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“Management by Morgan™

So they said of Johns-Manville in *27 and so they say in ’44. But Morgan manage-

ment carries on with Manville men and all that insulates is not asbestos. The depression vs.

diatoms, woolly rock, Sanacoustic Tile, prefabricated houses, and Lewis Herold Brown.

F YOU were looking for a company with

which to compare the Johns-Manville
Corp., your best analogy might be the U.S.
Steel Corp. True, Steel makes about thirty
times as much money as Manville when
times are good (also loses thirty times as
much when times are bad). But both com-
panies are engaged in the prodnction and
fabrication of a basic raw material, asbestos
being to Johns-Manville much what steel
is to U.S. Steel. Both are excellent examples
of vertical integration, Steel with its coal
mines and ore deposits and Johns-Manville
with its asbestos quarries. Each is the largest
unit in its industry, Steel with about 40 per
cent of the national ingot capacity and
Johns-Manville with about 40 per cent of
the Canadian asbestos production from
which practically all the asbestos used in the
U.S. is derived. Both rate the building, the
automobile, and the railroad companies as
their best customers, although Johns-Man-
ville is more top-heavy than Steel on the
building end. Both sell most of their prod-
ucts according to buyers’ specifications and
operate pretty much on the principle that
the law of averages will give them a good
volume. And both have one tremendously
important _common denominator in the
form of J. P. Morgan

‘The Morgan-steel relationship is so his-
torical that it needs no comment. The Mor-
gan-Manville relationship is also familiar
although the extent of the Morgan interest
in Johns-Manville is not commonly real-
ized. In 122? [._P. Morgan & Co., with
Thomas W. Lamont its active agent, bought
100,000 shares of Johns-Manville common
at between $50 apd $55. There are only
#750,000 common shares outstanding and so
(assuming that the banking house has re-
tained its holdings) Manville is a Morgan
company to the extent that the bankers
actually hold a majority of its voting stock.
In which position it is almost certainly
unique among manufacturing companies.
But the generalization remains. Both U.S.
Steel and Johns-Manville are in the basic
raw-material business, gach is the biggest
frog in its particular puddle, and both have
at 23 Wall Street a great and good friend.

IN THE year the House of Morgan took
it over, Johns-Manville's prospects were
very bright prospects indeed. Its 1926 sales
were $45,000,000 out of which a $5,000,000

profit had been taken. The death of Thomas
Franklyn Manville in 1925 had created a se-
rious problem of ownership and manage-
ment. But this problem had apparently
been solved by the sale of the company to
J. P. Morgan & Co. For the bankers had
signalized their arrival by installing genuine
Morgan management, making Theodore
Frelinghuysen Merseles President of Johns-
Manville. Mr. Merseles was a high-pressure
executive who had made a brilliant success
with Montgomery Ward, another Morgan
company. With Morgan and Merseles,
Johns-Manville was going to do big things.
It was—this was the plan—to become the
General Motors _of the buildgg% industry,
with a surface fox every purpose. Stock went
from 55 early in the year to a 1927 top of
126.

Morgan and Merseles spent the next two
years rapidly realizing their prospectus for
Johns-Manville. The company bought, for
cash, a group of new companies. Most of
them made 1nsulation for temperatures to
which asbestos was not applicable. Their
acquisition was a step toward horizontal
integration which would give Johns-Man-
ville an insulation for every temperature
from 40° below to 2,500° above zero. Sound
insulation, not a new thing with Johns-
Manville, was promoted on a more ambi-
tious scale, and a sound-insulation company
was among the new purchases. There were
rumors of a merger with American Radi-
ator, U.S. Gypsum, Certain-Teed Products,
with nearly any company that manufac-
tured a building or a covering material.
Sales for 1929 went to $62,000,000; prof-
its to $6,600,000. The stock went to 242.
Morgan money and Morgan men were
working out as advertised.

Then things went wrong. Mr. Merseles
died in March, 1929. The building boom
was already over. In the fall of 1929 the
stock-market crash ushered in the depres-
sion. Johns-Manville had a new, young
manager in the person of Lewis Herold
Brown, a Merseles man brought along from
Montgomery Ward. He was able, but young
—aged thirty-five. His youth accented the
disparity between the new managers and
the old group of Manville men who still
held the key operating positions. Nor did
the House of Morgan import another na-
tionally known executive. Perhaps it had
no more big shots in its arsenal, perhaps it
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thought that Johns-Manville, with depres-
sion coming on, was not worth the ammuni-
tion. At any rate, sales and profits and public
enthusiasm dwindled. The 1930 sales were
$12,500,000 less than the 1929 sales. The
1931 saleswere $16,000,000 lessthan the 1930
sales. The 1932 sales were $13,000,000 less
than the 1931 sales. So 1992 sales amounted
to only $20,400,000—~less than one-third the
volume of 1929. And in 1932 there was a
deficit of $2,700,000 of which about $1,000,-
000 was an operating loss. Mr. Brown was
still President but the company seemed to
be the forgotten man. Forgotten apparently
by its financial sponsor and forgotten cer-
tainly by the general public. The stock
dropped to 3o. The General Motors of the
building inml.stry was making no progress.

YET Johns-Manville stock is again a blue
chip in the present bull market. It went
from 12 in the spring of 1933 to 65 in Feb-
ruary of 1934. It was back over the figure at
which the Morgans had bought it—and very
few of the big deals of 1927 could show a
profit in 1933. And the public was buying
it again. The stock moves rapidly because
so little is left outstanding after figuring
the Morgan interest and the stock still held
by the Manville family and by Johns-Man-
ville employees. Even so, its rise was
notable. The building industry was still
depressed and the first quarter of 1933 had
been so bad that even a great second- and
third-quarter improvement left sales for the
twelve months at about their 1932 level.
But in 1933 there was no deficit. The man-
agement had determined that it could get
along on sales of $20,000,000, had cut oper-
ating expenses until it made the determina-
tion a fact. Old expansion stories were
reviving. There was a rumor that the com-
pany was going to bring out a prefabricated
house. (A well founded rumor—see page
144). Investors remembered their 1927-29
enthusiasm about Morgan companies, Mor-
gan management. So up went the stock, and
up and up.

The 1927 buying of Johns-Manville had
been founded largely on the theory that
what was good enough for Mr. Morgan was
good enough for you and me, The 1933
buying was probably no better informed.
Mr. Brown was still little known—his most
expansive gesture was to serve on one of
Mr. Hoover's unemployment committees.



There was even less appreciation of the Johns-Manville business.
People who knew that Johns-Manville was in the asbestos business
hought of asbestos as a mysterious fireproof material good for
heatre curtains. Such Johns-Manville products as rock wool and
liatomaceous earth were (and are) totally uncomprehended. The
ibility of the company to get along on its 1933 income was the best
‘eason for a bullish outlook. On the strength of it the company was
10minated as a recovery stock, as one of the corporate Moses’ show-
ng the way out of the land of bondage. But who were the men and
vhat were the causes producing these results? And accepting Man-
/ille as a recovery company, what would be its recovery sales? Few
suyers of Johns-Manville in 1933 could have discussed these ques-
ions intelligently any more than could their ancestors of 1927.
I'he answers split logically into two divisions—management and
naterials.

VIanville to Morgan to Merseles . . .

I‘HOMAS FRANKLYN MANVILLE was president of Johns-
Manville from 1901 until his death in the fall of 1925. In its
oresent form the company is a consolidation of the H. W. Johns
Manufacturing Co. of New York and the Manville Covering Co. of
Milwaukee. The Johns Co. (roofing, also paint) had started in
1858. By the end of the century, Founder Johns had died and the
:ompany was heavily in debt. The Manville Co. started in Milwau-
tee 1n 1880. It was an insulation company, began when Charles B.
Manville, father of T. F., put cement on his neighbors’ furnaces.
n 190t the Manvilles bought the Johns Co. and for the next
wenty-four years T. F. Manville was the boss of the combined
vorks. He ran the sales up to nearly $40,000,000 a year. In 1922,
vhen the post-War building boom helped pull the country out of
he post-War panic, he roofed so many houses and insulated so
nany pipes that he was able to declare an extra cash dividend of
i40 a share (there were then only 0,000 shares outstanding). He
an the company as 2 one-man show. He took no advice, he bor-
owed no money, he dickered with no competitor. The company
vas almost as much a Manville family company as Ford Motor is

LEWIS HEROLD BROWN

.. . is the man you hear of when you hear of Morgan management at J-M. The
bankers picked Mr. Merseles; he picked Mr. Brown—and in 1929 he died.

