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“Real business success comes only through integrity, courage, industry, initative, and a willingness (o sacri-
lice. Young men should be trained to work, plan, and rcach decisions with the use ol business tools and good
busimess habits. There will always be unlimited opportunities for trained men ol character with execulive
abihy.”

Rocer W. Bagson

Mr. Babson has thus expressed the spirit by which institution, operated not for prolit, was founded in
the Institute is guided. Babson Institute, an endowed 1919 by Mr. and Mrs. Roger W. Babson.
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TO AMERICAN BUSINESSMEN

_ ROGER W. BABSON

Chairman of The Corporation



THE BEAUTIFUL BABSON SETTING

Three hundred acres ol rolling terrain, tree-lined
paths and roads make up Babson Park, Massachu-
scuts, located m Wellesley, a suburb of Boston. Here
15 the site ol the Babson Institute ol Business Ad-
mintstration.

The acrial view below shows (hatl sccuion of the
Park around which the work and classes ol the
Institute revolve. The large building ncar the center
15 the Library, the colonnade ol which appears on

the opposite page. This 1s the focal point lor the
Institute’s educational coordination.

Babson Institute consists ol twelve modern brick
buildings. These are so located that the students
enjoy brisk walks from onc building to another.
The Coleman Map building, housing the world's
largest relief map of the United States, 1s situated

just up the hill; to the left of the tennis courts,

and out of the camera’s eve.
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CARL D. SMITH

To Tie Crass or 1941:

As you men look ahead to new areas of activity
in the field of business and industry you would do
well to question what are the important qualifica-
tions which business must demand of executives of
tomorrow. Many of you will be asked within the next
[ive or ten years to assume important executive and
managerial responsibilities. In those contemplated
capacitics you should be thinking now of how you
may producc the most satisfying results for you and
for your company.

Business will demand these qualifications ol you:

T'he ability 1o use your mind n a togical manner.

The willingness 1o accept suggestions from subordinates.
The ability 1o sec new opportunities that are ahead and
to visualize theiv lmitations.
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THE PRESIDENT

The ability to impart 1o others your own enthusiasm and
to mnspire them to enthusiastic endeavors,

The ability 10 make proper evaluation of the important
factors influencing a decision and to vcach sound con-
clusions on the basis ol your evaluation.

A thorough knowledge ol your company and its com-
petitive problems and a well-established understanding
of the functions ol the organization.

An intelligent understanding ol the viewpoinis ol vour
employees so that you may help them o “fecl they are
living instead ol merely working to live.”

The possession and the putting into efect in your own
relationships with others the age-old human virtucs of
courage, loyalty, perseverance, generosity,
initiative, hard work, and the Golden Rule.,

sacrifice,

If your life plan can be molded on the pattern
ol these important qualifications, your success in
business and industry 1s reasonably well assured.

CarL D. Saurn



THE CORPORATION

The Corporation is a scli-pcrpetuating  body
whose members direct the administration of the
Institute  through their appointed agents, the
Trustees.

RoGer W. Basson, Chairman
Grorce W. Corenan, President Emeritus, Babson

Institute
Manron E. Travior, President, Massachusetts

Distributors, Inc., Boston
Ernest T. Guaprach, Gundlach Advertising Com-

pany, Chicago
PresToN I, BRyanT, Wellesley Press, Wellesley
W. Evritort Pratr, Jr., Eaton and Howard, In-

corporated, Boston
Harry L. PEaBoDY, Loyal Protective Life Insurance

Company, Boston _

Winstow I.. WEBBER, President, Publishers, Finan-
cial Burcau, Babson Park, Massachusetts
Epwarp L. Moreranp., Dean ol Enginecring.

Massachusetts  Institute ol Technology, Cam-
bridge

THE BOARD OF TRUSTEES

Dwicar G. W. Houvuister, Chairman, President,
A P.Wo Paper Co., Albany, N. Y.

Mvyron L. PlErcE, Attorney, Boston

Danter. B. Coreman, Physician, Wellesley

S. Mownrotr Graves, Frederick M. Swan & Co.,
Boston

Craune A. Rovs, Proprictor, Teelawooket Camps,
Wellesley

Freeman T, Purney, Jr., Retired. Weymouth,
Massachusctts

CarL D. SmitH, President of the Institute

Witriam H. VoGrLER, Asst. Treasurer, New England
Clonfectionery Con., Cambridge

OFFICERS OF THE INSTITUTE

Cart. D, Svorne 0 0L President
GeorGt W. Co1.EMAN . President Emeritus
Myron . Prerce L Vice-President
Dwicur G. W, HorLuister - . .. Treasurer
Irwin K. FrENCH . . . . Secretary
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Grorce W. CoLiman
President Emeritus, Babson Institule

DwiGire G, W, Hornsrer
Charrman, Board of Trustees



THE BABSON BUSINESS DAY

Time Clocks Promote Promptuess

Babson Institute offers a basic two-ycar program
of study, the sccond vear of which may be taken
as a onc-vear program, through advanced standing,
by those who are properly qualified. This program 1s
planned to accomplish three educational objectives:
(a) o give the student a basic background know-
ledge ol business; (b) to develop in the student pro-
ficicncy in certain skills; and (¢) to give the student
occupational orientation, direction, and training.

It was onc ol the original beliefs ol the founder
that business traming should be carried on in an
environment as nearly approaching that ol actual
business as possible; thereby encouraging  those
habits of promptness, regularity, and sustained
cffort which arc nccessary for success 1in business.
Thercfore, the student is provided with a full pro-
gram ol supervised performance from 8:30 am. to
4130 P. M.

FFour hours each morning, 8:30 1o 12:30, the
stucdent is continuously occupied with instructors in
class conference sessions. After lunch, he works at
his own desk in the student offices in the Library
where he 1s under the supervision of oflice man-
agers. Ldiphones and other busiess machines are
located in these offices and are available to the
student.

Businesy Discussions at Launche




DISTRIBUTION DIVISION

The fields of Sales and Advertising Management in combination
with Business and Law, Marketing, and Economics, arc cxamined
carefully by the student while in the Distribution Division.

The Sales and Adverusing Management course acquaints the
student with the principal problems involved in sales and advertising
administration. This is partly accomplished by student attendance al
sales conferences and visits to advertising production plants.

Marketing is the prime cssential in the field of Distribution. The
Marketing course is a survey of all the activites involved in the move-
ment ol goods [rom production source to point of sale and consequent
usage. Frequent field trips are made (o obtain first-hand information
on actual present-day methods.

Knowledge of business law 1s prerequisitc among business men.
The course in Business Law is a presentation of the fundamental law
of contracts as it affects the rights, duties, and procedures of business
men.

Economic problems arc also studied thereby enabling the student
to acquire an economic and social change perspective. This view s
gained as a result of current industrial and distributive problems in-
vestigated as they emerge [rom the scasonal, cyclical, and sccular
phenomena ol our national economic life.

Salesmanship Through Studeni Demonsiraliony

-

JAMES MOMNTTHEMWS,
LB DML
Divector. Dizision af Distribution

BERTRAND R CANFIELD

Salex and  idvertising  Adwinistration

HAROLD H. SHIVELY,
NGB NLAL LD
Marketing; Law and Business




WATCHING BUSINESS AT WORK

FENEWAL  WONE

Learning Pinance al Newe Yorke Stock Fxchange

Going beyond its intensive curriculum, the In-
stitute effects a close correlation of its business
training with current business practices by a co-
ordinated schedule of visits to banks, factories,
stock cxchanges, brokerage houscs, sales conven-
tions, and marketing institutions. The field trips,
taken under the guidance of the Institute’s staff
instructors, afford an unusual opportunity [or re-
lating study and laboratory work to the require-
ments ol vital business problems and the current
methods employed by leading business organiza-
tions in meeting them. Through first-hand observa-
tion there 1s established an understanding and ap-
preciation of the applications ol those principles of
busincss which form the backbone of the curricu-
lum.

Closcly associated with student observation ol
business practices and conditions 1s attendance at
the National Business Conference, held at Babson
Park during the late summer or early lall ol cach
year. This is an annual mccting of leading business
men of the United States for inlormal discussion of
important current business problems. Students and
alumni of Babson Institute are given opportunity to
attend these conferences, thercby coming in contact
with the country’s business leaders, and gaining a
practical insight into current business problems.

A Visito National Assoctation of Credit Men




FINANCE DIVISION

The Senior, during one third of the year delves into the intricacies
ol sound financial business management. Enigmas of Business Finance,
Estate Management, Accounting, and Statistics are disentangled.

Through class work and wvisitations to New England financial
institutions, the student gains knowledge of the monetary system and
the ramifications of banking. Various forms of business organizations,
and their financial characteristics are studied. Because the securities
exchange is an integral part of the [inancial mechanism of the modern
state, four days are spent on Wall Street.

The objective of Estate Management is to train the student to
utilize personal income and property to the best advantage in the
satisfaction of current neceds and toward the building of a luture estate
from surplus income.

No attempt i1s made to teach accounting in detail or as an end in
itself. The objective of the course is to give the student a broad back-
ground in fundamentals, a knowledge of how to analyze [inancial
statements, and the use of accounting as an aid to management.

The best choice of action in solution of management problems
often depends on answers obtained by statistical procedures. The Babson
man has familiarized himsell with these basic methods.

Conference on Money Management

AUSTIN H.FITTZ Pho.BLLLB.

Director. Division of Finance

ANDREW PETERSEN,
B.B.AL, MOB.AL GLPA.

Acconnting; Federal Taxation

WILSON F. PAYNE Ph.BL ML
Statistics:  Buviness  Risks:  Finance

[ 13 ]



OFFICE EXPERIENCE

Students Use Business Machiney

Alternoon office hours extend from 2:00 until
4:30, live days a week, although on certain after-
noons field trips are taken. Also, student assemblies
and other special group activities somctimes occupy
these hours. All office hours are supervised since the
students arc required to follow regular business pro-
cedure in the preparation of reports, special prob-
lems, and other assigned exercises. As a result, the
ncw Library was carefully designed to satisfy the
requirements of the curriculum, the methods of
instruction, and the primary functions of a library.

The main foor provides three librarics for the
senior work, arranged according to a subject classi-
fication which conforms to three major divisions ol
work: Production, Distribution, and Finance. In
these specialized libraries, each student, according
to his current course, has his desk and ollice equip-
ment. In solving the practical course work prob-
lems the student has need, not only of books re-
lating to the history, thcory, and current phases of a
subject, but ol corporation and trade association
reports, government documents, and periodical
literature. These are all placed in close proximity
to the student’s desk.

Oflice space for junior students is provided on the
sccond floor with facilities similar to those on the
first floor.

Office Managers Supervise Work Hours

| 141




PRODUCTION DIVISION

During eleven hours of classroom work each week the student
learns about both the theoretical and the practical side of management,
of men, matcrials, and machinery. He acquires knowledge ol time and
motion study, wage payment plans, and the other production manage-
ment fundamentals. The hypothetical side mastered, the group goes
into the ficld to see the principles practiced in factories in the vicinity
ol Boston. As a result of these trips, the student is required to prepare
an analytical and constructive report on the management policies
followed in these companies.

The fact that the role of the Government in business is increasing,
makes the study of the Government’s role in economic activity an im-
portant one. An cxamination is made of the objectives and instruments
of government control.

The course iIn American Business History has as an objective: the
furnishing of a background and a perspective for one’s judgment as to
the dircction in which business has becn developing; and to aid the
student 1n dealing with business problems as they may arise {rom the
light ol the cxperiences ol other business men.

Men who have the ability to present their ideas forcefully possess
a great assct. Therefore, a course in Public Speaking is given, which
develops poise, knowledge of the preparation of a speech, and the abil-
1ty to present a direct and forceful dehivery.

Management Seminar . . Men. Malerials, Machines

JOHN FE.MILLEAD AB., M.B.A,
Divector, Ditision of Production

JULIAN S. DUNCAN,
MUAL PhuD.
Covernment : Government and Business

JOHN KL HORNER.AB. M B
Introduction to Finance: Industrial

Management




ADMINISTRATIVE PERSONNEL

IRWIN K. FRENCH CHARLES Fo BUTLER
Seuretary of the Institute B.S. B MUAL
ssistant to the Treasurer Studdent Secvetary

PHILIP V. BUR'T. B.S. MARY B, WEILSH, RN
Manager of Dormitories Resident Nura

DeWETT Go WILCON. MDD, GITBERT AL CAMU BB
Public Hrealth and  Personal Hygiene [ibrarian
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The reputation of the Institute depends largely
upon the record of performance of ity graduates in
the business world; hence the Institute i1s conscious
ol a responsibility to business, to itself, and to its
graduates in seeing that men who are placed In
posttions by the school, are properly qualified. All
problems relating to this and to student adminis-
tration are handled by the Personnel office under
the direction of Mr. Charles E. Butler.

The plan of instruction at Babson makes it neces-
sary to hmit the number of students who may be
enrolled. Mr. Francis C. Oakley, Director ol Ad-
missions, and Mr. Harry T. Emmons, Secretary ol
Admissions, in conjunction with the Committee
on Admissions, investigate the ability of the indi-
vidual applicant to pursue the intensive work ol the
program.

All matters rclating to student finances are
handled in the Treasurer’s office by Mr. Irwin K.
French, Secretary of the Institute and Assistant to
the Treasurer.

Mr. Gilbert Cam, Librarian and Office Manager,
rates each student periodically on his personal
qualities and work habits, in order that helpful
criticism may be given each man.

Student health requires the services of Dr. Daniel
B. Coleman, Institute physician; Miss Mary B.
Welsh, R.N.; and Dr. DeWitt G. Wilcox, instructor
in public health and personal hygiene. Living ar-
rangements and personal problems arc in charge of
Mr. Philip V. Burt, Dormitory Manager.

FRANCIS € OAKLEY. AB. HARRY 1. EMMONS. AB.

Dircctor of Admissions Secrctary of Admissions



HERE IS YOUR
MAN

M. FAProver:

The growth of business today is Timited by the
Lick of men with trained abiliv, 'The great need of
business is voung men with broad visions.

Babson Institute prepares voung men by study,
observation, and traming for real business responsi-
bility. Men come here with one purpose 1o get
the traming that will enable them o step into busi-
ness activity with a minimum ol Talse starts and a
higher percentage ol successes.

These voung men have mastered the fundamen-
tals ol business management and have acquired m-
formation which gives them the necessary broad
view ol business, \nd; they have had the advantage
ol contact with experienced business men, who over
a period ol tme and by proven ability, have shown
that they know the fimer pomts of busuiess manage-
ment. Yes, Babson mstructors are business men by
actual experience, not mere textbook theorists.

Todav, money and matertals are readily avail-
able, but the great need s Tor men with sturdy
qualilications. You may be sccking @ voung man
who will develop mto an eventual sales executive;
you may be looking for a procduction man who
actually has industrial management adeas; or per-
haps a man conversantwith the miricactes ol finance.

These Babson men are not sales executives, pro-
ducton superintendents, or fmancial sharks. Not
yet! But the tramnimg and the “will to win™ s there.
Give these graduates an opportunity, a hitde more
experience, and watch the results. And. top-notch
results at that.

Mr. Employer. we ask you to please page through
this book, obscerve the Babson type of man. his edu-
cation, experience, and ability. We think you will be
impressed by the man with Babson business training.



GEORGE EDWARD BEST

47 Mulberry Street, Springfield, Massachusetts

Objective:
Distribution

Fxperience:
Canadian  Durex Abrasives Limited, Montreal,
Canada Traffic, Production, Purchasing, Junior
and Senior Salesman—six years:

Special Trainng:
Sales and Advertising Management; Production
Management; Marketing; Business Law; Industrial
Purchasing; Statistics; Finance; Accounting

Fducation:
Ecole Internationale, Geneva, Switzerland (one
year}; North Toronto Collegiate Institute, Toronto,
Canada (High School); (This includes a year of
Senior Matriculation work); Babson Institute of
Business Administration, Babson Park, Mass.

Extracurricular Activities:
Religious Activities Committee; Varsity Basketball;
Intramural Sports; Alpha Delta Sigma, Babson
Institute

Personal Data:
Age 26; Single; Height 3'10”; Weight 145
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FELLOWSHIP STUDENT

BACKGROUND

Best, because of his (ather’s position, has lived in many
different cities and countries, including Geneva, Switzer-
land; Springfield, Massachusetts: New York City; Mon-
treal, Winnipeg, and Toronto, (lanada. This traveling
has brought him into constant touch with different
people and places and has given him a broader and more
tolerant outlook.

PRACTICAL TRAINING

A series of odd jobs spread over the ycars f[rom the age
of ten has given Best a good understanding of the value
of money and encouraged a study of Finance and how to
invest his savings. These experiences later proved a good
foundation and were definite business assets when he
became employed by Canadian Durex Abrasives Lim-
ited in 1934. After three years’ inside experience, he was
put on the road as a Junior salesman travcling in Mon-
treal and vicinity. Six months later, he had worked into a
good territory and was classed as a regular salcsman. In
1939, he was transferred from Montreal and placed in
charge of sales -in Maritime Provinces and Eastern

Quebec.
THE BUSINESS MAN

Best came to Babson Institute as a Fellowship Student.
A great sense of humor, ability to sell himself and his
ideas combined with a liberal attitude and logical
thought-provoking participation in confcrences has made
Best many warm friends. He is a young man qualified
for association with an outstanding distributive organ-

ization,

= -



FELLOWSHIP STUDENT

DAN CALDWELL McNEILL
Box 34, New Castle, Indiana

Objective:

Finance -Gencral Field

Special Traning:
Economics Major; Junior Economist; U. S. Civil
Service Register; Survey of the Chemical Industry;
Production Management

Fducation:

De Pauw University, A.B., Greencastle, Indiana;
Babson Institute, ol Business Administration, Bab-
son Park, Massachusetts, Fellowship Student

Extracurricular Actwvities:

Business and Advertising Manager ol Campus Mag-
azine; Varsity Debate; Rector Scholar; President
of Economics Fraternity; Treasurer of Alpha Delta
Sigma; Advertising Fraternity; Secrctary of Phi
Gamma Delta Social Fraternity; DePauw Univer-
sity; Social Activities Committee, Physical Activitics
Committee, Babson Institute

Personal Data:
Age 23; Sigle; Height 6'; Weight 155

BACKGROUND
The field of Finance has held an interest for McNeill
rom the time he first began to plan seriously for the

[uture. Soon after entering college, he found that the
courses offered by the Economics Department contained

[19]

the material that he desired to know most about. Hence

many interesting hours were spent i lecture and indi-
vidual rescarch in such courses as Corporation Finance,
Public Finance, Social Control ol Business and Elemen-
tary and Advanced Accounting. lle has also made a
study of the British Income Tax System.

PRACTICAL TRAINING

On a Fellowship basis at Babson Institute, McNeill
has becn able to securc individual instruction and guid-
ance from the Faculty. He has made a complete study of
the chemical industry with particular emphasis placed
on the financial statements of the leading companies in
this ficld. Ilc has also conducted a personal survey of the
action ol heavy industrial stocks as they reflect changes
brought about by the war. He madc a study of the Se-
curitiecs and Exchange Commission as affected by the
war and the present National Defense program.

THE BUSINESS MAN

Likeable, and able to get along casily with people,
McNeill is a leader of men. His personality is such that it
pleases all whom he meets, and mspires confidence. This
is coupled with a mental and physical capacity for con-
stant study and hard work. A keen interest in all financial
matters is genuine with McNeill.



GEORGLE EDWARD BEST

47 Mulberry Strect, Springficld, Massachusetts

Objective:
Distribution

Fxperience:
Canadian Durex Abrasives Limited, Montreal,
Canada (Trallic, Production, Purchasing, Junior
and Scnior Salesman—six years)

Special Training:
Sales and Advertising Management; Production
Management; Marketing; Business Law; Industrial
Purchasing; Statistics; Finance; Accounting

Fducation:
Ecole Tnternationale, Geneva, Switzerland {one
ycar); North Toronto Collegiate Institute, Toronto,
Canada (High School}; (This includes a year of

Senior Matriculation work); Bubson Institute of
Business Administration, Babson Park, Mass.

Fxtracwrricular Activities:
Religious Activities Committee; Varsity Basketball;

Intramural Sports; Alpha Delta Sigma, Babson
Institutce

Personal Data:
Age 26; Single; Height 5'10”; Weight 145
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FELLOWSHIP STUDENT

BACKGROUND

Best, because of his father’s position, has lived in many
different cities and countries, including Geneva, Switzer-
land; Springfield, Massachusetts; New York City; Mon-
treal, Winnipeg, and Toronto, Canada. This traveling
has brought him into constant touch with different
people and places and has given him a broader and more
tolerant outlook.

PRACTICAL TRAINING

A series of odd jobs spread over the years from the age
of ten has given Best a good understanding of the value
of money and encouraged a study of Finance and how to
invest his savings. These cxperiences later proved a good
foundation and were definite business assets when he
became employed by Canadian Durex Abrasives Lim-
ited in 1934. After three years’ inside expericnce, he was
put on the road as a junior salesman travcling in Mon-
treal and vicinity. Six months later, he had worked into a
good territory and was classed as a regular salesman. In
1939, he was transferred from Montreal and placed in
charge of sales in Maritime Provinces and Eastern

Quebec.
THE BUSINESS MAN

Best came to Babson Institute us a Fellowship Student.
A great sense of humor, ability to sell himsell and his
ideas combined with a liberal attitude and logical
thought-provoking participation in conferences has made
Best many warm friends. He is a young man qualified
for association with an outstanding distributive organ-
1zation.



FELLOWSHIP STUDENT

DAN CALDWELL Mc¢NEILL

Box 34, New Castle, Indiana

Objective:
Finance -General Field

Special Traiming:
Economics Major; Junior Economist; U. S. Civil
Service Register; Survey of the Chemical Industry;
Production Management

Fducation:
De Pauw University, A.B., Greencastle, Indiana;
Babson Institute, of Business Administration, Bab-
son Park, Massachusetts, Fellowship Student

FExtracurricular Activities:

Business and Advertising Manager of Campus Mag-
azine; Varsity Debate; Rector Scholar; President
of Economics Fraternity; Treasurer of Alpha Delta
Sigma; Advertising Iraternity; Secretary of Phi
Gamma Delta Social Fraternity; DePauw Univer-
sity; Social Activities Committee, Physical Activities
Committec, Babson Institute

Personal Dala:
Age 23; Single; Height 6”; Weight 155

BACKGROUND

The feld of Finance has held an interest for McNeill
[rom the time he first began to plan seriously for the
[uture. Soon after entering college, he found that the
courses offered by the Economics Department contained

[19]

the material that he desired to know most about. Hence

many interesting hours were spent in Jecture and indi-
vidual research in such courses as Corporation I'inance,
Public Finance, Social Control of Business and Elemen-
tary and Advanced Accounting. He has also made a
study ol the British Income Tax System.

PRACTICAL TRAINING

On a Fellowship basis at Babson Institute, McNeill
has becn able to secure individual instruction and guid-
ance from the Faculty. He has made a complete study of
the chemical industry with particular emphasis placed
on the financial statements of the lcading companies in
this lield. He has also conducted a personal survey of the
action of heavy industrial stocks as they reflect changes
brought about by the war. He made a study of the Se-
curities and Exchange Commission as affected by the
war and the present National Delense program.

THE BUSINESS MAN

Likeable, and able to get along casily with people,
McNeill is a leader of men. His personality is such that it
pleases all whom he meets, and inspires confidence. This
is coupled with a mental and physical capacity for con-
stant study and hard work. A keen interest in all financial
matters is genuine with McNeill.



CLARENCE WILLIAM PATTEN

14 Park Avenue, Derry, New Hampshire

Objective:

Accounting

Ixperience:
Camp Manning, Laconia, New Hampshire; Com-
missary Oflicer, Camp Clerk and Budget Control
(two summers); Beaver Lake Hotel, Derry Village,
New Hampshire (summer, 19401

Special Trainng:
Accounting Mijor; B.S. in Accounting

Fducation:
Syracuse University, Syracuse, New York, grad-
uated AMagna Cum Laude, 1940; Babson Institute of
Business Administration, Babson Park, Massachu-
setts, Fellowship Student

Ixtracurricular Activities:
Kappa Sigma, President of Chapter; Phi Kappa
Phi; Beta Gamma Sigma; Beta Alpha Psi; Varsity
Wrestling Team, Syracuse University; Physical
Activities Committee; Assistant Editor, 1941 Bas-

FELLOWSHIP STUDINT

| 20 ]

SONIAN; Student Editor of Alumni Bulletin, Babson
Institute

Personal Dala:
Age 22; Single; Height 57 8"; Weight 145

BACKGROUND

When Patten entered Syracuse University he had
chosen Accounting for a career. Courses studied there in
the advanced field of Accounting included Cost Account-
ing, Accounting Systems, Federal Taxation, Auditing,
and CPA Problems. In allied fields, he has studied
[Fconomucs, I'inance, Business Law, and Business Mathe-
matics. He was rewarded for his eflorts when he was
graduated in 1940, Magna Cum Laude, and reccived a
I'ellowship to Babson Institute.

At Babson Institute, Patten availed himsell ol the
opportunity to receive the individual mstructon that a
Fellowship Student may reeeive. He has done research
and has written a report on Government Regulation of
Accounting.

PRACTICAL TRAINING
Determining [ood costs per day and budgetary con-
trol, coupled with sccretarial work, occupied Patten’s
lirst two summers after entering college. During the sum-
mer ol 1940, he was employed by the Beaver Lake Hotel,
Derry Village, N. H. At Babson Institute he has been an
accounting assistant and tutor.

THE BUSINESS MAN

Patten has unquestioned integrity, tact, an active and
analytical mind. He can adapt himself readily to working
conditions and other workers. Leadership ability has
becn developed by his ROTC training. Patten has been
a counselor in boys’ camps and assistant office manager
and student counselor at Babson Institute. He is a highly
respected and competent young man, trained for the
accounting profession.



EDWARD R. ALEXANDER, JR.

1523 New Hampshire Avenue, Washington, District of
Columbia

Objective:
Sales, Petroleum Refining

Lxperience:
Rescarch and Experimental Work in Laboratory

Special Training:
Marketing; Salesmanship; Adverusing; Production

Leducalion:
Hawken;  Choate;  Georgetown  University
vears); Babson Institute of Business Administration,
Babson Park, Massachusctts

ilwo

Lixtracurricular Aclivilies:
Glec Club; Mask and Wig Club; Intramural Sports,
Babson Institute

Personal Data:
Age 22; Single; Height 5" 101475 Weight 150

BACKGROUND

Alexander, whose {ather is a lawyer, came to Babson
Institute from Washington, after employment in New
York City. Having had several years of college training,
he felt that he was prepared to (il his job well, but alter
a time decided that he could use intensive business train-
ing such as offered by Babson Institute.
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PRACTICAL TRAINING

In addition to the actual experience Alexander ac-
quired while working in New York City, he has spent
considcrable time in making a thorough analysis ol the
petroleum refining ficld by means of statistical methods.
It 1s obvious that all business plans, at one stage or an-
other, involve the use of facts and figures. The solution
of sales problems today requires a narrower margin of
crror than ever before and this error can be substantially
decreased by the proper usc of statistical analysis.

Alexander has also been tramned other
practical courses relating to Production, Sales, and Dis-
tribution since 1t is the objective ol Babson [nstitute
to give cach student training in all phases ol business
while allowing him to specialize and do cxtra work in
the field most intcresting to him.

I various

THE BUSINESS MAN

Real ability and a great sense of humor arc two of the
major attributes of E. R. Alexander. He 1s resourceful,
imaginative, and sincere. A young man [riendly, cheer-
(ul, alert, and possessed of more than average ability as a
bustness man, he will doubtless become assoctated with
some outstanding distributive orgamzation upon grad-
uation.



ARTHUR JULIUS ANDERSON. JR.

Woodchester Road, Wellesley Hills, Massachusectts

Objective:
Insurance (Firc and Marine)

Special  Traimng:
Salesmanship; Statistucs; Planning; Finance; and
Production

Education:
Newton Country Day School, Newton, Massachu-
setts; Babson Institute of Business Administration,
Babson Park, Massachusetts

Extracurricular Activities:
Advertising Staff, 1941 Bassonran: Camera Club;
Babson Institute

Personal Data:
Age 23; Single; Height 6/11.5”; Weight 190

BACKGROUND

Born in Waltham, Massachusetts, Anderson is a grad-
uatc ol the public school systems of Newton and Welles-
ley. Interested in preparing for the insurance held, An-
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derson entered Bahson Institute to obtain the necessary
practical business (raining before cntering his chosen
Neld.

Because his father is in the insurance business, Ander-
son has had a grcat many contacts with men in that oc-
cupation. His environment has been such that he has
gained a background of insurance fundamentals that will
be invaluable in business.

PRACTICAL TRAINING

At Babson Institute, Anderson has specialized in in-
surance. He had the advantage of delinitely knowing
what his business occupation would be and pursued it.

While studying Statistics, he made a survey of the
insurance ficld and also made a comprehensive survey in
Business Planning. In these extensive reports he analyzed
the past demand, and the estimated future demand [or
insurance.

Anderson has been trained in such courses as Econ-
omics, Public Speaking, Personal Estate Management,
Sales and Advertising. This training has increased his
capacity for systematic hard work, and provided much
of the basic business information needed in order to
grasp thoroughly the principles ol Insurance.

THE BUSINESS MAN

The first thing that one notices about Arthur J. Ander-
son Is that he presents a good appearance, has poise, and
pleasing maturity.

Among his fcllow students and the faculty he is known
to bc dependable, and a hard and persistent worker.
Add to these qualities the ability to make critical judg-
ments and the character to stand by his convictions and
one has a progressive-minded young business man. These
are assets sought by every business organization today
when cmployment of capable young men is given consid-
cration.



JAMES A. ANDERSON, IIT

1711 Palmer Avenue, New Orleans, Louisiana

Objective:

Advertising, Publishing Business

Lxperience:
Circulation Manager—Time, Inc. at Babson Insti-
tute; Office Work in I'amily Firm

Special Traning:
Advertising; Marketing; Sales (Specialization in Ad-
vertising)

Education:

Woodberry Forest School; McDonogh School; Balb-
son Institutc of Business Administration, Babson
Park, Massachusetts

Extracurricular Activities:
Chairman, Social Sctivities Ciommittee; Babson
Institute; Stamp Collector

Personal Data:
Age 20; Singlc; Height 5'8"; Weight 135

BACKGROUND

Anderson comes from New Orleans where his (amily is
connected with a well-known brokerage firm dealing
in cotton, stocks, bonds, and underwriting. He has
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traveled extensively over the United States, cspecially
the western part. He also spent two years in Europe and
had traveled through Canada and Mexico. He received
his earlier education at Woodberry IForest School and the
McDonogh School.

PRACTICAL TRAINING

Anderson has spent much of his time 1n cducational
institutions. As a Babson Institute student, he specialized
in Advertising, and conducted several intensive surveys
in this field. As a result ol this, and with the help of the
faculty, he wrote a thesis on Advertising and Publishing,
considering it from several different viewpoints. He has
also made a complete analysis ol Advertising as related (o
Publishing, and devcloped this information into a scries
of statistical charts with*adjustments for seasonal varia-
tion in the industry.

THE BUSINESS MAN

Jim Anderson is very mature socially, a pleasant and
intclligent conversationalist, and possessed of executive
ability. This young man is primarily intcrested in publi-
cations, advertising, and (raveling. Anderson is a well-
rounded mdividual with rveal ability to get along with
pcople—a nccessary qualification to success in the bus-
iness man'’s life.



