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PRESIDENT'S PERSPECTIVE

Shock Treatment
For the Economy
President Nixon's dramat ic moves to curb inflation and reduce
the balance of payments deficit deserve the full support
of all. A wage -price freeze, a severing of the dollar -gold
relationship, coupled with tax credits for business, may return
us to normalcy, as the Administration hopes.
It was obvious something had to be done. The economy
was stuck on a treadmill of high unemployment and rising labor
costs and prices. As a result, American industry, once a giant,
found itself being priced out of world markets.
In such an economic environment , imaginative and
enterprising financial managers and account ant s are highly
valued. But accountants can draw cold comfort t hat t hey have
become so important in corporate offices. There is a limit to
the measures that can be t aken t o cut costs and show a bet ter
profit picture. Business progress is inextricably bound up
with productivity.
It is t o everyone's advant age t hat t he economy st art
growing again at a non - inflationary rate, that wage increases do
not outstrip productivity gains, and t hat American business
is able t o compete on an equitable basis in foreign market s.
The shock treatment may not cure the patient but it
does give us a breathing spell t o st o p and consider some of
the economic realities— number one being we cannot
continue to spend more than we earn.
Inflation plays no favorites: it impoverishes us all.
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The Value of Participation
I
In t od a y's business cli ma te t h e role o f t h e financial ma n a g e r a n d
ma n a g e m e n t a c co u n t a n t b e c o m e s increasingly imp or ta n t . Recent

statistics from universities indicate that accounting major graduates
represent the one discipline still being actively sought by employers. As the field of accounting grows those already in the field need
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of this Association is to provide programs of research, pu bl i ca ti on s , a n d ed u ca t ion t ha t ma ke "k e ep i n g u p " e as i e r . Bu t th i s p roce s s

SENIOR TECHNICAL EDITOR

involves more than a passive role of listening and reading. Those
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th a t gai n mo s t f r o m NAA also par ticipa te in an a ct i ve wa y. The se
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are the members of NAA who value their membership for what it
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is —an opportunity for personal developm ent.
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dues and are now asking for ways in which they may serve NAA, as
a National Committee member, as a Chapter officer or director, e t c .
This latter group represents those who have a record of participation in NAA activities, have realized the value of membership in a n
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If your client has both the potential and the
desire to increase his profits, he most likely
also has the borrowing capacity to support a
sound growth program.
At Heller, our business is providing adequate
working funds to companies that can make
profitable use of more money $50,000 to
...
$5,000,000 and more.
Tell us about your particular client and let us
explain how much money we would make
available to him. Why it's usually more than he
could obtain from his usual sources. And let us
explain the cost of borrowing from Heller; the
advantages of credit lines based on sales, rather
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than balance sheet ratios.
Then, after you and your client have discussed
it, come talk to us together. Hopefully, we'll be
able to provide all the additional working funds
your client needs today!

.. .

Walter E. Heller & Company
105 W est Adams Street, Chicago, Illinois 60690
New York • Boston • Philadelphia • Atlanta • Miami • New Orle ans
Dallas • Los Angeles • San Francisco • Portland • Santurce, P. R.
• Brussels • London • Paris • Mainz, West Germany -

Utrecht, Holland • Milan • Barcelona • J ohannes burg • Sydney
• Manila • Copenhagen • Bergen, Norway • Stoc kholm • Mexic o c ity
Buenos Aires • Kingston, J amaic a.
Heller s ervices als o av ailable in Canada.
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Letters

TO THE EDITOR

Experience Is Also Important
I read with interest the letter in the March 1971 issue by
Jack J. Kempner, titled "A Strong Single Profession." I
agree with Mr. Kempner's point that the non - public accountant's responsibilities are often as demanding as a public
accountant's in that he is required to have an equal or often
greater degree of competence. I agree also that this competence should be certified through a recognized set of
standards. I disagree, however, that the experience requirement is an "artificial barrier" and that it should be eliminated
in the qualification for recognition of the professional private
accountant.
It would seem that an examination could be developed
that would test the applicants knowledge of accounting
theory which he acquired through the educational process.
In addition, on- the -job experience which brings the individual
face to face with problems never approached in the classroom should also be required and emphasized when considering certification of a private accountant's proficiency. If
possible, the examination should take into account problems
such as communicating with non - accounting people or
groups, both in a top management level or at other levels, as
well as how the individual accountant reacts under the
pressure of meeting deadlines and co- ordinating with operating people to obtain the required results. This is extremely important in meeting the responsibilities of a
private accountant and is a true measure of his competency.
Gerald R. Hovey
Special Assistant to the Treasurer
Economics Laboratory, Inc.
St. Paul, Minn.

Shares in Treasury
Enhance Shares Outstanding
Mr. Albert W. Wright, in his article "Earnings per Share:
Sensitizing the Numerator," May 1971, casts a suspicious
eye at treasury shares and feels that they provide the potential for some E.P.S. manipulation. He points out, accurately
enough, that when a company purchases its own stock
for treasury the average shares outstanding are thereby reduced and E.P.S. is enhanced. This is absolutely true, of
course, but what's wrong with it?
A company can buy stock for its treasury only by using
available funds which otherwise would be put to work
profitably, or by borrowing money and incurring interest
expense thereon. Either way, earnings are impaired. The
opportunity for "manipulating" E.P.S. via treasury stock
would therefore seem to have definite and severe limitations.
Companies buy their own stock for several reasons, the
least of these being for the purpose of manipulating E.P.S.,
if only because of its built -in limitations. In any event, shares
6

in treasury are actually retired from the marketplace and
do not share in the company's earnings. This, naturally,
enhances the per -share earnings of those shares still outstanding, and what's wrong with reflecting it as it is?
Harry N. Webster
Registered Investment Advisor
Nutley, N.J.

Standard Costing for Ecology?
LaMar Burke's article, "Standard Costing in Kaolin
Mining" in the May 1971, issue, covers the subject adequately as far as he went. However, the picture which
accompanied the article, showing a Kaolin mining operation, has raised a question which I feel needs answering.
In the light of current interest in ecological matters, some
states have enacted legislation requiring operators of open pit mines to restore the site to a more natural state prior
to abandonment of the mine. Naturally, this will require
the expenditure of funds.
Has any consideration been given to accounting for these
costs as a part of the cost of shipments? This is a question
which will require an answer more frequently as time goes
by.
Walter Bennett
Staff Accountant
Philips Industries Inc.
Dayton, Ohio

Direct Costing for
Prestige and Availability
Earl A. Rainbow's article, "Direct Costing the Company's Aircraft," April, 1971, was quite well written and
gave adequate details to assist an accountant to adapt to
accounting for aircraft costs. However, I would like to add
the following observations for any accountant who has yet
to experience the problem of accounting for aircraft costs,
in terms of justifying the purchase.
Mr. Rainbow's breakeven chart is based on an income
equal to the savings realized from not chartering a plane.
To most corporate executives, however, a portion of the
cost of operating a company airplane can be allocated to
prestige and availability.
Quite naturally, one of the benefits of a company -owned
aircraft is immediate availability. Usually, charter flights
take some advance planning while the company -owned
plane requires only a call from the executive offices to
be ready for immediate departure. With the company owned plane, an executive may change his mind at the
destination and stay an extra day or two, while the charter
flight may require that the return be made as scheduled.
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The other aspect, prestige, exists, but is difficult to determine as a dollar value. Although Mr. Rainbow's breakeven
chart shows that they will breakeven at 37 hours flying
time per month, I would hazard a guess that when prestige
and availability are considered, many corporate executives
would still buy the airplane even if their anticipated flying
time was as low as 25 to 30 hours per month.
Donald L. Short
Assistant Controller
Philips Industries Inc.
Dayton, Ohio

Grass Roots and Horse Sense

More Bookless Bookkeeping
I have read Mr. Dellinger's article, " Bookless Bookkeeping," in the May 1971 issue, with special interest because
our company has been using some of its features with
excellent results.
Undoubtedly, there can be many variations from the
procedures described by Mr. Dellinger; therefore, I would
like to share with him and other interested readers our
company's experience in this area.
In our case, the bookless bookkeeping is used mainly for
accounts receivable, accounts payable, cash receipts and
cash disbursements, as an integral part of our accounting
system. Basically, the procedures are similar to those described by Mr. Dellinger with some modifications, which
I shall mention here.
a payment is for less than
the total invoice amount, the payment amount is applied
to the particular invoice and a new unpaid balance is calculated. The partial payment date is indicated, but the
invoice is not removed from the open file until it is fully
paid. In case of a payment on account which covers more
than one invoice, the payment is applied to the oldest invoices first (which are considered to be paid and are removed from the unpaid file at this time) and the remaining amount which does not pay for an invoice in full is
handled in the similar manner as a partial payment.
When a customer has overpaid an invoice, and there are
no other unpaid invoices, the date and amount of payment
Continued on page 33
ACCOUNTS RECEIVABLE. W h e n

In reading through the May 1971 i s s u e o f M A N A G E M E N T
ACCOU NTI NG, two articles captured my interest, "Successful
Business and Good Managers" by John F. Burlingame and
"Bookless Bookkeeping" by Roy E. Dellinger. Both articles
I feel are the grass roots, horse sense that many of us today
seem to overlook in approaching our day -to-day tasks. I
feel that for a great majority of the readers of MANAGEMENT
ACCOUNT ING these are the types of articles which lead to
open-mindedness in their approach to problem solving.
David L. Collier
Staff Accountant
Colorado Interstate Corporation
Colorado Springs, Colo.
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CFO's Salary Increases Outpace Others in Executive Suite
Next to the chief executive officer, the chief corporate financial officer has been winning the
biggest pay increases in the last decade, according to Management Practice, a periodical published by Coloney, Cannon, Main & Pursell, Inc. Analysis showed that in seven out of eight
categories, the CFO outpaced marketing and manufacturing counterparts. This trend parallels
recent emphasis on financial management as the key function at the corporate level in diversified
companies, and "particularly in the past two years, a growing stress on cost control to reverse
the narrowing of profit margins experienced in most industries." It also reflects, according to
the publication, "the increasing complexity and sophistication in the areas of financial forecasting and management information."
U.S. Establishes Council to Spur Business Action in Consumer Affairs
In response to lobbying for consumers, President Nixon has established a National Business
Council for Consumer Affairs in the Department of Commerce. The primary objective of the
Council is to foster action to assure value, satisfaction, and safety for consumers in the goods
and services they seek and purchase in the marketplace. Named to the Council were 108 representatives from business and industry.
Two AICPA Study Groups Invite Comments and Participation
A study group named by the American Institute of CPA's to examine procedures for establishing
accounting principles has scheduled public hearings in New York, November 3 -4.Chaired by
former Securities & Exchange Commissioner Francis M. Wheat, the group was established to
consider how the accounting profession's standard - setting role can be made more responsive
to the needs of those who rely on financial statements. Supporters and critics of the manner in
which financial accounting standards presently are established will be given an opportunity to
comment at the meetings.... Meanwhile, a second study group appointed to analyze and
refine the objectives of financial statements is inviting participation. A tentative deadline of
December 31, 1971, has been set for written presentations; oral presentations will be received
at public hearings to be held next spring in one or more cities. A brochure describing the study
and giving details for participation may be obtained by writing to: Robert M. Trueblood, CPA,
Chairman, Objectives Study Group, Suite 100, 111 East Wacker Drive, Chicago, III. 60601.
Corporations Increase Financial Disclosure in Annual Reports
Voluntary disclosure of sales and earnings on a segmented basis is increasing, according to a
study published in the August issue of Financial Executive. Comparing disclosure in 1970 annual
reports with that of the preceding four years, the study found that more than 6 4 % of the companies surveyed reported contributions to sales by divisions, operating groups, product lines,
major markets, or principal customers. Comparable figures were 59 % in 1969; 47% in 1968,
and 4 8 % in 1967.
Computer Professionals Take Hard Look at 25- Year -Old Baby
At 25, the computer may have reached the age of maturity but it has yet to give companies a
competitive advantage in business, according to a principal of McKinsey & Co. He spoke at
the annual conference of the Association for Computing Machinery which featured Dr. James
W. Mauchler and Dr. J. Presper Eckert, co- inventors of the world's first electronic computer.
Amid the criticisms at the anniversary, an optimistic prediction was made that eventually everyone would be using computers which would be reduced to the size of a pack of cigarettes and
be almost as cheap.
Accounting Forms Catalog Offered to Readers
The 80-page Accountants' Supply House catalog is available free to readers who write "catalog"
on their firm's letterhead and mail to Accountants' Supply House, 518 Rockaway Ave., Valley
Stream, N.Y. 11582.
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COMPUTER SYSTEMS:
SLAVES OR MASTERS?
The Computer Does Only What It Is Told,
When It Is Told —If The Results Are Poor,
The Fault Can Only Be That Of The Person Using It

By William E. Kelly
Let's dwell on the thought of you being the computer's master. The first obstacle you incur is terminology. Computer people use terms like:
Hardware
Software
Programmers/ Programming
Analysts
Core
Debugging
COBOL
ASCII
It is debatable whether accountants need a commanding knowledge of computer jargon. However,
they must have the ability to communicate in some
way with the computer. The amount of vital accounting information residing on computer storage
devices is in direct proportion to the computerization of your company. You can't see or use this
information, manipulate amounts or dates, verify any
of the transactions or even show your boss the detail
of financial statement items; unless you can communicate with your computer or you solicit aid from
the technical systems people. If you can communicate directly with your computer, you are beginning
to be the master. (Communication includes previously developed systems and /or programming know how.) If you must completely rely on someone else
to communicate for you, you are vulnerable and on
your way to becoming the slave. In addition, the
master vs. slave status is influenced by top management support. Management support is contagious —
if it is lacking, then everyone affected by the system
has the same feeling. If this happens in your system,
you become the slave because the employees do not
do a conscientious job.
Computer Experience
It would be helpful, but impractical, for each
MANAGEMENT ACCOUNTING/ OCTOBER 1971

managing accountant to spend five to ten years coming up through the various computer department
ranks of operator, programmer, analyst, etc. The next
best approach is to require each manager, who uses
computer reports, to attend educational sessions or
utilize the available self- teaching books to obtain the
fundamentals. Either of these will take 20 to 50
evening hours. If you want more than the fundamentals, more time is necessary. With a background W. E. KELLY
of fundamentals, you could write a simple computer
Akron Chapter (Minprogram with or without assistance from an experi- neapolis 1962), is a Deenced analyst or programmer. This will give you velopment Analyst on
an exposure to the art of communicating with a the Internal Computer
Sy stems staff at The
computer.
Your first computer program should be simple. B.F. G oo dric h Company, Akron, Ohio. He
Your next one could have additional restrictions or is a gr a d u at e o f S t .
requirements to broaden your exposure. For example, Cloud State College,
your first program may be to print a version of the where he received a
payroll report with employee numbers and total earn- B.A. deg ree in Acings. Your second program could be expanded to counting.
print names, employee numbers, earnings in a certain period, month -to -date earnings, year -to -date
earnings, regular earnings, overtime earnings, bonus
earnings, with subtotals or totals for each job assignment, department, plant and /or anv number of other
possibilities.
Failure to obtain this type of basic experience
tends to insure your continued slave status. Is this
your objective?
Selection of a Liaison Man
As accountants, the selection of programmers,
analysts and operators will probably be someone
else's responsibility. However, you do have the responsibility of naming the man (men) to act as the
liaison between your group and the technical systems
people. This decision is the most important one in
determining whether your computer system will be
your master or slave. If your liaison man does not
understand the scope of your operation, he cannot
guide the analysts and programmers who must produce the desired results. 'I7ris liaison man must know

"The master
vs. slave status
could be
affected by an
antiquated
corporate
organization."

your application. He should be able to objectively
analyze new thoughts and methods. He should have
the authority to assist in the decision - making process.
Computer system experience and familiarity are
beneficial to a liaison man.

Periodic review of the documentation by you or
your staff (especially new people) is a good way to
insure continued rapport with the technical system
people. This is an excellent training method. In
addition, this approach may detect discrepancies.

Corporate Organization

Dummy Numbers

The master vs. slave status could be affected by an
antiquated corporate organization. The technical
computer people must provide information for
various levels of management. This information is
often obtained from many departments within a
company (e.g. sales, accounting, marketing, warehousing, payroll, and purchasing). If computer systems personnel are not allowed to cross departmental
lines, then they may not be able to provide complete
information. When this occurs, you are the slave
because the remaining information must be obtained
manually or you resort to the use of two or more
computer reports.
Standards and Documentation
Standards are the established rules and procedures
for the computer systems people to follow when
developing and /or modifying computer systems.
Documentation is an explanation in English of
1.
2.
3.
4.

What the computer program(s) do
Where data comes from
What data is used, when and how it is used
What data is used for output reports and
where output reports go

There is considerable talk by systems managers
about the necessity of standards and documentation.
Their objective is to ease the transition when new
analysts, programmers, and operators have to take
over. Standards and documentation can also help
you. If you assist in developing them, you are reducing the slave status of your system because a standardized and well documented system is simpler to
maintain or modify and therefore your future
changes are easier. Your assistance in this area could
include complete written explanations of the terms
common to your system. You should explain, in
detail, the objectives of your system and all types
of transactions used in your system. As an example,
your explanation would clarify whether a layaway
sale should result in an inventory reduction even
though the merchandise has not been delivered.
A second benefit is possible if you are familiar
with the individual program documentation. Documentation is one of the ways the technical system
people communicate with each other in English.
This is where they explain the special features of a
program (or system), such as what and when discount percentages are used, how aging dates are
determined, the balancing methods, costing techniques, and computer report contents. Are the systems people communicating to each other correctly?
If they are —fine, if not —your system suffers, and
you become the slave to straighten it out. Therefore,
if you can insure correct communication within the
technical system group and /or your people, you will
be the master.
10

A technique to monitor your system could be the
use of dummy location numbers, expense code numbers, product numbers, etc. Dummy (or catch -all)
numbers are predetermined numbers. They could be
used to separate legitimate and illegitimate data.
They could also serve as a training aid for new
employees. New employees could enter all known
types of transactions for a dummy location to see
how the computer system handles them. Then, for
experience in changing previously entered transactions, they could reverse them. This method would
have given them first hand experience and not have
effected actual data. Even though your system may
have been operating smoothly for years, it is a good
idea to have controlled transactions entered at irregular intervals just to check the system. Dummy
numbers could assist you in this endeavor.
If this tool helps you to discover system and
personnel discrepancies, then you are more of a
master. Some computer systems have been known
to snowball errors until they are impractical to resolve because the managers failed to manage. Will
this happen to you?
Computer Output Reports
Usage and Filing
There should be little doubt that a cbmputer can
turn out tons of reports. If every department gets a
copy of every report, then there are the problems
of retention, filing etc. Consequently, every one becomes a slave to the printers. (The forms suppliers
like this.) You will influence the master vs. slave
status in this area, if you insure that the number of
copies produced are needed and have a designated
place or library for them.
Perbaps some reports could be eliminated by combining the data on two or more reports onto one
useful report. Management attention in this area
can influence the master vs. slave status of your
system.
If your system has not provided adequate storage
or filing procedures for the computer reports and
they end up in any empty space or corer or box or
what - have -you, these reports are of little value because you can't locate them when they are needed.
The master vs. slave status is influenced by the
method of sorting reports.
Plain Paper Vs. Preprinted Forms
If your system uses preprinted forms, you cannot
change the report content or add items because of
the restrictions of preprinted forms. (The main
restrictions are the existing supply, plus the time lag
to obtain revised forms.) For example, if you use
preprinted operating statement forms and a new
product is added, where do you show it? No space,
so it is grouped with another item and then it is a
manual function to separate these items at the end
MANAGEMENT ACCOUNTING /OCTOBER 1971

of each period. If several new products are added,
this manual function may grow into a full time job
for one or more clerks. Your staff is then relegated
to the slave task of obtaining information which
could, of course, have been provided by the computer.
The master vs. slave status is influenced by the
use of preprinted forms or standard plain paper for
internal company reports. Computer programs can
print the headings and description. of course, the
standard plain paper is less expensive and allows
more flexibility.
Exception Principle of Reporting
The exception principle of reporting is a method
of restricting computer reports to exception items
only. For example, an accounts receivable listing
could be restricted to the accounts which are past
due. A second example is an inventory system itemizing only those items at or below replenishment levels
rather than listing all items in the warehouse. In
other words, make your computer reports action reports by having the computer print only the items
needing attention. You influence the master vs.
slave status of your system when you insure that your
people receive small reports instead of voluminous
reports.
Data Retention
Adequate data retention may eliminate conditions
which make you the slave. Let's say your system
keeps the current, plus two previous generations of
all, data. (Note: each process day is a generation, so
current plus two means today, plus yesterday, and
the day before yesterday.) If a problem develops, you
can go back only two or three days to correct it. Some
problems are not discovered until weeks have passed.
Consequentiv, you and your staff end up doing considerable clerical work to make the corrections. If the
design of your system had provided for history retention files of all vital transactions, then you could
have the computer locate and perhaps correct the
problem items. (History retention files are computer
storage devices that can retain pertinent data for
months, years or longer.)
To further illustrate this point, assume you have
an accounts receivable system or an inventory control system with considerable daily activity. If either
of these shows a large discrepancy, how do you
reconstruct them? If you must do it manually, you
are the slave.
Balancing
Accuracy of computer reports is very important.
Rounding to the nearest dollar is acceptable for ease
in reading reports, but all balancing should be to
the penny. Let's say your system has report totals
that differ from control totals and since the differences are small and the system rounds amounts, it
is felt the differences are acceptable. If you have this
condition in your system, you may be asking for
slave status because the out -of- balance condition may
have resulted from incorrect data, incorrect control
totals or improper computer processing. Failure to
heed this danger signal (out -of- balance condition)
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may result in a future slave task to straighten out one
of the above causes. An alternative is to have your
computer system carry all cents through from start
to finish and print out exact totals on one sheet to
use for balancing and still have amounts rounded
for ease in reading.
Training
The people supplying data or preparing source
documents for your system play a very important role
in governing the master vs. slave status of your system. Failure to completely train these people is inviting the slave status. An example is a sales clerk
preparing a sales document using a product description, then someone (data correction clerk, a control
clerk or you) correcting it. Many data correction
clerks get very proficient at inserting and /or correcting product numbers based on product description,
but why should a system require one human to reperform what another person does so data can enter
the computer system? If you have this condition,
you are the slave. The solution is to train the people
preparing the source document.

"The computer
... by itself
cannot put
your company
into bankruptcy, but
the output...
could."

Conversion
Conversion, whether it be manual to computer or
from one computer to another, is a problem - packed
period. Your conversion schedule should include
considerable preplanning by top management, adequate training of all personnel (including non -technical), adequate lead time for redesign of forms and
preliminary steps for the recovery from a complete
destruction of your existing system. Slighting any
one of the above areas will influence the slave status
of your system.
Installation
Equipment salesmen sometimes determine the
master vs. slave status. Their quotes indicate your
application needs ABC equipment configuration,
XYZ manhours and $X to set up and install what you
need. Remember this is based on their knowledge
and interpretation of your system. Can an outsider
know and /or anticipate all of the intricate workings
of your application? The equipment salesmen may
also state your savings will be $X. What is their
liability if either of these do not happen as they
claimed in their sales pitch? If they do not work out,
you (not the equipment salesmen) become the slave
who has to straighten it out.
Conclusion
The computer is just like a typewriter in that the
machine by itself cannot put your company into
bankruptcy, but the output of either machine could.
If a typewriter continually types $100,000.00 checks
instead of $1,000.00 checks, insolvency could come
fast. The computer does just what it is told, when it
is told, so if the results are pool, it can only be the
fault of the person using it. To determine whether
you are the master or the slave, analyze your own
system to see if any of these little things, or the many
that were not mentioned, could be changed to improve your system. The computer is a powerful tool.
Is it working for you, or against you?
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THE ECONOMICS OF
BUSINESS MINI'S
A Mini - Computer Is In Every Way A Full- Fledged, High- Speed,
High- Powered Data Processor

By Wilbur H. Highleyman
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A mini - computer is in every way a full- fledged, highspeed, high - powered data processor. It often has a
faster memory speed than its bigger brothers, and
newer mini's are appearing with instruction repertoires nearly as complete and as efficient as large data
processors.
Why is it different, then, from a large computer?
It is different because it is cheap. But to gain that
cost advantage, the mini - computer manufacturer has
had to stress certain characteristics of a computing
system, and sublimate others. The main characteristics that are stressed are speed and logical capability.
In today's semi - conductor technology, the cost of
high -speed logical building blocks is approaching insignificance. Therefore, a high -speed processor with
a good instruction repertoire can be built very inexpensively indeed. Furthermore, this same processor
can be contained in a very small space with low power
requirements, leading to inexpensive cabinetry and
small power supplies. This has reached such an extreme that the operator's control panel has become
a major size and cost item, and in certain cases is
being offered only as an option.

PROGRAMMING. Programming is generally quite difficult and quite expensive compared to larger processors. This is due in part to more limited instruction
repertoires, but more significantly to a lack of software support by the manufacturers. The manufacturer of a mini just cannot write and support complex
executive routines and compilers, and maintain his
low prices. Furthermore, the mini often could not
support the additional software without an inordinate amount of high -cost memory.
SYSTEM SUPPORT. System support is limited for the
same reasons as program support is limited —the
manufacturer cannot build a large customer support
staff and still offer low prices. The customer generally must buy the mini as he would a TV set —
he's on his own once he's walked out of the store.

Sublimated Characteristics

FORTRAN Yes —COBOL No

But what characteristics has the manufacturer sublimated in achieving his cost goals? These are manv
and important to business applications, and include:

The result of these limitations is predictable —the
mini - computer has found a great deal of application
in areas in which the user has a great deal of technical sophistication. These generally include the
scientific, industrial, and educational communities.
These are people capable of designing their own systems, writing their own programs, and holding their
own hands when problems arise. In fact, these markets became so important to the mini manufacturer
that there is relatively good system and program support in these areas. For instance, most mini's have a
FORTRAN compiler, and application programs such
as gas chromatography exist.
But no mini has a COBOL compiler, and I know

A high -speed memory Is still
a very expensive item. The basic mini has only
limited memory (typically 8000 bytes) 1 and expansion of memory is expensive. It is itself limited to
typically 65,000 bytes.
HIGH SPEED MEMORY.

PERIPHERAL EQUIPMENT. Peripheral equipment is
still mechanical and is still expensive. The mini3
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computer has no control provision built into it to
handle any peripherals —only a general purpose connection for any type device. All control functions
must be built into the peripheral device. As a result
special low -cost peripheral devices are being manufactured, but of course with the lower price goes
lower performance.

