDA 
Convention and Trade Exhibit, June 29 to July 2, are, 
pitality; Mrs. Ed Rudolph, hospitality co-chairman; Mrs. 
Jules Waedekin, general chairman. Standing are Jack Feltz, 
licity; William Gardien, antique typewriter display; and Ray Kvehnl, 

THE HANDIEST 

Kathe pprton CUTTER MADE 

Splits Cases and Cuts 
Off Tops Cleaner and 
Quicker! 

+ 
Ideal for Making 
Carton Displays 

Can Be Carried in 
Pocket! 

Kutto is the handiest tool ever made for the receiving and 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 . . . contact your 
wholesaler or write us. Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 

TINIE 1.5,.cs sn ccenstessninneeneeienielecsemnaudensaseueanpnmenvevensiatemanincenentel $1. 25 
1 Dozen or more $10.00 per doz. f.o.b. Chicago. 

” 
Snippo 

STRING 

CUTTER 

@ CUT STRING, 

Wholesale Price, 

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. 

$1.25 each 
WHOLESALE PRICES, F.O.B. CHICAGO 

1 dozen or more, with 5 extra blades, per dozen 
2 dozen or more, with 5 extra blades, per dozen .. 
3 dozen or more, with 5 extra blades, per dozen 

Manufacturers of Precision Cutting Tools 
Write for Circulars 

MODERN SPECIALTIES COMPANY 
4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill 

seated left to right, 
Jules Waedekin, 

transportation; 

Ed Rudolph, hos- 
ladies activities; and 

Henry Baime, pub- 
finance. 

Almost 80 percent of the booths for the 
1958 Trade Exhibit of the National Offic 
Machine Dealers Assn. (NOMDA) 
spoken for in the first three weeks a 

were 
fter 

solicitations were mailed, it was announced 
by Harold Mann, executive secretary 

Headquarters for NOMDA’s annual 
Convention and Trade Exhibit will be the 
Schroeder Hotel in Milwaukee, Wis. Dates 
are June 29 to July 2. Exhibits will be 
housed on the Sth floor, 
and other activities will be centered 

where registration 

An exceptional program of panels and 
speeches has been arranged. The opening 
address will be given by William Gove 
who was chosen 
in 1953 and “Sales Promotion Man of 
Year” in 1954 

“Salesman of the Year’ 
the 

Panel topics will include salesmanship, 
and electric typewriters, lease programs 

one entitled “The Cost of Doing Busi 
ness.” 

For the first time in the long history 
of NOMDA conventions, the public will 
be invited to view the displays of office 
machines. The public showing will 

Wa 

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. 

be 

and TYPEWRITER RIBBONS 

WRITE 
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'(NCORPORATED 

——, 

420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 
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Profit 

Producers 

TICKERS puPLis 

DUPLIS TICKER, \avels for typewriter 

and mimeograph. Choice of 24 or 33 

addressing labels to each sheet, finest 

eummed stock. 24-on sheets, 500 to a 

box, 33-on sheets, 25, 100 and 500 

sheet lots. 

DUPLISNAP,, carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 

33 labels to each sheet, interleaved with 

smudge-resistant carbon. For use with 

typewriter. 

DUPLIQUIK, labels, special stock. for 
use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 

with typewriter. 33 labels on a sheet, 

packaged 100 and 500 sheets; 42 labels 

on a sheet, packaged 500 sheets. 

@ Reg. T.M.—U.S, & Canada 

EUREKA SPECIALTY 
EM RE WA * PRINTING COMPANY 

Dept. SO - Scranton, Pa. 
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PIN-NUP CHRISTMAS CARD TREE 

Fresh 

4 for 

® Bridgeasy Table Covers 

® Self-Seal Stationery 

A colorful and attrac- 
tive decoration in the 
home, a conversation 
piece throughout the 
season, a super-value 
specialty item at 

THERMO GLO CHRISTMAS CARDS 

and 
signs in glowing colors, 
tastefully accented with 
rich raised printing and 
touches of jeweltone 
lustre. 

counter 
on request. 

CHRISTMAS CAROL NAPKINS 

Strike just the right note 

FOR VARIETY, VALUE 

AND VOLUME SALES 

$1.25 retail 

Smart new 1958 pack- 
aging and dispenser 
cartons -- compact to 
stock, simple to dis- 
play, easy to sell -- a 
“natural” for promo- 
tions. 

exciting de- 

Distinctive Promotional 
Line -- Solid Pac boxes at 

$2 retail 
Quality Personalizing -- 

books available 

holiday entertaining 
* at home or church. Fine 

napkin stock, colorful de- 
signs, attractive gift box. 
Excellent counter or mail 
order promotion at 

$1.00 retail 

® Thermo Glo Party Invitations 

ret Sint b nic. 

® Thank You Notes 

e Birth Announcements 

COMPLETE COLLECTION OF WEDDING 

INVITATIONS AND SOCIAL STATIONERY 

Empire State Building 
New York |, N. ¥ 

32 East Union Street 
Pasadena, Calif 

New York Stationery Show, May 1|8-23, Hotel New Yorker 
Rooms 818 and 819 
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Tuesday evening, July 1, from 6 to 10 

= Every Day Is “We had hoped for years that NOMDA 
would bring its convention to our beauti- 
ful city,” sayes Jules Waedekin of Mil- * 

waukee, in charge of local arrangements, reetin ard a 
“and now we are to have the privilege of 
hosting our fellow dealers from all corners 
of the country. We are looking forward There was a time when Christmas time Wedding congratulations 5 
to this event with great anticipation and accounted for most of the dollar volume as 
are sure that everyone will have a wonder- in the greeting card field, but the every- Thank you : 
ful time as well as take home scores of day card gets credit for the rapid rise Juvenile birthday , 
valuable ideas.” in sales during the past 15 years. The : 

Mrs. Waedekin is local chairman for separations of World War II and the Special birthday 3 
the convention activities of Ladies of mobility of the population since the war (belated, etc.) 
NOMDA, an affiliate group which was have helped to more than quadruple the ne? 
set up two years ago as a separate organ- greeting card market. Invitations 3 
ization. Another of NOMDA’s famous out- About 80 to 85 percent of card purchases Friendship 3 
door parties will be held at Hubbard are made by women and it's estimated that 
Park. more than half of greeting card sales are Gift 3 

Opposition for the Milwaukee Braves impulse sales. Relic ; 
. & . eligious 2 

during the convention will be provided by The large volume of sales made in every- P 
the Los Angeles Dodgers and the Cincin- day cards has been broken down into the Birth announcements 2 
nati Reds. Most of the games will be at following categories. 
night. Birth congratulations 2 

: > : " “— or a D a . ” ' 7% ‘ A convention schedule and further de Relative birthday 17% General congratulations 
tails will appear in the next issue of H ; ie 
MODERN STATIONER AND OFFICE EQuIP- umorous birthday 1] Travel 
MENT DEALER. 

Hotel room reservation cards and a 
brochure on Wisconsin vacation possibili- General birthday 10 Sympathy acknowledgements 2% 
ties were mailed out by NOMDA during 
the last week of April, two months in 
advance of the June 29 opening date. Sympathy 5 

Anniversary 10 Sweetheart birthday Less than 

Convalescence 9 Special age birthday 

Signature notes 

THE 
ANOTHER 7eee IN CANDLELIGHT ee rtori x nt quality 

A NEW CONCEPT IN DECORATING H-I-BALL 
Top styling, streamlined nose-piece 

dnd beautiful finish—together with the 
é . 

lulls » (Colonial 
interchangeable refill feature which 

means substantial savings to the cus 

tomer and repeat sales to the deoler 

| —make the KOH-I-BALL a must on 

l} every buyer's list. 

