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whatever
they
are,

they're here . ..

We hear people talking about the Sizzling Sixties,
the Decade of Man in Space, the Golden Fra of To
morrow and a dozen other glittering appellations
Whatever title they use, people are talking about the
next 10 years, and saying December 31. 1959, was
more than the end of the old year. For January 1, 1960
marked the blast-off point for a whole new era

In the Free World, optimists savor each word as
they predict a glowing world by 1970, richer in leisure
time and material comforts. In a more sobering vein,
Nikita Khrushchev confidently states his people will
“bury” capitalism with their productive capacity

The Sixties hold fascinating prospects for Allis
Chalmers employes. We'll have personal opportunity
for progress in the next decade, we'll witness (and take
part in) our company’s expansion and growth, we'l|
watch the national and international scenes unfold
Today we can read some of the predictions made about
the Sixties in politics, business, economics and human
relations. To a great extent, we can determine our per
sonal progress in the Sixties by measuring the contribu-
tion we expect to make in the same p{'ﬂud_

In previewing the Sixties, A-C Scope 1s not attempt-
ing to forecast the future. The intention is merely to
pont out some of the things in store for A-C people
and the company they work for

Eventually, we Americans will hang a label on the
Sixties, to go along with the Roaring Twenties, the Fab-
ulous Forties and the Frantic Fifties. It will remain for
history to decide what adjective is best-suited to de
scribe the Sixties. But whatever they are, they're here,
and we'd do well to make the most of them.
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Populmon “explosion” Is one of the
keys to predictions about the econ-
omy in the Sixties

The nation's population 1s expected
to jump from 179 million today to 204
million people by 1970. This increase 18
greater than the present population of
our Pacific and Mountain states.

There'll be some peculiar charactens-
tics about the country’s population, with
two large groups — those under 21 years
old and those over 65. The small group
in the Sixties will be from ages 25 to 453,
a rellection of the lower birth rate from
the mid-Twenties through the war years.

The large age group under 21 reflects
the rising birth rate which followed
World War 11 It's predicted that by
1963 one-fourth of the total U. S. popu-
lation will be of school age, as compared
with one-fifth 1n 1950

The federal budget is expected to go
from its present §80 billion to some-
where in the neighborhood of $100 bil-
lion. A pretty expensive neighborhood?
Yes, unless our cconomy rises faster than
government spending and unless we are
able to curb inflation. A continuation of
our present “creeping inflation,” inci-
dentally, is a major problem for the Six-
ties — for government, for industry, for
private citizens.

_ In spite of the fight against inflation,
it is freely predicted that the nation’s

verything

economy will continue to show basic
growth. The total goods and services
produced in the United States will prob-
ably reach $515 billion in 1960. That
will mean — for the first time — total
goods and services in one year, of more
than $500 billion, or more than one-half
trillion dollars (a new term to become
familiar with). The 1970 total may eas-
ily pass $600 billion.

In Canada, prospects for growth are
unlimited. Canada’s smaller population
may be unable to provide all of the capi-
tal required for development of the vast
store of resources to the north. But the
talk 1s of more investment from the
Unuted States to push the frontier north
and enable Canada’s rapidly growing
population to push north with this de-
velopment. At the present tume, nearly
all of the Dominion's 18 million people
are concentrated tn a belt running just
north of the U. S. border.

And in the United States, industry
faces the Sixties with something of the
feeling that the problems of the Fifties
may be intensified. The big problems
are those which affect industry’s ability
to make a profit and continue to grow.
These include: inflation, foreign com-
petition, rising taxes, and the prospect
of crippling strikes. These problems will
affect industry, and since we are em-
ployed by industry, these problems will
affect us in the Sixties

1 the National Scenes,
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Cause for Optimism, But No '‘Streets Paved with Gol/d"”

The Sixties arc not entirely a collec-
tion of problems for Allis-Chalmers and
A-C employes. There's cause for opti-
mism about market growth, since the
company serves many industries which
react quickly to population growth.

However, a nising population is no
guarantee of success. An increase in mar-
ket strength is not an increase in sales.
But the prospects are there, if Allis-
Chalmers people continue to make qual-
ity machinery at competitive prices — to
help mankind do its work better, faster
or more economically.

Late in 1959, President R. S. Steven-
son expressed optimism for 1960 sales
in four principal areas in which Allis-
Chalmers operates — agriculture, con-
struction machinery, industrial and elec-
tncal equipment.

The climate for farm machinery sales
in 1960 should be “much the same as in
1959,” Stevenson said. Concerning con-
struction machinery, he stated that sales
in 1959 ran continually ahead of the
previous year and added that he expected
1960 to be “every bit as good as 1959.”

“The road program is getting out of
the planning stage and is now getting
into the area where our equipment is
needed,”” Stevenson said, “and while
housing starts are off, heavy engineering
and building are up — and that's where
we sell our equipment.”

Where industrial equipment sales are
concerned, Stevenson said he expected
this market to be up in 1960, "Our back-
log, which includes industrial and elec-
trical equipment sales, is 22 percent
higher than a year ago and showing solid
strength,” he said.

"Our electrical power sales are stay-
ing ahecad and we already have a good
backlog in this business for 1960. The
utilities are in a continuing expanding
position, so our electrical business should
continue good,” he continued.

The president’s optimism about our
principal markets is an indication of the
way Allis-Chalmers may make the most
of the population explosion of the Six-
ties —so long as A-C products remain
competitive in quality, performance and
price. Allis-Chalmers is well prepared
for a greater role in the nation's eco-
nomic picture through its investment of
$142 mullion in facilities and equipment
since 1950 . . . through expenditure of
$125 million for engineering, research
and development in the past six years
.- through expansion of training pro-
grams at all occupational levels to insure
a skilled, productive employe group.

The company's marketing divisions
may see across-the-board increases in sales
potential, in virtually every product line,
in the Sixties.

Take the Atomic Energy division as

in the Sixties,

an example — We'll see A-C nuclear
power plants go into operation in the
Sixtics, we'll see nuclcar power gener-
ating plants become competitive with
coal and oil plants, and we'll be hearing
more from such “'far out” excursions into
nuclear encrgy as the C-Stellarator proj-
ect at Princeton University.

Expansion in the Construction Ma.
chinery division’s field means designing,
building and testing machines with high-
er capacities and greater efficiencies than
ever before. The new TS-360 motor
scraper from Cedar Rapids is just one
example of the "big dirt” equipment
being readied for the A-C customer.

In the Defense Products division, en-
gineering and manufacturing experience
in a wide variety of products will be di-
rected at exploring the markets in the
nation’s military and space-age programs.

Moving on to the Engine-Material
Handling division, the various markets
served by the division will benefit from
more efficient diesel engines coming
from Harvey Works new engine test lab-
oratory. Material handling markets can
also be expected to broaden as manufac.
turers and distributors take advantage of
modern methods.

In Farm Equipment lines, as indicated
earlier, the nation's farmers will face the
problem of producing food to feed 25
million additional people by the end of
the decade. This demand will be met
through further mechanization of family
farms, through even greater emphasis on
scientific farming methods, and through
new and improved machinery.

The General Products division’s future
is tied closely to the nation’s industrial
expansion and modernization programs,
and the division expects to make the
most of new materials and new tech-
niques. One example, the Super-Seal mo-
tor line, has already opened new areas
of sales by providing trouble-free re-
placements for heavier, totally-enclosed
electric motors.

