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A NEW YEAR’S MESSAGE 
ROGRESS alone makes possible an opportunity for P Growth. Thebusiness that grows, affords opportunity for 
every individual to grow. The business that stands still, 

that goes backward, lessens the opportunity of every individual 
in that organization. The tree that grows, that puts forth more 
branches, more blossoms, grows more fruit. But when growth 
ceases, that tree starts to die, 

It is just so with any business. It is just so with any individual. 

Johns-Manville is growing. And with that growth, opportuni- 
ties for advancement are multiplied. 

Scores of promotions have been made and will be made from 
the ranks. Some of our future officers are now holding minor 
positions in this Company. 

Who are they? 
I can tell you who they are! 

They are the employees who personally have caught the 
Spirit of Growth, of Progress, that is advancing Johns-Manville. 
They are the employees who understand the truth and realize 
the value of this message—that progress is a law of nature; that 
progress provides opportunity; and that the progress of Johns- 
Manville is providing an opportunity for all who are determined 
to grow. 

We begin a New Year. It is to be a year of progress at Johns- 
Manville. And the best New Year’s wish I can give you is that 
each of you may become imbued with this spirit of progress and 
that your New Year’s resolution may be a Resolve to Grow. 

I would say to all of you and your families—all who have ex- 
perienced griefs and joys the past year—to one and all I extend 
my warmest sympathy and my best wishes. 

THEODORE F. MERSELES, 
President. 

January 1, 1929. 
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THE 
CIRCLE 

JANUARY 1929 

A 9,000-Square Roofing Order! 
Contract for Roof of Large North Carolina Rayon Plant Secured 

by Eastern Division Industrial Department 

I HE largest order for built-up as- 
bestos roofing that has ever 

come from the South has just been se- 
cured through the efforts of R. T. 
McManeus, Sales Supervisor, and J. 
W. Hamilton, merchandising sales- 
man, and E. T, Bunch, industrial 
salesman, in the Charlotte Territory, 
working in conjunction with H. D, 
Crawford, special representative of 
the oil, paper and chemical industry 
section, of the Eastern Division In- 
dustrial Department. In closing this 
contract for 9,000 squares these men 
have done an exceptionally fine piece 
of work and have sown the seed for 
a duplicate installation 
to be made in the latter 
part of 1929. 

This roofing will be 
used on the buildings 
of the new rayon plant 
of the American Enka 
Corporation in Ashe- 
ville, North Carolina, 
which will represent an 
investment of $10,000,- 
000 and will, when com- 
pleted, be the largest 
rayon factory in the 
world. 

The order was secured 
from the H. K. Fergu- 
son Company, general 
contractors, whose de- 
cision in favor of Johns- 
Manville was made af- 
ter securing the ap- 
proval of Lockwood 

Greene and Company, The men who closed the 9,000-square contract. Left to right: J. W. Hamilton, 
R. T. McManeus, H. D. Crawford, and E. T. Bunch. engineets and archi- 

tects, and the American Enka Corpor- 
ation. This job was consistently fol- 
lowed from June until the date the 
order was closed, which was Novem- 
ber 23. During this period much time 
was spent on specifications, methods 
of application, and procedure. 

At the time bids were called for 
nine competitors were in the field. 
They were eliminated one by one, and 
finally the owners, in conjunction 
with the contractors, decided on J-M 
roofing, reasoning that a plant which 
was using approximately $8,000,000 
worth of delicate machinery should 
be roofed with the best materials. 

From the time the specifications 
were written to the time the job was 
Iet, Mr. McManeus and his assistants 
worked with untiring effort, never 
once entering into price competition, 
The cooperation and team work dis- 
played in the following and securing 
of this order was a fine example of 
what can be done when every depart- 
ment and the personnel in those de- 
partments work toward one end. 

The samples placed by the Manville 
Factory were superior in every way to 
the other samples submitted to the 
owners. The expediting of materials 
by Manville Factory could not have 

been excelled, for with- 
in 72 hours after the or- 
der was secured 7 car- 
loads of materials were 
on their way to the Fac- 
tory site, 

The American Enka 
Corporation is a subsi- 
diary of the Enka Arti- 
ficial Silk Company of 
Holland, which has 
eight plants in various 
countries of Europe. 
This is the first plant to 
be established in the 
United States, and it 
will be twice the size of 
the largest rayon plant 
in Europe. The build- 
ings, mainly of the one 
story type, will occupy 
nearly 75 acres. Con- 
struction was begun in 
the fall. 
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Royalty Visits Manville 
Two grandsons of King Gustav V of Sweden in party 

taken on trip through plant 

I HE Manville Factory was hon- 
ored on December 7 by the visit 

of a group of Swedish royalty and no- 
bility who came to this country to at- 
tend the wedding of Miss Estelle R. 
Manville, (daughter of H. E. Man- 
ville, chairman of our Board of Di- 
rectors), and Count Folke Bernadotte, 
nephew of King Gustav V. of Sweden. 

he party, which included the two 
sons of the Crown 
Prince, was accom- 
panied by Mr. Man- 
ville, President T. F. 
Merseles, W.R. Seigle, 
Vice President in 
charge of Factories 
and Mines, A.C.Hoyt, 
former Secretary and 
Treasurer, and Allan 
Wallace, General 
Traffic Manager. They 
were greeted at the 
Factory by George E. 
Halladay, Factory 
Manager; George W. 
Mather, Traffic Man- 
ager; Frank Ryan, 
Office Manager; 
Charles A. Gramness, 
Chief Engineer; 
Charles Felt, Foreman 
Carpenter; and Gus- 
tav Adolp Becker, 
Cost Accountant. 

The last two are natives of Sweden, 
and they, with Mr. Gramness, speak 
the Swedish language fluently. Greet- 
ing the royal visitors in their native 
tongue made a decided hit, and these 
three gentlemen received considerable 
attention from the foreigners, who in- 
cluded H. R. H. Prince Gustavus 
Adolphus, heir presumptive to the 
throne of Sweden, H. R. H. Prince 
Sigvard, Count Carl Bernadotte, 
brother of the bridegroom, Baron 
Siegfred Raalamb, Lt. Johan August 
Enhoering, Lt. Carl Lagercrantz, Gus- 
taf Cederstrom 11, Andy Wukman, Lt. 
Goesta Pauli, and Peter Janse. 

The trip from New York City was 
made in two special cars, a Pullman 
and diner, attached to the Lehigh 

Valley Raiiroad, Black Diamond 
Express, arriving at Manville at 
10:00 a. m. 

After registering at the Hotel As- 
bestos, the party was escorted through 
the plant in accordance with a pre- 
arranged route and time schedule. 
But even though they were kept well 
on the move, they displayed consider- 
able interest in many operations. 

They were greatly 
interested in asbes- 
tosfibre in its many 
different grades 
and forms, parti- 
cularly in its crude 
state. 

The manufac- 
ture of rock wool, 
magnesia and the 
various types of 

Prince Gustavus Adol. 
phus, heir presumptive 
to the throne of Swe- 
den, and his brother, 
PrinceSigvard, Below, 
the signatures of the 
foreign guests on the 
Hotel Asbestos Reg- 

ister. 
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Mints decorated with the Swedish and Amer- 
ican flags in colored candy were given as 
favors at the luncheon. The Swedish flag is 

yellow and blue. 

roofing were also of interest to them. 
Baron Von Platen expressed a desire 
to have the walls of one of his rooms 
finished in vari-colored flexible shin- 
gles, stating that the background 
would be just what he desired for his 
hunting trophies. 

They were tremendously impressed 
with the size of the plant, with the large amount of mecganically oper- 
ated machinery in use, and with the 
variety of the products. 

The Power House with its battery 
of 16 boilers and three large steam- 
driven electric turbines fairly swept 
them off their feet. Considerable 
time was spent in the laboratory, 

where keen interest was dis- 
played in the fine mechanical 
equipment. 

Many questions were asked 
regarding the number of shifts 
and the length of each, and the 

w« z| . number of cars and trucks ship- 
ped per day, and inquiries were 
made regarding export ship- 
ments. 

The visitors were impressed 
with the fact that most of the 
new dwellings being erected op- 
posite the plant were owned by 
factory workers. Safety and 
sanitary measures seemed to at- 
tract their interest at all times. 

A special luncheon was ar- 
ranged for the return trip in the 
diner, and such features as ap- 
propriate table decorations and 
favors, and Swedish and Amer- 
ican music added to the enjoy- 
ment of the guests. 
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Advertising J-M Products in 1929 
Twenty Million People Will Read a 
Johns- Manville Story Every Month 

DVERTISING is merely an impor- 
tant accessory of selling, and 

the Sales Promotion Department’s 
plans for 1929 in themselves form but 
one essential phase of the 1929 sales 
program. The synchronization of our 
advertising and selling plans to in- 
sure maximum returns and benefit has 
been made possible only through the 
whole-hearted cooperation of the dis- 
trict, division, and general headquar- 
ters’ men, whose assistance we ac- 
knowledge with appreciation. 

The Johns-Manville organ- 

By KEN R. DYKE, 
Sales Promotion Manager 

Campaign is built ocur entire 1929 
Advertising Plan. Through its media 
more than ten million J-M sales mes- 
sages are carried to over twenty mil- 
lion people every month. 

The General Campaign is composed 
of eight individual J-M product cam- 
paigns, which are complete selling 
units in themselves, covering Asbestos 
Shingles, Asphalt Shingles, Insula- 
tion, Acoustical Treatment, Brake 
Lining, Transite, Built-Up Roofing, 

tional Geographic, and Popular Sci- 
ence Monthly. A bulletin covering 
the exact scheduling of this advertis- 
ing will be issued immediately. 

Asbestos Shingles 

Supplementing the General Publi- 
cation Campaign, asbestos shingle ad- 
vertising will appear through the 
year in that important group of pub- 
lications devoted to home building, 
decoration, and planning: House & 

Garden, House Beautiful, 
Your Home, Arts & Decora- 

in some 22 different and dis- 
tinct businesses—each with 
its peculiar sales problems 
and marketing channels. In 
1929, therefore, we will have 
some 22 individual cam- 
paigns—each a selling unit 
in itself—and by reason of a 
certain family resemblance 
in presentation, all of these 
combine into a general insti- 
tutional campaign which we 
feel will lay a background 
for every product carrying 
the J-M trademark. Such a 
campaign—carried on con- 
sistently from year to year 
—will give to Johns-Manville 
that same public acceptance 

To the J-M Salesman 

The 1929 Johns-Manville Advertising 
Program is dedicated to the J-M Sales- 
man. It has been planned and scheduled 
to assist him to greater sales and profits. 
From Asbestos Shingles to Steam 
Traps, from Transite to Brake Lining, 
from Oil Field to Paper Mill, and from 
Home-Owner to Plumber—whatever 
the product and whoever the customer 
—you who are traveling the sales trails 
for J-M will find the constant assistance 
of J-M advertising out ahead of you, 
helping to reduce sales resistance, pav- 
ing the way for easier and greater sales. 

tions, Country Life, Better 
Homes & Gardens, and the 
American Home, with a total 
circulation of 1,449,692. 

Since thewoman is an ever- 
increasing factor in the se- 
lecting and purchase of roofs 
for the home we direct a 
strong advertising message 
on asbestos shingles to more 
than 4,173,000 women during 
1929 through the pages of 
Good Housekeeping and the 
Ladies” Home Journal. 

The farms of America are 
an outstanding market for 
fireproof shingles of asbestos, 
and 1929 marks our re-entry 
into farm paper advertising. 
A strong schedule reaching 

and reputation that is now en- 
joyed by such concerns as 
General Motors and General Electric. 

Our advertising program divides 
itself into a series of campaigns as 
follows: J-M General Campaign, As- 
bestos and Asphalt Shingles, Im- 
proved Asbestocel, Brake Lining, Ar- 
chitectural, Acoustical, General In- 
dustrial, Power and Power Plant, 
Railroad, Oil Industry, Electrical 
and Public Utilities, and a series of 
nine special industrial campaigns. 