RETAIL 29¢ EACH (Refills 15¢ Each) 

RETAIL 49¢ EACH (Refills 15¢ Each) 

The popular double-ended KOH-I-BALL, with Red and Blue points a 
opposite ends still only 49¢ each. 

These new “Masterpieces in Wax"’ are ideal when Complete ronge of refills with color coded tips for quick identification includes: (1) Reguic 
used as a centerpiece or for other decorative effects. Writing (2) Fine Ball for Accounting (3) Blue-Black (4) Colors (5) Liquid Lead (6) Reproducing 
Available in metallic green, pink or gold cups — 
six candles in handsome display package to retail 
at $1.00 The Finest in Writing 

‘ man 
Write for complete catalog and price list. Instruments Since 1( 41] 

Colonial Candle (0. of (ape (od, Inc. KOH-I-NOOR PENCIL CO.® BLOOMSBURY, NEW JERSEY 
Hyannis, Massachusetts el 

- « «= for more details circle 134 on last page - - - for more details circle 156 on last page 
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2 or 3holes as desired 

Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 

Order from your wholesaler 

MODEL 32... For 3-hole punch- 
ing, 4" dia. spaced 4%" on cen- 
ters. For 2-hole punching, 4” 
dia. spaced 2%” on centers. 

NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 

WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 

PAPER PUNCH | 

- - = for more details circle 165 on last page 

NOW! NEW LOW PRICE on 

FLEXO-SPACE Self-Service Island 

ANNOUNCING our 
New low prices on 
FLEXO - SPACE Self - 
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! 

Mfrs. write for special extra low prices. 

ADD SALES COMPANY 

829 York Street Manitowoc, Wisconsin 

BRADFORD STATIONERY 

Cordially invites you to see their display 

of distinctively styled gift packaged stationery 

in portfolios and boxes 

at the Stationery Show, Hotel New Yorker, 

Buffalo Room, 4th Floor, 

May 18-23. 

BRADFORD STATIONERY 

ROCKEFELLER CENTER SHOWROOM 

15 West 51 Street, New York, N. Y. 

Phone COlumbus 5-4736 

527 West 7th Street 

Los Angeles, California 

West Coast Office 

Blanchard Compony 

- - + for more details circle 120 on last page 
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Aid| automatic electric eraser 

good profit maker with a wide market 

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

Barber-Colman Company 

Dept. F, 1245 Rock St., ROCKFORD, ILL. 
- - - for more details circle 112 on last page 



NSOEA’s Regional 

Management for Profit 

Seminars in Progress 

About half of the 14 regional 
meetings of the National Stationery 
and Office Equipment Assn. (NS- 

OEA) had been held as this issue 
went to press. “Management for 

Profit” is the theme of the regional 
seminars and membership in NSOEA 
is not necessary for attendance. The 
seminar part of each meeting, con- 
sisting of two half-day sessions, is 
supplemented by local programs and 

entertainment. 
The traveling team of manage- 

ment seminar leaders has visited 
District 5 at The Greenbrier, District 

9 at New Orleans, District 4 at the 
“Showboat” party in Memphis, Dis- 

trict 14 at Phoenix, District 11 at 

Sun Valley and District 12 at Yosem- 
ite. 

With the southern and western 
regions visited, the NSOEA team 

A real value for anyone at only 25¢.. 
find suggestions that make selling party goods 
easier, too . . . and like the way it helps you 
move more Paper Art products. Use coupon 
below ... order your units of this most-wanted 
party book now! 

Paper Art Company, Inc. * 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 

unit(s) of the PARTY BOOK @ $3.25 per unit _| Please send 
(25 books in each). 

[_] Send us your 1958 PAPER ART party goods catalog. 

EES a aE SO ES 

Address .. 

' City 

92 

table talk 

Papo Ait 

@ This new “party helper” is chock-full of ideas for all types of table settings— 
16 pages showing many different ways to make party giving more appealing. 

- you make 50% profit! You'll 

will spend the next month and a 
half working its way back east. Tak- 
ing part in the programs are William 
R. Diehl, Jr., NSOEA president and 
a dealer at Columbus, Ohio; Edwin 
H. Mosler, Jr., vice president of the 
NSOEA manufacturers’ division; Dr. 
Ralph D. Gies, NSOEA 
director; Dr. William H. 
Jr., associate professor of business 
administration at the University of 
Georgia; and Paul E. Burbank, ex- 

ecutive vice president of NSOEA. 

Robert K. Brown, governor of the 
“Lucky Seventh” district has report- 
ed a change in location for the Dis- 
trict 7 meeting June 2 and 3. The 
meeting will be held at the Pick- 
Nicollet Hotel in Minneapolis, in- 
stead of at the Hotel Leamington as 

research 
Harris, 

previously reported. 

Other regional meetings still to be 
held are at District 10, Denver, May 

16-17; District 8, Wagoner, Okla., 

May 22-23; District 6, Genoa City, 
Wis., May 26-27; District 3, Virginia 
Beach, Va., June 9-10; District 2, 
Schroon Lake, N. Y., June 13-14; 

District 13, Grossinger, N. Y., June 
16-17; and District 1, Manchester, 
Vt., June 23-24. 

Close to 300 persons attended the 
District 4 sessions at the Peabody 
Hotel, Memphis, Tenn. Caldwell Har- 
per of Harper Brothers, Greenville, 
S. C., was elected governor of the re. 
gion and James Smith of St. Peters. 
burg, Fla., is the newly elected vice 
governor. Delegates at Memphis were 

guests of the Southern Travelers at 
the Showboat party. New president of 
the Travelers Club is Ralph Hilburn, 
Bainbridge-Southern, Inc., Greensboro, 
N. C. 

The last of the 14 spring meetings 
for 1958 will be June 22-24 at the 
Equinox House, Manchester, Vt. Bob 
Slate, District 1 governor, describes 
the Equinox as “probably the most 
beautiful ever selected’ for the con- 
vention, An added feature on the 
Region 1 program will be a talk by 
O. F. Richardson, sales manager for 
Minnesota Mining and Manufacturing 
Co., on “Our Present and Future in 
Business.”’ 

NOESTING PIN TICKET CO. INC. 
. . . 93 

“Millions Daily 

MAIN OFFICE AND FACTORY 
728 E. 136th STREET 
NEW YORK 54, N. Y. 

BRANCH FACTORY 
1815 WEST 74th STREET 

CHICAGO 36, ILL. 
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GOLD STAMP 

Stationery 

Greeting Cards 

Christmas Cards 

Book Matches 

Paper Napkins 

Playing Cards 

etc. 

a N 

LE 

SPEEDY “© SUPER REGAL 

SEE OUR NEW 

MULTI-LINE STAMPER 

up to FIVE LINE imprints 

Room 520 — N. Y. Stationery Show 

FRANKLIN MFG. CORP. 

NORWOOD, MASS. 

Visitors! 

New York Stationery Show 

LOOK FOR THE BIG NEWS 

JUNE 1 

FROM PARKER! 

For extra profits at School Opening... 

See the new full-profit Parker line... 
Room 803! 

Fill out a Special Promotion Announcement 
envelope when you visit the Parker display! 

Parker will mail you this envelope June 1... 
filled with details of the most exciting and 

profitable School Opening Promotion ever offered 
to stationers! 

<> The Parker Pen Company 

; Makers of The World’s Most Wanted Pens 

COPYRIGHT 1958 BY os THE PARKER PEN COMPANY, JANESVILLE, 
WISCONSIN, U.S.A * TORONTO, ONTARIO, CANADA 

- - - for more details circle 171 on last page 
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IMMEDIATE SHIPMENT 

CARTS 

* 

DRAWER UNITS 

* 

PARTS BINS 

® 

SHELVING 

eS 

TOTE BOXES 

w® 

TOOL STORAGE 
UNITS 

You do the billing—we do the rest. We will drop ship in your 
name using your labels if you desire. We can put your decals 
on our products; just send them in with your order. Ours is 
the highest quality equipment available of this type. You 
will be proud to have your name on it as many dealers have 
over the last 17 years. 