The fuel cell tractor, introduced a5 o research experiment in 1959, is only one exam-
ple of the forward thinking which will give the A-C customer more for his investmen)



Arlist's conceplion show
otion in the Sixties by
of mid-western utilities. Designed and bui
plant near Sioux Folls, 5. D., will be

nuclear superheater.

In the Hydraulic division, the future
of the hydro-turbine business is largely
dependent upon the company's abulity to
sell Allis-Chalmers performance and
quality against foreign products based on
low wage rates While foreign compe-
tition has alrcady made great inroads
into this market, the cause is not a hope-
less one. A relatively new field, valves
and valve systems, should help provide
2 basic sales level for the division in
the next decade.

The Industrial Equipment division
serves a broad area — mining, cement,
sand and gravel, chemical and food
processing — and should be in a posi-
tion to benefit from demands for basic

roducts. In this area, as 1n many
others, Allis-Chalmers “hedges its bets™
through its ability to serve more than
onc industry. As an cxample, if new
plastics replace metals, the company’s
increase in sales of plastics processing
machinery will offset a decline in metals
processing sales

The Power Equipment division serves
an industry which has no place to go but
up, as the consumption of electric power
1s expected to take a big increase by 1970.
Allis-Chalmers cquipment will meet the
demand for more electricity through
larger and more efficient generation
equipment, better materials and higher
apaaties in clectrical products

Allis-Chalmers International has man-
ulactuting plants in four foreign coun-
tries and 1 network of sales outlets to
market both foreign and domestic A-C
products throughout the free world. Be-
cause of the continually rsing standard

The Future Looks Good

¢ Pathfinder nuclear power plant which will be put into oper-
Northern Stales Power Co., Minneapelis, Minn., and o group
It by Allis-Chalmers, Pathfinder’s £6,000-kw
the world's first full-scale unit with an internal

of living and the constant nced for bet-
ter quality and more efficiency, A-C In-
ternational anticipates a continually 1n-
creasing sharc 1n supplying many of the
world's requirements

Valley Iron Works, closely tied to the
constantly growing market for paper and

aper products, will continue to serve its
established customers 1n the Sixties, not
only with the p.:pcr—m.lkmg machinery
they require, but also with completely
integrated paper machines

As the company’s markets grow, Allis-
Chalmers people will be tfaced with the
problems that face industry everywhere:
inflation, foreign competition, rising
taxes and crippling strikes.

The first problem, inflation, must be
met head on by renewed efforts to cut
government spending and keep produc-
tivity ahead of wage increases. A por-
tion of this effort must come from in-
dividual employes as each of us tries to
do a better job in the Sixties. The re-
mainder of the burden rests with man-
agement — outmoded equipment must
be replaced more rapidly than ever be-
fore, to enable A-C workers to stay com-
petitive with others in their fields. To
do this, of course, management nceds
a reasonable profit on the sales dollar,
so there'll be money left over to nvest
in the business

Replacement of obsolete equipment 15
one of the keys to the second problem fac-
ing us in the Sixties — vigorous foreign
competition in many of the company's
major markets. Foreign competition will
grow stronger, not weaker, in the Sixties,
and 1t will take the best in tools and

facilitics to overcome the edge foreign
manufacturing companies hold in their
lower wage scales Better design, better
materials, better manufacturing tech-
niques and more productive people are
some of the elements necessary for A-C
and other American firms to compete
successfully against foreign companies
without the benefit of trade barriers.

A third problem, nising taxes, will
harrass the company and its employes
throughout the coming decade unless our
lawmakers are constantly reminded of
our need to curb uscless government
spending and waste

The fourth problem, a most contro-
versial one, faces management, A-C em-
ployes and the general public. It 1s the
problem of "big labor™ strikes. It is not
a problem which requires union-busting
as a solution, but it 15 a problem of large
“labor monopolies

While it’s true that one law does not
make a trend, we may find that the
American public will follow its popular
support of the Landrum-Griffin bill
with demands for other legislation to
curb labor's malpractices without inter-
fering with the processes of free collec
tive bargaining

What's ahead in the Sixties for Allis-
Chalmers and A-C employes? Expand-
ing markets, greater sales potential —
and a continuation of the tougher prob-
lems of the Fittics.

No “streets paved with gold,” but
genuine opportunity for A-C people, for
greater job security and possibilities for
advancement

in Four Major Markets
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Customer Benefits D s—
are Key to Company Sales Efforts

he challenge of the Sixtics seems to

center around our ability to produce
quality machinery in competition with
manufacturers both at home and abroad.
Also a part of this challenge is the re-
quircment that we be able to sell what
we produce.

The company’s sales efforts will be
shaper in the Sixties than ever before.
Competition for the customer’s favor will
be keener and effective sales promotion
may well be the difference between con-
tinued growth and merely “staying even.”

“Benefits” to the customer will be a
strong sales point, rather than “features”
in the product. Perhaps it sounds like a
small point, the difference between bene-
fits and features, but it’s a big enough
point to sway a customer. Individual sales
representatrves will emphasize customer
benefits in all A-C product lines — and
the benefits range from lower initial cost
through reduced operating expense and
Jower maintenance requirements.

The company's divisions are poles
apart in many of their market areas. A
relative handful of companies purchase
2 majority of the products sold by divi-
sions in the Industries Group in any
given year, while in the Tractor Group,
sales are dependent upon many pur-

chasers, some of whom may buy a new
unit only once in several years.

Yet each sales arca is dcpcndcnt upon
repeat sales, upon customer satisfaction
and upon giving the purchaser more for
his money than a competitor can give
him. Each sales area is concerned with
customers who make their decisions not
on personality, but on performance. Fach
sales area, then, 1s dependent upon the
people who build the products to give
the customers their money's worth.

Looking forward to 1960, L. W.
Davis, General Manager, Farm Equip-
ment Division, and a vice president,
stated “The real challenge in business to-
day is the customer. He's the No. 1 man
in our business, and he's more important
than ever before. He's bigger than ever,
and in terms of total number of farmers,
he's fewer than ever.”

These words greeted Allis-Chalmers
dealers at meetings throughout the U. S.
and Canada. Held at every Farm Equip-
ment branch, the meetings honored the
dealers for their accomplishments dur-
ing 1959 and paved the way for more
intensive selling during 1960

The dealers saw the film “The Next
Plateau™ which pictured what they would

’;q

SIXTIES

be selling in 1960. There is the new and
expanded line of “D" Series tractors
with more models to meet more f.lrmmg
requirements than ever before. Harvest.
ers were shown to fit practically every
farming operation, whether in grain, hay,
forage, corn, cotton or other grain crops
New units include the model 72 ALL-
CROP harvester, the 18 ft. header Mod-
el C GLEANER combine and the hill-
side GLEANER combine. A ground
driven rake, a hay conditioner, the No
55 Flail-type forage harvester, the Model
500 2-row cotton picker, 2-row mounted
cotton stripper and the 95 bushel manure
spreader are all new in the Allis.
Chalmers line for 1960.

To stimulate effective selling A-C
dealers and their customers received
awards for a job well done. The custom.-
er was eligible to enter a "Bermuda
Holiday" contest with the purchase of
$1500 worth of new Allis-Chalmers
farm equipment. The wife of every cus-
tomer who qualified received a Farm
Journal cookbook. These were presented
by the wife of the dealer.

