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T he National Association of Cost Accountants does not sta nd sponsor for views expressed
by the writers of a rticles issu ed a s Publica tions.
T h e object of the Official Publications of the
Association is to place before the members
ideas which it is hoped may prove interesting
and suggestive. T he articles will cover a wide
range of subjects and present many different
viewpoints. It is not intended that they shall
reflect the particular ideas of any individual
or group. Constructive comments on any of
the Publications will be welcome.
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obtained from the office of the secretary. T he
price to members is twenty -five cents per copy
and to non - members seventy -five cents per copy.

EDITORIAL DEPARTMENT NOTE
We are indeed fortunate in being able to present in this
issue a paper by one of the business leaders of the
country, in which stands out prominently the basic
simplicity and saneness of the philosophy on which rests
his policies of business management. To find combined
in one man a grasp of the broad economic principles on
which the business structure of the country rests, an
ability to interpret present economic conditions from the
data available, and a genius to apply those principles in
the management of a business enterprise is most unusual.
Our readers will be interested in seeing verified some of
the predictions made in this paper about six months ago.
The author, James H. Rand, Jr., is one of those outstanding captains of American industry who has accomplished much in a comparatively short time. Although
he is the executive head of Rand Kardex Bureau, a
world wide organization selling more than forty million
dollars worth of business management equipment every
year, Mr. Rand has attained his great success before the
age of forty.
Graduating from Harvard in 1908, where he had
shown his aggressive character by winning his place on
the varsity football team, Mr. Rand plunged into his
father's business, the Rand Company, and soon won
his way to the position of sales manager. In 1916 he
decided to form his own organization and, borrowing
$10,000, he created the American Kardex Company.
Ten years later the two concerns were merged, under
the direction of Mr. Rand, placing him at the head of
a ten million dollar corporation. Then followed, within
an incredibly brief period, the consolidation with Index
Visible, Library Bureau, Safe - Cabinet, Baker- Vawter,
and Remington Typewriter, the present company being
known as the Remington Rand Company.
Mr. Rand has shown exceptional capacities for organization and leadership. His -abilities are many sided.
He is still regarded as the star salesman of the company.
He has introduced many labor- saving practices into the
production of his products and invented the major features contained in Kardex.
Mr. Rand was able to build up his original company,
after repaying its first loan, entirely from the earnings
of the company. He has demonstrated an exceptional
grasp of sound finance. Not only is he able to see a
big vision of future possibilities, but he can set to work
to make that vision materialize.
Democratic and approachable, Mr. Rand knows how
to retain the good will of everyone he meets and still
conserve his time and physical energies for the major
tasks at hand. He is well regarded locally as he is
nationally, serving on the board of directors of the Marine
Trust Company of Buffalo and the First Trust Company,
Tonawanda.
This Official Publication is the stenographic report of
a talk given by Mr. Rand before one of the Spring
meetings of the Buffalo Chapter, N. A. C. A., of which he
himself is a member.
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THE PROFIT ELEMENT
CARNEGIE was the first cost accountant that ever
ANDREW
entered into business in America. He was a Scotchman and
he made a most excellent cost accountant; he had a sharp pencil.
He always employed Scotch assistants in financial matters
wherever he could, and also throughout the shop. To gi ve an
example of how thrifty those assistants of Andrew's were, I will
tell you a story that he used to tell about one of those Scotch foremen, who was walking down the street and a friend accosted him
and said, "Say, Aleck, do you know that your wife was in a railroad accident ?"
Aleck replied "No, was she ?"
His friend said, "Yes, I saw it in the paper."
Then Aleck asked "Have you a paper ?"
His friend replied, "Why, no. There is a newsboy; you can
buy one from him and find out whether she was seriously injured."
Then Aleck said, "I guess I will wait until the 5 o'clock edition
and then I can get the baseball news too."
Sometimes the big inside news of American financial history is
not printed and is little known; but Andrew Carnegie knew his
costs to the point where he was not afraid to compete with the
giants of industry in those days. His contemporaries, although
larger than he, did not understand costs and were largely in the
hands of financiers, such as J. P. Morgan, the elder, who were
good lawyers and administrators, but not practical cost accountants.
When the United Steel Corporation was formed, in the early
days, it comprised about 707o' of all of the then known steel companies. About this time Andrew Carnegie had made sufficient
money so that he was ready to retire, and he made a proposition
to the United States Steel Corporation —or rather, they asked him
to make them a proposition —to sell out for $250,000,000. Mr.
Morgan and some of his contemporaries talked with him and they
threw up their hands. They said "$250,000,000? Why, that is
outrageous! We would never think of paying you that much
money." Whereupon Andrew Carnegie said "Very well, gentle -.
men, the deal is off."
A few years later they decided that it was necessary for them to
annex Andrew Carnegie's low -cost operating unit to their corporation, the United States Steel Corporation; and Charlie Schwab,
J. P. Morgan and a man named Gage sat in Mr. Morgan's living 59
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room from 5 o'clock in the evening until 7 o'clock the next morning, sweating blood and trying to decide whether they could get
along without Mr. Carnegie's low -cost producing units; and just
as the day was dawning, Mr. Morgan turned to Charlie Schwab
and said "Charlie, go over and see how much you can buy Car negie's steel business for. I have come to the conclusion that we
have got to have it. His costs are too low."
Mr. Schwab then went over and talked to Mr. Carnegie and
came back and said "$500,000,000 is the price, and not a cent less."
They sweat blood for a few more hours and finally Mr. Morgan said, "Go over and pay it." So they went over and closed
the deal.
Now, I maintain that the lack of knowledge of operating costs
on the part of J. P. Morgan and the United States Steel Corporation cost the Steel Corporation $250,000,000 in three years' time.
Ignorance of costs, gentlemen —think of it— $250,000,000 in three
years' time.
So the cost man has come into his own, and from that day until
this, costs and cost analysis have steadily come to the front.
Twenty years ago costs and cost men and cost departments were
looked upon as something up to date, something to be adopted by
large institutions that had a sufficient surplus to go into the work
of compiling interesting statistics, which statistics were promptly
filed away.
Ten years ago we found that cost departments were becoming
very generally used and were commencing to have an affect upon
many selling methods. Today the cost department of the average
business is looked upon as a right arm of first importance in management. Without the cost department today 907o' of our businesses would be out of existence; they would not be able to live.
John H. Patterson once called a meeting of his executives for
the purpose of analyzing their troubles. They were having sharp
reductions in income and profit. Their income was all right, but
their profits were very narrow and they could not understand it;
so he called a general meeting of the executives to discover, if he
could, what the trouble was; and at that meeting he called upon the
executives, one by one, to suggest ways and means of immediately
cutting down the costs of operation. He went around the room
and they all had their say. Finally he came to Hugh Chalmers,
who was then Sales Manager, and Mr. Chalmers said "Mr. Patterson, if you will pardon my reference to another department I
60
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will tell you where we can save $100,000 a year without even affecting our business adversely in the slightest degree."
Mr. Patterson asked, "What department is that ?"
Mr. Chalmers replied, "Up on the top floor of our administration building there is a whole floor full of clerks that have been
there for several years. I believe it is known as the cost department, where all of our manufacturing costs are analyzed. The
whole top floor is full of clerks and calculating machines and red
tape. If anybody in this room —sales managers, production managers, engineers, the office manager, treasurer, vice - president, or
you, Mr. Patterson —can show where any use of those figures has
been made in effecting lower manufacturing costs or lower selling
costs, or has ever had any influence in changing our prices upward or downward, then I will withdraw my suggestion; but I
defy anybody in this room to show where that department has been