A byte is basically a group of electrical impulses representing
one alpha - numeric character of information.
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of no manufacturer offering a payroll program for his
mini. There have been no technically sophisticated
people in business areas to promote the use of the
mini, no people to design systems and write software.
Besides, the cost of normal business peripherals
(IBM- compatible tapes, high speed printers) make
a mini look not -so -good anyway. Ergo, no manufacturer support, no business applications.
Why a Business Mini?
The answer to this question is easy —it's cheap.
But this in itself creates the problems we must solve.
A typical mini- computer may be only 10 to 20 percent of the cost of its big brother equivalent. But for
a business application, a great deal must be added.
Once we add the normal amounts of memory needed,
and the standard business peripheral equipment, the
mini begins to look not so attractive. NVhen we load
it down with the extra cost of software over that of
its sophisticated competitor, the low cost of the
basic mini becomes lost at the bottom of the pile.
The secret of proper application of a mini to business is to work on all this excess fat. The software
can be brought under control if an appropriate compiler is available. At best, this can bring the software
costs in line with those of the large processor. The
cost of peripherals can be greatly reduced also by
designing the system around mini - peripherals rather
than standard peripherals. This may lock out some
applications but it is an important step. Finallv,
memory requirements can be contained through
careful system design. This is often handled by using
some form of relativelv fast secondary storage (such
as a small drum or disc), and overlaying program
segments in the smaller high speed memory as needed
—i.e., a program section is brought into high speed
memory, executed, and then replaced with the next
program segment. In big brother, there is generally
enough high speed memory to hold the entire
program.
Using all of these techniques, the cost of the mini
processor (for it is now a full- fledged data processor,
and not just a computer) can be squeezed down to
the point where the mini may compete very favorably with a full -scale system.
Limiting Conditions
As usual, to achieve all of this, certain sacrifices
have had to be made. But these are now in a tolerable range. Peripheral capability (such as file handling, printing speeds) is limited. This generally
means that applications should be carefully chosen.
Very large files, especially if randomly accessed, and
very large printing volumes are detrimental to the
mini in that its large competitor can handle these
more effectively. Software limitations also result in
very large and complex tasks being better performed
on a larger system. Also, it is more difficult to make
programs written in compiler -level language machine
independent. Therefore, upwards compatibility is
lost, or at least hampered.
A good mini - compiler will get the most out of the
already - limited peripheral equipment, and at the
same time will minimize high -speed memory requirements. Since the resulting programming is a major
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cost item, and furthermore reflects often in the cost
of the hardware and the efficiency of running times,
it is therefore paramount that a mini - compiler must
not insulate the programmer from the machine. This
has several implications:

"The secret ...
is to work on
all this excess
fat."

1. The compiler, of course, must offer the programmer a compiler -level language (such as one similar to COBOL or FORTRAN).
2. The device statements should not be sophisticated device - independent statements such as in
COBOL. Rather, they should be tailored to the
needs and capabilities of the mini - peripherals.
T. The compiler should allow free intermixing of
compiler statements and routines written in the
basic machine (assembly) language.
4. A careful choice of statement structure must be
made to minimize the high speed memory requirements. Thus, a language syntax suitable for
one mini might not be suitable. for another.
5. The language must include an overlay capability
so that programs may be segmented and executed
as segments, pulling in each segment from secondary storage into high -speed memory for
execution.
6. The language should be strong in its operator
communication capabilities, since business mini's
will generally be operated by clerks rather than
trained computer operators.
A Small Business System
A small business mini - processor that has been configured to handle the basic needs of a small business
(up to about $10,000,000) is represented by the diagram in Exhibit 1. It uses paper tape as a file storage
medium, a high -speed reader and punch being provided for this purpose. Daily data is entered by the
operator via a teletypewriter console directly into the
computer under computer control. Operator guidance and error checking are provided by the program
as the operator enters data. A disc ( 32,000 words, or
64,000 characters) is provided for program storage
and data accumulation during the day. A typical system will handle payroll, accounts receivable, accounts
payable, and job cost control. Typical cost for the
system is about $900 per month.
As an example of its use, let us follow through a
payroll operation. In this case, the employee file is
kept on paper tape. This file has a record for each
employee containing his number, name, address,
marital status, dependents, social security number,
rate, and other pertinent information. It also contains his year -to -date totals, quarter -to -date totals
(for 941 and W -2 purposes), and his last paycheck
details.
The operator loads the current paper tape file in
the reader, and the check forms (stubs and checks)
in the teletypewriter console. The program then
reads in the record for the first employee, and the
operator enters his number (as an error check) and
number of hours (if he is hourly rated) on the stub.
The computer calculates the pay and taxes, fills out
the check stub, advances to the check, and prints it
out. It then calculates new totals, and punches out
a new employee record.
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Exhibit 1
BASIC BUSINESS SYSTEM

32K DISC

4K
PROCESSOR

i
MODEL 35 KSR TTY

e

•:.

PAPER TAPE
Payroll
Job cost
Accounts receivable
Accounts payable
General ledger
Cost: $900 /month

Exhibit 2
SERVICE BUREAU SYSTEM

/___

7

Payroll
Accounts receivable
Commission statements
Cost: $2100 /month
Creates $20,000 /mo /shift revenue
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When all checks have been printed, the operator
discards the old file, and saves the new one that has
just been punched as the current employee file. This
is passed back through the computer to print out a
payroll journal. This particular system will prepare
60 to 100 checks per hour.
Note that this system interacts with the operator
more as an accounting machine rather than as a
computer. Therefore, the need exists for a good operator- communication facility in the compiler.
Service Bureau System
Mini- computer technology is now being exploited
by service bureaus. They offer back office data processing for small brokerage firms, commission statement services for mutual funds and stocks, and
payroll and accounts receivable service. Exhibit 2
shows a typical system. Input is via magnetic tape for
greater speed —an essential element in a service bureau. The tape is prepared off -line on key -to -tape
equipment. To obtain an economic tape reader for
the mini - system, a key -to -tape unit is connected to
the computer and is used to read the input data onto
the computer's disc. Since this same unit can also
be used for data preparation, its cost is simply just
the connection cost.
This system rents for about $2,100 per month, and
can generate about $20,000 per month of revenue
for every shift it operates. Though this is about one fourth of the cost of a comparable large -scale data
processor, its thruput compares very favorably with
its big brother. For instance, on a pavroll, including
paychecks and payroll journals, it will handle about
450 checks per hour.

Conclusion
6
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In putting together a system, maintainability is an
important factor. Using units from different manufacturers can lead to lower costs and more efficient
operations, but can also cause major maintenance
headaches when a failure occurs. The proper service
people must be called, and sometimes the area of a
fault is not clear. Another general limitation of mini's
is that, at least in today's technology, there is no
significant upwards compatibility. Some manufacturers have made moves in this direction, but more
is needed.
However, the mini - computer, aside from being
inexpensive, is small (often desk -size for the smaller
systems), has low power requirements, and generally
needs no special air - conditioning or other environmental controls. It has proven to be highly reliable
in service. Two or three maintenance calls per year
are not unusual. With proper system design and with
careful selection of applications, business mini's do
make sense.
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BUDGETING FOR
MULTIPLE OPERATIONS
A Unique Idea In Budgeting
Emphasizing External Control
For Simplicity And Flexibility
In Multi -Plant Operations

By Conrad Giesler
The Building Materials Division of Boise Cascade
is comprised of 24 locations in five states. Some
locations, both wholesale and retail, also have manufacturing facilities for truss fabrications, mill -work,
pre- cutting of houses and other operations. With
24 locations and diverse activity, the task of budget
preparation, sub - consolidation (wholesale and retail), and total consolidation was a difficult task.
Until this year, it was a matter of gathering enough
people, calculators, and pencils to complete the
process in the allotted time.

Manually Prepared Budget
Each location was required to complete 10 supporting schedules before compiling the desired
budgeted statements—�operating income, balance
sheet, and cash flow analysis. As satisfactory results
were not always achieved on the first preparation,
it was necessary to make corrections and revisions
to many of the schedules. This process continued
until an acceptable budget was generated.
Budget preparation became a seemingly endless
chore of changing numbers and updating schedules.
The work papers were soon worn thin and hard to
read. Schedules often would not add and cross
add because of short cuts taken in preparation.
People became tired and on edge. Multiply by 24
the possibility of errors in one budget and a perplexing situation existed.
The Computer Program
With the computer program, utilized, budgeting
consisted of completing input sheets for sales
volume, sales mix, gross profit percent and exThe pro� rem used was wri tten in FORTRAN IV by Reuben
Teske of the Timber and Building Materials Group of Boise
Cascade.
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penses. The computer performed the repetitive
and tedious arithmetic and rewrite tasks. The
number of calculation and print cycles required
depended upon which budget phase the computer
was processing.
It should be recognized that the systems applicability is not limited to a particular division or
operation. Reports, financial statements, and consolidations for a multi -plant operation can be set
up for any type of operation within a few hours
through the use of external controls. Report format
changes regarding titles, line print per page, columns per page and arithmetical functions of reports
and statements are externally controlled by the
user. The inputs are in terms easily understood by
the user and its program control mechanism is
fully implemented at the input level outside of
the internal programming. The input forms utilized
are as follows:
SALES VO L UM E
L i n e ma na g er s b u d g e t e d sales o n th e basis of
pr e se n t year ( 1 9 7 0 )

prices for c o m m o d i t y i t e m s

(wood products) . Sales increases were defined as
volume increases onlv. Price increases were handled
separately. For non- conrimodity (non -wood) items,
a fixed percentage increase was budgeted.

Boise Chapter 1967, is
C o n t r o l l er o f the St.
L o u is , M o . , R e g i o n ,
Bu ild in g Materials and
Ser vic es D i v i s i o n of
Boise Cascade Corporation. Mr. Giesler, a graduat e of Nort h Dak ota
State U n iv e r s it y , has
been a director of the
Boi s e Ch apt er f or t he
past two years and was
its Most Valuable Member in 1968 -69. He was
awarded a Certificate of
Rec ogn ition for this
article (1970 -71).

SALES MIX
This input schedule was used to allocate the
sales mix as a percent of total sales only if the
mix remained the same for each month. If the
mix varied each month separate schedules were provided. The format of the schedule required the
sales mix percentage to be entered only once for
each sales class.
The computer then applied that percentage
against total sales by month, as entered on the
Sales Volume Sheet.
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"The flexibility
of the program
then permitted
the use of a
different
index..."

GROSS PROFIT PERCENT

The method of entering the gross profit percent
was the same for the wholesale and retail locations.
A separate gross profit percent was entered for each
sales classification.
Gross profit adjustments required for purchase
price variances, usage variances, purchase discounts,
and sales discounts could be budgeted at a specified
dollar amount or as a percent of sales.
EXPENSES

Expenses were categorized as follows
1.
2.
3.
4.

Salaries /wages and benefits
Operating expenses
Miscellaneous operating income
Other operating expense

Completing the input sheets for expenses consisted of indicating the account number, the beginning and ending month for each expenditure,
and the dollar amount. The latter could be expressed as so much per month or per year, or as a
percent of sales. Expenses were listed as positive
and income as negative.

(1970) as the base year. The index varied by quarter depending upon the timing of projected increases and was applied to each location.
The flexibility of the program then permitted
the use of a different index (percentage increase
or decrease) for each sales class by quarter and a
separate gross profit percentage for the incremental
sales (the sales dollar increase due to price increases). The computer then performed the following:
I. Computed incremental sales
2. Computed incremental gross profit
3. Added the incremental sales to the original
sales by sales classification
4. Accumulated the incremental sales and printed
an "escalation —memo only" line which is the
total added to or subtracted from sales
5. Computed and printed the new gross profit
6. Adjusted all items which were budgeted as a
percent of sales
7. Determined the adjusted net income
PRINTOUT EXPLANATION

Volume, amount, and P/M (price per thousand) , appear under each monthly heading. Volume is the total sales volume for that particular
EXAMPLES:
month. As appropriate, the amount is the sales,
Office salaries at one location were as follows: gross profit, or expense calculated for that month.
The P/M is the quotient of the amount divided
$4,710
Jan.
$4,860 (Reflects
Feb. -July
by the sales volume. As an aside, the expense catesalary increase on 2/ 1/71) gories expressed as a percent of sales became a
Aug. -Dec.
$5,010 (Reflects
valuable tool for comparative analysis, not only
salary increase on 8/ 1/ 71) within a location but between locations as well.
For example: Why does it require 15.5 percent of
Entered as follows on the input sheets:
sales
for salaries and wages in one location but
Month
Account
only
10.3
percent in another?
Beginning Ending
number
Monthl y
1
1
$4,710
225
Processing and Review
7
2
$4,860
225
Regional administrative departmental budgets
8
12
225
$5,010
were forwarded with the operating budgets to be
Property taxes budgeted at $160.00 per month.
keypunched and interpreted. The computer proEntered as follows:
gram was run and a printout displaying all detail
Month
Account
Amount
was received.
Beginning Ending number Monthly Yearly
Line managers were then scheduled for budget
1
12
257
$160
review with the regional manager and controller.
or 1
12
257
$1,920 Desired corrections were noted on the printout and
Rental Income of $250.00 per month (or a "score sheet" kept on the net effect of all adjust$3,120 per year).
ments. After all budgets had been reviewed the
Month
Account
Amount
input cards were updated and the program reBeginning Ending number Monthly Yearly processed.
12
1
260
—$250
1
12
260
— $3,120 Other Advantages
Reprocessing the budget punched card deck
Upon completing the fors, the operating loca- through the computer provided a printout of all
tion sent them to the Regional Administration numbers as year -to -date accumulations. Also to
office where the fors were checked for complete- obtain quarterly updates, it will not be necessary to
ness, proper input, and legibility.
resubmit any sales, gross profit percentages, or expense items which remain as initially budgeted.
PRICE INCREASES
One card in the program determined the time
Previously it was mentioned that anticipated period to be calculated and printed. When calcuprice increases for commodity items were not in- lating the original key budget the control card
cluded in the budgeted sales. At the divisional and reads "quarters 1 through 4." A control card with
corporate level, marketing and research personnel "quarters 3 through 4" would be required for a
developed a market index using the current year
Continued on {gage 25
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COMPUTER USE IN A
CUSTOMER ACCOUNTING
OPERATION
Progress From The "Do Not Fold, Spindle, Or Mutilate" Era To The

The computer complex operated by the American
Electric Power Company had its beginning in
1964. At that time, an IBM Model 7074 computer
using magnetic tapes for program and data storage
was installed as a central computer in Canton,
Ohio. Data centers already established by Ohio
Power Company in Canton; Appalachian Power
Company in Roanoke, Va.; and Indiana and
Michigan Electric Company in Fort Wayne, Ind.,
became satellite data processing centers dependent
on the central computer for processing and billing
of customer accounts. The Roanoke and Fort
Wayne centers were linked to the central computer in Canton by a microwave system.
In 1967, the new (at that time) System /360
replaced the 7074 as the central computer. Magnetic disc units for program and record storage were
added and planning for a complete management
information system, built around the central computer installation in Canton, began. In 1969, an
IBM Model 1287 optical scanner, which has the
ability to read handwritten numerals, was installed.
It was first used successfully for payroll time reporting, an application which eliminated a keypunching bottleneck in computing payrolls.
Progress from the "do not fold, spindle, or mutilate" era to the "do not write in this space" era
began in 1970 when meter reading cards and electric service bills were converted to paper forms
designed for reading by the optical scanner. This
change eliminated the time and equipment needed
to punch machine- sensitive holes in the card forms.
Since the new paper documents were manufactured
in continuous form, they were machine imprinted
much faster than the punched card forms could
be imprinted.
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Central and Satellite Data Centers

.

By Donald M. Cameron

.r

"Do Not Write In This Space" Era Began In 1970

Customer records for the 1,650,000 customers
in the American Electric Power service area are

stored on magnetic tape or disc in the computer
center in Canton. Data transmitted to the satellite
data centers located in Fort Wayne and Roanoke
enables these centers to function the same as the
Canton data center, which is adjacent to the central computer.
Input data such as meter readings, payments,
and orders are collected and formatted by the data
centers and are then transmitted to the central
computer by microwave for subsequent processing.
Transmission speed is 25,800 characters per second. At this rate, it takes about ten minutes to
transmit the customer accounting transactions
collected in one day from Fort Wayne to Canton.
Output data generated by the central computer
is then transmitted to the Fort Wayne and Roanoke data centers for use in printing bills, billing
and transaction registers, meter reading cards, collection notices, information and error messages,
and statistical and managerial reports. In a typical
day, this takes about 45 minutes for each data
center.
In addition to the collecting and formatting of
input data and the producing of hard copy required
by the company in which they are located, the
data centers provide the same service to one or
more adjacent associated companies. The Canton
data center produces the bills and processes customer accounting transactions for accounts served
by a number of other power companies.
Each night, company messengers make a round
trip between the data centers and the customer
service offices. Cashier coupons, meter reading
cards, orders, and other transactions for that day's

D. M. CAMERON
Canton Chapter 1965,
is a Customer Accounting Administrator with the Ohio
Power Co., Canton,
Ohio. He is a graduate
of Canton College and
has completed the
Public Utility Executive Program at the
University of Michigan. Mr. Cameron, a
Past President of the
Canton Chapter, received a Certificate of
Recognition for this
article (1970 -71).
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"The cost of
this 17- pound,
237 page
ledger was
$11.00.... The
cost of this
easily handled
tape is approximately $15.00."

activity are picked up by the messengers, who simultaneously deliver collection notices, meter reading forms for the next day's reading, and billing
and transaction registers which contain details for
accounts billed and transactions processed that day.
As a result of overnight transporting of documents from customer service offices to the data
centers, payments and other transactions are posted
to the customer's record the day following the
transaction. This in turn results in bills and collection notices that reflect an up-to -date statement
of account balances.
Electric service bills are calculated, printed,
sorted by zip code, inserted in an envelope along
with a self- addressed return envelope, and delivered to the Post Office for mailing to the customer
two days after the reading date.
Customer Records
We have in our possession a bound customer's
ledger covering the period from February 1896 to
December 1903. There are 32 accounts listed on
each page, and room is available to record details
for three consecutive bill periods in each record.
The 75- character record for each account consists
of the customer's name, (no address), meter readings (if there was a meter), KWH used, amount
of bill, and date and amount of payment. The
cost of this 17- pound, 237 -page ledger was $11.00.
Today an average customer accounting record for
our present system contains 355 characters. Since
800 characters can be recorded on one inch of
magnetic tape, we are able to store 50,000 records
on one reel. The cost of this easily handled tape
is approximately $15.00.
Information contained in the customer record
in addition to the customer's name, address, and
billing and payment record, includes class of service (i.e., residential, commercial, industrial or
municipal), the tariff on which the account is
billed, zip code, tax district and community identification, standard industrial classification codes,
use history by bill period for the past year, meter
identification, and credit history and credit rating.
Other items peculiar to an individual account or
to a certain class of accounts, such as security
deposit data, billing history for customers participating in the Equal Payment Plan, analvsis of
arrears and demand meter identification, are also
included in the record, when applicable.
This comprehensive customer record provides
the essentials for obtaining fringe benefits through
computer programming that would not otherwise
be available. For example: tax district and community identification provide a means of relating
customers, revenue, and load to a particular area.
Standard industrial classification codes are used to
accumulate statistical data for sales to specific
classes of business. Accounts classified by specific
standard industrial codes can be identified, and
name and address information can be extracted for
use in the preparation of mail to customers in
selected classes of business.
A customer's use history for the past year provides data that can be used in estimating use when
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a meter reading cannot be obtained. This history
is also used to verify that registration in the current period is reasonable and within normal high low limits. When the registration is out of this
range, a memorandum is produced requesting that
the reading be verified before the bill is mailed.
This avoids disturbing the customer with a high
bill resulting from an incorrect reading.
In the area of credit and collections, the computer helps us to concentrate our efforts on those
accounts on which collection action is most needed.
A credit history which indicates the status of
arrears for the past year is maintained in the customer record and is used to develop a credit rating each month. This information is referred to
through the computer program and is used, along
with the account balance, to make a decision on
whether or not collection action for an account
balance is necessary and, if so, to what point collection action should be carried.
When a customer moves to a new location on
our lines, his credit history, along with the final
billing for the old location, is automatically transferred to the new account. A cross - reference record
is maintained on the customer record for the old
account, so that any payments made on the old
account will be carried forward and posted to the
new account.
vVhen a security deposit is involved, it is either
transferred to the new account when the customer
moves or interest is computed and the amount of
the deposit, plus interest, is applied to the final
bill. When the amount of the deposit plus interest is in excess of the amount due, a check is prepared for the difference and mailed to the customer with the final bill.
Validation and Communication
Computer programs are used extensively to validate input data processed during file maintenance
and to validate established data prior to billing.
These validations are designed to detect erroneous
or incomplete data which could cause an incorrect
billing or the incorrect reporting of statistical information.
When the requirements of the validation test are
not met, a standard -form memorandum is produced, which contains a printout of all the information in the customer's record. A message describing the irregularity is printed on the memo
form and, when the irregularity is detected while
processing a transaction, the data in the transaction
is also printed. This procedure provides a complete
record of all the elements of information that are
available and enables the person to whom the
memo is directed to determine intelligently what
corrective action is needed.
Examples of this type of communication through
the computer program are:
1. Equipment credit or delivery voltage credit is
not valid for this tariff.
2. Change in tariff has not been verified.
3. Tariff is not compatible with revenue classification.
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Exhibit 1
SELECTED INFORMATION FROM CUSTOMER RECORD
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Terminal month established for an Equal Payment Plan account is not a month in which
the meter is read.
Tax district and community codes are not compatible or not valid for the area in which the
account is located.

Invalid SIC code, invalid heating code, invalid
meter reading code, invalid house completion
code.
This tariff requires a demand meter.
Deposit number is incorrect.
Nearly 200 validations or tests for accuracy and
completeness of data are made through the computer. The above examples illustrate the ability to
validate data when the necessary ingredients are
included in the customer record.
Another type of communication obtained through
computer programming is the production of a
standard form memo which includes a printout
of selected information from the customer's record
and an appropriate message to call attention to a
condition that should be investigated (Exhibit 1) .
Examples of this type of computer - generated
information would include messages such as:
Registration exceeds 75 percent of meter capaci ty
Demand reading exceeds 90 percent of full scale
(In these cases, an investigation will be made
to determine if a change in meter reading
equipment is necessary.)
Meter has been inactive for 18 months
(This message generates an investigation to
determine if an inactive meter should be removed. Removal of meters that are not likelv
to be used in the near future eliminates the
cost of reading each month and the purchase
of an additional meter.)
Billings to customers who make payments on
the Equal Payment Plan are analyzed by the computer at six -month intervals. When the annual
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"... standard
form memo
... includes a
printout of
selected information from
the customer's
record..."

.0 A

billing amount changes significantly, monthly payments are adjusted accordingly and an advisory
memo, showing old and new monthly payments,
is produced. This memo serves two purposes: first,
it provides the sales representative to whom it is
directed an opportunity to verify that the change
is in order. Secondly, it acts as a prompter to
customer service personnel to notify the customer
that a monthly payment change will be made.
Bill frequency data for an entire year, obtainable from the customer use history, can be assembled in a few hours. This data is extremely valuable in connection with rate studies and reflects
changes in usage patterns from year to year that
result from the addition of new appliances.
Requests for an individual account analysis may
be submitted by commercial or customer service
personnel. These analyses compare the amount
billed month by month for the past year, using
data recorded in the use history and existing billing
factors with the amount that would be billed if
one or more of the billing factors was changed.
For example, if an industrial customer was considering adding capacitors to improve his power
factor, a comparison of the amount originally
billed with the amount that would be billed using
the improved power factor can be readily obtained.
Periodic comparisons are made of the amount
billed under existing tariffs and of the amount that
would be billed under potentially available tariffs,
so that commercial representatives will be able to
advise the customer of the most advantageous tariff.
Comparisons are also made for selected commercial customers who are electric heating prospects. These comparisons show the amount of
billing month by month under the tariff on which
the account is billed and the amount of billing
under electric heating tariffs. Computer services
such as these make more time available to the
sales representative for customer calls by relieving
him of the need to look up customer data and to
make manual calculations. Salesmen generally prefer
to spend more time talking to customers.
19

� � ...

the same

equipment can

be programmed
t o O bt ain pay-

Typewriter terminals have recently been installed
in the Canton, Roanoke and Fort Wayne customer
service offices. These installations were made to
provide experience in using remote terminals for
direct entry of transactions and the accessing of
customer data stored at the computer location. At

rol l, a c c o u n t s

the present time, the use of terminal equipment
is limited to entering and accessing customer in-

payable, s t o r e s
and other

formation; however, the same equipment can be
programmed to obtain payroll, accounts payable,
stores, and other accounting information.

accounting
information."

Auditing
In the area of internal auditing of customer accounting records, the computer and the high -speed
printers relieve the auditor of many laborious and
time - consuming procedures.
Accounts on which confirmation statements are to
be prepared are selected by the computer, printed
on confirmation forms, and mailed to the customer
from the central location on the day an audit is
started in an operating area. Under manual operation, this task could take the full time of the
audit crew for several weeks.
Coordinating the mailing of the confirmation
statements with the start of the audit also eliminates the possibility of corrective action being
taken after an audit has been started but before
statements of open accounts could be written.
Accounts receivable and customer securitv deposit liability that is recorded in detail on customer
accounting records is verified with control accounts
through computer programming.
Identification of accounts having unique billing
factors or containing conditions covered by special
contracts are selected and forwarded to the auditor,
at the area office, through computer - generated listings, so that records for these accounts can be examined. This eliminates the need to search through
voluminous records to locate such accounts.
Computer assistance in the auditing of accounts
payable, stores, and purchasing records has been,
or will be, programmed coincidentally with the
mechanization of these operations.

Other Computer Uses
I n a d d i t i o n t o p r o c e ssi n g t h e t h o u s a n d s o f t r a n s-

actions involved in maintaining the records for
1,650,000 customer accounts, the central computers and the equipment in the satellite data processing centers is used in connections with:
1.
2.
3.
4.

