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Two More Beautiful Memorials 

in Mount Calvary Cen1etery, 

Buffalo, N. Y. · 

The memorial to the Redemptorist 

Priests and Brothers is one of several out

standing religious memorials in beautiful 

Mount Calvary Cemetery; m o;rnments 

that not only pay homage to the com

memorated, but also are permanent and 

articulate symbols of the Faith and visual 

representations of the consecrated life. 

Not far from the Redemptorist Shrine 

is the Ziemer Family lVIemorial, an 

equally outstanding example of fine Me

morial A rt. 

Both of these impressive m onuments 

were designed and erected by the well

known Galle Memorial Studio of Buf

falo, N. Y. They were manufactured by 

Valz Granite Co. of Barre in W etrnore 

& Morse Barre Granite. 

WETMUHE & MUHS E OUARRl' 
DIVISION OF ROCH: OF AGES CORPORATION 

BARRE, VERMONT 
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CONSERVATIVE and MODERN MEMORIAL ART 

ANDREWS II 

The Andrews Memorial, (above), pro 
duced by the Chioldi Granite Co., of 

Barre, was e rected by Me morials Art
Crawford Inc. of Buffalo, N. Y. 

El 

IN 

Forest Lawn Cemetery 

Buffalo, N. Y. 

In an old line cemetery such as. Forest 
Lawn in Buffalo, N . Y., with so many 
examples of fine memorial art as pro
totypes, it is but natural that tradi 
tional styles predominate . The Andrews 
Memorial, featuring the conventional 
die and base with an apex top and the 
panelled name i nscri pt ion, represents 
a variation of a style that has pre
vailed in popularity for more than three 
generations, and its conservat ive dig 
nity will always appeal to a large pub 
lic. Nevertheless, there is a definite 
appeal in Moderni stic Design for many 
of the present generation as seen by 
pub I ic preferences and tastes in domes
tic and industrial desi gn. The Keippe r 
family Memorial, located not far from 
the Andrews Monument reflects this 
preference for Modern Design . 

PER· 

Th e Keippe r Me morial , produced by Cook, Watkins & Patch , Inc. 
of Borre, wa s e rected b y George Howe Memorials of Kenmore, N. Y. 

J. K. PIRIE ESTATE • • • BARRE, VT • 
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.. . . has always been the key
stone of our business. In pre
war, war, and post-war times, 
we' ve always tried to see the 
problem from the dealer's point 
of view. Financially, this golden
rule way of doing business isn't 
always the most profitable, but 
it is still the most rewarding . 
Most of our clients today were 
with us twenty years ago, which 
to us is something beyond price. 
Inquiries invited . 

ROUX GRANITE CO. 
BARRE, VERMONT 

LETTERS 
These columns a monthly Monumental News-Review feature, ore dedicated to the 
principle of the open forum and to the belief that a frank discussion of the in
dustry's problems is beneficia l. While opinions expressed in these letters do not 
necessarily agree with our own, we do reserve the right to censorship on material 
of o libelous or obvious ly personal nature. Letters ore solic ited from all branches 
of the trade and un less otherwise requested the writer's name will be published 

CORRECTION 

Monumental News-Review, Inc. : 
We wish to acknowledge and thank you for your very kind 

letter of April 19 in reference to your article in the March 
issue of Monumental News-Review ill ustrat ing the memorial 
to John Vincent Power, the Congressional Medal of Honor 
winner of Worcester, Massachusetts. 

As stated in your letter, the bronze work on this memorial 
was furnished by Gorham. 

We wish, however, to call your attention to a rather serious 
m isstatement in the opening paragraph by Ernest Stevens 
Leland, "The sculptor was B. B. Cianfarani of the Gorham 
Bronze Company of Providence, Rhode Island." 

The sculptor was Mr. A. B. Cianfarani of Providence, R. I., 
and has no connection whatsoever with the Gorham Company. 

The goal of the Gorham Company, Bronze Division is to 

fa ithfully reproduce in bronze the sculptural work of America's 
leading sculptors. We do not employ sculptors for statuary 
work. We appreciate the fact that this error was not inten
tional and we hope that it will not be misconstrued by your 
many readers. 

The article in itself was very interesting indeed and we 
appreciate your cooperation as well as your kindness in for
warding to us the cuts of the statue and the p laque. 

Appreciating your cooperation, we are 
Very truly yours, 

ELLSWORTH GALE, Sales Manager 
The Gorham Company-Bronze Division 

Providence 7, Rhode Island 

LETTER FROM ST. LOUIS 

Monumental News-Review, Inc.: 
We, the Monument Builders of Greater Sr. Louis, kindly 

request you to publish our letter, which we mailed to all mem
bers of the American Monument Association. 

We believe, "Making Our Nation Monument Minded" 
should be an industry project, in which all participate. 

Hit and miss efforts in certain localities is not enough. 
Spending industry money educating-the Dealer- the Manu
facturer-the Designer-the Quarrier and the Cemetery is a 
secondary need. 

Let us stop kidding ourselves. What our industry needs 
now, is MOR~ CUSTOMERS. Create these by advertising 
the Meaning- the Purpose-and Satisfaction of owning a 
monument. These are the memorial values we want the Public 
to know and understand. 

Call a halt now-stop promoting material-stop perpetuat
ing the "family name"-stop glorifying the marker, that's the 
business of the non-mon ument cemetery. 

[ C ontintted on page 6 

Published monthly by Monumental News-Review, Inc., 429 Franklin Street, 
Buffalo 2, New York. Entered as second class matter, February 26, 1940, at the 
post office at Buffalo, New York, under the Act of Morch 3, 1879. Additional entry 
in Hanover, New Hampshire, February 28, 1949. 
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Erected in the United German & French Cemetery, Buffalo, N . Y., 
b!I George How e Memorials, Kenmore, N. Y., the Ltitz Memorial was 
adapted from a design cop!Jrighted by the Barre Granite Association. 

BLACK PEARL GRANITE ... 

THE EPITOME OF DIGNIFIED ELEGANCE 

BLACK PEARL GRANITE, for which we have the exclusive rights in the United Sta tes., represents 
an important Plus Value in the Cook , W a:tkins & Pa tch D ealer F ranchise. Although introduced by 
us less t han t en years ago, it has won rapid fav or with the Public and Dealers alike. Time and time 
again its unique beauty has been the deciding factor in ~ highly competitive sale. Time a nd time 
again it has brought new prospects to our dealers, who have decided upon the material desired even 
before t he design . Black P earl is indeed an unique stone wi th all the sales advantages of other high 
grade specialty materials along with certain other unshared assets. Unsurpassed in elegant beauty and 
proven durability, it offers an unequalled contrast between polished and hammered surfaces. lVIost im
por tant, Black Pearl Granite represents "The Epitome of E legance" a t no sacrifice of conservative 
dignity . I t is indeed an all-purpose specialty material without limitations. It is "at home" in old and 
new cemeteries a like and appeals to both the lVIodern and .the Conservat ive prospect. 

The Lutz lVfem orial was erected in commemoration of H arry G. Lutz, one of Buffalo's mosl 
prominent business and civic leaders, whose earlier a nd equally successful career as an actor 
embraced leads in "Peg O' M y H ea:rt ," "Officer 666" and other Broadway successes, as well 
as Hollywood roles including a lead in "The House of 1000 Candles." His stage name was 
" Harry Gordon." 

COOK, WATKINS & PATCH, INC. 
221 COLUMBUS AVENUE BOSTON, MASS. 
PLANTS: BARRE, VERMONT 

I 8 9 O OUR 6oth ANNIVERSARY YEAR I 9 5 0 
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MANUFACTURING BARRE GRANITE 

in Quality MONUMENTS-MARKERS 

polished, steeled, axed 

Sand Blast Engraving • Lettering 

Duplicate Work and Slabs 

PROVOST GRANITE COMPANY, INC. 

RIVERTON, VERMONT 

• 
• 

LETTERS TO THE EDITOR Continued 

LETTER FROM ST. LOUIS 

Continued from page 4] 
Let us go the direct way-the straight way, delivering our 

message to the Nation. 
You can help. 

Very truly yours, 
MONUMENT BUILDERS OF GREATER ST. LOUIS 

TO ALL MEMBERS OF AMERICAN MONUMENT 
ASSOCIATION : 

Gentlemen:-
The undersigned leading Retail D ealers of the Greater St. Louis 

a rea, have launched a newspaper campaign in the Post Dis/Jatch, our 
largest evening paper, starting last Sunday, April 16th. 

W e have several non-monument cemeteri es here, who are aggres
sive ly and successfull y promoting their properties . Besides the many 
non-monument sections being developed in other old line cemeteries . 
This same condition exists all over the coun try. During all this time, 
our indu stry has been waiting fo r some mi racle to happen. 

W e are determined to do our share to make people monument
minded. About 14 local dealers have met constantly for severa l 
months, bes ides hav ing parti cipa ted in many additional committee 
meetings and discussions with newspaper representatives, preparing 
copy, etc. If the time of all the retailers who attend these meetings 
is worth anything, you may rap id ly calculate in your mind the stuns 
the reta ilers have already spent in time and inconvenience before the 
program is even started. And, of course, there are the costs expended 
by A.M.A. officials and traveling men, their salaries and expenses, 
es timated at 55 to 60 thousand do llars annually, all to be added to 
the industry cost of advertising, because of course, th is is an industry 
program and must be paid for out of the industry income. 

You and we know from pas t experience that keeping a group of 
retail ers enthused and spending money collective ly is a chore, which 
requires ex traordinary effort and much time on the part of the leaders, 
and se ldom finds success except fo r a first short program. 

It is our opinion that this industry needs a publ icity and advertising 
prog ram whi ch might well be done in local newspapers everywhere in 
America, bu t to obviate the ex traordinary cost of time on the part 
of the individual Retail D ealer everywhere, to plan and prepare the 
present program, it appears to us that the logical manner in which to 
finance such a national program is by an equi table, vo luntary collection 
of fund s at the source of suppl y. If this were done the retai lers ' time 
would be conserved and could be devoted to individual promotional 
activities, which would compl ement a national program and enab le 
a retail er to devote much more of his time to managing and selling. 

With an accredited FOUR or FIVE T HOUSAN D RETAILERS 
throughout the country, we believe you will agree with us that it is 
utterly impossible to get more than one- third of them to participa te 
and bear the burden of the expense in a program such as is now set 
up. Whil e sincere reta il dealers a re trying to save the ind ustry, the 
unscrupulous element that takes no part, nor contri butes a cent, is out 
ge tting the business. 

But, with perhaps less than FIFTY QU ARRIERS in the United 
States, it would seem much more sound if they set up a vo luntary 
contribution program based on cubic feet of monumenta l material. 
Thus all retailers of monuments would participate in the program, 
and with a substantial fun d established at the source, profess ional 
publicity people could be put in charge of the program which wou ld 
be conducted in a positive manner in the leading metropoli tan news
papers and in perhaps 400 or 500 county seat newspapers, so that the 
entire United States would be covered on a local basis WIT HOUT 
DISSIPATIN G THE T IME AN D RESOURCES OF THE RETAILE R 
GROUP. 

It is es timated that three mil!ion cubic feet of grani te and marble 
is used annually for monumenta l purpose. At 25 cents per cubic foot, 
$7 50,000,000 could be raised and at least 90 per cent of which could 
be spent fo r advertising. 

After a ll, such a program would be a legitimate business expense 
and is practiced by many other leading industries. Certainly a national 
program of this sort would not only be legal, but would save our 
industry substantial sums of money in comparison with the present 
set-up, and would be more positive and effective. 

Of course, something bas been done leading toward this objective. 
A joint industry committee consisting of three members of A.M. A. 
and three members of M.B.A . have recommended that the two associa
tions appropriate the fund s to ( 1) have a professional business 
research o rganization conduct a national survey with the hope that we 
may understand the public viewpoint regard ing monuments; ( 2) 
to have the same business research firm make recommendations to our 
industry and ( 3 ) when those fi rst two actions have been taken it will 
be the function of this joint committee to look in to ways and means 
of raising a substantial fund for marketing and promotion of monu
ments . 

[Continued on page 10 
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YES, with NORTON Diamond Wheels you can cut your granite closer 
to t he line-eliminate the need for cutting it greatly oversize-and 
thus reduce expensive, time-consuming finishing operations. These 
popular steel-centered wheels cut granite 2 V2 to 3 times faster than 
conventional silicon carbide wheels. They cut with considerably less 

noise . They eliminate the danger of wheel breakage. They cut straight, 
and they leave clean, sharp edges. 

Your Overall Cost Will be Less 

Although the initial cost of NORTON Diamond Wheels is greater-the savings in labor and over

head-the elimination of wheel breakage-and the superior finish they produce-more than com

pensate for this higher initial wheel cost. 

Available in diameters ranging from 12" to 60" and in a wide variety of standard thicknesses. Try 

wheels of this specification for best results-D36-L50M-Type DITRSS''' . Your NORTON distributor 

or abrasive engineer will be glad to supply you with additional information on NORTON Diamond 

Wheels and to he lp you select the right wheels for each of your granite cutting jobs. 

" Type DITRSS- made with a segmented diamond rim and re li eved sides. 

NORTON COMPANY • WORCESTER 6, MASS. 
W - 1267 

~ABRASIVES 

Got Your Copy? 

Have you sent for your free 
copy of the new Norton book
let, "Norton Products for the 
Stone Industry?" It's packed 
with interesting, helpful in
formation on the latest meth
ods of cutting, grinding, pol
ishing, buffing and pressure 
blasting stone. 



"In Memory of the Men and 

Women of this Community 

Who Gave Their Lives for 

Democracy'' 

The above Honor Roll War Memorial , ideally located in a 

beautiful park overlooking the Oswego River in Fulton, N. Y., 

erected by A. R . Woods Memorial Co., of Pheonix, N. Y., was 

sponsored by the American Legion and the Veterans of For

eign Wars of Fu lton. The material used is Pirie's Select Barre 
Granite. 

We are once more proud to have been selected as the manufacturer of 
another significant Honor Roll War Memorial. As always, we devoted our 
highest skill to its creation, as can be readily noted by observing the 
enlarged "Eagle" detail above. This care in detail and carving is a hallmark 
of Lawson-made memorials. 

LAWSON GRAN IT~ COMPANY, INC. -
Albert Gherardi, Proprietor BARR~, V~RMONT 
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ain Street THE POWER IS HERE 

Here . . . on your street . . . the power of 
Barre Guild's advertising is at work for you, 
selling Barre Guild monuments to people in 
your city, people who often pass your place of 
business.* 

When you identify yourself with the Barre 
Guild ... when you let people know that you 
have the superb Barre Guild monuments 
they've read about ... then you are using the 
full impact of over 36,000,000 Barre Guild 
messages appearing in America's finest maga
zines, in the spring of 1950! 

Thousands of Barre Guild sales impressions 
are reaching your city now ... cash in on them! 

BARRE GRANITE ASSOCIATION 

BARRE, VERMONT 

~Allll~ 
~UIL~ 

* We'll be glad to tell you how many sales messages are appear
ing in your area. Write Barre Guild, Dept. MN-54, Barre, Vermont. 



,~tc{ous 
Stoues 

FOR 

CEMETERY 

SE'f'flNGS 

HAVE YOU 
SEEN THIS 

BROCHURE? 
If you have, then we need on ly te ll you again th::it the 

beau tiful color-reproductions it conta ins ore true-and
typical prints of brilliant IMPERIAL MAHOGANY and 

VAR IEGATED AGATE Granites. 

If y::i u haven ' t seen thi s brochure, ask far your capy
get o first-hand look at the remarkable color and cha r
ac ter of the two gem-like stones which our quarries a re 
producing. Territo ri a l franchises still open. 

MINNESOTA 

Quarriers 

GRANITE 
INDUSTRIES 

Manufacturers Wholesalers 

DELANO, MINNESOTA 

LETTERS TO THE EDITOR Continued 

LETTER FROM ST. LOUIS 

Continued from page 6] 
It seems our industry has spent tremendous sums in the past on 

surveys, research, organization expense and advertising granite and 
marble. W e should by now know the public viewpoint. "They are 
losing interest in monuments, because we have fai led to advertise 
the MEANING- PURPOSE and SATISFACTION of owning a 
monument." 

We believe, the successful protection of the quarriers investments 
and resources depends on the rea lization that the retail dealer is the 
logical and legitimate outlet for monuments. Therefore, it is most 
important to create more customers by a nation-wide movement to 
MAKE THE PUBLIC MONUMENT-MINDED. 

Very tru ly yours, 
MONUMENT BUILDERS OF GREATER ST. LOUIS 

Lorenzon & Son, Ad. Lorenzon H etley Mont. Co., Jack and Bill 
Stanze Mont. Co., Art Stanze H etley 
Baste/ A rt M emorials, Joe Baste/ Kahler Mont. Co., Frank Kahler 
Speh Mont. Co., Ernst & Leo McCarthy Mont. Co. , John H. 

Speh McCarthy 
Lusicic Mont. Co. , lrcm Lusicic Moceri Mont. Co. , Jim Moceri 
Breen Thomas Mont. Co. , IP'm. Plymouth Mont. Co., Arch 

B. Thomas St ewart 
Rosenbloom Mont. Co., Sol and Pohl-King M ont. Co., Crawford 

Lou R osenbloom King 
II'' entzville M ont. Co., Chas. Standard M ont. Co., Lou Chioni 

Finke Vago M ont. Co., Lou V ago 

Monumental News-Review, Inc.: 
I have had 16 replies ro the ad placed in your magazine up 

ro date, and wish you would state in the next issue I have 
purchased the business of Mr. R alph Dwight of Cortland, 
N. Y., and take possession June 1. 

There seems ro be a lot of monument shops for sale and 
there are several men who want ro buy in Vermont I know of, 
bur haven't the rime ro tell them about these shops, nor have 
I the rime ro acknowledge all replies and inform them I have 

bought. 
Yours truly, 

EDWARD HUGHES, JR. 

Hornell Monument Works 
Hornell, New York 

A LETTER TO DESIGNERS 

Monumental News-Review, Inc. : 
I am enclosing an open letter ro Monument Designers and 

Design Service, which I would like you ro publish in your 
trade paper. 

It seems that it is high rime that our industry make a survey 
of designs and all primed matter mailed our by the industry, 
ro clean our the objectionable and detrimental things that are 
unselling the "Memorial Ideal." 

Unless our industry concentrates its efforts on making 
monuments "Pages of Hisrory" we will pass inro history, 
because we have p laced all monuments in a class so ably 
expressed by the words of the poet, who said, "De Morruis 
Nil Nisi Bonum." (Concerning the dead (say) nothing unless 
(it be ) good.) 

With kindest. regards, I am 
Very truly yours, 

Speh Monument Company 
Sr. Louis, Missouri 

AN OPEN LETTER TO MONUMENT DESIGNERS AND 
DESIGN SERVICE 

Gentlemen :-
While Retail Monument Dealers everywhere a re raising funds, 

through the adv ice of the American Monument Association, to pro
mote an advertising campaign to revive interest in monuments and 

[Contimted on page 16 
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NATURE'S 
MOST BEAUTIFUL 
MONUMENT 
MATERIAL 

Design pictured is example of fine craftsmanship and 

architectural skill - an inspired creation in beautiful 

Elberton granite. 

The wide preference for Elberton granite . which are in no way 

memorials is understandable when one The affection in which Elberton granite 

considers the superlative " textures and is held by families is a tribute to all who 

colors of this rare stone-available only from have a hand in creating masterful examples 

the quarries located in the Elberton area. of monument skill. 

It is quite natural thafthe preference Hence, it is neither incidental nor acci-' 

exists because dealers are in position to dental thatmorethanpne-thirdofthemonu

appraise its outstanding beauty when Ihent granite produced in America is 

erected in the vicinity of memorials quarried in the Elberton field. 

Comolli Granite Co. Lincoln Granite Co: 
Elberton Granite Industries, Inc. Hoover Granife ,~o. 

Allen Granite Co. Harmony Blue Granite ~o. 
National Granite Co. Republic Gj-anite Co. 

Highpoi~t Granite Co. 
Sterling Granite' Co. 

Coggins Granite & Ma•ble Industries, Inc. 
Georgia -~ranite Co. 

Berkeley Granite'·cp'. 
Southern Quarrying Co. 

