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!\mericun One

DEMACO-

The dependably designed Long Goods Continuous Line - gives you
dll the extra features not found in any other line:

* PRODUCTION — Up to 2500 Ibs. per hour

* PRODUCT - Smooth, golden color and dried straight

* CANITATION — The only walk-through dryer for maximum cleaning
*  AINTENANCE - Only 2 pick up and transfers Minimum downtime
X “|CK CONVEYOR - Patented, visible, pressureless stick return

* IWER - Heavy duty DEMACO main drive

C_Il or write for details.

UE FRANCISCI MACHINE CORPORATION

4645 Metropolitan Ave., Brooklyn, N.Y. 11237, US.A. ® Cable: DEMACOMAC * Phone: 212.386-9880
Western Rep.; HOSKINS CO. P.O. Box 112, Libertyville, Illincis, U.S.A, ® Phone: 312-362-1031
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GMA Digaitaries: Chairman H. F. Dunning, President George
Koch, Vice-Chairman Don Kendall, and A & P Chalrman M. W,

Alldredge.

Grocery Manufacturers
of America Meet

~~ ROCERY Manufacturers of Amer-

fca met at the Waldorf-Astoria In
New York City in November. They
heard Melvin W. Alldredge, chairman
and chief executlve officer of the Great
Atlantic & Pacific Tea Company, out-
line a successful program involving
“golng back to school.”

“That school,” he sald, “is you mem-
bers of GMA, 29 of whom we've met
for top-level talks since last July."

The A & P Chairman said, “When
bringing out a new private label we are
learning not to (with certain excep-
tions) discontinue your brand. By keep-
ing them both, we usually show a bet-
ter increase in total commodity sales.”

Soclal Scene

Another capacily crowd heard James
E. Hurt, Jr,, board chairman of Central
City Foods, Inc, 8t. Louls, urge gro-
cery manufaclurers to give expertise
and funds to the cause of ending In-
justice and poverty in America.

“I want to halt the myth that segre-
gation and discrimination are caused by
people being black. It is not because
they are black—It Is because they are
broke,” Mr. Hurt said.

Polltics Pondered

The grocery industry faces the post-
election challenge of increased involve-
ment in activities formerly handled by
government, a panel of political leaders
and commentators told the session.
Senator Charles E. Goodell (R-N.Y.))
saw the new Administration asking the
business community for Increased co-
operation and more activity on its own,
in the fleld of social and economic prob-
lems. X y

6

Jesse Unruh, Californla Democratle
leader, sald the principle task of busi-
ness would be to help narrow the gap
“between the main part and the reer
guard of society.” “The Federal Gov-
ernment simply no longer has bellev-
abllity as the principal problem-solver”
he sald.

New York's Deputy Mayor Robert
Sweet urged the grocery industry ex-
ecutives to contribute to new experi-
ments Iin municipal government, since
the city Is the crucial area where 70 per
cent of the natlon’s population will be
living In the next ten years,

Steve Bell, American Broadcasting
Company news commentator, saw the
major issue confronting business as
“how to bring extremists back to the
center."

Jeffrey St. John, president of the
communicating consulting flrm, CIN-
COM, Inc., thought business has a great
opportunity to win over youth since
“they are looking for guidance.” “Busi-
ness should not apologize for itself, but
articulate that it is port of a soclal sys-
tem that uses no compulsion and offers
freedom,” he sald.

James A. Farley, board chairman of
Coco-Cola Export Corp. and former
U. 8. Postmaster General, urged busi-
nessmen “to give the new Admlnistra-
tion a chance, since the President is
often in a position to understand what
is needed where the individual is not.”

in D. Canham, editor-in-chief of
the Curistian Sclence Monitor, com-
mended President Johnson and Presi-
dent-elect Nixon for thelr handling of
“an orderly transfer of power.! He
called " upon grocery Industry execu-

tives to offer their help in “seeiny that
our economic and political sy:ems
work as well as they can

Officers Elected

H. F. Dunning, prasident, Scc:' Pa.
per Company, was reelected Cha.rman
of GMA. Other officers elected were;
Donald M. Kendall, president, PepsiCo
Inc, Vice Chairman; Lyle C. Roll,
chairman, Kellogg Company, Sccre.
tary; and Ralph Hert, chairman, Hub.
lein Inc., Treasurer. George W. Koch
was reelected GMA. Fresident.

Six presidents were elected as new
members of GMA Doard of Directors.
They were: A. W. Eames, Jr, Del
Monte Corp.; Donnld N. Givler, Gro-
cery Store Products Co. (Foulds, Gold
Medal Macaroni); M. B. Thompson,
Geo. A. Hormel & Co.; Henry Weigl,
Standard Brands, Inc.; and to fill un-
expired terms: James P. McFarland,
General Mills; Howard Morgens, Proe-
ter & Gamble.

Ad Creators Call for Attention

Food industry executives were urged
to look at the ads thelr agencles are
creating for them—and not leave their
approval up to product managers alone.
The plea came from a panel of major
agency creatlve heads at the GMA an-
nual meeting.

“1 object to the young product man:
ager out of Harvard Business School or
MIT who analyres ads with a slide
rule,” said Willlam Bernbach, chair-
man of Doyle Dane Bernbach, Inc. "An
ad can meet all the points in his copy
platform, and still be a bad one," said
Mr. Bernbach. He recommended that
top management at food companic: gel
into the act of judging ads, as top man
agement does 1% agencies. . . .

But Donald Kendall, president of
PepsiCo, Inc., #nd chairman of the fay,
sald he thought agencies could als. im-
prove supervision of the ads they aro-
duce. “We once asked an agency Vv ere
an ad they did for our company : imé
from, and for a while no one could sa).
But at last they found out and tol' u%
'‘Oh we fired that guy'” sald Mr, .en
dall

Panellsts

Both men gave thelr views duri2g 0
question-and-answer period, which was
also faced by panelists including Carl
Ally, president of Carl Ally, Inc:
Stephen Frankfurt, president of Young
& Rublcam-U.S. and James Jordan, Jr4
creative director of Batten, Barlon
Durstine & Osborne. The moderator
was Willaim Tyler, adverilsing com
sultant nad columnist.

THE MACARON! JOURNAL

Mr. Jordon said h
could help the ad approval pro
communicating more with brand man-
advance of creating the
“keeping to themselves

agers well in
ad, instead of
in tree-houses.”"

Mr, Ally sa

Never Surprise A Cllent

Mr. Frankfurt agreed with that com-
ment. “Never surprise a cli
ways a good rule o follow," he said.
id he thought the client
could not help the agency on the mat-
ter of ad supervision unless the brand
manager “was given the authority to
uy 'yes' as well as ‘no.! “Currently,
most brand managers can only dis-
approve, but not approve ads, accord-
Ing to Mr. Ally.

Mr. Tyler summed up: “Your com-
pany's platform should be short, terse,

e thought agencles
cess by

ent Is al-

and not strait-jacket the agency. But
the agency should communicate with,
and not surprise the client.”

Campbell President

Urges Involvement

Executlves of the food industry were
urged to Increase expenditures for re-
search and development in an effort to
fill volds resulting from recent cutbacks
in government expenditures for agrl-
cultural and biological research.

Speaking before the Grocery Manu-
facturers Association at its annual
meeting, Campbell Soup Company
President W. B. Murphy sald, “Govern-
ment has a big job of research to do
for defense and other public sector pur-
poses; but government should not be
expetied to, encouraged to, or even

permitted to finance research that re-
lates primarily to the private sector.”
In 1867, Mr. Murphy pointed out, gov-
ernment research expenditures totaled
$14.9 billion while research expendi-
tures by indusiry totaled $7.0 billion.
Recently, government has made heavy
cuts in agricultural research and the
blological flelds as well as in other
fields,

That private sector research has gen-
erally been highly productive, he sald,
js illustrated by the breakthrough
brought about by industry in electron-
ics, synthetics fibers, advanced ma-
chinery, data processing, chemistry,
management practices, design engi-
neering, distribution advances, and
many of the developments in the food
industry.

(Continued on page 9)
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WINTER

MEETING

NATIONAL MACARONI
MANUFACTURERS ASSOCIATION

Hotel Diplomat, Hollywood, Fla.

1:00 p.m.

3:00 p.m.

3:10 p.m.

3:30 p.m.
3:50 p.m.

410 p.m,

4:30 p.m.
4:50 p.m.
5:00 p.m.

7:00 to
8:00 p.m.

Wednesday, January 29

National Macaroni Institute
Committee Meeting, Card
Room, Diplomat West.

INDUSTRY BUSINESS
SESSION.

Industry Meeting in the Mezza-
nine Theatre, Diplomat East
Greetings from President

Peter J. Viviano,

Durum Relations Report —
Lloyd E, Skinner,
John W. Wright.

National Macaroni Institute
Report—Albert J. Ravarino

Public Affairs Committee
Report—Nicholas A Rossi.

Questions and Answers on the
Fred Meyer Case—
Harold T. Halfpenny.

Research and New Proaucts — 4

James J. Winston.

Wheat Germ Additives—
Louis E. Kovacs.

Adjournment.

Ice Breakers Party on Patio of
Diplomat West.

Thursday, Jenusiy N0

8:15 a.m.

9:00 to
12:00 noon

Continental Breal:fast served in
Mezzanine Theatre,

MANAGEMENT SEMINAR.
Penetrating People Problems,
Dr. Billy J. Hodge, professor of
management, The Florida State
University, will be lecturer and
moderator of discussions.

1:00 p.m.

7:00 p.m.

8:00 p.m.

8:15 a.m.

9:00 to

12:00 noon

7:00 p.m.

8:00 p.m.

h

Dr. Billy J. Hodge

Thursday, January 30

Golf Tournament for the Ted
Sills Trophy.

Decdline for entering is Wed-
nesday evening.

Su_ppliers‘ Reception and Cock-
tail Party in the Regency Room.

Italian Dinner Party—Music
with the compliments of
Rossotti Lithograph Corporation

Friday, Jonuary 31

‘Continental Breakfast served in
the M.ezzanine Theatre,

MAMAGEMENT SEMINAF.
Penetrating People Problen s—
Dr. Billy J. Hodge, lecturer ind
discussion leader.

Afternoon free for recrertio o
continued discussion group:

Suppliers’ Reception and C: ck-
tail Party in the Calcutta R-om
of the Country Club.

Dinner Dance with the music
of Van Smith’s Orchestra.

Saturday, February 1

9:00 am.

12:00 noon

Board of Directors Meeting in
the Lower Sky Room,
Diplomat East.

Adjournment,
THE MACARONI JOURNAL

[nvol -ement Urged—
(Continued from page 7)

Government Trends

Mr. urphy also pointed out there
is a growing need for business to de-
fend i-clf against trends that are grad-
ually croding private industry's free-
dom to operate, Auidig these trends,
he cited the growing use of broad, over-
drawn legislative lobels and one-sided
publicity blasts which tend to condemn
an entire industry when only a tiny
fraction may be at fault.
uWe all know it is a delicale matter
{0 keep government controls to a mini-
mum ond still protect the public. The
trend is to greater control and there
seems {0 be no reversing the trend. As
businessmen, we must view this as a
continuing effort to erode our ability to
operate and it should be resisted when-
ever our common sense tells us that
there Is serious danger to the funda-
mentals of business operation.”

Labor-Mansgement

Another area in which this trend is
taking place, he said, is in labor-man-
agement relations, and he suggested "a
need for greater adherence to principles
by business managers when dealing
with unfair or uneconomic union hler-
archy ambition.”

Calling inflation a third and most
serious erosion of our business now go-
ing on, Mr. Murphy said that the re-
straint of the 1950's and the falrly good
price stability that extended from the
carly '50's to mid-1066 was broken wide
open hy a combination of Vietnam costs
and skyrocketing government deficits.
“Courled with this," he said, “was the
sudden discarding of the age-old prin-
ciple that wage nnil salary Increases
must -e matched by productivity gains
il pri-e stability Is to be preserved.”

“U less there Is intelligent action
take:. by govi~mment, business and la-
bor ' curb vxtesses in wages, prices
and 1 government deficits, the result
@n -aly be a far grenter amount of
gove “ment control of our economy.”

Environmental Problems

In closing, Mr. Murphy directed the
atlention of the grocery manufacturers
to what he termed “a crying need for
a greater involvement by business peo-
ple in the environmental problems of
the communities where we operate.
Certainly we must have a deep regord
for community problems, and business
has the wherewithal to do something
aboul them."

As examples of what can be done, he
tifed the participation of Campbell
Soup Company In a dozen or so differ-
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ent programs in Camden, New Jersey,
to upgrade the cily. “These activities,”
he snid, “range from endeavering to
improve local government leadership
to the formation of a citizens' group to
sponsor urban renewal, port develop-
ment, and generally good community
behavior.” Also in progress, he said, is
a housing rehabilitation project with o
$500,000 revolving fund, sponsorshir of
nelghborhood clean-up campaigns, and
expenditure by the company of $105,-
000 to recondition and place again into
operation a recreational park, ond as-
sistance to a number of small enter-
prises which could not get help from
other credit sources.

The Importance of Earnings

ROCERY manufacturers should

pay as much attention to Wall
Street as to Main Street, a noted con-
sultant told the annual meeting of the
Grocery Manufacturers of America.

Speaking at New York's Waldor(-
Astorin Hotel on November 11, Walter
P. Margulies, president of Lippincott &
Margulles, Inc., said: “Simply growing
at the same rate as our population is
not enough in today's business arena.
A not-so-quiet revolution is creating
new ideas, new techniques, new ways
of doing business. Your industry hos
done a good job of creating new prod-
uets and finding new uses for old ones.
Your ndvertising has turned brand
names into household woids.

“But by concentrating on the con-
sumer, you are overlooking other im-
portant publics whose influence direct-
lv offects your growth. Prime amrng
these is the fin..cial community. Ask
any security analyst on Wall Street—
is the grocery manufacturing fleld
hending ony list as a glamour industry?

Different Climate

“Today's business climate differs
markedly from that of 20 years or even
10 years ago. The advent of conglomer-
ates, the ever-increasing tread towards
mergers and acquisitions are revolu-
tionizing American business and en-
hancing the Influence of the financial
community. To o greater and greater
extent, it Is on Wall Street that the fu-
ture growth of your company is being
determined. And they are judging you
by new and different standards, Is
yours an oggressive, forward-looking
company? Are you innovating? Is your
executive echelon streamlined and pro-
gressive?