The J-M General Campaign 
Upon the foundation of the General 

and Improved Abestocel. 
The year 1929 marks the beginning 

of an outstanding campaign in four 
colors on J-M Asphalt Shingles—the 
most impressive advertising presenta- 
tion ever made by any company on 
this commodity. This is supplement- 
ary to our Rigid Asbestos Shingle 
Campaign, which again leads the field 
and maintains J-M’s supremacy in 
this market. This outstanding General 
Campaign will appear in The Satur- 
day Evening Post, Collier’s, Literary 
Digest, The American Magazine, Na- 

more than 3,117,000 farmers 
appears in The Country Gen- 

tleman, Successful Farming, Breeders’ 
Gazette, The Dairy Farmer, and 
Hoard’s Dairyman. 

And to the Trade 

In order that we may assist the sales 
force to increased distribution on 
J-M asbestos and asphalt shingles, ef- 
fective schedules will appear monthly 
in a number of publications giving 
complete coverage among lumber 
dealers, building material dealers, 
speculative builders, carpenters, con- 
tractors, and builders. 
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Improved Asbestocel 

In addition to the advertising in 
the General Campaign and the home- 
building and planning publications, 
another effective campaign on thi 
product will be directed monthly to 

lumbers, heating contractors and Eeating engineers through the leading 
publications in this important field. 

Brake Lining 

Supplementing the General Con- 
sumer Campaign will be complete 
monthly coverage of the automotive 
field, including garages, service sta- 
tions, and jobbers, in Motor, Motor 
World Wholesale, Auto Trade Jour- 
nal, Automotive Merchandising. The 
new J-M Molded Brake Lining will be 
featured in addition to our regular 
line of friction linings. A special cam- 
paign directed to fleet truck and bus 
operation will appear in “The Power 

agon,” 

Reaching the Architect 

The architect is of primary impor- 
tance in the sale of Ashestos Shingles, 
Mastic Flooring, Acoustical Treat- 
ment, Built-Up Roofing, Transite, and 
Asbestocel. A total of 61,000 sales 
messages, specially designed to ap- 
peal to the architectural profession, 
will reach this field monthly through- 
out 1929, Every important architec- 
txfxfral publication is being used to full 
effect. 

The Story of Acoustical Work 

While general publicity on Acousti- 
cal Treatment is carried on broadly 
in the General Campaign, specific 
campaigns on acoustical and sound- 
absorbing work will reach business 
executives, hospitals, banks, and mo- 
tion picture tres during 1929, 
Such publications as Nation’s Busi- 
ness, Magazine of Business, Modern 
Hospital, and American Bankers’ 
Journal, are prominent on this supple- 
mentary schedule. 

Telling Industry Abont J-M 

Certain industrial products such as 
Transite, Built-Up Roofing, and In- 
sulations, because of their universal 
use are included as mentioned in the 
General Campaign advertising, but 

.the real advertising job on these prod- 
ucts and on J-M packings and refrac- 
tory cements, flooring, ebony wood, 
steam traps, dry kiln housings, and 

our myriad other specialties must be 
done in specific presentations direct 
to those industries where they are 
used. 

Exceptional care has been taken in 
the selection of the publications to 
carry the 1929 technical advertising 
—and equal care and attention has 
been given to the proper preparation 
of the individual advertisements in 
order that they may be technically 
correct, interesting in presentation, 
couched in the language of the in- 
dustry approached, and effective in 
results. 

Space here will not permit us to 
list all of the publications in the In. 
dustrial and Technical Campaign. In 
each field, however, the outstanding 
media have been selected and a com- 
plete bulletin covering this phase of 
our advertising program will be is- 
sued about January 1. 

The following fields will be cov- 
ered every month during the coming 
year, with advertising on those prod- 
ucts which represent our major mar- 
kets in these fields: General Industrial 
executives and operating officials, 

~ power plants, mechanical engineers, 
stationary engineers, electrical engi- 
neers, oil refineries, railroads, bus 
manufacturers, coal mining, metal mining, paper and pulp mi%ls, lum- 
ber mills, woodworking plants, public 
utilities, manufacturers of electrical 
equipment, iron and steel plants, the 
ceramic industry, the chemical indus- 
tries, the food industry, textile manu. 
facturers, and so forth. 

Here is an I:mtstamililng series ;)é 
campaigns—each specia ar to do a specific taskp—ecand lepcrgxhin- 
ing to tell of J-M’s service to industry 
throughout 1929, 

- » - * 

It has been possible to touch only 
on the high spots of our 1929 publi- 
cation advertising. Shortly after the 
first of the year.each salesman will 
receive complete details of the cam- 
paigns in which he is interested. 

Publication advertising, however, 
is only the ground work of our 1929 
Sales Promotion Plan. A complete re- 
vision and supplementing of our fold- 
ers, booklets, brochures and catalogs 
is already near completion. Complete 
dealer plans for our merchandising 
lines will be ready by the first of the 
year. Direct mail campaigns on all 
leading J-M products have been plan- 

B 

ned to consumers, dealers, and to in- 
dustry. Motion pictures, slide films, 
and scores of other sales accessories, 
which are important parts of the 1929 
Sales Promotion Plans, are nearing 
completion. 

The reorganized sales promotion 
departments in divisions and districts 
are now ready to follow through on 
our national advertising plans with 
definitely scheduled local programs. 

It is the duty of every J-M sales- 
man to familiarize himself thoroughly 
with this program of advertising— 
for it is only when advertising and 
selling go along hand in hand—prop- 
erly merchandised to our dealers, and 
properly synchronized with our sales 
effort to industry—that its full bene- 
fits can be achieved. 

J. S. Carroll Elected a 
Director of American 
Petroleum Institute 

J. 8. Carroll, Vice President and 
General Sales Manager of the Indus- 
trial Department, was elected a Direc- 
tor of the American Petroleum Insti- 
tute at its meeting at Stevens Hotel, 
Chicago, early in December. This 
election is a tribute to his close con- 
tact with the oil industry and the in- 
terest which he has displayed in its 
problems for a number of years. 

The Institute promotes in general 
the petroleum industry in all its 
branches, dealing with all matters of 
national concern and fostering for- 
eign and domestic trade in American 
petroleum products. It also promotes 
among its members the study of the 
arts and sciences in connection with 
the petroleum industry. 

Johns-Manville was represented at 
the meeting at the request of the Cor- 
rosion Committee of the Institute, to 
discuss J-M methods and recommen- 
dations for the protection of under- 
ground pipe and other steel struc- 
tures. E. V. Rinehart, L. A. Baldwin, 
E. A. Rolfs, and H. L. Harrison ap- 
peared before the various committees. 

The New York employees of the 
Celite Corporation have moved from 
their offices at 11 Broadway to the 
Johns-Manville building, 292 Madi- 
son Avenue. 
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FOREMAN TRAINING 
Success of Course at Manville Factory Shown in 

Voluntary Enrollment of 140 

EARNING more about your job, and 
L then putting that information into 
actual practice, is one sure way to- 
ward success. ‘ 

That statement isn’t merely a theory 
to be tried out at some future date 
when time hangs heavy onyour hands, 
but something to be considered seri- 
ously, judging from the interest taken 
in the Foreman Training course at the 
Manville Factory. 

One hundred and forty men volun- 
tarily enrolled in the course, which 
is conducted at the Hotel Asbestos 
through the Extension Divigion of 
Rutgers University. Throughout the 
Fall they have been meeting every 

- other Thursday in the Hotel ballroom 
under the direction of N. C. Miller of 
the University, for two hours of lec- 
ture and discussion. The cost of the 
course is shared equally by the Com- 
pany and the men. 

The training course, which consists 
of eight lectures, covers the following 
subjects: Responsibilities of the Fore- 
man, Aids of Production, Standard- 
ization Costs and Their Relation to 
the Foreman, the Foreman’s Relation 
to Employment and Labor Turnover, 
the Training and Education of Work- 
ers, Safety, and a History of Industry. 
The last of these subjects will be dis- 
cussed early in January, when the 
course comes to a close. 

The foremen have been meeting at 
the Hotel promptly at 5:30 on the 
meeting days, and after a light lunch 
have been ready for a 6 o’clock lec- 
ture which lasts one hour. Afterwards 

comes the discussion, and for this the 
group is divided into three parts, each 
with a leader from the University 
staff. While the meetings have been 
starting and closing promptly, the 
leaders stay with groups or individu- als as long as desireg after closing 
time, in order to explain or further 
discuss points of special interest. 

Attendance at the meetings has 
been very good, and interest and en- 
thusiaszn among those enrolled has been the rule. Rll the men feel that 
the time spent in this way has been 
spent to their advantage. 

Foreman training courses were 
started last month at Nashua and 
Waukegan Factories and at the Mines. 

More Dairy Barns Roofed 
With J-M Rigid Shingles 

Following-up old customers for ad- 
ditional sales is a policy R. P. Whit- 
ley, salesman, has pursued success- 
fully in the Richmond territory, 
where, on the Curles Neck Farm, two 

7 

new dairy barns are testimony to the 
beauty and practicability of J-M rigid 
asbestos shingles. These barns are also 
proof of the feasibility of tearing off 
rigid shingles and using them a sec- 
ond time, and of applying the shingles 
to an S-shaped rafter. 

It was nearly three years ago that 
R. L. Kent visited the farm and se- 
cured the first order—90 squares of 
No. 70 mottled gray for a plain “A” 
roof. A year later Mr. Whitley visited 
the farm and came away with an or- 
der for 63 squares, Then Mr. Whitley 
read of a fire at the farm, and prompt- 
ly called regarding replacements. 

The manager, he found, was con- 
sidering not only replacing the barn, 
(which had had sides and a roof of 
wooden shingles) with a modern fire- 
proof feed barn, but also changing 
the roofs of the two other barns from 
plain “A” to Gothic type. He wanted 
to know what percentage of the shin- 
gles would break in the tearing-off 
process, and if the rigid shingles 
could be applied on a 27-degree curve. 
When told the breakage would not be 
more than 10 per cent, and assured 
that both the in and out curve could 
be handled, he made the decision. 
Only about five per cent of the shin- 
gles were lost, and these were used 
with an additional 300 squares. 

JI-M rigid asbestos shingles may be success- 
fully applied on an S-shaped rafter, as the 
above photograph shows. These dairy barns 
are on the Curles Neck Farm, near Rich- 
mond, Virginia, where R. P. Whitley, sales- 
man, sold 300 squares to be used with 137 

squares dalready on hand. 
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Suggestion Awards 
IN the past month there were 36 

successful suggestors in the factor- 
ies, with a total of 42 suggestions ac- 
cepted. The suggestion contest at Cin- 
cinnati Factory was won by the Punch 
Department, whose members received 
a box of cigars in addition to some 
individual awards. 

There were several $25 awards 
made this month. A number of the 
accepted suggestions were in the man- 
agerial class. 

Arthur B. Saunders, chemist in the W’opd 
Department, and William B. Hill, office 

manager, at Nashua Factory. 

Canapian Facrory 
Emile Toutant....Foreman, Blacksmith, 

Machine Shop 
Use of punch instead of drill. 

Ovila St. Qurs....... Track Foreman, Mine 
Roll to be placed in front of pushing 
car. 

Jos. Lambert.......... Electric Welder, 
Machine Shop 

Different toned whistle for signal 
tower. 

Louis Houle........... Tool Keeper, Mine 
Lanterns jor brakemen. 

S. Olivier...... Foreman Millwright, Mills 
Iron box to close in bevel gears on 
Trommel screens. 

F. H. Molson, Sr.....Boiler Fireman, Mine 
Guard railing, valley boiler room slip. 

R. J. Morrison. .Foreman, Pipe Covering 
Department, Factory 

Pipe covering guage. 
R. Wilson. .Foreman, Millwrights, Factory 

(Assistance with above) 
W. N. Reakes............. Foreman, Mills 

Notification of wage increase. 

Cincinxati FacTory 
Abe Kraak............. Master Mechanic 

Shingle machine mixers. 
Grinder hammers. 
Punch press dies. 

Paul Frost...........coivnuennnn Foreman 
Punch press 71 dies. 

Jim Leach................. Machine Shop 
Serap grinder—jeed worm. 