Beaverdam .Granite Company 
Oglesby G

0

ranite Quarriers 
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Dallett's ''Pre c is i o n Built'' 
STONE CARVING TOOLS 

DALLETT Carving Tools are the Stone Craftsman's first choice. This 
precision line is manufactured in four sizes, all are of the valveless type, 

employing the minimum amount of air, and having but one movable part
the piston. This design is simple in construction, light in weight and econom
ical in operation. All parts are made of carefully selected steels and are heat 
treated, ground and lapped to close tolerances where necessary. 

"STRAIGHT LINE" TYPE 

Y:i" Tool 

The "Straight Line" type tool is manufactured 
in two sizes: )1" and %" piston diameter. 

The Y2" tool, due to its perfect piston balance, is 
particularly suited for the finest and most delicate 
figure carving on marble, granite or stone. 

-!ill'"''"'' '~'i';\'#.il§:--~ 
~11 ~~Wi,) ~== ..__ ~~r:--

%" Tool 

The %" tool is recommended for carving, tracing 
and for sunken inscriptions on marble and granite. 
Its wide adaptability makes it universally used. It 
has long been used by many Master Craftsmen. 

"FINGERGRIP" TYPE 

1" "Fingergrip" Tool 

In the "Fingergrip" type tool Dallett offers 1" 
and 1>:4'" piston diameters. 

The 1" size "Fingergrip" is an all-around tool 
that is used for all raised lettering, sunken inscrip
tions, for heavy lettering and carving as well as 
for all chisel operations. 

USE DALLETT'S ACCESSORIES-

Dallett's pneumatic accessories are the very 
finest, each item is made from materials that are 
best suited to its intended use. The Dallett line 
consists of chisels, couplings, valves and fittings
all Dallett Engineered for precision and for long, 
uninterrupted, trouble-free service. 

J 1,4" "Bullset" Tool 

Dallett's 1>:4'" size , " Bullset" tool is a powerful 
tool made for heavy work. It has no equal for 
coping and roughing out of granite. The " Bullset" 
is widely used for peening, bushing, light drilling 
and heavy chiseling. 

Send for Bulletin~ 
In this bulletin No. 550, you 
will find fully described and 
illustrated, the Dallett Line 
of Pneumatic Stone Tools for 
surfacing, drilling and carving 
with a ll the n eeded access
ories such as Chisels , C oup
lings, Valves a nd F ittings. 
Send for it today! 



• Carbolon is silicon carbide crystallized in the 
intense heat of an electric furnace. Chunks from 
the furnace such as shown above are crushed, 
treated and graded at the Exolon Plant to pro
vide the exact size needed for finishing hard, 
brittle materials ·such as granite. H you are in
terested in speeding-up your granite finishing 
operations Carbolon will help you. 

The backg1·ound photog1·aph shows grains of 
Carbo lon GP enlarged about 20 times. 

Distributed by: 
GRANITE CITY TOOL CO. 

Barre, Vt. St. Cloud , Minn. Elberton, Ga . 
Distributed in Canada by: 

RITCHEY SUPPLY COMPANY 
226 Geary Ave., at Dufferin St., Toronto, Ont. 

THE EXOLON 
COMPANY 

944 East Niagara St., Tonawanda, N. Y. 

141,1111.1n11u1.11m11.u+uoMM·U*Uii:01iiiit·DH9.Hlii"i, 



" EVERLASTING DIGNIFIED BEAUTY" 

Courtesy of Louis Cassani, Quincy, M ass. 

THE IDEAL GRANITE FOR POLISHED MEMORIALS 

Fabricated by 

Modern plants equipped with the latest machinery to speed up production . 

These facilities, know-how and personnel are available to all Retail Dealers to obtain 

the best fin ished product, throughout all phases of memorial manufacture. 

L. VOLPE & SONS, INC. 

NATIONAL GRANITE & POLISHING CO. 

PREMIER GRANITE & POLISHING CO., INC. 

PEERLESS GRANITE COMPANY 

Produced-by 

GRAY ROCK GRANITE WORKS, INC. 

WEST QUINCY GRANITE & POLISHING CO. 

ANTONIO RUSCITTO & SONS, INC. 

E. SETTIMELLI & SONS, INC. 

GOLBRANSON & CO., INC. 

Quincy 69, Mass. 

H. C. SMALLEY GRANITE CO., INC. 

WILLARD GRANITE & POLISHING CO. 

W. C. CANNIFF & SONS, INC. 

ADRIAN OF QUINCY, Supplies Only 

Quarriers 



A SYMBOL OF SUPERIOR DESIGN 

Classic Sarcophagus designed and produced for George 
E. Morrison and Son, South Portland, Me., erected in 
laurel Hill Cemetery, Saco, Maine. John McCall um, Supt. 

Where there is need for Superior Design, 
excellence of materials and workmanship, 
the call is for Guardian Memorials. 

Gur J\RDIAN ti~'\ .MEMORIALS 
ll1. +8:~~,[ ~ 

of Everlasting Beatify 
REG. U.S. PAT. Off, 

JONES ·BROTHERS COMPANY, INC. 
BOSTON VERMONT 

THE PERFECT COMBINATION 

for 
PROFITABLE 

SELLING I 
NEWMAN 

Hand.Chased cast bronze memorial grave markers, honor 
rolls and cemetery vases, famous for finer quality since 
1882, assure quick sales and good profits for YOU. 
[nvestigate! Don't delay . . DO IT NOW. 

Write RIGHT AWAY for fold ers , F EE 
prices and sales information. R I 
Positively no obligation. 

NEWMAN BROTHERS, Inc. 
670 W. 4th St., Cincinnati 3, Ohio 

LETTERS TO THE EDITOR Continued 

A LETTER TO DESIGNERS 

Continued from page 1 O] 

to check the steady growth of popularity of markers, YOU are guilty 
of contributing your share by submitting a constant fl ow of designs 
and advertising literature devoid of sentiment and interest-slabs of 
stone with family names, with less appeal than the listings in the 
telephone directory . . . markers with year of birth and death ... 

Get a load of this copy in a mailing piece just off the press: 
"The MEASLEY DOUBLE MARKER illustrates bow beau· 

tiful a marker with no floral or conventional ornamentation can 
be. The beauty of its rich polished surfaces and well propor
tioned lettering proves again that a monument need not neces
sarily be expensive to be beautiful and appropriate." 
Eleven markers are illustrated in this folder with name and year 

dates only. Listen to the lingo:-"Quiet dignity"- "Classic letteri n<!" 
-"unique carving"-"mental beauty"-"truly a monument of which 
you can be justly proud"-"faitb and love bas been clearly told. " etc. 

Flowery language glorifying the marker and the crime of calling it 
a monument, seems to create some doubt on which side of the battle 
for our existence you are on. 

Do you actually think that printed copy about sent'iment- faith
love- symbolism and rich polished surfaces describing your designs 
makes sense-while at the same time the designs omit the day of 
birth, that joyous proud event with its congratulations and good 
wishes-while you omit the day of death , that day on which all 
Christians believe another Saint is born? Are you ashamed of the 
beautiful words " Father" and "Mother" / Are the words of the Bible 
to be written with ink alone? Is this your answer to the program 
intended to promote monuments I 

Where are we heading' Communism may insist on improving our 
method by the use of 496-628-482 instead of name and dates. 

Very truly yours, 
E. G. SPEH 

OFFICERS FOR 1950 OF THE STATE AND DISTRICT 

ASSOCIATIONS 

ALABAMA-FLORIDA-GEORGIA 

PRESIDENT 
W. D. THURMOND 

Thurmond Monument Company 
3253 S. W. 8th St. 
Miami 35, Florida 

VICE-PRESIDENT 
FRANK MORRIS 

Georgia-Alabama Marble & Granite Co . 
Box 783 
Opelika, Alabama 

SECRETARY-TREASURER 
MRS. LEWIS HEARN 

Carrollton Marble Works 
Carrollton, Georgia 

ARKANSAS 

PRESIDENT 
LEE ELLIS 

Little Rock Monument Company 
Little Rock, Arkansas 

VICE-PRESIDENT 
R. P. FERGUSON 

Ferguson Monument Works 
222 So. Railroad Street 
Morrilton, Arkansas 

SECRETARY-TREASURER 
BERT MITCHELL 

E. L. Mitchell & Son 
2314 West 7th Street 
Little Rock, Arkansas 
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THE CAROLINAS 

PRESIDENT 
ROBERT M . GROSS 

842 Saluda St. 
Rock Hill, S. C. 

VICE-PRESIDENT 
B. F. CHILDRESS 

Easley, S. C. 
SECRETARY-TREASURER 

J. W . MADDOX 

Maddox-Stafford Stone Works 
Hardee & Liberty Sts. 
Durham, N. C. 

ILLINOIS 

PRESIDENT 
GLEN OLSON 

Olson Memorials 
1111 E. Cass St. 
] oliet, Ill. 

VICE-PRESIDENT 
HARRY McFALL 

McFall Monument Co ., Inc. 
1801 W. Main St. 
Galesbttrg, Ill, 

SECRETARY-TREASURER 
MRS. LOIS ADAMS 

Pekin Monument Company 
521 Cottrt St. 
Pekin, Ill. 

IOWA 

PRESIDENT 
JOSEPH WOSTOUPAL 

Holden Monttment Co. 
126 E. Main St. 
Cherokee, Iowa 

VICE-PRESIDENT 
D. c. SWISHER 

Clarinda Monument Store 
214 North 16th St. 
Clarinda, Iowa 

SECRET ARY-TREASURER 
MARY 1. LINNANE (MRS. ) 

]. W . Hearshman & Sons 
1611 W. Grand Ave. 
Des Moines 14, Iowa 

KANSAS AND OKLAHOMA 

PRESIDEN T 
GEO. l. LAINGOR 

Laingor Monument Company 
57th N. Western 
Oklahoma Cit)' 61 Okla. 

VICE-PRESIDENT 
LOTUS M . DAY 

Day's Monument Company 
907 S. Sttmmit St. 
Arkansas City, Kansas 

SECRETARY-TREASURER 
EARL S. WILLIAMS 
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Earl S. Williams Monuments 
108 E. Chestnttt St. 
Independence, Kansas 
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For Your Weighty Problems - -

TOTE 'EM POLE 
e THE NEW HYDRAULIC LIFT TRUCK CRANE e 

Manufactured by Granite City Tool Company, St. Cloud, Minnesota 

MEMORIAL BY GRANITE MONUMENT CO, ST. CLOUD 

TOTE 'EM POLE with Electric Power Pack Pump. 

Electric Power Pack and Hand Operated Pump 
are interchangeable. 

Madel M Tate 'Em Pale complete with e lectric power pack, 
storage battery and truck well 

Model L Tote 'Em Pole with double action hand pump and 
truck well 

Adjustable Stiff Leg for truck body support on all trucks of 
less than two ton capacity 

Shop Frame to be used with either model 

$350.00 

$240.00 

$ 15 .00 

$ 100.00 

Check these features of the Tote 'Em Pole 

Motorized Pump with Electric Power Pack Unit or 
Double Action Hand Operated Hydraulic Pump. Both 
units are interchangeable . 25 3/4 inch pump stroke gives 
96 inch lift with 45 inch boom and l 06 inch lift with 
the l 5 inch extension to boom . 

Average battery will supp ly 50 to 60 heavy lifts be
tween charges . Will hoist the average load to full height 
in 60 seconds. Has 45 inch boom with 15 inch retract 
able extension for full 5 feet. Complete circle sw inging 
boom with four quick locking pos itions . Thrust roller 
between base and truck well for easy load shifting. 

Plate construction electro welded. 3 inch solid leg of 
alloy steel for firm anchorage. Tested to an overload of 
2500 pounds. Safe working load capacity of 2000 lbs. 
TOTE 'EM POLE may be used as a truck ho ist and as a 
shop crane with the special shop frame . Developed and 
manufactured by the Granite City Too l Company for 
trouble-free, useful service. 

GUARANTEED TO GIVE THE RESULTS 
YOU PAY FOR AND EXPECT. 

TOTE ' EM POLE with Double Action Hand Pump. 

Allow three full weeks after receipt of order for delivery of either the Model L or Model M Tote 'Em Poles. 

GRANITE CITY TOOL COMPANY 
BARRE, YERMONT ST. CLOUD, MINN. ELBERTON, GA. TEXARKANA, TEXAS 
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Faster, smoother, more 
economical granite 
cutting now possible 

The PATCH-WEGNER WIRE SAW for granite is the result 
of over thirty years experience in building wire saws. Intensive testing 
has thoroughly proved this heavy duty wire saw for straight cuts or 
curved work in granite. 

The main frame is of heavy steel and cast iron members. Use of large 
ball bearing wheels eliminates wire breakage. Handles stone 12 feet 
long by 6 feet high. Uses standard wire strand. One or more sawing 
strands if desired. 

Montello Granite Company of Montello, Wisconsin, have an ex
tremely hard and beautiful granite. In supplying this company with 
test cutting information on their granite, they came here to inspect 
the machine and as a result placed their order at once. 

You can save money on your polishing if your wire sawing is done on the 
Patch-Wegner Wire Saw. A machine has been set up at our plant to make 
test cuts on your granite. Complete information on request. 

Specialists in Stone, Marble, Granite and Slate Working Machinery 

MAY, 1950 



BLESSED -ARE· THE g~ 
PURE-IN EARJ 

T 

As a monument dealer, you are the living inheritcr of 
one of the world's oldest and most valued art traditions. 
That tradition has been honored and passed on to you 
by countless generations ... emiched by a few. 

We submit that th e illu stration on this page marks the 
beginning of what promises to be America's first wholly 
new contribution to th e great tradition, to a great art 
form. 

This may seem a brash cla im for a recent invention. 
So we invite your critical examination of the TAB
ULART panel-and we ask your help in realizing its 
full potentials for your own monuments: 

Soon you will h e shown a series of basic TABULART 
panels, suitable for a wide variety of monument in
stallations. But as TABULART'S use spreads, we 
solicit the benefit of your experience-because at this 

SOMETHING 
NEW for 

SOMETHING 

OLD 

stage there seems to be literally no limit to the variety 
of a rt expressions which can be beautifully perpetuated 
with TABULART. H ere you see an exquisite R ena is
sance carv ing from a great cathedral lintel, now per
manently part of a modest memorial. TABULART 
can as easily be used with almost any monument, can 
conform to almost any accepted size or shape, can 
reproduce an endless list of subjects-and can texture 
th em and keep th em as though they were part of the 
stone itself. 
With such horizons, we realize that a major problem is 
to hold the TABULART applications strictly within 
th e bounds of the best contemporary taste; to see that 
it adheres to and passes on-for many, many genera
tions to come-the finest of our monumental art 
traditions. In this we invite your cooperation, for 
TABULART is truly-

THE LEGACY THAT LASTS FOREVER. 
This TABULART panel reproduces the 14th century Holy Family group of M. Giovanni di Bern in the Ch urch o( 
the Madonna Della Querce at Vitervo, noted for it s deeply fel t faith and exqui site proportions. 

The printed photograph is un-re touched, because no reproductions, however faithful, can show the startling three
dimensional effect and real ston e tex ture achieved by TABULART. With thi s new medium, a sculpture, painting, 
etching-just abo ut an y object- can be acc urately r eprod uced within a singl e tempered silica glass plate, so that 
it becomes part of the glass, to last for many thousands o f years. Moreover, the object acquires the tex ture of the 
stone behind the permanently seal ed-in TAB ULART pan el. 

In the near future, you can offer a wide vari ety of TAB ULART applications. Pilot production has begun at our 
factory, a national dea '. e r organization is developing rapid 'y, a nd we shall be glad to have your qu estions and 
suggestions. 

THE CHARLES HOWE CORPORATION, NEWBURYPORT, MASS. 
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''Same-:/)~'' Se/UJ.ice 
lll'UDL IM.a,,u/A • .... ~ 11 OH. 7- -- - -r --u--- -"f:7-"· . 

Yes, friends, we are prepared ta give the prom pt attention 
ta your inquiries that can make that important diffe rence 
between a sale or a lost sa le! Send us your reques ts fo r 
quotat ions on all types of monumenta l work, large o r 
sma ll . W e' ll chee rfully g ive you "Same-Day" Service! 

USIE & PEROJO 
GRANITE C 0. 

"Supreme Quality Memoria Is" 

Barre, \lt. 

ASSOCIATION OFFICERS . 

Continued from page 17] 

LOUISIANA AND MISSISSIPPI 

PRESIDENT 
MISS NONA E. MARTIN 

Martin Marble & Granite Works 
P. 0. Box 680 
Monroe, La. 

VICE-PRESIDENT 
SAM W. BENNETT 

Bennett Monttment Company 
317 Hardy St. 
Hattiesburg, Miss. 

SECRETARY-TREASURER 
MRS. B. T. O'NEIL 

]. H. O'Neil Marble Works 
2101 Fourth St. 
Meridian, Miss. 

MAINE 

PRESIDENT 
}OE R. MORRISON 

Geo. E. Morrison & Son 
222 Main St. 
South Portland, Me. 

VICE-PRESIDENT 
EDWARD DORNAN 

Wm. E. Dornan & Son, Inc. 
East Union, Me. 

SECRETARY-TREASURER 
R USSELL B . ELA 

Ela Monument Company 
11 Falmouth St. 
Portland 3, Me. 

MICHIGAN 

PRESIDENT 
ARTHUR BAUER 

Muskegon Monument & Stone Co. 
1396 Pine St. 
Muskegon, Mich. 
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Send for our FREE CATALOG of nice designs with the 
Barre Granite Price List. Always pleased to furnish estimates. 

D. J. SMITH & SON 
Manufactnrer's Agents Foe GRANITE, MARBLE 

AND BRONZE Strictly Wholesale 
376 Western Ave., Brattleboro, Vt. • Phone 529 

THE HARRIS GRANITES 
froin Salisbury, North Carolina 

BALFOUR PINK 
CAR 0 LIN A PINK 
CAROLINA MODIFIED PINK 

THE HARRIS GRANITE QUARRIES CO., INC. 
Quarries, Shops and Executive Offices 

SALISBURY, NO. CAROLINA 
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The SEPULCHRAL SARCOPHAGUS 
and 

PRE-NEED SELLING 

The pre-need purchase of a mausoleum or sepulchral sar
cophagus is the one logical and practical approach ro the 
problem of pre-need solicitation. The consolation ro be de
rived from the above-ground interment can be stressed with
out placing the accent on the normal fear of death and dread 
of earth burial. The idea of "building a monument" ro one
self may quite naturally seem incongruous ro a large public, 
bur the idea of providing above-ground interment for the 

family involves an entirely different situation. 

The mausoleum or sepulchral sarcophagus 1s primarily 
functional and it serves its benifi.cent mission when, in the 
tragic hours of the first bereavement, it stands there ready to 

receive the one we have loved and lost, sparing us the ordeal 
of earth interment. 

Yes, these post-war sarcophagi in Buffalo should focalize 
dealer attention on above-ground interment as the ma jor 
approach in pre-need selling. In every community, the 
alert memorialist should have no difficulty in compiling a 
list of middle aged fami lies, or older, who could and should 
be approached on the subject whether in casual conversation, 
by means of tactful letters, descriptive literature or all three. 
The tax angle is an important argument. 

Money invested in a cemetery plot, monument, mauso
leum or sepulchral sarcophagus is forever free from taxa
tion. Emphasis should likewise be placed upon the fact that 
the depreciation of an estate, after inheritance tax deduc
tions, makes it far more economical. for the principais to 

make the provision while living. It is not only an economy 
but also a gratifying investment in peace of mind. Preach 
the consolation of above-ground interment. Preach the im
portance of making this provision for the family long m 
advance of tragic need. 

The three sarcophagi illustrated were erected by 
well-known M emoria ls Art-Crawford Inc. of Buffalo, 
N .Y. Excepting the Fiorella Memorial, which was 

produced by the Chio ldi Granite Co. of Barre, all 
these n1emorial s were manufactured in the shops of 

thi s prominent Buffalo firm. 

E. L . SMITH QUARRY 
DI V ISION OF ROCK OF AGES CORPORAT IO N 

BARR E, VERMONT 
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Massive Gang Saws Slice 

GEORGIA MAfIBLE 
REG. U. S. PAT. OFF. 

