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PACKAGING PERSONALITIES The
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THE
COMPLETE
BOOK
OF
PASTA

ASTA lovers, rejoicel There's a

new book out just for you, Called
“The Complete Book of Pasta,” it in-
cludes a glossary of pasta names, how
to prepare pasta with the respect which
is its due, how to eat it In the Italian
manner, and hundreds of recipes gath-
ered by the author in his travels. For
Jack Denton Scott, who lebored with
love to write this deflnitive work on
his favorite food, is an adventurer who
has roamed all over the world. His
book is spiced with personal accounts
of where he encountered wonderful
pasta dishes, under what circum-
stances, and with whom he enjoyed
eating them. So this is more (much
more!) than a cook book—it is also a
personal meeting with the author and
a sharing of his adventures,

The fly-leaf reads: “Pastal The Ital-
fan national dish is beloved everywhere
in the United States, yet no compre-
hensive book has ever been published
in English on the innumerable ways
Itallans sauce and serve it. A huge
variely of spaghettis, noodles, maca-
ronis, shells, bows, lasagne, etc. is as
available in our markets as it is in
Italy. Most Americans are also famillar
with at least three or four pasta sauces.
But there are in fact hundreds of de-
liclous ways to serve pasta—and over
500 of them are given in this book.

Quick and Easy

“Fully two thirds of these recipes
are for conveniently quick and easy
dishes, for simplicity is a virtue of Ital-
fan cooking In general and of pasia
cookery in particular. Most of the au-
thentlc ingredients of sauces for pasta
—the vegetables, meats, fine olive oil
—anre as available as the pastas them-
selves, There are also imposingly elabo-
rate pasta dishes, however, great re-
glonal classics to challenge the skill of
experts. ~

“Pasta cookery is an astonishingly
varled subject. Not only is there an un-
counted number of sizes and shapes of
pastas (over 100 of those found in this
country are described in the illustrated

4

glossary), but also, all of the style, tra-
dition, regional flavors, ingredients,
techniques of Italian cooking must be
at least touched upon to write a com-
plete book of pasta. One must in effect
write a major Italian cookbook—which
is what Jack Denton Scott has done."

Jack Scott has spent most of his life
traveling to far and unusual places, as
a war correspondent, as a columnist,
and fo write ten books and innumer-
able articles for major American maga-
zines, His most recent books published
by Morrow are “The Duluth Mongoose"
and “Speaking Wildly."

World Travelers P

Mr. Scott and his wife, nee Maria
Luisa Limoncelll, live in Washington,
Connecticut, but have logged 700,000
miles of International travel since 1059,
Needless to say, they have made it a
point to spend a good portion of that
time wandering through Italy. He has
been cooking since he was fourteen and
establishing fast friendships with lead-
ing chefs and restaurants all over the
world ever since he first started to trav-

Author Jack Denton Scott

el. His particular passion for pas‘a he
attributes to the Influence of his wile
and of his mother-in-law, Mari: Li-
moncelli, both accomplished cook: and
to a conviction that Italian cuis: e Is
the world's best. The many 1 ilian
chefs Jack Scott knows have t ught
him the techniques of pasta cook:« y 85
few amateurs could ever knuw 1 and
several of them have honored hi 1 by
sitting back and letting him d the
cooking when he has visited the , of
they him.

Samuel Chamberlain, artist, phe
tographer, and author, has writte: and
iMustrated some fifty books, mot of
them about New England and . bout
food and travel in Europe. An architect
by training, he started hls career s 8n
etcher, Among his best-known 100k
are “Bouquet de Francs" of which 2
new editlon has recently appeared
“Italian Bouquet,” and “English Bou
quet”—gastronomic travel eples, illus
trated with his drawings, prints, and
photographs, for which his wife, Nar

(Continued on page 6)
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Complete Bovk of Pasta—
(Continued from page 6)

clssa G, Chamberlain, was culinary ad-
visor and collaborator. His most recent
books are “The New England Image"
and an autoblography, “Etched in Sun-
light: Fifty Yeurs in the Graphic Arts."
The Chamberlains live in Marblehead,
Massachusetts.

Detalled Directions

One of the early chapters of the book
glves the author’s careful and emphatic
directions for cooking pasta properly.
Read well Mr, fcott's words: “At least
seven quaris of water should be used
for one pound of pasta, It should be in
a very deep pot, so the pasta has space
to swim without the strands or pieces
belng forced against one another, Two
tablespoons of salt should be added—
after the water is sharply bolling, and
at the instant just before the pasta goes
in" He continues: “Now to keep the
water at this bolling rate and tempera-
ture, having added the salt, turn up the
heat, then gently add the pasta (with-
out breaking!), and push It down until
it is all submerged. As stated before,
use a wooden fork to stir, separating
the strands or the pleces as they cook.
Continue this, Gently does it." The au-
thor concluces with advice on timing;
his view is that there is only one test
for doneness and that is to begin the
bite test after about three minutes and
continue it until the pasta is biteable,
but still firm, and tastes cooked.

Now you have the start of a reclpe,
Are you reudy for an usual and delight-
ful dish? Bavette con Bracioline di Pol-
lo Alla Glovannino is the Italian name
for Chicken Rolls with Bavette, Ba-
velle is an oval shaped long strand of
pasta llke linguine, only a little nar-
rower. So, if you can't find bavelte, you
can substitute linguine, or aven spa-
ghettini or spaghettl. Here tl'en Is the
recipe, taken word for word, fiom “The
Complete Eok of Pasta.”

Bavetin con Bracioline di Follo
Alla Glovannino

2 whole chicken breasts, boned
B slices of prosclutto
6 walnuts, ground
12 pignoli (pine nuts), ground
Vi cup grated Parmesan cheese
1¥4 teaspoons salt
Liberal amount of milled black pepper
Vi teaspoon monosodium glutamate
1 tablespoon minced parsley
1 garlic clove
2 tablespoons butter
1 tablespoon olive oil
4 cups (one 2-pound can) Itallan
plum tomatoes, pushed through
food mill

1 teaspoon dried sweet basil
1 pound bavette (narrow linguine)

Cut each chicken breast into quar-
ters. Between sheets of wax paper
pound the pleces with a wooden mallet
or flat side of a cleaver Into thin, but
intact, scallops, Place 1 slice of pros-
clutto on each scallop; sprinkle lightly
with all the ground walnuts and pig-
noli, a little Parmesan, some salt and
pepper, the monosodium glutamate and
parsley, Tie with string into compact
rolls. Saute the B chicken rolls with the
garlic in the butter and oll over medl-
um high flame, turning often, until they
are brown; remove garlic. Lower heat;
siir in tomatoes, basil, remaining salt
and pepper. Simmer, uncovered, stir-
ring often, until chicken rolls are ten-
der and sauce smooth and thickened.
Cook bavette al dente; drain. Place in
a large hot bowl and toss with remain-
ing cheese and half of the tomato sauce.
Serve In hot bowls with 2 chicken
bracioline and a liberal amount of re-
maining sauce atop each portion.
Serves four.

Spaghetti Eating Etiquetta

NE wonders why there should b2

any question about how to eat
such a popular and such a frequently
enjoyed food as spaghetti. And yet, the
question Is asked, the doubt still re-
mains: "What is the propsr way to eat
spaghetti?”

The Itallan Way

Ask an Italian, Surely the native of
the country which has enjoyed spaghet-
ti longer than any other will give you a
quick and definite answer. Or better yet,
ask for a demonstration. With a gentle
but sure grip on the fork, holding It al-
most upright in the manner of holding
a pencil, he sends the tines speeding
into the very center of the platter of
spaghettl. And starts twirling the fork
immediately. In the wink of an eye the
fork is wrapped around with a generous
mouthful of the slender pasta strands.
And the next thing you know the fork
is lifted, then it's empty and on its way
back to the steaming spaghettl. It Is one
continuous movement, deft and grace-
ful, from start to finish, Yes, do ask an
Itallan what is the best way to eat spa-
ghetti and most llkely he'll answer:
“With gusto!"

A Large Spoon

The use of a large spoon Is probably
an American invention. After all this
country has not had the centuries of
practice that Italy has. And perhaps the
wish to handle the.delectable food ef-

ficlently and gracefully Inspired o use
of a second tool. In this mett | the
spoon is held in the left hand, (| fork
is held in the right hand in an oy hapg
manner. The fork Is sent throu i tp,
spaghetti with its tines resting , the
bowl of the spoon while It Is "eing
twirled to gather a supply of spi hetj.

Bock on Etiquette

One book on etiquette include spa-
ghettl In its list of foods difficult 1o eal,
and says that It is properly eaten wiih
only a fork. Other books efther do ng
consider it difficult to eat, or do no
think it matters what method s used,
The use of the large spoon is frequent
enough that one need not be embar.
rassed about it, though if the place set.
ting does not include that large spoon,
there would be no choice except to use
the fork alone.

Knife and Fork

Yes, of course there Is another way to
eat spaghetti. The cautious diner culs
up spaghetti with knife and fork, then
scoops it up on the fork to transport lo
the mouth. While this is quite practical,
and causes no serlous social repercus-
sions, it doesn't seem very sporting! The
timid should be bold and adventurous
Just once, and lenrn what pleasure there
is l.; eating spaghetti twirled around the
fork.

Hand fo Mouth

Then, of course, there's the child's
favorite method, With his fingers he
catches hold of one strand of spaghetti,
pops one end of It in his mouth and—
quickly or slowly, depending on his par-
ticular nature—"slurps” it musical'- all
the way to the other end. His racc Isa
pleture of sheer bliss as he emplo: : all
five senses In the enjoyment of this
speclal food. It's a deprived child i: eed
who hasn't been allowed a brief ter-
lude with this method before ‘ing
trained Into the more acceptable « 1ing
hablts! y

It's Up To Youl

Take your cholce, depending o1 vho
you are, where you are, and with * 1om
you are, But'don't let self-consciow 1ess
about the proper method deter you ‘rom
eating spaghettl, It's a frankly .sy-
golng dish, and meant to be enjoy d.

Eating Out

About one meal In five Is eaten oul:
side the home. Since the early 1050
some 20% of the total sum spent by
U.S. families for food and beverages
has gone for meals and snacks uway
from home. It all adds up to a $30 bil-
lion annual expenditure,
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Quarterly Durum Report

The quarterly durum report of the
U.S.D.A. Consumer Marketing Service,
issued early in November by Albert
Flesland, Grain Market Reporter for
the Grain Divison, Minneapolls, read
as follows:

The durum wheat harvest started in
early August but stretched out through
early October as intermittent rains,
heavy dew and frost tended to limit
the amount of combining during some
weeks in September. In face of the
unfavorable weather conditions during
harvest, U, 8. production of durum was
estimated at 101,000,000 bushels based
on October 1 conditions. This is 61 per
cent above 1967 surpassed in two pre-
vious crop years. Quality of thls y4
crop was hurt some by being we
the swath but damage was not
severe. Traders say about 60 pe
of the crop will grade Hard

per cent more than last year,

U.8. Btocks Up

U. 8. stocks of durum were up 67
per cent from last year and totaled 83,-
000,000 bushels on October 1, Commod-
ity Credit Corporation bins held only
169,000 bushels. Stocks in all other po-
sitions were down 12 per cent from last
year and amounted to 17,300,000 bush-
els. Stocks in Minneapolis/St. Paul reg-
ular elevators at the end of October
held 170,000 bushels compared with
893,000 the year before. The CCC car-
ried only 335,000 bushels in its non-
committed Inventory at the end of
O:tober. Disappearance of durum dur-
ing the July-September quarter is indi-
cated at 14,000,000 bushels compared
with 17,200,000 bushels the comparable
period in 1947,

Brisk Export Demand

Export demand for durum has been
quite brisk during the first quarter of
the crop year. 7,500,000 t+shels were
inspecled for export during July-Sep-
tember, more than double the amount
inspected during these months in 1967,
All of that inspected for export was
dollar sales, Italy took 2,600,000 bush-
els, France 2,300,000, and the Nether-
lands 1,700,000, with these three coun-
tries accounting for 87 per cent of the
export inspections. The U. S. Depart-
ment of Agriculture accepted bids prior
to July for shipment afier July 1, 1968
for 6,100,000 bushels, and from July 1
through October 28 bids were accepted
for export of 30,700,000 bushels for a
total of 36,800,000 bushels for export,

B el s B N e B bt

Durum prices to the North Dakota
farmers in July were about the same
as July 1067. In/ August prices fell 27

cents per bushe bdowﬁt year, and

In September prices/to North Dakota

farmers avetaged 24/cents Jower than a
Yyear aﬂo.iN. t}‘li-l 4Pb¢r Durum at
Minneapoljs|dvera e-}?‘g P2 per bushel
in July, $1.4 17 Auitus .’!nnd $1.93 in
Septembey. ’

The 1068 "Q!a"- g{ée in Canada
was B0 pe ii»‘ pré Ahnn that seeded
in 1967. e DYRi e’ yield estimated
al mid-Sep *A pt 10 bushels per
acre Is 23 pg kdef/above the 1967 leve].
Mid-Septe ax“ dications were for/a
crop of 44489000 bushels compared
with 20,200,000 in 1067, Commergial
disappearancg of Canadian | Dufum
frof August 1 through Oclol? 8/wa
5,700,000 bushels compared with/3 9,-

p same period the yeaf [hffoge

was 1§,300,000 bushels| ¢9

August, Mill quotations of $7: per
cwt, compared to a starting b: s of
$6.90 on last year's crop and $7.- ty,
years ago.