What They Want to Know

WThese are some of the things that
the financial community wants to
know. Are you telling them? And how

are you telling them? How does your
company score on the classic vitality
indicator of the financial world—the
price/earnings ratio?”

Among the ways a low price/earnings
ratio penalizes a company, Margulies
noted, were:

1. Poor public acceptance, not only
by the stock-owning public but also
by institutional investors.

2, Difficulties in merging or acquir-
ing other companies without diluting
earnings.

3, Possibility of being unwillingly
acquired by another firm.

4, Difficulty in raising capital on the
open market,

5. Low morale among executives
and difficulty in recruiting top talent.

6. Unattractive posture in terms of

future growth.
Too many companies sufler from the
inability to “communicate smart,” he
stated. "Suppose you're participating in
a contest sponsored by Wall Street.
First prize—a five point bonus for your
stock. In 25 words or less you must de-
scribe the expertise of your company.
What would you say?

“To continue to grow—and this is
cruclal for your corporate survival—
you must first recognize and articulate
the essential being of your company.
Then you must energetically and effec-
tively communicate it to all your pub-
lics, but especially to the financial com-
munity.”

Franco-American Promotion

A premium promotion tie-in with the
release of United Artists' movie, "Chit-
ty Chitty Bang Bang," w'll bu run by
Campbell Soup Company for Franco-
American spaghetti and macaroni prod-
ucts.

The macaroni :abel will feature an
offer of a set of four laminated plastic
placemats with pictures of a car fea-
tured In the movie. It will be available
for 60¢ and two lobels of Macaroni,
MacaroniOs or Macaroni 'n Beef.

Spaghetti product labels will feature
a @4-poge coloring book containing
scenes from the movie. It will be ob-
tainable for 30¢ and two labels from
spaghetti packages.

The offer runs for ten months.

New Soup

Campbell Soup Company is market-
ing Golden Vegetable Noodle-O's soup.
Priced between two for 33¢ and two for
a5¢ retall, the introduction is being sup-
ported by television and newspaper ad-
vertising with a 5¢ store coupon.
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President Peter J. Viviano

Peler J, Viviano, now serving as the
20th president of the Natlonal Maca-
roni Manufacturers Association, attend-
ed his first macaronl meeting {1 1929
when the convention was held at the
General Brock Hotel in Niage:.: Falls,
Canada, at the tender age o sixteen,
and he has been attending macaroni
meetings regularly ever since that time.

Born on January 29, 1913, in Chicago,
Tllinols, he lived there until 1828 when
his family moved to Louisville, Ken-
tucky, and organized the Kentucky
Macaroni Company. He attended St.
Xuovier High School and Xavier Uni-
versity. During summer vacations, he
worked in the plant and after college
became a full-time employee.

Macaroni Man

The entire career of Peier Viviano
has been devoted to the macaroni in-
dustry, his thirty odd years having been
spent in every phase of pasta making
at Delmonico Foods. He can be justly
proud of the fact that the company has
climbed into the top ten of the corn-
mercially important macaroni and egg
noodle producers in the United States.
He Is now president of Delmonico
Foods, Inc., a subsidiary of Hershey
Foods Corporation. Delmonico dls-
tributes macaroni products throughout
cleven states surrounding Kentucky.
Mr. Viviano is known throughout his
organization simply as “Mr. Pete.”

Family Man

In 19837 he married Josephine Lauri-
cella of Detroit, Michigan. They have
three children. Son Joseph is a third
generation member of the macaroni
firm acting as Senlor Officer and Direc-
tor of Sales. Daughter Stephanie, mar-
ried to Dave Lohri, is an accountant
with Price-Waterhouse. Son Frank is
attending Bellarmine College.

Sports and Hobbies

Peter Viviano is 8 man of many in-
terests and hobbles and seemingly end-
less energy. He is an avid sports fan,
dating back to his high school days
when he played football at St. Xavier;
ond was o tireless organizer of the
school athletle program at his parish at
Holy Spirit Church. Son Joc's basket-
ball career began here. Mr. Viviano's
hard work paid dividends — while at
Xavier University Joe was voted “Most
Valuable Player” two years in succes-
slon and held the all-lime scoring rec-

10

ord while his team won the National
Invitational Tournament.

Even overshadowing his love of
sporis is Pete Viviano's passion for auto
racing and all the attendant mechanics.
For many years he built small racing
cars for his children and others as well.
His children had their own little “Vivi-
ano Special” at a tender age.

Stephanie became very proficlent at
this sport; and when it became appar-
ent that she could oufrace the male
drivers, she was “retired.”” Son Frank
shares his father's love for mechanics
and racing. They spend many hours in
their shop working on engines of all
kinds. And they follow the auto racing
circuit from Indianapolis to Daytona.

“Mr. Pete" is rvore than a lukewarm
fisherman; his wvacatlons are spent
either in Canada or Florida relaxing
with rod and reel. He has even con-
vinced his wife that fishing really is
fun. Hand in hand with fishing is boat-
ing, which he enjoys o great deal. His
year-round relaxation is golf, and he
can usually be found on the golf course
at lenst twice o week. And In his spare
time he even does some bowling.

At Home

At home, much to the chagrin of his
wife, he Indulges in Western movies
(horse operas, she calls them), and en-
joys television coverage of all sports
events. Mrs. Viviano claims he is a
greal outdoor chef—really a whiz on
the barbecue grill. The most welcome
visitors at his home are his two grand-
children, Lisa and Joey, children of son
Joe and his wife Paulette, According to
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reliable sources, they receive an :hup.
dance of tender loving care from (heir
doting grandfather.

Organization Man

“Mr, Pete" is a member of Holy Spir.
it Church, where he is active in the
Men's Club; member of Audubon
Country Club and the Country Club of
Naples, Florida; Amerlcan Business
Club; Optimist Club; Chamber of Com-
merce; and the YMCA. He is also presi.
dent and a director of the Falrgrounds
Motor Speedway, which enables him fo
keep up with all phases of auto racing.

Peter Vivlano has been active In
many areas of the work of the National
Macaroni Manufacturers  Association
throughout his business career. He was
first appointed an Association direclor
in the middle 30's and has been a di-
rector ever since. He has served on
many Associution committees through
the years, his most recent interests be-
ing in the Standards and Research
Committee for which he is chalrman.
In 1962, he became an NMMA officer
upon being elected third vice president.
In July, 1868, at the 56th Annual Meel-
ing held at Le Chateau Champlain in
Montreal, he was elected president of
the Assoclation.

Favorite Recipe from Mr. Pete
Spaghetti with Chicken and Ham

Peter J. Viviano
(Makes 4 servings)

2 large chicken breasts, boned, skinned
and halved

1 medium onion, sliced

2 tablespoons butter or margarir:
% pound ham, cut in thin strips

1 teaspoon salt
% teaspoon each: white pepper, ¢ lery
seed, larragon leaves

1 tablespoon salt

3 quarts bolling water

8 ounces spaghettl

2 tablespoons flour

1 chicken bouillon cube

2 cup water
Y4 cup dalry sour cream

Lightly brown chicken and onicn in
butter in large skillet, Add ham, 1 fes
spoon salt, pepper, celery seed und ‘ar
ragon, Cover and cook over low he k]
minutes or until chicken is tender.

Meanwhile, add 1 tublespoon salt 1
rapldly boiling water. Gradually add
spaghetti so that water continues to boil.
Cook uncovered, stirring occasionally:
until tender, Drain in colander.

(Continued on page 42)
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spaghetti lovers
don't know us
from Adam.

let's face it. The North Dakota
Mill isn‘t the best known durum
flour mill in the world.

If /ou were to ask a thousand
spaghetti lovers if they knew
ous name, they'd probably

sh tke their head. But whether
th= spaghetti lover knows our
nzme—or not—is unimportant.
It is important that the product

‘ north dakota mill & elevator

GRAND FORKS, NORTH DAKOTA (701) 772-4841

be great. Your customers will

love you, when they enjoy

spaghetti or macaroni products

made with our flour by you.
As we said, we’re not impor-
tant. Your product is!

the durum people.
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MACARON),

Bolanced diet: Figure skater Peggy Fleming
receives her weight in mocaroni and chese
os a result of her latest title, “Macaronl
Sportswoman of the Yeor." The title was
bestowed on the Olympic champlon by the
Notional Macaroni Institute for her prowess
on skates both as an amoteur and now as a
professional, In an interview ot Grenoble,
France last winter, Peggy reported a fond-
ness for her favorite energy-building dish—
macaronl ond cheese— so the macaroni
group followed through, Peggy was in Chi-
cago starring in the lce Follies at the
Chicago Stadium.

Vote for Macaroni

National Macaroni Week, held just
before the national elections, garnered
an overwhelming mandate if publicity
clippings are the yardstick,

Election night suppers was the theme
of materinl sent to food editors and it
was widely used. From major market
newspapers: Oct. 1, Seatitle Daily Times,
“Spoghetti & Meat Balls”; Oct, 2, At-
lanta Journal, “"Egg Noodles with Tur-
key Fricasse,” Hariford Courant,
“Baked Trout & Egg Noodles" and
Oakland Tribune, “Noodles Alfredo”;
Oct. 4, Orlando Sentinel, “Macaroni
Cabbage Salad”; Oct. 6, Akron Beacon
Journal, “Macaroni Diet Platter”; Oct.
9, Los Angeles Herald Examiner, “Sa-
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lute to Ham Tetrazzini”; Oct. 10, Hous-
ton Post, “Speedy Spaghetti Sauce,”
Dallas Morning News, “Salmon Steaks
with Creamed Macaroni”; Oct. 11,
Madison State Journal, ‘“Macaroni
Chili"; Oct. 16, Richmond News Lead-
er, “Macaroni Cabbage Salad,” Oak-
land Tribune, “Supper for Election
Night"; Oct. 17, Philadelphia Enquirer,
“Egg Noodles & Swiss Cheese”; Oct.
23, San Francisco Chronicle, “Right
Way to Cook Pasta, Cleveland Press,
“Maocaront Chili"; Oct. 28, Newark
News, “Happiness is a Plate of Spa-
ghettl"; Oct. 30, Atlanta Journul,
“Minestrone and Macaroni Cubbage
Salad"; Oct. 31, Dallas Morning News,
“New Cookbook Honors Pasta”; on
Nov. 7 the New York Times reviewed
“The Complete Book of Pasta.”

Color Releases

Several releases In color went oul for
rotogravure. “Macaroni Chili" hit in
the Chicago Dally News Oct. 10; Mil-
waukee Sentine), Oct. 18; Grit, national
farm publication, Oct. 20; Newark
News, Oct. 20; Phoenix Republic, Oct.
23; Nashville Tennesscan, Oct. 27.

Small town dailles and weekly news-
papers, some 1600 with combined cir-
culation of 12,000,000 got a special re-
lease on "“Macaroni, the People's
Cholce.” The Negro Press, represen!ing
some 180 papers, got a special on Mac-
aronl Gumbo. 850 radlo stations re-
celved recipes with an election night
story, Special scripts for demonstra-
tions went to some 250 television sta-
tions.

Syndicated columns Included Alice
Denhoft of King Features, Oct. 4, with
three macaronl recipes in a Fall food
story; “Use Your Noodles” was the
caption to a feature in This Week, Oct.
13; Eleanor Ney, Westchester Rockland
Newspaper Publishers had story on
record spaghetti consumption Oct. 15;
Sylvia W. Humphrey of Bell-McClure
Syndicate wrote up the Tiro A Segno
party on Oct. 21; Mary Meade, Chicago
Tribune, had a spaghetti feature on
Oct, 26; Joan O'Sullivan, King Fea-
tures, “He Called it Macaroni” on Oct.
28; Nov, 1 Ella Elvin, New York News
Syndicate, had “Lasagna with Tuna
Ideal Special Dish."

Magasines

Consumer magazines having maca-
roni stories in the October or Novem-
ber lssues Included American Home,
Better Homes & Gardens, Bon Appetit,
Ladies’ Home Journal, McCall's, Suc-
cessful Farming, and Woman's Day.

Cooperative publicity came from
American Dairy Assoclation, Angostura
Bitters, Sunkist Growers.
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lomont- Unique New VMP-3
i xtruded Noodle Dough Sheeter-1600 Pounds Per Hour

Clermont Extruded Noodle Dough Sheeter VMP-3

s 1 1

(-L-'i-m“ t High S Noodle Cutter, Type NA-4 working in con-
ium::\‘ wiu :hu l\fP??gnr continuous 1600 1bs, per hour operations.

FOR THE SUPERIOR IN NOODLE MACHINES
T's ALL WAYS Clermont!

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

TAILOR-MADE FOR THE NOODLE TRADE
Available with or without vacuum process

Noodle-doodles: Cocked up especlally for
the conclusion of the 1968 political com-
paign were these portraits of Richard M.
Nixon ond Hubert H, Humphrey made en:
tirely of mocaronl products. These unusuol
portraits were commissioned by the Nationdl
Macaronl Institute ond were forworded 1o
the candidates during Natlonal Macaroni
Week. Sharon Christie, holding the portraits,
commented: | hope Mr. Nixon will :se his
?oodle to help solve our country's prob-
ems.”"

C Tw d motor affords flexibility for 1600 1bs. or 1000
OpGC”Y ronge e Ibl.np?r.;wr or any two lesser outputs can be arranged.

arge screw for slow extrusion for better quality.

An NMI mailing to grocers s: cssed
related item sales, profits, turnov - and
traffic generated by macaroni pr: ducts
and included a point-of-sale post r for
Spaghetti and Meal Balls.

ngineered for simplicity of operation.

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

controls, Automatic proportiening of water with flour,

Germon Market Study 1\1 atchless Temperaturs control for water chamber.

Great Plains Wheat will spor or 8
survey io determine pasta consun ition
in West Germany in cooperation with
a professional research group.