The dealers received plaques with a
star for every 4 sales and 12 demonstra-
tions. The winning dealer in the Pegria
Branch made a total of 96 demonstra-
tions and accounted for 32 sales

Speaking to the dealers of the Peoria
Branch were C. D. Troyer, Northwest
Territory Sales Manager; Frank Jones,
Farm Equipment Tractor Sales Manager;
L. N. McPherren, Peoria Branch Mana-
ger; R. V. Pitcher and Frank G. Young,
Peoria Branch Sales Managers. They
urged the dealers to learn more about
the products in the A-C line through
the Field Sales Training Program cur-
rently under way at locations in Ocala,
Fla.; Raymondville, Texas; Phocnix, Ari-
zona; Milan, Tenn.; Nampa, Idaho; and
Milwaukee.

The meetings are another example of
Allis-Chalmers efforts toward more ef-
fective SELLING IN THE SIXTIES.

Al Farm Equipment division branch meetings, A-C deaclers learned of new Products,
effective sales aids to help them meet the chollenge of o compelitive markel situation
Ploaues in hackaraund weni to declers with ouistonding records in 1959,



(hanging Scene
at Allis-Chalmers

Gombines
Stability with
Growth

To outsiders, Allis-Chalmers repre-
sents a big, solid, well-diversified com-
pany apparently aimed at staying within
some well-established product lines and
market areas. This is not a false impres-
sion, for A-C does move in relatively
predictable patterns. But it would be
wrong to ignore the constantly shifting
scenes within the company’s overall
growth and progress picture.

The next 10 years will undoubtedly
see Allis-Chalmers continue in its busi-
ness of making machinery —and, we
hope, in larger quantities — which helps
man do his work better, faster or more
economically. And, if the past decade is
any example, the next 10 years will bring
a great deal of change to Allis-Chalmers.

At the time that forecasts were being
made about what to expect in the 1950's,
top management of Allis-Chalmers saw
opportunities — for more business, more
jobs. The sights were st to participate
in the growth which appeared ahead.

Developments were planned and exe-
cuted which brought better, broader
product lines, greater productive capacity
of plants, strcamlined company organi-
zation on a dwision basis, more effective
sales organizations, intensified research
activity. All of this was done with the
idea of improving the Allis-Chalmers
COmPL'II[]\'C pUS!thﬂ

When the '50's began, Allis-Chalmers
did not manufacture wheel loaders, lift
trucks, diesel engines, self-propelled har-
vesting combines, reactors, motor scrap-
ers, paper-making machinery nor a host
of other products. These products were
added to A-C lines through purchase of
Beardstown, Cedar Rapids, Deerfield,
Harvey, Independence, Wauwatosa and
York Works, Valley Iron Works Corp.,
plus Nuclear Power Department, Wash-
ington, D.C,

But the company didn't get into new
tp'rod.uct areas only by acquiring another
irm's asscts.

.

Top quality products, like the “High Drum™ cotton picker shown obove, don't come
about overnight, Cooperation between engineering, manufacturing and sales areos
is vital fo the company's goal of giving the customer the most for his money.

Gadsden Works was converted from
farm equipment to electrical products
during the same period; Terre Haute
Works was built as a new plant and ex-

anded; Greendale Laboratories were
started and added on to; and every estab-
lished A-C product department added
new products and revamped old models
to keep pace with the customer’s require-
ments.

As the fifties ended, we find many
records of progress. Employment was
one-third higher; total sales grew from
$328 million in 1950 to $331 million in
1958 (1959 results to be announced
shortly), owners of the business grew in
number 21/ times.

Certain few products in declining
markets were dropped from the A-C
line in the decade. Overall, however, the
period reflects a tremendous expansion
of market range, manufacturing facili-
ties, sales potential, productive skalls and
job opportunities.

Just as the changing scene applies to
the company-wide picture, it affects an
individual A-C works. Look, for in-
stance, at the Gadsden plant, purchased
by the company from the federal gov-
ernment in 1949.

Gadsden people, in the first part of
the past decade, produced various farm
machines — mower, cotton picker, Mod-
¢l G tractor.

In 1955, Gadsden employes learned to
make a new line of products, distribu-
tion transformers. Last year, Gadsden
completed the transition from agricul-
tural to electrical products by closing out

production on the mower and cotton
picker machines and taking on a line of
feeder voltage regulators.

How do the people of Gadsden Works
feel about the change? You'll find a
sampling of their reactions elsewhere on
these pages.

And what happened to the mower and
the cotton picker that moved out of
Gadsden? They are now found at La-
Porte Works, as a part of a program to
iron out the traditional peaks and valleys
of that plant’s farm machinery pro-
duction.

Prior to the change, Gadsden Works
was subject to seasonal spurts, because
the plant had only the distribution trans-
former as a backstop. Now, with an all-
electric product line, Gadsden people
look for steadier and probably greater
employment than in the past 10 years.

At LaPorte, the mower and the cotton
picker are added to the plant’s present
line of mechanical corn pickers, forage
harvesters, hay balers, manure sprc:tdc;rs
and other argricultural machinery- With
a range of about 25 products, LaPorte
has a better chance of maintaining more
even employment figures throughout the
year. However, the ups and downs of
some of the company’s seusor_lal nj-lrkcts
—_ like farm equipment __will still be a

cause for deep management concern in

the Sixties.

ny's growth. This point 1S
l!:; t{c 1%)—)'63.1' story of the Allis-Chalmers

cotton picker-
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Shortly after World War 11, A-C went
into the cotton picker field, to round out
part of the farm equipment line and to
take advantage of good post-war pros-
pects. When the first cotton pickers were
launched, the market was “up.” People
who would normally have been em-
ployed as field labor were taking fac-
tory jobs in the post-war boom for con-
sumer products.

Unfortunately, the first cotton pickers
failed to live up to the customer’s expec-
tations. His dissatisfaction was matched
by a return of a labor surplus to farm
jobs in the cotton states. As a result, cot-
ton picker sales went through a "feast
or famine” cycle and Allis-Chalmers
management men seriously considered
getting out of the cotton picker business

At this point another consideration
entered the picture: A-C prides itself on
being a major farm machinery manufac-
turer with a full line of products. And
a company without a cotton picker could
not be considered "major” in the vast
belt extending from the traditional cot-
ton states clear to California. The cotton
picker, then, was vital to the company'’s
“Big Three” status south of the Mason-
Dixon line.

The final decision: Design, test and
build a top-notch cotton picker, superior
to competition in price, performance and
quality of picked cotton. And that's
exactly what the Farm Equipment divi-
sion’s sales-engineering-manufacturing
team has done. The new "High Drum”

cotton picker offered by A-C dealers will
prove the soundness of management's
decision to stay in the cotton picker
bustness.

That's another example of the chang-
ing scene —and of the decisions made
by A-C management, decisions which
may involve hundreds of people or thou-
sands of dollars, which brought about
the change. Such decisions will be made
many times in the next decade, and we’ll
be part of many changes to come.

Decisions — change — growth. They
make 2 better company to work for, to
buy from and to invest in.

TIES:

How do you feel
about Gadsden Works
going into

Regulator
Production?

(Question asked in November, before
Gadiden went imto regulator production.)