A major Eastern manufaciurer nade
price hikes on noodles reflecting ;. jug.
ment to higher prices for ingre. ients,
including durum flour. The nood!» ad.
vance became effective October 1 Nar.
rower differentials of 30¢ a cvi. o
durum flour held firmly, mak!ng Aour
prices an additional 20¢ higher than a
year ago.

Shipping directions have been brisk
and mill-grind near top capacily
throughout August, September and
October.

F & 4

onadian Concern

Izmes Richardson, writing in the
‘6) nipeg Free Press, states: “Weather
hag’continued unsettled across the west

The (v[sible Canadian supply 'L !ﬁ d/ A’ mid-October, and millions of acres

700,000 a year ago. ."

bukhels comps r's 55,261,-
0004 and the § erage of 60,-
340,900,

M lts and elqvators phly/had 17,254,-
000 Bushels ca pnrew h 19,324,000

moration held
169,000 hushéls\this/Oct. [1; 151,000 last
year, and,a fiYeXyedr ave age of 1,777,-
000. ;

The So estat i\Mfller rep,
brisk expausion if bogkings of
lina, gmnui and/durpm flglr
tober 15 wnep Jmill§ ytagied yre
gorously for i0-dy Blsigess/on pro-
tection agalr.;t!a\ditng § hyndpedwelght
price advancal (Vg e / re ched the
largest total of namn Wefks'and repre-
sented the fi majorgpupchases since
the 1968 crop becpme dyailable. Within
a couple of da jar share of maca-
roni and nogdlg manufacturers had

made sizeable \cpmmitrpents for widely -

varying peri jpf ¥

Coverage aversgai i about mid-De-
cember, includi y bookings to
year-end and fa pller number
through Januaryy Bgt b significant seg-
ment held to OctohgreNovember needs
and some only bought for a couple of
weeks ohend.

With current lists as much as $1.16
higher than the levels at which Sep-
fember needs were booked late In

qptdd/

of crops still remain to be harvested
More and mare it looks like a great
deal of the crop will not be gathered
unless a miracle occurs.

"By mid-October, only a third of the
wheat crop had been combined in Al
berta. Yields have been holding up
well, though quality of recently har
vested grain has been tough and damp
because of inclement weather,”

“The Canadlan Wheat Board at-
cepted bids for upwards of 100,000 tons
of durum to go to Italy, West Germany
and Switzerland.

“The government convened a meet-
ing in Winnipeg to discuss the forma-
tion of a Natlonal Grains Council. Fed-
eral ministers of Trade & Commerce &
griculture wer= in attendance ar well
as representatives from all segmen:s of
the grain trade from across the country.

“Many briefs were presented an' the
consensus seemed to favor a 26 " 30
man committee led by 5 or 8 exe: ‘tive
groups. Hopefully representation * suld
be limited to producers groups, m: ‘et~
ing groups and associated indi ries
who will presumably act as a car .yli¢
body between production, mari ting
and research, and report directly * the
Prime Minister,”

Russio Sells Wheat

International grain trade sourcc. re-
port that USSR is offering whe in
Rotterdam—the first time ofl«ings
have been made in Europe sinc. last
spring. Such soles, observers suy. d0
not necessarily mean the Soviet Union
has a surplus, reducing the need for
imports from Canada under the current
agreement, The Soviet often sells
wheat In order to obtain foreign ex
change to pay for immediate indebted:
ness for purchases of other commodi-
tles.
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Vic Sturleugson Honored

L Ravarino went to the Durum

Show this year. He had an assign-
ment which he handlc 1 with skill and
sincerity.

He was Impressed with the people
and the event and urged that I write
the story with some human interest
und local color.

I have been going to these Durum
Shows for twenty years, and in that
course of time the change has been ter-
rific. So I am pleased when a macaroni
manufacturer comes along and catches
the enthusiasm.

The Group Gathers

We met at the Minneapolis alrporl—
Al Ravarino coming in from St. Louls,
John Hickman from Sills, Inc. in New
York City, and I from Chicago. We
rode together {0 Fargo lunching on the
plane. We were met by Dr. Kenneth A.
Gilles, head of the Cereal Technology
Department at the North Dakota State
University.

Ken proudly showed us the new fa-
cilities at the expanded Cereal Tech-
nology Department, which included a
new automatic macaroni press, durum
milling equipment, and all kinds of
fancy scientific gadgets. After visiting
with Len Sibbitt and Dave Walsh in
the Depariment, we took off for Lang-
don, a four-hour ride of some 200 miles.

The country is pretty flat, and aside
from observing an occasional pile of
wheat In some farmer's front yard or
noticing o load of sugar beets going
to the railroad, we had uninterrupted
time for a thorough bull sessiori on
durum from plant development to ex-
ports.

Dusk was falling as we approached
Langdon with a skyline view of G.T.A.
and Carglll elevators. As we pulled Into

10

by Roving Reporter Bob Green

the courtyard of the Terry Motel, some
of the macaroni boys and miller repre-
sentatives greeted us and told us the
bunch would be eating dinner at
Nick's. Nick's Is a restaurant on the
ouiskirts of town known for its char-
coal grill and new bar.

Miss Durum Pageant

After dinner, we went with every-
body else in town to see the Beauty
Pageant that the Jaycee's put on for
Miss Durum. Nine girls were vying for
the title, and they all looked great in
their evening gowns, swim suits, and
talent demonstrations. More than once
Dick States, the MC, remarked that the
particular girl he was describing had
as hobbles: “Cooking, sewing and sing-
ing.” Some macaroni man piped up:
“This is the place to send your boy to
find a wife"

Nancy Jean Tangen. a senlor at
Northwood High School, copped the
talent award with her singing, and the
title “Miss Durum.” She was crowned
by last year's queen, Condy Skarsgard,
amid the tears and jubilation of a typi-
cal beauty pageant,

Sad Samples

Next morning there was ice on the
pond, and it was a cool, brisk walk to
the skating rink where the Durum
Show program was being conducted.
A display of some 300 samples of dur-
um were arranged in waxed paper pint
containers on top of a line of tables in
the unheated portion of the rink. They
were sad specimens compared with the
beautiful samples of a year ago.

Jake Gerilz in Charge

Inside where it was a little warmer,
Jake Geritz was conducting the meet-
ing. Jake Is a successful farmer with
ruddy complexion, thin red hair, and
hands big enough to knock down any
problem that arises. He conducted the
meeting with dispatch, keeping every-
body on tlme so covernge could be ob-

tained on Radio Station KNDK. He de- .

lightedly announced that he was from
Nelson County ns was the new Durum
Queen. ]
Speakers on the mornine session in-
cluded Charles Nelson of the Norih
Dakota State Wheat Commission, who
discussed the importance of exports;
Ken Baghaott from Tulelake, Californis,
who made a plea for support for more
acreage in that state; and Dr. Richard
Klesling of the Plant Pathology De-

DURUM SHOW DIARY

partment at North Dakola Stat Upj.
versity, who pointed out the pr. lems
of head blight and blackpoint, It cems
that root rot which causes thi. wag
widely prevalent this year aided i » (he
cool, damp weather. It had sprea. like
the common cold, and they know .iboy
as much about it.

Governor Willlam L, Guy and Are
Dahl of the North Dakota Depariment
of Agriculture were In ottendance and
introduced to the group. Then they had
lunch with the boys before departing
for other political commitments.

Vic Sturlaugson Gets Awards

Vic Sturlaugson, superintendent of
the Langden Agricultural Substation,
was honored for his 43 years service in
agriculture and his 30 years in pro-
moting the Durum Show. He has
served on the Board of Directors since
the show was organized In 1938 and
was President from 1044 through 1961,

Several of his married children were
back to see their father honored, as
Paul Abrahawvron, administrator of the
North Dakota State Wheat Commis-
slon, read a eulogy and presented Vic
and his wife with a plaque. I presenled
an Oscar from the National Macaroni
Manufacturers Assoclation as a Distin.
guished Man Award,

Other awards were given o the
prizewinners of the grain exhibits, and
Ervin Frank of Devlls Lake was crown-
ed Durum King for his 63-pound text
weight entry of Leeds.

Field Trip Proposed

Al Ravarino told the audiencc how
his father and Mr. Freschi had ; itten
into the macaron! business; how . had
sold spaghettl while a student at ’otre
Dame; and how the industry's pr duct
promotion was conducted throuy the

Al Ravarino Gave Talk
THE MACARONI JOURNAL

vatlor (1 Macaroni Institute. He noted
his in - rests In the work of the Insti-
wte ¢ product promotion and his part
in it, 'nd then briefly sketched what
the p -sibilities of a field trip through
North Dakota at harvest time would
mean ~» the food editors as well as the
growe s and the slate.

Johi. Hickmeiy, 'ovmerly with the
American Sheep Counril, and now with
Theodore R. S.1is, Ine. In New York
City, showed soise #iides of the Tall
Timber Trall in sheep country where
food editor tours are conducted annual-
ly. Between the two, the idea scemed
lo have been sold.

Product Publicity

1showed a few slides on current pub-
licity breaks in magazines and news-
papers, some shots from the New York
Press Parly in September, and point-
of-sale material utilized over the past
year to promote the sale of macaroni
foods.

Ray Wenlzel, now with the Semolina
Department of North Dakota Mill and
Elevator, also showed slides of his
European trip to promote the sale of
U. 5. durum wheat last spring.

Free Spaghetti Supper

At 5:30, Spaghetti and M2at Sauce
was served free of charge to the whole
lown at the Auditorium. The Women's
Auxillary did a great job of preparing
a very tasly sauce and serving "al
dente” spaghetti. Al Ravarino thought
It was great! Lloyd Skinner assured
him that it had improved greatly from
the pancakes we got some fifteen years
ago.

In t'e evening, the stag parly was
held -' Sportsman's Hall. The stag
party : m great gimmick to get the
farme:  to bring in samples of their
graln  r showing. Each entry gels a
ticket 4 come to the party, which Is a
greal g card game and some dice-
tolling a blackjack table or two—but
gamb' g, in any event.

We ' .ve been coming long enough to
now - range for a table in the back
Tom  car a window so we can get
fome vesh air occasionally to cut the
smoke haze and really to protect our
slatus as clty slickers and not be
“ake:" by the big ante playlng farm-
ers. 5.1 Maritato, Bill Brezden, Horace
P, Gioia, Wally Villaume, John Hick-
man, Alex Frank, and 1 played poker;
while Lloyd Skinner, Stu Seller, Joe

Rosa, and Al Ravarino circulated
&mong the crowd and visited.

Duich Lunch

Midnight is the mogic hour when a
Dutch Lunch Is served, compliments of
the Durum Show. A spread of cold cuts,
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cheese, olives and pickles, hard boiled
eggs, pork knuckles, and piles of a
sliced bread are set out for the boys,
who by this time have consumed copi-
ous quantities of beer and possibly an
occasional cup or coffee or two.

