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Accomplishment 
“3eTM 

UR late President, Mr. Merseles, O stated in its first issue in April, 1928, 
that the purpose of the J-M Circle is 

1o bring home to all of us the spirit of Johns- 
Manville — the spirit of growth and accom- 
plishment. He requested all of us to develop 
ourselves and do our work better so that 
Johns-Manville would grow and develop. 

This message so went to the mind and 
heart of every ambitious employee in this 
wonderful organization that the past year has 
been one of remarkable growth 
and development. Even more 
than the increase in volume of 
sales is the renewed enthu- 
siasm and loyalty with which 
each one is approaching his 
share of the great task in mak- 
ing J-M one of the oustanding 
world-wide industrial organ. 
izations. 

All along the line old rec- 
ords are being broken and new 
ones established. What a few 
years ago was considered im- 
possible, is now an accom- 
plished fact. No longer do we 
hear the words "It can’t be 
done,” but rather the words of a popular song 
“Let's do it.” 

Today all serious-minded J-.M employees 
are doing real constructive thinking, and as a 
result new and greater ideas are being pre- 
sented. 1f they meet the acid test of checking 
with well known fundamental principles, 
then they are put into operation and become 
no longer visions but accomplished facts. 

The greatest joy and happiness in life 
comes from accomplishing difficult tasks in 
the face of handicaps, and from the knowl. 
edge that one is playing the game with all the 
cards on the table. He who would accomplish 

J. P. Korrcamp 

most must approach his task with courage and 
the confidence that by kindliness and a cheer- 
ful attitude he may win the loyalty and co- 
operation of his associates. 

A great business man and educator had as 
a favorite saying, "“Be true to your work and 
your work will be true to you.” We might 
paraphrase this motto and say to all our fel- 
low empioyees, “Be true to Johns-Manville 
and Johns-Manville will be true to you.” 

In order that this fine old Company may 
take its rightful place in the 
industrial universe, it is essen. 
tial that each one of us do our 
job in a bigger and better way 
than we ever thought possible 
and that we all catch a new 
vision of the “things yet to 
be.” Let us not look for the 
“mote” in the other fellow's 
eye, but let it be our high 
resolve to remove ali the 
“beams” that obstruct our per. 
sonal development. 

Last October our late be. 
loved President spoke to a 
group of eighty men in re. 
sponsible positions at Wauke. 

gan Factory. His message will live forever in 
the memory of those who heard him. As a 
result of this message a new and wonderful 
spirit has developed in our men which 1s 
leading them with happiness and enthusiasm 
to the accomplishment of big things. They 
have caught a new vision of the meaning of 
service to our customers and their sincere de- 
sire is to do their bit in “carrying on” in the 
spirit of Johns-Manville, “the spirit of 
growth and accomplishment.” 

J- P. Kottcamp, 
Manager, Wankegan Factory. 
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THEODORE F. MERSELES 
The Story of a Business Career that Reads Like a Romance 

Few men have gained higher pinnacles of business success than Theodore 
F. Merseles. He has been termed—and rightly so—a master builder of 
business, a merchandising genius, and a master moulder of men. And 
we, of Johns-Manville, will also cherish our memories of him as an out- 
standing leader and as a friend—and find in the story of his life an en- 
grossing narrative of a man whe found adventure, friendship, and success 

BACK in 1648, a sturdy young 
Hollander, named Merseles, 

was one of a group of Dutch colon- 
ists who carved homesteads out of the 
wilderness land which is now known 
as the Bergen section of Jersey City. 

Here, for more than 200 years, 
dwelt generation after generation of 
the Merseles family. On August 17, 
1863, another sturdy young Merseles, 
son of Theodore F. and Charlotte J. 
Thompson Merseles, was born, who 
was destined to inherit all of the solid, 
Dutch qualities of common sense and 
hard work of his paternal ancestors 
and the adventurous, courageous 
spirit of the hardy English pioneers 
from whom he descended on his 
mother’s side. 

Theodore Frelinghuysen Merseles 
grew up in Jersey City, receiving his 
education in its public and private 
schools. He finished his schooling at 
the age of eighteen, and like many 
another prominent man, started his 
long career towards success, in rail- 
roading. 

For 12 years, from 1881 to 1893, 
young Merseles served, first as clerk 
and later as stenographer, in the 
New York offices of the Pennsylvania 
Railroad and Trunk Line Associa- 
tion. It is interesting to note that 
W. W. Atterbury, one of his fellow 
clerks, is now president of the Penn- 
sylvania system. 

On October 24, 1888, he married 
Miss Elizabeth Rich of Jersey City. 

Railroading seems to have lost its 
charms, or perhaps that inborn spirit 
of adventure, inherited from genera- 
tions of pioneers—that constant ea- 
gerness to tackle a new endeavor— 
was beginning to demonstrate itself— 

in the marts of commerce. 

for we find that in 1893 he traveled 
westward to the Chicago World’s 
Fair, in search of opportunity. 

The great bicycle craze of the Mid- 
dle Nineties was at its height, and in- 
spired by its possibilities, young Mer- 
seles found the first outlet for his in- 
stinctive merchandising genius, with 
a small Chicago concern, the Western 
Wheel Works. Here was opportunity 
for a young man with untiring enthu- 
siasm and an inexhaustible stock of 
ideas—and he soon became Vice 
President and General Manager. 
From an unknown concern in 10 
years, Merseles’ organization, Mer- 
seles’ ideas and energy built the com- 
gany into one of the country’s leading 

. icycle manufacturers, 
In the late Nineties, the bicycle 

business became a highly cut-throat 
competitive battle for supremacy. Out 
of the chaos stepped young Merseles 
with a plan for a combine, for which 
he enlisted the assistance of the late 
A. G. Spalding and Colonel Albert 
A. Pope, two leaders in the field. The 
result was the American Bicycle Com- 
pany, a $40,000,000 corporation, in- 
cluding 42 concerns making bicycles 
and accessories. A signal success for 
a young man of 36—and a forerunner 
of many similar achievements still to 
come. As Vice President of the “bi- 
cycle trust,” he extended its activities 
into a far-reaching national organiza- 
tion. 

One of Merseles’ outstanding quali- 
ties as an executive was an almost un- 
canny ability to gaze into the future 
of a business and to plan his actions 
accordingly. In 1903, he sensed the 
advent of the automobile and its 
eventual replacement of the bicycle. 

He began to look for new fields of 
endeavor and opportunity. 

He became intensely interested in 
the remarkable growth and develop- 
ment of the mail order business, 
Montgomery Ward and Sears Roe- 
buck, Chicago concerns, offered near- 
by sources of investigation and Mer- 
seles, now 40, soon decided that here 
was an opportunity for a man who 
had ideas. 

Through a mutual friend, Mr. C. E. 
Kelsey of the Youth’s Companion, he 
met Mr. S. G. Rosenbaum, President 
of the National Cloak and Suit Com- 
pany of New York City, who was look- 
ing for a man of exceptional ability 
as an organizer and executive. 

The man and the opportunity were 
admirably suited to each other and 
Merseles remained with the National 
Cloak and Suit Company for 18 years, 
as Vice President and General Mana- 
ger. From one million dollars a year 
in 1903, under his leadership, sales 
mounted steadily until in 1921, when 
he resigned to become President of 
Montgomery Ward and Company, the 
business totaled fifty million dollars 
a year. 

Mr. S. G. Rosenbaum, then Presi. 
dent of the National Cloak and Suit 
Company, paid this interesting tribute 
to Mr. Merseles upon the occasion of 
the celebration of his tenth anniver- 
sary with National: 

“Early in 1903, Mr. Merseles 
joined our organization as General 
Manager. We had been looking for a 
man who could write a message to 
Garcia and carry it also, if need be. 
But better still, we found a man who 
had that genius for organization and 
administration, that he could gather 
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The Merseles home in Bronaville, New York. 

around him the men who could write 
and others who could carry the mes- 
sage. | have always considered the 
day on which Mr. Merseles came with 
us as one of the great land-marks of 
this business. He has made the rough 
places appear smooth, the hilly ones 
level. If 1 spoke volumes, I could 
give no greater praise than that.” 

During Merseles’ stay with Na- 
tional Cloak #nd Suit Company, Sears 
Roebuck h.d taken the lead in the 
mail order field. At the end of 1920, 
Montgomery Ward and Company 
found itself facing a $9,000,000 def- 
icit. J. P, Morgan & Company, who 
had become their bankers, began a 
search for “the best mail order ex- 
ecutive in the world”—and again 
Theodore F. Merseles found new op- 
portunity and new fields to conquer. 

At 58, he became President of 
Montgomery Ward and went back to 
Chicago in 1921 to assume his new 
duties, at the beginning of a terrible 
year of deflation. Here in the short 
span of six years we read an as- 
tounding story of accomplishment— 
a proof of administrative ability and 
merchandising genius, scarcely with- 
out an equal in business history. 

In 1921 a deficit of $9,000,000 and 
sales of $68,000,000. In 1926 a profit 
of nearly $9,000,000 and gross sales 
of over $199,000,000! By 1926, back 
dividends upon the Class A Stock 
which had amounted to $4,663,750 in 
1923 had been liquidated. The Pre- 
ferred Stock outstanding amounting 
to $4,249,800 was retired at $115 per 

share. The Common Stock had been 
placed upon a $4 dividend basis. An 
earned surplus of $23,744,432 had 
been accumulated. Working capital 
had been increased to $34,000,000. 
The number of customers buying 
from Montgomery Ward & Co. had 
been increased to over 8,000,000! 
Merseles with his sound policies, new 
merchandising ideas, and inspira- 
tional leadership brought this pioneer 
mail order house back to leadership 
in its field. 

What a record of achievement lay 
behind this general master execu- 
tive, who had started his career as a 
stenographer and clerk. Fortune had 
been good to him—through his own 
untiring work, enthusiasm and ever- 
welling spring of new ideas. Business 
was his joy—his life. He once said 
“A good many of my friends wonder 
why I do not retire from business. It 
is because I cannot. Work is the only 
recreation and hobby that I have and 
I should be very lonely without some 
business occupation. 1 need the sort 
of companionship it brings. I want 
you to know how much I appreciate 
the good fellowship that has existed 
between us.” 

At the age of 64 the average man 
.would have been content to retire, 
with such a record of jobs well done. 
But in 1927, J. P. Morgan again 
needed his assistance and although 
he knew nothing of the asbestos busi- 
ness and its problems, he resigned as 
President of Montgomery Ward to 
become President of the Johns-Man- 

ville Corporation, retaining his con- 
nection with Ward’s as Chairman of 
the executive committee. 

A new venture at 64! And Merseles 
attacked his last great adventure ir 
the field of business with all the ar- 
dent enthusiasm and keen sensed 
ability that he had at 30! 

Reorganization, new sales plans. 
an intensive analysis of personnel, a 
compensation plan that opened new 
possibilities.to the sales force, fac- 
tory expansion, a 20-year program of 
mine development, a new program of 
advertising, sales promotion and 
market analysis—how broadly and 
with what master strokes of planning, 
the ground work of the new Johns- 
Manville structure was laid! 

His first message to the organiza- 
tion sounded the key-note of the new 
order of things: “It is my purpose 
that Johns-Manville shall start today 
to advance to the position in the manu- 
facturing and mercantile world that 
it should rightfully hold—as one of 
the most profitable, most secure fin- 
ancially, most efficient and best or- 
ganized institutions in this country.” 

The accomplishments of Johns- 
Manville under the leadership of Mr. 
Merseles are still too fresh in our 
minds to necessitate repetition. 
Amidst a year of reorganization and 
planning for the future, there was 
little expectation of immediate re- 
sults, yet at the end of 1928 sales 

An informal picture of Mr. and Mrs. Mer 
seles, taken while on a visit to Scotlanc 

showed a substantial increase an 
profits jumped 36 per cent! Ne 
merchandising plans and new proc 
ucts—a complete rejuvenation o 
sales, factory, accounting and adve: 
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tising plans—the first General Con- 
ference, at which 90 chief executives 
of Johns-Manville met to discuss and 
determine policies and programs— 
the establishment of a Sixty Million 
Dollar Sales Goal for 1929—these 
are the peaks of Mr. Merseles’ first 
year’s achievements with J-M. 

It seems scarcely possible that in 
the short span of 18 months so much 
ould have been accomplished—that 
he spirit of the new Johns-Manville 
Corporation, as embodied in Theo- 
jore F. Merseles, could have so com- 
sletely won the support, respect and 
iffection of this far-flung national or- 
ranization. 

Early in January of this year Mr. 
Merseles, accompanied by his wife, 
eft for a combined business and va- 
:ation trip to California, with the 
ntentions of recuperating his strength 
or the year’s work to come. As was 
isual on his vacation periods, he 
ound his recreation in a rapid series 
f visits to the various Coast Division 
Mhices, the Celite plant at Lompoc 
md in a constant succession of in- 
erviews and sales meetings. 

On Thursday morning, March 7, 
he entire Johns-Manville organiza- 
ion was stunned at the telegraphed 
nnouncement that Mr. Merseles had 
assed away, as the result of a sud- 
len heart attack, at ten o’clock Wed- 
esday night in the Del Monte Hotel, 
del Monte, California. Mrs. Merseles 
nd the eldest son, Herbert E. Mer- 
eles, were at his bedside. 

Funeral services were held at the 
Jutch Reformed Church, Bronxville, 
i. Y., on Tuesday, March 12. The 
onorary pall bearers included F. D. 
lartow, S. B. Bowman, W. L. Brann, 
. H. Brown, Donald Campbell, 
‘homas Cochran, Arthur W. Cutten, 
reorge B. Everitt, Robert D. Garden, 
r. E. Gregory, L. R. Hoff, F. L. Holt, 
1. A. Johnson, Ji., Fred J. Keer, W. 
. McKenna, A. A. Mills, E. A. Mor- 
nge, Floyd W. Mundy, R. J. Raney, 
. G. Rosenbaum, W. R. Seigle, Wal- 
;v S. Sullivan,” E. M. Voorhees, 
reorge Whitney, and C. L. Woolley. 
Few men have led lives so filled to 

¢ brim with accomplishments as 
heodore F. Merseles. His death re- 
oves from the world of business 
ne of its outstanding figures—one 
f its most famous organizers and 
anagers of men—and we, of Johns- 

Manville, shall miss and mourn a 
great leader and a well beloved 
friend. 