used to advantage at any time during the past twelve months."
Mr. Patterson asked the question, "Can anyone in the room
show where it has been used to advantage or mention any case
where those figures have had a beneficial effect upon the business ?"
Not one suggestion was forthcoming according to the report.
Whereupon the department was promptly abolished at a saving of
$100,000 a year; and I say that that department should have been
abolished, and any department should be abolished which can be
abolished without detriment to the business.
Today the National Cash Register Company has built up a cost
department which is second to none, and which is used day in and
day out, month in and month out, to check their selling prices; not
only their manufacturing and operating costs, but their selling
costs, their advertising costs; and every department of the business
is checked against certain standards which have been set up. That
department is actually a vital force in the business and is having
a very commendable effect. It is now a very indispensable department, although, as it was formerly, it was just a bunch of red tape,
which should have been wiped out.
And so I am coming to one of my major premises in this talk,
and that is that in order to insure the element of profit in business it is first necessary to see that your work —that is, the work
of the cost men, of the cost department —is actively applied to the
conduct of the business.
Now, if I might make a general criticism from my observation
of cost men, I might say that they have been too diffident and too
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silent about the things that they know. The day is coming —in
fact, it is here now —when it is time for the cost man to speak out
what he knows; for him to make a noise, and make a loud noise,
because he has in his grasp the figures which are going to largely
control the policies of his company.
You will be interested to know what effect cost analysis has had
upon our business. We manufacture one article, which we call
our leader, and which is of prime importance; that is, the visible
card record cabinet, known as Kardex equipment. In these recent
mergers we have sought not to spread -eagle —not to spread out
and take in a diversified line of equipment —but rather to put ourselves in a position where we can more quickly become of benefit
to business at large through the general distribution of a superior
article to displace an inferior article.
When I say it is superior, I mean that it is superior from the
standpoint of the user as compared with what has been used heretofore; and it is superior from the standpoint of the manufacturer
because it is a specialty and not a staple commodity. As manufacturers we found ourselves in the temporary position — perhaps
in a permanent position— of manufacturing facilities for a wide,
diversified line of equipment used by banks, offices, and factories.
What made it possible for us to merge, with a fair degree of certainty as to the outcome, was the analyses of these lines of business by our cost department for the purpose of finding out, not so
much how good they were, how efficient these plants were, as far
as manufacture was concerned, but rather to find out how inefficient they were, how many barnacles they had accumulated over
a period of forty or fifty years, which nobody had taken the time
or trouble to prune off, and to tabulate what could be done when
our standards of operating costs were applied to those other businesses. And I want to tell you that the result was amazing. We
found, for example —I say "we "; I class myself as one of the
cost men because I put a large amount of my time on that analysis
—our cost department found in one company we took over that
9070 of the profit they had formerly been making was dissipated
on high manufacturing costs, due to a variety of different practices, one of which was the making of too widely a diversified line
of equipment —not enough standardization so they could get
quantity production on any one of their models. We also found
another case where more than half of the profit of the company —
it was doing millions of dollars in volume —was produced by three
articles that represented less than 257o of the total volume. Think
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of it I Less than 257fo of the volume was producing the majority
of the profit of that company.
I have often been asked if, in merging companies, in standardizing the products, eliminating and simplifying some of them,
it would not be necessary to take a drastic cut in the total volume,
and my answer has always been, "If a drastic cut in total volume
results, let it come." We do not want to build volume that means
no profit; and one of the first fundamentals of a successful business is that it must earn a profit so as to pay dividends to its stockholders. We have found that one article manufactured by one of
our companies to a volume of $800,000 per year was causing us
a loss of $32, 400 per year. I ask you whether it were better to
continue that volume of $800,000 or cut it off? Cut it off, of
course.
The cost department of the future, then, is going to have more
effect upon the profits of the business and upon the general management of business than any other single department. That is a
broad statement, but I am going to qualify it by saying that those
of you who are cost men, those of you who are treasurers, comptrollers, sales managers, and production managers will probably
agree with me when I say that the work of cost analysis has justified itself in production and should be extended to distribution.
And, gentlemen, in my opinion the major portion of the work of
the cost department of the future is going to be in applying recognized principles of cost analysis to sales expenses, for there is the
greatest evil in present -day industry, the high cost, the extravagant, outrageous cost, of distribution.
I recently attended a meeting of the National Association of
Office Appliance Manufacturers, in Cleveland, and when I made
the statement that the cost of selling was eating up the vitals of
American business, every man in the room apparently agreed with
me, and many of them came around afterwards and wanted to
know if I could give them some of our experience as to just how
they could cut down that high cost of selling.
Now, to get into technicalities for a little while, let me tell you
one of the fallacies of business today as far as the cost of selling
is concerned. Many institutions are now figuring their cost of
selling in terms of the dollars and cents which they receive for
their product directly from the middle man. I want to say that,
in my opinion, is a radically wrong method. The cost of selling
should be figured in terms of the price paid by the ultimate consumer. I can tell you of two instances where those two policies
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have clashed in our business. The Library Bureau had made a
practice of selling through their own distributing organization,
their branches and their own salesmen. They had a selling cost of
approximately 3770. The Globe - Wernicke* Company, of Cincinnati, had always made a practice of selling, except in a few
cities, through dealer distribution, and still do, at a selling cost of
370, 37o, mind you! Which is the more efficient of those two
methods of distribution? You would say, naturally, that the
Globe- Wernicke policy of 37o was the more efficient; but it was
the least efficient from our standpoint because they granted off the
list price of their goods a discount of about 4570 to 5070, depending upon the class of goods which they sold to the dealer. I hope
I am not talking out of school now, but there are no secrets in our
business any more. Now, you add to that discount of 4570 to 5070
the 37o and you have a selling cost of from 4870 to 537o, as compared with the 37% 0 of the Library Bureau, and you find that their
selling costs are higher.
Now, I maintain that unless cost men can reduce the high cost
of distribution and of selling, in the next few years —and it has
got to be done quickly —we are facing a radical change in business,
a new era in distribution. You are likely to wake up some morning and find that the world has changed in that its major products are being sold by your competitors direct from the factory to
consumer instead of through the usual jobber, middle man, dealers,
and the leeches on the profits all the way down the line to the ultimate consumer.
I have nothing against dealers at all, but I do believe that in
order to avoid a radical disturbance in the next few years it is
going to be necessary for us to cut the cost of selling. You men
have got to figure out how that can be done, in co- operation with
your sales departments.
I might say that we are on the verge of a test, in our own business, where, in the next few weeks, a commodity will be offered
direct to the consumers from our factory, and where all intervening sales costs are eliminated. We always go by tests, and if
that test is successful we may add another article to it, and then
another, until who knows but what we may do all of our business
direct. But those things must be given careful consideration, because right now we are facing —and many of you are aware of it—
a period of the fiercest competition that the world has ever known.
* Since this paper was delivered the Globe- Wernicke Co. has resumed
its original separate status.
64

