


































































































































































































































































































































































































































































































































































































FRED and BARNEY arive the [l TERSTATES

==

HERE WE ARE
BARNEY, OUR NEW

NATURALLY,

LIKE THEY SAY,
EVERYTHING MOVES

BY TRUCK

© 1973 Hanna-Barbera Productions, Inc.

Everything moves by truck. We’'re for that.
Eaton Corporation, (rounoaTion I8

And, as the Interstate Highway System
nears completion, everything moves more Axle Division, Cleveland AmericanTrucking Industry

quickly by truck. OH 44110, manufacturers of
If you've got it, a truck brought it. heavy-duty Eaton® truck axles;

Much of it along the Interstate Highway L’Iazg&iisﬁgn[ﬂgzﬁ?é r‘:aé?mazoo

System. i
y Fuller® Roadranger® transmissions.

More safely, too.
E-T-NL:
= Components



gins moving up, you can get out of un-
profitable positions and begin cautiously
“buying up’’ in profitable ones.

m Beware of all margin calls (with few
exceptions), and discretionary accounts
(no exceptions). If the margin is 5% of
the sale, and the market moves against
you so that, say, 25% of the margin has
been lost (this varies with every broker-
age house, commodity, and type of con-
tract)—the broker will call and ask for
enough cash to restore margin. This is
when to sell out and take the loss. Dis-
cretionary accounts—giving a broker the
right to buy or sell commodity contracts

“Minimize your losses,
maximimize profits, and
get out of a loser . o

without prior approval—are no way for
the new investor to learn anything about
the commodities market.

® Map out a rigid plan and, almost
without exception, do not deviate from it.
The basis must be: Minimize losses,
maximize profits—and-get out of a loser.
Says one broker: ‘“You must have a
predetermined point at which you will
get out of a contract if you are wrong

Many investors have a tendency to
move too quickly—especially if they
made money on their first contract. But
many just blunder ahead without a plan,
and it's really pathetic to watch them."”

m Use the stop-loss, and do not move
your stops (with few exceptions). These
can be entered at any time, but should
be decided beforehand. ““Sometimes it is
all right to raise stops when you are rid-
ing a major trend,"”’ says one broker,
“but never lower your stops if you begin
to lose money. This usually makes for
bad results.”

® |gnore most non-professional ad-
vice, and much of public opinion. Says a
Merrill Lynch brochure on speculating:
“The rule is to act cautiously with public
opinion, against it, boldly.

m Take a percentage of your profits
and bank them.

® And one final rule: When in doubt—
about anything—don't do it.

One speculation definitely to avoid
currently is the commodity option, on
which states are increasingly cracking
down. An option is an arrangement
whereby a speculator purchases the
right to buy or sell a futures contract at a
set price and time. It is a graduated form
of dealing in commodity futures and is
not for the small investor—at least not at
this stage

The final advice comes from Stanley
W. Angrist, author of Sensible Specu-
lating in Commodities: ‘‘Trade only with
those funds you can afford to lose. That
iIs, commodity trading is not investing for
income; there is no assurance that even
one of the next three trades you make is
going to be profitable . . . And don't use
borrowed money. There is nothing more
liable to impair your judgment R |

This unique book helps you manage
your personal affairs with the
same skill you bring to your business:

Business Week’s
Guide to hen

Personal Business

““Many a man who should know better—whose business or professional income
is, say, $25,000 to $50,000 or more—treats his own personal business like a
third cousin who turns up in town in search of a loan. He brushes them off,”
says Editor Joseph L. Wiltsee.

If that describes your situation in any way, here’s help. This unique book, dis-
tilled from the popular “Personal Business’ section of Business Week, offers
you a wealth of new ideas on planning and managing your personal finances.
Real estate, investments, insurance, school costs, taxes, estate planning—even
advice on how to choose and evaluate an advisor! The money you can save—
or make—from just one of the ideas in this 320-page guide should more than
pay for its modest cost.

Get it now from your favorite book store for $9.95. Or send your order (enclose
payment please) to the address below.

Note: a special deluxe edition, bound in buckram, gold stamped, slipcased is
available at $2.50 more per copy, by mail only.

Business Week Guide
Book Service Office
330 Broadway
Marion, Ohio 43302

Is your business getting its money’'s worth
Qout of the mail?

Promotional mailings can result in
extra sales. Faster, more accurate
billing encourages faster payment.

Used right, the mails can help your
business grow. But, if your em-
ployees are folding your mailings
and inserting them by hand, an ex-
tra session or rush order might be
the straw that breaks their backs
— to say nothing of their morale.

A Pitney Bowes folding and insert-
ing system gets your employees
back to their regular work and your
mailings ready — with dispatch
and nary an error. No skips. No
misses. No mutinies .in the ranks.