SIDNEY

RAYMOND BAER, JR.
go1 Kent Road, St. Louis, Missouri

Objective:
Marketing, Finance

Experience:
Sux, Baer, and Fuller Co., St. Louis, Missouri
(Various Departments)

Special Travnng:
Salesmanship; Marketing: Finance: Economics

Education:
Country Day School, St. Louis, Missour1; Univer-
sity ol Illinois: Washington University (three years);
Babson Institute of Business Administration, Babson
Park, Massachusetts

Extracurricular Activities:
Yearbook (busincss, editorial staffs); Advertising
Staff, 1941 BABSONIAN

Personal Dato:
Agce 22; Simgle; Height 501, Weight 128
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BACKGROUND

Baer’s family is connected with a large department
store in St. Louis, Missouri. He attended several private
schools 1 St. Louis before going to the University of
IMinois, Washington University, and then to Babson
Institute. His summers, when he was not working, have
been spent in various summer camps.

Baer has always been interested in the financial side ol
business; and, desiring to acquire an intensive training
in this field, he enrolled at Babson Institute to lcarn the
fundamentals of this phasc of business.

PRACTICAL TRAINING

Bacr has spent some time working in his father’s
store so that he might obtain the practical viewpoint
necessary (o business success. While at Babson Institute,
he has taken a general course in Production, Distribu-
tion, and Finance, concentrating on the latter course
since that is his primary interest. In connection with his
work in Statistics, he made a general survey of the de-
partment-store field, in order that he might have a more
complete and comprehensive knowledge of the various
factors affecting merchandising and finance in this
particular specialized distributive field.

THE BUSINESS MAN

Baer is persistent, sincere, and serious. He is a young
business man possessed of sound merchandising methods.
Financially-minded, his patience and loyalty combined
with his friendliness should be ol considerable valuc to
him when hie becomes employed i thie department store

field.



“

.\1‘ '.‘ A

\
.

Bﬂ\rb0§"~)

John Yo

T

JOHN E. BARBLEY, JR.

R.F.D., No. 2, Greenfields, Reading, Pennsylvania

Objective:
Production; Distribution

LExperience:
Vanity Fair Silk Mills rtwo summers:'; Munroe
Mills (two ycars)

Special Tratmng:

Advertising; Marketing; Production; I'inancce

Lducation:
The Hill School; University ol Wesleyan :two
years); Babson Institute of Business Administration,
Babson Park, Massachusetts

Ixtracurricular Activities:
Alpha Delta Phi: Football; Wrestling; Track; Paint
and Powder Club, Alpha Delta Sigma. Intramural
Sports

Personal  Data:
Age 213; Single; Height 5710”; Weight 165

BACKGROUND

Barbey expects to go into the silk and rayon industry
after his graduation from Babson Institute, since his
family owns and operates a large silk concern. Naturally,
he has always directed his business training with this in
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mind. He attended The Hill School and Wesleyan Uni-
versity prior to his coming to Babson Institute.

PRACTICAL TRAINING

Barbey has spent considerable time working 1 silk
mills. He has been employed in many departments and
worked in most of the production departments. While at
Babson Tnstitute, he prepared a complete statistical sur-
vey of the rayon industry.

Because of his work in various production depart-
ments, hc has been greatly interested in the Production
Division at Babson Insutute, which trains students in
ways and mcans ol bringing togcther matenals, labor,
cquipment, and ol cHecting production with a mimnimum
ol delay and cost.

THE BUSINESS MAN

Personally autractive and socially well-adjusted, Bar-
bey can well be called an asset to any business concern.
Gifted with a good sense of humor, he is conscientious
and thorough about his work.

One of the factors that indicated his actual abilities
were the points he brought forth in the confercnces.
These were statements which got to the root ol the prob-
lem at hand, and gave s instructors and lellow stu-
dents considerable thought-provocation.
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BACKGROUND

Benson has lived in an apartment house all lis lile,
and 1s acquainted with apartment housc management.
His father i1s the owner of an apartment house in Miami
Beach, Florida, and because of this environment Benson
has had the opportunity to study the inside workings of
the business. Over a period of four years he was cmployed

In many capacities, finally as desk manager. Thus, by
WARREN BERNARD BENSON actual experience, he has gained an insight into the oper-

- B C . ations necessar run h an establishment.
6039 Collins Avenue, Miami Beach, Florida ons necessary 10 suc blishme

PRACTICAL TRAINING

Objective: .
Apartment House Management W. B. Benson, in addition to the actual experience he
has had in this business, has fitted himself for a position
Fxperience: on an apartment house managerial staff by his work at
Gull Stream Apartments, Miami Beach, Florida, as Babson Institute.
Errand Boy, Elevator Boy, Assistant Desk Clerk, : He has studied the sales and advertising methods used
and Desk Manager (four years) by successful executives in renting or leasing space for
clients. He has gained a background of the basic funda-
Special Travning: _ mentals of Accounting and Federal Taxation.
Accounting; Sales and Advertising; Statistics; Fac- Thus, Benson offers to the field of apartment house
tory Management; Taxation; and Finance management, a background based on actual experience
i _ and a superior practical training in business methods
Educalion: and procedures.
Miami Beach High School, Miami Beach, Florida;
Babson Institute of Business Administration, Babson THE BUSINESS MAN

Park, Massachusetts. . . .
’ Endowed with a high moral character and [ine 1deals,

Extracurricular Activities: Benson has made many friends during his two years at
Baseball; Tennis; Bowling League; Religious Activ- Babs.o.n Institute. He has th'e proper mental and physical
ities Committee, Babson Institute qualities to get along well with people. o _

He has a high sense of responsibility and 1s sincerc in

Lersonal Data: liis work and in his relations with employees, laculty and

Age 20; Single; Height 6717; Weight 185 students.

[26]



GEORGE BIEBERBACH, JR.

11 Morningside Road, Worcester, Massachusetts

Objective:
Production

Special Traiming
Production; Salcs; and Finance

Fducation: _
St. John’s Prep School, Danvers, Massachusetts;
Clarkson College of Technology, Potsdam, New
York: Babson Institute of Business .A\dministration,
Babson Park, Massachusctts

Fxperience:
Arcade Malleable Iron Company, Worcester, Mass-
achusetts fone year apprenticeship, one year in
Production Department:

Fxtracurricular Actwities:
Social Chairman, Presidenlt and Vicc President,
Omicron P1 Omicron Fraternity, Clarkson Tech;
Editorial Staff, 1941 Bassonian; Physical Activ-
ities Committee; Varsity Basketball; Intramural
Sports; Babson Institute

Personal Dala:
Age 25; Single; Height 67 177; Weight 180

BACKGROUND

Bieberbach has been deeply interested in the produc-
tion ol machined tool parts ever since he entered thc
employ of the Arcade Mallcable Iron Company. After
completing the prescribed apprenticeship course, he was
assigned to the Production Department. After a year, he
decided to further his education and enrolled at Clarkson
Collcge of Technology mn the Mcchanical Engincering
Department.

Hc had planned to return to the foundry alter gradua-
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tion, but because of unforeseen dilficulty, the manage-
ment of the company was changed. He decided, becausc
ol this changc, to acquire some practical business train-
ing. He then enrolled at Babson Institute.

PRACTICAL TRAINING

George Bieberbach, in addition to the actual experi-
ence he has reccived, has had considerable (raining in
Production Management such as Motion and Time
Study, Production Planning, und Dispatching. The aim
of these courses is to develop ways and meuns of bringing
together material, labor, and equipment, and effecting
production with a minimum ol delay and cost.

Bieberbach has studied the wholesaling and rctailing
ol products. In these uncertain days, it is a great asset
to an organization to employ a young man who analyzcs
the channels of marketing products.

THE BUSINESS MAN

Because of his business knowledge and experience, he
would undoubtedly prove of valuc to a company pro-
ducing machined tool parts.

Bierberbach has a pleasing personality and is well
liked by his fellow students. He 1s ambitious and fulhlls
all assignments given him to the best of his ability.
Bicherbach’s cnginecring training has given him inita-
tive, determination, and the ablity to analyze critically
all business methods.



NATHANIEL ANDREW BILLINGS

'

JR.

20 Llewellyn Road, West Newton, Massachusctts

Objeclive:

Sales Work and Admimstration

Ixpertence.

Raytheon Production Corporation

Spectal Trainimng:
Electrical Engimceering: Fiance; Producton; Dis-
tribution; Surveying

lducation:
Hunungton Preparatory  School;  University
Maine (two vycars); Bahson Institute of Business
Administration, Babson Park, Massachusetts

f/
Extracurricular Activities:
Football; Swimming; Phi Gamma Delia; Photog-

raphy; Physical Activitics Committee, Alpha Delta
. Sigma, Babson Insatute

Personal Dala:
Age 29; Single; Height 57 75 Waight 170

of

BACKGROUND

Billings was born and brought up in and around
Boston. He attended Newton High School belore going
to Huntington Preparatory School and then college.
While at the University ol Maine, he studied Electrical
Engineering but decided after two years that he was
more interested
Engineering.

in Business Administration than in

PRACTICAL TRAINING

In the summer of 1940, Billings went to work with
the Raytheon Production Corporation, Newton, Massa-
chusetts, as a general offlice worker. "T'his was good experi-
cnce since he had just finished his first year at Babson
Institute, and could apply some of the principles of bus-
incss management lcarned there.

Billings has also been interested in the chiemical indus-
try, and while at Babson Institute, conducted a survey
of the heavy chemical industry over the last ten vears.

THE BUSINESS MAN

An cxcellent conversationalist with a sense of humor,
heis clean-cut in appearance, a good mixer, and [riendly.
Billings is conscientious about his work and very coopera-
tive in any project with which he is concerned. In con-
ference sessions, Billings has shown the ability to see
through the maze of irrelevant facts that sometimes
obscure the cause and solution of business problems.

A young man with technical training, combined with
business administrative ability, Billings is the type now
sought in many distributive organizations.



JAMES EUGENE BORENDAME, JR.

2039 Wealthy Street South East, East Grand Rapids,
Michigan
Objective:
FExccutive Assistant; Adverusing; Sales Promotion;
Public Relations

[ixperience :
Grand Rapids Herald Publishing Company, Cir-
culation Department (six years part-time employ-
ment); Packard Motor Car Company, Detroit,
Michigan, Stamping Division, Standards Depart-
ment, Packard Proving Grounds, Utica, Michigan

(two and one-halt” years ; Western Association of

Railway Executives, Chicago, Illinois, Law Depart-
ment, Exccutive Assistant (o lour major railroad
exceutives - two and one-hall years;

Special - Training:
Adverusing and Sales Administration; Marketing;
Statistics; Economics: Psychology: Business Law;
Finance; Production; Transportation; English Lit-
craturc: Exccutive Secretarial

I<ducation:

Fast Grand Rapids Ihgh School, East Grand
Rapids, Michigan; Davenport-McLachlan [nsti-
wute, Grand Rapids, Michigan (two-year Business
Administration and Exccutive Secretarial Course);
Grand Rapids College of Applied Science {one
ycar); John Marshall Iaw School, Chicago, IHinois
(onc year); LaSalle Extension University, Chicago,
Hlinois (Business Management and Traffic Manage-
ment Courses); Babson Institute of Business Admin-
istration, Babson Park, Massachusetts

xtracurricular Aclivities:
President ol Student Council, Member of Glee
Club, Dramaucs Club, Editorial Staff, Davenport-
McLachlan Institute; Student Executive Commit-

tee, Bustness Manager, 1941 Bassonian; Founder ol
George W. Coleman Chapter ol Alpha Delta Sigma;
Social  Activities Commitiee; Photography  Club;
Intramural Sports: Babson  [nstitute ol” Business
Admintstration

Assocrations:

Advertising Club of Boston, Reception Committec;
Advertising Federation of America; Alpha Delta
Sigma, National Professional Adverusing Frater-
nity; Transportation Association of America: Junior
Traflic Club of Chicago; American Enterprise
Association: Lawson Young Men’s Christian Asso-
ciation Sponsor’s Council, Chicago, Tllinois: Asso-
ciated Stenotypists ol America.

Personal Data:
Age 27; Single; Herght 67; Werght 1go

THE BUSINESS MAN

A young man of broad cducational objectives and
extensive experiential background, James [, Boren-
dame, Jr.. has given dircction and lcadership to manv
purposeful college and Dbusiness activities. Business or-
ganizations sceking a young man who commands people’s
confidence by his initiative, determination, sound salcs
sense, and administrative ability, would do well (o con-
sider employing him. In short, here 1s @ voung man pre-
pared for a position of large business responsibility.



GEORGE ENGLISH BISBEE

1415 West Washington Avenue, Jackson, Michigan

Objective:
Production and Personnel

Special Traiming:

Law; Production; Finance; Distribution

Education:
Jackson High School, Jackson, Michigan; Denison
University, A.B. degree; University of Michigan
Law School; Babson Institute of Business Adminis-
tration, Babson Park, Massachusct(s

Extracurricular Jdctivities:
Sigma Chi; Pi Delta Epsilon; 1™ Association; Board
of Control of Debate; Fraternity Social Chairman;
Sports Editor; Varsity Baseball; Officer of Frater-
nity, Denison University: Intramural Sports, Bab-
son Institute

Personal Data:
Age 22; Single; Height 5" 10”; Weight 145
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BACKGROUND

Bisbee comes from a lamily of lawyers, bankers, and
newspaper men. Aflter graduating from Jackson High
School, he attended Denison University i Granville,
Ohio, for four years and received an A.B. degrec. He
then went to the University of Michigan Law School, for
a yecar and one half, to get the fundamentals of law,
especially as related to business.

PRACTICAL TRAINING

Although Bisbce has had no actual business training,
he has had the advantage of certain Production Manage-
ment studies and courses that will aid him far more than
a period of time spent in any factory. With his college
training, plus his legal study combined with the practical
training of Babson Institute, he 1s very well cquipped.
Since he is interested in manufacturing, he [ecls that an
actual Production training course will complete his
qualifications for the business and industrial world.

Bisbee made a statistical analysis of the automobile
accessories industry while at Babson Institute. This
statistical data, prepared in conjunction with the course
in Finance, was developed for a period of ten years and
the results were seasonally adjusted.

THE BUSINESS MAN

Well liked by everyone at the Institute, Bisbee was in
the good graces of his instructors scholastically and of his
fellow students in all ways. He attended and graduated
from the Civil Aeronautics Authority Aying school while
at the Institute. His other interests are sports, golf in
particular.

Bisbee is persuasive, thorough, and tactful in his
business associations. These are requisites in the indus-
trial type of employment he is pointing toward.



JOHN ]J. BRADY
“Jon-Mar,” Fort Dodge, Iowa

Objective:
Trucking Business

Specral Trainng:
Finance; Production; Distribution; General Clourse

Fducation:
Fort Dodge High School, Fort Dodge, Towa; St.
John’s Military Academy; Babson Institute ol Busi-
ness Administration, Babson Park, Massachusetts

Extracurricular Aclivilies:

Social  Activities Committee, Intramural Sports,
Babson Institute

Personal Dala:
Age 20; Single; Height 57 rol,"”; Weight 182

BACKGROUND

Born in Fort Dodge, Iowa, Brady attended the Fort
Dodge High School and graduated in 1938. The follow-
ing year he attended St. John’s Military Academy in
Delafield, Wisconsin. He came to Babson Institute in the
fall of 1939 as a junior student in the Two-Year Course.

During the summers, Brady has worked in his father’s
business and expects to work for this company after his
graduation from Babson Institute. Naturally, his back-
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ground and preparation for later business life has been
colored to a great extent by the motor freight transpor-
tation industry.

PRACTICAL TRAINING

Brady has worked for his father’s company which
is in the truck freight transportation business. Since this
industry is Brady’s main interest, the work he has done
at the Institute has been directly connected with Trans-
portation Management.

While taking the course in Statistics, he madc a survey
of the trucking industry over the last ten years, and
charted these results in graphic form.

THE BUSINESS MAN

Brady has shown himself to be alert and ambitious by
his attitude in doing Institute work. Hec ranks above
average as a student.

A clean-looking chap, with a very pleasing smile and
personality, Brady has the confidence and respect of
both faculty and students. He possesscs those qualities
of personality and character that are sincere and com-
mand admiration from any one who associates with him.
His knack of analyzing problems clearly and compre-
hensively will stand him in good stead n his future years
of truck transportation management.



LATHAM STUART BROADWELIL,
3045 Brookside Road, Toledo, Ohio

Objective:
Production- -Glass Industry

Expertence:
.Sherlock Baking Co.; Owens-Illinois Glass Clom-
pany !Salesman;

Specral Training:
I'actory Management; Salesmanship and Advertis-
ing; Accounting; Federal Taxation; Statistics; Bus-
incss Planning; Time and Motion Study; and In-
dustrial Purchasing

FEducation:
Cranbrook School, Bloomficld Hills, Michigan;
Babson Institute of Business Administration, Babson
Park, Massachusctts

Lxtracurricular  Activities:
Intramural Sports: Varsity Baskethall (Captain
Physical Acuvities Committee, Babson Insticute

>

Personal Dala:
Agce 20; Single; Height 579”5 Weight 180
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BACKGROUND

Broadwell came to Babson Institutc (o lcarn more
about the glass industry, which he plans to enter alter
graduation. He has had one summer’s cxperience in
many of the departments of Owens-Illinois Glass Com-
pany, including the molding, shipping, packing, inven-
tory and stock control department. This practical train-
mg has given him an insight and interest in the industry
and has made him zealous to carry on his studies of that
industry at Babson Institute.

PRACTICAL TRAINING

Broadwell, in addition to the actual experience gained
[rom employment in the glass industry, has had training
in Factory Management, Industrial Purchasing, Statis-
tics, and Business Forecasting. His report in Statistics
was based on glass production over the past ten years
and hec adjusted these (igures for scasonal variation. In
addition, he has made an index for the demand of glass
products and has compared the reaction of glass produc-
tion to the business cycle and other important indices
that react to the vagarics of cconomic conditions.

THE BUSINESS MAN

Latham Broadwell is first and foremost a lover of
sports, and he excelsinall of them. Heis a [irm believer of
physical (itness as a basic prerequisite of mental alertness
and he has followed this axiom by working out m the
gymnastium consistently. Broadwell has a pleasing per-
sonality, poise, and courtesy. He has shown himself to be
a hard worker and ambitious to succeed in the glass
manulacturing industry.



JAMES WALLACE BUCK, JR.

3725 East Douglas Avenue, Wichita, Kansas

Objective :
Department Store Management

Experience:
General Sales Experience-
of Department Store

Various Departments

Special  Trawning:
Salesmanship; Sales Management; Advertising;
Marketing; Business Planning; Industrial Purchas-

Ing; Statistics

Fducation:
Wichita High School, Wichita, Kansas; Kemper
Military School (two years); Babson Institute ol
Business Administration, Babson Park, Mass.

Fixtracurricular Activities:
Wrestling; Track; Swimming; Kemper Military
School; Physical Activities Committee; Social Activ-
ities Committee; Alpha Delta Sigma, Babson Insti-
tute

Personal Data:
Age 22; Single; Height 57 8”; Weight 165

BACKGROUND

Buck has worked in a department store and conse-
quently has obtained a [undamental knowledge of the
business. In fact, he was born and raised in an atmos-
phere of such a merchandising concern, since that is his
father’s business. Over a period of the last six years Buck
worked in a large department store in Wichita, Kansas,
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starting in the shipping room and working
many departments ol the business.

through

PRACTICAL TRAINING

Buck has acquired the practical training here at Bab-
son Institute that will enable him to go into the depart-
ment store business better equipped to meet the problems
that arise in that line ol enterprisc. He has gained a train-
ing background of Salesmanship, Sales Management,
Advertising, and Marketing, that will enable him to
eventually direct the sales {orce of a department storc.
But in addition to this training in the ficld of Distribu-
tion, he has also been schooled in the fundamentals of
Industrial Purchasing, Business lorecasting, and Sta-
tistics. He planned and carried out a valuable statistical
report on the department store volume over a period of
ten years in the Kansas City area.

THE BUSINESS MAN

Buck has traveled widely, making friends and business
contacts, not only on the North American Continent, but
in Europe as well. He has been conspicuous for his honor
and integrity. When he is interested in a project his
industry knows no limit, and he has shown himself to be
an indefatigable worker on many problems. lle should
be a real business assct to the department store business.



RICHARD ANTHONY BUSH
133 Ilast Main Street, Negaunee, Michigan

Objective:
Production Management; Iron Ore Mining

Ioxperience:
Summer Work at Grand Island, Lake Superior;
Shipping Decpartment, Piqua Munising Woolen-
ware Company

Special - Traming:
Factory Management; Cost Accounting; Account-
ing; I'ederal Taxation; Statistics; Business Plan-
ning; Sales and Advertising

Fducation:
Lake Forest Academy, Lake Forest, Ill.; Massa-
chusctts Institute of Technology (one and one-half
years'; Babson Institute of Business Administration,
Babson Park, Massachusetts.

Extracwrricular  Activities:
Chi Phi Fraternity; Advertising Staff, 1941 Bas-
sonian; Camera Club

Personal Dala:
Agc 20; Single; Height 5

7

4""; Weight 145
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BACKGROUND

Bush has lived in the mining district that supplics a
large portion of the total output of iron ore in the United
States. ‘

After attending Lake Forest Academy, Bush entercd
Massachusetts Institute of Technology. In pursuance of
the business training that was necessary for his chosen
career, Bush entered Babson Institute in 1939.

PRACTICAL TRAINING

Bush is particularly interested in associating with the
iron ore mining industry in an eventual production
managerial capacity.

Bush has for sometime written reports [or his [ather
who is in the lumber and mining business. These reports
covered a wide range of topics, among which were iron
ore mining, logging, and maple syrup production. At
Babson Institute, he continued to write Production re-
ports during the term in which he studied Factory Man-
agement. A requisite of this coursc is a factory trip and
Production report each week.

To the Production field Bush can offer a background
of lifc in and acquaintance with, the mining district, and
a thorough training in Production and allied business
subjects.

THE BUSINESS MAN

Bush has little difficulty in adjusting himself to differ-
ent situations and personalities. He is well liked and pop-
ular. He is an honest and willing worker. Both faculty
and students found he possessed qualities of leadership
and initiative.

His knowledge of his specialized field is thorough and
his systematic organization of factual evidence in this
respect is analytical and convincing.
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FREDERICK HARDY BUTTERFIELD

25 Allston Place, Fitchburg, Massachusetts

Objective:
Sales and Production

Fxpertence:
Fitchburg Cooperative Bank

Spectal - Traning:
I'inance; Production; and Distribution

FEducation:
Tabor Academy: Bowdoin College; Babson Insti-
tute of Business Administration, Babson Park, Mass.

FExtracurricular Activites:
Zeta Psi Basketball, Tennis, Glee Club, Swimming,
Bowdoin College; Social Activities Committee,
Student Executive Committee, Alpha Delta Sigma,
Babson Institute

Personal Dala:
Age 22; Single; Height 6'2”; Weight 185

BACKGROTUND

Butterfield attended high school in Fitchburg, Massa-
chusetts, and after graduating, attended Tabor Academy
in preparation for college. He then entered Bowdoin
College in Maine intending to major in Economics and
Government. However, he decided that he would rather

attend a business school and receive practical training
than graduate [rom a liberal arts school. He then entered
Babson Institute in the two-year course.

PRACTICAL TRAINING

Butterfield has spent two summers in the Fitchburg
Coopcrative Bank, working in all departments and get-
ting a general knowledge of cooperative banking. His
desirc to enter the business field 1s natural since the men
on both sidcs of his family have been business men.

The wood pulp manufacturing equipment business
holds high interest or Butterfield and while he was at

Babson Institute. he made a ten-year statistical survey of
this field.

THE BUSINESS MAN

Butterfield is a dependable and courteous individual.
His conversation is always intelligent and his great sense
of humor has made him numerous [riends at Babson
Institute. Presenting a pleasing appearance and pos-
sessed of an excellent character, plus his tireless capacity
to work, make Fred Butterfield the type of young man
that most business organizations seck. He has devoted
considerable time to the wclfare ol the Babson Institute
student body by his active participation in student gov-
ernment.



JOHN MADISON CAMP, JR.

22 Clay Street, Franklin, Virginia

Objective:
Paper Production

Experience:
Paper Mill Summers’

Special Training:
Chemistry Major; Production; Finance; Distribu-
tion

Fducation:
Franklin High School, Franklin, Virginia; Virginia
Military Institute, B.S. Degrec; Babson Institute of
Business Administration, Babson Park, Massachusetts

Fxtracwrricular Activities:
Riding Club, Virginia Miltary Institute; Photog-
graphy; Camcra Club; Civil Aeronautics Authority
Flying; [ntramural Sports; Babson Institute

Personal Dala:

Agc 21; Single; Height 6'; Weight 175
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BACKGROUND

Born and brought up in Virginia, Camp intends
entering the Paper Production field with his father.

Alter graduating from Franklin High School, Camp
attended Virginia Military Institute for four yecars,
graduating with a Bachelor of Science degree, and
majoring in Chemistry.

He then came to Babson Institute for the one-year
course in Business Administration as a supplement to the
training he had previously received at Virginia Military
Institute.

PRACTICAL TRAINING

Having a kecen interest in the technical side of the pro-
duction of kraft and other papers, Camp concentrated
his efforts at Virginia Military Institute in the ficld of
Chemistry. This work, in conjunction with his expericnce
i the mill during the summer, has madc him well
qualified for a position in the paper production industry.

While at Babson Institute, he took the gencral course
in  Production, Distribution, He also
planned and executed a statistical survey showing the
trend in the lumber business.

and Finance.

THE BUSINESS MAN

Personally well liked by everyone, Camp has a very
outstanding record in past accomplishments and achicve-
ments.

Ambitious and socially attractive, his main interests
are centercd around flying and riding. He 1s a graduate
of the Civil Acronautics Authority flying course, n
which he enrolled while at Babson [nsutute. He 1s also a
graduate of the Reserve Officers Training Corps, the
result of his training at Virginia Military Institute.

He 15 a tactful and well-disciplined young business
man with Southern graces.
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JOHN E. CHAPMAN

434 Past 52nd Street, New York, New York

Objective:
Retail or Wholesale Lumbering

Lxperience:
Chapman Lumber Company; Six Months as a
Glass Cutter and Glazier, Experience with Car-
pentry: Shipping Department of Department Store

Specral Traimng:
Sales; Production; Statistics; Accounting; Taxation

Loducation:
Pebble Hill School. Svracuse, New York; Amherst
College (two yearsd; Babson Institute ol Business
Administration, Babson Park, Massachusetts

Ixtracurricular Activities:
Delta Upsilon,  Ambersg Adverusing
Manager, 1941 Bapsonian; Student Activities Com-
mittee; Social Acuvities Committee, Babson Inst-
tute

Associate

Personal Data:
Agc 23; Single; Height 5'9”; Weight 145
BACKGROUND
It1s Chapman’s good fortune to be one of the fifth gen-
cration 1 a family connected with the merchandising
ol lumber and the related building materials industry.
He has had a liberal education in primary and sccondary

schooling and spent better than a year and onc-halfl at
Amherst College where he studied cultural and scientific

subjects. Then for six months, Chapman worked as a
glazier’s assistant in a retail Jumber yard and gained
much knowledge in the use of woods, saws, machines,
and other milling cquipment.

PRACTICAL TRAINING

Chapman spent two years at Babson Institute coordin-
ating his work n Sales, Taxation, Production Manage-
ment, and Industrial Relations with the lumber industry.
FHec made scveral trips to the New England Emergency
Forestry Commission in order to study their work and the
cflect ol the recent hurricane on future lumber condi-
tons. A survey ol the trends of residential building over
the period of the last ten years was also undertaken.

THE BUSINESS MAN

Chapman has developed seriousness ol purpose and
exhibits few limits to his capabilities. He also displays
high character qualities and a finc personality. Sincere
and anxious to succecd, he has a well-developed sense of
responsibility.

Chapman has shown considerable ability in organizing
his scholastic work. He s systematic, punctual, and
persistent. Businesses today are scarching lor such ual-
ities in young men employed by them.



JAMES J. CLIFFORD, JR.

20 Hillerest Road, Reading, Massachusetts

Objective:
Production; Cost Accounting

Fxperience:
Research Laboratory; Assistant Cost Accountant;
Time and Motion Study

Specral Training:
Time and Motion Study; Planning; Scheduling;
Stores: Production Management; Finance; Distri-
bution

Education:
New Preparatory School; Mercersburg Academys;
Yale University; Babson Institute of Business Ad-
ministration, Babson Park, Massachusetts

Fxtracurricular Activities:
Crew; Soccer; Glee Club; Golf, Mercersburg Acad-
emy; Intramural Sports, Babson Institute

Personal Dala:
Age 22; Single; Height 5" 71575 Weight 130

James j,

BACKGROUND

James Clifford is a New Englander of English and
Irish descent. He grew up in this section of the country
and was cducated at several private schools. He then
went to Yale University for one year and decided to
work for the Stedfast Rubber Co. in which his father is an
executive.

After working for a year in many departments of this
company, he decided that further and more intensive
training in Cost Accounting would matcrially assist him
in his ambition to do work in Production and Cost Ac-
counting. Therefore, he enrolled in Babson Institute for
the comprehensive two-year coursc.

PRACTICAL TRAINING

Being interested in the rubber industry, Cliflord
worked in the various departments of a large rubber com-
pany where he found that Cost Accounting rcaches mto
practically all departments, thus giving good chance [or
advancement. In addition to this, he checked the pro-
duction of coated rubber fabric over the last ten ycars,
using figures of the industry as a whole.

The Production Division at Babson Institute held the
most interest for him since this included Time and Mo-
tion Study and Production Planning which 1s his natural
bent.

THE BUSINESS MAN

Friendly and rehable, Clifford has a liking for figures
and industrial engineering work and has received results
from the conference work which interested him most.

His opportunity to apply actual experience and train-
Ing to certain courses that he has taken at Babson Insti-
tute has considerably broadened him and today he is
prepared to return to the business world a much morc
valuable man than when he [irst entered into his business
training. He is enthusiastic, sociable, and resourceful in
all business contacts.

ok, |
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WILLIAM JAMES CONNELLY

2134 East 27th Street, Tulsa, Oklahoma

Objective:
Crude Oil Production

Experence:
Sinclair Prairie Oil Company

Special Traimng:
Production; Statistics; Accounting: Distribution;
Marketing; Sales; Advertising

lducation:
Cascia Hall; Amherst College; Summer school at
University of California; Harvard University; Tulsa
University; Babson Institute of Business Administra-
tion, Babson Park, Massachusetts

Fxtracurricular Activities:
Chi Phi, Swimming, Intramural Sports, Babson
Institute

Personal Data:
Age 22; Single; Height 57 11”7; Weight 155

BACKGROUND

Connelly comes from a long line of oil men. He was
born in California but has spent the greater portion of his
life in and around the oil fields of Tulsa, Oklahoma. He
has attended various private schools most of his life and
was a student at Amherst for three years before coming to

Babson Institute. He also attended summer school at the
University of California, Harvard University, and Tulsa
University.

PRACTICAL TRAINING

Connelly spent the summer ol 1940 in the oil {iclds as a
junior engineer for the Sinclair Prairic Oil Co. At Babson
Institute, he has been deeply interested in all production
problems.