There should be no such thing as 
a “complaint department” in any 
business, Mr. Merseles said. It should 
be known as a sales promotion de- 
partment and should be handled on 
that basis.—St. Paul Pioneer Press, 
June 12, 1923, 

* - »* 

He approved of women in business, 
and once said a business woman made 
the best sort of wife, because she knew 
the value of a dollar and how long it 
takes to earn one.—The New York 
Times, March 8, 1929. 

- » * 

He does not pose as a financier, but 

Mr. Merseles has climbed from the 
bottom to the top. He knows the strug- 
gles of trying to get ahead. A young 
man recently asked him what were the 
elements necessary to success. In his 
reply, Mr. Merseles, among other 
things, said: “When I see a young 
man who is constantly reaching up 
for something a little higher, a little 
better, who is trying to broaden his 
mind a little more, always trying to 
inform himself, one who is eager to 
absorb knowledge from every pos- 
sible source, then I know he is one 
of the right sort, because that sort of 
ambition usually means achievement. 
Mere ambition will not strengthen 
you a particle unless you go to work 
on your plans. You might stand in a 
gymnasium and look at the apparatus 
as long as you live and not get any 
stronger. It is the actual doing of things that develops and strengiens 

The Dutch Reformed Church in Bronxville, where the funeral services were held. 

he is one—one of the progressively 
conservative sort.—Boston News Bu- 
reau, October 3, 1922, 

»* * * 

From the time Mr. Merseles began 
to sell bicycles his advertising slogan 
has been “for the masses.” “Find out 
what most of the people want,” he ad- 
vises, “advertise it to them at the low- 
est possible price, give them real 
value and service and then the rest 
of the troubles in your mail order 
business will take care of themselves.” 
—Printers Ink Monthly, March, 1922. 

young men.” — Chicago Journal of 
Commerce, May 28, 1923, 

- » * 

He had no hobby, unless it were 
the development of young men, in- 
cluding those in his organization. He 
belonged to a country club, but very 
rarely played golf. He did not enjoy 
cards, and got most of his recreation 
from his associations and his work, 
even passing many of his vacations on 
visits to plants, talking to factory 
heads, salesmen and customers.—The 
New York Times, March 8, 1929, 
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Tributes from Friends and Associates 
Y FIRST and only intimate contact with Previous to last Christmas Eve his inter- tend my best wishes for the coming year. 
Mr. Merseles will always be asso- est in my departmental affairs had been sur- He did not see me immediately upon my 

ciated with our First General Conference. prisingly keen for one so new to a strange entrance, but upon hearing my greeting 
We came expecting to meet a Captain of Company, but had been entirely of a busi- looked up quickly, rose hastily and took a 

ness nature. On that occasion I went to his step toward me, hand outstretched, and his 
But we also met a kindly, friendly, gen- office to bid him a Merry Christmas and ex- salutation was “Hello, Jake! I am awfully 

Industry. We did. 

tleman.—C. G. Danprow, Steff 
Manager, Paper and Lumber 
Industry Section. 

Although with us for se 
brief a time, Mr. Merseles 
has given us much to be grate- 
ful for, but finest of all he 
leaves with us a new spirit 
in business progress and hu- 
man kindness, a gift that we 
shall treasure the more highly 
as we grow that spirit within 
ourselves.—H. A. KieseLsach, 
Staff Manager, Insulation Sec- 
tion. 

. . - 

Qur President epitomized to 
me everything that a man 
should be-—a sterling char- 
acter, kind and considerate 
of others, a real leader in 
business and an outstanding 
figure in everything that he 
ever lent his hand to. 

His inspirational leadership 
cannot help but be of great 
value to younger men. His as- 
sociates in business will al- 
ways cherish his counsel, ad- 
vice, and more than that, his 
always willingness to listen to 
the troubles of others, He 
reached his goal, carried on, 
and his monument is a per- 
petual one of achievement in 
the realm of business. 
There are those who are as 

sunbeams 
As they go their daily 

rounds, 
They are worthy of remem- 

brance 
For but seldom are they 

found ; 
So I pay .this humble tribute, 

Though it needs a worthier 
pen— 

To a Prince of nature’s mould- 
ing, 

One who loved his fellow- 
men. 

—GeorcE A. Nicor, Jr., Vice 
President and General Sales 
Manager, Railroad and Gov- 
ernment Department. 

My memory of Mr. Mer- 
seles includes one outstanding 
incident in our all-too-brief 
period of friendship-—for he 
bad proved himself my friend. 

The high regard and respect of J. P. Morgan & 
Company for Theodore F. Merseles is best expressed 
in the following personal statements from four 

partners in that firm: 

Theodore F. Merseles was a great merchant and leader. 
He had the touch of genius so that whatever he undertook 
prospered. He was one of the highest type of American, a 
great organizer, a loyal friend, and a devoted father. He 
created greater opportunities for countless men and women. 

The ending of his career of service imposes a real obli- 
gation on us. He left us standards to uphold and goals to 
reach. We who knew him enjoyed a great privilege. We 
must see to it that the confidence he reposed in us is one 
we are worthy of and in carrying out his unfinished work 
let us be sure that the results we accomplish are of the 
character he would approve. Francis D. Barrow. 

- - . 

Twenty-two years ago, the day I met Theodore F. 
Merseles, he challenged my vivid interest. As my friendship 
with him grew, this interest deepened, by reason of his 
high character and fine qualities of heart and mind. The 
inspiring leadership he displayed throughout his remark- 
able career will always stand out as one of the landmarks 
of my business life. His great qualities of leadership were 
not only illustrated by what he himself was, but, even 
more, by what he made of others. No greater tribute can 
be paid to him than to point to those men whom he has 
left behind in this organization who, under his training and 
leadership, have become so eminently qualified to carry on 
in his absence and bear the torch that has fallen from 
his amazing hands. Tromas CoCHRAN 

- - . 

The close contacts which Mr. J. P. Morgan and his part- 
ners had for many years with Theodore F. Merseles had 
{ed us to admire him as a man of great energy, extraordi- 
nary organizing ability, imagination and integrity; had 
brought us to look upon him with affectionate regard as a 
companion and friend. The American business world, and 
we in particular, are losers by his untimely death. 

Traomas W. LAMONT. 
v - - 

It is difficult for me adequately to express the loss that 
the death of Theodore F. Merseles is to all of us. His out- 
standing ability as a great merchant is too well known to 
need comment from me, but I have been deeply impressed 
during the past two years with his ability to create and 
maintain the devotion of those with whom he worked. To 
this quality we are all greatly indebted, for in the rela- 
tively short time since he became President of the Johns- 
Manville Corporation, he has built up an organization and 
has rounded out the corporation to & point that I have the 
greatest confidence in its future. The loss of his personal 
touch is irreparable, but I am secure in the knowledge that 
his policies are in strong hands and will be carried to & 
successful fulfillment. GEORGE WHITNEY. 

glad to see vou; aren’t things 
going just fine and don’t you 
think we are headed for a 
great year?” 

Naturally I was taken aback 
for the moment by the hearti- 
ness of the greeting from one 

"whom 1 respected so highly 
and whom I had no idea even 
knew my given name. He very 
quickly placed me at my ease, 
chatted for a few minutes, and 
I toock my departure most thor- 
oughly impressed with the true 
greatness of a very big man.— 
J. M. Beroan, Staff Manager, 
Industrial Roofing and Build- 
ing Materials Section. 

1 feel we have lost one who 
was both an able leader and a 
man, During his short stay 
with us I came to know him, 
his fairness and lovable quali- 
ties; it was an honor to have 
been associated with him. 

1 deéply feel not only the 
loss of a respected chief but 
the guidance of a dear friend. 
—C. J. BEckwrrh, Staff Man- 
ager, Transite Section. 

‘We have lost a leader and a 
friend. His short tenure has 
shown his leadership. Our 
short acquaintance with him 
has proved his friendship. 
Those who were fortunate 
enough to meet him personally 
were uplifted and inspired by 
both qualities. His courage, 
his vision, his far-seeing poli- 
cies, are ours to inherit, ours to 
carry on. His'memory will in- 
spire us to further effort. His 
vision will be realized. He has 
not left us floundering in an 
unknown sea. His lieutenants 
will carry on the work he so 
ably planned. 

We of the Johns-Manville 
Corporation must be united 
in our determination to make 
this plan a realization and a 
fact.—J. J. GREENE, Staff Man- 
ager, Electrical and Public 
Utilities Section. 

President Merseles brought 
a wholesome flavor to Johns. 
Manville that was not long in 
spreading through our entire 
Company. 
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Possibly this little side-light will show 
how in so short a time the late President 
obtained such a hold on the loyalty and af- 
fection of the organization. 

Upon my recovery from a desperate ill- 
ness I was summoned to his office where 
he told me he wished to assure himself of 
my fitness to again begin working. His in- 
terest was live and sincere and his thought- 
ful act in the midst of a busy day left a 
deep and lasting impression 
on me.—GEORGE V. CBRISTIE, 
Staff Manager, Insulation 
Section, Merchandising De- 
partment. 

A conspicuous feature in 
the hundreds of letters of 
application which have 
reached the Personnel De- 
partment has been the de- 
sire of the applicant to be 
associated with Theodore F. 
Merseles himself. From 
many sources these appli- 
cants knew of his personal 
interest in all Johns-Man- 
ville employees and desired 
to have the advantages of 
those working in close asso- 
ciation with him. Not only 
did constant examples of this 
feeling emerge by daily cor- 
respondence, but many al- 
ready holding excellent posi- 
tions were attracted to the 
Company by the President’s 
success in selecting and de- 
veloping men.—JOHN SanD 
ERs, Jr., Manager, Personnel Department. 

- . . 

My memory of Mr. Merseles will be 9( a 
gracious friend—strong, wise and kind, 
more than a superior officer and an execu- 
tive of supreme attainment. 

Every contact with him was helpful qnd 
inspiring, his every word an aid to faith, 
confidence and zeal. 

To achieve notably and yet—greater than 
this—to acquire and retain the personal 
fealty and the affection of those he gov- 
erned, that was his record. 

A gifted, just and able leader, human and 
with understanding; his greatest monument 
will be the lives he helped, the benefits 
brought to thousands by his genius—F. W, 
Rowe, General Purchasing Agent. 

- . . 

At the General Conference last Septem- 
ber, for the half-hour before the final ban- 
quet, a number of the men were gathered 
together in the center of the room singing 
some of the old songs. Shortly afterward, 
our late President entered with the other 
members of the Board of Directors. Within 
a few minutes Mr. Merseles left these gen- 
tlemen and came over to our group of 
singers and entered completely into the 
spirit of the songs—another striking illus- 
tration of the humanness of this Great 
Leader. He lost nothing of his greatness by 
mingling with his fellow men, yet this close 

contact enabled him to transmit his per- 
sonal magnetism and inspiration to those 
around him.—A. A. BeckwitH, Manager, 
Procedure Section. 

. . . 

As indicating the intense interest in the 
personnel of the Company, Mr. Merseles 
emphasized, in every interview, the wish for 
desirable additions to our lines—to broaden 

Springtime—and fragrant blossoms. 

the scope of the salesmen — so that they 
could make more money. One of his out- 
standing desires was to make financial se- 
curity and contentment possible for every 
J-M employee.—E. V. Ringuarr, Staff Man- 
ager, Engineering and Development Sec- 
tion. 

- . . 

1 have been with the J-M organization for 
43 years, but my duties did not bring me in 
personal contact with Mr. Merseles and 1 
had probably not talked with him more 
than two or three times, 

The afternoon before Christmas my tele- 
phone bell rang, and on picking up the re- 
ceiver I heard a voice at the other end of 
the wire say: 

“Mr. Merseles speaking. I am one of the 
newest men here and you are one of the 
oldest. I want to wish you a very happy 
Christmas and hope we will be associated 
with each other for many years to come.” 

This message gave me more gratification 
than I can express, and is typical of the 
man who endeared himself to all—F. J. 
Jewerr, Eastern Division. 

Last New Year’s Eve I was called on the 
telephone by Mr. Merseles who wished me 
a Happy New Year and hoped I might en- 
joy many more. I mention this incident as 
illustrating the humanness and thoughtful- 
ness of this man, who in the midst of many 
trying cares could yet find time to speak a 

word of cheer to an employee. No wonder 
that all who have come in contact with him 
became inspired with loyalty and devotion 
to his ohjects and aims.—W. W. HanoLp, 
General Industrial Department. 

In scarcely two years’ time, Mr. Merseles 
established himself in the affection as well 
as the esteem of the entire organization. 

One of his outstanding ac- 
complishments was to make 
each of us, as individuals, 
feel that he was personally 
interested in our success. 

The effect of his inspiring 
leadership has been appar- 
ent from the start. A new 
enthusiasm has spread 
throughout the organization 
as a result of his personal 
and yet impartial interest in 
every employee.—P. A. AN- 
DREWS., Assistant to the Vice 
President in Charge of Sales. 

. . . 

Mr. Merseles was first a 
leader that one wanted to 
follow, not by reason of his 
office but rather because of 
the man himself—his ability 
and his personality. He al. 
ways instilled a feeling of 
appreciation, by his personal 
interest, for everyone’s work 
from the highest 1o the low- 
est and it was sincere.~F., 
J. Waxem, Staff Manager, 
Power Specialties Section. 

» . . 

Mr. Merseles has left me with an example 
of fairness and vision which will ever be a 
guide. 

He counselled that all resuits should be 
used as analyses of performance to elimi- 
nate future pitfalls. 

I shall cherish his eminent fairness and 
inspiration to truthful expression of differ- 
ences of opinion, even though they differed 
from his own.~J. T. SPICER, Staff Manager, 
Automotive Section. 

. . . 

Mr. Merseles had the happy faculty of 
making his leadership inspirational in a 
very direct personal way. 

1 would rather have had his personal 
leadership for five years during the forma- 
tive period of my life than anything I can 
conceive of in the way of cash capital, and 
would have had a wonderful time in the 
building. 

On several occasions I found it necessary 
or desirable to bring him into direct con- 
tact with clients of the Company, and it 
was a joy to walch the sure and deft man- 
ner in which he brought them under the 
spell of his magnetic personality and charm. 