The survey includes qualitativ: 8m
alyses of consumer opinion thiough
group discussions as well as a quantk

tative approach in which 2,300 house Otﬂ”Y enclosed in stesl frame. Compact, neat design.

jece housing. Easy to remove screw, esty to clean.
I'IIY g?n. lpu::rnlon between screw chamber and head,

~
L

N EW|Y derigned dle glves smooth, silky-finlth, uniform sheet.

wives from all areas will be uurvos":- Masts all sanitary requirements.
tercst by
There s a vast amount of Inte 280 Woallabout Street

Brooklyn, N.Y. 11206, U.5.A.
Telephone (212) 387-7540

milling and processing industries con

cerning consumption patterns. Thr.é Illlf'

vey will provide an idea which direc - / . .
tion end-product promotion program! Mwnz adine /o, ””IA—’ -
should follow.

The MACARONI JOURNAL Subsidiary of Carlisle Corporation
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RECORD yield per acre of 285
bushels for all wheat in 1068 off-
set the five per cent smaller acreage.
Durum was the exception. Many hard
spring wheat farmers shified to this
crop, and acreage was up thirty per
cent from 1067 but yields, while high
were below the 1065 record, Winter and
spring wheats (other than durum) at-
talned record or near-record ylelds
which more than offset their declines
of six per cent and eleven per cent in
harvested acreages.

July-September Disappearance Up

Wheat disappearance during the first
quarter of the 1968/69 markeling year
was 446 million bushels, up thirteen
per cent from the same period in 196
68. However, the large export cafg

bushels from the 189 million o
September 1967. Increased flo
ports were the exception to an\h}
wise weak situation. They totaled

at their lowest point in twenty years.
In total, wheat and flour exports for
July-September 1968 were the smallest
for those months since 1959,

Subtracting estimated and known
disappearance items (wheal ground,
used for seed, and exported) from the
total disappearance of 446 million bush-
els, suggests that about 140 million
bushels of wheat was fed. At that level
it would be twice as large as was esti-
mated for the first quarter of 1965/66,
when feeding for the entire year total-
ed 154 million bushels—the most In re-
cent years.

Grain price relationships for the pe-
riod pointed to sizable feeding but did
not fully explain the very heavy feed
use as indicated above. During July-
September 1868, wheal prices were
further below corn prices in the Mid-
Atlantle, Southeast, and Mississippi
Delia States than in the same period of
1005. In the Corn Bell, wheat prices
averaged above corn by a smaller
amount than in 1085, The wheat sor-
ghum grain price spread was only
slightly narrower this past July-Sep-
tember than in 1865 In the Southern
and Central Great Plains, with wheat
continuing above sorghums. Wheat in
1968 was much higher then barley in
the Northern Great Plains and was also
nuove barley in the Pacific Northwest
when compared with the same period
in 1865.

14

g st ladl At d e, it

WHEAT SITUATION

Since the January and April quarter-
ly stocks of grain reports have been
discontinued, o full reappraisal of
wheat feeding will ngt be possible un-
til July 196¢] Thus, the Avheat feeding
category, ndt{nprmglly Aigaificant rela-

tive to tdta) [wheat djsapparance, will
be subjédiad to fgrgbtér/ examination
and quedtip a pyst years,
Exporls| 1 " ipnged World
it \Hf [ buenit
[/

economy, rela-
L generally depends
on the vol e, xports, since in 1

cent yeard Yhawf/ usually account for
about half Ml 5. crop. For the 1968/
69 senson bagun in July, exports /are
down and ajdecline in forwgrd Busi

negs continugs, Before the cpm seg-
bdgan, g number of e r{ihin
oreigg purchases of :h ’ b
ade In the correct antfc ‘..-f:f,'
Int¢rnational Grain| .\',,3;!
ith i¢s higher prices v ‘;-’. 3

eant {a number of Eamehfisérs
well dupplied, it wal Jefgdned
xport volume would pi LR nfter
ere used. This goint does
ppear % have been rgached, as

gropf—10.8 billion
pregeded by two
glsofover 10 billion

ntive addition
to vorld supplie

slackening
f commercial
Soviet Union
d food ald re-
and Pakistan).
eat and other
' countries have
the traditional
uilding supp'les
wing demand.
Thus, at least e current year
the world not only has more than
enough wheat for its needs, but the

.mercial sales may be on a par with re.

grain is so adequately distributi | thy
trade expansion Is nol expected
Barring a subslantial incren o (his
season in world import requircments,
the 750 millien bushel U. 8. export lar.
get will be difficult to attain. But a pro.
jection based only on exports o: regis
trations to date probably would under.
estimate the total for the season. Even B
though exports are likely 1o drop from
last season's 761 million bushels, com.

cent years.

From the end of World War II until
18680/61, U. S. exports of wheal, flour
and products ranged from 217 million
bushiels (1853/54) to 540 million (1856’
57), averaging 390 million. In contras,

averaged 747 million bushels a

during July 1060-June 1868, never

alling below 644 million (1062/63) and
ce exceeding 850 million.

Two faclors--one directly and the
‘other indirectly affecting world impornt
requirements and U. 8. exports em-
erged during the 1060's.

The direct effect was the enlargement
of the food ald (Public Law 480) pro-
gram, which emphasized long-term
agreements, rather than annual agree
ments, and reached out to a number of
new countries for the first time or with
greater vige= to existing recipients.
However, soine of these recipients such
as Poland, Yugoslavia, and the Uniled
Arab Republic (Egypt), are currently
ineligible for food ald and their pur
chases of U. S. wheat, oll under com:
mercial terms, are quite limited. Other
food ald reciplents such as India and
Pakistan are currently enjoying -ecord
ood grain harvests and their nport
requirements are curtailed.

Demand Affects Exporis

Demand  arlsing from  Com :uni¢!
countries had an indirect effect ¢+ US
exports. This was a major factor n our
altainment of record exports in ] islﬁf
(856 million bushels) and 1965/ (86
million). Communist purchases sky
rocketing in each of these year:. als0
have been significant in world trade
every year since 10060/61, Bul now
neither the Soviet Union or Mamland
China appears likely to take any mor¢
than the reduced imports of 10:7/63
The United States exported wheat 10
the Soviet Union only in one marketing
yenr (1063/64), But during the 1060%
we have benefited from incrensed bus
ness with non-communist importers
This was made possible because Can
ada and Australin were busy se vicind
the USSR ond China and cov @ ™

(Continued on page 18)
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WESTWARD HO!

by Charles A. Nelson, Marketing Specialist

North Dakota Wheat Commission

N recent years, there has been a dra-

matic increase in spring wheat and
durum movement to the West Coast for
export, For those whose vision of only
four or flve years ago foresaw a total
movement of 10 to 12 million bushels
of spring wheat westward annually,
the 37 million bushels in the fiscal year
1967-68 must truly be phenomenal.

The table below traces the growth of
spring wheat exports from North Pa-
cific ports since 1863. Why the in-
crease?

Among the more important reasons
was the reduction of rail freight rates
for wheat destined for export off the
West Coast, which became effective in
June of 1065, Witness to this is noted
in the table which shows a giant in-
crease of from four to 20 million bush-
els between flscal years 1964-85 and
1965-66.

Another reason for increased exporis
off the West Coast is that the United
States Department of Agriculture has
maintained a more effeclive subsidy
level which has kept our wheat com-
petitive in the world market. Further
reasons for increased West Coast ex-
ports are aggressive promotion and
market development programs in Asian
markets by Wheat Associates, USA,
supporied by state wheat commissions
in nine wheat states, including North
Dakola.

The movement of durum westward
for exports, though not the size of
spring wheat movements, has shown
impressive growth, Some 83 per cent of
the durum exporis in the table over the
flve year period have been cash sales to
one country—Japan.

The best foreign customers for spring
wheat and durum moving west have
been Japan and The Philippines. Last
year, Japan purchased almost 13 mil-
lion bushels and The Philippines just
over 17 million bushels of hard red
spring wheat. The total spring wheat
purchased by these countries the year
before was 6 million and 13 million
bushels 1espectively.

Durum exporis via the West Coast
as mentioned previously have gone pri-
marily to Jopan for use in upgraded
pasta products. It Is interesting lo note
that last year for the first time in the
last five years the Philippines pur-
chased 20,000 bushels of durum from
the United States. Although the pur-
chase was small, it moy signal the be-
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ginning of a new market for Norih
Dakota durum.

Continued expansion in the move-
ment of spring wheat and durum west-
ward will be In direct proportion to
demand from abroad and our ability to
compele for these markets. The im-
proved quality of our wheat available
at the West Coast In recent years has
contributed to our increased sales.

Our ability to supply sufficlent quan-
titles of a good quality, uniform com-
modity and have it in position at West
Coast ports is a key to continuing the
westward flow of Hard Red Spring
Wheat and Durum.

Hard Red
Spring Wheat Durum
Million Thousand

Year Bushels Bushels
1863-64 3 0
1964-85 4 28
1905-68 20 158
1906-67 25 528
1967-68 37 878

Wheat Situation—
(Continued from page 14)

effectively meet the needs of their tra-
ditional customers.

Thus, factors that have stimulated
our exports in recent years are not gen-
erally doing so now. This does not
mean that world demand is elther de-
clining or stagnated but rather that
prosperity in the wheat economy, en-
joyed by exporting nations during the
last elght years, is not apparent this
season.

Export Outlook By Classes Mixed

Soft red winter wheat has been al-
fected most by the general slowdown
in exports. During July-September,
shipments of soft red winter ‘(grain
only) were only one-fifth as large as In
the same months of 1967. The 8.4 mil-
llon bushels exported were about the
same as in those months in 1961 and
1062 when annual exports totaled 56
million and 41 million bushels, respec-
tively. White wheat and hard winter
exports were each down by twenty mil-
lion bushels. In contrast, exports of
durum and hard spring were each up
sharply.

Durum Bids Back to Norm. |

At a meeting with exporlers, ' H,
Moseley of the Agricultural Stu': liza.
tion & Conservation Service spell: i out
a new duruin subsidy bid polic: that
was described as a relurn to “more
normal operations.” It was note. that
during November the Departmcat of
Agriculture had accepted export sub.
sidy bids on nearly 25,000,000 bushels
of durum through a program of accepl-
ting “attractive subsidies” or "reuching
for blg business.” He observed that this
phase of the business had ended.

Durum Wheat Customers
1967-88 Shipments in Bushels

Algeria 8,602,000
France 4,848,000
Netherlands 3,670,000
Ttaly 3,228,000
Belgium 2,816,000
Tunisia 2,616,000
Venezuela 1,225,000
Poland 845,000
Japan 771,000

Morocco 661,000

Consulting Firm
Elects Vice-President

William A. Lohman, Jr. was clecled
to the board of directors and vice presi-
dent of Experlence, Incorporated ot 8
recent special meeting of the board. Mr.
Lohman joined the staft of this Minne-
apolis consulting firm in January 1868
following his retirement from General
Mills, Inc. where he held a number of
important positions in various divisions.
retiring as a corporale vice presidenl.

He will hold general administrative
responsibilities with special concirn 10
developing new areas of growth Ex-
perlence, Incorporated, now in it fifth
year of operation in offering cour 2l 10
decision makers in this country and
around the world, has extended it ros
ter of consultants to well ove: ont
hundred. It includes specialists 1 ired
from high business executive res: nsi-
bilitles, from universities acros the
country, and from government, a: well
as many still active in their profe: ion*
al positions. Its activities likewlse 1ave
been extended to include services in 3
wide range of specialties in additi nto
agribusiness, in which it has spech I|zed
since its Inception.

Mr. Lohman brings many years of
experience in the distribution, develop
ment and service areas in the flour and
baking Industry. He has been active in
many professional assceiations and ha$
just completed a three-year term on
the executive committee and as secre
tary of the American Institute of Bak-
ing.
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Here is the
semolina
you've wanted
from AMBER

by Gene Kuhn

Manager:
AMBER MILLING DIVISION

These macaroni manufac-
turera tell us the consistent
Amber golor, uniform qual-
ity and granulation improve
quality and cut production
costs at the same time. Am-
ber's “on time" delivery of
every order helys tool

Yes, the finest of the big
durum crop is delivered to
our affiliated elevators.

And only the finest durum
goes into Amber Venezia No.
1 Semolina and Imperia Du-
rum Granular.

We make Amber for dis-
criminating macaroni manu-
facturers who put “quality”
first” and who are being re-
warded with a larger and
larger share of market.

A phone call today will in-
sure the delivery you want
for Amber Venezia No. 1 and
Imperia Durum Granular,

Be sure . . . specify Amber!

¢T9 AMBER MILLING DIVISION

FARMERS UNION GRAIN TERMINAL ASSOCIATION

Mills ot Rush City, Minn.—General Offices: St. Poul, Minn, 55101
TELIPHONE: (612) 646-9433

Iavuany, 1969
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. Investigation of the Effects of

Protein Additives on Macaroni

by-Marvin E. Winston* and James J. Winston, Director,
Jatobs-Winston Laboratories, Inc., New York.

Project sponsored by Vitamins, Inc., Chicago, Illinois

he object of this investigation is to determine the effects
‘of the use of different ingredients,;such as Wheat Germ,
Corn Germ, Oat Flour, and Caseln, én macaroni products.

Below are the samples recelved from your company:
Lab, No, Identification of Defiited Products
127,033 2~ Wheat Germ CN 4020-1°; Type L Regular
127,034 Wheat Germ CN 4084 ‘. Type L Special
127,035  Wheat Germ CN 8008-2B Type Regular
127,038 'Wheat Germ CN 4082 Type R Special
127,188 - Vitinc Oat Flour Control No. 4011-A
127,214 Corn Germ No, 4012-2°
127,238 Vi-Kase (edible Casein) Control No, 8546

We have noted that the addltion of varlous high protein
ingredients to flour produces a finished product with an
inferior color. This color change ia characterized by a
diminution in the yellow and an increase in the brown
components. In macaroni-noodle products, color is an im-
portant criterion. The problem, therefore, is to reduce the
color loss incurred upon additions of various defatted germ
products to macaroni.

To determine the best Wheat Germ to be used in sub-
sequent experiments, we utilized a Wallace & Tiernan color
analyzer. This Involves disc colorimetry, which has been
used In this laboratory for the past 25 years, and has been
incorporated in the current procedure of Cereal Laboratory
Methods (seventh edition, 1062), section 14-20, Reslts ob-
tained by means of disc colorimetry can be translated in
terms of Munsell values, or in terms of domlnant wave
length and purity recommended by the International Com-
misslon of Illumination.