Pitney Bowes has many ideas on
how to solve your paperwork prob-
lems, no matter how small or large
—and reap added benefits to boot.
Ask any Pitney Bowes representa-
tive about them, or write today to
Pitney Bowes, 8923 Pacific Street,
Stamford, Conn. 06904.

=l

& PitneyBowes

Because business travels
at the speed of paper
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THE FIRST FULLY APPROVED
ON-OFF SPRINKLER.
AQUAMATIC FROM GRINNELL.

Aquamatic. The first sprinkler head
that resets itself automatically after it extin-
guishes the fire. It’s set to go time after time
after time without replacement or adjust-
ment. You don’t have to turn off the main
valve for inspection after a fire.

It’s Factory Mutual approved. It’s UL
listed. And it’s new from Grinnell.

Aquamatic is totally interchangeable
with other sprinkler heads, too. It can be
integrated into any existing system or
designed into new construction.

It’s also the first sprinkler head that
uses water with maximum efficiency by
sequentially turning itself on and off auto-
matically. It’s ideal for areas containing
high value inventories or materials highly
sensitive to water. In situations where
there’s a risk of flash fires or where the water
supply is limited. In high rise buildings and
many other locations.

Aquamatic Sprinkler. * It’s a major
breakthrough in sprinkler design. It’s made
by Grinnell, the world’s leading designer,
manufacturer, and installer of sprinkler
systems. And it’s ready now. Write or call
us for complete information. We’ll help you
put the fire out. *Pat. Applied For

') GRINNELL FIRE PROTECTION SYSTEMS COMPANY, INC.

EXECUTIVE OFFICES » 10 DORRANCE STREET e PROVIDENCE, R. |. 02903 « 401-331-3800
Sold throughout Europe by Kopperschmidt Sprinkler G.m.b.H., Kaltenkirchen, Germany
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The tax mess
and other woes

THE TAX MESS: The 16th Amendment
clearly states: "“"The Congress shall have
the power to lay and collect taxes on in-
comes, from whatever sources derived
. There's nothing there about capi-
tal gains, tax-exempt bonds, oil deple-
tion and other loopholes that excuse the
rich and super-rich from paying some
$77-billion in income taxes and let big
orporations off the hook for another
510-billion. Yet that's the way it is, ac-
sording to author Philip M. Stern, and it's
why he has entitled his latest book, The
Rape of the Taxpayer (Random House,
$10)—it's the little-guy, says Stern, who
has to make up the difference.

The ‘‘loophole-ridden’’ tax code got a
working-over by Stern in 1964 in his The
Great Treasury Raid, a best-seller in its
time. In The Rape of the Taxpayer he
sharpens the attack with ridicule, calling
the income-tax code a "'$77-billion wel-
fare program for the rich.”” He nails the

¢ L4

if Mr. and Mrs. Bill Keller had
known their son would choose
the Navy after college, they
could have saved $12,000.

Of course Mr. and Mrs. Keller of
Rockville Centre, Long Island,
were pleased when their son chose
the Navy after college. Especially
proud because he received a
commission as an officer. But
financially, the Kellers—like many
parents—missed the boat. They
didn’t realize the Navy might have
paid for their son’s college
education through the Navy-
Marine NROTC program, the
Naval Reserve Officers Training
Corps.

The NROTC Scholarship pays
a student’s full college tuition,
cost of textbooks and instruc-
tional fees, and a monthly
subsistence allowance. All this
could be worth as much as
$12,000 depending on which of the

more than 40 colleges and
universities with NROTC units
he chooses.

NROTC students spend their
college years in a normal course
of study, with the addition of
Naval Science courses. They also
attend scheduled drills and
summer training.

And upon graduation, they are
commissioned as Navy or Marine
Officers on active duty (the
minimum service requirement is
presently four years).

If you think that your son can
qualify, talk it over with him and
the Navy Recruiter in your area.
It just might be that if he’s ready
for college, the Navy or Marines
is ready to send him.

Please send complete information about
Navy-Marine College Program.
Commander, Navy Recruiting Command
NROTC Dept. L 32

BLDG. 157

WASHINGTON NAVY YARD
WASHINGTON, D.C. 20390

Your Name

Your Son's Name

Age

Address

City

State

THE NAUY

5 2]'5

Zip

—_——————— e e
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idea down from every angle (the book
runs 483 foot-noted and thoroughly in-
dexed pages), clearly to throw fuel on
he sometimes sputtering flame under
Congressional efforts toward tax reform.
stern calls for a truly ““16th Amend-
ment"" income tax code. No deductions
beyond those for dependents and costs
>f earning the income would be allowed.
Ssuch a no-loophole code, he claims,
>ould reduce tax rates 43% in the lower
and middle ranks. Some buyers of this
$10 book, however, may be shocked to
learn that Stern ranks them along with
Jean Paul Getty as tax escapists; one
plan he cites would actually raise the
rate of anyone with a $25,000 taxable in-
come or better.