The momentum that his leadership pro- 
vided will carry me along inspired for 
years.—R. V. Parsons, Staff Manager, 
Acoustical Section. 
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I shall always cherish as a personal re- 
membrance of Mr. Merseles that wonderful 
new spirit of bigger and better things for 
both our Company and its individuals which 
was so firmly established by him. We called 
it the new Johns-Manville spirit, but as a 
tribute to Mr. Merseles, I think we should 
refer to it in the future as “the Merseles 
Spirit.”—E. H. YouncLove, Sweff Manager, 
Steel Section. 

We have lost our great Leader—broad- 
minded, fair and a charming gentleman. 
These characteristics magnified themselves 
during his active 18 months with Johns. 
Manville and permeated the organization. 
Every person with whom he came in con- 
tact was inspired to better things and life 
was happier because of his influence. He 
was a2 man of rare vision and constructive 
ability, possessed of uncommon common 
sense. His sympathetic understanding and 
appreciation of bumanity, human beings, 
and human endeavor was one of his delight. 

ful traits. He never preached the Golden 
Rule, but he was one of its most ardent 
practitioners.—J. S. Canmory, Vice Presi- 
dent and Manager, Industrial Department. 

. . - 

No one could be in his presence even a 
few moments without a full realization of 
his splendid personality, his unsurpassed 
vision, and his great sagacity. Withal he 
was a kindly man whose words fell upon 
our ears with deep significance, inspiring 
us to greater care and mightier deeds in all 
our affairs. The fine example of his life 
shines like a beacon to guide the future 
which he could so clearly see and so elo- 
quently describe, His spirit which radiated 
so generously from his great personality 
will animate me and my associates in ap- 
preciation of his honored memory.—Syi- 
VESTER L. WEAVER, President, Weaver- 
Henry Corporation. 

Mr. Merseles impressed me by his con- 
centration on the matters in hand, hiz de- 
sire for all facts, his will and courage to do 
what he considered was right and, above all. 
the fact that he never forgot the human side 

. 
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of all problems. In this last respect he was 
like that other great leader, Abraham Lin- 
coln, who so often used a humorous story 
for illustration. 

My greatest tribute to him comes in a 
sincere desire that Johns-Manville will fol- 
low all of his policies to a successful com- 
pletion, and thereby set up a business or- 
ganization which will stand as & monument 
to his genius and leadership.—Myron H. 
CLARK, General Planning Manager. 

To know Mr. Merseles was to respect and 
admire him. His dynamic personality and 
his intense interest, keen insight and quick 
comprehension of any new problem pre- 
sented to him, always inspired me. The hu- 
man side of business was always foremost 
in his mind and bis greatest pleasure 
seemed to be to help his associates develop 
and grow—E. H. Bercer, Consulting 
Chemist. 

While my personal contact with our late 
. 

When summer 
brought its lan- 
guorous days to 
the garden at 
Bronaxville, it 
found Mr. Mer. 
seles busily 
thinking,as 
usual, with his 
dog as an under- 
standing and si- 
lent companion. 

President was somewhat limited, 1 have 
never failed on those few occasions to be 
inspired and strengthened by his magnetic 
and lovable personality, quick comprehen- 
sion and constructive comments. One out- 
standing characteristic of the man was the 

thoughtfulness and consideration shown his 
subordinates all the way down the line— 
W. H. Lawrence, Staff Manager, General 
Waterproofing and Industrial Flooring Sec- 
tion. 

The spirit of our President is still with 
us. We cannot lose in a day, a month, or 
in the years to come, that enthusiasm with 
which he has imbued us. His ideals, ideas, 
and constructive plans will guide us in our 
efforts to gain that objective which he had 
set.—F. P. BvincToN, Staff Manager, Archi- 
tects Service Section. 

My first conversation of any length with 
Mr. Merseles was a trifle over a year ago, 
when he appointed me Sales Promotion 
Manager of the Company. On that occasion 
he outlined in very simple fashion his con- 
ception of the duties of the department. 

“Imagine,” said he, “two men meeting on 
& train, one who has just been appointed 
a J-M dealer in Toledo and the other a suc- 
cessful J-M dealer of many years’ standing 
from Cincinnati. The Toledo man naturally 
wants to know how the Cincinnati man has 
made good—what lines he pushed, how he 
made sales, what advertising he did. You 
can see how for several hours, point after 
point could be brought up and discussed in 
making clear just what steps the Cincinnati 
dealer follows.” And wheeling around in 
his chair to face me, he said: “Getting 
down on paper these ideas that have proved 
successful so that all of our organization 
can see and use them, is the work of the 
Sales Promotion Department.”~A. V. Farg, 

Staff Manager, House Insulation 
Section. 

. 

Johns-Manville has not lost Theo- 
dore F. Merseles. Scores of us who 
knew him intimately will miss his 
genial smile, his gniding hand, and 
his personal friendship—we will miss 
his unerring counsel and the in- 
spiration of his active leadership— 
but let us not forget that he leaves 
behind him a heritage of loyalty, af- 
fection and enthusiasm—and a well 
defined plan for the future that will 
live on with Johns-Manville for years 
to come. 

The Pilot has gone—his task is 
well done. His skillful hand has guid- 
ed us safely through many shoals 
during the past year and a half. And 
Theodore F. Merseles leaves for the 
new helmsman a well charted course 
to the success which must be the end 
of a task so admirably begun. 

Pages can be written about his 
merchandising genius, his skill of 
leadership, and the organizing ability 
that marked his career—but not one 
of us can record the true measure 
of his human understanding of men 

and their problems, and his remarkable 
capacity for winning the sincere admira- 
tion, affection, and loyalty of every mem. 
ber of his organization. 

That friendship which he so completely 
won from all of us isn't going to be forgot- 
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ten. That staggering feeling of personal loss 
which each and every one of us struggled 
with when we heard that he had gone will 
be translated into greater effort to carry out 
his plans and his ambitions for J-M. 

I shall cherish my memories of Theodore 
F. Merseles—and I know of no greater 
tribute which each of us can pay to him 

————emmn March 20, 1929 semmem———— 

Market Analysis Section, Sales Promotion 
Department. 

To work with Mr. Merseles was a pleas- 
ure and his kindly interest in all Johns- 
Manville men is aptly expressed by his 
statement, “I want every man in the Johns- 
Manville organization to feel that he is in 

11 

fare and progress of every individual as- 
sociated with him.—R. E. Drakg, Roofing 
and Building Materials Section. 

Although my contact with Mr. T. F. 
Merseles was very brief, it was sufficient to 
give to me a clear-cut picture of his remark- 
able ability and his kindly disposition. His 

than to carry on our par- 
ticular activities along the 
lines which he recommend- 
ed—with the same enthusi- 
astic loyalty and sincerity 
which we pledged to him. 
—KEN R. DYKE, Sales Pro- 
motion Manager. 

Mr, Merseles’ memory of 
names and faces, and his 
knowledge of and interest 
in our activities outside of 
business as well as in our 
every-day business affairs 
was nothing short of amaz- 
ing. Quite early in my ac- 
quaintance with him I was 
impressed with this fact 
when, at a chance meeting 
with him in a Division of. 
fice far removed from New 
York, Mr. Merseles greeted 
me cordially and com. 
mented in a most friendly 
way on my personal hobby 
of flying, which, up to that 
time, I had thought he 
knew nothing about. Under 
the circumstances 1 should 
not have felt badly had he 
not recognized me at all 
because the meeting oc- 
curred at a place so far 
distant from where he 
might have expected to see 
me. Therefore, I was all the 
more impressed with his 
memory and his personal 
interest.—L. B. McMiLLaN, 
Consulting Engineer. 

. - - 

Contact with Mr. Mer- 
seles was an inspiration 
that introduced into what- 
ever was to be done, a new 
element of personal pleas- 
ure and satisfaction and an 
added determination that 
it should be done well. 

Because of the familiar- 
ity with his fine personality 
and sound policies gained 
from others in the daily 
business routine, this feel- 
ing of personal acquaint- 
anceship, I believe, was 
participated in by the great 

Destiny in its rhythmic cycle has brought us to the time when Our 
President has been called to another field. Because of the great service 
that he rendered to this organization—it is but proper that we should 
pay him tribute, 

Mr. Theodore F. Merseles was one of the greatest business execu- 
tives in this country. The foundation of his character was a straight- 
forward, simple, fundamental honesty. He knew intuitively what was 
right. There was never any compromise with the dictates of his 
conscience. 

He was endowed with a marvelous personality, so magnetic, that he 
won wherever he went—not merely friends—but followers. Although 
business was a serious game, his sense of humor never deserted him. 
Men of high or low degree he met on the same common level of sim- 
plicity and sincerity, To him an organization was never a mere numeri- 
cal quantity, but an association of inoivibuars. No matter how many 
customers his organization served-—each must be considered as an indi- 
vidual friend. : 

His insight into the hearts and minds of his fellow men was remark- 
able. His vision was far reaching. He was gifted with a creative imagi- 
nation that was intensified through 30 years by his plan of bringing 
at least one New ldea into the business every day. 

It was his policy never to ask anyone to do anything he himself 
would not have been willing to do under similar circumstances. The 
spirit of cooperation pervaded every organization that he built. He 
believed in and trusted those associated with him. 

But his real genius lay in his ability to inspire men. Impossibilities 
were turned into accomplishments. What in the ordinary course of 
evolution might be expected only of the future, he made a reality of 
today. And the greatest reward of those who helped him was the smile 
that came into his eyes, as these ideas were transformed into achieve- 
ments, 

Underneath the outward semblance of the practical business execu- 
tive he was an idealist. His mission in the world was to help make it 
better. Business and profits were a means to an end. Helping those 
who worked with him to greater growth, prosperity and happiness was 
the goal he sought and the things from which he derived the greatest 
Jjoy. 

The business world and we here have suflfered a great loss. The 
greatest tribute we could pay him and the one he would appreciate 
most, is that we as an organization dedicate ourselves to the task of 
bringing to full completion his vision of the service that this organiza- 
tion should render to its stockholders, customers and employees. 

My personal feelings toward kim need not and cannot be expressed. 
He was my ideal of what a business man, and friend should be. My 
loyalty to his memory and to his methods and ideals will continue 
into the future. 

Words cannot explain genius—nor life. But of this we can be 
assured. His ideals—here and in the years gone by—have touched the 
lives of many men and women and like acorns cast from the mighty 
oak, will grow and multiply. 

Lewis H. Brown 

ability as a Leader of Men, 
and his success as a Build- 
er of Institutions, were 
most outstanding, yet the 
humanness and direct 
simplicity which character- 
ized his life and thoughts 
will remain paramount in 
my memory of Mr. Mer- 
seles. 

The employees in the re- 
cently acquired Baoner 
Rock Section of Johns- 
Manville join me in ex- 
pressing our sincere sym- 
pathy to the Merseles fam- 
ily. We also express our 

titude to the Board of 
irectors for the assurance 

given us that the Merseles’ 
policies will be continued. 
--C. H. HALL, Staff Man- 
ager, Refrigeration Section. 

Theodore F, Merseles in 
welcoming the Celite men 
into the Johns-Manville or- 
ganization left an unmis- 
takable impression of a 
leader and a man of rare 
business acumen. From 
daily contact we found in 
him an unusually sympa- 
thetic' and kindly nature, 
coupled with marked abil- 
ity and enthusiasm, We all 
realize the personal ad- 
vantage of his association, 
and cannot but feel bis de- 
termined will to carry on. 
—E. 8, Crossy, Staff Man- 
ager, Celite Products Sec- 
tion. 

Destiny has granted us a 
few of the last moments 
of a nationally remowned 
Leader, a Leader whose 
ideals gave us a new out- 
look on Life and stimulat- 
ed Loyalty to the superla- 
tive. It would be his wish 
for us to “Carry on,” prof- 
fering as great a loyalty to 
our new Leadership.—R. S. 
GARDNER, General Super- 
intendent, Asbestos, Que- 
bec, Factory and Mines. 

majority of those in the organization whose. 
work had not yet brought them into per- 
sonal contact with him. 

The opportunity before us to carry on his 
program and to accomplish his ambitions 
for Johns-Manville and for ourselves is not 
lessened, but the individual responsibility 
is greatly increased, by the loss of his sun- 
perb leadership.—J). O. LiTTLE, Supervisor, 

business for himself.”—C. F, Awmes, Jr, 
Roofing and Building Materials Section. 

Mr. Merseles had the spark of humility 
with the power of his authority, the quiet 
manner of the strong-minded. He created 
and stimulated an organization morale that 
will be hard“te down. No one could fail 10 
recognize his abounding interest in the wel- 

While radiating keen modern business 
organization, Mr. Merseles’ human, kind 
attitude was almost a revelation. 

No man ever impressed me as being more 
sincere. Though now gone, the seed he has 
sown will surely bear fruit, and Johns- 
Manville continue on the forward march to 
reach the goal which was his ambition. 
There could be no greater monument to his 

' 
P 
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memory than this attainment.—P, J. BRen- 
NAN, Toronto District Sales Manager, Ca- 
nadian Division. : 

The loss of our late President brought 
forth expressions of sorrow and sympathy 
from all members of the Nashua Organiza- 
tion. It was recalled how quickly admira- 
tion for his plans, his policies and his splen- 
did leadership replaced the natural feeling 
of uneasiness which existed when he first 
took office some 18 months ago. Executives 
who had met him personally told of his 
wonderful personality, his fairness and sym- 
pathetic understanding. Members of the or- 
ganization who had never met him spoke 
particularly of their feeling of having had 
personal contact with him, a feeling which 
had come through knowledge of his meth- 
ods and through his messages in the Circle, 
especially his New Year’s Message of this 
year. 

We all feel that we have lost not only a 
great Leader, but a real friend—J. C. Mac- 
ILbowie, Superintendent, Nashua Factory. 

. . . 

News of the death of Mr. Merseles came 

In view of the great loss sustained 
by our Company in the passing away 
of our President, I wish to make o 
personal appeal to the Sales Organi- 
zation to assume the great responsi- 
bility of maintaining the morale 
which has been established on such 
a high plane during his leadership. 

With the positive assurance that 
the wise and progressive policies in- 
stituted by our late President will be 
definitely followed through, it is the 
duty of every member of the organi- 
zation to carry on with even greater 
determination than ever before to the 
end that we may be true to the mem- 
ory of our Greot Leader and bring 
into fullest realization the aims and 
ambitions which he has left as his 
legacy to us. 