While studying in the Production Division, he pre-
pared a complete analysis of crude oil production over a
period of years, and adjusted this analysis for scasonal
variation. This important statistical survey has given him
a broad 1insight into the scope of the petroleum industry
and 1ts relation to National Production and Decfensc.

THE BUSINESS MAN

Sincerity is a necessary asset for anyone who desires (o
“scll” himself, whether to his friends or luture business
associates. Connelly has that knack of making people
know he means everything he says. Socially and mentally
mature, he has a plcasing personality and makes [riends
casily. Thesc traits, plus the training he has accumulated
over the last tew ycars, make Connelly a desirable appli-
cant [or a position in the petroleum industry.



KIRKWOOD B. CUNNINGHAM

1418 North Highland Avenue, Pittsburgh, Pennsylvania

Objective:
Investment  Banking

FExperience:
S. K. Cunningham & Co., Inc., Pittsburgh, Pa.

Special Traning:
Finance  Marketing of Sccurities: Investment [n-
stitutions; Speculation

Education:
Westminster College, A.B. Degree; Major in Mathe-
matics; Babson Institute of Business Administration,
Babson Park, Massachusetts

Extracurricular Activities:
Kappa Phi Lambda; Pi Delta Epsilon; Delta Nabla,
Mathematics honorary; Business Manager of college
paper, Westminster College: Camera Club. Religious
Activities Committee, Editorial Staff, 1941 Bag-
son1an, Alpha Delta Sigma, Babson Institute

Personal Data:
Age 22; Single; Height 671775 Weight 160
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BACKGROUND

Cunningham’s (amily is in the mvestment banking
held. He is a graduate of Peabody High School in Pitts-
burgh and Westminster College in New Wilmington,
Pennsylvania.

The greater part of his life has been associated in onc
way or another with the investment banking field and
naturally that is his main interest.

PRACTICAL TRAINING

Cunningham spent two summers working for his
(ather’s investment firm in Pittsburgh. He has also been
employed by the Ochiltree Electric Co., and the Pitts-
burgh Equitable Meter Co.

He has had the advantage ol a complete and thorough
training in Investments while at Babson Institute, since
Babson Park is an investment community in itsell" with
the various types of investment services which are con-
tered in and around the Park.

As a statistical project, he madc an analysis of the in-
vestment held, while taking the Finance course at Babson
Institute.

THE BUSINESS MAN

A hard worker and a brilliant one, Cunningham has
made many friends at Babson Institute. Coming to the
Institute, with an excellent record in college, he has more
than lived up to that record.

Cooperative and agreeable, he was one ol the most
active members of the Religious Activities Committec.
He also has the knack of speaking well and intelligently
and gave some cxcellent talks on the relation of religion
to business.



JOSEPH A. DARTS

3117 Broadway, New York, New York

Objective:
Production

Special Training:
Time and Motion Study:; Production Planning:
Scheduling; Routing

Education:
Manhattan Preparatory School; New York; Man-
hattan College, New York:; Babson Institute of Bus-
mcess Administration, Babson Park, Massachusctts

Personal Data:
Agce 22; Single: Hewght 67 Weight 160

BACKGROUND

Darts i1s a native ol New York City. He graduated
from high school there and then enrolled in Manhattan
College. After lnishing his second year at Manhattan,
he decided that he could reccive a more practical educa-
tion at Babson Institute, than in a regular college taking
beral arts courses.

Darts 1s intercsted in Production Management. [lis
father is an cxecutive of a manufacturing company
located in New York. He has, therefore, concentrated his
efforts in the courses associated with this industrial field.

PRACTICAL TRAINING

While at Babson Institute, Darts took the general two-
year course cmbracing the three fields of Production,

Distribution, and I'inance, but since he plans on entering
the Production phase of business, he showed real ability
i the division of Production Management. This course
explains the important fundamentals ol getting industrial
activities accomplished cfliciently. Even in this day of
enlightened factory management, a great many plants
stll follow the old-fashioned, shpshod practice of enter-
ing an order n the shop and trusting to luck that it will
come through. The aun of the Production Management
course 1s to develop ways and means ol bringing together
the matcrials. men, and machinery that arc necded for
the production ol a product.

Boiler manufacturing production was the subject of
Darts’ statistical survey. This covered a recent ten-ycar
period comprchensively and accurately.

THE BUSINESS MAN

Darts is the industrial-minded type. He has a great
willingness to work, especially in the subjects that hold
the most intercest for him. Of a quict, yet plcasing per-
sonality, Darts has shown himsell to be the owner ol a
keen and analytucal mind. Delinitely not the type to
shout his knowledge to the skies, Darts is a person whose
opinion is treated with respect.



BOYD A. DAVIES

725 Washington Street, Columbus, Indiana

Objective:
Purchasing, Production, and Sales

Experience:
Editor and Publisher of Weekly Newspaper; Cum-
mins Engine Company, Matcrials Department, Head
of Specifications Department, Assistant Purchasing
Agent (three years); Now on lcave of absence from
Cummins Engine Company

Special Training:
Industrial Purchasing; Production Management

Education:
Columbus High School; Butler University (one
year); Indiana University (one year); Babson Insti-
tute of Business Administration, Babson Park, Mass.

Fxtracurricular Activities:
Tennis, Basketball,
Babson [nstitutce

Debate, Intramural Sports,

Personal Data:
Age 23; Single; Height 57 1ol ,”; Weight 150

BACKGROUND

Born and raised in Columbus, Indiana, Davies has
done extremely well for a man so young. He started to
work for the Cummins Engine Company in the matcrial
control department and since that time has forged ahead
rapidly in business.

Davies attended Butler University [or one year where
he studied a course in Industrial Purchasing, sponsored
by the Indiana Association ol Purchasing Agents. This
course dealt with certain basic principles of Purchasing
such as Budget Policy, Methods, Specilications, and
Inventories.

PRACTICAL TRAINING

As far as practical training and actual practice in the
industrial field 1s concerned, Davies 1s extremely well
qualified.

Prior to his employment by the Cummins Lngine
Company, of Columbus, Indiana, Davies cdited a small
weekly newspaper. A short time later, he went to work
for the Cummins Company and was madc hcad of the
Speciflications Department, and was Assistant Purchas-
ing Agent for the three years previous to his enrollment
in Babson Institute. At the present time, he is on lcave of
absence from the Cummins Engine Company.

THE BUSINESS MAN

Onc of the Scholarship men at Babson Institute,
Davies was active in sport activities, especially basketball.
Capable, industrious, and ambitious, always rcady with a
laugh, he can view his record with pride.

Davies is a trained young man possessing considerablc
purchasing cxperience. His previous business training
has given light to many difficult managerial problems
discussed in student conferences.



ROBERT S. DAVIES

242 Montrose Avenue, Northwest Canton, Ohio

Objective:
Sales

Expertence:
Superior Sheet Steel Clompany; Sales and Order
Department; Inspection and Metallurgical Depart-
menl

Special Traimng:
Marketing; Salesmanship; Advertising; Economics;
Business Law, Finance; Production

Lducation:
McKinley High School, Canton, Ohio; Denison
University, Granville, Ohio (two years); Babson
Institute ol Business Administration, Babson Park,
Massachusctts

Fxtracurricular Activities:
Phi Delta Theta. Clollege Newspaper, Denison Uni-
versity; Intramural Sports, Editor, 1941 BaBsonIAN,
Babson Insutute

Personal Dala:
Age 21; Singlc; Height 6" 215"; Weight 195

BACKGROUND

Davies was born in Van Wert, Ohio, but was raised
in Canton, Ohio, an industrial town manufacturing
largely stecl and steel products. He has worked four sum-
mers [or a steel company in both the mill and the office.
Due to various influences, he has always wanted to enter
the sales licld, and after attending Denison University [or
two years, camc to Babson Institute, (eeling that he
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which he could not recelve

could get practical training,
at other schools.

PRACTICAL TRAINING

Davies, in addition to the actual experience he has had
in the steel industry, has fitted himscl(] in an exceptional
way, for a position in the Sales Division ol industry by the
work he has taken at Babson Institutc.

He prepared and conducted an extensive survey mto
the actual ingot production ol the entire steel industry
with a scasonal adjustment made of the trend for the last
ten years.

Davics has also been thoroughly trained in current
marketing problems dealing with the functions per-
formed 1n distributing industrial goods.

THE BUSINESS MAN

Davies has traveled rather extensively throughout the
United States and has made many valuable contacts
and friends.

Decidedly an extrovert. Davies has combined personal
charm and an above-average intellect to gain the con-
fidence of his many friends. He is well liked and trusted
by students and [aculty.

He 1s an avid reader and prelers to spend his Teisure

time (lying and playing golf.



JAMES F. DILLON, JR.

76 Spruceland Avenue, Springlield, Massachusctts

Objective:
Production; Sales

loxperience:
Forbes and Wallace, Springheld, Massachusetts;
Haynes and Clompany, Springlicld, Massachusetts;
Country Club Soda, Springlicld. Massachusetts

Special Training:
FEconomics; Salesmanship; Marketing; Production
Finance

Education:
Classical High School, Springfield, Massachusetts;
Georgetown  University, Washington, District of
Columbia (two years); Babson Institute of Business
Administration, Babson Park, Mass. {one year)

Fxtracwrricular Activities:
Football; Basketball; Publications; Bowling Com-
mittec; Business Staff; 1941 BaBsonian

Personal Dalta:
Avc 21 Sinele: Height 5/ 81,7 Weirght 160
S = g D 2o b
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BACKGROUND

Dillon 1s a native son of Springficld, Massachusctts
where his [ather is in the wholesale and retail distribution
business. After his graduation from high school, he at-
tended Georgetown University for two ycars and then
transferred to Babson Institute where he was a member
of the Senior group.

PRACTICAL TRAINING

Dillon has had a variety of actual training in salcs
work around Springfield, Massachusctts. He was asso-
ciated with Haynes and Company; in the Shipping
Department of Forbes and Wallace; and in the Produc-
tion Department of the Country Club Soda Company.

While enrolled at Georgetown University, he majored
in Economics, and after coming to Babson Institutc,
decided to concentrate in the two fields of Production
and Distribution. He was also very much mterested in
the marketing phases ol Distribution, since the Babson
Institute study of this subject deals with those business
activities involved in the flow ol all types ol goods [rom
production to consumption.

THE BUSINESS MAN

Dillon 1s the type of young man to get things accom-
plished and out of the way. In other words, when a
project or assignment was given to the student group, he
would not put it ofl but completed it as soon as possible
instead of delaying until the last minute.

One of the best all-around men in the Senior class,
Dillon was extremely well liked by everyone and had the
knack of making [riends casily.

As a young business man, he is industrious, persever-
ing, and capablc.

€3



BRUCE CARLISLE EDENTON

Northwood Place, Jackson, Tennessee

Objective:
Distribution; Wholesale Grocery

[xperience:
J. C. Edenton Company; Federal Cotton Com-
press; Coca-Cola Bottling Company

Special Training:
Salesmanship; Marketing; Market Analysis; Whole-
saling and Retailing; Advertising; Accounting

Fiducation:

r Riverside Military Academy; Darlington School;
University ol Virginia, Charlottesville, Virginia
(onc year); Babson Institute of Business Adminis-
(ration, Babson Park, Mass.

Fxtracuwrricular  Activthies:
Alpha Tau Omega; Committee on Foreign Relief|
University of Virginia; New York Times Represen-
tative; Intramural Sports, Babson Institute

Personal Data:
Age 22; Single; Height 5" 117; Weight 170
BACKGROUND
Edenton’s home 15 located in Jackson, Tennessee,
where his [amily owns a wholesale grocery housc.
He attended Riverside Military Academy and the
Darlington School before entering the University of

Virginia. After one year there, he transferred to Babson
Institute as a student in the Two-Year Course.

PRACTICAL TRAINING

Edenton has already decided to go mnto the wholesale
grocery business and his work at Babson [nstitute has
been selected with this in mind.

His actual work in various wholesale establishments
plus his work at Babson Institute has equipped him to
lace the problems of Distribution. The course at Babson
Institute aims to bring the student in contact with the
actualitics of management in wholesaling and retailing
institutions, and develop his understanding of their
many marketing methods. Problems dealing with these
concerns form a large portion of the assigned work.

THE BUSINESS MAN

Edenton is mentally and physically alert. His work
prior to coming to Babson Institute was of very high
quality, and his work here has been excellent.

Socially and intellectually at home in any group, he is
cooperative and helplul in promoting any cnterprise or
idea which is advanced.

Edenton 1s one of the men {rom the South whose ac-
cent revealed his environment. Personality plus, and
an easygoing nature make him onc of the most popular
Babson men.



ROBERT S. FOX

58 Brenton Avenue, Providence, Rhode Island

Objective:
Producuon

Special Training:
Accounting; Industrial Purchasing; Production
Management; Advertising; Sales; Marketing

Fducation:
Moses Brown School, Providence, Rhode Island;
Raymond Riordan School, Highland, New York;
Brown Untversity, Providence, Rhode Tsland; Bab-
son Institute of Business Administration, Babson
Park, Massachusetts

Extracurricular Activilies:
1940 Bapsonian, Advertising Staff; Tennis; Base-
ball; Bowling; Bridge Club ; Babson Institute

Personal Dala:
Age 21; Single; Height 5" 101, Weight 138
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BACKGROUND

Fox, who is from Providence, Rhode Island, attended
the Moscs Brown School in the home city and also the
Riordan School in Highland, New York. He then
matriculated at Brown University for one year and de-
cided that since his mind and interests were toward Pro-
duction and its associated felds, he would transfer to
Babson Institute for the Two-Year Business Administra-
tion Course.

PRACTICAL TRAINING

Fox has had extensive research work in the field of
Production. His particular interest in the industrial field
ts cardboard production and products.

As part of his work at Babson Institute, he made an ex-
tensive report on the history of the expansion of the paper
industry. He also did work in Statistics on solid-fibre
paper-box-board production in the United States. The
choice of action, when decisions in business must be
made, can best be determined by answers which can
be obtained only by Statistical Procedures. 'This is just
as true of the small problems which daily confront minor
executives as it is of the larger problems which confront
major executives and concern management direction.

THE BUSINESS MAN

Fox has shown in his conference work at Babson
Institute that he has real ability and high intelligence.
By taking an active and inquisitive part in many of the
discussions, he has brought forth many points that might
have passed unnoticed. Endowed with a keen and analy-
tical mind, Fox has added many a stimulating point to
group conference sessions.

National Defense requirements of industry call for

young men with the qualifications of Fox.



JOHN HOLMAN GILBERT, JR.

236 Grand Street, Waterbury, Connecticut

Objective:
Distribution
Fxpertence:
Retail Store, York Beach, Maine; Naugatuck

Glass Company; Naugatuck, Connecticut

Special Training:
Mathematics major; Economics;
Market Analysis; Advertising

Salesmanship;

Fducation:
Staunton Military Academy, Staunton, Connecti-
cut; Brown University (two years); Babson Institute
of Business Administration, Babson Park, Mass.

Fxtracurricular Activities:

Declta Epsilon; Track; Brown University; Swim-
Student Executive Committee; Physical
Activities Committec; Treasurer of Bowling League;
Babson Institute

ming;

Personal Dalta:
Age 25; Single; Height 5" 11”; Weight 155

BACKGROUND

Gilbert has lived in different sections of the country.
He attended grade schools in Kentucky and Massachu-
setts, and entered Staunton Military Academy in 1932,
graduating four years later. In 1937, he enrolled in
Brown University and trained there for two years. He
enrolled in the Two-Year Course at Babson Institute
alter leaving Brown University.
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PRACTICAL TRAINING

Gilbert has had an opportunity to pick up, through
practical work in the companies in which he has been
employed, many helpful ideas that escape the man who
goes into business without practical training or actual
experience.

Gilbert seeks a position in the same line of business
his lather is in, namely, the copper and brass industry.

At Babson Institute, he has taken courses such as
Salesmanship, Marketing, and Advertising, that will
help him most in his ambition to get into sales work.
As a project in the Statistics course, he surveyed the cop-
per industry and prepared an analytical report upon
many phases of it.

THE BUSINESS MAN

Because of the fact that he has been away from home
for a number ol years, Gilbert has the knack of making
himself, his friends and acquaintances [eel at home,
whercver they are. He likes to meet people, and with his
sincere and pleasant personality, makes {riends easily.

Gilbert has been industrious, resourceful, and forcelul
in all work undertaken by him while at Babson Institute.
He is one of the finest young men one would care to
know or associate with in any phase of business.



JAMES M. GODFREY, JR.

4918 Walnut Street, Philadelphia, Pennsylvama

Objective:
Selling and Sales Management

Fxperience:
John Wanamaker’s in Philadelphia, Pennsylvania
.onc year’s employment,

Special Traimng:
Salesmanship; Marketing; Business Law: Advertis-
ing; Finance; Production Management

Fducation:
William Penn Charter School, Philadelphia, Penn-
sylvama: Solcbury School, New Ilope, Pennsyl-
vania; Babson Institute of Business Administration,

Babson Park, Mass.

Fxtracurricular Aclivities:
Circulation Manager, 1940 Bassonian; Chairman,
Rehgious Activities Committee; Alpha Delta Sigma,
Intramural Sports, Babson Tnstitute

Personal Dala:
Age 23; Single; Height 67177 Weight 180
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BACKGROUND

Godfrey was raised in a physician’s [amily where great
emphasis was placed on education and character build-
ing. He received a thorough and well-rounded education
at the William Penn Charter School, the Solebury
School, and Babson Institute. He served for a time as
Sailing Instructor at the state Young Men’s Christian
Association Camp, and worked for one year at the John
Wanamaker Store in Philadelphia. This type of back-
ground has developed in lim a fine character and a
pleasing personality.

PRACTICAL TRAINING

Godfrey’s work at John Wanamaker’s gave him
excellent practical experience. It fired him with cn-
thusiasm and demonstrated to him what qualities were
needed for success in business. After working at Wana-
maker’s [or a year, during which time he received two
different promotions, he realized the need for [urther
business education and additional practical training.
Thus, he entered the Two-Year Course at Babson [nsti-
tute. He centered his interest in the Sales and Market-
ing work. All his efforts have been toward acquiring
practical knowledge that would enable him to succeed
in the Sales and Sales Management field.

THE BUSINESS MAN

.

Godfrey has demonstrated at Babson Institute, by his
actions, leadership of the Religious Activities Committee,
and general active participation in student life and gov-
crnment—the qualities of honesty, maturity, leadership,
responsibility, trustworthiness, scholastic ability, and
kecn imntellectual interest. These are qualities that should
surely recommend him highly to business. His fine char-
acter and pleasing personality add considerably more to
s recommendation.
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THEODORE O. HAMMOND

2016 Underwood Avenue, Wauwatosa, Wisconsin

-~

Objective:
Distribution

Special Traimng.:
Marketing; Salesmanship; Advertising; Economics;
Statistics; Accounting; Production; Finance

Fducation:
Milwaukee University School; Milwaukee, Wiscon-
sin; Lake Forest College, Lake Forest, Illinois;
Babson Institute of Business Administration, Bahson
Park, Massachusctts

Extracurricular Activities:
Publication Work on School Publications (Business
Staff), Chorus; Alpha Delta Sigma, Babson Institute

Personal Data:
Age 23; Single; Height 6”; Weight 185

BACKGROUND

Hammond, whose father i1s a sales and advertising
executive ol a large manufacturing concern in Milwau-
kee, has always been extremely interested in merchandis-
ing ard its related fields, such as Sales Promotion and
Advertsing. '

He attended the Milwaukee University School and
after graduation, enrolled in Lake Forest College for
two years. Since he had already planned on attending
business school eventually, he decided to enroll in the
Senior One-Year Clourse at Babson Institute.
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PRACTICAL TRAINING

At Lake Forest College and Babson Institute, Ham-
mond specialized in the courses and subjects that, in his
mind, were directly rclated to the field ol Merchandising
and Distribution. While at Babson Institute, he made
a detailed statistical analysis of the total amount of ad-
vertising lincage published over the last ten years. This
included a comparison ol advertising Huctuations as re-
lated to the normal trend linc ol the country.

In addition to this training, Hammond has had the
opportunity of much informal training in Sales and
Advertising. Due to the fact that his father is in this
business, Hammond has thus been able (o profit by his
observations and contacts.

THE BUSINESS MAN

Sincere and reliable, Hammond hopes to be employed
in a concern where he may work into a position that
requircs a technical and thorough knowledge of the
product as a requisite [or his success.

Hammond’s chiel interests in the ficld of recreation
are skiing, swimming, and other outdoor sports.

Possessed of an inquisitive and highly technical mind,
Hammond should be successful in a position requiring
a mixture ol merchandising ability and a detailed
knowledge of the product.



JOIIN G. HARDER

33 River Street, Boston, Massachuselts

Objective:
Production

Fxpertence:
Tally-Ho Coach Company, Philmont, New York;
Eastman-Dillon Company, New York, New York;
Traveler’s Insurance Company, Hartlord, Connec-
ticut

Special Training:
Chemistry; Economics; Security Analysis; Sales;
Marketing; Business Law; Finance; Production

Fducation:
Philmont High School, Philmont, New York; Hill
School, Pottstown, Pennsylvania; Harvard Univer-
sity, Cambridge, Massachusetts; Traveler’s Insur-
ance School, Hartlord, Connecticut: Babson Insti-
tute of Business Administration, Babson Park, Mass.

Extracurricular ctivilies:

Baseball; Track; Tennis; Goll

Personal Data:
Age 26; Married; Height 6" 2V.,”"; Weight 186
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BACKGROUND

After graduating from the Philmont High School in
Philmont, New York, Harder went on to The Hill
School in Pennsylvania, and Harvard University for
three years. He then attended the Traveler’s Insurance
Company School in Hartford, Connecticut, and afier
working for a short time decided to further his business
training by entering the Senior One-Year Course at
Babson Institute.

PRACTICAL TRAINING

Harder was Vice-President in Charge of Production
for a year and one-half with the Tally-Ho Coach Com-
pany. He then went to work in New York City in the
securities field and in 1938, became associated with the
Traveler’s Insurance Company. A short time later, he
joined the Eastman-Dillon Company in New York as an
investment analyst and member of the Investment Com-
mittee of this Company.

THE BUSINESS MAN

Imaginative and tactful, Harder has a most agreeable
and friendly personality. Well-equipped mentally, and
physically attractive, he is very industrious—and his
native ability plus his actual experience and training,
should make him a decided asset to any concern with
which he may become associated. Harder is married and
his home is located in Boston, Massachusetts.



ANDREW BERTRAM HART

540 Park Avenuc, New York, New York

Objective:
Selling and Office Management—Film Industry

Fxperience:
Pathe Film Corporation, New York City (two
summers); Stock Fxchange House, New York City
(two months)

Special Travmng:
Salesmanship; Ollice Management; Statistics; Avia-
tion; Finance; Motion Picture Projection

[oducation:
Horace Mann School, New York City; Choate
School, Wallingford, Cionnecticut; Gunnery School,
Washington, Cionnecticut; Babson Institute of Bus-
iness Administration, Babson Park, Massachusetts

[oxtracurricular ctivities:
Managing Editor ol School Publications ol Gunnery
School; Debate; Travel

Personal Data:
Age 20; Single; Height 6 1”; Weight 165

BACKGROUND

Hart has always lived in New York City and his father
is connected with the New York Stock Exchange. He
has thus formed many contacts with the business leaders
ol New York. This has developed in Hart a pleasant and
agreeable personality, and a knowledge of business and
buSiness men. His education at the Horace Mann School,
the Choate School, Gunnery School, and Babson Insti-
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tute has brought him in contact with many ol the best
men in the educauonal and business ficlds. This back-
ground, combined with lart’s extensive travel, has given
him many likeable and successliul qualities.

PRACTICAL TRAINING

Two summers” work 1n the film industry and one sum-
mer in the financial field have given Hart thorough
knowledge and experience to draw upon in future bus-
iness associations. This practical training, in addition to
his Sales and Finance work at Babson Institutc, has given
him a singleness of purpose and an cagerncss to enter
and make a success ol the sales and management phase
of the Film Industry.

THE BUSINESS MAN

Whether in Sales or in Management, the individual
must [irst sell himsell. At Babson Institute, Hart has done
an excellent job of selling himsclf to his instructors and
fellow students. With this ability, and the practical
knowledge and training which Hart has reccived
through education, travel, and cmployment, he should
be highly successful in business and an assct o any or-
ganization.



WILLIAM J. HEALEY, JR.

150 Kennedy Street, Bradford, Pennsylvania

Objective:
O1l Production

Fxperience:
Hcalcy Petroleum Corporation fsummers), Brad-
ford, Pennsylvama; Tide Water Associated Oil
Company (one and one-half years); Los Angeles,
California; Healey Producing Corporation (three
ycars), Abilene, Texas

Special Traimng:
Production Management; Oil Ficld Scouting; Mar-
keting; Business Law; Sales; Study of the History of
Oil; Accounting

liducation:
Phillips Academy, Andover, Massachusetts; Stearns
School, Mount Vernon, New Hampshire; Duke
University, Durham, North Carolina; Texas Chris-
tian University, Fort Worth, Texas; Babson Insti-
tute of Business Administration, Babson Park, Mass.

[extracurricular Actwities:
Boxing

Personal Data:
Age 27; Married; Height 5" 117"; Weight 160

D
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BACKGROUND

Because of his family connections and his own experi-
ence, Healey has had opportunities to observe the field-
operating technique of both the independent oil operator
and the major o1l companies.

He received considerable education and then went to
work, but, convinced that any business executive today
wants young ambitious men, who not only have a desire
to get some place, but, who have a practical outlook and
appreciation of the position of the employer’s business- -
Hcaley decided to enroll at Babson Institute for the
One-Year Course.

PRACTICAL TRAINING

Healey has had a considerable amount of experience
in the oil business. He spent his summers working in the
oil fields of Pennsylvania; he had a year and one-half in
the California fields; and spent three years it the Texas
O1il fields.

This work and his experience as an oil-field scout was
correlated with his training in Production Management,
Marketing, Sales, and his Study of the History ol Oil,
all of which make him a valuable young man (o any oil
production concern.

THE BUSINESS MAN

Possessed ol a winning personality, Healcy made
many friends at Babson Institute, and this will hold truc
ol any placc he goes. Full of nervous energy, he scts a
fast pace in his work and gets topnotch results.

Healey is interested in becoming associated with a
successful business firm where he can put his ideas to
work, and watch the results critically.



CALVIN AUSTIN HILL

72 Pine Ridge Road, Waban, Massachusctts

Objective:
Production

Special Training:
Production Management; Industrial Purchasing;
Time and Motion Study; Business Law

Education:

Newton Country Day School, Newton, Massachu-
setts; Bowdoin College, A.B. Degree; Babson Insti-
tute of Business Administration, Babson Park, Mass.

Extracurricular dctivities:
Psi Upsilon Fraternity, Dramatics. Tennis, Inter-
collegiate Men’s Doubles Champion, Football.
Track, Bowdoin College; Intramural Sports, Babson
Institute

Personal Dala:
Age 22; Single; Height 5" 10”; Weight 165

BACKGROUND

Hill has a background based entirely upon New Eng-
land. His parents werc New Englanders and he was
brought up and educated in that section of the country.
While at Bowdoin College he took an active part in the
various activities of student life. He was a leader in
athletics and this did much to develop in him admirable
character and personality traits. He made an cxcellent
record in the athletic field by winning the Intercollegiate
Mcn’s Doubles championship. With all his extracur-
ricular activitics at Bowdoin, he still maintained a good
scholastic record. Since his father 1s a lawyer and the
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family home naturally possesses a high intellectual
standard, Hill has received an cxccllent cducational
background.

PRACTICAL TRAINING

While Hill has had no actual experience in the
business or manufacturing world, his thorough educa-
tion and travel opportunities have given him a complete
knowledge of all types of people. His practical business
training at Babson Institute has taken him into many
factories where he analyzed and surveyed different Pro-
duction methods. In addition, his family contacts have
brought him in touch with many business Icaders and he
has had an opportunity to learn their ideas and ways
of thinking.

THE BUSINESS MAN

Ability to make friends and get along with people is
extremely important in the Production field. This ability
1s onc of Hill’s primary requisites for success 1n business.
Add to this ability, the power to reason and think
clearly and you have an excellent combination for ad-
vancement and success in the business field. Thus, Hill
should make a place [or himsell in the Production [icld
of industry. Business and National Delense Production
scek such a man.



ARTHUR CHRISTIAN HILMER, JR.
875 L'ifth Avenue, New York, New York

Objective:
Advertising and Public Relations Departments of
Aviation

Special Traming:
Marketing; Salesmanship; Adverusing; English;
Business and Law: Psychology; Finance; and Econ-
omics

Education:
The Hill School, Pottstown, Pennsylvania (three
years); The Millord School, Milford, Clonnecticut
(one year); University ol Virginia, Charlottesville,
Virginia (four years), Bachelor of Science Degree;
Babson Institute ol Business Administration, Babson
Park, Massachusetts

Extracurricular Activities:
Phi Gamma Delta Fraternity, Varsity Tennis,
Gresman Club, Lambda Pi Society, University of
Virginia; Civil Aeronautics Association Flying;
Physical Activities Committee; Intramural sports;
Babson Institute

Personal  Data:
Age 23; Single; Height 57 10”; Weight 165
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BACKGROUND

Hilmer desires to become associated with the aviation
industry through Advertising. His father is in the Adver-
tising business and he has received a fine insight into that
sphere of business activity.

He attended the University ol Virginia for four years
and'received a Bachelor of Science degree as a member
of the Class of 1940. While at Virginia, Hilmer majored
in Geology and English. With this background, he
entered Babson Institute the Senior One-Year
Course.

in

PRACTICAL TRAINING

Hilmer has added a year of concentrated study of
practical business mecthods at Babson Institute to his
previous training. He has taken the regular courses in
Finance, Distribution, and Production and has taken an
elective in Advertising. He has prepared several con-
structive reports that enabled him to obtain a better
understanding of the aviation industry. The statistical
report prepared was on plane production in the United
States for the last ten years. These figures were adjusted
for seasonal variation.

THE BUSINESS MAN

Hilmer has the ability to handle a given piece ol
work accurately and rapidly. His interests arc very
broad and he can easily adapt himself to almost any sit-
uation.

Hilmer has traveled widely throughout the United
States and Europe. He has lived in many sections of this
country and has made many friends all over the United
States.




BERNOLD TURE HOLMES

447 Ridgce Road, Wethersfield, Connecticut

Objective:
Selling Construction Machinery to Contractors

Experience:
Summer Work During the Past Five Years in Com-
pany Selling and Servicing Contractors’ Industrial
Equipment

Special Traimng:
Mathematics; Physics; Chemistry; Accounting; Fac-
tory Management; Industrial Purchasing: Sales
Management; Advertising '

Fducation:
Wilbraham Academy, Wilbraham, Massachusetts
(two ycars); Rensselaer Polytechnic Institute, Troy,
New York (two years); Babson Institute of Business
Administration, Babson Park, Massachusetts

Lxtracurricular Activities:
Freshman Soccer Team, Freshman Hockey Team,
(Captain), Member of Lacrosse team, Rensselaer
Polytechnic Institute; Student Executive Commit-
tee, Physical Activitics Committce, Babson Institute

Personal Data:
Age 21; Single; Height 67; Weight 170

BACKGROUND

Holmes was fortunate in that when he entered Rens-
selaer Polytechnic Institute, he knew what his vocation
would be. He had decided to enter the selling end of the
construction equipment industry. With that as his goal,
hc has been able to steer a course that will best preparc
him for that work. Holmes has always bcen close to the
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construction industry, due to his family’s connections
and interests. During summer vacations, he has worked
in the service end ol this business to gain a background
for his future work in this field.