Here is where a Georgia Marble monument begins to 

take shape. The saw you see here has no teeth , yet it 

cuts through a material which has defied the elements 

down through the ages. Using the abrasive qualities of 

sand in water, its steel blades gradually slice the big 

blocks of marble into slabs of predetermined thick· 

ness. It takes 95 saws like this one, working night and 

day, six days a week, to keep a continuous supply of 

Georgia Marble Rowing to its ultimate destinations. 

From quarry to mill to monument, Georgia Marble is 

subj ect to constant quality control. As a result, after 

65 years of operating by this concept, our dealers 

have come to recognize that "Georgia Marble" and 

"Quality" are always one and the same. 

..,.. ___ Constant Quality Control - from Quarry to Jlf onument ___ _, 

GEORGIA MARBLE 
REG. U. S. PAT. OFF. 

The Marble with the Sparkling Crystal 

Produced by 

THE GEORGIA MARBLE COMPANY 

TATE, GEORGIA 

MONUMENTAL NEWS-REVIEW 
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WHAT MY TRADE ASSOCIA_TION MEANS TO ME 

Mr. Ashe, Tax Counsellor and former President of the Associated Business 
Writers of America, a trade Association of which he is the co-founder, is this 

month's guest editorialist. 

ONE of the most frequent criticisms leveled at the United 
States by visiting foreigners hastily viewing the American 
scene is that we are a nation of incurable "joiners." Regret
ably, not a few Americans claim to see some merit in this 
gratuitous fault-finding. Clearly, the implication is that formal 
fraternization and organization is slightly wicked_ 

Maybe so! Maybe so! But there is an impressive body of 
evidence which should lead to a contrary conclusion by 
thoughtful observers. This awareness on the part of Americans 
for the need to associate with each other through organiza
tions may very well be one of the major contributions that 
makes our nation great. As a footnote to this urge to "join" 
it needs pointing out that joining any organization in America 
is entirely a voluntary process, and it is completely devoid of 
the compulsions and the dragooning edicts peculiar to certain 
other countries. Whether an American belongs or does not 
belong to a particular organization is always subject to review 
by the individual in the light of his own conclusions and his 
own conscience. 

In perhaps no field of organization are the benefits, both to 
members and to society, more evident than in American busi
ness and trade associations. In place of Old World cartels 
there is New World free association of competitors. Instead 
of secret agreements restricting competition, there is open 
debate on business practices, and a constant upgrading of 
ethical values and standards, as expressed in voluntarily deter
mined codes of conduct by which members strive to live and 
let live within the framework of our free enterprise system. 

In local meetings, and in state and national conventions, 
association members come together to find new and better 
ways of doing things that have social value and which con
tribute to ' the well being not only of themselves but of all 
Americans. Here, in the best tradition of the Town Meeting, 
old approaches are re-examined and new concepts are formu
lated, later to be tested in the school of practical experience. 

Under the healthy sunlight of reason, members freely 
exchange know-how. They soundly believe that an informed 
competitor is a better competitor. Self-criticism is encour
aged. Without blunting the razor-edge of competition, they 
recognize that members of the trade have more things in 
common than they have differences or conflicts of economic 
interest. Mistakes are recognized after ~cl_emocratic debate and 
a free exchange of opinions. Only in a free society is this 
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possible, or even considered desirable. The free trade associa
tion is an unmistakable manifestation of a free society. 

Those who see something reprehensible in organizaztion, 
per se, make the fundamental mistake of confusing form with 
content. Presumably, if such critics read history at all-which 
is doubtful-they must conceive of even the first primitive 
tribes of man as evil. This was a view no doubt held by the 
long extinct saber-tooth tiger which was unalterably opposed 
to the association of man for his own protection, and for his 
advancement up the scale out of the primordial muck. The 
urge to "join," the need to "belong" is far older than the first 
crude wheel from which all modern trade and industry stems. 

Here's what my trade association means to me: 

1. It affords me an opportunity to know my competitors 
and to enjoy their friendship and respect; 

2. It provides a means for cooperation with my competitors 
for our mutual self-interest; 

3. It vastly strengthens my relative position in business; 

4. It provides a medium of exchange with others having 
similar problems, so that all benefit; 

5. It serves as my spokesman when, alone, my own weak 
voice could -not reach farther than a whisper in the tumult 
of others; 

6. It keeps me informed of trade trends and changes; 

7. It fights my battles aggressively when, if standing alone, 
I could only conduct at best a delaying rear-guard action; 

8. It spells out a code of ethics and business conduct for 
both my guidance and protection; 

9. It helps to determine uniform trade practices and it 
contributes toward the elimination of the business anarchy 
of cut-throating; 

10. It provides a forum through which my views can be 
expressed, and it permits and encourages me to help shape 
trade policies by which-even if I were not a member-I am 
competitively obliged to abide; 

11. It gives me a means by which I can fairly carry my 

share of the load in fighting the common battles of the trade, 
instead of riding free on the backs of others; 

12. If a trade is worth being in, it is worth being organized, 
and being a participating member. Because my trade is effec
tively organized, it is now a good trade, and one of which 
I am justly proud. Only organization has made this possible. 



The CROSS Surmounting 

THE MERCER design illustrated is No. F-31 in the series of new Bliss designs. 

The cross, ever a popular form of symbolic ornament, is being used today more than 

ever before as a surface enrichment in memorial design. The conventionalized 

hollyhock ornament is symbolic of ambition and forms an effective background 

and base for the cross. The band across the bottom of the die provides space for 

the inscriptions and ties in with the cross, thus completing the composition. 

This is No. 105 of a monthly series 

of designs produced in the studios of 

the Bliss Design Co. , Rockford, Ill. 
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A DANGEROUS FORM OF COMPETITION 

A memorial dealer complains that a competitor has induced 
one who contracted to buy a marker from him to reject the 
stone and buy one from the competitor, and asks us to discuss 
court decisions bearing upon his rights. 

First, we must note, however, that the woman who bought 
the marker and refuses to pay for it and removed it because, 
she claims, that the stone is not what she ordered. Of course, 
if that were true she had a right to reject the marker and 
buy from the competitor. 

However, if the complaining memorial dealer can prove 
to the satisfaction of a judge or jury that the marker con
formed to the contract and that competitor, knowing, as he 
must have known, that the woman had already contracted for 
the marker, induced her to break her contract to pay for it, he 
would have a good chance of holding the competitor liable, 
not only for the amount due for the marker installed, but 
also a much larger sum as punishment for maliciously inter
fering with the first memorial dealer's contract. 

Interference with contractual relations between two parties 
is a serious matter in the eyes of the law. "Competition is" not 
"the life of trade," when it is carried on maliciously. As once 
said by the Massachusetts Supreme Judicial Court: 

"One who interferes with another's business for the purpose 
of compelling present or prospective customers to w ithhold 
their patronage is responsible for the harmful consequences 
unless he shows a legal justification for such interference, and 
to constitute such justification, it must appear not on ly that 
the interference was in pursuit of a lawful purpose, like trade 
competition, but that it was carried on by lawful means." 
(God in v. Niebuhr, 128 N. E. 406, 236 Mass. 35 0. ) 

As reasonably might be expected the law frowns more upon 
a competitor inducing a third person to break a contract 
already made than upon inducing him not to make a contrctct. 
For example, it is a serious legal wrong to induce a prospect 
for a memorial not to order one from a competitor, by any 
sort of false representations, although proper to point out any 
good reason why the order should not be given to the com
petitor. Bue, obviously, it is much more serious and wrongful 
to try to break up a contract that has already been entered 
into. A standard legal treatise says: "Although by itself, with
out any further element of wrongfulness of motive or means, 
merely inducing the breach or nonperformance of an existing 
contract has been held not to be necessarily" wrongful, "mere 
persuasion not to perform a contract has been held sufficient to 
constitute a" wrong "where it is employed for the purpose of 
injuring the plaintiff or benefiting the defendant at the expense 
of plaintiff." (62 Corpus Juris 1143.) 

It will not do to say that the aggrieved memorial dealer can 
sue the customer who has broken his contract. As said by the 
Maryland Court of Appeals in the case of Knickerbocker 
Ice Co. v. Gardiner Dairy Co., 107 Md. 556, 69 At!. 405: "It 
is difficult to see why . . . a party to a contract should be 
confined to" a suit "against the other party for a breach of 
it, when a third party has been a deliberate cause of the 
breach for his own selfish or malicious purposes. To say that 
he has a" right to sue "the other contracting party is in many 
cases offering a mere shadow for substance, for oftentimes he 
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Conducted by 
A. L. H. STREET 

Authority on Cemetery 
Law and Legal Editor 

of the Monumental 
NewI-Review 

may have his trouble for his pay as the other party may be 
financially irresponsible." 

But if the complaining memorial dealer in our case failed to 
deliver the kind of marker and at the price called for by his 
agreement, the competitor may be in the clear. In a Montana 
case where plaintiff had broken his contract with his customer, 
when a competitor attempted to make a new contract with the 
customer, the Montana Supreme Court decided that the com
petitor was not liable in damages to plaintiff. (Burden v. 
Elling State Bank 76 Mont. 24, 245 Pac. 958. ) 

For further ass istance in this matter, our correspondent 
should consult a nearby attorney. 

CANCELLED ORDERS 

A prominent memorialist asks for legal data bearing upon 
the cancellation of orders for monuments. He writes: "We 
have been told that in our state a verbal contract is binding. 
Here we have a written contract." 

In every one of the states, the courts make an important 
distinction between an order and a contract, so far as concerns 
the right of a buyer to cancel. 

As we have frequently pointed out in these columns, an 
order for a monument, like an order for any ocher chattel, is 
merely an offer to buy, which can become a contract to buy 
only upon acceptance of the order by the party to whom it is 
addressed. Until acceptance, the monument man is not bound 
to sell. And, because there can be no contract without mutual 
obligation, the person signing the order can cancel it any time 
before its acceptance. (This is so whether or not a deposit 
accompanies the order, in which case the prospective buyer 
would be entitled _to its return on his cancelling the order 
before its acceptance or on the memorialise rejecring the 
order.) 

Until there is a completed contract, the buyer may cancel 
his order with or without cause, even if the order says that 
it is not subject to cancellation. The law says that it is unfair 
to bind the buyer to buy so long as the seller is not bound 
ro sell. 

But if the order be accepted before the buyer declares a 
cancellation, it cannot then be withdrawn, unless, of course, 

[Continued on page 55 



HUMANIZING, YOUR RELATIONSHIP 
-WITH SALESMEN 

Sales Management Staff, College of Commerce and Adminis

tration, The Ohio State University, Columbus, Ohio. 
( An C1ddress delivered cit :he M.B. of Ohio Convenlion) 

PROFESSOR CHARLES L. LAPP 

THE personal supervision of outside salesmen is an area in 
the practice of sales management which should be given an 
increased amount of attention by those charged with the 
responsibility of directing salesmen. In the areas of product 
development, pricing, financing, advertising, and personnel 
policies in respect to selection, initial training, and compensa
tion, considerable information has been made available in 
professional magazines, trade publications and books. Both 
in the literature and in actual practice, the personal supervision 
of salesmen has been neglected. Even where highly developed 
personnel programs have been initiated for the benefit of other 
workmen, the salesman upon whose efforts so much depends 
has been the forgotten man. Why! 

First, it is much more difficult to supervise the outside sales
man than other workers. The salesman works for hours, days 
or even weeks out of contact with his superiors. It is more 
difficult ro set standards of performance for salesmen than for 
the office or facrory employees. There is no assembly line that 
the salesman must keep pace with. 

Second, a large number of sales executives believe rela
tively little supervision of salesmen is necessary. It is their 
feeling that if salesmen are properly hired and initially trained, 
the cost in time and money necessary to supervise salesmen is 

unnecessary. 
Third, still other sales executives believe that a good com

pensation plan will accomplish all the objectives of super

vision. 
Fourth, a still larger number of executives neglect the per

sonal supervision of their salesmen because they feel that mass 
methods of supervision are all that are needed. Mass methods 
such as conventions, sales bulletins, contests, and sales meetings 
are good enough as far as they go, but they do not go far 
enough. These mass approaches are "shot in the arm" 
approaches that do not build the salesman to a permanently 
higher level of sales performance because they fail to consider 
the individual shortcomings of each salesman. 

Personal supervision of salesmen is the means by which 
the head hopes to make the fingers act to its bidding. I have 
seen companaies with beautiful sales plans whose sales per
formance is very poor. They are like the man with the big 
bass horn who complained, "I blow it in so sweet, but it 
comes out so sour." Typical of what I am talking about is the 
company which I know of that spent $10,000 developing a 
sales manual, but spent less than $50.00 to make sure that 
their salesmen made use of this investment. The spending 
of a little time and money on supervising salesmen is a small 

investment, but it is this small investment that insures that 
all previous effort and money have not been wasted. 

The proper personal working relationship with your sales
men is becoming important for another reason. The union 
leaders have stated that the some 800,000 outside salesmen are 
the next ones to be taken into the fold . Already significant 
inroads have been made in unionizing automobile, liquor, 
book, and other types of dealer salesmen. Salesmen are more 
receptive to the efforts of these union leaders than you may 
realize. In a random survey which I made of over two hundred 
salesmen in all types of selling, a little over 50 per cent stated 
they would give serious consideration to joining a union if 
approached by the union leaders. This threat must be headed 
off if executives are going to maintain complete autonomy 
over their sales forces. 

You may say your salesmen do not want more continued 
training, assistance, control, and motivation. Another survey 
which I made in three different areas of selling of two hun 
dred and thirty-one salesmen indicated that 75 per cent of 
the salesmen felt that an increased amount of supervision 
would increase their selling effectiveness. 

So far, I maintain, too little attention has been given ro 
the continued development of sales manpower. Lower sales 
volume per salesman than is possible is the price that is 
being paid every day for the lack of proper supervision. J. C. 

Aspley, writing in the 1950 Edition of the Sales Manager's 
Handbook, states that salesmen on an average, work up to 
only 30 per cent of their capacity. 
Danger Signs 

Danger signs such as the following will be indicative of 
where and when an increased amount of supervision may be 
necessary: 

1. Higher turnover of salesmen in a company, territory or 
region than in other comparable companies, territories, or 
regions. 

2. Higher percentage direct selling costs than found in other 
comparable companies "or situations. 

3. Increasing number of customer complaints. 
4. Improper utilization of time by your salesmen. 
5. Improper selling techniques used by your salesmen. 
6. Improper attitude of your salesmen toward selling, 

roward his company, toward his customers, and toward the 
products being sold. 

It is realized that some of these difficulties may not be due 
to supervision, bur are weaknesses in orher areas of sales 

[Continued on page 46 
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NOTES FROM 
A DESIGNER'S 
SKETCH PAD 

ORLANDO GuLATTo, itinerant stonecutter of 
my youth, had nothing that could legally be 
called a brain, but he had a remarkable voice. 
Careening homeward bound to his boarding 
house late Saturday nights the sleepy inhabitants 
along the way would be startled by snatches of 
arias from operas or love songs of his native land. 
For the few who silently cursed him there would 
be others who listened attentively and presently 
found themselves drifting dreamily into a Vene
tian night with Orlando at the oa.r. 

These nocturnal serenades along with his perpetual 
humming while at work attracted the attention 
of the boss. "Why don't you boys get together 
on some hymns? A little religious music might 
put the customers in the right mood to buy a 
monument.'' 

We said nothing for the boss was always pro
pounding ideas beyond our immediate compre
hension. He was a man ahead of his time . 
Today of course factories, even farms, are wired 
for sound, and Kreisler and Heifetz play not only 
to select audiences but to mechanics and cows 
as well. 

It took some tutoring to teach Orlando the words 
from a hymnal for he was practically illiterate, 
but he grasped the melody almost instantly . 
After about a month we were ready for rehearsal; 
the boss assuming the role of conductor. When
ever he wanted music he simply opened the door 
to the shop, tossed a small stone at Orlando, and 
presently, to the accompaniment of pneumatic 
tools and hand hammers, there drifted through 
the outer office and into the showroom the gentle 
refrain, "There's Not A Friend Like The Lowly 
Jesus.'' Later on we expanded our repertoire 
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to include such bracers as ··Showers of Blessings'' 
and "Bringing in the Sheaves ." 

What actual effect this had on sales was never 
revealed but I gathered it was successful, for the 
boss often slipped a cigar to Orlando on the sly, 
and once his spinster stenographer stuck her head 
in the shop beaming idiotically and shouted, 
''That was a right pretty tune.'' 

All went well until the morning following Deco
ration Day when Orlando showed up, flushed as a 
lobster and listing heavily to port. He had no 
sooner got into his apron and started his air 
hammer when the door flew open and the boss 
signaled for a hymn. We looked expectantly at 
Orlando but nothing happened. Three minutes 
later the door flew open the second time and the 
boss rapped sharply for attention; but Orlando 
was concentrating on the margin of a bottom 
base and paid no heed . Catching my eye the boss 
pointed at Orlando, turned his back and slammed 
the door. I walked over and shouted in his ear, 
"The boss wants a song." He leered happily 
and I retired to my banker preparatory to taking 
part in the quartette . 

Orlando arose from his work, spit out a wad of 
chewing tobacco, cleared his throat and in a 
powerful voice began a ballad we had never 
heard before . It was a lyrical little piece doubt
less of folk song origin with a melody that was 
entrancing. What the words were, if any, in 
its native tongue, I wouldn't know, but in 
English they were ribald and obscene as to make 
even the profane shudder . We lowered the 
pressure in our air hammers and listened to 
Orlando as if entranced. Verse followed verse, 
seemingly without end, each more licentious 
than the other. 

Once more the door banged open but this time 
there were no preliminaries. The boss flew 
across the shop in nothing flat, tore the goggles 
off Orlando's face and clipped him a hard one 
on the jaw. I thought afterwards that if he had 
followed through with a series of rights and lefts, 
aided perhaps with a peen hammer, he might 
have had a chance but he hesitated as if surprised 
at his own assault and in that moment there fol
lowed swift and terrible retribution . Orlando 
was arrested and thrown in jail charged with 
assault and battery with intent to kill, which was 
later · reduced · to assault and battery, finally to 
assault; and when he was hailed before the 
Magistrate he was charged with disturbing the 
piece, fined ten bucks and warned to leave town. 
Whatever became of Orlando I have no idea. He 
has probably long since gone to his reward for 
he was many years my senior. H he got into 
heaven which seems likely, on account of his 
voice, he is probably singing arias with the 
angels. 

Carl Kastrup 



CASE HISTORIES m P&U~ MEMORIALS 
Wdlt £iietdte1, lu;- Ernest Stevens Leland 

IT IS so much easier and so much more interesting to 
approach the prospect with the purpose of selling him an 
idea instead of an "item"; of helping him to personalize 
the memorial. 

All sorts of merchandising schemes, from the Fuller 
Brush to the Tiffany techniques, have been evolved to 
merchandise the bereaved. The amount of ingenuity, effort 
and money that has been expended is almost fantastic. Small 
wonder that the purchaser so often finds himself confused, 
bewildered and often discouraged. 

Why not sell sentiment before attempting to sell the 
memorial which is, or we say it is, an expression of senti
ment? 

While competitors are using the standard high pressure 
sales tactics, why not reverse the technique by addressing 
your appeal to the heart instead of the purse? 

Why not plead with the prospect to make the memorial a 
personal expression of sentiment, no matter how inexpensive 
the monument may be. 

Why not spend less time on shop talk and more time in 
finding an idea, a theme, motif, sentiment'." or association of 
ideas for personalizing the tribute? 

You will find that this approach to the true memorial 
idea will give you confidence in direct ratio to the degree 
in which you develop resourcefulness in selling personalized 

sentiment instead of stone, however good the stone may be, 
or however beautiful the designs . You will find that this 
professional approach to your work will open a new realm of 
opportunity in serving your public. 

In these art~cles we are trying to describe and illustrate 
some typical examples of personalization in both design and 
selling. 

The problem, as the reader will see, is to find - through 
interview, observation or enquiry - an idea for the memo
rial: what is known in fiction as a plot, in music as a theme 
or melody, in art a motif, in advertising as a ''hook or a 
gimmick.'' 

Personalization of memorials is the most important 
forward movement in monumental art; it is clearly the most 
resultful approach from the standpoint of salesmanship 
which, as all salesmanship should be, is based upon service, 
personal service. 