1
The results of the color tests on Wheat Germ (6% level)
are shown in Table 1,

Table 1

Identifi. % Change in Color

cation % Yel. % % Yel. %
Lab No. low Brown low Brown
Control
Flour 60 1 —_ —
127,033 38 46 -22 +40
127,034 41 42 -18 +27
127,035 39 48 -22 +40
127,036 32 54 -36 +64

During the drying stage we noted that sample No,
127,033 contalned several red-brown (bran) particles on
its surface. Sample No. 127,036 showed a greater number
of larger red-brown (bran) particles. Therefore, we may
eliminate samples No. 127,033 and No, 127,036 from con-
sideration.

On the basis of this test,”sample No. 127,034 , which
showed the best color score, was selected for further
studies.

Experiment 2
Next, we utilized various non-toxic chemlicals in order to
inhibit adverse color changes which may be caused by en-
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zyme systems in Wheat Germ. Ascorbic acld and citire
acld were chosen for these experiments; ascorblc acid alsp
increases Vitamin C content.

The results are as follows:

Table 2
% Change in Color
% Yol-: % % Yel. &

Product low Brown low Brown
Control! 37 47 —_—
A+ .05%
Ascorbic Acid 40 42 +8 =1
A+ .10%
Ascorbic Acid 39 45 +5 -4
A+ .20%
Ascorbie Acid 38 46 -3 =3
A+ 025%
Ascorbic Acid +
.025% Citric Acid 38 45 +3 -4
A+ 0.05%
Ascorblc Acid +
0,05% Citric Acid 36 47 -3 0
A+ 0.10%
Ascorble Acid +
0.10% Citric Acld 36 47 -3 0

From the above data, the best level is 0.05% ascorbic
acid. It is evident that cltric acid does not improve the yel-
low color component,

: Experiment 3
In our next experiment, we used other ingredients: So-
dlum Bisulfite (NaHSO,), Potassium Bromate (KE-Oy,

Potassium Iodate (KI1O,), Sulfur Dloxide gas (SO,), and
Casein.

Table 3
% Change In ¢ olor

% Yel. % % Yel- 5
Product low Brown low B: wn
100% Durum
Flour 40 30 —_ -
Control (B)? 40 41 -18 <37
B+ KBrO; 0.02% 37 42 -24 =0
B +KIO,; 0.02% 40 40 © =18 + 1
B+ Casein 3% 40 41 -18 +iT
B+ Casein 5% 42 a7 -14 4.3
B+ Casein 3% -+
KBrO,3 002% 38 3 -22 +10
B+ Casein 3% +
KIO; 0.02% 40 30 -18 440
B+ NaHS0,
0.02% 40 40 -18 +33
B+ Ascorbic Acid
0.05% 43 a8 =11 +27

* Student at Lehman College of the City University of New York

1 Control (A ists of a mixt: Wheat
P il (o Taase, e S 3% Fiowy and. 0%

2 Control (B) consists of d 6%
Whe an(l'lll =I-=h palate o ulﬂmixiuu of 939 Durum Flour an
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B+A corbie
Add .08% +
NaHE )y 0.02% 38 41 -22 +37
B+ N H50,
+Casin 3% 41 a8 -16 +27
B+N HSOs
002% +
Casein 5% 43 38 =11 +217
B+50; Gas 44 a7 -10 +23
From the above table the following conclusions can be
drawn:
1, KBrO, tends to decrease the yellow color,
2, K104 does not affect the color of the product.
3, The addition of Caseln at a 5% level Improves the
color,
4, NaHSO; does not significantly affect the color of the
control.
5. The color of the 0.05% level of ascorbic acid equals
. the color of a 0.02% NaHSO, and 5% Casein mixture.
Experiment 4
Below s a comparative chart showing Corn Germ, Oat
Flour, and Casein at 3% and 5% levels:

Table 4 % Change in Color
Lab % Yel- % 9% Yel- %
No. Product lcw Brown low Brown
Control® 44 38 — —_
121214 3% Corn Germ a9 45 =11 +18
127214 5% Corn Germ 36 46 =18 +21
127,188 3% Oat Flour 41 30 -1 +3
127,188 5% Oat Flour 36 43 =11 +13
127,238 3% Casein 45 k(1] + 2 -5
127,238 5% Casein 50 20 +14 =21

Note that the 3% levels of Oat Flour (No, 127,188) and
Corn Germ (No. 127,214) were better than the 5% levels,
However, the Caseln 5% level was better than its 3% and
significantly better than the control, Further experiments
seem to verify the preliminary observations that the yellow
color is influenced by the Casein conient of the mixture. A
macaroni product made with a 5% level of Casein and u
5% level of Durum Flour exhibited a yellow color of ex-
cellent quality with a clean, clear surface texture.

It -hould be noted that Corn Germ (No. 127,214), at both
23 and 5% level, produced a surface color containing
mar - brown specks—an undesirable trait for a macaroni
proc act,

Experiment §

Ir order to improve the appearance of Corn Germ addi-
tive (No. 127,214), we added mixtures of Casein, Sodium
Bist fite, and Potassium Iodate,

Table § 9% Change in Color

% Yel- % % Yel- %
Proi.act low Brown low Brown
100 . Durum
Flov» 49 30 s =
Con'ral (C)¢ 45 38 -8 +21
C+ Ascorbic
Acld  0,05% 42 30 -14 +20
C+KIO,
0.02¢ 42 38 -8 +27
C+ Caseln
5% a7 a1 -4 +3
C+ Casein
5% + NaHSO,
0022 49 a1 0 +3

The yellow and brown percentages, as interpreted by our
colorimeter, have shown the, mixture of 82% Durum Flour,
l]n

Durum Flour,
! Con l‘icp onatsis of a mixture of 979 Durum Flour and 3%
Com Germ,

Invuary, 1969
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3% Corn Germ, 5% Casein plus Sodium Bisulfite (0.02%)
to be as good as Durum Flour. However, it must be polnted
out that the presence of many brown and black point
specks produces an unacceptable product.
Experiment 8

Oat Flour (Lab. No. 127,188) has an advantage over both
Wheat Germ and Corn Germ—a minimal amount of specks.
Table 6 shows the results of mixtures of Oat Flour (5%
level) with varfous ingredients,

Table 8 9, Change in Color

% Yel- % % Yel- %
Product low Brown low Brown
100% Durum
Flour 49 30 — —
Control (D)® 42 36 ~-14 +20
D+0.05%
Ascorbic acid 43 34 -12 +13
D+0.02%
KBRO, a9 a9 -20 +30
D+0.02%
KIO; 39 ar =20 +23
D+0.10%
KIO, a7 41 —24 +37
D+0.02% KIO,
+3% Casein 40 35 -18 +16
D+0.02%
NaHS0, 44 35 -10 +16
D+0.02%
NaHSO, +5%
Casein 40 3l 0 + 3
D+5% Casein 50 28 + 2 -13

From the above data we see that Potassium Iodate, Po-
tassium Bromate, ascorble acid, and Sodium Bisulfite fail
to significantly improve the Oat Flour color. However, the
addition of 5% Caseln to an Oat Flour mixture yields a
color comparable to that of Durum Flour.

Conclusions

A. Of the four Defatted Wheat Germs evaluated, the best
results were obtalned from sample No, 127,034 (CN 4084
Type L Special) at a 5% level admixed with 0.05%
ascorbic acid and 95% Durum Flour. Comparable re-
sults were obtained using the same Wheat Germ treated
with Sulfur Dioxide gas. It should be noted that this
color still is inferior to that of 100% Durum Patent
Flour.

B. Corn Germ (No. 4012-2) at a 3% level, added to 5%
Casein and 82% Durum Flour, produces a good yellow
color. However, In our opinion, undesirable physical
qualities (bran and black point specks) would serve as
a deterrent to its acceptability.

-C. Casein (Vi-Kase cdible Casein Control No. 9546) at a
5% level, when admixed with 85% Durum Flour, yields
an excellent product with a color score that is superior
to 100% Durum Flour. This is very significant since the
use of Caseln (00% protein) will Increase the protein
level of maceroni products by 4¥2% and significantly
incrense protein quality.

D. Oat Flour Vitinc Oat Flour Control No. 4011-A) at a
5% level, when combined with 6% Casein and 80%
Durum Flour, yields a product with a color almost
equal to that of 5% Casein and 85% Durum Flour.

E. Spaghetti was manufactured from mixtures C and D
using our laboratory press, Resulls of cooking tesis show
that the products described in C and D, particularly
sample C, have excellent characteristics:

(1) Minimum of stickiness and slime on surface.
(2) Good resiliency.
(3) Good color appeal.

3 Control (D) consists of a mixture of 839 Durum Flour and 5%
Oat Flour,
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HERE was an era in American hls-
tory when foreign trade was critlcal
to the nation's future. Trade has be-
come less essentlal to the country's
survival since then, but the time may
be coming agaln when the volume of
American exports will determine
whether the United States remains the
bulwark of the free world's economy,
The country's continuing balance of
payments problem is acute, Our gold
stocks diminish every year. Legislation
has been passed to remove the gold
cover on Federal Reserve Notes to
shore up our International monetary
position. An aggressive effort to In-
crease sharply the sale of U. 8. goods
is the dollars' best hope.

The era of the Yankee Trader may
return agaln—reborn through the na-
tion's vital need for export expansion.

America's worsening balance of pay-
ments—the excess of dollars flowing
out of the nation over dollars coming
in—present both a challenge and an
opportunity to the American business
community.

A Business Challenge

Business is challenged o increase its
sales abroad and, by so doing, to reduce
the outflow of gold from our shores.
Business in almost all industries, of al-
most every size, thus have an Important
role to play in the campaign to improve
the balance of payments and to pre-
serve the Integrity of the dollar.

U.8. Opportunity Renewed

At the same time, there is renewed
opporiunity for U. S. business to open
up the vast, largely untapped markets
which exist on every continent. Extra
sales—and profits—are the rewards of-
fered to businessmen who exert extira
effort in the natlon's behalf.

This is not to say that American
business is not now doing its share,
Quite the contrary, if 1067's $4.3 billion
trade surplus (the excess of exports
over Imports) is any guide, But that
trade surplus has been declining in re-
cent years as American imports have
risen faster than our exports. Since
1064, U.S, purchases overseas have gone
up $8.1 million while American sales
abroad have increased only $5.7 billion.
This has resulted in a drop of $2.4 bil-
lion In our trade surplus from its rec-
ord high of $6.7 billion in 1064.

Why does the United States have an
unfavorable balance of payments when
we have a favorable balance of trade?
The nation’s balance of payments ac-
count reflects our international trading
position, but it also includes the vast
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expenditures required by America's far
flung military and economiec commit-
ments including much of the cost of the
war In Vietnam.

The payments deficlt must be met by
dollars or gold, at the choice of the
creditor nation. Many have chosen gold,
thus depleting by a little more every
month what once were the world's
mightlest gold reserves.

Imporis Essential

The short-sight.i"8nswer to our pay-
ments predicament might be import re-
strictions, but that would be self de-
feating. Forelgn nations who now buy
a critical share of American production
would drastically curtail U, S. access to
thelr markets if we Imposed restric-
tions on thelr ability to sell to Ameri-
can customers.

There is a more positive side to im-
ports as well. America is blessed with
bountiful resources but they are not
infinite. We must import much of what
we need—from raw materials for na-
tional defense to many popular con-
sumer products. Furthermore, imports
work to counter inflation by helping
keep the prices of domestic goods com-
petitive. This, in turn, keeps the U. 8.
competitive in its exports as well, thus
increasing our exports surplus and
again aiding the balance of payments,

What is required is redoubled effort
on the part of every businessman to In-
crease overseas markets for his goods.
Can it be done? Look what other coun-
tries do: Canada exporis sixteen per
cent of its gross national product (i.e.,
the sum total of its goods and services);
West Germany exports fifteen per cent;
Japan nearly ten per cent; the Nether-
lands a whopping thirty five percent!
The United States? Barely four per
cent,

And Profitable

1If American business can Increase
its sales abroad to produce a trade sur-
plus of $4 billion more than we had in
1967, the unfavorable balance of pay-
ments would be turned at once into a
surplus, Can we do it? Why not? Nine-
ty-four per cent of the world's popula-
tion lives outside our shores, There are
as many potential consumers in West-
ern Europe alone as in the United
States, The potential markets In Latin
America, Africa, and Asin—even allow-
ing for their less advanced economies—
are perhaps even greater.

If we can increase our exports from
four per cent of GNP to five per cent,
the job will be done.

Wi -‘ ey -,-,..:- o

EXPORT EXPANSION

Macaron! and Noodle Prod. 15
Year In Pounds Exports In ors

1963 1,846,375 9, 8,887
1064 2,602,630 9, 5475
1865 1,862,818 10,710,178
1066 1,706,462  13071m
1887 1,540,692 17,7226

6 months 1668 742,534 9,373,358

Macaroni Export Customers

1987 Pounds Valus
Canada 377,113 $ 77,002
Bahamas 227,152 63,220
Panama 222,179 48,303
United Kingdom 72,466 15,283
Thailand 110,770 25,038
Japan 118,863 20,035
Nan Is, 55,500 13,308
Liberia 77,818 17,210
Others 271,722 67,552
Total 1,640,502 $356,069
Macaroni Import Suppliers
1967 Pounds Value
Canada 8,723,371 $1,348,199
Mexico 8,636 1,357
Dom. Repub. 2,000 268
Netherlands 30,053 1242
France 31,377 5,808
W. Germany 26,437 7,589
Hungary 3,009 730
Switzerland 135,511 53,821
Italy 6,136,253 790,64
Greece 57,305 6,105
Indonesia 3,540 1,13
Phil. Repub. 27,358 9,331
Korea Repub. 3,376 L
Hong Kong 1,120,478 11,22
Taiwan 203,610 9,029
Japan 1,101,278 L 9,5M
Morocco 3,068 B48
Algeria 2,976 662

Tunisia 2,200 36
17,722,633 $2,¢ 128

Export Directory

Kenneth K. Krogh, Assistan Ad-
ministrator, Export Programs, F. elgn
Agricultural Service, U.S, Depar nenl
of Agriculture, has sent out & new
Food and Agricultural Export | irec
tory, 1969,

The direclory contains names and
addresses of governmental offices, em*
bassles, port authorities, and trad: as
sociations that would be information
sources,

There Is also data on combination
export managers, financing and ciedit
transportation services, research and
training.