Some of these young giants of Scan-
dinavian background fill up their plate
like food is going out of style. Some of
them have obviously lost some money
during the evening, so this is one way
to recoup.

You usually sleep soundly after a full
doy's actlvity like thls, laced with sev-
eral long walks in the brisk air, and
nothing will disturb you unless it's a
flock of honking Canadlan geese flying
overhead in the middle of the night.

Mayor Cooks Breakfast
Next morning we pack and get ready
to check out before attending a break-
fost of the key Show personnel with
the interested farmers, elevator men,
millers' representatives and macaroni
manufacturers. Breakfast is hearty.

Mayor Do: Blanchard cooks the eggs,
sausage ond leftover spaghelti in but-
ter, because there is a shortage of res-
taurant help. The Ladles' Auxiliary
pitches in to help serve the coffee.
Everybody picks up his plate and
serves himself buffet-style,

Bull Sessions

In the round-table discussions, sub-
jects ranged all the way from “How do
we keep the junk off the market?” to
“How much storage does the farmer
really have?" Dick Crockett of the
Greater North Dakota Assoclation,
points out that just ten years ago we
were producing only 40,000,000 bushels
of durum a year. Now there is 100,000,
000 bushels, which is enough for ex-
port, domestic demand, and cushion
ngainst the loss of some seven per cent
of the crop this year that got frost
damage or sprouted. He attributes good
communications between various seg-
ments of the industry as an important
factor in this progress.

Storage on Farms

Probably the busiest guy at the show
was selling steel bins. There is lots of
stornge on the farms (Southwestern
Miller reports wheat loan tieup 86 per
cent above a year ago), and growers

are sitting on the good stuff while they
dispose of the poorer qualities. It was
pointed out that with a crop of over
100,000,000 bushels, there should be
plenty of good stufl to go around, but
the farmer wants his price for it.

Spaghettl Safari

The Spaghetti Safari comes up for
discussion, and it is agreed that a com-
mittee will be appointed by the Durum
Growers Associatlon to work with the
National Macaroni Institute in working
out an itinernry and getting a price tag
on it. Proposed schedule calls for plans
belng ready by the Winter Meeting and
financing considered by the time the
North Dakola State Legislature meets
in March,

Another idea to come up at the ses-
sion is for a trip to Argentina via the
macaroni assoclation’s Winter Meeting
in Miami in February of 1970, and then
on down to South America and back by
way of Mexico. There seems to be in-
terest and the iden will be pursued.

We Depart

Ken Gilles has other meelings to
attend in the area, so we prepared to
go back with Ken Lebsock, the Durum
Plant Breeder. The ride back to Fargo
is uneventful, and we have opportunity
for plenty of conversation ranging from
evaluation of the show (great people,
lousy samples) to family matters and
politics.

The Durum Show is a great experi-
ence—Iit glves the cily boys something
to talk about all winter long.

County Agent Honored

Edsel Boe of Langdon, North Dakota,
Cavalier county agent for eighteen
years, was selected to receive the Na-
tional Agents Association's certificate
for distinguished service. The award
was presented at the annual meeting
of the Association in Louisville, Ken-
tucky, Oclober 15.

Each year the North Dakota County
Agents’ Association makes nominations
for the award, and Boe was chosen to
receive the honor this year. A graduate
of North Dakota State Universily, Boe
started his Extension Service career as
assistant agent I Grant county.

Cheers!

Reports showing the Maocaroni team
favored over Rice and Spud State ac-
companied attractive papes cut-out
cheerleaders, banners and foolballs
sent 1o macaronl manufacturers by In-
ternational Milling Company. Good
luck wishes for another winning season
were extended by the sales manaoger.
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RONZONI GETS ITALIAN MARKET FLAVOR

Upper Left: Camerame- Dick Miller films actress Rote Roffmon
plunking the Ronzonl package on the counter, While she puts
the package down, the announcer soys the only line of the com-
mercial; “Next time you're in an Italion nelghbarhood, go Into @
grocery store and ask for spophetti, No particular brand just

spaghetti, See what brand you get.”

Lower Loft: Comeramon/Director Dick Miller gives actress Polly
Mogaro and grocer Ralph Buono some instructions for o segment
of the new Ronzoni commercial filmed ot Buono's Market, 2328
Arthur Avenue, The Bronx. Bronx merchants, bakers, butchers,

the customers,

etc,, play themselves in the new spot; actresses toke the ports of

Upper Right: Mike Randozzo of F. Rondazzo & Sons Fish Morket,
2340 Arthur Avenue, shows octress Helen Ross how :o eo! n:v;
clams while neighbors ond Allan Buitekant, holding notc' cok,

creative director of Firestone and Assoclates, Inc., the ¢ “ncy

on actresses Ann F

making these commercials for Ronzoni, looks on,

Lower Right: Makeup mon Billy Herman puts the finishing 11 -hes

reeman, Polly Mogaro aond Joyce O ndo
before they play the parts of customers In a frult and veg ble
market. Arthur Avenue (Bronx) shoppers stop to walch.

- S
Mernwhile, back In Tokyo . . . Beverly An-
derson of the Durum Wheat Institule, on
tour for Great Plains Wheot, took this s* 1t
in a Jopanese supermarket. Would '
believe the preduct Is Ronzoni? !
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EXT time you are in an Italian

neighborhood, go into a grocery
store and ask for spaghetti. No particu-
lar brand—just spaghetti, See what
brand you get."

TV Promotion

This is the theme of Ronzoni Maca-
roni Company's fall campalgn, using
WABC, WNBC, and WNAW on day-
time rotation and prime period tele-
vision.

On Location

To get authentic atmosphere for the
commercials, Firestone and Associates,
Ronzoni's new agency, took its film
crew on location to an Italian neigh-
borhood in the East Bronx. The pic-
tures above tell the story.

Grocers Turn Actors
Professional actresses played the
part of customers In the tele lon
spots, but the real store owners ¢ 'm-
ployees were featured in cheese-s| ng
clam-splitting, bread-baking, and mi-
lar scenes. Signs for all the res
where commercials were shot have uen
made, showing a frame of the  ner
or employee who is seen in the om-
mercial, and the line: “Watch fo our
store in the new Ronzoni commi cial

on Channel 4 and Channel 7."

Campalgn Publicized
11 Progresso-Italo-Americano, Itulian
language paper in the New York com-
munity, as well as Advertising Age
have carried stories on the campaign-
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Gold ‘n Grain Ad Campaign

Wit an advertising campaign budg-
eted  $2.5 million, Rice-n-Roni prod-
uets  ore launched on a major fall-
wintc promotion drive from coast-lo-
coast
To: DeDomenico, vice president of
Golde Grain Macaroni Company of
San | -andro, California, which manu-
factu: s Rice-n-Roni, said the new pro-
motiv: campaign “is one of the biggest
in our history and already is reflected
in new sales records.”

Utilizing the theme “More fumilics
serve Rice-a-Roni than all other rice
mixes.” 4-color ads are appearing cach
month in eight leading women's maga-
sines, with a combined readership of
more than 80 million monthly., De-
Domenico said additional publications
are under consideration.

Morcover, a television “blitz" featuy-
ing Rice-a-Roni has been scheduled for
major market areas.

Store Coupon

During the holidays, Rice-a-Roni's
new Wild Rice Mix is being extensive-
ly promoled and the magazine ads are
carrying a 10 cent store coupon good
toward purchase of this brand.

DeDomenico estimated some 15 mil-
lion of these coupons will be in circula-
tion during the period of the promo-
tional campaign.

Recipes Featured

Readership  surveys confirm  that
Rice-a-Ron] ads are of high inlerest lo
consumers, especially women, for each
advertizement carries a quick, easy-to-
make recipe for the specific Naver fea-
lured

For - xample, the Wild Rice Mix ad
spotlic s a recipe for “Turkey San
Franc 0" showing how to use the
produ  cither as a side dish or a tur-
key « ‘fing. The colorful ad employs
the G ien Gate Bridge as a backdrop.

Past Prego

Ther  a young lady named Ruth,
Who.  tell you the absolute truth,
If ab 1o be married.

Now. .o feels somewhat harried,
s""“ « man of her cholce

You n tell by his voice)

Eats  icaroni, spaghettl, and spice,
Whic: indeed, is all very nice.

But t/ - girl's in some doubt

For ¢ really knows naught

About macaroni—the Italian way.

She d.ren't give him spuds every day.

You will be glad to know we have
sent Ruth a recipe folder with Basic
Cooking Instructions. The National
Macaroni Institute office hos o supply
wailable for you.

Decemper, 1968
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Bocsting Lasagna. Vincent DeDomenico, secretary-treasurer ond gencral manaoger of Golden
Grain Macaroni Compony, San Leandro, California, checks out the double-page, four-color,
zenter spread ad with which Golden Grain is promoting its lasagna and new Stulff-a-Roni
products in two major California markets during November ond December. The advertise-
ment is appearing in Sunday magazine supplements of San Francisco and Los Angeles news-
papers. Using the calchy slogan “Fun cooking—fun eating,* it is the first heavy promation
of these fost-selling foods by the company. The campaign, hondled by McCann-Erickson,
may be broadened to include additional months end other states.

Sharpen Sales Promotion

Research into the results of sales pro-
motion is 'still in the horse-and-buggy,
if nol the square stone-wheel stage,”
according to John Phillips, president of
R. J. Reynolds Foods.

Big Business

As a tool of a markeling program,
sales promotion is becoming increasing-
ly important. An estimated $10 billion
is spent annually on sales promotion.

Communicate with Marketplace

The most innovative and imaginutive
sales promotion material can “die a
quick death” unless creativity is based
on up-to-date know-how and knowl-
edge of the marketplace, says Mr.
Phillips.

Lack of communicalion with the mar-
ketplace, Phillips observed, means a
loss of awereness of the end use of pro-
motion material.

Not Quite Right

“How muny of you have worked with
promotion material in the last month
that was not completely usable—not
completely satisfactory?” he asked a
meeting of the Sales Promotion Execu-
tives Assoclation,

Everyone in a managerial post must
work with salesmen in the marketplace

at least once every two months so as to
be completely attuned to consumer
needs, attitudes and buying habits.

“A brand manager (supervisor of a
particular product) can say he's too
busy. We say, schedule it like a holiday
—but do it. This is imperative.”

Marco Buitoni, 37.-year-old president of
Buitoni Foods Corporation, manufacturers
of a complete line of basic Italian foods in
South Hockensack, N.J., hos just token
possession of 20 diesel powered trucks ca-
pable of transparting 29,000 Ib. pay loads
ond lour *pecially constructed 40 feet ton-
dem axle trailers. The introduction of Bui-
toni's new toastable Instant Pizzas plus
soaring sales ol pastos, sauces ond frozen
foods required these answers to the trans-
pertation challenge.
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Famous
forits
durum
wheat

You might well expect Peavey to be a
major factor in the milling and distribu-
tion of durum products. The reason?
North Dakota’s durum wheat fields where
virtually all the nation's durum crop is
grown—are in the heart of Peavey Coun-
try (see map). Thisis a broad, wheat-rich
land that supplies the Peavey mills that
specialize in the milling of Semolina and
urum flour.

Durum is an important product of
Peavey, along with a multitude of other
enlerpriaen related to the growing, stor-

‘I

age, transportation, merchandi g and

rocesairfnﬁ of cereal grains, Pea ‘¥ is?
Elxhly efficient operator in this - implel
business because its operati 18 ar;
streamlined and coordinated to ne nt
degree,

Durum mills operated by Pe: cyﬂi
located at SuBerIor. Wisconsin, Gran
Forks, North Dakota and Buffa o, N"{
York. Peavey Flour Mills proces - whes
received from 700 grain elevators ioc8 "
in the areas producing the fines! W‘}F’
in the world. Peavey haa total milling

PEAVEY COMPANY
Flour Mills

THE MACARONI JOURNAL

capaci' of 60,000 hundred-weights a day,
much  it, of course, in durum.

Ne¢ vonder macaroni and spaghetti
manui turers have come to rely most
heavil, n Peavey for their quality dur-
Ump ucts. And it all starts 'way out
inPex -y Country’.