Purchasing and payment information
Stores accounting
Payroll and personnel information
Accounting and engineering information

Central computer programs for purchasing and
payment procedures are now operational. Storage
files have been established which accumulate significant data for each purchase order. Among other
benefits, this file provides data for preparing expediting reports for follow -up on delivery of orders
and also provides engineering personnel with the
status of material on order.
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Checks in payment to the vendor and related
accounting documents are being computer -prepared, as well as certain types of purchase orders.
To insure that proper accounting information is
recorded in connection with payments, a classification and work order validation file has been established in order to verify this information at the
time it is entered to the system. This file will be
shared with other accounting applications as they
are developed.
ACCOUNTING. Pending completion of central computer programs and procedures, existing
unit record equipment is being used in the data
centers to provide an important stores - accounting
service. In the Canton data center, for example,
over 85,000 material issue transactions are prdcessed each month. Purchasing reports, transaction
reports, financial summaries, and average monthly
use reports are printed on high -speed printers. The
value of each item of material used is determined
and distributed to appropriate accounts or work
orders.
Stock status reports are prepared monthly, which
show the inventory of each item of material in each
of 52 storerooms, ranging in size from a coal mine
storeroom containing nearly 17,000 items to a
small transmission and distribution storeroom
which may contain only 200 items. These reports
provide needed information for inventory control
and material ordering.
Present stores accounting operations in the various data centers will eventually be absorbed by
the central computer. This will , be another block
in the building of a management information system which, when completed, will provide for cenSTORES

tralized inventory control and automatic material
re- ordering and will make available additional purchasing and vendor information to personnel involved in this activity.
P A Y R O L L AN D P E R S O N N E L . T h e

des ign

of employee
information files to provide required payroll and
personnel details and the programming for central
computer operation is now being developed. This
is still another step in the fashioning of a managem e n t in fo r m a t i o n sy st em .

Present equipment in the data centers is being
used to calculate payrolls, print payroll checks, and
to accumulate payroll data for the printing of
voluminous and varied reports and summaries, such
as:
1. Payroll register
2. Check register
3.
4.
5.
6.
7.

Distribution summaries
W -2 Annual Wage and Tax Statements
City income tax reports
941A Record of Earnings
Overtime and off duty reports

O T H E R A C C O UN TI N G . M a t e r i a l

, labor, transportation
and expense details are mechanically accumulated
by responsibility unit, by work order, and by funcContinued on page 25
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MINI - SYSTEM
DATA PROCESSING
To Larger Companies The System May Seem Elementary
And "Old Hat," But To This Company
It Means Low Cost And Simplicity

By Howard W. Dicke
According to a survey of 2,500 companies conducted
by The Research Institute of America, almost 60
percent of the companies with $3 -5 million sales
do not utilize any type of computer., Too often
electronic data processing is thought of as being
applicable to large companies only; it is either too
sophisticated or it requires too much time and
money to be adapted to small company needs. The
truth of the matter is that small companies can obtain many of the benefits of a management information system at a low cost — without investing in
a full computer system.
This can be accomplished by using one of the
new family of small -scale accounting computers in
conjunction with a computer service bureau. The
computer can efficiently perform all the normal
general accounting functions and can also provide
the input to the service bureau as a by- product. The
service bureau can then perform the data processing
functions that require the power of a full computer.
Particularly important to the small company using
a service bureau are such advantages as availability
of systems and programming support and lack of investment in hardware and trained personnel.
The monthly lease cost of a small -scale accounting computer with all attachments is only one -fifth
that of the smallest full computer system. Even
adding the cost of the service bureau, the total cost
is usually still substantially less than an in -house
computer and with none of its headaches.
The concept of smaller companies using computer
service bureaus is certainly not new; however, it has
been my observation that many such companies use
service bureaus for accounts receivable and perhaps
payroll but not for management - oriented reports to
"Computers in Business;
an RIA Survey of Users and Nonusers "
April 14, 1969, The Research Institute of America, New York,
p. 4 .
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use in decision - making. I think it is important to
be certain that the service bureau is not simply used
as a high -speed typewriter.
A Sample System
As an example of a data processing system that
can be used by small companies, I will briefly describe the system that our company has developed.
To larger companies with their own EDP department our system and the reports generated probably
will seem quite elementary and `old hat." We
mini - turized a large system for use in a small company. However, in designing our system, we have
tried to stress three things: 1) low cost; 2) simplicity; and 3) a system that does more than just the
normal accounting functions.
The Company
Our company is a capital goods manufacturer
and a somewhat typical small -sized company with
approximately 150 employees and sales of less than
$5 million. We have a small -scale accounting computer which is operator - controlled, internally programmed, and contains approximately 5K of
memory. As accessories, we utilize punched paper
tape and edge - punched cards. Our machine produces punched paper tape as a by- product of accounting activities performed on the machine. We
also use an add -punch machine for punching tape
on functions that are not a by- product. The paper
tape is submitted to a computer service bureau for
processing, thus eliminating the need for either us
or the service bureau to key -punch cards for input.

H. W . DICKE
Sioux City Chapter
(Cedar Rapids 1966),
is Treasurer —Con troller of Concrete Pipe
Machinery Co., Sioux
City, Iowa. Mr. Dicke
is a CPA and holds a
B.S. degree from Iowa
State University and an
M.B.A. degree from the
University of Washington. He is a previous
contributor to MAN-
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Order Entry and Billing
We use our machine for preparing a seven -part
snapout order - invoice, which is headed up by using
a punched card maintained for each customer. The
machine is also used to post customer accounts but
we have not designed a normal computerized ac21

"This report
makes it possible to quickly
skim through
the month's
transactions
and spot any
item not making an adequate profit."
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counts receivable system. We do not feel we could data sorted by employee number so it is possible to
justify this since our company has large dollar value ascertain individual efficiency percents for each emaccounts but relatively few accounts.
ployee. Previously the information for these three
As the operator prepares the order - invoice, the reports had to be accumulated manually. The fourth
machine types the information out to the side on a report, shown in Exhibit 3, is a cost center efficiency
"scratch pad." It is then visually verified and if no report which shows standard and non - standard procorrections are needed, it is released for return and ductive direct labor hours, efficiency percent based
preparation of the form. As this is done, paper tape on standard, productivity based on total hours to
is punched which is tom off and kept with the order productive hours, and a break -down of indirect and
for use in billing.
non - productive labor. The latter report has become
We have established a system of product codes a valuable tool for our industrial engineer to keep
which are used to segregate sales and inventory tabs on efficiency of production labor and keep
transactions. The product code totals for each order shop foremen informed about their cost center's
are accumulated in the machine and used to punch performance.
a paper tape. This tape is sent to the service bureau
and is used to increase the total sales backlog. After Inventory
deduction of shipments, the bureau produces a
Inventory is where I feel EDP provides the real
weekly sales backlog report sorted by product code potential for a direct savings. Receipts of purchased
and invoice. We also receive another report that material, material issued from stores, and jobs comsorts the backlog by projected delivery week. From pleted are punched for input on paper tape with
this we can forecast the volume of shipments for an add -punch machine and we maintain a perpetual
future periods for use in cash and financial projec- inventory of our 5,000 part numbers on the service
tions, and can ascertain past due orders.
bureau computer. As shown in Exhibit 4, our report
When an order is shipped, the invoice is pre- shows sales history for each part number, including
pared by first inserting the torn paper tape in the last year's and year - to-date from the master record,
machine and indicating quantity shipped. If it is as an aid to determining if the on -hand balance is
a partial shipment, the torn tape is retained for use reasonable. In the past, it has been difficult to anin automatic preparation of subsequent invoices. alyze a segment of the inventory, other than raw
As the machine extends the invoice, paper tape is material, work in process, finished goods, and to try
punched for all items shipped. The service bureau and anticipate when to increase or cut back in a
then prepares three reports from this tape. The first product category. Our report is sorted by product
is a weekly report of sales in conjunction with the code to aid correlation with the trend in new orders
sales backlog report, sorted by product code. The booked and order backlog.
second report is the monthly Cost of Sales report
shown in Exhibit 1. This report is used to obtain Disbursements and Accounts Payable
the monthly cost of sales ledger entry and it also
The emphasis was on simplicity in designing the
shows a profit percent for each item sold. This per- system for disbursements and accounts payable. As
centage is based on standard costs for each part volume grew, the previous system of voucher buildnumber annually loaded in a master file at the serv- up and posting to expense ledger cards for each
ice bureau. This report makes it possible to quickly disbursement became unwieldy. With our new acskim through the month's sales transactions and counting computer, we changed to a direct pay
spot any item not making an adequate profit. The system. The vendor name and address are printed
third report produced is a monthly customer report on the check by use of an edge - punched card which
showing sales history for each customer.
we have on file for all major vendors. The charges
to inventory accounts on which we do not require
Payroll and Job Cost
detail are accumulated in the machine and totals
Payroll was the first application our company put for posting are printed out after each disbursement
on the computer at the service bureau. However, we run. The charges to all other accounts are punched
didn't feel we could have justified a change from in paper tape as the check is prepared.
the old mechanical accounting machine if the
The service bureau produces from this tape a
bureau was doing nothing more than preparing the month -end report by account number showing detail
payroll.
of the disbursements. This provides account totals
As input for the payroll, job cards are punched for the single monthly entry to expense ledger cards.
which contain actual hours, standard hours, opera- The account number segregates expenses by departtion number and cost center. From this we obtain ment and a copy of the report is distributed with
four weekly reports as by- products of processing the budget information to each department manager to
hourly payroll. First is a report of labor hours and show detail of all charges to his accounts. This dedollars for each job by operation number (see Ex- tail is stored on a master record at the service
hibit 2) for posting to cost records. It also shows bureau so that at year -end they can provide the
productive direct labor hours and earned hours per auditors with complete detail of the accounts they
standard and an efficiency percent. The efficiency wish to analyze. It also can provide history for prepis derived by dividing the actual productive hours aration of a report showing total payments by veninto the earned (standard) hours. The second report dor for the year.
is a departmental labor report showing hours and
At month -end, totals for the accounts payable
dollars by cost center. The third report is the same entry are derived by punching the account number
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Exhibit 1
COST OF SALES
Product code 51
Qty.

Unit
cost

Unit
sell price

Extended
cost

Extended
sell price

Profit/ Loss

Part no.

%

Customer
no.

Invoice
no.
9312
9312
9312
9312
9312
Invoice total

4
4
4
4
4

37
37
37
37
37

004402
000983
064802
065791
065802

12
12
1
12
2

.010
.350
183.850
.260
6.660

.05
.70
295.00
.40
11.00

.12
4.20
183.85
3.12
13.32
204.61

.60
8.40
295.00
4.80
22.00
330.80

.8000
.5000
.3768
.3500
.3945
.3815

9324
Invoice total

3 49

065748

1

1244.450

1995.00

1244.45
1244.45

1995.00
1995.00

.3762
.3762

9364
9364
Invoice total

1 20
1 20

035959
035952

12
6

.170
.040

.40
.10

2.04
.24
2.28

4.80
.60
5.40

.5750
.6000
.5778

9374
Invoice total

2 17

069515

1

44.500

80.00

44.50
44.50

80.00
80.00

.4438
.4438

9381
9381
9381
9381
Invoice total

1
1
1
1

17
17
17
17

061205
061297
061342
073037

1
2
1
4

50.640
.900
1.040
14.280

80.00
1.50
2.00
24.00

50.64
1.80
1.04
57.12
110.60

80.00
3.00
2.00
96.00
181.00

.3670
.4000
.4800
.4050
.3890

9382
9382
9382
9382
Invoice total

3
3
3
3

87
87
87
87

002321
028807
028802
028815

6
6
6
6

.300
2.230
2.390
2.260

.60
4.00
4.50
4.50

1.80
13.38
14.34
13.56
43.08

3.60
24.00
27.00
27.00
81.60

.5000
4425
.4689
.4978
.4721

9382
Invoice total

9 14

054310

1

.570

1.50

.57
.57

1.50
1.50

.6200
.6200

Dept.
no.

Operation
no.

Actual
reg. hrs.

002

001
001

1.58
1.58

5.47
5.47

.24
.24

1.34
1.34

1.25
1.25

.9328
.9328

1.58

5.47

.24

1.34

1.25

.9328

.58
.58

2.01
2.01

.24
.24

.34
.34

.33
.33

.9706
.9706

.58

2.01

.24

.34

.33

.9706

.46
.46

1.10
1.10

.70
.70

.6364
.6364

Exhibit 2
Job
no.

Part
no.

Employee
no.

Actual
reg. pay

Set up
hrs.

Productive hrs.

Earned
hrs.

Efficiency

%

JOB LABOR REPORT

00456

D178376
711
Total operation

00456

Total job

00457

A177051
711
Total operation

00457

Total job

00464

365
218072
Total operation

008

001
001

1.56
1.56

5.15
5.15

00464

2585
218072
Total operation

008

002
002

.96
.96

3.32
3.32

.96
.96

.60
.60

.6250
.6250

00464
00464

2139
218072
2543
218072
Total operation

007
007

003
003
003

.88
.88
1.76

2.90
2.77
5.67

.88
.88
1.76

.60
.60
1.20

.6818
.6818
.6818

00464
00464

2139
218072
2543
218072
Total operation

007
007

004
004
004

.75
.76
1.51

2.48
2.39
4.87

.75
.76
1.51

.93
.93
1.86

1.2400
1.2237
1.2318

00464
00464

1892
218072
2311
218072
Total operation

007
007

005
005
005

2.53
2.43
4.96

7.99
8.04
16.03

2.53
2.43
4.96

1.80
.90
2.70

.7115
.3704
.5444

00464

Total job

10.75

35.04

10.29

7.06

.6861
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002

001
001

.46
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Exhibit 3
COST CENTER EFFICIENCY REPORT
(In Hours)

Cost centers

Grinding

-

-

%

-

High
production

Fabrication

Jacket
shop

38.2

3.9

Shipping

Maintenance

1.0
1.5
.8

.7
.5
.5
3.8

-

Union business
Rework due to operator
Rework due to foundry
Rework
misc.
Waiting for material
Machine breakdown
Idle time
Housekeeping
Training
Indirect labor
Direct labor standard
Direct labor non - standard
Direct labor earned
Set -up
Efficiency percent
Total hours cost center
Productivity

Machine
shop

9.6
1.4
1.5
5
4

3
2.0
160.8
15.1
217.6
11.9
1.35%
190.8
.98

18.8
250.6
40.9
264.3
48.8
1.05%
364.9
.93

1.9
4.1
3.2
169.1
134.3
153.0
14.2
.90%
368.6
.86

397.7
18.1
356.8
52.7
.89%
474.6
.99

.6
95.2
43.9
77.3
30.0
.81%
179.6
.94

242.2

133.8

242.2

133.8

Total
1.0
43.6
1.5
10.1
.5
7.1
1.5
4.9
.4
400.6
1073.4
252.3
1069.0
157.6
1954.5

Exhibit 4
INVENTORY REPORT
Product number 51
Part
no.
073142
073154
073155
073156
073157
073158
073167
073169
073170
073180
073222
074059
074454
080002
080014
080015
080017
080018
080029

24

Part
description
5# Weight
10# W eight
VP 20/2 Vibrator
Vibrator 40/2
Eccentric Wt.
Cam
Vibrator
Vibrator
Vibrator
20# W eight
40# Weight
Washer
CFF Bearing wheel
10 HP motor
Drip proof frame
Generator
Motor
Motor type R42
Motor

Qty.
on
hand
17
45
10
4
13
8
6
14
13
141
32
4
10
1
5
1
2
2
1

Last
yr.
sales

22
7

Curr.
yr.
sales

Last
yr.
issues

Curr.
yr.
issues

29
87

14
25

15
15

28
14
10

10
8
4
13

15

98
63

120
22

8

2

4
1

2

2
1

10

3

6.00

1

4.52

3

12.00

14
2

19
22

5
1

Curr.
Curr.
In process
yr.
mo.
recpts. recpts, qty. am't.

2
4

1

13
78
15
6
3

5

1

Fin. goods
am't.
qty.
17
42
10
4
12
8
6
14
13
138
32
4
10
1
5
1
2
2
1

30.26
84.00
2383.30
1182.88
54.24
27.07
834.80
4482.38
4120.08
552.00
332.15
1.57
178.80
207.50
1480.10
580.14
178.98
990.10
1020.50
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and amount for each outstanding invoice. The service bureau then prepares a report aged by month
and showing totals by account number for posting
to the general ledger.
Conclusion
I have tried to show some of the benefits I believe our company has obtained from EDP. I feel
many more smaller companies could use data processing to help them operate their business more

effectively and efficiently. With the advent of the
new generation of small computerized accounting
machines coupled with a computer service bureau,
the total cost of EDP comes to within the reach of
many smaller companies and makes it possible to
obtain many of the benefits from data processing
realized by much larger companies with in -house
computers, at a fraction of the cost. If your company has rejected EDP in the past as being too expensive, maybe you should re- examine its feasibility.

"... Maybe you
should re -examine its
feasibilty."

BUDGETING FOR MULTIPLE OPERATIONS
Continued from page 16
mid -year revision. Cards remain intact for the
entire year but only the specified quarters are
printed. Quarterly revisions are not as detailed as
the budgets. Therefore, another control card is
inserted to provide totals only for each category
of operating expense.
In addition, the flexibility of the program lends
itself to location studies. In a location study some
of the basic premises or assumptions remain constant while others vary. For instance, a given sales
amount and mix may be explored by changing the
sales mix percentage. Percentage increases in projected sales can be explored by use of the price in-

crease portion of the program. In other words, the
computer program can be used for forecasting the
effect of price changes, sales mix changes and other
variables. The computer program is, in effect, a
forecasting model.
Concluding Comment
Within our area of responsibility we have found
a way to use data processing to our benefit. We
have saved many hours from the preparation of
annual budgets. Furthemiore, we can now look
forward to additional savings in preparing quarterly
revisions. Additionally, with modification the program can be applied to the budget process of other
divisions.

COMPUTER USE IN A CUSTOMER ACCOUNTING OPERATION
Continued from page 20
tional account, to provide responsibility unit reports, status of work orders, work in progress
reports, operating ledgers, and even the general
ledger.
E x c r N E E A r N C . One of the major engineering computer applications is a compatible units system,
which is truly interfunctional, in that it involves
engineering planning, material requisitioning, time
reporting and accounting records.
This is a method through which planning engineers use standardized assembly units for planning
overhead distribution jobs.
The compatible units system provides a printed
bill of material to keep the storekeeper informed
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about material requirements for jobs planned,
writes material requisitions and generates material
issue records.
Transformer specifications and transformer related records are also produced when required.
When the job is completed, actual labor and material costs are compared with estimates based on
standard unit cost, the work order is automatically
closed, and the cost of the project is transferred to
appropriate capital accounts.

The Complete System
The complete information system as planned
cuts across operations and consists of many pieces.
These pieces are being carefully developed so that
they can be completely integrated into a complete
management information system.
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ESTABLISHING
A PERT SYSTEM
Progress Reporting, Trade -Off Of Resources, Determining The
Impact Of Decisions, And Pre - Crisis Planning Are Some Of The
Beneficial Uses for PERT Systems

By Andrew J. Michaels

The PERT network (Exhibit 1 -B) is the foundation of the PERT approach. It is essentially an
advanced concept of a flow chart or a diagram of
the steps required to accomplish a given objective
or task. It is also a logistic plan for work coordination to achieve a defined goal. When all the activities from the beginning to the end of a project
have been put together according to their predetermined relationships, a network results. A
network is a collection of activities connected to
show their interdependencies.

PERT (Program Evaluation and Review Technique) is an integrated, uniform and logical management system designed to provide managers
with the information they need in planning and
controlling schedules and costs for research and
development projects. It specifies how planning is
A. J. MICHAELS to be done and how follow -up is to be conducted
to determine that it actually has been so done.
M o r r is t o w n Chapter
PERT provides management with an approach for
(Paterson 1952), is Corkeeping planning information up -to -date as work
porate Controller, Fairfield Technology Corpois accomplished and as conditions change. PERT SERIES AND PARALLEL ACTIVITIES
ration, Rockaway, N. 1. also pennits management to foresee quickly the
In the sample network shown, Activities A and
Mr. Mic haels holds a
impact
variations
will
have
on
the
plan
and
to
take
D
are in series; but A, B, and C are in parallel.
B.Sc. degree from Rutcorrective action in anticipation of such trouble This means that Activities A, B, and C could be
gers University and an
M .B .A. fr om Fairle igh
spots.
started at the same time but Activity D cannot be
Dickinson University.
Partially evolutionary and partially new, PERT started until Activity A is completed. Activity G
draws upon Gantt Charting, line of balance and must wait until both Activities C and F are commilestone reporting systems. The concept of task pleted before it can be started. Each arrow in the
interrelationship and its graphic representation is network represents either a real or a dummy activdrawn by inferential analysis from a network ap- ity. A real activity requires the expenditure of
proach which is similar to that used in electrical effort over a certain length of time. A dummy
engineering and other scientific areas. However, the activity takes no effort and usually no time but is
time and cost concepts, the critical path and the required to represent the relationships of the netdynamic progress reporting system are basically work. When drawing networks, dummy activities
new creations. Merger of the evolutionary and the are usually shown with dotted lines. If Activity F
new resulted in a much improved approach to were a dummy, it would show that Activity G
management planning and control.
depended on B and D as well as on C although no
actual work would be performed in Activity F.

PERT System Defined

In order to understand the PERT approach it
must be broken down and examined piece by
piece. First let us define the terms employed in
PERT. Project tasks are generally called Activities
and are represented by arrows. The junction points
at which activities meet are called Events. Activities can have one of two possible relationships:
sequential, if one activity must be completed before another can begin; or parallel, if two or more
activities can be carried on simultaneously. (See
Exhibit 1 -A.)
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TIME AND COST DATA

Expenditures of time and cost, often synonymous, are the distinguishing elements of success
or failure in an effective control system. PERT
time and costs may be attached to * each activity,
and resources allocated for the conduct of that
activity. An estimate can then be made of the
time it will take to complete the activity and a
similar estimate can be made of the cost involved
in the activity. The association of time and cost
with each activity is shown in Exhibit 1 -C. An
MANAGEMENT ACCOUNTING /OCTOBER 1971

accrual of the costs of all activities will provide
the total projected cost. (No costs are involved in
events since they represent only a point in time
when a task has begun or has ended.)
The determination of time and cost estimates
for each activity is as important as the proper
identification and sequencing of the events. Estimates must be provided by qualified personnel and
should represent the most probable time and costs.
CRITICAL PATH

In Exhibit 1 -D, the diagram labeled Critical
Path, there are several activity paths which can
be employed to progress from the beginning to the
end of the project. If we examine the time estimates
of the various activities, it can be noted that in the
chain of activities the longest time -path to completion is the one consisting of the three activities
along the top. These activities take six, nine and
ten weeks respectively. This longest path between
the beginning and end of a project is called the
Critical Path, because the whole project would be
delayed if any one of these critical activities were
delayed. Activities along other paths (such as the
one on the bottom, which has two activities taking
eight and three weeks respectively) are not critical
because limited delays in these activities will not
affect the total project time. For example, if the
eight -week activity on the bottom were delayed as
much as 14 weeks the total project time would
not be affected.
If management decides to shorten the critical
path in order to complete the project at an earlier
date, then another path in the network may become critical. The next path or paths likely to
become critical have been termed Semi - Critical. In
a simple network such as the example used, it is
rather easy to determine by inspection where the
critical path lies, and which are the activities that
bear watching. However, in projects of any size or
complication, this soon becomes quite difficult to
do without computing equipment.

This means that the activity of three weeks' duration could be started in either week 21 or week 22
without delaying the project.
The slack time for each activity as shown in Exhibit 1 -G is defined as the difference between the
earliest time at which the activity could be completed and the latest desirable completion time.
Along the upper path of the network, the slack
time is zero for each activity. The zero path is the
critical path. Along the bottom path the first
activity has 14 weeks of slack. That is, it could be
started at any time from zero to 14 weeks after
the start of the project. Thus, knowing the slack
of each activity, information is available for planning material usage and, if required, for trading -off

to management
in both planning and
operating
situations..."

resources.
PROBABILITY:
OPTIMISTIC, REALISTIC AND PESSIMISTIC

It is often difficult to determine exactly how
long it will take to perform each activity; however,
a reasonably accurate estimate as shown in Exhibit
1 -H is generally possible. Barring any extreme
emergencies, it should take between five and seven
weeks to perform the first activity along the critical
path with six weeks being the realistic time under
ordinary conditions. The three time estimates are
generally referred to as the optimistic, the realistic,
and the pessimistic.
When three time estimates are given for each
of the activities in a project, the completion time
of the project becomes not a precisely fixed time,
but a varying quantity depending upon the eventualities in each activity along the critical path.
Therefore, it is possible to calculate statistically the
probability of completing the project by any given
date. With this information the probability of determining cost estimates for a number of completion dates can also be calculated by applying cost
data to time periods. This provides management
with a means of cutting time, cost and resource
requirements.

EARLIEST, LATEST AND SLACK TIMES

Benefits of the PERT System

In Exhibit 1 -E, the diagram labeled Earliest
Time, it is easy to calculate the earliest time in
which an event can be completed. It is merely the
earliest possible time by which all activities leading
to the event can be completed. In the circle for
each event the earliest time to complete the event
is noted at the top half. For example, the earliest
time to complete the event in the center of the
diagram is 15 weeks after the start of the project,
since an activity of six weeks and an activity of nine
weeks (longest leading to that event) must be completed in sequence. The earliest time in which the
whole project can be completed is 25 weeks from
the start.
By tracing the paths backward instead of forward, the latest time at which each event can be
completed without delaying the whole project can
be calculated. The latest times (see Exhibit 1 -F)
are shown in the bottom half of each circle. In the
diagram, there is a difference between the earliest
and latest time for the event at the bottom right.

