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A. J. PAGET,
Auditor, The Fairbanks Company,
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T he National Association of Cost Accountants does not sta nd sponsor for views expressed
by the writers of articles issu ed as Pu blications.
T he object of the Official Publications of the
Association is to place before the members
ideas which it is hoped may prove interesting
and suggestive. The a rticles 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 grou p. Constructive comments on any of
the Publications will be welcome.
Additional copies of this Publication may be
obta ined 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.

EDIT ORIAL DE PAR T M EN T NOT E
T he sta tement has been made that the day is not fa r
distant when there will be machines a vaila ble to do every
part of the accountant's job with the exception of interpreting the results of his work. Within the memory
of men now a ctive in bu siness, progress in the a da pta tion
of mechanical equ ipment to mecha nica l work ha s been so
ra pid tha t one hesitates to qu estion the above statement.
Whet her tha t da y e ver come s o r no t t he o nly fu tu re tha t
lies ahead of a ny industrial accountant is a long the road
of supplying more u sefu l informa tion to help the ma na gement to do a better. job.
Ou r paper this time deals with the interpretation of
accounting information as developed in an orga niza tion
manufacturing scales, valves, trucks and ba rrows. T h e
company has two branch plants and several selling
branches. T he procedures described herein have been
bu ilt u p to meet the needs of ma nagement in controlling
these ramified operations. A similar procedure can be
applied to a ny bu siness.
Mr. A. J. Pa get, the author of this paper, has been
a member of the N. A. C. A. since 1926 and has been
with his present company since 1922, now holding the
position as auditor in charge of accounting. His previous experience covered several yea rs in industrial cost
work as well as experience in public utility accounting.
Re ha s bee n a n a cti ve me mber of th e Ne w Yor k Cha pter
for several years, and this paper was delivered before
the Ja nu a ry, 1931, meeting of that Chapter.
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INT ERNAL ANALYSIS AND INTERPRET AT ION OF
ACCOUN T ING INFORM AT ION
always seemed to me, that the most important work that
ITthehasindustrial
accountant has to perform is the preparation of accounting reports and statistics for the executives. These reports
are, as a rule, the only means by which the store of facts relating
to the business can be extracted from the accounts and made available for the management. If the reports are prepared promptly
and show clearly and accurately the results of operation they will
completely justify the accounting system and the accountant's
place in the particular business.
To further justify the need for proper accounting reports we
have but to consider the changes which have in recent years taken
place in the size and form of business organizations. In the past,
business units were for the most part small, in which the proprietor performed all of the important executive functions, being general manager, sales manager and production manager all in one.
From his close touch with the various activities, he kept fully informed as to what was going on and accepted such simple accounting reports as were presented to him only as verification of results
already known. Today the growth of business units and the general adoption of the corporate form with its division of responsibility for carrying it on, requires other means than personal contact and memory for efficient control. Each operating executive
must be continuously and completely informed as to the activities
under his direction and the results of all divisions both singly and
in relation to each other must be made known to the chief executive. This is done by means of accounting reports, from which
conclusions are drawn and important decisions made affecting the
success or failure of the enterprise.
When we think and speak of accounting reports we visualize,
almost instantly, the detailed profit and loss statement or operating
report. This statement, showing as it does the manner in which
capital has been employed and the results obtained through its use,
is most important to the chief executive.
The dependence of management on accounting reports to assist
it in directing the enterprise under its charge has required the
industrial accountant to extend himself in the collection and pres1207
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entation of the facts of business. As a result we find internal
profit and loss statements and operating reports being prepared
for executives in such detail that they open up and display for
study every phase of the business.
Such reports are usually prepared monthly and show the results
of operation not only for the current period but for the total to
date as well. As a rule these reports start with the net sales to
customers, often divided into various products, followed in the
same order by the cost of goods manufactured and sold. After
the cost we find the gross profit, also divided by products to correspond to the divisions of net sales. The cost of selling and distributing is next in order, showing the expenditures made or incurred for anywhere from 15 to 2 0 different classes of expense,
necessary or otherwise, in getting the product from the factory
to the consumer. The balance remaining, usually known as sales