These case histories of personalized design, and therefore 
personalized selling, are intended merely to indicate the 
infinite number of ways in which any and all memorials 
can be personalized. Some of the stories or ''cases'' are 
factual, some drawn from the experiences of others, and 
some purely fictional or hypothetical. But whatever their 
source, the idea is to promote accent on sentiment, on a 
personalized service to the public through personalized 
memorials. 

The CASE of the GARDEN LOVER. Mrs. '"Welsley'" gained a nation
wide reputation as an artist and an expert in floriculture. Repeatedly, in 
major flower-shows, her exhibits were awarded grand prizes; several times 
in the National Show. Her untimely death was mourned by a vast circle 
of fri ends across the country . For reasons unnecessary to detail here, the 
memorial on Long Island was to be a tablet or headstone of modest propor
tions. Cost, materials, finish and other shop talk were subordinate to the 
one objective which the bereaved husband had in mind. Could such a 
simple stone be made beautiful? Could it be made to say something, to 
express something to mean something about the deceased? Over the mantle 
in the beautiful living room was an enlarged picture of a prize exhibit 
Mrs. Welsley'" had submitted several months before her death. In com
position it was a thing of almost startling beauty. What more logical, 
beautiful and appropriate than to use this floral grouping as a motif for the 
modest headstone? The small sketch illustrates the '"pattern" of iris 
leaves, flowers and lily pads with which Mrs. W. had won her last award. 
The other drawing illustrates a '"trial'" sketch, made at the home, intro
ducing a reproduction of the floral group together with the name, relation
ship, dates and an improvised epitaph: Heaven is Her Garden.". 
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The CASE of the ENTRANCE PORTICO: The "Noris" family were people 
of wealth, with the usual town house and country place. Mr. "Noris" 
was a famed international banker who accumulated a fortune before his 
death after World War I. Naturally, the attorneys and the widow 
were beseiged by memorialists. The confusion of ideas became more 
confused with the complications which continued to develop in closing the 
estate. To both Mr. and Mrs. "Noris'', their beautiful estate in the South 
was a constant haven of rest and happiness. A striking feature of the huge 
mansion was the entrance portico, through which the two with their 
children had so often passed. Moreover, both husband and wife were 
enthusiastic admirers of colonial architecture, exterior and interior. What 
more natural, therefor, than to suggest an adaptation of the portico for a 
memorial on the spacious plot? The idea was received with enthusiasm 
by Mrs. N. and the family, and later by several memorialists at work on the 
"case." But things did not go so well with the "Noris" fortune, as with 
hundreds of other wealthy families in the thirties. The executors insisted 
that the "portico" idea would need to be radically reduced in size and cost, 
or else abandoned. But Mrs. N. was reluctant to abandon the sentiment 
and beauty of the iclea, while she appreciated the fact that a miniature or 
dwarf reproduction would be in poor taste. Hence it was proposed that 
only one side of the portico be repr9duced, using the paired or coupled 
"Tower of the Winds" columns in their actual size; preserving them for 
posterity and at the same time symbolizing the two, husband and wife. 
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The CASE of the ORIENTAL URN . Mr. and Mrs. "Drew" were con
firmed world-travellers who spent much of their time in the Orient and the 
Near East. On one of their journeys they had a special mission. They 
were building a huge country place and they had eyes for objects of art 
with which to beautify the residence and the grounds. Somewhere in the 
Near East they saw a huge ornamental urn, impressively simple in design 
but exquisitely shaped in contour by an artist who, in by-gone days, had 
the time and devotion to perfect the superb contour. The marble urn was 
purchased and shipped to America where three reproductions were made. 
These reproductions, together with the original, formed the sightly and 
impressive adornments to the great terrace. Upon the recent death of 
Mr. "Drew", the family confronted the usual confusion and uncertainty 
in deciding upon a memorial, the idea for an ideal memorial. The spacious, 
long and narrow plot permitted almost any type of memorial; and almost 
every type seems to have been suggested. The above sketch was submitted 
upon hearing how the Great Urns, some nine feet six in height, had been 
acquired: the idea being to use the original urn save for the fact that the 
material was probably not permanent enough for this climate. ·The idea 
was seized upon with gratitude and, with genuine reluctance among all con
cerned, it was decided to reproduce the great urn in granite like the low 
wide sweeping screen which embraces all the interments, present· and future, 
on the plot. 
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Four Studies in RECTANGULAR DESIGN 

By CONRAD KENERSON 

Kenerson Design Studio 

Barre, Vermont 

EVERY business, vocation, and profession has its particular 

"Bete Nair" The editor has his deadline, the orange grower 

the frost, the singer the sudden sore throat, and the memorial 

designer the perpetual demand "for something NEW" .. . "some

thing different". This indeed is the black pixie on the designer's 

bedpost , and correspondence and talks with fellow members in 

my profession or vocation or what ever one chooses to call the 

craft, assure me that the black devil is not my own personal 

gremlin . Be that as it may, more and more I dwell on the per

sistent words of Ernest Leland, "that it isn't the contour that 

matters, it's what you put on the surface ... no one yet has ever 

improved upon the Golden Rectangle . of the Ancient Greeks'' . 

In preparing this month's offering I was once again made acutely 

aware that the rectangle offers· far more latitude in achieving 

variety and design appeal than do tricky contours. In these four 

sketches I have attempted to show four "different" designs using 

the same form, with each one being subject to an infinite number 

of variations depending upon the symbols or ornament used . 
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\VHAT·\VE•KHP lN·MIMOll.Y 
IS · OUll.5 · UNCHANGE:D , FORE.V€.Q. 

This is No. 50 of a new series of designs by Carl Kastrup 1704 Auburn St . , Rockford, Ill. 

BALANCE 
SEVERAL years ago a spirited controversy raged briefly through the pages of this 

magazine (how far back I can't remember but I think it was during the Coolidge 

administration) whether the ornament should be on the right or the left side of 

the family name . I couldn't see at the time and I don't see now that it makes any 

difference - so long as the composition is in balance. Last March I had a design 

with the ornament on the right side . This month it appears on the left. When 

Autumn rolls around it will probably be back again in the center. 

Balance is the nucleus or rather the essence of design and a high regard for the laws 

of equilibrium is early impressed upon the mind of the student designer who spends 

a good deal of his time balancing his T square on his head. Even today I can place 

a T square on my chio, where it remains perfectly rigid, for several minutes at a time. 

If there was any point to it I could let it remain there for the better part of an hour. 

Designers make good jugglers and it's a known fact that juggiers have a fine sense of 

design, proving, once again, how the arts have a tendency to complement each other. 

Carl Kastrup 
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l\ilODERN ART rescues COLONIAL CRAFTSMANSHIP 

by MARTIN N. RALPH 
South Woodstock, Vermont 

EDITOR'S NOTE: The possibilities of this ingenious and attractive " restora
tion'' of two ancient slate tablets and the placement of the monument on a more 
prominent site might well be emulated in countless cases in Colonial America. 
The idea might also be worth consideration in private cemeteries, not only for 
''restoration'· of tablet memorials within the cemetery itself, but also for the 
relocation of ancestral monuments now in abandoned f amity burial grounds or in 
other neglected graveyards. 

ONE of the most a~pealing of Colonial memorials stands 
at the edge of Vermont State Highway 106, just south of the 
village of Felchvil1e. It commemorates the birth of a 
daughter to Captain James Johnson and his wife, Susannah, 
while the whole family, with some others, were captives of 
the Indians, the night of August 30th, 1754-

Crude as the ancient stone carving appears by modern 
standards, nevertheless this very crudity increases its attrac
tiveness to our eyes. It is apparent that the carver had 
much more experience with lettering than with figures, 
and the alphabet he used is of a truly beautiful design. The 
scarcity of stone suitable for memorials at the time these 
were made is evidenced by the fact that although he made a 
mistake in the first line of the smaller stone, he just crossed 
it out and went ahead, instead of using another stone. 

Influenced, perhaps, by the symbolism of heraldry so 
widespread in European memorials and monuments, the 
carver apparently could not resist the urge to show on both 
stones the weapons of the Indians, bows, arrows, toma
hawks and war clubs. On the larger stone we also see a 
tree to remind us of the forests of the time, and leaning at 
its foot, the muskets of the white men. On the smaller 
stone, against a cross-hatched background, is the unmis
takable figure of the baby. On the larger stone is another 
figure, which today is thought to be that of an Indian, as 
it is wearing no clothes and has no hair. 

The inscription on the smaller stone reads : 
(note correction in photograph) 

On the 31st of 
Auguft 1754 
Capt. James 
Johnfon had 

a Daughter born 
on this fpot of 
Ground, being 

Captivated with 
his whole Family 

by the Indians. 

The larger stone bears this inscription: 
this is near the fpot 

that the Indians Encampd the 
Night after they took Mr Johnfon & 

Family Mr Laberee & Farnfworth 

August 30th 1754· And Mrs 
J ohnfon was Deli verd of her Child 

Half a mile up this Brook. 

When troubles near the Lord is kind, 
He hears the Captives crys 
He can fubdue the favage mind, 
And Learn it fympathy. 

The use of the .. f · or long .. s" in the same text with 
the short "s" we use today, is, of course, typical of the 
period when the present form of the letter was coming into 
use. The use of "captivated" and of "learned" is also 
different from our modern usage, and increases the attrac
tion of these early memorials . 

But despite the attractiveness of these primitive markers, ,.........--
1 .. . . - ln i<)i8-

'1hescr 5tcn<:< were placed 
1iI rhcir pn!scnt· P<'~11rcn 
b· a l )c0Cl'nrl<1ni- cf',__., 
G r;t:. ,, .. J~ ' ·IE'Jci 1~sc>: 
and ~CS.\~~: H. hi; '"&' ., 

Ancestral pride and the cooperation of the 
State of Vermont combined to help per
petuate an incident of history deserving of 
memory. The oroginal slate tablets, 
located on an abandoned farm site far 
from the road, were inset in Barre Granite 
by a descendant of those pioneer Ver
monters, and the new monument was 
given a roadside location on Vermont 
State Highway zo6, not far from Fefch
ville, Vermont, as well as a parking 
area . 



they would be largely ignored today, and t'robably hidden 
unseen in a field or thicket, had it not been for the thought
fulness of an anonymous descendant of Captain Johnson and 
his wife, who in 1918 had the stones mounted as shown in 
the photographs, and placed by the side of the highway for 
the instruction and pleasure of the passersby. And in 1949 
the Vermont Highway Department, realizing that the 
passersby of today travels in automobiles, provided the 
space to pull out of the way of traffic and to view the ancient 
stones in comfort and safety. This work was done when 
the bridge shown in one of our photographs was widened. 

This sympathetic and intelligent treatment has not only 
restored the historical record function of these Colonial 
stones , but has enhanced them. 

If monuments are to gain the position they should have 
in the public mind, they must not only be appropriate to 
their subject matter, they must also be located where 
they will catch the eye of the passing motorist, and have 
provision made for him to be able to read the inscriptions 
and view the monuments in both safety and comfort. 

When we consider the changes that have come to pass in 
the less than two hundred years since Mrs . Johnson was 
··deli verd of her Child ' ' while captive of a band of Indians 
and in a forest encampment, the importance of adequate 
monumental memorials to mark the spots where history is 
and has been made becomes apparent . There can be no 
better example of the fact that memorials are not an egotis
tical expression of prideful eminence, but rather a reminder 
to future generations that" it happened here". That pos
terity will be grateful is shown by the action of the Descend
ant of Captain James Johnson and Susannah, his wife. We 
wish, and we know that future generations will also, that 
he had not been so modest as to remain anonymous. Surely 
a small legend showing who he was would be appreciated 
by the passersby of the centuries to come, just as would a 
discreet notation of the designer-carver of the earlier stones, 
who will forever be unknown to us as we think of him 
laboring in his leather apron and wearing his tricorne hat, 
all unmindful of the pleasure he was to give us with his 
quaint inscriptions . 

Another Historic Vermont Monument 1s "RESTORED" 
In this photograph and story by Martin N. Ralph, retired 
army Colonel living in South Woodstock, Vt., we find that 
our most recent regular staff writer ends his theme with a 
strong editorial question . We were also pleased to learn 
that the Colonel has his heart in his work and currently is 
actively engaged in a local War Memorial project. 

j\ VERMONT town meets its obligations to it's 
monument and to summer visitors. The photo-

graphs show how the town of Pittsford, Ver
mont, has put in order the monument at the site 
of Fort Vengeance, erected in 1780. The marker, 
on U. S. Route 7, just north of Pittsford, was 
out of plumb and hard to read. So it has been 
provided with a new base, squared up, cleaned and 
relettered. In addition, a landscaped pull-out 
space is being provided so visitors may get out 
of the way of traffic and read the monument in
scriptions at their leisure and in safety. This 
convenience is particularly important in New 
England, where many of the visitors from other 
sections are not only interested in the memorials 
which mark the scene of events in our country's 
historic past, but also wish to read the names , 
hoping to come across a reference to their ances
tors or collateral relations . Monumental dealers 
on their Sunday drives will do well to check the 
condition of local memorials . Putting them in 
good repair and pointing out their importance 
to visitors and to future generations may help 
open the door to the erection of new monuments . 
What notable event of your town is not per
manently recorded for students of history and 
tourists of the future? 
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SCHRAMM INC. CELEBRATES GOLDEN 
ANNIVERSARY 

SCHRAMM INC., Manufacturers of air compressors, West Chester, Pa., 
are celebrating their fiftieth anniversary this year. 

Starring with a modest little machine shop in Philadelphia, Pa ., Janu
ary 2, I900, SCHRAMM Compressors are now built in a large, modern 
factory covering an area of I7 acres . 

Chris D. Schramm, the founder, originally dedicated his business to 
servicing and selling gas engines. In I901, Henry N. Schramm, now 
President, joined his father at a time when electric ignition was being de
veloped for gas engines. Together they developed a make-and-break 
spark ignition head that quickly established them as gas engine experr.', 
along the Atlantic Seaboard from Maine to Florida. 

The next important development was the first complete portable engine 
driven compressor in I908, featuring an interchangeability of parts that 
has become one of the outstanding features in the development of all 
SCHRAMM Compressors throughout the many years of this firm's exist
ence. 

PLANTS, MEN and MACHINES 

MONUMENT FOR BULL 
Applying finishing touches to a special grave marker is Fabian 

Monfils, of the Kenosha Monument Co., of Kenosha, Wis. 
shown above, who made the stone for King Bessie Senator, six
time All-American Holstein bull. The $so,ooo animal, owned 
by E. H. Ravenscroft, Glencoe, Ill., died last December. The 
bull was considered the most perfect specimen of the breed ever 
known. Monfils said the monument will be erected over the 
grave on the Ragenglen Farms. Editor's Note: which causes 
us to ask the popular erstwhile M.B.A. president, ":hy the 
Bull Set? Sorry. 

WINTER COMFORT AT ROCK OF AGES WITH 
DRAVO HEATERS 

High roof and large door openings made the problem of providing 
comfortable working temperatures during the winter a difficult one 
at the Barre, Vermont, granite plant of Rock of Ages Corporation. 
One of three Dravo Counterflo oil-fired heaters that was installed 
last winter to sol ve the problem is shown at the left. Even with 
outdoor temperatures as low as -30 degrees, the large plant interior 
was kept comfortable by the three heaters. 

ONE-MINUTE PHOTOS HELP BUILD MONUMENT SALES 
A novel sales-promotion plan involving the use of the new Polaroid picture

in-a-minute camera has been introduced by Johnson Memorial Company, 
Salisbury Street, Myersdale, Pennsylvania. (Mr. Johnson is shown in action 
above.) 

"We make a lot of monuments and markers of our own design", says Mr. 
Johnson, "and often a customer asks for a sample design in a hurry to show 
other members of the family'·. This is where the Polaroid one-minute camera 
steps into the picture . Mr. Johnson snaps several sample memorials and in a 
matter of minutes hands his customers finished prints which he has just re
moved from the back of the camera. Customers then look the photos over 
in the privacy of their own home with others in the family, and without loss 
of times elect the memorial they want. Customers appreciate the personalized 
service and tell their friends about it. 

NEW 2 MILLION DOLLAR 
PLANT BUILT BY THE 
CARBORUNDUM CO. IN 

VANCOUVER, WASH. 
The Carborundum Company has 

started production of "CARBOR
UNDUM" silicon carbide in a new 
plant in Vancouver, Washington,- it 
was announced by H. K. Clark, 
President of the Company in Niagara 
Falls, New York. Costing over two 
million dollars, the new plant is lo
cated on a 99 acre site adjacent to the 
Port of Vancouver Terminal, Num
ber Two, and is considered one of 
the most modern plants of its kind 
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and rotary saws and other latest 
granite working machinery-over 
50 years of experience. 
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Continued from page 28] 
management. It is my contention that as such difficulties are 
analyzed more of them will be found to be the fault of 
improper supervision than is now realized. For example, in a 
company having a high turnover of salesmen that I have 
recently done some work for, it was found that 75 per cent 
of their turnover in salesmen could be attributed to supervisory 
difficulties. 

If I have created an interest in improved supervision, then 
specifically how can supervision be improved? First, it is my 
belief that supervision should be defined. To me it is the per
sonal working relationship between the salesman and his 
superiors. The purpose of supervision should be to establish 
a program that would strengthen that working relationship. 
In my opinion, this can be done by the adequate planning for 
supervision, organizing for supervision and most of all, the 
proper performance of the actual supervising of the salesmen. 
Planning for Supervision 

Planning for supervision requires that it be determined what 
activities you want a salesman to perform. Where job analyses 
have been made and the specific activities told the salesmen, 
I have heard them reply, "For the first time in the ten years 
that I have worked for this company, I know what I am sup
posed to do." Next, planning means not only that each sales
man must be told what to do, but in addition, how much he 
is to do. This involves setting specific standards of perform
ance. Too often the standard of performance is so much sales 
volume. You recognize as well as I do that sales volume is 
important, but it isn't the whole story. A certain type of gross 
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Erected by F. C. McColm Granite Co., Huntington, West Virginia 

- - USE DIXIE BLUE GRANITE for your IUOuumeuts large 01· small, fo1· you1· complete satisfaction · -

DIXIE GRANI'l"E COMPANY 
QUARRIERS SAWYERS POLISHERS BUILDERS OF FINE MONUMENTS 

ELBERTON ... GEORGIA 

profit is what you really are seeking from each salesman. 
Those expenses which are controllable by the salesman should 
be charged against his volume. Even going this far may be 
misleading. In addition, it must be determined the relative 
difficulty faced by each salesman in his terrirory, such as 
distance between cusromers, etc., which are beyond his control. 
Organizing for Supervision 

CENTURY BRONZE FLOWER VASES 

The second phase of a complete supervisory program con
sists of organizing for supervision. For small dealers it is not 
a problem of charts, organization manuals, ere., as in the case 
of such companies as Standard Oil, General Morors, and 
Proctor & Gamble. In their case, it is the problem of rime 
allocation. You must set aside a sufficient amount of time ro 
be sure that each salesman is contacted frequently enough in 
the field, receives enough help in personal office conferences, 
and where such contact is nor feasible that a satisfacrory per
sonal working relationship is maintained through personal 
letters, telephone calls or telegrams. 

The final phase of supervision, that of the actual supervising, 
breaks itself into four major purposes-continued training, 
control, motivation, and communication. 
Continued Training 

Because a salesman was once trained does not eliminate the 
need for continuous training. Selling conditions and products 
are constantly changing. Even if market conditions were static, 
continued training would be necessary. A detraining process 
is constantly raking place. Even when a salesman has been 
taught proved selling techniques, he drops them one by one 
sometimes replacing them with other techniques which may 

[Continued on next page 
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Century Spun Vase 

Offer New Profits For Dealers 

Send your order in today for these two new 

profit-makers- the New Century Cast Vase and 

the New Century Spun Vase. Each comes com· 

plete with bronze underground container. Each 
is invertible. May be used in upright position to 

hold large bouquet; may be dropped to ground 

level ; or may be inverted and completely sub

merged. Available with chain, and with name and 

date plates. 
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Stewart products by sending for lit
erature. Scores of items are available 
for immediate shipment. When writ; 
ing please mention products in which 
you are especially interested. 