PERT offers many benefits to management in
both planning and operating situations which are,
as a matter of fact, mutually dependent and have
the common objective of improved project management. The greatest value of the PERT network
comes from its usefulness in the construction of a
plan and as an accurate measure of progress it is
indispensable. When the plan is properly developed, a network serves as a means of searching
out all the intricacies and interrelationships of a
projected operation to whatever depth of detail is
believed necessary for its proper management.
The planner must give considerable thought to
the limitations upon every event. He must make
sure that all significant events are recognized and
their interrelationships will be as he had depicted.
The manager can review and appraise the value of
the plan by thoughtfully following it along the same
lines constructed by the planner, and with his
wider knowledge he may find some limitations that
are unknown to the planner. He may also find that
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"PERT offers
many benefits
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"Once a program or project
has been properly planned,
the time and
money
expenditures
necessary for
for the project
become clear."

certain policy matters intervene. However, if the
planner comes up with an objective presentation
and the manager is able to evaluate it in an orderly
and effective manner, together they will arrive at
a better plan which in turn will result in additional
savings in time and costs.
There are at least three major initial planning
values derived from PERT. These are improved
planning action, improved orientation of planning
to the fundamentals of the business and an improved basis for evaluating the plan in terms of
its ability to meet management objectives. In the
operating area three major values are also derived:
improved control, improved management of resources and improved action or decision making.
IMPROVED PLANNING ACTION

Management is always concerned as to whether
Planning is actually occurring in the enterprise and
whether it is being conducted effectively. In PERT
the process of building the plan necessitates the
identification and sequencing of activities. This insures integration in the plan and helps to identify
the weak areas and those areas in which no planning
at all was done. There is little or no hiding place
for the non - planner in the PERT approach.
The usual approach in building a PERT network is to start with the end accomplishment expected (Event 1 in Exhibit 2 -A). Then a query,
backed by thorough analysis, can be raised as to
what work will have to be completed before Event
1 can be accomplished. This work is then sketched
out and described. In the diagram the work is
expressed as the activities between Events 2, 3, 4,
and 5 and Event 1. The next step is to determine
which activities or work must precede these events
and so on, back to the start Event, which is 15.
Through this process all events and activities are
identified and their relationships shown graphically.
This approach thus assists in uncovering conditions
which, in a complicated project, might otherwise
go unnoticed.
The PERT process of planning assures that effectively coordinated planning does take place and that
it is orderly, thorough and logical. When everyone
is planning with a common understanding of the
approach and its graphic representation, a consistency of planning takes place. PERT cuts across
organizational lines eliminating functional emphasis
and loyalities and thus provides more objective
planning and action. When the plan is completed
it can be readily agreed upon for it is clear in its
exposure and implications.
IMPROVED BUSINESS ORIENTATION

Management is often critical of project plans because of their theoretical content. Many plans are
not anchored in the reality of business practice or
procedure; but PERT provides a way to correct
this situation. Through PERT the key elements of
project success, those of time and cost, are completely estimated and become part of the plan. The
time and cost dimensions are known and, if the network is sufficiently detailed, each activity can be
represented by a budget number.
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PERT also assists management in establishing
management responsibilities. By using the PERT
approach every manager of an activity knows the
precise starting time, as well as the time and cost
requirements for his work. He knows his coordinating responsibilities with the managers of other
activities, and he is aware that the results expected
are defined in the events. When precisely designated in this way, the vagueness often present in
the assignment of responsibility is eliminated.
The PERT system may further assist in identifying the responsibilities of the department head.
To do this, each of the events on the network can
be color coded to reflect the functional responsibilities involved. When a department head has
responsibility for events on the critical path and a
performance lag occurs, the responsible department
head can be promptly identified and immediate
corrective action can be taken. This results in
overall improvement of both individual and project performance.
IMPROVED BASIS FOR EVALUATION
OF THE PLAN

Once a program or project has been properly
planned, the time and money expenditures necessary for the project become clear. These expenditures can then be judged against the management
objectives for the project to determine plan feasibility. If the plan is acceptable then work can be
started; if the plan is unacceptable management
action is required. This action may involve changing the objective of the project, bringing in additional resources, establishing parallel plans to
handle a division of the project or eliminating
certain activities. The important point is that
PERT allows management to know all the facts
prior to deciding on a final plan.
IMPROVED CONTROL

Of significant value to management is the benefit of PERT system progress reporting. PERT
forms the basis for management action against
anticipated trouble spots. Most progress reporting
techniques provide management with historical
information. However necessary and valuable this
is, it is also clear that the closer the information is
to current operations, the more practical value it
has.
With the PERT system the actual time and costs
are substituted for the previous estimates as soon
as activities are completed. The system is then
processed to determine the effect of these performances on the total project (Exhibit 2 -B). It
should be emphasized that in utilizing PERT one
considers the total project in estimating progress.
As accomplishments occur they are assessed and
an evaluation of their effect upon the critical path
becomes possible. The progress, or lack of progress, 'of the project can thus be analyzed. This
analysis may indicate certain corrective actions
which should be taken to avoid delay or to minimize costs.
Network processing to provide a basis for action
can be done as frequently as management desires
MANAGEMENT ACCOUNTING /OCTOBER 1971

Exhibit 1
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"'it trade -off of
resources or
other moves do
not bring the
desired results,
then management may have
to resort to
'crash' action."

in accordance with the characteristics of the project and the performance being accrued. The review procedure is usually conducted on a weekly
basis to coincide with the weekly costing information; however, in certain critical areas a daily review may be necessary.
The point of accent that distinguishes PERT is
the elimination of "lag" reporting and the institution of anticipatory reporting. With PERT, management can move against possible trouble spots
without waiting for their actual effects to show —
thus conserving both time and money. The historical means of providing information tailored to
the management level has been an accepted approach for years; the quality, timeliness, frequency,
relationship and anticipatory characteristics of
PERT distinguish it from conventional reporting
practices.
Written reports and graphic presentations are
used to summarize program status. These graphic
reporting techniques can be tailored to accommodate the management requirements involved and
new reliance can be placed on their meaning due
to the integrity of PERT progress reporting.
IMPROVED MANAGEMENT OF RESOURCES

Business efficiency is largely measured by how
well company resources are utilized. PERT can be
a major contribution to improved utilization of resources. This result can be largely accomplished
through trade -offs. Network paths can be tagged
with the quantity of resources anticipated for the
accomplishment of that activity. Paths shorter in
time than the critical path may have accompanying
resources which possibly can be applied to the critical path to shorten it. This is termed "trade -off of resources" and is shown in Exhibit 2 -C. Resources are
shown being transferred from surplus paths to both
the critical and semi - critical paths.
It should be noted that the presentation given
here is over - simplified in two primary respects.
First, resources are not so simply transferred from
a surplus to a critical path. In practice a transfer
of resources is proposed and its effect noted; and
so on until management comes to an optimum
move of resources. The diagram reflects only the
end results.
Second, to determine the feasibility of transfer,
the proposed trade -off is thoroughly studied and
analyzed in terms of the resources available and the
activities to be accomplished on the critical path.
Some resources may not be flexible and would not
therefore be transferable; while others, which may
be available and transferable, do not fit the present
needs. However, carefully planned and rationalized
resource trade -offs can substantially affect the end
results of the project.
If trade -off of resources or other moves do not
bring the desired results, then management may
have to resort to "crash" action. This may take the
form of an overtime or extra shift basis, the use of
substitute materials, the addition of resources beyond those allocated or the additional expenditure
of funds for expediting. A review would be conducted to determine whether crash action was fea30

sible and what type would produce maximum effect
with minimum costs. A decision would be reached
in the final analysis on the time saved versus the
cost added.
Using either resource trade -off or crash action
the intention of management is to shorten the
critical path. Once this is done, a semi - critical path
may become critical; this path would then be the
next target for management action. The main idea
is to keep the attention of management constantly
focused on the path where action will be most
effective in terms of the end results expected. This
is illustrated in Exhibit 2 -D. Exhibit 2 -C shows the
critical path before management action is taken,
whereas Exhibit 2 -13 shows the shift in the critical
path after the decision. The critical path thus moves
back and forth in response to management action.
IMPROVED MANAGEMENT ACTION

The ability to test decisions on paper or in a
computer instead of tampering with expensive operations is a major PERT value. When a need for
improvement exists, certain alternative actions are
proposed. These alternatives can be fed into the
PERT system and the effect noted. These effects
suggest other actions which can again be simulated
to determine their effect on the project. By repeating the process of trial decision making, management can arrive at and institute the most balanced
decision. This simulation can be accomplished
rapidly and inexpensively.
Problems in Establishing a PERT System
Management is always burdened with the formidable task of making program plans, executing
these plans, insuring that progress in accordance
with the plans is satisfactory and finallv, meeting all
associated commitments. PERT provides the means
for accomplishing this objective, but in order to
establish a PERT system in any organization a
training and indoctrination program must first be
instituted. This type of program is usually initiated
by selling the system to individual workers and
managers up the line. It should be done by PERT
briefings at different organizational levels geared to
the training of the individuals in each particular
group.
Some Do's and Don'ts to be considered in establishing a PERT System are noted as follows:
1. Do get top management support. One thing
that can never be minimized in implementing
a PERT system is top management support.
2. Do adapt PERT to local requirements. Every
company is different and each has its own peculiar organization and as such the PERT needs
are different for each.
3. Do replan when necessary. One of the basic
features of the PERT technique is that replanning is inherent. First plan the project ideally
and then make the necessary changes to bring
your plan within the prescribed schedule limitations.
4. Do leave room for expansion. When you set up
a PERT system you must be sure to set it up
MANAGEMENT ACCOUNTING /OCTOBER 1971

when he gives you estimates. You should not
force him to a commitment; if you do you will
get longer estimates the next time.
9. Don't include overtime on your original plan.
When first planning with PERT thorough estimates should be based on a normal workweek; overtime should be saved for "crash"
schedule completion when needed.
10. Don't standardize event titles. In PERT standardization of titles tends to slow planning and
cause confusion. Let the people doing the work
agree on and understand the terms they use.

so that it can grow and expand as time progresses.
5. Don't force formal reporting. When reports are
necessary they should be geared to the information requirements of each level involved.
6. Don't use inaccurate estimates. Inaccurate estimates result only in wasted time and money.
7. Don't add time estimates first. In planning a
project with PERT, you should first plan the
network and then add time estimates.
8. Don't demand commitments. You must realize
that an employee is exercising his best judgment
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PERT, like any management tool, is only as
effective as the man who uses it. In contemplation
of a program, there exists the tendency —on the
part of management —to consider the program from
the "big picture" point of view. For example:
1. "Based on past programs of similar magnitude,
this will take 18 months to develop."
2. "I need an eight -man test crew to operate the
test stand."
3. "This is a 1.8 million dollar program."
The influence which can be exerted as a result
of the "big picture" type thinking is that a company can develop a master cost schedule and then
work backwards to fill -in PERT activity schedules
and costs. This defeats the very purpose of PERT,
since it is supposed to force detailed consideration
of each activity as to time and cost.
Granting —that after "cutting -up the pie" —each
activity could (and probably is) reviewed for consistency, appropriateness, and reasonability, etc., it
nevertheless is considered that the net result reflects
only a "fire drill' in apportioning time and dollars.
Further, the proof is usually revealed by one
glaring clue. Networks that are scheduled and
priced from the top down will invariably contain at
least one activity that is used for a slush fund. Each
activity cost can be easily backed up and justified
except this one. It could contain all or part of the
effort not accountable to a defined event. Networks
that are prepared correctly (i.e., from the bottom
up) would utilize the sum of all activities to reflect
total program effort —with
activity backed -up
and justified.
every

"The PERT technique opens the
door to a better
understanding
of management
systems through
network
theory."

Pre-Crisis Planning Applications
One of the most interesting applications now
being considered is what we may call pre -crisis
planning. For example: the laving out of a program
of action which a utility company might follow in
the event of a hurricane; the course a steel company
might take when a strike occurs; the action an
automobile manufacturer might follow if its automatic transmission plant were destroyed by fire.
These questions can be answered in programs developed as PERT networks, ready to be invoked
should the crisis occur. PERT under these cir-
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cumstances is on a stand -by basis, ready to be used
for improved management of the unexpected.
We notice that in these potential uses most are
one -time ventures in which a large number of
things must be accomplished and must be effectively integrated. For instance, in a total advertising program there are a number of tasks to be
completed by the agencv, a number by the company, and a number by the suppliers and all must
dovetail and come to fruition at a given time. This
is a typical task environment in which PERT has
worked best. In brief, practical experience has
shown that PERT is most effective if:
I.
2.
3.
4.
5.

The technique is understood.
Management supports it.
The inputs are objective and well prepared.
It is used for decision making.
It is recognized as a tool and not a panacea.

Conclusions
The PERT technique opens the door to a better
understanding of management systems through
networking theory. The management system is
shown to be composed of equipment, skills, procedures and techniques; the composite of which
forms an instrument of administration or control.
Networks are now beginning to include a greater
number of administrative actions, paperwork and
decision points. Eventually, managers will be able
to plot on networks most organizational functions
including such routine matters as the setting of
financial targets, the scheduling of recurring reports and meetings and the negotiation of labor
contracts.
By using automated control information, management can be alerted when even routine functions
are not being carried out according to plan. In other
words, network techniques provide a true means for
identifying exceptions, so that we can manage by
exception.
The PERT system can also be used to design a
new product, in R & D; a conversion project or an
equipment installation, in manufacturing; a computer installation, in finance; an office move, in the
administrative area; a manpower analvsis, in personnel; or any number of other managerial products.
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LETTERS to the editor
Continued from page 7
are entered on the invoice and a credit balance is calculated. The invoice is not removed, but remains in the open
file to be applied to some future invoice or refunded to
the customer. Occasionally, a customer will pay in advance.
In such a case, an internal credit memo is made out and
placed in the unpaid file. It will remain there until goods
have been shipped and billed and the corresponding invoice will "cancel" the credit.
CASH RECEIPTS. When checks are received, we separate the
checks from their stubs and run two adding machine tapes,
one of the checks and another of the stubs. Both totals must
be the same. Where a stub is not provided, we use the payor's
envelope in its place by entering on it the amount of the
check. The total of the daily collection is entered in the
cash receipt book. The checks with one tape and a deposit
slip are mailed to our bank. The check stubs with the
attached tape are first used to record payments on individual customers' invoices after which the stubs are filed
in a collections file by dates.
This collection procedure is much faster than the conventional method of listing checks in a cash receipts book
individually. Note that we mail the checks (in a pre - stamped
envelope provided by the bank) instead of making a personal deposit. It makes no difference that checks will arrive
at the bank by mail the following day, because we can
draw checks against the deposit immediately. In most cases,
it will be the following day or later that our checks will be
presented to our bank for collection. The deposit usually
arrives at the bank ahead of our checks.
ACCOUNTS PAYABLE AND CASH DISBURSEMENTS. We have
combined accounts payable and cash disbursement into
one operation. The voucher register has been eliminated
entirely. When invoices are coded and approved for payment, they are filed in an open unpaid file. Twice a week
the invoices due for payment are pulled from the open
file and checks are made out on our small computer. A
computer print -out shows the check number, payee, amount,
and account to which it is to be charged, as well as any
applicable discount and amount subject to sales tax. The
account distribution computer tape is merged with the
month -to -date voucher payment tape. At the end of the
month, the updated tape is used as an input in the general
ledger (which by the way, is on the computer).
Paid invoices are filed in the paid file. Copies of checks are
filed in numerical order in the check register binder and
only the totals of the daily payments are entered in the
cash disbursement book. The unpaid vendor's invoices are
accrued at the end of the month. This entry is reversed
next month, and so on.

Mr. Dellinger concluded
that the bookless bookkeeping has certain disadvantages,
but that they are outweighed by savings in time and money.
I wholeheartedly agree with his statement as far as the
advantages are concerned, but I would minimize the disadvantages. Strict controls are necessary whether you use
copies of customers' invoices or customer ledger cards. You
ADVANTAGES AND DISADVANTAGES.
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have the same problem if you lose one or the other.
I would like to congratulate Mr. Dellinger for his practical approach to accounting.
Walter W. Motyka
Treasurer and Controller
Caldwell Manufacturing Co.
Rochester, N.Y.

Which Transfer Pricing Policy Is Right?
Dr. Fremgen's article, "Transfer Pricing and Management
Goals," (December 1970) includes several interesting observations. I certainly agree that it make no sense to argue
about transfer pricing until management has agreed upon its
basic objectives. I must, however, question several of his
assumptions and statements regarding negotiated transfer
pricing:
Has Dr. Fremgen assumed that a buying division possesses
"perfect" mobility between internal and external sources of
supply? He implies if a sister division can't fulfill the buying
division's requirements, that the latter can simply turn to an
outside source or vice versa. It follows that two, four or ten
months later, the buver could reverse the process, for example, if the sister division develops "excess" capacity. This
reasoning omits the day -to -day problems of establishing
reliable supply channels, tooling -up costs, the "public relations" aspects of purchasing, etc... .
Has he assumed that determining "excess" capacity is as
easily accomplished as reading one's temperature? I suggest
that capacity measurements are not quite this straight forward —nor, for that matter, are such concepts as "purely
decentralized" divisions and "marginal" cost determination.
Regarding interdivisional disputes, he states "if failures to
agree and consequent uneconomical outside dealings occur
frequently and result in reduced divisional profits, top management will soon identify the existence of a problem." By
what means and how "soon" will the problem be detected?
How much time and money will the corporation lose before
it is detected?
In the same paragraph, he states "the solution to that
problem should be to replace the division manager(s) at
fault." Does the corporation replace an otherwise effective
manager because he has a conflict with the other negotiating
manager? Are we to assume that "rational" managers are
above personality or emotional problems? I suggest this
simple fact of business life: negotiating with an outside
supplier is not equivalent to negotiating with a sister division.
I don't believe that Dr. Fremgen is exaggerating when he
suggests that there have been as manv methods of transfer
pricing proposed as there have been writers on the subject.
However, I do believe that each corporate management, having established their own objectives, must evaluate their
unique environments before determining the transfer pricing
policy which is "right" for them.
Alfred J. Battaglia
Corporate Financial Analysis Manager
Becton, Dickinson 6 Co.
Rutherford, N. J.
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Books

FOR THE MANAGEMENT
N ACCOUNTANT

INT RO DUCT ION T O AC COUN T ING
Economic Measurement for Decisions

University sophomore level of mathematical maturity is
sufficient for most of the material.

William J. Bruns, Jr.
Addison-Wesley Publishing Co., Reading, Mass. 01867,
1971, 546 pp., clothbound, $10.25.

PE RSO NNEL SYST EM S AND DAT A
MANAG EMENT

A first course in accounting. Author uses a different approach based on the premise that procedures are becoming
less and less significant and that concepts will become more
and more important as the increasing complexity of economic activity demands changes in accounting methods.

Glenn A. Bassett and Harvard Y. Weatherbee
American Management Association, Inc., 135 W. 50th St.,
New York, N.Y. 10020, 1971, 241 pp., $15.00.
These authors have written a results- oriented book covering
the need for new tools to help management obtain more
mileage for the payroll dollar.

ADVANCE D ACCOUNT ING
Revised Edition

COMPUT E R - AUGME NT E D ACCOUNT ING

Charles H. Griffin, Thomas H. Williams and Kermit D.
Larson

Wilbur F. Pillsbury

Richard D. Irwin, Inc., 1818 Ridge Rd., Homewood, Ill.
60430, 1971, 870 pp., clothbound, $17.25.
This revision provides a new, more flexible organization of
material and an increase in number of problems at the end
of chapters. It has been brought up to date with the latest
pronouncements of the Accounting Principles Board.

South - Western Publishing Co., 5101 Madison Rd., Cincinnati, Ohio 45227, 1970, 181 pp., paperbound, $3.50.
The first of a series of CompuGuides designed to introduce
the beginning accounting student to the problem - solving
capacity of the computer.
TH E DESIG N O F TH E M ANAG EM ENT
INFORM ATION SYSTEM

STANDARD MANUAL OF ACCOUNTING
FOR S H O P P I N G C E N T E R S O P E R A T I O N S
The Community Builders Council of the Urban Land
Institute, 1200 18th St., N.W., Washington, D.C. 20036,
1971, 39 pp., paperbound, $10.00.
This manual replaces The Standard Manual of Expense
Accounts for Shopping Centers published by ULI in 1961.
It is designed to meet current needs and trends for full
income accounting in shopping centers.

D. Q. Matthews
Auerbach Publishers, Inc., 1101 State Rd., Princeton, N.J.
08540, 1971, 221 pp., clothbound, $9.95.
The purpose of this book is to promote a general understanding between management and computer specialists by
setting forth guidelines for the proper design of systems.
B U S I N E S S I N F O R M A T I O N PRO CESSING
SY S TE M S

SUCCESS FUL EXP ANSION TECHNIQUES

3r d Edi t i on

FOR SM AL L AN D M ED IU M - SI ZE D
ACCOUNTING FIRMS

C. Orville Elliott and Robert S. Wasley

Robert S. Lehmann

Richard D. Irwin, Inc., 1818 Ridge Rd., Homewood, Ill.
60430, 1971, 608 pp., clothbound, $14.60.

Prentice -Hall, Inc., Englewood Cliffs, N.J. 07632, 1971,
257 pp., clothbound, $19.95.

The authors afford the reader an overall acquaintanceship
with business information processing systems in use today.

A book of ideas based on the author's and his firm's experience in practice.
PROD UC T I ON S YS T E MS : PLANNING,
ANALYSIS, AND C O N T RO L
James L. Riggs
John Wiley & Sons, Inc., 605 Third Ave., New York, N.Y.
10016, 1970, 604 pp., clothbound, $9.95.
Author provides an introduction to production concepts. A
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INFORMATIO N SY STEMS FOR MO DERN
MANAGEMENT
Robert G. Murdiek and Joel E. Ross
Prentice -Hall, Inc., Englewood Cliffs, N.J. 07632, 1971,
572 pp., clothbound, $11.95.
The authors aim to close the communications gap between
the manager and the computer specialist by covering in one
book such subjects as management and organization, computers, information and the systems approach.
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HOW ACCOUNTANTS ARE CUTTING THE COST
OF THE WORK, YET IMPROVING THE QUALITY.
(California and Wisconsin)

ALL MATER IAL BY FREDERICK STAPLES, CPA.

Member of American Institute of CPAs., National Association of Accountants and American Accounting Association.
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Sample Sets of Forms for Accountants, at approximate postage cost.
One to a customer and in U.S.A. only:
C120 TIME AND BILLING FORMS. Samples
7
C121 TAX DEPARTMENT FORMS. Samples
6
C122 PERSONAL FORMS. Samples
C134
Inch Columnar Pads
Samples of Sheets
29
C135 14 Inch Columnar Pads
Samples of Sheets
19
C136 Report Covers and Paper.
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What Oth ers Say:
STANDARDIZED AUDIT WORKING PAPERS (full size set complete):
THE ACCOUNTANT, LONDON: 'A monument of Industry.'
STANDARDIZED AUDIT WORKING PAPERS: A book containing each of the
above:
THE CANADIAN CHARTERED ACCOUNTANT: 'reflects years of experience
In carrying out and supervising audit work. A revelation In the
it provides for carrying out an efficient audit. A very practical and Instructive
THE CHARTERED ACCOUN "rANT OF AUSTRALIA: 'Of the greatest possible utility.'
THE ACCOUNTANT, LONDON: 'the application of wide experience to e
systemized basis.'
THE MONTHLY FINANCIAL STATEMENTS:
ACCOUNTANCY, LONDON:
be in the possession
accounmust for most
tants.
THE CALIFORNIA C.P.A.: 'Very practical. Also useful to controllers and
office managers.'
THE INVENTORIES:
THE ACCOUNTANTS' DIGEST: (U.S.A.):
foundation
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THE MONTHLY FINANCIAL STATEMENTS. For the accountants responsible for devising or preparing
monthly financial statements for business concerns 65
C116 MONTHLY FINANCIAL STATEMENT FORMS. In full size.
20
Most of them appear in reduced size in C117
F201 MASTER CHART OF ACCOUNTS. Harmonized with C116,
4
C117 and Standard WPs
................. ......
..
C113 THE INVENTORIES. Inventory taking, valuation, and
testing by the outside auditors, Including activity
analysis which is rapidly coming to be regarded
as just as necessary as the aging of the customers' receivables ............... ............................... 114
C114 INVENTORY TAKING INSTRUCTIONS. May be used in
9
many cases as is after filling in a few spaces
C132 COST LEDGER EXAMPLE AND ENTRIES. Tied in with
C117. Keeps cost accounts off, but tied with, the
general ledger
.................... ...............................
6
C139 BOOKKEEPING FUNDAMENTALS. Good record keeping
by client is good for the client's business and re51
duces audit costs
C119 THE FINANCIAL BUDGET. The necessary forms, with
detailed concise preparation instructions (including sequence of the work) _ ............_._....._........_.
9
C140 CHARTING THE BUSINESS. The chart paper to be
used. The information to be charted and how to
chart it, with 13 charts illustrated
25
.......
C118 THE PREPARATION OF INCOME TAX RETURNS. The
15
proper procedure and
GENERAL LEDGER.
columnar
F202A THE SHORT
sheets for each month, with instructions. Per set
C150 COST ESTIMATING. A long time needed cost guide,
including sample cost sheet
GROUP B COMBINATION PRICE (a saving of
One of each
C117

CUT

Ea.
STANDARDIZED AUDIT WORKING PAPERS. Full size set
complete. Believed to be the first workable comprehensive set of standardized audit working papers
available to practising accountants, generally, in
the U.S. for actual use in the field. Thousands of
sets already sold. They cost only about $1.75 per
audit, in quantities:
$6.95
C101 14 inch Set of the WPs ............ ............................... 67
C101A 11 inch Set of the WPs ...........
67
6.75
C102 STANDARDIZED AUDIT WORKING PAPERS. A book containing each of the 67 WPs, in reduced size, filled
out for a typical engagement, with innovations
explained
145
4.35
C103 AUDITING MANUAL. Should be in the briefcase of
119
3.50
every accountant
C104 AUDIT PROGRAM. What many accountants were waiting
for
......,,.... 11
5
.65
........
11
C105 PREPARING FOR THE AUDITORS. What the client can
do to prepare for the audit and help reduce cost .... 14
.85
C106 QUESTIONNAIRE RE PREPARING FOR THE AUDIT. To
be filled in with the assistance of the client
4
.60
C107 SPECIMEN WORK SHEETS FOR THE AUDITORS. Showing
some schedules the client ordinarily can prepare
34
.90
C108 AUDIT REPORT DRAFT. For new engagements and the
improvements of other reports
.. ..........
... 23
.90
C108A REPORT SCHEDULES. For new engagements. Includes
the now famous ten year condensed appendices
13
.65
C109 AUDIT REPORT QUESTIONNAIRE. Over 80 important
points to bear in mind on a long or short report ....
8
.60
C110 REPORT ON INTERNAL CONTROL. Over 180 recommendations to client, in final form if applicable ........... 20
.80
C111 INTERNAL CONTROL QUESTIONNAIRE. Including division of duties and in form to be given to client _.
6
.65
C111A SUPPLEMENTAL INTERNAL CONTROL QUESTIONNAIRE.
Deals largely with matters beyond the usual audit
engagement but within the scope of the practising
accountant, the management consultant and the
company controller
5
.60
..................
C1118 INTERNAL CONTROL QUESTIONNAIRE for banks and
other Financial Institutions. Includes division of
duties
5
.75
.......................
C112 OFFICE RULES. For the accounting firm. In pocket
size. Covers only internal office matters
28
1.10
C141 NOTES TO THE FINANCIAL STATEMENTS. 33 notes in
suggested form, if applicable. They help to prevent
overlooking necessary notes and assist with wording 12
2.00
GROUP A COMBINATION PRICE ($3.65 saving in each case):
C311 One of each, except C101A ....... ............................
$22.00
C311A One of each, except 0101 .......
.... ......
21.80
................
PL EAS E U SE T H I S C ON VEN I E N T O R D ER F OR M
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F202A C150 C711 C120 0121 C122 C134 C135 C136

'Excellent

book.'
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TOTAL AMOUNT OF ORDER
_

..........................1111.