PRACTICAL TRAINING

During the past live ycars, Holmes has worked during
summer months as office clerk, mechanics helper, equip-
ment operator, and shop clerk.

In addition to this practical experience, Holmes has
madc a statistical study of the industry, adjusting net
sales of new equipment for scasonal variations. He then
carried this study further and learned the methods for
forecasting the demand for his product. Holmes has a
background of industrial engincering training that will
help himin dealing with a technical product.

THE BUSINESS MAN

Holmesis imbued with a sense of humor that has madc
him many f(riends within the student body. I1e presents
an immaculate appearance that will always be an asset
to him. He is respected for his evenness of temper and is
casy to get along with at all times. Leadership of many
college activities is altributed to Holmes' inttiative and
drive.



CHARLES FREDERICK JAEGER

192 North Drexel Avenue, Columbus, Ohio

Objective:

Production- -Chemical Industry

Special Travmng:
Chemistry Major; Mathematics; Physics and Metal-

urgy: Production Management; Industrial Pur-
chasing; and History and Economics

Fducation:

Harvard College ({our years: Graduated 1940, B.S.
Dcgree in Chemistry, Babson Institute of Business
Administration, Babson Park, Massachusetts

Extracurricular Activities:
Delta Upsilon, Harvard; Intramural Sports, Babson
Institute

Personal Data:

Age 22; Single; Height 67 175 Weight 150
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BACKGROUND

Upon graduation from the Columbus Academy,
Jacger entered Harvard Clollege, where he concentrated
in Chemistry. Besides courses in this major, he also has
had courses in Mathematics, Physics and Metallurgy.
Courses studied in Chemistry included  Elementary
Chemistry, Qualitative Analysis, Organic Chemistry,
Quantitative Analysis, Physical Chemistry, and Indus-
trial Chemistry which included fourtcen ficld trips to
factories during the year.

For a minor in Mathematics he studied courses in
Elementary Calculus, Analytcal Geometry, Integral and
Differential Calculus.

Thus, Jaeger has a sound background ol Chemistry (o
which he added a year of thorough training in Business
Administration.

PRACTICAL TRAINING

The training that Jaeger has received in chemistry has
been furthered by the work at Babson Institute which
correlated that training with practical business experi-
ence in Production, Finance, and Distribution.

He received training in Factory Management, Statis-
tics, Accounting, Economic Planning, Marketing, and -
Industrial Purchasing. He prepared and executed a
report on the production of sulphuric acid for the past
ten years. He adjusted this data for seasonal variation
and determined the trend of the industry.

THE BUSINESS MAN

Jaceger is an outstanding student and businessman. Tle
1s diligent in his undertakings and has real ability (o
concentrate and reason clearly. He is serious minded and
ambitious and possesses a large amount of theoretical
and practical ability. Of the type to ask “What makes it
go?”’, Jacger has madec [viends casily at Babson Institute
because of his brilliant and well-considered conference
remarks. '



LEO J. KEENAN

45 Trafalgar Street, Rochester, New York

Objective:
Distribution

Ixperience:
Rcgent Specialties Company, Rochester, New York
(onc year); J. S. Graham Company, Rochester,
New York, Factory Work, Office Methods, Account-
ing, and Sales Work (two years)

Special Traimng:
Sales and Advertising Administration; Marketing,

Staltistics, Accounting, Economics, Business Law,
Production Management, and Business Finance

Lducalion:

West High School, Rochester, New York; Univer-

sity ol Western Ontario, London, Ontario (two
ycars;; Babson Institute ol Business Administration,
Babson Park, Massachusetts

Extracurricular Actwities:
Football Manager, Intramural Sports, Bridge Club,
University of Western Ontario; Assistant Business
Manager, 1041 BaBsonian; Intramural Sports;
Babson Institute

Personal Data:
Age 22; Single; Height 57 77; Weight 145

BACKGROUND
Keenan has interspersed his education with practical
training for several vears. He pursued an intensive
Business Administrative Course at the University ol
Western Ontario where he actively participated in other
purposclul activities pertinent to his cntrance into the
Distributive ficld. As his father is associated with an oult-
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standing advertising display organization in Rochester,
Keenan has absorbed considerable intimate knowledge
of this phase ol merchandising.

PRACTICAL TRAINING

Several years’ practical experience rests on Keenan’s
shoulders as a result of having been in the employ of the
Regent Specialties Company. There, he accumulated
two years’ training in factory methods and administra-
tion. Later, he was associated with the J. S. Graham
Company, where he handled office procedure, account-
ing, and eventually entered the competitive display [ield
as a special salesman. Practical training and experience
have broadened Keenan’s business outlook and today he
is understanding, sympathetic, and adaptable to distrib-
utive problems.

THE BUSINESS MAN

Keenan is a mature young man who cxhibits purposc
in every task assigned him. He is highly industrious,
displays considerable business acumen, and approaches
all sales and advertising problems with psychological
strategy. Babson Institute students and instructors have
had a high regard for his indomitable convictions. He is
a young man (rained and experienced, whom some dis-
tributive firm would do well to consider employing.



GFEORGE WEBSTER KENYON

175 Upton Avenue, Providence, Rhode Island

Objective:
Silver Production and Salces

Fxperience:
Magnan Company, North Attlcboro, Massachu-
setts, Sales Work

Special Training:
Factory Management; Sales; Advertising: Market-
ing; Industrial Purchasing

Lducation:
Moses Brown School, Providence Rhode Island;
Gordon School and Providence Country Day
School, Providence, Rhode Island; Deerfield Acad-
emy, Deerfield, Massachusetts; Babson Institute
of Business Administration, Babson Park, Mass.

FExtracurricular Activities:
School Publication Work; Basketball: Baseball;
Football; Bowling; Tennis, Riding; 1940 Bapsovian
(Business Staff), Intramural Sports

Personal Data:
Age 21; Single; Height 67 31,

!

s Weight 175
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BACKGROUND

Kenyon has had the advantage of an cxcellent school-
ing. He attended the Moses Brown School, the Gordon
School, and the Providence Country Day School —all
located 1n Providence, Rhode Island. He then went on
to Deerfield Academy for further preparatory work
before cntering business school. Since he has always
planned on entering the Production and Sales divisions
of the silver industry, Kenyon desired to completc his
education with training in a business school. This being
the case, he began to look around, after he graduated
from Deerfield Academy, with the hope of entering the
school where he felt he could receive the most completc,
thorough, and practical business training. After inves-
tigating the various schools, he finally decided on Babson
Institute.

PRACTICAL TRAINING

Kenyon has spent his vacations selling Sports cquip-
ment for a Massachusetts irm. This was in the nature of
a training course In preparation for entrance into the
general [eld of Distribution.

At Babson Institute, Kenyon has completed a statis-
tical survey on the production of Silver in the United
States over the period of the last ten years. He also did
special work in regard to the problem of government
farm aid in rclation to the farmer.

THI. BUSINESS MAN

A hard and carnest worker, Kenyon has shown m his
two years at Babson Institute that he has the mental and
physical make-up required of the present-day business
man. Socially well-adjusted, he likes to meet people and
makes fricnds casily. Kenyon is industrious, systemaltic,
and enthuslastic in everything in which he participates.
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WILLIAM T. KNIGHT, JR.

620 Hamilton Building, Wichita Falls, Texas

Objective:
O1l Producing and Refining

Expertence:
Consolidated O1l Company of Texas, Chicl Scout
rone year

Special Tratmng:
Production Management; Government and Bus-
iness; Distribution; Marketing; Finance; Aviation

Education:
New  Mexico Military  Institute, Roswell, New
Mexico; Hardin Junior College, Wichita Falls,
Texas; Babson Institute ol Business Administration,
Babson Park, Massachusetts -

Extracurricular Activities:
Bowling; Three years of Aviation

Personal Data:
Age 23; Married; Height 5" 77; Weight 135

BACKGROUND

Knight was born and raised in the vicinity of the oil
ficlds of Texas where his father is well known in the oil
business. This intimate background and association with
oll has imbedded in him some ol the mystery and ro-
mance ol the oil industry. His educational opportunities
at New Mexico Military Institute, Hardin Junior College
and Babson Institute have given him an excellent store
of knowledge, and good mental discipline so that with
his pracucal business experience, the sum total presents
an cxceptional background.
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PRACTICAL TRAINING

Nou better practical training could be had than (o
grow up in the business ol one’s choicc. Knights un-
usually close contact with the oil fields and the oil men
of Texas. and also his one-year experience as Chiel
Scout for the Consolidated Oil Company of Texas have
given him a thoroughly integrated picturc ol; and a
grcal many important lacts about, the great business ol
producing and refining oil. This practical experience
along with his business education at Babson Institute
in Marketing Methods and Production Management
should scrve him in good stead in his [uture work.

THE BUSINESS MAN

Knowledge, cxperience and personal qualifications
determine to a large degree a man’s uselulness to bus-
incss. Knight’s unusual background and training have
madec (hese three tools an essential part of him. Knight's
recent marriage should be a decidedly stabilizing assci
In any business associations. At Babson Institute, he has
displayed fine personality traits which have made many
[riends for him. He possesses a marurity and scriousness
ol purposc that coupled with his other abilities and quali-
fications make him a valuable young man for the oll
mndustry.



ROBERT J. KREMERS
3333 North Shepard Avenue, Milwaukee, Wisconsin

Objective:
Pharmaccutical Chemistry

Experience:

Summer Camp Counselor; Farmhand; Secrctary

of Zeta Psi Fraternity, Brown University

Special  Traimng:
Work in a Manulacturing Pharmaceutical Labora-
tory, Finance, Production, and Distribution, Babson
Institute

Education:
Milwaukee University School; Brown University
(two years); Babson Institute of Business Adminis-
tration, Babson Park, Massachusetts

Extracurricular  Activities:
Brown Athletic Committee; Zcta Psi Fraternity;
Photography, Student House manager of Zeta Psi,
Intramural manager for Zeta Psi, Brown University;
Advertising Staff, 1941 Bassonian, Physical Activ-
ities Committee (Chairman), Babson Institute

Personal Data:
Age 21; Single; Height 57 10”75 Weight 100
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BACKGROUND

One of the chief advantages that Kremers has had in
the past has been the opportunity to travel, and to do so
not only in various parts of his own country, but also in
many of the important countries of Europe. In addition
to the experience gained from this extensive travel, he
has gained considerable knowledge while working for
his father’s company, the Kremers Urban Company,
Pharmaceutical Chemists.

PRACTICAL TRAINING

In his search for data and in the accumulation of
knowledge of the pharmaceutical industry, Kremers
went far afield at Babson Institute in the courses of Fi-
nance, Production, and Distribution. He completed a
number of exacting projects in his particular field of in-
terest: A blanket analysis of a given company in the
pharmaceutical industry, a history of the science of
pharmacy, and a paper dealing with the present and
future governmental control of the industry.

THE BUSINESS MAN

A cursory glance at the nature of his past achievement
1s assurance in 1tself that Kremers has the multitude
of attributes that go to make the successful man of
business in this highly competitive era. Nothing goes
farther today than genuine opportunism and imagina-
tion. When these assets are combined with reliable per-
scverance, friendliness, honesty, and sincerity, we have a
man who should be valuable to any.business organiza-
tion.



EDWARD PATRICK MALONE
1274 West 108 Street, Cleveland, Ohio

Objective:
Steel Industry; Outdoor Advertising

Specral Training:
Production; Distribution; Finance

FEducation:
University School, Shaker Heights, Ohio; George-
town University, Washington, District of Columbia;
Babson Institute of Business Administration, Bahson
Park, Massachusetts

Extracurricular Activities:
College Intramural Athletics, Intramural Sports,
Varsity Basketball, Babson Institute

Personal Dala:
Age 22; Single; Height 6/ 1.,”; Weight 175

BACKGROUND

Malone’s life has been spent in the environment of the
steel industry. His home is located in the heart of the
industry. He has had many opportunities to observe the
various functions of the steel plants in action. He has
talked with a great many of the men who are engaged in
steel work, men in all branches of the industry. As a
consecuence of all these observations and contacts, he
has developed a considerable interest in this field.
He has also been exposed to the intricacies of the build-
ing business as well as having had close acquaintance
with the steel industry.
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PRACTICAL TRAINING

In the past two years, Malone has been occupied
with the application of general business principles to his
particular interests. He has studied plant construction
and organization, together with many ol the other im-
plications of factory management. With reference (o his
desire to investigate the field of outdoor advertising and
the selling of advertising, he has analyzed the more gen-
eral markets of the country and has learncd some of the
important techniques of cultivating these markets. En-
talled with this study has come Salesmanship, Sales
Administration, and Advertising Administration. There
is little doubt that in the future, in whatever busincss he
chooses to enter, Malone will, with the application of
principles that he has learned in his training at Babson
Institute be able to eliminatc a great deal ol wasteful
trial and error work.

THE BUSINESS MAN

One of the great prerequisites of the salesman is con-
geniality. Others are profound energy and enthusiasm.
These qualities, combined with the ambition to advance
himself] indicate a bright future in the business world for
Malone.



TED MARIS

427 West Jefferson Street. Grand Ledge, Michigan

Objective :
Furniture Manulacturing

FExperience:
Farmiture Factory “two years'; Road Lixperience
in Selling; Contact with (he Furniture Market;
Cost Accounting; Clerical Work; Statistical Tabu-
lating; General Productive ‘l'raining; and some
cxperience n Personnel Work

Specral Tratning:
Business  Administration; Economics;
Business; Accounting; Statistics: Economic Geog-
raphy: Market Analysis

Education:
Grand Ledge High School; University of Arizona
(two years,, Babson Institute ol Business Adminis-
tration, Babson Park, Massachusctts

FExtracurricular Activites:
Delta Chi (social), Alpha Kappa Psi (business),
Sophos (sophomore honorary), University ol Ari-

History ol

zona; Religious Activities Committee, Adverusing
Staff, Photographic Staff, rg41 Bassonian, Camera

b

Club, Babson Institute

Personal Dala:
Age 22; Single; Height 67; Weight 170

BACKGROUND

From the beginning o' Maris” high school days, his edu-
cation and experience have both pointed toward a
business carecer and he has had particular interest in
Production and Sales work. The summers ol his second-
ary school days were spent in the various departments ol a
furniture factory. At the University ol Arizona, he took
a Coursc in Business Admuustration. He did not pursuc a
degree, but studied.only those courses pertiment to his
business mterests.

PRACTICAL TRAINING

Alter this carlier training, gained both in the business
lield and at college, Maris undertook additional and more
intensive studies of the fields of Producuon, Business Ad-
ministration, Accounting, Staustics, and associated
courses at Babson Institute. He emphasized the furniture
industry 1n his study of Production, and submitted
various reports of his research and studies. He has
picked up, it is quite cvident, a knowledge ol furniture
manufacturing and Sales methods far supcrior o the
average man in this ficld.

THE BUSINESS MAN

The line characteristics ol individuals scem as diflicult
to judge as the fine characteristics of business men. But,
Maris has those qualities needed to edily the stature of
any man i any social or business position. Maris has
proven himself a conscientious and dependable worker,
ever more nquisitive as he advances in the pursuit ol
his own particular business interests.



FRED P. McKENNEY, JR.
11 Bird Hill Avenue, Wellesley Hills, Massachusetts

Objective:
Marketing of Food Products

Experience:
S. S. Pierce Company Store, Clerk (six summers),
Route Manager (two years); Retail Salesman with
General Foods Company, Boston, Massachusetts
(three months)

Special Training:
Statistics; Marketing; Research (loods); Salesman-
ship; Advertising; Business Law

Fducation:
Graduate of Bowdoin College, B.S. Degree; Babson
Institute of Business Administration, Babson Park,
Massachusetts

Extracurricular Activities:
Secretary of Beta Theta Pi I'raternity, Bowdoin
College; Advertising Manager, Alumn  Bulletin,
Babson Institute '

Personal Data:
Age 25; Single; Height 6" 3"; Weight 1go

BACKGROUND

Before entering Bowdoin College, McKenney obtained
his preparatory training at Cushing Academy. He then
went on to Bowdoin College where he graduated with a
B.S. degree. At different intervals during his education,
he bad various jobs with concerns dealing in the markect-
ing of food products.

After he had completed his formal college work,
McKenney decided to come to Babson Institute for
further business training, especially in the Marketing
Division of the Distribution course. With this in mind, he
enrolled in the Senior One-Year Course, which is open
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to young men with sullicient college or actual business
experience.

PRACTICAL TRAINING

McKenncy’s main interests arc in the Marketing and
Distribution fields. Therefore, while at Babson Institute,
he emphasized his work in Statistics, Salesmanship,
Advertising, Economics, and Marketing. This work was
very Interesting to McKenney since he had alrcady had
some practical training, having previously been
the employ of the S. S. Pierce Company and the General
Foods Sales Clompany.

Since Statistics play a large part in the management
of any present-day business, and espccially with those
whose products are sold for mass consumption, McKenney
devoted a considerable amount of uume to the surveying
of the confectionery products lield so that he might make
a statistical analysis of the total production for the
period of the last ten years.

n

THE BUSINESS MAN

McKenney was able to contribute considerably to the
various courses In the field of Distribution, since he had
the advantage ol age and more experience than the
majority ol the students. Agreeable and socially at home
in any group, McKenney was a welcome stimulant to all
conference sessions. ' -



ARCHIBALD G. McLELLAN
528 Frankhn Street, Ogdensburg, New York

Objective:
Advertising

Fxperience:
State Highway Work (two years); Hotel Work in
Gananoque, Ontario (one summer); Testing Lab-
oratory ol the Algonquin Paper Corporation of
Ogdensburg (one summer)

Special Trauning:
Advertising; Finance;

Production Management

Distribution; Accounting;

Fducation:
St. Mary’s Academy, Ogdensburg; Niagara Uni-
versity, Babson Institute of Business Administration,
Babson Park, Massachusetts

FExtracurricular Aclivilies:
Intramural Football, R.O.T.C., Basketball, Alpha
Delta Sigma, Babson Institute

Personal Dala:
Age 20; Single; Height 6'; Weight 165
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BACKGROUND

McLecllan has spent a considerable amount of time
away from home, in gaining expcrience and cducation.
His preparatory training was received at St. Mary’s
Academy. Finishing there, he went on to Niagara Uni-
versity. He soon rcalized the necessity of practical busi-
ness training and decided on attending Babson Institute
in 1940. Knowing that Advertising was his ultimate
business goal, he felt assured that he would gain this
specialized tramning at Babson Institute.

PRACTICAL TRAINING

Most of McLellan’s practical training has comc as a
result of being in positions where considerable contact
with people was necessary. He has had plenty of oppor-
tunity to understand the ideas and philosophy of men ol
different environment and social standing. One¢ sum-
mer’s work in a hotel in Canada gave him much of this
broadening experience. He also worked for the State
Highway Department one summer doing manual labor.
Finally, a position in a Testing Laboratory gave him
working knowledge of plant layout and production
methods. McLellan, aflter this work experience came to
Babson Institute to learn the fundamentals of Advertising
technique. This, he has done. In fact, he is a member of
Alpha Delta Sigma, National Professional Advertising
Fraternity. Members of this organization gather together
to discuss informally advertising methods with outstand-
ing Advertising men actually in the field. This 1s prac-
tical and interesting instruction.

THE BUSINESS MAN

McLellan is reliable and highly industrious. His work
i1s done thoroughly and carefully. He portrays a cour-
teous, tactful, alert, young business man. Pecople knowing
MclLellan well, say he is personable, [riendly, and so-
cially-inclined. In conference discussions, he springs
provocative statements. He is the type that many Adver-
tising organizations seek [or the further advancement of
their business.



4 Metsloff

B. Howail

BENJAMIN HOWARD METZLOFF
148 Grove Street, Tonawanda, New York

Objective:
Production—Box Manufacturing Industry

lixperience:
Production Department
Cooncern (two summers)

of Box Manufacturing

Special Traimng:
Factory Management; Industrial Purchasing; Ac-
counting; Psychology: Sociology; Economic Prob-
lems

Fducation:
Colgatec University, Hamilton, New York
yearsy; Babson Institute of Business Administration,
Babson Park, Massachusetts

(two

Iixtracurriculay Activities:
Assistant Business Manager ol a yearbook, Phi
Delta Theta, Colgate University; Intramural Sports,
Bowling, Religious Activitics Committee, Babson
Institute

Personal Dala:
Age 20; Single; Height 5" g”; Weight 157

BACKGROUND

Mectzloff, because of family conncctions, has an inti-
mate knowledge of the box manufacturing industry. He
has spent two summers working in a box manufacturing
plant learning the production methods employed in this
plant.

Metzlofl” has traveled widely throughout the United
States and Canada, and as a result of these travels has
made many friends. He has spent several summers as a
resident of Canada, and several months living in the
South.
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PRACTICAL TRAINING

While attending Colgate University, Metzlofl took
courses that would give him a cultural background for
work in his chosen field. Thus, he majored for two
years in the Social Sciences absorbing such studies as
Psychology, Sociology, History, and English.

In addition to the actual experience that Metzloff has
acquired, he has reccived training in Production Man-
agement and Industrial Purchasing while at Babson
Institute.

He conducted a statistical study of the production ol
corrugated shipping boxes, adjusting the data for sea-
sonal variation and establishing a trend line for Produc-
tion. In addition to this, he found the percentage of pro-
duction above or below normal for the last ten years.

THE BUSINESS MAN

Mectzloff is a very meticulous young business man- -
both in personal habits and work preparation. He has a
pleasant personality, and has shown a subtle sense of
humor that has gained him many cnduring [riendships
at Babson Institute.

In his work, he is always serious. Here is a man of
good common sense and better than average intelligence.
Metzloff is persevering, sincere, and has grown consid-
erably in mental and social stature while attending
Babson Institutc.




GEORGE WALTER MUNGER |
466 Rivard Boulevard, Grosse Pointe, Michigan

Objective:
Distribution  Industrial or Transportation Field
Fxpertence:
Detroit Edison Company, Detroit, Michigan, Salcs
Department  Commercial Office Division', ‘two
summers
Special Traimng:
Sales and Advertising Administration; Marketing;
Industrial Purchasing; Statisties; Fconomices; Ac-
counting; Business Law; Production Management,
and Business Finance

Fducation:
Howe Military School, Howe, Indiana; Denison
University, Granville, Ohio (two years); Babson
Institute of Business Administration, Babson Park,
Massachusetts

Fxtracurricular Activities:
Phi Gamma Delta Fraternity; Lditorial Staff, Den-
ison University Paper and Yearbook, Men’s Glee
Club, Denison University; Social Activities Com-
mittee, Associate Advertising Manager, 1941 Bas-
sonN1aN, Alpha Delta Sigma, Babson Institute

Personal Data:
Age 21; Single; Height 5" 111,”; Weight 1065

| 66 ]

BACKGROUND

Munger has the advantage of having had military
discipline during his earlier life. This training has given
him an orderliness and manliness which the average
young business man does not possess. Coming [rom the
“Automobile City” and with his father actively asso-
ciated with a major automobile concern there, Mun-
ger, too, has centered his interests on finding employ-
ment with some large industrial distributive firm. He
entered Babson Institute after several years’ educational
training at Denison University.

PRACTICAL TRAINING

Many firms today seek young men, who have had
practical business training combined with previous
employment experience, for their training programs.
Munger possesses both of these requirements. He has
focused his academic attention at Babson Institute
primarily on practical Distribution problems. Two sum-
mers were occupied in the employ of the Detroit Edison
Company Sales Department. There, he came into per-
sonal contact with the company’s many customers by
selling various electrical household appliances, handling
commercial and residential applications for electric ser-
vice, and qualifying credit cxtensions.

THE BUSINESS MAN

Munger is alert, tactful, and well-mannered. His
seriousness and personable bearing make him the ideal
type for contacting industrial concerns. Businesslike,
with an air of confidence, and an carnest and pleasant
manner, Munger presents sales arguments logically
and convincingly. There are numerous industrial sales
organizations combing the country today for a.man of
these characteristics.



FREDERICK FLOYD MYERS, JR.
687 Sunnyside Avenue, Akron, Ohio

Objective:
Distribution

Fxperience:
Service Department of Borden A\utomobiles, Inc.,
Plymouth-DeSoto Distributor, Akron, Ohio (five
summers) also employed as Salesman (same con-
cern)

Special Training:
Sales and Advertising Administration, Marketing;
Statistics; Business Law; Production Management;
Business Finance; Industrial Purchasing, and Ac-
counting .

Foducation:
Kentucky Military Institute, Lyndon, Kentucky;
Mount Union College, Alliance, Ohio (three years);
Babson Institute of Babson Administration, Babson
Park, Massachusetts

FExtracurricular Aclivilies:
Sigma Nu Fraternity; Social Chairman; Intra-
mural Sports; Mount Union College; Advertising
Staff, 1941 Bassonian, Intramural Sports, Alpha
Delta Sigma, Babson Institute

Personal Data:
Age 23; Single; Height 5" 81,”; Weight 180

BACKGROUND

One needs only to meet Myers to recognize imme-
diately his enthusiastic impression of his home city
“Rubber Capital of the World”’-——Akron, Ohio. Military
training has given him characteristic attributes of dis-
cipline, manners, and courteous behavior which bespeak
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a distinctve and creditable background. The possesses

those “qualitics so neeessary I an ageressive voung

husinessim:n.
PRACTICAL TRAINING

Myers has been employed during the past five sum-
mers by Borden Automobiles, Inc., m Akron. Last
summer, hc was associated with this organization as
Assistant Scrvice Manager. In this capacity, he gained
the practical business viewpoint that major concerns
seek in young men placed in their training programs.
At Babson Institute, Myers has specialized in Distribu-
tion—his chosen ficld. In sales demonstrations praciiced
i Babson conference work, he has brought o light
many pragmatical and sound sales points pertinent to
the entire distributive field.

THE BUSINESS MAN

Portraying an enthusiastic and intenscly interesting
young man, Myers has a specilic business goal in mind.
and pursues it with conscientious convictions. Versed in
sales procedure, he exemplifies conlidence, and coopera-
tive business spirit. Blessed with a pleasant and assuring
bearing, Myers displays a friendly and sumulating con-
versational ability. He is equipped, through training and
experience, Lo qualify for a distributive position.



HERMAN J.

Newport News, Virginia

NORDSTROM, JR.

Objective:
Shipbuilding
Fxperience:

Apprenticeship, Newport News Shipyard, Drafting
Room, Mold Lift and Fitting Departments (two
ycars) :

Special Training:
~ Naval Architecture; Production and Finance

Ieducation:
Lewts and Clark igh School, Spokane, Washing-
ton; University ol Michigan (three years); Babson
Institute of Business Administration, Babson Park,
Massachusetts

Fxtracurricular Activities: :
Sigma Chi Social Fraternity, Frosh Frolic Commit-
tec Chairman, Gargoyle Publication, Wrestling,
University of Michigan; Physical Activities Com-
mittee, Intramural Sports, Babson Institute

Personal Dalta:
Age 24; Single; Height 57 101,”; Weight 180

| 68 ]

/

BACKGROUND

After graduation (rom the Lewis and Clark High
School in Spokane, Washington, Nordstrom attended
the University of Michigan for three years’ training in
Naval Architecture. At Michigan, he took part in many
ol the extracurricular activities. This educational back-
ground prior to his Babson Institute training has made
him tolerant, resourccful, and conscientious. Alter
cmployment of a few years in the Shipbuilding Industry,
he soon became aware that additional business education
was necessary. It was then, September, 1g40. that he
enrolled at Babson Institute:

PRACTICAL TRAINING

Nordstrom has been in the employ of the Newport
News Shipyard. There, he underwent a two years’
apprenticeship training. This work consisted of actual
naval architcctural dutics combined with a training in
the Mold Lift and Fitting Departments. His interest in
the shipbuilding field has been far-reaching and he is
copsistently concerned with all recent developments in
construction, materials, and machinery of the industry.

THE BUSINESS MAN

There is little doubt that the field into which Nord-
strom intends to go Is onc demanding men of unusual
ability. This is especially so today when destiny points to
imminent strains on our merchant marine. In Nord-
strom, the shipbuilding industry, or any allied flield, will
ind a man of good ability, sound judgment, and a par-
ticular aptitude for this type ol ecmployment.



WILLIAM STARLING NUCKOLLS

3 Northwood Strect, Jackson, Tennessee

Objective:
Distribution

Ioxperience:
Life Insurancc Salesman, Northwestern
Life Company, Jackson,
Wholesaling Grocery Business

Mutual

Insurance Tennessee;

Special Travnng: )
A.B. degree in Mathematics; Salesmanship; Bus-
iness Forccasting; Advertising; Markcting

Fducation:
Columbia Military Academy, Columbia, Tennessec;
(four vycars); Vanderbilt University, Nashville,

Tenncssee (two ycatrs); Harvard University, Cam-
bridge, Massachusetts (two years); Babson Institute
ol Business Administration, Babson Park, Mass.

Lxtracurricular Actwities:
Sigma Alpha Epsilon Fraternity; Intramural Sports

Personal Data:
Agc 23; Single; Haight 57 8”5 Weight 150

BACKGROUND

Nuckolls attended Columbia Military Academy for
four years, graduating in 1936. That [all he entered
Vanderbilt University and remained there for two years.
In the fall of 1938, he transferred to Harvard University,
and obtained a Bachelor of Arts degrec in Mathematics
in June, 1940. The courses that Nuckolls studied in
Mathematics included three years ol Calculus, six se-
mester hours of higher Geometry. In allied Niclds, he has
had (welve hours of Economics; nine hours ol Account-
ing; ninc hours ol Chemistry: and nine hours of Pliysics.

He entered Babson Institute in January, 1941.
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PRACTICAL TRAINING

. After graduating from Harvard University, Nuckolls
was employed by the Northwestern Mutual Lile In-
surance Clompany. He continued in this capacity until
January, 1941, when he decided that if he was to con-
tinue in the field of business he would be better prepared
if he attended a school of practical business training.

Besides this previous training in selling insurance,
Nuckolls has had considerable experience in the whole-
sale grocery business. This was his [ather’s vocation and
Nuckolls spent all ol his vacations working in the office
and warchousc of the [amily firm.

At Babson Institute, Nuckolls has been interested
mainly in the Distribution Division, and while taking all
of the courses in Production and I'inance, he has found
greater interest and enthusiasm for the former ficld.

THE BUSINESS MAN

Nuckolls 1s intent on making the most ol his talents
and opportunities. At both Vanderbilt and Harvard, he
was an outstanding student.

Here at Babson Institute, Nuckolls has continued o
prove his ability m the conlerence discussions. He has
won many [riends because ol his fine personality.

Nuckolls is thorough, conscientious, and sincere m all
ol his actions. He exemplilics a finc young business man.



CHARLLES KEITH PARK

150 High Street, Middletown, Connecticut

Objective:
Rubber Industry Production

Fxperience:
Balfour Company, Salesman two years)

Special Training:
Accounting; Factory Management; Salesmanship;
Cost Accounting: Business Forcasting

Fducation:
Deerficld Academy, Deerlield, Massachusetts [four
vears); Babson Insutute of Business .Administration,
Babson Park, Massachusetts

loxtracurricular Activities:
Sailing, Soccer, Shooting, Decrficld Academy; In-
tramural Sports, Babson Institute

LPersonal Data:
Age 215 Smgle; Height 67; Weight 161

{C' ’K*e;l‘th P

arjg

BACKGROUND

Park’s family 1s associated with the rubber business.
It1s natural to find, thereflore, that Park’s [uture interests
lie in that industry. He has been able to see firsthand the
different processes that rubber goes through in becoming
a linished product and has thus become acquamted with
the manulacturing phases ol the industry.