profit, is further reduced by applying thereto the cost of accounting and administration. These last mentioned items are often considerable in total and in all probability will be shown in as great
detail as the selling and distributing costs. If the company happens to have other sources of income besides manufacturing and
selling they too will be shown at this point in such detail as the
importance of the various items warrants. Before the net income
can be determined the report will show deductions for interest on
borrowed capital, depreciation and other reserves, including federal income taxes. The information described in all probability
will be shown not only for the company as a whole, but for each
of its operating divisions as well, such as branches or departments. This analysis may be carried further by showing the percentage relation of each item to the net sales total.
A report showing so much detail standing by itself, while interesting, does not clearly indicate whether or not results obtained
are adequate. To learn this it is usually necessary to measure the
results by comparison with some other period or periods, such as
the previous month or the corresponding month last year. By the
process of comparison, it is possible to learn the extent of the
departures from such periods and express them by means of increases or decreases. It is in connection with such increases or
decreases that the real work of interpretation begins.
Just what do such changes between reports indicate? In the
1208
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first place the increases or decreases may or may not indicate progress or lack of progress as regards sales, cost of sales and gross
profit. If comparison is made with a poor previous year, results
may seem very satisfactory; if made with an unusually good
period, current results will not show to advantage. Such comparisons, imperfect as they are, do indicate changes, though the
causes for them are not ordinarily apparent. Those in connection
with net sales may result from selling more or less physical goods,
changes in the character of the sales dollar and lower or higher
sales prices. The cost of goods sold may be affected by some
of the causes which affect sales and in addition be influenced by
increases or decreases in the cost of manufacturing, resulting from
higher or lower raw material cost, factory efficiency and changes
in factory volume. The cost of sales may be further affected by
the high or low cost of goods sold from previous years' inventories. The gross profit and gross profit ratio are likewise affected. The selling and distributing costs when compared may be
found to move in an entirely different direction from the net sales
dollar volume, some decreasing when sales are apparently increasing and others increasing when sales are declining. On the other
hand, we are likely to find that certain expenses remain fixed,
although they are of a variable nature while sales dollar volume
has moved down considerably. If we study the percentage ratios
we find the same confusion and absence of uniform movement.
It must be plain from the foregoing that a mere comparison of
current results with corresponding past periods will not ordinarily measure such results correctly, nor will they reveal truly the
causes for the changes between periods compared. To learn
whether or not results are satisfactory and the reasons why they
are or are not, comparisons should be made with either a standard
performance specially constructed, a past performance both satisfactory and normally possible to duplicate, or a budgeted performance. Such standards are not, I believe, generally used as a
basis for comparison by the industrial accountant with the result
that the causes for satisfactory or unsatisfactory results are not
disclosed, making it necessary for executives to analyze such reports further. This they do by adjusting the accountant's figures
so as to give expression to the changes constantly taking place and
with which they are familiar, such as: demands for newer modi-
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fications to replace older ones, the issuance of new price lists,
changes in design, changes in purchase cost of materials used in
the product and changes in marketing both new and old products.
In pointing out the necessity for more complete accounting reports I do so only in the belief that reports of this nature can be
made more useful to the executives. The presentation of reports
by the accountant, which include all the information previously
described, will in no way relieve the executive of any of his proper
functions. Nor can such reports be successfully substituted for
executive judgment. They can, however, be prepared in such a
way as to anticipate the executive's needs and by so doing relieve
him of considerable detail, thus permitting him to economize his
time, arrive at correct conclusions and exercise promptly his experienced judgment.
The company with which I am connected has for some years
prepared its report of operations in considerable detail so that it
covers the company as a whole and each of its distributing divisions as well. Moreover, we have reduced every item on the report to a percentage of net sales. These reports in spite of their
detail have always been ready for the executives on or about the
i5th day of each month. When volume, prices and costs were
fairly stationary these reports proved quite satisfactory, but just
as soon as any or all of the profit and loss factors began moving
