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FAREWELL TO LONG HOT SUMMERS
(

Mrs. Grace Grossman, a builder, asked New Business Sales Representative Tom Gnay,
and Air Conditioning Sal es Representative Bob Lutz, both of NO~hwe6t Viv~ion, how
she could so l ve the problem of the uncomfortable summer heat in her apartment. Here,
you see the result Qf the sound advice they gave her. With the help of a mobile
derrick, her eleventh floor penthouse apartment at 10401 Wilshire Boulevard, Westwood,
is about to r~eive the ultimate in comfort living . . . a Payne 540 GAC gas air conditioner.
After years of experience in the building industry, Mrs. Grossman was well aware,
as she said, "you only get the quality you pay for", knowing that quiet operation,

dependability and low-cost operation would more than justify the additional purchase
cos ts.

Brought to you by www.Gastorical.com

REALTORS HEAR HOME MODERN IZATION TAL KS
The Downey Boar d of Realt or s have an
annual breakfast get - together . For t his
year' s affair, t hey accepted Southea6t
Viv~ion'~ invitation to use the Gas Com-

pany·s Downey auditorium facili ties and
an offer to s tage a home modernization
pr esentation .

Home Mode rnization Advisor Zeila LeveAett
and p~ Lowitz of Kit chen Planning developed and put on the program which was

attended by over 175 people.

Zella t alked

about our Gas Company home modernization
and kitchen planning program, emphasizing

the advant ages t o both rea lt or s and their
client s of ref e rring home modernization

problems t o t he Gas Company. The second
part of the prog ram was a kitchen planning
t alk given by Phil Lowi tz, which he followed
with a s lide presentation showing t ypical

Ca rl J o nes, Pre si de nt o f the Dow ney Board
o f Rea lto r s , prese nts a Go l den Ru le f o r
Out s ta ndi ng Se r v ice to Ze l ia Leve r e tt .
Others f rom le ft t o rig ht are Ph il Lowitz , solutions to various kitchen impr ovement
Jim Ha rtl ey , Prog r am Direct o r o f the
and remodeling problems.
Realty Boa r d an d " Ar t " Johnson ,
The realtors expressed appreciation for
Di v i s io n Man age r .
the presentations and s tat ed that the knowl edge they had gained would certainly prove
helpful in se l l ing older houses .

CONVERTIBLE DISPLAY
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Pictured here are Home Economist Vebby P~eb£e
and Appliance Merchandising Representative
Bob B4r0nan of No~h ea6t V~v~~on , wi th a new
floor - traffic display designed for in-store
use t o demons trat e either gas ranges or gas

dryers. The principal fea tures are the
interchangeable s igns and clip-on flowe r s
which can carry gas range or gas dryer sales
messages . The display was created from
ideas gener a t ed by the Southea6t V~v~~on
Sales Department and further developed by
the Display and Design group .
Another big advantage of the des i gn is t hat
the interchangeable s ign s clearly identif y
it as a Gas Company display. This t end s t o
overcome t he natural r e luctance of some
customers to app roach a dealer's display
for fear o f being subject ed to a "hard - s elll!
sales pitch . The soundnes s of this reasoning was amply demonstrated t he first time it was used on a dealerts floor, when much
better than usual results we r e achieved in a ttracting people t o the di s play f or a

gas appliance benefits s tory .

Mr. Restaurateur
It's true Gas Air Conditioning gives you LESS for your money!

LESS to go wrong. LESS noise because there are no moving parts
in the heating and cooling system.
LESS trouble. LESS worry for you because we hove a complete
warranty, maintenance and service program.
LESS operating costs plus a special Gas Air Conditioning rate
during the 6 summer months.
LESS effort in obtaining low interest, long term financing because
the Gas Company stands behind every job.
LESS replacements. We hove some units that have been in operation over 20 years.
LESS customer complaints. Gas Air Conditioning is never too hot,
never too cold.
•
LESS work for you. All you have to do is set the thermostat, the
Gas Air Conditioning unit does the rest.
To prove our point Ihal the LESS you buy the MORE you gel we
ore giving away a 24" x 36" U.S. griddle for each Gas Air Conditioning unit purchased or rented between April 15 and July 15, 1966
and insta!led before August 1, 1966.