N THE STREET THEY CALL ]-M A MANAGEMENT COMPANY: HERE ARE THREE OF THE MANAGERS

bosographs by Boxrke-W bite

WILLIAM ROBBINS SEIGLE

LOUIS ROY HOFF

BEFORE Manville or Morgan
were oldtimers William Rob-
bins Seigle, now Chairman of the
Board, and Louis Roy Hoff, pres-
ent Vice President and Sales Man-
ager. Both came to the old H. W,
Johns Co. in 1900, before the
Johns-Manville consolidation. Mr.
Seigle arrived from the Fourth Na-
tional Bank, to which the Johns
Co. owed money. His first act was
to sell the old comgany’s paint
business. Under T. F. Manville,
Johns-Manville President: for
twenty-four years, Mr. Seigle be-
came Production Manager. Paint
got Louis Roy Hoff into the Johns
Co. Walking down Manhattan’s
William Street, shortly after his
discharge from the Spanish War,
Mr. Hoff saw several cans of paint
on the sidewalk in front of the
Johns building. He walked in,
asked why an ashestos company
handled ?aint, discovered the ex-
istence of the paint division. He
walked out with a $15-a-week job
as stenographer. Later he went
into sales, became Sales Manager
in 1912. Messrs. Seigle and Hoff
have seen four Manville Presi-
dents come; three Presidents go.

0830



HIRAM EDWARD MANVILLE
. . . whose reign (1925-27) was an interregnum. He
collected the Johns-Manville controlling intercst—
scattered by the death of T. F. Manville—then sold
his majority holdings to J. P. Morgan & Co.

a Ford family company and Mr.
Manville had some of the usual
foibles of the owner and pro-
prietor. He built a big hotel
down at Manville, New Jersey.
There is not much at Manville
except the Johns-Manville fac-
tory, but anybody visiting the
works had fine quarters during
his stay. He considered research
not worth a damn, boasted that
lie never spent a nickel on lab-
oratories or chemists. He was a
fine salesman and confident of
his ability to sell anything. He
sold automobile horns, fire ex-
tinguishers, spark plugs, hun-
dreds of products not directly re-
lated to asbestos or asphalt; ran
the list of company products up
to more than 2,000 items. He was
a fine specimen of a Grand Old
Man in the days of the Grand
Old Party. But he went home to
the Plaza Hotel one night in
October of 1925 and dropped
dead—bad heart.

Hiram Edward Manville,
younger brother of T. F., suc-
ceeded to the Manville presiden-
cy. He was (and is) a pleasant,
well liked, capable gentleman
but he was also past his prime
and had no illusions about
duplicating the driving energy
of his elder brother. He was not
eager to remain as Manville
President, but he was concerned
not only about the question of
management but also about the
question of control. T. F. Man-
ville had left a block of stock to
his son, T. F. Manville Jr., an-
other to his daughter, Lorraine

Dourke-W bite

Johns-Manville employees. Young T. F.
Manville had already acquired two divorces
and much publicity, was not in line for the
presidency. But the split up of the older
Manville’s stock had left no one in undis-
puted control of the company. The em-
ployees, with the stock T. F. Manville had
just left them (and with another block dis-
tributed in 1922), owned nearly one-third
of the company. H. Edward was worried lest
someone buy up enough of the employees’
stock to get control. So, feeling the com-
pany required a centralized ownership, he
decided to do the centralizing himselt. He
bought T. F. Manville Jr’s holdings,
shopped around and picked up most of the
employees’ stock, and—with his own large
interest—became the majority owner. Then
he and Thomas W. Lamont of the House
of Morgan got into a dicker and the House
of Morgan emerged with the 400,000 shares

already mentioned. H. Edward, feeling that -

the company was now unquestionably in
good and strong hands, went into semire-
tirement as Chairman of the ExecutiveCom-

SAMUEL ARTHUR WILLIAMS

.. . in charge of mining and production. He belongs to Manville old and Man-
! : ville new. To Old, because he has been a Manville man for twenty-five
Manville Gould, and a third to years. To New, because his present authority dates from the Merseles régime.
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ENDERS McCLUMPHA
VOORHEES
His appraisal was praised by Mr.
Merseles, who brought him into
Johns-Manville as Secretary, Treas-
urer, Vice President.

mittee, a post that he still re-
tains. He also kept a large block
of Manville stotk, is the largest
individual stockholder, and has
added to his hol¥ings since 1927.

The sale of control to the
bankers provoked an outcry
from many of”the employees.
They said that they would never
have sold their, stock had they
thought that caentrol would be
transterred to any outside inter-
est and were overly frank in ac-
cusing H. Edward of selling
them down the siver. What they
said and thought, however, did
not much influence the course of
events. But neither did it make
Morgan-man Merseles’ new row
any easier to hae.

HEODORE FRELING-

HUYSEN MERSELES had
the same initials as had T. F.
Manville, suffered also from the
same heart weakness. Put into
Montgomery Ward in 1921, an-
other old family company into
which the Morgans had bought,
he made a splendid record with
the mail-order house despite the
fact that he liked Chicago sc
little that he commuted twice
a month between his Chicago
job and his New York home. He
went to work rapidly on Man-
ville. He turned the hotel into
an office building. He threw out

*



Kaujmann-Fabry, Chicago

HERE 1S A SHEET OF ASBESTOS AND CEMENT ROLLING ITSELF INTO A TRANSITE PIPE

Transite is a mixture of asbestos and cement—a “reénforced concrete” Manville trick: rolling it around a steel core to make a pipe superior to
ffect with the asbestos fibers supplying the reénforcement. Here is a Johns-  the ravages of time and rust, resistant to heat and acid.
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Photographs by Bosrke-Wbite
SYMBOL OF THE PRESENT REGIME

. . are these galvanometer wires in Johns-Man-
ville’s laboratories. New because T. F. Manville
spent no nickel on science; symbolical of the pres-
ent management’s interest in research.

the automobile horns and fire extinguishers
and such, cut the catalogue from about 2,200
to 1,400 items. Then he started his own ex-
pansion program, getting Johns-Manville
into nonasbestos products such as rock wool
and diatomaceous earth (of which more be-
low). He was always brimming over with
ideas—used to come down in the morning
with a sheaf of shorthand notes (he was once
a stenographer for the Pennsylvania Rail-
road) embodying his overnight thoughts on
what to do with Johns-Manville. But he
did not live long enough to leave his per-
sonality permanently imprinted on the or-
ganization. In March, 1929, he took a trip
to the Pacific Coast, inspecting new prop-
erties, and died suddenly at the Del Monte
Hotel. And the boom period of Johns-Man-
ville vanished with him.

. . . to Brown

EWIS HEROLD BROWN had been Mr.
Merseles’ assistant at Montgomery Ward,
was Mr. Merseles’ assistant at Johns-Man-
ville. He is large, square shouldered, dark,
well poised, immaculately attired, a model
of what the contemporary executive should
wear and look like. Born in Iowa, he studied
law at the University of Iowa, but during
one of his college vacations he got a tempo-
rary job with a corrugated-paper company
and did so well at it that the job became per-
manent. Then came the War, and Mr.
Brown went to the first officers’ training
camp with a lieutenant’s commission in the
mails. Unfortunately the commission stayed
in the mails and when Mr. Brown arrived

he had no officer’s standing. So he said never
mind about being a lieutenant, he would
start in as a private. By the time that
the training period was over, he was an
acting captain, and did not bother to look
up his commission which never has been
found. At twenty-three he was bossing lieu-
tenants who were Spanish War veterans,
which was good training for his later career.

Returning from France, and not much
interested in further dealings with cor-
rugated paper, he found himself in Chicago

-
Y

with half a day between trains. He decidec
to take a walk through the Montgomer;
Ward premises, When he arrived the guide
had just started off with a flock of tourists
and no more trips were to be made unti
the next morning. Mr. Brown explainec
that he would not be in Chicago the nexi

morning and gothimself conducted through
the plant as a special one-man visiting
party. The trip concluded, he stopped tc
thank the man who had arranged it for
him, discovered that the gentleman iu

“THE FUNERAL DRESS OF KINGS”

.. . Old Roman Pliny called asbestos. Like a textile, it was woven and used for royal shrouds. Woven
asbestos is still important—especially in brake linings—and here are strands that the carding machine

has sorted and wound up on spools.

ASBESTOS IS HARD TO WEAVE BECAUSE IT IS SO SLIEPERY

Though cloth is made of it, ashestos remains a mineral and hard to weave—it is so siiooth and slippery
that the threads are not easily combined with one another. Here is an asbestos weave# engaged in knot-
ting broken threads on a warping machine. '

.86.



BRAKE LININGS BY J-M

The automotive industry re-
mains the last great commercial
resort of woven asbestos, brake
linings being a combination of
about 8o per cent asbestos and zo
per cent cotton. The picture
shows the weaving of heavy-duty
brake lining which will eventu-
ally absorb the friction heat
caused by the stopping of trucks
and busses. But in recent years,
molded and semimolded brake
linings have cut into the woven
brake lining to such an extent
that each of the three varieties is
now free and equal in the sight
of the industry.




question belonged to the personnel depart-
ment, which was a nice way of saying that
he hired people. So he and Mr. Brown
talked, and by and by he hired Mr. Brown,
whose first job was also with the personnel
department.

Hiring other Montgomery Warders did
not long engage Mr. Brown's attention. He
had a capacity for looking over various de-
partments of the business, discovering what

was the matter with them, and suggesting
remedies. He also had a capacity for getting
his reforms adopted. So he rose to the posi-
tion of what used to be called an efficiency
expert (much as Mr. Brown has always ab-
horred the expression). But his best idea,
which dealt with an improved way of han-
dling the stencils for the millions of Mont-
gomery Ward catalogues, languished until
the arrival of J. P. Morgan & Co. (and Mr.