WMeict  tising and commodity fulures oflices; @ Teiminaly;
X Flour 1y and mix plants; 3k Flour sales oflices and ware-
Muses; | Country elevator, feed and service facilities;

Weme ol o of Peavey Company and Natianal Grain Co, Ltd.

‘mm DURUM PRODUCTS
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Lloyd E. Skinner Honored

Lloyd E. Skinner, president of Skin-
ner Macaronl Company, Omaha, was
the reciplent of the College of St.
Mary’s ffth annual Mercian Medal
October 6.

Wins Highest Award

Mr, Skinner was cited by the Omaha
college for "his vigorous leadership in
socio-economic causes, his uncompro-
mising love of human rights and dig-
nity, and for his boundless generosity
in giving of himself and of his means
to countless good works.” The Medal is
the College's highest award. Reciplents
are selected for their work in social,
educational, civic and religious en-
deavors or the arts.

The principal address was given by
Donald R. Keough, former Omahan
and now Vice President—Marketing of
the Coca Cola Company, Foods Divi-
sion, Houslon, Texas.

Becomes Involved

Mr. Keough said, “Mr. Skinner has
demonsirated his commitment to so-
ciety and has not waited for the ills of
our environment to erupt before be-
coming aware. He heard the signal and
became involved. He has {aken the
time to understand the needs of our
changing society and has committed
himself to fulfillment of these needs.”

Becond Generation

Mr. Skinner is the second generation
President of his company, which was
cstablished in 1911, The company
makes macareni products for distribu-
tion in the Southeast, Midwest and Far
Southwest. Skinner brand enjoys par-
ticularly good distribution in Texas and
Oklahoma.

He graduated with a Bachelor of
Arls degree from Creighton University
in 1036.

Organization Man

Mr. Skinner is an active organization
man and, among other offices, is now
serving as a Director and Past Presi-
dent of the National Macaronl Manu-
facturers Association and the Natlonal
Macaroni Institute. He is a director of
the Crop Quality Council, and a mem-
ber of the Durum Industry Advisory
Commitiee as well as the North Dakota
State Industrial Advisory Committee.
He is on the board of directors of Gro-
cery Manufacturers of America and is
chairman of its Southern Merchandis-
ing Commitiee. He is former president
ond now chairman of the board of the
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Lioyd Skianer recelves the Mercion Medal
Award from Sister Mory Patricia Wothen,
RSM, President, College of St. Mary, Oma-
ha. At right is Donald R. K h, vice
president—marketing, the Coca Cola Com-
pany, Foods Division, Houston, Texos, who
gave the principal address.

National Small Business Association.
He currently serves on the National
Marketing Advisory Committee for the
U. 8. Department of Commerce.

Other Activities

Other actlvities have Included Oma-
ha Civic Opera Soclety board 1059-
1985; president, 1059-1963.

Nebraska Division of National Con-
ference of Christians and Jews, 1857 to
present (Catholic co-chairman 1861-86).

Member, Junlor Chamber of Com-
merce, 1940-1849; president, 1949; Dis-
tinguished Service Award, 1049,

Senior Chamber of Commerce board
of directors 1048,

Alpha Sigma Nu, president of alumni
chapter, 1067-68.

Beta Gamma Sigma (honorary), 1967.

Boy Scouts of America—trustee,
Mid-America Council,

Nebraska Tax Research, member
since 1952; trustee, 1052-1068; advisory
board, 1068,

American Leglon member since 1947.
Commander of Omaha Post No. 1, 1054,

Trustee of the Nebraska Council on
Economic Education.

Trustee, National Arthritls Founda-
tion, 1968,

Management Abllity

Lloyd has the management ability to
have developed a fine organization
within his company and contributes
greatly of his time and talent to the
many organizations in his community,
state, and industiry.

Married to Kathryn Garrett on May
31, 1941, they have four children:
James Garrett, Lloyd Edward, Kathryn
Louise and Mary Elizabeth.

THE NMMA DIRECTOR-OF-THE-MONTH

Here is one of Lloyd Skinner's yg.
rite recipes. It was supplied to ‘ood
editors in the press kit for the 1 :ep
New York Press Party,

Spaghetti With Chili
Lloyd E. Skinner
(Makes 8 servings)

2 pounds ground beef round

3 tablespoons butter or margarine

2 cups chopped onlons

3 cloves garlic, minced

1 can (1 pound, 12 ounces) tomatoes

1 cup tomato juice

3 tablespoon salt

2 tablespoons chill powder
13 teaspoon cumin seed

Vi teaspoon each: cracked bay leaf,

oregano leaves, pepper

4 to 6 quarts bolling water

1 pound spagheitl

In Dutch oven or heavy saucepan,
brown beef in butter, stirring frequent-
ly. Add onions, garlle, tomatoes, juice,
1 tablespoon of the salt and remaining
seasonings; mix well and simmer cov-
ered 1% hours,

Add remaining 2 tablespoons salt to
rapidly boiling water. Gradually add
spaghettl so that water continues to boil.
Cook uncovered, stirring occasionally
until tender. Drain in colander. Serve
with chili.

Shield of Good Health

Recommended servings in the Four
Food Groups:

Group 1—Brends and Cerenls—Four or
more servings daily.

Enriched, whole grain or resirred
breads and cereals; other baked finds
made with enriched or whole g ain
flour; enriched macaronl, spaghetti nd
noodles.

Group 2—Milk and Milk Product: -lo
drink and In cooking.

Children—2 to 3 cups

Teen-agers—4 or more cups

Adults—2 or more cups

Cheese and ice cream may rej ace
part of the milk.

Group 3—Vegetables nnd Frults—! ur
or more servings dally.

Include a citrus frult or tomat . 0
dark-green or yellow vegetable, nd
other vegetables and fruits, incluiting
potatoes.

Group 4—Meat Group—Two or nore
servings dally.

Beef, veal, pork, lamb, fish, pouitry,
eggs . . . with dry beans, dry peas, nuts
and peanut butter as alternatives and
for variety.

Plus — Other Foods — to complele
meals and to provide additional food
energy and other food values.

THE MACARONI JOURNAL

TR ——

CONVEYIN.G SYSTEMS

ASEECO L

DELRIN ROLLERS

BELT CONVEYORS

A complete line of standard belt conveyors with modern,
streamlined frames — sanitary construction and “quick con-
nect sections”— Speclal features are offered such as: Lorig
seli-aligning drive pulleys—Powered rotary doflers for wip-
ing belts on return side—Dust tight enclosures —Flat-wire
Write for Bulletin CC-10.

and mesh-wire steel belts.

s L e

: VIBHATIN CONVEYORSB

‘I.d'nl lor'cu:iveyinn: Cerenla + Bnack Foods » Powdered Prod-
‘ucts » Frozen Vegetables « Chemicals + Detergents « Insscti-

cides s Seeds « Macaroni » Flour » Pharmaceuticals » Beans «

H ' /Rice s Metal Parts « Chips and Scraps, Sanitary Construction
'/ for easy cleaning: Capacities up to 4200 cu. {t./hr, Models for
" screening, dewatering, cooling, heating,  Bulletin CVC-10.

ASEECO BULK AND SURGE STORAGE SYSTEMS

AUTOMATIC BELT STORAGE
For ‘Non-Free Flow-
ing'Materialssuchas:
Snack foods, cookies,
frozen foods, siringy-
wel-sticky end other
‘bridgy' items. Capac-
fties up to 70,000 lbs.
Dulletin CAC-10.

STATIONERY BIN STORAGE

For ‘Free-Flowing'
Materials with aulo-
matic'in and out'feed
systems, gates, alarm
and conirols. Capaci-
ties up to 120,000 lba,

Bulletin CBS-10.

ELECTRIC PANELS AND CONTROLS

Tho Key to Practical Automation Is in the design and application of electrical
components such as, photo controls, sonar dovices and solid siate relays. Asecco -] E
engincers Incorporate proven concepts which are accepted as standard and do

not require extraordinary attention.

Services Offered: Plant Enginesting and layoul ® Electrical Enginesring and contral panels © Ereclion and starl-up }

1830 W. OLYMPIC BOULEVARD, LOS ANGELES, CALIF, BO0O0S
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A MANAGEMENT SEMINAR

will be held by the National Macaroni Manutacturers Association
at the Hotel Diplomat, Hollywood-by-the-Sea, Florida 33022.

Industry Business Meeting, Wednesday afterncon January 29, 1969.
Seminars on People Problems Thursday and Friday January 30-31.
Board of Directors meet Saturday morning February 1.

Social and recreational program planned tor all three days.

‘How individuals react in the business environment
depends on how they are treated Too many
companies treat pzople like commodities, like a
certain omount of ore, or raw product

——Dr. Roy Menninger

Dr Billy J. Hodge, professor, Management Area,
School of Business, Florida State University, says
You must understand human behavior bafore you
apply the techniques of motivation,

You must clearly define the purpose of desired
vhavior.

i

You must empathize with the individual

‘ou must integrate company and employee in-
rests.

ou must provide auxiliary conditions

’ Dr. Billy J. Hodge
fou must develop a philosophy of motivation ’ ¥ 9

vo full marnings of round-tables and discussions
Il help you penetrate your people problems Dr
ydge will lead the seminar and bring interesting
se studies for you. The U.S. Chamber of Com-
erce has had him conducting such seminars

»und the country this year. You are in for a real
:at,

—

PENETRATING
PEOPLE
PROBLEMS

Make reservations now! Write today to

National Macaroni Manutacturers Association,

Box 336, Palatine, 1il. 60067.
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Peter La Rosa, a founder and chalr-
man of the executive committee of
V. La Rosa & Sons, Inc., Westbury,
Long Island, N.Y. leading manufac-
turer and distributor of macaroni and
other Italian foods, died October 5 of
a heart attack at his home.

He was 72 years old.

Born in the Province of Trepani,
Slcily, Italy, Peter La Rosa emigrated
with his family to the United States at
the age of ten. Setiling in the Willlams-
burg section in Brooklyn, his father,
Vincenzo La Rosa, established a small
grocery store speclalizing in imported
Itallan foods. In 1014, Mr, La Rosa and
his four brothers founded the macaroni
firm of V. La Rosa & Sons. Today it
has four factorles, several warehouses,
and 750 employees.

Throughout his assoclation with the
business, Peter La Rosa was in charge
of sales and advertising, helping to
moke La Rosa one of the nation's re-
nowned brand names. He is credited
for packaging spaghettl which formerly
had been sold loose in bulk.

Mr. La Rosa was president of the
company from 1047 to 1961 and has
been chairman of the executlve com-
mittee since 1861,

Always actlve In civic affairs, Mr.
La Rosa was a director of the Pruden-

NO ONE OF Us
IS AS SMART
AS ALL OF US
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tial Savings Bank of New York, Wy-
ckoff Heights Hospital in Brooklyn,
and was on the governing board of the
Italian Board of Guardians. He was a
member of the Garden City Country
Club, He served on the Board of Direc-
tors for the Natioral “Zacaronl Institute
and was President ¢! the National Mac-
aronl Manufacturers Assoclation in
1954 to 1856.

In his administration, there were
great problems with the durum supply
because of 15B rust. He represented the
industry in contacts with Government
officials and in establishing communi-
cations with the durum growers. The
National Macaroni Institute made a
great progress during his term of office.

Surviving are his widow, Mildred;
two daughters, Mrs. Josephine Cuneo
and Mrs, Eleanor Lalena; two brothers,
Stefano, chalrman of V. La Rosa &
Sons, and Fillppo, vice chairman of the
corporation, and five grandchildren.
The other founding brothers of the
company were the late Pasquale and
the late Frank La Rosa.

Make the Most of Meetings
How many meetings do you attend?
Chances are that you, like most busi-

nessmen, go to dozens of them — or

more.

The conference, the conventlion, the
seminar have become part of American
business life, Yet many executlves do
not get full value from the time they
Invest in them.

Here are ten ways to make that con-
ference pay off;

1. Decide exactly what you expect to
get from the meeting—contacts, in-
formatlon, new business.

2. Check with colleagues, superiors
and subordinates before you leave.
Each may have an assignment or
suggestion helplng to expand the
scope of your trip.