During the summer and Christmas vacations, Park
has spent much time in a rubber factory, studying the
various departments and their respective functions. In
this way, he has been able to kecp abreast of the tech-
nological changes in the industry, gnd in an industry so
vital to National Defense today, such a course of action is
very necessary.

PRACTICAL TRAINING

During the two years that Park has been at Babson
Institute, he has obtained specialized training in the rub-
ber indlljstry, where and whenever possible in the General
Course.

He conducted a statistical report on the volume of
rubber footwear production for the last ten years and has
worked out in this connection, statistical ratios neccssary
to forecast the demand for his product.

Park has also becn thoroughly trained in such {unda-
mental Business Administration courses as Accounting;
Marketing; Factory Management; Cost Accounting:
Economic Problems; Salesmanship, and Advertising and
Advertising Management. .

1

THE BUSINESS MAN

Park has a good scholastic record. He is vitally inter-
ested in all industrial rubber projects. Among the stu-
dents and [laculty, Park is known to be excecedingly
cooperative and well liked. He has a linec personality
and can be depended upon to do the work assigned him.
Tenacity 1s an assct Lo anyone, In any job, at any ume.
Park has tenacity, and real ability (o follow through on
any undecrtaking.




ROBERT A. PAULSEN

1020 Plcasant Street, Oak Park, Tllinois

Objective:
Screw Machinc Products Manulacturing

Experience:
Assistant Machinist and Inspector; Motion and

Time Study Department; Purchasing Department
in his Father’s Plant

Special Trammng:
Iinance; Distribution; Production; Manual Work:
Time and Motion Study; Purchasing

Education: ¢
Culver Military Academy; Southern Methodist
University; Northwestern University; Babson In-
stitute ol Business Administration, Babson Park,
Massachusetts

Extracurricular Activities:
Track; Aviation

Personal Data:
Agc 23; Married; Height 5" 11”"; Weight 150

BACKGROUND

Paulsen has had considerable experience in prepara-
tion for entrance into his f(ather’s business, the B. R.
Paulsen and Company, manuflacturers of factory sup-
plics. He 1s adequately prepared to enter such a [irm.
He has practical experience in this field, as machinist
helper, worker in Motion and Time Study, Divisional
Inspector, and in the Purchasing Department. Such
cxperience, coupled with the intensive business training
received at Babson Institute, should also cquip him for
any independent venture in the industrial world.
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PRACTICAL TRAINING

Like many other men with intentions to cnter the
business world, Paulsen’s immediate training for his
business career and his backeround can be identified as
highly purposcful. His employment in his [ather’s plant
has given him an cxccllent working knowledge of the
nature ol the industry; whilc his morc immediate train-
ing in Finance, Distribution, and Production at Babson
Institute have served to solidily and round out this carly
practical training in this industrial field. He has been
able to cultivate his lcaning toward promotional and
organizational work, by spccialized projects in the Pro-
duction Division.

THE BUSINESS MAN

[t would be correct to say that Paulsen shows many
clements of the potential business leader. Respect is a
vital and ecssential element in the delicate relationship
between employer and employecs: no man can hope to
hold responsible positions without it; and few can be
leaders without the attributes of recal ability, maturity,
quiet energy, and studiousness. These arc typical asscts
ol Paulsen as Babson Institute young men have known
him.



MARK D. PERKINS
273 North Heights, Youngstown, Ohio

Objective.:
Distribution- -Sales and Advertising

Expertence:
Summer Work in a Warchouse; Radio Salesman;
Orc Handler at a Blast Furnace; Steel Mill Work

Special Training:
Distribution: Finance; Production: Salesmanship;
Advertising

Education:
Rayen Higli School; Purduc University; Babson
Institute ol Business Administration, Babson Park,
Massachusetts.

Extracurricular Activities:
Delta Upsilon Fraternity, IFootball Manager, Pur-
duc Umversity; Religious Activities Committec,
Advertising Staff, 1941 Bassonian, Bowling Com-
mittce, Intramural Sports, Alpha Delta Sigma,
Babson Institute

Personal Data:
Age 22; Smgle; Height 57 ¢”7; Weight 140
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BACKGROUND

Stff practical experience has been the lot of Perkins
during past years. He has had an opportunity to view a
cross-section of the industrial world quite clearly for he
has held a variety of summer jobs in diverse branches ol
business. From actual experience in these jobs, he has
become acquainted with many of the policies and meth-
ods employed by business organizations. He enrolled at
Babson Institute, after rcalizing that one can only be
‘qualifhied for executive positions through practical busi-
ness cducation.

PRACTICAL TRAINING

Perkins has been employed during his summer vaca-
tions, as a radio salesman, as an ore handler at a blast
furnace, at various other odd jobs in a steel mill, and also
as a warehouseman. This diversified job training has
made Perkins realize the immense advantages of his
business training at Babson Institute. Here, hc has
learned the correlation of all departments ol business
including the Production, Finance, and Distribution
phases. He 1s sympathetic to, and readily adaptable to
Sales and Advertising work as he has specialized in these
fields. )

THE BUSINESS MAN

Perkins is a young man who fits well into the spirit
of modern business. Industry and business today wel-
come men of great dependability and fine character;
men who are painstaking and hard workers. Perkins has
shown his many fricnds at Babson Institute that he
possesses these qualitics, and that he mtends using these
business tools when out on the job.



DONALD B. PETERS

2319 South Gunderson Avenuc, Berwyn, Illinois

Objective:
Insurance Financing or Business Management

Lixperience:
[nsurance Ollice (two ycars)

Special Traiming:
Finance; Accounting; Distribution; Statistics; In-
surance Study; Production

[ducation:
St. John’s Military Academy (four ycars); Post
Graduate Work at St. John’s Military Academy;
Babson Inétitute of Business Administration, Babson
Park, Massachusctts

Lixtracurricular Activilies:
St. John’s Oflicers” Club- -Captain of Company A;
St. John’s Varsity Football (captain}; Varsity Crew
‘captainy; Varsity Hockey (captain); Chairman
St. John's Midwinter Hop Committec; Chairman
Social  Activities Committee, Intramural Sports,
Buabson Institute

Personal Data:
Age 21; Single; Height 67; Weight 171

BACKGROUND

Pcters, whose [ather is executive state agent for three
insurance companics, has had many opportunitics (o
obtain the [undamentals ol that business. He has traveled
widely in this country and has considerable knowledge
of the functions of not only the central offices of an in-
surance company, but also the duties of the territorial
salesmen. Two msurance
ollices have given him many contacts with people asso-
crated with the business.

years ol summer work in
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PRACTICAL TRAINING

In preparation for cntrance into the insurance bus-
incss, Peters has made a broad analysis of many insurance
company functions. He has investigated the ficlds of
Finance, Production, and Distribution, and has placed
special emphasis on those subjects that will be of real
assistance to him later. He has gained a well-rounded
comprchension of the ways ol determining the insurance
markct, through studies in statistical methods. Problems
in Business Management and Finance have been pre-
sented to him for solution, these having been correlated
with the cconomic trends of today. The techuicalitics
ol Marketing and Accounting havce been observed fov
knowledge of the routine in his future lile work.

THE BUSINESS MAN

It has been said in the past that salesmen selling
msurance have not always done justice to the business.
They have often worked on a project-to-project basis,
with little consideration for the individual to whom the
insurance was sold. Friendliness and cooperation are the
prerequisites of a good insurance salesman. Peters will
offer these, together with the personal consideration duc
cvery purchaser ol protection. Persuasive, Iriendly. he
should be ol distinet service and a veal asset to the in-
surance business.



EDWIN J. PINGREL

7t Larchmont Road, Meclrose, Massachusctts

Objective:
Distribution- Dairy Industry
Experience:
Dairy Plant (summer work)

Special Training:
Production: Salesmanship; Markeung; Finance

Fducation:
Tabor Academy; Dartmouth College; Babson Insti-
tute of Business Administration, Babson Park, Mass.

Extracurricular Activities:
Intramural Sports; Tennis; Bascball; Skiing; Bowl-
ing, Touch Football, Alpha Delta Sigma, Babson |
Insutute

Lersonal Data:
Age 21; Single; Height 5" "5 Weight 150

BACKGROUND

Pingree, whose father s Benjarmin H. Pingree, re-
tired executive of the H. P. Hood Dairy Company, has,
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lor the greater part of his lile, been in close contact with
the dairy industry. Associations in that industry and
some experience in dairy work have contributed toward
giving him his working knowledge of the business. His
cducation has been, aside from his studies at Babson
Institute, ol'a cultural nature.

PRACTICAL TRAINING

The dairy business of today is not to be compared with
the business as our fathers and their fathers knew it.
Distribution of milk and its by-products has becomc
streamlined to conlorm with all other forms of business
cndeavour in this cra. Pingree has developed with the
modernization of his industry. He has always been in
close contact with the trends of Production, Distribution,
and Finance in the dairy business. Surely, there is no
better way of keeping pace with the milk product in-
dustry than to have worked in such a plant as the H. P.
Hood Company, and no better way of learning the
methods of distributing dairy products.

THE BUSINESS MAN

As valuable as experience may be in the proper fitting
of a man into his own particular business niche, there are
a great many other assets that must be considered to
enable one to understand the metedric rise in the carcers
of some business men and the tragic failures in the
caretrs of others. In the business world of today, there
are certain dynamic and aggressive qualities that are
immensely necessary for success in any occupation. The
ordinary virtues of the worker arc sell-evident, but there
are thosc progressive qualities that arc diflicult to place
under your finger. Pingree has a studiousness and de-
pendability that will take him far in the business world.
He has the dynamic clement of the business man that
never takes arbitration and dictation without knowing
it to be the proper policy.



MAXWELL KENNEDY REYNOLDS, JR.

500 East Ridge Strect, Marquette, Michigan

Objective:
['inance Il1eld- Plasucs Industry

Experience:
Work in ‘a Chemical Company; Union National
Bank of Marquette; Collection Work; Savings
Dcposits Surveys

Special Training:
Staustics; Accounting; Investments; Clorporation
Finance; Production; Distribution '

Fducation:
Marquette Public School; Romford School, Wash-
ington, Connecticut; Hun School, Princeton, New
Jersey: Babson Institute of Business Administration,
Babson Park, Massachusetts

Personal Data:
Age 22; Single; Height 5" g”"; Weight 130

BACKGROUND

Reynolds has been brought up in a Jamily having a
business background. At one time, his family was mnter-
ested in mining activities and in a chemical company.
‘I'he functions of the latter became so familiar to Reynolds
as Lo be almost of second nature (o him. As an offshool
(o this early interest in the chemical industry, the plastics
industry has held his interest. Then, too, under the man-
agership of his brother, a small experimental plastic
company has taken form in Phelps, Wisconsin. All this
has had a strong influence on his choice of a career.
Reynolds came to Babson Institute to pursuce the financial
phases of the plastics industry.

PRACTICAL TRAINING

For approximately three months, Reynolds worked
in the plastic company i Phelps, Wisconsin. He then
spent a summer in a Marquette, Michigan, bank, making
collections, listing checks, and preparing a survey ol
savings accounts. e pursued a general academic educa-
tion, prior to his coming to Babson Institute and has
cvinced a rccent leaning toward the field of Finance.
While he was studying this ficld in particular at Babson
Institute, he was also intercsted in the f{ields of Distribu-
ton and Production. He has taken considerable time
and effort to study the financing of the plastics industry.

THE BUSINESS MAN

We know today (hat he has wiselv chosen a new and
progressive industry, to which, with his honesty and
dependability, his conscientiousness and  studiousness,
and his courteous amiability, he intends to offer his
resourcefulness and business experience to the benefit ol
the entire industry. Revnolds s an carnest and straaght-
lorward young business man.



EDWARD OLDS ROE

019 Townsend Street, Lansing, Michigan

Objective:
Distribution—Aireralt

Lxperience:
Idcal Power Lawn Mower C(lompany, Lansing,
Michigan; Olds Motor Works, Lansing, Michigan

Special Tratmng.:
Salesmanship, Business Forecasting, Statistics, Mar-
keting, Economic Problems

FEducation:
Cranbrook School, Bloomiield, Michigan; Oxlord
Academy, Pleasantville, New Jersey; Babson In-
stitute of Business Administration, Babson Park,
Massachusetts

Extracwrricular Activities:
I'lying; Collecting Guns; Camera Club; Babson
Sailing Club; Riding; Hunting

LPersonal Data:
Age 22; Single; Height 57 1175 Weight 185
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BACKGROUND

It has been Roe’s purpose to get into the distribution
phase of the aeronautical industry. During the past [our
years, flying has been his active avocation. The majority
ol his sparc time has been spent in reading and accum-
ulating information related to aviation.

Roe has been instrumental in the creation of several
civic and aeronautical organizations. He has 200 hours
of flying time and has sold everything {rom theater tick-
ets to automobiles and airplanes in his spare time.

PRACTICAL TRAINING

Roe has keyed his studics here at Babson Institute (o
the aviation industry, with the emphasis placed on the
distribution of that product.

He conducted a survey that culminated in his being
able to forecast the consumer demand for airline trans-
portation. This report also analyzed thc marketing
methods used in this phasc ol transportation service
merchandising.

Roe has received Sales training in addition to his
actual experience in the ficld, by such courses as Public
Speaking, Salesmanship, Advertising, Markcting, and
Economic Problems.

THE BUSINESS MAN .

Roe has traveled extensively throughout the United
States and Europe, and has made many busincss contacts
and [riends.

Among his associates at Babson Institute, he has shown
himself to be_a hard-working and dependable person.
He is extremely interested in aviation and has directed
all his efforts to that end.

To further his technical knowledge ol the acronautical
industry, Roc intends to cnter the Bocing Air School lor
(urther aircraft training.



ARTHUR M. ROLFE

104 Atlantic Avenue, Swampscott, Massachusetts

Objective.
Distribution  Retail Clothing Store

Fxperience:
Saleswork in Retail Merchandising Store in Swamp-
scott (summer and Christmas vacations)

Special Trainming:
Salesmanship; Advertising; Business Forecasting;
Accounting; Marketing; Business Law; and Eco-
nomic Problems

Fducation:
“ Governor Dummer Academy, South Byfield, Mass-
achusetts; Babson Institute of Business Administra-
tion, Babson Park, Massachusetts

Extracurricular Activities:
Glee Club, Hockey, Baseball, Softball, Governor
Dummer Academy; Advertising Staff, 1941 Bas-
soNIAN, Intramural Sports, Babson Institute

Personal Dala:
Age 22; Single; Height 5" g”’; Weight 150

BACKGROUND

Since early childhood, Rolfe has been learning the
business fundamentals necessary for the profitable opera-
tion of a merchandising store from his father, and two
older brothers, who are engaged in that business.

Rolfe has also had expericnce in the retail clothing
field. He .has worked during the past summers and
Christmas vacations in the family store. Thus, he has
gained valuable sales experience in dealing with the
various types of people with whom one comes in contact
in the retail clothing business.
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PRACTICAL TRAINING

Rolfe has specialized at Babson Institute in the Sales
Division and its related courses, and has gained the prac-
tical training which is a necessary attribute to successful
operation of any retail clothing business.

In addition to work in Marketing, Salesmanship, and
Advertising, Rolfe has prepared statistical reports on
department store and men’s clothing sales. These re-
ports analyze the relationship of Retail Store Sales in
relation to the index of business activity and general
business fluctuations covering the period 1927-1940.
In this manner, Rolfe can forccast the demand [or his
sales in the [uture.

THE BUSINESS MAN

Rolfe was awarded one of the two noteworthy char-
acter prizes upon his graduation from Governor Dum-
mer Academy. He has good ability and exceptional in-
dustry, and does his work painstakingly and diligently.
Rolfe is a personable, serious, and enthusiastic sales-
minded young business man.



ALLEN T. SHOT'T, JR.

3973 Red Bud Avenue, Cincinnati, Ohio

Obyective:
Retail Tobacco Business, or Sales Division of Airline
Transportation Industry

Fxpertence:
Straus Brothers and Company, Cincinnati, Ohio;
OfMice Work, Retail Salesmanship “one summer’

Special Traimng:
Marketing:  Salesmanship;
tion; Finance

Production; Distribu-

Foducation: ‘
Governor Dummer Academy: Ohio State Univer-
sity, Babson Institute of Business Administration,
Babson Park, Massachusetts

Lxtracurricular Actiilies:
Advertising Stafl, 1941 Bassonian, Babson Institute

Personal Dala:
Age 21; Single; Height 5" 10”; Weight 185

BACKGROUND

Shott’s family has becn in the retail tobacco business
for approximately fifty years. There is little doubt, there-
lore, that he has gathered, in the course of his life, a
great deal of valuable information concerning this
business. Shott has attended Governor Dummer Acad-
emy, alter which he trained at Ohio University. Alter
secing and realizing the difficulties young men face
when they approach business untrained, he decided in
1940 to attend Babson Institute and prepare himself for
practical business responsibility. Interested in Distribu-
tion primarily, he felt confident that his best salesman-
ship qualities would be brought out in conference dis-
cussions on Sales problems.

PRACTICAL TRAINING

Shott has been in the employ ol Straus Brothers and
Clompany of Cincinnati. There, he did office work and
actually went into the field selling tobacco products. This
valuable experience gave him an insight into the many
difhculties presented to modern salesmen il they are not
properly equipped to do their job in the most efficient
manner. Shott is also considerably interested in the air-
craft industry in the United States. He manifested this
interest when he prepared a Statistical Survey of the air-
plane production in this country. Employment in the
Sales Division of some Airline Transportation Company
has been given serious thought by Shott and his occu-
pational attention has been directed toward this industry
also.

THE BUSINESS MAN

Shott is a serious type of young business man ¢xempli-
[ying purpose in his every action. He is sincerc, alert, and
typically sales-minded. His f[riendliness and sociability
arc fundamental requisites to young men entering the
sales field. Business 6rganizations are every day in search
of trained young men, who also have the experience of
Shott.



JOSEPH SIEGEL, JR.

610 West Boston Boulevard, Detroit, Michigan

Objective:
Production

Special Trainng.
Production; Sales; Advertising; Statistics; Finance;
Government and Business

FEducation:
Dctroit  University  School,  Detroit, Michigan;
Brown University, Providence, Rhode Island; Bab-
[nstitute Business Administration, Babson
Park, Massachusetts

NAIN ol

Extracurricular Activities:
Flying, Intramural Sports, Babson Institute

Personal Data:
Age 22; Single; Height 5 101.,""; Weight 180

BACKGROUND

Throughout his life, Siegel has been interested in
Production Management. Inasmuch as his family has
been in the corset manufacturing industry, he has had
many opportunities to observe the functions performed in
the individual shops that distribute this merchandise.
He has always been impressed by manufacturing
methods. He has seen the methods of manulacturing and
distribution in his family’s industry and consequently
resolved (o ascertain the ways and means ol bringing
together material, labor, and equipment so as to effect
production and distribution with a minimum of delay
and cost.

PRACTICAL TRAINING

Siegel has had considerable training in Production
Management. He has specialized in the fields that per-

[ 791]

tain partcularly to s family’s business. Accordingly,

he has probed extensively o Dispatehing, Scheduling,
Specifications, and Stores Keeping.

The  objectives ol Sicgel’s Management
have becn to famiharize him with the various types of
industrial the
functions ol the integral parts of each; (o acquaint him

training

organizations and with management
with the technique of those management and opcerating
practices which neced to be observed in the proper con-
duct of the manuflacturing business. Part ol the work has
consisted ol visits to typically well-managed plants.
Each student has been required to make a constructive,
analytical report ol the parts, [ollowing which the man-
agement and operation practices arc discussed in group
conference. Sicgel has shown considerable ability 1 his
career field ol Production.

TIIE BUSINESS MAN

The transition [romn the academic lile o the business
world should be easy [or Siegel. He is the adaptable and
mature type ol young business man. His sound judgment
and individual resourcelulness plus his courage in com-
bination with his practical (raining will place him belore
the attentive, progressive, management-minded business
man.



HUGH W. SIMPSON
156 Mitchell Street, West Orange, New Jerscy

Objective:
Finance, Production and Distribution- -(New Pat-
ented Grinding Machine)

Fxperience:
Eastern Steamship Lines; Inc., New York City
(five years:

Special T raining:
Production; Distribution; Salesmanship; Business
Finance; Economics

FEducation:
West Orange High School, West Orange, Ncw
Jersey; Babson Institute ol Business Administration,
Babson Park, Massachusctts, (Scholarship Student}

Extracurricular Activities:
Ten years of Music with various Orchestras, includ-
ing Work with a Symphonic Orchestra, Physical
Activities Committee, Intramural Football and
Bascball, Varsity Basketball, Advertising Staff, 1941
Bassonian, Babson Institute

Personal Dala:
Agce 23; Single; Height 5" 1o1s,”’; Weight 170
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BACKGROUND

Simpson’s life has been filled with an unusual variety
of experiences. He has seen the sights abroad in a trip
made to the British Isles in 1935. Closely following that
trip, he secured a position with the Claim Department
of the Eastern Steamship Lines, Inc. He worked dil-
igently and progressed from the Cashier’s Department
to the Billing Department. He was also employed in the
Accounting and the Passenger Departments. All in all,
he spent live years with the company. When he decided
to cnter Babson Institute, he was employed as Chiel
Foreign Line Claim Clerk.

PRACTICAL TRAINING

For the past threc years, Simpson has been cooperating
with an associate, in an endeavor to perfect a patented
machine, the purpose of which is (o grind tool Dbits.
Ideas materialized in the summer of 1yg.jo, when a patent
was obtained on this Machine. At Babson Institute, he
studied the thrce major business fields ol" Production,
Finance, and Distribution. He became chiefly interested
in the field of Production. He learned precisely how he
should promote this new machine, [rom its production
to the final marketing function. His studies in a wide
field of industrial subjects have contributed much to his
ability to visualize the [uture ol his product and (o
direct his endcavor toward the formation of an aggres-
sive new business.

THE BUSINESS MAN

New business and industries today require extremely
aggressive management and considerable skill that must
be exercised constantly in the formation ol policies.
There must be opportunism and courage in a promoter’s
makeup. Simpson should break the industrial ice very
successfully with his business characteristics and training.



JAMES E. STEWART

0939 Penn Avenue, Pittsburgh, Pennsylvania

Objective: _ .
Production, Administration—Dairy Business

Experience:
Office and Distribution Work with a Dairy Com-
pany; Automobile Sales

A

Special “Training:
Marketing,
Fconomics

Finance, Production, Distribution,

iducation:
Untversity School of Pittsburgh, Pittsburgh, Penn-
sylvanma; Babson Institute of Business Administra-
tion, Babson Park, Massachusetts

Ixtracurricular Activities:
Intramural Football, Basketball, Bowling League,
Baschall, Babson Institute

Personal Dala:
Age 21; Single; Height 57 g”; Weight 140

BACKGROUND

~ Stewart, whose [ather 1s president of the Ricck Me-
Junkin Dairy Company, has accumulated considerable
business information about this particular industry.
Coming from a family whose business is dairying, and
having had contact with the industry himsell, he has
naturally focused his interests on that field. Many men
who are planning to go into business are faced, at an
carly date in their preparations, with the indecision as to
just what branch ol the industry they are best suited.
Such has been the case with Mr. Stewart.
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PRACTICAL TRAINING

When his interests were developing in the dairy bus-
incss, Stewart considered himsell best fitted lor entrance
into the marketing and sclling functions of the industry.
He worked on the loading platform of his father’s plant,
and also performed routine work in the office. He had
little knowledge ol marketing and salesmanship until
he obtained a job as an automobile salesman. Tt was
then that he found that selling was not his forte. He came
to Babson Institute and while studying Production,
Finance, and Distribution he clarified the indecision in
his mind. Hc soon saw that the [unctions of [inancial
and adminmstrative work were best suited o him. He
plans eventually to establish a dairy business [or himself,
but plans a business interim belorehand in which to
gain even more cxperience 1in production and adminis-
tration.

THLE BUSINESS MAN

The faculty and students have, in the business course
pursued by Stewart, lound him to have those qualities
desired in an administrator. He has developed a mature
judgment and considerable sell-rcliance. He is con-
scientious and independent in his business negotiations—
qualities sought by present-day management. Stewart is
the type of young man many busincss organizations are
today secking. '



THOMAS HARRY TAYLOR
R.D., No. 1 North Girard, Pennsylvania

Objective:
Commercial Aviation

Experience:
Gieological Survey of Ncewloundland, St. John's,
Newfoundland; Men’s Furnishings Store /Christmas
Vacations)

Specral Training:
Geology; History; English; Chemistry; Feonomics;
Finance; Distribution; Production

FEducation:
Kiskiminetas Springs School, Saltsburg, Pennsyl-
vania; Princeton University, A.B., in Geology;
Babson Institute of Business Administration, Babson
Park, Massachusetts

Fxtracurricular Activities:
Eating Club, Geology Club, Princeton University;
Tennis; Goll; Swimming; Bowling; Editorial Staff,
1941 Bassonran, Babson Institute

Personal Dala:
Age 23; Single; Height 5" g1y’ Weight 131
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BACKGROUND

Taylor was born in a small rural community n
northwestern Pennsylvania. After successful work at
prep school, he entered Princeton University and grad-
uated in June, 1940. At Princeton he majored in Geology.
His main interests, however, are in the feld ol com-
mercial Air Transportation. He decided to enter Babson
Institute for practical business experience and training
in this industry.

PRACTICAL TRAINING

In the summer of 1938, Taylor was a member ol a
geological survey conducted by Princeton University
which traveled throughout the Rocky Mountain region.
The following summer he was ten weeks in Newfound-
land as a member of a survey party conducted by the
Geological Survey ol Newfoundland. This training has
been especially valuable in teaching him how to work
with diverse types ol people under frequently adverse
conditions.

Taylor also has worked in a men’s furnishing storc
during the Christmas season, where he gained valuable
business information regarding consumer buying habits.

At Babson Institute, he has conlined his rescarch to the
air transport field and all of his reports have dealt with
commercial aviation.

TIHE BUSINESS MAN

Taylor has been at Babson Institute but two terms.
However, in that short time, he has accumulated many
[riendships becausc of his sincerity, enthusiasm, and per-
sonable bearing. He 1s cultural-minded and exhibits
considerable knowledge on diverse  practical
lields. He is thorough, systematic, and analytical in his
work habits. His .type 1s being sought by many Air
Transportation companies today.

many
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THOMAS BRITTON TRUMP

2930 North Marietta Avenue, Milwaukee, Wisconsin

Objective:
Distribution; Sales and Sales Promotion

FExperience:
Jewett and Sherman Company, Inc., Milwaukee,
Wisconsin .

Special Travmng:
Liberal Arts Course (two years); Marketing; Sales-
manship; Advertising; Accounting; Business Fore-
casting; Production; Business Finance

Fducation:
Dartmouth College, Hanover, New Hampshire
‘two vyears); Milwaukee State Teachers College
(summer school, one year); Babson Institute of
Business Administration, Babson Park, Mass.

Extracurricular Actwities:
Squash; Tennis; Skiing; Religious Activities Com-
mittee, Associate Advertising Manager, 1941 Bas-
soniaN, Intramural Sports, Babson Institute

Personal Data:
Age 21; Single; Height 5" 1177; Weight 105

BACKGROUND

In September, 1937, Trump entered Dartmouth Col-
lege, where he pursued a liberal arts course. Prior to his
sophomore year, he spent a summer at a business school
in Milwaukee, where he studied typing and a course in
the fundamentals of corporation organization. He com-
pleted his second year at Dartmouth and during the sum-
mer months took several business courses at Milwaukec
State Teachers College.
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In September, 1939 he entered Babson Institute to
obtain the business training necessary to qualily him for a
position in Sales or Sales Promotion work.

PRACTICAL TRAINING

By working during the summer vacations, Trump has
had the opportunity to see the actual opcrations of
business. He worked in the factory of the Jewectt and
Sherman Company, where he became acquainted with
Production routine.

His training at Babson Institute has been focused on
Sales and Advertising work. He analyzed the demand
for @ consumer product in a statistical report and ad-

justed the figures for seasonal vocation.

THE BUSINESS MAN

Trump is known (o the faculty and students as a hard
working, conscientious young man who always does hig
best.

More than anything else, Trump enjoys meeting
people. He also enjoys being with his friends and is con-
tinually participating in activities ol all kinds. He has a
manner which immediately gives the impression that he
possesses sell-confidence and the ability to mect new
problems as they arise.

Trump is sincere, vitally enthusiastic, and portravs
the qualitics of a young, trained business man.



JOHN ALBERT VAN RIPER
Change Bridge Road, Montville, New Jersey

Objective:

Finance
FExperience: :
Farm work (ten summers); Oflice ol the Manager
of Newark Farmers Market, Inc. (one summer)

Special Training:
Business Finance; Factory Management; Business
Law; Salesmanship; Marketing; Economics; Sta-
tistics

Fducation:

Boonton High School, Boonton, New Jersey; Bab-
son Institute ol Business Administration, Babson
Park, Massachusetts

-

Extracurricular Activities:
Intramural Sports: Bowling; Skating; Basketball,
Babson Institute

Personal Data:
Age 20; Single: Height 5" 11”; Weight 158
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BACKGROUND

Van Riper grew up on his father’s farm in Montville,
New Jersey. As soon-as he was old enough o assume any
real responsibilities, he labored on the family farm during
the summer months, when he was on vacation [rom the
public schools of Boonton, New Jersey. It was while at-
tending high school that Van Riper decided definitely to
enter the Business Administration field. Lacking experi-
ence, other than hard farm work, he decided (o attend
Babson Institute to acquire those lundamentals necessary
(0 a young man in modern business.

PRACTICAL TRAINING

During the summer of 1940, Van Riper worked m the
Manager’s office of the Newark Farmers’ Market, Inc.,
tabulating figures.

At Babson Institute, Van Riper was well trained m the
fundamentals ol the thrce main fields ol a business enter-
priss—Finance, Distribution, and Production.

In the two-year course, he studied such subjects as
Accounting, Federal Taxation, Typewriting, Business
English, Finance, Salesmanship, Production Managc-
ment, History ol Business, Statistics, and Business Plan-
ning. He preferred those courses dealing with Finance,
Statistics, Business Law, and Economics.

.

‘THE BUSINESS MAN

Van Riper found it easy to make friends at Babson
Institute. He got along well with the laculty because he
could take orders and execute them, applving good
common sense and hours of hard work. Because of his
bucolic background and because he has always carned
his own money, Van Riper is a very self-reliant individ-
ual. Van Riper is determined, loyal, and persistent in all
business transactions.