TO BLOW ROCK INTO WOOL USE JETS OF STEAM AND AIR

Rock \_v?ol is an insulator for cold and medium temperatures, also for sound. To make it, you pour
molten silicon rock from a furnace through jets of steam and air. The blown rock cools off into a mass of
porous, fluffy, woollike fibers. After you have changed rock to fiber, you . . .

Phoiographs by Bomrke-White

MOVE THE FIBERS ALONG A REVOLVING BELT AND WITH A SAW-TOOTHED

. . edge

. lift them off and keep them from piling up into a tangled mass. The rock wool contains mil-
lions of cells of dead air that supply its insulating property. Mixed with asphalt and pressed into sheets,

it becomes rock cork, used in Frigidaire and other low-temperature insulation.
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JOHNS-MANVILLE'S NO. I PRODUCT

. . . is this frost-covered-looking insulation. Made of
15 per cent asbestos and 85 per cent magnesia it has
been for thirty-five years the standard covering for
pipes and furnaces up to 600° Fahrenheit.

Merseles). Mr. Merseles immediately put
Mr. Brown'’s stenciling idea into effect and
soon Mr. Brown was Mr. Merseles’ assistant.
So Mr. Brown was used to being a young
man in an old company and also a young
man in a responsible position. And when
Mr. Merseles moved out of Montgomery
Ward and into Johns-Manville, Mr. Brown
was the only Montgomery Ward man that
he took with him.

O MUCH for the four Manville presi-

dents and the three Manville manage-
ment changes since 1925. Meanwhilg, what
of the old Manville men who remained
through all these administrations,. like old
U.S. Senators watching various Chief Ex-
ecutives come and go? Most important of
these men were (and are) William Robbins
Seigle, now Chairman of the Board, and
Louis Roy Hoff, now Vice President and
Sales Manager.

Mr. Seigle is a gray-haired, mellow, ruddy
gentleman who was with Manhattan’s
Fourth National Bank in 1goo when the
old Johns Co. owed the bank a lot of money.
Mr. Seigle went over to see what could be
done about this and what he did was sell
the Johns paint business to James E. Patton

r. (who later sold his business to Pitts-
burgh Plate Glass, as told in ForRTUNE, Janu-
ary,1934). Then he stayed with the company
and’ became Production Manager under
T. F. Manville. He was largely responsible
for Manville operations in 1926 (and a very
good year the company had), but—like
H. Edward Manville—he did not want to be
permanently burdened with the manage-



SQUEEZING ASBESTOS SHINGLES DRY IN A HYDRAULIC PRESS

ment problem. “We'd made pretty good
money,” says Mr. Seigle, referring to the
situation following the death of T. F. Man.
ville, “and we were more or less thinking
that we might sell out and retire.” But Mr.
- Seigle~who was the only large non-Man-
ville stockholder during T. F. Manville’s
lifetime—did not participate in the selling
out to thit extent of surrendering his own
interest, and instead of retiring moved up
to the board chairmanship. Mr. Seigle is in
charge of Manville research and develop-
ment, has a house in Italy, and sends his
five children to school in Europe.

Active head of mines and production is
now Canadian-born Samuel Arthur Wil-
liams, onetime hockey player. Mr. Williams
is in a way a link between Manville old and
Manville new, for although he has been
with the company over twenty-five years he
has risen to lis vice presidency during the
Merseles-Brown administrations. He is the
big mine and factory superintendent, has
never worked for anybody but Johns-Man-
ville.

Mr. Louis R. Holf is a contemporary of
Mr. Seigle in the Johns-Manville organiza-
tion, both date from 1goo. Like Mr. Brown
at Montgomery Ward, he joined the old
Johns Co. on his way back from a war, but
it was the Spanish not the World War that
Mr. Hoff saw action in. Back from Cuba,
he was strolling along Manhattan’s Wil-
liam Street (where the old Johns offices were
situated) when he noticed in front of the
Johns building a large number of cans of
paint. Mr. Hoff had a vague idea that the
Johns company was in the asbestos and
roofing business and he was puzzled to ac-
count for the paint. So he walked in and
asked why an asbestos company had paint

on its sidewalk. After the existence of the
Johns paint division was explained, he
stayed and talked a while and emerged with
a $15-a-week job as a Johns stenographer.
It is 2n odd social note that in the days
when stenography was a male vocation
many an older U.S. executive (like Mr.
Merseles) got himself a stenographic start
in life which he probably could not or

would not duplicate in these days of female
shorthand. Strange also is the casujl man-
ner in which jobs apparently were handed
out. But whoever hired Mr. Hoff made no
error. From stenography he got into the
sales department, worked up, and in 1912
became Sales Manager, a position which he
has held ever since. Mr. Hoff is shor$, wiry,
quick, serious, earnest—a No. I salé man-
ager with all the No. I sales manager’s devo-
tion to his sales. Even today he will get into
sales conferences that run until one'or two
o’clock in the morning, and he has the same
thorough enthusiasm for Johns-Manville’s
still unborn fabricated house as he has for
the “85 per cent magnesia” insulatign that
was a standard product back in 1898, What
Mr. Seigle does not know about asbestos is
very little and what Mr. Hoff does not know
about selling it is even less, and both come
very close to refuting the ancient organiza-
tion principle that nobody is indispepsable.

Other oldtimers in Johns-Magville's
many divisions include P. A. Andrews, head
of building materials; T. K. Mial, hiead of
insulation and power products; J. 8. Car-
roll, petroleum-industry specialist; J§hn H.
Trent, who looks after the big busigess of
railroad insulation; E. S. Crosby, Df the
foreign-sales division; and five adcﬁ_tional
operating vice presidents. All are teteran
Manville men mostly working under the
direction of Mr. Hoft.

Lone executive contemporary of Mr.
Brown is Mr. Enders McClumpha: Voor-
hees, Secretary and Treasurer. Mr. Voorhees
was with Sanderson & Porter, conjulting
and industrial engineers. Prior fo the

(Continued on page 128]

CUTTING ASPHALT SHINGLES OUT OF ASPHALT SHEET .
Asphalt shingles are less cxpensive than asbestos but more expensive than wood. Here a sheet of
asphalt, already scored with knives, is being separated into individual shingles, ready for laying. Rela-
tive prices per square (i.e., 100 square feet) of shingles: asbestos, $7.50; asphalt, $6; wood, $5.°
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ee for yourself

...IF “OFFICE STRAIN” IS
AFFECTING YOUR EMPLOYES

“Office Strain”’ is caused by inadequate office

lighting. It results in errors in typing, in copying, in filing, and
the hundred and one other duties connected with office work.

Up to this time you have had to depend on someone else to
tell you whether your office lighting caused ‘“‘eye strain”.

Now —through a new scientific development you can
check your office lighting —and see for yourself whether
your employes are getting the right kind of light for fast,

efficient work.

3
H
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P
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ALWAYS LOOK FOR
IS MARK OF QUALITY

—

Ask your local utility to test your light-

ing for you with this new device, or
better still, write to the General Electric

Company, which maintains a corps of
experts trained to make this test. General
Electric Co., Nela Park, Cleveland, Ohio.

o>

./‘—'\ *rh.. new instrument

tells yov at a glance
the exact condition of
your lighting. It lets
you ‘‘see for yourself."’

MAZDA LAMPS

GENERAL @ ELECTRIC

“Management by Morgan”

[Continued from page 9]

Morgan purchase he made an
apprs aisal of Johns-Manville, sug-
gested vavious unpm\emcms in
its cost accounting and other
items of flinancial operation. At-
ter the Morgan deal Mr. Mer-
scles asked him to come over to
Johns-Manville and carry out
the changes he bad recom-
mended.* So Mr. Voorhees came
over and has been there ever
since. Mr. Brown had also with
him Mr. James §. Adams, who
cime  as assistant  advertising
manager in 1927 and rose to be
Mr. Brown’'s assistant and Vice
President of the company. But
in January, 1944, Mr. Adams left
Johns-Manville, went to work
for Benton & Bowles, Inc., Man-

hattan advertising agency.

R. BROWN has now been

President of Johns-Man-
ville for live years. 1t he were a
more demonstrative man  he
niight easily have tendered him-
self a dinner on New Year's Eve
of 1934, might appropriately
have called it his*““coming of age”
party. For although he has been
known to remark, “How long,”
plaintively, “do I stay here and
still be the new manager”, the
days when he and his little band
ol Merseles survivors were re-
ferred to in the Manville ollices
as “the Junior Leaguers” are not
long gone. And New Year's Lve
would liave been as good a date
as any to red letter, for it marked
the end of four long years of de-
pression. When Mr. Merseles
died Lewis Brown was thirty-
live years of age. The corpora-
tion of which he found himself
head was, we have noted, en
route to a glorious integration
comparable to General Motors.
The question which never can
be answered s “had the road re-
nmained open, would he have
remained at the wheel?” For in
October the market landslide
blocked the way to turther ex-
pansion and whatever plans re-
mained in the pigeonholes of
29 Wall’s roll-top desks began to
eather dust. And stnce there was
10 be no more expansion, there

*Qut of similar Sanderson & Porter
“suvvey and vecommendation” came
Seton Porter to head the yeborn Na-
tional Distillers (ForTUNE, November,
1933
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was no more need to search for
another Merseles to expand. So
Brown remained' the Morgan
management at ]olms Manville
but fimctioned ratherin the rdle
of the Morgan management that
Morgan forgot.

