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Workin g Together 
$ WE stand on the doorstep of an- 

AX other year and note the change 
- in marching cadence of our or- 
ganization, it is with some pride and 

optimistic feelings that we meet the ad- 

vance of the next twelve months. At the 

same time it is well to bear in mind that 

“eternal vigilance is the 

price of success.” Our ef- 

fort toward welding our- 

selves into a harmonious 

and powerful group, full 
of vigor and the will to do 

should be redoubled. 

The willing, cheerful 

and intelligent activity of 

the individual, of course, 

is the cornerstone of our 

structure. But we must pile on top of 

that cornerstone other stones of accom- 

plishment that are only held there by the 

mortar of cooperation—working to- 

gether. 

Any team, in any sport, is a winning 

team only so long as its members wark 

with each other. Two baseball players, 

gauging each others’ steps with their 

own, will pile up double plays. Not many 

such are made by one man. What college 

crew could row a half a mile without the 

measured stroke timed to the half sec- 

ond? Red Grange was a great football 

player. He made long runs. But Britten 

was his unsung interference. 

Why not view our work just as a 

game? If a team in just a sport can win 

by working together, under 

the active direction of an 

able leader, is it not equally 

fair to assume that we, in 

Johns-Manville, with our 

outstanding leadership, 

our wonderful reputation, 

our splendid materials and 

our fine sales force can 

combine all these for the 

good of the Company 

and ourselves? 

Someone has said: “Cooperation, to 

me, means active and enthusiastic par- 

ticipation in carrying out the policies and 

principles of an able leader.” Let each 

of us take this to ourselves and resolve, 

as well, that with this maxim, we will 

do our level best to make 1929 the out- 

standing year in the history of our Com- 

pany. H. P. RANKIN 
Sales Manager, Eastern Division. 
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THE \ 

CIRCLE 
FEBRUARY 1929 

J-M Buys Banner Rock Products Company 
Purchase of Properties in Alexandria, Indiana, Assures 

Continued Supply of Raw Material for the 

Manufacture of Rock Wool 

! \l EARLY 400 employees have been 
added to the J-M circle through 

the purchase of the Banmer Rock 
products Company of Alexandria, In- 
diana, the largest producers in this 
country of rock wool, a recently de- 
veloped fireproof insulating material, 
and owners of extensive deposits of 
the special type of silicon rock from 
which this material is manufactured. 

“The purchase of the Banner Rock 
Products Company,” says President 
Theodore F. Merseles, “is a logical 
step in the program for the continued 
development of insulating materials 
of all kinds now so extensively de- 
manded for industrial and building 
insulating.” 

Raw Material at Low Cost 
The acquisition of the Banner Rock 

properties consisting of two plants 
and large rock deposits in Alexandria, 
places Johns-Manville in a position 
not only to add to its volume of busi- 
ness, but also to obtain highly im- 
portant raw material at low cost. A 
dozen different products are manu- 
factured by the Banner Rock Products 
Company, and chief among them is 
rock cork, a low temperature insula- 
tion material used in large quantities 
for the construction of household and 
commercial refrigerators. This rock 
material has also been developed in 
suitable forms for a great variety 
of high temperature insulating re- 
quirements, 

One of the most important uses to 
which rock wool is put is the insula. 
tion of dwelling houses in which it 
not only makes the building more 
comfortable in both summer and 
winter, but also reduces the fuel bill. 
Being produced from rock, the ma- 
terial is fireproof, It has the added 

alities of being free from any ten- ggncies to harbor vermine or to de- 
teriorate. 

Resembles Finely Carded Wool 
In appearance rock wool closely re- 

sembles finely carded wool. It is pro- 
duced by fusing rock at very high 
temperatures and then submitting the 
molten mass to a blowing process 
which reduces it to extremely fine 
fibres. 

Ground has already been broken 
for an addition to Plant No. 2, and 
this will be completed by spring. Dur- 
ing the past year and a half the ca- 
pacity of the plant was doubled by 
the construction of the second unit. 
From the one cupola and two drying 
ovens with which the business was 
started 30 years ago, it has grown to 
10 cupolas and 36 ovens. During 1928 . 
a total of 2,800 carloads of material 
were shipped from the plants to all 
parts of the country. 

The industry was started in 1896, 
when C. C. Hall began his experi- 
ments. In 1897 it was organized as 
the Crystal Chemical Company and 
a small factory was erected. Three 

years later it became the American 
Insulating Company, and in 1906 Mr. 
Hall withdrew from that Company, 
changed the name of his organization 
to the Banner Rock Products Com- 
pany, and moved to the present site 
of Plant No. 1. 

The rock deposits included in the 
transaction are estimated to contain 
an ample supply of material for at 
least 25 years, taking account of both 
industrial insulating requirements and 
the fast growing demand for com- 

lete insulation of dwelling houses. 
he extensive experimental work in 

house insulation which has been ac- 
com‘rlished by Johns-Manville has 
produced such marked results in in- 
creased comfort and fuel economy as 
to indicate a very rapid development 
that should make this the most im- 
portant and extensive use to which 
rock wool will be put. In two of the 
forms in which it is made it is applied 
to the insulation of old houses and 
this adds greatly to its market possi- 
bilities. 

An Important Addition 
Serving a number of important in- 

sulating purposes quite distinctive 
from the products made from diato- 
maceous earth, recently acquired by 
Johns-Manville in the purchase of 
The Celite Company at Lompoc, rock 
wool products are looked upon as a 
scarcely less important addition to the 
line of insulating materials. 
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SAFETY 
in the J-M Plants 

THE great interest in Safety shown by em- 
ployees in the factories has led to the in- 

troduction of a Safety Department in thel]-M 
Circle. All staff members and employees are 
invited to send in news and other interesting 
information on this subject so Safety may 
become a regular monthly feature. The fol- 
lowing article kas been contributed by M. A. 
Krajt of the Central Planning Department. 

R 

HAT is the purpose of Safety? To 
quote a prominent advocate of 

the Industrial Safety movement 
“And the end is that the workman 

shall live to enjoy the fruits of his 
labor; that his mother shall have the 
comfort of his arm in her age; that 
his wife shall not be untimely a 
widow; that his children shall have a 
father, and that cripples and helpless 
wrecks who were once strong men 
shall not longer be a by-product of 
industry.” 

The loss from industrial accidents 
each year is estimated at slightly less 
than 3.000,000,000 working days and 
more than a billion dollars. Of this, 
one-third is borne by empleyers and 
two-thirds by employees and their de- 
pendents. 

Furthermore, Safety pays financial- 
ly. The experiences of many large and 
small corporations have proved the 
truth of this statement. As an example, 
one of the largest and most prominent 
corporations in the Safety movement 
paid out $9,763,083 for accident pre- 
vention over a period of 10 years 
which resulted in an estimated saving 
of $14,609,920—a return of 50 per 
cent on the investment. 

These, therefore, are the reasons 
why every member of the J-M organi- 
zation should get behind the Safety 
work and push. 

The Johns - Manville Corporation 
has been working for many years on 
mechanical safeguarding. At each 
plant the Erection and Repair Depart- 
ment is continually on the look-out for 
unguarded and poorly guarded ma- 
chines and equipment. 

Little, however, was done on organ- 
ized Safety and educational work un- 

til recently. In July, 1927, the Cana- 
dian plant joined the National Safety 
Council and began a campaign 
against accidents. In July, 1928, the 
entire J-M organization took out mem- 
bership in the National Safety Coun- 
cil and since then 
considerable has 

competitive spirit has been develo) 
there. 

A new procedure for the record 
and reporting of accidents has b 
developed recently which will 1 
vide uniform and comparable data 

been done to de- 
velop an active and 
systematic Safety 
movement. 
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CAUSES OF ACCIDENTS 
= PERCENTAGE OF TOTAL DAYS LOST - 
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RANDLING TOOLS were formed at all 
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plants to discuss the Punns- ALID [X] 
B - CTIER, problems of acci- 
STLPOw O OF STRKWE OBMCTS 

dent prevention and CRERTION OF WAID-TAUCHS 

DIATION OF ASTOROBRAR 

health, to investigate SPERATION OF SUAL e PBRY 

conditions, and to seemety . — 
make recommenda- vor Seee ST as w 
tions and take action T 
on matters which 
will reduce the num- 
ber and severity of 
accidents and im- 
prove the health conditions of the 
plants. 

The Poster Service of the National 
Safety Council is being used to ad- 
vantage. Safety posters are placed on 
the bulletin boards thronghout every 
plant and are changed regularly. The 
Canadian Factory presents a banner 
every month to the department show- 
ing the best Safety record for the pre- 
ceding month, and as a result a fine 

One of the National Safety Council posters 
Jor industrial plants. 

This chart appeared in a Metropolitan Life Insurance Comp 
booklet on “Getting Facts About Accidents.” 

all plants. This will permit a fair co 
parison between plants and the qu 
tion now is: Which J-M plant is goi 
to show the best Safety record f 
19297 

With this question clearly in mi 
let us all look forward to “the Saf: 
year” in J-M history. 

—-- 

A Request from Pittsburg 
A request for a Safety Department 1 

come from the Pittsburg Factory, also, 
the following letter from E. L. Adams, as 
ciate editor: 

“At one of our recent Workmen's Co 
mittee meetings, Mr. E. Drown, a memb 
made the suggestion that a safety depa 
ment be started in the Circle. 

“We are convinced that this suggesti 
has a great deal of merit and believe that 
safety department in the magazine wou 
greatly assist the Safety Committees throug 
out the organization in putting across t 
idea of SAFETY to the emplovees. Neat 
all large organizations employing gre 
numbers of men and women have come 
realize the value and the importance of i 
stilling in the minds of their employees ti 
thought that they must work safely and ¢ 
sist their emplovers in making conditio 
safer.” 

—e—— 

A Good Record at Cincinnati 
Cincinnati Factory is proud of its recor 

of two consecutive “no accident months 
having gone through the months of Nover 
ber and December without an accident 
any description, Every effort is being mac 
to lengthen this record. 
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e February, 1929 

The Evolution of a Filling Station— 
And the Part J-M Materials Played in Its Development 

TTRACTIVE filling stations to take 
"\ the place of the rather unsightly 
ox-like structures that detract from 

the appearance 
of residential 
districts are be- 
ing made pos- 
sible through 
the use of Johns- 
Manville Tran- 
site. The first of 
these, of Eng- 
lish design, was 

wilt in Cleveland by the Standard 
)il Company of Ohio. after C. J. 
3eckwith, Staff Engineer of the Tran- 
ite section, with the assist-nce of 
nembers of the Cleveland Office, had 
iold the Company on the idea. 

‘he filling station that 
was replaced. 

Some time ago J. Pennington of the 
il industry section of the Central 
division asked for ideas for a filling 
tation that by its appearance would 
itract a customer and invite his re- 
urn. Mr. Beckwith went to Cleveland 
ind with Mr. Pennington visited the 
standard Oil Company of Ohio for 
he purpose of discussing wih the 
mecutives, ideas, designs, and lay- 
»uts. Then, in conjunction with a steel 
rame house company, he designed a 
tation and afterwards constructed a 
scale model. 

This model, with rough plans, was 
ient to the Cleveland Ofhice for inspec- 

tion by Standard Oil execu- 
tives. A tentative quotation 
was made up, and after this 
and the model and plans had 
been thoroughly discussed, 
the Oil Company placed an 
order for one station. It was 
felt that in the construction 
of the first one all details 
could be ironed out and the 
actual cost determined. 

After much study, detailed 
blueprints were made and the 
construction started. This 
was carried on under the su- 

The interior finish is brown and 

This model, designed for Standard Oil Company ex- 
ecutives, helped sell the idea. 

white Transite, with Asbestile on 
the rest room wnalls. 

pervision of Mr. Beckwith, 
with the assistance of C. O. 
Friedly, Seth Polcar, and Jim 
Collins of the Central Divi- 
sion, Cleveland, and R. Lev- 
ens of New York. 

During construction, the 
station met with favorable 
comment, and upon comple- 
tion it was entirely satisfac- 
tory to the owners. 

This station was con- 
structed as far as possible of 
Johns-Manville materials. 
The frame work is of sec- 

i 

Rough cast and flat Transite, coupled with 
colorblende shingles, transform this station 

into an English hunting lodge. 

tional steel, covered on both sides with 
one-half inch thick Johns-Manville 
insulating lumber. The exterior of the 
building is covered with one-half inch 
rough cast Transite. The half timbers 
covering the joints are of one-half 
inch thick flat Transite of varying 
widths. These were stained in the field 
to dark brown color, furnishing a 
color scheme of brown and white. The 
roof is of asbestos shingles, rough 
surface colorblende type. The interior 
of the main room has a wainscoting 
of random width “V” joint Transite 
stained brown. The side walls and 
ceiling are of flat natural finish Tran- 
site. The rest room walls are of As- 
bestile wainscoting and the remainder 
of the wall and ceiling are of natural 
flat Transite. 