PURCHASER..................

_. ........ ......_...................,.............

BY_ _.

DATE

ADDRESS
CITY

STATE

ZIP CODE ........................

.. $....

(postage paid on cash orders)

Quantity discounrs: 10% on 10, 15% on 50, and 25% on 100 or more of anyone of the
above. Add 50C, if order is for less than $5, and 4% tax, if shipment to Wisconsin.
All prices F.O.B. Thiensville, and subject to change without notice • Regular surface
mail postage paid on cash orders. Full payment should accompany foreign orders.
If you wish air mail shipment, odd 30% if to U.S., Canada, Mexico, Central America
or West Indies, South America, Europe or North Africa and 60% to any other country,
to cover the additional postage.

THE COUNTING HOUSE PUBLISHING CO., THIENSVILLE, WIS. 53092
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Continuing
...
Education Program

Los
Angeles
Nov. 29

■

■

Chicago
Nov.8 -12
Palmer House

Dec.3

National Association of Accountants

Beverly Hilton
Mon. /Tue.
Wed. /Thu. /Fri.

Mon. /Tue.
Wed. /Thu. /Fri.
Thu. /Fri.
Mon./Tue.
Mon. /Tue./Wed.
Thu. /Fri.
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.......... Developing Using Standard Costs.. ...............................
........... Flexible Budgeting Performance Reporting ..................
Direct Costing Contribution Accounting ......................
Mon. /Tue.
........... Economic Evaluation of Capital Expenditures .................
Mon. /Tue. /Wed ............Basic Data Processing Concepts Techniques.................
Inventory Management Control.... ...............................
Mon. /Tue.
............ Management Accounting for Hospitals ............................
Accounting for Foreign Operations.. ...............................
Concepts and Uses of Accounting
Thu. /Fri.
................for Executives Managers
Behavioral Science Implications
Thu. /Fri.
................for Management Accounting
Communications and Report Writing ..............................
Marketing Fundamentals for the
Thu. /Fri.
................Management Accountant
Mon. /Tue.
........... Linear Programming: Accounting Applications
Management Accounting for Banks.. ...............................
Thu. /Fri.
............ Computers and Internal Control
Accounting Information for Pricing
Mon. /Tue.
................Policies and Decisions
Management Science for Budgeting
and Profit Planning....................... ...............................

Wed. /Thu. /Fri.

—

Thu. /Fri.

Thu. /Fri.

Call or Write:
NAA Registrar
919 Third Avenue, New York, N. Y. 10022
(212) 759 -3444
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I. The Socio- Economic Program —A Report

MAKING FREE ENTERPRISE
WORK FOR EVERYONE
Now Two Years Old, NAA's Counseling Service
For Minority Businessmen Is Flourishing
Despite Problems; Cooperative Program
With Small Business Administration Likely
To Extend Impact of Socio- Economic Effort

"With this type of teamwork anything is possible."
That was one member's comment on NAA's wide ranging Socio - Economic Program, which offers free
accounting and other financial management advisory services to struggling small businessmen. It
sums up the potential of the Association's effort
in the socio - economic field.
The program was launched in February 1969
in Washington in response to the nation's need
for assistance in the solution of social problems
which threaten to tear apart the very warp and
woof of the country's social structure. It was based
on the simple concept that management accountants could most effectively help in the area where
their expertise lies— accounting and financial management. By offering free counseling services to
small businessmen, NAA members could make a
valuable contribution to the national renewal effort.
The program also fitted right in with the Administration campaign to encourage minority business
enterprises.
How well has the program succeeded? What
are some of the problems encountered by volunteer
counselors? What impact has the program had on
communities? What directions are being charted
for the future course of the socio - economic counseling service?
Because of the nature of the National Association of Accountants, a volunteer organization composed of semi - autonomous chapter operating units,
it is often difficult to get a clear, coherent picture.
Yet, experience has shown that thanks to our
competition spirit NAA is one of the most active
professional organizations in the United States. It
is clear that this activism has carried over into the
volunteer socio- economic program, but the work
tends to be frustrating, and the benefits often ambiguous.
In its latest survey, the Committee on Socio MANAGEMENT ACCOUNTING /OCTOBER 1971

Economic Programs found 66 active chapters with
more than 890 advisors participating at one time
or another. Chapters reported a total of 553 cases
accepted and 363 cases completed as of July 1971.
Reactions of the NAA counselors to the work
were mixed. Many were frustrated at not seeing
quick evidence of success on the part of clients
whom they helped. Often, after the counseling
service was completed, advisors heard nothing more
of the client's business. How effective was my advice? Did the client follow through? These questions plague advisors and usually there are no
answers.
And yet the enthusiasm for the program is
quite obvious when you talk to some of the members who have been contributing their time and
effort to the counseling of minority businessmen.
Robert Van Loon of the Caterpillar Tractor Co.,
in York, Pa., says "It's been gratifying and frustrating." As chairman of the local chapter's committee, he assisted in the counseling of retail and
service businesses.
"You have to be a little patient," he suggests,
when advice is not readily accepted and implemented. Sometimes differences in educational backgrounds make communications difficult. "It's hard
to get on the same plane,' Mr. Van Loon admits.
Sometimes the best efforts of the counselor are not
enough to solve all the problems of the client. Mr.
Van Loon helped a black businesswoman make application for a loan, but when the loan was turned
down their relationship cooled. One positive step
may have come out of the counseling, however,
points out Mr. Van Loon, because later she hired
an independent accountant.
The chairman of the NAA Committee on Socio Economic Programs, Charles R. Miller, expresses
the enthusiasm of volunteers in the program. Reflecting about the effort, he said, "If I had enough
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Mr. and Mrs. James Jones, who operate a Carve/ franchise in the New York City
area, were counseled by an NAA representative, as part of the Association's
overall socio- economic counseling effort.
money and I could afford to quit my job, I'd go
into it full time." Another member summed up
his feelings: "I found a great sense of fulfillment
with these people. I would like to continue this
work because the need for this basic information is
great."
Trying to Communicate
The problems in counseling minority businessmen are great and no advisor conceals this fact.
William E. Lord, chairman of the Socio- Economic
Committee for the Springfield Chapter, reports the
major problems encountered in his area were communications and cooperation. He cites two types of
problems: one in which the client didn't understand
the function of the advisor, and the other where
the client didn't understand the basic language of
accounting. "Some advisors are quick to recognize
and solve communication problems; others are not.
However, we found that to work successfully with
the client this obstacle must be overcome."
His chapter started 11 projects and has currently completed nine of them. "Clients were
generally appreciative of the help provided, and
most felt the work was very helpful. Some were
looking for free bookkeepers, and were understandably disappointed when this service was not
provided."
A number of chapters ran into a basic problem
at the outset: getting clients. Often agencies working in the socio- economic field and potential clients
themselves were suspicious of offers to help. Joseph
O. McConigle, North Jersey Shore Committee
chairman, reports that one committeeman showed
his sincerity by returning with his children, after
the first counseling visit, to help his client
38

straighten out her office. The chapter made a direct
contribution to the program by contracting the
printing of its monthly newsletter to a minority
businesswoman.
Working alone in the community is an uphill
job, chapters discovered. To remedy this problem,
both at the local and national levels, NAA began
cooperating with chambers of commerce, the Urban
Coalition, Office of Minority Business Enterprise
of the U. S. Department of Commerce, and the
Interracial Council for Business Opportunity. As
a result, doors began to open and chapter socioeconomic programs creeping along in first could
switch to second gear.
As Frank G. Hull points out in his article on the
socio - economic program in New Haven, published
in this issue, working with local and national community organizations oriented toward the same
objective eliminated many problems of communications and cooperation. At the national level the
Association began cooperating with the Small Business Administration in 1969. Earlier this year, the
Association signed an agreement with the SBA to
extend this cooperation.
Under the agreement the Association will provide management counseling and other assistance
to small businesses as requested by the Small Business Administration. This assistance will be provided through the chapter chairman of the local
socio- economic program. Cutting through some
of the red tape involved prior to the agreement,
this permits NAA advisors to provide assistance
almost immediately. In the past, members who
cooperated with the SBA had to register in its Active
Corps of Executives (ACE) or in the Service Corps
of Retired Executives. (SCORE)
MANAGEMENT ACCOUNTING /OCTOBER 1971

Charles R. Miller, national S -E program chairman, believes this agreement is a breakthrough for
the Association. "As far as I'm concerned the
program's got new life in it. Chapters did everything to get programs activated in the first two
years. Now we've begun to get going on a national
basis."
Mr. Miller foresees a two- pronged drive developing. The initial stage will be a continued effort to
encourage chapters and members to become active
participants in the program and help those already
in business. Secondly is the educational phase in
which the committee will attempt to develop an
education program to assist those already in business and to encourage potential minority entrepreneurs to get a piece of the economic action. Mr.
Miller pointed out that NAA has already developed
such a program — "Project YOU CAN" --and will
seek financing to translate it into audio - visual
materials.
The SBA was equally heartened by the agreement with NAA. In recent years the government
agency has stepped up loans and loan guarantees to
small businessmen from minority groups. In fiscal
year 1970, for example, the agency made 6,741
loans to minority businessmen totaling $176.1 millions. These figures represent 39% of the number
of loans made and 20% in the value of loans made
that year.

The nitty-gritty on how to run a small
business is the subject in this small business
course session held in Dayton. Some of the
students, instructors and small business
course committee members are shown.
Dayton Chapter member James M. Nisonger
headed the local committee which
conducted the course.

in

the chapter and the cooperation of the Progress
Association for Economic Development, the Dayton Urban League and the University of Dayton
School
of Business Administration. Conceived as a
Those Who Study, Earn More
follow -up to a basic bookkeeping and accounting
The SBA, however, has recognized a defect in course offered by General Motors, the 15 -week
its assistance to small businessmen. Says Edward course covered the keeping of records, organizing
Rosa, director of the Office of Management Assist- a business, operating a business, handling of payance of the SBA, "It has been an oversight that rolls and general discussion of taxes. Speakers inwe have not helped small businessmen, once they cluded accountants, attorneys, bankers, insurance
received their loans, to stay in business." He noted men, college professors and representatives from
that the SBA is moving toward a position where the Small Business Administration.
no loans will be approved until the borrower takes
Mr. Nisonger, who headed the committee which
a management training program. The agency has ran the school, reported that 60 students were'enfigures supporting this approach. A benefit cost rolled in the course, although only 35 attended
analysis shows that small businessmen who took the first two introduction sessions. "Attendance ina six- to eight -week course in financial management creased to 45 by the third session as more individprofited at something like a ten -to -one ratio as com- uals recognized the value of this program." The
pared to those who didn't take the course.
chapter spent a year planning the course, according
Mr. Rosa says the agency is eager to enlist to Donald J. Trentman, public relations director,
organizations to help it. "We're looking to associa- "Because we felt it must meet the needs of the
tions to help us." The SBA director adds, "We black community, that it must be meaningful and
have 112 management assistance officers in the we must be able to deliver." The project is being
field whose job it is to act as catalysts to get volun- funded by the Dayton Chamber of Commerce.
tary groups working in support of the SBA effort."
Coordination of the NAA Socio- Economic ProNAA chapters have already anticipated this ap- gram is exercised through the 17- member Comproach to the counseling program. Mr. Van Loon mittee on Socio- Economic Programs through several
was holding "Accounting for Non - Accountants" regional coordinators. The committee originally
courses for minority members in conjunction with received an anonymous donation of $100,000 to
the local Community Progress Council in York — assist in its work.
prior even to the NAA national effort. He reports,
Despite setbacks and public and private criti"It was not too successful but it was a start." With cisms, the program to get minority businesses
the experience he gained and backing from the started and to keep them thriving is making some
chapter he put on another course. There was progress. Most NAA chairmen, however, are unable
better attendance and "I felt I did a little better to measure the impact of their efforts in the local
job from the experience I gained a year ago."
community. Progress is slow and results often
James M. Nisonger of Dayton Chapter was in- meager but in the words of a black organization,
strumental in developing a series of courses for The National Business League, "minority entersmall businessmen in his area with the support of prise is alive, well and here to stay."
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II The Socio- Economic Program —A Case Stud

HOW COUNSELING
WORKS IN NEW HAVEN
Effectiveness of NAA Chapter's Socio- Economic
Program in This City Is Largely Due to the
Fact that It Is Part of Coordinated Community
Effort to Improve Urban Problems. As Such It
Serves as a Model for Other Chapters.

By Frank G. Hull

F. G. HULL
Manage-

independent

New Haven 1951. An

business.

ment Consultant specializing in small business, he has been a
counselor in the SBA
program since 1965.
Mr. Hull, member of
t he G r ea t er New
Haven Chamber of
Commerce Small Business Loan Screening
Committee, has participated in counseling of
more than 100 cases,
and has lectured in
works hops on small

The NAA Socio- Economic counseling program in
New Haven has been integrated with programs of
other volunteers led by the Small Business Administration and the Greater New Haven Chamber of
Commerce in a coordinated program of community
assistance to minority and underprivileged groups.
About two years ago, the Chamber of Commerce
was approached and arrangements made for space
in its offices for office rooms, telephone answering
service and publicity. The move occurred at a time
when other changes in the community were developing and marked the beginning of an overall coordinated program by the Chamber to help solve
inner -city problems.
It was an important decision. Counseling was
placed squarely in the mainstream of the community's business life. Recruiting of counselors was
easier, and assistance from the Chamber membership was made possible. The client's sense of personal importance was enhanced by having the counseling occur at a prestige location. Of greatest
importance was the incorporation of the counseling
in the program of coordination of all of the community's effort to improve the position of the underprivileged. The effect on counseling business was
immediate. Now new cases are running at the rate
of 125 to 150 each year, and NAA has been involved
in 42 cases since joining the program in January of
1970.
Needed: Money and Management
Any program of upgrading the business skills and
positions of the underprivileged runs directly into
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two major deficiencies —money and management.
Both needs must be supplied if the business is to
prosper. Counseling cannot succeed if there is no
money to carry out ideas. The unavailability of venture capital among minority groups is a very acute
problem.
In the late sixties, the banks of New Haven, with
Small Business Administration guarantees, made
available a substantial pool of money for high -risk
loans to members of minorities. As with many new
programs, some of the loans were disastrous. The
banks were not experienced in handling venture
capital loans and their personnel did not fully appreciate the tremendous communications gap between them and minority groups.
To overcome this communications gap the Chamber of Commerce set up a Small Business Loan
Screening Committee which reviews all applications
for loan guarantees. Each bank and the local
MESBIC (Minority Enterprise Small Business Investment Corp.) has a Loan Officer on the Committee and there are representatives from several of
the Communitv's black organizations. As many of
the volunteer groups as may desire are included —
SCORE -ACE (Service Corps of Retired Executives Active Corps of Executives), NAA, CPA Societv,
etc. The chairmanship is neutral and is held by a
Chamber member from one of the utilities. The
Chamber employee charged with inner -city matters
acts as secretary. Extreme care is taken to preserve
the confidentiality of matter presented before the
Committee and all minutes are physically restricted
to within the Chamber's offices.
The Screening Committee is both a communication and a coordination device. Banks may make
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loans without reference to it, but any applications
involving SBA guarantees must be reviewed by the
Committee before being sent on to the SBA or
rejected.
A bank having a request for a loan it considers
marginal will ask the applicant to prepare an extensive application. The work may be done by his
accountant if he has one or the sponsoring bank may
suggest the use of a volunteer from a list maintained
by it. An important part of the paperwork includes
consent by the applicant to disclosure of his affairs
to the Screening Committee. After the bank's preliminary review of the application, it is presented
to the Committee for discussion. Depending upon
the nature and magnitude of the loan various actions
may be taken. Experts may be asked to come before
the Committee and elaborate on the proposal. Field
trips to inspect the proposed venture may be made
by Committee members who are knowledgeable of
its problems. The Committee may suggest modifications of the proposal that it thinks are important to
success of the venture such as requirements for
financial reporting, provisions for maintenance reserves, limitations on inventory, etc. If approved, the
SBA is informed of anv restrictions.
If the Committee feels that the proposed venture
is not advisable, great care is taken in informing the
applicant. Frequently there may be preliminary discussions to point out areas of concern. The Loan
Officer presenting the application may handle the
rejection alone or he may be assisted by other Committee members including blacks who have some
expertise and acceptance in the particular area.
Approval of the loan does not end Committee
action. Each Loan Officer is expected to follow the
progress of his borrowers and report to the Committee on problems. This permits the Committee
to be informed and helpful before it is too late. The
practical effect is that Loan Officers can call for help
—free counseling, additional loans, and so on —as
soon as they spot early signs of trouble and report
the action to the Committee instead of the problem.
Committee meetings are informal and lively. In
its early days, discussions were vigorous to the edge
of violence. The blacks simply could not believe in
the sincere interest of the bankers in the well -being
of their loan applicants and in the dangers of being
overgenerous in the extension of credit. Time and
experience have taught the bankers how to communicate their concerns and the black members are
beginning to understand the caution of the bankers.
Todav, the meetings are marked with the respect
both groups have for each other's sincerity. Volunteer counseling has had much to do with the development of both attitudes.
How Does Counseling Work?
Requests for counseling services are triggered in
many ways. Applicants learn of the program from
former clients, educational workshops, banks, accountants, and lawyers. Radio and TV announcements and newspaper articles stimulate inquiries
which the Chamber routes to the appropriate
agency or person. The operator routes any telephone
calls to the SCORE -ACE chapter secretary who is
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available on a full -time basis in his own office. He
will set a date for preliminary counseling and send
the applicant a request for counseling services which
must be signed before any counseling takes place.
If it is apparent that the applicant really knows what
his problem is, or if the problem appears to have
urgency, the secretary will assign the case to a specific advisor without the preliminary session.
The preliminary session is always conducted at
the Chamber. Sessions are held the same day of each
week and are usually limited to one hour for each
applicant. Group or panel counseling is used with
the applicant presenting his problem to all available
counselors. When group counseling is used extreme
care must be taken to make the applicant feel at ease
and to prevent overpowering him by slicer weight of
numbers. The group discussion will usually be able
to define his problem and either provide immediate
answers or indicate the need for additional counseling. An advisor with the requisite background will
be assigned or a call made for outside assistance.
Usually one or more of the counselors present will be
intrigued with the case and ask for the assignment.
Further counseling is done at times and locations
convenient to the participants, but at least one session is held at the applicant's place of business so
that the advisor may absorb its flavor. There is never
any charge for the sessions at the Chamber but an
advisor visiting an applicant or on field trips with
him may ask for his expenses.
Counselors do not become involved in the applicant's operations, particularly in the field of accounting. To do so would be a disservice to the
client. If he has no accountant, he will be advised
to consult with his bank so that his selection will be
acceptable to it.
Counselors will advise on the implications of specific financial transactions, the adequacy of the accounting system and statements, and perhaps suggest improvements or alternatives. They may meet
with the client's accountant or banker to improve
the communication between them. Perhaps one of
the more valuable and needed helps offered is the
review of pricing formulas and systems.
Hopefully the accounts are being kept by the
client's wife —this is a happier state than the hip
pocket method sometimes found. Periodically a public accountant may visit the client to draw off statements, prepare tax returns, or provide some accounting guidance. Fees often are minimal and based upon
what the client can afford rather than on the work
involved. Even when the work is done by a CPA, the
size of the fee may not permit the firm to assign a
"heavy" to the job and so the client does not get the
kind of service and advice that a senior partner frequently gives to his larger clients. The problem is
recognizing when and what help is needed and devoting the time to determine what the problem
really is.
NAA members (and others) joining the volunteer
program in New Haven complete an application
either as a SCORE or ACE counselor, depending
on their employment status. This procedure is important. First, it identifies them with a community
program and increases their acceptance by the client.

"... discussions
were vigorous
to the edge
of violence."
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"Minority
members are
quick to perceive posturing
and falseness."

Next, the client is required, before any counseling
takes place, to sign a SBA waiver of any right to
claim damages from a counselor as a result of advice
given him. Finally, while primary reliance for protection against personal liability depends upon the
quality and circumspection of the advice given, it is
comforting to know that in the remote event of a
third party liability action, the SBA will provide for
legal services.
The relationship of an advisor and client is very
personal and somewhat tenuous at times. Outstanding in an entrepreneur are his ego and desire to do
things for himself. This is doubly true of an aggressive person within a minority group. There is also a
strong pride that tends to postpone a request for
help that cannot be paid for. This characteristic appears in the more industrious and shows as reluctance
to continue to impose on the good nature of a counselor by repeated requests for help. It requires skill
and sensitivity on the part of the advisor to detect
when his help is needed. He must proffer it.
Each counselor must develop his own style; however, he must be himself and be genuinely interested
in the client's problem. Minority members are quick
to perceive posturing and falseness in an Establishment member —even when it does not exist. He
must treat his client with respect because the client,
despite his lack of formal education and attire, has
had the energy, initiative, and sheer guts to want to
lift himself up and become a leader in his community.
Who Are the Applicants?
What Are Their Problems?

will

Rarely does the counselor find that he has the
exact background to solve the client's problem. If
it is within his area of expertise, there will still be
nuances to it that
make both counselor and
client stretch their thinking to reach an appropriate
solution. One very successful technique used by
counselors is the Socratic method or expert questioning to get the client to define his problem so
that the advisor can understand exactly what it is.
Once the client has been able to state his problem
clearly, he understands it for the first time himself
and supplies his own answer. In addition to solving
the problem of the moment, he learns by this method
how to handle future ones when a counselor is not
present.
Individual counseling is not enough. There must
be provision for group training. It is important that
the leadership and control over course content for
such training originate within the minority community. Such a program has been sponsored in New
Haven by a black organization, the Greater New
Haven Business and Professional Men's Association,
with help from the SBA. A series of workshops of
two hours each week were held over a 10 -week period. Volunteer speakers were supplied by the SBA,
SCORE, the banks, NAA, IRS, and others. A racially
mixed group of more than 40 persons attended and
at their request the course was repeated for a second 10 -week period with some changes in speakers
and course content. At the end, completion certificates were awarded which are now proudly displayed
by the participants in their places of business.
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All kinds of people are included in the SocioEconomic Program. Neither color nor race is a distinction, but need is. Many of the applicants are
exploring new business ventures and want guidance
on how to do it. These cases tend to rise with an
increase in unemployment, as the more aggressive
seek alternatives for their livelihood. Some are merely
shopping for low cost money and when they are
referred to regular sources are rarely heard from
again. Perhaps the most unusual case was a request
to evaluate the effect of a divorce settlement upon
the applicant's business.
There are as many problems as applicants. Failure
to plan is the most common fault running through
most of the businesses counseled. This simple word
includes the process of thinking about what is going
on in the business. The applicant is so busy doing
his routine tasks and in keeping the wolf from the
door he does not take time to think ahead. He must
set aside a small portion of each day to make up
schedules for himself and for his business. He must
realize that his primary job is to manage the business
even though he may be the only one to wait on customers, answer the phone, keep the accounts, and
sweep the floor.
Most businesses are too unsophisticated to understand or need extensive or formal budgets. A
service station manager can set weekly goals for gallons of gas sold or hours of labor billed. Once the
need of such goals is understood, records can be
easily kept of the progress in meeting them. More
importantly, concrete plans can be devised to increase these goals. Weekly goals are recommended
for most small businesses because the principal cost
— wages —is on a weekly basis and because the period is short enough for an operator to remember
what happened to cause the result he sees at the end
of the week.
A gas station owner does not need a monthly
financial statement of four pages and with percentages to sales calculated to four places. Not only
does he not understand it, he is much too tired
after a 12 -hour day to even try. In one such recent
case, the statement showed the cost of repair parts
was double the sales revenue from them. The owner
felt that figures were wrong and therefore distrusted
the entire statement. The advisor suggested that if
the figures were right he was not getting paid for all
his work and outlined a method of weekly checking
his parts invoice against the work orders and calculating the hours of labor billed. The very first week
the system was in use he accounted for 60 hours of
labor against past average of 25. In the second week,
a
seeing the importance of the labor billing, he was
able to devise an aggressive plan for increasing his
billing.
Another case involved a heating contractor whose
monthly operations showed moderate profits that
turned into losses at inventory time. His accountant
suggested the installation of a stores issue system
together with a clerk to jeep it. Reluctant to spend
half of his potential saving on record- keeping, he
asked for counseling. An hour or so of questioning
on his operations disclosed that he was billin& his
Continued on page 46
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Close -Up

Former Executive Director Rawn Brinkley shakes hands with President Nixon
at a recent White House reception and briefing for the American Society of
Association Executives (ASAE). Mr. Brinkley, now Executive Consultant to the
Board of Directors, represented the Association at the briefing.

Also in Washington, NAA Vice President A. T. Samuelson (right) poses with
Comptroller General Elmer B. Staats (center) and Rep. Chet Holifie1d after he
was presented the Comptroller General's Award. Mr. Samuelson is director,
Civil Division, of the General Accounting Office.
MANAGEMENT ACCOUNTING/ OCTOBER 1971
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Chapter /Member News
STEPHEN A. SMITH, Cincinnati, was

appointed treasurer of Frederick Rauh/
Bernstein, Inc.... ROBERT A. STARK
was promoted to controller of Frisch's
Restaurants, Inc.
RICHARD M. AHLSTROM, Cleveland, has

been elected treasurer of Diamond
Shamrock Corp.
C. DAVID BISWELL, Columbia, was

elected treasurer of The Triangle Corp.
Two Dayton members have been named
at Hobart Mfg. Co. Lours VLASHO was
named director of manufacturing accounting, and Lours OLIVERIo, direc-

tor of sales accounting.
JOHN METZGER, Elkhart Area, has been

At Los Angeles Chapter's hugely successful Southern California
Business Show earlier this year were, 1. -r., chapter President
Marshall M. Johnson; Executive Director William M. Young, Jr.;
1970 -71 NAA Vice President Wade Salisbury, and Richard W. Harris,
chairman of the show and President -elect of the chapter. NCR
hostess describes capabilities of new equipment to the NAA leaders.
More than 60 local and national business equipment manufacturers
and suppliers exhibited the latest in equipment, services and
systems at the show.

named vice president and general manager of Wheel Camper Corp. He continues to serve as secretary- treasurer of
the company.... DONALD ToNN was
elected vice president and comptroller
of the First National Bank of Elkhart.
DUANE WHEELER, Fall River -New

Bedford, was recently appointed comptroller at Acushnet Co.
SANTOS L. VILLAR, Houston, was

elected vice president —finance and controller of Tech -Sym Corp.
Emeritus Life Associates
JOHN F. DUNNIGAN, Fort Lauderdale.
GEORGE M. EBERT, St. Louis past presi-

dent; Palos Verdes- Torrance.
RICHARD L. FAIRCHILD, Detroit.
THOMAS W. GILL, Kansas City.
EMIL J. GOGAL, West Bergen - Passaic
County.
HAROLD C. ISAAC, Rochester.
A. H. JURGEMEYER, Kansas City.
ELMER R. KING, Valley Forge.
CARL W. KOLLIE, Cleveland.
W. DOUGLAS LITTLE, Atlanta past president; past NAA vice president.
ROBERT H. MEYSTRE, Quincy.
Louis R. MILLS, Baltimore.
LOUIS J. MONROE, Toledo.
HAROLD J. MEYERS, Essex County; Newark past president.
MELVIN J. NAGEL, Cleveland.
BENJAMIN O. NELSON, Philadelphia,
1941.
CHARLES J. PATTERSON, San Francisco.
RAYMOND B. PEARCE, Piedmont past

president.
GLENN O. PETTY, Philadelphia.
CHARLES REINHERR, Akron past presi-

dent.
WILLIAM L. SHUTTER, Mid - Florida.
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BELDEN D. SCHERER, Akron.
LLOYD E. TAGGART, Sabine.
JAMESTHOMSON, Pittsburgh past presi-

dent.