STEWART 
PRODUCTS 

Iron and Chain Link Wire 
Fences and Gates 

Gateway Arches 

Wire Mesh Partitions 
Window Guards 

Steel Folding Gates 
Ornamental Lanterns 

Bronze Plaques 
Flag Poles 

Settees, Railings, etc. 

several heights, weights and styles, from low 

lawn fence to non-climbable type with barbed 

wire overhang. Style 3TH is illustrated above. 

STEWART PLAIN AND ORNAMENTAL IRON 

FENCES, GATES AND GATEWAY ARCHES 

are a vailable in man y designs to mee t a ll 

Tl-llS CORNIC~ MOLDING 
CUT ON OUR Model SSM-l-49A 

WIR~ STON~ SAW 
SAVING SE:VrnAL DAYS TIME: 

THIS MACHINE IS NOW GIVING VERY SATISFACTORY 
SERVICE AND PRODUCING REAL PROFITS FOR USERS IN 

VARIOUS LOCATIONS OF THE COUNTRY 

GET FIRST HAND INFORMATION 

L. M .GILBERT COMPANY 
DREXEL BLDG., PHILA., PA. 

FLAG POLES 
a 1·e made of fu II 
weight, stand
a rd pipe, heav
ily galvanized. 
\i\lhen writing 
for prices please 
indicate height 
abo ve th e 
g round line . 

1752 Stewart Block 
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Cincinnati 1, Ohio 

Experts 1"n Metal Fabrications Since 1886 
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or may not be better. The salesman begins, as he becomes 
more experienced, to take short-cuts that finally catch up with 
him. The need for continuous training was pointed up recently 
in a survey made by the Editors of Purchasing Magazine, in 
which they found that 34 per cent of the purchasing agents 
surveyed felt that salesmen calling on them roday were less 
qualified than they were before the war. 

The areas in which salesmen want continued training are: 
L Selling techniques. 
2. The "why" of company policies. 
3. How to plan their work. 
4. Training for more responsible jobs. 
5. Product information. 
6. Methods to use in prospecting. 
It is my feeling that too often the poor salesmen receive too 

great a percentage of your help and effort. I believe the sales
man who will often produce the greatest results in reward for 
your efforts is your top salesman. If this problem of which 
salesman should receive yqur time and effort were approached 
in the following manner, your time would produce more 
effective results. For example: 

SALESMAN A 

Past weekly sales averaged 
Estimated possible sales 
Training time necessary to bring the salesman 

$500 
$800 

up to $800 performance 20 hours 
SALESMAN B 

Past weekly sales averaged $300 
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$500 
Training time necessary to bring the salesman 

up to $500 performance 40 hours 
It is obvious by making such an analysis as the one above that 
Salesman B with the lowest sales volume is not the one to be 
given your attention. Your first twenty hours can be more 
profitably given Salesman A. Also, just because Salesman A 
is your top sales producer is no reason to believe be does not 
need your attention. You would bate to lose him most, but 
failure to give him attention may result in his going to a 
competitive sales organization or into business for himself. 
Sales Control 

The second purpose of personal supervision is to provide 
adequate sales control. The first step is routine planning. Sit 
down periodically with your salesman and the two of you 
decide on what customers be should call, and what prospects 
be should be developing. Unless routine plans of this nature 
are made, it is often found upon analysis that a salesman may 
be spending as much as 80 per cent of bis time on customers 
who produce less than 10 to 20 per cent of his business. 

The second step in control is to schedule each salesman's 
efforts. The two of you work out where he will go each day 
and each week for a period in advance. Decide how often 
each account is worth contacting. 

The third step is preparation. A complete list of items to 
be taken care of by the salesman and your office help should 
be prepared. If such a procedure is not followed, considerable 
time may be lost by the salesman making requests for certain 
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ABRASIVE PRODUCTS COMPANY 
Factory and Office - LANSDOWNE , PENNA. 

Canadian Agent - Ritchey Supply Co., To ronto , Ont. 

SPACERITE PIU!.~ 
VERMARCO ALPHABETS 

IN DOUBLE OUTLINE 

(A)~ (C[D) ~ ~ w (P ~ ~ ~jJ ~ [L[fffi) [fl) 

(Q) ~@~~1J(ill~ lliill~~C2~: 

Alphabets 

1%" 
lV2" 
1%" 
2" 
2%" 
3" 
3%" 

~ ~~~~@>?l@~(Q)c=~ 
PRICE LIST AND SIZES AVAILABLE 

Each 

.. . .... . . $0.45 

. . . . . . . . . .50 

. . . . . . . . . .54 

. . . . . . . . . .58 

. . . . . . . . . .76 

. . . . . . . . . .94 

......... 1.12 

Alphabet 

. . . .... . . $12.60 

..... . .. . 14.00 

... . ..... 15.12 

......... 16.24 

......... 21.28 

......... 26.32 

. ... ..... 31.36 

Alphabet and 
14 Extra 
Letters 

......... $18:90 

... .... .. 21.00 

... ...... 22.68 

...... . .. 24.36 

. ........ 31.92 

..... . ... 39.48 

. . . . . . . . . 47.04 

Numerals Each Set 

1%" . . ..................... . 
l V2 11 

•• • ••••••••••••••••••••• 

13/411 
••••• • ••••• ••• •••••• •• •• 

$0.45 .... .... . $ 4.50 
.51 . . . . . . . . . 5.10 
.55 . . . . . . . . . 5.50 

Adjustable dash ends included in each set of numerals 

SPACERITE COMPANY 
56 Berlin Street WOLLASTON 70, MASS. 
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things by phone or letter. 
The fourth step is order-giving. A breakdown in order

giving is symptomatic of general breakdown in the general 
working relationship between the salesman and his superior. 
The five most common errors I have found in order-giving are: 

1. The giving of orders that are not clear. 
2. Not checking to be sure that a salesman understands an 

order. 

3. Not checking to be sure the person given an order is 
qualified to carry it out. 

4. Giving orders that do not meet the needs of the situation. 
5. Giving orders which are inconsistent with previous 

orders. 

The fifth step is travel with your salesmen in the field and 
observe their actual sales performance. Be sure when working 
with a salesman in the field to assume a role of a super-teacher 
not a super-salesman. Many salesmen say, "My sales manager 
is a super-salesman but a mediocre manager." 

Sixth step is to record information from the salesmen's 
reports and other sources of information that will be useful 
in evaluating the strengths and weaknesses of each salesman . 

The seventh step is to evaluate each salesman's performance. 
Both an objective and subjective evaluation should be made 
in reference to the specific standards set up during the plan
ning phase. An objective evaluation of each salesman's per
formance can be made in the following manner. Assume 
four standards of performance of a typical salesman are set 
up as follows: 
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Calls per week 
Percentage of customers sold 

Total weekly quota 
Average sale per call 

40 
66 )0 

$3000 
$75.00 

After such standards have been established, an analysis of each 

salesman's performance can be helpful in determining what 
needs to be done to improve an individual salesman's per

formance. For example, if a salesman's past performance looks 

like this: 
Calls per week 
Percentage of customers sold 

Total dollars sold 
Average sale per call 

54 

30 o/a 
$1080 

$20.00 

Field travel with this salesman is apt to verify what might 
be surmised from an analysis of his call reports. The salesman 

is trying to make too many calls, calling too frequently on 

some customers, and not making an effective sales presenta
tion to the customers called on. This salesman could see what 

to do and as a result the following week his performance was 

as follows: 
Calls per week 

Percentage of customers sold 
Total dollars sold 

Average sale per call 

38 

62 o/o 
$3129 

$84.00 

Each salesman analyzed may show the need for a different 
type of action. For example, an analysis of another salesman's 

performance wa~ as follows : 
Calls per week 2 5 

[ C ontimted on next page 
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CONTRASTING MATERIALS 
In combining the beauty of Carrara Marble with 
the contrasting granite monument and base, we have 
developed this attractive family memorial. The die 
and base can be finished in Dark Barre, Elberton 
Blue, Hedquist Pink, Salisbury Pink, Rose Damask, 
or Pilgrim Pink,- also Balmoral Red Granite. 

Write for Prices Today! 
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37 PARK.WOOD BOULEVARD 

MANSFIELD ...... OHIO 
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Percentage of customers sold 72 % 
Total dollars sold $2375 
Average sale per call $95.00 

Obviously this salesman was not making enough calls and 
possibly could afford to profitably contact some of his cus
tomers more frequently. This salesman changed accordingly, 
and his next week's performance was as follows: 

Calls per week 34 
Percentage of customers sold 65 % 
Total dollars sold $2860 
Average sale per call $84.00 

Thus, such objective evaluations will help you to give specific 
help to each salesman. 

In addition to an objective evaluation, a subjective evalua
tion of the salesmen's performance should be made on such 
factors as the following: 

1. Knowledge of the company, products, prices, policies, 
and plans. 

2. Personal appearance. 
3. Judgment and common sense. 
4. Aggressiveness. 
5. Attitude toward his selling job. 
6. Planning and preparation of sales calls. 
7. Use made of sales aids furnished. 
8. Use of time. 
9. Relationship with his customers. 
10. Relationship with other salesmen. 
11. Relationship with his superiors and personnel in other 

departments. 
12. Leadership qualities. 
The last step in sales control is corrective action. The 

emphasis on corrective action should be constructive rather 
than the reprimanding type. 

Now to move on to the motivation of your salesmen. There 
are two types of motivation-negative and positive. Character
istics of the negative type are as follows: 

1. The sales supervisor orders salesmen to do things, when 
a request would be more effective. 

2. The salesmen respond with a top performance only as 
long as a threat is held over them. 

3. The sales supervisor is very apt to be unreasonable rn 

his demands. 
4. The sales supervisor gives detailed orders and soundly 

reprimands salesmen for not carrying them out in every detail. 
5. The sales supervisor delegates very little authority to 

the salesmen. 
There are a few cases where negative motivation is necessary, 
but in a far greater number of cases I feel motivation should 
be of a constructive man-building nature. 

Every manager of men knows that in spite of good selection 
methods, in spite of good initial and continued sales training 
and a technical control system of p lanning, scheduling, prep
aration, order-giving, observing, evaluating, and correcting 
salesmen that some salesmen fail, quit, or fall short of their 
best work. It is through the developmental motivation that top 
sales performance can be made a reality. The key to better 
motivation of a salesman lies in humanizing your face-to-face 
relationships with him. What is needed, I think, is more con
sideration in the direction of finding out what can and cannot 
be done in your face-to-face relationships with a salesman 
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GRANrl,E CO. 
ST. PETERS, PENNSYLVANIA 

t0 facilitate rather than co impede growth, learning, and spon
taneity, as well as getting things done. 

The proper organization structure, procedure, and control 
can provide a working relationship between salesmen and 
superiors, but unless the fourth dimension, that of motivation 
is attended co, the whole relationship will be of a cold, sterile, 
mechanical nature. 

There are what might be termed four levels of motivation 
under which salesmen operate, the level of self-interest, the 
level of mediocrity, the level of aspiration, and the level of 
commitment. 

The level of self-interest is the absence of supervisory 
motivation. At this level sales executives assume very little 
responsibility for the salesmen's success. Only those salesmen 
are retained who are capable of self-motivation. Self-motiva
tion is an admirable characteristic, but most salesmen need 
help in the development of this quality. The records show 
what happens when salesmen are left to their own fate. The 
turnover of the sales force is high. In these companies it is 
a constant process of hiring and terminating salesmen ad in
finitum. The essence of the philosophy of these companies is 
embodied in the following statement sent tO the branch mana
gers of a nationally known sales organization : 

"We need 10,000 new sales producers to insure a steady 
sales producing staff of 1,500 sales representatives." 
The companies operating at this level of self-interest have a 
short run viewpoint instead of the positive, long-run develop
mental viewpoint. 

The second level is what I term the level of mediocrity. At 
this level a salesman is not developed tO make decisions. Most 
decisions are ready-made for the salesman. The salesman at 
this level becomes merely an automaton, a "Charlie McCarthy" 
type that moves on a string and echoes the voice of top 
management in a soulless and uninspired manner. This phi
losophy was typical of the so-called production efficiency 
experts of a couple of decades ago. The salesman at this level 
is cold what to do-he does it and no more. In return the 
company gives him a salary, job security, and reasonably good 
working conditions. At this level the sales supervisor should 
make sure that each salesman understands his method of com
pensation. In three sales forces where I have taken an opinion 
survey, I found from 20 per cent tO 30 per cent of the sales
men did not understand their method of compensation. Be 
sure, at least, that each salesman is satisfied with the territory 
or cusromers assigned him. In the same survey I found 25 co 
40 per cent of the salesmen were dissatisfied with their terri
tory. At this level of motivation the salesman, as a human 
being, with the exception of security and somewhat favorable 
working conditions, is being forgotten. 

The third level of motivation I term the level of aspiration. 
At this level man power development really starts. The sales
man by means of a combination of education for a higher 
standard of living, plus an incentive payment arrangement is 
made tO want to do a better job. The basic motive being used 
is co satisfy the salesman's urge for prestige. A part of this 
urge can be satisfied by mere recognition and praise on your 
part. That is why some companies do not call their salesmen 
as such, but rather call them engineers, merchandising special
ists, or district managers. When a salesman overcomes a 
difficulty in his job or his own personality, praise him for it
preferably before others. Make the praise specific rather than 
general. If the salesman has performed well over a period, 
reward his efforts with written recognition. If the salesman 
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Rubber Upholstered 
Dual 

Pneumatic Tires 

MODEL S-5 
PRICE $88.90 

Net 
F.0.B. Orangeville, Pa. 

Fully Descriptive 
Folder sent on Request 

Standard and 
Special Trucks 

Wri~e for catalog 

ORANGEVILLE MFG. CO. 
Orangeville 14, Pa. 
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3lf 3lt's C!Coloreb ~ranite 
fjup ~be fjest ~eller 
SWED ROSE RED 

For rough blocks write to : 

Globe Marble & Granite Corp. 
Chatham Phenix Building 29-28 41st Ave., Lang Island City I, N.Y. 

For finished monuments inquire at your nearest 
wholesale manufacturer. 

Watch Our Space for Important News 

about BOND RI-
the Miracle Water Repellent 

for Granite 

C. E. CLEVELAND LITHICHROME CO. 
FORT SCOTT, KANSAS 

Home of the Four Aces of the Monumental Industry 

Hilite ... Shadow ... Florachrome ... Bondri 

BARRE, 

PERMANENCE 
and BEAUTY 

Along with permanence and beauty, 
always of first importance in 

a monument, we add our 
reputation for dealer cooperation. 

ZamyWii & ffiuttwm 
~/41111~ 

V E R M 0 N T ~UIL!!J 

CHARLES L. LAPP . . . 
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has materially contributed something to the welfare of his 
group, make the praise public by seeing that the salesman's 
accomplishment is made known in trade publications. At this 
level not only is the salesman given prestige, but is given 
the f~eling of power. Develop the salesman so that he can 
make more of the day to day decisions confronting him. Don't 
constantly encourage the salesman's customers to come to you 
for concessions. Strengthen the relationship of the salesman 
with his customers by channelling all answers to requests, 
made by customers, through your salesman. 

At this level the salesman must be made to feel that he 
has a future with his present company. Over 60 per cent of 
the salesmen surveyed in three companies by the author felt 
that they had no opportunity in their present company. The 
companies providing opportunity unlimited are the ones that 
are going to motivate their salesmen to better performance. 

The top level of motivating salesmen takes into account 
not only the factors described at the levels of mediocrity and 
aspiration, but in addition the following basic factors : The 
salesman fully motivated must feel that the company he is 
working for is better than all others. Because a salesman stays 
on your payroll does not necessarily mean that he would nor 
rather work for a competitor. The boss of salesmen and other 
executives must conduct themselves in a manner to justify 
the loyalty of their salesmen. Executives of a company cannor 
profess to hold certain business ideals and ethics and obliquely 
on every move be running counter to their professed ethics 
and ideals. 

The second factor to be considered at this level of commit
ment is to make a salesman feel as if he is being a service to 
humanity. The salesman who is not fully committed very 
often feels when making a sale that the "sucker" bought from 
him. In contrast a good monument salesman should feel that 
every monument he sells has given his client the satisfaction 
of having a permanent memorial to those who are his loved 
ones. Selling should mean that and even more. The salesman 
should feel that selling is productive. Selling, to me, is really 
the basis for our American way of life. The salesman is the 
man who delivers our standard of living. Therefore, no man 
who is a salesman should be ashamed to say that he is a 
salesman. The salesman must have a high regard for the 
products he is selling. A salesman who feels his competitors 
have better products will sell only half-heartedly. 

Lastly, salesmen must have confidence and respect in his boss. 
The salesman must be committed wholeheartedly to those who 
are his leaders. Salesmen fail many times to have this complete 
faith and confidence in their leaders. Why? Because of the 
following major criticisms salesmen have expressed of their 
superiors : 

1. Superior attitude. 

2. Failure to treat men fairly. 

3. Puts on too much pressure. 

4. Selfish-glory grabbers. 

5. Negative attitude-always finding fault and complaining. 

In conclusion, I maintain the greatest source for iqcreased 
profits lies in properly supervising the all important salesman. 
Salesmen properly supervised will work long hours and week
ends when circumstances call for it, not b~cause an efficiency 
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system has been imposed on them, but because their hearts are 
in their work. Plan your supervision, allot a part of your time 
to this function, and through a balanced emphasis on con
tinued training, control, and motivation a strong and close 
working relationship will be established with your salesmen 
that will pay off in increased profits and new interest in your 
job of developing men. 

THE LEGAL PAGE .. . 

Continued from page 27] 
the buyer can show that he was induced by fraudulent repre
sentations to p lace the order or some other ground for claim
ing that the contract is unenforceable against him. 

However, it is to be remembered that, even though there 
is no good ground for cancelling a contract, the buyer usually 
cannot be compelled to accept and pay for what he has bar
gained for. Ordinarily, he is merely liable to pay damages for 
breach of his contract, as distinguished from liability to pay 
the contract price. But, if the monument is already for delivery 
when the contract is broken, the seller can hold it sub ject to 
the buyer's order and recover the price, under the law of 
many states. 

But when the buyer says that he will not go ahead with his 
contract, the seller should not proceed to letter the memorial 
or do anything else that will decrease the value of the stone 
for sale to some one else. Most courts say that to the extent 
that he increases his loss by proceeding with preparation of 
a memorial after being notified that the buyer repudiates his 
contract the seller must himself bear this needless loss. 

An oral ("verbal") order for a monument or other chattel 
costing $500 or more cannot be converted into a contract to 
buy through the seller accepting it, in the state in which our 
correspondent does business and in many other states. In most, 
if not all, states there is a law to the effect that no one is 
bound by an oral contract to buy or sell goods or chattels at 
a price exceeding a certain amount-the amount varying in 
different states-unless something is paid down on the price 
or there is partial delivery. So, in the state where our corre
spondent does business, one placing an oral order for a monu
ment costing less than $500 would be bound by it on its 
acceptance before withdrawal of the order. But, if the price 
should be $500 or more, he would not be bound even though 
there should be an acceptance, unless there has been a down 
payment or partial delivery, or unless he signs something 
showing an agreement to buy on certain terms. 

CORRECTION, PLEASE ! 

It seems that in giving credits in the April 1950, issue of 
the Monumental News-Review there was a slip-up in connec
tion with the "Hansen" Memorial which appeared on page 42. 

This memorial erected by the Galle Memorial Studio, 
Buffalo, N. Y., in Mt. Calvary Cemetery, was manufactured by 
the Melrose Granite Company of St. Cloud, Minn., using 
Dakota Granite. 

However, the "Hansen" Memorial was incorrectly credited 
as a copyrighted design by the Barre Granite Association. It 
was designed by the Galle Memorial Company and is not 
copyrighted. Due to a transposition, the "copyrighted design, 
Barre Granite Association," should have appeared under the 
"AST" Memorial on page 43. 
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Copyri ghted Design 1950, Wi ldbur Gran ite Co., Inc. 

The Porter Design . .. 
Continuing with our outstanding 1950 series of fine 

designs! Here is a religious memorial featuring a refined Cross 

~nd acanthus design in a central panel above the family name. 

We invite your inquiries. 

WILDBUR GRANITE CO., INc. 