3. Be sure to register officially and
early so that your name appears in
the directory. It lets people know
you're there and where to find you
during the conference.

4. When you make your travel and
hotel reservations, plot out a series
of time slots. They could coincide

AND ALL OF US
ARE EVEN
SMARTER
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with Idle periods or break:.st o
luncheons. Then phone or write
ahead to persons you would ‘ike (
see and reserve a slot for (hem
. At working sessions, be s re
make notes on points with which
you disagree as well as agie Iy

participation sessions, be s:se o

contribute constructive ideas, no

just disagree or agree.

You can report something you know

from experience.

You can inquire in order to have

someone else help broaden your

knowledge.

Direct your remarks to issues, never

at individuals.
6. Be sure your contacts beget other
contacts,

Meet men from other companies, in-
cluding competitors, and from other in-
dustries, Seek out men with specialtles
other than your own. If you're an ac-
countant, meet engineers. If you're a
salesman, meet personnel pcople.

Your own breadth as a manager re-
sults from developing yourself in work
disclplines other than the one you know

o P A e o T

best. 3

7. Renew acquaintances and mend L

fences. 4
Set a minimum contact quota—per-

haps five or ten perscns with whom a
cordial exchange may be all that is
necessary,

B. Plck up material and releases that
might be avallable,

Many of these storier, never get into
print because they are competing for
space with current events, For you, the
full treatment of the material may be
available nowhere else.

9. If a report to your office s desirable,
“do it now,” even if you only scrib-
ble a few sentences,

Conference notes and thoughts cool
off very fast after you travel hom: and
are soon blotted out by the pro! ems
which piled up in your absence.

10. Write to people whose card: you
collected at the conference o: | to
speakers from whom you woul: like
full texts, Often your letter w. ! be
moved on to their company's iles,
purchasing, traffic or researct de-
partment and blossom Into . ofit:
able contacts.

& <
Pcfect packages. All day long. Day after day. That’s what keeps.your profit
pipeline filled and Triangle knows it. And the reason we’re moving fast. In
areas like solid state control. Making our bag machines and scale systems run

long and strong with less time out for adjustments and maintenance. Enabling

v

WHEN WE USE you to maintain the performance production demands with utmost accuracy {
ooty e and speed. We can perform for you. For details write, Triangle Package 1

Machinery Co., 6654 W. Diversey Ave., Chicago, Ill. Phone (312) 889-0200.
TRIANGLE 1

- ORI Bag machines « Scales » Fill equipment
Triangle is running faster I high-p ¥ ° ; « And related high performance

packaging systems
D 23
ECEMBER, 1968

THE MACARONI JOURNAL




N
by

e

;

Donuld G. Fletcher

Donald G. Fletcher, agricultural con-
sultant to the Rockefeller Foundation
and former president of the Crop Qual-
ity Couacll, died Oct. 14 in Minneapo-
lis.

Fletcher devoted a lifetime of service
to U. 8. agriculture and to the Indus-
trles concerned with it, from 1923 when
he began hix career as exccutive secre-
tary of the Conference for the Preven-
tion of Grain Rust until his official re-
tirement as president of the Crop Qual-
ity Council in December, 1865

Since then, he had become increasing-
ly active in encouraging international
agricultural development through his
assignment with the Rockefeller Foun-
dation. Last April Fletcher completed
an 8-week round the world survey of
agricultural research and food produc-
tion efforts in India, Pakistan, and the
Phillipines.

Fletcher recently received recognl-
tion for his contributions, in late Au-
gust, when he become the 13th recipi-
ent of the Elvin Charles Stakman
Award, named for Dr. E. C. Stakman,
internationally known rust coniio! ex-
pert. The award recognized hir ciforts
in oiding agricultural research In the
United States, Canada and Mexico, and
for his vision in establishing a pioncer
winter grain increase program in Mexi-
co in 1854, He was made a Fellow of
the American Society of Agronomy
carlier.

Years of quiet effort by Fletcher
gained him widespread recognition and
respect. He received an honorary Doc-
tor of Science Degree from North Da-
kota State University in 1950, and the
Unlversity of Minnesota's Outstanding
Achievement Award In 1060,

Fletcher waos born October 4, 1808 in
Brooklyn Center, Minnesota and grew
up in St. Louis Park. He was active in
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civic affoirs and served the St. Louls
Park =chool board as a member and as
as a chairman for a number of years.

He is survived by his wife, Winifred,
a son Bruce, and two daughters, Mrs.
Samuel Moorhead and Mrs. Herbert
Davis, all of the Minneapolis area, and
his sister, Mrs. Richard Murrell, Santa
Clara, California,

High Pressure
Het Water Washer

Commercial Mechanisms, Inc. pre-
senled its new high pressure hot water
washer at the National Truck, Trailer
& Equipment Show in Los Angeles. The
washer Is a compact combination of
water heater mounted above the high
pressure power package.

Method of Operation

A high pressure water pump delivers
3 GPM at 700 PSI and pumps nothing
but cold, clear water. The high pressure
chemical iInjection system pumps a
choice of alkaline, caustic, solvent or
acid products into the pressure line
after it leaves the hot water heater. This
unique injector automatically flushes
clean during each rinse cycle. This
washer has a hot or cold solution selec-
tor, a multi-chemical selector, and fea-
tures a slide out power package for
casy accessibility.

CMI claims this new workhorse will
revolutionize washing of vehicles and
equipment as well as almost any con-
celvable high pressure inplant cleaning
problem. Commercial Mechanisms' fac-
tory is located at 7400 Birmingham
Road, Kansas City, Mo. and their na-
tional sales office is 6076 Roswell Road,
Atlanta, Ga,

This new high pressure hot washer de-
veloped by CMI is @ compact combination
of water heater mounted above the high
pressure power packoge,

Reddy-Chek for
Pressure Systems

An ingenious device for ch king
pressure systems is being marke | by
Womack Machine Supply Cor any,
2010 Shea Road, Dallas, Texas, T  de.
vice, being sold under the trade ame
of Reddy-Chek, is designed to eck
pressure systems quickly, without ools,
1o bleed air at high points in a s; tem,
and o test for pressure drops,

The device, originally developed for
use in the ofl industry, eliminates many
of the hindrances of any pressure sys-
temn requiring a number of gauges to be
permanently installed. Such gauges are
subject to vibrating pulsations which
cause Inevitable deterioration and sub-
sequent gauge malfunction,

The leak tight device Is designed to
function with any pressure or vacuum
gauge with a % Inch pipe thread, and
ils uses are unlimited where pressure is
utilized in air, gas, vacuum, chemical
and hydraullc systems.

To operate the device, pressure laps
are installed Into pipe tees or elbov s by
drilling and tapping or in fluid ; wer
tomponent gauge ports. Gauge ad: tors
can cosily be pushed on multiple res
sura tap outlats by hand, testing rom
fall vacuum through 5000 psi. res
sure. With the installation of the aps.
the device permits spot check air
bleeding and testing for pressure  ops
without th? conveniional drawbi < of
shutting dcwn the entirz systen um
coupling pipas cor installing ter for
gauges. Such aztivity in the fleld  im
practical, but with Reddy-Chek and
with taps installed in systems, figl. sl
ing is simple and fast.

Accordin to Womatk spok: nch
many manufactarers are installing taps
for the use of the checking davi ¢ i
original cquipment, making it easi r fof
both the customer or factory scivice
men to quickly check out the system.

The new Instant check-out device B
fost, accurate, and inexpensive. I
quickly locutes pressure trouble, saves
gauges, and prevents costly production
downtime.
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Attention to Packages
Pays Profits

No segment of a successful business
operation is too small to examine close-
ly, whether it be designing the right
product, the right package for that
product, or ways to save money in
shipping the product.

Emphasis on such details and on
over-all teamwork have helped Victor
Comptometer Corporation grow from
an obscure firm with eight employees
and one product in 1921, to a multi-
product corporation with a sales vol-
ume approaching $150 million.

Attention to Detail

Even with sweeping growth changes,
full attention {o every detail Is still
insisted upon. Packaging of the com-
pany's sturdy machines is a good ex-
ample of this. With an experienced
packoging force, Victor keeps a close
watch on the condition of its products
in shipping and on packaging costs and
shipping charges,

With the introduction of a new cal-
culator line in August, 1962, Victor
packaging engineer Kurt Faust decided
a new shipping package was needed,
He studied a number of approaches and
tested each with varying success. Test
shipments showed that control key cov-
ers were being jarred off in transit.
“Our conventional packing (die-cut
corrugated base inserts and folded
hold-down pleces) just wasn't good
enough.

Trial and Error

“We fried molded foam pieces,”
Faust continued, “but even these were
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not the answer. Finally, we decided to
investigate polystyrene foam strands
marketed in our area by General Box
Company. This plastic loose-fill ma-
terial resembling spaghetti is called
Pelaspan-Pac expandable polystyrene
strands and s six times lighter than
conventional loose-flll packing mate-
rinl'll

Faust tested this materlal by ship-
ping machines from Chicago to New
York and return. The new package
using Pelaspan-Pac proved less expen-
slve and more efficlent, a rare combina-
tion in any product or process improve-
ment. Vibration and drop tests con-
firmed the shock absorbing qualities of
the new material.

Questionnaire

“The real convincer came from a
survey we made. Over a thousand
questionnaires on the condition of the
calculator upon reaching Its destination
were recelved from dealers and sales
offices throughout the country. These
offered conclusive evidence we had
found a better packing material.”

Of 1,650 machines shipped, Faust
found that only 1% per cent of the ma-
chines lost their key buttons in the new
package, a substantial improvement.
Also, damage to the attractive painted
surfaces of the machines was reduced,
with renlized savings of 23 per cent in
packaging costs ond three cenis per
unit on freight cost.

Today, Victor still uses this malterial
for protective loose-fill packing for
more than 50 per cent of Its machines,
although other methods have been test-

ed. General Box Company su-oljes
more than 1,000 cu. ft. a week « eyx.
panded Pelaspan-Pac from polys' cene
strands to Victor. This product i pro.
vided in 10-pound rulyethylene ags,
each holding sy proximately 20 cu ff—
enough to package about 40 of V. (ors
smaller nachines.

More Warehouse Space

Another advantage: warehouse reas
formerly set aside for the storage of
conventional loose-fill packing materi.
als have been restored to productive
purposes,

Victor considers the use of Pelaspan-
Pac as a good example of the attention
the company pays to every aspecl of
its business, to quality products and to
good economics.

Improved Cyclone Collector

A cyclone dust-particle col'2ctor with
“new dimensions"—literally—has larg-
er capacity, greater efficlency, smaller
size and lower cost, reports Fisher-
ﬁluslennan. Incorporated, Louisville,

y.

The new cyclones are particularly ef-
fective in collecting granary and chemi-
cal dust and food particles in the mill-
ing, chemical, food, drug ond fertilizer
manufacturing and bulk handling in-
dustries.

They can be produced at a cost rang-
ing from 7¢ to 15¢ per cublc foot per
minute of capacity—depending on slze
—as compared with conventlonal cy-
clone costs of 12.5¢ to 20¢ per cubic fool
per minute of capacity,

Analysis Pald OH

The improvements result from new
physical dimensions and propor..ons
obtained in a recent engineering an-
alysis of cyclone principles. The 1ew
“XQ Series" units have ylelded si; :ifi-
cant improvements in collection :fi-
ciency with only half the size and
weight formerly used.

The conventional cyclone coll ‘tor
called upun to handle 5000 cuble fc * of
gas per minute at a pressure drop « 40
inches Is 6 feet In diameter, 13 feer all,
and weighs 500 pounds, The new igh
capacity “XQ" model that does the
same job measures only 3 feet it di-

" ameter, 12 feet toll, and welghs 323

pounds,
Smaller Particles Collected

In still another dimension, the new
series excels by collecting particlet
25% to 50% smaller than cyclones of
comparable capacity under similar op-
erating conditions. For example, in oné
instance the critical particle size (at
which 100% collection efciency Is ob
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uined for a conventional cyclone was
34 m rons—whereas the comparable
XQ ¢ lector showed 100% collection of
partic s down to 18 microns.