up or down, there arose the necessity for further analysis.
To meet these changing conditions we have for some time been
preparing each month a set of supplementary reports, the purpose
of which is to account for the causes responsible for the changes
in operating results. These causes as we find them are: greater
or smaller physical sales volume; higher or lower sales prices;
changes in manufacturing efficiency at each of our two factories;
increase or decrease in market price of manufacturing materials;
higher or lower costs due to changes in factory volume; increase
or decrease in fixed selling expenses; increase or decrease in
normal variable selling expenses; excess increase in variable selling expenses; changes in administrative and accounting expense;
interest on borrowed capital ; reserves for depreciation and reserves for bad debts. Other causes for changes in net profit
result from increased or decreased other income such as interest,
rents, etc. The amount contributed by each of the aforementioned
1210
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toward the change in net profit from a standard based on a previous satisfactory operating period, is set down on a report which
we call "Accounting for Changes in Net Profit ".
This report is prepared on a sheet 17"x ii" with a total column
and a column for each of the company's distributing divisions.
The first information shown is the net profit before taxes for the
current period and the net profit for the standard period. The
difference between these two is extracted and is the amount to be
accounted for.
In accounting for the loss or gain in gross profit due to volume
and price change it is necessary to use a fixed base. This is furnished in our case by the cost of sales. The reason we use the
cost is because the products we sell are mainly of our own manufacture and are billed to our sales branches by our factories at
prices which remain fixed from year to year. For each of t,,e
products handled the various modifications —that is, types and
sizes —do not vary much in their relation to each other in the
product groups and as a result we have little or no change in profit
due to change in the character of the sales dollar.
The loss or gain of gross profit due to volume change is found
by taking the cost of sales for each product and comparing it with
the standard cost of sales for each product. The difference between the two measures the physical increase or decrease in volume at cost value. To the increase or decrease we apply the
standard gross profit ratio, which gives us the increase or decrease
in gross profit due to volume change. For example, the standard
cost of sales volume is $i,000 and the standard gross profit ratio
15ofo. The current cost of sales volume is $2,000 and the gross
profit ratio 2 0 % . Between the two cost volumes there is a difference, an increase of $i,000 to which we apply the standard
0
ratio i57o
which gives us an increased gross profit due to volume
of $150.
The increase or decrease of gross profit due to price changes is
found by measuring the current gross profit ratio against the
standard gross profit ratio and applying the difference to the current cost volume. To illustrate, the standard gross profit ratio is
15% ; the current gross profit ratio 2 0 % , an increase of 5%. We
then apply the 59'0 to the current cost volume $2,000 which gives
us an increase of gross profit due to price of $too.
1211
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Besides sales volume and sales price, the gross profit is affected
by manufacturing costs also. For our purpose, as previously mentioned, we break this cause for change into three sub - causes; manufacturing efficiency, manufacturing material cost, and manufacturing volume. The extent to which each of these contribute to
the loss or gain of gross profit is learned from our factory budgets. At each of our factories we operate a complete manufacturing budget and from the comparisons of actual and budgeted
costs we learn the increase or decrease in cost compared with
standard. These changes are reflected in our manufacturing reports, which show first, the budgeted cost, or what manufacturing
should cost, plus or minus all variations from standard in detail
by cost elements and finally the actual cost, the sum of the last two.
The variations in material cost are found by comparing current purchase cost of material with standard purchase cost. Manufacturing efficiency is determined by comparing budgeted cost
with actual amounts expended. Increased or decreased manufacturing volume is ascertained by comparing standard general burden
absorption against actual burden after adjusting for dollar increases in fixed burden expense. Under the head of each factory,
the extent to which manufacturing efficiency, material cost and
production volume affects gross profit loss or gain, is set down on
the "Accounting for Changes in Net Profit" report.
At this point a total is made for the losses or gains due to sales
volume, sales price and manufacturing cost and shows the total
increase or decrease of gross profit between the standard period
and the current period.
Other losses or gains in net profit result from increases or decreases in the following:
t. Fixed Selling Expense.
( Salaries, Insurance, Taxes, Rents, etc.)
2. Administrative and Accounting Expense.
3. Interest on borrowed capital.
4. Branch office depreciation.
5. Bad debts.
6. Other Income.
The extent of loss or gain on each is determined by direct comparison of standard expenditures against current actual expendi1212