Coples can be secured of (his public
cation, FAS M-201, from the Informa:
tion Service Branch, FAS, Room 5918,
U.S.D.A. Washington, D.C. 20250,
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mg mam —an unautomated interval between processing and packaging. A

gap now cluttered with tote boxes, cans, racks, drums and handtrucks, creating
unnecessary rehandling and confused scheduling. A gap with inherent ineffi-
ciency, costly breakage and degraded products.

Now you can’eliminate expensive unneeded labor and recover valuable floor
space with the:

ASEECO accumave

yor

The Accumaveyor is a Fully Automatic Surge Storage Unit for fragile, non-free
flowing items, Product from processing is Accumulated into an electrically pro-
grammed moving storage that automatically compensates for surges and distrib-
utes to single or multiples of packaging lines *‘on demand.”

il e =,
; [

Aseeco offers, without obligation,
engineering services to aid in design and

layout of conveying and storage

systems, as well as installation service.

Find out what the Accumaveyor
can do for you. Write or call for your

nearest representative.

ASEECO corr.

Automated Systems &
Equipment Engineering

1830 W, OLYMPIC BOULEVARD
LOS ANGELES, CALIF, 90006
TELEPHONE (213) 386-9091
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Source of America’s
finest durum wheat

There is gond veason for Preavey to be
aonjor faetor m the milhing soned ==
teibution of durum produetsc The
durum wheat tiehds of North Dakots
w here the bulk of Amenea’s durum
crop is grown — form the hesr of
Peavey Country see map . This
broad, wheat=vieh Lind sapplies the
Peavey mills that speciatize i the
milling of Semolingand Dhucum tlour,
Dharum s importnt o Peavey,

[t reerives great attention i the mul-
titude of Peavey aetvitie- relatid 10
the growing, ~storage, transportation,
merehandismg and processime ol cereal
prains. Peavey has ~treambimed aned
conrdinated it= operations in this com-

T Macarosy Joups v

iy, 190y

plex hsineess 1o deling thee hghest
etlicienes .

Pesrves oprerates durim mills
Grand Forks, North Dot s
previor, Wiseonsim; el hTito, New
York, Peavey Floar Mals proees.
At reevivend from 700 g ehe
vitors Joested i the aneas pendueny
the finest s heat in the workd,
Peavey s total millime vapaeity
GO hundredwenghts o day, much
af it of course, o durum,

N wonder spagghett and maea-
roni manubacturers hav e cote Lo |‘|-]§
most heav iy on Peavey tor their gl
iy shueam produets, And all ~tarts
Saay out i PEAVEY Corsiey

]
‘]@m&dad DURUM PRDDUCTS

PEAVEY COMPANY
Flour Mills
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Equal Time

The excitement of last-minute cam-
paigning before Election Day in No-
vember was evident when one noodle
maker “noodled his way to equal time
on radio with competition footing the
bill,” according to Advertising Age.

“It pays to advertise,”" they said. “1t
you use your noodle, you can work it
go that your direct competitor responds
to your ad with an ad of his own. And
if you're really sharp, you can end up
by paylng for your competitor's rebut-
tal ad.” How did thls happen?

Goodman Offer

Advertising Age reported that A.
Goodman & Sons, Long Island City,
New York, introduced a radio and
newspaper campaign that tled in with
election year “equal time” interest. A
“Citizens Committee For Better
Noodles” proclaimed the virtues of
Goodman's Pure Egg Noodles with
more than 100 radio spots a week on
local stations and went on to decry
“crime in the kitchen.”

The spot ended: “Now, in keeping
with an American custom, the Good-
man people offer equal time to any
competitor with a dissenting opinion.
Just contact A. Goodman & Sons for a
commercial on this station at Good-
man's expense. Goodman makes this
offer in the belie! that an informed
buying public is a Goedman buying
public.”

The newspaper version of this offer
was headed: "Attention — Mueller's,
Ronzoni, La Rosa, Pennsylvania Dutch:
Goodman's Noodles offers you equal
time on the air”

Pennsylvania Dutch Response

In Philadelphia, the City of Brotherly
Love, Weightman, Inc, agency for
Pennsylvania Dutch, quickly 1espond-

And so on Election Day Goodman
pald about $160 to enable Pennsylvania
Dutch Noodles to proclaim superiority
on the WOR noontime raido newscast.
A Pennsylvania Dutch style announcer
commended Goodman's for giving him
equal time and then closed with some-
thing like: “Pennsylvania Dutch be-
lleves in giving more than equal time.
So if you send us an empty bag of
Goodman's MNoodles, we will send you
free bag of Pennsylvania Dulch
Noodles!"

Said David Straus 111, vice president
of Zlowe Company, New York City,
agency for Goodman: “As far as we
know, this is the first time in our be-
loved advertising history that a com-
pany has ever purchased media in be-
half of a direct competitor.”
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Bresking ground for the new Buhler build-
ing in Minnzopolls are, left to right, Charles
Magney, president of Mogney Construction
Company; Peter May, Executive Vice-Presi-

dent ond General noger of The Buhler
gnmomﬂon; ond Willl Zogg, Secretary of
uhler.

Buhler Expands
Manufacturing Facilities

The Buller Corporation has com-
menced conuiruction of a new 21,000
square foot addition to its present man-
ufacturing and warehouse facilities at
8925 Wayzata Boulevard, Minneapolis,
Minnesota.

General Contractor is Magney Con-
struction Company of Minneapolis.

When completed, the new buliding
will give Buhler approximately 40,000
square feet of administration, engineer-
ing, manufacturing and sterage area at
the Wayzata Boulevard plant, accord-
ing to Peter May, executive vice-presi-
dent and general manager.

Buhler is a leading manufacturer of
food processing and materials handling
systems for flour and feed mills, maca-
ronl plants, breweries, snack food and
chocolate prncessors as well as ma-
chinery for the ink, paint and plastic
injection molding industries.

Prince Diet Cookies

Prince Macaroni Mfg. Company is
introducing three varieties of really
good-tasting diet cookies: vanilla, choc-
olate flavored, and choco chip. They
contain no added salt, no sugar,

Each cookle has about 35 calories,
and there is a count on every package
with a detailed nutritional analysis:
percentage of fat, protein, carbohy-
drates, sorbitol, and sodium. They are
buttery-tasting, ring shaped spritz
cookies.

Shoppers will find the coockies on
grocery shelves in 8-ounce, color-keyed,
see-through tray packages, selling for
approximately 69¢.

——————

Prince Promotes
Curly Spaghetti

Prince Macaronl Mfg. Compan the
innovators of square spaghettl, iave
brought out Curly Spaghetti, 1: will
soon be selling on supermarket sl lves
for about 31¢ a pound In see-th. ugh
packages.

Each cooked curl measures aboi. 1%
inches long by ¥ Inch round; billed as
a perfect size to stick your fork into,
It's ensy to handle, easy to eal. And
kids love it.

Ferreira to London

M. J. Ferreira, vice-president of Gen-
ural Mills, Inc, and president of Gen-
ernl Mills Cereals, Lid.,, Canada, has
been named deputy chairman and chief
executive officer of The Smiths Food
Group Limited, a wholly-owned subsi.
diary of General Mills with headquar-
ters in London, England.

Mr. Ferreira has been a vice-presi-
cent of General Mills since November,
1387, and president of General Mills
Cureals, Ltd., since May, 1868, after be-
ing vice-president for three years. He
also has been generdl manager of the
Canadlan subsidiary for the past three
years, When General Mills acquired
Toronto Macaroni & Imported Foods,
Ltd., in 1068, he was elected chairman
of that company.

From Grocery Divislon

Before moving to Canada, Mr. Fer-
relra was markeling manager for all
cereals in the Grocery Products Divi-
sion of General Mills in Minneanolis.
He joined the company in 1954 as stafl
assistant in the Grocery Products livi-
sion’s advertising group, a year aler
became product manager for sc erl
Betty Crocker baking products a | in
1986 was named product supervis. for
all Betty Crocker mix«#, e was £ 180
visor of all cereal masketing a1 In
early 1060 became assistant to the en
eral manager of the Grocery Prc icls
Division.

A native of Little Compton, RI Mr
Ferreira holds A.B. and M.B.A. de -ees
from Cornell Unlversity. He als. at:
tended a management develop. went
program at Harvard University.

Herrick to Toronto

John D. Herrick has been numed
General Manager of General Mills' Ca-
nadian Operations ond will headquer
ter in Toronto.

He has served the past year as Cow
troller and Director of Administration
of the Smiths Food Group Limited, in
London.
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This food extrusion die
will never* give in!

# Especially when you return it to
us for periodic check-up and reconditioning.

D. maLpaR! & Sons, InC.

557 THIRD AVE. BROOKLYN, N.Y., US.A. 11215

America’s Largest Macaroni Die Mokers Since 1903 - With Monogement Confinuously Relained In Same Family
IaNuary, 1969
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NUMBER of technical paper were

presented at a Food Forum held
in conjunction with the Food & Dairy
Industries Expo held in Chicago.

A variety of heating, freezing, dry-
ing, sterilizing and other food industry
innovations—many of which were un-
heard of just a few years ago—were
described by Dr. John H. Nair, Raleigh,
N.C.

Today's young homemakers, with
many involvements outside the home,
demand prefabricated, precooked,
quickly-prepared dishes that allow
them a minimum of time in the kil-
chen, he sald.

He noted that “innovation in the food
industry will continue to provide ways
for processing more flavorful, nutri-
tious foodstuffs more conveniently pre-
pared and at a price requiring a de-
creasing shore of available family in-
come.”

Of the many innovation prospects in
the food industry which he discussed,
Dr. Nair predicted wider and growing
application of microwaves, blast and
fluidized bed freezing, continuous vac-
uum drying of liquids, irradiation,
ready-to-serve ments, aerosols for dis-
pensing products, and snack foods.

Reservoirs of Food

Certain food processing Innovations
may not be commercialized, however,
because “consumer food preferences
change slowly,” the speaker observed.
He cited as examples, human food pro-
duced from algae grown in sea water
or sewerage waste, and proteins and
fats produced from petroleum through
microbiological processes.

Oceans represent a vast potentlal of
almost virgin territory as reservoirs of
food for people, Dr. Ernest R, Patiser
of the Massachusetts Institute of Tech-
nology, told the forum.

He told his audience that planners
and researchers, In order to utilize this
reservolr—whether plant, squid or fish
—would have to overcome powerful
prejudices and taboos against such
products by processing, marketing and
educational skills. This task, he empha-
sized, Is the most difficult to accomplish,

Important Protein Source

Dr. Pariser noted that while the total
quantity of ocean plant blomass I8
syastly superior to that of land plants,”
most marine plants are microscopic and
dimcult to spot and harvest. On the
other hand, he sald, the larger marine
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plants being harvested and consumed
are "entirely leafy vegetables having
no roots, tubers, fruits, nuts or other
food concentrating and storage mem-
bers.” Thus, these are only of “limited
food value,” the speaker pointed out.

Although currently not used as hu-
man food, invertebrates account for
more than 80 per cent of the weight of
marine animals, and, noted the sclen-
tist, they “represent an important pro-
teln reservolr that must be slowly
tapped as other, more conventional
supplies become insufficlent to meet
the world demand.”

Squid Harvest

He disclosed that squids are being
harvested in large quantities in some
areas, but are used mainly for bait.
These and their relatives could be used
“more extensively as human food, since
they contaln a high protein concentra-
tion, are perfectly safe and edible,
widely distributed over the world’s
oceans, and easily harvested,” he de-
clared.

Of the vertebrates, fish represent the
best known and widely used. However,
Dr. Pariser observed, “only a handful
of specles of a total of 20 or 25000
known specles are consumed by man,"
and the annual world harvest is only
54,000,000 metric tons compared to a
potential annual harvest estimate of as
many as 2,000,000,000 metric tons.

Consldering the urgent need for food
in general and for protein In particular,
Dr. Pariser explained why more marine
foods are not reaching hungry pecples
of the world, “It's a complex question,”
he said, requiring “changes at different
leve!s and directions — technological,
economie, socio-psychological.”

New Preserving Methods

First, the art of fishing—locating and
surrounding a catch—is “still almost
prehistoric” New and more sophisti-
cated! methods must be developed, the
spea‘ter sald.

Second, marine organisms spoil more
easily than most other foods, necessic
tating processing and preservation, Al-
though {reezing, freeze-drying, radia-
tion preservation and canning are ex-
cellent procedures, he noted, they are
expenslve and for a long time will re-
main out of the reach of the poor. Less
expensive methods are being develop-
ed, and new foods incorporating such
preserved products will have to be for-
inulated, the speaker predicted.

FOOD FORUM

Last, marine foods—especially ish—
have been consumed and marke'ad in
thelr recognizable forms for many
years, “Slowly ond against mu.h re.
sistance, it's being established that ma.
rira proteins from one source ur an.
other can and should be used in a new
form in which the original raw material
loses its identity,” he declared,

A tremendous potential for sanita
tion systems adaptable to individual
plants and products exists in the sea-
food Industry, sald Dr. Rafael Pedraja,
Director of Research and Development
of Booth Fisheries, Division of Consoli-
dated Foods Corporation, Chicago.

Dr, Pedraja described the automated
cleaning systems of Booth. We use a
4-step method involving the following,
he said: (1) high-pressure rinse of all
equipment (2) feeding detergent solu-
tion at high pressure through central
cleaning pipes to the production area
(3) use of metered equipment to con-
trol flow of an lodine or chlorine based
disinfectant, and (4) a clear water rinse.

Cleaning System

Describing the central cleaning sys
tem, Pedraja called it “convenient, flex-
ible, and efficient.”” In these systems
one has complete control over such
“troublesome variables" as detergent
proportioning, solution temperature.
and application, he noted.

The flexibility of the central system
is due, Dr. Pedraja observed, to multi-
outlet operation, application roinls
adaptability to total plant requlrc nents
and to a variety of detergent prc ram
which are useful In future plant | owih
and applications.

