
By Edgar A. Guest* 
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F I POSSESSED a shop ~or store, 
~· ,.. 

I'd drive the grouches t~~f my floor! 

I'd never let some gloomy guy 

•

p 

I'd never keep a boy or clerk · · ·With mental toothache at his work, 

·~ ~~~/''·' ~~!I/~% 
Nor let a man who draws my pay~ Drive customers of mine 

j~' ''\' 

•
~. ~~.//~ 

~ ~ ~01, 
,'\ . ~\ ~· :11 rd treat the man who takes my time·.·· And spends ·· · nickel or a dime~ 

With courtesy,~and make him feel';;. That I was pleased to close the deal, 

Because tomorrow, who can tell? He may want stuff I have to sell, 

{~~\\/!ffP!I~ 
~ t 

And in that case, then glad he'll be...., To spend his dollars all with me. 

The reason people~ pass one door··· To patronize~· another store, 

. .~t,;. 

~~\1/fp'/J!/·~ , · 'I 
1~ ~~MI!H ~~lit 

Is not because the busier place· · · Has better jll~'t\1 silks,~ or gloves,~or lace 

. ».~1 il 
~ ~ Or special prices,-- but it lies · · · In pleasant words~ and smiling eyes; 

The only difference, I believe, Is In the treatment folks receive/ 

The above is published as a paid advertisement in the interest of promoting better customer relations in 
all fields of business endeavor. Reprints may be obtained from any General Motors dealer representing 

CHEVROLET, PONTIAC, OLDSMOBILE, BUICK, CADILLAC, GMC TRUCK, FRIGIDAIRE 

GENERAL MOTORS, DETROIT 2, MICHIGAN 
*From th~ book"Toclay one/ Tomorrow" ~Y Ecl'jor A. Guest, c~pyright 1942 by Th~ Reilly & Lee Company, Chicago, Illinois. 

Th~ poem was also copyflghle by Brown & 81ge/aw, Saint Paul, Minnesota In the year 1944. 
Sketches and typographical Jesign are by GM Customer Research. 

tor buses though both 
streetcars or. mo f transportation have 
f these fm!ns o 0 

b' ms d tmtcle 1g ga 'd r polls have indicate 
Numerous n e h on account of its 

that the trolley coacal~d quiet operation .. 
speed, smoothne~~~ of all types of transit 
is the mosMt popu er. it. is claimed to be 

1 . 1 oreov , th ve uc e. h er to operate an 
considerably c teap or the motor bus in 
either the stree ~ar 

arable servtce. · •t · 
comp' . t ·s tl1at the tran. Sl m-

A od estlma e 1 b 
go ·n be in the marketJor a out 

dustry Wl t l'ley coaches a year after 
1,000 new ro . 

thAll~f;is does not mean tha~ the motor 
. k back seat m postwar 

bus ~v1ll ta ·e .a . n Without doubt 
transrt mod~rmza~w be a major factor. 
it will contmue o . or 
Bnt developments i~ ele.ctnc tral~~el-

t. promise to giVe It some y ta 1011 
competition. 

Ball and Bat Crisis 
Sports supplies will be s.o 

short that military demands w~ll 
leave little for civilians. Tenms 
now fares better than golf. 

Baseball teams will retrieve. as m~ny 
hon;e-run and foul balls a~ possible 
this season and will take. specm~ ca~e of 
bats as the nation exp~nences Its tight­
est pinch yet in sportmg go~ds s~pply. 
Golf and other sports supphes 'vlll be 
so short that many would-be purchase~s 
will be turned away empty-handed. This 
spring's opening up of golf cl~? produ?­
tion will benefit only the mihtary this 

-year. 
·.Lean Times for Sandlots-The Am~r­
ican and National baseball leagues Will 
get almost normal supplies of 9,.000 
dozen balls and 6,500 bats. :Nimor 
professional leagues probably can get 
enough equipment for the season, but 
semipro and sandlot teams may have. to 
curtail schedules for lack of supphes. 
Retailers· expect to get less than 5% 
as many bats as usual and less than 40% 
as many baseballs. . 

Many "dealers already are wondenng 
how they will fill next season's demands 
for footballs, football suits, and shoes . 
• Reason fo:r the Pinch-Most sporting 
goods production is going to the Army 
ancl Navy. Bascl)alls, bats, mitts, and 
oH~er sports equipment arc particularly 
important to men mi. garrison duty or 
~erving in armies of occupation. 

The gro\ving military demand for all 
sorts 9f sporting equipment would leave 
little plant capacity or labor for civilian 
athletic supplies even if raw materials 
were available. The Athletic Goods 
Manufacturers Assn. ~ecently reported 
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2etUk·~ For 

of 5" Squares and Rounds 

New .Birdsboro 
Saw Gauge Table 

This Birdsboro saw gauge ~able serves a cold saw and 
is used for gauging material. up to 5" round and squa~: 
and e uivalent sections commg from the hot bed. T 
table ~ furnished with a motor-oper~ted gauge and P~:h­
off mechanism for transferring material to ~he era es. 