LIKE IT IS: In a foreword to / Hate to
See a Manager Cry—OQOr, how to prevent
the litany of management from fouling
up your career (Addison-Wesley Pub-
lishing Co., $5.95), Martin R. Smith puts
redit where credit is due—to Robert
ownsend's Up the Organization. "'l re-
alized,” he notes, ‘‘that little had been
/ritten for the student, trainee, super-

isor and middle-level manager using
the Townsend approach. So here we
are.”” Smith, an experienced consultant,
takes the “‘litany’’ or conventional wis-
dom for corporate success as a man-
ager (i.e., "'Don’t pass the buck."") and
debunks it, item by item. |

Where's the biggest bottleneck

e
1l

at the speed of paper

PitneyBowes

Because business travels

in your office?

Where does all your outgoing mail funnel
at 5 o’clock? Right into your mailroom.
And, if your mailing system is manual or
if you’'ve outgrown your present equip-
ment, the mailroom can become the worst
paperflow bottleneck in your office.

A Pitney Bowes mailing system gives
your mail the go-ahead. Envelopes are
sealed, postage metered and stacked.
Your mail looks like it means business.
As you do more business, convenient
leasing plans make system updating easy
and economical.

From your mailroom to your accounts
receivable department, no matter what
your size, Pitney Bowes can help you
ferret out your particular paperwork prob-
lems and suggest systems to solve them.
Give any Pitney Bowes office a call, or
write to Pitney Bowes, 8922 Pacific Street,
Stamford, Conn. 06904.
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Healthy, wealthy and wise

How legal-age 18
shakes up your will,
family debts, taxes

Tax refund coming?
—Better relax

The wines of Rioja
and Piemonte

by Joseph Wiltsee D A
(&)

As a father, you may have to grapple with the effects of new laws in your state say-
ing that a youth or girl of 18 can not only vote but also operate as a full-fledged
adult in many other ways, as well. Nearly 40 states are updating their laws, and a
whole bagfull of possible problems arise. . . . Family debts: Your 18-year-old may
become more closely responsible for his debts than before, with your responsibility
diminished accordingly. This looks favorable—but what of the 18-year-old who le-
gally obligates himself way over his head? . . . Or, your will might need revision; for
example, where you’ve a trust which runs until your child reaches majority. The dif-
ference between his receiving the funds at 18 instead of 21 may be something
you’'d want to change.

A custodian account for a child also could require some redoing. At least, check
state law to see precisely how the age-18 vs. age-21 rules are to be applied to such
accounts (traditionally, the child gets the property outright at 21). . . . “The fa-
ther’s legal duty to support a child could be directly affected, too,” notes a leading
Washington, D.C., attorney who has followed the various state laws. ““This could
make custodian account funds more readily available for college education—but it
could also cause the father to lose the child as a dependent.” . . . A possible side
benefit is that many age-18 laws will free up various summer jobs for more college
students under 21 (examples: taxi drivers, store or plant guards, some bonded em-
ployees).. . . “The whole area is new and unclear,” warns the Washington lawyer.
"It needs some mulling over before any drastic step, such as revising a will. But it’s
a developing situation—and a lot depends, too, on the particular 18-year-old.”

If you've a tax refund due—and filed your 1040 near the April deadline—wait a little
before you begin glancing in the mailbox. And above all, wait before you write to In-
ternal Revenue about it—give the check six weeks to arrive (at least), and 10 weeks

before making an inquiry. . . . If you write too soon, you’ll clutter the paperwork
process and may even cause more delay. It's like dropping a pencil down into the
gears of a Xerox machine. . . . Or, if you’ve somehow already received the check,

note that you're not scot-free. A check-in-hand doesn’t rule out a later audit of your
tax return—post-refund audits are common. Moral: Keep your 1972 records within
arm’s reach. . . . Silver lining: If one or two items on your 1040 are examined by
IRS and you think the agent is wrong, you can appeal within IRS itself—and if you
do, rest assured that over 60% of such appeals are ‘“‘settled’” for less than the agent
originally demanded. Even full audits produce refunds about 7% of the time, and
40% end with no change in tax at all.

Anyone can save money in buying wines simply by picking for low price—but the
pouring result can be a harsh, raspy drink. With many French, German and other
fine wines at crushing prices, Frederick Wildman, the long-time New York expert,
suggests that Spain and ltaly are fertile grounds often overlooked. Some very
good, sound wines are to be had, says Wildman, at modest prices. . . . In Spain,
he points to the northern Rioja region, and particularly to the wines of “Cune”
(Compania Vinicola del Norte de Espana). Two ‘‘great’ reds are Imperial and Cla-
rete that go well with meat and fowl; and Blanco Seco and Monopole, whites, are
splendid with seafood. These imports are all in the $2 range, except Imperial, at $4.