Joe Gamberi, test foreman ... T worked
on power transformers at Pittsburgh
Works, and I think regulator production
will mean a lot to employes at Gadsden.
1 think they’ll find it's interesting work.”

Bill Roberts, general foreman, Inspec-
tion department ... "I believe our potential
production in regulators will more than
make up for the loss of the cotton picker
here at Gadsden Works."

Clay, Roberts and Gamberi

Perry Clay, superintendent of machine
shop and cotton picker assembly 2
think it's a wise move to make this an all
electrical plant under one roof, even though
I've been a Tractor man for 11 years. This
will work out to the advantage of both
the employes and the company.”

¢ Tomorrow'’s success depends on today’s decisions

4#
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Louie Burke, general foreman, planning
and timestudy . .. "I think it’s a fine move
... It puts us in the regulator business
and we'd like to get a lot of that business.”

Bill Clay, winder .. “We're developing
Our waterways in this part of the south
and this is about the finest thing that
could happen to us, We'll be expanding
our electrical product capacity at a time
when the area is expanding its power gen-

eration capacity, Seems to me one helps
the other,"

Not long after the optimistic
lators started coming off th

pheto of left

statements were made by the people shown below, regu-
@ production line ot Godsden Works, os shown in the

Bill Varley, foreman, Winding department . . . "Person-
ally, I'm a converted Yankee, and I'm happy to see as
much electrical production moved down here as possible.”

Fred Duke, lcad assembly . . . “It will mean the better-
ment of our plant. There'll be more jobs and more work
in the long run. I think the emphasis on electrical prod-

ucts will be good for the community and good for the
South.”

Jim Downey, foreman, Transformer Assembly ... “T've
always liked transformer production — better than agri-
cultural machinery. I think the regulators will be 2 big
help to our people. The move will fit in well with the
Coosa Valley power projects, because we'll be able to
offer local products and local service to the utilities.”

Derwood Smith, inspector. . "I believe it will mean
more year-round employment here. There's a little more
to making a regulator, compared with a distribution trans-
former, but I feel we will find the assembly and inspec-
tion techniques pretty much the same.”

William Sprayberry, clectrical welder . "I think it
will help us here at Gadsden, and I'm glad to see the
regulators coming in. I'm sure it will keep more men
busy in the tank and plate shops.™

C. L. Stone, foreman, Tank Production . .. “"We're going
to need good workmanship and top quality . . . the same
as we put into distribution transformers. We intend to

make a go of it here, and we'll be happy to make all the
regulators they can sell.”

F. R. Fancher, saw and shear operator ... "I'm 100
percent for the move, because I think it will mean more
work and steadier work. These'll be heavier units than
we're making now, but we can handle it and maintain
our quality level. I'm glad to see regulators here, because
the electrical market is stll growing and the regulators
will fit right in with the needs of the area™

R EEEEE———————ees
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Opportumity Pl

As Allis-Chalmers competes for the
customer’s favor in the Sixtics, one of
the company’s biggest assets is the
trained, stable group of men and women
employes at all occupational levels. The
customer, who is frequently an employer
in his own night, is well aware of the
advantages in buying from a firm with
dependable quality-conscious employes.

A job at Allis-Chalmers mcans more
than “just another job.” Tt means the
security that comes from a stable em-
ployer with well-established product
lines. It means the opportunity for ad-
vancement that comes from a progres-
sive employer with the capital, resources
and know-how to grow through market
expansion.

Many programs play 2 part in help-
ing an A-C employe feel that his job is
better than the average job. Some of
these programs provide peace of mind
— safety, health and accident insurance,
group life insurance, pension and re-
tirement programs, and others of this
nature.

Other employe programs stimulate the
mind — such as the company’s tuition
refund program, the new employe sug-
gestion plan and various training and
development programs. Employes who
are willing to expend a little extra time
and thought usually get the greatest
benefit from this type of program.

As these and other employe plans are
continued into the Sixties, we will find
that many of them are being expanded
and developed to make them even more
effective in helping Allis-Chalmers
people grow with their company.

A good example is the employe sug-
gestion plan, which is based on this
thought: ““The challenge of today's

markets demands that employers use the
active imaginations and skills of their
employes.”

It's a blunt statement, but it makes
sense. Allis-Chalmers, in its constant
scarch for better ways of getting the job
done, will benefit from the creation of
more ideas for improving the company's
operations and /or its products.

The benefit is not solely for the com-
pany, since the plan will recognize em-
ployes who make noteworthy contribu-
tions. The suggestion program applies
to all Allis-Chalmers works, branch
houses, district and regional offices and
warchouses in the United States and
Canada. This company-wide plan will
be coordinated through the Industrial
and Community Relations division. The
works, branch or office management will
be responsible for local administration
of the program.

All non-supervisory and non-profes-
sional employes are eligible for sugges-

tion awards, including those in retire-
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or A-C People.
s Peace of Mind

ment or on leave of absence or layoff.
Supervisory employes, up to the level
of foremen, and non-supervisory profes-
sional employes may receive awards if
their suggestions are removed from their
duties and are approved by their divi-
sion general manager or director.

How much will your suggestion be
worth? Under the new plan, the mini-
mum award will be $10, and the maxi-
mum award $25,000.

The amount of the award will be
computed on the following basis:

. . . Present method.

... Proposed method.

... Savings per unit, based on present
method minus proposed method.

... Savings per year, based on sav-
ings per unit times annual usage,

-..Net savings times 25 percent
equals the amount of the award.

The new Employe Suggestion plan
will give many A-C people the chance
to put their ideas in operation — with
an opportunity for personal gain, plus

Larry Boucher (stonding), West Allis Works retirement
counselor, kibitzes a sheepshead game at a regular session

of tl_u West Allis Works Retired Employes club. Players (left
to right) are Lewis Larsen, Al Marlin and Lawrence Larson.




the chance to help their company remain
competitive. i

Another program which will continue
to help Allis-Chalmers employes help
themsclves and help their company at
the same time is the tuition refund pro-
gram. Under this plan, the company
reimburses employes for out-of-pocket
costs of tuition and other expenses con-
nected with the taking of college courses
in science, engineering or business
administration

In 1959, 539 A-C employes received
tuition refund checks for courses taken
during the year. There is every reason
to expect the program to continue to
increase 1n popul.lnry in the Sixties, to
the benefit of the company and the par-
ticipating employes

Other programs may be expected to
come from various company sources,
such as the Allis-Chalmers Senior Engi-
neering Committee

This group was created to serve the
company on an over-all basis. It is con-

Not ‘just another job,” but genuine opportunity

cerned with the development of com-
pany policy in all engineering areas in
which Allis-Chalmers should have an
over-all status or take a company-wide
position. The commuttee includes three
permanent members, who alternate as
chairmen, and three members appointed
each year for one-year terms

For 1960, the committee includes the
permanent members, Dr. H. K. Thrig,
chairman, director of research and a
vice president; A. W. Van Hercke, 1959
chairman, director of engineering, Trac-
tor Group, and a vice president, and
W. M Terry, Jr., director of engineer-
ing coordination, Industries Group, who
will serve as chairman in 1961. Also
members of the committee for 1960 are
J. W. McMullen, general manager,
Power Equipment division, and a vice
presidcnt, W. J. Klein, director of sales
promotion, Tractor Group, and a vice
president, and Harold S. Silver, general
artorney

Onec-year members for 1959 were

The Allis-Chalmers senior engineering committee
for 1960. The permanent members, seated Ifﬂ
1o right, are A. W. Van Hercke, Dr. H. K. Ihrig,
chairman, end W. M. Terry, Jr. Members for
1940, standing lefl fo right, are Horold S. Silver,
J. W. McMullen and W. J. Klein.