September 15, 1927

N. A. C. A. Bulletin

I say that advisedly, and I am in pretty close touch with some of
the biggest interests — financial and industrial —and also voice their
sentiments. We are on the eve of a period of the fiercest competition that the world has ever known. I do not want to preach my
own gospel —you know that I believe in the economical operation
of big business; that united we stand and divided we fall, when
it comes to competition and excessive operating costs; and that
through mergers great economies can be effected —but I say that it
is necessary for big business in the prime phases of industry to
get together and trim their sales costs, either through mergers or
through united co- operative action of some kind; and for this
reason. On the other side of the water —in England, France, and
Germany —right at this minute there are being formed cyclops
of industry, giants of commerce. They are springing up on all
hands and a great many of them through the aid of American capital. Those countries today are preparing for a trade war such as
the world has never known. It means their life blood and they
are bound and determined to get back their pre -war supremacy in
foreign trade, in order to compete with the now existent large
corporations in the United States, and in order to supersede, in
foreign fields, the smaller corporations of the United States, they
are forming these gigantic corporations with literally billions of
dollars of capital back of them and, from the operating viewpoint,
with the very minimum of operating costs, because Germany,
Austria, Czecho - Slovakia and France are away ahead of the United
States when it comes to cost analysis. I know what I am talking
about because we have had a plant for five years in Germany and
we have done business through forty or fifty branch offices, selling systems and methods of control to German business houses;
and we have our fingers on the pulse of German capital. They
are away ahead of us now on those things. Add to that, further
economies in the cost of operation through combinations of capital,
through the adoption of the American Henry Ford policy of
straight -line production and progressive assembly, and you have
something to contend with. Now, I say that our prosperity will
be at stake unless we either get together or co- operate with other
institutions in our line of business, in order to compete with foreign fields.
Now, mind you, the difference between prosperity and normalcy
in the United States is only 20Ufo. The fluctuations of the volume
of sales of corporations represented in this room in good times, as
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compared with a period of depression, will average about 2070'.
That 2 0 % represents almost identically the proportion of foreign
trade to domestic trade of our exports of American institutions as
compared with their domestic sales volume.
Now, it makes no difference whether you are engaged in foreign trade or whether someone else is engaged in foreign trade,
that 207x' has got to be shipped into foreign countries in order to
give us an outlet for the surplus that exists in the United States
today: Therefore, I say that our prosperity is at stake unless corporations put themselves in a position where they can compete
in the markets of the world.
For our own company we adopted a policy, several years ago,
of going over into Germany because we expected the Germans to
compete with us in American markets and we wanted to start
scratch at the crack of the gun, to build up an organization in
Germany, so that if anyone in Germany started to manufacture our
line of goods we could have an organization that was already
larger than theirs, and with lower manufacturing costs, to ship
over into the United States products of our manufacture on exactly the same wage scale and production basis as they would be
operating on, and they would have nothing on us when it came to
producing for the United States, as well as for South America
and other foreign countries.
I say that we are coming to a period of intense competition.
Perhaps next year, or in 1928, you will realize more fully what I
have to say. I am not a pessimist and I am not unduly, I hope, an
optimist on business. I believe we are going to have a healthy condition and a period of continued prosperity. What I mean by
"prosperity" and what you mean by "prosperity" may be two entirely separate things; but I am convinced that Americans are sufficiently resourceful —and the kind of talk I am handing out tonight is being handed out not only here, but all over the United
States, in various ways and by various individuals, because, after
all, business men throughout the United States come pretty close to
talking the same language —I believe that the resourcefulness of
American business men is going to cause them to rise to the occasion, so that industry will be on a basis where we can compete.
Now, in this period of intense competition you are going to
see —and you are seeing it already in American business —a narrowing margin of profit. Prices of commodities are actually going
to tend lower. The purchasing power of the dollar, which varies
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almost inversely in proportion to the variation in commodity
price levels, will gradually rise. In this period of low prices I predict —and I predict this within the next eight months —that you
will see the price of one of the most important commodities with
which we have to deal, i.e., money, reduced. We have at the present time $4,500,000,000 in gold in our reserves in the United
States; and with the exception of one month in 1924 that is the
highest level of gold supply that we have ever known. I predict
that that commodity known as money is going down with the other
commodities in price because of an abundance of supply; and you
will see, in the next eight or ten months, another reduction in the
Federal Reserve rediscount rate, which is now at 3 / 7 0' ; you will
see the prices of bonds —I am talking about first -class gilt -edged
widows' and orphans' securities —on a basis of the old -time interest rates of 3 /7o, 3Y4% and 47o as compared with 4% 7o, 4Y47 o'
and 57fo, as at the present time.
Now, those conditions, I want to point out, in the light of American industrial and financial history, are the very conditions that
are necessary for a prolonged period of prosperity; and I am one
of those who believe that we are in for a prolonged period of prosperity that will last for several years. I am not worrying about
this year or next year or the following year, barring minor ups and
downs. I want to say that it is up to you, the kind of language that