May 1 personally ask that out of 
loyalty to this grand old Company, 
and to the memory of our departed 
Leader, you will pledge with me, our 
unstinted effort to carry on, with the 
fullest confidence in the future, his 
plans and policies which we are all 
convinced will bring to the Company 
and to each and everyone of us the 
fullest reward. 

L. R. Horr 

Those who knew Mr. Merseles, 
even slightly, were very fortunate, 
but those who worked very closely 
with him had the rarest of opportu- 
nities. His keen insight into human 
nature and the magnetism of his per- 
sonality formed the basis for the in- 
spiration of his leadership which is 
of the nature of those things that do 
not die. 

E. M. VoORHEES 

e — 

as a distinct shock to the employees of Wau- 
kegan Factory. 

Mr. Merseles’ last visit to Waunkegan 
Factory will never be forgotten. At that 
time he addressed the executives, foremen 
and sub-foremen. The simplicity of his ex- 
pression and the easy manner in which he 
explained his plans bespoke his greatness. 
His remarks left an everlasting impression 

on all and the applause that greeted the 
conclusion of his talk attested the fine spirit 
he aroused. After the meeting he shook 
hands with the men as they filed out and 
extended to each a pleasant greeting that 
had a lasting effect.—H. W. DEBLER, Wau- 
kegan Factory. 

. . . 

During the past year and a half Mr. 
Merseles made several trips to Waukegan 
Factory. On all of these trips he did not 
seem particularly interested in seeing the 
physical equipment of the factory, but his 
main questions were centered around our 
man-power, He stated very clearly that his 
whole thought for the future of the J-M 
organization centered around men and 
ideas. He made it a point to personally in- 
terview each man holding any position of 
responsibility at Waukegan, and every man 
interviewed came away with the distinct im- 
pression of the greatness of our departed 
leader, and also with the desire to give 
every ounce of energy and enthusiasm to 
carry out the plans and policies of Mr. 
Merseles. His very presence was an inspira- 
tion to those with whom he came in con- 
tact. 

1 distinctly recall Mr. Merseles’ last visit 
to Waukegan. It was my pleasure to meet 
him at the Railroad station, and as he 
stepped off the train a smile was on his 
countenance and he greeted me with a 
cheerful “Hello” and a wave of the hand. 
To me this demonstrated that his very 
greatness consisted of his extreme simplicity 
and modesty. 

Every member of the organization has 
resolved to be true to the high ideals set 
by our late President, and to carry on with 
energy and enthusiasm so that the results 
obtained will be all that Mr. Merseles so 
heartily desired. We of the Waukegan Or- 
ganization know that both our lives and 
work will be bigger and better for the 
privilege of having served under a leader 
such as our late President.—J. P. Korr- 
caMP, Manager, Waukegan Factory. 

The memory we will cherish of Mr. Mer- 
seles is our first meeting with him. 

- His whole conversation was not of busi- 
ness, but of the personal welfare of the 
men under his guidance, showing us that 
he had a fatherly interest in each and 
every one of us. 

The interview left us impressed in no 
uncertain manner that our future welfare 

was absolutely safe in his hands.—L. Pa- 
PINEAU, Montreal District Sales Manager, 
Canadian Division. 

- . . 

The greatest tribute I can make to our 
late leader is to recall the wonderful in- 
fluence and sound effect of our First An- 
nual Conference throughout which Mr. 
Merseles’ genius was always to the fore. 
The influence of such a man can leave no 
other than a profound and lasting im- 
pression throughout the Johns-Manville Or- 
ganization.—F. J. C. BeLL, Vancouver Dis-, 
trict Sales Manager, Canadian Division. 

Modest in demeanor” but impressive in 
forcefulness of argument in putting forward 
his policies. These, whether directly or indi- 
rectly received, bore the unmistakable char- 
acteristics of the man and carried convic- 
tion by their very logic and fairness. The 
effect was that of pyramiding upon the old 
“J-M Spirit” the indomitable “Merseles 
Spirit.” May that spirit continue to fire us 
to bring about complete fruition of these 
plans and policies of this Great Leader to 

One need not have been the life- 
long friend of the late Theodore F. 
Merseles to pay tribute to those ster- 
ling qualities of character he pos- 
sessed which so excited our admira. 
tion. During the short span of time 
it was our privilege to be associated 
with him, the power of his person- 
ality made such a lasting impression 
upon us that with pardonable pride 
we could testify to his ability as a 
leader who had little difficulty in 
gathering around him the right men 
to carry out his policies and advance 
his plans; as a man of keen vision 
who displayed genius in attacking 
his many daily problems; as one who 
seldom erred in his judgment of hu- 
man nature, but commanded the re- 
spect and loyalty of those whom he 
trusted; as one who combined with 
the sagacity of age the enthusiasm 
of youth, and with advancing years 
geared himself to higher speeds, ever 
keeping his eyes focused on the 
course that he had mapped out; and 
who, above all, was the soul of honor, 
always kindly end considerate of the 
welfare of those employed in any un- 
dertaking with him. 

We could use superlative upon su- 
perlative in attempting to define this 
impression that he made upon us, but 
in the final analysis I am positive that 
everyone who knew him and loved 
him would join me in saying that the 
results of his labors are too obvious 
to need recounting—words seem fu- 
tile, phrases seem trite, and we shall 
leave unsaid but keep forever in our 
hearts the memory of that intangible 
something which made him the men 

| we were proud to call our Leader. 

W. R. SewcLE 

———————N R —————— e 
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s March 20, 1929 we——— 

which we pledge ourselves to the fullest.— 
C. H. SHOEMAKER, Vice-President, Canadian 
Johns-Manville Company, Limited, Asbes- 
tos, Quebec. 

In all my too few personal meetings with 
our Jate President, not one will ever be for- 

-gotten, because of his unfailing interest in 
the matters that particularly affected the 
Canadian Division. His kindly consideration 
for the individual employees and regard for 
their welfare was unmistakably apparent. 
His readiness to discuss matters of vital in- 
terest to the Johns-Manville Corporation’s 
progress and his attitude of determination 
to make such progress possible, was always 
in evidence—and after the all too few 
months that he was allowed to lead, the re- 
sults of his purpose and foresight are mani- 
fested in our Corporation’s standing and 
progress today.—W. M. HiLLER, Vice Presi- 
dent, Canadian Johns-Manville Company, 
Limited. 

His generous concern for the welfare of 
everybody in the organization was remark- 
able and although he was with us for such 
a lamentably short time, I know his stand- 
ards of conduct and high ideals will always 
live as part of the Johns-Manville tradition 
in the Winnipeg District.—T. CARLYLE, 
Winnipeg District Sales Manager, Canadian 
Division. ... 

It was my pleasure to meet the late Mr. 
T. F. Merseles on his visits to Manville. He 
impressed me as a man of genuineness and 
of sterling qualities, and he will be missed 
by all of us.—JosepH CLARKE, Manville 
Factory. ... 

It was with the deepest regret that I 
learned of Mr. Merseles’ death. Although 1 
have not been in personal contact with Mr. 
Merseles, I feel that this Company has Jost 
a great asset, and that we as individuals 
have lost a real friend.—HArvey S. SMaL- 
LEY, JR., Superintendent of Roofing and As- 
phalt, Manville Factory. 

. . - 

He was one of the biggest and greatest 
men in the country as an organizer and 
executive, and I think if we work along the 
lines he has laid out for us Johns-Manville 
will become the foremost company in the 
United States of America. 

The Magnesia Plant wishes to extend its 
sympathy to his family for the loss of hus- 
band and father and to the Johns-Manville 
Corporation for the loss of its esteemed 
executive—G. BoEesel, Magnesia Plant, 
Manville Factory. 

It was my pleasure and privilege to meet 
our late President, Mr. T. F. Merseles, on 
his first and two subsequent visits to Man- 
ville. On each occasion his cordiality had 
the genuineness typical of a man of his 
character. ‘ 

How true are the words of Browning: 
“That low man seeks a little thing to do, 
Sees it and does it: 
This high man, with a great thing to pursue, 
Dies ere he knows it.” 

—Francis E. Partripce, Manville Fac- 
tory. 

It was with a deep feeling of sorrow and 
regret that 1 learned of the death of our 
president. 

I admired his humane qualities and his 
ability as an executive. His death is a loss 
to each individual in the Company.—E. T. 
SuanNaHAN, Manville Factory. 

The Johns-Manville Corporation has lost 
a great leader, and J-M employees a great 
friend. Just when we realized his greatness 
we lost him. May he live forever in the 
memory of the J-M employees.—PauL 
BanovicH, Manville Factory. 

On deck—bound for Europe. 

Even in the short time Mr. Merseles was 
with us, every individual that had the great 
honor of coming in contact with him per- 
sonally, loved and respected him. His utter- 
ances and acts encouraged every individual 
to put forth his greatest effort to carry on 
his wishes, and there is no doubt but that 
his progressive policies will be followed to 
make this Company greater, and to benefit 
every employee.—GEORGE CHRISTENSON, 
Manville Factory. 

Along with rare administrative abilities 
Mr. Merseles possessed a personal touch 
which enabled him to weld together the 
rank and file of a gigantic organization. 
The loss is not confined to us alone, how- 
ever, since the entire business world will 
mourn the passing of one of the outstanding 
exponents of twentieth century industrial 
management.—M. J. BoyLE, Erection and 
Repair Department, Manville Factory. 
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It was not my privilege to meet Mr. T. F. 
Merseles on any of his visits to the Factory, 
but I looked up to him as a great leader of 
men.—]J. J. EcBERT, Manville Factory. 

Much was expected of Mr. Merseles be- 
cause of his most successful record as a 
builder of big business. Every promise has 
been more than fulfilled, and he gained the 
confidence and respect of every Johns-Man- 
ville employee.—A. E. CressiNcHAM, Man- 
ville Factory. . . 

Entering the Hotel Asbestos upon the 
occasion of our late President’s address to 
the heads of departments at Manville Fac- 
tory, it was my pleasant experience to be 
ushered to a seat next to Mr. Merseles. He 
opened a conversation and we conversed un- 
til he rose to make his address. 

The impression will always remain of his 
dgmocratic and pleasant attitude as he sat 
with the rest of us, just like a regular fel- 
low, with a pleasing nod and smile for 
everyone, His address was given in that 
same characteristic earnestness and sin- 
cerity of purpose that compelled the demo- 
cratic admiration and feeling to be mutual. 
—E. J. Lecce, Manville Factory. 

Our sincere evidence of our feeling of 
great loss will be to carry on the magnifi- 
cent policies of Mr. Merseles so recently 
laid down for us, in such a way as would 
please_him, had he been spared to us.— 
Geo. W. MATHER, Supervisor, Order De- 
partment, Manville Factory. 

I had the pleasure of meeting our late 
!’resident ‘on two occasions. These two meet 
ings, coupled with his masterly “Message 
from the President,” left the impression 
with me that he worked and lived by the 
four Cardinal Virtues: Prudence, Temper- 
ance, Justice and Brotherly Love. - 

He was a great leader, a comrade and » 
true friend. Let us carry on the work that 
he started.—A. MacD. Hucnss, Superin 
tendent, Manville Factory. 

Mr. Merseles was the guiding spirit in 
leading J-M to a new place in the indus 
trial world. His sudden death at a time 
when his plans so needed him is to be sin- 
cerely regretted, but it should lead all to 
redouble their efforts to consummate his 
ideals.—J. C. KELLEHER, Manville Factory. 

The sudden death of Mr. Merseles in the 
midst of the new life his dynamic person- 
ality put into the Johns-Manville organiza- 
tion makes his loss seem beyond repair. We 
owe it to him to carry on as he would have 
us.—A. GRAMNEss, Chief Engineer, Man- 
ville Factory. 

He impressed me as a man deeply con- 
cerned in the welfare of every employee.— 
Tros. MayLes, Manville Factory. 

The sudden death of our much respected 
President takes from us one whose close 
association and intimate touch with our 
daily affairs will be sadly missed by all em- 
ployees.—J. R. Jack, Manville Factory. 

e
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His passing is a great loss to Jobns-Man- 
ville, but we all feel that his guidance has 
shown the way to a new era in our Com- 

ny’s history.—S. K. Coorer, Manville 
actory. 

. 

Our late President is gone, but his spirit 
will ever remain with us. It will act as & 
guiding star in carrying out his desire to 
make this organization a leader in the busi- 
ness world.—Freas L. Hess, Superintend- 
ent, Packing Department, Manville Factory. 

Mr. Merseles shared with us his vision of 
the growth and future greatness of the Com- 
pany and he demonstrated to us so conclu- 
sively his own sincere interest in our per- 
sonal welfare. that we were fired with am- 
bition to make the most of the opportunities 
which he opened to us. 

I am sure that the most sincere tribute 
which we can pay to his memory—the trib- 
ute which he would appreciate more than 
anything else—will be for us to strive 1o 
realize the ideals which he outlined so 
clearly. The Technical Research and Devel- 
opment Department pledges itself to par- 
ticipate to the full extent of its ability, in 
such a memorial—A. M. Hamerer, Man- 
ville Factory. 

. 

The Johns-Manville Corporation has not 
only sustained an almost irreparable loss in 
leadership, but the individual members of 
the organization have lost what seems to me 
from even my limited contact, a personal 
friend. 

The confidence inspired by such a leader 
will be dificult to replace and it is most 
reassuring to learn that the policies he had 
initiated are to be continued.—J. DriscoLrt, 
Chief Chemist, Manville Factory. 

Mr. Merseles with two little friends at Lake Placid in the 
Adirqndacks. 

_______~'DIE A —————— 
'CIRCLE 

It is particularly regrettable that our late 
President could not see the fulfillment of 
his plans which thus far have been carried 
out so ably under his leadership.—P. D. 
CannoN, Manville Factory. 

- . - 

The employees of “C” and “D” Buildings 
join in expressing their sympathies to the 
family and friends of Mr. T. F. Merseles. 
The ashestos industry has lost a valuable 
and most forceful leader. 

We hope his ideals will always remain 
with us.—G. CampBeLL, “C” Bailding, H. 
Larison, “D” Building, and E. A. TooREey, 
Manville Factory. 

- . . 