Meetings Held at Chrysotile 

A number of Staff and Foremen 
meetings have been held at the Chrv- 
sotile, Arizona, Mine in recent weeks, 
and as a result many new ideas and 
suggestions have been received there. 

e ———— 

Doxe Brown.—“My wife is an inveterate 
smoker. Why, three times she’s set the bed 
on fire with her cigarets. Would you recom- 
mend a suit for divorce?” 

“Either that or a suit of asbestos pa- 
jamas.”—Beston Transcript. 

I 
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Insulation That Insulates! 
The experience of a public utility proves the 

value of J-M materials for water 
gas machines 

I HE fact that the United Light 
and Power Company of Daven- 

port, Iowa, operators of public utility 
plants in several midwestern states, 
have used Johns-Manville water gas 
machine insulation in 19 machines in 
10 different plants, should be proof 
positive that the most efficient and 
satisfactory type of insulation has 
been selected for this requirement. 

The United Light and Power Com- 
pany have for many years been very 
steady users of J-M materials for 
practically all purposes — roofings, 
insulations, packings, and so forth. 
So when a few years ago Johns-Man- 
ville offered them the idea of using 
sheet and block type insulation, as an 
improvement over the old methods of 
insulating water gas machines with 
various types of fillers and block type 
insulation or combinations of the two, 
the utility company’s engineers at 
once appreciated the value of the 
recommendations. 

Change of type of insulation re- 
sulted in some difficulties in the util- 
ity company’s first purchases of 
equipment embodying the new type of 

insulation, since it was of greater 
thickness. The machines had been 
equipped with shells of standard size 
to accommodate the former type of 
insulation, but the Company has 
found a way to make these purchases 
without being penalized in any way 
by the equipment builder for this so- 
called “change” from the manufac- 
turers’ standards. 

As a result of the initial insulation 
a few years ago, when one and one- 
half inch thick Superex was used im- 
mediately in back of the refractory 
lining in the water gas generator, and 
back of the Superex one and one-half 
inch thick Super Fire Felt, Johns- 
Manville can now peint to the follow- 
ing list of water gas machines in 
operation and insulated with J-M 
materials. 

Three machines at the Davenport, 
Iowa, plant; two machines at each of 
the following plants: Mason City, 
Iowa City, Cedar Rapids, and Ot- 
tumwa, lowa; Moline, Illinois, La- 
Porte, Indiana; and Lincoln, Ne- 
braska; and one each at the Muscatine 
and Fort Dodge, Iowa, plants. 

The Davenport, lowa, gas plant of the United Light and Power Company, which uses J-M 
water gas machine insulation. This plant is roofed with Johns-Manville Transite corrugated, 

which replaced corrugated metal. 

It is interesting to know also that 
one of the machines at Ottumwa is in- 
sulated with solid construction of Su- 
perex only; also, that one of the ma- 
chines at Cedar Rapids is insulated 
with Thermo Fire Felt and a fill of 
Asbestocite; and one of the machines 
at Moline is insulated with Filinsul 
only. 

The above record shows that the 
United Light and Power Company has 
had enough experience with various 
types of insulation so their decision 
to use the combination of Superex and 
Super FireFelt is not based entirelyon 
theory. They state very definitely that 
not in any of the various types of con- 
struction, from the powdered fillers to 
solid sheet and block construction, 
have they experienced any splitting of 
the shells or shearing of rivets, which 
is conclusive proof that the materials 
used are sufficiently resilient to take 
care of the expansion of the inner 
structure during the high temperature 
period in operating the gas generator. 
It is in the generator that the most 
extreme temperatures are encoun- 

tered. 
The utility company engineers ap- 

preciate the value of eliminating 
joints by using Superex blocks 36 
inches long, and Super Fire Felt 
sheets in 24-inch by 36-inch size, 
which are the maximum standard di- 
mensions, All sheets are ordered from 
the factory curved to fit the shell 
diameters, 

In addition to the insulation for 
the gas machines, the United Light 
and Power Company purchases J-M 
Resisto Primer and Resisto Paint, 
which is applied to the inside of the 
shell after thoroughly wire brushing. 
The utility company in late years has 
also purchased a considerable quan- 
tity of Transite corrugated for new 
construction and replacements. 

Roy L. Martin, salesman of the Des 
Moines Sales Office, Chicago District, 
who handles this account, calling at 
the main office in addition to several 
of the plants, has done very fine work 
in connection with this business. 

e ——— 

The men whom I have seen succeed best 
in life have always been cheerful and hope- 
ful men, who went about their business with 
a smile on their faces, and took the changes 
and chances of this mortal life like men, 
facing rough and smooth alike as it came. 

—~Charles Kingsley. 

v 

B —— 

The J-M Circle, 1929, February 1929
ACL Doc 12757 · Page 6 of 24

Published by AsbestosClaims.Law

asbestosclaims.law/library/12757/6

https://asbestosclaims.law/library/12757/6


—~———eeennsnms F ebruary, 1929 

Through the YEARS with J-M 
S. E. Hazard, Boston 
Salesman, Completes 
28 Years of Service 

N FEBRUARY 1, S.E.Hazard, sales- 
man of the Boston District, com- 

pleted 28 years of service with the 
Johns-Manville Corporation. 

Mr. Hazard, or 
“Hap” as he is 
known among his 
friends, joined 
the H. W. Johns 
Manufacturing 
Company then 
located at 77-79 
Pear! Street, Bos- 
ton, on February 
1, 1901, 

Mr. Hazard has 
told some of his 

experiences to the Boston District 
reporter: 

“I was employed as a clerk to keep 
the paint stock cards, for at that time 
the Company handled a complete line 
of H. W. Johns asbestos paints. At 
the end of each day it was my duty 
to copy all letters, bills, and orders 
into a tissue-paged book by the old- 
time method of a wet pad and hand 

ress. 

“I worked from 8 o’clock in the 
morning until about 6:30 in the eve- 
ning, depending on the number of let- 
ters, orders and bills that had to be 
copied, and it was a rule of the office 
that I could not go home until all of 
the correspondence of the day had 
been copied. 

“Twice a year we took count of the 
paint stock after working hours, work- 
ing until 11 or 12 o’clock at night. 
This was a tremendous job as we had 
so many different kinds, colors, and 
sizes of cans of paint which had te 
check with the stock cards. 

“After working two years as a clerk 
I was transferred to the Pipe Cover- 
ing Construction Department, my duty 
being to figure and estimate pipe cov- 
ering jobs. I found this much more 
interesting, and in order to fit myself 
for this type of work I took up plan 
scaling at night school and found it 
very useful later on. 

S. E. Hazaro 

“After spending two years indoors 
in the Construction Department, 1 
went out to measure up pipes and 
boilers, sending this information in to 
the office so that they could make up 
their estimates and quote customers 
on the jobs from my measurements. 

“After a while I was assigned the 
duty of following-up the heating and 
plumbing trade on pipe covering con- 
struction work. This work called for 
the scaling of plans and my evening 
school course came in very handy. My 
territory consisted of all of Metro- 
politan Boston. 

“I held various positions in a sales 
capacity, going from insulation con- 
struction work to general salesman 
for all lines in a portion of Boston, 
and in this way I became familiar 
with most of the lines handled by the 
company. 

“I am now an industrial insulation 
and building materials salesman for 
the Metropolitan Boston sales terri- 
tory of the Boston District, my terri- 
tory comprising the business part of 
Boston proper, Charlestown and East 
Boston,” 

Mr. Hazard is very well known 
among the plumbing, heating and in- 
dustrial concerns in Boston. His wide 
acquaintance is pressed into service 
many times when information is 
needed, and his cheery “this is ‘Hap’ 
Hazard of Johns-Manville” has 
brought the desired results, 

Michael F. Gilmore 
Oldest Employee in 
Service at Nashua 

icHAEL F. GILMORE is the oldest 
employee in continuous service 

at the Nashua Factory. His connection 
dates back over 22 years—to Jan- 
uary 11, 1907—when he secured em- 
ployment on what was then called 
the “big press.” “In fact it was the 
only one,” says Mr. Gilmore, in tell- 
ing his story of the intervening years. 
“Today it is the smallest press in the 
plant. There were 16 men in the whole 
Factory at that time; today there are 
between 500 and 600. 

“On March 16, 1908, I was trans- 
ferred to the boiler room, and was 
placed in charge of two small boilers 
and a small steam engine which then 
supplied all the power. Now we are 
using the boilers for heating only, 
and all power is supplied by electric 
current. If we were still using boilers, 
it would take approximately 14 boil- 
ers of the same size to furnish the 
horsepower we now require. 

“The Factory at that time was in 
charge of Mr. F. M. Garrell. Shortly 
after, the Johns-Manville Company 
became interested, and Mr. W. R. 
Seigle came here 
as General Man- 
ager. I'll never 
forget the first 
man Mr. Seigle 
hired—my broth- 
er, Patrick. It was 
the day before 
Christmas, 1908. 
Mr. Seigle was 
followed by Mr. 
S. A. Williams, 
Mr. G. R. Rignel 
and our Superin- 
tendent, Mr. J. C. 
Maclldowie. 

“I can well remember when Pro- 
fessor Charles L. Norton started ex- 
perimenting with Ebony. I was his 
assistant. We started with a small iron 
kettle out under an apple tree that 
stood in the Factory yard, and I never 
dreamed of seeing it develop into 
what it is today; one of Nashua Fac- 
tory’s leading products.” 

Mr. Gilmore has another distinc- 
tion at Nashua. He is the tallest man 
in the Factory, being six feet three 
inches in height. He weighs over 200 
pounds, and is the father of six chil- 
dren, three girls and three boys. Two 
of the boys are working in the Shingle 
Plant now. “Mike” is still in the boil- 
er room, and he also does the black- 
smithing and Sunday watching. He 
was made a Special Police Officer in 
1916, 

Micuagr F. GiLMoRE 

e . 

Bertrand Russell says the ideal character 
has for its basis: Viiality, courage, sensi- 
tiveness, and intelligence. Check yourself! 

—WiLLiaM FEATHER. 
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Suggestion Awards 
SE\‘ERAL awards have been made by the 

Headquarters Suggestion Committee 
recently to emplovees who had alieady been 
given a preliminary award bv local commit- 
tees. 

Evan Jones in the Rock Drilling Depanrt- 
ment, and Calix Noel in the Machine Shop, 
Ashestos. Quehec. Mines, were the first to 
receive checks for additional ameunts, They 
also 1eceived a letter from President T. F. 
Merseles congratulating them upon their 
joint suggestion, 

C. J. Burns, clerk in the Chicago Distriet 
Office. C. V. Holmes, special representative 
in the Merchandising Department. and V. S, 
Miller, correspondent in the Industrial De- 
partment. all of the Western Division. and 
Louis Lehosky of the Central Division, also 
received additional amounts. 

The list of “successful suggestorsTM this 
month includes 36 names. 18 of them em- 
plovees of Nashua Factony, where a contest 
has been in full swing. A total of 29 sug- 
gestions submitted by these 18 persons was 
accepted by the Jocal committee, 

WhESTERN Dinvisgon 

AL W. Bergman. . Salesinan, Chicaga District 
To increase sele ot lead joint run- 
ners. 

V. S MLHler. ... ... Industrial Department 
That lubels ot identtheatron be 
pasted on samples of asbestos rigid 
shingles. 
Plan tor increasing sales ot turnace 
wall insulutions by dircet mad. 

A. B Bergmar Chicego District salesmun. 
and H. B. Leinbcrger. ussistaxt bookeeper, 
I estern Dusion dccounting Department, 

Fiank W. Butenuth....... Gavket Maher, 
Chicago District 

Bringing displav ot asbestos prod- 
ucts in Freld Musenm up to date. 

C. ). Bwns. . ..., Cleth, Chicago Distiict 
Plucing commission credas in 
hunds ot most wnterested partics. 

Harry Gieen. ... Salesman, Nashville Office 
Oscar Saewert...... Mechanic. Industrial 

Depariment 
Joint suggestion: stippling Kribble 
Kloth jor acoustical treatment, 

H. B. Leinberger...........: Ac~ountant. 
Chicago Distriet 

Revised form for customers’ in- 
toices. 

R. H. Mistele..Salesman, Milwaukee Office 
New method of tugging blankets 
for turbine insulation. 

C. V. Holmes...... Special Representative 
St. Louis District 

Plan jor increasing sale of rigid 
shingles. 

Nasura Facrory 
G. Smolak. .Chemist. Research Departmem 

To use lock sachets for lights. 
Use for Colorblende scrap. 

. B. Saunders....... Chemist, Reseaich 
) Department 

Use of steel barrels for scrap. 
Mintature table sau. 

R. Duncklee.......... Assistant Draftsman 
Hiumination of work bench. 

-
 

F. H. Sherwin. drattsman. Dratting Depart- 
ment. and Frank Wilson toreman, Shingle 

Department. both of Nushua Factory. 

F. Wilson...Foreman. Shingle Depariment 
Plan tor handling green teneer, 
Piping water direct to shingle ma- 
chines. 
Cleaning salt 11om shingle scrap. 
Bundling suit bugs 
Shipping red oxde 1 bags. 