Brown’s first decisions were
intraoffice political. The Man-
ville corridors still buzzed with
the reverberations of the em-
ployees’ suit. The bitterness ol
litigation dies hard. Brown let it
be known that he was not inter-
ested in who had been on what
stde. He was surrounded by
older executives, with older
prejudices, with the outlook of
another generation. He took for
his philosophy an old Merseles
tenet: it is a boss’s job to get on
with a good man. It he resented
being patronized he uever
showed it by so much as moving
a muscle ot his face. The p1t|1
was narrow, and it will always
be doubtful if, in the begiming,
he had the amhorfty to force an
issue. But whether the Corner
would or would nqt have backed
him up, he never raised the
question. With infinite tact and
mfinite patience he sat down to
the hard and disagreeable job
of contraction management, the
job in which thdre is endless
work and little glory. In the end
the depression helped him with
his organization problem. The
men \\ho stayed on at Johns-
Manville to bridge over the
management change kept stay-
ing on to bridge over the depres-
sion. And little by little they
came to respect their new pres-
ident-in-law. The longer the
depression lasted, the more unit-
edly they labored to bail out
the boat.

For all its prosperity, the cou-
pany had never gone in for pil-
ing up big surpluses and heavy
cash reserves. All the 1928 and
1929 purchases were cash buys
and the expendituves had lelt
the company with a none-too-
robust cash position. There was
never any question of anything
approaching insolvency—the
company owed no money and
had of course an mnple hnancial
backing. But an operating loss
of Sir.000000 was nothing at
which to shrng a careless shoul-

[Continued on page 130]
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der. And the Manville organiza-
tion, new and old, adjusted itself
to a realistic conception of
Jolns-Manville not as a $6o,-
000,000 nor a $40,000,000 but
as a $20,000,000 company.
Salaries were cut 10 per cent
and then 15 per cent, with heav-
ier cuts in the higher brackets.
A shingle plant 1in Cincinnati
was closed. An asphalt plant in
Dayton burned down, was not
rebuilt. Sales managers and su-
pervisors went back on the road;
good salesmen covered larger
territories and mediocre sales-
men went looking for new jobs.
Tlie company clung steadily to
its research department (a nota-
bly post-Manville development
but with an old regimer, Mr.
Scigle, at its head) and stuck
doggedly with its new products.
But it whittled down its operat-
ing expenses so consistently that
wlien the sales tide turned in
the spring of 1934 it was able to
show quarterly profits that would
have been losses on the same
sales 1n 1932 periods. And since
the 1933 upturn justifies the
conclusion that 1932 and 1933
sales represented Johns-Man-
ville’s deepest depression, the
management has gone into 1934
with the feeling that it can hold
its own no matter what happens.
It also has gone into 1934 with
a more united managenent
group than it has had at any
time since the death of T. T.
Manville. So much for the men
who managed Johns-Manville.
Now let us look at the things
managed—at the materials and
the products that carry the
Johns-Manville name.

UST as the general investor

had little idea of who was
managing Johns-Manville, so
also he had a dim understanding
of what the management man-
aged. The company handles
somie 1,100 products (had 2,200
in T. F. Manville's time)—a mul-
titude of things to sell which
puts a preuriuni on management
ability. And it touches so many
limes of business that in the
recent code-formulating under
NRA it was affected by seven-
teen codes. Here. in roughest
outline, is the Kind of business
Johns-Manville does:

. Iqo-

It sells insulation. Tempera-
tures insulated range from 40°
below zero to 2,500° above. The
low-temperature business is not
very large, as cork is still the big-
gest refrigeration insulator. But
Johns-Manville dominates the
field of high-temperature insula-
tion, probably does more than
two-thirds of the total business.
All kinds of insulation should
account for at least a third of the
Manville business—say $7,000,-
000 out of $20,000,000.

It sells roofing: asbestos and
asphalt. It may make 50 per
cent of the asbestos shingles used
in the U.S. But asphalt is the big-
ger roofing material and there
in are many competitors, with
price cutting and small profit
margins the rule. Roofing may
amount to a quarter of the
Johns-Manville business —say
815,000,000 out of $20,000,000.

It sells brake linings. Here
it competes with potent specialty
companies, one of which (Ray-
bestos-Manhattan) is a good deal
larger—in brake linings—than
Johns-Manville. Brake linings
may amount to 7 or 8 per cent of
Johns-Manville business—say
$1,500,000 out of $20,000,000.

It sells some 1,400 other prod-
ucts. Flooring, waterproofing,
packing, gaskets, filter-aids, re-
Iractory cements, partitions,
stove linings—an almost endless
list down to fireproof whiskers
for Santa Clauses. From the ag-
gregate of this multitude comes
the remaining $6,500.000 of the
$20,000.000.

The variety of Jolms-Manville
production and competition
continnally accents management
capacity. for the management
must be in touch with nearly
every basic U.S. industry and is
selling everything from insula-
tion that was standard in 19oo
to such an item as a still unbuilt
prefabricated house.

Materials of J-M

HFE Johns-Manville cata-
logue has few common de-
nominators. But nearly every-
thing that Johns-Manville makes
is made to cover sumething.
Sometimes the covering is de-
[Continued on page 152]
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SHOULD pURM

TODAY advertising costs must stnd ap under the micro-
scope . Lcevery rate dilleventad must be fully justified ...
every advantage taken, In boom times a licde mones can
be burned without doing too much harm. In gy ¢ ics vastly
didleyent. .. Five women's magavzines. whose prices ave iden-
tical=whose circalation methods are highly similar—whaose
distvibution covers the same cities. towns. neighborhoods and
strects—whose audiences are alike—~whose editorial anns are
much the same—share, lairly evenly. a market of more than
eleven million American homes. ... Bat there ave five dif-
ferent costy tor reaching the hive different Secrors of this
magazine-reading maket ol cleven million families—simi-

lar magazines but dissimilar rates. ... The cost of reaching

PICTORIAL RV W s o ¢ than »twomitllion homes is the low-

ostorare oy rate. incins field. Thranslated 1o sales quotas, this
advantage means much on the advertising balance sheet.

To justily their higher advertising rates, and their consequent higher sales cost, |
the other four ten-cent magazines are required to sell lheir respective Sectors of
the woman market vast quantities of the advertiser's product in excess of the
amount required of PICTorIAL REVIEW. Assuming a one-cent gross margin available
for advertising. a campaign of 12 pages—and all circulations equalized on a basis
of 2,000,000 families —

MAGAZINE “B”
MAGAZINE C”
MAGAZINE "D”
MAGAZINE "E”

PICTORIAL REVIEW
PICTORIAL REVIEW
PICTORIAL REVIEW
PICTORIAL REVIEW

than
than
than
than

sell  6OL,L00 units
sell 408,000
sell 120,000

96,000

must more

must more Hnils

must wnils

must

wmuore
sell more nuits
The advertiser who ignoves PICTORIAT REVIETY'S cost advantage,
waest belicoe thal any one of the other Seclors will huy soap or soup o)
cigarettes ar cosmetics in lavish excess of PICTORIAL REVIETTS
Sector, He wmust belicve that—aor else Le is huyning money. cAnd he's
burning it at a time when oll sales are havd to get.

*A RECORD. Pictorial Review is the only woman’s magazine

which, in every consecutive month since Octoher 1922, has de-
livered in excess of 2,000,000 net paid circulation—138 months.

PICTORIAL REVIEW OFFERS THE OPPORTUNITY TO BE SMART—AND

L buyclose
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signed to keep things in, some
times to keep things out. A
keeping-in example is pipe insu-
lation, which keeps in heat. A
keeping-out example is a roof,
whicl keeps out the wind and
the rain. Ashestos i1s the most
important ingredient in Johus-
Manville insulation and about
two-thirds of Johus-Manville's
1..(0o prodncts have some ashes-
tos in them. So although the
company also nses large quanti-
ties of asphalt, cement, magne-
siit, and other weighty bodies,
asbestos remains its:

No.I raw material

SBESTOS, in case you don't
kuow, is a mineral com-
posed of about 45 per cent sil-
ica. .p5 per cent magnesia, and
10 per cent water. Unlike niost
minerals it exists in the form of
extremely fine fibers 1/16,000 to
1/25.000 of an inch thick. These
fibers are embedded in serpen-
tine rock, look like clusters of
thin, white hairs frozen into a
block ol ice. The rock lies any-
where from a few fect to several
hundred feet beneath the earth’s
surface. It is quarried either
from open pits or from un-
derground mines which may go
down to a depth of 1,000 feet.
The ashestos-bearing rock is dy-
nantited into small pieces and
the asbestos fibers are picked out
ol the debris.