you talk, and the kind of ideas that you spread, to maintain a
healthy and optimistic attitude so long as there are no clouds on
the horizon; and I, for one, am unable to pick out any clouds on
the business horizon at the present time. It is a pretty generally
recognized fact that the psychologic factor in business atmosphere
is responsible for the extent of about 40 fo for good business; that
the economic factor is responsible for not over 6o7fo of prosperity.
Now, if that is true, and the economic factor is sound, do not
take my word for it, but listen to men like Mellon, Hoover, Charles
Mitchell, Elbert Gary an d al l of t he r est of them, who cannot
afford to risk their reputation on wild statements as to financial
conditions. Put them down as sound unless you know they are
not; and if any man here knows of anything that indicates breakers ahead, I wish he would tell me before he leaves this room, because I do not see any. Therefore, there remains that psychologic
factor, which is a 4o7o' factor. That is the thing we have got to
look out for.
There are some astounding things that I cannot help but mention
in passing. According to statistics collected by the government,
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of 298,000 major industries, 119,000, or 407o', showed not only no
profit, but an aggregate loss in the last 12 months of $2,000,000,000.
Now, that is an astounding fact; but it is due, in my opinion, to
the very absence of the thing which we are seeking to introduce
into business, viz.: a proper application and consideration of costs
and cost analyses. There is no excuse for any business failing to
make a profit or to liquidate in a solvent condition.
When the Pilgrims came over in the Mayflower they did not engage, upon landing, in a poker game, where some of them made
money and the others had to starve. No. They .all went into
business and did serious, hard work; and they produced a living,
not for one, but for all of them; and their community was prosperous although they had to use a make -shift for a medium of
exchange. The industrial world today is simply a magnification
of this little colony in Plymouth, and there is no reason why we
should not all prosper and make money; at least, we can liquidate
in a solvent condition if we follow one of the immutable laws
which I am going to state, namely that we should limit our commitments to the amount of money which we take in from the sale
of our product. Now, I want to state that as a cardinal principle
of our business, and one which can be applied to a peanut stand
or to United States Steel —After you have developed a working
basis and hypothesis upon which to base your procedure, there
is no reason why any corporation should not continue to operate
at a profit —and a cash profit at that —or liquidate in a solvent
condition. By way of proof I want to say that there is no business
in the world that can go on spending or making commitments for
more, in total dollars, than the cash which they take in over an extended period. In other words, if, year after year, we are going
to make money in business, year after year we will have to show
total commitments, which afterwards takes the form of wages and
so forth, amounting to less than the cash which we take in during
the corresponding period. You cannot let your commitments exceed your cash receipts; if you do, somebody has to put up the
cash or you have got to get out.
If, therefore, you cannot do that —and everybody admits that
fact —why try it? And if you are not going to try it, why, then,
not conform. If you have been operating on a profitable basis
in the last two years, analyze and find out how much you spend
for manufacturing, how much for sales and subdivide that —how
much you spend for advertising and how much for administrative
expenses. After you have found out how much you spend, then
68
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take your cash receipts for a quarter or six months' period and
deduct, first, the amount of profit that you are sure you made, and
appropriate the balance for other purposes. Now, in our business
we will take off at least 107o'. We are not satisfied to manufacture
and stand the risk of doing business at less than a 107x' profit. If
we take off 1070 and our cash collections are, we will say, $1,000;
000 for one period, then during the ensuing period we have 907o',
or $900,000, to spend for all purposes in the business. We take
that $900,000 and we hand it to the various department managers
—the sales manager, production manager, engineer and so forth —
to appropriate as per his own ideas, which he has tabulated, with
the aid of the cost department —the cost department always has
its hand in it —and then his problem is to operate his department
within his appropriation, and his efficiency is gauged largely by the
results which he secures in the application of the funds made
available to him through that budget. In the case of the advertising manager, for example, it would be just as much a sin for him
to spend too little out of his appropriation as to spend too much,
or exceed the allowance, because advertising is one of the main
factors in getting new business. It is the life blood of the sales
function. Now, all of the departments are charged with the responsibility of keeping within their appropriations, so that if they
all spend up to their limit, they have spent a total of not exceeding $900,000, and we have something left. What does it amount
to? $100,000, or 107o on the volume of the cash that came in.
And what is that to be used for? That is to be used 507o' for
dividends and 5070 for building up the business, in the way of
additions to plant and so forth, if we need them. If we do not, it
is there in the way of a reserve. I believe that that policy is being followed by a great many corporations; and whether you know
it or not, if your corporation is making money, it is following, in
the last analysis, that program; and it is better to follow it consciously and intentionally than unintentionally. Now, if your cash
collections drop off, you are going to shrink your appropriations
accordingly; but you will always be keeping your commitments
within your receipts, and you will be liquidating in a solvent condition. You cannot become financially embarrassed so long as
you follow that plan. The reason I say "commitments" is because
if you start tabulating your accounts payable —your invoices and
so forth —you are doing something that a large rubber company
tried to do and found it would not work. They tabulated the damage after the invoices came in, and that is like locking the door