GAS AIR CONDIT ION ING
GIVES YOU LESS FOR
YOUR MONEY???
Bill CoopVt , SotdhVtn

Vivloion Food Industry
Sales Representative,
hit the hot button
with the cleverly
wD.rded letter repr oduced here. Bill
sent the letter t o
200 sele c ted cafes,
hospitals , caterers
and other food service
organization s in his
area . The mailing
brought in 30 requests
for a sales call , resulting to date in the
sale of 14 gas air
conditioning units
with several more
sale s expected .

In LESS time than it takes to drink a cup of coffee I can explain
all the details to you. Please phone me at 638-0561 or fill out and
mail the enclosed card.

Bill Cooper
Food Industry Sales Repr.

1200 VI SITORS AT HOME IMPROVEMENT FAIR
Participation by the Gas Company, Waste King Univer sal and Interpace Tile in South
Gate's recent 2-day Home I mprovement Fair was arranged for by SotdhVtn Vivloion'¢
Home Modernization Advisor, Vonna B~Qduli , (working with South Gat e ' s Parks and
Recreation Department and Chamber of Commer ce .
Featured at th e Fair was Waste King I 5 gas ailr conditioned trailer equipped with

Interpace Tile counter s and kitchen area walls, two different sized char-broiler s
and an eye-level gas range with built - in oven and t op burners.
Ken Hill of Inter~ace and Kitchen Planning Advis or Phit Lowitz, gave tile and kitchen
planning pres entations to i~~erested groups. Donna , J~ Heu~, Senior Air Conditioning Sales Representative and John K£einbaueA, Air Conditioning Sales Representative, who also manned the traile r, talked to many of the 1200 v isitor s and reported
that they pi cked up several good air conditioning prospects.

A BREA KTHROUGH IN A NEW INDUSTR IAL UTILIZATION OF NATURAL GAS
The Mineral Wool Company in Fontana makes rock wool insulating material from steel
mill slag from the Kaiser mills. Slag is the hard material left when iron is
separated from the ore by melting in a blast furnace. Proces sing the slag int o
mineral wool involves remelting it and passing it through a spinner where it is
blown by steam pressure into long fibrous strands. Melting of the slag is done in
what is known as a cupola furnace, a small version of a blas t furnace, at temperatures in the range of 2,700 to 2,900 degrees Fahrenheit. Heretofore, the cupo la
furnaces have been fired exclusively with coke.
At Mineral Wool Company a technique has been developed which replaces 65% of the
coke with natural gas, at a considerable reduction in production costs. Industr ial
Sales Engineer E. K. Snideeo~ of San B~n~~no V~v~~on, who has been working with
the Mineral Wool Company people ·on the process for the past five years, says it is
hoped that a much higher r eplacement of coke can be achieved. The advantages t o
Mineral Wool Company of increased production at lower costs, along with reduced air
pollution, have resulted in its conver ting a second furnace at its Fontana plant.
The company also plans to convert the two furnaces at its Belton, Texas plant and
the two at its plant in Pueblo, Co lorado.
Conversion of Mineral Wool's two furnaces at the Fontana plant will mean an increase
in gas usage of about 175 million cubic feet a year, with a commensurate increase in
revenues to us. More impo rtant is the potential for application of the technique
to other cupola furnace operations. It is expected, for example, that it will be
adaptable to cupolas for iron melting.

GOOD COMMERCIAL ,
WRONG SPONSOR

Conotanee Panehuek ,

J

New Business Sales
Representative in

NoJLthweM

V~v~~on,

recently found herself
in a predicament something like the little
boy who got l ocked in
the candy sto re - so,
unable to get out of
it, she made the most
of it. While combining
business with pleasure
during a vacation in
Canada, she appeared
by prearrangement on
a number of shows
channeled to homemaker
audiences. Everything
wen t well most of the
time, but in the
Edmonton show on live

television disaster nearly s truck - - - after the show was on the air, she discovered
tha t it was being sponsored by Gold Medallion ! !
Constance made a quick decision to confine her discussion to kitchen design in general
without refe rring to fuel preferences. This charitable approach, however, was blasted
when the program moderator asked her specifically what was new in appliances in California . Caught on the horns of this dilemma, she decided to throw cauti on t o the
winds and forthwith l aunched into a detailed sales pitch on top burner temperature
con trols , hold-warm ovens and c losed- door smokeless broiling - all found exclusively
on modern gas ranges.
Surpris ing l y , the station did not cut her off in the middle of the presentation, but
not so s urprisingly, she later received a call from a prominent Edmonton company which
adver tises over the same television s t ation. The caller was an official of the local
gas company who wanted t o thank her for the excellent 30-minute commercial. He was
doubly grateful because his usual commercials not only cost him money, but also only
last 2 minutes .