Until abont 18go  asbestos
winers did their picking by
hand and salvaged only the com-
paratively loug fibers—"long”
meaning from three-fourths of
an inch to several inches. The
merit of the long fibers was that
they could be woven like a tes-
tile. But very little asbestos is
found in long enongh fibers to
vepay hand picking. So the as-
bestos man was throwing away
abont g8 per cent of his asbestos
aud gening laney prices for the
remainder as a rare and luxuri-
ous product. Then it was found
that even short asbestos libers
could be combined with wood
pulp to make asbestos paper.
with cement to make asbestos
shingles, and with magnesia to
make asbestos insulation. None
ol these processes required weay-

-132.

ing and short fibers were adc-
quate for them. So what had
previously been low-grade ore
was now useful, and mechanical
rock crushers moved in to take
the place of the old hand pick-
ers. The long fibers arc still
highly prized, currently selling
np to $450 a ton. And some ol
the crushed-rock fiber, long
enough for spinning, sells from
$90 to S100 a ton. But from go
to g5 per cent of contemporary
ashestos is produced in the form
of short, unweavable fibers
which sell all the way from 512
to $75 a ton, with $35 a ton a
fair average.

Asbestos is primarily a Cana:
dian product, Canada supply-
ing about 225,000 tons I a
normal world production ol
about 350,000 tons. Russia, with
some 0,000 tons, is.second-larg--
est producer. Most of the re-
mainder comes from Rliodesia
and DBritish South Africa, bat
very little Russian or African
asbestos jumps freight-rate bar-
riers and enters the U.S. And
one of the largest Canadian pro-
ducers is the Canadian Johns-
Manville Co., old T. F. Man-
ville having long ago assured his
company of an ample supplh
of its chief raw material. Johmns-
Manville quarries from 30,000
tons in bad years to 113,000 tons
in good years and its production
has run as high as 4o per cent ol
the total Canadian production.*
The mine is appropriately situ-
ated at Asbestos, Quebec, a com-

[Continued on page 133]
*Besides  Johns-Manville two  other
US. companies—heasbey & Mattison
of Ambler, Pennsylvania. and Philip
Carey of Cincimati—have Canadian
asbestos mines. Keasbey & Mattison
was for many years dominated by old
Doctor Mattison. now past eighty and
a pioneer asbestos man. In Januay.
1934. it was laken over by Twner &
Newall, a big British company whose
production comes mastly from the
South African and Rhodesian mines
alveady mentioned. Philip Cavey s
managed by able George Crabbs, but
the Carey business is about 50 per
cent roofing and vather more asphalt
than asbestos. Largest pure asbestos
producer is dsbestos Corp., although
s edge on Johms-Manville is very
small and may have altogethey diy-
appeared during the depression. As-
bestos Corp. s a merger of scveral
Canadian frroducers who got in on
the ground floor of the Canadian as-
bestos mdustry (aboul 1880).



pany town with some 5,000 population. Tr is
an uloamodern quarey with electric loco-
motives and a five-mile private vailvoad rim-
ning to the tacks of the Camadian National.,
SAshestos can be produced for tess than S35 a
ton and - Johns-Nanville has seldom lost
noney on its mining operations. Johns-Man-
vilte minesall the asbestos ituses (exeept for
accasional purchases in long fibers) and has
w little Teft over to sell o its competitors.
heve ave only five companies in Canada
whose production antounts o anvthing and
as Carev, Keasbey & Mattison, and Johns-
Maonilie are prodncing mostiy for theivown
comsumption, the asbestos buver is purchas-
g i a very narrow market with rvelatively
stable prices. Which 1s one reason why, al-
though there are some filty ashestos nanu-
tacturers, few ol them are of much wdivid-

Morgan Management
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ual importance. The only large U.S. com-
panies besides Johus-Manville, Carey, and
Keashey & Mattison are three specialty outfits
that manulacture brake linings, cluteh fac-
ings. and other atomotive accessories. Yet
in their own field they do a very llourishing
business: one of them—Raybestos-Manhat-
tan—making at lcast twice as numy brake
linings as Johuns-Maunville itself. But Johns-
Manville remains the big, self-contained
asbestos manufactirer—as well mtegrated
with its scrpentine vock as U.S. Steel i1s with
its coal mines and 1ron ores.

Magnesia plus

AVING brought its asbestos

down {rom Canada to Manville,
New Jersey., or Waukegan, Illinois
(which are the two argest of Man-
vitle's ten plants), what does Johns-
Manville do with it? There are sev-
eral hundred answers to this question
but we have alrcady seen that the
most important answer is insulation.
For thirtv-hve years the standard in-
sulation for the US. pipe and the
U.S. boiler has been a product known
as "85 per cent magnesia,” and sup-

PRODUCT AND SOURCE

From  Johns-Muanville's quurry at
\shestos, Canada—it was a hill whea
thiev started working on it bui now
it s a hole 250 feet deep—comes the
asbestos which goes into about two-
Livds of Johos-Manville's products.
thove s a dhunk of serpentine rodk,
containing asbestos fibers which e
flom t 1b.ooo to 1 1000 of an inch
thick. The fiber is extracied by arush-
ing the rock, To the right Is a general
view ol the quanry whidy in betier
times hias produced as much as 115,
ooo tons of asbestos a year.

S50 A TON TO Sie ATON
... is the spread in ashestos prices
between the long fiber on the
vight and the short fiber on the
left. The long fiber is more valu-
able because 16 can be woven into
whestos cloth and also because
there ds so Htle of it Only about
5 per cent of ashestos is long
cnough (three-fourths of an inch
or more) for fine textiles. Johns-
Manville has very little long fiber
in Canada but has some in an
Arizona quarry which is current-
ly shue down,

- 1350

plying this product is Johns-Manville’s
higeest single job.

“Lighty-live per cent magnesia’ consists,
as the name implics, of 85 per cent magnesia,
also 15 per cent asbestos. Magnesia §s a
substance derived from a type ol limestone.
[t contains masscs of minute air cells which
make it a very poor conductor of heat. As
lar as insulating value goes, 100 per cent
magnesia would be cxcellent, but magnesia
docs not possess any structural strength,
does not hold itsell together well enough
to be fabricated. But in a mixture of mag-
nesia and asbestos the ashestos fibers supply
the necessary reénlorcement or binding,
and (he combination can be shaped into
strips for covering pipes or blocks for cover-
ing boilers. Cotton or silk fibers would
provide the same binding effect but of
course could not stand high temperatures.
The proportions of magnesia and of as-
bestos have been worked out over many
years ol trial and error and are now standard
all over the world. Here is a good example
of a pomt that comes up concerning many
other Johms-Manville products—the identity
between 83 per cent magnesia” made by
Johns-Manville and “85 per cent magnesia”
nuide by anybody else. Keasbey & Mattison
and the Ehret Magnesia Mfg. Co. also make

5 per cent magnesia’ which is indistin-
guishable from Johns-Manville's. Yet Johns-
Manville does two-thirds of the total U.S.
“8s per cent magnesia’” business because it
is older and Dbigger and has the widest

[Coniinued on page 136)
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connections. In railroad insula-
tion—the biggest single field for
“8y per cent magnesia’—Johns-
Manville has probably an even
firmer grip on the business. It
is a large freight shipper and
1ailroads like to buy from their
own large customers. And if
there were any railroads to
which old T. F. Manville had
not gained an entrée, the gaps
have no doubt been remedied
by the Morgan association.
Keeping on good tevims with the
big customers is an hnportant
itenn i the Johns-Manville op-
erating technigue, as about 2o
per cent ol its customers buy
about 8o per cent of its goods.

Heatproof microbes

SBESTOS is not a good in-
sulation material for tem-
peratures over 1.000° Fahren-
heit. Beyond this temperature
the water content is heated out
and the wmuaterial loses its
strength. Doors  in crematory
lurnaces are olten made of an
ashestos compound and last in-
delnitely despite high tempera-
tures. But they become brittle
and il hit with a hammer wounld
smash into picces. So for Jivelier
uses at high temperatuves some-
thing even more heatproof than
ashestos is needed. And Johns-
Manville acquired this some-
thing i 1928, as part of its
horizontal expansion wndder Mr.
Merseles. It 15 called Celite, a
tradenante for a matevial more
generically known as diatoma-
ceous earth. Diatomaccous earth
comes Trom diatoms, which are
the piled-up remains of mitlions
of wicroscopic forms ol plant
life that Hourished inn the seas
and swamps of the prehistoric
world. As generation alter gen-
cration ol diatoms died and
the earth’s more modern crust
formed over them, their skele-
tons were squeezed nto a rock-
like formation. Like magnesia,
the caked diatoms are extremely
porous and therefore poor con-
ductors and they are impervious
to heat at high temperature,
Prior to 1928 the diatoms were
heing  commercially  exploited
chiefly by the Celite Co. which
owned 2,200 acres of diatoma-

ceous earth at Lompoc, Cali-
forma, and was responsible for
between 8o and o per cent of
all the diatoms excavated in the
U.S. In 1928 it had sales of $4.-
000,000 and profits of $500,000.
Johms-Manville bought it for
cash, price not announced, and
s0 became the big factor in dia-
tomaceous carth. The diatoms
are nsed in blocks, either direct-
ly as carved out of the deposit or
alter having been reduced to a
powder and remolded into
blocks under heavy pressure.
They are used for temperatures
ranging from 6oo” to 2,500°
Fahvenheit, are particularly ap-
plicable to the insulation of
turbines in power plants. Dia-
tomaccous carch is also used as
a filter-aid. Nearly all the sugar
relimed m the U.S. is strained
through diatomaceous earth.
Last vear the sugar industry
used about 21,000 tons of dia-
toms, nearly all supplied by
Johns-Manville.