Clellie Lawhorn ............... Supervisor 
Lighting in Punch Department. 

EdMunn ......... ool Inspector 
Lighting in ridge roll. 
Crating ridge roll. 

Ed Collins ..........covvvnnn.. Bundler 
Bundling No. 55. 

Wesley Angel ................. Inspector 
Double decking in shipping. 
Cleaning cars. 

Howard Wethington...... Machine Tender 
Plate cleaners. 

Russell Groves......... Punch Department 
Glue storage. 

ManviLLe Facrory 
Charles F. Jefls, 

Transite desk and table tops. 
Robert W. Page, 

Memorial tablet. 

Nasuua Facrory 
A. B. Saunders, Chemist Wood Department 

Posting suggestions. 
Improved waste boxes. 
Grading ground in front of loading 
door. 

E. M. Bruce...... Clerk, Order Department 
New telephone in Ebony Depart- 
ment. 

R. Duncklee....... Assistant Drafisman, 
Wood Department 

Locking wheels on trucks. 
J. Spence. . .Supervisor, Ebony Department 

Shipper with headquarters in Ebony 
Department. 

A. LaMarche........ Timekeeper, Wood 
) Department 

Chain hoist for loading. 
L. Morin..... Foreman, Ebony Department 

Moving Ebony drum sander to Ebony 
Department, 

J. McGinnis. . . Foreman Ebony Department 
Handling rush orders. 

Charles E. Boucher, foreman of the Loading 
Department, Nashua Factory, and W. J. 
Hawley, shipping clerk in the Roofing De- 

partment, Waukegan Factors. 

Ernest M. Bruce, clerk in the Order Depart- 
ment, and Frank A. Barry, general foreman 
of the Wood Department, Nashua Factory. 

R Rock.............. Assistant Foreman. 
Corrugated Department 

Planking tracks. 
E. Provencal....Sawyer, Wood Department 

Installing first-aid cabinet in Box 
Shop. 

C. Boucher. .Foreman, Loading Department 
Loading corrugated. 

W.B.Hill................ Office Manager 
Display room at Factory, 

T. O’Brien. .Supervisor, Ebony Department 
Vacuum cleaner for cleaning ceilings 
in spray rooms, 

M. A, Libbey....Inspector, Compressing 
Department 

Adjustable guide for sand belt. 
Filling rain hole. 

F. Barry....... General Foreman, Wood 
Department 

More accurate checking of blue prints. 

WAUKEGAN FacToRry 
Prudencia Vega..... Repress Man, Wood 

and Shingle Company 
Saving of shingle form oil. 

W. J. Hawley........... Shipping Clerk, 
Roofing Plant 

Uniformity in location of shipping 
instructions on. orders, 

Paciric Division 
Herbert Mattice, 

Sample kit of automotive material 
for distributor salesmen, 

.. 

Competition at Nashua 
The Suggestion Plan is creating 

some keen competition in the various 
departments of the Nashua Factory. 
A record of the suggestions submitted. 
which is a list showing the number of 
employees in each department, the 
number of suggestions received in 
each, arnd the per cent this number of 
suggestions is to the total received in 
all departments, indicates clearly the 
departments which are doing the best 
work in this field. The Wood Depart- 
ment was leading with 24 per cent of 
the total suggestions submitted when 
the magazine went to press. 
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New UsEs 
A monthly feature on suggestions 

NEws and general information pertain- 
ing to new uses for J-M products 
and the markets they open up 

IV. Asbestos Ebony and Transite for Display Windows 

‘/ erY effective backgrounds for 
window displays have been ob- 

tained by William Filene and Sons 
Company, Boston department store, 
by the use of J-M asbestos Ebony and 
Transite. While Transite had pre- 
viously been used in art exhibitions, 
this adaption by Filene’s brings it 
into a new field, and their use of 
Ebony is entirely original. 

This use came to the attention of 
the Boston Office in an order for 90 
sheets of Transite marked “Sheets 
must be uniform in color as they are 
to be used for window display pur- 
poses.” An investigation showed that 
all of this material was used on the 
walls and floor of six large display 
windows. The sheets, three-sixteenths 
of an inch thick and 42 x 96 inches 
in area, were rubbed down clean and 
smooth with steel wool. 

On the back walls the seams are 
covered with metal stripping, which 
adds to their attractiveness. First a 
4-inch nickel strip is fastened across 
the seam, then a 2-inch brass strip is 
laid on top of that, and lastly a 1l-inch 

Transite has been used effectively for the walls and floor of this display window. 

copper strip is used. Narrow brass 
strips are also used for purely decora- 
tive purposes. The seams of the floors 
and side walls are not covered, but 
the sheets fit together perfectly, and 
while the seams are visible they do 
not detract from the appearance of 
the window. 

The Transite floor in each window 
consists of four full sheets of Tran- 
site, and an odd-sized piece for the 

e+ ot 

Asbestos Ebony forms the background of this display ir a Boston department store. 

center, The sheets are laid so that the 
combined width of two of them covers 
the depth of the window. With two 
sheets at each side of the window, a 
space remains in the center about 42 
inches wide, and the fifth piece of 
Transite measuring approximately 
42 by 84 inches, is laid there. 

The background of the show case 
at the left in the photograph above is 
one large flat sheet of Transite, from 
which is built the triangular case 
with its glass shelves and front. The 
base is of corrugated Transite, framed 
with flat Transite and fastened to- 
gether with nickel angle strips and 
finish screws. The recess panels shown 
in the same photograph also have a 
Transite background for their glass 
fronts, and Transite cut in points as a 
decoration on the base. 

With Ebony a very unusual effect 
was obtained. The background of the 
window pictured at the left was made 
of squares about 42 by 45 inches, with 
a thickness of one-fourth and one- 
eighth inch. The thicker squares were 
used across the lower part of the back- 
ground, and the thinner ones above. 
The material is nailed to the back- 
board of the window. Narrow nickel 
strips one sixteenth of an inch thick 
cover the flat seams, while angle strips 
one inch by one sixteenth of an inch 
cover the angle seams. 
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Another’s Point of View 
It is sometimes difficult to get another person’s point of view, but 

however difficult it may be, the result is worth the effort. It is important 
whether we are trying to establish closer relationships with our per- 
sonal friends, or whether we are dealing with business associates. In 
business it gives us a better understanding of the people with whom 
we come in contact, and, when we differ in our ideas, we have a firm 
basis for our arguments. In this way we not only develop ourselves, 
but give further assurance of the success of the organization of which 
we are a part. This point is brought out clearly in the following extract 
from Timely Figures: 

“A group of men spent over $10,000 trying to market an invention. 
Everyone who looked at the device predicted a brilliant and profitable 
future. Optimism was so persistent that whenever the company was 
close to bankruptcy someone would come forward with more money. 

“The device was for use by people in humble circumstances. Every 
investor thought he would be a user if he were a farmer or villager. 

“The only trouble was that the farmers and villagers didn’t think the 
same way. They wouldn’t buy it at any price; they wouldn’t even take 
it on free trial. 

“The moral seems to be: (1) A prospective user is the only com- 
petent judge of a new product. (2) Producing what people want and 
not what you think they ought to have makes a business profitable.” 

e —— 

It’s a good plan to hope for the best, but it’s a better plan to work for it. 
—Philadelphia Record. 

R — 

If you are not doing your best on your present job, you will do still worse 
on a better job.—Conoco Sentinel. 

“It’s train time all the time at grade crossings.”—M. K. T. Magazine. 

g - 
New Chicago Armory Will 

Have a J-M Roof 
To Chicagoans, the old boat-like 

hulk of the U. S. S. Commodore, nest- 
ling in the Chicago Harbor at the 
foot of Randolph Street, is a familiar 
spectacle. Long ago it was a rover of 
the Great Lakes, but in late years, 
moored to its resting place, it has 
served as the headquarters and armory 
of the Illinois Naval Reserve Unit, 
and has been the scene of many social 
festivities. 

Few of the thousands of visitors 
know that since 1912 the roof deck 
has been protected by a Johns-Man- 
ville regal roof. Captain Edward A. 
Evers, Commander-in-chief, Illinois 
Naval Reserve, found upon recent in- 
spection of the roof that after 16 years 
of service, it was still in first class con- 
dition. 

As the Illinois Naval Reserve is to 
‘have a new home—a $350,000 Armory 
building—the old S. S. Commodore 
is being razed, and the authorities 
were so pleased and impressed with 
the performance of the roofing on the 
old quarters that they have specified a 
Johns-Manville built-up roof for the 
new armory. 

e ——— 

JOHNS-MANVILLE 

CORPORATION 

New J-M Trade Mark 
On January First we bid farewell 

to the time-honored Johns-Manville 
“Service Map” trade-mark and adopt- 
ed in its place the distinctive hall- 
mark shown above. 

Dignified—simple—and easily dis- 
tinguishable among the many trade- 
marks of modern industry—we feel 
that in a short time the “J-M” trade- 
mark will mean as much in its field 
as the famous “G-E” of General Elec- 
tric does today. 

Doubt whom you will, but never 
yourself.—Elbert Hubbard. 
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President’s Trophy 
Goes To Coast 

As announced at the General Con- 
ference in New York in September, 
the Pacific Division won the Presi- 
dent’s Anniversary Contest, their 
sales having showed an increase of 67 
per cent over August, 1927. 

President Theodore F. Merseles 
was so pleased with the results of this 
contest, which was conducted as a 
surprise to him, that he has donated a 
trophy designed by the Gorham Com- 
pany of New York to be kept for a 
year by the winning Division. This 
beautiful trophy is now in the head- 
quarters office of the Pacific Division. 
The trophy is of sterling silver, 21 
inches high, with gold shields around 
the base on which the name of the 
winning division will be inscribed 
each year. 

N — 

Dance at Hotel Asbestos 
An Enjoyable Affair 

The second of a series of dances 
sponsored by the guests of the Hotel 
Asbestos and the student employees of Manville Factory was heldp in the 
ballroom Friday evening, December 
14th. 

In spite of adverse weather condi- 
tions the dance was well attended by 
the office force, departmental employ- 
ees and persons outside of the J-M 

ed and green paper, evergreen 

boughs, subdued lights and a lighted 
fireplace provided a Christmas and 
homelike atmosphere. The evening 
was kept alive by Connie Atkinson’s 
Band, Bave Watson’s original dance 
called the “Asbestos Drag,” dances 
by “Marilyn Miller and Jack Dona- 
hue” impersonated by “Shorty” Ban- 
ford and “Fluffy” Dezko, and fre- 
quent cut-in, Paul Jones and specialty 
dances. 

The executive committee in charge 
consisted of Robert W. Page, chair- 
man, Maurice Davier and Oliver 
Mills. They were assisted by the fol- 
lowing sub-committees: floor, C. A. 
Strong; decorations, D. Watson, J. 
D. VanEps, R. Smith; tickets, R. W. 
Page, H. Thompson, M. Kraft; pub- 
licity, E. H. Wells; refreshments, C. 
Kirkman; and entertainment, D. Wat- 
son and H. Banford. 

The President’s Anniversary Contest trophy, 
awarded to the Pacific Division. 

The proceeds of the dance were 
used to purchase a radio to be in- 
stalled in the lobby of the hotel. 
Plans are being made to hold the 
next dance in the middle of January. 
A cordial invitation is extended to 
the employees of the New York Of- 
fice, as well as those from Manville, 
to attend. 

Large Acoustical Contract 
Closed with Delco Remy 

Last summer the Delco Remy Cor- 
poration of Anderson, Indiana, a di- 
vision of the General Motors Cor- 
poration, called on Johns-Manville 
for aid in solving an acoustical prob- 
lem in the horn testing department of 
their plant. 

Thorough tests of acoustical treat- 
ment were made, but then the idea of 
sound insulation was abandoned and 
the horn testing unit was removed to 
an isolated part of the lot. 

These tests had not been in vain, 
however, for when the time came to 
erect a new administration building 
for offices and a hospital, acoustical 
treatment was included in the speci- 

11 

fications. Figures on all types of 
treatment were secured, but the tests 
had shown the Delco Remy Corpora- 
tion what they wanted and J-M’s judg- 
ment was relied upon. 