WRITE TODAY FOR OUR CATALOG 

1577 W. INDIANA AVE., PHILA. 32, PA. 
- - - for more details circle 116 on last page 

Insulated LEDGER FILE 
Posting Machine Carriage 
clears top of Ledger file. 

pp 

Model 501 LEF 
No heavy lifting 
of trays. \ ee wait 

FIRE PROTECTION at point of use — 

Convenient Operating Height — Posting trays holding 24% more 
sheets at convenient posting height at all times. 
Roll-Around Portability — Easily rolled along posting machine 
or any other desired location. 
Operating Ease -- Drawer has finger-tip operation on 10 roller 
bearing full suspension. Easy to open and close. 
Point of Use Protection — Records never need to leave the file — 
protected from fire at all times. 
SPECIFICATIONS: Inside drawer dimensions: width 184%“; Height 
13¥%,"; Clear filing depth 26” — Outside dimensions: Height on 
pedestal 28Y,"; Width 2234”; Depth 31”. 

Write for complete information and prices 

Midwestern Manufacturing Corp. 
Indianapolis 4, Indiana 

- - = for more details circle 161 on last page 



Promotional Material Available 

For 1958 Letter Writing Week 

<a 
21" NATIONAL 

LETTER WRITING WEEK 
OCTOBER 5 to Tl] 

The 21st National Letter Writing 
Week, which will be held Oct. 5 to 11 
1958, will feature a greater quantity and 
variety of than 

Edgar P. Eaton, 
secretary of the Paper Stationery & Tab 

materials ever before, 
according to executive 

let Manufacturers Assn., sponsors of the 
annual 

More 
dow 

promotion, 
than 150,000 

posters will be displayed in 
offices, 

four color win- 
post 

stores, railroad depots and _air- 
line terminals. Other free materials avail- 
able to 
newspape1 
bels, news releases 

A window 
V ide 

stationery include 
emblems, 
and other 

display contest 
$1,100 in cash awards for 

featuring writing paper 
store categories for contest en- 

trants include department stores, station- 
ers, variety chain stores, drug stores, gift, 
book and and 
stores. The college store category is being 

the first time in 1958 

retailers of 
mats, adhesive la- 

advertising 
will 

the 
pro- 
best 

displays Six 
separate 

specialty shops, college 

added for 

award to the individual responsible pe 
sonally for the window display, regard 
less of store category, which best 
flects the skill, artistry and technig 
of the display profession. 

“With its wide variety of styles, wr 
ing paper is extremely attractive disply 

Mr. Eaton ‘The 
posters and other materials, can be used 4 
set up  attention-getting,  traffic-buildiny 
window displays.” 

Details and promotion material cay 
be obtained from The Paper Stationen 
& Tablet Manufacturers Assn., 444 Mad 
son Ave., New York City. 

merchandise,” said 

Open THE DOOR 
TO HAPPINESS 

THROUGH 
LETTERS 

This is the four-color 
local promotion of 
Writing Week. 

poster 
1958 National 

Hammond 

¢ United States 
¢ Asia 

© World 
¢ North America 
¢ South America ¢ Europe 
¢ Canada « Africa 
¢ Australia & Pacific 

A complete series of attractive, 
authentic maps in exciting color— 
covering the world and 10 major 
geographic sub-divisions. Popular 
50” x 33” wall-size is perfect for 
decorating office, den, playroom, 
etc. Each map folded and inserted 
in a colorful 9 x 12” booklet — 
a combination selling jacket and 
stocking aid. At only $1.00 each, 
these fine maps are extremely 
popular sellers. 

oem 
Al beste ||] a 

we 
b\w sat 
es 

Wert 
giten Vato as Geen me vf 

i c.s HAM ono sé oo 

i 

available for 

standard Editio 

LLL 
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Letter 
$50, $20 and $5, 

FOR DISTINCTIVE, USEFUL DECORATION . . 

a Wall Maps 

HAMMOND s 
INTERNATIONAL 

of the 
WORLD 

MAP 

The World’s Most 

AUTHORITATIVE 
Map Series 

FREE — handsome, versatile display 
rack for eye-catching presentation of 
maps and atlases. Write for details. 

Why not investigate the many 
opportunities offered you by the 
extensive line of Hammond maps, 
atlases and globes. Call or write 
today for your copy of the latest 
C. S. Hammond catalog. 

Maplewood 
New Jersey 

Four prizes in each category are $100, 
with 

This letter writing display last fall won firs! 
prize in the department store category for 

a $50 Wiley's Inc., Hutchinson, Kansas. special 

CORONET 

for party goods 

PARTY FAVORS 

for all occasions 

Birthday St. Valentine’s Day - 

Bridal Shower St. Patrick’s Day 

Wedding Easter 

Stork Shower Halloween 

Anniversary Christmas 

Patriotic New Years 

DISTRIBUTORS FOR 

American Merri Lei Corp. 
Paper Art Co. 

Penn Wax Candles 
Dennison Mfg Co. 

Topstone Rubber Masks 
Ben Cooper Costumes 

SEE US IN ROOM 641 AT THE STATIONERY SHOW 

CORONET MERCHANDISE CORP. 

VISIT OUR NEW MODERN SHOW ROOM 
890 Broadway (Corner 19 St.) New York 3, N. Y. 

- = = for more details circle 128 on last page 
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New ¥ 

Hotel New ’ 

RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS 

AT THE 

@ STENCILS @ PROTRACTORS @ OTHER DEVICES 

filet [ON 
oe Bi ae ee i Cc ON N 

» Accordian Brand gitt Files 

RED-ROPE 
gTATIONERY 

ify Show 

ork stationery oi Room 

orket 2310 h to y 18 «« File Mates 

g. By NY 
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RercstTRomMm _ 

OLiLdy 
ag 
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BETTER RESULTS... 

LOWER 
COST 

with OoIN 
i= 66a 

ODIN 

OFFICE PRINTING 

PAPER 

‘lle OTR 

(| 

Use a mimeo paper? Smooth finish? 

Bond finish? Try Bergstrom’s ODIN. 

You'll like its bright-white, 

uniform surface . . . its opacity .. . 

trouble-free printability. Sized for 

pen and ink. Write today for samples 

and name of nearest distributor. 

BerestTrRom 

PAPER COMPANY 

NEENAH, WISCONSIN 
FOUNDED 1904 

- - = for more details circle 118 on last page 

“Silh Effect , 

the most unusual napkin. Sheer silk-like texture. Sells on 
sight. Lovely assortment in two sizes. Prompt shipment. 

1 doz. ea. 
Write for illustrated price list our complete line exquisite im- 
ports for unusual gifts, inc. lovely new plastic coated playing cards. 

Come see our BIG surprise for you 
Room 640, Hotel New Yorker, New York Stationery Show 

Permanent Show Rooms 

luncheon and cocktail size $14.20 plus postage. 

New York - J. Kenneth Zahn Chicago - The Zangs Co. 
225 - Sth Avenue 1598 Merchandise Mart 

FRED BAUMGARTEN EXCLUSIVE IMPORTS 
1000 Virginia Ave. N. E. Atlanta 6, Ga. 

- - - for more details circle 114 on last page 



Looking for 

EXTRA 

PROFITS? 

Scene, Jeffery Pine 

To SHOW is to SELL 

This Popular Line of 

GRANDVIEW 

Full-Color MURALS 

Here's an exceptional ‘impulse’ item that 
will appeal to all your customers and give 
you EXTRA profits without investment in in- 
ventory! 