Im; ovements in this direction have
added ‘rom 2 to 10 percentage peints to
efficic cy ratings of the new collectors.

Brochure Offered

Features and specifications of the new
«XQ" series are described in a new
brochure (217-C) now available from
Fisher - Klosterman, 2001 Magazine,
Loulsville, Kentucky 40211,

Betty Crocker News

General Mills announces the intro-
duction of a unique new magazine col-
umn—"Betty Crocker—News from Gen-
eral Mills."”

Consiructive Dialogue

Designed to be a bridge from General
Mills to the consumer and back again,
this monthly column plans to talk with
women through Betly Crocker. Using
Belty Crocker as a spokesman, the col-
umn is designed to aid in establishing
constructive dialogue with today's
American consumer. The Belty Crocker
column will talk about some of the
things women are interested in—pack-
aging, labeling, budgeting—as well as
the latest news on foods and new prod-
ucts.

Helpful Hints

The Betly Crocker column will bring
togethrr in one spot the entire wide-
ranging General Mills family of prod-
ucts—{rom cereals to casseroles, [rom
macks to puddings, from ccokbooks to
toys. I' will feature new pruducts as fast
as they arrive on the grocery store
shelve . And it will be sparked with
helpli. hints and service ideas thal
home: ikers are certain to use and ap-
precii . All this from one of today's
forer: t and trusted names in food—
Belly  rocker,

National Magasines

_Th- informative, four-color column
will . pear monthly beginning In the
Octol - - issues of McCalls, Better Homes
and ¢ rdens, Woman's Day, Ebony and
Good 'lousekeeping maogazines. “Betly
Croci. r—News from General Mills"
Will .ppear in Sunset Magazine in
black and white.

The advertising agency s Knox
Reeves of Minneapolis.

Household Hint

Store fragile noodles in a three-pound
wffee tin with a plastic lid. From Mrs.
John Pangia, West Sayville, N.Y.
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Wet Scrubber Dust Collector

A new wet scrubber with patented
curved venturl blades which promote
higher collecting efficiency has been de-
veloped by Carter-Day Company of
Minneapolis, Minnesota, a manufac-
turer of alr pollution control equipment
and systems.

The cost of the machine—called th2
Carter-Day Vortex Venturi Wel Scrub-
ber—Iis 60 per cent below that of dry
filters per cubic foot of air (CFM) proc-
essed, the company said. It also pointed
out that the machine is ideal for wet,
olly or sticky dusts, high temperature
operations or where total product re-
covery is not required.

The ndvantage of the curved venturl
sections s that the dust-bearing water
enters the separation with a twisting,
vortical action which provides greater
scrubbing contact and high dust collect-
ing capacitles, the Company said.

According to Carter-Day engineers,
in the overall operation of the unit,
dust-laden air enters the first chamber
tangentially where it is mixed with wa-
ter spray and receives a twisting mo-
tion which separates coarse dust par-
ticles. The airflow then enters the sec-
ond chamber (the separator drum)
through the patented curved venturl
blades which accelerate the velocity
and provide additional vortical action.

It is the accelerated vortical action
which develops more efficlent scrubbing
contact, and eliminates the need for
auxiliary cyclone separation. Alter the
airborne droplets are separated, the
washed air enters the outlet cone where
it is discharged.

®

Process waler can be collected in a
settling tank underneath the scrubbing
unit, from which it can be recirculated;
or it can be piped directly to a disposal
area.

The new unit will be available in
three sizes and 13 models, with capaci-
ties ranging from 2,809 to 33,000 CFM
of air. Options include the settling tank,
a sludge ejector, recirculating pump and
fans.

Further information about the Car-
ter-Day Vortex Venturi Wet Scrubber
is available in Bulletin VVS-1 from
Carter-Day Company, 655 Nineteenth
Avenue N.E, Minneapolis, Minnesota
55418, Carter-Day is a subsidiary of
Hart-Carter Company, Minneapolis.

Woater Economizer

A new revised bulletin describing the
full line of Waler Economizer cooling
and recirculating units is now available
from Mayer Refrigerating Engineers,
Inc., Lincoln Park, N.J.

The Mayer Water Economizer is a
complete evaporative type water recir-
culating system that rcclaims and re-
cools process waler by recirculaling it
through an evaporative type force draft
cooler. The Water Economizer reduces
waler consumplion by 07%, provides
precise  temperature control of the
process water and makes possible in-
crensed quality control in the processing
operation.

Bulletin WE-3D describes the con-
struction and operation of the unit. It
also contains a photograph and cut-
away drawing and basle specifications
for the 33 models currently available.

Vortex Vanturl Wet Scrubber, Dust-laden air enters the first chamber tangentially (1) where
it is mixed with water spray (2) and receives a twisting motion to separale coarse dust
particles, The alrflow enlers the second chamber through curved venturi blades (3) which
accelerate the velocity and provide additional vertical oction. After airborne droplets ore
separated, washd air goes through the outlet cone (4). Process water is discharged through
drains (5), and con be recirculated or piped directly to a disposal area.
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The dependably designed Long Goods Continuous Line - gives you
all the extra features not found in any other line:

% PRODUCTION — Up to 2500 Ibs. per hour

% PRODUCT - Smooth, golden color and dried straight

* ‘ANITATION — The only walk-through dryer for maximum cleaning
¥ ‘AINTENANCE - Only 2 pick up and transfers Minimum downtime

FICK CONVEYOR - Patented, visible, pressureless stick return

Ji ¥ OWER — Heavy duty DEMACO main drive

11! or write for details.

£ FRANCISCI MACHINE CORPORATION

A. ® Cable: DEMACOMAC * Phone: 212-386-9880

46-45 Metropolitan Ave., Brooklyn, N.Y. 11237, US.
A. * Phone: 312-362-1031

Western Rep.: HOSKINS CO. P.O. Box 112, Libertyville, Ihinais, U.S.

Tk Macarost Jou sy Diciamin, 1968

b




Egg Price Forecaost

The Poultry Survey Committee
meeling recently in Chicago made the
following prediction:

“Egg prices for the twelve months
beginning Oct. 1, 1908 are expected to
average B¢ per dozen above preceding
12 months, During the fourth quarter
1868 the U.S. farm egg prices are ex-
pected o average about a dims a dozen
above the previous year. This can be
translated at $3.00 per case or B¢ per
pound on liquid whole eggs, or 32¢ per
pound on dried whole eggs. In the first
quarier of 1969, these prices will likely
average about 8¢ per dozen or $2.40 per
case above the same quarter of the
previous year. During the second quar-
fer, prices are expected to average
about 4¢ per dozen or $1.20 per case
over 1968; and the last quarter will
probably average about 2¢ a dozen or
60¢ higher.

“The layer flock Is expected to stay
under year-earlier levels until the third
quarter of 1069, The rate of lay is also
expected to average under the same
months of the previous year until mid-
1069.”

The Commitiee's batting average on
forecasting has been pretty good in the
past.

Egg Prices Somersault

September saw one of the most dra-
matic price turnarounds in shell egg
history, as shell egg prices in Chicago
advanced from an August low of 33¢
per dozen to a September high of 53¢,
reported Henningsen Headlines.

Erosion of prices during the month
to 43¢ helped regain and improve con-
sumer purchases of eggs, reports the
V. Jas. Benincasa Company newsletter.

Bkt w4 b s v A s e

New Egg Breoker-Separator
Diamond Automation, Inc,, Farming-

ton, Michigan, has introduced the Page

Systems Egg Breaker-Separator,

The machine was shown for the first
time at the International Poultry In-
dustry Exposition in Chicago early in
September.

The new Page Systems Breaker-
Separator is specifcally engineered for
high yield and low malntenance, and
Incorporates several unique self-clean-
Ing features.

The machine breaks any size egg,
from peewee to jumbo, without adjust-
ment, and at speeds up to 45 caser per
hour,

Rate for breaking and separating is
up to 35 cases per hour. Independent
laL ‘ests show a yield of 45-48 per cent
solids.

Ruggedly built for minimum mainte-
nance, the machine has 42 independent
breaker heads that operate without
complex electronics. Breaking and clip-

U. 8., Cold Storage Report

Government Egg Reports
Oct, 1, 1868 Year Ago 5 Yr., Average

Shell Eggs (Cases) 146,000 253,000 187,000
Frozen whiles Pounds 10,616,000 10,760,000 17,382,000
Frozen yolks Pounds 22,310,000 23,352,000 22,678,000
Frozen whole eggs Pounds 62,818,000 084,352,000 48,601,000
Frozen unclassifled Pounds 5,098,000 2,227,000 2,017,000 -
Frozen Eggs—Total Pounds 100,241,000 00,991,000 00,768,000
Crop Report (48 States) Sept. 1968 Bept. 1967
3hell eggs produced 5,409,000,000 5,500,000,000
Average number of layers 310,700,000 317,418,000
Average rate of lay 17.46 17.63
Layer Reporh Oct. 1, 1968 Oct. 1, 1967
Hens and Pullets of Laying Age 312,586,000 321,648,000
Pullets not of Laying Age 69,180,000 717,450,000
Total Potential Layers 381,766,000 300,008,000
Eggs Lald per 100 Layers 58.0 58.2
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ping are entirely automatic. The speclal
design of yolk cup and white clipper
tray assures dry yolks.

Each breaker head features a signal
system by which the operator can easl-
ly activate the machine to deposit rots,
blood yolks, mixed egg and dark yolks
into proper discharge trays. The same
signal also starts clean-in-place opera-
vion of the individual head. If the oper-
ator rejects a rot, for example, it's im-
mediately dumped, never carried over
edible product. The entire head s auto-
matically sent through a detergent
wash, plus clear, sanitizing, and final
rinses wilhout interrupting the produc
tion cycle.

Two additional self-cleaning proces-
esses are also a part of the machine:

The automatic operational wash fea-
ture allows the operator to send all
breaker heads through the final rinses
without interrupting production.

And at the end of the productior day,
all heads can be sent through noth
washes. No parts need to be ren ved
for cleaning.

Additional information ava able
from Diamond Autoniation, Inc. 30
Haggerty Road, Farmington, Mic igan
48024,

Poultry and Egg
Research Considered

The Institute of American Pc 1y
Industries' Research Council, me ting
in Chicago, cited 40 arens of res: uch
that can be helpful to the poultry and
egg industry, with special emphas 4 on
five:

® Treatment of waste waler;
Leukosis;
Salmonella;
Microbiological procedures;
Physical and chemical composition
of eggs and poultry.

(Continued on page 32)
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Egg Research—
(Continued on page 30)

The Council includes 68 scientists
from industry, universities, and gov-
ernment agencles. Its recommendations
will be presented to poultry, food sci-
ence, and extension departments of
state universities and to industry labo-
ratories, ns well as to appropriate gov-
ernment advisory committees.

Dr. L. E. Dawson, Michigan State
University, compared the Council's
recommendations for research needed
by the cgg ond poultry industry with
those made by the government's ad-
visory committees on research and also
with active USDA projects.

Dawson's study shows that the Insti-

that chlorine kills salmonella in the
chill water, which means that the
washing and chilling process does not
result in cross-contamination.

Glen Shaw, Purifications Sciences,
explained the operation of ozone sys-
tems designed to treat 100,000 gallons
of industrial wastes, He said the sys-
tems are currently being tested by his
organization in pilot installations.

Dr. Hans Lineweaver, Western Re-
gional Research Laboratory, presided
at the meting in the absence of Barde
Rogers, Armour and Company, director
of the council.

Institute President Harold M. Wil-
llams ond Margaret Huston, sclentific
director, credit the Council with stimu-
lating research that has resulted in

Tranin Tie-up

The Tranin Egg Products of  ansg
City, Missouri is o division of the  nijtes
States Cold Storage Corp oy
Founded in 1019, it has comph  culg
storage facilities strategically lo. ed
Philadelphia, Peoria, Kansas City Oma.
ha, Carthage, Missouri, Detroi Fun
Worth Dallas, San Francisco and long.
lulu, As “guardian of the nation’s uods*
it stores everything from beefl 1 uluy
eges, and pork products to fru: < and
vegelables,

These facilities aid Tranin 1 th:
quality control of liquid eggs as tiey g
directly to the drying rooms for ll eg
solids.
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ADM Product Wins Prize

A r Daniels Midland Company
son § 1 prize for food research al the
isterr. 10nal Food Products Exhibition
. Par Frante with their new prod-
. T " textured vegetable protein.