April 1, 1931

N. A. C. A. Bulletin

tures. The losses or gains are then set down on the report, each
being shown separately.
A further cause for loss or gain in net profit is the variation in
variable selling expense. Under this heading are included all
selling expenses which have a tendency to move up or down with
sales volume. In fixing our standard for variable sales expense,
we find the percentage ratio to standard cost of sales volume. To
determine the loss or gain, we apply this ratio to the current cost
of sales, the result giving the normal variable expense for the
particular volume. We then measure the dollars of normal variable selling expense against the standard normal dollars, the increase or decrease being set down as a loss or gain. I might add
that a loss of profit on normal expense is to be expected when
volume is expanding, it usually requiring more sales expense to
produce more sales. Besides the normal expense loss or gain,
there is often a loss or gain due to excess variable selling expense,
represented by the amount expended over the standard allowance.
To illustrate how this works out, let us say that the standard cost
of sales volume is $400,00o and the variable sales expense ratio is
5 % , bringing the standard variable expense to $20,000.
In the
current period we will assume that the cost of sales volume is
$soo ,000 and the total variable sales expense is $30,000.
Applying the standard ratio to the current volume we get an allowable
sales expense of $25,000 indicating an increase or loss over standard of $5,000. This increase, however, is justified by the increase in volume. We then compare the normal expense $25, 000
with the actual expense and find a $5,00o excess increase in variable expense over standard.
When all the losses or gains from standard have been determined and set down on the "Accounting for Changes in Net
Profit' report it will show as in Figure t.
At the bottom of this report we show the increases and decreases in sales volume at current price levels. This information
is shown for each product for the company in total and for each
distributing division.
Ordinary it is customary to measure sales volume in one period
against the sales volume in another, the difference being considered
an increase or decrease. As a matter of fact sales volume may
have actually increased while the comparison shows a decrease, the
1213

N. A. C. A. Bulletin

April 1, 1931

T HE FAIRBANKS COMPANY
ACCOUNTING FOR CHANGES IN NET PROFIT
YEAR ENDING DECEMBER 31, 1930
Total

NET PROFIT (Before Taxes) Current
Standard
Net Increase or Decrease in Profit

............
............

CHANGES IN GROSS PROFIT DUE TO INCREASED
OR DECREASED VOLUME:
Values
Dart Unions
Trucks
Barrows
Total

............
............

CHANGES IN GROSS PROFIT
CHANGES:
Valves
Dart Unions
Trucks
Barrows
Total

............
............

DUE TO PRICE

CHANGES IN FACTORY PROF IT :
Binghamton
Due to Increased or Decreased Factory Efficiency
Due to Increased or Decreased Cost of Raw Materials
Due to Increased or Decreased Factory Volume
Total

............
............

Rome
Due to Increased or Decreased Factory Efficiency
Due to Increased or Decreased Cost of Raw Materials
Due to Increased or Decreased Factory Volume
............
Total
............
Changes in Profit due to Increase in Fixed Selling Expenses
(Salaries, Insurance, Taxes, Rents)
"
Increase in Variable Selling Exp.
" Excess Inc. in Variable Sell. Exp.
Decrease in Administrative Exp.
"
Decrease in Int. on Borrowed Cap.
"
Increase in Branch House Depr.
" Increase in Allow. for Uncoll. A /cs
" Increase in Other Income
TOTAL INCREASED OR DECREASED PROFIT

............