PAT IO SHOW PRODUCES ON - THE- SPOT SALES

Southwe6t

V~v~~on recently staged a

twa- evening Gas Patio Equipment Show,
which went over with smashing success.
The idea originated with New Business
Sales Represent ative Ed P~Qe and Air
Conditioning Sales Representative
J~ Ruiz, wi th the object ive of exposing Southwes t' s builders, architects and designers to live demonstrations of a wide variety of gas -fired
barbecues , patio heaters and gas light s .

Highlight of both evening s was the
compar ison of mode rn, convenient gas
barbecuing versus old fashioned charcoal cooking . The two methods were
humorously , but convincingly, demons trat ed to over 750 a tt entive and
re ceptive guests by the division's
Home Economists - "Good Neighbor Sam"
(V~du Pe.U~o), and "Charley the
Charcoal Champ" (R0.6emMy aMI<.)

Left to right: Harry O. Turner , Bui Ider, of
Roll ing Hi lis; Mrs . Turner; Jim Ruiz; and
Ned Choate, Solarflo Sales Manager , who is
demonstrating Solarflo's newest outdoor
heating product.

The seven patio ~qu ipment manufacturers who participated made severa l on-the- spo t
sales and picked up many o t q~r solid leads. A consensus of their enthus iastic
comments was , "Holy Patio Living! This is what we ' ve been looking for! Let ' s have
more shows like this."

"'m,
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White Front stores recently took on the
new line of Arkla gaslights and gas grills.
The trio who engineered the arrangement and
who, appropriately, appear quite pleased are
(left to right): L. R. "Andy" Anderson,
Whi t e Front's major appliance buyer; Administrative Aid Tom Tob~n of our Appliance
and Dealer Staff and Dale Cheyne, Southern
California Arkla distributor.

Gues ts at the Payne Company's conference on gas air conditioning , held at
the Valley Country Club, got an advance
look at a new low-profile gas air conditioning unit Payne plans t o introduce
this year. Left t o right are Air Conditioning Staff Supervisor J oe Twedt,
New Business Sales Manager HanQ Ley,
and President Ray A. Tritten and General
Sales Manager William F. Steiner of
Payne. The conference, attended by more
than 100 gas utilities people , included
a product show, presentations by Payne
on its gas air conditioning sales program, a putting contest and dinner.

ANOTHER TROPHY FOR "MEL"

B. M. "Mel" JonlU>, Staff Photographer on the Display and Design Staff, added anothe r
"first" to his large collection of photographic awards, when he recently won the
top prize trophy and blue ribbon in the monthly contest held by the Indu strial
Photographers of Southern California. His entry was judged the best color print
submitted in the competition. It pictures ' ~ section of the Music Center, bathed in
the afternoon glow of a golden sunset with a glowing gaslight in the foreground.

Wish we could shew the print here, but its photographic beauty lies in the subtle
colors Mel has captured, which black and white reproduction could not do justice to.
However, an enlarged and f;amed co lor copy may be seen in Bob Smith ' ~ office at
Flower Street.

HILLTOP HACIENDA
No~heaAt ViVAAio~

co- hos ted a presspart y wi t h Nyberg and Bissner, A.R.A.,
to open the door s of " Casa Azulejo" ,
a new prestige Balanced Power home at
2120 Kinclair Drive , Pasadena. "Casa

Azulejo", meaning the "house of tile",
is the archi tec tural product of research in tile, lightweight thin-she ll
concrete and environmental shape .
Impressive styles and applications of

tile are featured throughout, including kitchen counters and floors
of quarry tile.

The roof is a thin-

s hell lightweight s tructural concrete,
three inches thick, spanning twenty

feet and topped with Spanish mission
tile. Its 5200 square feet of living
area is year-round gas air conditioned

by Arkla - Servel with individual room
temperature controls .

Ot her gas appli -

Located high o n a footh i I I- top , the whee I
spoke design t akes ful I advantage of a
near 360 0 degree v iew of su rrounding
mountains , val l eys and c it ies .

ances include a Gaffers & Sattler
built- in oven and counter top burners,
gaslights and pool heater.