Nationally-advertised GRANDVIEW Full-Color 
Murals include 24 exquisite reproductions of 
famous American scenes. Each subject has 
that refreshing ‘‘outdoor’’ appeal that will 
be welcome in any office, place of business, 
or home that is looking for distinctive decor. 

Because these murals are priced for the mass 
market, you can utilize your regular invoice 
and statement mailings to add many extra 
dollars to your regular business. Envelope en- 
closures as well as other eye-catching sales 
helps are available to help you capitalize 
on GRANDVIEW nation-wide promotion. 

Write for full-color brochure, sample sales 
tools, and dealer discounts today! 

3 POPULAR SIZES... 
All incomparable values! 

38Y_"x59" . . . only $7.95 retail 
45"x65" . . . only $8.95 retail 
51Y2"x75" . . . superbly finished 
in durable, cloth-like CANVATEX 

. only $24.75 retail 

Ulowiui. 

PRODUCTS INC. 

310 North Jefferson St., Milwaukee 2, Wisc. 

for more details circle 145 on last page 
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SHOW PRODUCTS... 
(Continued from page 23) 

Nile Running Studio will feature hand 
screened 25-cent cards which will appear 
in their 1958 personalized Christmas card 
album 

Nu-Art Engraving Company. Room 536 
Four albums of Christmas cards will be 
shown, offering 174 completely new de 
signs. Nu-Decor envelopes are featured 
with many of the cards at no extra cost. 

Ceramic letter holders, pen holders and dog 
banks in true likeness of 10 varieties of 
dogs will be shown by Helen Broadwell. 

O’Brien-Sexton will introduce a line of 
religious goods and show a fine line of 
imported and domestic candles. Among 
them will be a novel peppermint stick can 
dle, white with red stripes. 

The Parker Pen Company. Room 803 
A colorful, modern exhibit will introduce 
a gold Parker 61 set, a new ‘Shorty’ Jot- 
ter without a clip for women’s handbags, 
new revolving displays and a novel double 
bubble display of Parker T-Ball pens. Rep 
resentatives will include D. H. Gullett, A 
W. Foster, R. A. Livingston and J. H 
Rich, Jr 

Pencil-Crafts Sales Company will intro 
duce a new line of personalized pencil sets 
There are eight different gift sets in all, 
attractively packaged with “see-thru’’ Mylar 
windows for fast and easy selection. At 
tention-getting displays also are available 

Penthouse Products Incorporated wil! in- 
troduce a new display rack for card table 
covers. In attendance will be Irving Eis 
man, Manny Ewen and Sy Bernstein. 

Pratt & Austin Company. Room 933 
Two new assortments of promotionally 
priced stationery will be introduced fea- 
turing gold embossed florals, bordered and 

IMPORTANT NOTICE 
TO SUBSCRIBERS 

Four weeks advance notice 
and your old address as well 
as the new, are necessary 
for change of subscribers 
address. PLEASE PRINT. 

MODERN STATIONER, JUNE, 1958 
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Sells 

the MOST 

because 

>SENC 

Makes 

the BEST 

HE FIELD 
LEADS F 

RULERS 

AND YARDSTICKS 

Show your customers the 

line with most variety... 

most features... best dis- 

plays. Write for catalog, 

prices. Buy from your near- 

by 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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deckled letter papers The company claims 
with its pre-packaged assortments to have 
evolved an innovation in the merchandising 
of boxed writing paper. 

Rust Craft will show its new “Fold N’ 
Frame’ line, a new concept in greeting 
cards 

E 

SSS 
Replogle Globes, Inc. New Gyro-Matic 
globes will be featured. The trademark 
Gyro-Matic, describes a newly developed Scissor lamp shown here is one of many new 
counting, designed to make every area on lamps recently introduced by Fluorescent 
the globe easier to see and study. Repre- Lighting Laboratories. 
sentatives in attendance will be A. § 

- 

Replogle, F. A. Allen, E. M. Hagel, A. 
Backar, A. Link and A. A. West. 

Red-Rope Stationery Industries, Inc., will . ' : , 
show the Alice Daly line of personal files. This Sports Scrapbook is among the items 
These include baby files, wedding files, shown by Durand Manufacturing Co. 
family files and a Private Affairs file which 
has been especially popular with teen-agers. 
The exhibit will be manned by Arthur 
Romm, Dan Nigro and Joseph Wexelbaum Royal Imprints, Inc., will show new lines 

of hand decorated felt items in three cate- 
e Redi-Record Products Company will fea- gories — Christmas Originals, Wedding 

ture a magnetic map with plastic covered Line and the General Party and Accessory 
« magnets to hold messages, bulletins and line. Also on display will be new designs 

a | Horizontal cards with vista-styling have been similar material to a wall map. Attend- in the regular paper lines of napkins, coast- 
added to the California Artists line of boxed ing the show will be Jerry Fleishman, ers, place cards and party favors. Attend- 

7] cards. They are packed in clear lid boxes. Milt Doctor, and Edward Klein. ing will be Paul Benson, Miss Betty 

Vere eee = 

4 
T » Bae 

b 
, IMPORTANT NOTICE! 

5 Our Brief Case Portfolio As Pictured Here 

7 Is Protected By Patent No. D-175,389 

‘ Our exclusive design DOES NOT resemble chain store type 
’ merchandise which is being offered as a substitute. We're 
' JEWEL BOX. 4 Suedine lined proud of the careful manufacturing and fine material that goes 

compartments. No. 2160 gold- into our patented Brief Case Portfolio and we'll protect our € stamped “Earrings and Things, | 
in light blue, pink or white patent rights by law. 

® 1 with gold. No. 2162 gold- 
LEATHERS INC stamped “Cufflinks and Things” We use the finest Virgin Vinyl — 24 Gauge! This feature, 

2 ’ . oe — — os ben combined with the beautiful appearance of the portfolio, places 
’ . : this it far above flimsy, skimped imitations. 

* 121 West 17th. St. W.Y.C. ToS Susteey. iiniteiaue , . 
LD. aes ici dil tm tes | #71—LEGAL SIZE 

Order Sample Assortment Made of Spanish Crush leather 
grain Vinylite, 16%." x 12”, 

Today And Compare! welded seams, Flexi-Grip Zipper. 
ROOM 922 STATIONERY SHOW | one es ee 

KS Personalized Christmas Cards = | 
Same high quality, simpler de- 

Three Outstanding New Albums 

- - = for more details circle 133 on last page 

sign, size 14” x 11”. $7.20 doz. 
(Wt. 6 Ibs.) 

the Deluxe: Fine Engraved cards Displaying Good Taste, Craftsmanship — a er as size 22" 
fees and Beauty x 16". $14.40 doz. (Wt. 12 Ibs.) 
dis- Touch Of Gold: Studio Type Cards, Contemporary, with a light COLORS: 
log gey touch of sparkle tneughont. Seal Brown, Luggage Tan, Jet 

’ Economy: Semi-Tall, Parchment, Religious and Chrome Kote Black, Navy Blue, Flame Red, 
ear- Stylized and popular priced. Hunter Green. 

SAMPLE 1 Shipped asst’'d colors unless ALBUMS eraapeyes UPON REQUEST CAN BE IMPRINTED specified. 
Largest Assortment of Solid Packs 25 for $1.00 

Boxed Assortments Extraordinary for Xmas and Everyday. EXTRA yee ———— 
lo n oz. 