INCREASED OR DECREASED VOLUME (At Current
Sales Prices)
Valves
Dart Unions
Trucks
Barrows
............
Total
............
FIGURE 1.
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dollar decline being due entirely to a reduction in sales prices. On
the other hand, an actual decrease in sales volume may be covered
up and made to appear as an increase as a result of higher sales
prices.
In an industry where prices are made by competition rather than
based on cost, the effect of price changes on volume should be
given consideration and carefully measured. To assume that
volume is increasing or decreasing simply by comparing the sales
of two periods results in incorrect conclusions and is likely to
cause corrective action to be taken in the wrong direction. Furthermore, there is the likelihood of attempting to reach impossible
standards. If we are operating on a lower price level, it is usually unreasonable to expect to obtain the same dollar volume which
we enjoyed at a higher level. A knowledge of the effect of price
changes on volume will decide whether the recovery of lost gross
profit is to be made by more direct action on the part of the sales
force or a change in marketing policy.
One thing we all like to accomplish and that is to get attention
for our reports. We know that executives as a rule will not give
hours to studying long detailed reports unless these reports can
be made interesting as well as informative. I find this can be done
by preparing a condensed report on the smallest possible size
sheet, usually 8/ x i i, which gives a comprehensive summary of
the facts shown on the larger detailed statement. To get attention for the "Accounting for Changes in Net Profit" report, we
boil down all the details I have described into groups, with the result that a complete picture of all the causes for changes in net
profit can be learned in less than ten minutes. This smaller report
is attached to the detailed statement so that immediate reference
can be made thereto if desired.
On the summary statement certain other information is added
which is now shown on the larger report, information regarding
the percentage of increase or decrease in sales cost volume over
the standard, which of course disregards price changes. This is
shown in the form of a table, each distributing division being set
down first, a column for total products next and then one for each
individual product. The percentage changes from standard are
set in for each branch and under each product.
These supplementary reports have brought out certain informa1215