. In ltaly, he suggests a departure from Chianti: from Guido Giri winery at
Cuneo, in Piemonte, try Barbera d’ Alba, a delicate red ($3.50); and from Santa
Sofia, a winery near Verona, try Valpolicella Classico, a medium red ($3.50).

Mixology: Much liquor lore goes into the mint juleps on Derby weekend in Louis-
ville, but a real warm-hearted substitute for such complex chemistry is a mix—Glen-
more’s Mint Julep Mix (70 proof). Served with a sprig of fresh mint, it can make you
think you're on the clubhouse veranda at Churchill Downs.



Petroleum and You
(A History of the Former)

Chapter One: Dawn of an Era

Man'’s first encounter with petroleum
harks back to ancient times when
cavemen came upon pools of crude
oil which had seeped to the surface
due to underground pressures. At first
this was interpreted to be a sign that
the gods were angry, yet when com-
pared with such events as erupting
volcanoes it seemed to many that
“‘angry’’ was perhaps too extreme a
term. Further study of the matter
eventually led to the philosophy ex-
pressed in the thought “we are all
sinners in the hand of a slightly
grumpy god.”

Typical hand
of slightly
grumpy god.

Whatever the case, the appearance of
these petroleum pools brought about
a profound schism among cavemen
of the period. One group looked upon
the seepage as some sort of mistake
and wanted to get it back to wherever
it had come from as soon as possible.
On the other hand, a second group
saw it as an omen, yet whether it
boded well or ill they could not say
since the whole subject of boding was
at that time relatively unexplored.
Nonetheless, one turns to this second
group for the first touchingly awkward
attempts of man to find a use for
petroleum. A tribe from the frigid
northernmost regions tried to wear it,
but with little real success.

Early misguided
attempt to fashion
undershirt from petroleum.

Another tribe from the more cultured
central regions were wont of an eve-
ning to gather at the hearth of the
eldest tribesman and listen as he
attempted to pluck simple melodies
from petroleum. The results, though
diverting, fell far short of their hopes.

CIRCLE 714 ON READER SERVICE CARD

Then, just when the advocates of
petroleum were on the verge of de-
spair, two amazing advances
occurred. An early tribe settled along
the early Nile learned that judicious
use of pitch, a crude form of petro-
leum, was helpful in waterproofing
their vessels.

Vessel treated with pitch on left,
untreated vessel on right.

And at almost the same point in time,
a tribe from the darkermost regions
discovered that a branch dipped in
the black viscous substance made,
when ignited, a moderately service-
able torch. Consequently, given the
migratory nature of the tribes during
that era, it was only a short step from
these two discoveries to the develop-
ment of the first leak-proof torch.

This is the first chapter in a seven-part
series presented as a salute to the industry.
In addition we would like you to know that
we offer a full line of lube oils, greases,
cutting oils, fuels, motor oils, white oils,
LP-Gas, and specialty products, with a
complete network of service facilities.

For further information and for a booklet of
all seven chapters of the Petroleum and
You series write to Mr. Frank Laudonio,
Atlantic Richfield Company, P.O. Box
71169, Los Angeles 90071. (You might also
indicate any product interest and your
business.)

Petroleum Products of

AtlanticRichfieldCompany
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We do many things to maintain our leadership. And they all
work in your favor! We make sure there’s a dealer in your
area fo make it easy for you fo buy Lyon products. We
provide the largest number of field men o assure you regular
personal service. And we maintain four strategically located
plants for your convenience.

Everything works in your favor when you buy Lyon. We live up
fo our reputation for precision quality. We offer a broad
selection (more than 1600 stock items). Our products are easy
fo order. Our packaging is the finest. Our delivery is prompt.
And we keep giving you new reasons to stay with us. For
instance, we're now a single source for both fumiture and
equipment!

Call where you have leadership going for you. Call your Lyon
Dealer foday! Lyon Metal Products, Inc. General Offices:
575 Monroe Ave., Aurora, lll. 60507. Plants in Aurora, ll.,

. York, Pa., Los Angeles. Dealers and Branches in- All Principal
= Cities

IN LYON COUNTRY

METAL
PRODUCTS

For Business, Industry and Institutions

LYON METAL PRODUCTS, IN —‘

575 Monroe Avenue, Aurora, lllinois 60507 |
Please send me a copy of Catalog No. 100 |

Address e :
& Cffyo—ee 2 - o Sidle = 7ip. - |
! | Look for us in the Yellow Pages under |
B LYON “STEEL SHELVING," “"LOCKERS" or "SHOP EQUIPMENT"
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