Bac Personal A rt Co ANGLER’S COMPANY 10% on 12 doz. or more 

45-22 162nd Street, Flushing 68, N. Y. 
y 45 East 20th Street, New York 3, N. Y. GRamercy 5-8475 
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These pieces of gold-decorated parchment This memo penset with a miniature picture Starlight is one of four titles and design Trav 
are among the new patterns offered by frame is one of the new items in The Hyde themes offered by Case Stationery Co. with ote 
Editions, Ltd. Park Line of desk and smoking accessories. fine multi-color lithography on rich white wape 

The pen is by Eversharp. vellum. a 
— 

Seidel, Mrs. Helen Farmer, David Oéest- color cover which takes advantage of the Silver Rose Guild, Inc., will introduce a 
reich, Marvin Skolkin and William L current interest in science. new line of everyday greeting cards as well 
Way. as Christmas cards and write-in notepaper 

B. Shackman & Co. will show several For the second year, Canadian Christmas 
Savoy Leather Mfg. Corp. will feature novel items including a Locomotive Crayon cards designed and made by Benedictine 
frame bags with a “‘Flip-Flap” to insure Set and a Clown Selector Pencil. Repre- monks will be shown. In attendance will 
long wear at a point where bags usually sentative at the show will be Ed Morris be John H. von Kadich and Gertrude von 
wear out first. At the show will be Samuel Kadich 
Perlin, Murray L. Savoy and Harold Savoy. Ted Sherman Greeting Cards features 

more than 200 designs in studio cards for E. Errett Smith, Inc. will show Thermo 
The Seahorse Press, Inc., will feature all occasions, plus new Slim Juniors for Glo Christmas cards in striking designs, 
“Dot Fun’, a new follow-the-dot book of announcements and invitations. Mr. and enhanced by raised printing and many with 
dot games, riddle dots and dot silhouettes Mrs. Ted Sherman and eastern salesmen French fold. The Pin-Nup Christmas Card 
The firm's Hobby Fun Book has a new will attend the show. tree for convenient home display of up to 

‘Holds Paper 
Memos, Recipes, 

School Notes, Grocery Lists, | 1 
Business Reminders, etc., | 

WITHOUT PINS OR TACKS. ] 

REGISTER COMPANY 

Each board complete with | 
accessories, packed in | 

attractive box. Anexcellent | 
gift for all occasions. | 

, Send for literature and prices | 

WEINMAN BROTHERS. inc.! 
7 TO 14 Retails for $1.00 3969 W. GRAND AVE., CHICAGO 51, ILL. | 

Theses seis tases emeisdesete wantin eeanieis aines aeuieni auieh cinaenc aeiesc enneaaien aiabaatiin dain meena 
- - = for more details circle 189 on last page 
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STANDARD & CUSTOM 

REGISTER FORMS 

— 

r 

A & 

SHIPMENTS . 
4 =» Shipped in your name 
if 

ALL FORMS SHIPPED | & 
BY ROYAL 1 

ARE MANUFACTURED | ' 
BY ROYAL 

4 

| ' DUNSTON EXTRA FEATURES: Binder for 
| g “TV Guide" has much-needed 

. bookmark, notepaper and pencil 
a ee fe : ® Amn red jo oe 

Pe geadind steel “ LEATHERS, INC. boxed. ane ie t pone L ” e o's REGISTER COMPANY e °. ee eaier cos ° 
prices, sample forms Ar ena TE 171 West 17th. St. .Y.C. § doz. FOB factory. : 
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100 cards will be available in a new, at- 
tractive package. 

the S. K. Smith Company will introduce 
its new Plumette line designed by Ray- 
mond Loewy Associates. It includes a four- 
niece desk set to retail for $5 and a com- 
plete matching line of scrap books, photo 
albums, waste baskets, diaries and address 
memo books. 

Philip Stahl, room 930, will introduce 
Kaleidoscope Greetings” to retail at $1.75 

and fill a need for those who want to send 
a little more than just a card.” The line 

includes a Toniscope for convalescents, 
a Travelscope for the voyager, an Analy- 
scope and others. The entire Philip Stahl 

Fine Leather Desk Sets 

Pads and Accessories 

CATALOGUE NO. 56 

ON REQUEST 

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

Atlas Line 
Exclusive and Complete Line of 

Foreign Language 

GREETING CARDS 

For all seasons and occasions 
1958 Xmas Line Now Ready 
GERMAN LITHUANIAN BOHEMIAN 
FRENCH ALBANIAN CROATIAN 
UKRAINIAN POLISH SLOVENIAN 
SLOVAK DUTCH CHINESE 
SWEDISH ITALIAN GAELIC 
DANISH SPANISH JAPANESE 
FINNISH RUSSIAN HEBREW N. 
PORTUGUESE HUNGARIAN YEAR 
SERBIAN NORWEGIAN HANUKKAH 

GREEK 
Available in 

GENERAL, RELIGIOUS AND RELATIVE 
SUBJECTS 

Write for Circulars and Samples 

J. J. Stark Co. 
456 Fourth Ave. 

New York 16, N. Y. 

Gerson Bros., Inc. 
847 West Harrison St. 

Chicago 7, Illinois 

for more details circle 185 on last page 
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collection comprises about 700 cards and 
eight PG books. 

Hand screened Christmas cards are offered 
by Nile Running Studio in their 1958 per- 
sonalized Christmas card album. 

Lappy 

( Rs rthda y 

A general birthday card with Calypso scenery 
and Calypso sentiments inside is one of 16 
numbers in the new Millner Card Company 
line. 

Our Family file folder is one of the Alice 
Daly personal files in the display of Red- 
Rope Stationery Industries, Inc. 

Stationers Specialty Corporation, makers 
of desk pads, desk sets and accessories, will 
announce its new items and special values 
during the show with Adolf Fleischhauer, 
Everett Fleischhauer and Walter Scheffler 
in attendance. 

Stebco Products will offer several new 
items particularly suited for back to school 
promotions. Show personnel will include 
Edward B. Stein, Ralph W. Graham, R. 

99 

erin | 

Personalized 

Pencils... 

(teases es eas eesnwesy Leamaeee eee eee 

in attractive 

gift packages 

that sell 

on sight! 

Fine quality Personalized 
Pencil Sets for every occa- 
sion and every budget. 

Colorful new gift pack- 
ages with “See-thru”’ My- 
lar Windows for fast and 
easy selection. 

For imprinting. .. see our 
new automatic Pencil Im- 
printing Machine . . . or 
use a Kingsley. Inquire 
about our mail imprinting 
service. 

+e 

sce Ke... 

at the 

NEW YORK 

STATIONERY SHOW 

Room 621 

HOTEL NEW YORKER 

Seneenennenmnnnnenetal 

FREE Display with Minimum order 

PENCIL-CRAFTS SALES CO. 

500 WILLOW AVE. 

HOBOKEN, NEW JERSEY 

for more details circle 172 on last page 



Wedding line of 28 table accessories and 
favors will be among the new hand deco- 
rated items shown by Royal Imprints, Inc. 

Wraparounds to be placed around a high- 
ball glass or any other tall, cold drinking 
glass will be among the new imports shown 
by Freund-Mayer & Co. 