R. M. Casper, general manager, Atomic
Energy division, and a vice president;
R C. Allen, director of mechanical en-
gineering, Industries Group, and }-(j W,
Haagensen, director of public relations.

Many other programs — sales train-
ing, supervisory training and science-
engineering forums, for example — will
rovide additional impetus to creative
thinking at Allis-Chalmers in the Sixties.

And what of the programs which help
us work better by providing peace of
mind? Safcty promotion is a good ex-
ample. A-C has gone beyond merely
providing of a safe place to work. The
company's safety efforts in the Sixties
will be directed at “total safety” which
means on the job, in our products and
in our homes and communities. As a
peace of mind program, safety is para-
mount because it's aimed at preventing
misfortune from happening.

Many of the others, group life, health
and accident insurance and retircment
and pension programs, also provide
peace of mind in the sense that the
company and the employes share the
cost of taking care of an cvent after it
happens

While the thought of retirement may
be distasteful to many, there should be
peace of mind in the company’s retire-
ment counseling program. It is based
on the assumption that retirement is in-
evitable, regardless of the age at which
an employe retires.

Accordingly, A-C retirement counse-
lors will be doing more n the Sixties to
help each employe plan his own retired
life and develop interests which will help
them remain useful and active after
retirement

All of the Alhs-Chalmers employe
benefit programs — which help provide
soctal and economic security, opportun-
ity for personal progress and advance-
ment — wall prove invaluable to A-C
people 1n the Sixties as they fulfill their
dual role of assuring peace of mind and
stimulating creative mental activity

Frank Jessogne, West Allis Works, used the tui-
tion refund program to complete his Business
degree at Marquette University in 1959. One
result wos o new job, combining his product de-
partment experience with his acodemic degree.

11



THE SIXTIES:

[wo NEW Symbols

Meet

Just as the nation faces a challenge
-..just as A-C's management faces a
challenge . . . so do individual A-C em-
ploves face challenges in the Sixties

Two new year-long campaigns will
help individual employes meet some of
these challenges in 1960 and in the years
to come. One campaign, “"Teamwork for
Progress™ presents a challenge to each
of us to mect competition in the Sixties
through our own personal efforts.

The other, "EVERYWHERE . . . all
the time™ challenges each of us to work
more safely, to live more safely and to
mzke accident prevention a way of life
by integrating occupational safety with
off-the-job safety.

Teamwork for Progress

The mmportance of company-wide ef-

fort 1s emphasized in the “Teamwork for

Urge Us tc
bhallenges

Progress” campaign. This theme-a-month
program will cover specific areas for im-
provement, such as quality, delivery,
waste reduction, suggestion awards, ab-
senteeism, competition and other subjects
Posters, bulletin boards, information
racks and other media will carry the
“"Teamwork™ message to all A-C em-
ployes, and the symbol will be used on all
prmted matter pertaining to the campaign

The success of “Teamwork for Prog.
ress” will be measured by the way Allis-
Chalmers meets competition. A good
year will do more than insure our pres-
ent jobs, wages and employe benefits. A
good year for A-C will also help make
every job more secure, open up more
opportunities and create brand new jobs.

We have never faced tougher compe-

tition than we will meet in the Sixties,

- e

at home and abroad. On the other hand,
we have never had an opportunity to
gain as much as we stand to gain through
a successful "Teamwork for Progress”
program,

Take the first month's theme as an
example. It's based on these simple
truths: QUALITY comes from you . . .
SALES come from quality . . = JOBS
come from sales.

T N — —

One of o kind" producls, such as this huge transformer, and ass
line products such as Iraclors each require teamwork to assure qual
the A-C customer



There isn't a person at Allis-Chalmers
who can't contribute directly or indirect-
ly to the quality of A-C products Thus,
if we maintain the highest quality 1n
performing our jobs, we can be sure that
every product bearing the A-C trademark
will be of the highest possible quality

That's real Teamwork, and it will pro-
duce real Progress in the Sixties

““EVERYWHERE . . . oll the time!"

This 1960 safety campaign 1s intend-
ed for use at all A-C locations in the
United States and Canada, for both
hourly and salaried employes. While it
contains many of the clements of the
successful ""Knowing's Not Enough"
campaign, the 1960 program provides
even greater coverage.

The year-long campaign will be
launched by a full color sound motion
picture, to be shown to all employes. The
film’s message will be repeated through-
out the ycar by means of banners, post.
ers, leaflets and other recall materials,

"EVERYWHFRF all the time!"
The title comes from the Allis-Chalmers
Total Safety Concept, which states the
company's policy and belicf that occupa-
tional safcty must be integrated with off-
the-job safcty. In addition, a sub-theme
“Safety — A Famuly Effort,” is devel-
oped in the movie to project the A-C
off-the-job safety programming to in-
clude the employe and his famuly,

A yellow diamond with a black bulls-
cye 1s the symbol for the 1960 A-C safe-
ty campaign. This “safety diamond” will
be used on the various materials used to
call attention to the monthly themes of
the campaign

A-C's management is confident that
"EVERYWHIERE . all the time” will
hclp reduce injuries through a united cf .
fort on the part of all A-C employes. But

Comeraman (extreme left) films the scene os Aclor Barry Hopkins jumps from a boat in o se-

quence from the compony’s new safety movie "EVERYWHERE

all the time

aui-cnaimers 10IAL SAFETY canceps

Allis-Chalmers believes in “Total Safety” . . .
through a program that integrates accident pre-

vention into all activities of the company and all

activities of its people, and extends into three

important areas . . . company personnel, products

and customers and the public.

even more important 1s management's
confidence that every A-C employe will
benctit by increased awareness of safety
both on and off the job

The planning for the 1960 safety cam-
paign began a year ago. The objective
was to develop a comprehensive program
to follow the “Knowing's Not Enough”
and "Use Your Know-How'" campaigns.
As 1959 progressed, it became evident

that A-C employes would fail to improve
their acaident frequency rate (company-
wide) for the first time in five years.

It 15 hoped that support and participa-
tion in the 1960 campaign will check the
upturn of 1959 and put A-C people back
“on the beam” in their efforts to prevent
acadents, This can be accomplished it
we work and Live safely, "EVERY-
WHERE all the time

Progress with Safety concerns every A-C employe 13



“They”
ban Bea

This Yea
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Don't Care or Think . . .

Observe our "hero." He'd rather watch television than
read a newspaper editorial. He'd rather go bowling than
attend a political meeting. He'd rather talk about new
cars than think about the highway programs. He's a real
chameleon, because he thinks he's not qualified to dis-
cuss the issues, or he can choose to be above “‘all that
political jazz." He can tell you his one vote doesn’t mat-
ter anyway — or he'll tell you that, after all, one party
or one candidate is the same as another, so what's the
difference? When it comes to politics and government, he
is @ firm believer in doing as little as possible, because
"you can't win, anyway."

With his aftitude, you sure can’t!

(EDITOR'S NOTE: This Article is directed to A-C people

in the United States. However, the idea it promotes is one which

Canadian readers may also keep in mind as election year comes around.)