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after the horse has been stolen, because when an invoice comes in,
it must be paid; and they found that their commitments were on
an aggregate larger than their balance; and they found themselves
in the hands of the bankers. You must limit your commitments
at the time they are made and not at the time the invoices are
received.
In conclusion, I want to ask you to do something for the good
of American business: try to be optimistic in your conversation.
So long as there are no breakers on the surface and there are no
clouds on the horizon, do the right and the square thing by business. And, mind you, if you find a man who is pessimistic and
who says that things are all going wrong, you tell him point blank,
"Do not speculate on the stock market and you will be all right.
Get back t o work and come down to earth." In other words,
gentlemen, nail the pessimist in his tracks and spread this gospel of
optimism, which takes care of the 40ofo factor of prosperity.
Now, I say to you men who are cost accountants and you men
who are treasurers, and all of you who are interested in reducing
the cost to make, the cost to sell, and the cost to administer, more
power to you in your work; you are doing the thing that is necessary to put American industry where it belongs, to put it in position
where it can compete. And do not try to economize on costs by
taking the pruning knife to the payroll. That is not the place to
start. The place to start is up at the top. Start with the presiden, if you will, and come down; and you will find more chances
to economize among those who are holding down soft jobs at the
top than you will with the men who are actually producing the
goods. Go over the non - productive workers in the organization.
Apply the test of indispensability to every job, and where you find
that a man and his job are not indispensable, ask yourself, "What
would happen if this man should drop dead ?" And if you find
that the business would go along without interruption to volume,
to efficiency and to profit by the elimination, let him go off that job
and let him go to work where he will become a productive worker.
I say that industry is top heavy and it is time for us to start pruning; but let us start at the top. Wherever you find an opportunity to cut expenses, do not forget to make a noise about it and
do not hesitate to speak up and call the attention of the management to those opportunities, because if you keep silent, your company is going to suffer and in the long run you are going to suffer
yourself.
And so, in conclusion, I will say again that I am very glad to
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belong to this Association, which has such a commendable purpose. I believe that the cost man is going to be a top - notcher;
that the future presidents of corporations are going to be a sort of
a combination of lawyer, cost accountant, and sales manager.
Now, that does not mean that a production manager cannot also
be a president; for the cost accountant factor is the most important factor in the making up of the manager. Referring again to
J. P. Morgan and his lack of knowledge of the application of the
principles of cost accounting to the Carnegie Steel Company, which
cost him $250,000,000, do not let any of us make the same mistake
of underestimating the importance of cost analysis. If we follow
along the principles for which your association was organized, I
say that this organization and all of the other associations which
are being built up in various parts of the country, are going to have
a powerful influence in business and are going to take not only the
risk out of competition, but they are going to put more joy into
living our business lives.
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C URRE N T C O S T L I T E RA T U
Our Cost Literature Bulletins, which are issued on the fifteenth of
each month, contain all the available references to cost 'articles and cost
material published for the most part during the past month. T h e references are classified according to industries and topics. It is to be h oped
that this arrangement will make the references more useful to our members,
and facil itat e pre serving them for futu re re fere nce.
Whenever two or more articles from the same magazine are listed the
address of the magazine is given only in connection with the first listing.
Arrangements have been made with T h e Engineering Societies
Library, whereby that library will usually supply photostatic copies ( white
printing on black background) of a n y of the articles listed herein. T h e
price of each print, up to 11 by 14 inches in size, is 25 cents plus postage.
Q separat e prin t is re quired for ea ch p a ge of th e l ar ge r pe r iodi ca ls , but
when eve r p ossi ble , t wo p age s will be photogr aph ed toge the r on th e s ame
print. To avoid misunderstandings as to charges, orders for prints should
not ordinarily be placed until special inquiry as to the total number of
pages has been made. When ordering prints, identify the article by quoting
fr om t h e Bu ll e ti n it e m t h e foll owin g: (1) Tit le of article, (2) na me of
periodical in which it appeared, (3) volume, number and date of publication
of per iodical, a nd (4 ) page numbers. Orde rs s houl d be se nt t o En gine erin g S oci e t ie s Lib r a r y, 2 9 We s t 3 9 t h St re e t, Ne w York , N. Y.
If d es ir ed , a membe r may u su al ly se cu re a copy of an y of th e ma ga zines referred to by orderin g direct from the publisher.
AUTOMOTIVE
Hall, M. A. One W a y to Sa ve Mo n e y in Au a o motiv e Manufac turing. T h e Au tomotive Ma nufa ctu rer, 1 5 3 Wa ver ly Pl., N ew York . July, 1927. pp. 5 -7.
Sniffin, P. J. Wh e n Yo u Should Scrap Yo u r Motor Tru c k . T he America n Contractor, 173 W . Ma dison St., Chica go, Ill. Ju ly 2 3, 1927. pp. 16-17.
BRICK AND CLAY
T u rner, R. C. Costs and Ac cou nting as App lie d to the Cla y Indu stry. Cha pter No. 6 .
The Cla y- Worker, Indianapolis, Ind. July, 1927. pp. 38 -39.
N e w Jersey Clayworkers Discuss Tariff and Cost Accountinq at We l l Attended
Su mme r Me e tin g . The Clay- Worker. July, 1927. pp. 25 -27.
Reducing Fuel Costs in Making Refra ctories. Cement, Mill a nd Qu a rry, 5 3 W. Jack son Bou levard, Chicago, Ill. Ju ly 20, 1927. p. 25.
BUDGETS
A. W . W . Budget Control in Business. The Electrica l Review, 4 Lu dgate Hill, London, E. C. 4 . August 12, 1927. pp. 260 -61.
Crock ett, H. G. Are Costs Importan tf If S o , . B u d g e t T h e m . Coa l Aa e, McGraw Hill Pu blishing Co., 3 6 th St. a t 1 0 th Ave., New York . Au gu st, 1927. p. 95.
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There is no other