Mr. Merseles visited the Manville Plant 
several times and on each occasion, it was 
my pleasure and good fortune to accom- 
pany him during his tour of inspection. He 
always displayed a keen interest in the 
many manufacturing operations and the 
quality of the materials produced. Respond- 
ing to the dictates of his most systematic 
and orderly mind, his plan of procedure 
would be to follow the raw material through 
the many steps of preparation until it came 
from the machines a finished article. This 
seemed to give him a great thrill, and all 
along the route, he would make personal 
contact with the operators, making inquiries 
as to this or that operation, or leave with 
them some cheerful word. He was deeply 
concerned in the welfare and the problems 
of the employees, such as their working 
conditions, hazards of any nature and their 
possible earnings. : 

His visits were s revelation and a 
great inspiration to our factory organiza- 
tion and he always left with us a construc- 
tive suggestion of some nature, or a thought 
that had to do with the future growth of our 

great Company. 
We feel very keenly the loss 

of an able and progressive 
leader, and as a tribute t¢ him, 
I wish to assure the Johne- 
Manville organization of the 
loyal support of the Manville 
Plant in carrying out his ideals 
and wishes as we know them. 
—G. E. HaLLavay, Manager, 
Manville Factory. 

- - 

Every Johns-Manville man 
on the Pacific Coast feels in 
Mr. Merseles’ death a very 
keen personal loss which is 
rare between President and 
employees in an organization 
the size of ours., This is a 
tribute to his great genius. We 
have been very fortunate to 
have been associated with Mr. 
Merseles. — FRANKLIN SHUEY, 
Sales Manager, Pacific Divi- 
sion. 

We may no longer look for- 
ward to the pleasure of seeing 
Mr. Merseles in person, but 
we have confidence in a feeling 
that his guidance will always 
be with us. It is our hope that 
in leaving he could truly 

know this. How eagerly we shall work for 
him to bring about the greater things he 
had in mind for us! We are better to have 
known him; we are happier that he knew 
us.—R. B. Apams, Sales Promotion Mana- 
ger, Pacific Division. 

For many years I knew Mr. Merseles as 
a friend and counsellor. He was always cor- 
dial, of keen vision and of unbounded en- 
thusiasm, yet the characteristics which im- 
pressed themselves most forcibly upon me 
were his constant thoughtfulness and steady 
endeavor to help others. 

“He surely has sailed west, and we 
—you and. |-—are day by day sailing 
west also. We are plotting a course 
whether we know it or not, that is 
measured by what we think and say 
and do, and it is my great wish that 
in the days that lie ahead—and some 
of them will be stormy, I can tell you 
—we will prove that the things Mr. 
Merseles endeavored to instill into 
our business minds and hearts make 
us not only fair weather sailors but 
men who are able to handle this ship 
under every condition.” 

From tribute of 
GEeoRrcE B. EveriTt, President, 
Montgomery Ward & Com- 
pany, at Farewell Banquet to 
Mr. Merseles, June, 1927. 

He never failed to express his sense of 
obligation to those who had served and be- 
friended him and the companies in the up- 
building of which he played so prominent 
a part. More than once he told me he felt 
that much of what he had accomplished was 
due to the loyalty and helpful cooperation 
received from his associates. In his turn he 
always evinced a desire to help his friends 
in every station of life.—F. W. Munpy, 
James H. Oliphant & Company. 

In the passing of Theodere F. Merseles 
every man who knew him lost a friend, be- 
cause he was the friend of every man he 
knew. During my five years close contact 
with Mr. Merseles at the National Cloak 
and Suit Company, where I served as Presi- 
dent of the Mutual Aid Association, I was 
in a good position to judge the magnetism 
of the man, which was tremendous. Men 
and women employees alike rendered the 
very best service in their power, an ap- 
proving nod or a commendatory word from 
“T. F.” being their most valued reward. 
Every time I have met him since the old 
days, he has been the same interested friend 
—interested in my welfare and the welfare 
of all who ever worked with him or for him. 
—J. R. BoLrtoN, Secretary, Advertising 
Club of New York. 

I had known Mr. Merseles for many years 
and met him frequently, largely because [ 
sought on every occasion to take advantage 
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of the opportunity to derive genuine plea- 
sure and benefit from such contacts. 

He was, in my opinion, one of the most 
gifted men I have ever met in the business 
world. He possessed intellectual endow- 
ments of a very high order, was gifted with 
an exceptional capacity to strike straight 
away at the heart of every business prob- 
lem, and had an imagination that was well- 
nigh unique. He combined with these rare 
qualities a personality that radiated good 
cheer, tolerance and patience, and with it 
all was blended a magnetism that was com- 
pelling. One could not leave his presence 
without deriving inspiration and a quick- 
ened resolve for comstructive effort. 

His record in the business world during 
the past decade shines out with extreme 
brilliancy. His genius and accomplishments 
justly won for him a leading place in the 
business world of our country, and I beg 
you to receive this expression of my sin- 
cere condolence, with the assurance that 1 
shall ever carry in my memory profoundly 
cherished admiration for his great qualities 
of mind and heart, and the sorrowful rec- 
ollection that his untimely demise has de. 
prived his friends of the benefit and cheer 
of his always helpful contacts,—CLARENCE 
M. WoorLey, Chairman of the Board, 
American Radiator Company. 

- . . 

In the death of Mr. Merseles, business 
and society suffered an equal loss, The suc- 
cessful conduct of business by this unas- 
suming man of such great capacity and un- 
derstanding of people, has made an im- 
pression not quickly eradicated. He was a 
man not only having a vision in business, 
but equally tender toward his fellowmen.— 
D. L. Heoces, Business Manager, Good 
Housekeeping. 

I had known Mr. Merseles somewhat in- 
timately for many years and rega. ~d him 
ss one of the foremost business men *© our 
country. 

He possessed vision of an unusual degr. 
he had an intimate knowledge of passing, 

1 am greatly shocked to hear of the 
death of Theodore F. Merseles. I 
knew and admired him and his work 
not only during his association with 
Montgomery Ward and Company and 
the Johns-Manville Corporation, but 
also in connection with his volunteer 
work in the War Savings Campaign 
during 1917 and 1918. Please express 
to his family and his business asso- 
ciates the sincere sympathy of Mrs. 
Morrow and myself. 

Dwicur W. Morrow, 
United States Ambassador to Mexico. 

conditions, and these, backed by many 
years of experience and great courage, made 
him a leader in the business world. He was 
endowed with much humor and this humor 
and his humanness were reflected in his 
business activities to a remarkable degree. 

He had a bent for organization and his skill 
in organization and development is reflected 
in The National Cloak and Suit Company, 
Montgomery Ward and Company, and the 
Johns-Manville Corporation with which he 
was associated as President for many years. 

His untimely death is a dis- 
tinct loss to the world of busi- 
ness and thousands of his per- 
sonal friends will miss his 
smiling face and his cheerful 
and happy expressions of good 
will to all.—GEorce M. Rey- 
NoLps, President, Continental 
and Commercial Bank, Chi- 
cago. 

Theodore F. Merseles be- 
came associated with the Case 
Company a relatively short 
time ago, but in that brief 
period we have all come to 
feel the greatest admiration 
and respect for his high char- 
acter as a man and his unusual 
ability, energy, vision, and 
judgment as a leader in busi- 
ness affairs. He has repeatedly 
and at personal effort and 
sacrifice given of his time to 
aid various of our department 
heads in their work, and his 
keen analysis of advertising 
and marketing problems has 
been most helpful. He has 
demonstrated by many acts of 
courtesy and kindoess his 
friendship and interest in his 
associates and fellow workers 
which I know from personal 
experience and observation. His mind func- 
tioned with unusual speed, vision and di- 
rect direction, and his presence at our 
monthly meetings was a mental stimulus to 
all his associates. 

His remarkable career would fill a vol- 
ume. It is a shining example for every young 
man of ambition beginning his life’s work. 
1 have counted it an honor and a privilege 

-to know him and shall always regret that 
v association covered so brief a span. I 

sh " feel that our friendship continues.— 
L. I\ “uvAuseN, President, J. 1. Case Thresh- 
ing M hine Company. 

. - - 

Mr. Merseles’ approach to banking prob- 
lems as a Director of the Seaboard Na- 
tional Bank was based on the same ana- 
lytical, far-sighted inquiry into all the fu- 
ture aspects of any situation which he had 
so successfully demonstrated in his con- 
structive leadership for the Johns-Manville 
Corporation and other great business con- 
cerns. 

He was outstanding not only in his pro- 
phetic industrial vision but also in his ca- 
pacity for building morale in the person- 
nel of a vast organization. He was a leader 
of men as well as a prophet of business. 

Mr. Merseles inevitably won the implicit 
confidence of those around him because of 
his fine integrity and tremendous enthu- 
siasm. Altogether he was a commanding 
figure in the world of business during the 
past decade—H. D. CampBELL, Vice-Presi- 
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dccnt, Seaboard National Bank, New York 
ity. 

Two thousand years ago a2 man asked, 
“What shall I do to inherit eternal life?” 
expecting no doubt some elaborate formula 

While on a vacation, 

of creed or belief, but the answer was a 
very simple one, involving two admonitions, 
the second being, “Love thy neighbor as 
thyself.” But “Who is my neighbor?” asked 
the young man, and in answer received the 
beautiful parable of the good Samaritan, 
which has shone like a beacon through the 
intervening centuries. 

It is as the good Samaritan that I shall 
always think of Theodore F. Merseles. 

He was responsive to sorrow or misfor- 
tune, wherever he encountered it, and 1 am 
thinking today of the many who will mourn 
him as the greatest benefactor they ever 
had in their lives. 

Few knew of the many acts of kindness 
and love which he ever delighted to do. His 
great joy in life seemed to be in aiding 
those with whom he worked or came in con- 
tact; and his first thought during the 35 
years that I have known him always seemed 
to be for the welfare and advancement of 
those about him. 

In addition to the qualities that made him 
preeminently successful in business, his 
vision, his sterling character and his tire- 
less energy—he possessed a charming per- 
sonality, a cheerful and optimistic outlook 
on life, and a keen sense of humor, that 
made him the most delightful of com- 
panions.—W. S. SuLLivaN, Mutual Life In- 
surance Company of New York. 

It was my good fortune to know inti- 
mately Mr. Theodore F. Merseles, who came 
to Chicago a few years ago where he im- 
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mediately made for himself a place among 
the leaders of the business and civic life 
of the city. His broad grasp of affairs com- 
mercial and his keen and sympathetic un- 
derstanding of human nature stamp him a 
leader of unusual ability. The place of such 
a man in the activities of our 
daily life is never fully filled. 
—M. A. TrayLoR, President, 
First National Bank, Chicago. 

A true leader, Mr. Merseles 
knew that the greatest measure 
of success could be gained 
only by enlisting the enthusi- 
astic cooperation of every 
member of his organization. 
They, in turn, gave that co- 
operation heartily and sincere- 
ly, for they were aware that 
their welfare was a matter of 
real interest to him. 

His broad vision, his ability 
to plan and then to so organ- 
ize that every business possi- 
bility might be explored aund, 
if favorable, developed to the 
utmost—these qualities seemed 
to me to be most characteristic 
of him, And with it was a fine 
personality, which made those 
who knew him well have for 
him a high regard and a last- 
ing affection. — Wnriam M. 
Lysrano, Lybrand, Ross 
Brothers and Montgomery. 

My short acquaintance with 
him has left me with a lasting 
impression of his fine charac- 
ter and charming personality. 

1, therefore, attempt in these few words 
to give you an expression of my profound 
respect for the man whose passing will mean 
such an irretrievable loss to his friends.— 
E. E. Barker, Mining Engineer, Salt Lake 
City. 

My memories of Mr. Merseles are very 
vivid. I came to know him first over 20 
g{ears ago when he was an officer of the 

ational Cloak and Suit Company. He did 
business with us at the Astor Trust Com- 
pany and was frequently in the bank. Even 
in those days he was outstanding in his 
ability and energy. One had only to talk to 
him once to realize that he had an unusually 
keen mind. 

Later on Montgomery Ward and Company 
was seeking a new President, and I was 
asked, among others, to suggest a man, and 
in company with a few other men I recom- 
mended Mr. Merseles. I was, of course, im- 
mensely gratified as the years went on to 
see this recommendation so amply justified 
in the achievement which he made in build- 
ing up that great company. 

Through those years, and after he re- 
turned to New York to take the leadership 
in the Johns-Manville organization, we were 
always in close touch with him and came 
to regard him as one of the oustanding 
business executives of his generation—a 
man of unqguestioned integrity and hi 
ideals. Perhaps from a business standpoint 
I should say that the one feature that 

stood out more than all the others was 
his remarkable grasp of the detail of any 
problem that confronted him, without in any 
way interfering with his ability to see the 
subject as a whole and to act on it from 
the standpoint of its broader signficance. 

Watching his dogs at play. 

In his sudden death the whole business 
community has suffered a very real loss, 
but 1 feel sure that he was long enough in 
your organization to have left a very defin- 
ite impression of his standards and ideals, 
which will be an increasingly strong in- 
spiration to you all in the years to come,— 
Sewarp Prosser, Chairman of the Board 
of Directors, Bankers Trust Company. 

- - . 

I was very much shocked last evening to 
read of the sudden death of your friend 
and superior officer, Theodore ¥. Merseles, 
and can imagine just how great the shock 
was to you and your associates, From the 
litile you told me of Mr. Merseles and his 
personality I can readily see how quickly 
and how thoroughly he would endear him- 
self to all those with whom he came in con- 
tact. 

I realize that the world goes right on 
and that his place will and perhaps has 
already been taken by one or several, but 
1 did want to let you know that I realize 
something of your sorrow and wish you to 
know that you have my sympathy and any- 
thing else I can offer in the way of assist- 
ance to you at this time—JonN W. F, Ben-. 
NETT, Vice President, Allied Power and 
Light Company, in a letter to J. J. Greene. 

To say that the institution is the length- 
ened shadow of a single man, has become 
a trite and outworn phrase, for in these 

days of many remarkable institutions there 
has, of necessity, been one individual pri- 
marily responsible for the growth of each 
great organization. 