ERVIN L. EGGLESTON, Indianapolis, has

been promoted to treasurer of American States Life Insurance Co. of Indianapolis.

KARL R. ZIMMERMANN, West Bergen -

Passaic County.
Promotions and New Positions
JOHN KING, Brunswick Area, was pro-

moted to treasurer of Personal Products.
RICHARD PARKER, Buffalo, was promoted to vice president and manager
of industrial financing of Marine Midland Bank — Western.... ARTHUR M.
ROBERSON has been appointed controller of the Bison Display Corp.
WILLIAM LORENZ, Calumet, was pro-

moted to comptroller of Inland Steel
Development Co.
JOHN H. DWYER, Canton, has been
promoted to treasurer, M. Conley Co.

Two Chattahoochee Valley members
were named at West Point Pepperell
Industrial Fabrics Div. CHARLES W .
ANDERSON was named manager of accounting, and C. LESTER TERRY, manager of cost and budgets.

ROBERT A. HEADY, Kansas City, has

been promoted to vice president and
deputy controller of the First National
Bank of Kansas City.
Two Lancaster members have been
named at Penn Dairies, Inc. HAROLD S.

BUTZ, JR., was elected to vice president
of administrative services, and WrLLIAM E. KRANTZ was elected vice president of finance, and secretary.
GARDNER JONES, international director

from Lansing- Jackson, has been appointed chairman of the Department of
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Accounting and Financial Administration, Michigan State University.
THOMAS WELCH, Long Island - Nassau,
has been promoted to partner at Peat,
Marwick, Mitchell & Co.

Time Off

JAMES A. HANNA, Louisville, has been
elected senior vice president of The
Martin Sweets Co.
DONALD H. BARRY, Mid-Missouri, was
promoted to divisional controller, Prince
Matchabelli Div., Chesebrough- Pond's.
HOWARD WICKERT, Milwaukee, is now
assistant treasurer, Milwaukee Die Casting Co.
HOWARD C. BRITIGAN, Minneapolis,
has been named vice president— finance
at Minneapolis - Moline, a subsidiary of
White Motor Corp.
ROBERT E. GREENALCH, New York, is
now controller and business manager
for the New Home Sewing Machine
Co.... ROBERT E. PATTERSON, past
chapter president, has been promoted
to assistant vice president of the Sperry
and Hutchinson Co., with responsibility
for all Specialized Marketing Operations. . . . JOHN F. WALRATH, New
York, was elected chairman of the
board and chief executive officer of
Duffy -Mott Co. He is also vice president, Subsidiary Administration, at the
parent company, American Brands, Inc.
ANDRE M. ROMANO, New York, has
been promoted to officer -in- charge of
the Internal Audit Service of the United
Nations. (This item was reported erroneously in the July 1971 issue.)

^oRMAN

"Frankly, this book contains everything you've always wanted to know about
accounting but were afraid to ask."

DR. CLIFFORD HUTTON, North Texas,
is now the first vice president of student affairs at the University of Tulsa.

'Hot Pants': Are They
'Cool' Enough for Business?

JAMES F. O'BRIEN, Peninsula -Palo Alto,
was named vice president, finance, of
ESL Inc.

A generally frosty reception has been
given to hot pants in business offices,
according to parallel surveys taken by
Administrative Management and
Western Girl, Inc. Of those replying
to the surveys, 63% prohibit hot
pants on the premises; only 22% permit the controversial shorts without
reservation. Some offices reported a
selective policy: only those employees
with attractive figures were allowed.
The general approval accorded miniskirts after initial widespread resistance (only 5% do not allow now)
may foreshadow a warmer reception
to hot pants in business offices. If

BRUCE S. BOTWIN, Philadelphia, has
been appointed controller of Lankor
International, Inc.... FREDERICK W.
SHAFFER has been promoted to assistant treasurer, Rohm & Hass Co.
GERALD F. GAWRONSKi, Raleigh -Durham, was promoted to vice president —
controller, General Telephone Co. of
the Southeast.
PAUL J. MILLER, Rochester, has been
elected treasurer, Mixing Equipment Co.

limits must be established, accountants —who are trained in measurement —can be called upon.

Virtue Untaxed
The tax on chastity belts in Britain
has been lowered by about 60 cents
each, according to The New York
Times. The belts were reclassified as
a safety device rather than an article
of clothing. The Member of Parliament who pushed through the legislation said, "Being a 70- year -old
widower, my interest in chastity belts
is purely academic. But they are valuable dollar carvers and play an important part in our balance of payments."

EDGAR T. BUSCH, St. Louis, has been
named controller of Alexian Brothers
Hospital.
EARL J. EVANS, Salt Lake Area, was apMANAGEMENT ACCOUNTING /OCTOBER 1971
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pointed controller of Centennial Development Co.
JUAN AGOSTO, San Juan, was named a
partner at Peat, Marwick, Mitchell &
CO.... OIEL RODRIGUEZ is now comptroller, Carbide Circuit Breaker Co.
ROBERT H. SMITH, Trenton, has been
admitted as a partner in Wolf & Co.
Two Worcester members were named
at Worcester County National Bank.
HARRY J. BATCHELLER was promoted
to assistant controller, and PAUL R.
MAFFEI to assistant vice president....
JAMES B. REYNOLDS was elected controller of Jamesbury Corp.

Caribbean Regional Conference
San Juan: October 29 -31
An NAA regional conference sponsored by San Juan Chapter will be held in
Puerto Rico, October 29 -31. The Caribbean Regional Conference will include technical meetings, equipment demonstrations, tours, parties, ladies'
activities and the gracious hospitality of a city celebrating its 450th Anniversary. Site of the conference is the Americana Hotel. The chapter has reserved
a number of rooms at the hotel for those attending the conference. Registration fees, which include a number of meals and tours, are $55 for participants
and $35 for accompanying ladies. For further information, write to NAA
Caribbean Conference, GPO Box 1659, San Juan, Puerto Rico 00936.

In Memoriam
WALTER ASTOR, 50, New York, 1966.
JOHN M. BARER, 74, Denver, 1932.
Emeritus Life Associate.
WALLACE F. BARER, 53, Rochester,
1948.
HOWARD O. BOWMAN,79, Akron, 1939.
Emeritus Life Associate.
PETER W. CADDEN, 49, Newark, 1959.
EDWARD I. CRAWFORD, 75, Memphis,
1947. Emeritus Life Associate.
Roy E. DUVALL, 56, Los Angeles, 1945.
LAWRENCE N. EATON, 42, Bangor past
president, 1961.
FRANKLIN P. FLEE, 61, Indianapolis,
1965.
CHARLES H. GRAHAM, 49, Beaver Valley, 1966.
HORACE K. HUDSON, 58, St. Louis,
1954.
RAYMOND O. JUMP, 49, Tri- Cities, 1966.

LAWRENCE B. KENNY, 54, Providence
past president, 1946. Stuart Cameron
McLeod Society.
DALE C. KEITH, 70, Tulsa, 1948. Emeritus Life Associate.
JAMES V. MAURO, 44, Rochester, 1969.
ROBERT M. MCCARTHY, 45, Boise,
1969.
HARRY A. MCWADE, 63, Knoxville,
1962.
JOSEPH C. MILLER, 64, Scranton, 1952.
LEONARD A. OLSON, 70, Trenton past
president, 1952. Emeritus Life Associate.
EMERSON M. ORT, 67, Columbus, 1952.
GEORGE W. OSBORN, 79, Hartford,
1920. Emeritus Life Associate.
KAREN L. PFEIFFER, 24, Detroit, 1969.
ROBERT M. REAMEs, 59, Lansing, 1948.
EARL C. RICKERDS, 66, Baltimore past

president, 1930. Stuart Cameron McLeod Society.
ROBERT M. ROUSE, 54, Cincinnati,
1946.
RICHARD E. SLATTERY, 41, Evansville,
1970.
JOSEPH E. SPULLER, 82, Akron past president, 1929.
CLIFTON STROUD, 69, Detroit, 1924.
RALPH L. TROSCLAIR, 49, Jacksonville
past president, 1958. Stuart Cameron
McLeod Society.
PETER W. VAN DER LIKE, 47, South
Florida, 1958.
WILLIAM D. WAGNER, 65, Tri- Cities
past president, 1939. Stuart Cameron
McLeod Society.
JOHN H. WEBER, 49, Butler Area, 1965.
WARREN J. WEMPLE, 56, Peoria past
president, 1951.

H O W COUNSELING WORKS IN NEW HAVEN
Continued from page 42
customers for the metal in air ducts by weighing
the completed duct and multiplying its weight by
his invoice cost — without any adjustment for cutting or other scrap. He very cheerfully accepted the
recommendation that he use simple test sampling
to determine an adequate percentage add -on to his
material cost.
Why Counsel?
Why should NAA members participate in such
a program? There seem to be two major reasons.
The first affects your business. Population shifts are
changing the geography of business and industry and
increasingly, industry must draw its work force from
minorities. If you are a member of an industry, you
have a direct and vital interest in upgrading the
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skills of these groups so as to enhance their stability
and ability to serve your industry. If you are in commerce, you need these people as stable customers
as well. If you are a professional, your economic
interest may be even more direct.
The second reason is very personal and compelling. By participating in such a program you will
expand your skills at a rate that will surprise you.
Counseling will stretch your mind, enhance your
skills in problem - solving techniques, and give you
experience in public speaking. Your acquaintanceship in the community will be expanded —and not
only with minority groups. You will have an opportunity to participate in managerial decisions and
to test some of your management theories.
In these days of early retirement, it may even provide you with a second career — ready -made in your
own community.
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THE PRESIDENT'S MESSAGE
This has been a year of personal enrichment and
gratification —and for the privilege of serving you
I shall be eternally grateful. We have successfully
completed a period of difficult transition but the
leadership manifested this year proves that the
progress made by past administrations and members of the national staff has produced an organization built on strength and ready for the challenges
of the future.
Our Association is poised to assume a prestigious
role in the business and professional communities
of the United States and the world. But these aims
cannot be accomplished with half measures or with
timid, unimaginative programs. The NAA programs
to achieve our objectives exist now, particularly in
management accounting practices, education and
research, socio- economic activities, and recognition
of educational attainment.
We must continue to develop these activities,
for the stature of NAA will be established firmly
only if we produce services and achievements that
are creative, thoroughly professional, and responsive to the needs of society. Indeed, if we do not
do this, we will deserve only the secondary status
reserved for any group that fails to respond in full
to its responsibilities.
Permit me a word about the outstanding men
who worked with me this year —the Executive Committee, Board of Directors and committee members. These men, all pledged to the principles of
our fine Association, continue to give their time and
effort freely for the attainment of our objectives.
Their cooperation and support has meant much to
me, as I know it has to you.
One group in particular must receive special
comment —the international officers. The deep affection and mutual respect developed within this
group during the year reflects the effective work
performed by these men. Their full and unwavering support when it was needed must have my deep
gratitude. My thanks without reservation is given
to these men with whom I have developed a warm
friendship.
I want to express again my everlasting gratitude
for this most exciting and rewarding year, and my
profound hope that you will render the same support and encouragement to your new President,
Mr. Jules Underwood, a well - qualified and experienced leader.
0

a: %L

ETTORE BARBATELLI

President, 1970 -71
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PLANNING
What direction should the Association be going?
How should it get there? These were the questions
in simplified form that preoccupied the Committee
on Planning during 1970 -71. The Committee was
specially interested in studying the objectives of
the Stevenson and Warner Trophy competitions
and the contribution of the competition point
structure to the objectives. It determined that the
objectives of the competitions are:
a. Planning
b. Establishment of standards of good performance
c. Measurement of actual performance against
standards
d. Incentives
e. Recognition of achievement
These objectives have been published in the rules
for the competitions and chapters will be urged
to make them a part of their program and roster
books. The committee will continue to study the
appropriate balance in the competitions' point
structure among the educational, social and civic
aspects of the competitions.
Because of the increasing costs of chapter operations, it was recommended that start -up payments
to new chapters be increased from $100 to $250.
This proposal subsequently was approved by the
Executive Committee and becomes effective in
1971-72.
Other programs discussed included the establishment of common interest areas within the Association, such as data processing, budgeting, international audit; increasing representation on the
international Board of Directors; coordination of
plans for staff organization, employee relations and
benefits; development of regional offices; merger
of other organizations into NAA; a change in the
Association's name, and the promotion and expansion of the Association's membership and services
in the international field. The 1971 -72 committee
will discuss the possibility of holding the annual
election by mail ballot, the obtaining of foundation
grants for translations, and future conference locations. The incoming committee was also urged to
give priority attention to the educational accreditation program.

MEMBER AND CHAPTER GROWTH
Growth of the Association continued apace with
notable "firsts" achieved during the year just past.
The first NAA chapter in Alaska was established
and a new "first" achieved in West Germany with
the organization of a chapter in Frankfurt. New
chapters brought the total to 11 international and
259 domestic chapters. Newly chartered chapters
include:
* Abilene Area (Texas)
* Alaskan Chapter
* Catawba Valley (N.C.)
* Cuyahoga Valley (Ohio)
* Delaware County Pennsylvania
* Illinois Northeast
* Kokomo Area (Ind.)
* Mass. Pioneer Valley
* Northeast Mississippi
* West Los Angeles (Calif.)
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West Los Angeles Chapter was one of 12
new chapters chartered during the year.
Here, Roger A. Bartosh, center, holds charter
presented by Vice President Wade B.
Salisbury (right) and Executive Director
William M. Young, Jr.

• Redwood Empire (Calif.)
• Sioux Falls Area (S.D.)
Economic sluggishness was a factor in the membership growth rate, somewhat reduced from prior
years. Membership at June 1, 1971, was 70,680,
as compared to 69,820 at June 1, 1970—a net
growth of 1.2 %. A return to a growth rate of 5%
is anticipated once the economy regains its strength
and the impact of the dues increase is assimilated.
Chapters which have difficulty deciding whether
or not to spin off another chapter are given guidance in a new publication, "Guidelines on When
to Spin off a New Chapter," issued by the Committee on New Chapter Formation. The procedure by
which the Member /Industry Surveys submitted by
chapters are approved was changed; such surveys
will be approved by a staff committee.
A membership recruitment effort was launched
to help chapters bring in more members from the
hospital and medical management field. The drive
included special mailings and a FACTS kit tailored
to interest hospital management accountants. Substantial interest in NAA was created by the mailings
and chapter membership directors followed up on
prospects.

CHAPTER OPERATIONS
The addition of two new trophies and ten banners
resulted from a joint review by the Committee on
Chapter Operations and the Committee on Planning of the chapter competition incentives. The
trophies and banners were added to keep an
equitable ratio in number of awards made and the
number of chapters competing for them.
Named after the first president of the Association, the /. Lee Nicholson Award will be presented
to the chapter with the second highest final standing in the competition for the Warner Trophy. The
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In one of the chapter visits traditionally
undertaken by the current president, NAA
International President Ettore Barbatelli
presented a plaque to Detroit Chapter
President Bliss R. Finlay (left) upon
the occasion of its 50th Anniversary
observance.

President Barbatelli also made it a point
to be on hand to present the Stevenson
Trophy to Elmira Area Chapter, winner in
the 1969 -70 competition. Winning Chapter
President Edwin M. Manktelow accepts
the congratulations.

Stuart Cameron McLeod Society Trophy will be
awarded to the chapter with the third highest final
standing in the chapter competition for the Stevenson Trophy.
The Board of Directors also approved the awarding of banners for places 21 through 25 (plus ties)
in the Stevenson Trophy competition and for places
6 through 10 (plus ties) in the Warner Trophy competition. The new awards and banners will be presented for the first time to chapters competing in
1971 -72.
As part of the visit policy, a total of 707 visits
were made to 253 chapters by international officers, directors and members of the staff. NAA
officers and directors were also present at all the
regional councils and conferences and, in addition,
guided 26 chapter operation workshops.
At five meetings held alternately in Chicago and
New York, the Committee on Chapter Operations
reviewed the attendance competition, motivating
manuscript writing, chapter operation workshops,
and chapter organization and administration.

EDUCATIONAL ACTIVITIES

International Chapters
A point payment plan was implemented during
1970 -71 and certificates awarded during the Annual
International Conference in Honolulu to top performing chapters in the international division. The
plan will be reviewed at periodic intervals by the
Committee on International Chapters, and depending on how well it achieves its objectives, the plan
ultimately may result in a full international trophy
competition.
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The Association's broad educational program was
supplemented, revised and expanded during 197071. Much time and thought was devoted by the
Committee on Education to insuring that the incentives in the competition reflect the educational
objectives. As a result, chapter competition rules
now provide more than 50% of the competition
points for chapter activities in the area of education.
NAA is giving increasing attention to programs
of cooperation with other educational institutions
and other associations. This requires keeping other
associations apprised of our educational programs,
our research efforts and the activities of the
Management Accounting Practices Committee.
Continuing Education Program
A series of courses devoted to specialized areas
of accounting were developed and introduced in
the national Continuing Education Program. These
courses involve accounting for hospitals, banks
and insurance companies. Planning during the year
for a CEP program in a Canadian city will reach
fruition when seven courses are held in Montreal
this Fall.
As a welcome byproduct of its educational program, NAA is attracting college faculty members,
an increasing number of whom are serving as instructors and discussion leaders in both the CEP
and LEAP programs.
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Local Education Activity Program
More emphasis is being given to the concept of
professional development through chapter activities. One of the programs specially developed for
use by chapters in this area is the Local Education
Activity Program (LEAP). LEAP consists of workbooks for a series of integrated courses, and a number of seminars focusing on specific areas of interest
to specialized accounting groups. An advantage of
the program is that it can be presented in the local
area by one or more chapters and is convenient to
a majority of members.
LEAP has been successful, judging from the initial
response from chapters and members. Forty -seven
programs were conducted in 1970 -71. Twelve separate courses and seminars will be made available
to chapters for 1971 -72.
Recognition of Educational Attainment
In keeping with its educational responsibilities
to the membership, the Board of Directors has
authorized a program for the recognition of educational attainment by NAA members. Preliminary
planning was done by the Ad Hoc Committee on
Recognition of Educational Attainment. A newly
established body —the Educational Attainment
Task Force —will develop detailed plans for the
implementation of the ad hoc committee's
recommendations.
The task force's objectives are to recommend a
suitable organization structure for planning and
administering a program designed to recognize
educational attainment, and to plan and develop a
detailed program for testing candidates and awarding certificates in management accounting. The
fact that such a program is needed and wanted by
members has given a sense of urgency to the work.
This urgency impels the task force to complete its
work as soon as practical so that a solid, prestigious
program can be established.

Well- attended technical session at the
Annual International Conference in
Honolulu shows members dressed informally but still working hard at keeping
up with a changing world.

RESEARCH
Two new studies in the Research Series for
Management Planning and Control were released
for publication. The studies are titled Management
Control of Information Systems Development by
Harold M. Sollenberger, and Information for Marketing Management, prepared by a special study
team led by Martin A. Lower, vice president of
Booz, Allen & Hamilton, Inc., management consultants. These studies are the second and third in Here's a view of another concurrent
the series designed to research how information session at the Annual Conference.
from both inside and outside a company is organized for internal use by management.
diversified companies, defense contract costing,
In other work, the Committee on Research and interim financial reporting.
developed a five -year research program and financial plan approved by the Executive Committee. A Grants in Aid
special subcommittee produced a report on the
"Methods of Selection, Management and DistribuThe Committee on Grants in Aid made two
tion of the Results of Research Projects," which grants of $5,000 each to doctoral candidates for the
was accepted by the Executive Committee in research and preparation of dissertations. The ComJanuary.
mittee, however, recommended that this program
Work in progress within the research program be discontinued after the monies authorized are
includes research into applications of behavioral disbursed and that alternative means be sought to
science, and financial planning and modeling. Three encourage research and publication of research in
projects are nearing completion: the implementa- the management accounting field. The Board of
tion phase of the study on segment reporting by Directors approved this recommendation.
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51

MAP's draft on concepts for cost -type
contracts was discussed at four forums.
This one was held in Chicago.

"The heterogeneous membership of the
Association makes it generally impractical
for the Committee to reflect or support
the opinions and positions of any particular segment of the membership. It will
at all times welcome opinions of the
members of the Association and will be
sensitive to them. However, it will not
necessarily reflect a consensus of the
membership opinion in each of its
pronouncements.
"The Committee, in formulating its
statements, will place major emphasis on
the use of accounting information by
management. But, it will not attempt to
speak solely for management."
The MAP Committee considered and responded
to the Accounting Principles Board on the following topics: Interest on Receivables and Payables,
Accounting Changes for Disposition of Assets in
Non -Cash Transactions, Accounting for Equity
Securities, the Equity Method of Accounting for
Investments in Common Stock, Changes in Financial Position, and a discussion outline on Financial
Reporting by Diversified Companies.

MANAGEMENT ACCOUNTING
PRACTICES
The vigorous and numerous activities of the Committee on Management Accounting Practices in
1970 -71 reaffirmed the Association's resolve to
have a voice in the accounting field. The MAP
Committee developed and published a draft titled
"Tentative Concepts for Cost -Type Contracts."
This draft was thoroughly discussed at a series of
public forums held in May -June 1971 in Dallas,
Los Angeles, New York and Chicago. These unique
meetings gave members an opportunity to participate in the formulation of concepts for costing
contracts. Such forums may be used again to allow
members to participate in the Committee's work.
Eight subcommittees are active in developing
material relative to the committee's deliberations
on accounting issues:
1. Segment Reporting
2. Interim Financial Reporting
3. Inventory Valuation
4. Research and Development Costs
5. Fixed Asset Accounting
6. Costs for Make or Buy Decisions
7. Basic Cost Concepts
8. Accounting Terminology
The MAP Committee also developed a "Basic
Philosophy for MAP" which will be used as a guide
in its work. The statement of philosophy reads as
follows:
"The National Association of Accountants
regards a firm, sound National economic
environment and social justice to be essential to the survival of a competitive
free - enterprise economic system. Therefore, the Management Accounting Practices Committee, as an arm of the NAA,
will support and promulgate those accounting principles and practices which
it believes will best serve the realization
of these objectives.
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Some MAP subcommittees met in the NAA
offices in New York. Listening attentively
to the discussion are, I. -r., Executive
Director William M. Young, Jr.; Managing
Director John E. Vavasour, and MAP
Chairman I. Wayne Keller.

Three participants in MAP's New York
forum continue discussion of the Committee's work during coffee break.
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PUBLICATIONS
Major attention was devoted to planning improvements in the Association's monthly publication —
MANAGEMENTACCOUNTING. Organizational changes
placed both the editorial and production functions
under the publisher of the magazine. Advance planning in the scheduling of articles for each issue has
assisted the advertising sales effort. A recommendation that editorial aids be developed for advertisers will be put into effect as the volume of advertising grows.
A revision in format of the magazine was recommended and implemented in the first issue of the
new volume year —July 1971. A change to glossy,
coated stock for the cover and to a two - column
text format is designed to achieve flexibility and,
at the same time, improve the readership of the
publication.
A monthly Reader Service page will include
titles and prices of research reports available to
members. It also includes a listing of other materials, such as jewelry, reprints Of MANAGEMENT
ACCOUNTING, and Continuing Education Program
and membership information.

or techniques of management accounting either as
a result of a single project or accomplishment, or as
the result of a long -term, continuing effort.
Five members of the Association appointed annually by the current president will constitute the
Distinguished Service Award Selection Committee.
Presentation of the award will be made at a formal
dinner coinciding with the annual mid -year meeting of the NAA Board of Directors.
Public relations activities were directed toward
disseminating information on the Annual International Conference in Honolulu and the four MAP
forums in May -June. Significant results were
achieved in other accounting publications and in
the local press. To continue this effort, the Committee urged that outside professional counsel be
continued to supplement staff efforts.

PUBLIC RELATIONS
To honor individuals who have "made outstanding contributions to the advancement of management accounting," the Committee on Public Relations recommended, and the Executive Committee
approved, the establishment of a Distinguished
Service Award in Management Accounting. The
Committee will continue work to develop criteria
for the awarding of the honor and the design of the
award.
The award is intended to honor an individual
who has made outstanding contributions to the
advancement of management accounting. Those
nominated for the award will be individuals who
have made substantial impact on the nature, trend

NAA ladies begin day of sightseeing and
entertainment featured in the ladies'
program at the Annual Conference
in Honolulu.

Japanese banker Sumio Hara addresses Hawaii conference -goers at keynote
luncheon. Mr. Hara's remarks were well - covered by the Honolulu
newspapers and radio and television stations.
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Size of the attendance at the Annual Conference can be seen in this photo
of a general session.

CONFERENCES
NAA's first Annual International Conference in
Hawaii, June 20 -24, drew a total registration of
1,752, including 928 members, 653 ladies and 171
children. The attendance at the Annual Dinner,
which was greater than at some prior conferences
on the Mainland, surprised and delighted conference planners.
As for regional meetings, conferences were held
in San Francisco; Hartford, Conn.; and Louisville,
Ky. The NAA staff cooperates with chapters in the
planning and conduct of these regional meetings
which are designed to combine the advantages of
an annual conference with local and regional sponsorship and participation.