Johns-Manville was given the con- 
tract for applying Nashkote B for all 
the acoustical work in hospital and 
offices, amounting to about $18,500. 
The credit for securing this contract 
goes to Roger C. Gleason, special 
acoustical representative, Chicago 
District; J. H. P. Hughart, Indianapo- 
lis Sales Office Supervisor, Chicago 
District; B. F. West, salesman; and 
W. H. Fogarty, Chicago District Sales 
Manager, who marshalled these forces 
together. 

New Employees 
Eastern Division: 

F. E. Farnsworth has joined the Company 
to work on insurance for S. H. McVicar, 
Office Manager, Office Service and Account- 
ing Department. 

Central Division: 
Charles W. Koechley has recently been 

added to the sales force of the Columbus 
Office. After spending some time in the 
Cleveland Office getting acquainted with the 
Johns-Manville products, he took over the 
southern section of the territory in the in- 
terest of insulation, power specialties and 
industrial roofing. 

Frank L. LaChapelle is a new industrial 
salesman in the Erie Sales Office. 

Western Division: 
G. E. Cary is a new member of the Mil- 

waukee Sales Office force, Chicago District. 

Pacific Division: 
F., W. Colman has joined the Seattle Dis- 

tric Office force in the capacity of cashier. 
Dorothy Easley was recently employed to 

succeeed William McDermott in the Sales 
Promotion Department, San Francisco Dis- 
trict, 

Foreign Division: 
John Wolfe was recently engaged as a 

mail clerk in the Foreign Division. 

Ashestos Factory: 
The following persons have recently been 

added to the office force at Asbestos, 
Quebec: Ethel Possnett, key punch operator; 
Cecelia Cowden, bookkeeper; Elizabeth 
Turner, stenographer; and Frederick Scott, 
cost accountant., 

K. R. Hall is & recent addition to the fac- 
tory staff, as assistant to J. E. Morrison, 
chemist. 

D. ]. Foley recently arrived to take over 
supervision of power shovel maintenance. 

{Continued on page 14) 
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Panorama of a portion of the Celite properties, which cover more than 2,000 acres. At the left, uncovered deposits of diatomaceous 

CELITE PRODUCTS—Ang 
Some interesting views of the diat 
buildings of Johns-Manville’s new . 

| 
| 

A general view, with the C-22 and Super Brick plant in the foreground, mills, warehouses, machine shops in the background, and the warehouse for crude diatomaceous earth on the hill. The various grades of the crude material are transported from the quarries and mine tunnels by cars or overhead carriers to the top of the hill an(fo are dumped into large vertical shafts or “glory holes,” from which the material is removed at the bottom of the hill for manufacture inte powdered materials, 

At left: a natural brick quarry, 
with the “overburden” re- 
moved. This deposit of diato- 
maceous earth is glistening 
white in the sunlight, and has 
an ivory tint when damp. Sil- 
O-Cel insulating brick is cut 
from this deposit, and after 
going through a drying and 
sizing process, is ready for the 
market. The picture at right 
shows the opposite side of this 
hillside, from which millions 
of bricks have already been 
cut. This hill is approximately 

260 feet high. 

1 
i 
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n the center foreground, the homes of the Mexican workers. The location of the plant buildings is in the center background. 

‘here They Are Made 
us deposits and the plant _— 

ary in Lompoc, California : 

Above is a close-up of the mill for powdered 
materials, with the overhead carriers appearing 
as specks above the brow of the hill, and below 
is the C-22 plant, with one of the diatomaceous 

deposits in the background. 
The general office, 
hospital, pool room, 
barber shop, store, 
and Mexican Club. 

Above: highly magnified dia- 
toms, whose fossilized remains 
constitute Celite, There are 
more than 8,000 varieties of 
diatoms, and the skeletons of 
their tiny bodies provide the 
air cells necessary for insulat- 
ing materials, one cubic inch 
of which contains many mil- 
lion cells. Celite products in- 
clude Sil-O-Cel insulating 
bricks and powders for high 
temperature insulation, Filter- 
Cel and Super-Cel for filira- 
tion, Celite for concrete and 

Celite mineral fillers. 
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Promotions and Transfers 

S. A. WiLLiams, Production Manager, has 
been elected Vice President and General 
Manager of the Celite Corporation, and Vice 
President of Johns-Manville, Incorporated, 
of California. He will have charge of all 
manufacturing and mining activities on the 
Pacific coast, reporting to W. R. Seigle. 

P. A. AnbreEws, Sales Manager of the 
Pacific Division, has been appointed as- 
sistant to the Vice President in charge of 
sales. 

FrankLIN SHUEY, Los Angeles District 
Sales Manager, has been promoted to the 

sition of Sales Manager of the Pacific 
ivision, in Mr. Andrews’ former position. 
H. B. HeYN, salesman in the Los Angeles 

District, has been promoted to District Sales 
Manager, succeeding Mr. Shuey. 

A. V. Farg, Sales Promotion Manager, 
has been promoted to Staff Manager of a 
new section of the General Merchandising 
Department, to be known as the House In- 
sulation Section, which will handle mineral 
wool for house insulation. 

K. R. Dyxkg, in addition to his duties as 
Advertising Manager, has been promoted to 
Sales Promotion Manager. 

J. 8. Avams, Assistant Advertising Man- 
ager, has been promoted to Assistant to 
Lewis H. Brown, Secretary. 

A. R. Fisuer, General Superintendent of 
Waukegan Factory, has been transferred to 
Lompoc, California. 

CuarLes Q. GarceLoN has been trans 
ferred from the Worcester-Springfield sales 
territory of the Boston District, to the Metro- 
politan Boston sales territory. Mr. Garcelon 
will handle packing and power specialties. 

N. A. CamppeLr of the Milwaukee Sales 
Office was recently promoted to salesman in 
Milwaukee, on the merchandise line. 

Joun C. MacLeop has been promoted 
from stock clerk at the Cambridge ware- 
house of the Boston District, to power spe- 
cialty sales clerk at the Boston Office. 

H. W. KircHer, San Francisco District 
chief clerk, has been transferred to the El 
Paso territory, as salesman. 

H. E. Hill, formerly special automotive 
representative of the New Orleans District, 
has been appointed special automotive rep- 
resentative for the Chicago District. 

‘WALTER GIESECKE, JR., has been trans- 
ferred from the Oakland territory to chief 
clerk and assistant to E. H. Clausen, Sales 
Manager, San Francisco District. 

L. M. OsBogN has been transferred from 
San Francisco to the Qakland territory, to 
take the place of Mr. Giesecke. 

W. N. BENEART and L. EVERDEERE of the 
Eastern Division Credit Department have 
been transferred to the Baltimore and Syra- 
cuse Offices respectively, acting in the ca- 
pacity of District Office Supervisors. 

Mes. Murier. RAuMEYER has been trans- 
ferred from the General Office Correspond- 
ence Department to the Accounts Payable 
Department. 

Magrie Fox was recently transferred to the 
General Industrial Department. 

KarHieeN E. RusHg, formerly secretary 
to L. H. Brown, has taken over Suggestion 
Plan work in the Personnel Department. 

G. B. Brown, formerly Factory Superin- 
tendent at Canada, recently went to Man- 
ville to take over E. C. Rack’s duties as 
development engineer. 

N. 1. Kenr, formerly in charge of the 
Ceramic Laboratory at Manville, has been 
transferred to the power specialties section 
of the General Industrial Department. 

GusTave Scuorr has been transferred 
from the stock room of Magnesia to take 
charge of the Canvassing Department at 
Manville Factory. 

Har HavistroM, general salesman in the 
Olympia-Grays Harbor territory, Seattle 
District, left for San Francisco, where he 
assumed the duties of assistant to R. B. 
Adams, Manager, Sales Promotion Depart- 
ment, Pacific Division, on January 1. 

C. J. HoLmEs, of the roofing merchandis- 
ing section in Seattle, has taken over Mr. 
Hallstrom’s territory. 

Epmonp Sweeney, former clerk in the 
Mechanical Department, Nashua Factory, 
has been promoted to clerk in the Ebony 
Department, 

Frep Movrsom has been transferred from 
the General Office, at Asbestos, to the Check 
Test Department. 

L. H. StarLes, cashier has been trans- 
ferred to the Sales Department, acting as 
junior roofing salesman in Seattle. 

Joun DonnELLY, clerk in the Tabulating 
Department at Nashua Factory, has been 
promoted to chief clerk. 

Georce MoreiLy, has been transferred 
from the Mill Stores Department at Asbes- 
tos to the Check Test Department. 

ArTHUR BrUNT, ridge roll pressman, 
Nashua Factory, has been promoted to clerk 
in the Compressing Department. 

R. H. SMiTH has been promoted to the 
Los Angeles District as oil industry sales- 
man. 

J. C. LanEe has been transferred from the 
Pacific Division Industrial Department to 
the San Francisco District as assistant to 
Sales Supervisors, Wayland and Piercy. 

‘WiLLiam McDeamoTT, formerly in charge 
of the San Francisco District Sales Promo- 
tion Departiment, has been promoted to as- 
sistant to F. C. Cunningham of the Con- 
struction Department. 

o, 

New Employees 
(Continued from page 11) 

H.F. Jansen is a new addition at Ashestos 
and is “shooting” blasts both with transite 
and camera. 

Chrysotile Mine: 
R. O. Grange, formerly of Chicago, is a 

new accountant at Chrysotile Mine. 

Waukegan Factory: 
Recent additions to the staff of the Plan- 

ning Department include A. K. Higbee, J. S. 
Taylor, Mrs. Moody, and Miss H. Kelly. 

Walter Zylkowski is a new order clerk in 
the Order Department. 

General Office: 
William MacCartney recently joined the 

Company as a part time mail clerk in the 
General Service Department. 

Gertrude Churchill is a new secretary to 
gé A. Beckwith, Manager of the Procedure 

ction. 

New mail clerks in the General Service 
Department are Russell Asper, Laurence 
Hymen and Joseph Bingel. 

Signe Landberg, Dorothy Mullen and 
Anne Steckler are now information clerks on 
the seventh, nineteenth and fourth floors re- 
spectively, 

Mrs. Effie Ort recently joined the Com- 
pany as secretary to L. H. Brown, Secretary 
and Assistant to the President. 

Toby Rich has joined the Company as a 
utility stenographer, General Service De- 
partment. . 

W. Nebb is a new draftsman in the Indus- 
trial Department. 

Bryf:e Haynes recently joined the Com- 
pany in the market analysis section of the 
Sales Promotion Department. 

W. F. Hubbard is a new assistant to H. M. 
Shackleford in the shows and displays sec- 
tion, Sales Promotion Department. 

A. H. Sisson recently joined the Company 
as assistant manager, street railways and 
motor bus division of the General Railroad 
and Government Department. 

C. R. Binder is a new employee in the 
Finance and Accounting Department. 

F. C. MacKrell has entered the Company 
as Staff Engineer in the engineering and de- 
velopment section of the General Industrial 
Depariment. ’ 

P. C. Lipscomb and J. Y. Dunbar are two 
new employees in the acoustical section un- 
der R. V. Parsons, Staff Manager. 

R. E. Ligon recently joined the Company 
in the Architects’ Service Department under 
F. P. Byington. 

M. Batstone is a new typist in the Ac- 
counts Payable Department. 

A. C. Feaster recently entered the Com- 
pany as comptometer operator in the Com- 
pensation Department. 

T. Jardine is a new Elliot-Fisher operator 
in the Bookkeeping Department. 

R. A. Neale entered the Companv recently 
in the Order Department. 
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Here and There 1in the Field 
Shingles Replace Slate 

The Kendallville, Indiana, Department 
School Building, had a slate roof which 
proved unsatisfactory. An architect was con- 
sulted, as it was planned to install a new 
deck framing, sheathing and roofing mate- 
rial, R. D. Bonnell, J.-M salesman, addressed 

The Department School at Kendallville, In- 
diana, recently re-roofed with J-M shingles. 

the school board at two meetings and was 
successful in selling 68 squares of No. 5 
mottled blue-black asbestos shingles to re- 
place the slate, besides 30-pound asphalt 
felt for the sheathing. On the flat portion of 
the roof deck they used 17 squares of Class 
A built-up roofing. 