They've got your number this year,
and they’ll beat you again, unless you
change your ways

Who are They? They are the people
who'll elect your state, local and federal
government of ficials —the people whose
candidates are elected because you failed
to elect yours

14

We've all heard the wailing — "why
don’t they do something about govern-
ment spending? Why are they raising
taxes again? Why don't 1hey do some-
thing to help the working man? the
housewife? the property owner? the
father of four, etc,, etc., etc.? Why don't
they pass a law, or why don't rhey re-
peal a law?”

Why don't they? Because we and they
are the same people — the American
public. If we are not satisfied with the
job they do, then it's our job to clect
better of ficals.

In the photographs on these pages,
our "hero” exercises his time-honored
right to do as little as possible toward
electing good government in his local,
state and federal contests. As he adheres
to his four basic principles, he earns the
right to gripe about his government until
the next election. He'll spend more time
talking about government after the clec-

tion than he spends discussing the can-
didates and 1ssues before the clection. If
he follows this ritual religiously, he qual-

ifies for the title "Typical American
Blockhead.™

This is a major election year — 1n
1960, we'll have the privilege of picking
people to serve in many capacitics:
Mayors, aldermen, governors, state legis-
lators, United States senators and repre-
sentatives and the president of the United
States. This is the year we can correct
the wrong or reward the right, as we see
it. This 1s the year we can “'stand up and
be counted.”

What's more, this is the year we can
become they!

So have a laugh or two at the ex-
pense of our “hero” on these pages —
but resolve that you'll be informed and
register and vote as a represcntative cjtj-
zen doing his best to share in the oppor-
tunity for citizenship that 1960 offers.

NOTE: For his cooperation in posing for this series of prctures, A-C Scope thanks Gordoy
Andersen, Assistant Supervisor, Duplicating and Circulation, West Allis Warks.



Don't Listen or Discuss...

Here's our '‘hero' with his mind olready made up. He
knows who he's for and how he'll vote. He comes in
many shapes and sizes, for example:

He'll vote like ‘my dad voted.”" He'll vote for the man
who promises the most to the working man, the farmer,
the businessman or the taxpayer — without regard to
what else the man stands for. If he's Irish, he'll vote for
Irishmen; if he's Polish, he'll vate for the man with the
Polish name, if he's — well, you get the idea.

In politics, this man's mind is a closed book and there’s
no point in confusing the issues with facts. He's the con-
formist professional politicians bank on so heavily when
they talk about solid blocks of votes on their side.

MOZCO

Don’'t Register or Vote ...

The pointed chapeau our "hero' wears is the mark of
a man with so little regard for the blessing of self-govern-
ment he hasn't taken the time to register and vote. Our
entire American political system is wasted on this man,
because he fails to take advantage of the rights which
enable him to determine who will govern him and how.

This is the man who gripes the loudest, the man who
says 'they are ruining this country (or city or state) . . ."
until you ask him how he voted in the last election.

This is the man who isn't there, the political zero whose
vote might swing any election in any community this year,
This is the man who is an eyesore on the American scene
— he ignores a right which free men died to establish.

{14

Don’'t Support or Oppose ...

In this role, our “hero’ knows exactly what he sup-
ports and why, but he’s always too busy to attend a coun-
cil meeting, a school board session, a political debate or
a party caucus. He knows who he'd like to see win in
the elections, because he's convinced they'd do a better
job than their opposition. He'd like to see them win, but
he probably won't because he’s too busy talking to him-
self to take the time to support the candidates he favors.
While this man knows the solution to the problems con-
fronting our elected officials, he’s not going to tell others
in support of his beliefs. When his candidates lose the
election, he’ll wonder how so many people could have
made such o mistake. He may even decide to ploy a
more active role in the next campaign

4
...and When It's Too Late

Protesting at the top of his voice, surrounded by the
evidence of what they are doing to him, our “hero™ is
in his native habitat. He has plenty to say — now. But
he'll have to wait a year, or two or four or six, before
he can do anything about it.

Meanwhile, back at the city hall, the state house or
what-have-you, they run the government in an effort to
satisfy the people who elected them. They are not com-
pelled to respect the wishes of those who didn't care,
didn't pay atention, didn't oppose or didn't vote. They
have a mandate from a majority of the voting public and
they'll do their best to give the people what they voted
for. After election day, it's too late.

15
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Pittsburgh Employe Proud to Speak for Democracy

Felix Sikorski, a core winder with 12
years of service at A-C's Pittsburgh
Works is a “mighty proud man™ these
days. He and his family, representing
four gencrations of Amenicans with Po-
lish ancestry, were selected to appear 1n
a United States Information Agency pic-
ture produced to show the American way
of life to Europeans

The film, titled "Their City,” 15 a
story of a typical Pittsburgh steel worker
whose father came to the United States
from the Old Country. It shows Sikorski
and hus family as a success story, not in
the sense that they are wealthy, but be-
cause they Iive the typical American life
with its high standard of living.

When the USIA representative con-
tacted Sikorski about appearing in the
picture, he thought “somebody was try-
ing to pull a gag” on him. He couldn’t
nnderstand why he and his family should
be picked for leading parts in “Their

Gty When he learned that it was no
joke, Sikorski opened the doors of his
home to the team of cameramen, writers,
techmaans and special agents sent by
the USIA from Washington,

They turned his home into a film
studio, Sikorski reports, with miles of
witing, camcras, speakers and micro-
phones "all over the place.” It was quite
an expenence for the Sikorski household
as they cooperated with the production
of the film. “Their City” 1s intended for
use by the agency to show the tangible
results of democracy and freedom, espe-
cally to people who know what it means
to live under communist rule.

The production took about one week,
and the hundreds of fect of film include
some of the following scenes: Sikorski
doing interior decorating in his home;
his daughter, Janice, playing the piano
while her sister and grandmother sing
Polish songs; his wife, Helene, as leader
of Troop 1607 Holy Family Girl Scouts,

taking her troop through the Polish na-
tionality room at the University of Pitts-
burgh; his daughters, Janice and Ph}‘l!ls,
at a gymnastic exhibition in Polish Fal-
con hall, and many othcr activities in-
volving the four generations of the
family

The film brings out the paradox of
America’s “'melting pot’’ tradition by
showing how various nationality groups
maintain the culture and customs of the
Old Country while embracing the free-
dom and democratic principles of the
New World. The Polish Falcons, for
example, can call each other by the Old
Country names like Stas” and Antck and
still be American to the core in every-
thing they do.

For the Sikorski family, participation
in the motion picture 1s a source of pride
and pleasure. It shows them as an Amer-
ican success story — something all of us
must represent to people behind the
Iron Curtain.

Jonice ond Phyllis Sikorski clop thewr honds in fime 1o the music in
this scene from the USIA motion picture “Their City.” Lines ot upper
center of frome ore mode by piono keyboord os film “dissolves”
from keyboard 10 children’s foces

In onother scene from "Their City,” Mrs. Helen Sikorski examines
some of the costume dolls which will be sold ot @ bozaor to raise
money for her Girl Scout troop. Becouse these pholos were “"blown
vp” from 16 mm movie frames, they lack clarity of normal shots.



Four generations of Polish-Amer-
icans make this family portrait.
Standing are Mr. and Mrs. Felix
Sikorski. Seated are Grandmoth-
er Mysliwiec (Mrs. Sikorski's
mother) and Janice and Phyllis
Sikorski. Mrs. Mysliwiec is hold-
ing her great-grandson, Richard
Korbeck, Jr., whose mother is
Mr. Sikorski's niece.