I have in the course of my lifetime met 
a number of such individuals who have 
been the guiding spirits of one or perhaps 
two such great organizations, but never 
have 1 found, nor do I expect ever to find 
again, any one man who left his mark on so 
many institutions and so many of his fellow 
human beings as Theodore F. Merseles. 

Mr. Merseles was associated with me in 
the building up of the National Cloak & 
Suit Company for 18 years. During all that 
time our desks were within a few feet of 
each other. We had daily personal contact, 
but an unkind word never passed between 
us. There was the most complete under- 
standing and mutual confidence and respect. 
‘When in 1921 he went to Montgomery Ward 
& Company and later to your great Company, 
the friendship built up in those 18 years, 
1 am happy to say, continued and was main- 
tained to the very day of his death. - 

As an organizer and an executive his 
ability was outstanding; as a man, a hus- 
band and a father he was lovable; but as 
an inspiring leader, one to win the con- 
fidence of his fellow workers and to hold 
that confidence and add to it respect and 
love, he was a genius. Such genius cannot 
be cultivated—it is inborn, the simple re- 
sult of a rarely fine and noble soul—S. G. 
Rosensavm, former President, National 
Cloak and Suit Company. 

It is difficult to write so soon a tribute to 
my best friend. 

There is so much that 1 should say—so 
much that it would benefit the world to 
know. But of all the memories I hold of 
this fine man, of this great leader of men, 
this great builder of men, what can I se- 
lect to say so briefly? 

For Mr. Merseles was my friend for 22 
years. And 1 cannot yet write about him 
as no longer a living friend—as having 
passed on. There is so much to go, it can- 
not leave so quickly. 

While I write 1 still want to say, “You, 
Mr. Merseles—you made this man a man, 
it was your inspiration, your leadership, to 
which he responded.” 

And I can still feel him put his arm 
around my shoulder, filled with the joy of 
an earned promotion: “Brann, the finest 
fruit of business building is man building” 
and, after a silence, “Brann, that is the 
only thing that makes business worth the 
while.” 

1 am asked to write a wribute to Mr. 
Merseles. The only tribute of him is the 
one that lives, one that is all around us, 
one that he created—the men that he has 
helped to help themselves. And it is with 
a sad heart, it is with a proud heart that 
1 join these men in saying—“He has been 
father, brother and friend to us all.”—W. 
L. Braxn, W. L. Brann Advertising Agency. 

Our leader has passed away, but the in- 
fluence of his constructive spirit which per- 
meated the entire organization still re- 
mains with us. The greatest tribute we can 
offer will be to perpetuate his memory by 
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sontinuing in that spirit so the bigger and 
better things he visualized will be accom- 
plished and “J-M” made a monument to 
his memory.—A. J. Duagy, Sales Supervisor, 
Electrical and Public Utilities Section, Wes- 
tern Division. 

We have lost a leader—an understanding 
leader, kind and patient. 

Many of us in the St. Louis District did 
not know him personally, yet from all parts 
of the District have come words of regret 
at his passing. Marvelous was his personal- 
ity, with its spirit and vision of progress— 
that in such a short time could imbue us 
all with the determination to grow and ac- 
complish greater things. 

He was a humanitarian, a man-power 
builder. Greater tribute can no man say 
than, “I was made betier by having known 
him.” 

That his connection with our Company 
will not have been in vain, let us carry on 
and fulfill the Johns-Manville principle as 
instilled by our departed President, that his 
vigion of a greater growth and accomplish- 
ment may be realized.~S1. Louts DistricT. 

One night after working hours I had an 
occasion to deliver a railroad ticket to Mr. 
Merseles at the Blackstone Hotel. 1 
knocked on the door expecting to hand him 
his ticket and make a quick exit, but to 
my surprise he asked me to step into his 
room. It was then that I really knew Mr. 
Merseles. He talked to me for a few mo- 
ments on things in general and treated me 
very kindly, which I will never forget—E. 
E. TaompsonN, Manager, Mailing Depart- 
ment, Western Division. 

3 - . 

It was my good fortune to meet Mr. 
Merseles on his first visit to our Chicago 
Office. 1 was approached one rather busy 
morning at my desk in the City Sales De- 
partment, by a man whom I took to be & 
customer, and after a pleasant “good morn- 
ing” by him, he immediately informed me 
be was Mr. Merseles. This was a most 
glezsant and agreeable surprise to me, first, 

use an executive had side-stepped usual 
routine to address me, secondly, because 
Mr. Merseles seemed interested in knowing 
me, my history, and my position. 

His frankness and sincerity I am sure 
were the same to those with whom he came 
in contact and it is not hard to understand 
how he impressed an indelible stamp of 
sincerity of purpose in us all—J. N. K- 
8ure, Chicago District. 

We have indeed lost a great leader and 
a great man. Let us show our appreciation 
of what he was to us by carrying on and 
erecting for him an imperishable monu- 
ment by helping complete the task which 
he began! . 

His inaugural message has been a source 
of unending inspiration to me. I have car- 
ried it with me and read and quoted it to 
our business associates everywhere.— E. 
Nevson, Sales Promotion Manager, Wes- 
tern Division. o 

Mr. Merseles always instilled and re- 

newed in me a spirit of enthusiasm and de- 
termination, I feel that the inspiration and 
confidence that he gave me will be a help 
all through my business life, These impres- 
sions are intangible and difficult to express 
but they are none the less indelible, 

He always made it very clear that it was 
his aim to help each individual with Johns- 
Manville grow and develop. 

I am sure that every one connected with 
the organization has been benefited by his 
inspiring leadership, and the work which 
he began will be carried on because of the 
spirit which he so fully developed 
in us who were associated with him. I be- 
lieve that if his desire were expressed now 
he would say to those of us he has left be- 
hind, “If you wish to pay the greatest trib- 
ute to me, carry on those things which 1 
have left for you to do.”—J. B. StEVENS, 
Sales Manager, Merchandising Department, 
Western Division. 

- . - 

It was my greatest pleasure to have had 
several conversations with Mr. Merseles, 
and I never left his presence without feel- 
ing that I had gained something from him 
that would make me a bigger and better 
man. My first meeting with him is indelible. 
It lasted but a few minutes, but in this short 
space of time our new President had con- 
vinced me that he had a personal interest 

Calling to his dogs. 

in the employees, that he really wanted to 
build up the man power of the Organiza- 
tion, and that our Company and its men 
were going 1o grow and prosper. 

It has been demonstrated during the 
short space of months this Company has 
operated under his leadership that the 

17 

business growth is the result of Mr. Mer- 
seles’ influence and the ideas that he was 
able to inculcate in every employee. This 
influence, I am sure, will continue on.—F. 
W. Decker, Sales Supervisor, Insulation 
and Power Specialties, Western Division. 

While Mr. Merseles was known, person- 
ally, to but a few of us in the Southern Dis- 
trict, the keen interest that he manifested 
in the welfare of the personnel of this or- 
ganization, as clearly evidenced in his let- 
ters and bulletins, endeared him to the 
hearts of all. 

I have frequently related to my associates 
an incident that occurred at the General 
Conference in New York last September. At 
this Conference illustrated charts were 
shown, operated by two young men who 
were not visible to the assembly. At the 
close of this meeting, just before adjourn- 
ing, Mr. Merseles called these two young 
men forth and, introducing them, compli- 
mented them on the efficient manner in 
which they performed their duty. 

This illustration of Mr. Merseles' human- 
ness and kindly consideration made an in- 
delible impression upon me as I am sure 
it did upon all—J. M. Tavior, Southern 
District Sales Manager. 

He felt that the developing of men must 
precede the development of 
the business—and so success- 
fully did he put his policies to 
work that the development of 
the business followed as a mat- 
ter of course. 

We folks at Chicago had 
many opportunities to meet 
the great counselor, where he 
very frequently came to our 
office, and always greeted as 
many as time permitted. At 
one time he dictated a letter 
over the telephone to one of 
the stenographers in my office 
and later having signed the 
letter, he took occasion to 
thank the young lady for her 
accuracy and despatch. This 
shows his humanness as well 
as his thoughtfulness with re. 
spect to a little act. 

My own personal estimate 
of our great leader was that 
he stood a symbol of success 
as & leader of men; a hard 
worker himself and always 
aiming to give a better and 
greater service. 

During my several inter- 
views with this remarkable 
man, I learmmed to honor and 
respect him beyond words and 
his counsel and advice were a 
source of helpfulness to me in 
every way. 

The clay temple of Mr. Merseles has 
been laid with his forbears, but the imper- 
ishable part, his Spirit lives on, and his 
memory will continue to be an inspiration 
and a guide through the years to come.— 
W. H. Focarry, District Sales Manager, 
Chicago. 
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My personal contacts with Mr. Merseles 
were few, but they did inspire, on the one 
hand a feeling of confidence and trust, and 
on the other a desire to do something more 
and something better than I had done be- 
fore—T. C. GrReENwooD, Sales Manager, 
Industrial Department, Western Division. 

The facility with which he invariably 
made one feel at ease, will ever be remem- 
bered by me as a kindly characteristic of 
an able leader. This trait was impressed 
upon me in an incident that had to do with 
a competitive commodity. 

In his enthusiastic interest in this com- 
modity, he asked me to explain the mate- 
rial, its origin and market. After listening 
attentively he called a secretary and sug- 
gested that I dictate the story in a memo- 
randum to him. His request was made in 
a manner that not only reflected his inter- 
est, but with the spirit of helpfulness that 
assured a proper presentation of the subject. 
—GEeoRGE V, DUTNEY, Sales Manager, Eas. 
tern Division Industrial Devartment. 

Never before have I met a man who so 
rapidly made one feel the influence of his 
personality and wonderful capability, He 
was a genjus in the business world, and 
with it he had a very evident desire to help 
those who worked with and for him, 

Mr. Merseles’ keen wit and his ready 
story apropos of each occasion, were im- 
pressed upon very forcibly, and his human- 
ness was disclosed in a story he told us at 
lunch of his young son advising him that 
he needed a new pair of shoes. Mr. Merseles 
advised his son that when he was youn% 
shoes were not so readily forthcoming an 
on occasions half soles were applied to the 
old shoes instead of purchasing new ones. 
To this his son replied: “Father, you cer- 

tainly have had it nicer since you came to 
live with us.”—Joun H. OrpEN, District 
Sales Manager, Atlanta, Georgia. 

I have often recalled our first meeting 
at Cleveland when Mr. Merseles in ‘address- 
ing a group of some of our men stated: 
“The past is only good insofar as it assists 
us to improve the future. I would like to 
have everyone present know that he is start- 
ing today just 100 per cent with me, and 
that from now on it will be my constant 
effort to reward each one in accordance 
with his achievements.” 

This was a demonstration of his clear 
method of getting a. thought across. 

Surely the foundation he was laying for 
Johns-Manville must be finished, and build- 
ed on to commemorate his inflexible but 
kindly spirit—H. P. RANKIN, Sales Man- 
ager, Eastern Division. 

Mr. Merseles’ outstanding characteristic 
seemed to me to be the intimate gra? he 
had on all affairs of the Company and his 
intimate knowledge of the personnel, even 
including those whom he had not met. 
G. R. Frankrann, Sales Manager, New 
York State District. 

This loss extends to our customers, ap- 
proved contractors and distributors, who 
have had the pleasure of meeting him. 
Their lasting impressions of him were that 
he was a man of keen business judgment 
and a wonderful leader. 

With this thought in mind, we will strive 
to carry out his principles and progressive 
policies, and trust that as the Company 
forges ahead we will always keep in mind 
that it was he who started us on the right 

ath.—E. W. Heurune, Sales Manager, 
etropolitan District. 

When Mr. Merseles learned that W. W. Hanold of the General Industrial Department 
had been employed by H. W. Johns in 1872, he called Mr. Hanold to his office for a talk 
about the old days, and presented him with the original letter from Mr. Johns in response 

to Mr. Hanold’s application for work, framed. 

——— P ————— TM one 
After meeting Mr. Merseles at the Gen- 

eral Conference, I was immediately imbued 
with his humane spirit and democratic 
personality. Well do I remember this first 
interview with him, the manner in which 
he greeted me, his expression of friendship 
and confidence, and the personal feeling 
that he put into his remarks. 

One did not have to be in his presence 
very long to know that he honestly and 
sincerely meant just what he said. 

He has left behind a spirit that will en- 
able us to carry on the sound policies that 
he instituted.—G. W. EsLer, Jr., District 
Sales Manager, Boston. 

Few men have had Mr. Merseles’ vision 
and his will to do. In his first message to 
us he said that his greatest pleasure in life 
was the making of men and wherever pos- 
sible his intention was to make promotions 
within the ranks. He realized the value of 
man power~—H. D. Torr, Eastern Division. 

At a definite time, by request, 1 was 
ushered into a vast room on the twenty- 
fourth floor, A pleasant gentleman at a desk 
in the far corner arose and with outstretched 
hand seemed to draw me toward him as 8 
steel toward a magnet. An hospitable invi 
tation to be seated. Desk devoid of paper. 
except calendar pad. Kindly eyes made me 
feel comfortable. Firm mouth and jaw. 
Questions. Questions bombarded me. Not 
questions about Tom, Dick and Harry. But 
pertinent questions requiring answers that 
convey information desired. And what an 
insatiable desire for information! On time, 
and all too soon the intetview ended. I had 
met T. F. Merseles for the first time.—A. E. 
Woob, Eastern Division, New York. 

1 shall long remember the occasions when 
I came into personal contact with our late 
President. His keen, sharp eyes were full 
of straightforward understanding of the 
problems confronting the members of his 
organization. His very look was sympathetic. 
It made one feel that as senior partner in 
our business he could be counted upon for 
advice and guidance. 

I cannot imagine how anyone who listen- 
ed to the clear-cut inspiring remarks of Mr. 
Merseles could have had anything but a 
feeling that he was indeed fortunate to be 
working under a leader who always had 
the welfare of each member of his “man 

wer” at heart.—GEraLD W. BLAKELEY, 
ston District. 

It was the writer's privilege to have met 
our late President during his visit to Balti- 
more when instituting the Montgomery- 
Ward branch, at which time he addressed 
a group of Baltimore business men and 
impressed them with his constructive views. 