~ 

A Growing Acoustical Business 
In the September issue of the J-M Circle 

there appeared an article on the acoustical 
business secured in Worcester by D. C. Cros- 
by, Sales Supervisor for the Worcester sales 
territory, cooperating with J. A. Davidson, 
il;';daooustical representative for New Eng- 

This same teamwork by Messrs. Crosby 
and Davidson has just sold three more acous- 
tical jobs in Worcester. About 10 years ago 
acoustical treatment was installed in one of 
the office rooms of the Norton Company, 
and this was so satisfactory that a $4,000 
contract for acoustical treatment in other 
offices has been secured. 

J-M acoustical treatment was also in. 
stalled in the bowling alley walls and ceil- 
ing at the Worcester Club, the contract 
amounting to ahout $1,500. 

The same team also secured the contract 
for correcting the walls and ceilings of 
the typewriting rooms in the High School of 
Commerce, amounting to $5,000. 
. In speaking about the acoustical business 
in Worcester, which amounts to $20,000 in 
contracts secured since the first of June, 
Mr. Crosby said, “I first tried to secure a 
good representative installation and suc- 
ceeded in the State Mutual Life Assurance 

ompany, whose several contracts amounted 
to about $5,000. With this installation as 

a reference 1 went after other prospects, 
and with the valuable assistance of Mr. 
Davidson was successful in securing the 
additional contracts, which, as stated above, 
now total about $20,000 for the city of 
Worcester.” 

Mr. Davidson thinks that they have only 
just begun to secure acoustical contracts 
in the city of Worcester, and he feels that 
the representative contracts referred to 
above will certainlv be of assistance in clos- 
ing others, 

A Stamp of Approval 
The Du Pont Company recognizes the 

merit of Johns-Manville materials, judging 
from these orders secured by Thomas B. 
Stein, salesman in Wilmington, Delaware. 

The roofs of 193 houses of employees of 
the company near Pennsgrove, New Jersey, 
will be of No. 70 duplex shingles. A few 
months ago Mr. Stein sold approximately 
2,000 squares of shingles to cover 153 houses 
in the same village, and this last order 
brings the total to 4,590 squares. 

And for the new carbon bi-sulphide plant 
at Old Hickory, Tennessee, the following 
J-M materials were specified: flat Transite 
and Superex blocks for retorts, retort ce- 
ment for gas flues, 85 per cent magnesia 
insulation, and corrugated Transite and 
built-up roof. This is the first plant of this 
type where retorts have been insulated in 
this manner. 

Two Transite hoods will be used in the 
celophane plant of the Du Pont Engineering 
Company at Buffalo, New York. Four of 
these hoods have been sold for this purpose 
in the last few months. 

A Big Storage Tank Job 
The photographs below show one large 

tank 40 feet in diameter and 20 feet in 
height, and six small tanks 8 feet in diam- 
eter and 32 feet in length, which are insu- 
lated with approximately 8,000 square feet 
of one and one-half inch magnesia blocks 
and 11 tons of one.half inch insulating ce- 
ment, This material was sold by 1. Benner, 
Harrishurg salesman, and applied by Nicely 
and Company, approved contractors of 
Philadelphia. The tanks are used to store 
oil used in open hearth furnaces. In addition 
to the above the lines running from the 

tanks to the furnaces were placed in con- 
crete tunnels and insulated with approxi- 
mately 1,300 feet of magnesia pipe covering. 

J-M Roofs in Chile 
The “Cia, Constructora Fred T. Ley (S. 

A.)” of Santiago, have given Garcia y Bravo 
Ltd., special representatives for Johns-Man. 
ville building materials in Chile, an.order 
for super Class A built-up roofing for the 
new building of the newspaper “La Nacion.” 
The area of this roof will be approximately 
1,850 square meters. 

Sénchez Errdzuriz v Cia, Santiago Chile, 
a firm of architects, also gave Messrs. Garcia 
y Bravo Ltd, an ‘order for about 1,200 
square meters of Class A built-up roofing. 

Leave Your Samples Behind You! 
The value of “leaving your samples and 

pamphlets behind you” is quite convincingly 
shown by an order recently received by J. 
K. Johnson of the Columbus Office. 

The Smith Agricultural Chemical Com- 
pany, a large producer of commercial grade 
acids and fertilizers, had always heen a 
good prospect for corrugated Transite and 
other materials, since it had hundreds of 
squares of corrugated iron siding in very 
poor condition due to the chemical fumes 
generated in manufacturing. 

No headway had ever been made with 
this concern, but Mr. Johnson, when calling 
in regard to an asbestos rope order, Toaded 
the engineer with samples of corrugated 
Transite, telling him to put them where 
they would be subjected to the most severe 
conditions in the plant. The superintendent, 

J-M insulated 
tanks for storing 
oil used in open 
hearth fireplaces. 
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not being in a responsive mood, was left 
some literature and additional samples with 
the remark, “Tell you more about this ma- 
terial later, but try out the samples.” 

The follow-up call was very productive. 
The engineer had taken the conversation 
very seriously and actually placed a number 
of the samples at various points about the 
plant. For example, one was placed directly 
above a sulphuric acid vat and another in 
a pile of commercial fertilizer. As a result, 
the new sulphuric acid carboy building, 40 
feet by 100 feet, is built of corrugated Trans- 
ite siding and has a Johns-Manville pre- 
pared asbestos roof. 

Getting the Brake Business 
T. L. Bonroe, salesman in the St. Louis 

District, who has been highly successful in 
the establishing of Class A Service Stations, 
reported a procedure that might be well for 
one to follow if he contemplates going into 
the brake business. 

Two months before Robnett and McHarg, 
Columbia, Missouri, announced they were 
going into the brake business, they went to 
the City Hall and obtained the names of 
every motorist in town, the kind of car he 
drove, and its approximate age. Following 
this they made private investigations and 
found J-M brake lining and equipment the 
best means of serving these owners. As a 
result, they recently gave Mr. Bonroe their 
initial order calling for over $2,500 worth 
of lining and equipment. 

The proprietors then invited all the car 
owners to inspect their station at the grand 
opening, and by their previous investiga- 
tions were able to start working on the 
owners immediately, sending literature, and 
getting the jump on their competitors. 

Each owner’s attention was called to the 
kind of car he drove, and he was reminded 
that it was about time for his brakes to be 
relined with J-M brake lining. This sales 

The terrace of the City Hall in Sao Paulo, on which is applied J-M waterproofing. 

promotion work returned profitable divi- 
dends. 

A Total of 10,000 Squares 
Final inspection was made on November 

23 of the Class A roof applied by the Taylor 
Roofing Company of Nashville, Tennessee, 
on the Du Pont Rayon extension. Approxi- 
mately 3,000 squares of roofing were used 
over concrete decks with cork, wood decks 
with cork and saw-teeth and flat construc- 
tion. There have been approximately 10,000 
squares of Johns-Manville roofing applied 
at this plant during the last few years. 

Waterproofing in Brazil 
Approximately 10,000 square feet of J-M 

3-ply terrace waterproofing was applied on 
the terrace of the City Hall in Sao Paulo, 
Brazil. The terrace is covered with promen- 

The proprietors of Bryant’s Brake Service, one of the J-M Class A Service Stations located 
at Pine Bluff, Arkansas, were in the tire and battery business and just recently branched 
out into automobile brake service work. They are quite optimistic of the future and expect 

to sell a considerable amount of brake lining. ' 

ade tiling, which is subjected to the traffic 
of thousands of pedestrians daily. The re- 
sponsibility and reputation of the Brazilian 
branch in this line of work was a deciding 
factor in the placing of this contract in the 
hands of the local engineers. 

More Refractory Cements 
The November issue of the Circle reported 

the sale of 85,000 pounds of No. 20 retort 
cement by W. S. Hamilton, salesman, Chi- 
cago City Sales Office territory, Chicago 
District, to the Graver Corporation, Chicago, 
for laying up fire brick walls on four Jenkin 
process refining units. 

Mr. Hamilton has since sold the Graver 
Corporation 170,000 pounds of new style No. 
20 retort cement and 40,000 pounds of plas- 
tic firebrick material. 

Clutch Facings for the Year 
In the 1929 contracts thus far signed in 

the Milwaukee Sales Office territory, Chi. 
cago District, is one with the J. I. Case 
Threshing Machine Company, Racine, Wis- 
consin. The contract covers their entire re- 
quirement of clutch facings and will amount 
to approximately $25,000 for the year. 

Spirit of Service in J-M 
One evening A. LaGattuta, auditor of the 

General Office Accounting Department, who 
was in Los Angeles, Ralph Brian, assistant 
manager of the Los Angeles Office, and J. 
M. Booth, chief clerk, were working late. 
checking over stock cards. About 10:30 p.m. 
the Union Oil Company telephoned that an- 
other very serious fire had broken out on 
property adjoining theirs at the Santa Fe 
Springs Oil Field. The Company was pre- 
paring to put it out, and wanted some sheets 
of corrugated Transite immediately to be 
used as a fire barrier in protecting the work- 
men from the extreme heat. 

The warehouse was of course closed, but 
the three men drove down to the warehouse, 

The J-M Circle, 1929, January 1929
ACL Doc 12756 · Page 16 of 24

Published by AsbestosClaims.Law

asbestosclaims.law/library/12756/16

https://asbestosclaims.law/library/12756/16


opened it and personally helped to load the 
Union Oil truck. It was well after midnight 
when they finished. This is another demon- 
stration of the spirit of service in the Johns- 
Manville organization. 

Approximately five miles of Johns-Manville 
4-ply Improyed Asbestocel and two miles of 
85 per cent magnesia insulation have been 
installed in this new Industrial Trust Com- 
pany Building in Providence by the Rhode 

Island Covering Company. 

A Mountain Home Roofed by J-M 
‘When it came to selecting a roof for his 

mountain home at Pine, Colorado, William 
A. Baehr, President of the North Continent 
Utilities Company, chose Johns-Manville 
rough texture colorblende shingles. The 
shingles are laid in random or haphazard 
fashion, architecturally in accord with the 
style of the structure. One hundred twenty- 
seven squares of shingles were used. 

Note how the ingenious use of lodge poles 
for hips and ridges, adds to the rustic fea- 
tures of the house, which is built on the 
side of the mountain. 

i 
! 

Insulation for Drying Pans 
R. L. Martin, salesman, Des Moines Sales 

Office territory, Chicago District, secured 
a contract from the Quaker Oats Company at 
Cedar Rapids, Jowa, for applied insulation, 
amounting to about $3,000, which he turned 
over to the Prillaman-Adler Company, ap- 
proved contractor at Davenport, lowa. 

The apparatus on which the insulation is 
to be applied is known as Grain Drying 
Pans. The pans are of steel, 10 feet in 
diameter and shaped like a saucer, hollow, 
and heated with high pressure steam. They 
are placed one above the other, about 36 
inches apart. These columns of pans ex. 
tending upward through several stories of 
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the dryer plant have the general appearance 
of a lot of cookies on a string. 

There are 98 of these pans, and the in- 
sulation is applied on the lower side only. 
The specifications are for insulation of one 
inch thick 85 per cent magnesia blocks 
wired in place, hexagonal mesh galvanized 
wire stretched over blocks, and one-half 
inch coat of No. 400 asbestos cement finish- 
ed with a 6-ounce canvas jacket. 

J-M Materials on Cruisers 
J. F. Hemberger, special representative 

on industrial insulation, Philadelphia Dis- 
trict, recently obtained a very worth while 
order from the New York Shipbuilding 
Company of Camden, New Jersey. The order 
covers a]l requirements for insulation ma- 
terials for Scout Cruiser No. 25, “Salt Lake 
City,” and Ne. 27, “Chester.” These two 
boats are under construction at the present 
time and will he completed the latter part 
of next year. 

The Largest Roof in the City 
Upon securing a contract with the Willys- 

Overland people for their 1929 requirements 
of body stock, the Mengel Body Company of 
Louisville determined recently to erect a 
new million dollar body plant to take care 
of the tremendous increase in production 
necessitated by this contract. 