"Comptometer"
than that made by

Felt & Tarrant
Mfg. Co.

Comptometer
is a registered trade -mark
s c oi n ed b y D . E. Felt, invent or of the Ma chi ne, a nd it
ITis wa
the exclu siv e property of F elt & T a rra nt M fg. Co., ma k ers
of the Comptometer Adding and Calculating Machine.
"Comptometer" cannot be used in connection with or to
designate any other make of adding or calculating machine.
T here are other calculating machines, but there is no other
"Comptometer."
"Comptometer" cannot properly be used in a generic sense
as meaning "ca lcu la ting machine.'
It is limited in its significance to its use a s a trade -mark to
identify the machine ma de by Felt & Ta rra nt Mfg. Co., as
distinguished from all other adding or calculating machines.
FELT & TARRANT MFG. CO.
1715 N. Paulin St.. CHICAGO
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ADDING AND CALCULATING MACHINE

BUILDINGS AND BUILDING MANAGEMENT
Apartment House Operating Costs and Management Methods. Buildings and Building Management, 139 N. Clark St., Chicago, 111. August 1, 1927. pp. 58-61.
BURDEN
Leppard, A. K. The Distribution of Overhead Expense. The Cost Accountant, 6
Duke St., St. James's, S. W. 1, London. August, 1927, pp. 81 -86.
COAL - RETAIL
Albright, C. A. Keep Record to Study Delivery Costs. The Black Diamond, 431 S.
Dearborn St., Chicago, Ill. July 2, 1927. p. 49.
Andriano, J. P. Reduce Costs by Eliminating Waste. The Black Diamond. July 2,
1927, p. 42.
CONSTRUCTION
Barney, J. What Is the Matter with Contractingf Contract Record and Engineering
Review, Toronto, Canada. July 13, 1927. pp. 695 -98.
Hay, W. W. Factors Affecting Use and Cost of Reinforced Concrete Buildings.
Engineering News - Record, McGraw -Hill Publishing Co. August 4, 1927. pp.
188 -89.

CONSTRUCTION - HIGHWAYS
Allen, T. W. Control of Construction Unit Costs. The Canadian Engineer, 24 St.
Sacrament St., Montreal, Canada. July 19, 1927. pp. 143 -46.
Jacob, R. C. Highway Estimating and Cost Accounting. Roads and Street, 221 East
20th St., Chicago, 111. July, 1927. pp. 316-18.
CONTRACTING
Doyle, G. R. How to Determine Your Overhead. Building Age and National Builder,
243 W. 39th St., New York. August, 1927. pp. 123, 130.
Akron Contractors Seek Improvements. The American Contractor. August 13, 1927.
p. 17.
The Pilot Listens in at Canton, Ohio. (Gets a Keen Analysis of Present Day Competition and Learns That It Can Be Met by Using Cost Data.) The American
Contractor. August 6, 1927. p. 17.
DELIVERY COSTS
Koitzsch, M. J. Better Delivery .Service at Les9 Cost. Operation and Maintenance,
Chestnut and 56th Sts., Philadelphia, Pa. August 15, 1927. pp. 12 -14.
Wipes Out a $6,000 Yearly Waste by a Close Check -up in Costs. Power Wagon, 536
Lake Shore Drive, Chicago, Ill. August, 1927. p. 45.
DEPARTMENT STORES
Brockmeyer, H. J. Taking Inventory in Large Department Store an Administrative
Feat. American Accountant, Hudson Terminal, New York. Sept., 1927. pp. 17 -21.
DEPRECIATION, MAINTENANCE, OBSOLESCENCE AND REPAIRS
Artiss, E. E. Depreciation. The Cost Accountant. August, 1927. pp. 91 -95.
Berlinger, J. J. Principles of Depreciation. The Paper Industry, 18 East 41st St.,
New York. August, 1927. pp. 779 -82.
ELECTRICAL DEALERS AND CONTRACTORS
"Time and Materials," Cost Plus Pricing and Billing Methods. The Electragist, 100
Liberty St., Utica, N. Y. August, 1927. pp. 47 -54.
ICE
Reducing Costs of Ice Manufacture (Analyses Show Oil Engine Drive Economies).
Cold Storage, 22 Basingha1i St., London, E. C. 2. July 21, 1927. pp. 233 -34.
INVENTORY AND STOCK RECORDS
Hicks, T. H. Tested Methods for an Accurate Inventory. Manufacturing Industries,
15 E. 26th St., New York. August, 1927. pp. 107 -10.
Swan, J. J. Cutting Your Inventory Costs. Manufacturing Industries. August, 1927.
pp. 103-6.
LABOR - GENERAL
Stearns, W. D. Training and Developing Foremen. Machinery, 140 -48 Lafayette St.,
New York. August, 1927. pp. 926 -29.
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H E S E a r e t h e t h r e e q u a l i t i e s w h i c h e x pl ai n t h e s u r p a s s i n g e f f i c i e n c y o f t h e R e m .
ingto n Bo ok ke e p in g M a ch in e .
T he sup e rior spe e d of thi s mach ine is we ll known. Sin ce th e i nt rod uc tio n of th e N e w
R e m i n gt o n F r o n t F e e d M e c h a n i s m , i t h a s b e c o m e u n r i v a l e d i n t h e s w i f t n e s s w i t h w h i c h
it functions.
Bu t e v e r y p r a c t i c a l u s e r o f a b o o k k e e p i n g m a c h i n e k n o w s t h a t s p e e d i s u s e l e s s w i t h o u t
a c c u r a c y, a n d e v e n a c c u r a c y i s n o t f i n a l w i t h o u t c e r t a i n t y. Y o u n e e d , a b o v e a l l t h i n g s ,
a n i n f a l l i b l e p r o o f th a t yo u ar e r igh t .
T h e R e m i n g t o n B o o k k e e p i n g M a c h i n e fut
—as a by- product of the wo rk . When the
pl e t e d, e v e ryt h i n g i s c om p l e t e d , i nc l u d i ng t h e
p r o o f s a gr e e w i t h t h e pre - de t e rm i n e d t o t a l s
pr o o f o f a c c u r a cy. T h e r e i s n o c h e c k i n g b a c k Boo kk e e p in g M ac hi ne co mpl e t e s th e wor k in
I t i s th e c ombi nat ion of t he s e th re e adv ant
s p e e d , a c c u r a c y a n d c e r t a i n t y — t h a t e xp l a
e x c e p t i o n a l t i m e a n d c o s t s a v i n g se r vi ce
R e m i n gt o n B o o k k e e p i n g M a c h i n e .
W e sha l l b e gl a d a t a n y t i m e , o n y o u r
r e q u e s t , t o d e m o n s t r a t e t o yo u h o w t h e s e
proofs are ob t a i n e d . A n d t o m a k e thi s
e v i de n c e d e ci s i v e , w e wi l l b e gl a d t o m a k e
t h i s d e m o n s t r a t i o n o n yo u r o w n w o r k .