Shortly after he assumed the duties of 
the presidency of our Company it was my 
privilege to talk to Mr. Merseles. On this 
occasion I was more than ever attracted’ 
by his great personality. And I remember 
distinctly, Mr. Merseles saying that the 
first requisite to any successful industry 
was to build men. I also recall Mr. Merseles’ 
asking if the men in my organization were 
happy. 
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Mr. Merseles was one of the outstanding 
srsonalities in the business life of our 
wntry. Back of his whole plan was the 
iilding of men to humanize industry. 
The greatest tribute we can pay to him 
to carry out his constructive plans and 

leals and place our Company where he 
ould have placed it in just a short time.— 
[. M. AriNG, District Sales Manager, Bal- 
more. 

I shall ever remember Mr. Merseles as 
1y ideal of the great business executive. 
His lofty ideals, his integrity, his wonder- 

al grasp of sound business and economic 
rinciples, his great ability as an organizer, 
is democratic attitude toward and his solic- 
:ude for the welfare of all members of his 
rganization were so deeply impressed upon 
1l of us that we were willing and happy 
o follow wherever he chose to lead.—Frep 
*. Jongs, District Sales Manager, Cleveland. 

My first meeting with Mr. Merseles at 
Jleveland shortly after he came with the 
Jompany was a great inspiration as he at 
hat time Jaid emphasis on the man-power 
n our organization and his distinct personal 
nterest in each and every one connected 
vith the Company. His ready wit and humer 
was quite unusual in 8 man so thoroughly 
sincere and determined in his business 
policies. 

We of the Cincinnati Office pledge our 
loyalty and cooperation in carrying out 
plans and policies which he so ably started 
and which we all feel will bring the greatest 
reward to our grand old Company—H. L. 
Sreiner, District Sales Manager, Cincin- 
nati, ' 

1 first met Mr. Merseles at Cleveland in 
October, 1927, when he addressed our Cen- 
tral Division Headquarters organization. On 
this occasion I was very much impressed 
with the knowledge of our business which 
Mr. Merseles had acquired in the brief 
time he had been associated with our Com- 
fiany. His earnestness and very evident 

onesty of purpose, as well as his out- 
standing executive ability, were thoroughly 
impressed upon me. 

1 think it is a wonderful tribute that men 
in our local organization who have never 
had the privilege of meeting Mr. Merseles 
personally showed beyond question of 
doubt, upen receiving news of his passing, 
that they had suffered the loss of a real 
friend. ‘ 

None of us would be true to his memory 
if we did not firmly resolve, to the extent 
of our individual pbility, to carry through 
his plans and policies. I am sure that the 
personnel of this 'District can be counted 
on to cooperate fully to this end—G. R. 
Lewis, District Sgles Manager, Detroit. 

« o . 

Mr. Merseles’ method of handling those 
of our Organization and the business of 
our Company was 'a great inspiration to me. 
He was always so fair in his dealings with 
each of us, and he could understand so 
clearly all of our problems, that I felt per- 
fectly free to discuss all of my problems 
with him and felt sure he would give me 
sound advice. ' 

I have had deeply impressed upon me by 
example of him, the extreme importance of 
fair treatment to all regardless of position, 
and the importance of performing my daily 
work in a cheerful and willing manner. ] 
have also learned to plan ahead what I 
expect to de, and carry out my plans, 

Mr. Merseles has during his short time 
with us become very close to my heart, and 
in his memory I pledge to our Company 
my services and best judgment to make 

The “Victory Trophy” which Mr. Merseles 
presented to the winner of the President’s 
Anniversary Sales Contest will always sym- 
bolize the spirit he imbued in Johns-Man. 

ville employees. 

sure that the plans he has formulated are 
carried out.—T. K. MiaL, Sales Manager, 
Central Division, 

The many outstanding qualities of char- 
acter of our late President will long remain 
as an influence in the lives of the personnel 
of the Jobns-Manville Organization. 

His honesty—vision—humanness—enthu- 
siasm-—personal interest in his associates— 
and constructive genius are only a few of 
his virtues which account for the respect 
and lovalty of his associates. 

He has left us a heritage, however, in 
the way of example of what can be accom- 
plished if we have the enthusiasm—courage 
—vision and ambition to build a successful 
organization. 

It now remains the duty of each employee 
of Johns-Manville to carry on to a success- 
ful accomplishment the plans and progres- 
sive policies of our departed Leader. To 
this end the employees of Pittsburgh Dis- 
trict subscribe their loyalty and full co- 
operation to our Company—E. W. Rosen- 
BERGER, District Sales Manager, Pitisburgh. 
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I can honestly say that Mr. Merseles 
was the biggest inspiration I have ever 
known. 

Such a foundation as he has built cannot 
crumble. All who have been imbued with 
his unbounded enthusiasm and his profound 
sincerity of purpose have certainly grown 
in stature of character, so that even though 
he has passed away he has left a spirit 
which will live on for years to come.— 
Evcene Dowring, Sales Manager, Indus- 
trial Department, Central Division. 

What appealed to me was his unusual 
ability te quickly grasp a situation. His 
mind was keen and his eyes so sharp, that 
it seemed he could read your thoughts, 
With all these qualities of a born leader, 
he always made you at ease in his presence. 

In his every move and word, his belief 
in humanity was apparent. Immediately you 
were convinced of his earnestness in the 
desire to first build the man and then the 
business would follow.—W. B. WaLTER, 
Sales Manager, Merchandising Department, 
Central Division. 

At the completion of a talk by Mr. Mer- 
seles in Cleveland, the staff and salesmen 
were introduced individually and it was 
interesting to note while standing in line 
that as each man was introduced and his 
responsibility announced, Mr. Merseles had 
a question to ask on some matter promi- 
nently identified with that particular repre- 
sentative’s activity. 

As it came my turn and the Division Man- 
ager stated that insulation was my responsi- 
bility, Mr. Merseles immediately wanted to 
know about the rock cork we were working 
on. “I want to see you downstairs about 
that, Mr. Grimshaw, in a half hour,” said 
Mr. Merseles, and true to his word, he took 
up at least an hour of his time in discussing 
the possibilities for the sale of this material. 

This convinced me that our President 
did not consider it beneath his dignity to 
discuss Company policy with the men on 
the firing line—G. E. Grivsuaw, Sales 
Supervisor, Insulation and Power Special- 
ties Section, Central Division, 

1 think it only proper that you should 
know how the rank and file of factory 
workers feel about Mr. Merseles’ policies, 
judging from the way they exp them- 
selves upon receipt of the news of his 
death. 

My rather close contact with the person- 
nel of Manville Factory for the past years 
puts me in a position where 1 can “sense” 
their feelings. 

It is no exaggeration to say that the feel- 
ing of loss is great. This is remarkable as 
none of us had known Mr. Merseles other 
than from his few visits to the factory and 
through the publication of his talks and 
statements of policy. But, even though our 
contact with this great man was limited to 
a word of greeting once or twice, his per- 
sonality was such that we knew instinctive- 
1y that his expressed policy of fair dealing 
both with the customer and the worker 
came from his heart. 

The factory workers, regardless of rank. 
(Continued on page 23) 
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CIRCLE 

The GeENtus of THEODORE F. MERSELES 
As Expressed in Extracts from His 

ee Im\vs made it a rule to have one new 
idea for the improvement of my business 

every business day of the year.” 
* ® * 

“We are all architects and builders, and 
moulders of our own destiny, and the anly 
limitations we have are those we place 
upon ourselves, We should, therefore, con- 
stantly seek to improve the houses in which 
we live—ourselves—and thus prepare for 
the bigger problems of temorrow.” 

* L 

“Don’t start a lie-—and don’t repeat an 
unkind truth,” 

- * * 

“Make a start: Let’s Go! A walk of five 
miles is begun by taking the first step.” 

* * * 

“I believe that energy and perseverance 
can fit a man for almost any kind of a 
position, I believe any of us can be what 
we want to be if we are willing to pay 
the price.” 

L * * 

“I think it was William James, the psy- 
chologist, who said that most persons have 
layers of enmergy and ability that they sel- 
dom, if every, tap. In other words, most of 
ue go through life using but a part of our 

efficiency. Therefore some men are more 
successful than others, not because they 
bave greater ability, but because they make 
greater use of the power and of the oppor- 
tunities that are common to us all.,” 

Messages and Addresses 

“Success is but another name for service. 
As we serve so do we succeed. This same 
thought has been stated in many different 
ways. But every man must discover the old, 
old truth for himself. That is one thing 
that makes the progress of civilization so 
slow. We cannot hand down our full ex- 
perience. Each generation may profit by 
what has been done before, but we must all 
discover the big things in life for ourselves.” 

* * * 

“It was my good fortune to discover early 
that this world paid for only one thing— 
service; that the man who succeeded was 
the man who equipped himself to give the 
most service,” 

* % » 

“Half the work done is done in merely 
determining to do it. I have always found 
it true that a mind made up is a very 
magnet of opportunity.” 

* * E 

“I think 1 work as many hours a day 
and as many days a week as any of you 
but if you have the right loyalty and the 
proper interest and enthusiasm in the re- 
sponsibilities that you are carrying, my 
burden is very much lightened. I want you 
to know that I realize the importance of 
what you have done for me.” 

* * * 

“The continued growth of this business 
is not going to be the result of some one 
big brilliant idea. It is going to be the 
result of hard, intelligent work by every 
one of us, every day of the year.” 

* * % 

Confidence, faith, loyalty and dependence 
are the human relations between the em- 
ployer and the employee; and in no organi- 
zation will you find these relations so ex- 
emplified as in our own.” 

* * * 

“It must never be said, my friends, that 
our success was followed by defeat. It is 
one thing for 2 man to be a champion and 
another thing for him to hold the cham- 
pionship.” 

* * * 

“One of our first problems is the de- 
velopment of men. We must develop our 
employees and give them opportunities for 
promotion to positions carrying greater re- 
sponsibility, because we must secure our 
future executives from the force we have 
today.” 

* * * 

“Let every man, or woman, have a chance. 
If they have the qualifications give them an 
opportuxnity to go up.” 

“Just at this moment I am like the old 
an who said, ‘The faster I feel the . 

slower I think.” 
* L] * 

“Nothing in business is more beautiful or 
delightful than to have the esteem of your 
employees and co-workers,” 

[ 3 * . 

“Whatever success I have had here has 
been largely due to friends. 1 have not only 
been surrounded in this job by a lot of 
capable, loyal associates, and a Board ol 

Directors who have never once hesitated to 
support me, but by a host of friends every- 
where, whose faith compelled me to achieve. 

“As to this new problem, I do not know 
what I shall encounter, but I shall tackle 
it with the best I have, and with the hope 
that gour confidence may, in a measure, be 
justified.” 

* * *® 

“At the time I assumed the presidency, 
I sent out a message to all employees in 
which I said: ‘It is my purpose that Johns- 
Manville shall start today to advance to 
the position in the manufacturing and mer- 
cantile world that it should rightfully hold 
—as one of the most profitable, most secure 
financially, most efficient, and best organized 
institutions in this country.’ 

“Now that is our goal. That is to be our 
work, and I think you realize that it is a 
broad program. It calls for vast improve- 
ment in every part of this business. And 
especially it calls for better work on the 
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rt of every man holding a position of 
sponsibility. It calls for self-development 
d for individual growth.” 

“The most important asset in any busi- 
88, aside from good will, is its man 
wer.” 

* ¢ 9 

“Get men who can grow. Men who are 
ncere and earnest in their personal de- 
dopment. And after you have chosen a 
an, train him in his work, encourage him, 
:lp him to advance and properly reward 
im as he develops.” 

* & 8 

“It must be our policy to try to find a 
an for a job within the organization. There 
no part of my work that gives me as great 

itisfaction and pleasure as watching and 
elping the development of men.” 

. s » 

“It is easier to develop new plans than 
is to find men who can carry them out.” 

« % 

“Johns-Manville is the oldest company in 
his industry. Let us start today to also 
rake it not only the most efficient and the 
est organized, but in every respect the 
108t progressive.” 

* 0 

“One of the best ways for those of you 
vho are interested in some day baving a 
setter position, is to practice now thinking 
bout how you can improve everything 
bat you do. Start first with your own job 
md when you are sure that that is being 
lone in the best possible way, then look 
itbout you to find other places where im- 
wovements can be made.” 

- 2 =» 

“Remember your suggestions for the im- 
srovement of this business will always be 
welcome.” 

. s = 

“Do you ever stop to realize that Christo- 
pher Columbus could have had a steam- 
ship? Napoleon might have used a gattling 
gun? Paul Revere, a motorcycle? George 
Washington could have had a telephone 
and Theodore Roosevelt might have ad- 
d millions at one time by means of 
the radio? 

“The principles of all these things ex- 
isted then just as they do today. But people 
did not know these principles and, there- 
fore, the facts of the radio and telephone 
did not exist. 

“The thinker is the man who anticipates 
what the future will bring. He is the man 
who does not merely loock around him at 
facts, but thinks and discovers the prin- 
ciples of the telephone or the radio—and 
soon the facts, the millions of sets of radio, 
come into existence—because he has thought 
out the principle. 

“By thinking about your work, you, too, 
may discover now what is sure to be found 
next year or the year after. That is why the 
world pays so highly the man who thinks. 
It is only by thinking that any man or 
business goes ahead. Thinking about your 
work, while you work, is the way to real 
success.” 

“The progressive spirit that now per- 
vades this Company is a guarantee of future 
growth and development that means an as- 
surance of stability and success 1o every 
employee, old or new, who contributes to 
its progress.” 

* & » 

“No business that is not sound, no plan 
or idea that is not fundamentally right, no 
business that does not some economic 
need, could possibly weather the storms of 
fifty years.” 

At a meeting of the staff of the 
Canadian Johns-Manville Company, 
Mines and Factory Division, held on 
March 11, 1929, the following reso- 
lution was unanimously adopted as a 
testimonial to our late President: 

RESOLVED 
That, in the passing.of our late 

President, Mr. T. F. Merseles, Johns- 
Manville has suffered the loss of a 
great leader, which will be deeply re- 
gretted by the entire organization. 

We lacked personal contact with 
Mr. Merseles at this location, but his 
qualities as a real leader are apparent 
to us in the plans and policies which 
he inaugurated and put into effect, re- 
sulting, even in the brief time he was 
with us, in greatly increased enthu- 
siasm among the personnel, rapid ex- 
pansion of the organization, and 
marked improvements in operating 
methods and equipment. 