Through the efforts of C. W. Barton, rep- 
resentative in Louisville Sales Office terri- 
tory, Chicago District, and Oscar Braum of 
the General Asbestos and Supply Company, 
approved roofing contractors, a Johns-Man- 
ville built-up roof was applied. 

The completed job included the main unit 
of the new factory and 18 dry kilns, a total 
area of 2,800 squares. The main unit covers 
a larger area than any single building in 
the city of Louisville, thus giving Johns. 
Manville the distinction of furnishing the 
largest roof in the city. 

17 

In the “City of Destiny” 
The entry of large pulp and paper inter- 

ests into the State of Washington has at- 
tracted companies manufacturing chemicals 
used in this industry. The Tacoma Electro 
Chemical Company and the Hooker Chemi. 
cal Company are now erecting plants in 
Tacoma. Fred Miller, general representa- 
tive in that city, sold the former built-up 
ashestos roofing, and the Austin Company, 
engineers, are applying No. 170 blueblack 

, asbestos shingles on the Hooker plant, with 
built-up asbestos roofing on the flat portions. 
With sales of 1,500 squares of built-up as- 
bestos roofing and large quantities of sponge 
felted insulation already made to the Union 
Bag and Paper Power Corporation of Ta- 
coma, Johns-Manville is pretty well repre- 
sented in this new industry in the “City of 
Destiny.” 

The First J-M Roof 
The first “corrugated ashestos roof” to be 

applied in Fredericksbhurg, Virginia, was the 
subject of a news item in a Fredericksburg 
paper recently. The story follows: 

“R. L. Kent and A. D. Bazzarre, insulation 
engineers for the Johns-Manville Corpora. 
tion, are in Frederickshurg personally su. 
perintending the application of the new 
roof for the Sunshine Laundry Building. 
This is the first Corrugated Asbestos Roof 
to be installed here. The roof is absolutely 
fire-proof, requires no sheathing or paint- 
ing, being laid directly on the purlins. 

“This roof as well as a large part of the 
building material for the Sunshine Laundry 
Building is being furnished by Edgar M. 
Young, Lumber and Building Material, Na. 
tional Boulevard, this city.” 

J-M Lining Checks Skidding 
G. K. Taylor, brake lining salesman, 

Pittsburgh District, might have had a serious 
accident if the brakes on his car had not 

The mountain home of William A. Baehr, President of the North Continent Utilities Com- 
pany, has J-M rough texture colorblende shingles. 
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been equipped with Johns-Manville brake 
band lining. 

After the first snow of the year on the 
road between Marietta, Ohio, and Wheel- 
ing, West Virginia, his car began skidding, 
and started over a 15-foot bank. The J-M 
brake lining enabled him to check the speed 
of the car sufficiently to have it come to a 
stop without turning over. 

Two fenders, the bumper and one front 
spring of the car were damaged, but Mr. 
Taylor received only a thorough shaking up. 

Selling a Former Customer 
For the first time in eight years, the Mid- 

Continent Petroleum Corporation has placed 
an order with Johns-Manville for 560 pounds 
of service sheet packing. Credit is due E. 
J. Liggett, Tulsa salesman, for having “sold 
them” on J-M sheet packing after they had 
favored competitors on this class of mate- 
rial for so many years. He has been working 
on this job for about a year. ' 

Brake Band Lining Featured 
James J. Niven and Company, Limited, 

J-M automotive distributors in Wellington, 
New Zealand, report that they had a splendid 
stand at the Wellington Winter Show, and 

have submitted to the Foreign Division a 
semi-humorous souvenir which proved a 
winner. Johns-Manville brake band lining 
fccupies a prominent position in this book- 
et. 

On the Job Early 
Even before ground was broken for the 

new power plant of the Grays Harbor Rail- 
way and Light Company, at Aberdeen, 
Washington, Hal Hallstrom, general line 
salesman of Seattle District, was on the job 
trying to sell insulation. But R. B. Rosen- 
baum and C. J. Kemery, construction engi- 
neers for the Sanderson and Porter Com- 
{)ar_ny of New York, were not ready for insu- 
ation. 

Mr. Hallstrom then talked roof, and point- 
ed out that the new power plant would 
want the same quality roof as was on the 
old building—a J-M built-up 20.year roof 
that already had lasted 24 years without any 
expenditure for maintenance. Mr. Rosen. 
baum was impressed by this record, and 
bought the roof, And since he wanted the 
same quality in the ceiling of the turbine 
and boiler rooms, he ordered Johns-Manville 
flat Transite for this, 

Then Mr. Rosenbaum and Mr. Kemery 
took up the matter of steam traps. They 
wanted a trap that would operate without 

Only J-M (Johes Manville) 
Brake Lining 

could possibly save 
this situation ! 

This was the way the J-M automotive distri- 
butors in New Zealand advertised Johns- 
Manville in a souvenir booklet distributed at 

the “Wellington Winter Show.” 

maintenance cost, and again they turned to 
Johns-Manville. In the old building insula- 

tion sometimes had to be replaced, 
and Harry Finch, chief engineer, 

C.J KEMERY 
"CHARLIE " 

HARRY FINCH 
* C IEF - 

SALESMAN 
RN 

always saw that the new insula- 
tion was J-M 85 per cent mag- 
nesia. J-M is also represented in 
the switchboards, which are of 
asbestos ebony. 

A Good Listener 
That there is a great possibility 

for office quieting treatment in 
stock brokers’ offices is evident. 

J. Roy Andrews, Chicago city 
salesman, heard the familiar tick- 
tick while walking in the corridor 
of the Bankers’ Building, Chicago, 
past the offices of Merrill Lynch 
Company, dealers in investment 
securities. 

Mr. Andrews took the oppor- 
tunity of stepping into the office, 
and calling the manager’s atten- 
tion to the annoyance. He sug- 
gested J-M acoustical treatment, 
and as a result, a proposal was 
made out and promptly accepted 
by the brokerage firm. 

It is needless to add that good 
listening makes a good acoustical 
salesman. 

Building Shingle Business 
J. W. Kelley, salesman in the 

Omaha Sales Office territory, Chi- 
cago District, secured $9,500 
worth of rigid shingle business 
during the month of October. This 
was accomplished by diligent 
work with his distributors. For 
instance, he would work with a 

Hal Hallstrom, Seattle salesman, sold a J-M roof before ground was broken for this plant. 
distributor and secure one or two 
jobs for him, which would neces- 
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sitate the placing of a carload order. In 
some cases he would sell an order for green 
or red shingles which the distributer did 
not have in stock, and thereby create an 
order for a carload, although the distributor 
may have had on hand a sufficient quantity 
of mottled grays. . 

Mr. Kelley works on the theory that the 
lumberman will push what he has in stock 
and therefore if he keeps him well supplied 
with asbestos shingles, he will recommend 
them to his customers. 

J-M Shingles Win Out 
Competitive shingles were specified for 

the Kentwood Colored Training School at 
Kentwood, Louisiana, but that fact did not 
deter Salesman E. A. Cresap, New Orleans 
Office. A trip to the dealer who had the com- 
petitive shingles in stock resulted in per- 
mission to discuss the substitution of J-M 
shingles, Mr.~ Cresap interviewed the com- 
missioners, who lived at widely separated 
points in the country, and obtained an O.K. 
for J-M shingles. He then sold the contract 
and took the order to the dealer who was to 
furnish the competitive shingles. Obtaining 
a dealer’s order for J-M shingles, he filled 
it from the stock of a J-M distributor. 

A Change to Heavy Duty Lining 
Of considerable importance to H, F. 

Luedtke, salesman in the Milwaukee Sales 
Office territory, who puts forth much effort 
on equipment accounts, was the decision on 
the part of the Harnischfeger Corporation 
to standardize on J-M heavy duty woven 
lining for use on all models of excavators, 
cranes and shovels. The change from stand- 
ard woven lining took effect January 1. 

Roofing Sandwiches Effective 
J. L. McCullough, building materials 

salesman of the Columbus territory, work- 
ing through William Kenyon, distributor in 
Marion, Ohio, was successful in having an 
ordinance passed by that city prohibiting 
the use of inflammable roofing materials 
within the fire zone. Since the fire zone 
comprises the entire downtown section of 
the city, this ordinance will be of material 
assistance in the sale of asbestos roofing 
materials, 

Mr. McCullough, with the assistance of 
the local fire chief, was able to carry this 
project through largely by the use of roof- 
ing sandwiches. Each sandwich burned 
meant a new supporter, and the last group 
burned before the City Council was the 
deciding factor in the passage of the ordi- 
nance. 

Not Specified, But Used Anyway 
P. H. Rasmussen, Sales Office Supervisor 

of the Des Moines territory, Chicago Dis- 
trict, tells of an interesting case of where 
Johns-Manville materials were used in a 
building under construction although J-M 
representatives and the approved roofing 
contractor were unsuccessful in securing 
the order. When the competitor began the 
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application of the roof, he ran short of felts 
and purchased about three tons of asphalt 
rag-felt from a J-M approved roofing con- 
tractor to finish the job. 

The job was the New Tallcorn Hotel, at 
Marshalltown, Iowa. 

New Plant J-M Insulated 
In connection with the new million dollar 

plant erected by Deere and Company, of 
Moline, Illinois, at Waterloo, Jowa, R. L. 
Martin closed contracts with the Purchasing 
and Engineering Departments at Moline, 
for the entire insulation requirements, con- 
sisting of Asbestos-Sponge felt, one and 
one-half inches and two inches thick, for 
high pressure work, and 4-ply Improved As- 
bestocel for low pressure lines. 

The two contracts, which total approxi- 
mately $5,500, were given to the Prillaman- 
Adler Company, Davenport, Jowa, approved 
insulation contractor. 

Fibre conduit was also sold through the 
Republic Electric Company, Davenport, 
Iowa, Johns.Manville distributors. 

“Quieting” the St. Louis Office 
Employees of the St. Louis Office have 

had an opportunity to test the efficiency of 
Johns-Manville acoustical treatment as some 

19 

Several architects and engineers have 
viewed the installation with considerable in- 
terest. 

The Fifth Roof in Two Years 
J. E. Bowell, salesman of the Minneapolis 

Sales Office territory, Chicago District, has 
just received an order for another corru- 
gated Transite roof for the Minneapolis 
Gas Light Company, Minneapolis, for the 
water gas generator bnilding. The order 
amounts to approximately $5,000. This is 
the fifth building to be roofed with Johns- 
Manville corrugated during the past two 
years. 

Mr. Bowell reports that under very severe 
conditions the material has not deteriorated 
in any way, and that this public utility cus- 
tomer is highly gratified that the material 
was brought to their attention. The Minne- 
apolis Gas Light Company now has ap- 
proximately $25,000 invested in corrugated 
Transite roofs. 

Good Service Sells Roofing 
J. K. Johnson of the Columbus Office se- 

cured an order for 126 squares of extra 
heavy white top asbestos roofing with Pyra- 
mid caps for the new Liberal Arts Building, 
at Ohio State University. This order resulted 
from the excellent performance of the same 

F. A. and William Ruppert, roofing distributors in Mukwonago, Wisconsin, use this truck 
with a J-M asbestos rocf, to help increase their sales. 

Nashkote BA was recently installed in the 
J-M office there. 

Before the installation it was only with 
the greatest difficulty that one could talk 
over the telephone, or dictate, as the floor, 
walls and ceiling of the office are concrete 
and the reverberation was unusually great. 
Since the 5,000 square feet of ceiling has 
been treated the sound difficulties have been 
entirely eliminated from the office. 

material on the Gymnasium and in the 
-Robinson Laboratory. 

The gymnasium was erected 20 years ago. 
It was first covered with copper, which was 
removed on account of expansion, and re- 
placed by a metal roof. The metal roof was 
soon replaced with asbestos. The asbestos 
roof has given excellent service and a recent 
inspection indicated it was still in perfectly 
good condition. 
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Within the Circle 

Eastern Division 
A. R. GiBBoONS, Associate Editor 

Margaret M. Casey, telephone operator at 
the Boston Office, has announced her en- 
gagement to Patrick J. Cullen. Miss Casey 
has been with the Company for about 10 
years. 