According to the speaker th ¥
tem's efficlency is characteriz ! b
rendy availabllity of detergent solu-
tlons, mechanical cleaning, imj oved
programming and supervisory {une-
tions, and reductions in labor orcé
water usage and clean-up crew rain-
ing.

Sanitary Control

“Management must look todau ' fof
modern technlques for sanitary com
trol of food plants and their prod 1chs,
he stated, and noted that “sanitation Is
just another investment.”

However, he emphasized, it's u very
Important investment and will also
“pay high dividends if properly under:
stood and undertaken.”"

But let us remember, he urged, uganl
tation in a food plant is not a cne mé"

(Continued on page 28)
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Food Forum—
(Continued from page 26)

job or the job of 4 given group. On the
contrary, it's a continuous task attach-
ed to the specific job of everyone from
top management to any given plant
employee.”

“Ninety-eight per cent clean still
means two per cent dirty,” Dick B.
Whitehead, consulting sanitarian for
the Diversey Chemlcal Company, told
the food technology workshop.

“Proper sanitary design and con-
struction of food processing equipment
is a necessity if we are to protect the
public against contaminants and insure
them of a high quality food product,”
Mr. Whitehead declared.

“] belleve that, with few exceptions,
food processing equipment designed to
be cleaned-in-place—and which Is
cleaned-in-place by a system properly
designed—will be cleaner day in and
day out than equipment designed for
hand cleaning and cleaned as ofien,”
he said.

Fabrication Problem

The speaker noted a variety of ma-
terials avallable for equipment manu-
facture—wood, paper, rubber, plastic,
malleable iron, plated metals, stainless
steels, and gluss—and observed that
“each of these materials has its appli-
cation in industry, and each has its
limitations.” He singled out stainless
steel, however, as “peer” for use In
“food processing and handling equip-
ment,”

What, then, constitutes the fabrica-
tion problem in putting these materials
into a plece of equipment that will be
considered sanitary in design and con-
struction — equipment that will be
cleanable and also protect the product?

A Scoring Procedure

Mr. Whitehead disclosed the follow-
ing considerations: smooth, accessible,
cleanable, visible and self-draining
product contact surfaces; fracture-free
jolnts; covers for open vessels designed
to prevent drippage into the vessel In-
terior; equipment requiring adjustment
that is designed so the operator will not
put his hand within the product zone;
easy cleanability of inside corners; pro-
{ectlon of interlors against draining or
dripping contamination by way of
openings; soll-retention free, and easily
cleaned coil springs used in product
zone; and pocket and crevice-free,
readily cleanable, smooth surfaces not
contacting the product.

More surveillance of all food grade
edibles and their preparation, treat-
ment, and packaging environments will
occur “without question and justifiably
50,” the speaker emphasized.
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Uniform objectlve scoring proce-
dures for judging quality can be found
for any food product, a University of
Maryland horticulture and food tech-
nology professor disclosed.

Dr. Amihud Kramer sald, “Two prob-
lems arise in developing a uniform
scoring procedure: they involve defini-
tion of and differentiation among the
various quality attributes — such as
color, texture, odor, etc.—and, second,
the assigning of statistical importance
to each one."

Confusion in Terminology

The difficulty in defining attributes
of quality, Dr. Kramer explained, is
that some characteristics fall between
two major sensory classifications. He
cited as a borderline example leading
to “confusion in terminology and In
classification,” the consistency of a
sauce-type product.

The consisiency of a sauce can be
judged for appearance because it in-
volves the sight sense, but it also can be
rated on the basis of the muscle (feel)
sense when taken into the mouth, he
sald.

The food technologist then outlined
a scale for,defining quality attributes—
one of many possibilities—proposing a
finite clrcle-continuum arrangement of
three major sensory classifications: (1)
Appearance; (2) muscle (feel) sense,
called Kinesthetics; and (3) Flavor
sense.

Definitlon Clircle

Under Appearance are color, size,
shape, and under Kinesthetles is tex-
ture, he explained. However, Dr. Kra-
mer elaborated, between the broad
classification of Appearance and Kines-
thetics come consistency and viscosity
—as the example of the sauce-type
product illustrates.

Within the third category of Flavor
are smell and taste, but falling between
Kinesthetics and Flavor is mouth feel,
since the kinesthetles of a product
also can be affected by flavor charac-
teristics.

Last—and completing the deflnition
circle—product defects fall between
Flavor and Appearance because, ac-
cording to the speaker, their evalua-
tion involves smell and taste, as well as
color, size and shape.

Imporiant Siatistics

The second problem in developing
a uniform scoring procedure, Dr. Kra-
mer pointed out, is in assigning statis-
tical importance to the quality of sen-
sory aitributes just mentioned. He
noted that this can be accomplished on
an entirely objective statistical basis

using “regression analyses” whl. |In.
volve mathematical equations,

“Computer programs are now -pil.
able so that the lengthy and ti '‘fous
computations required can be lone
quickly and easily,” the food pro 'ssor
disclosed.

Using canned tuna as an exa.ple,
Dr. Kramer explained that 24 diff rent
scoring tests had been considered
However, after following a mathemat|.
cal procedure of welghing factors of
quality for scoring, which he outlined,
only flve tests were retalned. These
were for mouth-feel, firmness, color,
julciness and flavor.

Weighing of sensory attributes, he
cautioned, requires “fairly elaborate re-
search effort and statlstical interpreta.
tion of results.” A scoring system estab.
lished through mathematical proce-
dures “Is meaningful in terms of con
sumer acceptability and should there
fore reflect accurately consumer ac
ceptance of a product, as against 2
scoricg system arrived at by negolla
tion without directly Involving consum:
er preferences.”

Objective measurement of food qual-
ity is not new, and today very few food
sclentists “question the availability or
desirability of objective measurements
in preference to subjective measure
ments for practically all attributes of
food quality with the possible excep-
tion of intrinsic odor characteristics
Dr, Kramer noted.

Annual Report

Universal Foods Corporation of Mil-
waukee, Wisconsin has a mouth-v. iter-
ing illustration of Itallan foods o the
front cover of its 1868 annual rep -t

They say this about the illustr lon:
“The front cover of this report = .0WS
the final form in which some ¢ (h?
products we manufacture aj ear
These dishes represent the fast gr /i3
ethnic and convenience foods m: kels
to which we are basic suppliers The
wines, breads and pizza crust arc pro
duced from our line of specially 288!
products. Our fine Itallan-type ¢} °5'8
add character and appeal to pizza. avl
oli, salad and spaghettl.,”"

Two New Soup Mixes

Two soup mixes are being mark eted
in the midwest, east and south by I.J-
Grass Noodle Company of Chicag:.

The mixes are Mrs, Grass' Chicken
Rice, and Beef Vegetable Egg Dum
pling. Each retails for 20 to 31¢ for @
twin pack welghing 4% ounces. A six
month radio advertising program fes-
tures one-minute commercials backing
the Introduction.
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Unioading, sioragé,
transfer, and reboiting

BUHLER
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automatic

Continuous operation ... 24 hours a day

Here are modern production methods at their best . .. truly autonatic
and continnons production lines that operate 24 hours o day. And
at the same time, they also provide automitic storage for long goods
so you can do all puckaging during the daytime shifi, i

From the truck or car which delivers the raw material to discharge
of the finished product, each step is carried out by modern cquipment
designed to produce the best possible product in the most economical
possible manner.

Whether you nanuflacture long or short goods, you will be pleased
1o discover the savings which o modern, automatic all-Bunig
production line can offer you,
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AUTOMATIC PRE-DRYER
Type TRT/TRN
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;mur,-. ) Type TOG-|
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production lines

Flexible...to fit your available floor space

Typical Bumirr bulk handling and hoth long and short goods
production lines are shown on these pages. In actual practice, how-
ever. the bulk handling system is engineered 1o fit your existing
facilities and the Press, Spreader, Pre-dryer, Finishing Dryer, Auto-
matic Storage, and Cutter need not be installed end-to-end, Thus, il
your present floor space in your present building does not lend
isell 1o such a plan, it's possible to arrange the various units
side-by-side or on dilferemt floors,

Your nearest BUnnn i representative can gise you valuable help in
reducing production costs through plamt modernization, Call him or
write The Buller Corporation. Minneapolis, Minnesoti 55420, taety.
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AUTOMATIC FINISHING DRYER
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FOR LONG GcopfRcitiss up to 2000 pounds per hour
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ECH#NIZATION of food harvest-
ing and processing, and the de-
veivpmer.: of automated storage facill-
ties has made the handling and storage
unit an economically Important element
in the chain of movement that starts in
the fleld and ends on the consumer's
table,

Capacity, durability and product pro-
tection are criterla for selecting pallets
and pallet bins which have increased
greatly In importance as handling units
themselves have become the central
elements of entire harvesting and stor-
age systems.

More than 300 milllon pallets and
pallet bins are in use today in goods
handling operations throughout the na-
tion, and about 75 million of them must
be replaced annually, according to the
American Plywood Association.

Halving the cost of this enormous re-
placement program could save pallet
users more than $130 million, the asso-
clatlon estimates.

With these considerations in mind, it
Is natural that increasing numbers of
handling systems are based on plywood
pallets and pallet bins. These plywood
units conslstently last two to three
times longer in general use than do
pollets of other materials, and some
users report useful life for their ply-
wood pallets as much as five times
greater than other units, Experienced
users rate the useful life of a plywood
pallet at ten years or more.

Company Experience

National Biscuit Co. now uses more
than 125,000 plywood pallets in its oper-
ations. Harland Black, the firm's na-
tional materials handling man:«er, said,
“We made this move after a ‘horough
test program which showed cost savings
all along the line. The savings cover the
entire range of operational use from
much lighter weight to several times
longer life.” Advantages cited by Black
include control of product-damaging
nail pop; positive stacking fron. the flat,
solid deck; and weight savings as great
as 45 per cent.

Similar experiences were recorded at
Natlonal Ice & Cold Storage Co., of
California, and U.S. Cold Storage of
Hawali, Inc,, in Honolulu.

Virgl! Frye, purchasing agent for the
jointly-owned firms, said initlal worries
about condensation damaging the pal-
lets after they left the freezers proved
groundless. The pallets are made with
DFPA exterior type plywood which is
completely waterproof.
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Economical Pallets are Central Element of Handling Systen s

During the first year of use, the firms
had about 15,000 plywood pallets in
thelr warehouses, and less than 20 need-
ed repairs—mostly of splits in bottom
boards.

Decks Kesp Load Level

Both cold storage firms also found
that the solid plywood deck enables
them to keecp pallet loads level. This in
turn enables pallets to be stacked as
much as six loads high. Spaced %oard
pallets, it was found, became unstable
after four loads were stacked.

Both National Ice and U.S. Cold Stor-
age handle all types of perishable goods,
including fish, meat, produce, eggs, but-
ter and cheese. “We Investigated pretty
thoroughly before we bought plywood
pallets because our firms have a reputa-
tion for excellence that we guard care-
fully,” Frye said.

Farm Handling Revolution

Handling of farm products is in the
midst of a revolution that began five
years ago in Californla and is expected
to strike hard in the South during the
next two years. The heart of this revo-
lution is the plywood pallet bin used
alone or in conjunction with a mechani-
cal harvester.

In Californla, human hands rarely
touch the tomato harvest now. Machines
plck the tomatoes and load them in ply-
wood pallet bins which are trucked to
the processing plant and emptled by
machines Into automated equipment
which cleans and sorts them, packages
some and processes others.

In South Carolina, Sunny Slope
Farms has replaced 30,000 one-bushel
picking boxes with 2000 1B-bushel ply-
wood pallet bins in order to overcome a
critical Jabor shortage which prevented
field operations from matching the ca-
pacity of automated processing equip-
ment. Now, a picking crew of 20 men
is able to fill three bins an hour with
less fruit handling and easler movement
to the plant.

Mobile Controlled Atmosphere

There 18 another revolutlon on the
way, and It will occur between the
processor of fresh fruit and the distribu-
tor. This is the fleld of controlled at-
mosphere storage where temperature
and gacses are regulated in such a way
that fruit becomes dormant and stays
tree-fresh, The plywood association is
waltching closely an experimental truck
which has a plywood cargo box sur-
faced with fiber glass-reinforced plastlc

that Is refrigerated. The next step will
be to build such a unit with equi;nent
to control the atmosphere. This rcolu.
tionary unit will enable food distribu.
tors to buy fruit that has not bccome
overripe during long periods of trans.
portation through widely varying con.
ditions of temperature and humidity,

Automated Handling

Most foodstuffs, though, are canned
or packaged in some way and stored in
warehouses until called for, And the
warechouseman of today is a man at an
electronic console placing orders froma
bank of keys which can send a mech.
anized slave unit to a specific storage
rack half a warehouse away. Ware-
houses like this mean automatic inven-
tory, automatic palletization, automatic
storage, and automatic recovery.

Plywood pallets and slip boards are
ideal units for automated storage. Ply.
wood won't rack out of shape and jam
the equipment. It can functioa both as
a shelf in the storage rack ond as a
pallet for movement of the stored ma-
terial.

Plywood's unique structural proper-
ties enable plywood pallets to remaln
square and usable after years of scrvice.
Because of plywood's cross laminated
construction, it becomes a structural
diaphragm when fastened in place. The
plywood will not rack, even when sub-
jected to severe bumping or other In-
use shocks. It is the racking of a pallel
that starts the sequence of stress !rans-
fer which leads to loosened faste-ings
unstable pallets, nail popping anc con
sequent damage to pallet loads.

All of a plywood pallet's fast: :ings
share the stress or shock applied - the
unit. And, in similar fashion, the r stol
the pallet structure shares the ra’ - re
sistance of the plywood deck. Tk net
result is a pallet which delivers a 1uch
longer trouble-free life than s pe sible
with any other type of pallet.