N. A. C. A. Bulletin

April 1, 1931

tion which we would not know by using the ordinary reports. We
have found for instance during the present year that certain
branches showed considerable decrease in volume when compared
with the previous year. Upon breaking the figures down as described, we learned that volume was in reality ahead of the previous year, the dollar volume loss being due entirely to price reductions over which these branches had no control. Another illustration of the value of these reports has been demonstrated in
connection with the selling and distributing costs. With the decrease in dollar volume, expense ratios increased considerably although dollar expenditures showed decreases. A surface examination of sales volume, expense ratios and expense dollars failed
to indicate whether or not expenses were out of line with volume.
"' hen we unscrambled the figures and measured them by the
standards, we found the true lag in sales expense both in dollars
and percentage. As regards this sales expense lag, we do not in
our reports express any opinion as to the amount, simply stating
the facts and leaving it to the executive to decide whether or not
it is out of line with operations.
Since net profit is for the most part what remains of gross
profit, the effect of higher manufacturing costs on the reduction
of gross profit is likely to be considerable. During the time we
have been using these reports it has been disclosed that a good
part of our higher costs were due to failure to obtain manufacturing volume for our factories. By learning the effect of small volume on gross profit, we know, besides the cost of doing business,
something which we never have known —that is, the cost in dollars of not doing sufficient business.
The part which our factory budgets play in obtaining our analysis of results has been described, but it may be of interest to
know the other uses made of such budgets in controlling costs.
With these budgets we have been able to keep our controllable expense in line to such an extent that the actual expenditures have
not varied more than a% from the budget. This has been accomplished to a large extent by furnishing the foremen with
weekly comparison of budget expense allowance and actual expense. The foremen have shown such interest in these reports
that they come to the Cost Department, often before the reports
are ready, in order to obtain them.
1216
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Outside of the accounting for changes in net profit most of our
analyses are made currently so that we find ourselves prepared at
all times to furnish detailed information and answer immediately
any question which may be asked by the executives. At our factories we know each month how much profit each factory has
earned on the month's production, how much profit is tied up in
inventories, and by measuring profit on shipments with profit on
production we have a good check on the accuracy of the factory
profit and loss statements.
Current statistics are prepared at both our factories which
show the relation of production and usage of finished goods and
finished parts. These items, along with stores and work -inprocess, are also compared monthly on an annual turnover basis
which assists in no small way in controlling inventories, guarding
against overproduction, and delays in reporting finished production
orders to the Cost Department.
In the preparation of our monthly reports at the general office
every care is taken to see that they are absolutely correct before
they are released. Towards this end, a very careful comparison is
made of gross profit spread by branches and products, with the
result that we have a continuous check on the accuracy of our
cost of sales figures. Another advantage of this is that the results
of the final month's operations are not distorted by unusual corrections for inventory adjustments. In recent years, these have
amounted to less than one half of one per cent, based on the
average yearly cost of sales volume.
Besides controlling our manufacturing operations by means of
analyses and statistics, selling operations and inventories, we keep
a close watch over our receivables and measure our results in this
direction also. Each month we prepare an anlysis of our outstanding accounts by months, not only in dollars, but by number of balances also. Our collections are marked off daily and each week's
progress noted. At the end of each month, we calculate the ratio
of the accumulated collections to the total amount collectible, that
is, the outstanding receivables of the previous year plus the net
sales to date. With these analyses, we have been successful during
the past year in collecting 969'o of our total collectibles after allowing for all accounts not due at the close of the year on the basis of
our terms of sale.
1217
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It may appear from the analyses which I have described that a
tremendous amount of expensive detail work is involved in the
gathering and presentation of accounting information and it might
be questioned whether or not a good part of it is not stale before
it can be used. In answer to this, I can say that we have ready
by the loth of each month a complete balance sheet and a condensed profit and loss statement, both for the month and to date,
with supporting expense schedules including the "Accounting for
Changes in Net Profit" report and an analysis of sales by salesmen, zones, products and sales to customers in each zone. All of
this is accomplished at a payroll cost for the general accounting
office of less than i J
°o of the net sales.
Because of the complexity of present day business conditions,
any system of accounting and accounting reports must be flexible
and must be ready to meet the constantly changing demands and
needs of management. It has only been by careful study of existing conditions and by application of simple as well as logical
methods of control that we have evolved our present system of internal analysis and interpretation of accounting information. It
is quite possible that every method of control described in this
discussion will have outlived its usefulness within the next few
years. Before this contingency arises, however, we feel certain
that we will be able to discard the procedures now in use and develop in their stead new ones without serious delay or hindrance
to management.
The one purpose we have always had foremost in our minds
when preparing reports and statistics has been to make them what
they should be —aids to efficient management.
SUGGESTED BIBLIOGRAPHY
USE OF ACCOUNTING DATA:
Accounting and the Factory Foreman. Bulletin I,Oct. 1, 1927.
Accounting from the Management Viewpoint. Bulletin I, July 1, 1929.
Accounting Information for the Executive. Bulletin II, Dec. 1, 1928,
pp. 432-4.

Accounting Information for the Executive. Bulletin I,June 15, 1927.
Accountin,g Rut, The. Bulletin II,Sept. 15, 1927, pp.73 -7.
Co- operation Between Shop Management and Accounting. Bulletin II,
Apr. 15, 1925, pp. 596 -7.
Cost Accounting and Foremen's Departmental Activities. Bulletin I,
July 1, 1925.
Cost Accounting as a Basis for Shaping Operating Policy. Bulletin I,
Mar. 1, 1927.
1218