1Vl is high in protein nutritional
sulitt < It is available in  various
wms nd flavors, including beef, pork,
wam, 'acon, pepperoni and chicken as
well & nut and fruit flavors.

A drv product, TVP can be stored for
ng  periods without refrigeration.
When hydrated, it becomes tender and
chewy.

Gioia Sues Vimco

'}‘. tute's recommendations have been & much of the industry's progress. Bug Book Gioia Mararoni Co. has filed o suit

a prime source for the advisory commit- A comprehensive reference book cr [ seekin? §1,600,000 in treble damages

1} tees' recommendations. . . . industrial insect pests and how 1o con. Jf§ from Viviano Macaroni Co., Carnegie,

i He pointed out that the Institule has Tranin Technical Director trol them has been published by Wes [ 's. on charges that Viviano engaged in

1 consistently recommended research re-  Tranin Egg Products Company of Chemical Products, 42-10 West Street. [ unlair campetitive practices in sales to i
4 lated to public health. Kansas Cily has announced the ap- Long Island City, N.Y. 11101 w2 Loblaw food chain. According to = i : ‘
> Reviewing what is currently known pointment of Dr. H. E. Newlin as tech- Entitled “The Bug Book,” the twenty. J§ the Gioia suit, filed in federal district Presonting the grand prizes for the biggest soles. Left to right, Ralph Knopp, president, 1
3 on Leukosis, Dr, Marris Cover, Ralston nical director. He will be in charge of eight page manual illustrates and de- [ court in BufTalo, the company sustained  Knopp Sales Company, Inc., Birmingham, Ala., and John Marchont, southeast division |
5 Purina Company, told the scientists he Tranin's endeavor toward a widening scribes a total of 35 of the common in- [B & loss of $546,688 as a result of the manager, Grocery Store Products Company, Atlanta, Go., receiving their tickets to fly l
f‘ is optimistic that practical measures line of quality products based on eggs. sect pesls and gives data on the mos R Viviano practices during the 1963-66  with their wives to Eurcpe. The tickets ore being presented by Donald N. Givler, president,

2 can be developed to control it. Dr. Newlin was formerly with Midwest effective means of controlling each | period. Grocery Store Products Company, manulactured of various foods, os R. E. Shepherd, vice-

b Reporting on USDA's salmonella  Research Institute, has industrial ex- These include such widespread vermin The Gioia suit claims that it experi-  president—sales, looks on. The presentation took place of the headquarters ol the food

Jg surveillance study, Dr. Paul Elliott, perience with General Goods Central as cockroaches, bedbugs, flour and car. [ eaced a steady decrease in volume as company at West Chester, Pennsylvania. Ralph Knapp, who will be accompanied by his \

technical services division, Consumiet
& Marketing Service, said the infor-
mation they have compiled indicates

Laboratories, did graduate work at
Cornell University.

pet beetles, stored product and fabric
moths, silverfish, booklice, and others

3 3}5

y

L4

1 result of the Viviano practices to the

| noint where it made no sales to Lob-
law in 1967,

wife Kitty, won the broker's contest in the 1968 National Kitchen Bouquet sales contest

in canjunction with National Borbecue Month. John Marchant, who will be accompanied |

by his wife Betty, won the division manager's contest in the same promotion.

JACOBS-WINSTON
LABORATORIES, Inc.

Grandma

Eggs Like |

!
MOSTACCIOLL CHRISTMAY

and

A HAPPY NOODLE!

Jrom the Macaroné Jowrnal Staff

Robert M. Green, Editor
Vera Ahrensfeld, Advertising
Lorraine Amtmann, Circulation

Used to-Break!
EST. 1920 Pt .
Ce ulting and Analytical Chemists, specializing in

all atters involving the examination, production
an ibeling of Macaroni, Noodle and Egg Products. ~,

/itamins and Minerals Enrichment Assoys.

gg Solids and Color Score in Eggs ond
Yoodles.

I

N i i
Egg Solids Frozen Eggs
Dark Yolks a Specialty

S Walkefield
Eggs

MILTON G.WALDBAUM

Wilta or Call Wakefield, Nebrasks

3- emolino and Flour Analysis,

I'| & Micro-analysis for oxtrancous matter.

il s Sanitary Plant Surveys.

6-Pesticides Analysis.

7-—Bacteriological Tests for Salmonella, ctc.

James J. Winston, Director

Jean Bowen, Educational Materials 156 Chambers Street

VLN RS LIS L S LR L R LT RS
» '

s 185 New York, N.Y. 10007 2;;_15.-':;"2"2"!" Bob Berns Cabie Waldbaum (Wikeleid) j:
S | |- Manufacturers of Quality Egg Products i
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WNYPIASSING the buck” is a term that

has an unfavorable connotation in
the English language. We use it to
mean the avoidance of a responsibility
by shifting it to others.

In selling, however, buck passing is a
technique that can be profitably used
by the salesman.

Many salesmen feel under strict obli-
gation to reply instanily to any ques-
tion from a buyer. Some answer must
be blurled out even if it is the wrong
one.

This is fallacious thinking. There are
times when you should stall your ques-
tloner until you can give him a proper
answer, You don't have to answer
every question on the spot.

Get Export's Opinion

A salesman, in his desire to please a
customer or prospect, will often render
a “curbstone” opinion on some query.
He has a passing acqualntance with the
subject and replies on the basis of his
slight knowledge. He usually fills in the
gaps out of his imagination. Or to put
it another way: he bulls his way
through.

This is a pointless rigamarole. He can
get a qualified answer from an expert
in his own organization if he'll just
take the trouble,

What's wrong with saying to a pros-
pect:

“Mr, Brown, your question on specifi-
catlons is a good one, I have part of
the answer but there is someone in our
firm who s an expert on this matter, If
you'll let me make a collect call on
your phone, perhaps I can get him right
now and you can lalk to him directly.”

The salesman is passing the buck but
he is passing it to the right person.
Why should he give a fragmented an-
swer and risk losing the sale when he
can draw on an engineer or other ex-
pert to give an educated reply? Com-
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SMOOTH

SELLING®

by George N. Kahn

LEGITIMATE BUCK PASSING

This is No, 46 of 48 sales training articles,

panies are full of specialists who will
lend thelr talents to a salesman in
need. Better answers mean blgger and
better orders.

Don't Hide Weakness

A salesman often bulls his way
through a question because he's afraid
to admit that he doesn't know the an-
swer. He won't concede that someone
may know more about the matter than
he does. The result is that the prospect
sees through his smokescreen and the
order goes down the drain.

Who says that a salesman must be
expert in everything? How can he be
expected to have professional knowl-
edge of all phases of production, fi-
nance, etc.? His basic skill s selling,
not engineering.

A doctor will readily call in another
doctor for consultation and advice on a
case. A lawyer seeks other legal opin-
lon. Even engineers pick the brains of
other engineers. Why shouldn't sales-
men do the same?

Too frequently the salesman is
ashamed to admit that he's weak in
certain areas, He hates to admit that
someone else might know more than
he does.

One salesman who was not afrald to
reveal his ignorance was Larry Sough-
ton, who represented a manufacturer
of engineering equipment. An installa-
tion by his firm involved an order run-
ning into thousands of dollars.

Now Larry was the holder of a de-
gree In mechanical engineering and
knew a great deal about his product.
But he didn't know everything, When
an engineer goes into sales, he inevita-
bly falls behind in the latest methods
and developments in his profession. He
cannot be expected to keep up’ with
them and sell also.

One day Larry was in a cruclal con-
ference with a buying committee com-
posed almost entirely of engineers. At
stake wos a $300,000 contract.

He was handling himsell well until
one man threw him a highly complex
question. Larry knew he could glve a
general answer to the query, but he
also knew that a specific one was
needed.

Larry made his declsion Instantly,

“Gentlemen," he sald, “I can try and
answer this question, but it would not
be satisfactory to you. We have a man
in our company who probably knows
more about this application than any.
one else in the country. I would like
him to answer the question."

The committee agreed and Larry got
on the phone. He got the engineer, fed
him the question and then handed the
receiver to the buyer who had asked it
In five minutes the latter had all the
information he required, Larry got lhe
order that same day. Later he was told
by a member of the buying committee

“If you had tried to bamboozle your
way through that question, we would
have dismissed you."

Larry remains a top salesman be
cause of his knowing when to ask for
help.

Look It Up

Perhaps you are working for a smal
company that doesn't have an array of
experts to pull your chestnuts out of
the fire.

Then you'll have to do it yoursell
For this you need time. If, duriig m
interview, you're stumped by a uc
tion, ask for a “recess” so you c: 1 dif
up the answer,

You'll find that the prospect vont
mind walling a day or two. He oull
rather walt for a right answer tha
have a wrong one dished up c: i
spot.

Go to a good source of inforr alion
and collect all the facts and dat. yo
need. The source may be compa: 7 lit
erature, Industry publications o per
haps an authority in the fleld.

When you have gleaned the mi terld
you need, present It at another fu et®
face interview. A phone call is ¢ poo!
substitute in this case, Your fact: will
not register at long distance as » all o
they will in a personal meeting. Thet

too, buyers are apt to forget inform¥

tion they receive via telephone.
There is another factor involved
here: An interview carries more welgh
and dignity with the prospect. It has®

(Continued on page 36)
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doumen?- Unique New VMP-3
xtruded Noodle Dough Sheeter-1600 Pounds Per Hour

Clermont Extruded Noodle Dough Sheeter VMP-3

Clermont Supet High Speed Noodle Cutter, Type NA4 working in con-
junction wllll:e the VMP-3 for cnn!i;uuusgiﬁoﬂyﬁil. per I::::r 3&:&'}.

FOR THE SUPERIOR IN NOODLE MACHINES
s ALL WAYS Clrmont!

Machine can be purchased with attachment for producing
short cut macaroni.

TAILOR-MADE FOR THE NOODLE TRADE

VMP-3 with short cut attach- : ; :
o Available with or without vacuum process

H — Two speed motor affords flexibility for 1600 Ibs. or 1000
UPQC'tY range Ibs, per hour or any two lesser outputs can be arranged.

arge screw for slow extrusion for better quality.
ngineered for simplicity of operation.

UQQEd Construction to withstand heavy duty, round-the-clock usage.

trols, A ie proportl of water with flour,
1\1 QfChIESS 1'smperature control for water chamber.

l one plece housing. Easy to remove screw, sasy io clean.
n No separation between screw chamber and head.

‘\l EWI\/ dosigned dle gives smooth, silky-finish, uniform shest.

enclosed in steel frame. Compact, neat design,
OTOHY Meats all sanitary nqulumnnu.'

__éMwaZQ‘ng{}l{arZymfw e
/

Subsidiary of Carlisle Corporation

— S~
-

280 Wallabout Street
Brooklyn, N.Y. 11206, U.S.A.

Telephone (212) 387-7540
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Buck Passing—
(Continued from page 34)

oir of Importance and gravily that a
phone call can never have.

John Riley, a packaging machinery
salesman, got some of the largest orders
in his industry by his dramaticslly
stuged presentations.

On-e a prospect asked him for addi-
tional facts about a particular plece of
equipment,

“I'll have the dope for you in two
days," John promised.

Two days later John phoned the buy-
er and requested an interview to give
him the information. The salesman also
asked for a room in which to make a
supprementary presentation. The pros-
pect was puzzled but agreed.

John arrived with a crew of tech-
niclans and a truck which contained
the equipment. It was set up in the re-
served room and John answered the
additional questions by application on
the machine, He got the order a few
minutes later.

Is It Stalling?

A salesman must be on guard against
the prospect who requests more infor-
mation a8 a means of delaying a de-
clsion. He may be a chronic fence
straddler or he may have to get the
okay of higher authority. In any case,
he hides behind a barrage of seemingly
irrelevant queries while he decides his
next move,

This poses a ticklish problem for the
salesman. He can't accuse the man of
stalling. Still he should try and ascer-
fain the underlying reasons for the
questions. He might tactfully suggest,
for example, that the prospect bring in
others for the presentation. Or the
salesman may volunteer to appear be-
fore the president or anyone else.