1. Spence. . Supervisor. Ehony Department 
Sorting at dium sander, 

). E. Gates....... . Shipper, Compres-ing 
Department 

U se of cleaner waste rags. 
Y Vizneault. ... Supervisor. Machine Shap 

Bovx wrenches ter packing presses. 
W.Wills. ... Pressman. Pres- Department 

Cement storage., 

T. O Brien......Superiisor. Lacquer Room 
Satety meaaue mn lucquer stock 
Fon., 

Placing of rad tor satets. 
Wore intormation on memorandum 
sleps. 
Areangement of card racks. 

F.Buvooo o Foreman, Ebuny Department 
W inter leading. 
Adjustable lights over saus. 
Additional tele phone, 

F. Sherwin ................... Draftsman 
Dust protector for sanding disc. 
Checker tor special nwork. 

E. E. Wi'le'te....Compressing Department 
Instulling selt-closing water jaucets. 

D. Charest. .. .Laborer. Shingle Department 
(5. Dumas....Laboirer. Shingle Department 

Joint suggesiion: Platiorm ladder 
tor piling shingles. 

C. Boucher. .... Foreman. Yard Department 
Better arrangement oj file room. 

J. Morin. ... Foreman. Punch Department 
Labor sutring with Highland cutter. 
Eliminating drain «s satety meas- 
ure. 

P. Riley........ Laborer. Press Department 
D. Fleming..... Laborer. Pre~= Department 

Joint suggestion: alarm on magnetic 
sepurator. 

J. 4. O’Brien. od industry section. General 
Industrial Department. and E. L. Reynolds. 
chief clerh. Aceounts Pavable Department. 

General Ofice, 

Geniral OFrice 
J. A O'Brien...... \esjstant 10 J, S, Canoll 

Information on new and unusual 
uses ot I- W materals to be filled in 
on salesmen’s order blunks, 

- H. Shefers. .. Mail Bov. Mail Depaitment 
Plans o} ofices on each Hoor to 
fuctlitate delivery ot muil. 

E. L. Revnolds. . ... Vadit Clea k. Auditing 
and Procedure Denartment 

Changing name “Koudy Wiaed s 
hestdeTM do disitngued o trom s 
besiile” 

CentraL Dinvistos 
J. M. Gano. .Roofing Inspe tor. Industnial 

Depaitment. Cleveland Distnt 
Imiproved clip tor Transite conu- 
gated. 

J. Ao Vetter. .. Packing Sale-man. Steel 
Industiv Depaitment. Pitt<bmioh Distiret 

Stmplitying pucking symbols. 
E. E. Clap-adel. ... Salesman. Detioit Office 

Rooting sample bool.. 
JoV Castle. o Aceoantmg PDepartment, 

Central Divicon 
Nhowing packing aind weight intor- 
meation oa tactory billing to cus- 
tomers. 

Louis Leloshv. ... .. ... Ga-het maker. 
Central Dinvision 

Improved and simplified method ot 
tolding three und tour ph Gasket.. 

-
~

 
{
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New Uses NEws 

9 

A monthly feature on suggestions 
and general information pertain- 
ing to new uses for J-M products 
and the markets they open up 

V. Improved Asbestocel in Steel Partitions 

A$45,000 order for 4-ply Im- 
proved Asbestocel, secured by 

George Reed, industrial salesman in 
Cleveland, was a tangible result of the 
efforts of Mr. Reed and E. F. Boyle, 
Manager of the Cleveland City Sales 
Department, to find a suitable ma- 
terial to be used as a filler in steel par- 
titions. This order, from the Sany- 
metal Products Company, one of three 
manufacturers of steel partitions in 
Cleveland, came after selling the Com- 
pany a new idea that, when tried, 
proved to be practicable. 

The men first approached one of 
the companies on the use of Transite 
as panels in the partitions, but it was 
found to be too expensive for the pur- 
pose. At that time only one steel sheet 
was being used as the partition, and it 
was not strong enough and was very 
noisy. Soon afterwards double parti- 
tions, using two steel sheets, were de- 
veloped, and the advice of J-M was 
called for in regard to 
furnishing a gasket to 
be used at the point 
where the two steel 
sheets join the upright 
post. This brought up 
the question of a suit- 
able filler. 

The partition manu- 
facturer was experi- 
menting with corru- 
gated paper board, but 
found this was not en- 
tirely satisfagtory as it 
was not fireproof. had 
very little strength and 
no acoustical proper- 
ties, and was'not sticking to the steel 
sheets. Johns-Manville’s first sugges- 
tion was for the use of millboard, but 
when this material, inside the parti- 
tions, was piaced in the enameling 
ovens it exploded, as there was no way 
for the moisture in it to escape. 

The next suggestion was for the 
use of 2-ply Improved Asbestocel to 
meet the five-sixteenths of an inch 

thickness between the panels. Several 
samples of various sizes and hardness 
were furnished, and while considera- 
tion of this material was in progress 
the Sanymetal Company was ap- 
proached. 

Mr. Boyle and Mr. Reed submitted 
samples of 4-ply Asbestocel, since the 
sheets in Sanymetal partitions are a 
scant one inch apart. This means that 
the Ashestocel sheets are slightly com- 
pressed between the two steel sheets, 
thus giving an even rigidity to the par- 
tition. The Engineering Department 
was convinced that Asbestocel fur- 
nished better construction and addi- 
tional sales points, in that it was not 
only fireproof, but had acoustical 
properties, 

As a result, when the company bid 
for some General Electric Company 
work, it recommended the use of J-M 
Asbestocel. In the past corrugated 
boxboard and balsam wool had been 

Blocks of 8-ply Improved Asbestocel sheets, which are of the same type as 
the 4-ply Asbestocel used between steel partitions. 

used, and neither of these had been 
satisfactory. 

It was evident in all the interviews 
that the Sanymetal people felt Johns- 
Manville was doing the steel partition 
industry a service in working out the 
filler problem. Now that it has been 
solved an entirely new field has been 
opened up for Asbestocel, and the im- 
portznce of this is beyond gquestion. 

Heavy Pilot Roofing Felts 
for Milk Wagon Floors 

Another example of a new use of a 
J-M product is the use by the Bowman 
Dairy Company of Chicago of heavy 
Pilot roofing felts for flooring in all 
their milk wagons. 

The wagons used by the Bowman 
Dairy Company have slotted wood 
floors which permit melted ice and 
water to drip to the ground in the 
summer months. This construction is 
very suitable for summer, but in 
winter the need for slots is obviated, 
and the wagon drivers were complain- 
ing of the drafts that were created by 
the openings. The problem was pre- 
sented to L. R. MacAdam, Chicago 
District salesman, who suggested cov- 
ering the floor of the wagon with heavy 
Pilot roofing felts. As the roofing felt 
is too narrow to cover the entire width 
of the wagon floors, the felt is pur- 

chased in full 32-inch 
width and in half width 
rolls of 16 inches. 

J-M Pilot felts have 
been found to possess 
the toughness and good 
wearing quality neces- 
sary to withstand the 
rough usage they get 
when heavy milk cans 
are dragged over the 
floor. If a felt becomes 
torn or otherwise unfit 
for use, a new sheet 
from stock replaces it. 

As evidence of the 
amount of business that 

can be gained from this new use is an 
order placed by the Bowman Dairy 
Company with Mr. MacAdam for a 
total of 379 full width rolls and 365 
half width rolls, shipment to be made 
direct to their various barns and 
branches, of which there are many in 
Chicago and vicinity. This is annual 
business, as the Bowman Company 
orders in like volume every winter. 
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Finding Out What’s Wrong 
We think of it as part of a salesman’s job to turn complaints into 

orders, and we often forget that everyone of us—salesmen, factory 
workers and office employees alike—can adopt this same idea to our 
own every-day work. 

When the salesman finds a dissatisfied customer he finds out just 
what’s wrong and then applies a remedy. And usually in the investi- 
gation he discovers the source of the trouble is entirely different from 
that to which it was at first attributed. When the matter has been ad- 
justed everyone concerned is pleased, and the salesman walks away 
with an order. 

In our every-day associations with our fellow-employees we come 
across dissatisfactions and hear complaints, which usually concern 
matters of little consequence, but are of a kind that, with constant 
repetition, are liable to get “under the skin.” Why can’t we here give 
some thought to the cause of these disturbances? And while we can’t 
come away with anything as tangible as an order, we can at least have 
the satisfaction of solving a problem. Whether it’s an inconvenient 
location of a mail basket or a question of diet, the same principal 
holds: first find out what’s wrong, then fix it. 

The illustration at the right, taken from the American Journal of 
Nursing, very clearly illustrates the point Mr. Rankin brings out in 
his message “Working Together.” There are only two in the team pic- 
tured, but the same principle applies when there are twice, three 
times, or many times two involved. 

e ——— 

The Supreme Court has said: “Good-will is the disposition of the customer to return to 
the place where he has been well served.”—Timely Figures. 

Be a Reporter for the 
Power Specialist 

There are plenty of interesting 
stories available on J-M products 
used by industry, but the Sales Pro- 
motion Department doesn’t always 
hear of them. Consequently the Power 
Specialist is entering a plea for J-M 
employees—and salesmen in particu- 
lar—to become reporters. 

Stories with photographs of instal- 
lations and photographs of individ- 
uals in the company are very accept- 
able, providing enough detailed infor- 
mation is included to make the articles 
valuable. Whenever possible, tell why 
J-M material was used, give interest- 
ing facts about the installation, men- 
tion the type of business in which the 
customer is engaged, and get his au- 
thority to use the article, Names 
should be spelled correctly and first 
names or initials must be given. 

The Power Specialist will submit 
the article for criticism if desired. 

New Way to Net Profits 
Any employee desiring a copy of 

“New Way to Net Profits” who is 
finding it difficult to obtain the book 
locally, may place his order through 
the Purchasing Department. 

TEAMWORK 
An editorial without words 
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Shingles by the Carload 
H. S. Frame, salesman, tells how he secured an order for 

65 squares and turned it into a carload 

S. Frame, St. Louis District 
e salesman, secured an order for 

No. 70 duplex shingles recently that 
not only is an indication of more busi- 
ness in Okmulgee, Oklahoma, but is 

‘ proof of thevalue 
of perseverance. 
Mr. Frame got a 
“real kick” out 
-of this sale, which 
he describes as 
follows: 

“On November 
23 the Sun Lum- 
ber Company at 
Okmulgee, Okla- 
homa, mailed out 

inquiries to almost every asbestos 
shingle plant in the United States, 
asking for prices on a carload of rigid 
asbestos shingles. I wrote them and 
sent our Distributors Price List, and 
then called just the day before 
Thanksgiving. Mr. Brown of the 
Lumber Company advised me at that 
time that he had tentatively placed an 
order for a carload of a competitor’s 
shingles, stating that his contractor 
desired a plain brown or red shingle. 
I said I was sorry he did not have our 
samples, but added that I had ordered 
a set for him and that they would be 
there by the first of next week, when 
I would be back. 

“I called again the following Mon- 
day, and was again advised that the 
matter was practically settled—that 
the other shingle would be used. I 
let the matter rest for a day and then 
went back and asked if I could talk 
with his contractor, but Mr. Brown 
did not want me to do this. 

“Then I gave him a sure-enough 
sales talk and showed him that in our 
mottled gray shingle we not only had 
the color but a lower price, that we 
had a fine piece of merchandise, and 
that he would have no dead stock on 
his hands, as he would have if he 
ordered only enough of one color for 
one job, for there was always an 
overage or shortage of material. I 
showed him how he could make every 

H S FBAME B 

job different by varying the trimming, 
and that if he were short on one job, 
he had the materials over from an- 
other job to finish up. i 

“I let him rest again, and called 
him on the telephone the next day 
from Okemah, but he stated that it 
would be a day or two before the mat- 
ter would be definitely settled. You 
can imagine my feelings when I re- 
ceived & telegram from the Tulsa Of- 
fice to get in touch with Mr. Brown by 
telephone. When I called him up he 
advised me he was ready to place an 
order for a carload, but after I got to 
Okmulgee, 1 found that he wanted 
only 65 squares, so I had to sell him 
the idea of taking a whole carload and 
then getting busy. 

“I know he can sell asbestos shin- 
gles, and I also know that we are go- 
ing to sell more jobs in Okmulgee 
during the coming year. Qur mer- 
chandise, together with the clean-cut 
merchandising proposition, helped 
put this proposition over. This illus- 
trates to me that the demand for rigid 
asbestos shingles is growing daily, 
and that we have the right materials, 
and the right policies, and that with 
proper application, we get the busi- 
ness.” 

~emet R 

New "“Telephone Typewriter” 
Connects Manville Factory 

with New York Office 

“Good morning, Manville.” 
“Good morning, New York.” 
Thus begins the day’s work over 

the Telephone Typewriter, a modern 
method of communication recently 
installed for the transaction of busi- 
ness between the New York Office 
and Manville Factory. 