VANDERMOOR D. VAN UTT

32 Breton Road, Scarsdale, New York

Objective:

Distribution  Textile Products

Ixperience: ‘
Cluett, Pcabody and Company, Manufacturers of
Arrow Shirts ttwo summers)

Specral Training: .
Salesmanship; Advertsing: Marketing: Market An-
alysis; Economics; Business Law; Production; Fi-
nance

leducation:
Bronxville High School; Principia School, St. Louis,
Missourt; Principia College, Elsah, Illinois; Babson
Institute of Business Administration, Babson Park,
Massachusetts ‘

Lxtracurricular Activities:
Football, Track, Soccer, Principia School; Intra-
mural Sports, Babson Institute

Personal Data:
Age 22; Single; Height 67 175 Weight 195

BACKGROUND

Van Utt's background is one that makes him well
cquipped to enter the ficld of selling. Travel, a liberal
and diversified education, and excellent family contacts
have given him the opportunity to study and understand
people. His special intensified business training at Bab-
son Institute has given him the necessary practical
cxperience. This combination of diversified and intensive
cducation should well qualify him for selling activities.
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PRACTICAL TRAINING

Foresight and purposeful ambition aided Van Utt
in securing practical training. His work with Cluett,
Peabody and Ciompany gave him actual and valuable
knowledge ol the manuflacturing and sclling of Arrow
Shirts. His Babson Institute training, with emphasis on
the selling and marketing phases, has increased his desire
to enter the sales field of the textile industry. He has
madc a statistical study of the scasonal variation in men’s
apparcl production. He has visited many important man-
ufacturing and distributive establishments and  has
studied their Sclling, Transportation, and Production
problems.

THE BUSINESS MAN

Knowledge, responsibility, aggressiveness, and per-
sonality are all important qualifications ol a successful
salesman. Van Utt possesses these business characteristics
and they should assist him materially in making a val-
uable contribution to the managerial and sales force of
his specific industry. He has shown these qualities at
Babson Institute by making many [ricnds, displaying
Initiative in student activities, and contributing much
to Babson Institute life.



VERNON T.OUIS VEITH, JR..
148 Orchard, East Lansing, Michigau

Objective:
Advertising; Photography

Expertence:
Study in Chemistry: Study in Direct Coolor Photog-
raphy under Norton Lewis Avery; Photography
Salesmanship; Advertising Manager of High School
Yearbook; Oil Heater Assembly Plant; Salesman
in (wo lcading Department Stores, Lansing, Mich-
igan; Laboratory Technician

Special Trainng: _
Production; Salesmanship, Distribution; I'inancc;
Advertising; Statistics

Education:
Eastern High School, East Lansing, Michigan;
Michigan State College: Babson Institute of Business
Administration, Babson Park, Massachusetts

Fxtracurricular Actimtzes:
Pershing Rifles, Michigan Statc College: Photog-
raphy Staff, Photographic Editor, 1941 BaBsSoNIAN,
Photography Club, Intramural Sports, Alpha Delta
Sigma, Babsgn Tnstitute

Personal Dala:

Age 22; Single; Height 57 61,7 Weight 145
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BACKGROUND

Despite family interests in automobile insurance,
real estate, mortgage and loans, and agriculturc, Veith
has chosen to shun thosc bcaten paths. Neverthceless,
there 1s little doubt that he has absorbed a great deal of
information that will be of great uselulness to him in any
field of occupational endeavor. A wide variety of sum-
mer jobs has given him considerable business experience.
The experience which he values most 1s his work in
chemistry; as laboratory technician; work in the field of
color photograpley; and study undcr an expert studio
photographer.

PRACTICAL TRAINING

Hcre again, background merges closely into practical
cxperience and training. Veith has found the opportunity
to gain knowledge of advertising through close study ol
photographic techniques, and in the application.of these
techniques on various pictorial staffs. The advertising of
today requires a great deal of imagination and original-
ity. The advertising field has beccome a science requiring
real talent, artistic seclection, and great aptitude with a
true perception of costs. Veith has studied Iinance,
Production, and Distribution to gain a broad view of
his specialty as it relates to the rest of the business world.

THE BUSINESS MAN

One of the prerequisites of a good advertiser or pho-
tographer should be resourcefulness. He must be con-
stantly observant of the trends within the field and always
on the watch for the application of new ideas. He must
be able to create the unusual out of the commonplace.
Veith has these capabilives. His charactistic imagination
and technical ingenuity 1s bheing sought by many large
advertising agencies today.



ROBERT DONALD WALRATH

50 Otsego Street, Canajoharie, New York

Objective:
Production and Distribution

Fxperience:
Office of Beech Nut Packing Company (two ycars:
Guide for samc concern (one summer)

Special Training:
Production; Finance; Distribution; Marketing; His-
tory ol Business; Accounting; Industrial Manage-
ment; Statistics

N . »
[oducation:

Canajoharie High School, Canajoharic, New York;
Babson Institute of Business Administration, Babson
Park, Massachusetts

Loxtracurricular Activities:
Basketball; Bowling; Tennis; Softball; Stamp Col-
lecting, Woodworking, Bascball, Babson Institute

Personal Dala:
Age 20; Single; Height 6'; Weight 160

BACKGROUND

Walrath has always lived in Canajoharie, where his
latheris assoclated with the Beech Nut Packing Company.
He has become extremely familiar with the company’s
business practices and policies. His particular interests
are those of Production and Distribution of food products
and his background makes him well fitted to work in
thesc departments. Hoping to develop a morc special-
ized training in practical business procedure which would
be helpful to him in his chosen ficld, Walrath cntered
Babson Institute two ycars ago.

PRACTICAL TRAINING

During 1938 and 1939, Walrath worked as an oflice
boy lor the Beech Nut Packing Company. During the
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summer ol 1940, he was employed as a guide with the
Beecl Nut Packing Company. This practical cxpericnce
has cnabled him to gather a large amount of fundamental
business knowledge regarding the intimate workings of
the Beech Nut Packing Company and a first-hand con-
ception of plant layout and the manufacturing processes
of foods and confections.

At Babson Institute, he has written a Sales Manual for
General Foods, has compiled various reports on the his-
tory of several food manufacturers, has developed rc-
ports presenting reasons for diversification practiced by
food manufacturers, and has prepared a statistical survey
of the confectionery industry. He has also visited {ood and
confectionery manufacturers in the Boston arca in an
attempt to understand more fully the reasons why [ood
manufacturers maintain their present policics.

THE BUSINESS MAN

A good conversationalist and a fine mixer, Walrath
is capablc of forming warm friendships easily. His sensc
of humor is a decided business asset. He 1s conscientious
about his work and can be counted on in his business
associations to make serious and pertient observations
in regard (o Production and Distribution problems.



EDWARD W. WARE, JR.

135 Cralts Road, Chestnut Hill, Massachusetts

Objective:
Publishing and Advertising

Expertence:
L. H. Jenkins, Inc., Richmond, Virginia (two sum-
mecrs)

Special Traimng: :
Adverusing; Marketing; Sales; Distribution; Pro-
duction; Business Finance; Statistics

Lducation:
Brooks School, North Andover, Massachusctts;
Babson Institute of Business Administration, Babhson
Park, Massachusetts

Fxtracurricular ctivilies:
Squash; Sailing; Swimming; Baseball; Skating;
Editorial and Advertising Staff of School Magazine,
Intramural Sports, Alpha Delta Sigma

Personal Data:
Agce 21; Single; Height 6 2”; Weighit 170
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BACKGROUND

Ware has always been interested in the ficlds ol Pub-
lishing and Advertising. This interest has been furthered
by experience in the family publishing business. Ware
spent two summers working in the office of L. H. Jeukins,
Inc., where he gained an insight into the functions of a
publishing house. For five years at the Brooks School,
he worked on the Editorial and Advertising Staffs of the
school magazinc.

Alter attending the Brooks School, Ware enrolled at
Babson Institute for the Two-Year Course to lurther
pursuc his chosen carcer in the business world.

PRACTICAL TRAINING '

Ware has tied all of his courses at Babson Institute in
with the Advertising and Publishing business. Ilc has
taken a special course in Advertising which will enable
him to become more prolicient in that field.

He prepared a special report on the History ol L.. H.

Jenkins, Inc., in which the different phases ol the business

were examined from an analytical point ol view. He also
studied the trend and seasonal fluctuations of the pub-
lishing business, using Statistical Methods to determine
the solution to seasonal business stabilization.

From his studies at Babson Institute, Warc has ob-
tained a background of business fundamentals in Fi-
nance, Accounting, Salesmanship, History of Business,
and Economic Problems.

THE BUSINESS MAN

Ware has a quiet and pleasing personality. In his
manner he seems unassuming, and to the faculty and
students alike, he is known to be cooperative and helpful.
He has imagination, ingenuity, paticnce, and sales abil-
ity—requisites of a Publishing and Advertising man.



ROBERT GREGORY WLEHLE

100 National Street, Rochester, New York

Objective:
Merchandising and Advertising

Lixperience:
Managed Chicken Business; Manages Own Silver
Fox Ranch (started in 1935); (four summers)
Viarious Departments Genesee Brewing Company,
Rochester, New York

Special Lraining:
Markecting; Economic Prob[cm's; Statistics:  Ad-
vertising; Sales Management; Finance; Production
Management; and Accounting

Liducation.
Hun School, Princeton, New Jersey; Babson Insti-
tute of Business Administration, Babson Park, Mass-
achusctls

Lixtracurricular Actwilies:
Football; Hunting and Fishing; Horseback Riding;
Running Field Trail Dogs; Vice-President of Gen-
csce Valley Kennel Club, Intramural Sports

Personal Data:
Agc 21; Married; Height 6" 2”; Weight 185

BACKGROUND

Since his family has been connected with the brewing
industry for three generations, Wehle has a particularly
(ine insight into that industry. He is primarily intcrested
in establishing his own brewery business. He has had
cxperience 1n success(ully managing his own chicken
business, raising 400 chickens weekly, but because ol
limited timc he had to forsake this for further business
tramimg. In 1935, he started a silver (ox ranch with a
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capital outlay of about six thousand dollars. The sum-
mers ol 1935 and 1936 were spent in the operation of this
ranch.

PRACTICAL TRAINING

Welile has supplemented his actual experience in the
brewing incdustry by the work done at Babson Institute.
He has had courses in Markcting, Accounting, I'ederal
Taxation, Sales Management, Production Management,
and Advertising, all of which he related to the brewing
industry.

Trained in Statistical Methods, Wehle conducted a
survey of actual beer production over the last ten years,
adjusting the data for seasonal variation and cstablishing
a trend line.

THE BUSINESS MAN

Wehle has the ability to organize and promote bus-
iness ventures, plus the selling ability to put these ven-
tures across. This is indicated by his fox farm project
and subsequent business success beforc entering Babson
Institute.

Tall, and presenting a pleasing appcarance, Wehlce’s
mature mind and character make him an outstanding
young husiness man in the ficld of Merchandising and
Advertising.



ROBERT WILLIAM WEINDLEL

1420 Walnut Street, Allentown, Pennsylvania

Objective:
Management Engincer and Promotional Work

Lixperience:
L. F. Grammecs, Inc. (Factory) (two summers®

Special  Trawning:
Factory Management; Industrial Purchasing;
Sales: Accounting; Taxation

Fducation:
Rutgers Preparatory School fone yeari; Babson
Institute ol Business Admimistration, Babson Park,
Massachuselts

Extracurricular Activities:
Football; Basketball; Bowling; and Goll, Babson
Insticute

Personal Data:
Age '_)l'; Single; Height 57 0175 Weght 170
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BACKGROUND

Weindel has grown up in a practical business environ-
ment. Because of family connections, he has enjoyed
unique opportunities to gain a valuable insight into the
metal manufacturing business and is already lamiliar
with those problems ol'a managerial nature.

During his summer vacations, over the last two ycars,
Weindel has worked in a metal manufacturing concern.
One summer was spent in the factory learning produc-
tion methods through actual experience and observation.
Another summer was occupied in office work and sales
promotional work.

PRACTICAL TRAINING

With his luture vocational goal definitely in” mind,
Weindel cntered Babson Institute to gain the practical
business training that would assist him in his chosen ficld,
the metal manutfacturing industry.

Here he has pursued an intensive two-year training
course in the fundamentals of business administration.
Courses that definitely center around his future work are
those 1n Factory Management, Industrial Purchasing,
Accounting, Federal Taxation, Business Law, Marketing,
and Salesmanship.

In addition to thesc courses, he has written special
reports that have prepared him for his future niche in
[actory management. He compiled a statistical report on
Employment in Machine Shops and Foundries. Consid-
crable time has been spent developing a Business History
and Sales Manual on the Cluett-Peabody Company,
Inc.

THI, BUSINESS MAN

Weindel is casygoing and has a plcasant manner.
Among the students he is well liked and makes ftriends
casily. By hard work, integrity, and ingenuity, he is
capably prepared for the Production Management field.
Business and National Delense today seck young men ol
Weindel’s qualifications.



YOUR MAN FOR 1942 .

We ol the 1940-1941 Junior Class may consider ourselves one ol the most
privileged junior classes that has ever entered Babson Institute. We have two
things to be thankful for: the newly instigated junior course in Industry Analy-
s1s, and the prospect of being the first senior class to enjoy, during the Winter
and Spring terms next ycar, the opportunity of specializing im our own re-
spective fields. This past year, Industry,Analysis was introduced into the junior
curriculum. Industry Analysis may be called an introduction; specialization
i our senior ycar is the great mnovation. But Industry Analysis is our first
introduction to work bcaring specifically upon our chosen industries. This
new course combines a fundamental exposure (o statistics with gencral investi-

. . . . , . SHIRLEY W. HARVEY,
gation of our particular interests. Herein, we arc given an opportunity (o AL AN LD,

break decisively the indecision shackling the average job seeker. Hercin, jobs Businews Witing
assume truc values 1n relation to ourselves, our assets and our shortcomings.
We may not be experts in our helds of interest, but when we graduate, we will
have learned at least enough to apply objectively for our jobs. This ycar,
through the medium of Industry Analysis, some Juniors have decided that
this or that industry may have becn hardly suitable for them, or that they had
never realized the true merit of some other partcular industry. We have been
given an opportunity to move a few steps in the right direction. Next year, as
Seniors, we will be given the chance to take greater strides. This is, we believe,
the most valuable change since the forming of the first Babson curriculum.
And we consider ourselves fortunate as being the first class to be subject (0
the change. We have had a good year; and we arc looking forward cagerly MARION WING, A8,
to what the senior year has in store for us. . Typewriling

’
SJuntors Plan Their Business F'utiore

[ o]



GRORGE SMITH AGCKLRMAN

“Ack™ came here from the Hill School in Pottstown. Pennsyl-
vania, where he was president of the student body and capiain
ol the foothall tcam. We

>

100, know Ack as a born leader. He
was clected as representative ol his section on the Student
Council, and is on the Religious Activities Committec. He is
interested 1 the air transportation industry. Publie relations,
on which he has his eye, is his forte. He s a fine speaker.

NoprE BaNsUry

“Ban” came o us [rom the University ol Minnesota, He
wants 1o obtain all ol the business twraining available at Babson.
especially with reference to the rubber tire industry. Here at
the Institute, he has shown himsell 1o he an excellent student.
He mtends 10 specialize 1in accounting, and may spend the
summer studying this feld. This is in line with his policy of
doing his best at all ames,
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GEORGE SMITTH ACKERMAN
903 Prospect Avenue
Bethlchem, Pennsylvania

RALPH DRAKIE ALEXANDIER
Cold Springs, Minnesota

NOBLFE BANBURY
2726 West Washington Boulevard
Chicago. Hhnois

GEORGL BEGGS, 111
1326 Mistletoe Drive
Fort Worth, Texas

Rarenm DrRARL ALEXANDER

Axel caune here from the University of Minacsota, where he
studied mechanical engineering. For the most part ol his lile,
he has lived near granite works; is now interested in going into
the industry lor himsell. Accordingly, his specialty in mndustry
analysis here at Babson is the granite industry. About the
[nstitute. Axel has proven himsell’ a sociable lellow, possessed
ol a poise valuable to those who intend 0 go into business.

Grorce Beces, [11

Here we have one of those who will delend the South to the
last. He is also one ol the hest students in the Institute. (eorge
prepped at the Howe School ol Howe, Indiana, and went to
the Texas Technological College. He came to Babson 1o learn
the financial and executive side ol livestock ranching, the bus-
iness field he plans o enter. He has lived in the cattle country
for the mosrt part ol his lile.



Awrrner Ricparpson Ber,

“Ding Dong™ went o Brown University helore he came on
1o Babson Instwite. He prepped at the Choate School in
Wallinglord, Connecticut. Here at Babson, he quickly made a
reputation as one who worked hard while he worked, and
played hard while he played. Consecuently, he made a great
many Iriends. who were constantly attvacted to hihy for his
wood spirits. He s interested in advertsing.

Crarees Domenic BoNanso

Anoth®r true, dyed-in-the-wool Yankee, Charlic came 1o
Babson lromm Newton High School. Since has arrival, he has
worked havd toward furthering his knowledge ol the industry in
which he s chiefly interested, the laundry business, and has
done much study ol the operations ol his Tather’s hrm. Charlie
played wuch loothall in the Fall, was seen olien around the
tenuis courts i the Spring, and made many friends.

ARTHUR RICHARDSON BE]LLL
Park Lanc Hotel
Toledo, Ohio

ROBERI" J. BOHER
2846 Torrington Road
Shaker Heights, Ohio

CHARLLES DOMENIC BONANNO
g5 Commonwealth Avenue,
Newon, Massachusetts

CHARLES THEODORE BOYNTON. 11
608 Hawthorne Lane
Highland Park, Tlinois

Rorert J. Boer

Bob is the descendant ol a line ol metal manulacturers and
apparently intends 1o uphold the line 1o the best ol his ability.
lor here at Babson he is [ollowing up his interest in the alumi-
num industry with an intensive study ol the sales and purchas-
ing funcuons ol the industry. Bob has had some experience in
selling and in manual work in pattern works. With this experi-
ence and with the knowledge gained here, he should go lar.

Crarirs TueoporE Bovnrtons, TH
U'ed prepped ac Lake Forest Academy and at Decerfield. He
has come 1o Babson o study the Aner details ol the iron and
coke industry. He used to spend his summers as a worker in the
coke ovens. In coming o Babson, Ted made ({rviends here
quickly, turned out to be an authority on speed-boat and auto
racing, but did not leave his mark on Babson alone. Tally Ho!

Wellesley and the Manor, here comes Bovnton.,




James GOrRpON BrENNAN

Travel on the Furopean Continent and two years ol college
work have served o give Jun a broader and more maure
outlook on lile than the average among ns. He has heen in
contact with the meat-packing industry and wants to enter it
himsell. He came 1o Babson o investigate the business lunc-
stions of the industry. Jim must enter Sclective Service this
summer. Another job well done, we have no doubt.

Gey Witniam Dowarer, Jr.

Belore coming to Babson, Bill spent two vears at Williams
College, as an cconomics major. Hence, he has the advantage
over many ol us by having a broad knowledge ol linancial
trends. He wants to go into the machine wol industry alter
finishing at Babson. He has served on the Social Acuvities
Committee, Advertising Stafl ol the rgy1 Bapsonian, and is

high-scoring bowler.

Jonn B Crowrey

John s older than the average among us and has seen more
of life. He is already started on the climb upward along the
business promotwonal trail. Ile is marrted now and has two
children. Before he came to Babson, he had considerable ex-
perience working in the milk business. Included in this work
was retail milk selling, dairy store management, and facrory
work. Now, he is studying production and distribution.

Davin Joun Dunican, Jr.

Pave came to Babson Irom the Landon School. He has
always been around the building and real estate world, and
wishes 10 go into it lor himsell. We were attracted o Dave
lor that polite reserve of his. Stature and a quiet air ol capa-
bility will doubtless give him an advantage in whatever work
he enters. Dave is a good man in a discussion, but ncver better
thare when that discussion includes Vail and Boynton.

JAMES GORDON BRENNAN
4737 Ellis Avenue
Chicago, Ilinois

JOHN E. CROWLEY -

Newton, Massachusetts

GUY WILLIAM DONAHUE, JR.
846 Summer Avenue
Springfield, Massachusetts

) DAVID JOHN DUNIGAN, JR.
2400 16th Street
Washington, District ot Columbia



1.JON THOMAS LLILIS, JR.
207 Cumberland Avenue
Kenilworth, Tlinois

MTLTON BIERNARD FORTAS»
2899 Iroquois Road
Memphis, Tennessce

RUFORD FRANKLIN, TIIT
39 Hillcrest Avenue
Swinmit, New Jersey

WILLIAM JOHNSON FULLER, JR.
Drake Road
Madeira, Ohio

Lion ThoMas L, Jr.

Upon his entrance into Babson, Tom plunged into school
acuvites with a vengeance. The result: he is one of the best-
liked ol the class. He played lor the Junior B touch football
teaun last Fall, entered the Bowling League in the winter, and
was a member of the Varsity Basketball Team. Tom was also
choxen as a member ol the Social Activities Committee. Tom
hopes to enter commercial credit banking.

Rurorn Frankian, 111
Wherever there are cars, and in partcular green convertible
coupes, we are sure o hind Ruf. Rul has been endowed with
one ol the great virtues: tenacity. When he sets his mind and
body (o gain or accomphsh something, he is sure to succeed,

even il it takes years. The aviation industry, into which Rul

has decided to investigate, is new and progressive, and will be o
wood held tfor a man of such perseverance.

Virron BernarD FFOrRTAS

Milt is one ol a number of smiling Southerners here among
us. Had the South consisted entirely ol such men as Mily,
there would have been no cause lor sirite. Milt led his prep-
school lile at the Staunton Military Academy in Virginia.
Here at Babson, he has chosen to specialize in the held of
distribation in his senior year. Alter he graduates, he plans 10
enter the retail Turniture business. He will make the erade.

Woaasm Jounson unner, Jr.

Bill went to the Asheville and Hill Schools belore coming 1o
Babson. When he came here, he set to work 1o study intensively
the hnancial side ol the automobile industry. Bill doubtless
has derived considerable information from his [ather, who is
connected with this industry. Bill wanis 1o sell cars. Here at
Babson, Bill has made many [rieads, has taken a leading part
in- many ol the actvities of the school.



Ricitarnp [ Gress

Dick thanks “in terms ol petroleum cracked,; and when he
talks ol 1t, his Pennsylvania tvang vibrates and bounces
around the halls ol Babson. He has been picking up inlorma-
tton on the business management ol the petroleum industry.
For exwracurricular activites, he has been on the Physical
Activities Committec, and on his section’s touch lootball team.
Dick’seloquence and Iriendliness have made him a friend of all.

Jonn R Grawam

Belore coming on 1o Babson, “Willkic” went to the Talt School
in Watertown, Connecticut, and then to Worcester Academy,
in Worcester, Mass. Due to lamily connections, he knows a
good deal about clectric utilities and paper manulacture. For
himself, he has had several summer jobs, and he has worked
on a line construcuon job. “Willkie™ makes [riends easily; he
has themy evervawvhere. He is capable and will go lar.

RICHARD T. GLENN
803 East Pearl Strect
Butler, Pennsylvania

CHARLES F. GLORY. JR.
L.ake Forest. [llinois

J()HN R. GRAHAM
Bangor, Maine

RICHARD RAYMOND GUNTIER, JR.
1514 Schuyler Road
Beverly Hills, Calilornia

Cuarres I Grore, Jr.

When Charlie came 10 Babson, he drew many new lriends
immediately because ol his sharp sense ol humor and his
ability to have a good time. He also proved himsell to be one
ol an unusually fine mind. Charlie caine o Babson trom the
Massachusetts Institute of Technology. Tt i1s highly probable
that he suflered this year lrom an acute case of diverted inter-
est. Reason and a good enough one  -he was 1o bhe marvied.

Rictarp Ravmoso Gunrer, R,

What most ol the fellows around Babson can not understand
is why IDick does not like U.C.L.A. Of course, he went to
U.S.C., but U.G.LA. is such a fine school 100, At any rate,
here at Babson, Dick is making quite a name lor hunsell] as a
student and as an athlete. Dick regularly leads the class in
marks, is on the varsity basketball team, the Physical Activi-
ties Committee, and the 1941 Bassonian advertising stall.



EaBerT Starr Habrey

Bert is particularly interested in commercial aviation. He
wants 1o become associated with T.W.A_ Airlines after finish-
ing at Babson. We all feel sure that this organization would
receive a capable and competent business worker. For Bert
has been combing the aviaton business® field of study with a
tine-tooth comb. His activities in this ficld have heen various,
versatile, and far-reaching.

Puiae Jacoss

II you have anything that needs investigating, see Phil. 1I
L4 . 1t .
there is a hre i the neighborhood, get out of Phil’'s way. I

anything needs Axing. and requires real perseverance, Phil
will e on hand. For he is one ol the real workers ol Junior A.
Phil has two mterests here at Babson: news photography and
commercial aviation transportation, the one his hobby, and
the other his study.

EGBERT STARR HADLEY
Harbor Road
Southport, Connecticut

WILLIAM STOWELL HOWLE, JR.
Tower Hill, Hinsdale, New Hampshire

PHILIP JACOBS
67 Riverside Avenue
Red Bank, New Jersey

JAMES L. JONES
Washinglon, District ol Columbia

WiLiam Stowenn Howr, i

Bill is a dyed-in-the-wool New Fnglander. He prepped at
Deerfield for five years and then came to Babson, 1o learn the
business side of the machine ool industry. He has already had
experience in the technical side ol the industry, having been
in the shops betore, and also on the voad as a salesinan. Bill has
the strong point of heing reserved and unassuming. [ he goes
into machine tool production, he will bhe on the top.

James L Jones
Jim came Trom Washington last J7all (o study the aviation
mdustry in particular, and hax made great strides i it ever
since. He Tairly has aviation running in his veins now. Jim is
quiet and reserved, having the appearance ol deproadability
upon which so much depends in the industrial world today.
He has had a number of jobs in the past that have heen gond

experience lor one who hopes 1o make tlving his lile work.




Tronory G LeoNarD

Ted went o the University: School i Cleveland, and 1o
Brown L'niversiy helore coming to Babson. During his sununer
vacations, he hias picked up quite a good deal ol experience as
messenger lor o hank, mail clerk, and clothing salesman. I'ed

has made many Iriends at Babson and has been the center off

many activities. He bas always been imterested i the fimancing

ol industry, and s tollowing up this bentat Babson.

Hecror Fvereor MacKisyox
Mace s oo man with o purpose. He s determined that what-
cver e of busimess he enters will see him, il not av the top, at
feast, very close to i Woe unto those who block NMae's ¢limb
1o suceess. Plasties as the field i which Mace s specializing.
e has the loresight and opportunisim that will shoot him
ahead in this rising voung indnstry, We hope 1o see in Mac a

feader i the plasties field,
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Flenry S, Leveorr

Ivou e o Yankee, with a strony northern bias, and fecl
like tighting the Cvil War over again, just go around and sce
Hank somecume. Hank intends 1o go into the paper carton
imdustry. He has had considerable experience and came o
Babson to pick up knowledge ol inance and business adminis-
trauve work in his Reld. He has the ability to mix and cooper-
ate with others.
Ricitarn Awrmer Manwe

Dick ciaume to Babson from the Llgin Academy and the
Liniversity ol Wisconsin, He is @ member of the photography
group and has some outstanding prints 10 his credit. Dick s
interested - the personnel division ol shoe retailing and al-
ready has had varied experience in this line. FFor his senior
vear at Babson, he plans to major in the field ol distribution.
Honesty and an ability 1o atract Iriends will alwavs help him,

THEODORE G. LEONARD
2894 Drummond Road
Shaker Hewghts, Ohio

HENRY S. LEVKOI'F
789 St. Marks Avenue
Brooklyn, New York

HIECTOR EVERLETT MACKINNON
20 Grand View
La Salle, Michigan

RICHARD ARTHUR MALING
Chicago Beach Hotel
Chicago, Hlinois



RUSSELL DUNCAN MEYFERS, 11
12 Lake Forest
St. Louis, Missouri

JOHN ROBERTSON MINIKIN
Mountain Road
Farmingion, Connecticut

RICHARD JOHN MORGAN
1100 Chicago Boulevard
Detroit, Michigan

LLOYD A. NEWCOMBE
Kingston, New York

RusserL Duncan MEvers, [

Russell came 10 the Institute this vear from
School in St. Louis, bringing with him many ol his experiences

the Taylor

gained in the Southwest. Russ is analysing two industries;
they are the brewing and the shoe industries. We hope upon
completion ol his analyses that he will have lound the suitable
field in which w0 apply his talents. Here atv Babson, Russ
served on the Religious Activities Commitice.

RicHarp Joun MoRrcan

Dick went to Cranbrook Prep in Michigan lor three years,
then on to Carrol College lor two. Here at Babson, he has been
onc of the more influential men about the cainpus. He was on
the Advertising Stadl ol the 1941 BaBsontan and went out lor
intramural sports. Dick intends to go into real estate when he
leaves Babson. In as much as his family is connected with this
business, Dick has been able already 1o learn much about it
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Jotn Roperrson MiNiRiN

John caime 1o us from Williauns College, where he was an
English major. He has lived in New Fngland all ol his lile,
John is interested in the Irozen loods industry, particularly in
the financial aspeets. We leel sure that because ol his fine work
at the Institute, he will be suecesstul in this ficld. John's com-
mand ot the Linglish language and a hvely wit have con-
ributed much to the conversations about the school.

Lroyp A Newcomne
Llovd is another ol those who might have been sullering
rom a case ol diverted interests. As a matier ol lact, Wellesley
College saw almost as much ol him as Babson did. Lloyd caine
to Bubson o study the business Tunctions ol the pewoleum
mdustry. He had already gained some of this knowledge
through experience and some through the Wharton Business

School ol the University ol Pennsylvania.



Joun Fpwarp Nuckotas

John prepped av the Columbia Military Academy and went
to college at Harvard and Lambuth. He came to Babson in
the second term, and consequently was at a slight disadvantage
in getting started investigating the Jabyrinth ol industry

analysis, the functions ol marketing

g, and the problems ol gov-

ernment. But he had a pleasing personality and went lar in a
short time 1oward building up a large number ol Iriends.

Crarenct BrRuce OSBORNE

Bruce is at Babson studying to go into his father’s business,
and is stressing personal finance and management. But Bruce
has not been the student alone while here. He may be con-
sidered the ray of sunshine 10 all ol us. Among extracurricular
activities, Bruce has been active in bowling, Junior basketball,
and he plays a fine game of bridge. He will be an asset wherever
he mav be.

l mo]

JOHN EDWARD NUCKOLLS
3 Northwood Street
Jackson, Tennessee

"DAVID DUFF (’BRIEN
430 Union Street
New Bedford, Massachusetts

CLARENCE BRUCE OSBORNL
2387 Tremont Road
Columbus, Ohio

JAMES CARTER PARRY
1602 Hinman Avenue
Fvanston, Ilinois

Davip Durr O'Briex

David came to the Institute this year [rom Hun School in
New Jersey. He has a rather quiet unassuming manner which
has drawn to him many friends during the past yeav. Dave
spent some of his past summers gaining profitable cxperience
as a runner lor the Merchants” National Bank ol New Bedlord.
The town, itscll] is by nature a town of merchants and business
men, and Dave has gained much by the atmosphere about hig.

James CARTER Parry
Here we have "Lelt Glass,” financier nonpareil, who came
Irom Lake Forest Academy, to see whether Babson Insutute
had anything to offer which he did not already know. Al-
ready with some experience in house-to-house selling, it is his
purpose (o school himsell” for selling some large commodity.

Jim has the outstanding virtues ol being very generous and

friendly in a somewhat callous world.



AAarRON MorTOoN RAaBOFK

Aaron could boast that not only does he study hard, but also
he plays hard. He attains an enviable skill in both recreation
and in study. We cominend him for his high endecavours.
Distribution is the field in which Aaron hopes to specialize
during his senior year at Babson. Upon graduation. he will
enter into the field of chain drug stores. With his capacity lor
work and his sell“assertion, Aaron should succeed.