April 1, 1931

N. A. C. A. Bulletin

Cost Accounting Reports for Execu tives. Bulletin I, Aug. 15, 1926.
Cost Da t a from the Produ ction Standpoint. Bulletin II, Nov. 1, 1929,
pp. 290 -3.
Costs a s a Fa cto r in Ma n a gement. Bu lletin II, Sept. 1, 1927, pp. 16 -24.
Costs a s a n Aid to Ma nagement. Bu lletin I, Oct. 1, 1921.
y.
Executive's Viewpoint in Reference to Cost Figu res, The. Bulletin I1,
May 1, 1925.
Execu tive's Uses of a C ost System. 1921 Year Book, pp. 249 -71.
Execu tive Uses of Costs. Bu lletin I, Sept. 2, 1924
High Plane for Cost Accounta nts, A. Bulletin II, Au g. 1, 1924, pp.
1321 -2.
Ho w a n E xe cu ti ve Use s Cost Information. 1926 Year Book, pp. 17 -40.
Ho w Execu tives Ma ke Use of Budgetary Informa tion. 1922 Year
Book, pp. 23741 and 259 -74.
How to Ma ke Cost Accou nting Effective. Bu lletin I, Au g 1, 1922.
H o w t h e Cost Accou ntant Ca n be of More Service to Industry. Bulletin I, Oct. 15, 1922, pp. 9 -13.
Humanizing Cost Findings. Bulletin I, April 1, 1929.
Indu stria l Accou nting a s a n Aid to Mana gement. Bu lletin I, Ju ne, 1920.
Interpreta tion of Fina ncia l Statements for Pu rposes of Ma nageria l Control. Bulletin I, Mar. 1, 1930.
Inter - Relation Between Cost Accounting and Business Administra tion.
Bu lletin II, Oct. 15,1924, pp. 1433 -6.
Keys to Intern a l Control of Costs. Bu lletin I, Oct. 15, 1928.
Management and Cost Accounting. Bulletin II, Mar. 1, 1928, pp. 769 -771.
Managerial Uses of Fou ndry Costs. Bulletin I, December, 1920.
Manufactu ring Budgets and Standards. 1929 Yea r Book, pp. 190 -218.
Methods of Su pplying Cost Informa tion to Foremen. Bulletin II , Ju ne
2, 1924.
Operating Ra tios and Costs a s Gu ides to Ma na gement. Bulletin I, Sept.
15, 1924.
Pla ce of Accou nting in Business, The. Bulletin II, Ma r. 15, 1928, pp.
820 -2.
Prepa ra tion of Cost Da ta for Mana gerial Control, T he. Bulletin II,
July 1, 1927, pp. 1001 -4.
Presenta tion of Costs for Executives, T he. Special Publication, 285
pp., June, 1928.
President a nd the Cost Accou nta nt, T he. Bu lletin II, Dec. 15, 1929, pp.
500 -5.
Profit Element , T he. Bu lletin I, Sept. 15, 1927.
Successful Methods for Presentation of Cost Data. Bulletin II, Nov.
15, 1929, pp. 354 -8.
T o W h a t Ext ent and in Wh a t Ma nner Should Detailed Cost Figures
be Given to Depa rtment Hea ds. 1923 Year Book, pp. 89 -123.
T o Wh a t Extent Should Foremen be Given Cost Information. Bulletin I, Ju ne 15, 1923, pp. 18 -31.
Use of Cost a nd Expen se Re cords by Fa ctory Exec u tive s for Cost Control. 1924 Year Book, pp. 125 -90.
Uses of Sta nda rd Costs. 1926 Yea r Book, pp. 193 -244.
W h a t Ha v e W e Done to Ma k e Ou r Cost Results More Vivid and
Effective? 1927 Year Book, pp. 93 -136.
Wh a t the Fa ctory Superintendent Think s of the Accounta nt. Bulletin
II, Oct. 1, 1928, pp. 129 -31.

1219

Canning.