SBESTOS is too high priced

an msulator for low tem-
peratures—i.e.. for refrigeration
purposes. So in  192g—while
still expansive—Johns-Manville
rounded out its insulation prod-
ucts with another purchase.
this time of a low-temperature
insulator. The company ac-
quired (also for cash, also for an
unannounced sum) was the Bau-
ner Rock Products Co. of Alex-
andria, Indiana. It manufac-
tured products known as rock
wool and rock cork. There is no
wool in rock wool and there ts
1o cork i rock cork. but rock
wool looks like wool and rock
cork competes with cork so the
~names are not fundamentally
inacenrate. Rock wool 1s made
from a kind of silicon rock of
which the Banner Rock Prod-
ucts Co. had large deposits
around Alexandria. The rock
is melted and the molten mass
is poured through jets of com-
pressed air and steam (see page
88). The sten blows the molten
rock into thousands of tiny frag-
ments which settle down aund
cool oft into a light, fluffy mass
(see page 88) that certainly looks
very much like wool and not at
all like vock. Rock wool is used
[Continued on page 1398)
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to insulate houses against the ovdinary ex-
tremes of simmer and winter heat by blow-
ing it in between the outer and inner walls
ol the house. T he form of rock cork (which
is rock wool mixed with asphalt and pressed
mto sheets) 1t s nsed i coldsstorage plants,
ice houses, and houschold vefrigerators.

OCK wool and rock cork are good ex-
amples ot the variety of Johns-Manville
competition. Johns-Manville has a vay
laree low-temperature competitor in the
form ot the Arsorong Cork Co., the big
cork and linoleum corporation which hn-
ports its own cork Irom Spain and Portugal,
Armstrong Tinolewin mighe well Tie down
with a Jolms-Manville floor, but Armstrong
cork and rock cork ave vigorous competi-
tors, and Armstrong. though recently un-
prosperons. 15 abour as targe a company as
Johms-Manville itsell,

An even sharper example of Johns-Man-
ville's strange tradelellows is seen in a com-
petitive insulating material that has ap-
peared only since the depression and that
attacks Johns-Manville not only on the low-
teniperature front but up the temperature
scale through the 1anges long ruled by “85
per cent magnesia.” The new arrival s

.S Lincoln

arc onc of Johns-Manville's hopes {or the future.

aluminune. This sounds like a
strange insulating material, because
aluminuam is a very good heat con-
ductor. Yet in the lorm of extremely
thin and highly polished sheets it
makes excellent insulation. For the
polished s lace veflects the heat in-
stead ol absorbing 1 and very linde
heat can get through aseries of such
sirfaces with air spaces hetween
them. Any shiny metal in separated
panels wonld tumm the same wrick,
but aluminum is the only practical
candidate becanse itis light, it keeps
its polish, and 1t can be made in

[Continued on puge r471)

SOMETHING OLD AND SOMETHING NEW

. in Johns-Manvitle's manyssided life, "The old jon the vight) is pipe insulation. the scene
being the underground regions in Manhattans Grand Central Terminal, "The pipes are
covered with the ™83 per cent magnesia” shown on page 88. The new cabowve) is an example
of a Johns-Manville oflice, the scene being a part of the Johns-Manville premises at Fortieth
Street and Madison Avenue, Manhattan. Transite walls (dado covered with oak veneer) are
damped on their own steel Immewor k. eliminace plaster. And the transite walls, plus asphalt-
tile flooring and rock wool in the ceiling result in soundprool inclosures. Transite office units

Bonrke-White
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DIATOMACEOUS EARTH

comes from Spaniard Canyor
in Lompec, California {left) anc
looks, under the microscope, like the
picture above. It is composcd o
the fossilized remains of uniceliula
plants so small that 40,000.000 spc
dies may be found in a cubic inch
The plants are called diatoms, hence
the name. diatomaceous carth. Celitc
is the Johns-Manville tradename fo
it. Celite is an ideal high-temperature
insulator because it is so porous tha
it does not conduct heat and has ¢
melting point of nearly $000° Fah
renheit. And nearly all the U.S. suga
production is strained, wsing diato
maccous carth as a filter-aid.




sheets as thin as 4 10,000 of an inch, A\
Merchants Despateh refvigerator car was re-
cently put into operation with 28 pounds
of aliminmn doing an insulation job which
would otherwise have veguived approxi-
marely 2,000 pounds of cork or hair {eli, A
Delaware X Hudson locomotive went into
conmission carrving 13 pounds of alumi-
num instead of 1,200 pounds of magnesia
blocks. The U.8, Navv, large user of cork.
magnesia, ad asbestos insulaion. is partie-
ulavly interested in aluminum insulation.
naval architecture having become so con-
centrated  on - the problem of - huilding
ships  within specified weight limits. The
crniser New Orleans has 3500 pounds of
aliminm insulation compared to more
than 200.000 pounds of cork and magnesia
products.

Chicf among the companies selling alu-
mimum insulation in the U.S arve Mlol
Insulation Co. which holds the ULS. patents
on the original Germam aluminume-insuli-
ton development and the Revinolds Metals
Co.. whose President Richard 8. Revnolds
is a nephew ol the late Ro ] Revnolds ol
Camel cigarettes. And the Aluminum Co. of
America. though not marketing aluminum
insulation. is well pleased wich the fine new
market tor aluminum in thin and shinv
form. Aluminum insutation has no pos-
sibifiev of making asbestos (or cork) insula-
tion archaic: Tike all new products it has
troubles of its own and its lack of poundage
is no factor in stationary insulation wherve
the problem of transporting the insulator
does not arvise. Bur its invasion of rail-
road and also of battleship msulation is
particularly ammoving to Johus-Manville.
which had the U.S. vailvoads and the US.
Navy hoth prety well sewed up.

This. in outline. is the msulation busi-
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ness which we have alrveady described as
hringing in at least one-third of Johns-Man-
ville dollars. Cold insulation and insulation
of temperatures higher thian 1,000° ave still
asmall fraction ol the total insulating busi-
ness. the bulk of which is still in hot (but
not superhot) pipes and boilers. Best indi-
vidual customer s the vailroad. which may
account for a quanrter ol the whole business:
most imporumt single product is "85 per
cent magnesia,” the backbone of the indus-
trial insulation trade. So we have seen where
possibly S7.000.000 of Johus-Nanville 1933
sales ol $20.000.000 came from. Incidentally
this fignre and all similar figures arve strictly
nnoflicial as Johus-Manville has still a fine
old familv feeling for veticence about the
nature and parts of 1its business. Its balincee
sheet and carning statement. full of Jaree
figures. could havdly be called personally
conducted tours through Manville's busi-
ness.

Four walls.and a roof above

OT evervbody insnlates a pipe but

evervbody is familtar with a roof and
nearly evervone who has heard of Johns-
Manville knows that it makes asbestos shin-
gles. But Manville's asbestos shingles arve not
@ large portion of its total business or even
of its total roofing business. If shingles were

~deseribed like insulation. thev could be

called 67 per cent cement.” tor the asbes-
tos shingle is about two-thirds cement and

CEMENT AND FIBER FOR SHINGLES
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onc-third asbestos. The ashestos shingle is
avery fine shingle, but'it costs one and one-
quarter times as much as an asphalt and one
and one-hall times as much as a wood shin-
gle. So. from a residential standpoint, the
wsual home owner is not going to put on
ashestos shingles unless he is particularly
imivigued with ashestos’ fire-resisting prop-
crties. Furthermore, if he is the unusual
home owner who does not care how much
he spends for his rool, he will probably get
himsell a slate vool, so ashestos is expensive
rather than exclusive. Johns-Manville has
a strong position in the ashestos-shingle in-
dustry (Carey, Keasbey & Mattison, and
Ruberoid are the competition), may make
50 per cent ol total production. But it is
doubtiul whether it sold more than a mil-
lion doHars’ worth of asbestos shingles (5
per cent of total sales) in 1933.