The Telephone Typewriter, simply 
explained, is an electrical mechanism 
into which is built the keyboard, car- 
riage and other fundamental parts of 
a typewriter. This machine, when con- 
nected to another by means of a tele- 
phone circuit, controls the second 
machine, so that any message written 

11 

on the first machine is simultaneously 
reproduced by the second. In other 
words, when the operator at Manville 
writes a message on his machine, it is 
automatically reproduced on the ma- 
chine in the New York Office, and vice 
versa. The machines are on a private 
wire, so that they may be in operation 
constantly. 

The machines are located in the 
General Factory Department, at the 
New York Office, and in the Order 
Department at Manville Factory. 

There are many advantages in the 
use of this machine. It establishes an 
exact record of the transaction at both 
ends; reduces the number of tele- 
phone conversations and relieves the 
telephone routine business; routine 
business can be handled in an orderly 
manner and priority given to the most 
important; it handles short letters and 
notes usually sent by mail; and it re- 
duces friction resulting from misun- 
derstood telephone messages. 

Lumbermen Attend Showing 
of “Asbestos” Film 

As a result of the showing of the 
new motion picture film, “The Story 
of Asbestos,” before the local meet- 
ing of the National Lumbermen’s As- 
sociation at the invitation of the N. T. 
Fox Company, Inc., J-M distributor 
in Portland, Me., the Portland Office 
has received a letter of appreciation 
from Edward E. Fox, Vice President 
of the “Hoo-Hoo Club,” and has se- 
cured the application of the Cape 
Lumber Company of South Portland, 
Me., as an auxiliary dealer of rigid 
shingles. The National Lumbermen’s 
Association included nearly all of the 
local lumber dealers of prominence, 
many of whom were already handling 
competitive lines. 

“The Story of AsbestosTM film has 
already been requested by various 
outside organizations in the Eastern 
Division, among them the Rotary 
Club of Syracuse, N. Y., The Lions’ 
Club of Plainfield, N. J., and other 
representative business men’s clubs. 
At these meetings J-M representatives 
can develop contacts made with 
representative business men of the 
community and these introductions 
eventually lead to more business for 
Johns-Manville. 
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Below: The toll house at one end of the 
Great Egg Inlet Bridge, connecting 
Ocean City with Longport, near Atlantic 
City, boasts a J-M colorblende shingle 
roof applied bv the Powell-Van Gilder 

Lumber Companv. » 

One of 22 buildings and part of 
the race track on an 800-acre stock . 
ranch near Fort Worth. All the 
buildings are roofed with 4-ply - 

Brooks white top. 

and 
A variety of applications of shind 
and ready roofings, and Transiw 
that show Johns-Manville’s peno 
ever-widening fields. 

This Vermont cattle barn. whxch rep]afed one destroved by the 
flood. is roofed with No. 3 mottled blueblack shingles. The co.s- 

tractor declared this was the finest roof he had ever laid. 

Above: This Ma - 
Home in Clevels 
with random w" 
blende. was bdl 
Home Owners 5! 
right is the ba" A 
on a new bml@" 
Dewey and Al ! 
Compans in & 
Mass. This enir! 
constructed of ¢ 

Transit 

Above: This office of coal and wood 
dealers in Berkeley. Cahfornia. with its 
J-M rigid shingles, is a real asset to the 
residential community. At right: A 
Cleveland gas station ronfed with No. 5 

colorblende. 
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At left: The factory and ware- 
house building of the Kieck- 

) hefer Container Company at , 
. Delair, New Jersey, is roofed” 

. with 600 squares of J-M com- 
bination roofing, with a 10- 
yvear guarantee. The roof has 
metal edging and base and 
metal cap flashing. At the right 
is the Olvey Foundry in Phila- 
delphia, recently reroofed 
with corrugated Transite. 
This order was the result of a 
sale of a small patch of Trans- 
ite three years ago. The roof- 
ing was applied without inter- 

ruption of plant activities. 

This summer cottage in the 
by Ozarks, roofed with No. 70 

asbestos shingles, withstood 
- a hailstorm of unusual inten- 

sity. According to the owner, 
Dave R. Williams of the St. 
Louis Globe Democrat, only 
three roofs in the settlement 
survived the elements, and all 
three were asbestos shingle. 

When Ocean City, New Jersey, was swept by 
a great fire in the fall of 1927, the con- 
flagration took with it several hundred 
yards of boardwalk and stores and several 
blocks of homes and places of business. 
Sincethentown ordinances have been passed 
requiring fireproof roofs by 1930. As a re- 
sult, Johns-Manville sold about 10 carloads 
of shingles there last year. Some of them 

were used on the house at the right. 

This corrugated Transite 
bridge crosses the tracks 
of the New Haven Railroad 

at Secuth Boston. 

A view of the new U. S. Gypsum Company plant at Charles- 
town, Mass., from the Mystic River. The pent houses und:r 
construction on top of the silos and the house in the fore- 
ground have been roofed and sided with corrugated Transite. 
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Promotions and Transfers 

Joe CovrE has been transferred from 
utility clerk in the General Industrial De- 
partment to sales clerk in the automotive 
section, New York Office. 

T. 8. TuLien, formerly country salesman, 
Oil Industry Department, Los Angeles Dis- 
trict, has succeeded H. B. HEYN as senior 
salesman, Mr. Heyn having been promoted 
to Los Angeles District Sales Manager. 

Dororay Best has been transferred to 
utility stenographer in the General Indus- 
trial Department. 

Miss D. E. MosHer has been promoted 
from junior secretary, to secretary of the 
industrial roofing and building materials 
section, Eastern Division. 

J. V. Wersn and R. H. Smrra will act as 
junior salesmen in the Oil Industry Depart- 
ment, Los Angeles District. Mr. Welsh was 
formerly Manager of the Construction De. 
partment in Los Angeles, and Mr. Smith 
was transferred from the San Francisco Of- 
fice. Guy KnreMER, formerly assistant to Mr. 
Welsh, has been promoted to Manager of the 
Los Angeles Construction Department. 

Eowarp STevens, who has been on duty 
in the Students’ Training Corps in “C” Building, Manville Factory, has geen trans- 
ferred to the Pipe Covering Department, 
“C” Building, permanently. 

N. J. Kent, formerly Ceramic Engineer 
at Manville Factory, has been transferred to 
the packing and power specialty section at 
the New York Office. R. Lipman is now in 
charge of the Ceramic Laboratory, 

Manville Factory is training Planning De- 
partment men for the other factories. M. E. 
Sueeny, W. E, Carrorr, and O, A, MuLrs 
have completed their training and have been 
transferred: Mr. Sheehy to Waunkegan Fac- 
tory, Mr. Carroll to Nashua Factory, and 
Mr. Mills to the Canadian Factory. 

F. E. Grimrey, formerly covering the 
New England territory, has been transferred 
to the Boston Metropolitan territory, han- 
dling Asbestocel and automotive materials. 
J. D. Hopkins, assistant to Mr. Grimley, is 
bandling the same materials in the Wor- 
cester Territory. 

Roy FLourey has been transferred from 
the San Francisco Accounting Department 
to the Pittshurg Factory Accounting De- 
pariment. 

C. S. CLiNGgMAN was recently promoted 
from St. Louis District Railroad and Gov- 
ernment Department, to the General Rail- 
road and Government Department, New 
York, to assist G. A. Nicol, Jr., in connec- 
tion with general sales matters. 

C. 0. Garceron, formerly industrial sales- 
man, is operating as power specialty sales- 
man in the Boston Metropolitan territory. 

H. E. Varner of the Piusburg Factory 
was transferred from shipping clerk to the 

Order and Billing Department in December. 
A. C. Pickert, Railroad and Government 

Department salesman, has been transferred 
from the Texas territory to the St. Louis 
District, to assist John H. Trent in connec- 
tion with Railroad and Government De- 
partment sales. 

D. B. BeLL, Railroad and Government De- 
partment salesman, has been transferred 
from St. Louis to Houston, Texas, to take 
Mr. Pickett’s place. 

T. J. HaLLAHAN has been transferred and 
will confine his operations to the Spring- 
field section of the Worcester territory, 
handling all Industrial Department ma- 
terials. 

Anpy Horrman has been transferred 
from the Northern California territory te in- 
dustrial salesman in San Francisco District. 
W. W. McDonnell, in addition to his Sacra- 
mento territory, has taken over the territory 
formerly handled by Mr. Hoffman. The 
Southern Oregon territory, formerly handled 
by Mr. Hoffman, has been turned over to 
the Seattle District. 

Norman Jeanworre, Nashua Factory, 
has been promoted from Billing Department 
clerk to assistant in the Quotation Depart- 
ment. 

F. L. Hurcueson has recently been made 
special field salesman, handling shingles in 
connection with the shingle campaign at 
Atlanta, Ga. 

RicHarp Farrert has been promoted 
from clerk in the Shingle Mil), Nashua Fac. 
tory, to the Billing Department. 

0. C. Dobson, formerly of the Celite 
Corporation, has been transferred to the 
Philadelphia territory as industrial insula. 
tion and roofing salesman. 

HanveEy GALLAGHER, shipping clerk, Shin- 
gle Mill, Nashua Factory, has been pro- 
moted to stock clerk, Transite Department, 
taking the place of RoLanp FarreLr, who 
has been transferred 1o clerk in the Ebony 
Department. 

Donawp HALGREN has been transferred 
from the Shingle Mill, Nashua Factory, to 
;h;. Laboratory, as assistant to George Smo- 
a 

ItaLo Maccr has been promoted from the 
Tile Department, Nashua Factory, to clerk 
in the Shingle Mill. 

P. L. VoELkER, formerly a clerk in the 
Industrial Department, has been promoted 
to chief clerk of the Construction Depart- 
ment in the newly organized Cleveland Dis- 
trict. 

A. C.K1pp was recently transferred to the 
Baltimore Office as special representative. 

E. P. McCartER, formerly cashier, has 
assumed his new position as chief clerk in 
the newly organized Cleveland District. 

" Mo 
New Employees 
Eastern Division: 

Georce R. McGsapy of Providence, 
Rhode Island, joined the Company in the 
Boston District on December 15 as merchan- 
dising, insulation and automotive salesman 
for the Providence Sales Territory. 

L. MiLron KnicHT entered the Company 
on January 1 as junior salesman in the Ban- 
gor sales territory of the Boston District. 

New employees in the Philadelphia Dis- 
triet are: Marcorm E. WALTHALL, sales- 
man in Wilkes-Barre territory; Ricuarp H. 
RovYEr, chief clerk in Wilkes-Barre Office; 
Georcke F. Brown, merchandising salesman 
in Camden territory; Warter F. Favick, 
merchandising salesman in Allentown ter- 
ritory; and Raymonp R. Frangy, senior 
merchandising salesman in Philadelphia 
Metropolitan territory. 

Sysney Lunp has recently joined the 
Buffalo sales staff as merchandising repre- 
sentative. 

E. Greenwoop is a new bookkeeper in 
the Eastern Division Bookkeeping Depart- 
ment, 

H. GonTty has entered the Company as 
comptometer operator in the Compensation 
Department, Eastern Division. 

H. Turner has joined the Company as 
stenographer in the General Section, East- 
ern Division, 

Miss AnaBLe and Miss LEaviTr are new 
file clerks in the Eastern Division Filing 
Department. 

Chrysotile Mine: 
Vaxce Dox EMMEeTT has joined the Com- 

pany at Chrysotile as assistant mine engi- 
neer. 

Gretna Factory: 
Eopie Tavror formerly employed at the 

old Riverdale Plant, is now employed at the 
Gretna Factory. 

‘Western Division: 
0. B. Bucuanax, formerly salesman in 

South Dakota territory, has returned to the 
Company and has been assigned to Southern 
Indiana territory with headquarters at 
Evansville. 

Grecory E. GriFrin has returned to the 
Company, in the Chicago District Office 
force. 

Errior FarBaCK recently entered the St. 
Louis Office as Railroad and Government 
Department salesman, to take the place of 
D. B. BeLL, promoted. 
Waukegan Factory: 

Georce H. ELLiNwoop joined the Com- 
pany December 15 as Superintendent in the 
Packing Department. 

General Office: 
Bertia BennNerscueinT and JOSEPHINE 

SCHAEFER are new stenographers in the 
General Railroad and Government Depart- 
ment. 

RicHarp HoacLaND recently joined the 
(Continued on page 22) 
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Here and There in the Field 
Sick Man Sells Acoustics 

During an illness in the Hahnemann Hos- 
pital James M. Wartt, Philadelphia metro- 
politan salesman, was very much annoyed 
by the various hospital noises which pene- 
trated through to his private room. He 
brought this condition to the attention of the 
nurse in charge of his floor, who in turn 
suggested to the superintendent of the hos- 
pital that something be done to remedy the 
condition. 

As a result of this effort, an order for 
J-M acoustical treatment for two rooms was 
received shortly afterward. This installation 
proved entirely satisfactory, but since a new 
hospital was contemplated, it was decided 
not to install any more in the old building. 