Barre Guild Inspected Monuments BARRE, VERMONT 

STOLA 
MONUME NT 
PICTURES 

memorial pictures 
that last forever 

fired in 
porcelain enamel 
on copper base 

with or without 

MONEL INVISIBLE FASTENER 
COVERED BRONZE CREST 

all sizes available-send J or illustrated catalogue 

OAK PARK CERAMIC CoMPANY 

John Q Stoia 
6336 ROOSEVELT ROAD 

OAK PARK ..... ILLINOIS 
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MACHINERY · · EQUIPMENT · · TOOLS · · SUPPLIES 

UNLESS YOU USE NAME PLATES YOU ARE LOSING SALES! 
ROSPECTIVE CUSTOMERS WILL NOTICE YOUR NAME PLATES ON YOUR MONUMENTS IN THE CEMETERY. 

FD - Fl.AT Ollf: l'L.AT£ 

f'B n,.AT OASli Pl..ATC 

STAINLESS STEEL or ALUMINUM NAME PLATES- 2%" x 1 V4" -
Flat Die Plate or Flat Base Plate- 100 Plates $25.00- 200 Plates $ 37.00 

500 Plates $66.00-1000 Plates $104.00 
Bent Base Plate or Bent Die Plate- 100 Plates $26.00- 200 Plates $ 39.00 

500 Plates $71.00-1000 Plates $114.00 
Bent Die Plate with copy at top to set against upright surface of Die 
Bent Base Plate with copy at bottom of Plate, to lay on drop wash. 

ea - OCNT OASIO PL. ... TE: \ 160 ') ANGLE 

1!10 - 18CN'r DI&: l'l..ATll { 'tl ) AHG:\.E 
NAME PLATES ARE ONE OF THE BEST METHODS OF ADVERTISING! 

ORDER TODAY AND INCREASE YOUR SALES! 

Number the Monuments in your Display Yard-Numb er Plates 5 / 8 11 Square 
Numbered 1 to 100 inclusive 6-1 / 2¢ each-Any Quantity Shipped. 

QUARR1ERS AN O .M!\NUFAGTllR El\S 

OF 

FINE BR!\ IN, OAl\l~ BLUE 

GHESTEI\ Gl\ANITE 

MONUMENTS ANO MARl'.El\S 

POL1SHE0 AND STEELED SLAl\S 

CHESTER GRANITE CO. 
CHESTER , MA SS 

8c BtANCHI 

ASSOCIATION O:FFICERS . •. 
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VICE-PRESIDENT 

WAYNE VANDERCOOK 

Grand Rapids Monument Co. 
1252-54 Division Ave., South 
Grand Rapids 7, Mich . 

SECRETARY-TREASURER 
FRED L. ARNET 

Joseph L. Arnet & Son 
924 Main St., North 
Ann Arbor, Mich. 

MISSOURI 

PRESIDENT 
CRAWFORD K ING, SR. 

Pohl & K ing Monument Company 
8868 N. Broadway 
St. Louis, M o. 

VICE-PRESIDENT 
JOE PITTS 

Ozark Memorial Company 
Ava, Mo. 

SECRETARY-TREASURER 
MRS. LOLA STILLE 

Mexico Monument Company 
1400 W. Liberty St. 
Mexico, M o. 

NEBRASKA 

PRESIDENT · 
N ORRIS W ALTHER 

Walther Monument Company 

ESTABLISHED 1914 t ELENTE 

....__ "vrcemorials of Eternal GJ3eauty"==== 
BARRE, VERMONT 



235 W. Military Ave. 
Fremont, Nebr. 

VICE-PRESIDENT 
CARL SCHEFFEL 

Scheffel & Sons Monument Co. 
363 N. Cleburn St. 
Grand Island, Nebr. 

SECRET ARY-TREASURER 
WARREN WORLEY 

C. R. Worley Monumen~.s 

1814 Central Ave. 
Kearney, Nebr. 

NEW ENGLAND 

PRESIDENT 
JOSEPH P. O'BRIEN 

Calvary Monument Company 
372 Milford St. 
Manchester, N. H. 

VICE-PRESIDENT 
WILLIAM DEANE 

Deane Monument Company 
109 Morton St. 
Jamaica Plain Station 
Boston 30, Mass. 

SECRETARY-TREASURER 
EVELYN M. D. VASOLI 

Smalley, Daverio, Lyons, Inc. 
5 Signal St. 
Rochester, N. H. 

NEW JERSEY 

PRESIDENT 
LLOYD J . KELLY 

Independent Memorial Co. 
1100 S. Olden Ave. 
Trenton 10, N. J. 

VICE-PRESIDENT 
LEO GOLD 

Evergreen Monument Works 
Elizabeth, N. J. 

TREASURER 
VIRGIL J. ZUCCHI 

New Jersey Marble & Granite Works 
Merchantville, N . J. 

SECRETARY 
No secretary at present. Plan to hire a press secretary. 

NEW YORK 

PRESIDENT 
JAMES G. KNOBLOCH 

Philip Knobloch & Son 
598 E. Delavan Ave. 
Buffalo 11, N. Y. 

VICE-PRESIDENT 
WILLIAM SPARGO 

Spargo Granite Company 
Van Rensselaer Blvd. 
Menands, Albany, N. Y. 

SECRETARY 
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CARROLL A. GARDNER 

Charles N. Gardner & Sons, Inc. 
918-20 State St. 
Schenectady 7, N. Y. 
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Copyri ghted Design 

PARAMOUNT DEALERS appreciate the value of our 
distinctive designs, creations essentially conservative, 
yet with true individuality. 

A DEPENDABLE SOURCE OF FINE 
WORKMANSHIP AND FAST DELIVERY 

Specialists in Duplication 

CENTRAL 
MINNESOTA 
GRANITE WORKS 
25 WILSON AVE. N. E. 

ST. CLOUD, 
MINN. 
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The Smith Model 70-P is powered with a 

CHRYSLER Industrial Engine-three cylinders for 
power, three for compression. Delivers continuous, 
on-the-job compressed air at low cost. Capacity 
70 cu. ft. per minute. Evenly spaced power im
pulses. Has ample reserve power- designed for 
high compression with large valve area, smooth 
carburetion . Water-jacketed discharge chamber. 
Super finished bearings, pistons; long-life stainless 
steel and bronze compressor valves ; sodium cooled 
exhaust valves. Wearing parts at Chrysler, D eSoto, 
Dodge truck dea lers. 

Write for Literature and Prices! 

OTHER STATIONARY AND PORTABLE COMPRESSORS 

UP TO 110 CU. FT. CAPACITY. 

Th e Smith R-60 Compressor-famous the world over for 

low cost ! Effective in frozen ground . Cap. 60 cu . ft .
uses 1 gal. of gas an hour. Ford Motor, standard parts. 

Automatic unloading and idling. No couplings, belts or 

gears. 

GORDON SMITH & co. 470 COLLEGE STREET • BOWLING GREEN, KY. 

IF IT'S COLORED GRANITE 

BUY THE BEST SELLERS 

SWED ROSE RED 
BEERS RED 

1Jj l\ e 1Jj (fl\ @ 

from 

NATIONAL GRANITE COMPANY 

ALLEN GRANITE COMPANY 

LINCOLN GRANITE COMPANY 

ELBERTON, GEORGIA 

Members of the Elberton Granite Association 

Licensed users of the LITHICHROME 
SHADOW process of carving and lettering 

BoNAzz1 & 

ASSOCIATION OFFICERS . 
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TREASURER 

MRS. LUCILLE HART BARRY 

Frank ]. Hart Monument Co., Inc. 
2301 Dewey Ave. 
Rochester 13, N. Y. 

NORTHWEST 

PRESIDENT 
DAVE WIRTH 

Wirth Granite Works 
St. Cloud, Minn. 

VICE-PRESIDENT 
HARRY McKENZIE 

Lee M. Bogle Co. 
3529 Hennepin Ave. 
Minneapolis 8, Minn. 

SECRETARY-TREASURER 
R AY SCHOENROCK, JR. 

William Schoenrock & Son 
928 Jackson St. 
St. Paul 1, Minn. 

OHIO 

PRESIDENT 
M. E. BOWERS 

Eckhardt Monumental Company 
Tiffin, Ohio 

VICE-PRESIDENT 
PAUL H. LAMBRIGHT 

Danison Mo.nument Company 
122 No. Columbus St. 
Lancaster, Ohio 

BoNAzz1 
MONTPELIER, VERMONT 

C'\Jafu.E ________________________ ...__ 



TREASURER 
HERBERT A. ZENKER 

Zenker Bros. Memorial Studio, Inc. 
238 E. Mound St. 
Columbus 15, Ohio 

EXECUTIVE SECRETARY 
BERT D. STRANG 

814 Hartman Theater Bldg. 
Columbus, Ohio 

PENNSYLVANIA 

PRESIDENT 
C. DOUGLAS CUSHMAN 

Campbell-Horigan 
4718 Penn Ave. 
Pittsburgh 24, Pa. 

VICE-PRESIDENT 
ROBERT S. SHULL 

130 E. Queen St. 
Chambersburg, Pa. 

SECRETARY-TREASURER 
ALLEN CULLIS 

John R. Cullis' Sons 
410 E. 7th St. 
Chester, Pa. 

SOUTHWEST 

PRESIDENT 
}OHN W. PAULING 

Hillsboro Monument W arks 
N. Waco Street 
Hillsboro, Texas 

VICE-PRESIDENT 
W. T. MEREDITH 

Hopkins Memorial Stttdio 
Atlanta, Texas 

SECRETARY-TREASURER 
}IM PHIPPS 

Jim Phipps Memorial Co. 
So . 11th and Loop Hgy. 
Waco, Texas 

PRESIDENT-PROTEMPORE 
JOHN W. ROBINSON 

Robinson Monument Co. 
606 So. Chadbourne St. 
San Angelo, Texas 

WISCONSIN 

PRESIDENT 
ROBERT MANTHEY 

Carl Manthey & Sons Co. 
447 S. Washington St. 
Green Bay, Wis. 

lST VICE-PRESIDENT 
MAURICE MUNDT 

Menominee Granite Co. 
1904 Stephenson Ave. 
Menominee, Wis. 

2ND VICE-PRESIDENT 
ANTON KNEUPPEL 

Appleton Marble & Granite Co. 
918 Lawe Street 
Appleton, Wis. 
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Safe - Comfortable - Durable! 

PULMOSAN 
No . 64 

SANDBLAST 
HELMET 

Neoprene Coated 
- to hermetically seal 

all pores, joints, 
seams. 

- to increase durabil
ity. 

The improved No. 64 Sandblast Hel
met weighs only 2V2 lbs.; with hose, 
31,4 lbs. Weight of helmet is sup
ported on head and shoulders by ad
justable inner headframe. Helmet 
does not touch head or face at any 
point. A cool cushion of air is con
stantly circulated ins ide helmet. Hel
met tailored to shoulders, fastened 
under armpits w ith leather straps. 
Order a No. 64 Helmet and enjoy 
its low-cost protection. See your local 
jobber, or write us . 

$ l 5 .OO supplied with 
6 ft . hose, plus web belt 
Choice: 

No. 64-W. Window fitted 
with double wire screen. 

No. 64-G. Window fitted 
with plate gloss lens, shie lded 
by sing le wire sc reen . 

Also: DUST RESPIRATORS - CHIPPE R'S GOGGLES - LEATHE R GLOVES 

PULMOSAN SAFETY EQUIPMENT CORP. 
644 Pacific St reet 

1831 Fran kli n Ave. 

Brook lyn 17, N. Y. 

St. Lou is, Mo. 

flt a flan 

CARRARA rTIARBlf 

AND 

Af "nu.menfj 

Large Stock 

on hand 

New York City 
1-6 to 6 -0 

GEORGE E. RYAN 
43-26 52nd Street 

Woodside, Long Island, New York 

gtu.dl~ ... l?auata, .9talr 



SUice 1903 

Write for prices on your requirements in QUINCY, BAL
MORAL RED, SWED ROSE RED, BEERS RED, CHESTER, 
BARRE, WESTERLY, MILFORD, N. H., RED V., CARNA
TION RED and other granites. 

.£.hEahanl.). SELECT MISSOURI RED GRANITE 
Polished slabs-dies-bases-slants-hickeys 

Repolishing-refinishing-repairs 
Wholesale manufacturers 

R. J. COX MONUMENT CO. 
28th & State St. East St. Louis, Ill . 

DI-MET METAL BONDED 
Segmented Diamond Wheels 

TYPE DITRS 
#Ml 31 IO 14" x 3/32x Arbor 50 Cone. $101.60 Ea. 

M13115 14"xl/8"x " " " 129.20 
M13130 18" x 1/8" x 169.20 
M1 3135 18"x.175 x 218.20 
M1 3140 20"x.175 x 244.80 
M13 150 22"x.175 x 271.00 
M 13155 24" x . 175 x 298.60 

AKRON LAPIDARY COMPANY 
1095 CHALKER STREET AKRON 10, OHIO 

GOLDEN PINK GRANITE 
(MALNATI QUARRY) 

Popular 

Fine Grain PINK 

of 

Lasting Beauty 

HOTT I NELLI 
GRANITE CO. 

NEW LONDON , CONN. 

(Also W e.rterly - Swede Rose Red ) 

Representat ives: 

ALEXAl'1DER DiMATTEO 
Cope El izabeth, Me. 

CHARLES BABIC 
145-81 9th Ave 
Whitestone, N. Y. 

LEO HEFFELFINGER 
Ashland, Ohio 

NOTICE 
TO 

DESIGNERS 
Design studio will pay 
wen for monument idea 
sketches. Correspondence 
will be kept in strict 
confidence. If interested 
please write to "Sketches" 
c/ o Monumental News
Review, 429 Franklin St., 
Buffalo 2, N. Y. 

The name 'SETTIMELLI' has always been 
synonymous with QUALITY and SERVICE 

in the Quincy District 

E. SETTIMELLI & SONS, Inc. 
QUINCY 69, MASS. Tel. GRanite 2-5050 

ASSOCIATION OFFICERS . 
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SECRETARY-TREASURER 

MERRILL W. SCHAEFER 

Schaefer & Company 
2430 W. Lincoln Ave, 
Milwaitkee 7, Wis. 

ELDON SAYER SALES REPRESENTATIVE FOR BERKELEY 

GRANITE COMPANY 

A native of Elberton, Ga., Eldon Sayer has long been asso
ciated with the granite industry in that locality. 

It has been reported that Mr. . Sayer was recently appointed 
as sales representative in the states of Ohio and Indiana to 
represent the Berkeley Granite Company of Elberton. Mr. 
Sayer has located at Xenia, Ohio, where he has been joined 
by his family. 

JOHN HAGAN CO. INC. ENTERS RETAIL MEMORIAL FIELD 

It was recently learned that John H agan Co., Inc., one of 
the largest and most highly regarded manufacturers of cut 
stone and building work as well as monuments in the Philadel
phia area, has decided to concentrate its efforts in the monu
mental field to retail activity. According to report, Mr. Joseph 
J. Hagan, president of this company announced the resigna
tion of his company as an active member of the American 
Monument Association, when it was decided to leave the 
wholesale field in favor of retailing. Mr. Hagan commended 
the fine work of the A.M.A. and regretted the necessity of 
leaving its ranks caused by leaving the wholesale end of the 
industry, a decision that was reached, he said, "because of 
vastly changed conditions within the industry since the end of 
the war." Although the retail end of the business is new to this 
well-known company, their long experience should guarantee 
success. 

LEE MARBLE WORKS SOLD TO WILLIAM A. AND GERTRUDE 

M. CLARKE 

The Lee Marble Works, Lee, Mass., reportedly was sold on 
April 4, 1950, to William A. Clarke and Gertrude M. Clarke 
of Lee, for $25,000. This pre-revolutionary industry, which 
includes a 200-acre property, was taken over a year ago by 
the Lee Savings Bank on a foreclosure from Richard S. Robie, 
a Boston industrialist. 

Marble from this quarry, which was operated for more than 
seventy-five years by the late William H. Gross and the late 
Judge James O'Brien has been used in nationally known monu
ments and buildings. 

The Federal Government bought 1,600,000 soldier's head
stones quarried here. It was used in the Washington-Monu
ment, the Capitol at Washington, Empire State Building, St. 
Patrick's Cathedral and many other monuments and buildings. 
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USE THE IMPROVED CLEARVIEW SHAPING PENCIL 
FOR SCULPTURE, FEATHER EDGE AND SHAPE CARVING 

CLEAR VIEW of your work at all times is yours . Thus, this new Shaping Pencil 
permits the finest and most intricate carvings, feather edge and shape work, to be 
executed. This accomplishment will be a step forward .. . that means dollars for you . 

CLEARVIEW EQUIPMENT AND MANUFACTURING CO. 
7263 Lansdowne Avenue St. Louis 19, Missouri 

. News }1rom Our Advertisers 
ELBERTON, GA., HEADQUARTERS FOR SOUTHEASTERN POWER 

ADMINISTRATION 

In locating the headquarters for the Southeastern Power 
Administration in Elberton, Ga., an important move has been 
made for Elberton and the southeast. 

This organization is to marker and sell electric power gen
erated by government-constructed dams in the area. A large 
appropriation is being sought by the Interior Department with 
plans for expansion as more dams and other multiple purpose 
projects are completed. 

MEDICAL INSURANCE PLAN FOR BARRE GRANITE WORKERS 

Under an extension of the Blue Cross and Blue Shield 
benefits, some 1800 granite industry workers in the Barre and 
Montpelier, Vermont, area will be protected against medical 
bills according to an announcement of a recently completed 
agreement. 

The agreement negotiated by John C. Lawson, secrerary
treasurer of the United Stone and Allied Products Workers 
( CIO ), and Louis Dindo, business agent of the Granite 
Cutters' International Association (AFL), calls for the addi
tion of Blue Shield medical benefits to those already held by 
employ es. 

The additional benefits of Blue Cross and Blue Shield cover 
workers in Barre, Montpelier, Northfield, Waterbury, Hard
wick and South Ryegate, Vermont, as reported. 

ROCK OF AGES SALESMEN IN BARRE 

The tempo of advertising and promotion has been stepped 
up in the Barre, Vermont, district, following the settlement 
between employer and employe recently reached. 

Among others the Rock of Ages Corporation has definite 
plans under way. A three-day semi-annual sales conference 
and meeting was held May 22-24, 1950, at Barre, under the 
direction of Nelson Wright, sales manager, Roger A. Graves, 
eastern district sales manager and George Buckley of the sales 
department. 

The group saw movies presented by Messrs. Myers and 
Barry of the Timken Roller Bearing Company and there were 
informal meetings at which problems and ideas were 
thoroughly discussed. 

Many of the salesmen brought their wives who were enter
tained in various ways. 

Among those attending were J. Walter Jennings, Spring
field, Mass.; Herbert L. Phillips, Des Moines, Iowa; Albert I. 
Rogers, Columbus, Ohio; Hartley S. Shea, Wilmington, Del.; 
Raymond C. Aja, Bennington , Vermont; Frederick W. Ban
croft, H arrisburg, Pa.; C. D. Bishop, Plainfield, N. J.; H. L. 
Heinzelman, Columbus, Ohio; Lee S. Hurley, Chicago, Ill.; 
Robert E. White, Michigan City, Ind. 
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MESSERLY CLEANEST CLEANER 

2 Lbs. Prepaid...... .. .. .. ................... $ 2.50 
10 Lbs. Collect... ...... .. ...... ....... ........ .. 8.00 
25 Lbs. Collect.. .. .... ...... .. .. .. ....... ...... .. .. ...... .. 18.00 

5 inc e 100 Lbs. Collect.. ...................... .. ..... ... ........... 70.00 

1915 MRS. E. J. MESSERLY 
324 Crescent Park, Warren, Penna. 

\ , I "'81 , I --- ' ~ """ ,/1/ I\ \ 

ADRIAN'S 
CYCLONE BLAST 

An unusually clean sa ndblast abrasive we can 
highly recommend to our friends in the Monu
ment business. 
Shipment approximately one week after receipt 
of orde r - freight prepaid . 

ADRIAN or QUINCY 
48 Penn St., Quincy 69, Mass. 

how. d/weaiwiiH-9: 
BEAUTIFUL LAURENTIAN 

PINK 
The Golden Granite 

with unsurpassed contrast 

Importers: BALMORAL RED • BEERS RED 
BLUE PEARL •EMERALD PEARL• BLACK SWEDE 

also QUINCY, MOROCCAN RED, WESTERLY 
AND OTHER DOMESTIC GRANITES 
- WRITE FOR PRICES AND DETAILS -

L. VOLPE Ii SONS, INCORPORATED 

Quincy 69, Mass. 