Gyro-Matic globes, with mounting that per. been 
mits easy rotating to any position, will be mitte 
featured prominently by Replogle Globes, salers 
Inc. a ge 

Th 

; broct 
Whiting Paper Co. will show its new Pack 
gift line of Christmas stationery and a n ; ; é : = ‘Ob 
number of novelty items in Whiting’s 
Vellum. In attendance will be William pare 
Whiting, Sr., Daniel Behrend, Herbert mitt 
Bellings, David Bristow, Ralph Doane, Ed 
Holly, Edward M. Longbotham, Donald 
B. McBurney, Lee G. Reiser, Joe Schu- : 
macher and Arthur E. Young. The firm's stat 

ture! 
annt These two cards, in full color, are two of 

the newest designs to be shown by Ted 
Sherman Greeting Cards. 

new sales room in New York is at “The wert 
Jewel Box,” Rockefeller Center Interna- the 

’ tional Building. T 
Aberli, Jr., Lester Broosk, Robert Fessen- 
den, R. W. Evans and Charles F. Johnson. Arthur E. Wilson & Co. will introduce an as | 

Social stationery in attractively packaged 5 entirely new line of cocktail napkins with 
The Stone Company will feature a sta- portfolios and boxes will be shown by matching coasters in a plastic lid gift box, ture 
tionery promotion consisting of 200 white Bradford's Stationery. a pastel tint drop front cabinet containing he 
vellum sheets and 100 envelopes, all im- 36 hand deckled sheets and 36 matching /s 
printed, to retail for $2.39. In addition Tiber Press will show hand screened envelopes, and six different designs of um 
they are adding to their regular line some Christmas cards, priced from 20 to 50 coasters in plastic lid boxes. Present at the con 
“Solid Packs” for Christmas promotion. cents, with dramatic color and opulence show will be Robert Ball, Frank Mulry, ing 

inspired by the classic richness of the W. C. Toppan and Stella Westrick. sal 
Svend Jensen of Denmark, Inc. Room Renaissance 
1043. Candles with matching paper nap- Winfield Manufacturing Co. Room 727 a 
kins in handsome gift boxes that whole- Tora Holm Importers. On display will be A 

the Christmas ornaments and wooden toys 
of Rolf Wallach Imports and the panel 
paintings and laminated reproductions of 
Berggren-Trayner Corp. 

complete new line of briefcases in t10 
smooth cowhide leathers will be shown, 
including a zipper binder with built-in 
clip board. Harold Swift and Harold 
Schneider will be in attendance. 

sale for $12 a dozen will be offered along 
with other new paper goods and novel 
candles. Svend B. Jensen, president, will 
be in attendance. 

ee eee ey ae) Oe 

TO RETAIL AT | FIND OUT WHY ‘ 

00 | MORE SMART DEALERS : 

— | BUY MORE SMART CARDS 

| FROM ) 

DUNSTON | 22ers 
PHILIP STAHL 

pencils. Tan, red, black, white, 

, LEATHERS, INC. ] witm disposcbie sieeve for pen- PELHAM, N. Y. cils =e wer’ me ener, ‘i 
No. 1134... t ° 

aad 121 West 17th. St. N.Y.C. a FOB PA sicaavete 
he. SS SB eaeeseeag s&s 
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AS I SEE IT 

Sy Donald Prey 

ques = Secretary-treasurer, Wholesale Stationers’ Association 

A significant job to improve the 
stationers products industry has 

been accomplished recently by a com- 
mittee of manufacturers and whole- 

salers, 
This committee has devoloped a 

brochure entitled “Ground Rules for 

Packing and Packaging of Stationers 
Products.” The rules have been pre- 
pared after careful study by a com- 
mittee of representative manufac- 
turers and wholesalers. During the 
annual convention of the Wholesale 
Stationers Assn. in March the rules 
were approved for distribution to 

the industry. 
The preface of the brochure reads 

as follows: 

“In the belief that most manufac- 
turers (either those in the office or 
school supplies industry for some 
time, or just entering it) will wel- 

come suggestions for better packag- 
ing of their products to help whole- 
salers and dealers sell more of their 
products, we submit these sugges- 

tions covering the following topics— 

I. Container and Pricing 

II. Container Marking 

Ill. Numbering Procedure 
IV. Advice from Distributors 

V. Decimal System, etc. 

“Your comments on these Ground 
Rules are invited, and your request 
for additional copies should be mail- 

ed to the Wholesale Stationers Assn., 
1609 Sherman Ave., Evanston, Ill.” 

A special part of the brochure 
carries a suggested check sheet which 
a retailer as well as a wholesaler 

might like to use to advise any 
manufacturer whose products as 
packaged do not meet the standards 
set forth. The suggested check sheet 
reads as follows: 

To: (Manufacturer) 
For: Sales Manager 

Product Manager 

MODERN STATIONER, JUNE, 1958 

Product Designer 
Speeding your product to retailers through 
wholesalers is important. In order to re- 
duce merchandise handling mini- 
mize “out of stock” situations, cut down 
on order filling errors, economize on 
warehouse space, and make shipping cases 
“double” as salesmen, we would like 
to bring to your attention the following: 
Product — 

Product identification inadequate 
—__—. Item size does not appear 

No case quantity noted 
—____ Quantity noted in wrong location 

Markings appear on side instead 

costs, 

of end 
Size and item description does not 

agree with case marking 
Type difficult to read 
Selling message obscures vital in- 

formation 
Printing or colors run together 
“Repack” marked as cases not 

such 
Insufficient 

breakage in shipment 
—___—. Liner needed in top of case for 
safe slitting 

Handling, display and __ storage 
instructions should appear on top of case 

packing to _ prevent 

aa Insufficient information on deal 
contents 
Other comments:  — 
A slight change in design or the ad- 
dition of some needed information costs 
very little yet gives your product more 
sales appeal and better service. 
From: (Dealer or wholesaler) 
Turning from the important sub- 

ject of packaging, this columnist 
continually receives inquiries from 
retailers for a summary of the bene- 

fits received from buying stationery 
supplies from the wholesaler. Here 
are some quotations from an address 
by Mortimer H. Chute, Bainbridge, 
Kimpton and Haupt, at the recent 

Annual Convention of the Whole- 

sale Stationers Assn, 
“The Service Wholesaler is es- 

sential to the retailer of stationery 
and office supplies. He saves trans- 
portation costs for the retailer. He 

helps the retailer reduce operating 
and labor costs. He helps the re- 

tailer to avoid excessive 
freight charges. He does these things 
through consolidation of many trans- 
actions into one. He helps the re- 
tailer balance his inventory through 
small but adequate orders of single 

minimum 

items — no overstocks and no 

‘shorts.. He helps the retailer im- 
prove his service to his own cus- 

tomers. He helps the retailer reduce 
his capital investment, providing ad- 
ditional funds for expansion and 
other purposes. If a dollar saved is 

a dollar earned, then the Service 
Wholesaler helps the retailer fulfill 
his function, make money and reap 
larger profits from his business . . . 
No talk now, gentlemen, of the ‘un- 
necessary middleman, intruding 
himself into the distribution picture 
and taking his bit out of the mer- 

chandising fruit without 
tion!” 

justifica- 

The writer was privileged to be a 
delegate at the recent President's 
Conference on Research for Small 
Business. New Jersey Congressman 
Frank S. Osmers, referring to this 

conference, said: 
“One of the most important 

groups taking part will be whole- 
salers, a group which has been 
making increasingly important con- 

tributions to our economic growth. 
It is not size that makes them im- 

portant; it is what they do. Among 
the services they offer, to both in- 
dustry and the general public, is a 
streamlined supply line which is the 

result of uniting in one operation 
services that must otherwise be dupli- 
cated by every manufacturer, every 
retailer.” 

Professor T. N. Beckman of Ohio 

State University recently stated: 
“What is more difficult to explain 

is the unjustified feeling toward the 

(Continued on page 102) 
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RAIN o 

SHINE... 

prerer EG-U-Cards 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 136 on last page 

a 

© Stamps 3000 paper impres: 
sions hour. 

®Gives automatic, uniform 
stamping on paper, leather, 
wood, plastic. 

© Uses 20 Ib. pressure compress- 
ed air. 
Leaves both hands free. 
-..@ Touch-toe control. 

a 
DETAILS 

Howard Stamping 

Machine Co. 

4445 W. Belmont Chicago, Ill. 

for more details circle 162 on last page 

May 18-23 — New York 
Show, New Yorker Hotel. 

May 18-24 — 
Week 

May 22-23 — District 8, NSOEA, meet- 
ing, Western Hills Lodge, 
State Park, Wagoner, Okla. 