When plans were drawn up for the new 
hospital, acoustical treatment was included 
for a number of rooms. The directors were 
sold on acoustical treatment because of the 
effectiveness of the installation they already 
had. Through the concentrated efforts of 
the sales and acoustical representatives, the 
order for this work, amounting to $10,000, 
was awarded to Johns-Manville despite keen 
competition. 

The heat insulation throughout the build- 
ing was installed by Nicely and Company, 
J-M approved contractor, the contract 
amounting to $8,000. 

Roofers’ Meeting in Boston 
On December 20, the first of a series of 

approved roofers’ meetings to be held 
throughout the country was held at the 
Hotel Statler in Boston, Mass. 

The meeting was very successful, one 
reason being that 40 of the 44 approved 
roofers in the Boston District, and 30 mem- 
bers of the District sales and office force 
were present, These men came from all 
paris of New England, one of them, P. E. 

Washburn having traveled 250 miles from 
Dover-Foxcroft, Maine, to attend. 

The Boston Office had made a special 
effort to secure a good attendance. 

A letter was sent to all approved roofers 
in the Distriet, and a bulletin to all Johns- 
Manville salesmen instructing them to get 
in touch with their approved roofers imme- 
diately and follow up the letter. Replies 
came in by mail, telephone, and telegraph. 

The meeting was conducted by J. M. 
Berdar, Staff Manager of the built-up roof- 
ing section, assisted by R. W, Estey, assist- 
ant to Mr. Berdan; H. M. Shackelford, Su- 
pervisor of the shows and displays section; 
G. V. Dutney, special representative for the 
Industrial Department, Eastern Division; and 
E. A. Swenson, Sales Supervisor, industrial 
roofing and building materials section, 
Eastern Division, 

The details of the new built-up roofing 
plans were thoroughly discussed at both a 
morning and afternoon session, and it was 
agreed by all that the Company had made 
it possible to secure a wonderful increase in 
the built-up roofing business. 

This was followed by a showing of the 
new two-reel built-up roofing film, and 
dinner. 

J-M at “Penn State” 
Many of the 40 buildings on the Pennsyl- 

vania State College campus are equipped 
with J-M materials, including built-up 
roofing, asbestos shingles, Transite, under- 
ground conduit and pipe insulation. 

The infirmary building, recently com- 
pleted, can boast nearly 2,000 feet of Mag- 
nesia and Anti-Sweat insulation covered 
with 8-ounce canvas. This building is also 
protected by J-M materials used for flash- 

through steam piping protected by J-M 
underground conduit. 

Competitor Buys J-M Product 

Johns.Manville competitors know the 
value of J-M products, Oscar K. Herman, 
salesman, Peoria Sales Office territory, Chi- 
cago District, was successful in selling The 
Ruberoid Company, Joliet, Illinois, a Johns- 
Manville paper machine hood, requiring 
150 sheets of three-sixteenths of an inch 
t}Ilick Transite wood, for their own roofing 
plant. 

A Convineing Argument 
“I use the ‘celluloid sandwich’ frequently 

and think it is the most convincing argu- 
ment we have,” says A. D. Bazarre, indus- 
trial salesman, Richmond Sales District, in 
telling of a recent experience in Norfolk, 
Virginia. 

“I learned that Neff and Thompson were 
the architects and engineers on a job in 
Norfolk and called to interest them in built- 
up roofing and insulation. After explaining 
my mission to someone in the front office 1 
was told that Mr. Sherman was the indivi- 
dual handling that part of the work. I asked 
if I could see him and received the reply 
that he was very busy. I returned several 
hours later to get the same report, and on 

Above, the recreation building of the Pennsylvania State College in which are 2,400 feet 
of insulation on two large hot water generators. The roof is covered with J-M built-up 
roofing over a concrete slab. Left, the service room, equipped with about 2,000 feet of 
Magnesia and Anti-Sweat insulation. J-M flashings and gutters are used in conjunction 

with a slate roof. 

ings and gutters in conjunction with 3 slate 
roof. 

In the new recreation building also re- 
cently completed, J-M workmen applied 
about 2,400 feet of insulation on the two 
large hot water generators. This building 
is covered with a J-M built-up roof over a 
concrete slab. 

The stock barns are roofed with asbestos 
shingles and heat is conveyed to them 

the third call the following day I finally 
succeeded in getting in to him. 

“When I told him what I wanted to talk 
about, he declared he had no time for J-M 
asbestos felts. I insisted on knowing his 
objections and he told me that 15 years 
ago when he began his duties with the 
present company, he made some experi- 
ments with J-M asbestos felt and rag felt. 
He found the rag felt to be far the stronger 
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and especially superior to J-M felt on con- 
crete decks because of the expansion and 
contraction of the asbestos felt. 

“l agreed with him that pessibly this 
was true 15 years ago, but that within the 
last six or eight vears the introductien of 
the chemically cleansed cattle hair into the 
felt had eliminated the greater percentage 
of this expansion and contraction trouble. 
1 then pulled from my pocket the celluloid 

dated in appearance, spells “No Sale” for 
the unfortunate building, while an invest- 
ment in reroofing with colorful asbestos 
shingles will often “sell” the house. 

Mr. Chynoweth reports that an owner of 
a house in Marquette, Michigan, had his 
house for sale for 10 years without finding 
a buyer. The J-M distributor at Marquette, 
with the assistance of My, Chynoweth, sold 
him 35 squares of No. 70 rigid shingles, 

A picture of the fire wreckage of the Academy of Music auditorium, Haverhill, Massa- 
chusetts, showing the fallen roe} and balcony. The fire behind the asbestos curtain was 

confined to the fly lott, no fire passing the ashestos at the stage level. 

sandwich and explained to him the differ- 
ence between asbestos and rag feit, and 
asked his permission to burn the sand- 
wich, which was granted. After the sand- 
wich burned out and Mr. Sherman ex- 
amined i1, he called in several of the men 
from other departments and explained to 
them his amazement at the difference in the 
two materials. He stated that J-M roofing 
would get more consideration from them in 
the future.” 

A Good Sales Point 
A point which ought to be useful 1o J-M 

salesmen in the sale of asbestos shingles 
against competition has been brought up 
in the experiences of George L. Moore, 
salesman. Chicago City Sales Office terri- 
tory, and R. A. Chynoweth, salesman. Chi- 
cago District. 

On his first visit to the owner of a new 
residence under construction. Mr. Moore 
was informed that plans and specifications 
called for asphalt shingles and thai other 
roofings would not be considered. Mr. 
Moore, however, taked increased value of 
the property by using Johns-Manville as- 
bestos shingles. He struck the right chord. 
Only this revived the owner's intetest in a 
superior tvpe of roofing material and even 
though revised bids were called for on all 
classes of roofing, Mr. Moore was success- 
ful in selling No. 70 duplex shingles. 

Improved appearance of the building 
from the application of a more attractive 
and fireproof roof, the most prominent part 
of the house, brings a quicker resale and a 
higher resale price. This is true not only 
of new buildings but of the tvpe of resi- 
dence built 15 to 30 or 40 vears ago. A 
roof of old rotted wood shingles, dilapi- 

and three weeks after the new roof was 
applied the house was sold. And by the 
owner's own statement. the asbestos rigid 
shingle roof sold it. 

Unique in Lumber Industry 
Early last year S. J. OConner. Minne- 

apolis salesman. signed up as a Johns- 
Manville distributor the Melone Bovey 
Lumber Company. Minneapolis, Minnesota, 
which operates four vards and a down- 
town store. The J-M line was taken on 
when Mr. O'Connor organized a separate 
Roofing Department to go out after re- 
roofing business, Mr. O'Connor secured the 
services of J. Delaney to take complete 
charge of this department for the Melone 
Bovevy people, and to date they have ap- 
plied 150 roofs. Mr. Delanev has three sales- 
men working for him and has had as many 
as 19 men applving material for him dur- 
ing the roofing season. 

The Melone Bovey Lumber Company 
furnishes a J-M certificate of registration 
with every asbestos shingle job and its own 
certificate of quality on everv asphalt shin- 
ele roof. These certificates have been a big 
help in getting jobs. 

Melone Bovevy have something which is 
unique in the Jumber industry, a down- 
town store where people may stop in and 
see evervthing that goes into making a 
house. The average lumber vard is usually 
so located that a special trip to the vard 
is necessary to get this infermation. 

Under this plan of operating a Roofing 
Department in connection with the lumber 
husiness, it is easy to show a dealer where 
there is real money in the roofing business 
for him. 

——————————ENNEE WTM 
Teamwork Secures Roof Order 

Due to the excellent teamwork of E. D. 
Griffith, San Francisco District Architect<’ 
Service representative, Lee Flournoy, and 
Harrv Hennings, proprietor of the General 
Roofing Company, Oakland. California. it 
was possible to secure an order for 600 
squares of built-up asbestos roofing for the 
new Weaver Wells Building in Oakland. 

Another roofing job now being applied 
as the result of Mr. Hennings’ endeavors is 
900 squares of ashestos built-up roofing 
for the new East Oakland High Schoel. 
The original specification called for a 
regular {felt and gravel roof, but Mr. Hen- 
nings was successful in getting a J-M roof 
accepted. 

Contractors Express Good-Will 
E. R. Flvnn of the T. 1. Flynn Metal 

Works. roofing contractors in Cambridge, 
Mass., in accepting the invitation to attend 
the approved roofers meeting in Boston 
recently, added the following paragraph: 

“At this time we wish to mention the 
splendid cooperation we received from your 
Mr. L. E. Cushman in conne-tion with the 
recent display at the Cambridge Industrial 
Association headquarters, and to convey to 
you the many compliments extended to us 
through your artistic showing.” 

J-M in the “Petroleum Times” 
An article written by R. R. Waddington, 

Engineer of the Foreien Division describ- 
ing the Johns-Manville system of control- 
ling evaporation by means of insulated tank 
tops. appeared in the November 17 issue of 
the “Petroleum Times.” This is a British 
publication with editorial offices in London. 

It is considered verv likely that some 
important inquiries will result from this 
article because the publication is distributed 
thronghout the entire British Empire and 
is read by architects and engineers alike. 

Boosting Acoustical Treatment 
E. S. Crocker, salesman in the Austin 

territory, has been successful in securing 
a contract amounting to about $2.000 for 
acoustical treatment to be installed in the 
First Christian Church. This church is the 
most beautiful in Austin. it having been 
built under the direction of three leading 
architects. of whom Dr. White. consulting 
architect of the University of Texas, was 
une. 

They considered all styvles of acoustical 
treatment and decided that Johns-Manville's 
was the best. Mr. Crocker reports that Dr. 
White is very favorable to all J-M materials, 
and he feels that with this representative 
job in Austin. he will be ab’e to develop 
some nice business. 

Six Carloads of Transite 

The Foreign Division has just shipped 
six carloads of corrugated Transite roofing 
to the General Motors Export Company, on 
an order recently received which amounts 
to about a quarter of a million dollars. 
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The shipment went forward on the S. S. 
“Mandu.” 

In the Face of Competition 
The fact that rag felt shingles had been 

specshed for a new school to be erected at 
York, Alabama, did not deter Salesman 
M. R. Perry of the Birmingham Office from 
calling on the school board. By means of 
demonstrations and convincing argument 
he persuaded them to change the specifica- 
tions and closed an order for $2,500 worth 
of rigid shingles. 

Turning Complaints Into Orders 
Arthur Smith, roofing inspector working 

out of the New Orleans Ofhce, is “going 
like sixty” in the matter of turning com- 
plaints into orders. When he went to the 
Brookhaven, Mississippi, High School on a 
complaint he conferred with the five mem- 
bers of the School Board and before the 
meeting was over he had sold them $900 
worth of built-up roofing and $400 worth 
of Asbestile wall treatment. On a com- 
plaimt at Slidell, Louisiana, he convinced 
the complaining party that the leakage was 
through the walls and in consequence sold 
him $400 worth of wall treatment. He ob- 
tained both these orders within a period 
of 10 days. 

100 Per Cent J-M 
For real *100 per cent J-M” distribu- 

tors, it would be hard to beat Nicholson- 
Tomme, Incorporated, of Houston, Texas. 

The *old-timersTM remember W. S, Nich- 
olson, first as Manacer of the Houston 
District and then as the Manager of the 
Power Specialties Department in St. Louis. 
He was later transferred to the Chicago 
Office. 

P. E. Tomme, Vice-President of the Com- 
pany, formerly handled the Amarillo, Texas. 
territory. 

When Johns-Manville gave up the appli- 
cation end of the roofing business, Mr. 
Nicholson and Mr. Tomme, or “Nic” and 
“Park” (as thev are affectionately known), 
got together and started as J-M distributors 
in Houston, 

Ralph S. Burk, their salesman, formerly 
worked in the Houston Office in the Sales 
Promotion Department. 

Mrs. Laura Crow, the stenographer. is 
also a J-M product. having worked in the 
Houston Office as billing clerk. 

Mr. Morse, superintendent of the crews. 
was formerly a Superintendent in the J.M 
Construction Department in Houston., Other 
former J-M mechanics now working for 
Nicholson-Tomme are Messrs. Rodgers and 
Schlinke. 