Al the family piano, the Sikorski girls play and sing traditional Polish As a Girl Scoul leader, Mrs. Sikorski enjoys taking her troop on Satur-
folk sengs as their grandmother and father walch proudly. The film day excursions like the irip 10 the University of Pittsburgh shown in this
points out that while the father Is hom_c recuperating from an on-the- scene from the film. Narrator calls altention to the school's “nationality
job accident, he is compensated for his time lost from work, rooms™ which help preserve Old World culture in Pittsburgh.
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Do Our Children Know the

onomic Facts
of Life?

Our children are being taught a great
many more things in school today than
we learned in our student days. Tre-
mendous advances in science, improved
methods of communication and other
factors contribute to the broader curricu-
lum. It's unfortunate, though, that our
children are not taught enough of the facts
about our American economic system.

They do not realize that the two go
hand-in-hand, a free people and a free
economy. This theory is borne out by
the results of a survey conducted recent-
ly among high school seniors.

The survey reveals some of the more
commeon misconceptions—mistaken ideas
which are not confined to a single age
group or a particular walk of Life. On
the contrary, it is possible to find these
same false impressions and notions 1n
many groups of people who work for a
Iiving.

Here's an example of a mistaken idea,
as expressed by high school seniors:
Business in general makes a profit after
1axes of 25 cents on the sales dollar

Here's another wrong idea: A "farr”

Reduce Prices?

profut for business in general might be
about 20 cents on the sales dollar.

Now let’s look at these two ideas —
In actual practice, the country’s leading
corporations average profits of 5 to 6
percent of sales. For the entire country,
the figure is less than 4 percent. And
any company, including Allis-Chalmers,
would welcome the chance to make a
“fair” profit of 20 percent.

The students’ mistaken ideas about
profit don't stop there, cither. More than
half of them felt that one of the faults
wnth the business system in this couniry
15 that the owners get too much of the
money companies make, compared to
what employes get. They also supported
the mistaken idea that each dollar that
is divided between owners and workers
goes roughly 50-50 between the two
groups.

Again, they could find the fallacy in
their opinion by checking any corpora-
tion's annual report. In the case of Allis-
Chalmers last year, the employes were
paid nearly 200 million dollars. Divi-
dends paid to share owners, on the other

Our nation’s economy is
like o pie, which we oll
share in varying amounts.
The only woy we can get
a bigger pie is to work
together fo produce , ..

hand, amounted to less than 17 million
dollars.

Here's another misconception, a dif-
ferent version of the thoughts expressed
above: If most of the profits compan-
jes made were paid 10 workers in wages,
workers would be better off in the long
run ...

Let's examine this statement, because
it scems to emphasize the point that high
school seniors are not being taught the
economic facts of life, and they appar-
ently are not stopping to think things
out for themselves. It's true that workers
have more money, and to this extent
would be better off if they received most
of their employers’ profits in wages. But
not in the long run. Unless a portion of
a company's profits is reinvested in the
business, the workers will soon be with-
out the tools to produce efficiently, costs
will soar and competition will outdis-
tance the employer in the race for the
customers’ favor

The same group of high school seniors
failed to recognize the truth in the fol-
lowing statement: The most secure jobs

PROBLEM: Raise the Standard of Living for Everybody ...

Only by producing a bigger pie can we have a higher s1and:
living without taking away part of somebody else's piece o
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are found in companies that make steady
profits . ..1t's hard to imagine how
anyone could fail to agree with that
point, since it's pretty plain that steady
profits are a requisite for keeping the
business open and providing employment
on a steady basis.

The same group was no better in-
formed on the subject of inflation and
living standards. Nearly one-half of
them said If all companies raised wages
10 percent al the same time, it wonld
result in a 10 percent increase in the
workers’ /f:'irag standards. Since one
man’s wage is another man’s cost, this
can not be true. A 10 percent blanket
wage increase would result in a 10 per-
cent blanket price increase and no work-
er would be better off. A general raise
of this nature would have the opposite
effect, since it would raise prices for

ople with fixed incomes, cut into the
actual worth of money in savings, pen-
sion insurance and other programs.

When asked the question "What's the
surest way to raise the country’s living

standard?”" Seventy-nine percent of the

FACT: Shareowners get

only a small portion of
what's left after taxes,
materials, operating costs
and other expenses have
been paid . ..

ALSE:in most companies,

wners and workers are paid
st of profits on a
0-50 basis. ..
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FALSE: Workers'
pay has gone up,
but not a3 fost oy
their output

FACT: Since 1950,
average wages
have risen much
faster thon aver
age outpul in
manufacturing
componies.

1959 1960

FALSE: “If most of the profits companies made were

paid to the workers in wages, workers would be better

off in the long run...”

FACT: Unless sufficient profits are reinvested in the business fo pmvid.‘!h.-looll l'-l_ﬂd
facilities to keep the company competitive, we would soon have a situation which

could force the employer out of business.

seniors gave wrong answers, as follows:

18% said "Increase wages”

38% said "Lower prices’

18% said “'Limit profits”

5% said “Increase government
spending’”’

While 799 gave wrong or partial
answers, only 21% gave Produce more
goods per man-bour as the surest way
to raise the country’s living standard,
despite the historic fact that this coun-
try's steadily rising standard of living has
been accompanied by continuing in-
creases in output per man-hour.

That leads us into another misconcep-
tion, regarding pay and output: Two-
thirds of the seniors interviewed said
Workers' pay has increased over the
years, but not as fast as their output has

increased. The truth is exactly opposite
— output has been going up, but pay
has been going up much faster since
World War II. The result is 2 continua-
tion of the “'creeping inflation™ brought
about by wage-price increases, round
after round. If our wages were increased
only in proportion to our increased out-
put, price increases would no longer be
necessary.

There is another example which may
illustrate the point that our children are
missing the boat in economic education.
More than half of them agreed with this
statement: . . . the fairest economic sys-
tem is one that tabes from each accord-
ing to bis ability and gives to each ac-
cording to his needs.”

This statement is the basic doctrine
of Karl Marx, the principle upon which
modern communism is founded. It ig-
nores the American idea that individual
effort should be rewarded in relation to
the contribution it makes. Yet, more than
55 percent of the high school seniors
failed to recognize the Marxist doctrine
as the antithesis of free enterprise and
individual Liberty.

Do our children know the economic
facts of life? Many do not — most not
as well as we might wish. It is up to us
as adults to take the facts and present
them to our children as clearly and as
accurately as possible. Only then will we
rid ourselves of the mistaken ideas that
seem to prcva.il about the American eco-
nomic system.
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r Al his workbench, obove, Al Cox foshions a piece of metal for one of his
painstakingly detailed models. At right, Cox-built model is featured in Wes)
Allis Works lobby display being viewed by Secretaries Nancy Kelman (left) and

Nancy Romanshek, Display includes A-C cars available in Lionel line.

aS When Al Cox started with Cedar Rapids Works (then the LaPlant-
Choate Company) in December, 1939, he was virtually a one-man

manufacturer.
Prior to his starting with A-C, Al had been in charge of the Van Buren

X M d K, County (lowa) repair department. When he was not repairing highway
0 e ] maintenance equipment, he was building new machines.