May 24-29 — NOFA Basic Management 
Seminars, Michigan State University 

May 25-28 — Convention-Exhibit and 
25th Annual Meeting, Stationery and 
Office Equipment Guild of Canada, 
Toronto 

May 26-27 — District 6, NSOEA, meet- 
ing, Nippersink Manor, Genoa City, 
W isc 

June 2-3 — District 7, NSOEA, meeting, 
Hotel Pick-Nicollet, Minneapolis, Minn 

June 9-10 — District 3, NSOEA, meet- 
ing, Cavalier Hotel, Virginia Beach, Va 

June 9-12 — NOFA Western Area man- 
agement seminar, University of Southern 
California, Los Angeles 

June 13-14 — District 2, NSOEA, meet- 
ing, Scaroon Manor, Schroon Lake, N.Y. 

June 15 — Father's Day. 
June 16 — WSA New England confer- 

ence, Somerset Hotel, Boston 

June 16-17 — District 13, NSOEA, meet- 
ing, Grossinger Country Club, 
inger, N. Y 

June 23-24 — District 1, NSOEA, meet- 
Manchester, Vt 

Stationery 

America Letters from 

Sequoyah 

Gross- 

ing, Equinox House, 

June 29-July 2 — National Office 
chine Dealers Assn. convention and @ 
hibit, Schroeder Hotel, Milwaukee. 

2. *« see 
(Continued from page 101) 

wholesaler on the part of busineg 
men who should know better. Thi 

includes manufacturers and retaile 
engaged in direct dealing whe 
somehow, feel that such dealing 
most economical, that it results ig 

the elimination of the wholesalers 
function or that such functions arg 
performed more efficiently. Often 
the retailer feels that if he is large 
financially strong, or desires betteg 
merchandise selection, he should deaf 
directly with manufacturing source 

of supply. Sometimes even thé 
wholesaler is actually on the defen 

sive, thinking that his services ar¢ 
more limited than they actually aré 
and that only the small retailer whg 

credit accommodations cafh 
best use him as a source of supplyj 
That none of this is justified by th 
facts is a matter of common knows 
ledge to the student of the subject 

“Despite the public and business 
antagonism to the wholesaler, the 
wholesaler in the United States oc 

cupies a most important and strategi¢ 
place in the distribution system and 
has continued to grow in impor 
tance.” 

needs 

preceding the month in which the ma 
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. 

CLASSIFIED ADVERTISEMENTS 
Deadline for classified advertisements is the fifteenth of the 2nd month 

azine is issued. RATES: 20c a word. 

HELP WANTED 

SALESMAN WANTED 
Chance of a lifetime. Fastest selling 
low price line of zipper binders, school 
bags, brief bags, etc. Many choice ter- 
ritories available. State references, ter- 
ritories you cover. Write at once to 
Winfield Mfg. Co., 61 North Front Street, 
New Bedford, Mass 6-58 

CARBON PAPER, TYPEWRITER RIB- 
BON MANUFACTURER. Complete line, 
carbons, ribbons, and duplicating sup- 
plies, seeks established manufacturers 
representative to call on stationers and 
consumer. Box 192, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior St., Duluth 2, Minn. 6-58 

Established firm of excellent reputation, 
manufacturing a popular line of personal 
and boxed stationery seeks a salesman 
now calling upon department and better 
stationers in the East who desires a 
profitable side line. Box 193, Modern 
Stationer & Office Equipment Dealer, 
405 East Superior St., Duluth 2, Minn. 

6-58 

102 

SALES REPRESENTATIVES ; 
Wanted to carry line of popular-priced’ 
Solid-Pak Christmas Cards for nation- 
ally-recognized publisher of greeting 
ecards. Write Box 194, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, Minnesota. 

LINES WANTED 

Looking for one item or short line that 
needs fresh promotional approach and 
that will benefit from experienced mef- 
covering fi Have five experienced men 
covering from New England to Washing- 
ton, D. C., and have both N. Y. office; 
and a office. Write to Boston of- 
fice., Colonial House, 80 Summer Street 
Boston 10, Mass. 6-58 

Manufacturers Representative, 37, family, 
12 years experience selling to retail and 
wholesale stationers desires an ad 
tional line to sell in Pennsylvania, Ne 
Jersey and Maryland. Box 191, Mode 
Stationer and Office Equipment, Des Dell 
405 E. Superior St., > n 
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DVERTISED PRODUCTS 

) Acco Products, Inc. — binders and 
folders — page 55. 

Y Add Sales Company — 
shelves — page 91. 

B Addo-X, Inc. — 
page 6l. 
American Artists Group, Inc. 
mas cards — page 15. 

5 American Latex Products Corp. — office 
chair cushions — page 77. 

p American Ribbon and Carbon Co., Inc. 
— typewriter ribbon — page 47. 
American Writing Paper Corp. — type- 
writer papers — page 65. 
Anco Wood Specialties, Inc. — drafting 
table — page 56. 

D Angler's Co. — briefcase — page 82. 
Arrco Playing Card Co. — plastic play- 
ing cards — page 69. 
Bandes, Julius & Co. — steel card cab- 
inets — page 76. 
Barber-Colman Co. — electric eraser — 
page 91. 
Barker Greeting Card Co. — Christmas 
cards — page 44. 
Baumgarten, Fred — silk effect napkins 
— page 95. 

5 Bausch & Lomb Optical Co. — magni- 
fiers — page 50. 

6 Bay Products Inc. — files — page 93. 
Y Bee Paper Co., Inc. 
— page 84. 
Bergstrom Paper Co. — office printing 
paper — page 95. 

) Box Cards — cards — page 73. 
Bradford Stationery — 
page 91, 
Bulman Corp., The — merchandise dis- 
play — page 64. 
Burroughs Corp. — 
page 3. 
C-Thru Ruler Co. — 
etc. — page 95. 
Changepoint, Inc. — pen set — page 
52. 

self-service 

adding machine — 

— Christ- 

— drawing paper 

stationery — 

carbon paper — 

rulers, triangles, 

5 Chapel Art Studios — Christmas cards 
— page 85. 

Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 

126 Chemical 

128 Coronet 

131 Dunston Leathers, Inc. 

133 Dunston Leathers, Inc. 

136 Ed-U-Cards 

142 Franklin Mfg. 

143 General 

147 Greentree Publishers, Inc. 

about these 

Paper Mfg. Corp. — 
writer papers — 2nd cover. 

type- 

127 Codo Mfg. Corp. — carbon paper — 
page 83. 

Merchandise Corp. — _ party 
favors for all occasions — page 94. 

129 Craftint Mfg. Co., The — oil painting 
outfit — page 60. 

130 Dennison Mfg. Co. — centerpieces 
page 70. 

— TV Guide 
page 98. 

132 Dunston Leathers, Inc. — memo box 
page 100. 

— jewel box 
page 97. 

134 Colonial Candle — candle centerpiece 
— page 90. 

135 Eaton Paper Corp. — typewriter papers 
— page 62. 

Mfg. Corp. — games — 
page 102. 

137 Empire Pencil Co. — pencils — page 
67. 

138 Esterbrook Pen Co. — pen cartridges 
— page 38. 

139 Eureka Specialty Printing Co. — labels 
— page 89. 

140 Faber, Eberhard, Pencil Co. — pencils 
— 3rd cover. 

141 Ferber Corp. — pen and pencil dis- 
play — page 59. 

Corp. — line stamper 
— page 93. 

Pencil Co. — ball 
lead pencils — page 7. 

pens & 

144 Gibson, C. R. & Co. — diary, auto- 
graph book, scrapbooks, etc. — page 4. 

145 Glenview Products, Inc. — colored murals 
— page 96. 

146 Globe-Wernicke Co., The — metal desks 
— page 12. 

— Christmas 
card design selection — page 82. 

148 Hammond, C. S. & Co. — wall maps 
— page 94. 

MODERN STATIONER Nome 
Tell-Me-More Dept. 