A Johns-Manville built-up roof applied 
by these distributors, covers their ware- 
house. 

Following Advertising Leads 
When E. S. Crocker, Southern District 

salesman, reported his success in closing 
an order for 23 squares of rigid shingles at 

Llano, Texas, as the result of an advertise- 
ment which he followed up, Miss Hazel 
Ulirich of the Houston Office sent out a 
letter to the salesmen, telling them about it. 

“This should be an incentive to youn,” she 
says. “Surely these prospects must have 
some interest in J-M materials, or they 
would not take the time to write in for 
literature, prices and samples. 1 am sure 
it is well worth your time to call on each 
of them.” 

Get Representative Jobs! 
H. E. Moore, Chicago District salesman, 

has in his territory an excellent represen- 
tative job of No. 5 Colorblende ashestos 
shingles, laid at random widths and stag- 
gard butts, which has created quite a lot 
of comment. The building is an apartment 
house, and the shingles were applied by the 
J. L. Kingston Sheet Metal and Roofing 
Company. This roof was laid with closed 
valleys, and the corners of the shingles 
were broken off to increase the irregularity 
of the lines. Prospective customers have 
come from various parts of the territory to 
see this job, and several other jobs have 
been sold from the appearance of this one. 

Working with Distributors 
P. D. Whittemore, Chicago District sales- 

man, has shown that by cooperating with 
his Improved Asbestocel distributors, it is 
possible to secure the insulation in prac- 
tically every building of consequence in 
his territorv. Mr. Whittemore has almost 
every distributor in his territory handling 
J-M Improved Ashestocel, and he works 
closely with them. During the past fall and 
early winter months he secured the insula- 
tion work in the offive and industrial build- 

17 

ings in Danville, Decatur, Champaign and 
Peoria, Hlinois. 

Persistence Wins Out 
Several months ago, S. L. Organ, Oil In- 

dustry salesman, Houston and Beaumont 
territory, started out under very adverse 
conditions to get the Texas Pipe Line Com- 
pany to use Iransite corrugated ashestos 
roofing for their pumping stations. His re- 
ports for a time looked very discouraging, 
but his persistence in furnishing them sam- 
ples, and giving a quotation on every job 
that came up, soon bore {ruit. 

He secured a trial order, and since that 
time has been able to get the complete line 
of new stations going in from West Texas 
to Port Arthur to use not only Transite as- 
bestos roofing, but J-M maierials on the 
side walls and partitions. This business has 
amounted to about $25,000 so far, with 
very good prospects for the immediate 
future. 

A Fertile Field for Roofs 
The Kingston-Larson Roofing Company 

has taken over Johns-Manville built-up 
roofings in Galesburg, lllinois, J. 8. Kings- 
ton, located in Bloomington, has built up a 
very successful business, and Mr. Larson 
at Decatur has done likewise. Galesburg 
seemed to them to be a fertile field for a 
roofing contractor, and from the results 
they have secured up to date, it seems their 
judgment was right. 

Growth of Business in Tokyo 
The main office of the Chitose Trading 

Company, special representatives in Japan, 
is now located at No. 5 Kobikicho-Gochome, 
Kyobashi-Ku, Tokyo. This newly erected of- 

4 photograph shewing the stand of Construcciones y Equipos, S. A., special representatives 
for building materials in the Federal District, in the Exposition of the Second National 

Road Commission Congress in the National Stadium of Mexico City. 
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fice building in the wholesale distriet of 
the city, occupied entirely by them, has a 
floor space of more than 2,200 square feet. 
The move was necessitated as a result of 
the rapid expansion in the company’s busi- 
ness, 

Four years ago when the Chitose Trading 
Company was organized there were only 
three members. Now there are more than 
20 employees directly connected with the 
company and 30 field workers who special- 
ize in J-M products. In addition there is a 
branch office in Osaka and four agencies 
have been established in the most commer- 
cial centers in Japan. 

Division Managers Meet 
The annual meeting of the Division Sales 

Managers was held January 17, 18 and 19, 
at New York. R. C. Harden from Chicago, 
H. P. Rankin from New York, T. K. Mial 
from Cleveland, and G. L. Hiller from Can- 
ada attended this meeting, which was pre- 
sided over by L. H. Brown, Secretary, in 
the absence of L. R. Hoff, Vice-President 
in Charge of Sales. 

President T. F. Merseles spoke te the 
men at the opening meeting on Thursday 
morning and again at its close on Saturday. 
The results of 1928 were gone over, and a 
study was made of the successes and fail- 
ures of last year, and plans were made for 
this year. 

Suggestions and ideas of the men in the 
field were presented for discussion through 
their Division Managers. 

A Good Advertisement 
At the right is the architect’s drawing 

of the new building for the Santiago news- 
paper “LaNacion,” which will contain 1850 
square meters of J-M Super Class A roofing, 
waterproofing, Asbestocel, and industrial 
flooring. These materials will be applied by 
Gareia y Bravo, Ltda., J-M special repre- 
sentatives in Chile. 

The General Contractors are “Cia. Con- 
structora Fred T. Ley (S. A.),” the build- 
ers of the Hotel Bolivar in Lima and the 
new Chrysler Building in New Yeork City. 

This building, the most modern in Chile, 
will be a good advertisement for J-M ma- 
terials. 

J-M Materials in Stadium 
Most everyone read of the famous Shrine 

East-West Football game played at Kezar 
Stadium at San Francisco, but very few of 
the 70,000 people that attended the game 
knew that these large stands were water- 
proofed and fireproofed by a special asbes- 
tos construction of 1,600 squares of I-M 
materials. It was planned for the architects 
by R. E. Flournoy, San Francisco salesman, 
and Mr. Flournoy, with the assistance of 
E. Griffith, architectural representative. and 
Mallott and Peterson, applyine contractors, 
secured this big job in face of severe com- 
petition. 

Kezar Stadium is known as one of the 
largest in the United States. It is owned 
by the City of San Francisco. 

Sales Promotion Service 
The T. J. Flynn Metal Works, of Cam- 

bridge, Massachusetts, Johns-Manville ap- 
proved roofers, were recently invited by 
the Cambridge Industrial Association to in- 
stall an exhibit for one week as part of the 
Cambridge Manufacturers program. 

At about closing time on a Saturday, T. 
J. Flynn of the Metal Works telephoned 
the Boston Office and asked if the Sales 
Promotion Department would install a dis- 
play of J-M materials at the Association 
Exhibit on Monday morning. L. E. Cush- 
man, Sales Promotion representative, agreed 
to this, and installed a display of roofings 
and shingles which was so attractive that 
the Industrial Association requested that it 
be allowed to remain for another week. 

Hairinsul in Refrigerator Cars 
The St. Louis Railroad and Government 

Department has closed a contract with the 
American Refrigerator Transit Company 
for Hairinsul which will be used in the 
1,000 new refrigerator cars to be built by 
the Pressed Steel Car Company at Hege- 
wish, Hlineis, This order amounted to ap- 
proximately $180,000 and was secured in 
the face of some unusually keen competition 
by J. H. Trent. Manager of that Depart- 
ment. 
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A picture of the new building for the Santi- 
ago, Chile, newspaper “La Nacién,” equip- 
ped with 1,850 square meters of J-M roof- 
ing, waterproofing, Asbestocel and indus- 

trial flooring. 

J-M Roof Protects Buses 
A built-up roof has been applied on the 

Penn Jersey Garage by Harry L. Young, 
approved roofer in Camden, New Jersey. 
The garage is owned by the Public Service 
of New Jersey and is used to house 400 
buses operated by the Public Service and 
the Philadelphia Rapid Transit. The J-M 
Asbestile system of flashing was used. A 
total of 800 squares were applied on this 

barrel type Super Class A roof. The build- 
ing is 500 feet long and the span on each 
half is 80 feet. 

Nicely and Company, approved insulation 
contractors in Philadelphia, have secured 
the contract for the insulation of the heat- 
ing lines of this garage. 

A Large Surface to Cover 
An order was recently secured for a roof 

which required five carloads of asphalt, 
five carloads of asphalt felt and 1,700 
squares of Slatekote roofing. The roof deck 
is made of wood sheathing over which was 
applied an old burlap center ashestos roof 
and on top of this a slag roof. The slag 
roof was removed and J. I. Thomas, ap- 
proved roofer in Lewiston, Pennsylvania, 
applied four plies of No. 15 saturated rag 
felt over the burlap. At the peak of the 
bays J-M Slatekote was used as an over- 
hang. The job was sold by 1. Benner, sales- 
man in the Harrisburg, Pennsylvania, ter- 
ritory. 

Asbestos Roofs on New Schools , 
New school huildings are offering excel- 

lent opportunities for Milwaukee Sales Of- 
fice territory men to meet their quota of as- 
bestos built-up roofing materials, Walter 
Finch, Milwaukee salesman, just recently 
closed a proposal for a Super Class A roof 
with the Board of Vocational Education at 
Green Bay, Wisconsin. The proposal amounts 
to approximately $5.000 and covers the ap- 
plication over one inch thick cork. R. A. 
Chynoweth also convinced the Board of 
Education at Marinette, Wisconsin. that a 
Super Class A roof would best cover their 
new building. The job consists of 97 
squares. 

A. S. Royal Rapidly Recovering 
A. S. Royal, Sales Manager of the Phila- 

delphia District, is rapidly recovering from 
a recent serious illness at his home in Had- 
don Heights, New Jersev. 

Mr. Roval has been connected with 
JTohns-Manville and consolidated companies 
for about 40 vears, in which time he has 
held the positions of insulation sub-con- 
tractor, Manager of the Construction De- 
partment, Manager of the Insulation De- 
partment, Special Eastern Division mer- 
chandising representative. and Philadelphia 
District Manager. He became 11l at the 
General Conference in New York during 
the week of September 17. Upon his return 
to Philadelphia he endeavored to resume 
his duties, but his condition confined him to 
his home. He was later removed to a hos- 
pital. where six weeky were spent in re- 
building his strength sufficiently to enable 
the surgeons to complete their diagnosis 
and operate. 

During this period six blood transfusions 
were made, this assistance being given vol- 
untarily by members of the Philadelphia 
District organization. 

Since the operation his recovery has been 
remarkable. Scores of letters were received 
by Mr. Royal during his illness, not only 
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from those within the organization but 
from many customers throughout the East- 
ern Division. 

Pittsburgh Stresses Ashestocel 
The merchandising sales effort of the 

Pittshurgh District was devoted exclusively 
to Improved Asbestocel on December 28, 
when G. V. Christie, W. B. Walter, 1. E. 
Willison, W. L. Gar- 
rett, E. J. Gordon 
and W. S. Gordon of 
Johns-Manville met 
with approximately 
25 men of the Crane 
Company at their 
plant at 10:00 a. m. 

Mr. Christie gave 
an illustrated talk on 
Johns-Manville’s ad- 
vertising policy, its 
cooperation with dis- 
tributors, and the 
superiority of J-M 
products over any 
which compare close- 
Iy with them in 
price. A very suc- 
cessful general dis- 
cussion followed 
with encouraging re- 
sults and promises 
for greater coopera- 
tion on both sides A collection of Trans- 
during 1929, Several ite specialties made 
confusing things re- ot Waukegan. 
garding J-M's dis- 
tributing policy were “ironed out” to the 
complete satisfaction of all. 

On the same evening a dinner was given 
at the Hotel Roosevelt by the same J-M 
representatives, atiended by employees of 
the Standard Sanitary Manufacturing Com- 
pany. E. W. Rosenberger, Pittsburgh Dis- 
trict Manager, was present in the evening, 
and the general proceedings of this dinner 
meeting were identical with the program 
for the meeting with the Crane Company. 
The results obtained were quite gratifying 
and encouraging, and the enthusiasm of the 
salesmen indicates an incerase in sales of 
insulation during 1929, 

A practical demonstration of the physical 
superiority of Asbestocel over ordinary Air- 
cell was a surprise to those who had not 
seen this test made before. Keystone hot 
water tank covers were discussed and won 
approval. The simplicity of application was 
thoroughly stressed. 

J-M Roofing on Landing Shed 
When Nicolas-Beasley, airplane manufac- 

turers at Marshall, Missouri, built their new 
factory, the same exhaustive tests were 
made in selecting their roof as in the selec- 
tion of materials for their planes, and as a 
result, 500 squares of Johns-Manville roof- 
ing were used. 

A total of 250 squares of Super Class A 
were applied on one side of the factory, 
while 250 squares of White Top were re- 
quired on the other. E. H. Thorpe, St. Louis 
salesman, deserves special credit for closing 
the contract, particularly when it came to 

the White Top roofing. The manufacturers 
wanted to paint a huge sign on the factory 
to guide incoming aviators to the landing 
field. After much effort Mr. Thorpe finally 
convinced them of the wisdom of using 
White Top roofing and painting a marker 
on i, 

Roof Meeting in Philadelphia 
A meeting was held in Philadelphia, at 

the Hotel Adelphia, on January 4, to ac- 
quaint the salesmen and approved roofers 
with the new 1929 policy on built-up roof- 
ing. In the absence of A. S. Royal, Phila- 
delphia District Manager, the meeting was 
in charge of H. P. Rankin, Eastern Division 
Manager. 