Al has kept up his practice of building new machines, but on a smaller
scale, as 2 model maker at Cedar Rapids. On this job, he builds miniatures
of the Allis-Chalmers fleet of earth moving equipment. These miniatures
arc not toys built merely for display. They may wind up their tours of duty
as very attractive display items but only after they have served their primary
purpose . . . testing the new design for workability.

Look at the brand new TS-360 motor scraper, for instance. Al started to
work on the model many months before the full scale machine rolled off
the assembly line. Working from blueprints and scaling the model to one
inch equaling a foot, he had a working model that the Cedar Rapids engi-
neers could study before going into production on a standard size machine
This, of course, saves literally thousands of dollars and helps prove that the
design 1s sound.

The TS-360, which carries the same model designation as its predecessor,
15 an all-new machine in the Cedar Rapids line of equipment. Bigger than
the previous models, it has a 22.3 yards struck capacity — 30 yards heaped
and 1t can travel under full load at 26.3 miles per hour.

“With the TS-360,” in the words of E. ]. Mercer, general manager, Con-
struction Machinery Division, and a vice-president, *Allis-Chalmers moves
into the big durt class. We are competitive with anyone in the business.”

To paraphrase “"From tiny acorns, mighty oaks grow,” Cedar Rapids’ Al

\ Cox might say “From scale models, mighty machinery rolls.”

g"‘-

Here's Al Cox explaining some of the details of the com
pleted T5-360 motor scroper model to Randi Beasmore, of
Cedor Ropids Works clerical engineering




Sons of A-C Employes
Follow Rigorous Schedule

in West Point Training

W’hcn a young man decides to build
his future 10 one of mankind’s
oldest professions, the life of a soldier,
there 15 but one place he hopes to serve
his apprenticeship — the United States
Military Academy at West Point, N. Y.

Such an apprenticeship is currently
being served at “The Point™ by three
young men who are sons of Allis-
Chalmers employes.

They are the sons of W. D. Nesbeitt,
Spokane district office manager, Henry
J. Detjen, works manager at Springfield
Works and K. C. Shanabrough, opera-
tions planner at York Works.

the Tradition of
DUTY. HONOR, COUNTRY

Cadet W. D. Nesbeitt, Jr., Class of
1961, is a junior at the Military Acad-
emy. He is a 1957 graduate of Mead,
Wash., high school, where he was active
as freshman class vice president, junior
class business manager, senior class stu-
dent council representative and 1957
Boys State candidate. He was a member
of the National Honor Society and the
school Dialectic Society and won his
freshman numerals in football.

At West Point, Cadet Nesbeitt is a
member of the Catholic choir, Dialectic
Society, "Hop" (dance) committee and
the Glee, Sailing and Rifle clubs. In
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sports, he represents his unit, Company
H-1, in football, lacrosse, soccer and
CTOSS~COUntTy.

Another junior at the Academy, Cadet
Frederick H. Detjen, was a 1956 grad-
wate of Springfield high school, where
he had been a member of the Delphic
Literary Socety.

His West Point activities include mem-
bership in the Pistol and Skeet clubs
and intramural lacrosse, and track teams.
He s an Academy monogram winner in
both cross-country and track.

Cadet Kenneth J. Shanabrough, Class
of 1963, 1s a 1958 graduate of William
Penn senior high school. In his high
school days, Cadet Shanabrough was a
member of the Filii Neptune (Sons of
Neptune) and Penn Peppers clubs.
Holder of four swimming records, he was
named District 3, Pennsylvania Inter-

scholastic Athletic association and cast-
ern regional champion in both the 100-
yard free style and 150-yard individual
medley events for two years. He was
1958 United States eastern interscholas-
tic champion in individual medley and
a member of the high school All-Ameri-
can team in the medley event. He also
won two letters in baseball.

As a “plebe” with a heavy academic
load, Cadet Shanabrough must necessar-
ily limit his “campus” activitics. How-
ever, he has managed to find time for
the Rocket Socicty, Cadet Debate Coun-
cil and Forum and the freshman swim-
ming team.

For the “Allis-Chalmers cadets” and
their classmates, scrvice academy life is
aimed at mental, moral, physical and
military development. The day begins
with reveille at 5:30, breakfast at 6:30.
Next come two classes in the morning,
with a study period sandwiched between,
and one class in the afternoon. Follow-
ing the class day, each cadet takes part in
seasonal varsity or intramural athletics,
with the latter occupying at least two
post-class periods per weck.

Small class groups are the rule at West
Point, to allow each cadet a chance to
recite or prepare a problem analysis for
scrutiny by his instructor each day.

The same curriculum is followed by
all cadets, with the exception of the for-
cign language course in which a choice
is offered of French, Spanish, German,
Russian or Portuguese. There are no
“cuts” from classes — a missed class calls

for immediate disciplinary action. Ca-
dets’ evenings are devoted to study until
Taps is sounded at 11 o'clock.

It's a rigorous life Cadets Nesbeitt,
Detjen and Shanabrough lead, but it's a
way of life which has developed in the
Military Academy’s 158-year history. The
mission of the Academy is officially de-
scribed as "To instruct and train the
Corps of Cadets so that cach graduate
shall have the qualitics and attributes cs-
sential to his progressive and continuing
development throughout a lifetime career
as an officer in the Regular Army.”

The Academy’s 22,000 graduates, who
have taken their places as leaders in
every field of endeavor, are witnesses to
the way this mission is being accom.
plished. For an inherent part of the
Academy's mission is the twin objective
of instilling discipline and a high sense
of honor. The Academy further strives
to provide the knowledge and general
education equivalent to that given by our
leading universities, and particularly, to
develop the powers of analysis so that
the mind may reason to a logical con-
clusion.

The outgrowth of the training and
education received at West Point is plain-
ly written on the pages of American his-
tory and embellished with the names of
the Academy's famous graduates.

The A-C family's three West Pointers
—and their parents — may well be
proud of the training that will make
these cadets a part of the famous “Long
Gray Line.”

Lahal 200§ )
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Immaculate uniforms, tidy locker arrangemen! demonstrated of
left by Cadet Detien are port of every West Pointer's life. In
photo obove, Codet Detjen pouses in the sollyport entrance to
his borrock orea 1o check his grades. The class standings are

posted weekly ond failure in o subject means “turnback” and
the enfire semester must be repealed.
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The ever-present slide rule helps Codet Nesbeitt find
the solution 1o a classroom problem, in photo af left.
Below, he's seen in the uniform most fomiliar to the
American public, the full dress groy gorb with spot-
less white belt and highly polished insignio and
breastplate.

Spic and span equipment, from shaes to rifle,
ore port of Codet Shanaobrough's busy day as @
West Point “plebe.” In photo al right, he's work-
ing out in a physical education class. Cadets are
introduced to all sports so they'll be able to
supervise aclivilies among the men they will
some day command.
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J. M. Driscoll [right), Consolidated Edison Company of New York, Inc ,;uk“eshu ;Lo;:
look ot @ scale model of a 357,000-kw steam furbine gengmlor unit bui {yf o
Allis Works for the utility's Astoria station. A duplicate unit is also on order To h.:e
Edison. With Driscoll are C. D. Wilson (left), chief turbine design engineer, Sieumd ur ;
department, and J. W. Burrus, assistant general manager, Power Equipment divisian,
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