Fvcar P Sawver, 11

Ted came 10 Babson as one of a small select group ol men
who commanded among us a degree ol respect hordering on
awe. Ted had taken that stride in lile loward which we all look
with anticipation and with the look askance. Ted came as a
married man. Ted is now a member ol the Student Council,
and the Social Activities Committee. When he graduates
rom Babson, L'ed hopes 10 he an investment counselor.

AARON MORTON RABOFF
Philadelphia, Pennsylvania

DANIEL COGSWELL ROBLERTS, 11
879 Moss Avenue
Peoria, [Hinois

EDGAR P SAWYER, L
726 Hi-Mount Road
Pahn Beach, Florida

ROBERT .. SMITH
1817 West Market Street
Lima, Ohio

Danter CocswerLL RoserTs, 11

Dan comes o join us at the Institute this year lrom the
University of Maine, where he majored in Chemical Lingineer-
ing and was a member of Kappa Sigma Froternity. Dan is
interested in the paper and pulp industry, and has done ex-
tensive research in the production and distribution ol southern
kraft paper. Business experience plus an cngineering back-
ground all contribute toward Dan’s knowledge.

Ropert K. Smiru
Bob’s chiel virtue is that he is very neat and thorough in
his work. He is at Babson tostudy in particular the distribution
phase of the plastics industry. Bob has alrcady had some experi-
ence m the distribution lunctions of business in the wholesale
grocery business. He was outstanding in oHering sound opin-
tons in the marketing discussions. The plastics indusury should

have an excellent asset in Bob as a salesman or manager.




Jack b Sy
Jack ntends 1o go into the baking industry when he con-
cludes his work here at Babson. During the summers ol his prep
school lile, Jack gained much valuable experience in working
on a retail bakery truck and in a bakery oflice. .\t Babson, he
has been studying vital statisties on the industry. Next year, he
mtends to take those subjects that will wain him for such

management. We wish Jack the best of Tuck in the business.

FFraxk Perkins TIMBERLAKE, JR.

“Tool Pusher™ extraordinary is “Tex,™ in the terminology
ol the oil Relds. Early in his work at Babson, he began investi-
gation of the petrolewm industry. He has had sorne experience
in the ficlds in Texas, but came to Babson o find out the
business functions ol his industry. When “Tex™ came up 1o

Babson. he bewailed the idea ol losing his boots. Result  he
still s wearing them.

Franvars L. THoMPsON, [R.

“Bud™ comes o Babson from Culver Military Academy as
an officer in the Army. In his study at the Institute, he has had
considerable conflicts thrown at him, as far as future plans
were concerned, in the lorm ol the call 1o Selective Service. We
hear that, because ol the draft, he may not be with us next
Fall. Here, hie has been interested in personal finance com-
panics. We hope that the draft will not intertere with his plans.

4
Ravmonp SHaw Tomassenk

Ray has Dbeen investigating the iron and steel industries
during his first year at Babson. But confidentially. we all know
that this is just a [ront. Who could fail 1o recognize Ray as
“the Senator,” with aspirations first (0 his local gubernatorial
hoards, eventually 1o the presidency ol the United States.
Babson has already lelt the mark ol this genius. Let us hope 10
sec the Senator's” standard tlying high some day.

JACK .. STEELE
115 T'remont Avenue
Greensbury, Pennsylvania

FRANCIS L. THOMPSON, |R.
Park Plaza llotel,

St. Louis, Missouri

IFRANK PERKINS TIMBLERLAKE, JR.
2107 Miramar Strect
Wichita Falls, Texas

RAYMOND SHAW TOMASSENE
Hazlewr Court
Wheeling, West Virginia



WALTER ELLIOT TRAVERS, JR.
23 East 83 Street
New York City, New York

DAVID BRYANT TURNER
200 2nd Avenue
Warren, Pennsylviania

DONALD SEYMOUR TUTTLE, JR.
Middlebury. Conn.

HENRY SHIERMAN VAIL
190 Lakewood Place
Highland Park, lllinois

WaLrer Livior TrRavERs, Jx.

Before coming to Babson, Walt went 1o the Hun School in
Princeton, New Jersey. Now he wants to enter the real estate
fiecld and is studying it at Babson lrom the financial stand-
point. He has also been interested in the functions ol the stock
market. Whatever Walt does when he leaves the Institute, we
leel that he can not help but succeed. He has a great good
nature, speaks quietly and with authority.

Donatn Sevmour TutTrLe, JR.

“Tut™ prepped at Hotchkiss and went o I'rinity. When he
came 1o Babson, he made Iriends quickly and took an active
part in extracurricular activities. He played touch tootball,
bowled, and was clected to the Physical Activities Comniittee.
He wants most ol all in the future o fly and then 1o enter the
aviation industry. Excitemnent is “lut’s™ yen: so he will pro-
hably forsake us next year fov the Navy Air Clorps,

Davin Bryant TursER

Prior to entering Babson, Dave prepped for lour vears al
Phillips Iixeter Academy, and went lor two years o Yale.
U pon coming o Babson, Dave took up the study ol the plasties
imdustry and plans o stady in the sales and advertising fields
next vear. He was a member ol his section’s touch foothall
teann and s Jumor Editor of the 1941 Bassontax. If Dave has

as wood suceess with plasties as we think, he will arive.

Hiary Stervax Vo
Scerentists declare that sound waves never really die; they
continue 1o diminmish and rebound ad nlinhiam, alier they
arow maudible to human cars. I this be wue, among the
many more well-defined sonnd waves reverberating e the
corridors, class rooms, and oflices o Babson Institute will at-
wanvs he that ol the hooming and amiable voice ol Hank™

Nl
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Roprrr "I Warp

Ted wishes 10 go into the bakery business. when he has
finished the prelimanary study ol its financial functions. Con-
sidering that he is connected with Ward Bakeries, he should
have considerable knowledee of how the wheels turn. What we
should Nke (o see is Ued at the head ol these great hakeries.
He is o hard worker and has a quiet pleasing presence that
should go Latoward hilting him inte a responsible position.

Faymax Co WerHersy

Wherever Lvman may go, the gloom can not remain. His
good spiris and his bold blarney never fail 10 rouse the most
downcast ol us all. He came here to Babson alter going (o
Culver and Northwestern University. While at Babson, he
plans 1o learn all he can about the production and distribution
ol automobile parts and bodies. Lyman enters the Ariny as a
second lieuwenant this Julv. We swish his the best ol luck.

[ ro4]

ROBLRT T. WARD
New Rochelle, New York

ROBERT FREDERICK WEINGARD
715 North McKean Street
Butler, Pennsylvania

LYMAN . WETHERBY
2531 La Salle Boulevard
Detroiy, Michigan

JOHN HOWARD WHELLER
160 Buckingham Strect
Springfield, Massachusclts

RoBerl I'REDERICK WEINGARD

Bob's lamnily lives right in the heart ol the old Pennsylvania
oil district. For many years oil refining has been the family
business. Bob is interested in it and has made an intensive
study ol'it at Babson. What Bob has not learned by experience
about oil and what he has not picked up by hearsay, he is
now finding out in his study of the oil industry up here. Bob
it on the Religious Activities Committee and Bowling Leaguc.

Jounx Howarn WHLEELER

Here is another man who realizes the great luiure in the
aviation industry, and wishes 10 hop aboard while it is still on
the upward grade. jJack is a Yankee with a makeup that is
well suited for practical business. He has always lived in New
Iingland. He prepped at Loomis School and then came on o
Babson. Here he wants o specialize in distribution, since he
thinks that he is best suited for the job ol selling.



Curaries Winniam Wintarp ‘

Bill is another ol our New Englanders who has lived in this
neighborhood and has gone 10 school here most ol his lite. Bill
has not as yet definitely decided on his major field ol study lor
next year at Babson. But he is deeply interested in the produc-
tton phase ol the business world. He is possessed ol self-reltance
and confidence and will doubtless prove himsell worthy ol a
high position in business.

CHARLES WAGKER ZIMMERMAN

Charlic came here from the Chicago Laun School. [nas-
much as his family is associated with the automotive parts
industry, and he has had contact with 1t most ol his lile, Char-
lte intends 1o study it here at Babson and then go on and enter
it lor himsell. Here at the Institute, while engaged in learning
about automotive parts, Charlie has lound time to satisly a
keen interest in cunrent events ol the day.

CHARLLES WILLIAM WILLARD
Warcester Strect
Natick, Massachusetts

CHARLES WACKER ZIMMERMAN
2340 Commonwealth Avenue
Chicago, Tlinois

ros |




STUDENT EXECUTIVE COMMITTEE

The Student Executive Committee is a representa-
tve administrative group composed ol five members
clected from each of the hve student divisions:
namely, Production, Distribution, Finance, Junior
A, and Junior B. The chairmanship of this com-
mittee 1s vested In the current representative [rom
the Finance division. Thus, the chairmanship is
rotative among the threc Senior members of the
committee over the school year.

Responsibility 1s adequate and the dutics of the
body arc numecrous. Dircction, supervision, and
promotion of all student activities is their primary
purposc. To correlate these actvities with  the
Babson busincss training 1s their secondary ob-
jective. The group 1s also a permanent intcrmediary

council between the students and administration.
Problems ol diverse nature are handled by the
members with the aim of maintaining a high stu-
dent-faculty administrative relationship.

The Student Activitics Fund, which consists ol
a fee paid by each student at the beginning of the
school year for all. activities, is disbursed only on
authorization of the Student Executive Committee,
Budgets are prepared and submitted by the chair-
men of the student activity committees.

Those students who now hold these important
positions are pictured above, rcading [rom lelt to
right: Fred H. Butterfield, George S. Ackerman
James E. Borendame. Jr.. Edgar P. Sawyer, and
Bernold T. Holmes.

[ 100 |



1941 BABSONIAN BOARDS

BABSONIAN BUSINESS BOARD
From lefl to Right:

). J. Chflord, Jr.
G W, Munger
C. ¥ Jacger
AL Shout, Jr

H. ]J. Nordstwrom, Jr.
AL |. Anderson, Jr.
L. J. Keenan

. L
. K. Chapman

Borendame, Jr.

—_

1. B Trump
W. B. Benson
R. J. Kremers
C. A Hill

M. D. Perkins
J. L. Stewart

The true complexity of the problems conlronted
i the final devclopment of our “personal salcs
portfolio” can be understood only by thosec who
were actually connected with 1ts promotion -the
cditorial and business staffs. However, this book
could never have been published by one, two, or

ten people. Tt has taken the combined cHorts and
counsclling ol the entire student body and num-
crous interested outsiders.  Therelore. n honest
appreciation for all the coopcration extended i
the evolution of this unique vearbook. we thank all
concerned for their unselfish assistance and advice.

Ropirt S. Davies, Fditor-in-Chie)
James b BoRENDAME, JR., Business Manager

BABSONIAN FDITORIAL BOARD
Forom lefl to risht:

VoL Venh, .

D. B. Turner

1. C Maris

H. L. MacKinnon, jr.
R. 8. Davies

H. S, Levkolr

K. B. Cunningham
(. Bicherbach, Jr.

P. Jacobs

Co W Panen




SOCIAL ACTIVITIES

SOCIAL ACTIVITIES COMMTIUITLEL

On the Babson campus, the Soctal Activities
Committee functions in a manner different from
most college social committees. Here the business
training ol the Institute is put into practice. The
committee under the chairman, James A. Anderson,
planned the entire schedule of social activities.

At the beginning of cach school year, the student
. body through the medium ol the Student Executive
Committee votes a certain amount ol moncey [or the

use of the Social Committee. Tt is then the work ol

this committece to allocate these funds properly
throughout the year so that the student body will be

provided with the quantity and quality ol social
entertainment that they desire. All this comple-
ments the main purposc of Babson Institute, namely,
practical business training.

This year the Social Activities Committee opened
its program with a “get acquainted” smoker. Fol-
lowing this, the committec held two informal record
dances at the Insutute itsclll Next came the [all
[ormal at the Hotel Statler in Boston, lollowed by a
smoker at which Jack Crawflord of the Boston
Bruins hockey team spoke. On March cighth, a
[ormal dinner dance was held at the Hotel Vendome
in Boston. A smoker with American League Baseball
pictures and the Spring formal .dance, polished
ofl thc major social events ol the year.

Active committec members dirccting these func-
tions are pictured above, reading Irom lelt to right:
D. C. McNeill, J. A, Anderson, [, J. WL Buck, Jr.,
G. W. Donahue, Jr., W. |. Fuller, Jr., D. B. Peters,

J. E. Borendamc, G. W. Munger, I'. 1I. Butter-

field, L. T. Ellis, Jr.

Soctal Acticiles . ..
Better Business Men




PHYSICAL ACTIVITIES

PHYSICATL ACTIVITIES COMMITTEL

Like all other busincss men, the Babson business
students need a certain amount of physical as well as
mental exercise. This physical exercise has been
provided for by the Physical Activities Committee,
under the leadership of Robert Kremers.

This committee attempts to provide a complete
intramural sports program. To accomplish this, it
forms teams among the live student divisions. These
division teams compete with each other flor the
various sports championships.

In the fall, the teams play a series of touch foot-
ball games. With the advent ol cold weather, the
action changes Irom the [ootball field to the gym
where basketball reigns supreme. After this cham-
pionship is settled, and the vollcyball has taken 1ts
sharc of the punishment, it is time [or spring and
the great outdoors again. Ball games are the style
at this point and cven the faculty comces out for the
fun. After all the ball games are played off, the
laurels for the season are awarded. A cup and a
trophy are given to the best individual and the

Physical Friness . . .
Business Ffficiency

best team respectively. As cach division’s tcam has
its own name, and these names remain with the
teams throughout the years, regardiess of the change
in team members, the trophies are inscribed each
year with the victorious team Litle.,

Men occupying positions on the Physical Activi-
ties Committee this year are pictured above, read-
ing from leflt to right: G. Bicberbach, Jr., H. W,
Simpson, R. J. Kremers, B. T. Holmes, E. P.
Malone, C. W, Patten, D. C. McNeill, A. C. Hilmer,
H. J. Nordstrom, Jr., R. R. Gunter, Jr., R. T. Glenn.




RELIGIOUS ACTIVITIES

RELIGIOUS ACTUIVITIES COMMIUTTEL

‘The funcaon ol the Religious Activities Commilt-
(ee is two-lold m purpose. Its primary function is to
provide for the students ample opportunity to con-
gregate together for the purposc of discussing timely
religious questions and giving expression to their
individual beliefs on religion. lts secondary purpose

is to acquaint the students with the differenc types of

churches and religions.

To accomplish the first purposc, the committee
makes use ol the beautilul chapel room which the
school provides. In the chapcl. nonsectarian services
are [requently held. This chapel gives the students a
chance to worship together when, as, if; and in what-

socver manncr they desirc. The living room wilh
its big lircplace affords an excellent atmosphere lor
intelligent, wholchearted discussion. These discus-
sions of religious questions are conducted either by
the students, Mr. C:. E. Butler, the faculty advisor,
or by promincnt men in the business or profes-
sional world.

To fulfill its second purpose, the committee under
the leadership of James Godfrey, sponsored many
visitations to the beautiful and historic churches in
and around Boston. Some ol the churches visited
werc the Christian Science Mother Church, The Old
North Church, Trinity Church, and the Wellesley
Congregational Church.

Students who have served on the Religious Activ-
iies throughout the year and pictured above, read-
ing from left to right are: R. F. Smith, R. D. Mecyers.
Jr., C.E. Butler, J. M. Godfrey, Jr., T. B. Trump,
M. D. Perkins, R. F. Weingard, T. C.. Maris, B. H.
Mctzlofl, R. J. Boher, K. B. Cunningham, G. FE.
Best.

Religious Ixpression . . .
Faith, Courage, Tolerance



THE CAMERA CLUB
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BABSON CANMERA CL.UB

A new organization appeared at the Tnstitute this
year with the formaton ol the Camera Club. Two
ol the students Irom Michigan, Vernon Veith and
Ted Maris, both whom have had expericnee in
“different phases of photography, organized this
club. with the assistance of Mr. Canfield of the
faculty.

At 1ts bimonthly meetings, the club discusses
photographic principles and technique, listens to
talks by experienced photographers, and studics
pictures taken by the great photographers of past
and present. Tt obtained from the Eastman Kodak
Company lor onc ol its mectings this year, a pre-
pared lecture accompanied by shdes on *“The Prin-
ciples of Photography.”™ [t also heard talks by its
owin members on 1he subjects of taking, developing,
and printing pictures. The club presented scveral
color appreciation hours and devoted some time (o
dircet color photography.

Another activity of the orgamization is the spon-
soring of print chinies at which the members submit

Diiverse interests . . .

Mend and body velaxation

therr best prints lor exhibinon and competition,

The Camcera Club met with considerable success
i s first year ol organization, and has provided
another outlet for student interest and activity.,

Students who have actively participated e Club
activities arc pictured above, recading (rom left o
right: H. S. Levkoff, AL J. Anderson, Jr.) Ro DL Alex-
ander, R. J. Boher, R. E. Smith, S. R. Baer, Jr., A\
T. Shou, Jr.,, T. C. Maris, L. J. Keenan, J. L.
Borendame, Jr., \'. L. Veith, Jr., C. J. Glore, |r.,
P. Jacobs, K. B. Cunningham, J. M. Camp, Jr., G.
Bicherbach, Jr.




VARSITY BASKETBALL

The men from Babson proved to be a formidable
aggregation on the home foor, winning six of seven
contests played and losing the other by a two-point
margin. Foreign soil was “taboo” to the Babson
quintet and they lost all [our ol these games.

Captain Broadwell and the blond junior from

Spred and sprrit . ..
Stamina and Iraming . . .
Rigid requisites of . . .
Basketball and business

TEAM MEMBERS

Standing. lefl to right:

G. W, Kenvon

B. A. Davies

H. W. Simpson
D. G MceNueill

. C. Roberts, Jr.

Seated, lefl 1o right :

G. E. Best

(. Bieberbach

L.. S. Broadwell
R. R. Gunter. Jr.
L. 1. Ellis, Jr.

Cahfornia, Dick Gunter, led the assault in almost
every game, scoring 94 and 76 points respectively.
Handicapped by a small floor and lack of prac-
tice, the team showed good spirit and indications
are that next year’s team, built around Gunter and
Ilhs, will give opponents a run [or their money.




ROYAL ORDER OF THE GOAT

One might call 1t Babson tradition. It might cven coiled mohair boutonniere—-the brand of the An-
be termed a deep, dark mystery. Yet, since the carly cient Royal Order of the Goat.
Babson Insttute years, John E. Millea, Dircctor ol
the Producuon Division, and Most High and Fx-
alted Goat, has annually given recognition to cer-
tain students in his conference discussions on Man-
agement.

Perhaps, some day before he retires, he will
actually inform the students and the alumni ol his
reasons [or identifying Babson men with the Order
of the Goat. Yes, unfortunately, we must leave the

mystery to other classes to unravel. We cannot en-
Why these men receive his accolade of acknowl- lighten vou.

cdgment has been the major question of every ycar’s
student body. Some believe it is because these men
have thce courage to cxpress their convictions on a Coats ... Men Caxt awith Cowage of Convictions?
subject familiar to them. Others think it might be
attributed to their attempt to rebufl Mr. Millea in
one of his Management lectures.

At any rate, this year’s students still do not know
whether their acceptance of his stigma is honorable
or dishonorable. However, Babson mcn com-
placently conceal their curious and indescribable
astonishment when Mr. Millea strides into confer-
ence and pins on them a cellophane-wrapped,

MEMBERS

J. A. Anderson, 111
G. Bicherbach, Jr.
J. M. Camp, Jr.

J. E. Chapman

R. S. Davies

B. C. Edenton

1. O. Hammond
J. G. Harder

W. J. Healey, Jr.
A. C. Hilmer

B. T. Holmes

C.F. Jaeger

L. J. Keenan

G. W. Kenvon

T. C. Maris

Lo RO Meyers, U.S.N.




BABSON MEN IN BUSINESS

o REITD ASHTON, President

Bsabs ustitiete Muod

JOHN Fo MILLEN, Treasurer
Bubson Institite Al

The alumni of Babson Institute are distributed, geographically, in nearly
every state of the Union and in Canada, Central America, China, Cuba,
Dutch West Indies, England, Netherlands, Sweden, and Switzerland.

Active alumni clubs have bcen established in Boston, New York, Phil-
adelphia, Pittsburgh, Chicago, Detroit, Cincinnati, Cleveland, St. Louis,
Los Angeles, Seattle, Binghamton, and Montreal.

Presenting a mere handful of Babson business men is difficult. This is
readily understandable when one considers that there are now well over twelve
hundred alumni out in the business world.

However, limitation of space has forced us to present only eighteen men.
These men have been selected at random and with no intent of directing atten-
tion to the outstanding and successful alumni. Primarily, they are included in
this “personal sales portlolio” because they are in diverse phases ol business.
This is indisputable evidence that Babson Institute offers exceptional all-
around business training.

Today, one may (ind Babson alumni in the following liclds of business:

Banking Department Advertsing agencies
Manulacturing Chain grocery Teaching
Producuon and engieering Ovther retail Transporianon
isiribution Distributing Students
ASSISIAnt 1o execulives Public accounting Army
Credit Publie Utilitiex Foreign
Accouniing ' Insurance Real Fxiate
Purchasing Investment department Financial
General management Sales Atorneys
Clerical Office Hotel and restaurant management
Retnling Newspaper and publishing College
Chain departimien Govermment positions

Arranging Alunoa Achivities

[ll.l_]
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Coroexyrrr Wo Creverasn, "2

Chester WL Cleveland, 21, Lditor and

Business Manager of the Magazine ol

Sigma Chi, Chicago, Ihinois. In 1940,
this publication won lowr awards lor
excellence. He named  the Bansonian

and was ws Hirst editor. Todav, Hw's

ho ol Aierica lists him as a direclor ol

the Edyerton Manulacturing Company.
Plvmouth, Indiana: co-author ol the
seven-volume history ol the Sigma Chi
Iraternity: member ol the  Chicago
Rotary Club. He is also a thirty-second
degree Mason.

Doxavo B Jeray. T2y

Donald B. Jelly, 24, Vice-President of
Parker Brothers, [ncorporated, Manu-
facturcrs of Games, Salem, Massachu-
setts. Jelly prepared at Loomis Institute
prior o his academic wraining at Dart-
mouth. He was graduated Irom Babson
Institute In 1924, associating  himsell’
immediately with his present concern.
I'he position ol only a cub in the organ-
ization was his lot at first, but it was not
long belore he had assumed the position
ol Purchasing Agent. In 1937, he was
promoted to the positon he now holds

so capably.,

Raymond P. Mecherle, “34, President
ol the State Farm Mutal Insurance
Company, Bloomingion, Minois.
Started working lor the State Farm

Mutual i 1924, In a very short time,

he was promoted (0 Superintendent ol

Commissions and  Assistant Secretary
and  Treasurer. June 1930, he was
made Vice-President ol the Company.
IFor a bricl’ period alier graduation
rom Babson Institute, he associated
hitnsell with the investment business.
In 1937, he was made President ol his
present frm.

Ravaosn P Miecnerie, 34

Lester M. Blair, "g6, Financial Sccre-
tary o Alvin I and Gillord K. Si-
monds ol the Simonds Saw and Steel
Company, lichbury, Massachusetts.
He has served g0 years in the Whitins-
ville, Massachusetts, Post Office, 17
vears as Assistant Postmaster, 13 years
as Posumaster. He was commussioned a
Licutenant ol Inlanwy in the Organ-
ized Reserves UL S, Army alter auend-
g Plausburg (raining camp in 1916:
was in acuve scrvice with the AL
in France and the Army ol Occupation.

Lesrer M. Bram, "46

Lepyarp S. Bowes, "33

Ledyard S0 Bowen, "37. Assistant \d-
vertising Manager o Hat Corporaton
ol America, New York City. In Sep-
tember 1937, he was cmployed by the
D. L. Elliman Brokerage Corporation
as salesman. December 1937 lound himn
associated  with Cecil, Warwick and
Legler doing adverusing work. In 1938
Bowen was with Standard Oil Com-
pany in New York City, and Tater with
Market Analysis, lue. doing Consumer
Research work. In January 1940, he
accepted his present position.

Pravie N OSTARCK. 4y

Philip A. Starck, 34, President ol oA
Starck Piano Company, Chicago, 1l-
inois. This organizaton is one of the
largest piano  distributing  businesses
in the country. Starck attended  the
Chicago Latin School. He graduated
from the Hun School and went on 10

“Princeton in 1932, Alter one year there,

he entered Babson Institute, graduating
in 1g34. Since leaving the Insunute, he
has been associated with the above
firm. In June 1936, he was married and
today Mr. and Mrs. Starck have a son
and daughter.



Grorer L. Corpery. Jr.. "32

George L. Colburn, Jr., "32, Presidem
ol Colburn Gear and  Manulacturing
Company, Incorporated, North Quiney
Massachusetts. Colburn’s carly waining
was received at Chauncy Hall School
and  Massachusetts Institute ol Tech-
nology. He then auended Babson In-
stitute lor pracuical business experience.
Today, he is also Secrctary and “L'rea-
surer of the Adantic Memorial Church
School, T'reasurer and o member ol the
Iixecutive Commitice ol the Quiney
Orchestral Socicty, which is a sixtv-
piece svinphony orchestra.

Winkras R Forbp, oy

Wilham R. Tord, "24, Sccretary and
Treasurer ol Dan Joseph  Company,
Food  Brokers, Columbus, Georgia.
FFord atended Randolph-Macon Acad-
emy, graduating in lg'_u}. This train-
g was lollowed by a vear at Georgia
Teeh. The United  Fruit Company
cmploved him au their "Tela Railroad
Compamy subsidiary in Tela, Spanish
Honduras, Centval America, the Tollow-
ing two vears. Alier this varied back-
ground, he came to Babson Insuwite
to complewe  his  pracucal  business

training.

John Staflord Mather, "39, Member ol

firm of Rankin and Mather, Auditors
and Public Accountants, Dallas, Texas.
He came to Babson Institue divectly
from Monterey High School in Calilor-
nia. He has specialized in the Account-
ing profession since leaving Babson In-
sutute, having a somewhat checkered,
but illustrious carcer. The Sea  Pride
Packing Corporation, Monterey, Cali-
lornia, has employed him as Cost Ac-
countunt and Manager. In January
1941, Mather and his partner organ-
ized their present accounting frm.

Jonx Srarrorp Marner. 39

John AL lTarve, "g0, Vice-President ol
W. Harc and Sons, Incorporated,
Chevrolet Distributors, Noblesville, Tn-
diana. Harve atended Tndiana Univer-
sity three years, where he was Circula-
non Manager of (he Targest selling
college Magazine in the country. Alter
gracduating from Babson [nsutute, he
attended and graduated with distine-
ton [ront the General Motors Graduate
School ol" Merchandise and Manage-
ment. Today he owns onc-hall” of the
automobile ageney with which he s
associated.

Jons AL Hare, ‘g0

|16 ]

Rukn Mo ANprEss, T2y

Reed M. Andress, "25, Vice-President
and Foreign Manager of Barnes Drill
Company, Rockford, Iinois. His cdu-
cauon has consisted ol training at the
University ol Ilimois and Babson 1n-
stitute. He has been associated with his
present  firm  since  graduation  lrom
Babson Institute, starting  as  tme-
kceper and cost clerk, thence Purchas-
ing Agent, and lrallic Manager, do-
mestic and lorcign sales, and in 1938,
he  was  elected  Viee-President and
IForeign Manager and a Member ol the
Board ol Directors,

Oxcar Moxrap, "23

Oscar Monrad, "23, lixccutive Secre-
tary ol the New Haven Chamber of
Commerce. New Haven, Gonnecticut.
He attended “Trmity College, Univer-
sity ol Cincinnati, and Babson Insti?
tute. He s an outstanding authority on
industrial development, not only in
New  Haven and  Connecticut,  but
throughout the country. He is also a
Dircctor ol the New Haven First Fed-
cral Savings and Loan Assoctation, and
a Director ol the Connecticut Chapier
ol the Socicty lor the Advancement ol
Management.



Ashion L. Goddard, 28, Manager of

Mercanule Claims Division, Dun and
Bradsireet, Incorporated, Boston, Mas-
sachusctts. Goddard auvended Williston
Academy. Syracuse University, and
Babson Institute. He has a very diversi-
fied Dusiness background having been
Assistant 1o the Sales Manager ol an
automobile  agency;  associated  with
the department store business; cominer-
cial refrigeration; a wholesale furniture
salesman: Manager ol a wwade publica-
ton, and connected with a Piusburgh
Collection Ageneyv.

Axtrrox 1. Gopoars, 28

George W. Weedon, Jr., 27, Member
ol the  firm ol Crowell.  Weedon
Company, TLos  Angceles,  Calilornia.
Alier leaving Babson Institute, he was
emploved by the Bank ol ltaly in Los
Angeles. In January 1932, he and his
partner opened thenr present fiem They
have been acuvely engaged in the
brokerage, underwriting, and  invest-
ment business since then and are now
operating  their  Los  Angeles  olfice
along with four hranches. He s a gov-
crnor ol the Los Angeles Stock Exchange
and also ns Treasurer this vear.

Grorer W, Werpos, Jr.

Grorar W Kpeser, Jr., T2y

George W, Kleiser, Jr., "23, Vice-Presi-
dent ol Foster and Kleiser Company,
San  Francisco, Cahlornia. This con-
cern is today one of the largest outdoor
adverusing -companies. Kleiser gradu-
ated from the University ol Calitornia
in 1923, Prior o his coming 1o Babson
Institute, he handled Rescarch for his
present hrm in the San Francisco ollice.
Alter Babson Institute  wraming, he
roturned to the irm. He was wranslerred
w the General OfMce as  Assistant
General Manager, Vice-President, and
Member ol the Board ol Directors.

Harry Wo Akex. Jr. '3y

Harey W Aiken. Jr., "34, Rescarch
Statistictan, Lever Brothers Company,

Cambridge, Massachusctts. Aiken grad-
uated  tromn Norwich  University  n

1933, where he received a Bachelor ol

Science Degree in Chemistry, He s a
Commissioned Sccond Licutenant, U.
S. Field Artillery Reserve. 'The Boston
Babson Alumni Club clected him Vice-

President in 1936 and 1937. Because of

his active partcipation in Babson Al-
umm  Association affaivs, that hody
clected him a Director. He has held
this position since 1937,

7]

Grorge A, Cralls, "27. Sales Promotion
Manager, Stilwell-Mimncapolis - Paper

Company, Minneapolis,  NMinnesota,
Cralts auttended Choate  School,  the
University ol Maine, where he special-

ized in the Pulp and Paper Technology
Clourse, and Babson Institute. When he
went out Lo carn a living in 1928, he
leased himsell” to Mead Sales Company
in New York. "I'henin 1932, the Eastern
Corporation ook him into their New
York Sales Department. He was later
translerred 1o Chicago. Came a call
from his present hrim, so he accepted.

Grorar A, Crarrs, 23

Robert B, Proctor, 31, Consultant,
Lile lnsurance Sales Rescavch Burcau,
Hardord, Connecticut. Proctor, upon

eraduation  Irom  Babson  Institute,

joined the Penn Mutual Lile Insurance

Company in Charloue, N. C. He
wansterred 1o the  Osborne  Bethea
agency in New York Cityas Manager
ol" the Programiming Deparument. He
was appointed  Assistant Divector ol
Training in 1937. In Ocwober 1939, he
became associated with his present firmy,
He i co-author ol Your Dollars”
published by Selavision Company., 1939.