Manuals Avallable

The plywood assoclation recently has
completed a family of four pallet nan
uals which provides design information
for slave pallets in autumated sysiems
industrial pallet bins, standard decked
pallets, and agricultural pallet bins. Sin*
gle copies of each manual may be ob
talned on request from the American
Plywood Assoclation, 1119 A St, To
coma, Wash. 98401, Offer limited to th
United States.
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SYSTEMS

CONVEYING

DELRIN ROLLERS

BELT CONVEYORS

A complete line of standard belt conveyors with modern,
streamlined frames — sanitary construction and "quick con-
nect sections”— Special features are offered such as: Lorig
sell-aligning drive pulloys—Powered rotary dollers for wip-
ing belts on return side—Dust tight enclosures — Flat-wiro
and mesh-wire steel belts, Write for Bulletin CC-10;

VIBRATING CONVEYORS

Ideal for conveylng: Ceroals s Bnack Foods » Powdered Prod-
ucts » Frozen Vegetables « Chemicals » Detergonts » Insectl-
cldes » Seeds » Macaronl » Flour » Pharmaceulicals « Beans »
Rice » Metal Parts » Chips and Scraps, Sanitary Conslruction
for easy cleaning: Capacities up to 4200 cu. ft./hr, Models for
screenirg, dewatering, cooling, heating, Bulletin CVC-10.

| RaR ‘
ASEECO BULK AND SURGE STORAGE SYSTEMS
AUTOMATIC BELT STORAGE STATIONERY BIN STORAGE

For ‘Non-Free Flow- For ‘Free-Flowing'
Ing' Materialssuch as: Materials with auto-
Snack foods, cookies, matic'in and out’ feed
{rozen foods, stringy- systems, gates, alarm
wel-sticky and other and controls, Capaci-
*bridgy" items, Copac- ties up to 120,000 lbs.
fties up to 70,000 lbs. Bulletin CDS-10.
Bullotin CAC-10.

ELECTRIC PANELS AND CONTROLS

The Key to Practical Automation is in the design and application of electrical
tomponents such as, photo controls, sonar devices and solid state relays. Aseeco
engineers incorporate proven concepts which are accepted as standard and do
not require extraordinary sttention, »
Servicea Offerod: Plant Enginesing and lsyoul ® Elsctiical Engineasing and contrel panals © Erxctlon and start-up SEERARRAN R EEINERRE)

AE30 W, OLYMPIC SOULEVARD, LOS ANGELES, CALIF. BOOOS » (2193) 3Es-0081
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Be a smart bird: mark your calendar now!

April 14, 15, 16 & 17 Bismarck Hotel, Chicago
(coincides with the Packaging Show)

Visit the Chicago Mercantile Exchange, see an
egg-breaking plant, hear ideas for new products.
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QUALITY

500 EAST THIRD

TRANIN

. EGG YOLKS
WHOLE EGGS
uspA. - © -

TRANIN EGG PRODUCTS (O.

PHONE: 816-421-4300

Q.M.C. APPROVED

KANSAS CITY, MO. 64106

JACOBS-WINSTON
LABORATORIES, Inc.

EST. 1920

C sulting and Analytical Chemists, specializing in
a matters involving the examination, production
a  labeling of Macaroni, Noodle and Egg Products.
1 -Vitamins ond Minerals Enrichment Assoys.

2 Egg Solids and Color Score in Eggs and
oodles.

3 —Semolina and Flour Analysis.
4--Micro-analysis for extrancous matter.

5 ~Sanitary Plant Surveys.

6-—Pesticides Analysis.

7—Bacteriological Tests for Salmonella, ete.

James J. Winston, Director
156 Chambers Street
New York, N.Y. 10007

Eggs Like
Grandma
Used to ak!
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Egg Solids Frozen Eggs
Dark Yolks a Specialty

e Wakefield
m=z.) Eggs

MILTON G.WALDBAVUM

Wrlte or Call Waksfisld, b ab
Don Gardnar, Bob Barns Cabla Waldbaum n.n’ulr:rn.;
402-207-2201

Manufacturers of Quality Egg Products
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1969 Egg Outlook

The size of the laying flock and egg
production are expected to continue be-
low year-earlier levels through the first
half of 1969. Heavy culling of the flock
can be anticipated because of the large
nieher of recycled (force molted) lay-
ers in the flock. An increase in the use
of eggs for hatching is expected in the
first half of 1969. Egg-type hatchings
may rise sharply; the broiler chick
haich may be up moderately, Liquid
egg production will likely be sharply
lower in the first half of 1969 because
of higher egg prices. With reduced sup-
iy, producers return likely will aver-
age substantially above the price per
dozen in the first quarter of 1968, Sea-
sonally increasing production next
spring will result in a decline in prices,
but they are expected to average well
above the price per dozen of the second
quarter of 1868,

Shell Egg Futures
Turs Exciting

Shell egg futures, once all but dead,
in 1068 had more than five times their
1067 turnover. In November, a total of
136,602 contracts had changed hands,
up from 25402 a year earlier. Open
commitments (unfilled contracts to buy
or sell) stood at 3,375, compared with
780 a year ago.

In 1967, volume In egg futures was
paltry 20,275 contracts, the lowest level
sinre World War 11, when price controls
damped trading. A record 481,096 con-
tracts were traded In 1980, but there-
after the volume dwindled, partly be-
cause technological changes in the egg
industry resulted in n greater year-
round supply of fresh eggs and reduced
demand for storage eggs traded on the
Chicago Mercantile Exchange. Surplus
eggs used to be stored extensively in
the spring for use in late summer and
winter when weather extremes crimp-
ed egg production.

New Coniract Specs

One of the key reasons for the cur-
rent egg futures revival is new contract
specifications that increasingly are di-
recting exchange activity toward fresh
eggs. Everetie B. Harris, president of
the Chicago Mercaniile Exchange, says,
“We're completing the transition from
refrigerator eggs to strictly fresh eggs,
and we've gotten the contract in step
with the times."

For the first six months of 1869, pre-
dictions of lower production and higher
prices than last year, augur well for a
brisk egg futures market. Leroy A. Wil-
helm, president of the Poultry and Egg
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U. 8. Cold Btorage Report
Shell Eggs (Cases)

Frozen whites Pounds
Frozen yolks Pounds
Frozen whole eggs Pounds
Frozen unclassified Pounds
Frozen Eggs—Total Pounds

Crop Report (48 States)

Shell eggs produced

Average number of layers
Average rate of lay

Layer Report:

Hens and Pullets of Laying Age
Pullets not of Laying Age
Total Potentlal Layers

Eggs Lald p.r 100 Layers

Government Egg Reports

Nov, 1, 1368 Year Ago
161,000 239,000
9,490,000 9,958,000
20,104,000 23,725,000
58,845,000 62,447,000
4,840,000 1,779,000
03,078,000 97,808,000
Oct, 1968 Oct. 1867
5,680,000,000 5,860,000,000
315,650,000 324,753,000
17.08 18.04
Nov. 1, 1968 Nov. 1, 1987
316,748 325,023,000
56,630,000 _ 58,030,000
373,378,000~ 383,053,000
58.1 58.2

Natlona. Boa | says he expecis pro-
duction to remain below a year earller
until late 1969. “Producers will buy
more pullet chicks in the early 1onths
of 1969 (than a year earlier), but it
tokes seven or eight months for large
eggs from these chickens to hit the
market,”" he adds.

Mr. Wilhelm notes that “in a low-
production year, the futures will get a
lot more attention” because many spec-
ulators, particularly nonprofessionals,
would rather buy long, in anticlpation
of a price rise, than sell short, in expec-
tation of a drop.

Flock Down

Hens and pullets of laying age on
farms November 1 totaled 317.7 million,
down from 326.9 million a year earlier.
Polential layers were estimated at 374.6
million birds, 3 per cent fewer than a
year ago. Egg production is expanding
seasonally, but Government economists
predict the size of the laying flock, and
egg production, will continue below a
year earlier through the first hall of
1069, meaning prices in that period will
be above those of the 1968 half. Egg
farmers are rebuilding flocks and mod-
erate Increases are indicated, but ex-
panded culling is expected because of
a large number of old hens kept in pro-
duction this year.

Futures Up

The Wall Street Journal quoles a
trader:; “For next year, unless we get a
depressed cash market, you can look
for continued good volume in futures."
Strong seasonal price rises in cash eggs
draw Increased interest from specula-
tors. Between early August and mid-
September, egg futures advanced as
much as nine cents a dozen to reflect a
rise of 20 cents in cash eggs (which car-
ried cash prices to their highest level
since 1960).

Government Purchases

One reason for the late summer egg
price rise was the reduced number of
laying chickens on farms. Another fac.
tor then was Government purchases of
16.7 million pounds of scrambled egg
mix for use in the domestic food as
sistance program for the needy. Most ol
these purchases were made for June
and July delivery, when produclion
was falling below year-earlier level
Because the mix Is made from table
quality eggs, the Government order had
an immediate impact on table egg sup
plies and prices. From May to July,
farm prices incrensed 6.7 cents o dozen.
compared with an average 1.8-cent in-
crease for the period.

However, higher cash markels don'
always lift futures prices, Despile an
advance of 11 cents a dozen In prices
for top grade cash eggs betwecn late
October and mid-November (to 4: cent!
a dozen), November futures rer alned
at about the 30-cent level exce it for
short-term fluctuations. The casl prict
increases created some demand ! ¥ fu-
tures, of course, but less than ¢ wough
to strengthen the futures market ppre
ciably for any extended perlod.

Traders Liquidated

The futures market at that tin @ %2
held down by traders liquidating their
positions to aveld taklng delivey o
November contracts. Additional pres
sure come from seasonaolly expuidint
production, which again will piovide
competition for storage eggs in the
weeks ahead. Egg production in Oct>
ber was 5.1 billion eggs, 5 per o
above a month earlier but 3 per cen'
below the record October 1967 high:

Some trade sources believe thut egf
futures will become more responsive ¥
actual supply and demand factors onct
trading of storage eggs has been cn
on the Chicago Mercantile Exchang®
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And the National
Macaroni Institute
offers: —

— Narket Research

___ Promotional Materials

.— Recipe Folders

—_ Educational Materials

.— Nutritional Information

Join today .

Are You Using

tools of

your trade?

Services of the National Macaroni
Manufacturers Association will help you
perform more effectively.

Weekly News Bulletin
Commodity Infarmation
Technical Bulletins
Legal Opinions

Industry Representation
Committee Work
National Conventions
Regional Meetings
Technical Seminars
Summaries of Surveys

Information Central

. . add to industry intelligence.

Compan

LT

»

Your name— .

Address. —

City—— ——
Send to NMMA, Box 336, Palatine, Illinois 60067

We want to apply for membership
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ERVICE is a vital part of selling

whether your line is tar paper or
tent poles. After you sell a customer
you try to keep him sold with good will
servicing.

But if you are not offering something
extra in your servicing, it will bring
you little or no benefits. Almost every-
one is providing service of some kind
to customers. Yours must be a little
better, a little more personal.

Too many salesmen perform services
mechanically, without thinking of the
enormous effect they have on volume.
The buyer must be made to feel that
you really care about him, that servic-
ing is you and your firm's way of show-
ing appreciation for business received.

The follow-through is also a blg part
of servicing. Don't assume that a serv-
ice will be performed automatically by
your company. Check Into It personally
—and let the customer know you are
giving It your personal attention. If, for
example, you have ordered display
equipment for him, make sure that it
arrived In good shape and that the
customer is using it to the best ad-
vantage.

Salesman’s Role

The salesman, of course, s the major
factor in servicing. He must determine
a customer's needs and then sell him
what he can resell to the consumer.

The salesman who does this job well
will command the complete confidence
of the customer,

Bill Avery, a paint and varnish sal. .-
man has servicing down to almost a
science, Customers trust him so com-
pletely that they allow him to decide
what they need and merely sign the
orders.

Bill's sales manager told me:

a8

SMOOTH SELLING®

by George N. Kahn

SERVICE THAT SELLS

This is No. 47 of 48 sales treining articles.

“When he first started selling, Bill of related items, checking and compar.
didn't realize the imporiance of servic- Ing prices of displayed stock, instilling
ing. He complained about it as an extra in the customer's sales people a com-
chore, plete knowledge of the product and ex.

“One day he lost a good customer be- Plalning the profit story with regard to
cause he had refused to help prepare his line.
some store promotion on his product.

I was golng to let Bill go, but I had & Savios Bariy, Win, Tou
feeling he had benefited from the ex- To sell ideas, the salesman must pos
perlience. He had. In the next six sess a thorough product knowledge <
months, he became such an enthusias- be familiar with merchandising. adver.
tic performer of customer services that iising, retailing and his induziry's mar.
they began sending me letters on how ket.
much they appreciated his help.” If you are golng to L:uild a house, you
must understand somei*ing about ar
Range Is Wide chitecture, engineering anc design. I/

The number of services a salesman You sail a boat, you must know at lead
can perform for a customer is wide. But the basic principles of navigation. 5
remember that other sellers are either it is with selling. You can't help a cus
doing many of them or are prepared to, tomer unless you have the right back-
You have to be one jump ahead of Eround and knowledge. Servicing de
them. Take the matter of merchandis- Ppends on your grasp of the customers
ing and management methods, for ex- Problems
ample. This is not a new field to your Leadership

Servicing a customer is always facili

competitor, who Is probably offering
such services as part of his selling. tated if the salesman assumes lcader

You must concentrate on turning up ghip. This doesn't a erd
sparkling ideas that will make your bu:?er’s function, Itn:lf:»:: ::::Eth:‘l‘ you
product stand out in the customer's must initiate suggestions and ideas that
community, There must be a speclal will move merchandise faster. Tl cus:
effort made in his behalf, Treat the tomer depends on you for this icader
buyer as if you were a lawyer and he ghip,
an Important client. Make him feel that Of course, you can discuss prenosal

?veur::l. getting the best advice in the :.;i;!n him, but at some point you <hould
The same I8 true for such services as “[ believe this the best approc:ch for

demonstrations in his place of business. your trade.”

Get right out on the floor and demon- Oor:

strate not for the customer but for the “Let's try this plan for a mont! or

consumer. Act as one of his salesmen. to see how it goes over.”

This will really make the buyer feel In short, be bold .and aggrossive

that you are interested in his problems. Radiate confidence and lmowledL:J-

Ed Mastrl, who handles air conditlon- Serviclng makes more of an Inpres
ing equipment, once held twenty dem- sion on customers if the salesman takes
onstrations in one day for a customer. charge of the program.

The result was that the latter sold more
air conditioners than anyone else in Use Your Head
town, Servicing is an empty gesture unies®

I can't do that much extra work all the salesman has made a tharough a"
the time,” Ed said, "but I find that alysis of the customer’s requimmt‘n“
whatever I do poays off In more orders and situation. This s where you ¢
and greater customer confidence.” beat the competition.