RE M I N G T O N T Y P E W RI T E R
COMPANY
Book keep ing Mac hine Dep artm ent
374 B road way, N e w Y ork
Br a n c h e s E ve r y w h e r e
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Ae

n112,qton

BOOKKEEPING MACHINE

LABOR -WAGE SYSTEMS
Emerson, R. W. Unique Retirement and Benefit Plata for Cleveland Railway Employes. Aera, 292 Madison Ave., New York. Sept., 1927. pp. 171 -74.
Profit- Sharing Schemes. Electrical Review. August 12, 1927. pp. 249 -50.
LABOR -TIME STUDIES
Kress, A. L. Time Study and Job Analysis. Bulletin of the Taylor Society, 29 W.
39th St., New York. August, 1927. pp. 478 -80.
White, J. C. Production Time Studies. Coal Age. August, 1927, pp. 93 -94
MACHINE SHOP
Tripp, G. W. The Machine -Hour Rate. The Cost Accountant. August, 1927. pp.
86-90.
MANAGEMENT
Herb, C. O. Sound Management in Dealing with Men. Machinery. August, 1927.
pp. 885 -89.
MATERIAL CONTROL
Bancroft, T. Stock Control. Machinery, August 11, 1927. pp. 588 -92.
Penning, A. W. Material Control and Stores Records. The Cost Accountant. July,
1927. pp. 5460.
MATERIAL HANDLING
Material Handling Equipment and Cost. Public Works, 243 W. 39th St., New York.
August, 1927. p. 305.
MUNICIPAL
Rosengarten, W. E. Some Asphalt Paving and Maintenance Costs. Highway Engineer and Contractor, 53 W. Jackson Blvd., Chicago, Ill. August, 1927. p. 32.
Van Duzer, W. A. Management of Road Maintenance Equipment. Engineering News Record. August 11, 1927. pp. 220 -25.
Wilson, H. C. Keeping Costs on Road Maintenance. Good Roads, 5th Ave. and Ferry
St., Lafayette, Ind. July, 1927. pp. 309 -10.
Cost Keeping on Street Department Work. Public Works. August, 1927. pp. 290 -91.
Cest of Road Maintenance in Wyoming. Highway Engineer and Contractor. August,
1927. p. 32.
PHOTO- ENGRAVING
Lawrence, W. B. The Cost System as a Business Builder. Photo-Engravers Bulletin, 863 Monadnock Block, Chicago, 111. August, 1927. pp. 125 -34.
POWER
Power Records and Costs. Steam Coal Buyer, Planters Bldg., St. Louis, Mo., July,
1927. pp. 36-37.
PRODUCTION CONTROL
Calhoun, F. B. Production Control for Lower Costs. Manufacturing Industries.
August, 1927. pp. 95 -98.
Stillman, K. W. Company Puts Production Control in Hands of Workmen. Automotive Industries, Chestnut and 56th Sts., Philadelphia, Pa. August 20, 1927.
pp. 272 -73.
PUBLIC UT ILITIE S -BUS
Lange, H. C. These Two Drivers, Lacking in Team Play, Cost Us Plenty. Power
Wagon. August, 1927. p. 13.
Williams, H. I.. Do Your Cost Figures Sound the Alarm When Waste Creeps Inr
Power Wagon. July, 1927. pp. 12 -13.
PUBLIC UTILITIES - ELECTRIC
Greene, W. J. Excess Peak Responsibility vs. Demand in Cost Studies. Electrical
World, McGraw -Hill Publishing Co. July 23, 1927. pp. 165.
Gross, W. G. Man -Hours Used as Basis for Unit Labor Costs. Electrical World.
July 30, 1927. pp. 211 -13.
PUBLIC UTILITIES - RAILROADS
Parks, C. E. Cost Accounting and the Operating Expense Classification. Railway
Age, 30 Church St., New York. August 20, 1927. pp. 339 -41.
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Costs . Yes
But What Does it Cost
to Get Them ?
0