The Eastern Division has established a 
Sales Office in New Haven, Connecticut, at 
Isioom 23, Mansfield Building, 149 Temple 

treet. 

Western Division 
E. NeLsoNn, Associate Editor 

Harry L. Leinberger, of the Chicago Ac- 
counting Department, is the proud father 
of twin girls, 

J. G. Mason, Tulsa city salesman, says 
working acoustical treatment prospects 
pays. In the past 60 days he has closed 
eight contracts, averaging approximately 
$2,000 each. 

Robbers recently entered the home of 
T. L. Bonroe, St. Louis salesman, during 
his absence, and stole over $1,000 worth of 
furniture and clothing. No trace of the 
goods has been found. 

E. J. Liggett, Tulsa salesman, was called 
to St. Louis on November 15 by the death 
of his father in that city. 

After a recent sales meeting where Nich- 
olson-Tomme, Incorporated, J-M roofing 
distributor, offered prize money for each 
order secured up to a certain amount, Bruce 
K. Owen, roofing salesman in Houston, se- 
cured an order and had it on the distxibu- 
tor’s desk before he could get back to his 
office from the sales meeting. Evidently Mr. 
Owen wanted to see if the distributor was 
in earnest. He also followed up with an- 
other prominent order the mnext morning. 
which gives him a very nice start toward 
the prize money. 

J. E. Melican, chief clerk of the St. Louis 
Office, was granted a 30-day leave of absence 
because of illness. 

C. H. McCauley of the Chicago Office 
was in Tulsa November 23, when he dis. 
cussed built-up roofing with the Oklahoma 
salesmen in a very interesting and enthusi- 
astic meeting. 

F. C. Ryan of the engineering staff at 
New York recently did some special work 
with Messrs. Pein and Hennessey calling 
on Electrolytic industries. 

W. P. Gundlach, St. Louis salesman, has 
given Memphis Office territory considerable 
of his time recently adjusting complaints. 

His help and splendid cooperation given to 
all the men was greatly appreciated. 

H. L. Harrison of the New York Office 
spent the week of November 29 in Houston. 
Some very good results are expected from 
Mr. Harrison’s assistance. 

F. W. Hodson, Sales Supervisor of the 
Tulsa Sales Office, recently had the oppor- 
tunity of visiting Waukegan Factory, and 
was very much impressed with the magni- 
tude of the plant and the efficient manner 
in which every department carried on its 
work. 

The entire Johns-Manville organizaton in 
New Orleans went “over the top” 100 per 
cent in the “Community Chest Drive.” 

C. E. Vance, Western Division special 
packing representative, recently made a trip 
into north central Wisconsin calling on 
paper mill accounts and other plants, F. E, 
Taylor, President of the Merrill Machinery 
and Supply Company, of Merrill, Wisconsin, 
Johns-Manville packing distributor and ap- 
proved insulation contractor, was very well 
pleased with the work he did there. 

Mary C. Baumann, stenographer in the 
New Orleans Office, celebrated her seven- 
teenth anniversary by giving a “Birthday 
Dance” to which all her co-workers were 
invited, 

R. L. Martin, salesman, Des Moines Sales 

——EEEA 
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Office territory, Chicago District, secured a 
contract from the United Light and Power 
Company at Davenport, Jowa, for applied 
insulation for the new plant of the Peoples 
Gas and Electric Company, at Mason City, 
Iowa. The contract amounts to approximate- 
ly $2,500. The specifications call for a Su- 
perex-Magnesia combination and the con- 
tract will be executed by the Central As- 
bestos and Supply Company of Des Moines, 
Iowa, approved insulation contractors. 

An order has been secured by M. E. Dun- 
can, Tulsa salesman, from the Phillips 
Petroleum Company, Bartlesville, for roof- 
ing their entire camp at the new West Texas 
Gasoline Plant at Crane, Texas. This camp 
consists of 18 houses, all of which will have 
Johns-Manville No. 70 asbestos shingles. 

Charles Bizot of the New Orleans Office, 
working with A, W.Graning, southern acous- 
tical representative, recently closed a $2,000 
acoustical contract for a local public school. 

P. G. McHenry of the Chicago Industrial 
Roofing and Building Materials Section, 
spent some time in Houston and vicinity 
during the week of November 5, working 
on corrugated Transite roofing prospects. 

The Carter Oil Company has just placed 
an order with E. J. Liggett, Tulsa salesman, 
for 10,000 outlet cap gaskets, for use on 
tank cars of casing head gasoline and crude 
oil. This order is about one-third of their 
yearly requirements of this material. 

Thomas Bulter, New Orleans salesman. 
recently sold a colorblende shingle roofing 
job amounting to approximately $1,500 to 
Tupple Lighthouse, vice-president of the 
Brundidge, Alabama Bank. 

It is not always the size of the order that 
makes it distinctive; it is the work and 
thinking involved in obtaining it. When the 
Brown Paper Mill Company of Monroe, 
Louisiana, decided to reroof, and at the 

This picture of the Pacific Division executives was taken while they were enroute to New 
York to attend the General Conference last September. Left to right: E. H. Clausen, Sales 
Manager, San Francisco District; G. G. Ashwell, Sales Supervisor, Merchandising Depart- 
ment; W. ]. Hennessy, Sales Supervisor, Railroad and Government Department; Franklin 
Shuey, Sales Manager, Pacific Division; Guy A. Barker, Sales Supervisor, Industrial De- 
partment; F. W. McDermott, Sales Manager of the Seattle District; P. A. Andrews, formerly 
Sales Manager, Pacific Division and recently appointed assistant to Vice President in 

charge of sales; and Harry Hennings of the General Roofing Company. 
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same time to change their roof entirely in 
Myle and structure, Salesman Ray G. Wille 
was on hand with a sample of corrugated 
Transite. He obtained the order, which 
amounted to about $1,000. 

R. O. Fischer, Chicago District salesman, 
has been successful in securing the §wqrds 
Brothers Company as J-M packing distribu- 
tors, Mr. Fischer secured this contract only 
after Jong and patient salesmanship. The 
Company was handling competitors’ prod- 
ucts exclusively, but by showing them the 
superior quality of J-M products, the value 
of Johns-Manville cooperation, as well as 
the lack of sales resistance in handling the 
line, he was able to win them over. 

The Phillips Petlroleum Con;lpz.my are; re- 
ceiving many compliments on their new type 
of filligng station, roofed with J-M No. 52 
gray asbestos shingles, and then painted 
with Duco paint in various colors. 
Duncan, Tulsa salesman, made this sale. 

Pacific Division 
E. N. CHRYSLER, Associate Editor 

At the Pacific Northwest Master Painters 
Convention held in Seattle November 15 to 
17, Seattle District installed an exhibit of 
the various types of acoustical treatment, 
arranged in panels which aroused consider- 
able interest among visitors. 

Sam J. Piercy, Sales Supervisor, Me;chgn- 
dising Department, San Francisco District, 
represented Johns-Manville at the Retail 
Lumbermen’s Convention held at the St. 
Francis Hotel, San Francisco, on November 
15, 16 and 17. . 

Mr. Shepard, General Manager of Friend 
and Terry Lumber Company, J-M distribu- 
tor in the Sacramento Valley, lost a secre- 
tary and a J-M salesman gained a wife on 
Thanksgiving Day, when W, W. McDonnell 
and Miss May Powers were married. They 
Jeft for a two weeks’ tour of Southern Cali- 
fornia, and on their return will make their 
home in Sacramento. 

Foreign Division 
E. A. McLavcuuv, Associate Editor 

Norman Broomhall, Managing Director, 
and William F. Neu, Jr., New York repre- 
sentative of Messrs, A. G. Healing, Limited, 
brake band lining special representatives in 
Victoria, Australia, recently visited the For- 
eign Division in New York. This Company 
has made remarkable progress within the 
past few years, and their outlook for the 
future in Australia is very bright. Both Mr, 
Broomhall and Mr. Neu expressed entire 
satisfaction with Johns-Manville goods and 
service, 

Asbestos, (Que.,) Factory 
Georce L. FuLLER, Associate Editor 

Recent visitors at the plant include Mr. 
Hughes and A. M. Hamblet from Manville. 

Myron H. Clark, Planning Manager of 
Factories and Mines, called in during the 
week of December 15 and cheered up the 
employees so that everyone is going into the 
New Year with every ambition to make 1929 
the best ever. 

Harry Finnegan of Asbestos Factory ac- 

quired a “10-point” buck in the recent open 
season. 

Joseph McCaffrey, drilling and blasting 
foreman, has worked in the mining end of 
the Canadian asbestos industry for 38 years 
and has never required a doctor’s attention 
through injuries received on the job. 

Congratulations are extended to R. Hall, 
a new member of the Research Department, 
on the arrival of & son, December 11. 

Cincinnati Factory 
T. R. TurnsULL, Associate Editor 

A baby girl was Lom at the home of Mr. 
and Mrs. Delno Bernard on November 24. 

Mr. and Mrs. T.R.Turnbull are the proud 
parents of a baby boy, born November 15. 

Manville Factory 
C. K. DiLriNcuAM, Associate Editor 

Charles Kelly, who for the past 11 years 
has been employed in the Erection and Re- 
pair Department, died very suddenly Decem- 
ber 7. Funersl services were held at the 
Masonie Temple at Bound Brook. 

A most delightful event arranged by Man- 
ville Factory employees was the get-together 
dinner on November 22 to celebrate the re- 
turn of Harry Larison to Manville as super- 
intendent of the paper mill. The dinner was 
served in the spacious dining room of the 
Riverside Hotel at North Branch, New Jer- 
sey. An orchestra rendered a musical pro- 
gram during dinner, and afterwards E. A. 
Toohey and others gave interesting talks 
welcoming Mr. Larison back. Mr. Toohey 
included in his remarks a talk given by M. 
H. Clark, on Character. 

Michael Iwanylo of the Mastic Depart- 
ment, “G” Building, died on November 18. 

Rodman Oaks of the Roofing Department, 
“F” Building, died December 9. 

J. H. McDonough has been appointed re- 
porter on the Circle staff, representing the 
Paper Mill at Manville Factory, in place of 
L. E. Blaisdell who has been transferred to 
the Laboratory. 

Nashua, (N. H.,) Factory 
E. C. Horkins, Associate Editor 

The Ebony Shipping Department has a 
record of 100 per cent for having shipped 
orders on time for the past 10 weeks, 

Mr, and Mrs. Joseph Morin are the proud 
parents of a son, born December 10, Mr. 
Morin is foreman of the Punch Department. 

Mr. McKensie, shingle machine foreman 
at the Canadian Factory, visited the Nashua 
plant the week of December 11. 

W. E. Dane, Trafic Manager at Nashua 
Factory, returned from a hunting trip re- 
cently with a deer. 

Waukegan Factory 
J. E. BecErT, Associate Editor 

On November 20, P. S. McHenry of the 
Chicago Office made a uniform distributed 
load test of the new corrugated Transite at 
the Waukegan Factory. This and other tests 
conducted by the Waukegan Factory prove 
!.he superior strength of this preduct, and it 
is believed to be the strongest and best ap- 
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pearing of any type of corrugated Transite 
ever produced. 

On November 26, N. C. Miller of the Rut- 
gers University Division of Industrial Train- 
ing, gave a talk on foreman training, similar 
to that being given at Manville Factory, to 
the employees at Waukegan Factory who 
were eligible to take the course. There were 
103 in attendance at the meeting, and ap- 
proximately 80 employees have subscribed 
to the course. 

General Office 
Frorence Mur, Reporter 

T. W. Lindquist of the accounts payable 
section of the General Accounting Depart- 
ment was married recently. 

W. R. Seigle, Vice President in charge of 
Factories and Mines, accompanied by Mrs. 
Seigle, sailed for Europe on the S. S, Ma- 
jestic December 8. 

L. H. Brown, secretary of the Johns- 
Manville Corporation, left on December 
26 for a vacation trip to Miami Beach, 
Florida. Mr. Brown stayed at the Floridian 
Hotel, and during his stay visited several 
mining companies in the interest of Johns. 
Manville. 