A project of Bud Fu£wit~ , Building Indus try Sales Representative, who developed
the promotion and is coordinating sales and publicity tie-ins, the home will be
given ext ensive coverage in a forthcoming issue of the Los Angeles Times Home Magazine.

TO BE EFFECTIVE , BE SELECTIVE
In the Southwe6t VivAAion recently, traffic and sales at one of their Balanced Power
gas air conditioned tracts suddenly became scarcer than American t ourists in Havana.
The usual Gas Company promotional helps had been used in this high- grade development,
and the builder had saturated the area with billboards and on- site signs . On top of
a ll this, the builder had run a ful l-page adv.e rtisement once each week in the Los
Angeles Times.
As a possible solution to the difficulty, Vave Laekhtnom, Building Industry Sa les
Representative , suggested the use of a selective mailer . The builder agreed , and an
attractive and attention- getting br ochure with a self - addressed, post-paid return
card was developed by Pat BOU6quet of Display and Design. These were then mailed to
carefully selected residents in the better a reas of Eaht Sa~ F~~ando vattey,
No~h~~ and NO~hwe6t ViVAAioYLll.
To date, sever al-sales have re s ulted - over 350 qualified prospects have visited
the tract, and over 1,500 ~eturn cards have been received . These leads are being
worked by the builder ' s salesmen and should result in additional sales. The builder
feels that the mailer has been a successful promotional piece and appreciates having
had s uch et'fective advertising matter developed for him at a bargain rate.

GAS APPLIANCE AND INDUSTRY NEWS

18 16 - A FULL CIRCLE - 1966
In 1816, Rembrandt Peale, the noted American
artist, introduced gas for illumination in
Baltimore, and thereby became the father of
the nationts gas industry. In the years
that followed, use of gas for illumination
disappeared as the gas industry became

INFRA- RED RADIANT CHAR- BROILER
Waste King Universal has announced that
an infra-radiant char-broiler is feat ured in their new "Sculptured Touch"
series of penthouse gas ranges. The

special burner spreads a sheet of flame
across a ceramic porcelain radiant that
blankets the broiler pan with infra-red
largely a supplier of fuel for cooking and
rays. Waste King literature states that
heating. Today, in a complete turn of the
their char-broiler is 40% faster than
wheel, gas has once again become a symbol
of modern illumination, a resurgence which
conventional broilers, since more flame
has brought more outdoor gaslights into use
is spread faster and farther and that it
can broil up to 25 hamburgers at one time.
now than were in use at the height of the
Holdamatic or Keepamatic programmed cookgaslight era of the early 1900's, and a new
interest in outdoor living. In commemoration, ing controls, either of which will keep
food at serving temperatures without
a Baltimore gas utility official and the
Director of the Rembrandt Peale Museum light over-cooking, are available on many of
the IISculptured Touch ll models.
up two new gaslights in front of the Museum .

Hamilton and Speed Queen will have new models of laundry appliances around September.
Philco and Norge have introduced their new line of laundry appliances. The Norge
line is specially developed to care for durable press garments, with cool-down rinse
and cool-down drying period,
both required for durable press.
,

O'Keefe & Merritt has redesigned its Star line series 36-inch free s tanding ranges
for presentation in late August. There will be some changes in their eye-level
models in November. They will again have an O'Keefe & Merritt outdoor patio broiler

(manufactured by Charmglow) probably in August.

Gaffers & Sattler will present their new free standing line in September and their
built-in double oven probably in October.

The first Admiral eye-level gas range has been introduced .

Mercedes A. Bates, who many will remember was a So Cal Home Economist and later
Home Service Supervisor during World War II, has been elected a corporate Vice
President of General Mills, Inc. She becomes the first woman in General Mills
history to be named to a vice presidential post.

When the mercury drops in Paris, diners at the Eiffel Tower's balcony restaurant
keep comfortably warm with gas-fueled infra-red heaters made in Cleveland! Because
radiant gas heating units warm people and objects rather than the surrounding air,
heating costs are cut by as much as 50 per cent . . . Chances are that gas dried the
barley used in making your favorite beer. Toast-drying of germinated barley into
malt is one of the most important steps in beermaking. One large midwestern brewery
turns out up to 20,000 bushels of malted barley per day, using precisely controllable
gas burners to dry the grain . . .