You know how much it costs to buy, receive,
keep stock, produce, sell, deliver and bill —the
cost of each key operation in your business.
Your books give you this vital information.
But do you know how much it costs to keep
these books—and how much it ought to cost?
Are you sure that you are not losing money
by paying too much for essential figure facts?
The experience of hundreds of thousands
has taught that Burroughs mechanical accounting gives you more information in
less time at less cost.
Don't wait for someone to point it out to
you. Investigate! Find out from the local
Burroughs man how easy it is to obtain your
costs at the lowest possible cost. Call him today.
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PULP AND P APER
Bearce, G. D. Reducing Costs and Increasing E ciency in the News Print Paper
Industry. Paper Trade Journal, 10 E. 39th S-t ., New York. July 29, 1927. pp.
47 -51.
SELLING AND ADMINISTRATIVE
Bullard, J. E. The Cost of Selling. American Gas Journal, 53 Park Pl., New York.
July 23, 1927. pp. 75 -77.
Hilgert, J. R. Flexible Sales Expense Budgets Used for Control of Sales Costs. The
American Accountant. Sept., 1927. pp. 9 -12.
Rawson, S. W. The Influence of Costs in Commercial Management. The Cost Accountant. July, 1927. pp. 39 -41.
STANDARDIZATION
Mehren, E. J. The Cost Reduction Drive in German Industry. Engineering News Record. August 25, 1927. pp. 307 -9.
Application of Simplified Practice Growing Factor Among Industries. American
Glass Review, 140 Eighth St., Philadelphia, Pa. AutSust 20, 1927. pp. 15 -16.
STANDARD COSTS
Harrison, G. C. Installing Standard Costs. Manufacturing Industries. August, 1927.
pp. 111 -16.
Jelleme, W. O. On Time! Predetermined Costs Have the Stimulus of a Railroad
Time Table. Textile World, 334 Fourth Ave., New York. August 6, 1927. pp.
63-64.
Application of Standard Costs. The Iron Age, 239 W. 39th St., New York. July 28,
1927. pp. 195 -97.
TRUCKING
Bekens, R. Why Comparing Truck Costs on a Mileage Basis Is Unsound. Power
Wagon. July, 1927. pp. 16 -18.
Pearson, A. B. Suggestive Table for Operating Budgets. Power Wagon. August,
1927. p. 39.
Sebold, G. Some Things to Consider in Figuring Truck Operating Costs. Power
Wagon. July, 1927. pp. 42 -44.
WOODWORKING
Excessive Labor Costs in Machine Room. The Wood- Worker, 701 Wulsin Bldg.,
Indianapolis, Ind. August, 1927. pp. 25 -26.
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OLD YEAR BOOKS
FOR NEW MEMBERS
This notice is intended for those of
our newer members who are interested
in securing copies of the prior years'
"Year Books." We have available a
limited supply of the Year Books for
1922, 1923, 1924, 1925 and 1926.
These may be had by our members
at this time in lots of three for 1$5.00
and in lots of five for 1$8.00.
books will be filled
in the order of their receipt and while
the supply lasts.
Orders for these

Individual copies are $2.00 each.

VOL V1
No. 10— Pricing the Inventory, W. F. Vieh
No. 11— Profit Sharing as a Method of Compensation, Professor Ralph E. Heilman
No. 12— Overhead During Low - Volume Production, A. F. Stock and J. M. Coffey
No. 14 —The Management Function in Business, J. Gordon Steele
No. 18—The Industrial and Statistical Department of a Modern Bank, F. W.
Shibley
No. 20 —Costs For Oil Producers, R. W. Cobb
No. 21 —Cost Accounting and Foremen's Departmental Activities, T. M. McNiece
No. 22 —Cost Accounting in the Lumber Industry, A. J. Carson
No. 23—The Human Element in Material Control, Charles A. Willisuu
No. 24— Control of Stocks of Merchandise, Herbert C. Freeman
Vol. VII
No. 1 —A System of Labor Control for Payroll and Cost Purposes, Peter C. Jung
No. 2 —The Preparation and Control of a Budget, 1. R. Tobey
No. 3—The Cost of Distribution, A. E. Grover
No. 4— Production Budgeting, J. L. Palmer
No. 6—A Bank's Relation to the Problems of Vested and Working Capital,
H. L Shepherd and Walter E. Johnson, Jr.
No. 7 —How to Reduce the Cost of Selling, A. G. Frost
No. $.—Various Wage- Systems in Relation to Indirect Factory Charges, R. K
Thompson
No. 9 —The Preparation and Administration of Budgets, Chester E. Weger
No. 10 —Brush Manufacturing Costs, Norman H. Broadhead
No. 11— Inventory Accounts and the General Accountant, Arphasrad Foy
No. 13— Forecast for 1926, Carleton B. Hutchings
No. 14— Engineering Costing and Works Accountancy —Its Objects and
Necessity, Roland Dunkerley
No. 15 —Cost Summaries and Procedures in Ice Cream and Candy Manufacture,
E. J. Atkins
No. 17 —Cost and Depreciation, Carl G. Jensen
No. 20— Distributing Administration Costs, Leon E. Vannais
No. 21—Use of Standard Labor Costs in the Manufacture of Men's Clothing,
E. C. Robertson
No. 22—Budgets and Pre - Determination of Costs, William S. Kent
No. 23—Distribution of Burden, Grant L. Bell
No. 24—Cost Accounting Reports for Executives, Edgar Ssrick
VOL VIII
No. 1— Accounting for Material, George H. Friesel
No. 2—Cost Accounting For Paper Mills, Charles W. Gould
No. 3— Preparation and Administration of the Budget, H. S. Owen
No. 4 —Coat Accounting and Budgetary Practice, F. Clair Bennett.
No. 5 —The Clay Products Industry, Richard C. Turner
No. 6— Accounting Control of Materials Purchased, Paul hi. Atkins.
No. 7— Analysis of Selling Costs and Proper Basis of Salesmen's Compensation,
Horace G. Crockett
No. 8—Crop and Field Cost Accounting on Hawaii's Sugar Plantations, Rudolph
Muller
No. 9— Financial Control Policies of General Motors Corporation and Their
Relationship to Cost Accounting, Albert Bradley.
No. 10— Planning for the Physical Inventory, Stanley G. H. Fitch
No. 12 —The Accounting Technique for Standard Costs, Henry W. Maynard
No. 13 —Cost Accounting as a Basis for Shaping Operating Policy, A. W. Bass
No. 14— Furnishing Financial Statements Within Ten Days After Closing,
W. L. Lewis.
No. 16—The Group Bonus and Labor Standards, E. H. Tingley
No 17 —Labor Classification and Payroll Analysis. Carleton F. Brown
No. 18— Professional Co- operation Between Accountants and Attorneys, Harold
Dudley Greeley
No. 19 —Cost Accounting Practice With Special Reference to Machine Hour
Rate, Clinton H. Scovell.
No. 20— Accounting Information for the Executive, Ernest F. DuBrul.
No. 21— Materials in Standard Costs, William L. Churchill.
No. 22— Accounting for Capital Assets, K. C. Richmond.
No. 23 —How to Make Cost Accounting Effective, C. E. Knoeppel.
No. 24—Do We Need Calendar Reform? George Eastman.
Copies of the above publications which are not out of print may be obtained from the once
of the secretary of the Association, 28 We st N t h St re e t , New York City, at t he pri x o f 75 ce nt s
per copy.