Among the other services a salesman Countless salesmen belleve they ¢
can perform are the promotion of sale slide by with slipshod methods of serv

TuE MACARONI JOURNA

idng. They really don't understand a
aslomer’s  problems  because they
paven't taken the time and trouble to
jvestizate and slit them through.

Be sble to say to a customer:

“Mr. Smith, I've looked thoroughly
into your situation and this is what I
{hink we should do.”

This should be followed by a point-
by-point analysis of his problem and
aproposed solution. The analysis should
reveal details of the customer’s busi-
pess. In this way he knows that you
did not merely skim over his situation.
It takes longer to analyze a business,
but the dividends are worth it.

Show Enthusiasm

Your customer s enthusiastic about
his business. Why not? It is the means
of his existence, It supports his family,

He will resent it if you simply go
through the motlons of assisting him.
The best salesmen are those who get so
wrapped up In their customers' selling
problems that they treat them as their
own. And in a sense they are. It's all
very well to write up an order but it
&2 inerchucdise stays on the buyer's
shelves, your welfare is directly affect-
«l. Competent servicing vitally affects
your income.

During World War 11, many salesmen
virtually stopped servi:e-w:lling. They
were glutted with orcers snd they be-
lleved that condition w<u'd continue
forever. After the war ihey realized
their error, Salesmen who were more
ilert, more aggressive, riddled holes in
thelr “safe” accounts. The salesmen
who had built up no reservoir of good
will {hrough service selling were ruin-
od by the competition. And that's the
picture today. If you don't service with
compctence and enthusiasm, you are
doom:.1 to be one of the also-rans.

A management man who screens ap-
plicar!s for sales jobs told me:

“Or.» of the things we look for is how
much is the man prepared to glve his
custorners? 1f, during the interview, he
lalks only about salary and commis-
sions, we will probably pass him up.
However, If he indicates he will take a
tincere Interest In the customer's
Plight, then we usually take him on.
Our salesmen must be service minded.
There's too much at stake for us to be
indifferent to this important aspect of
selling »

Tact In SBervicing

Don't spoll a good service idea by
\rying to cram it down the cuslomer’s
throat. He won't like it and most likely
Wil not accept the idea.

Tact is all important in servicing.
;n"f!'l no need to blurt out to a cus-
omer: “Your point of sale display Is
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fousy. You need a whole new arrange-
ment.”

This will only anger him. Be tactful.
Point out the advantages of his display,
but at the same time tell him how it
can be Improved. Give him convinring
reasons for making changes.

And in all your relations with the
customer be friendly and courleous.
You can't build loyalty and good will
by riding roughshod over the buyer's
feelings.

Several years ago in a small town in
Wisconsin, a young and forceful sales-
man strode into a dealer’s store with a
line of glassware.

I'm going to turn this country slore
into & modern business,”” he promised.
“You are fifty years behind the times."

The salesman was almost tossed out
on his ear. Today he is one of the big-
gest producers in his industry. Why?

“I found out how ill-chosen words
can hurt"”

Services Must Be Used

The best service in the world is of
no value unless the customer knows
about it and uses it. You must acquaint
the buyer with the services your com-
pany offers and then make sure he
takes advantage o fthem. Such exira
services as lnboratory testing, cost and
quality control systems, merchandising
plans and others only build good will
if they enhance the product in the eyes
of the consumer,

The salesman must back up th»se
services by paying constant attenti:
to the dealer. Dig up helpful informa:
tion on your own and give it to the
customer. Listen to his complaints, an-
alyze them and then do somelhing
about them.

1f the customer s still dissatisfled,
take his problem up with the highest
level of your management. Let him
know he is getting A-1 attention.

Servicing olso has a place in pros-
pecting. If a prospect reports he is sat-
isfied with his present supplier, ask him
what services the competition Is fur-
nishing. Ask him also if you can make
a comparison for him of the services
you offer and those the competition is
giving. Make sure he understands all
of your proposition.

And start right in by creating a good
impression of yourself. This will count
for a lot In chin jing his buying habits.

In all cases the salesman sheuld re-
gard services as a necessary part of his
job. He should perform them cheer-
fully, consclentiously and with more
imagination than his competitor.

Are you filling this bill? This exercise
is designed to help you answer that
question. If you can check “yes" at

least seven times, your servicing man-
ners are first rate.
Yes No
1. Do you feel service-selling
is a big part of your Job? — —
2, Are you aware that your
competitor is also offering
exira service? —_ -
3. Do you know what exira
services your firm offers? — —
4. Do your customers know
all about them? . ——
5. Do they use them? —_ —
8. Are you familiar enough
with your product to make
servicing effective? —_ -
7. Are you tactful in suggest-
ing new ideas to customers? — —
8. Do you exert leadership In
the servicing role? —_——
9, Do you make a thorough
analysis of the customer's
problems before employing
a service? —_—
10. Are you enthusiastic about
the customer’s business
and make sure he knows
you want to help him? —_ -
(Copyright 1064—George N, Kahn)

REPRINTS FOR
YOUR SALESMEN

SMOOTH SELLING
by George N. Kahn

Reprints of this serles come in o four
;JIIG format, printed in 2 colors and
hree-hole punched to fit any standard
8y x 11" three rlﬂf binder, each re-
nrfm includes a seif-evaluation quiz.

Prices are:
1 to # coples (of ench azlicle) ..80c each
10 1o 49 coples

(of each artlcle) .........37}4c each
30 to 99 coples (of each article) 30c each
100 or more coples

{of each article) ...ciiiians 13¢c each

You may pre-order the entire series, or,
it you wish, individual articles. Ea
artlcle in the series Is numbered. Please
speclly your wishes by number,

When ordering the various articles of
this serles, address orders to fhe
Georye N. Kahn Company, Marketing
Consultants, Sales Training Division—
Service Departments, 212 Fifth Avenue,
New York, N.Y. 10010,

1 1o 33 lsted in earller issues.
3. Words Are Power
35, A Cusiomer Has A Name, Know It
3%, Use Your Allles
37. Research Befors You Sell
28, Selling Quallly
#1, Put Color in Your Call
40, Xoop OH ihs Black List
41, Geiting Up From a Fall
41 What About Payolat

43, Patlance Pays OH

48, Legilimate Buck Passing

47, Service That Sells

41, Learning From the Bales Call

When ordering, please mention the
name of this publication.
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turn it as you like

it's a perfect product because
it's made on Braibanti equipment

A COMPLETE RANGE OF CONTINUOUS
AUTOMATIC LINES FOR WHATEVER RE-
QUIREMENT ON PRODUCTION OF LONG,
SHORT, COILED & NESTED GOODS AND
SPECIALTIES. ,

FROM 220 TO 2200 LBS. PER HOUR.

THE MOST IMPORTANT MACARONI FAC-

Braibanli

TORIES IN THE WORLD HAVE ADOPTED I. MAEA“““I MA““FAcT“nI“G PLA“TS

DOTT, INGG. M, G. BRAIBANTI & C. Sp.A. MILANO (ITALY) - LARGO TOSCANINI 1 - TEL.79.23.93 - 78.09.31
BRAIBANTI PLANTS.

US.A. and Canada Reprasantotives: Lahars Corporstion, 60 East 42nd Street, Now York, New York 10017
o THE MACARONT JOURNA:
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INDEX TO
ADVERTISERS

Page
Amber Milling Divislen ..o 7
A D M Durum Depertment . ... 27
Asssco Corporation ... _...21, 23
Bralbenti & Company, M. & G. .40, M1
. Buhlar Corperation, The 30, N
Clarmont Machina Company, Inc. ... 13

Defrenciici Machine Corporstion . 4, §
Dismond Packaging Products Div, ... 43

Henningsan Foods, Inc. .o 18
Internstional Milling Company ....... .. A4
Jacobs-Winston Laboratories, Inc, ... 35
Meldarl & Sons, D, Inc, ... 5
Montonl, P, &G, e 29
Netional Macarenl Mirs. Aun, ... 34,37
North Dakote Mill and Elevater ... 11
Wm, H, Oldach, lnc, - coereeee 7
Peavey Company Flour Mills ... 22, 23
Rossotti Lithograph Corporation ... 2
Tronin Egg Products Co, ... 38
Waldbaum Company, Mikon G. ... 35
CLASSIFIED
ADVERTISING RATES
Went Ads -..........ceeeco.- T3 Conits par line

Minimum $2.00
Display Advertiting ....Retes on Application

FOR SALE—Braibant] Short Cut Press and
DF Continuous Dryers, DF Long Press, Pre-
lminary, 5 DF R with control. Ravarine
& Freschl, Inc., 4631 Shaw, 5t. Lowis, Me.
63110,

FOR SALE—Demaco long speghettl press,
praliminaries, five (5) Demaco rooms with
controls. R-F Inc., 4651 Shew Bivd, 3t
Louls, Mo. 63110,

FOR SALE—Ussd 200 pound Kneoder, Box
265, Mocaronl Journal, Palating, 1l 60067,

Favorite Recipe
From Mr, Pete—
(Continued from page 10)

Remove chicken from skillet. Stir in
flour and bouillon cube. Gradually add
2 cups water. Cook and stir until mix-
ture boils 1 minute. Add spaghettl and
sour cream; mix well. Add chicken and
heat,

New Members

A new macaroni firm, Long Islan‘}
Macaroni Company, of Deer Park, New
York, joined the Association in 1868.
Paramount Macaroni Manufacturing
Company of Brooklyn renewed thelr
membership.

Among new Associates who have re-
cently jolned the National Macaroni
Manufacturers Association are Blum
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Folding Paper Box Company, Inc., of
Valley Stream, Long Island, New York;
Buhler Brothers (Canada) Limited of
Don Mills, Ontario; Hayssen Manufac-
turing Company of Sheboygan, Wis-
consin, packaging equipment manu-
facturers; and Milton G. Waldbaum
Company of Wakefleld, Nebraska—egg
breakers,

Lee Merry, 61, retired durum prod-
ucts sales manager for General Mills,
Inc., died December 2 following a long
illness,

Mr. Merry was assoclated with Gen-
eral Mills for some 368 years in family
flour and durum sales prior to his re-
tirement in 1864, Well known among
macaroni manufacturers, he was a long-
time member of the Durum Wheat In-
stitute committee,

He is survived by his wife, Mrs. Vi
Merry, a daughter Elizabeth, and a son
Henry, who was on his way to Iran on
an engineering assignment when his
father passed away. Burlal was in
Oklahoma City, The family prefes me-
morials to St. Mary's Hospital Auxili-
ary Memorial Fund, Minneapolis.

Mill Contract Lst

Peavey Company has announced that
Jarvis Construction Co., Salina, Kan,,
will assume contracting responsibilities
for the constructlon of a new durum
unit at Peavey's Hastings, Minn., mill
site.

The new addition at Hastings, ex-
pected to be operational in late 1860 or
early 1970, will include a 5,000-cwt.
daily durum wheat mliling unit and a
350,000-bu, wheat storage elevator.

The new Hastings unit will be a
fully modern structure containing a
pneumaticized milling operation. Mill
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machinery will be obtalned from MIAg |
North America, Inc. ‘

Peavey Company sald that work ha
begun on the Hastings site,

Buhler Brothers Lid.
Push:s Pasta Production

The Swiss engineering works at Uz
wil, Buhler Brothers Ltd, are wel
known fortheir grain milling and ani-
mal feed milling plants as well as for
their grain silos, conveying plants and
ship unloading and loading plants for
bulk material.

A further fleld of activity of this firm
is also extended to the food goods sec
tor and since 1803 have been active in
the manufacture of macaroni produe
ing equiprient,

Recently they have succeeded in
booking a serles of new orders for two
plants each in Peru and Algerin, and
one plant each for Ecuador, Italy, Mex-
ico, Republic of South Africa, Spain
Switzerland, United States of America,
and Venezuela. Buhler is also furnish-
ing two complete silos for the slorage
of semolina for macaroni plants in the
Netherlands and Italy.

The average production capacity per
hour of all these macaroni lines is 7800
kilograms per hour of short goods (such
as elbows or shells), 1600 kilograms per
hour of long goods (spaghetti, maca
roni) and 1600 kilograms of twisted
goods (such as vermicelli), making 2
total of 11,000 kilograms per hour
There are 2,236 pounds in a kilogram.

IPACK-IMA Announces Dotes

The Organizing Committee informs
that the sixth edition of TPACK-IMA
Packaging and Food Processing M#
chines International Exhibition wil
take place in the area of the Milan
Trade Fair from October 4 to 10 196

The second international film com:
petition will be held as well a: tech:
nical meetings of various In.ust?

Kicking oft
a new product?

To make your package a winner, put Diamond Pack_aging
groups. Products on your team. We ofler a complete service —

from design lhrough top quality printing. We work with
you to plan the entire packaging program from starl lo
completion. Even point-ol-purchase and melrchand!sulng
aids. Plus experienced counsel on the right kind of filling
and closing equipment. This is Total Capabilily. Let us
demonstrate how it can work effectively for you. Call us.
There's a Diamond man who can carry the ball for you.

Jenny Lee Appointment

Herman Boehnhardt, Vice Pre.ident
and Director of Sales for the Jenn. Let
Company, St. Paul, Minnesota, &n
nounced the appointment of Roy
Kamb o the position of Sales Manage

Previous to spending four years wil
the Jenny Lee organization as assistant
sales maneger, Mr. Kamb was em
ployed by the Weyenberg Shoe Com-
pany in Milwaukee, Wisconsin.

D PACKAGING PRODUCTS DIVISION
ND NATIUNALGDHPDHATIGN
733 THIRD AVENUE NEW YORK.N ¥.10017/12121687-1700

Supermarkets Drop Stamps
Supermarket use of trading namlf
declined from 55% a year ago to 46%
this year. Many switched to promotlon )
al games or simply lowered prices.
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When a fella
needs a friend...

friend (frend) n1: a person whom
one knows and is fond of; an asso-
ciate regarded with mutual re-
spect. 2: a person on the same side
in a struggle; an ally; one held in
common esteem.

That’s us!

For quality, service, experience
and know-how, count us as a
friend when you need one.

DURUM DIVISION

INTERNATIONAL MILLING
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