WHA T'S NEW WITH THE COMPETITION
Westinghouse is reported to have developed an air flow baffle for adapting lowvoltage (110jl15v) dryers to temperatures required for permanent press clothing.
Low voltage dryers normally reach a maximum temperature of 120°, whereas permanent
press garments must be tumbled at temperatures of 150°/160° to remove wrinkles. In
use, the adapter is placed across the lint collector to restrict the air flow and
correspondingly raise the drying temperatures.

White Front will begin to market a Tappan" 110 Volt, eye-level oven-broiler with gas
surface units .

•
According to M~rchandising Week, the eye-level oven is the "here and now", the
self- cleaner i 's the
"about to become", and the micro-wave oven is the "future
•
comer." GE found 75% of 'people surveyed would spend $75 to $100 more for a selfcleaner. Tappan has the first DuPont approved Teflon-coated gas oven and expects
to sell 8,000 micro-wave ovens this year to lead the pack of appliance makers
jumping on the electronic bandwagon.

DIGEST OF CAMPAIGNS, CONTESTS, SPECIAL PROMOTIONS
CALENDAR FOR AUGUST
New Business Patio Stub - Patio Living

Continuing

Equipment Sales Contest

(Ends Oct. 31, 1966)
Food Industry Sales Achievement Contest

(Ends Dec. 15, 1966)
-

New Business Patio Stub Promotion

(Ends Dec. 31, 1966)
1966 Golden Opportunity Super Heavy-Duty
Range Campaign
(Ends Dec. 31, 1966)
1966 Package Air Conditioning Campaign
(Ends Dec. 31, 1966)
Operation "Cool-Flame"

(Ends March 31, 1967)

CAMPA IGN RESULTS
Eye Level Gas Range Campaign - Final results show the system reached 113.6% of quota.
San B~n~d{no Viv~ion topped all divisions with 186.3% of quota.
Golden Opportunity Fryer Campaign - H. L. Taylo~, Food Industry Sales Representative,
led W~t San F~nando Valley Viv~ion to first place in the final division standings
with 136.8% of quota. System-wide percentage attained was 83.3% of quota.

PROGRESS REPORT
Patio Stub Campaign - Spirited competition is now evident as the campaign rolls into
its third month. Most outstanding achievements in ~une were made by Ea¢t~n and

Southeaot

Viv~ion6,

with each selling more than 70 patio stubs and appliances.

Eastern led in percentage for June, with Southeast running a c lose second.
In cumulative percentage for May and June, Southeast moved all the way up from last place to

the top position, followed by M~politan and then San B~n~d{no .

In volume, Eastern

Division has sold the highest total number of s tubs and appliances.
I

Food Industry Sales Achievement Contest - At the half-way point, V~n Of..bWLI1 of Eaot
San F~nando Valley lead s in total points.' Close behind only a few points off the
leader's pace, are Bitt Coop~ of South~n ·and J oe T~abbic. of Southw~t, second and
third respectively.

_

EMPLOYEE PURCHASE. PLAN CHANGES
•

.

Employees may now spread paYments for gas air conditioning equipment and installation
over a IO-year period, at no interest charges. The new plan doubles the time formerly
allowed and 'also provides an added 5-year extension of warranty on the sealed refrigeration system. Details of the plan have been issued to all divisions.
~

MISCELLANY from the MARKETPLACE
BUYERS' REGRESSION - OR PREFERENCE? - A Wal I Street Journal story tel Is about the
surpr is ing number of products f rom the "good o ld days " th at are reappearing on
the American scene - and mak i ng prof itabl e come backs - aft e r nearly everyone
had them re legated t o histo r y . These i nc l ude: bugg y whips , hand ice cream
freezers , Mack Sen nett bathing suits , grandfather c locks , bloomers , suits with
vest s , ga s l ights , t andem bikes , wringer washing machines a nd "Sweet Ca por a l"
c igarettes , a brand produced from 1870 to 1920 .
M. Frances Estep, research psyc hol og ist who co ndu cted intervi ews for an ex planati on of this trend, found that there is a "growing unde r c urrent among
consumers aga inst shoddy new prod ucts that don 't last ", and that some peopl e
r eact by "going back to the security and firmness of thing s they know a nd
tru st." The return of the gasl ight ha s a l so been aided by new comf ort s and
conveniences for fu ll er enjoyment of outdoo r and pati o living.