The morning session of the meeting was 
called at 9 a. m. After a few remarks by Mr. 
Rankin, the meeting was turned over to J. 
M. Berdan, Staff Manager of the roofing and 
building materials section, General Indus- 
trial Department, who first introduced R. 
W. Estey, assistant to Mr. Berdan; G. V. 
Dutney, Industrial Staff Manager of the 
Eastern Division; E. A. Swenson, assistant 
to Mr, Dutney; C. O, Friedly of Cleveland; 
C. H. McCauley of Chicago; and J. A. 
Bradley of Toronto The last three men 
learned as much as possible about the new 
plan, so they could return to their respective 
divisions and spread the story of J-M 
bonded roofs. 

After the introductions, there followed 
a very lively and interesting discussion. 

After an informal luncheon, the meeting 
was resumed with about 50 approved roofers 
present, as guests, The same procedure, 
that is, explaining the new plan, was fol- 
lowed in the afternoon. The roofers espe- 
cially liked the features that called for 
furnishing a bond, and also the fact that 
after the second yvear the roofer is relieved 
of responsibility. A new feature of furnish- 
ing a bond for a slag roof was received by 

some as a big help in securing additional 
business, 

At the conclusion of the meeting J. C. 
Mason, Sales Promotion man, showed two 
reels of a film on the manufacture of felts 
and application of smooth surface built-up 
roofing. 

At 7:30 the men had a chicken dinner, 
after which the supervisors were called 
upon to introduce the roofers from their 
respective territories, who made a few re- 
marks about the meeting, the new plan and 
the bonds. 

The meeting was of real value in spread- 
ing the story of the J-M bonded roofs, and ° 
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in fostering and renewing contacts with 
J-M roofers. 

Some Good Roof Jobs 
William Shinn and Company, approved 

roofers in Wilmington, Delaware, have com- 
pleted some very interesting contracts re- 
cently, one of which was the 15-year built-up 
roof on the Pusey and Jones Company joiner 
shop, which required 250 squares. A 400- 
square 20-year roof was placed on the 
Amelia Warner Grade School in Wilming- 
ton. The Y. M. C. A. can also boast a 
Johns-Manville 20-year roof of 200 squares. 

Transfers to Pittsburg Factory 
During the latter part of November the 

Brake Band Lining Department of the San 
Francisco warehouse was transferred to 
Pittsburg Factory. On December 6, Transite 
and Ebony saws and other machinery, to- 
gether with the entire stock of Ebony and 
Transite, were also transferred. The Gasket 
Factory and stock of packing was trans. 
ferred the latter part of December and this 
department is now in operation, 

In the “City in the Clouds” 
Peter Porta, South American sales engi- 

neer, has secured an order for an applied 
waterproofing job amounting to $10,800 for 
the Nuevo Teatro building in Bogota, Col- 
ombia. This is J-M’s first waterproofing job 
in Bogota, the “City in the Clouds,” which 
is about 2,800 meters above sea level. It is 

robably the highest waterproofing job that Eas yet been secured. 
This will be a 100 per cent Johns-Man- 

ville building, as, besides using J-M water- 

At left: A close-up of the new factory of 
Nicalas-Beasley, dairplane manufacturers at 
Marshall, Missouri. Above: This view was 
taken by E. H. Thorpe at an dititude of 
1,500 feet. The sign painted on White Top 

is easily distinguished. 

proofing felts and cement, the application 
of materials will be under the supervision 
of mechanics to be sent from New York. 
These men will have to travel by airplane 
from seaport to railroad terminal, an air 
trip of about eight hours over the famous 
Magdalena River of Colombia, and tropical 
virgin forests and swamps, one of the most 
picturesque air routes of today., Their entire 
trip from New York to destination will in- 
clude every modern means of transporta- 
tion, a combination of steamship, railroad, 
airplane and automobile. 

-
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Within the Circle 

Eastern Division 
A. R. GiBBONS, Associate Editor 

Ep~na StippLE, who for over nine years 
has been in the Newark Office, resigned 
from the Company to be married on January 
19 to Lewis T. Craig, Jr., of Basking Ridge, 
New Jersey. Miss Stipple was presented 
with a silk purse in which were a number 
of gold coins, as an expression of apprecia- 
tion of her cooperation and cheerfulness 
during the past nine years. 

Philadelphia District welcomes the fol- 
lowing employees from the Celite Corpora- 
tion: FrRank C. CoE, special representative; 
0. C. Dopson, salesman; and Maser L 
MoruLEY, stenographer. 

Central Division 
H. W. KisL, Associate Editor 

The Pittsburgh Sales Office of the Celite 
Corporation was recently moved into the 
Pittsburgh Office of Johns-Manville. W. T. 
KEennEDY, Supervisor, S, H. Boveg, sales- 
man, and Mrs. MAppEN, stenographer, are 
the new Celite people now located there. 

StepHEN MauON, Division Manager of 
the Celite Corporation, N. Arten Hum. 
punies and GILBERT L. Stitz, salesmen, and 
Miss BerwaApeTTE BoOcan, stenographer, 
have heen welcomed to the Cleveland Office. 

Western Division 
E. NELsoN, Associate Editor 

Harry Housron, New Orleans District 
salesman, secured an order with a contractor 
in Robertsdale, Alabama, for $1,200 worth of 
rigid shingles. 

G. H. Davis, San Antonio salesman, has 
again come to the front with an acoustical 
order amounting to $3,000 for the First 
Baptist Church of San Antonio, Texas. This 
is the second acoustical job Mr. Davis has 
sold in this church. He has the reputation of 
being one of the best informed acoustical 
men in the South Texas District and his re- 
sults speak for themselves. 

A. W, GrantNG, Southern District acous- 
tical representative, working with L. G. 
Baumnauer, Birmingham Office salesman, 
convinced the Protective Life Insurance 
Company of Birmingham of the necessity 
and superiority of J-M acoustical treatment 
for their new broadcasting station, WAPI, 
and closed a $1,400 contract with them. 

N. M. Grove, Tulsa Branch Manager of 
the Gustin-Bacon Manufacturing Company, 
who was in Chicago recently, reports a very 
pleasant visit in the J-M Office there. 

EarL F. ScuuLrrs, chief clerk of the New 
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Orleans Office, who was ill for some time, 
has returned to work. 

K. L Gannon, B. 1. BucHanan and 
Miss G. Hersep of the Celite Corporation 
in St. Louis, recently moved into the Johns- 
Manville St. Louis Office. 

Epwin J. Ropricuez, New Orleans Office 
salesman, sold over $23,000 worth of pipe- 
covering during the month of December. 

During the month of December C. H. 
McCauLey, A. J. Duags, R. S. BagBer and 
E. Nevson of the Western Division head- 
quarters, and R. F. OrtH of St. Louis, paid 
a visit at the Memphis Office. 

Jou~ M. Tayron, Southern District Sales 
Manager, called a general meeting of the 
New Orleans men on Christmas Eve and 
thanked them heartily for their loyalty and 
cooperation during the past year, and ex- 
pressed the opinion that 1929 would in every 
respect be an even greater year for the 
Johns-Manville Corporation. 

The small daughter of F. A. Sanpers, 
special state representative in Texas and 
Louisiana, has been very ill in Tulsa, Okla- 
homa. 

E. C. REimann of the Chicago Industrial 
Flooring and Roofing Department, is spend- 
ing some time in the New Orleans Office 
working with J. B. KeLvy. 

The marriage of Tueopore R. Lemmer 
of the Chicago District Office force to Miss 
Micorep Lunpserc, of Evanston, Illinois, 
was recently announced in the Evanston, 
Ilinois, “Review.” 

Raven C. Haroen, J. B, STevens and E. 
NeLsoN, Sales Manager, Merchandising De- 
partment Manager, and Sales Promotion 
Manager, respectively, of the Western Di 
vision, visited the New Orleans Office the 
week ending December 15, 

Pacific Division 
E. N. CurysiLer, 4ssociate Editor 

The following members of the Celite Cor- 
poration are now associated with the Los 
Angeles District: Lawrence Russgr, Sales 
Supervisor; C. F. Moss, Sales Engineer; E. 
A. Trarzer, Concrete Engineer; Atpen W. 
MiLLeR, Concrete Engineer; L. H. Biccagr, 
Filtration Engineer; C. D. GiFrono, special 
Filtration Engineer; THELMA MASHMEYER, 
stenographer; and EtHeL Gray, stenog- 
rapher. 

E. W. LitTiE of the E. W, Little Roofing 
Company, J-M roofing contractor in Boise, 
Idaho, accompanied by Mrs. Little, recently 
visited the San Francisco Office. Mr. Little 
spent a great deal of time in the office and 
with members of the Johns-Manville per- 

" 
sonnel, and returned to Boise with a much 
better knowledge of Johns-Manville policies, 
products and hospitality. 

E. H. CrauseNn, San Francisco District 
Sales Manager, gave a very interesting ad- 
dress on “Asbestos” before the Heating and 
Plumbing Club of the Bay Cities at their 
meeting at the Clift Hotel, December 13. His 
talk covered the mining, milling and manu- 
facture of asbestos, its relation to the heat- 
ing and plumbing trades, and the Johns- 
Manville organization. This Club has a 
membership of about 200 men in the plumb- 
ing, steam fitting, heating and contracting 
trade. 

Miss Wanpa OLIvER has been appointed 
J-M Cirele reporter for the San Francisco 
District. 

Chrysotile, (Ariz.,) Mine 
J. P. Loxc, Reporter 

Mg. and Mns. E. CasTANEDA are the 
proud parents of a daughter born on the 
last day of the old year. 

Mge. and Mgs. J. P. Lonc are the parents 
of a daughter born at Globe, Arizona, on 
December 15. 

Cincinnati Factory 
T. R. TurnsuLL, Associate Editor 

Recent visitors to Cincinnati Factory in- 
clude MyroNn H. Crark, Planning Man. 
ager, who visited Cincinnati Factory for the 
first time, and D. C. Renrton, Chief En- 
gineer. 

The influenza epidemic has had its effect 
upon the Cincinnati Factory, where a great 
many of the employees have contracted it 
Departmental activities have for the most 
part been uninterrupted, however, and the 
epidemic seems to have reached its peak and 
started to decline. 

Manville Factory 
C. K. DiLLINGHAM, Associate Editor 

Wictriam T. Kine passed away recently 
at his home on Grove Street, Somerville, 
New Jersey, at the age of 68. He had been 
employed in the sample room of the roofing 
Department, Manville Factory. 

Frank Ryan, Office Manager, Manville 
Factory, is the father of a baby boy. 

M. and Mgrs. Freas L. Hess are the 
proud parents of twins, a girl and boy, born 
on January 15. On the night of January 15 
the Somerville Male Chorus of which Mr. 
Hess is a member, called in a bodv and 
serenaded Mr. and Mrs. Hess. Mr. Hess is 
Superintendent of the Packing Department. 

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

F.Tuomas PAINE is at Port Chester, New 
York, and Frep GacenNon is at Ossining. 
New York, supervising the erection of 
Transite cell structure. 

A. E. FLEWELLING, late of the Moulded 
Ebony Cleaning Department, died January 
3. He had been employed at the Factory 
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since May, 1923. The check for Group In- 
surance was delivered to Mrs. Flewelling 
January 4. 

PauL St. JEAN, coping saw helper, died 
December 22. Mr. St. Jean was employed 
July 23, 1928, and was not eligible for in- 
surance. 

Epwarp WiILLETTE, JB., sticker in the 
Shingle Department, and JouN Bagry, 
clerk in the Mechanical Department, have 
been appointed reporters for the J-M Circle. 

WiLrrep BEAULIEU, repair man, was mar- 
ried recently and has just returned from a 
month’s honeymoon trip through Canada. 

Frank Romvoux, Curing Department, 
Shingle Mill, is the proud father of a son. 

Pittsburg, (Calif.,) Factory 
E. L. Avawms, Associate Editor 

Juan FErRNANDEZ, sub-foreman in the 
Shingle Mill, Pittsburgh Factory, has re- 
turned to work, after an absence of 19 
months becausé of injuries received while 
working on the shingle machines. 

Waukegan Factory 
J. E. BEGERT, Associate Editor 

Jok BLakEMoORE, Master Mechanic at the 
Waukegan Shingle Plant, is the proud father 
gf a2 ;on, Lawrence George, born Decem- 

er 23. 

Leonarp Kostamo, weldfast operator, 
Waukegan Shingle Plant, was married Jan- 
nary 5 to Miss SyLvia LaMpINEN of High- 
land Park, Illinois. 

MavrcoLm E. WESTON, oiler in the Paper 
Mill, Waukegan Factory, died of heart fail- 
ure on December 17, a few minutes after 
beginning his day’s work. The check for his 
insurance, under the Group Life Insurance 
plan, was delivered to his wife the day of 
the funeral. Mrs. Weston expressed her ap- 
preciation of the courtesies and considera- 
tions shown by the Company officials in 
her bereavement. She stated the insurance 
paid the mortgage on her home and put her 
in a position where she was relieved of con- 
siderable worry. 