Please print or 

Business 

Street 

type information City 

Harrison Home Products — 
machine — page 75. 
Heines Publishing Co. 
accessories — page 84, 
House of Paper, Inc. — napkins — page 
86. 
Howard Stamping Machine Co. — im- 
printing machine — page 102. 
Kahn, David H., Inc. — ball 
fountain pens — page 87. 
Ketcham & McDougall, Inc. — tape 
dispenser, stamp dispenser — page 86. 
Kingsley Stamping Machine Co. — mono- 
gramming machine — page 72. 
Koh-l-Noor Pencil Co., Inc. 
— page 90. 
Lindy Pen Co., Inc. — ball point steno 
pen — page 42. 
Lovise, Mary & Associates — school sup- 
plies — page 78. 
Masterpiece Studios — Christmas cards 
— page 79. 
Melind, Lovis, Co. — marking devices 
— page 57. 
Midwestern Mfg. Corp. — 
— page 93. 
Modern Specialties Corp. — carton cut- 
ter — page 88. 
National Business Systems, Inc. 
ber stamps — page 10. 
Newbury Guild — Christmas cards — 
page 74, 
New England Paper Punch 
paper punch — page 91. 
Noesting Pin Ticket Co. — paper clip 
— page 92. 
Olivetti Corp. of America — 
machine — page 45. 
Oxford Filing Supply Co. — files — 
page 53. 
Montag Bros., Inc. 
page 71. 

adding 

— cardplaying 

pens, 

— ball pen 

ledger file 

— rub- 

Cc. — 

adding 

— writing paper — 

Paper Art Co., Inc. — party book — 
page 92. 

(Continued on other side) 

Position 

New Products 1 3 
WW 12 13 15 
23 24 25 27 
35 36 37 39 
47 48 49 51 
59 60 61 63 
71 
Advertised Products: 101 102 
109 110 WWI 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 
179 180 181 182 
189 190 191 192 
199 

4 
16 
28 
40 
52 
64 

103 
113 
123 
133 
143 
153 
163 
173 
183 
193 

5 
17 
29 
41 
53 
65 

104 105 106 
114 115 116 
124 125 126 
134 135 136 
144 145 146 
154 155 156 
164 165 166 
174 175 176 
184 185 186 
194 195 196 

Note: Inquiries for items listed not serviced after 3 months from date of issue. 



tell me more. . 

about these | 

V R | D PRODUCTS Windsor Art Studio, Inc. — Christmas 

AD E T SE card display — page 68. 

(Continued from other side) Write, Inc. — carbon papers, typewriter 
ribbons — page 88. 

ws — Pen Co., The — pens — page Royal Register Co. — register forms — 
page 98. 

172 Pencil-Crafts Sales Co. — pencils — bial —— as page 99. ae Co briefcase portfolio 

173 Permacel-LePage s, Inc. — paper cement Warshaw Mig. Co., inc., — labels, rein- 
dispenser — 4th cover. forcements — page 80. 

174 Personal Art Co. — personalized Christ- | j a = mas cords — page 97. Blakeslee, C. Scott travel games 
: or. page 43. 

175 Picture Craft Inc. — painting sets — ee ae ae 
page 42. i 5 z f ing machine — page 43. 

176 Pratt & Austin Co. — promotional sta- Leedall Product Mfg. Co., Inc. — type- 
tionery — page 81. writer ribbon — page 41. 
Red Rope Industries, Inc. — files — 
page 95. 
renqen toy a Rubber Co. — erasers NEW PRODUCTS 

Seneca Novelty Co., Inc. — rulers and 
yardsticks — page 96. 
Smith, E. Errett, Inc. — Christmas cards, 
napkins, etc. — page 89. 
Stahl, Philip — cards — page 100. 
Speedry Products, Inc. — marking de- 
vices — page 51. Brief Case 
Norma Pencil Corp. — combination pen Signature Animals 
and pencil — page 41. New Nebbish 
Stanmor Corp. — forms — page 63. Two Station Intercom 
Stark, J. J., Co. — greeting cards — Crayon Set 
page 99. Magnifier Displays 

186 Tuttle Press Co. — Christmas wraps — Desk Set 
page 66. Christmas Cards 

187 Victory Mfg. Corp. — game accessories Scrapbook 
— page 48. Clipboards 

188 Wausau Paper Mills Co. — mimeograph Sorting File 
paper — page 49. Birthday Candle 

189 Weinman Bros., Inc. — magnetic memo Typewriter Paper 
board — page 98. Adjustable Chair 

190 White & Wyckoff Mfg. Co. — social Electric Stapler 
typewriter stationery — page 16. Check Canceler 
White & Wyckoff Mfg. Co. — writing Rubber Stamp Type 
paper — page 6. Secretarial Desk 

Talking Birthday Card 
Educational Kits 
Chip Dispenser 
Playing Card Display 
Ash Tray 
Proportional Spacing Typewriter 

ONO UAB WH — 

Postage Postage Stamp 
Will be Paid Necessary 

by If Mailed in the 
Addressee United States 

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 

-_— = = 

-— ee er 

ee ee ee ee oe ee ee oe ee ee oe oe oe —__ 

4) 
42 
43 
as 
45 
46 
47 
48 
49 
50 
51 
52 
53 
54 
5. 
56 
57 
58 
59 
60 
61 

63 
64 
65 

67 
68 

70 
71 

Carbon Second Sheets 
Portable Typewriter 
Air Power Stencil Cutter 
Triangular Scales 
Executive Chair 
Copier Regulator 
Executive Desks 
Teen-ager Stationery 
Copying Machine 
Tape Display 
Postal Scale 
String Cutter 
Money Safe 
Posture Chair 
Non-Glare Glass Top 
Wardrobe-Storage Cabinet 
Lettering Device 
Expense Book 
Carbon Paper 
Ball Pen Desk Set 
Catalog Covers 
Note Paper 
Vertical File 
Cartoon Glasses 
File Cleats 
Pencil Dispensers 
Conference Table 
Pencil Show Case 
Mailing Machine 
Lady's Fountain Pen 
Office Typewriter 
Payroll 
Display Panel 
Adhesive Department 
Card Cabinets 
Promotion Package 
Steel Desks 
Duplicator 
Tackboard 
Side Chair 
Hectograph Master 
Executive Chairs 
Stapler Display 
Metal Cabinets 
Pen Display Package 
Expense Reports 
Spray Finish 

To obtain additional! 
information on new 
products, literature or 
advertised products 
described in this issue 
us2 this card, which is 
provided for'your con- 
venience. 
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This advertisement in TBS UWUsm - | Newsweek | , c~ 

WILL SELL MORE COLORBRITES FOR YOU! 

4~u 

t free COLORBRITE 2126 red —write in on your company letterhead 

iwske COLORBRITE 

with the touch thats feather Lights! 

The thim colored busimess pencil - welproo)... padeproot 

armel intensely bulliant colors! 

“EBERHARD FABER: 

WILKES-BARRE, > FOROCNHK TC, CANADA 

WOODCLINGHED <B> EBERHARD FABER SA MONGOL 482 _ => fen 

IT’S A FACT—482 MONGOL "F” DEGREE STAYS SHARPER LONGER 
- - - for more details circle 140 on last page 



« ® 

EPAGES 

PAPER CEMENT 

DISPENSER 

STICK le Xcl> 
wiry JEPAGE COMPLETE $1.50 PAPER CEMENT DISPENSER 

WITH EVERY PURCHASE OF 2 ONE-GALLON CANS, 

OR 4 QUART CANS OF [EPAGE'S PAPER CEMENT! 

Offer Expires July 1, 1958! 

E PAGE Ss S BEST KNOWN NAME IM STICKY STUFF! 

PERMACEL- ie INC. NEW BRUNSWICK.N.J 

- for more details circle 173 on last pe 