SOCIO- ECONOMIC PROGRAMS
During 1970.71 there were 66 active chapters with
more than 890 members participating in the program which offers confidential accounting and
other financial management advice to all interested,
needy applicants. Chapters reported a total of 553
cases accepted and 363 cases completed as of July
1971.
Designed to assist disadvantaged small businessmen, the program received considerable impetus
when the Association formalized a working arrangement with the U.S. Small Business Administration.
Under the agreement SBA will refer clients who are
granted loans to the local NAA chapter socioeconomic committee for counseling. The chapter,
in turn, will designate an appropriate member to
provide the requested service.
The committee on Socio- Economic Programs
published�a�brochure�—�"YOU�CAN�"�—to�familiarize small businessmen with the NAA service. These
brochures were made available to government and
private organizations involved in the same effort.
The Committee, which was granted full committee
status, will seek outside financing for the production of a video film series directed toward assisting
minority businessmen.
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Officers of the Stuart Cameron McLeod
Society at their annual dinner in Honolulu.

STUART CAMERON McLEOD SOCIETY
This honorary society of past national officers and
directors is the sponsor of a new award in the
competition. The Society will present the Stuart
Cameron McLeod Society Trophy to the third place
winner in the competition for the Stevenson
Trophy. This award will be presented for the first
time at the Annual International Conference in
Philadelphia in June 1972.
The Society had one of the largest turnouts ever
at its Annual Meeting and Dinner in Honolulu,
held in conjunction with the Association's Annual
Conference. Some 300 members and their spouses
participated in conference activities and in the
Society's reception, induction, and Annual Dinner.
Members also attended SCMS dinners at the
three regional conferences. The mid -year meeting
was held in Miami Beach where more than 100
members and their wives enjoyed a fine technical
program and social activities.
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FINANCIAL
A five -year budget was put together by the Committee on Finance at the direction of President
Ettore Barbatelli. This budget incorporates five year projections of each of the NAA committees.
It was subsequently revised and then approved
by the Executive Committee and the Board of
Directors.
To finance current and planned programs, the
Committee recommended that dues be increased
to $45 for members living in the United States and
Canada and to $35 a year for members living
abroad. The Committee also recommended that per
capita payments to chapters should be increased
from 44 cents a month to 64 cents. The Board of
Directors at its meeting on January 15 -16 voted to
increase the dues and to raise the per capita payment to chapters.
Investments
As a result of an unsatisfactory performance involving the handling of the Reserve Fund, it was
recommended that NAA change' investment advisors. After a complete review of the investment
policy and philosophy of prospective advisors,
Brown Brothers Harriman & Co. was selected to be
our investment advisors and the custodian of the
Reserve Fund securities. The transfer of the NAA
portfolio was made in October 1970 and Brown
Brothers Harriman & Co.'s representatives are now
actively handling the Reserve Fund.
NAA Insurance Plan
The committee voted to reduce the premium on
the group life insurance program by 10 %. This
represents the second 10% reduction since the
plan went into effect in 1968.
Memorial Education Fund
The Memorial Education Fund was established
to allow NAA members and others to contribute
to the educational objectives of the Association.
Administration of the monies is separate from
those of the Association. Responsibility for the
Fund is vested in a three - member committee and
all actions of this committee are subject to the
approval of the Executive Committee.
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As part of its responsibilities the committee may
invest and administer the funds in such a manner
as in its judgment will best serve the objectives
of the Fund. The committee has the authority to
purchase or sell securities as it deems necessary.
Income earned by the Fund, or any part of the
principal, is used exclusively for education.
Donors to the Fund in 1970 -71 included:
Arthur P. Bartholomew
Mr. & Mrs. Rawn Brinkley
Robert I. Dickey
John Harrington
Firman H. Hass
John T. Kokos
Mr. & Mrs. Cary Marshall
James E. Meredith, Jr.
Grant U. Meyers
Mr. & Mrs. Nels C. Nelson
Carl G. Orne
Mr. & Mrs. H. A. Papenfoth
William A. Reville
David W. Rewick
Kenneth R. Rickey
Colin A. Stillwagen
Mr. & Mrs. John E. Vavasour
William M. Young, Jr.
1969 National Officers
Scottsdale Area Chapter
1968 -69 Officers of Florida West Central
Chapter
Union County Chapter
Ex Prez Club Dayton Chapter
Stuart Cameron McLeod Society
San Diego Chapter
Member Partners of Geo. S. Olive & Co.
New Orleans Chapter
Dayton Chapter
Persons memorialized by the donations include:
Alysse Barnecut
Lavern A. Battern, Jr.
John Bergstedt
Jesse C. Cassel
Edgar I. Gerhard
Arthur Gunnarson
Esther Heckert
Patrick F. Jackson, Sr.
Alan A. Keiser
George C. Lawrence
John J. Riordan
H. Leslie Rogers
Harold Rowles
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Statements of Assets, Liabilities and Fund Balances
ASSETS

LIABILITIES AND FUND BALANCES
June 30

June 30
1971

1971

1970

241,151
1,378,551

210,172
1,200,732

1970

. . . . ... . .

3

3

$1,548,284

$1,459,216

.

.
.

.

.

.

.

48,312

$1,548,284

$1,459,216

$2,268,554
93,880
236,631)
20,000)

$2,463,841
105,970
48,894)
252,363)

(
.

.

.

$

25,715
97,133)

.

.
.

.
.

.

.
.

.

.
.

.
.

.

.

.

.

.

.

.

.

.

.

.
.

.

.
.

.

.

.

.

.

.

.

.

.

.

1,150,000
26,635
20,500
12,224

. 1,393,000
.
34,349
.
20,500
.
11,279

.

.
.
.
.

.

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

.

.
.
.
.

.

.
.
.
.

.

.
.
.
.

.

.
.
.
.

.

Accounts payable and accrued expenses
Deferred income . .
Due to Memorial Education Fund
from sale of securities
Fund balance (deficit)
.

249,854

.

89,153

.

. . . . .. . . . $

$

Cash . . . . . . . . . . . . . . . . . . . .
Marketable securities, at cost which
approximates market . . . . . . . . .
Miscellaneous receivables and deposits
Prepaid pension cost . . . . . . . . . .
Deferred charges . . . . . . . . . . . .
Fixed assets and publication inventory,
at nominal value Note A . . . . . .

$

CURRENT OPERATING F UND

$2,268,554

(

.

.

.

.

.

.

(

.
.
.

.

.

.

(

.

.

(

.

.
.

.
.

.

.

.
.

.
.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

1,677,999

$2,105,803
.

. 1,220,472

Balance at end of year

.

529,110

.

538,508

.

.

.

54,931

.

332,251

.

.

.

.

.

.

.

.

.

Fund balance:
Balance at beginning of year
Initiation fees
Net loss on securities
Contributions to Current Operating Fund
.

6,514

.

14,572

.

.$

$

Cash . . . . . . . . . . . . . . . . . . . . . . . . . . .
Investments, at cost:
Bonds:
U.S. government agencies (quoted market price
$331,625 in 1971 and $52,250 in 1970) . . . .
Corporate (quoted market price $473,438
in 1971 and $302,913 in 1970) . . . . . . . . .
Corporate stocks and commercial paper (quoted
market price $1,469,457 in 1971 and
$1,364,734 in 1970) . . . . . . . . . . . . . . .

.

RESERVE F U N D

$2,268,554
MEM ORIAL EDUCAT I O N F U ND
Cash . . . . . . . . . . . . .
. . . . . . . . . ... . $
Short -term investment, at cost which
approximates m a r k e t . . . . . . . . . . . . . . . . . .
Due from Current Operating Fund from sale of
securities ...... ...............................
$
See notes to financial statements.

12,480

25,715
38,195

$

$

7,804

32,804
3,195
2,196

$

25,000

Fund balance:
Balance at beginning of year . . . . . . . . . . . . $
Donations to fund . . . . . . . . . . . . . . . . . .
Interest income . . . . . . . . . . . . . . . . .

27,654
2,305
2,845

32,804

$

38,195

$

32,804

NATIONAL ASSOCIATION OF ACCOUNTANTS

STATEMENT OF INCOME AND EXPENSES AND CHANGES IN
FUND BALANCE - CURRENT OPERATING FUND
Year ended June 30
1971

1970

$2,294,216
428,461
71,576
59,420
59,662
31,170
15,187
16,616
6,500
28,845

$2,218,629
421,455
95,616
59,700
54,172
58,074
13,724
4,185
19,541
24,662

3,011,653

2,969,758

802,231
541,178
410,277
128,741
140,939
739,280
379,799
6,464

775,637
531,951
459,118
156,310
137,773
597,205
252,719
18,922

3,148,909

2,929,635

EXCESS OF INCOME OVER EXPENSES (EXPENSES
OVER INCOME) BEFORE CONTRIBUTION FROM
RESERVE FUND AND EXTRAORDINARY ITEM (

137,256)

40,123

Contribution from Reserve Fund (including $20,000
in 1971 and $200,000 in 1970 applicable
to office relocation) . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Extraordinary item -office relocation,
(

20,000
117,256)

252,363
292,486

including leasehold improvements,
furniture and equipment -Note A . . . . . . . . . . . . . . . . . . . .

28,189

191,811

145,445)

100,675

.

.

.

.

.

.

.

.

.

.

.

.

.

.
.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

INCOME
Membership dues . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Continuing Education Program- registration fees
Interest and dividends on Reserve Fund investments . . . . .. .. .. .. .. ..
Interest on short -term investments
Advertising . . . . . . . . . . . . . . . .. .. .. .. .. . . . . . .. .. .. .. .. . .. . .. .. .. ..
Sales of research reports . . . . . . . . . . . . . . . . . . . . . . . . . .
Sales of publications
Sales of educational materials -LEAP . . . . . . . . . . . . . . . . . . .
Socio- economic Program- donation . . . . .
Miscellaneous . . . . . . . . . . . . . . . . . . . .. .. .. .. .. . . .. .. .. .. .. ..

EXPENSES
Chapter relations and membership . . . . . . . . . . . . . . . . . . . .
Continuing Education P r o g r a m . . . . . . . . . . . . . . . . . . . . . .
Publications . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Research studies on management accounting . . . . . . . . . . . . . . .
Promotion and public relations . . . . . . . . . . . . . . . . . . . . . .
General office services . . . . . . . . . . . . . . . . . . . . . . . . . . .
Administrative . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Socio- economic Program . . .. ... . . . . . . . . . ... . . . . .. .

NET INCREASE (DECREASE) IN FUND BALANCE (
Fund bal ance (def icit) at beginning of year .. .. ... .... .... ...
FUND BALANCE (DEFICIT) AT END OF YEAR ($

48,312

(

52,363)

97,133)

$

48,312

Certain prior year amounts have been reclassified for comparative purposes.
See notes to financial statements.
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NATIONAL ASSOCIATION OF ACCOUNTANTS

STATEMENT OF SOURCE AND APPLICATION OF FUNDS CURRENT OPERATING FUND

...

.

..

.

$249,854

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

Net increase in fund balance from operations,
including contribution from Reserve Fund . . . . . . . . . . . . . . . .
Decrease in amount due from Reserve Fund . . . . . . . . . . . . . . . .
Increase in accounts payable and
accrued expenses . . . .
. . for
. . account
. .. ... .. ... ... .. ... ..
Proceeds from sale of securities
of Memorial Education Fund . . . . . . . . . . . . . . . . . . . . . . . .
Increase in deferred income
.... .... . . . . . . . . . . . . . . .
.

.
.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

(

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.
.

.

.

.

.

.

.

156,183
100,675
34,162

.

APPLICATION OF FUNDS
Net decrease in fund balance from operations,
including contribution from Reserve Fund
Amortization of deferred charges

$

... ..

.

SOURCE OF FUNDS
Cash at Beginning of Year

.

Year ended June 30
1971
1970

10,979

10,255

25,715
177,819

1,117,955

234,513

1,263,047

145,445
2,445)
143,000

Additions to deferred charges . . . . . . . .
I n c r e a se i n m a r k e t a b l e s e c u r i t i e s
Increase in miscellaneous receivables
and deposits . . . . . . . . . . . . . . . . .
Increase in prepaid pension costs . . . . . .

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

1,500
243,000

12,224
1,150,000

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

7,714

4,152
3,000

395,214

1,169,376

Net cash increase (decrease) for year ( 160,701)

93,671

CASH AT END OF YEAR $ 89,153

$ 249,854

See notes to financial statements.
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NATIONAL ASSOCIATION OF ACCOUNTANTS

NOTES TO FINANCIAL STATEMENTS
JUNE 30, 1971
Note A —FIXED ASSETS AND PUBLICATION
INVENTORY
It is the policy of the Association to charge
purchases of leasehold improvements, furniture and equipment, library books, and publications to expense at the time of purchase.
Note B— SPECIAL PURPOSE FUNDS
The Reserve Fund was established for the purpose of providing funds which may be utilized
to insure continuous extension and development of activities for the best interests of
members. Income earned on investments of
the Fund are recorded in the Current Operating Fund. No appropriations may be made
from the Fund except upon affirmative vote of
the majority of the Board of Directors.
The Memorial Education Fund was established
for the purpose of accepting and holding funds
to support and further the educational goals
of the Association. All money and property

received by the Fund is administered separately from the general funds of the Association by a five -man Board of Trustees, whose
actions are subject to the approval of the
Executive Committee.
Note C— PENSION PLAN
The Association has a pension plan covering
substantially all employees. Total pension expense for the year ended June 30, 1971,
amounted to $76,000. Past service costs are
being amortized over 20 years, and it is the
Association's policy to fund pension costs
accrued.
Note D —LEASE COMMITMENTS
In 1970 the Association relocated its offices to
new leased premises which require an annual
rental of $211,394 to 1985. The Association had
subleased two portions of the premises at
annual rentals of $36,720 and $18,587 through
1980 and 1975, respectively.

ERNST & ERNST
140 BROADWAY
NEW YORK, N.Y. 10005
Board of Directors
National Association of Accountants
We have examined the statements of assets, liabilities and fund
balances (excluding funds and accounts of chapter treasuries) of
the Current Operating Fund, the Reserve Fund, and the Memorial
Education Fund of the National Association of Accountants as of
June 30, 1971, and the related statements of income and expenses
and changes in fund balances, and source and application of funds
of the Current Operating Fund for the year then ended. Our examination was made in accordance with generally accepted auditing
standards, and accordingly included such tests of the accounting
records and such other auditing procedures as we considered necessary in the circumstances.
Leasehold improvements, furniture and equipment, library books,
and publications are stated in the accompanying statements of assets,
liabilities and fund balances at a nominal value, and the costs of
additions and replacements are charged to expense in the Current
Operating Fund when incurred, rather than capitalizing such items
as would be required by generally accepted accounting principles.
In our opinion, except as stated in the preceding paragraph, the accompanying statements present fairly the assets, liabilities, and fund
balances of the several funds of the National Association of Accountants as of June 30, 1971, and the results of its operations, changes in
fund balances and source and application of funds for the year then
ended, in conformity with generally accepted accounting principles
applied on a basis consistent with that of the preceding year.

New York, N. Y.
August 20, 1971
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ILLUSTRATION OF SOURCES AND
USES OF NAA INCOME, 1970 -71
SOURCES OF INCOME

EXPENDITURES
BY MAJOR FUNCTIONS

eP'f

ye
0li

`ae I

1

g S0

a
'oe

Q ub s

S a es
2
°
d ve r t i s i n 9 2 . 0
is c 1. 0%

.O
$

M e m b e r S e r vi c e s 3 9 . 6

Pu bl ic at io ns 2 0. 3%

Me m b e r Due s 7 6 .3 %

E d u c a t i o n a l S e r vi c e s 2 6 . 7 %

NATI ONAL ASSOCIATION OF ACCOUNTANTS

Current Operating Fund Expenses
Classified As to the Nature of the Expenditures
Year Ended June 30, 1971

Total payments to chapters . . . . . . . . . . . . . . . . . . . . . . . . . .
Publications (production and mailing costs only) . . . . . . . . . . . . . .

$ 442,777
193,835

Printing and s upplies . .
. .
. . . . . . . . . . . . . . . . . . . . . .
Salaries — administrative and c leric al . . . . . . . . . . . . . . . . . . . . .

Contract payments . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Tr av e l. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Meetings . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Advertising and promotion . . . . . . . . . . . . . . . . . . . . . . . . . .
Conference expenses . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
General expense:
Rents and related costs . . . . . . . . . . . . . . . . . . . . . . . . . . .
Equipment— rented
. . . . . . . . . . . . . . . . . . . . . . . . . . .
— purchased . . . . . . . . . . . . . . . . . . . . . . . . . . .
General postage . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
Employee benefits . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .
General services —tel. and tel., delivery, insurance, etc. . . . . . . . . .
Other — auditing, legal, consulting fees, etc . . . . . . . . . . . . . . . . .
Special project expenses . . . . . . . . . . . . . . . . . . . . . . . . . . .

111,271

1,092,703
106,086
148,852
54,046
38,533
322,626
$181,920
44,639
9,593
51,936
189,835
60,407
71,052
22,322

631,704
$3,142,433

NOTE: Information on this page was prepared by national staff and is not covered by the auditor's report.
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THE EXECUTIVE DIRECTOR'S REPORT

area grew, and the Continuing Education Program
introduced new courses and seminars.
It is part of the responsibility of the international
office staff to keep the "customer" —you, the member —happy and this we try to do by making "calls"
at chapter meetings, regional conferences and
through the operation workshops. In this work, the
international officers and directors play a key part
and I want to thank them for their generous support during 1970 -71.
It was a coincidence that my first year as Executive Director coincided with the date of our first
annual conference outside the continental U.S. But
any misgivings we might have had about the results were dispelled by the very successful convention in Honolulu last June. The attendance and
the spirit manifested by those attending were
heartwarming.
I cannot close without mentioning a program that
I was personally associated with before joining the
NAA staff. This is the nationwide socio- economic
counseling effort. It is gratifying to see the number
of chapters and members who have responded to
the call to help disadvantaged businessmen. Our
efforts constitute an enormous contribution to the
national government's drive to help more minority
members get a piece of the action. We think the
program will achieve even greater results, thanks
to our new coordinated endeavor with the U.S.
Small Business Administration.
The NAA officers and directors and members of
the NAA committees all deserve our thanks for the

The first year in the chair of the chief administrative officer for a large international organization
such as the National Association of Accountants is
bound to be an exciting one. So it has been. It
was a year in which I became intimately involved
with the mechanics of running the office of our
Association and as such it has been both rewarding and demanding.
There is much work yet to be done and it is outs tanding job they di d in 1970 -71. I' m sure an
inspiring to see the volunteer officers and directors
eq u al l y n otab l e j ob wil l b e don e b y t h e n ew b oar d
pitch in and help develop the Association's proand committees.
grams. I need only mention the unique and challenging work of the Management Accounting
Practices Committee. Many members were delighted
to discover the Association actually getting into the
area of developing concepts for contract cost acW I L LI A M M. YO U N G , JR.
counting, and the open forums held in four cities
vigorously discussed the MAP Committee draft.
Executive Director
If we are to maintain an energetic and continuing role in the field of accounting, we have to be INTERNATIONAL COMMITTEES
imaginative and innovative, as President Barbatelli
points out. There is a cost, of course, and the Board
of Directors courageously faced this fact by voting
for a dues increase early in 1971. In recognition of
EXECUTIVE COMMITTEE
the fact that the economy has slowed down, the
staff embarked on a cost savings program to re- President
duce expenses. We have, I believe, achieved subE T T O R E B A R B A T E L L I , Milwaukee
stantial savings in the cost improvement program
and we plan to continue to emphasize the necessity
for economy and efficiency in all our operations. Vice Presidents
We also conducted an exhaustive analysis of
R . L E E B R U M M E T , Raleigh- Durham Area
staff operations from a cost - effectiveness stand- R O B E R T R. E L L I O T T , Baltimore
point. A number of changes were made which we W I L L I A M L . F E R R A R A ,
think will contribute to the overall effectiveness of
Central Pennsylvania
the administrative function and to the Association
J O H N J . F O X , Chicago
as a whole.
V I N C E N T B . G R A N D E , Knoxville
But sorely needed programs like the project to G O R D O N A . J O H N S O N , Rochester
develop a recognition program for educational
HA R OL D E. L I T T L E ,
attainment will not be slighted. A task force has
Washington Tri- Cities
been appointed to implement the Board of DirecR A Y M O N D J . L U T J E N , Des Moines
tors' directive to develop a program in which memW I L L I A M R . A I C C A r r Y , Fort Worth
bers will be given recognition for their educational W A D E B . S A L I S B U R Y ,
San Jose
attainment.
J A M E S C . S T E P H E N S O N , Lake Erie Central
Other activities and programs of the Association R O B E R T J . W E A F E R , B o s t o n
have also received full attention and review. As
you have probably noticed, our monthly magazine
was redesigned to make it more readable, the num- Treasurer
ber of chapters holding LEAP programs in their C L E M E N S A . E R D A H L , New York

O� P./,m I
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COMMITTEE CHAIRMEN

w

1

BA R N EC U T

BAR THO LOM EW

UNDER W OOD

Appointed Members
ROBERT BEYER,

New York

R. LE SLIE E LLIS,

Lancaster
Indianapolis

JO H N T . KOKOS,

DAVIS

V ER N O N C. QUA R LES ,

CHARLES R. M I L L E R ,

Pittsburgh

CHARLES S. MYE RLY,

Charlotte

AR N OL D

Delaware

ART HU R A. RAUTIO, Hartford
J. BE RN ARD RE HN ST ROM, Cedar

GRANT U. MEYERS,

Rapids

Chicago
Pittsburgh
J A S O N A l . T E R R Y , Palos Verdes - Torrance
JOHN W. T O WN S, JR., Butler
G E O R G E C . W E I G E L E , Evansville
A R TH UR T . s W I C K ,

New York

North Texas

Milwaukee

EDGAR D. W E I L E R ,

COMMITTEE ON EDUCATION

Birmingham

LEO J. BARN ECUT , JR . , Chicago
ART HU R P. BART HOLOM E W, New

York

Los Angeles
W. AT LE E D AV IS, JR., Delaware
I . A F E P . F O X , Cleveland
PAU L W. H OL T , Bridgeport
JULIU S G. UND ERWOOD, Harrisburg
ROBERT G. CHAPM AN ,

JO H N V . V a n P ELT, III,

Birmingham

AR THUR P . BA R TH O LO M EW ,

New York, Chairman
J A M E S BUL L OC K ,

Ann Arbor

STANDING COMMITTEES
COMMITTEE ON
CHAPTER OPERATIONS
L E O J . BA R N E C UT, J R . ,

Chicago, Chairman

Oakland County
Piedmont

Mid - Florida
San Diego

MI GU E L A. DAVILA, M e x i c o

West Bergen - Passaic

Washington

DO N A LD E. IBUR G ,

Jackson
Omaha

Denver

Seattle
GI LBERT A. KE NN E R, Rochester
DAV ID H. HOU GH, South Jersey
FREDERICK J . HA RP ER ,

ROBE RT M . HUSBAND,

Daytona Beach Area

Massachusetts North Shore
E D W A R D A l. F O R H A N ,

Seattle
Lou i s

Brunswick Area
Pittsburgh

C H E S TER R. K EN N ED Y,

WI LLI AM D . LE E ,

Long Beach

EDW ARD B. M c N A L L Y ,

DEAN R. LUXTON,

NOLAN N. RACHEL,

Massachusetts North Shore
R . TER R Y L YL E,
RO N ALD P . MC

Florida West Central
K E E F R E Y , Mid- Hudson

Kansas City

HARR Y L. MORR IS,

Olean- Bradford Area
Birmingham

New York

Lancaster
K E N N E T H W . P E R R Y , Sangamon Valley
A L L E N H . S E E D , I I I , New York

R O B E R T E . P A T TE R S O N ,

Joplin Tri-State

H. MAX NE SBIT T , C o l u m b i a

Southern Minnesota
Longview -East Texas
R I T Z E N T H A L E R , Rochester

ROGE R T. ORM AND,
JOHN A.

DAVID F . R O BE R TS O N ,

Dallas

JULIUS C. ST . AMAN T, New Orleans
ADOLPH T. SAMUE LSON, Washington
LE O R. SME NTOWSKI,

Colorado Springs- Pueblo
Atlanta
Memphis

CHARLE S T . SMI TH, JR .,

JANI E S

E . TA YL O R ,

HARRY E. TU RNAN, J R . , C i n c i n n a t i
R. J. WI LL S,

Central Arkansas

M A N U E L R . S YL V E S TE R , H a w a i i
W IL LIA M W . W R IG H T,

Orange Countv

COMMITTEE O N FINANCE

COMMITTEE O N
NEW CHAPTER FORMATION

J U L I U S G . UN D ER W O O D ,

RO BER T W . ARNOLD,

Harrisburg, Chairman
New York
Member -at -Large
Lancaster

Birmingham, Chairman
Milwaukee
Valley Forge
B U R D E T T E , Lubbock Area

WILLIAM H. BEADLE,

FR ED E. ANDERSEN,

WARRE N W. BY RN E ,

FRAN K J. BA M PT ON , JR.,

R. LE S LI E ELLIS,

RO BER T

J. WI L L L E WI S, Salt Lake Area
ROBE RT L. LY LE , Knoxville
FRANCIS J . ME JST RI CK, Morristown

CLE MEN S A. ERDAHL, New York
WI LL I E E . FERGUSSON, Columbia

L. D EAN CARPENT ER, Chicago
HARRY W. CHERRY, Wilmington

ROBERT O. FEOLA,

Akron
Kansas City
ROBE RT J . HI N Z, North Alabama
JO H N T . KOKOS, Indianapolis
EARL A. MAT HE N EY , Charlotte

G. RAY GRI M, JR.,

Ohio Mid - Eastern
I i A R O L D C . M O O R E , Baltimore
JOSE PH V . N E WM AN , Pittsburgh
DONALD G. PE RRY, San Francisco

GEORG E D. GEE,

FR AN K E. D O E LE R ,

RALPH E . M E Y E R,

62

New York

Fall River -New Bedford
CH A R LES W . FA IRBA NK ,

Lansing- Jackson
K E N N E T H B . K I R K W O O D , Detroit
G O R D O N L O U V A U , Oakland -East Bay

RIC HA R D J . F I L E R ,

Ohio - Western Reserve

San Jose

HOWARD M . CAIN, Kalamazoo
DAVID G. CARREAU,

CLARK H. JO HN SO N,

ROBERT E. PATERSON,

RO BE RT L. CR AM ER ,

Milwaukee

R O B E R T D. B O L I N D E R , B o i s e

New York

JA M E S H. H OP PE R,

DAVID BODENHAMER,

C. EVANS LAWTON,

RICHARD BIEGANSKI,

DO N ALD H . C R A M ER ,

VERN ON OW EN S, JR .,

J A C K K. H A R A W A Y ,

JR., Chairman

JU LI AN G . HO FFM A N N , St .