N
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BUSINESS MEN use Babson's Reports as a time-saver in
following fundamental conditions. Besides interpreting and
applying basic statistics, the Reports advise on commodity
prices, sales opportunities, labor conditions, living costs

and other timely topics.

INVESTORS receive from Babson's Reports unbiased ad-
vice on investments. These Reports are not concerned with
attempts to pick winners or play short swings. They offer
protection thru diversification and systematic programs,

with supervision of personal holdings.

For full partz’culars address

Babson's Reports

INCORPORATED

Babson Park |Hilli Massachusetts

THE WIRDSOR PRESS /zi///mu.s-e, /h/.

119 WATERMAN STREET o PROVIDENCE, RHODE ISLAND

Windsorphone WELleslev 0265

“ g - N
?7 zikers { '/l'esel:/s o Recently areived
hand woven Shethand Tweed and
v West of England Cloths.

® These hixurious Tabries to be

DEFAZIO BUILDING _ - WELLESLEY HILLS custom tailored into distinetive
sporl coats anel suits.
(Conveniendy located next o the Wellesley Truse Company™ Spot ats a UL
YVonr inspection is ineited.




Thirty-five yrars ago .. when the Towns-
man was an infanl . and e Town of
Wellestey a peaceful village e Lake
Waban Lavndry was a year old - awd

I fiftecn eneplogee:.

Partof the Lale Waban Family in 1905!

We are proad that one of the original
cmployees still fills an Jmportant place
i M present Lake Waban Family

witl thirly-live years of conlinnons ser-

riev o his eredil.

Not Rge Alone, But - - -
| Experience That Counts!

Thirty-six vears ago. . when horses™ hools resounded in As Wellesley has grown in population and has become the
village streets. o when street-dresses touched the ground pivotal center of a large suburban arca. . . as the business

o when well-dressed men wore stGff collars. . detachable genius and humanitarian impulses ol Roger W. Babson
cuffs. . cand ronclad shirt fronts. . when Roger W, Bab- have come into Tull lowering. . just so has Lake Waban
son started Babson’s Reporls. . the Lake Waban Laandry Laundry kept pace with the ever-changing scene,
was first dedicated to the Business of Clean Clothes.

New Equipment. . new methods. . new buildings, . over

Those were the dayvs when homemakers knew all about one hundred employees. . a fleel of nine modern trucks. .
hard Tabor at first Tiand .. when undoubtedly village eve- customers numbering into the thousands . . these are the
brows were ratsed at the " goings-on, ™ as Lake Waban Taclors that bring this plant national recognition as a lead-
Lavmndry s horse and wagon stopped at this door and that! mg suburban lanndry. Complete Service Tor Clean Clothes
FLake Waban honors its = Charter Customers™ . . and s 15 an outstanding reality in Lhis record ol thirty-six vears of
proud that it s still privileged to serve many of those same pleasing particular people. . and keeping in step with
honscholds. . even Lo the second and third generation. progress

° LAKE *
WABAN
LAUNDRY

WELLESLEY

LAkE WaABAN LAUNDRY

WELLESLEY 0727 « NATICK 1520




BAYARD FUCKERMAN, Jr. ARTHUR JUANDERSON ROBER'T J. DUNKLLE, Jr.
ROBLERT T. FORREST JULIUS I HALLER

Our policy has always been to give cus-
tomers and prospective customers unbiased

advice.

Our organization is built up for the
purpose of furnishing complete insurance
service without any additional charge.

Satisfied customers are our best reference

and our greatesl assel.

OBrion, Russell & Company

INSURANCE

A Good Reputation Does Not Just Happen—I1 Must Be Earned.™

108 Water St., Boston 111 Broadway, New York

Telephone Lalayette 3700 Telephone Barclay 7-3540




PORTRAITURE

Home - School - Studio - Bridal

MINITATURES
FRAMES
COPIES
PASTELS
OIL PORTRAITS
CHARCOALS
CAMERAS
KODAKS
COPYING
ENLARGING
SUPPLIES

MOUNTING

GHERIN GALLERIES

572 WasSHINGTON STREET 250 HUuNTINGTON AVENUE 1066 GreaT PLain AveNue

Wellesley 2932 Com. 3810 Needbamn 1062

WELLESLEY BOSTON NEEDHAM




COMPLIMENTS

OF

Roosevelt & Sargent, Inc. of Mass.

Insurance
[
111 Broadway 108 Water St.
New York Boston

e o ¢ DIEHL’S DEPENDARLE DELIVERIES o

Since 1876—
WELLESLEY
and
its neighboring communities
have been served

, by

COAL FLUEL OIL LUMBER GRAIN
COKE RANGI OIL MATERIALS HAY
wOoOD GASOLINI, PAINT FERTILIZER

4

1876 ° ° ° F. DIEHL & SON. INC. ° ° °

1911




FACE THE FUTURE COURAGEOUSLY

The opportuntties will be cremendous for the young men
capable of taking a part 1o the management of business in the
new era thac lies abead for a revitalized America. However,
it will not be a sofr job.

There 1s a fine lesson for you in the following story about a
marble busc of Lincoln and the colored janitor who was
duly impressed by its beaury and strength of character.

Meeting the sculpror one day, he said, "How did you know
dat face wuz in de stone when you picked 12"

To this darky, nature evidently endowed a particular piece
of stone with the face of Lincoln surrounded by a softer
substance than the basic marble. He thought all the sculpror
had co do was to sclect the “right’" stone, remove the softer

L. F.

MASTER CRAFTSMEN

subscance . . Lo and behold, there would stand the beaurtiful
carved resembiance of our own ""Honest Abe.™

You and I appreciate this naive explanation. The sculpror
had to deny himself many freedoms before he could convert
a meoncal image of Lincoln—by deft carving and cutting
away of surplus marble—into a creation of a face with
character, understanding and compassion that required only
the divine breach of Jife 1n ovder to live.

In vour work and mine, there are no “soft”” substances
surrounding the kind of results we want. We hnd that che
substance is HARD, all the way through. 4nd, the results
achieved are only in proportion to the degree of efforr and
skill and patience which we exercise in the detail of our
work, '

SINCERELY,

I i

President

GRAMMES & sons, Inc.

gLtentTouwn P4
IN METAL SINCE 1875

Through 66 years of service we have built an enviable reputation for produciag
mass production quantities of metal and wire products, in ua variety of finishes
particularly employing the ares of Ecching, Lithographing, Embossing, Color-
plating, Enameling. Tntricate and painstaking jobs, on contract, our specialty.

FIRST BECAUSE IT'S FINEST

CHEVROLET
for 1941

See this—the finest of cars at the

COLLEGE CHEVROLET SALES

161 LINDEN STREET - WELLESLEY, MASSACHUSETTS

We are equipped to take care of all your service needs
Mechanical - Body - Paint - Battery - Appearance

Phone Wellesley 2710 and owr man will call for and
deliver vour car al voitr convenicice.

ALL WORK GUARANTEED




40 YEARS

of knowing how
Let US solve
your Laundering

problems

BABSON MEN ARE
BOWLING-CONSCIOUS

e Roger W. Babson advocates strength

of mind and body.

e That is why Babson Institute of Bus-
iness Administration trains the minds
of young men for business responsi-

bility.
e That is why Babson nien Keep physi-

cally fit and -have fun bowling both Ten

Pins and Candle Pins at . . .

THE BOWLING GREEN

CHESTNUT STREET NEEDHAM, MASS.

CLOTIES « 1HATS « FURNISIHINGS
SHOLS AND LUGLGAGLE

()

FINCHLEY REQULSTS TIHE [HONOUR OF EXTENDING
YoU A NEIGHBORLY [INVITATION (0 VISIT THIS
./"/l/ll()U.S' LSTABRLISHMENT, WHICH HAS THE HON-
OQUR TO CARRY ON THE PLEASANT TRADITIONS
OF SERVICE SO HIGHLY ATTACHED T0 THE AGE-
OLD [ONDON SHOPS DEVOTED 170 CGENTLEMEN'S
WEAR. IT IS BELIEI'ED THERE [S MUCH HERE
WHICH YOU WILL FIND ENTERTAINING .A/-VD
INTERESTING, NOT ONLY AN REGCARDS
CORRECT AND ENCLUSIVE ATTIRE BUT IN THE
CHARACTER AND ATMOSPHERE WHICH PREVAIL

IN AMERICA'S FINEST GENTLEMEN'S EMPORIUM.
A FINCHLEY REPRESENTATIVE VISITS YOUR COMMUNITY

:\\ 3
3
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NEW YORK-FIFTH AVENUE AT FORTY-SIXTH STREET
CHICAGO -NINETEEN EAST JACKSON BOULLVARD




HERBERT A. KNEELAND
GERALD HENDERSON
RI'DOLPH BI'RROUGH
ERNEST H. BLAKL o
HENRY W. KNEELAND conditions.
JOHN I, WATSON
KENNETI W, FAUNCE

111 Broadway
New York

INSURANCE

T'he ¢hanging conditions thal surround us today are very likely to affect
the value of the insurance that protects vour property. Evervone should

have his insurance policies periodically surveved to meet these changing

You are cordially imvited to avail vourself of our service at any time

without charge or obligation. Why not investigate?

JOHN C. PAIGE & COMPANY

40 Broad St. 463 Congress St.
BOSTON Portland

A Frank Statement
about ﬁnancial services

"JUST what s a financial advisory service?
Why docs 1t exist? How can I select the one
best fitted to my nceds?”

These are questions asked of us by ivestors
and students. You may be faced with such a
query today—tomorrow. With moncy to in-
vest, you want to know:

How To Select One

But -selection of such a service may be as
difficulr as sclection of a good common stock.
No man’s judgment is better than his informa-
tion. The opinions of no oze man or one group
arc sufficient when it comes to staking one’s cap-
ital. Hence, we suggest that you get acquainted
with several services now. As a starter, send for
one of the UNITED OPINION Bulletins.
Learn the philosophy back of it. Scc how well
it fics the nceds of its 8,000 business cxccutive
and investor clients.

Send for Bulletin . . . I'REE!

UNITED BUSINESS SERVICE

210 NEWBURY STREET, BOSTON

The Silent Salesman /

1
=X

This so-called salesman s silent. Al-
ged, though he is silent, he does a 100¢,
selling job. He is always a1 the point
of sale. He creates the impulse 1o buy the product,
and the sale is made. A display must be seen be-
cause it projects your product 1o the consumer with
high retail efficiency. Therefore, a wide knowledge
of methods and materials and unexcelled creative
talent go into the production of Regent Displays
and Merchandising Units.

REGENT SPECIALTIES, INC.
268 LYELL AVE. ROCHESTER, N. Y.
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CATERE

])ellghtiul Dining

SEILER’S 1812 HOUSE, (ne. | SEILER’S 1775 HOUSE, Inc |
Tramingham Center—Route 9 | Lexington—Route 9

SEILER'S TEN ACRES

Wavland 22 Route 20

SEILER’S, Inec.

Dancing

Restaurant Wellesley |

A WELLESLEY BANK

This bank was established in 1904 to meet the growing
demands of Wellesley. Today this neighborhood is busy
with new activities, approached by new arteries, with
property values enhanced.

The case with which this institution can be reached,
and its facilities for transacting business, are among
the reasons for inviting you to become a depositor,

THE WELLESLEY NATIONAL BANK
WELLESLEY, MASS.

Mcember Federal Deposit nsurance Corporation

cMeel e wunder lhe

at the

BILTMORLE”

Traditional rendezvous for generations of
college students, TheBiltmore has won this
unique distinction by a thoughtful atten-

tion to your needs. Special room rates for

students and faculty offer luxurious accom-

modations and superlative service. The

Dancing and smart
cntertainment at
Dinner and Supper

the more enjoyable. in The
h 1oy BOWMAN ROOM

“Z BILTMORE

David B. Mulligan, President
MADISON AVENUE AT 43RD STREET, NEW YORK

College Department is ever ready to
serve you to make your New York visit

. . . . 1774 (P44
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AND NOW A WORD OF ADVICE . .

You'll hcar alot ol specches on How to Suceeed,
when vou graduate.

May we add a word, too?
Don’t overlook the importance of “little things.”
When you buy envelopes or drinking cups, insist

on the best  just as you would if vou were buv-
ing factory sites or flects ol cars.

In short, come to Boston Envelope Company.
Class dismissed, and good luck to you all!

RBOSTON ENVELOPE COMPANY

High and Maverick Sts. - Dedham, Mass.

To Babson 41
Best Wishes for Success

, in the Years Ahead

THE ATWELL CO.

30 FEDERAL STREET
BOSTON

New England Distributors—EDIPHONE VOICEWRITING

IDEAL BARBER SHOP

Babson Men Aheays ujoy

® PROMPT SERVICE
@ (RONGENIAL ATMOSPHERE
. . ® ABSOLUTE (LEANLINESS

ABBOTT BUILDING - 260 WASHINGTON ST,
WELLESLEY HILLS SQUARID - WELLESLEY, MASS,

“Haircutting by Experts™




ROCKWOOD BELL
BUICK CO.

Babson Park Garage

sates . BUICK. SERVICE

[ 4

BABSON PARK AVENUE

Tel. WEL. 1866

Graduation Need Not Mean Goodbye —

Through our ravelling representatives who
visit leading eities throughout the country.,
and the facilities of our stores at New York
and New Taven, Rosenberg has been serving
mwany Babson men after graduation.

Tailors and Furnishers
NEW YORK NEW HEAVEN

BoWLADROME, e

®
10 NEW STREAMLINED ALLEYS

5 CREST ROAD - WELLESLEY

THE PEERLESS PRESS
?rintirzg

74 HOLLIS ST. FRAMINGHAM, MASS.

Three Times Every Day We Call A1 Park Manor

For Your
CLEANING, PRESSING and REPALRING

v

A. MINKOVITZ

The Babson Institnte Tailor

320 Washingion Street - Wellesley Hills, Mass,
Telephone Wellesley 0237-W

THE CLEMENT
DRUG COMPANY

Wellesley Square
N. CLARK CLEMENT, Pharm 1),

Telephone: Wellesley 1006 and 0035

COLLEGE PHARMACY

Corner: Washington aud Church Streets
ROBERT MANSFIELD, Manager

Telephone: Wellesley 1170

BELVEDERE PHARMACY

Wellesley Hills Square
FLOYD . REEVESD Manager

Telephone: Wellesley 1164




Compliments of

The BABSON PARK CAFETERIA
“THE DRUMMYS”

Jennings Linen Company, Inc,

e Speeialize fn the Folloring Supplivs Jor Sehools and Collegrs
Balh Towels Bath Mals Blankets
Table Linen Shecls Pillow Cases
Face Towels Kitchen Towels Maltress Pads Mallress Covers

Telephone LIB. $267-1268 -

Bed Spreads

76 Fxsex Street, Bosion

Federal National Linen Servicee Co.
1310 Columbus Avenue

Boston - - Massachuscltts

WEBSTER COMPANY

Manufacturing Silversmiths

NORTH ATTLEBORO, MASS.

Congratulations to the Class of 1941

from

THE B & W LINES
v

Operators of
HHGH GRADE MOTOR COACIH SERVICE
Serving

BOSTON NEWTON WELLESLEY
FRAMINGHAM —MARLBORO  HUDSON
WORCESTER

also
New Express Serviee

WELLESLEY HILLS SQUARI
Lo
SPRINGLEIELD

v

Private Coaches for Hire for
Special Parties

v

THE BOSTON, WORCESTER & NEW YORK
STREET RATILWAY COMPANY

3 Salein Square, Worcester 10 Park Square, Boston

Tel. Wellesley 1193
HALE’S
R.C.A.Viclor - Capehart - Magnavox - Records - Phonographs

252 Washington Sireel

Open Evenings Wellesley, Mass.

N. J. MAGNAN CORPORATION

Manufacturers of

Hizh Grade Tennis, Squash and Badminton Rackets

NORTIH ATTLEBORO, MASS,

Compliments of a Friend

DEERFOOT
FARMS SAUSAGE

The Aristocrat of Sausage

HAROLD [. COLE, PALSIDENTY
MNOGIN O. CLAPP, TRLIASURLR

////% Lf”f., t/(/;,)'///’(///fﬂ

On
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WELLESLEY HILLS SQUARE, WELLESLEY HILLS, MASSACHUSETTS
YELEPHONE WELLESLEY 058¢%2




WHEN YOU RETIRE

You have built a good business with excellent pros-
peets for expansion.

* When the time comes for Son to take your place,
vou will want him to have the best possible business
training for the responsibilities he will face.

e NSons today are learning the principles of produc-
tion, distribution and finance al Babson Institate
and getting a sound business foundation in onc or
two years, depending upon previous education or
business experience,

e Through round table discussions, motion pictures,
and field trips 1o various husinesses the students ob-
tain practlical information relating to factory maun-
azement. personnel relations, sales and advertising

management. accounting. investments and taxation.

e Don’tlet your son <tart working before you investi-
rate Bahson Institute. The cost of tuition is Tully

Justificd by the time saved. Ask for catalog.

~ Carl M. Smiith, President, Babson Park. Mass,

wmmm BABSON INSTITUTE mumm

TRAININCG SELECTED MEN
FOR BUSINESS ACHIEVEMENT

11 CAFE., Inc
= GOOD ITALIAN FOOD—

FRAMINGHAM, MASSACITUSETTS
KENNETIT TIANNA, MGR.

Estublished 1908

Gentlemen's Suits

Made-To-Order
Srom $25 wup

Ready-To-Wear Suits

All-Wool Marterials and  Fic
Absolutely Guaranteed.
CLEANSING anp PRESSING

Work called for and delivered
at Babson Institute.

B. L. KARTT

MERCHANT TAILOR
Wellesley Square
Next to Liggewt's Drugstore

Wellesley, Massachusetts

OPTICAL REPAIRS
GIFTS . . . .. NOVELTIES

Thomas J. Fagan
Master Watchmaker

and Jeweler
Watches, Clocks, Diamonds,
Jewelry
Tel. HANcocx 1459
Specialiang in Wacch, Clock
and Jewelry Repairing
STATLER BUILDING

16 Providence Strect

BOSTON - MASS.

GAS APPLIANCES

DELCO PRODUCTS

ALLAN P. MOULTON
PLUMBING and HEATING

87 SEAVER ST., WELLESLEY

TEL. WELLESLEY 1677

A. STEIN AND COMPANY

( Manufacturers of Paris and Hickory Products)
Offices:
1113 West Congress St.
Chicago, lHinoix

200 Madison Avenue
New York Ci Lty

hd ,

Welromes the patronage of Babson men . . .
A conrentent place to stop and eat or fo . . .

Spend the erening.

BOB BERGER’S
FAMOUS RESTAURANT

Femturing one pound sirloin steak . . . thiek, juiey, tender
256 TREMONT ST, - BOSTON, MASS,

Next 1o Metropalitan Thealre

Compliments of a Friend

Compliments of a Friend

the finest in flowcers . . |

EASTMAN’S
Flower Shops

Wellesley Hills and Newtonville

An ﬂpfuecm:&on

The advertisers in this Bapsoxian are business-
men who helieve that the road to success and pros-
perity is highted by sincere and truthinl messages
of salesmanship and serviee.

Grateful acknowledgiment is extended to all who
have helped to make possible this publication.
Your patronage of these businesses will be appre-
clated.




MASTER ENGRAVERS TO AMERICA'S SCHOOLS

TRADITION

For more than half a century Fortice has been producing QUALITY printing
plates for all types of publication work and has established a reputation for
dependable service which is unexcelled among photo-engravers. Every-
where Pontiac yearbook service men have become known for their friendly,
helpful assistance and are recognized for their ability as specialists in the
schooi publication field.

It has become "An American Tradition’ for schools to select Pontiac
as their engraver year after year, with the result that the number of annuals
handled by Pontiac has steadily increased. Hundreds of these staffs have
developed distinctive books with the assistance of Pontiac artists and have
A goined recognition for the originality and success af their publications.
| The entire personnel of Pontiac Engraving & Electrotype Co. salute the
publishers of this book for their splendid efforts in producing a fine year-
book. They invite other schoois to join the thousands of satisfied Pontiac
clients for assistance in the solution of their engraving problems.

Pontiac served as the Official Engraver to this book.

- PONTIAC ENGRAVING AND ELECTROTYPE CO.

812-822 WEST VAN BUREN STREET, CHICAGO, iLLINOIS



TODAY'S YEARBOOK

17 R
. aims to present one vyear

of educational history, interestingly
written, well illustrated, and
permanently bound for future
reference, giving in word and pic-

ture the comp|ete story of your

SCI'IOOI or co||ege year.”

- THE SCHOLASTIC EDIYOR

THE ANDOVER PRESS, L1D.

ANDOVER - MASSACHUSETTS
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Keenan, L. J.
Kenyon, . W. :
Knight, W. T, Jr.
Kremers, R. J.
Malone, E. P, .
Mans, T. C.. . .
McKenney, F. P., Jr.
McLellan, A. G.
McNeill, D. C.
Metzlof, B. H.
Munger, G W,
Mvers, F. M., Jr.
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Name

Nordstrom, H J , Jr

Nuckolls, W
Park, C. K. .
Pnuen, C. W,
Paulsen, R. A.
Perkins, M. D..
Peters, 1D, B.
I’m«rle( E. J.
Revnolds V. K. Jl
Ru(* L. O .
Rolfe, A. M. .
Shott, A. T, Jr.
Siegel, J., Jr. .
Simpson, H. W,
Stewart, J. E.
Taylor, T H.
Trump, 1. B.
Van Riper, J. A
Van U, V. D.
Veith, V. L., Jr.
Walrath, R. D
Ware, L. W,
Wehle, R. G. .
Weindel, R. W,
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Name
Graham, J. R. .
Gunter, R. R, Jr. .
Hadley, E. S. .
Howe, W. 5., Jr.
Jacobs, P. .
Jones, J. E. .
Leonard, T. G.
Levkoff, H. S.

MacKinnon, H. E., Jr.

Maling, R. A, .
Mevyers, R. D, 11
Minikin, J. R.
Morgan, R. J.
Newcombe, L. A.
Nuckolls, J. L.
O’Brien, D. D.
Osborne, B. C.
Parry, J. C.
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Raboff, A, M.
Roberts, D. C., TI
Sawyer, L. P 1T
Smith, R. E.
Steele, J. 12
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Timberlake, F. P.
Tomassene, R. S. .
Travers. W. E.) Jr.
Turner, D. B.
Tutde, D. S, Jr.
Vail, H. S.

Ward, R.T. .
Weingard. R. I,
Wetherby, L. C.
Wheeler, J. H.
Willard, C. W,
Zimmerman, C. W,
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OCCUPATIONAL OBJECTIVE INDEX OF

BABSON SENIOR CLASS

ACCOUNTING
Cost
C. W. Patten .
J- J. Chifford, Jr.

ADMINISTRATION
Dairy BusinEss
J. L. Stewart

Sares
N. A. Billings, Jr.

ADVERTISING
J- A. Anderson, 111
J. E. Borendame, Jr.
A. G. McLellan
M. D. Perkins .
V. L. Veith, Jr.
L. W. Ware, Jr.
R. G. Wehle

AVIATION
A. C. Hiliner, Jr.

OurpooRr
E. P. Malone

AIRCRAFT DISTRIBUTION
E. O. Roe .

APARTMENT HOUSE MANAGEMENT

W. B. Benson .

AVIATION
I H. Faylor

ADVERTISING, PUBLIC RELATIONS
A. C. Hilmer, Jr.

Sares Diviston
A. T. Shouw. Jr.

BANKING
K. B. Cunningham

BOX MANUIFACTURING
PropucTION
B. H. Mewzlofl’

BUSINESS MANAGEMEN'T
D. B. Peters

CHEMICAL INDUSTRY
PHARMACEUTICAL

R. J. Kremers
ProDUCTION
C. F. Jaeger
COMMERCIAL AVIATION
‘I'. H. Taylor .

SalEs Division
A. T shou, Jr.

20
38

81

28

23
2q
l)_-|_
72
86
38
89

54

61

76

206

82

78

40

73

6o

78

CONSTRUCTION MACHINLERY
SaLts TO CONTRACTORS
B.T. Holmes . . . . .55

COST ACCOUNTING
J. J. Clifford, Jr. . . . . 138

CRUDLE OIL PRODUCTION
W. J. Connelly . . . . 39

DAIRY BUSINIESS
ADMINISTRATION, PRODUCTION

J. ELStewart . . : . 8
DisTrIiBuTION

E. J. Pingree . . . . .74

DEPARTMENT STORE \/IANA(_,E.\/IE.N"I
J. W. Buck, Jr. . . 33
DISTRIBUTION .

J. E. Barbey, Jr. . . . .23

G. L. Best . . . . . 18

J. H. Gilbert, Jr. . ) . .47

T. O. Hammond . . . .49

L. J. Keenan . . . . .57

I F. Myers, Jr. . . . . b7

W._ 5. Nuckolls R 1)

M. D. Perkins . . . . D

1. B. Trump . . . . . 8y

R. ). Walrath . . . .87
AIRCRAFT

E. O. Roe . . . . . 76
Damry BusiNgss

E. J. Pingree . . . . . 74
INDUSTRIAT

G. W. Munger . . . . bb
Niw PaTENTED GRINDING MACHINF

H. W. Simpson . . . . 8o
ReTAalL CLOTHING STORE

A. M. Rolte . : ) . .77
TexTiLe ProbuGts

V. D. Van Uu . . . . 85
I'RANSPORTATION FIELD

G. W. Munger . . . . 66

WHOLESALE GROCERY
B. C. Edenton . . . .45

EXECUTIVE ASSISTANT
J. E. Borendame, Jr. . . .20

IF'TLM INDUSTRY
SELLING, OFFICE MANAGEMENT

A. B. Hart . . . . . 51
IFINANCE

S. R. Baer, Jr. . . . Sy

D. C. McNeill . . . . 19

J. A, Van Riper . . : : 84

INSURANCE
D. B. Peters

New PaTeEnTED GRINDING MACGHINE

H. W. Simpson

Prastics INDUSTRY
M. K. Reynolds

FIRE AND MARINE INSURANCE

A. J. Anderson, Jr.

FOOD PRODUCTS
MARKETING
F. P. McKenney, Jr.

FURNITURE MANUFACTURING

T. Maris

GENERAL FIELD
Financr,
D. C. McNeill

GLASS INDUSTRY
ProbucTION
L. S. Broadwell

INDUSTRIAL DISTRIBUTION
G. W. Munger

INSURANCE
FINANCING

D. B. Peters

I'ilkRe AND MARINE
A. J. Anderson, Jr.

JIRON ORE MINING
R. A. Bush

INVESTMENTS
K. B. Cunningham

LUMBERING
RETAIL OR WHOLESALE
J. E. Chapman

MANAGEMENT
ApPARTMENT HOUSE
W. B. Benson .

DEPARTMENT STORE
J. W. Buck. Jr.

ENGINEER
R. W. Weindel

OFFICE
A. B. Hart

OIL REFINING
Li. R. Alexander, Jr.
AL T, Knight, Jr.

PAPER PRODUCTION
J. M. Camp, Jr.

73

8o

75

22

63

62

32

b6

73

22

34

40

37

26

33

9o



Propuction
R. A. Bush

SALES
J. M. Godlrey, Jr.

MANUFACTURING
Box
B. H. Metzloff

FUuRNITURE
1. Maris .

ScreEw MacHine PropucTs
R. A. Paulsen .

MARINL AND FIRE INSURANCE
A. ]. Anderson, Jr.

MARKETING
I'oov PropucTs
F. P McKenney. Jr.

MERCHANDISING
R. . Wehle

34

48

63

89

NEW PATENTED GRINDING MACHINL

Istrisurion, I'inance, PrRopucTION
H. W. Simpson

OLFFICE MANAGEMENT
Firvm INDUSTRY
A. B. Hart Ll

OlL PRODUCTION
W. J. Healey, Jr.
W. T. Knight Jr.

Crupk
W. J. Connelly

PERSONNEL
(. k. Bisbee

PETROLEUM REFINING
L. R. Alexander, Jv.
W, T Kmght, Jr.

PHARMACEUTICAL CHEMISTRY
R. J. Kremers : . . .

PHOTOGRAPHY .
V. L. Veith, Jr.

PLASTICS TNDUSTRY
Finance

M. K. Reynolds, Jr.

PRODUCTION
J. E. Barbey, Jr. .
G. Bieberbach, Jr.
G, 1. Bishee .
I". H. Butterfield
J. J. Clifford, Jr.
J. A. Darts

8o

51

52
59

39

bo

8b

25
il

30
35

41

B. A. Davies .
J. F. Dillon, Jr.
R. S. Fox

J. G. Harder
C. A. Hill

J. Siegel, Jr. .
R. D. Walrath

Box MANUFACTURING INDUSTRY

B. H. Metzlofl
CHemicar InpUSTRY

C. I, Jaeger
Crupr O1L

W. J. Connelly
Dairy

J. E. Stewar1

GrLass InpDUSTRY
L. S. Broadwedll

PAPER

J. M. Camp, Jr.

O
W. |. Healey, Jr.

RuBBER INDUSTRY
C. K. Park

SILVER
G. W. Kenyon

PROMOTIONAL WORK
R. W. Weindel

PUBLIC RELATIONS
|. E. Borendame, Jr.

AVIATION
A. C. ITlilmer .

PUBLISHING
1. A. Anderson, 111
E. W. Warg, Jr.

PURCHASING
B. A. Davies

RETAIL CLOTHING STORE
IIsTRIBUTION
A. M. Rolle

RLETAIL TOBACCO BUSINESS
AT Shou, Jr.

7()

58

9()

20)

77

78

RETAIL OR WHOLLESALLE LUMBER-

ING
J. E. Chapman

RUBBIER PRODUCTION
C. K. Park

SALES
L. R. Alexander, Jr.
F. H. Butterfield

37

B. A. Davies

R. S. Davies .
J. F. Dillon, Jr.
J. M. Godlrey, Jr.
M. D. Perkins .
T. B. Trump

AIRLINE T RANSPORTATION [NDUSTRY
AL 1. Shou, Jr.

78

CONSTRUCTION MAGHINERY 70O CONTRAC-

TORS
B. T. Holmes .

[iLs TwpusTrY

A. B Hart
PerrorrtM

k. R. Alexander, Jr.

SHLVER
G. W, Kenyon

SALES MANAGEMENT
J. M. Godlirey, Jr.

SALES PROMOTION
J. E. Borendame, fr.
1 B. Trump
SCREMW MACHINE PRODUCTS

MANUFACTURING
R. A. Paulsen .

SHIPBUILDING
H. J. Nordstrom, Jr.

SILVER
ProODUCGTION, SaLEs
G. W. Kenyon

STEEL INDUSTRY
.. P. Malone

TEXTIHLE PRODUCTS
DISTRIBUTION

V. D. Van U

TOBACCO
Rrramn BusiNess
A, T. Shott, Jr.

TRANSPORTATION
IDISTRIBUTION
G. W. Munger
T'RUCKING Busingss

J. J. Brady

TRUCKING BUSINESS
J.J. Brady

WHOLESAILLE GROCERY
DistrIBUTION

B. C. Fdenton

55

5l

21

+5

WHOLESALLE OR RETATL LUNMBERING

J. E. Chapman

37
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