Of latest design the Birdsboro saw gauge tabl~ includ~s 
bearings of anti~friction type with an automat~c c~ntra -
i'zed lubrication system. Gauge as shown lS power-

aced both lift and gauge travel, and arranged for 
~f~~te ~ontrol. Gauge head has capacity to gauge up 
to 60' in length. 

. . · k' ll types of steel mill Birdsboro spee1ahzes m rna m.g a . y ,
11 . t· to meet your specdic reqUlremcnts. ou 

eqmpmen w · coda)' .find ~it pays to consult Birdsboro. nee us · 

Birdsboro Steel Foundry & Machine Co. 
Birdsboro, Pa. 



that 65 raw materials used . 
dustry are subject to \iVPB 0 !0 

. <" 
amples: wool, silk, cotton tb1 ~· Ex. 
leather, rubber, zinc, co) c' erboard, 
kar)ok and t-· t'l Q l P _r, brass, steel 

! ex I cs. uantrtic . ' 
(for mstance 200 3oo t 

3 
are small 

II ) b 
' - ons of t 1 am~ua y ut this does not . s ee 

eas1er to obtain. mal,e then1 
• Disappearing Golf Balls-One 

SALES EXECUTIVE'S STRATEGY most. serious pinches will be il~f the 
supphes. A satisfactory golf ba . g.ol£ 
Neoprene synthetic rubber has ~~ USlng 

There's something new in his office! It's 
the small . desk microphone that is the 
fteart o~ DICt~phon_e Electronic Dictation. 

and ?onvenJence; It enabl~~oh;!es h~l With new di_ctatin~ ease 
reqmring the presence of l . t.o Ictate a~ any time, Without. 
and misunderstandings . It us secr.etary. ~t discourages mistakes 
and instructions instar:tane~~c?uiagf~I hi~ to record his ideas 
It even records his over-th -ds yk-w u e t ~y're fresh in mind. 

e es conversatwns. . 

Because it brings such c 1 f T , 
done, it is literally a ControlC~n~~e aci Ity. m getting things 
now about Dictaphone Electron' D~ for. actzfon. Why not learn 

f 
. d . . · IC Ictatwn ·or yourself? S d 

OI new escnpttve literature n· t l C . · en 
ington Avenue, New York i7 N aylole orporatwn,_ 420 Lex-
Corporation Ltd. 86 R' 1 'd 8· w' n Canada: D1ctaphone 

. ' ' Ic Irnon · t. ., Toronto 2, Ont. 

DICTAPHONE ~ .91~ '* 
T!w word DICTAPHONE is tlw registered trade-marl~ of Dicta f . 
Electronic dictttting machines and other sound rc d' d p wne. Corporatwn, malcers of Acoustic and cor mg an rcproduc~ng equipment bearing said trade ' ·mar'"· 

veloped, but these balls o eer~ de­
to the rehabilitation of g ~xclusrvely 
Only 20% of used golf b ~lr veterans. 
the plants for reprocessing ads r~tturli~ to 
pressure campaigning by, ekspl e llgh-ma ·ers de 1 
ers, pros, and country clubs S ' a. 
~ails have been reproce~ Jli!e used 
times,, and the supply of r~~~nd ·~~veral 
balls IS steadily diminishing I IOned 
• Bull Market in Tennis-'Golf' 
may be tennis' gain Ma f s loss t . . c nu acturers re 
P?r su:Jmsingly great demand for ten-
~us e9mpment. Orie reason .may be tha~ 
emus courts are accessible to . 

pe_ople than are golf courses wl '1 more 
01 t

. . u e gas-
me ra wmng persists. 
. Another tennis advantage is that teil­

ms balls made from Buna S synthetic 
r~bber are a tremendous boon to la -
ers harassed by the stodgy balls o} r~­
p.rocessed rubber that slowed down the' 
game for hvo ~ears. Tennis ball su )­
ply looks sufficient to meet reasonab1e 
demand unless manufacturers' 
power is cut further. m~n-
• Netting Goes to War-Few 'f · 
t 

. b d . , 1 any 
. emus or a nun t?n !lets will be avail-
able, because nettmg has gone to war 
as ca~nouflage material. There are more 
tenms rackets than last year, but U¥JSt 
of the young men who were frame 
benders have been draftecl M f . anu ac-
tu:.ers .~lave scoured the byways . for 
str.m~ers, have boost~cl production by 
famu,ng out ~he work ~n bits and pieces. 

N! Ion strmgs, which some players 
fancied because of resistance to mois­
ture, are out-probably for the duration. 
But adequate lambgut, better known as 
catgut, is available, along with silk. 
Dealers expect to have some tennis 
shoes with reclaim or synthetic rubber 
soles, but at best count on no more than 
.15% of normal. 
• Fe~ Fishing Rods-"-This year's pro­
ductiOn of fishing rods will not exceed 
5 ~ of normal. Manufacturers are per­
Imtted merely to assemble from parts on 
han.d. No reels are being made in the 
Umtcd States for dvilians but sou1e few 
arc being imported from Canada. 