When You Need These Granites .. 
QUINCY - BLUE-WHITE WESTERLY - PINK WEST

ERLY - GOLDEN PINK -or any of the Specialty granites, 

BALMORAL, BEERS, MOROCCAN, PREMIER or SWEDISH 

BLACK; it will be to your advantage to send us details. 

We Invite Your Inquiries. 

GRAY ROCK GRANITE WORKS, INC. 
129 Centre Street Quincy 69, Mass. 

WE INVITE YOUR INQUIRIES AND 
GUARANTEE SATISFACTION. 

John Leppanen and Jules Chatot, Proprietors 

NORTH BARRE GRANITE COMPANY 
BARRE, VERMONT 

SUPJllJBT YlJUB 

STATE AND.NATIONAL 

ASSot:IATWNS 

Sove Time-Use Nosh's 
MERCHANT c, SEAMAN'S 

EXPEDITIOUS MEASURER 
Indexed tables showing ot a glance the 
cubic contents of any stone, according to 
its length, breadth and depth. Used by 
stone cutters all over the world. Rei nforced 
index tabs . 

Price $5.50 Per Copy, Po5tpoid 

The Baker & Taylor Co. 
55 Fifth Avenue, New York City 3 

SPE:CIAL DE:SIGNS IN AIR BRUSH AND COLOR. 
P encil sketches and lettering details. 

HARRY L. OGBORN, Designer 
401 W. Boulevard, Charlotte 3, N. C. 

CoP/s Jpecial 
did if a9ain ! 

Signed ~ 
Conlract ';; '; 
,~ ~ 

It often happens that way because 
we follow specifications carefully
though of course we make sugges
tions if desired . 

CARL KASTRUP 
DESIGNER 

1705 AUBURN ST. 
ROCKFORD, ILLINOIS 

Peerless WHITE ROUGE 
Works faster - saves polishing 
time. Economical - goes twice as 
far as ordinary rouges. Non-inju
rious ! Non-poisonous! Clean! 
Sanitary! Used by. leading firms the 
world over. Comes in dust-proof, 
moisture-proof drums. Send for 
prices and free samples. 

Write Dept. RM-8 

TAMMS INDUSTRIES, INC. 
228 N. LaSalle Street, Chicago I 

News From Our Advertisers [Continued 

88TH BIRTHDAY BANQUET TO BE HELD FOR 

RILEY C. BOWERS 

The benefacmr of Elkdom in Vermont, Riley C. Bowers, 
R. C. Bowers Granite Company, Montpelier, Vermont, is ro be 
honored with an anniversary birthday banquet on his 88rh 
birthday. The affair is scheduled for June 24th , ar rhe Barre 
Municipal Audimrium, Barre, Vermont. 

Commirree members who are responsible for rhe occasion 
mer ar rhe Barre Elk rooms May 15 rh, ro f urrher rhe plans. 
Meeting wirh rhe chairman, John T. Nelson of rhe R. C. 

Bowers Granite Company, Montpelier, and orher Elk officials 
from Barre were Ray Quesnel, Roger Sheridan and Frank 
Perolini of Montpelier, Herbert Moulron of Sr. Johnsbury and 
Arthur Fisher of Burlington. 

According ro early reports, more than 60 members of rhe 
Elks organizations in Massachusetts will attend in addition 
to several past grand exalted rulers from other stares. 

PUBLICITY FOR BARRE GRANITE 

Afrer receiving a request ro make an address on Roberr 
Burns, Russell Davison of Southold, N. Y., wrote ro Mayor 
Chauncey M. Willey of Barre, Vermont, for phorographs of 
rhe Burns memorial in rhar ciry. 

In apprec iation for rhe cooperation given in sending rhe 
photographs, Mr. Davison ro ld his listeners something abour 
rhe ciry of Barre, irs people, and irs very famous product, 
Barre granite. Ir was his rhoughr rhar those who roured in 
rhar parr of rhe country would be interested in seeing nor only 
rhe Robert Burns memorial bur rhe Barre granite quarries and 
manufacturing plants as well. 

SOUTHERN CEMETERY MEN GUESTS AT MARBLE AND 

GRANITE QUARRIES 

One of rhe interesting features of rhe convention of rhe 
Southern Cemetery Association which was held in Atlanta, Ga., 
April 19-22, 1950, was rhe opportunity ro visit quarrying and 
manufacturing centers. 

Two of rhe four days were devoted ro such trips. On April 
20th, rhe convention group was entertained by rhe Coggins 
Granite & Marble Industries, Inc., Elberton, Ga., traveling 100 
miles ro rhis busy granite center. Here rhey saw rhe quarries 
and manufacturing plants, watching rhe transformation of 
rough granite into beautiful modern memorials. 

The next day rhe Georgia Marble Company of Tare, Ga., 
was hosr ro rhe group which again viewed quarries and manu
facturing plants. On the return trip they sropped ar Marietta, 
Ga., where rhey were entertained by the McNeel Marble 
Company. 

President Ira ]. Mitchell presided ar rhe gathering of ceme
tery officials. 

PLAQUE- LIKE FLAGSTONE PRESENTED BY BARRE GUILD 

The Memory W alk ar rhe Church of Sr. Bede, Williamsburg, 

Va., recently received a plaque-like flagsrone slab of Barre 
granite ro be used in irs construction. 

It was a gift of rhe Barre Granite Association, Barre, Vr., 
presented on behalf of the State of Vermont. 
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WAUSAU FIRMS SIGN ·,TWO-YEAR CONTRACT 

A frer a cwo monrhs' scrike, a setdemem has been reported 

from the Wausau , Wisconsin , distr ict w ich che Rib Moumain 
Granite Co., and Anderson Bros. & Johnson Co., Inc., signing 
a two-year conrracc with W ausau Branch, G.C.I.A., A.F.L Th is 

conuacc is ro run unril M ay 1, 1952. T he pay sca le had been 
$1.68. le is now $1.73 rill May 1, 1951, and w ill be $1.75 from 
May 1, 1951 ro May 1, 1952. As before, chere w ill be a paid 
vacacion of one week and fo ur paid holidays. 

Previously, on M ay 6, 1950, che Lake Wausau Granice Co., 
Inc. , seeded wich che union. They have a conrract wich cheir 
pay sca le sci ll $1.68, and cwo weeks paid vacacion for men 
wich over five years' servi ce and five paid holidays. 

REGAL BLUE MARBLE AGAIN AVAILABLE 

"Afrer a period of abom chree years," che Columbia Marble 

Company, ac Marble, North Carolina, wrices, "we have once 
again scarred quarrying and finishing Regal Blue Marble. The 

new quarry, jusc opened, is in sufficienr quanricy to furnish a 
conscam suppl y tO dealers of this material. 

"The marble coming from this quarry is che same as che 

Rega l Blue produced by Columbia Marb le Company in the 
pasc. Ir has an excellem texrnre, is closely grained, poli shes to 
a deep blue, and che water absorpcion is low. 

"It is an idea l marble for boch monuments and buildings." 

BRISTOL MEMORIAL WORKS PARTICIPATE IN PRODUCTS 

SHOW 

A Produces Show was recently staged at Bristol, Con n., at 

wh ich Mi lron W. Slade, general m anager of Bristol Memoria l 
Works, featured a memorial exhibic. 

All divisions of the company participated and the designs 

displayed were representative of the 20 years experience of this 
firm in erecting outstanding monumental work. 

LANE MONUMENT CO., INC., OPEN NEW SHOWROOM 

According ro recent announcements the Lane Monument 

Co., Inc., have opened their new showroom at 1626 Coney 
Island Avenue, Brooklyn 30, New York. This location is 

oppos ite the Midwood Chapel. T he te lephone number is 
ESp lanade 7-6700. 

WEDGE l.EAD 

Above shows Actual !i-iZc. UrJcr by l'-luwbcr. l-uru1;,bcJ uu )tuck rcch ut l UOf, 5U#, and 25# 

ROCHESTER l.EAD WORKS 
Correspondence Solicited ROCHESTER 8, N. Y. 

EVERLASTING PORTRAITS FOR MONUMENTS 

l 

NOW AVAILABLE!! 
• BOTH CHINA AND PORCELAIN ENAMEL PORTRAITS 

• NEW PATENTED MONTLOK FASTENER 
• MEMORIAL BRONZE FRAMES WITH INSCRIPTION 

CATALOG AND PRICES . .. ON REQUEST 

THE ABEnDROTH STUDIO 
7008 S. PAULINA ST. CHICAGO, ILL. 

OPERATING IN FORMER HEBERT & LADRIE PLANT 

BARRE, VERMONT 

"~' d/{emo7-lal1 ~ufi7-eme ~~fl r 
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New England Representative of 

$.iotna <Pink 
BALMORAL RED, BEERS RED, 
ROSE RED, QUINCY, WESTERLY, 
DEER ISLAND, AND OTHER FOR
EIGN AND DOMESTIC GRAN
ITES. 
THE BEST IN SERVICE AND 

QUALITY. 
ESTIMATES GLADLY GIVEN . 

A. Monti Granite Co., Inc. 
260 CENTRE STREET 

QUINCY, MASS. 

SERVICE 
to the Retailer 

The new contour grinder, shown below, 
is but one example of the modern ma
chinery that we have installed to aid in 
attaining more economical production 
and faster delivery to you. 

CARRARA WHITE MARBLES 
ITALIAN COLORED MARBLES 

SLABS & BLOCKS 
STATUARY- MONUMENTS 

MAUSOLEUMS - INTERIORS - ETC. 

Geom. PIETRO GREGORI DI FRANCESCO 
Viale xx Settembre 31 - P. 0. B. 151. 

CARRARA, ITALY 

GRAHAM & WAGNER, INC., MARK GRAVE OF GYPSY CHILD 

While a gypsy band camped near Alliance, Ohio, an eight
month's old child was taken ill and placed in a hospital. 
Shortly afterward the band moved on leaving the baby in the 
hospital. A little later the child died and all attempts to reach 
the parents failed. 

At this point various groups in Alliance came forward to 

see that the child was given Christian burial. 
Members of the City Cemetery group purchased ground 

for the grave. A volunteer worker at the City Hospital fur
nished a dress and blanket. A coffin was provided. A funeral 
service was held. 

Then Robert Graham of Graham & Wegner, Inc., furnished 
the marker for the baby which had been abandoned by its 
parents. 

THOMAS I. RANKIN DIRECTOR KENMORE SAVINGS BANK 

The election of Thomas I. Rankin as a director of the First 
Federal Savings & Loan Association of Kenmore, N. Y., was 
recently announced. 

Mr. Rankin is executive vice-president of the American 
Monument Association, Inc., Buffalo, N. Y., and general 
manager of Elmlawn Cemetery of Kenmore, N . Y. 

JOSEPH C. CARABELLI RECUPERATING FROM OPERATION 

Mr. Joseph C. Carabelli,president of The Joseph C. Carabelli 
Co., Cleveland, Ohio, is reported to have undergone an opera
tion recently in one of the Cleveland hospitals. Mr. Carabelli 
is a past president of the Monument Builders of Ohio, Inc. 

MR. AND MRS. LUCIAN SCHLIMGEN ANNOUNCE ENGAGE

MENT OF DAUGHTER 

Lucian Schlimgen, president and treasurer of Lucian Schlim
gen, Inc., Madison, Wisconsin, is well known to the trade as 
past-president of the Monument Builders of America, as well 
as past-president of the Monument Builders of Wisconsin. 

He and Mrs. Schlimgen have recently made an interesting 
announcement concerning the forthcoming marriage of their 
daughter, Miss Ann Drepperd Schlimgen, to Joseph Philip 
House, Jr., son of Mr. and Mrs. Joseph P. House, Milwaukee. 

Miss Schlimgen graduated from the University of Wisconsin 
in 1948 as a home economics major. Mr. House, a patent 
attorney with a Milwaukee law firm, received a degree m 
electrical engineering from the University of Wisconsin m 
1942, and was graduated from the university law school m 

1949. 
The wedding is planned for Saturday, June 24, 1950. 

MRS. PARK IN CALIFORNIA 

During a brief stop-over in Buffalo, N. Y., a telephoned 
message from Alex Park, executive vice-president of the 
Monument Builders of America, Inc., Chicago, Ill., brought 
encouraging news of Mrs. Park. 

It will be remembered that the serious illness of Mrs. Park 
made it impossible for Mr. Park to attend a number of the 
state conventions this winter. So, it was with real pleasure that 
we heard that Mrs. Park was sufficiently recovered to make a 
trip to California. Modern transportation accommodations 
make possible a comparatively restful trip. 

Accompanied by one of her sisters, Mrs. Park will recup
erate with her sisters who make their homes in California. 
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~bituarp .Recorb • • • 

WILLIAM J. BOHMER 

William J. Bohmer, president and manager of the Melrose 
Granite Co., St. Cloud, Minn., died suddenly on April 20, 
1950, after a short illness. In addition to his granite interests 
he had been prominent in banking and mercantile circles in 
Minnesota and North Dakota for many years. 

Mr. Bohmer was born in New Munich, Minn., April 16, 
1877, son of William and Barbara Hiltner Bohmer. He was 
educated at St. John's University, and in 1906 married Miss 
Emma Quinn. 

As a young man, Mr. Bohmer was employed from 1897-
1899 in a bank in Melrose and in 1899 became a hardware 
and lumber dealer in that city. From 1901 to 1916 he was 
owner of the Bohmer Merchandise Department Store in 
Melrose and from 1907-1910 was operator of the North 
American State Bank in Melrose. 

In the years 1912-1917 he served as president of the First 
National Bank of Melrose and in 1917 became president of 
the State Bank of Dresden, North Dakota. He was made presi
dent of the State Bank of Albany in 1916 and in 1927 a 
director of the American National Bank in St. Cloud. He 
established the Bohmer Investment Company in St. Cloud in 
1931 and in 1941 was made a director of the St. Cloud 
Chamber of Commerce. Mr. Bohmer was a director of the 
Anchor Casualty Company of St. Paul. 

Prominent in the social and club life of St. Cloud, Mr. 
Bohmer was a member of the Rotary Club and a member of 
B.P.O.E. 516. He belonged to Holy Angels parish. 

Surviving are his widow, Mrs. Emma Quinn Bohmer, a son, 
Donald J. Bohmer, who has been associated with his father 
in the business; two daughters and seven grandchildren. 

HARRY L. OGBORN 

Just as we go to press, word has been received of the death 
of Harry L. Ogborn, well known designer of Charlotte, N . C. 

Mr. Ogborn had served the trade for many years and was 
an immediate past president of the Monument Builders of the 
Carolinas. 

A complete obituary will appear in the next issue of the 
Monumental N ews-Review. 

RIB MOUNTAIN NEWS FLASH 

Miss Carolyn Marion Prehn arrived on May 22 , 1950, the 
daughter of Marion and Charles Prehn. The Prehns have 
another daughter Janis Marion, age three and one-half. Mr. 
Prehn is secretary-treasurer and general manager of the Rib 
Mountain Granite Company of Wausau, Wisconsin. 

MR. AND MRS. EMILIO POLITI PROUD PARENTS OF A BABY 

GIRL 

The trade is familiar with the fine work done by Emilio 
Politi as Director of the Barre School of Memorial Art, Barre, 
Vermont. So it will be with interest that they will read of the 
recent addition of a fine baby girl to the family of Mr. and 
Mrs. Emilio Politi. 
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LINDSAY TRAILER MOUNTED COMPRESSORS 
CARRY THE COMPLETE SANDBLAST OUTFIT 

P. K. LINDSAY CO., 97 Tileston St., Everett 49, Moss. 

Next Month 

IMPORTANT 
NEWS ABOUT 

THE A.M.A.-M.B.A 

CONVENTION 

MONUMENT MEN CaMt. 
C~M~ 
THIS EASY WAY 
No need to restrict your bronze 
tablet business to monuments 
alone - you can profitably sell 
tablets to be placed on buildings 
or interior walls. 

NOTHING TO STOCK 

Just ' tell us the general require
ments, and we will promptly sub
mit free sketches and new, low 
trade prices that allow you a gen
erous markup. All International 
tablets are of solid bronze, are 
made to the highest standards, 
and are fully guaranteed. 

WRITE FOR FREE CATALOG 

New 1950 sales catalog contains 
more than 150 suggestions for 
memorial , honor roll and similar 
cablecs. Wrice coday for new, free 
Catalog MA. 
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CLASSIFIED 429 Franklin Street, Buffalo 2, N. Y. 

ADVERTISING 

RATES for classified ad ver tisements are 5c 
a word, in advance, minimum price 50c; 15c 
extra for rep lies sent in our care ; count your 
words, includ in g heading and signa ture, 
a nd send m oney with order, as we cannot 
bill or op en account for t hese ma ny sm a II 
transact ions. No receipts sent: the insertion 
of advertisem ent is yo ur receipt. Advertise
men ts in bold face type lOc: a word . • 

ART GLASS MAUSOLEUM WINDOWS 
ART GLASS MAUSOLEUM WINDOWS-Send for our booklet of Mauso leum Designs. 
Flanagan & Biedenweg Studio, 3754 N. Wilton Avenue, Chicago 13, Ill., Est. 1883. 

CEMENT 
IMPORTED GERMAN STONE CEMENT-Repai rs Marble, Gran i te, I Ki lo can $5.00, F.O.B 
Medford, extra liqu id or powder. A lso Mou lton Wh i te Cement. Chester H. Moulton, 
25 Volley Street, Medford, Massachusetts. 

DESIGNS 
DESIGNS 

L. ORSINI 
118-40 Metropolitan Avenue, Apt. 4-H 

Kew Gardens 15, N. Y. 
For 25 years o spec iali st in wate rco lors, penci l, ink. Fu l l size deta i ls, etc. of Monumen ts 
and Mauso leums. Prompt and reasonable. 

DESIGNER : MAX NITSCHMANN 
946 Wilson Avenue, Columbus 6, Ohio 

Specia l Designs in co lors, ink, penc il. Full Size Deta il s, Sketches of Monuments and 
Mausoleums. Reasonab le. orompt . 
FULL SIZE CARBONED LAYOUTS ONLY. W. A. Sharp, 212 Y, W. High Stree t , London, 
Ohio. 

EQUIPMENT FOR SALE 
PYRAMI D NOZZLES ARE IN STOCK for immediat e sh ipment, as we l l as vari ous tyoes 
of adhesive stencil. George Pfaff, Inc., 10-61 Jackson Avenue, Long Island City, New 
York , and Elberton, Georgia . 

TEN TON BOOM DERRJrK compl et 0 with hoist, ropes ond all necessary gear. Good con
dition. Modern Granite Co. , Borre, Vt. 

DUST COLLECTORS SURPLUS AT LESS THAN HALF of the cost FOR SALE. American 
Dustube knockdown 5600 C.F. M ., with powerhouse automat ic shaker 10 horse power 
electric motor Cla ridge Fan. Pri ce $950. Pangborn 4 C. D.1. Dust Col lector 2800 C.F. M 
with 7V2 horse power electr ic motor and b lower. Pri ce $550. Pangborn 3 C.D.I. Dust 
Co llector 2 100 C.F.M . wi t h 5 horse power elect ric mot or and b lower. $450. Pangborn 
;1 C.D. I. Dust Co llector with 3 horse power elect ri c motor and blower 1400 C.F. M . Pr ice 
$350. Pangborn l C.D. 1. Dust Co l lector 700 C.F.'M ., wi th I V7 horse power electric 
motor ond blower direct connected. Pr ice $210. M. Elstein, 141 Mongin Street, New 
York 2, New York. 
LINDSAY PORTABLE AIR-COMPRESSOR, mounted on pneumatic tired bo l l benring 
wheels. Weight 210 lbs. Engine rati nq 5 H.P. Working pressu re adjustable from 50 to 
100 lbs. Only 2 years old, in exce llent cond i t ion; 2 whee l rubber tired t rai ler, cost 
$ 100.00 new, for sole wi t h t his. Both for $7SO.OO or t he portable mo11n ted on pneuma ti c 
t ires wi tho•1t tra iler $200.00 Mike Miller Monuments. P. O. Box 404. Morion . Ind . 