WI LLI AM J. BE RGLU N D ,

JAM E S A. DE VILLE,

W. ATLEE DA VIS,

Fort Wayne

DAVID M. MUR R A Y,

HENRY DE VOS,

COMMITTEE ON MEMBERSHIP

ROBERT L. CHAPLI N ,

GA RD NER M. JON ES,

F L O Y D F . CRAV ENS,

Charlotte

Oakland -East Bay
J A C K W . R O B I N S O N , Tulsa
COLIN A. STI LLWAGE N, San Diego

M I L L A R D F . BR A D Y,

Chairmen of Standing Committees
ROBERT W. ARN OLD,

FOX

ROBERT E. SOBRASKE, San Jose
JOSEPH S. ST EVE NS, Columbus

Past National Presidents
E. MER EDITH , JR .,

/

CARL G. ORN E,

M I C H A E L TE A C H ,

JAME S

HO L T

C H A R L E S S. M Y E R L Y ,

East Jersey

GEORGE R. ROACHE,

�

e

Indiana East
Indianapolis

ROBERTS. DURNWALD,
K I R TL A N D F L Y N N , J R . ,

Cleveland East
Charlotte

CL AR E N CE L A N C E R , M i am i
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k
CH AP MA N

VAN PELT

MOR GAN

Scottsdale Area
Baltimore
Atlanta
V A N H O O S E R , Kansas City

KEL LER

Peoria
Ann Arbor
A R T H U R A . S C H U L T E , J R . , Portland
E D W A R D W . S T E P H E N S , Hampton Roads
D A N I E L V A N S A N T , J R . , Nashville
K E N N E T H W O O D R U F F , St. Paul

JAMES D. LEMON,

H A R V E Y MA S I N I O R E ,

GEO RG E W . MC BR ID E,
J AME S H. O'DELL,

H O M E R E . R UEG ER ,

HOWARD C.

ATK IN S O N

COMMITTEE ON PLANNING
P A UL W . H O LT,

Bridgeport, Chairman

Pittsburgh
J O H N H . H A N I P E L , Cincinnati
C H A R L E S W . L E N T , J R . , Charlotte
G R A N T U . M E Y E R S , North Texas
S. A L D E N P E N D L E T O N , Pittsburgh
S T A N L E Y A . P R E S S L E R , Indianapolis
DA V I D W . R E W I C K , Chicago
K E N N E T H R . R I C K E Y , Phoenix
RI C HA R D E . A US TI N ,

COMMITTEE ON RESEARCH
Van P E L T , I I I ,
Birmingham, Chairman

HARRY J . BA TCH E L LE R ,
E R N E S T L . BR I O Z A ,

W I L L I A M A . TE R R I L L ,

LA F E P . F O X ,

Cleveland, Chairman

Worcester
Peninsula -Palo Alto
E B E N C . C U T L E R , Davton
R O B E R T V . D O D D , Boston
F R E D J . D R E S S E R , Minneapolis
E R N E S T A . H I C O C K , Oklahoma City
B I L L B . Hoox, Scottsdale Area
E D W A R D C . H O S K I N S , Knoxville
C H A R L E S W . L O W R Y , Owensboro Area

M O R T O N BA C K E R ,

Raleigh- Durham Area
New York
W I L L I A M S , Chicago
W I P F L E R , St. Louis

RO BER T L. W O O LH EA TER ,

Palos Verdes - Torrance

COMMITTEE
ON PUBLICATIONS
R O B ER T G. C H A P M A N ,

Los Angeles, Chairman
G. W I L L I A M F A H E Y,

San Francisco

DOUGLAS F R A N C E F O R T,

Greenwich - Stamford
Shreveport
J A M E S A . M C F A D D E N , J R . , Trenton

CHARLES GR EE NW OO D,

MANAGEMENT ACCOUNTING/ OCTOBER 1971

W RIGHT

I . WA Y N E K E L L E R ,

Lancaster, Chairman

Member -at -Large
New York
J O S E P H F . B O N D , New York
D O N A L D C . BR A B S T O N , Birmingham
RO BE RT N . A NTHO NY,
RO BE RT BEYER ,

DUDL EY E. BR O W N E ,

San Fernando Valley
R. L E E B R U M M E T ,

Raleigh - Durham Area
Pittsburgh
BE R N A R D I r . S E T I L E R , Chicago
R. W A Y N E OA TES ,

COMMITTEE ON RECOGNITION
OF EDUCATIONAL ATTAINMENT
S T E R L I N G K . A TK I N S O N ,

Philadelphia, Chairman
New York
Lancaster
R O B E R T A . M O R G A N , Peoria
K E N N E T H W . P E R R Y , Sangamon Valley
S T A N L E Y A . P R E S S L E R , Indianapolis
CLEMENS A . ERDAHL,

I. WA YN E KELLER,

ARTHUR TOR N, JR .,
E. A .
E. J .

COMMITTEE ON
SOCIO- ECONOMIC PROGRAMS
CHARLES R. MIL LE R ,

OTHER COMMITTEES

TIMOTHY M. MUR PHY,

Dubuque Tri -State
R O B E R T O A K L E A F , Olean - Bradford Area
T H O M A S O T T E Y , Philadelphia
P H I L I P C . R A C H F O R D , Detroit
E R I C R O T H , Cape Canaveral
R O B E R T S . W A L I G O R E , San Francisco

SYLVESTER

COMMITTEE ON MANAGEMENT
ACCOUNTING PRACTICES

JOHN V.

Springfield
J A M E S B . B O W E R , Madison
H E N R Y L . C L A Y T O N , Elmira Area
W I L L I A M F . C O L A N , Peoria
A L L A N C . C R A N E , Milwaukee
R O B E R T J . D O N A C H I E , Dallas
J A M E S D O N E D W A R D S , Lansing- Jackson
W I L L I S A . L E O N H A R D I , Chicago
E . A . M A N N I N G , J R . , Morristown
R . W A Y N E O A T E S , Pittsburgh
R I C H A R D F . P I E R C E , Chicago
H A D L E Y S C H A E F E R , New Orleans
J A M E S S E I T Z , Detroit

COMMITTEE ON
PUBLIC RELATIONS

M IL L E R

Pittsburgh, Chairman
Los Angeles
Chicago
W . A T L E E D A V I S , J R . , Delaware
R . T E R R Y L Y L E , Florida West Central
H A R O L D C . M O O R E , Baltimore
C A R L G . O R N E , Oakland -East Bav
S. A L D E N P E N D L E T O N , Pittsburglm
D A V I D R O B E R T S O N , Dallas
R O B E R T L . R O S E N B L A T T , Boston
RI C H A R D A l. C A LL A H A N ,
L . DE A N C A R P E N TE R ,

COMMITTEE ON
INTERNATIONAL CHAPTERS
RO BE RT A. M O RG AN ,

Peoria, Chairman

Buenos Aires
Milan
R O G E R E . B L I N , France
M I G U E L A . D A V I L A , Mexico
R O B E R T I . D I C K E Y , Sangamon Valley
L U I S G O M E Z , Westchester
I A N D . G O R D O N , Medellin
R O B E R T A . K E R N , Santiago
E D W A R D M I L E S - K N I G H T , Mexico
R A U L M A N Y A R I , Lima
G E R A L D P . M U R R A Y , Sao Paulo
V I C T O R R . 0 J E D A , Rio de Janeiro
L U I S A . V I A T E L L A , Bogota
A L A N B. A N S O N ,
P I O BE R S A N I ,

W I L L I A M U. W E S TER F I EL D ,

North Jersey Shore

LEO SMENTO W SK I,

Colorado Springs - Pueblo
Piedmont
STRI EIII ER, Philadelphia

GEORGE D. S MI TH ,
G. F .

1971 ANNUAL CONFERENCE
M A N U E L R. S Y L V E S TE R ,

Hawaii, Chairman, Operations
W I L L I A M W. W R I G H T ,

Orange County,
Chairman, Program
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Reader Service

NAA has many services available to its members, and other readers of MANAGEMENT
ACCOUNTING, including publications, reprints of articles that have appeared in
MANAGEMENT ACCOUNTING, meetings and conferences, and other materials. This page
is designed for your use in ordering materials desired. When ordering publications
and binders, including your check or money order covering the amount of the
purchase will speed delivery.
(26)lnfo rm ation

fo r

M a rk e t i n g Man ag em e nt

..... ..... ..... ..... ..... ..... .... ..... ..... ..... ..... ..... .. $1 .9 5
INV E N TO RY M A NA GE M E NT
(2 7 ) Te c h n i q u e s in In v e n t o r y Man ag em en
Res ear ch R e p o r t N o . 4 0 .. . . .. . . .. . . .. . . .. . . .. . $2 . 5 0
(2 8 ) C o n t r o ll i n g a n d A c c o u n t i n g f or S u p p l i e s /
A . P . R . N o . 1 ..... .... . ... .... .... ..... .... ..... .... .. $ .7 5
(2 9 ) A c c o u n t i n g f o r Re t urn ab l e Con ta in ers/
A . P . R . N o . 4 .. ... ... .. ... ... ... ... ... ... ... ... ... ... . $ . 7 5
( 3 0 ) S e r vi n g Sales T h r o u g h P l a n n i n g o f P r o M A IN TE N A N C E C O S TS
( 3 1 ) C o n t r o l o f Mai nt en an ce

al Dec is io ns / Re se ar ch R e p o r t N o . 3 5 . . . $ 2 . 5 0
( 2 ) F i n a n c i a l A n a l ys i s t o G u i d e C a p i t a l

R e p o r t N o . 4 1 ... .. .. .. ... .. ... .. ... .. ... .. ... .. ... . $2. 50

m e n t R e p l a c e m e n t De c i s i o n s / R e s e a rc h M o n o g r a p h N o . 1 ....... .... . ...... ...... ...... ...... ...... $ 2 . 5 0

(6)

S e n s i t i vi t y A n a l ys i s i n M a k i n g C a p i t a l
I n v e s t m e n t Dec is ion s /R ese ar ch M o n o g r a p h
N o . 3 ... .. ... .. ... .. ... .. . . .. ... .. .. ... .. ... .. ... .. ... .. . $ 2. 50
( 7 ) E f f e c t s o f F e d e r a l In c o m e Ta xe s o n
C a p i t a l Bu d g et i n g / R e s ea r c h M o n o g r a p h N o . 5
... ... ... ... .. ... ... ... .. ... ... .. .. ... ... ... .. ... ... ... .. ... .. $2. 75
COS T- V OL U ME - P R OFIT R E L A TI ON S H I P
(8) Th e
A n a l y s i s o f Cost - Volu m e- Pro fit
Re la tio ns h ip s/ Re se a rc h
Reports
Nos.
16 -1 7- 18 . .. .. .. .. .. .. .. .. .. . .. .. .. .. .. .. .. .. .. .. .. .. .. .. $2 5 0
( 9 ) Th e An al y s i s o f Non - Manufac turing Cos ts
f o r M a n a g e r i a l De c i si o n s .. . .. . .. . .. . .. . . .. . .. . .. $ 2. 5 0
Co st in g / Re s ea rc h R e p o r t N o . 2 3
..... .... .... .... .... .... .... . ... .... .... .... .... .... .... .... $ 2 . 5 0
) C urr ent A p p l i c a t i o n o f Di r ec t Uos tin g/

P RICING
( 3 2 ) Produc t

Cos ts

for

Cos t /R es e ar c h

Pric ing

Pu r p os e s /

Re se ar ch R e p o r t N o . 2 4 .. .. . .. . .. . .. . .. . .. . .. . $ 2 .5 0
(33 )C os t C on trol fo r Marke ti ng O p e r a t i o n s
... ... .. ... .. ... .. ... .. ... .. . . ... .. ... .. ... .. ... .. ... .. ... .. $ 2 . 5 0

N e e d s / A . P . R . N o . 3 .. .. . .. .. . .. .. . .. .. .. . .. .. . .. . $ . 7 5
( 3 5 ) S p e e d i n g - U p I n t e r i m Cl os i ng s a n d Rep o r t s / A . P . R . N o . 5 ... .. ... .. .. ... .. .. ... .. .. ... .. $ . 7 5
(3 6 ) R e p o rt s W hich Manage m ents Fi n d Mo s t

Dec is io n- Ma ki ng fo r Sm al l a nd M ed ium M an ufac tur ers /R es e arc h M ono gra ph No. 2 ... $ 2.00
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I

.

.
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.

FORECASTING,
PLANNING
& CONTR OL LING
( 1 6 ) A c c o u n t i n g f o r L a b o r Co s t s a n d Labor R e l a t e d Costs /Res earch R e p o r t N o . 3 2 . $ 2 . 5 0
( 1 7 ) C a s h F l o w An a ly s is fo r Managerial Co ntr o l / R es e ar c h R e p o r t N o . 3 8 .. . . . . . .. . . . . . .. $ 2 . 5 0
( 1 8 ) A c c o u n t i n g f o r Cos ts o f C a p a c i t y /
Re s e ar c h R e p o r t N o . 3 9 .. .. . .. .. . .. . .. .. . .. . .. $ 2 .5 0
( 1 9 ) Lo n g -R a n g e P r o f i t Pl an n in g/ Re se a rc h
R e p o r t N o . 4 2 ... .. .. .. ... .. ... .. ... .. ... .. ... .. ... . $2. 50
(2 0 ) Pl a n n i ng , C on t r o l li n g a nd A c c o u n t i ng f o r
M a i n t e n a n c e / A . P . R . N o . 2 .. .. . .. .. . .. .. .. . .. . $ . 7 5
FOR EIGN OPE R ATION S
( 2 1 ) M a n a g e m e n t A c c o u n t i n g Prob lem s in
Forei gn Op erati ons / Res earc h R e p o r t N o . 3 6
$2.50
... .. ... .. ... .. ... .. ... .. ... ..
IN TE RN A L P L A NN IN G & CO N TRO L .
( 2 2 ) C l a s s i f i c a t i o n a n d C o d i n g Te c h n i q u e s t o
.

.

.

.

.

.

.

.

.

.

.

.

.

I

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

.

1

F a c i l i t a t e A c c o u n t i n g Op e r a t io n s / R es e a r c h
R e p o r t N o . 3 4 ... ... . . ... ... .. ... ... ... ... .. ... ... .. $2. 00
( 2 3 ) Co m p u te r - Ba s e d I n f o r m a t i o n S ys t e m s
f o r M a n a g e m e n t : A S u r ve y . . . . . . . . . . . . . . . . . . . . $ 4 . 5 0
( 2 4 ) M a j o r Cha ng es Cau sed b y t h e Im p l e m e n t a t i o n o f a Ma na ge m e nt In f o rm a t i o n
S ys te m /Re s e ar c h Mo no gra ph N o. 4 ... ... $ 2.00
(2 5 ) ' M a n a g e m e n t Co n t ro l o f In f o r m a t i o n
S y s t e m s D e ve l o p m e n t

.. . . .. . . .. . . .. . . .. . . .. . . $ 3 . 5 0

MISC E LL AN E OU S
( 4 3 ) T o w a r d a Bas ic A c c o u n t i n g i i l o s o p h y $
.... .... .... .... .... .... .... .. .... .... .... .... .... .... .... ... $ 2 . 0 0
(44) concepts for Managem ent A c c o u n t i n g
.. . . . . . . .. . . . . . . H ar d c o ve r $ 4 . 9 5 / Pa p e rb a c k $ 2 . 9 5
( 4 5 ) A c c o u n t i n g f o r Re s e ar c h a n d D e v e l o p m e n t C os t s / R es e ar c h R e p o r t N o . 2 9 . . . . $ 2 . 0 0
( 4 6 ) A c c o u n t i n g f o r In t r a - C o m p a n y Trans fe r s / R e s e a r c h R e p o r t N o . 3 0 .. . . .. . . .. . . . .. . $2 . 0 0

M a g a z i n e r o d b i n d e r . H o l d s 12 iss u es o f ne w s t yl e M a n em e n t
A c c o u n t i n g . E x t r a h e a v y u t y cons t r u c t i o n . Si ze 9 1/2 x 12 1/8 x 3
1 / 4 " . $3. 50 e ac h.

(47) C o s t i n g

J o i n t Pr o d uc t s / R e s ea r c h R e p o r t
N o . 3 1 .. .. .. .. .. . .. .. .. .. . .. .. . .. . .. .. .. .. . .. .. .. .. . .. .. $1 .5 0
( 4 8 ) C o s t I m p r o v e m e n t f o r P r o f i t Im p r ove m e n t / A . P . R . N o . 8 ... .. ... .. .. ... .. .. ... .. .. ... .. $ . 7 5
( 4 9 ) C o s t C o n t r o l o f Spo il ed W ork /A. P.R.

MEMBERSHIP
INFORMATION

N o . 1 2 .... .... .... .... ... ... .... .... .... ... .... .... .... . $ . 7 5
(5 0) De p ar tu re s in Com m unic ating Ac c ounti n g D a t a t o F o r e m e n / A . P . R . N o . 1 6 ... .. $ . 7 5

P ri c es l i s ted are to m em bers onl y. P ri c es to non - m em bers s how n i n c om pl ete c atal og avai l abl e on reques t.
Na ti o na l As s oc i at i on o f A cc o un t an t s
9 1 9 Th i r d A ve n u e , N e w Y o r k , N . Y . 1 0 0 2 2

R E P R IN TS

Please send the following:
R E S E A R C H P U B L I C A TIO N S
Us e b ol d f ac e num be r in pa re nth es is w h en o rde ri ng
No.

Qua nti ty

To t a l

No.

Quan tity

To t a l

No.

Qu an ti ty

To t a l

No.

Qua nti ty

To t a l $

Is s ue
Is s ue
❑

.

a n c e s / A . P . R . N o . 1 5 ... .. .. .. ... .. .. .. .. ... .. .. .. $ . 7 5

A t t r a c t i v e gold - embos sed, l e a t h e r et te - c o ve re d b o x b i n d e r s . Ide al f o r
m a i n t a i n i n g Man a ge m e nt A c c o u n t ing, N A A
PuRetins, A c c o u n t i n g
Pr a c ti c e R e p o r t s , Res e arc h R e p o r t s
a n d T o p i c a l In d e xe s . Size 9% x 7 x
3 ". (W il l n o t b e a v a i l a b l e a f t e r c u r r e n t s u p p l y is e xh a u s t e d . ) $2.00
ea c h .

Na m e

Qty.

Artic l e

Qt y.

CE P INFORM ATION
NAA JEW ELRY BROCHURE

❑

B IND E RS @ $ 2. 0 0 e a c h - T o t a l

$

@ $ 3. 50 e a c h - T o t a l

$

❑ ❑M E M B E R S H IP ❑IN FO RM A TION

Addres s
Ci t y

Arti c l e

$

.

BINDERS

S TA N D A R D C O S T S & V A R IA N C E A N A L YS IS
( 4 0 ) H o w S t a n d a r d Cos ts are B e i n g Us ed

$

.

bro c hu re avai l ab l e

$

.

Id e a l f o r g i f t s Fu l l c ol o r

A . P . R . N o . 13 . ... ... . . .... ... ... ... ... .... ... ... ... . $ . 7 5
( 3 9 ) A c c o u n t i n g In f o r m a t i o n in Managerial

Var ia nce s/ R ese ar c h R e p o r t N o . 2 2 . . . . . . . $ 1 . 5 0
(4 2 ) De ve l o p m e n t an d Re p o rt i n g o f Vari-

D i ve r s i f i e d C o m p a n i e s / R e s e a r c h S t u d y N o . 2
$2.00
.. .. . .. . .. . .. . .. . .. . .. . .. . .. .
(1 5 ) Fi n a n c i a l Re p o rt i n g f o r Se cu rit y inve s t m e n t
and
C r e d i t Dec is io ns / Re se ar ch
St ud y N o . 3 . .. . .. . .. .. . .. .. . .. . .. . .. . .. .. . .. . .. . .. . $ 8 . 5 0

NAA JEWELRY
designed for you!

t e r i m E a r n i n g s / A . P . R . N o . 1 1 .. .. .. .. .. .. .. . $ .7 5
( 3 8 ) U s e o f G r a p h s i n In t e r n a l R e p o r t i n g /

(11

E X TE R N A L RE P O RTIN G
( 1 3 ) E x t e r n a l R e p o r t i n g f o r Se g m e n t s o f a
Bu s i n e s s / Re s e a r c h S tu d y N o . 1 .. . . . . .. . . . . $ 2 . 5 0
( 1 4 ) A Fra m e w o rk f o r F i n a n c i a l Re p o rt i n g b y

of artic les from bac k is s ues of Ma na ge m e nt
Ac c o unt ing. (i n pl ac i ng o rde r - ple as e
ind ic at e is su e of M an ag em en t Ac co un ti ng
in w h i c h a r ti c l e a p p e a re d , ) P r i c e p e r
a r t i c l e ) 1 - 2 0 c o p ie s $ 5 . 0 0 ( m i n i m u m
o r d e r , ) A d d i t i o n a l c o p i e s o ve r 2 0 o f s a m e
a r t i c l e $ , 2 5 ea c h .

U s e f u l / A . P . R . N o . 9 ... .. .. .. ... .. .. .. .. ... .. .. .. $ . 7 5
( 3 7 ) A p p l y i n g A c c r u a l s a n d D e f e r r a l s t o In -

Cu rr en t ly . .. . .. . .. . .. .. .. . .. .. .. . .. .. .. . .. .. .. . $ 2 . 5 0 eac h
( 4 1 ) T h e A n a l y s i s o f M a n u f a c t u r i n g Co s t

V a r i a b l e / A . P . R . N o . 1 0 ... .. .. .. .. .. ... .. .. .. .. $ . 7 5

REPRINTS

RE P ORT TO MA NA GE M E NT
(3 4 ) M o d if y i ng t he C al e n da r to M ee t Bu s i ne s s

(10) D i r e c t

R e s e a r c h R e p o r t N o . 3 7 .. . . .. . . .. . . .. . . .. . . .. . $2 . 5 0
( 1 2 ) S e p a r a t i n g a n d U s i n g Cos ts as F i xe d a n d

2. Information for
Marketing Management
$1.95 ( o r d e r N o . 2 6 )
Available now - use order form below

-

E x p e n d i t u r e s Dec is io ns / Re se ar ch R e p o r t N o .
43 .. .. .. .. .. ... .. .. .. .. .. ... . .. .. .. .. ... .. .. .. .. .. ... .. .. .. $ 2. 50
( 3 ) T h e C a p i t a l E xp e n d i t u r e C o n t r o l Pro g r a m / A . P . R . N o . 7 . .... .... ... .... .... ... .... .... . $ . 7 5
( 4 ) E xp e r i e n c e w i t h R e t u r n on C ap i t al t o A p pr ai s e M a n a g e m e n t P e r f o r m a n c e / A . P . R . N o .
14 ... ... ... ... ... ... ... ... .. ... ... ... ... ... ... ... ... ... ... . $ . 7 5
( 5 ) F i n a n c i a l A n a l ys i s Te c h n i q u e s f o r E q u i p -

from NAA
1. Management Control of
Information Systems Development
$3.50 ( o r d e r N o . 2 5 )

d u c t i o n a n d In v e n t o r y / A . P . R . N o . 6 .. . . $ . 7 5

CA P ITA L E X P E N DITUR E S
) R e t u r n o n Capi tal as a Gui de to M anageri

(1

AN M.I.S. DOUBLE HEADER

❑

Research Publications
Each Research Report is a comprehensive study in management accounting,
emphasizing applications of accounting
for management planning and control.
Each Report represents an authoritative
description of current practice, together
with reasoning theory underlying practice.

Receive our
FREE Fall
1971 courses
brochure

State

Zip

❑ ❑P UB L ICA TIONS ❑CA TA L OG

10/71

MANAGEMENTCONTROLOFINFORMATIONSYSTEMS
DEVELOPMENT
This book focuses on corporate systems management. It describes how
the development of computer -based management information systems
can be effectively planned and controlled in a company. The study's
field research was conducted in 18 large and diverse U. S. companies;
industries represented include chemicals, retailing and marketing,
service and transportation, consumer products, equipment
manufacturing, and materials handling and converting. Findings of the
study cover the areas of management involvement in systems, systems
management, and project planning and control from initial design stages
through implementation.
nber — $3.50

i- Member — $5.95

INFORMATIONFORMARKETINGMANAGEMENT
This study identifies short -term information needs of marketing and
sales managers and suggests ways of improving decision making and cost
control. It considers the technological resources available to the
marketing function but presents information uses that do not
necessarily require computer support. As part of the study, 35
marketing and systems executives in 25 industrial and consumer
product manufacturers were interviewed. A major feature is the series
of report formats developed and refined to assist marketing
management in decision making. The study indicates where information
voids exist in marketing information and how they can be filled;
presents practical formatting for information needs identified and
ranked in importance by marketing management; suggests methods and
approaches to lessen communication gaps between marketing, systems
and accounting people.

j

INFORMATION
FOR
MARKETING
MANAGEMENT

®NATIONAL ASSOCIATIONOf ACCOUNTANTS

Member $1.95
Non - Member $3.00

I

NOTE: ALL ORDERS MUST BE ACCOMPANIED BY PAYMENT. NO C.O.D.'S OR ORDERS TO BE INVOICED LATER.

P L E A S E TYP E OR P R IN T

P L E A S E TYP E OR P R IN T

SHIPPINGLABEL

ORDERFORM

FROM
N a t i o n a l As s o c i a t i o n o f Ac c o u n t a n t s
9 1 9 Th i r d A ve n u e
N e w York, N . V . 1 0 0 2 2

MANAGEMENTCONTROL
OF I NF O RM AT I ON S Y S T E M S D E V E L O P M E N T
Pleas e s end

@ $3.50 Mem bers Pric e
(c o p ie s )

Pleas e s end

SEND T O :

@ 5 .9 5 No n - Mem be rs P ri c e
(c opies )

INFO RMAT ION FOR MARKET ING MAN AGEM ENT
Na m e

Please s e n d

Addres s

_ @ $ 1 . 9 5
(c o p i e s )

Pleas e s end

M e m b e r s

P r i c e

@ $ 3. 00 N on - m em be rs P ri c e
(c o p i e s )

Ci ty

_ _

St a t e

Zi p
PLE A S E DO NOT S E ND CA S H.
I am enclosing

Check

for the amount of $

Money Order