VOL X
No. 3 --'Ne w Technique in Selling and Administrative Coot Accounting,"
Albert A. Rose
No. 4 —Keys to Internal Control of Coats, E. S. La Rose
No. 8—Bank Credit and Budgetary Control, Michael H. Cahill and John i .
Putnam
No. 14— Problems in Textile Costs and Management, Clinton W. Bennett and
Ralph W. Bumstead
No. 16—How Group Time Standards Reduce Costs, J. H. Marks
No. 19—The Relation of Cost Accounting to Industrial Research, William .).
Wheeler, Jr., and Earl P. Stevenson
No. 22— Capital Facilities — Accounting Principles and Methods, Frederic W.
Kilduff
No. 23 —Costa in Airplane Construction and Transportation, C. Roy Keys
No. 24—A Survey on the Effect of Departmental Consolidation on Cost — Office
and Factory, A r t i w Van Vlissingen, Jr.
Vol. XI
No. 1 —The Depreciation Element in Burden Estimates, Professor Johe B.
No. 2— Accounting for Dairy Products, H. H. Neel
No. 3 —Cost Accounting for Distribution in Retail Grocery Stores, Wroe Alder
son
No. 6 —The Manufacturers Marketing Coat, E. Stewart Freeman
No. 7— Manufacturing Expense Analysis, Classification, and Distribution,
William A. Ullrich
No. 8 —The Organisation and Functioning of an Office, D. S. Smith
No. 9— Standard Costs in the Illuminating and Industrial Glass Industry, G. A.
Rothrau$
No. 10— Rebuilding Antiquated Cost Systems and Punched Hole Accounting,
Henry R. Boston and Robert D. Pettit
No. 11— Accounting for Fully Depreciated Assets, J. C. Cassel
No. 13—The Interpretation of Financial Statements for Purposes of Managerial
Control, George Rea
No. 15—The Basis for Wage Incentive Plane, G. J. Stegemerten
No. 16 —Wage Incentives in the Factory, 1. H. Freeman
No. 17— Executive and Key Men Incentives, J. P. Jordan
No. 18—The Possibilities and the Dangers Inherent in Mergers, Consolidations
and Acquisitions, Arthur Andersen
No. 19— Distribution, Cost Analysis— Metbods and Examples, Howard C. Greer
No. 20— Office Standards and Costs as Applied to Public Utilities, F. R. Brewster
No. 21— Accounting in the Aircraft Industry, John S. Woodbridge
No. 23—The Coordination of Cost Records with the General Accounts, Thomas
L. Evans
No. 24— Retail Store Cost Methods, Samuel Einstein
Vol . XII
No. 1 —Some Important Points in Burden Distribution, Albert E. Grover
No. 2— Executive and Key Men Bonuses, A. W. Bass
No. 3 —Office Management and Efficiency Standards for Clerical Help, Arthur
Van Vlissingen, Jr.
No. 4—The Analysis and Control of Distribution Costs and Allocation of Selling
and Administrative Costs to the Article of Sale, William B. Castenhols and Howard Knapp
No. 5 —The Value to Industry of Association Work in Cost Accounting and
Uniform Cost Accounting in the Retail Lumber Business, Thomas
W. Howard and Don D. Battelle
No. 6 —The Administration of Standards and Their Flow Through the Various
Accounts, Goldsborough Robinson
No. 7 —Cost Analysis for Wholesale Operations With Special Reference to
Wholesale Druggists, H. J. Ostlund
No. 8— Planning and Installing Systems, W. Ingram Parke
No. 9 —Cost Accounting in Tire Production A. C. Litchfield and C. M. Spining
No. 10 —The Effect of Volume on Profits, Francis Burns
No. 11 —Cost Accounting and Management in Soviet Russia, Joseph J. Wurman
No. 12— Accounting Methods in a Clock Company, L. J. Stewart
No. 13— Accounting Through the Medium of Standard Costs, Robert B. Service,
Jr.
No. 14— Closing Books of Account on the Fifth of the Month, George Rea
No. 15— Internal Analysis and Interpretation of Accounting Information,
A. J. Paget
Copies of the above publications which are not out of print may be obtained from the office
of the Secretary of the Association. 1799 Broadway, New York City, at the price of 7b oeots

per eopy-