A Transite smoke jack made at Waukegan 

Lecture Given at Asbestos 
On December 6, Asbestos foremen and 

executives had the pleasure of hearing a 
talk by Professor Chafle in connection with 
a Foreman Training course. Those who were 
at this meeting came away convinced that 
the lectures will prove very interesting, and 
since there is to be a certain period allotted 
at each meeting for open discussion, they 
feel sure some very interesting points will 
be brought up. 

The J-M Circle, 1929, January 1929
ACL Doc 12756 · Page 21 of 24

Published by AsbestosClaims.Law

asbestosclaims.law/library/12756/21

https://asbestosclaims.law/library/12756/21


22 

Waukegan Factory Bowling 
League Holds Banquet 

On October 25, the Waukegan Factory 
Bowling League held its annual banquet. 
J. P. Kottcamp, General Manager of the 
Factory, acted as toastmaster. 

The program started with a number by 
the North Shore Orchestra directed by 
Henry Meisenheimer, Assistant Superin- 
tendent of the Pipe Covering Department. 
Mr. Kottcamp made a few remarks and in- 
vited everyone to enjoy himself. 

After dinner, each bowling team captain 
was called upon to predict the standing of 
his team at the close of the howling season. 
Each captain had a better prediction than 
the last, but of all honest people, Captain 
Victor Rehor takes the prize. He made this 
statement: “Even though I'm captain of the 
Pipe Covering team, I hope the Packing 
team wins first place, as I am an employee 
of the Packing Department.” 

Mr. Kottcamp gave an interesting talk on 
the League as a whole. He asked Mr, O'Neil 
to carry back a challenge to Manville Fac- 
tory that Waukegan would like to bowl a 
Manville team at Pittshburgh, Pennsylvania. 
Mr. O'Neil responded with an interesting 
talk and stated he would convey the chal- 
lenge to Manville and he was sure they 
would accept. 

A. R. Fisher, General Superintendent, 
asked the Waukegan officials to lend their 
support to the Bowling League, by forming 
a group of bowlers to be known as the 
“Brains and Techniques.” A box of cigars 
will be donated each week to the individual 
bowling the highest game. Mr. Fisher do- 
nated the first box. R. O. Nelson, Waukegan 
Billing Department and president of the 
Bowling League, gave a talk and asked 
everybody’s cooperation to make the League 
affairs a success. 

A wild shout went up in the rear of the 
cafeteria as the Sackman Trio, Waukegan 
employees, with “Whistling” Sam Wilson 
of the Pipe Covering Department and his 
drum, and Director Stevenson, also of the 
Pipe Covering Department, came marching 
in playing “Hail, Hail, the Gang’s all here.” 
They also played several numbers as the 
German band. 

Mr. Magri of the Shingle Plant gave sev- 
eral selections on the piano accordion. Ray 
J. Paulson, clerk in the Magnesia Office, 
favored the group with several piano selec- 
tions and a song. 

The program was arranged by Mr. Meis- 
enheimer, Allan Smoot, Assistant Superin- 
tendent, Shingle Company, and W. Mec- 
Ginnis of the Waukegan Order Department. 
The entertainers were all Waukegan plant 
talent and everybody enjoyed the evening. 

SPORTS 

Father and Son Annual 
Banquet Held at Asbestos 

The first Asbestos Troop of Boy Scouts 
and the Wolf Club Pack, held their fifth 
annual Father and Son Banquet on Novem- 
ber 16 with a record attendance of cubs, 
scouts and fathers. In the absence of R. S. 
Gardner, president, who was away on busi- 
ness, the chair was taken by A. R. Johnson, 
vice president. After a hearty repast pro- 
vided by the scouts’ Mothers’ Auxiliary, 
Mr. Johnson was called upon to present 
badges to 41 scouts and cubs, the largest 
number of badges ever presented at any 
banquet. 

W. N. Reakes gave a very interesting 
talk to those present on the Father and Son 
idea in connection with Scout work. 

e —. 

A handicap poultry bowling tournament 
offered much excitement to the members of 
the Milwaukee Sales Office. N. A. Campbell 
had the high total and bagged a big fowl. 
Other members were happy with a duck, 
goose, or chicken. 

- 

Interest is still being maintained in the 
bowling activities at Cincinnati Factory. 
L. J. Spangler’s Duplex team is leading the 
Jeague with Mr. Kraak's Tapered, Mr. Col- 
lin’s Colorblende and Mr. Ammann’s Mot- 
tled following in the order named. 

eonan G —— 

On November 24 a dinner was given for 
A. R, Fisher, retiring general superintend- 
ent at Waukegan Factory, to celebrate his 
transfer to Lompoc, California, where he 
will take charge of the Celite interests just 
acquired by Johns-Manville. This dinner 
was held at Grass Lake and there were 37 
J-M employees present. 

J. P. Kottcamp, Manager of Waukegan 
Factory, was toastmaster. Many talks com- 
plimentary to Mr. Fisher's ability were 
given, and everybody wished him success in 
his new field. Wild duck was served and 
everybody enjoyed the festivities and good 
music. 

D. C. Renton, Chief Engineer from the 
New York Office, who was at Waukegan, 
attended the dinner. 

e E—— 

Dexter Very, salesman in the Steel Indus- 
try Department, Pittsburgh District, com- 
bines his business of selling the big steel 
concerns with a totally different activity— 
that of serving as a football official. This 
interest started in his collegiate days, when 
he was All-American End for two years. 
His playing in Penn State’s great football 
machines in 1911 and 1912 earned him this 

A e Seesees——— 
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reputation. He was also a wrestler of grea 
prowess, holding the collegiate wrestling 
championship for three years. 

This fall he has been engaged as an of 
ficial in ten games, serving as referee i 
eight of them. Among the games were We« 
Virginia versus Pitt at Pittsburgh; Wash 
ington and Jefferson versus Carnegie Tecl 
at Pittsburgh; Georgetown versus Carnegic 
Tech at Albany, New York; Penn Stat: 
versus Navy at Philadelphia; Washingto: 
and Jefferson versus West Virginia at Mor- 
gantown, West Virginia; and his bigges 
game, that of the undefeated Carnegie Tecl 
Team against Knute Rockne’s famous Notr 
Dame eleven at South Bend, Indiana. 

~—— 

The girls’ Bowling League of Nashu: 
Factory, still continues every week. Mis 
Florence Baybutt bowled 109 in one strin; 
December 12 and a total of 279. Candl 
pins are bowled at Nashua. 

st 

Night School Opened 
A night school has been opened up fo: 

the employees of the Company at Asbestos 
Through the kindness of Father Castongua: 
the basement of the new church has bee: 
placed at the disposal of the school com 
mittee. 

Classes are held on Monday and Wednes 
day evenings from 7:30 p. m. to 9:00 p. m 
The attendance since the opening in Octo 
ber has been excellent, and teachers an 
scholars are equally enthusiastic—most o 
them assembling in their various classe 
half an hour before scheduled opening time 

The subjects taught are those which ar 
really essential to the employees and in 
clude English, Accounts and Reports, Shee 
Metal Development, Sketching and Blu 
Print Reading, and Power Machinery. Th 
teachers are Father Comtois, H. Deeley, P 
Bartleman, C. D. Borror, H. F. Jansen, E. F 
Millet, W. McGruer, P. Roy, A. D. Hillike 
and W. D. Schoonover. The registrar is G 
A. Lockwood and the principal is Alber 
D. Tector. The committee is comprised o 
R. S. Gardner, H. K. Sherry, G. L. Fulle: 
S. L. Lamplough and Mr, Van Winsen, wit] 
Bruce S. MacMillian, secretary. 

et 

Keeping Salesmen Informed 
Miss Theo Jacobs, clerk in the Peori 

Office, is sending to the salesmen of th 
Peoria Sales Office territory, Chicago Di- 
trict, “snappy” sales letters that contai 
selling punches. W. H. Fogarty, Distric 
Sales Manager, Chicago District, on a visi 
to Peoria, expressed himself as well please 
with the progress made by Miss Jacobs i 

. writing these letters. 
e —— 

A Real “Talking Point” 
“Johns-Manville asbestos shingles” wa 

used as a “talking point” by a resident ¢ 
Highland Park, Iilinois, recently, in tryin 
to sell his $30,000 home. The owner cor 
sidered this roof such a desirable featu: 
that he included it in a classified ad in th 
Chicago Sunday Tribune. 
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MAGAZINE advertisement, when it 
is attractively and convincingly 

presented, is usually marked by such 
simplicity that the reader has no con- 
ception of the thought—and actual 
hard work—its design required. But 
the men in the advertising section of 
the Sales Promotion Department can 
testify to the difficulties encountered 
in getting the photographs for illustra- 
tion—and this is only one phase of 
the work! 

The problem of finding new and un- 
usual photographs of rigid shingle 
roofs recently presented 

AD-MAKING 
Some of the difficulties involved in obtaining 
pictures of J-M products for the printed page 

to be found. A primary 
requisite for this was rig- 
idity, since taking color 
photographs meant expos- 
ing three plates—one each 
with a red, a blue, and a green filter— 
with the camera in exactly the same 
position. ‘ 

Someone suggested using a “teles- 
coping tower,” which consists of lad- 
ders erected perpendicularly from a 
movable 
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tried out recently. This tower is por- 
table and collapsible, but it is so large 
that S. C. Reynolds of the advertising 
section had to hire a two-and-a-half 
ton truck for transporting it, and three 
men to set it up. 

By using only one section of the 
tower, the three sections of which can 
be extended to a height of 35 feet, the 
photographer was able to make his 
plates while 20 feet in the air. And the 
results were gratifying, as the photo- 
graphs on this page show. 

The truck was taken to 
the home of E. D. Gurney, 
assistant secretary and 
treasurer of Johns-Man- 
ville, in Eastchester, New 
York, where the photo- 
graph below was made 
under the direction of Mr, 
Reynolds assisted by Ben 
Profeta, also of the adver- 
tising section. Another 
photograph was taken of 
the home of George E. 
Smith, president of the 
Royal Typewriter Com- 
pany, in the Great Neck 
Estates, Long Island. 

The selection of the sub- 
jects for the pictures is 
another problem. The ad- 

vertising section must find houses 
good architecturally, with J-M roofs, 
must secure permission to take the 
pictures, and must determine at what 
time of day the photograph has to be 
taken to get the right exposure. 

platform, 
and it was 

itself. The old method 
of taking a picture of a 
house from the ground 
—and having it prin- 
cipally lawn and shrub- 
bery in the finished 
print — was discarded, 
and an effort was made 
not only to photograph 
the roof at its own level, 
but also to ‘obtain a re- 
production of the actual 
colors of the job. 

In order to take the 
photographs from this 
angle some type of por- 
table scaffold for get- 
ting “up in the air” had 

This picture of Mr. Gurney's home was taken with the camera in the 
position shown at the left. At the top of the page is the Smith resi- 

dence with the telescoping tower being erected near by. 
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Telephone Courtesy 
ITH a sense of deep satisfaction we are able to state that 
during the past year telephone courtesy averaged better than 

. 90 per cent for all the Company offices throughout the United 
States and Canada. This exemplifies in a glowing manner the 
cooperative spirit of all the employees. Let us endeavor during 
the coming year to make our courtesy showing 100 per cent, always 
keeping in mind the fact that a *please” and a “thank you” go a 
long way in building up good will for our Company. 

For the benefit of new members of the Johns-Manville family 
it should be stated that courtesy is a fixed policy with the Company. 
We believe in its rigid practice as much over the telephone as in 
face-to-face conversations. We want to make our customers and 
potential customers feel that they are glad to have called us rather 
than a competitor., We are gaining a name as a house of courtesy 
and we cannot allow anything to interfere with such an enviable 
reputation. * 

Always remember that courtesy is the cheapest commodity on 
the market. For something that costs us nothing it brings tre- 
mendous returns. 

Having established a name for courteous practice we ask the 
unstinted support of everyone in continuing the excellent service. 

A Happy New Year to you all.” Let’s go over the top with 
100 per cent courtesy this year. 

JOAN E. WING, 
Supervisor of General Office Service. 
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