FOR SALE 

GRAN ITE FOR SALE, at quarry cost price. Good stock in sawed block d imensions, sowed 
<lobs, and steeled, a lso f inish base, and markers. Wri te for price list. Adamant Monu
mental Quarry. Chas. A. Pilette, Owner, R.F.D. No. 3, Borre, Vt. 

MARBLE WORKS DOING MONUME NTAL, interior ond exter ior marble ond qran i te work 
Wil l sell. lease or rent Owner wishes tn reti re. Price reasonab le. Schonen Marble Works, 
6340 S. W. Macadam Street. Portland 1. Oregon. 
EQUI PMENT AND STOCK FOR SAL E. Complete equipment for reta il manufactu rer inc lud
ing 700 tt. Pangborn sandb last, cu rta in, letters. air gri nder, a ir too ls. banker dust col lec
tor ond numero'lS other art ic les. Like new. Used only four months. 25 per cent. d iscount 
Also large stock of A- I monuments and markers, most ly carved. 25 per cent under 
wholesale. Write . Box 91 , St. Joseph , Minn. 
RET Al L MONUMENT SHOP, in Nebraska County seot town, inside disp lay of c l eon stock 
modern equipment, good terri to ry, reason for sell ing, other interest. Write "Box 662" 
r l o Monomentol News-Review. 

OLD ESTABLI SHED. FULLY EQUIPPED, RET.A IL MONUMENT BU SI N ESS wi t h branch office 
and disoloy in one of the largest cities on east coast . Lorge stock. Larqe vo lume of busi 
ness. Nice bungalow on property ot branch. Write "Box 665" c I o Monumental News
Review . 

MONUMENT BUSINESS IN ME DIN'A, N. Y. for sale. For particu lars write John 0 . Boll 
& Sons Inc., 3906 Delaware Ave., Kenmore, N. Y. 

OLD ESTABLI SHED RETA IL BUSINESS, beautifu l location; d isplav ya rd wi th flood l ights; 
we ll -equ ipped shop; seven room bunga low. Recent snapshots wi 11 be sent on request . 
Reo<on for sel l ing-old oqe and poor hea lth. Write : George B. Spencer, Hopewell, N. J. 
ONE OF THE REST RETAIL BUSINESSES in the country. A ll new machinery and equ ip
men t. Cu ts build i ng fron ts ond does lorge vo lume of mon11men t so les. Inventory has been 
reduced so price is attrac t ive. Wonderful opportun i ty for stone-cutter and sa lesman. 
On ly reason for se l ling is owner hod heart attack. Zone Monument Company, Zan esville, 
Ohio. 

A WRL ESTABLISHED MEMORIAL BUSINESS is offered for sol e. Located in Central 
Illinois. A splendid opportunity to right party. Write "Box 667" c / o Monumental News
Review. 
MONU·MENT RETA IL SHOP IN UPSTATE NEW YORK . Full y equ ipped Owner wi ll sel l fo r 
Inventory. Write "Box 669" c / o Monumental News-Review. 

LARGEST RETAIL MONUMENT BUSINESS IN SUNNY SOUTHERN ARIZONA. In city of 
130,000 populati on. Clean stock. p lant and equ ipmen t. Ni ce six room home on od;oin ing 
mooi:::!rtv. R. C. Kilhurn . 30:?.0 Oro ".'. IP. Rnod . T11rc:on . Ari.,..nnn . 

ATTENTION GREY GRANITE PRODUCERS OR ANYONE INTERESTED IN 
QUARRY 

We hove a red gran i te quarry in Wisconsin wi th unlimi ted suop ly. Equipment 
inc ludes derr ick, hoist , comprescor. droq saw, etc. Eve ryth ing need':!d for comp lete 
opera t ion . Write E. P. MURPHY GRANITE COMPANY, P. 0. Box 901, Green Boy, 
Wisconsin. 

HELP WANTED 

HIGH SPEED GRANITE POLISHER 
Wages $2.00 per hour. Union shop. Steady work year around . Write, wire or phone. 

L L Jones & Son, 7330 S. W. Macadam Ave., Portland. Oregon 
Wonted-LETTER CUTTER W HO CAN OPERATE SAN DBLAST. do shape ca rving ond 
layout work, some hand too l clean up wo rk after blasting . in we l l equ ipped modern shop 
No drinking man need app ly. Highest wages and steady wo rk yeor around. Exce ll ent 
cl imate. Write or wire, Art Monument Co., Hayword, California. 

OPPORTUNITIES 
DEALER PROPOSITI ON AVA ILA BLE. No capi to l needed-car essential. Largest rero i lers 
in the wo rl d. Quarr iers and manufacturers. Delano Granite Works, Inc., Delano, 
Minnesota. 

SALESMEN WANTED 

EXPERIENCED SALESMAN FOR LONG ESTABLISHED BARRE MANUFACTURER for 
M ichigan, Northern Indiana and Western Ohio . Write Monumental News-Review 
c / o Box 636. 

EXPERIE NCED WHOLESALE SALESM AN to represent ou r f irm in M ichigan, lnd iono, and 
I lli no is. Comple te line of co lored gron i teo. Central Minnesota Granite Works, 25 W ilson 
Ave., N. E., St. Cloud, Minnesota. 
WHOLESALE SALESMAN wonted. Comm ission basis. We ll -known Barre manufacturer. For 
particu la rs write Box 625 , c I o Monumental News-Review. 

Sa lesman to represent Barre Granite Manufacturers. A l l inquiries confidential. Write 
Box 388, Borre , Vt. 

LONG ESTA BL1£HED WELL-KNOWN BARRE MANUFACTURER wonts experienced sales
man for New York Stole (exc ludi ng New York Ci ty), Pennsylvan i a and Eastern Oh io 
Write Box 287, Borre, Vt. 

SALESMAN WA NTED ON COMMISSION BAS IS-any territory. Large firm hand l ing bot h 
monuments and mauso leum work. Corry large stock Barre, Rose Swed and Dakota Mahog
any. Write Monumental News-Review c / o Box 641. 

Wonted SALES MANAGER to toke over crew of salesmen. Salary, plus overall commission 
Must hove had experience hond i ing salesmen. Write Robbins Monument Co., 2710 Wash
ington Ave ., Houston , Texas. 

RETAIL SALESMAN BETWEEN AGES OF 35 AND 50 
By Old Established firm that manufactures, to organize large t erritory, appoint agents 
and se ll himself as well as being Sales Manager of his territory ... must own good car. 
Attractive proposition to man that qualifi es. Give experience, age, and characte r refer 
ences in first letter. Northwest. 

Write Box 664 cl o Monumental News-Review 
Wonted-WELL INTRODUCED SALESMAN to represent old established CARRARA ITALY 
MARBLE MANUFACTURING FIRM. Specialists sculptured and monumental work . Write 
Monumental News-Re vie w, "Box 670." 

WANTED EXPERI ENCED WHOLESALE GRANITE SALESMAN to represent on old-estab
l ished reli ab le Borre f i rm. To cover Central States. Commission basis. Al l inqui ri es kept 
confi dentia l. Write P. O. Box 358, Borre, Vermont. 

POSITION WANTED 

EXPERIENCED DESIGNER-SALESMAN desires aff iliation wi th large, prog ressive retnil f i rm 
anywhere in the U. S. Age 28, new car. Write " Box 663" c / o Monumental News-Review. 
RELIABLE MAN WITH 25 YEARS' EXPERIENCE in monumental work desires permanent 
yeo r around posi tion as shop fo reman or layout work and stenc i l cutt ing wi th oppor
tun i ty for shop sales. Need su i tab le housing for fa mi ly. Write " Box 668" c/ o Monu 
me ntal News-Review. 

Posit ion wonted by on ALL .A!ROUND EXPER IENCED SHOP MAN. Loy ou t . Shope carve 
Sandblast. Cu t and set. In or near Virg inia. Wolter E. Campbell, 1022 Knight Stree t , 
Lvnchburg, Virginia . 

DESIGNER-SALESMAN WANTED 
EXPERIENCED DESIGNER-SALESMAN wonted. Salary or commission. Write Robbin s 
Monument Company, 2710 Washington Avenue, Houston, Texas. 

PARTNERSHIP WANTED 
Reta il monument shop, WOU LD LI KE TO FOl<M PART NERSHI P in some progressive town 
in the south or southwest. Experi enced oil around mon. Write "Box 671 " c / o Monu
mental News-Review. 

INDEX TO ADVERTISERS 
Abendroth Studio, The 
Abrasive Products Company 
Adrion , William H. 
Akron Lapidary Co. 
Allen Granite Co. 
Ande rson - Friberg , Inc . 
Anderson & Johnson, Inc. 
Boker & Taylor Company, The 
Borre Design Service 
Borre Guild, Th e 
Borre Sample Plant 
Bates Supply Company 
Bilodeau Co., Inc., J. 0 . 
Bonozzi & Bonozzi 
Bottinelli Granite Co. 
Bowers Granite Company, R. C. 
Burke Brothers 
Capitol Granite Co., Inc. 
Celente & Bianchi 
Central Minnesota Granite Works 
Charles Howe Corp ., Th e 
Ch est e r Granite Company 
Chioldi Granite Co. 
Clea ·rvi ew Equipment & Manu -

facturing Co. 
Cleveland Lithichrome Co., C. E. 
Coi sson Bros. 
Colombo Granite Co. 
Comolli Granite Co. 
Cook , Watkins & Patch , 
Cox Monument Co., R. J . 
Cross Bros., Co. 
Dollett Company, The 
Dowson -Macdonald Co. 
Dedouch Company, J. A. 
Dixi e Granite Co. 
Elberton Granite Association 
Eve rlasting Memorial Works, Inc. 
Exolon Co., The 
Felker Mfg. Co. 
French Creek Granite Company 
Georgia Marble Co., The 
Gilbert & Co. , L. M. 
Globe Marble & Granite Corp . 
Granite City Tool Company 
Granite Manufacturers' Association, 

Quincy, Moss. 
Gray Rock Granite Works, Inc. 
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Kostrup, Corl 
Lodewich , E. G. & Co. 
Lone Manufacturing Company 
Lawson Granite Co., Inc . 
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Lindsay Company, P. K. 
Meierjohon- Wengler 
Messerly, E. J., Mrs. 
Michaels Art Bronze Co., Inc., The 
Minnesota Granite Industries 
Monti Granite Co., Inc. , A. 
National Granite Co. 
Newmon Broth e rs, Inc . 
North Borre Granite Co. 
Norton Company 
Oak Pork Ceramic Co. 
Ogborn , Horry L. 
Orangeville Mfg. Co . 
Ottowo Silica Co., Inc., The 
Patch-Wegner Co. , Inc. 
Pirie Estate, J. K. 
Provost Granite Company, In c. 
Pulmoson Safety Equipment Corp . 
Revillo Granite Co., J. 
Rochester Lead Works 
Rock of Ag ll?s Corporation 
Roux Granite Co . 
Ruemelin Mfg. Co. 
Ryon , Georg e E. 
Settimelli & Sons, Inc., E. 
Smith & Son, D. J. 
Smith Quarry, E. L. 
Smith & Co., Gordon 
South Borre Granite Co. 
Spocerite Company 
Stewart Iron Works Co. , Inc., Th e 
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HOLDEN-WEBB 

Announcement has been made of the marriage of Max A. 
Holden of Barre, Vermont, to Mrs. Anne May Webb of 
Memphis, Tennessee. 

The wedding which was solemnized by J us rice Henry Clay 
Greenberg of the New York Supreme Court, rook place May 
3, 1950, in New York City. 

Mrs. Holden is the daughter of Mrs. Walter D. May of 
Germantown, Tenn., a suburb of Memphis. She was attended 
by her daughter, Miss Ann ~· Webb, a student at Finch 
College in New York City. 

Mr. Holden is president of the Trow & Holden Company of 
Barre, Vermont. 

DAN HASLAM, JR., AND JOY PETERS MARRIED IN 

SEATTLE, WASH. 

Miss Joy Germain Peters and Mr. Daniel Booth Haslam, 
Jr. , were married in the Church of the Epiphany, April 22, 
1950, in Seattle, Washington. 

The bride is the daughter of Mr. and Mrs. Heber Wallace 
Peters of Summit, N. J., and her husband the son of Mr. and 
Mrs. Daniel Booth Haslam of Barre, Vermont. Mr. Haslam 
is the well-known designer with the Rock of Ages Cor
poration. 

Mrs. Haslam is a graduate of the Emma Willard School 
and Cornell University, a member of Alpha Phi sorority. Mr. 
Haslam was graduated from Babson Institute and is with the 
Nash Motor Company in Seattle where they plan to make 
their home. 

MYSTERY MOVIE PUBLICIZES MONUMENT INDUSTRY 

'The Tattooed Stranger," a movie reported as being shown 
in many theaters, currently, has a number of scenes which 
bring the monument industry to the attention of the public. 

Investigating authorities are shown tracing the cr iminal 
through association with a cemetery and the granite manu
facturing plants in the Bronx. The murderer is identified 
through Barre granite dust particles found near his victim. 

A dealer's display yard featuring granite memorials has 
been used as the setting for several scenes. In fact, it has been 
reported that one of the retail firms shown has been identified 
as that of Frank Palumbo in the Bronx. 

BARRE ROTARY HEARS PAUL WINTERS OF BARRE SCHOOL 

OF MEMORIAL ART 

An interesting and entertaining talk was given informally 
before the Barre, Vt., Rotary, on March 29, 1950, by Paul 
Winters of the Barre School of Memorial Arr. The adaptation 
of arr as a means of selling and proper recognition of com
mercial art in the field of business formed the basis of 
discussion. 

Mr. Winters has been reaching in the Barre School for three 
years. He is a graduate of the Massachusetts School of Art, a 
former reacher in the Vesper George Arr School in Boston, 
and former assistant curator of the Peabody Art Museum. 
He maintains a studio in Chelsea, Vt., where he makes his 
home, and does sculpturing and design work for Barre granite 
firms, as well as his work in the Barre School of Memorial Art. 
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Enduring 
faithful quality 

from quarry 
to finished 
memorial 

EULLER 

Laurel Wreath - Symbolism of Glory 

Anderson-Friberg 
Designs of Distinction 

Anderson-Friberg memorials for 

more than 40 years have been 

known for their enduring quality 

and beauty and their distinctive 

design and craftsmanship. 

From quarry to finished memorjal 

our standards are of the highest 

to insure lasting quality and 

permanence - memorials that are 
truly Designs of Distinction. 

Our 30 page catalog beautifully 

illustrating 60 copyrighted 

designs can be useful to you in 

helping your customers select the 

perfect tribute. It is available 

to all of our dealers. 

Anderson-Friberg Company 
lncor po rated ... BARRE, VERMONT 



RUEMELIN 
C~mud ~ the 

Monumental Industry 

BI 0 st ( 0 r v i n g Equipment by RUEMELIN will 
modernize your sand blast department. We can quote you on · 
a complete installation or any individual piece of equipment 
you may require. Send us your inquiries for: Blast Carving 
Curtains . . . Blast Carving Generator . . . Shape Carving 
Generator ... Abrasive Elevator .. . Steel Room . . . In
spection Door Curtain . . . Banker Dust Collector . . . 
Dust Control Equipment. Blast Generators can be shipped 
within one day. Write for Bulletin 25-B. 

BANKER DUST COLLECTOR 
SEVERAL thousand Ruemelin Banker Dust Collector installations 
are convincing proof of the satisfactory service they render. 
Users approve its high efficiency in eliminating dust. High veloc
ity inlet snout quickly removes dust at the source, assuring a safe 
breathing atmosphere. Inlet hood instantly adjusted to all work
ing positions. Durably constructed. Approved by insurance com 
panies and industrial commissions. Write for Catalog 19-C. 

We also build Surfacer Dust Collectors and 
Cloth Type Dust Filters. Send us a sketch of 
your shop so that we can prepare an estimate. 

RUEMELIN MFG. CO. 
3844 No. Palmer St. Milwaukee 121 Wisconsin 
ALSO MANUFACTURERS OF COMPLETE SAND BLAST EQUIPMENT, 
BANKER DUST COLLECTORS, SURFACER DUST COLLECTORS, CLOTH 
TYPE DUST FILTERS, ABRASIVE ELEVATORS, CURTAINS, STEEL 

ROOMS AND COMPRESSED AIR DRYERS. 
Distributed in Canada by RITCHE:Y SUPPLY CO., Toronto, Ont. 

Not So Editorial 

"IN THE STOCKADE" 

Your scribe has encountered many difficulties in phoro
graphing memorials, what with cemetery and plot owner 
objections, (very rare), bird and animal deposits, (not so 
rare), hillside sires, northern exposures, which seldom see the 
sun's kindly light, tree shadows, etc., to say nothing of the 
absent-minded double exposure, and the many cases of tech
nical ruin by local alleged phorographers. We have fallen out 
of trees taking ledger stones, had exposure shots spoiled by 
vibrations from a passing truck. We've even waited all day 
for a five o'clock shot only to have the automatic sprinkling 
system go on at 4: 30 and bedew the stone beyond repair. 
These and many more have been our tribulations, bur this is 
the first time we were ever defeated (phorographically) by a 
fence. The above illustrates the tribute of the Sealright Cor
poration (and they weren't fooling) of Fulton, N . Y., ro their 
employees who served in the recent war. It is a product of 
Burke Brothers of Barre, and was sold by Thomas O'Brien of 
Oswego, N . Y. We originally were privileged ro see the work 
on the design board in Barre, and had anticipated a feature 
article on another war memorial by an outstanding industrial 
firm, to say nothing of a quarrier and manufacturer advert ise
ment. The fence in question surrounds the company's parking 
lot. The Public Relations Department of this famed maker 
of paper containers might be interested in knowing that the 
community's reaction to the fence is just as unfavorable as 
this writer's. In fact if we hadn't known that a dealer friend 
nearby was in the process of selling a very impressive monu
ment to the fami ly of the late president of the corporation, 
we might have registered our reaction then to the inexcusable 
fence, which could very easily be placed around the rear of 
the War Memorial. What makes the matter worse is that the 
monument stands on a prominent street corner. 

EPIC EPITAPHS: 
A NEW ENGLAND cemetery epitaph reads : "Here 

lies an atheist. All dressed up and no place ro go." 
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D-M TIN OXIDE 

HEAT-TREATED STEEL SHOT 

We handle only the finest heat-treated, well -graded 

SHOT. 11 lustration at left represents eight of the 

most popular sizes. We will be glad to recommend 

the proper size. Send us your next order for a bag 

or carload! 

We have earned the reputation for sup

plying the finest Tl N OXIDE obtain 

able. The quality of your polishing de

pends on the quality of your Tin Oxide. 

Insist on D-M Tl N OX I DE, furnished 

in any quantity! 

HAND 
RUBBING BRICKS 

Made from the best qual ity 
abrasive. These bricks are very 
sharp and cut extremel y fast . 
They are considered the best 
HAND RUBBING BRICKS ob
tainable . 

DIAMOND GRIT 
D-M POLISHING GRAIN Made from crushing the coarse size 

of Shot. It is heat treated to make it 

tough and durable. Is used in large 

quantities to produce steel finish on 

granite. Costs less than Crushed 

Steel. 

This is a silicon carbide abrasive 

that has been used for granite pol

ishing for many years. Available in 

any size grit-any quantity. 

DAWSON-MACDONALD COMPANY 
TH£ COMPLETE SUPPLY AND EQUIPMENT HOUSE 

124 N. EUCLID AVE., PITTSBURGH 6, PA. 141 PEARL ST., BOSTON 10, MASS. BARRE, VT. 



HEADQUARTERS FOR ABRASIVES 
BY CARBORUNDUM 

Grains, bricks, and wheels of all sizes, especially for the CONTOUR and SLOT

TING ' Machines, always in stock. BLASTITE* Aluminum Oxide, ALOXITE* 

Aluminum Oxide, W.P.P. or CARBORUNDUM* Silicon Carbide Grain for Sand 

Blasting, also DUTCH BRAND EZ STENCIL, and EVANS' 5/A DOPE. 

*Registered Trade Marks of The Carborundum Company. 

• • • • • 

When you buy from us, you are not only assured of Quality Products and 

Real Service, hut also of professional advice as to proper sizes of · grains, 

wheels, etc., based upon over 50 years of Experience supplying the Trade. 

MONTPELIER, Founded in 1888 VERMONT 

• • • • • • 

e~ MONTPELIER, VERMONT 
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