Sometimes it's a good idea to be
forceful as a means of making up the
buyer's mind for him.

“I'm sorry, sir,” the salesman might
interject, “but these questions are not
pertinent. If you'll tell me really what's
on your mind, I'll try and clear up the
problem.”

Such a remark is likely to have
enough shock value to close the deal,
In fact, it has done just that with me
on a number of occasions.

Bring Expert Along

Some salesmen would rather walk
barefool over hot coals than let some-
one accompany them on a call. Yel they
are missing a great opportunity to lift
their sales and their prestige.

Some of the top producers in the
country have taken a company expert
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along on a sales call to help explain a
pariicular application.

If you are going to face a tough buy-
er who will demand answers you don't
have, take along some support. This
may be In the form of your sales super-
visor or an expert in your firm. This is
particularly good insurnice on a big
order.

The prospect will think more of you,
not less for deferring to others. As 1
sald before, a salesman can't be ex-
pected to know everything. There is a
vast storehouse of brains and know-
how in your firm; why not use it?

There is an added dividend in bring-
ing superiors or engineers ia the inter-
view. The prospect is flattered by the
attention and is much more likely to
buy. The good will potential Is enor-
mous.

A salesman friend of mine, Ed Fen-
triss, once took along two vice presi-
dents and his sales manager on a call.
Sald Ed.

“I couvld never have wrapped up the
order alone. I had been trying for
weeks. Our little delegation was the
Ice breaker. The guy was really pleased
to be the focus of so much attention by
top brass. He was almost afraid not to
buy.”

This situation can be worked in re-
verse by inviting the prospect to visit
your plant if its convenient. This also
establishes good will and is a technique
used by leading salesmen.

Ask Questions for Prospect

Some buyers are so Inexperienced
(or inarticulate) that they don't have
any questions to ask—stiff or easy
ones. They nod at what you say but
you realize it is not registering. This Is
when you have to supply both ques-
tions and answers.

You might say:

+ “Perhaps you are wondering about
maintenance, Mr. Smith. I can assure
you, ete.”

Or you might shower him with a
number of endorsements of your prod-
uct by customers. Some buyers worry
about this point but fall to bring it up
in an interview.

Don't prolong this one-sided conver-
satlon, After you have nailed down the
principle points for him, move in and
close the sale. An extended monologue
by you could have an adverse effect
on the buyer. Just steer him in the di-
rection you want him to go. Don't push
him.

Warming the Prospoect

Some salesmen meet hostility or
coolness because they haven't spent
ony lime warming up the prospect.
They are barraged with a series of

IR R s e v e

sharp, almost uniriendly questi 1,

This can be avu.ded if you ¢ vote ,
few minutes to creating a rels od al-
mosphere. Also let him know (! af yo
have all the facts at hand and : ill pg
waste his time on non-essentia :,

Above all, show him that yo. wap
to be helpful. It you seek expc i help
in your company, let the prosped
know that it's for his benefit thit you
are taking the trouble, Be sure he un.
derstands that you want to do every.
thing humanly possible to see that he
is treated fairly and fully. Never skimp
on services,

If you are asked a question that will
take extra time and trouble, never be
short or cranky In your reply. It's all
in the day's work of a salesman.

Fred Forner, an electrical appliance
salesman, once spent two weeks gel
ting certain information for a prospact
And then the latter did not glve him an
order, But a year later this same buyer
called Fred up and asked him to come
over. After a 25 minute interview Fred
had an order totaling $70,000,

“I appreciated what you did for me
last year. You were unselfish and that's
what I like about you." The old saying
about bread cast on the waters ceraln-
ly can be applied to salesmanship.

How good a buck passer are you!
This quiz may help you arrive at an
evaluation, If you can answer ‘yes" to
at least six of these questions, you are
passing with sklll,

~ -

Yes No
1. Do you get experis from
your firm to answer ques-
tions you cannot. -
2, Are you frank enough to
tell a prospect you don't
have the answer to a par-
ticular question? =1y
3. Do you sometimes research
a question yourself that you
can't answer immediately? - -
4, Are you aware of when a
prospect is asking questlons
merely to delay a decision? - -~
5. Do you occasionally take a
company expert or an exec-
utive along on a call? -
6. Do you ask questions for a
prospect when he seems In-
capable of asking them? =
7. Do you warmup a prospect
before trylng to close the
sale? -
B. Do you let the prospect
know that you are thinking
of his problem and want to
help him? L
8. Do you use the phone iIn
contacting experts in your

frm? - - Christmas Seals fight tuberculosis, emphysema, air pollution.

(Copyright 1084—George N, Xahn) i
EC|
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Use Christmas Seal on your holiday mail,
lt's a matter of life and breath.
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ADVERTISING RATES

Wont Ads .o -.75 Cents per line
Minimum $2.00
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FOR SALE—Braibanti Short Cut Press and
DF Continuous Dryers, DF Long Press, Pre-
liminary, 5 DF Rooms with contrel. Ravarino
:Jt?ouhl. Inc., 4651 Shaw, St. Louls, Mo,

WANTED—Shoker-Convayor to be used be-
tween Short Cut Press and I’niiuinnr Dry-
er, Box 263, Moacaronl Journal, Palatine,
Il 60067,

Statement of Ownership

STATEMENT OF OWNERSHIP, MANAGE-
MENT AND CIRCULATION (Act of Oclober
23, 1062; Section 4389, Title 39, United Stateq
Code) of the Macaroni Journal, published
monthly at ;:upp'lulnn. Wisconsin, as of SBep-
lember 20, 1963,

Location of known offices of publication:
115 No, Mason St, (P.O. Box 338), Appleton,
Oulagamle County, Wisconsin 3811, Location
of the headquariers or general business of-
fices of the publishers: 130 N. Ashland_ Ave.
(P.O. Box ), Palatine, Illincis 60067. Name
oand address of Publisher, Editor, and Man-
wging Edltor: Robert M, Green, 139 N, Ash-
1nnd1 Ave, (P.O, Box 33), Palatine, Illinols

Owner (it owned by a corporation, its name

and address must be stated and also immedi-
ately thereunder the names and addresses of
stockholders owning or holding 1 percent or
more of tolal amount of stock. It now owned
hy a corporation, the names and addresses of
the Individual owners must be given. If own-
ed by a parinership or other unincorporated
firm, its name and address, as well as that of
cach individual must be given.): National
Macaronl Manufacturers Associstion, 138 N.
Ashland Ave, (PO, Box 336), Falatine, 1Nl
nols 80067,
Known Bondholders, Morigagees, and other
Securitly Holders owning or holding 1 percent
or more of total amount of bonds, mortgages
or other securities, (If there are none, so
state): None,

The two preceding paragraphs {nclude, in
cases where the stockholder or security hold-
er appears upon the books of the company as
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trus in any othar fid tion, the
Bate of 16 pemen or corpers ;l:nchnn
:a“t:hwo para; .le;u ow e
kmwudr mr bellef as to the mu:
and conditions umhuor :hlnh stockholders an

o
o
poration which Itsel! is a stockholders or
holder of bon morigages or other securi-
ies of the publishing corporation have been
ded in the tw- pnrn.“.nplu when the
nierests of such individuals are equivalent
0 1 percent or more of the total amount of
Lthe stock or securities of the publishing cor-
poration,
Average number of coples each Issus dur-
ng the gzcuding 12 _months (Oclober 67
through Seplember 1808): 'Tolal number cop-
es printed (net %l’dl‘ run&. 1,088; Pald Circu-
latlon—(1) Sales ugh dealers and ers,
street vendors and counter sales, 0; (1) Mail
Subscriptions, 981; Free Distributlon (includ-
ing samples) by mall, carrier or other means,
67; Total Distribution, 1028; Office use, left-
%Ue“rj ulna::onnud. spolled after printing30;
‘otal, 1,088,

Single Issue nearest to filing date (Oclober,
1067); Total coples rrlutod net press runj,
1.100: Paid circulation—(1) BSales throug!
or.wrs and carriers, street vendors and
counter sales, 0; (2) Mall Subscriptio [T H
Free Distribution (including urgpbu by
mail carrler or other means, 49; Total Dis-
tribution, 1,017: Office use, left-over, un-
eeor d, spolled after p 83; Total,

1 certify that the statements made by me
above are correct and complete.

BISIDT M, GREEN

‘Cignature of editor, publisher, business

manager, or OWner)

Peavey Company Actions

Peavey Company board of dicectors
in annual meeting:

—transferred the designat:*» o! chief
execullve officer from Totion Hef-
{felfinger, board chalrman, 1o Fred-
ric H. Corrigan, president.

—recognized the retirement of F.
Peavey Heffelfinger, executive
committee chairman, and named
him honorary chairman of the
board.

—elected new corporale treasurer,
Wm. G. Stocks, who joined the
firm as a tax accountant in 19586,
Gilbert Giebink, who has served as
treasurer, remains as vice presi-
dent—finance.

—elected Doug G. Johnson, manager
of Peavey's flour mill at Hastings,
Minnesota, as divisional vice presi-
dent. Johnson joined the company
in 1937 as flour salesman.

—honored the retirement from the
board of Robert W, Kemerer, who
~ecently closed out a 38-year man-
agement career in the company,
most recently s vice president—
research,

—re-elected other officers.

Peavey Company's agribusiness op-
erations include major U.S. flour mill-
ing, farm supply services in the U.S.
and Canada, grain merchandising op-
erations in major North American mar-
kets and commodity exports from all
coasts and the Seaway.

REPRINTS FOR
YOUR SALESMEN

SMOOTH SELLINCG
by George N. Kahn

Reprints of this serles come In a our
e format, printed in 2 colors
three-hole punched to il any stan ard
B2 x 11" three rlnr binder, each re.
print Includes a seif-evaluation qu :,

Prices ars:
1 1o 8 coples (of each ari'cls) ..30c cach
10 to 43 coples

{of sach arilele) ....o0ves 37Vjc onch
30 to 89 coples (of each ariicle) 30c vach
10 or mors coples

{of smch arflelt) ., .vieniinns 18¢ oach

You may Eru-order the entire nerles, or,

it you wish, individual articles. Each
cle In the series Is numbered. Please

specify your wishes by number.

When ordering the varlous articles of
this serles, address orders to the
George N. Kahn cmrﬂ". Marketing
Consultants. Sales Training Division—
Service Departments, 212 F Avenue,
New York, N.Y, 10010,

1 1o 33 listed in earller lssuss.
M. Words Are Power
35. A Cusiomer Has A Name, Know Ii
36, Use Your Allims
37. Research Bafore You Sell
3. Selling Cuallly
3%, Put Color in Your Call
40, Xeap ON ihe Black List
41, Gelling Up From a Fall
42, What About Payola?
43, Selling Yoursell First
44, Selling By Instinci
45, Patlence Pays OH
48, Legitimate Buck Passing
47, Service That Bells
40, Learning From the Sales Call

When ordering, please mention the
name of this publication.

Australio Haos Record Harvest

Australia is anticipating a record
wheat harvest. Based on conditins 3!
mid-October, a 530,000,000 bu. cr. p wi
in prospect compared with 278, 00,00
in 1867. According to the latest 1ews
letter of the Grain Pool of V :slem
Australia, the current estimate s ap"
proximately 64,000,000 bu. ov - the
previous record established twe yeas
ago. The first advanced paym 1t o
the new crop is expected to = &v
nounced the beginning of Nouv mber
There is some speculation whet: T tht
advance will be maintained at $! 10 be
1t there Is any reduction, it will + used
as @ means of deterring grower from
planting larger acreages in the uu®
it is reported.

I have no sympathy with thos: who
regard technology as intellectually !
poor relation of science. To me scienct
without technology is incomplete @
inconclusive.

—Sir George Thomson
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A holiday wish

May the Christmas season bring you
a full measure of peace and joy.
And may health and prosperity be yours
through the New Year.

DIAMOND PACKAGING PRODUCTS DIVISION

DIAMOND NATIONAL CORPORATION
733 THRD AVENUE, NEW YORK, NEW YORX / 10017
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