The staff and employees of the Fac- 
tory and Mines Division in Canada 
wish unanimously to carry on with 
the three main points of Mr. Merseles’ 
program, namely, promotion of good- 
will, development of man power, and 
profits to the Company. 

“We have earned a great past, and the 
past opens up before us a great future. As 
Owen Wister says: ‘Let us hoard every 
worthy drop of the past that it shall be 
strong tonic for our future” 

* & - 

“But we have only begun. We have sim- 
ply laid the foundations for our future and 
we must always remember that success can- 
not come to us individually before it comes 
to the Company.” 

* % % 

“I want to emphasize, also, the value of 
getting together—of getting acquainted. It 
helps me to meet you men and to learn 
how you are handling the different parts of 
your work. It helps me to see this Company 
as & whole. And by this getting together 
and getting acquainted, it will enable you 
to realize the magnitude of this institution, 
of which you are such an important part.” 
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“QOur General Conferences have played a 
very important part in our succese and 
have been the source of imspiration of 
many of the improvements we have been 
able to make in this business. 

“It is difficult to say that we have ac- 
complished this, or we have accomplished 
that, at the Conferences. But sometimes 
the most important things we do are, after 
all, intangible.” 

L 2 4 

“] never study our catalogue without 
bearing in mind that the book goes into 
millions of homes—without remembering 
that on every page we give a pledge, make 
some definite assertion or some promise 
that is official. That is the reason 1 insist 
that there shall be no exaggeration in either 
illustration or description—no statement 
that is not true.” 

- * L 

“Feed responsibility to the men under 
you and increase their responsibility as 
rapidly as they demonstrate capacity to 
handle it. Give proper consideration to their 
suggestions. Keep in mind that a large part 
of a successful executive’s work consists 
in the development of the men who work 
under him.” 

. ® ¥ 

“Let me ask every man to give careful 
thought to the weak points in this organi- 
zation, It is impossible that you should be 
perfect in every part of your work—there 
is some place you are only 75 or 80 per cent. 
What department in your house is weak? 
In what other plant is this same depart- 
ment strong? Is your shitfiping department 
weak--what house has the best shipping 
room? Go to that man, talk to him, and 
get his solution of your problem.” 

s & » 

“Someone has a lower fiementage of ex- 
pense in part of the work than you have. 
Get sll the facts; find out what you can do 
to bring your expenses down to an equally 
low point.” 

* & » 

“The cost of doing business must be beld 
down as much as possible, for every reduc- 
tion in price brings trade.” 

. & ® 

“A very important influence is the fact 
that we have continually told our story to 
the public. We have told them through 
our advertising that we never sacrifice qual- 
ity to make a low price. We bhave taught 
the public that they can rely upon our 
mi dise. Our advertising has been 
based upon our volume so that it increases 
just as our volume increases. This has been 
one of the big factors in our success and 
we shall continue this same courageous 
publicity program as long as it is deemed 
advisable.” 

* & 3 

“Let me say something about the funda- 
mental policy we must follow in the con- 
duct of this business. 

“There are two ways in which business 
can be gotten: 

“First, by offering seemingly low prices. 
You can illustrate a poor piece of merchan- 
dise and make it look like a good pieoe‘of 
merchandise, and you can put a low price 
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on it and it will bring business quickly. 
You know the result of this: ‘You can’t 
fool all of the people all of the time.’ But, 
nevertheless, that is perhaps the quickest 
way of getting volume and some mail order 
houses have taken advantage of it. 

“The other and better way of building 
business is much slower—by offering re- 
liable goods at fair prices. Always it must 
be true that ‘we never sacrifice quality and 
service ability, in order to quote a seeming- 
ly low price, 

“We must sell goods at low 5 
prices, but we must sell only goods .. 
that will give the service the cus- 
tomer expects. We must sell only 
goods that will stand up and give 
satisfaction. We must get our prices 
low. But when cutting prices means 
cutting serviceability, cutting our 
customers’ satisfaction, it is time to 
stop.” 

* & @ 

“I want to emphasize one way to 
do volume buying, and that is by 
studying the valleys of the manu- 
facturers from whom we buy goods, 
and helping them to fill in these 
valleys profitably, by giving them 
goods to manufacture at a time 
when it will enable them to sell to 
us at a low cost.” 

* ® ® 

“If anyone has any doubt of the 
achievements of this organization, 
just refer them to our Annual Re- 
port. There is the proof of your suc- 
cess. And success must be spelled 
‘P-r-o-f-i-t-s’.” 

s & » 

“We have a right to feel pleased 
with ourselves — but our pleasure 
must be in this fact alone: that we 
have shown the capacity to do the 
job. But the big job yet remains to 
be done. We have made a good 
start, but don’t lose sight of the 
fact that we have only started.” 

* * * 

“I want to tell you right here that I have 
only started. And I want each one of you 
to say that to yourself:—*I have only start- 
ed.” Only started to make the success of 
your personal career that you are going to 
make. I am not talking about the Company 
now. I am talking about you—and your own 
personal accomplishments. You have only 
started to be what you can be. Why, we are 
the most fortunate lot of men I know. We 
have before us an opportunity in this busi- 
ness that is so big we can hardly realize 

1t . * % - 
“The tree that grows, that puts forth 

more branches, more blossoms, grows more 
fruit. But when growth ceases, that tree 
starts to die. 

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

“Johns-Manville is growing. And with 
that growth, opportunities for advancement 
are multiplied. 

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

positions in this Company. 
“Who are they? 
“I can tell you who they are! 
“They are the employees who personally 

have canght the Spirit of Growth, of Prog- 
ress, that is advancing Johns-Manville. 
They are the employees who understand the 
truth and realize the value of this message 
—that progress is a law of nature; that 
progress provides opportunity; and that the 
progress of Johns-Manville is providing an 

Mr. Merseles, a young friend, and Graf. 

opportunity for all who are determined to 
grow.” 

* * * 

“I have often told you that our great 
job was to offer the right goods at the 
right prices, and that is a large order.” 

* * * 

“The value of any report is measured 
by what is done with it.” 

L J * =» 

“I know that to do things today exactly 
as we did them yesterday is easier because 
it saves thinking. But we are going to place 
a premium upon thinking in this business. 
We are not going* to‘be‘victims of habit.” 

“It has been said that the man who de- 
clares a thing cannot be done, must jump 
out of the way of the man who is doing it. 
And so the man who says ‘Stick to the 
Old Methods’ is x;eall.y l:gocking progresa.” 

“Let’s resolve to cut out the word ‘im- 
possible’. Of course, things are impossible. 
That is why in this business we want them 
done. There is mno credit due a man for 
doing the casy, possible things. Whenever 

————m ) 
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you find a man worth while, you will find 
he is worth while because he has done the 
so-called impossible thing.” 

* & » 

“What can we do to earn more orders 
from our customers?” 

* % % 

“Let us all look for the opportunity to 
help, to give something to the other fel- 
low.” 

s s @ . 

“If we could give our customer 
everything he has a right to expect, 
and just a little bit more, as a 
pleasant surprise—we could double 
this business in a remarkably short 
time.” 

- s ® 

“Never permit yourself to say 
‘We have a volume of 50 millions!’ 
It was last year we had that vol- 
ume. This year and next year we 
have just what we can get.” 

s & » 

“I have faith in our future and 
my faith is founded on this one 
fact — that I believe in you men. 
And 1 shall always have faith in 
you—provided you can stand suc- 
cess.” 

* & 8 

“Success should be a stepping- 
stone—not a stumbling block.” 

“Keep your mind on the cus 
tomer!” 

s & ¢ 

“Success attracts competition. As 
we succeed more will be required of 
us to hold what we have won.” 

“Volume makes price.” 
s o & 

“I] am not interested in what goods cost 
—1 am interested in the price at which they 
can be sold in quantity.” 

L L | ] . 

“Someone has said that the trouble with 
most men is that they are merely good start- 
ers. They promise a lot, they are like some 
roads—they start off wide and beautifully 
bordered with trees but they get narrower 
and narrower and finally end in a squirrel 
track and run up a tree!” 

* * ® 

“What we need here is greater determina- 
tion—a stronger will to do.” 

L * * 

“Each day the log of Christopher Colum- 
bus read, ‘Today I sailed West’. Famine, 
mutiny, storms, nothing 'changed his de- 
termination. Day after day he sailed West. 
Progress consists in choosing your goal, 
deciding the direction you want to go, and 
then sailing West—sticking to it!” 

* % =% 

“There is an old saying that men are like 
salmon. The live ones travel up stream, 
the dead ones float down.” 

A —— 
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“But, gentlemen, don’t think you can let 
. The work has barely started.” 

- * 

“My door is always open to any man with 
idea or in need of help.” 

- LJ L 3 

“There are no rocking chairs here.” 
¢ 3 = 

“What is a complaint? It is a customer 
ring to tell us what is wrong with us. 
is an opportunity.” 

[ . [ ] 

“The orders you are handling are not 
eces of paper but customers.” 

* & = 

“Business is largely what you make it.” 
| ] * * 

“People have said that I am ruthless. If 
ey mean that 1 would fire my dearest 
iend from a job at which he was not 
aking good--they are right.” 

£ s % 

“In my opinion a pessimist usuvally is 
erely a blind man in a dark reom, look- 
g for a black cat—that ain’t there.” 

* & » 

“Work is m if you like it, and if you 
ant to succeed, you must love it.” 

- » » 

“No man can live here 
n his past reputation.” 

. s s 

“If 1 were asked ‘What 
i the most important 
ing that has happened 
uring all of this time?’ 
Vhat is the thing that 
eems the most worth 
thile?’, I would not find 
he answer in this Com- 
any’s growth, nor in its 
acreased sales or profits. 

would find the answer 
w looking in the faces 

you men, because I 
ould say from the bot- 
om of my heart that the 
108t important thing that 
ias happened in that 
ime has been your de- 
elopment and the per- 
onal progress that you, 
ny associates, have 
nade.” 

- L I 

“In my opinion the best 
esults of business build- 
ng, the best fruit of business building, is 
nan building.” 

- » » 

“As you think about the future of the 
usiness, you are really thinking about 
rour own future. We read a great deal about 
rusiness being harder to get. I am not ap- 
srehensive as to business conditions but 
wen if the outlook were not encouraging, 
that should inspire you to do your utmost.” 

& & = 

“I hope you will trust the young men and 
give them a fair chance just as 1 have 
rusted you and helped you to advance, and 

1 hope you will never lack in sympathy for 
those veteran employees I have so often 
spoken about. Remember always their Jong 
and faithful service and prove that there 
is such a thing as a soul in business.” 

Tributes from Friends 
and Associates 

{Continued from page 19} 
join in a regretful farewell to a great ex- 
ecutive and a kindly friend—T. J. O'NE1L, 
Manville Factory. 

- . - 

1 was greatly shocked by the sudden 
death of our friend, Mr. Merseles. His letter 
of congratulations to me arrived after the 
news of his passing. His place will be hard 
to fill—R. P. LaAMoNT, Secretary of Com- 
merce of the United States. 

- . - 

It is our good fortune to be among the 
neighbors of the Merseles family and thus 
to have had more than a business relation 
with Mr. Merseles. He gave a large part 
of his time to making friends of his neigh- 
bors and to benefiting the community in 
which he lived, notwithstanding the press- 
ing demands of his wide-spread business 
enterprises. 

W hen winter comes to Bronaville. 

As we left his home one evening not long 
ago after an informal call, he said “Come 
in again just like this, borrow an egg, and 
we will know you are real neighbors.” The 
true spirit lives behind the humor. We can 
all continue to borrow inspiration from 
Mr. Merseles in the future as we have in 
the past.—]. A. SingMASTER, Singmaster 
and Breyer. 

I have been asked to say a few words 
about my association with Mr. Merseles, 
but I do not feel that anything I might say 
could possibly do him justice. 

The one thing that endeared Mr. Merseles 
to the employees and all those who came 

23 

in close contact with him was his desire to 
be of help to them. His office door was al- 
ways open to anyone who wanted to see 
him. I never knew him to turn anyone away. 
No matter how busy he was he always had 
time to listen to their troubles and he was 
always willing to advise and help them. He 
was especially thoughtful of the rank and 
file and always gave them credit for their 
part of the work as he realized and made 
them feel that without their assistance he 
could not carry out his plans. He was al- 
ways trying to better their home conditions 
and make their burdens lighter. I suppose 
I am the only one who knows of the many 
homes he has helped to make happy be- 
cause he never wanted his name mentioned. 

He was also always doing things for 
people he met outside his business, Typical 
of the way he did things was an occurrence 
of last summer. At a hotel where he and 
Mrs. Merseles were staying the young lady 
who served their table was & nice appearing, 
wholesome looking girl whose left eye was 
unfortunately crossed. Mr. Merseles was 
greatly concerned about her misfortune and 
finally asked her why she had never had the 
eye straightened. She told him that she was 
teaching school, and that her fiance and she 
had postponed their wedding and were sav- 
ing their money to have her eye treated. 
Mr. Merseles arranged to have her see an 

eye specialist, and he had 
the pleasure of seeing her 
eye straightened and her 
future happiness assured. 

There are so many 
things I could say about 
Mr. Merseles, but mere 
words are inadequate. — 
Kararyn M. Lyons, Sec- 
retary to Mr, Merseles. 

» . . 

His humanness, his 
simplicity, his under- 
standing, his unfailing 
courtesy, his rare sense of 
humor, his faith in other 
men-—and most of all his 
great ability to inspire 
ordinary men to do ex- 
traordinary things will al- 
ways remain as my in- 
spiration through the 
years that are to come.— 
James S. Apams, Assist. 
ant to L. H. Brown. 

The news of Mr. Mer- 
seles’ death came as a 
great shock to us at Los 

Angeles, especially so since we had just 
said good-bye to him, apparently hale and 
hearty, just a few weeks before. 

uch consolation as exists lies in the 
thought that we had the pleasure and in- 
spiration of his presence with us so recently. 
I am sure that 1 need not tell you, who 
knew Mr. Merseles so well, that his con- 
versations and messages to us regarding 
his plans, the future of the Johns-Manville 
Corporation, and the indivdua! future of the 
men in the Company, were filled with an 
inspiration, a humanness, a vision far be. 
yond the individual conceptions of most of 
us—H. B. Heyn, District Sales Manager, 
Los Angeles. 
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