Asphalt is the really big roofling material,
especially for factories. And Johns-Manville
is 2 big asphalt voofer. Asphalt is derived
mostly trom petrolenm, being the thick
substance remaming when the reliner has
extracted all the move volatile constituents.
Johns-Manvitle buys its asphalt, integration
not being necessary because asphalt is so
cheap and plentitul. From the same reason-
e, however. it lollows that there arc
plenty of asphalt roofers and asphalt com-
petition is so severe that the prolit margin is
probably under 2 per cent. 'To many a big
petrolcum or chemical company asphalt is
a byproduct and sold at the price of such.
Thus 1 asphalt johns-Manville runs into
a whole new line of competitors, including
I'linthote Corp. (Royal Dutch-Shell), Amer-
ican Tar Products (Koppers Gas & Coke),
and Darrett Co. (Allied Chemical & Dye).
Not to mention independent roofing com-
panies such as Bird & Son and Certain-Teed
Products. However, Manville remains a
large asphalt roofer and asphalt may come
to 2o per cent of its total dollar sales. Adding
the asbestos roofing busines—which includes
not only shingles but also roll roofs of
combination asphalt and asbetos—roofing
in general shonld come to about a quarter
ol Muanville's trade. So roofing should have
brought i about $5.000.000 1n 1043,
which with $7.000.000 from insulation
amounts to Si12.000.000 of the $20,000.000
total. But the roofing dollars were harder
to get, were not more than one-fifth as profit-
able as the insulation dollars.

Four-wheeled bonanza

FLE. most important Manville item after
msulation and rools is brake linings.
Here asbestos again comes into its own, for
the four-wheel-braked automobile suddenly
slowing down from sixty miles an hour to
no miles an hour generates so much fric-
tion thae a sturdy heat resister is strongly
indicated. Woven brake linings are made
of abomn So per cent ashbestos, and brake lin-
ings, with their large asbestos content. are
[Continued on puage 142)



@ I've been driving myself day and night. Thinking, planning
—helping shape up codes and shorter hours for everyone but
myself. I've noticed men cracking under the strain. That's a
pity, to crack up after coming through the storm. Well, I'm
no robot either. I can’t go on forever being an ‘‘iron man.”" So
I'm leaving for a vacation in the Glacier Park Country. Got my
old guide lined up. Have reservations on the Empire Builder.
Taking my son and another lad along. Do them good, too.

Take that western trip this summer—never before so cheap

Great Northern offers round trip fares 100 low to ignore, Spend a vacation in the
Glacier Park country, or stop off and make the Logun Pass Detour through the
heart of rhe park in 26 hours on your way toPacific Northwesc, Alaskaor Califoraia.
Scc ncarest Great Northern agent or write A. . Dickinscn, P. T. M., Room 728
Great Northern Ry, Bldg., St. Paul.

GREAT NORTHERN

Route of the
EMPIRE BUILDER

to Glacier Park, Pacific Northwest,
Alaska, California

\
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the largest single uscrs of as-
hestos. They may account for as
much as one-third of the total
dollar volume of asbestos procl-
ucts. But not lor one-third of
Johns-Manville volume. For
cither becaunse it thinks of itsclf
as mostly a building-material
company or because it has scat-
tered its energies over so 1nany
fields, Johus-Manville does not
occupy a position in brake lin-
mgs comparable to its general
position in the asbestos industry.
By far the largest brake-lining
utaker is Raybestos-Manhattan
Inc. (The Manhattan part is a
rubber company, was added in
1929.) Raybestos has an unim-
pressive plant in Bridgeport and
no ambitions toward heing a
General Motors of anything. But
even in 1932 Raybestos-Manhat-
tan had sales of S8.0v0,000 of
which probably half were sup-
plied by Ravbestos brake linings
and clutch facings. Johns-Man-
ville may be either a very poor
second to Ravbestos or a close
third to the Thermoid Co., an-
other asbestos-and-rubber com-
bination specializing in brake
linings. [ belts, belring, and
hose. The 193 brake-lining bus-
itess should be agooddeal better
than the 1944, partly because ol
increased new-car production
and partly because there are mil-
lions of old U.S. automobiles
whose brakes are so bad that it
seems inpossible for their own-
ers to postpoue relining for an-
other twelve mounths. But brake
linings are not move than 5 to
10 per cent of Mauville business,
could hardly have come to more
than 51,500,000 in 1943.
So by now we have
Insutarion . $%.000.000
Roofing 7,000,000
Brake Linings 500,000
which leaves $6,500.000 still to
come. But:

Here sales spread out

AFTF.R brake linings, Man-
ville sales diverge out into
the widest vaviewy of structural
and industrial and miscellane-
ous products. There is a con-
siderable flooring business, rang-
ing from big asphalt-block floors
for warchouses and terminals o

ashestos and asphalt tiles in all

‘manner of decorative effects.

There is a line of refractory ce-
ments for the insidewalls of hoil-
ers and furnaces. There is pack-
ing for all kinds of machinery
operating under temperatures
too high for rubber or leather
packing. There is a concrete-
waterproofing business, illus-
trated by the Belle Isle Bridge
at Detroit and the new Phila-
delphia subway. And there is
an immense variety of individ-
ual products. There arc few
forms of protective surfaces in
which a Johms-Manville product
is not represented. And in ad-
dition to insulating against heat
and cold and water and steam
and fire, Johns-Manville also in-
sulates against sound,

Hush for sale

WE HAVE mentioned the
Johns-Manville acoustical
products at the end of the list,
partly because they are the most
recent starters and partly be-
cause they cannot as yet be mak-
ing a greatcontribution to dolar
sales. Heat insulation iy usually
a matter of obvious necessity;
sound insulation is often con-
sidered a matter of convenience.
and an expensive conveuience as
well. So the sound-stifling busi-
ness, which was just dawning in
1929, has had its growth badiy
stunted by the depression.

To be sure. johns-Manviile's
own oflices at Fortieth Street and
Madison Avenue ave a study in
applied  acoustics,  but  then
Johns-Manvitle has obviously a
special interest in the problem
and is using its oflices as a (very
cllecrive) showroom. The floors
are sirfaced with asphalt tile. it
sella good sound deadener. The
witlls  contain tanstte  sheets.
trausite beiug au asbestos and
cement mixiure ol much the
smile composition as au asbes-
tos shingle. But greatest sound
deadencer is the ceiling. wineh
iy Saunaconstic Tile. (This was
another 1929 acguisition.y San-
acoustic Tile consists of vock
wool in metal pans, the pans be
ing snspended from tron hars
that streteh from wall to wall. Tt
absorbs 82 per cem of noises as

|Cantinued on page 14|



From the Emperor Franz Josef to
Queen Victoria of Great Britain om

the occasion of her Diamond Jubilee

EAV M1 a ;':ift such as no one in
all of I'Zwopc could have pqun“ml. | ranz Jn.u-f honored the fiftieth
vear of Quucn Vietoria's rci:‘;n—*l‘ii‘t_\ botthes of choice old Iun{;uriun
’1-\1k:|4\’ wine "rom his famous | I:Apslmr{: cellars,

For almost four hundred .\'u:IrSv—Tukuy has occupied a plm‘e of un-
diminished brillianee amongd the preat wines of the woreldl No ather
can match it tremendous aromatic foree or its natural, unfortified
strenith. No other can nppro:mlx the volume and mujeaty of its flavor,
or the rich and prulun\':ul after taste. "rom humble Port to im(wriul
’J‘Hll:l'\." wrote Jamx-s Flvu\\'nlc‘\', in 1750, It is the supreme experience
in wine.

Our first sl\ipmrnt of thia rare and nolle wine hus heen received inthis
country, and, Jue to altered economic conditions in Central I'_uropc. is

now offered at a vere reasonable price, The importation consists of

Naamoradni, a Jr_\' and very strang 'l'nku)' —the pcrﬁ‘ct upvrilif and an

exn'“cnt ]\(‘:l\'}' t:nlxlu wines Ides Szumoruxlni. a strond, medivm sweet,
5r:mkii‘n“_\’ finished wine: . \seu of both 3oand 3 I)uﬂ\)l\_\uS rivchness -
“the most famous dessert wine in the world™s and even a fow hottles
of the su;\cri) 5[1@1’3[ Vintate L \aru of the sreat vears 1880, 1004,
10N o3, AL are pr(mlur(a of the more famous \'im'}'ur\is which
huve juianI t()-':v:l‘n'r as the T(:I::l)' \\'inm':rn\\‘cr.-: \ssociation. supurs
vised |)_\' the ] funuriun Minister of ‘\{;riuu]lurl'. A duvernment seal
is atlived to cvery Lottle so controlled.

Muach of the history of these wines, the methods of their makins, and
the truditiona way ot servind them hoe been pu\)\ishcd in a brochure

which will he went Souut vour redquest.
I NLWT Y )/\)/\', these wines are available from /:’n-”nwa
E Coamprny, Tne Clarle

[ortwam 7 Nason, {ark 7 Tiltord Tiport Corporation.
1} /

fn NEW INGLAND, S0 S Piewe Co., Loston,

R O Y A L
T O K A Y
W I N E S

2oy Duee &2 Cannent, Ine.,

DANUVEE PRODUCTS, FNC., 43 EXCHANGE PLACE, NEW YORK, N.