Some silk lines should be available, 
but few gut and nylon leaders. Manu­
facturers continue to make lures, with­
out using inetal, and fair quantities of 
flies are to be had. Rubber wader 
boots are reserved on priority for work­
ers who need them in their jobs. 
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In s ite of a cumbersome law and a'?-
. ~ 'ous. start the government IS 
lflausplCl ... • f d' 
slowly working out a progran: or ~s-

osal of the surplus goods and mdustr~I 
tacilities that will r~sult from the transi­
t' on from war to peace. On sober ap-
1 • 1 experts have concluded that even 

pra1sa , . 1. .11 
though the surpluses 1n · some . mes WI 

be staggering, the aggre,gate will ~ot be 
more than the country s econom1~ sys­
tem can absorb. The dispo~al machrr:ery 
now being set up is based-m the mam­
on the assumption ~at m_ost surpluses 
can be sold in a busmesslike way and, 
if ).Jroperlyhandl~~' they can be n1oved 
without demerahzmg the regular mar-

kets. 
The law places top policy and super-

vision in the hands of the three-man 
Surplus Property Board, but actual sell­
ing will be done by other branches of 
the government, which have been desig­
nated as disposal agencies. Sales of 
producer goods, industrial _plants~ and 
machine tools, all of wh1ch w1ll be 
handled by the Reconstruction Finance 
Corp., were discussed in the five sec­
tions of Part I of this report, in the. 
May 26 issue of Business \Veek, along 
with questions relating to over-all policy, 
legal restrictions, and preferences for 
various classes of buyers. 

6. CONSUMER GOODS 
If you deal in any of the commodities 

broadly classified as consumer goods, 
except food and agricultural products, 
take a look at the accompanying list of 
regional disposal offices of the Com­
merce Dept. (page 50). That's where 
the government-owned surpluses in 
these lines. will be sold. 
• Treasury to Commerce-Originally the 
surplus .disposal job for consumer goods 
was assrgned to the Treasury which set 
?P a special Office of Surpl~s Property 
m the Procurement Division. The new 
offic~ is organized into eight divisions­
furmture, general products (which in­
cludes such oddities as live animals trol­
ley car lighting fixtures, and bee~ dis­
pens.ing equipment), machinery, auto­
~lohve, paper. and office supplies, med­
lcal and surgtcal, textiles and wearing 
apkarcl, and hardware. · 
f. . ~ectiv~ May 1, this office was trans­
enccl bochly to the Commerce De t 
~~rgely because the Secretary of ~~ 

reasury didn't want the job. For the 
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present at least7 there will be no change 
in policies or in the selling machinery, 
merely a shift in top supervision. Any 
change in management creates more or 
less uncertaintv, however. As the Com­
merce Dept. gets its teeth in the job, 
it may tinker with some of the specific 
rules set up by the Treasury. 
• Regional Job-Like RFC, the Com­
nerce Dept. intends to have the regional 
offices do the actual handling and sell­
ing. Headquarters will set policies in col­
laboration with the Surplus Property 
Board and supe!\·ise the job. 

If you are interested in buying from 
Commerce, write your regional office to 
put you on its mailing list. State as 
specifically as you can the kinds of 
surpluses you might take. Don't just 
say "hardware." Say, for instance, 
"barbed ,.-vire, nails, and fencing." Indi­
cate in your letter ,vhether you are man­
ufacturer,. retailer, wholesaler, chain, or 
cooperative. State whether you want 
only new goods or ·will be in the mar­
ket for used items. It's a good idea 
to send some sort of identification or 
reference along with your first letter so 
the disposal officials wi11 know who 
you are '\vhen you put in a bid later on. 
Send an ordinary bank reference or list 
some of your regular customers. Also, 

give a thumbnail description of your 
business and state how long it has been 
established. 

Unless Commerce reverses the Treas-
ury's policy, it won't keep any detailed 
central inventory of surpluses, but the 
main office will arrange for large lots to 
be offered on an interregional or na­
tionwide basis. Ordinarily, customers 
will be notified of offerings through the 
"Surplus Reporter," a catalogue issued 
by the regional offices. This lists current 
offerings, gives quantity and a brief de­
scription of the items, and states the 
method of selling. It now has a mailing 
list of about 250,000. New issues. for 
each of the eight divisions go out every 
four weeks. · 

In special cases, the regional offices 
also use direct mail notification. At the 
time of the transfer, the Treasury was 
planning a national advertising cam~ 
paign and had invited leading advertis­
ing agencies to make presentations. 
Commerce is going ahead with the plan. 
• Who Can Buy-As in all branches of 
surplus disposal, there is a question as 
to how well the notification system 
works, but slipups in the mechanics . 
notification aren't the only thing that 
you, as a buyer, may have t? rec~on 
with. In some cases, sales w1l1 be . 