***
CRYSTAL BALL DEPT. - Howard Ahmanson , Cha i rman of the Board of Home Savings and
Loa n, is quoted in Newsweek as pred ict i ng that "by Septembe r, 1966 , 50 per cent
of the workers in the Southe rn Ca l ifor nia housing const ructi on wi I I be un empl oyed . . • " In the same a rti c le , in dustry economi st s a lso pred ict that
housing sta rt s wi l I continue t o sl ip in the month s ahead .

***
SEX AND THE SINGLE-FAMILY HOUSE - The Ma r keting Info rmation Netwo rk's Minfax repo rt s
that today the nation' s birth rate is 19. I pe r 1, 000 population, c lose to the
a l I-time low of 18 per 1,000 in the 1933 depression , and far be low the 25 per
1,000 peak in 1957 . Bus i nesses whose growth depend on ch i Idren are gett ing
conce r ned , and many of them attribute the low r ate t o t he in c reasing use of
"The Pi I I", a lt hough some pop ulati on experts do not . One result of the de cl ine i s more c hildless cou ples going into apartments , thu s reducing the need
fo r s i ngle-f ami Iy houses . Howeve r, the report a lso states that 50 per cent of
Amer ican f amil ies say they want a second home , and 10 per cent say they are
,,
sav ing for one .
•

***
A c.huJtc.h magaune ob~eJtvu that educ.mon ,u, a pJtOc.u~ Oc.c.uNUng between
the agu 06 4 and 16 - - at 4, we haJ'e aU. the quU.uOM, and at 16, we
know aU. the aMW~.

• ••
"
CLUB WOMEN AND BUYING ATTITUDES
- , Edw in Lee Co ., a research and co nsultant or gan izati on
fo r Printer~s Ink, found in a nat ion - wide s urvey of Women Cl ub membe r s ' buying
att itu des That ove r ' 60 per cent of those unde r age 45 be l ieved "keep ing up with
the Jones" was mo re ]'I"portant now than it used to be . I n the over 45 age group ,
however, 7 1 per cent sa id "t his no longe r matters ." The o lder group a lso said
they p're fer red the appe Iat i on of " housew i fe " t o t hat of " homemake r", the latt er
be ing the preference of those under 45 .

•••

RECOMMENDED READING - Arti c le by Dr . Hen r y Li nden, Directo r of the Inst it ute of
Gas Tech no logy , i n a June i ss ue of Pu bl ic Ut i I it ies Fo rt night ly - Ti tl e ,
"The Case For Sup p ly i ng AI I Ene rgy Needs Wi th Gas ." Dr . Li nden prese nt s
strong and convinc i ng reasons why gas s houl d dominat e t he energy market
o f the fu ture . He log i ca ll y conte nds that t he use r' s e lect ri c ity requ i rement s a r e mor e e ffi c ie nt ly and econom ica ll y sat isf ied by ons ite generation
f rom gas at t he po i nt of use . An exce l le nt digest of t his art icle appeared
in t he Jul y I I Manag ement News Lette r.

***
. . . an.d -then. -theJte
mind . . . . .

WM

-the aU - el.ectJUe btUldeJt who had a 0 n.e ;tJtae-t

• ••

NEW ASSIGNMENTS -

NEW FACES

Nicholas Di Maria, from Building Industry Sales Representative to Senior Air
Conditioning Sale s Representative, Northwest Division .
A. P. Pizano, from Serviceman #1 to School Service Representative, Metropolitan
Division.

W. M. Najarian, from Administrative Aid, Industrial and Commercial Sales Staff,
Headquarters, to Sales Supervisor, Southern Division.
G. W. Anderson, from Sales Training Assist ant, Sales Service Staff, to Administrative

Aid, Industrial and Commercial Sales Staff, He"a dquarters.
D. E. McMurray, from Sales Supervisor, Southern Division, to East San Fernando Valley
Division .
R. H. Root, from Sales Supervisor to Sp e cial Sales Representative, Newhall District,
East San Fernando Valley Division .
J. W. Miller, from Distribution Department to New Business Sales Representative,
Northeast Division. ~

L. W. Carlo, Grpnuate Engineer trom Cal Poly at San Luis O'Bispo, to Industrial
Sales Engineer ; Inftustrial and Commercial Staff, Headquarters.

",

H. B. Knapp, Graduate Engineer from Long Beach State College, to Industrial Sales
Engineer, Industrial and Commercial Staff, Headquarters.
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