Tras ad. ectivenent 1s not intended to offes this product for sale or delivery in any ntate wherein the sale or une thereof in nnlaw fgi.
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compared 1o about 214 per cent
absorbed by ordinary  plaseer.
There is certainly a notable
hush about the Johns-Manville
premises and no doubt silence
contributes to efliciency. Nor is
stlence the only benelit result-
ing from what Johns-Manville
calls 1ts “wansite olflice units.”
The transite panels are hung on
to the inside wall, can readily
be taken down and put back
agiint. Il a tenant who has had
his transite partitions covered
with an oak veneer nmoves out
and  somceone moves in who
wants a pine surface. the change
is quickly and rcadily made
with no plastering to do. As of-
fice-building people figure that
occupants . turm over”  every
thirtv-three months. transite
(lexibility is an tuportant item.
But i general, soundprooling
is on somewhat the saome basis as
air-conditioning  (the Johns-
Manville oflices are also air-
condittoned): its merits are uni-
versally conceded but its costs
are stubbormly resisted. Many
corporation  purchasing agents
have denied their exccutives
the benefits of soundproofing
hecause of the Tuxury price that
Johns-Manville sets on its equip-
nment. High prices have been
the greatest hindrance to noise
abatement. In churches, gynma-
simus, swimming  pools, and
other centers of reverberation,
Johns-Manville has installed
NNy acoustic  treatments;  so
also in hospitals where silence is
particularly at a premiun, But
manwhile Celotex and US.
Gypsum remain the largest wall-
hoard and partition compaiies.

1934’s news

OST radical of Johns-Man-

ville's new products is the
lactorv-fabricated house which
it expects to bring out within
the nexe vear, Johms-Manville is
alogical prefabricator hecause it
can supply about 75 per cent of
the house out of us own lacto-
ries. The house is still inhe ex-
perimental stage and  definite
mlormation on it is lacking. But
it will have transite walls, oan-
site Hloors with veneer or tile
Inish. and a choice of a flat as
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phalt roof or a peaked asbestos-
shingle roof. It will be held up
andl together by a steel frame-
work, source as yet undecided.
Source of plumbing and heating
has not been selected but the
Awmerican Radiator Co. has
special bathroom and heating
cquipment for prefabricated
houses and its Chairman, Clar-
ence M. Woolley, is a Johns-
Manville Director. There will
probably be no cellar. The Rad-
iator company has a combina-
tion stove-and-furnace oil buru-
er which goes on the ground
lloor—developed in Radiator’s
own prefabrication experiment-
ing. There will be four-, six-,
and cight-room houses, one and
two stories, and the plans will
be sufficiently flexible so that all
the houses made on the same
general lines will not look exact-
Iy alike. Prices will be “as low -
as possible”— presumably not
more than Sr.000.

All ol which is not without its
significance in the housing in-
dustry. It is now a vear and a
half since ForTUNE published its
fmmed first account of a project
for the mass production and dis-
tribution of factory-fabricated
housing. Since then the two
small pioneer companies have
progressed to the point of having
built (and sold) some half dozen
houses apicce. Both—American
ITouses of New York and Gen-
cral Houses of Chicago—are still
in business, with improved New
Dcal prospects — for in rising
field-labor costs. factory fabrica-
tion flourishes. Other and more
impressive names have spon-
sored  the prefabricated idea
(motably American Rolling Mill
Co.) and the exhibits at last
vear's World's Fair gave the
movement impetus. But the en-
listiment of great. couservative
Johns-Manville under the ban-
ner should give prefabricated
housing a new impetus.

What now?

LLOWING for the differ-
ence between the condi-
tions of 1927 and the conditions
ol 193¢ Johms-Manville may be
said to have completed a (ull
[Continned on page 146)




She was ridin’ like the Wind..

sﬂl
{

Suivive pves open wider as Grandpa tells
of the great prairie fire and of Grandma’s
heroiv ride for lite, That was back in '-4.
How clearly he sees her- - **ridin® like the
wind," chased by the feartul, roaring flames.

Thev lived happily to celebrate their
Golden Wedding - - sweetheurts always,
Now he js “'riding out the race’ alone—
living in beautitul memories —- patient,
serene. And no little part of his comfort
comes from the tact that a Crark Vault
was his Jast earthly tribute to her.

The New CLaRK Custodian

The new Crark Custodian, first and only
one-picce metal grave vault, typifies the
modern trend in burial equipment. lts rich
design is Greeian, with classic Tonic pillars,
Sottly Howing curves give added beauty
and strength.

We form each CrLark Custodian, by
an exclusive process, trom one single pie("e
of specially processed, rust-resisting metal.
Generations of service will not cause it to
c-r-u-m-b-l-e.

We use the time-tested, Air-Seul con-
struction which was pioneered by CLARK,
It is based upon the same natural law
that guards the men in a diving bell on

the bottom of the ocean, Euch CrLargk
Custodiun is eritically tested under 5000
pounds q/'m:um'. Fven o ]»Inhulc Jeuk s
discovered by this test,

The Name * CLARK"

The name ** CLARK " on a metal vault is
vour assurance that the vital air-seal has
been tested — that the scientiically proe-
exsed metal is as specified - that the work-
manship is without fhult or blemish, Insist
on the CLARK. No honorable tuneral direct-
or will attempt substitution.

The new Crark Custodian is offered
by leading funeral directors everywhere,
Also, Crarx Standard and CLark Solid
Copper Vaults, Prices are always reason-
able. A choice of appropriate colors is i ail-
able to any funeral director without delay.
Every CLark Vault is warranted for so
yrirs or more.

Frie! My Duty’'—Some day a friend
may need your help and counsel in the hour
of great need, Do vou know what to do?
Our bookiet** My Duty ' tells— simply and
clearly. Write for it now. It's free. The
Clark Grave Vault Company, Columbus,
Ohio. Waestern Office and Warelouse :
Kansas City, Missouri.

THE NEW

PN MODE N,
SrLRTH
GRAVE VAULT

GON B

Thiy trademark 33 on the
end of etery genutns
SCLAKK " METAL Hauit

CUSTODIAN
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turn of the wheel since its 1927
change of ownership. At the
carlier date everyone was assuni-
ing that business was going to
be good and for two years the
assumption was certainly cor-
rect. Today no one is making
definite prophecies and the fur-
ther ahecad one gazes the more
obscure becomes the prospect.
But with this important qualih-
cation much of the 1927 pro-
specius is again emerging, and
on asounder il a less spectacular
basis. The Morgan ownership
still yemains. The management
is not as Morgan-molded as pop-
ular imagination pictures it, but
it is a better and more consoli-
dated management for having
been left to work its own way
out ol the depression. s to the
General-Motors-ol-the-building-
industry idea, no new merger
rumors have avisen and here
some of the paint on the old
canvas seems to have permanent-

ly laded. But the company has
a much more complete line, at
least of insulation, than it sold
in Mr. Manville's day and its
position in the older forms of
asbestos insulation has, if any-
thing, improved. Meanwhile
there remain the possibilities of
the Iuture—air-conditioning,
with its demand for better insu-
lation; sound-proofing, which
shonld generate more dollar vol-
ume when more office owners
again have money jingling in
their pockets; the prefabricated
houses, which put Johns-Man-
ville muong the pioneers of a
business that is subject to almost
unlimited expansion. The (with
apologies to Mr. Brown) new
management has come success-
fully through one of the most
trving experiences that a new
management could well have en-
countered. Perhaps it can now
pick up where Mr. Merseles and
Prosperity left off.

Not to Eat, Not for Love

[Continued from page o5)

cruelty laws o an old. honor-
able, and patrician pastime. 1t
is the tinid, weak-spirited hour-
geoisie. they say, who take away
cocklighting from hoth their in-
[eriors and their betters.

“What happens to the dung-

hill chicken?" a cocker will ex- |

claim. At best, his neck s
wrang to it him for the family
dinner. At the worst, he is mn-

tilated and fattened. then sent.

ofl 1o a pouliry house where
pickers with sharp knives slash
the roof of his mouth. so that
he may bleed to death slowly
while he is stripped ol his [eath-
ers.”

To the sportsman a gnme-
cock’s death s trtmphant and
exalted. Fven cockers grant that
the bird is stupid. Probably he
{eels no pain—onlyan irvesistible
urgeto annihilatethe enemvwho
stands for an abstract challenge
to his supremacy. Out of the pit.
he is well fed and housed, pa-
rades at his case tn a small uni-
verse ol his own. Pervhaps three
tmes in a season he lights, and
il he is powerful enongh to sur-
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vive. his taste for battle is only*
whetted. He may live four yeats
isome cocks have “lived and
fought to be eight) before age
md bovedom make a victim of’
him. Then he dies. still in such
furv of hatred that no spectator
can pity him. And a score or so
ol gmmblers and poor farmers,
a sprinkling of fine gentlemen.
are happy. To all this the A, S.
P. C. A, makes no answer. Bt
faithlully, each vear, it gathery
up its mnvepeurint  horde . of
blue-blooded birds. Sometimes -
(in the great cities) it puts them:
to die in lethal chambers.
Morve olten it turns them over to
the police. who wring  their
necks to feed prisoners or the
poor. Many a sergeant who knew
no better has locked his sullen
llock of eriminals in a cell over-
night. returned in the morning
to lind them dead. For game-
cocks love nothing betrer than
to fieht: like sailors ashore, thev
¢ imagine no happier paradise
than one in which rages an end-
less Mree-for-all, ending con-
stmtly in death.