ArtHUR CoOPER, Foreman in the Textile 
Department, Waukegan Factory, died of 
heart failure December 21. 

The Waukegan Factory extends its sym- 
pathy to R. DENNETT, Office Manager, Wau- 
kegan Factory, whose wife died Decem- 
ber 19, | 

S. A. WiLLIAMS, Vice President and Gen- 
eral Manager of the Celite Corporation, who 
is now located at Los Angeles, California, 
and D. C. Renton, Chief Engineer, New 
?ork Office, visited Waukegan Factory dur- 
ing the Christmas holidays and attended the 
get-together Christmas dinner of the execu- 
tives and department managers in the Cafe- 

Expansion at Gretna Factory 
During the month of November the Gretna 

Factory made an addition to the Plant of 
8,000 square feet. Approximately 350 cubic 
yards of filling was used. The work was 
started on November 15, and by one o'clock 
on November 19, concrete pouring was be- 
gun. The floor was completed on the night 
of the twenty-third. 

The building was completed on November 
30, and the office was moved to the new ad- 
dition on December 1. 

Boston Salesmen Organize 
a “Sixty-five” Club 

The Boston Sales Territory of the Boston 
District is not only going to go like sixty 
this year, but is going to go like sixty-five. 

C. T. Dearborn, Sales Supervisor of the 
Metropolitan Boston Sales District, has or- 
ganized a Sixty-five Club, comprised of the 
salesmen of his district. 

For the month of January plans were 
made and quotas established, and it was de- 
cided to hold regular meetings of the Sixty- 
five Club on Saturdays at the Beston Office. 

During January these meetings were con- 
ducted by Mr. Dearborn. After the first 
month’s sales have been reported, the Sixty- 
five Club is to be run by its own president, 
vice-president, treasurer and secreiary. The 
president for the month will be the man 
with the highest sales record for the previ 
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ous month, the vice-president, the man with 
the second highest sales, the treasurer, the 
man with the third, and the secretary, the 
man with the fourth highest sales record. 
These officers will direct the club, until 
automatically replaced at the end of the 
month by the then four highest salesmen. 

The idea is unique and will, it is believed, 
stimulate interest among the salesmen. By 
having different salesmen in charge of these 
meetings each month the meeting will have 
greater variety. : 

During the year various sales supervisors 
from New York and Boston will be invited 
as guests to speak at these meetings. 

e 

Manville Training Class 
An article recently appeared in the “Uni- 

versity Extension Record,” a Rutgers Uni- 
versity bulletin published at New Bruns- 
wick, New Jersey, telling of the record 
foreman training class at Manville Factory. 
This class of 140, conducted by Rutgers 
professors, was the largest in the state. The 
instructors have reported exceptional inter- 
est and response on the part of the members. 

~——e— 

Nashua Foremen Meet 
The third meeting in the Foremen’s Train. 

ing Course at Nashua Factory, was held 
January 16, with over 50 in attendance. 
Much interest has been shown at these meet. 
ings, which are under the supervision of 
M. A. Chaffee of Rutgers University. 

A picture taken at the Christmas Party for the Waukegan Factory Office girls in the cafe- 
teria, on December 20. Outside row, left to right: Claire McDermott, Helen Stevenson, Ida 
Spaulding, Helen Sundstrum, Irene Taylor, Josephine Andracki, Erna Frey, Mabel Hange- 
brauch, Loretta O’'Neil, Lillian Grant, Beatrice Dandrea, Iscbel Murphy, Jean Paulson, 
Carrie Andracki, Marion Nitsch, Jennie Meisenheimer; second rew: Hannah Hanford, 
Lucienne Rehor, Beity Sauve, Grace Ross, Frances Robinson, Hazel Tornquist, Hertha 
Kelly, Violet Friedlund; front row: Miss Osgood, Victoria Narcy, Gertrude Boone, Bernice 
Zelinski, Mrs. Johnson (chaperon and caterer), Lulu Wagner, and Lorraine McAndrews. 

teria. ‘ 

General Office 
FLorENCE MUm, Reporter 

The sympathy of the employees is ex- 
tended to A. CaPANo, clerk in the General 
Factolry Department, whose father died Jan- 
uary 1. 
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SPORTS 

E. I. Rodriguez, salesman in the Southern 
District, has a hunting and fishing ledge on 
the edge of the swamps below New Orleans, 
adjacent to bayous and lakes, which offers 
excellent opportunities not enly for fishing 
but for duck hunting as it is in the immedi- 
ate vicinity of the finest duck country in 
Louisiana. 

Lejt to right: E. ]. Rodriguez, Southern Dis- 
trict salesman, and A R. Rodriguez of tlfe 
Standard Fruit and Steamship Company, in 
front of the hunting lodge near New Orleans. 

Every Saturday evening Mr. Rodriguez, 
with five or six of his customers, goes to the 
“camp” for hunting and fishing over the 
week-end. 

In addition to being a capable huntsman 
and fisherman Mr. Rodriguez is an excellent 
cook and not the least of the pleasures to be 
enjoyed at these outings are the meals 
which he prepares for his guests. 

Having had a great deal of experience in 
these fields Mr. Rodriguez is not only a per- 
fect host but also an excellent guide so it 
follows that his guests are always well sup- 
plied with fish and game. 

R e 

A. W. Graning, Southern District acousti- 
cal representative and former half-back of 
the Colgate foothall team, was one of the out- 
standing stars of the New Orleans “Annual 
Doll and Toy Fund” game, the gate receipts 
of which were used to buy toys for poor 
children, During the game Mr. Graning was 
on the receiving end of a spectacular for- 
ward pass and consistently gained through 
the line. His defensive playing was also of 
the best. Inasmuch as there were All-Ameri- 
can stars on the teams from Georgia Tech, 
Vanderbilt, Tulane, and several other col- 
leges, Mr. Graning’s feats were particularly 
noteworthy, 

e —— 

R. H. Fischer, special representative of 
the industrial roofing, flooring and build- 
ing materials section, Pittsburgh District, 
brought home a deer, shot about 10 miles 
from Clearfield, Pa., in the recent hunting 
season that closed December 15. 

He had gone to the lodge and slept there 
all night. The next morning he set out to 
get his deer. He was lying in ambush watch. 
ing a trail, when he saw a herd of seven 
deer coming down the trail. He waited until 
they came into rifle range and singled out 
the biggest of the pack, which he killed 
with one shot. He returned with the 160- 
pound deer on his shoulder, after having 
been gone from the lodge exactly 45 min- 
utes. The deer weighed 104 pounds dressed, 
and was the biggest of five deer killed in 
the camp. 

Eddie Taylor, a new employee at Gretna 
Factory, is a member of the Toledo base- 
ball team of the American Association and 
is spending the winter in the South. 

I —- 

On December 21 the basketball team of 
the San Francisco Office, accompanied by 
about 35 staunch supporters, journeyed to 
Pittsburgh for a game with the Pittsburgh 
Factory team. 

The hopes and dreams of the San Fran- 
cisco employees were completely shattered 
when, at the last whistle, the scoreboard 
read: San Francisco, 9; Pittsburgh Fac- 
tory, 25. 

Those who arrived before five o’clock 
were escorted through the factory under the 
guidance of G. M. Deam, Assistant Super- 
intendent. 

A light lunch was served immediately 
after the game. A return game will be 
played in San Francisco in the near future. 

.- 

The Shingle Mill Team No. 2 at Nashua 
Factory won the championship in the third 
bowling match. The team had as its mem- 
bers Captain Ed. Willette, Frank Levesque, 
Richard Farrell, Joe Stephens and Gilbert 
Dumas, 

e 

A New Year's Party and dance was held 
at the Boston Office on January 4, attended 
by Boston District Office employees, sales- 
men, and their wives and friends. 

About 60 people were present at the gath- 
ering in the Office Assembly Hall which had 
been appropriately decorated for the oc- 
casion. 

The evening’s enjoyment began at 8 
o’clock and continued through the evening 
with a carefully planned program of dances, 
novelty affairs and entertainment. Refresh- 
ments were served at 10:30, after which the 
dancing continued until midnight. 

It was voted a very successful and enjoy- 
able party. 

“Plenty of people have a good aim in life 
but a lot of them don’t pull the trigger.” 

. 
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New Ways for Old 
Another scene of the Old Western days 

passes, with the completion of a truck road 
to the El Dorado Mine at Chrysotile. Up to 
this time donkeys have been the only means 
of transportation to and from that mine, but 
now they are no longer needed. 

R. H. Fischer (back row, second from left) 
and a party of hunters who brought home 
five deer in the recent hunting season near 

Clearfield, Pa. 

New Unit in Cleveland 
Cleveland District, now completely organ- 

ized as an entirely separate unit under F, T. 
Jones, Sales Manager, has moved into its 
new quarters in the west end of the building 
formerly occupied by the Accounting De- 
partment. 

The Accounting and Office Service De- 
partments have moved into new quarters on 
the third floor, This space was formerly un- 
occupied. Under the supervision of W. T. 
Guion, Office Manager, it has been turned 
into private offices, conference room, and one 
large room which serves the Accounting, 
Statistical, and Office Service Department, 

N 

Suggestions 
(Continued from page 8) 

Foreicn Division 
J. E. Suthergreen........... Chief Clerk, 

Office Service and Accounting Department 
Improved method of issuing special 
instructions on export orders. 

R ] 

Aleng with the rest of the Western towns 
and cities, Chrysotile Mine has had its 
touch of the recent “fu” epidemic, several 
cases having been reported there. 

-~ 

New Employees 
(Continued from page 14) 

Company as general clerk, Railroad and 
Government Department. 

WirLiaM Hawkes is a new assistant en- 
gineer in the Railroad and Government De- 
partment. 

Hirpa Ossorne and Ersie LyncH have 
joined the Company as stenographers in the 
engineering and development section. 

FraNK BRENTHEL recently joined the 
Company as utility clerk in the General In- 
dustrial Department. 
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At the right is the asphalt 
plant in the Rua Rezende, 
one of the streets paved. In 
the background of the pho- 
tograph are Jorge Calfat 
and Dr. Lima, of Lima and 
Jorge, Ltda., the leading 
industrial flooring contrac- 
tors in Brazil, and also J-M 

. special representatives for 
Gilsonite. 

Introducing GILSONITE 
The city of Rio de Janeiro, famous for its beauty, is the 
first city in the United States of Brazil to have streets of 
Johns-Manville paving cement. And Brazil is the third 
country in South America to adopt this type of paving, 
Uruguay and British Guiana having led the way with suc- 

cessful applications. 

Inspecting the work. In the right 
foreground are Ramira Correa, 
Manager of the J-M Rio de Janeiro 
Office; Alva Green, Paving Engi- 
neer with Lima and Jorge, Ltda; J. 
L. Wood, General Credit Manager; 
C. A. Middleton, Sales Manager for 
Brazil; and Dr. J. Goncalves Lima, 

The street paving in 
progress. This construc- 
tion is being carried on 
under the supervision 
of Mr. Green, who was 
formerly connected with 
the City Highway De- 
partment in Savannah, 
Georgia, and has had 
wide experience in this 

type of work. 

W hen completed, this order 
will amount to approxi- 
mately $500,000 worth of 
Gilsonite. In the city of 
Montevideo, Uruguay, dl- 
most 750,000 square feet of 
J-M paving cement 
been applied,andin George- 
town, B. G., a large quan- 
tity of this material is giv- 

ing excellent results. 
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The Salesman’s “Daily DozenTM 

10. 

11. 

12. 

Start the day with a definite plan—know where you are going and 
on whom you are going to call before you start out. 

Be sure all daily reports go in Daily. 

Send in your route sheets every Wednesday without fail. 

Stay on your route. If necessary to change, wire your headquarters to 
that effect. Then advise all hotels shown on your route where to 
forward your mail. 

Answer or acknowledge receipt of all correspondence promptly. 

Be careful in writing up your orders, and be sure full information is 
shown before sending them in. 

Be fair and honest in all statements to your customers; do not mis- 
represent the Company in any way. 

Devote at least 10 or 15 minutes a day to real honest-to-goodness study 
in your Sales Manual. 

Make an effort to call on at least 10 customers a day, and secure at 
least three orders a day. 

Secure and send the names of five reroofing prospects each day to 
be circularized. 

Handle your territory as though it were a business of your own—it 
lies in your own hands whether you make it a paying, profitable 
establishment—or whether it goes through the bankruptcy courts. 
(The advantage here is that you make all the profits and none of it 
goes back into the business. ) 

Do not neglect a complaint—a complaint satisfactorily adjusted 
makes a more loyal customer than anything else. 

* According to word from Dallas, the salesmen in that territory are doing this “daily 
dozen” advocated by Miss Ethel Graham, editor of the Dallas Territory “Scandal 
Sheet.” The 12 points are also called a “Short Road to Success.” 
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