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Emphasizinlg research and new products, he increased 
sales 500y0 for Naugatuck agricultural chemicals 

1 s  THE United States’ early days, 
a popular po1-m told of the re- 

turning soldier’s request for “a little 
farm well tilled.” The popular feel- 
ing it expressed was that a inan, once 
brought up on a f x m ,  belonged there, 
md  longed for the. rural way of life. 
All well and good. But it does not 
begin to explain how George R. r’ila 
-by experience a stalwart in the rub- 
ber industry, by training a chemical 
engineer, and reared in Philadelphia, 
the nation’s fourth largest city-de- 
velopecl his interest in the agricultural 
chemicals businesii. 

,4t first he was simply not interested; 
actually a few decades back there 
was very little true agricultural chemi- 
cal science in which to develop an 
interest. Young Vila pursued a liberal 
arts course at V’esleyan University in 
\liddlrton, Conn., majoring in chem- 
istrJ-. There he xceived his AB.  in 
1938. He then attended SIIT, grad- 
uating the following year with a inas- 
ter’s degree in chemical engineering. 

l ’ i h  started his industrial career in 
the rubber industry. His initial job 
\vas n.ith Boston \\’oven Hose & 
Rubber Co. (Can-hridge, Rlass.) as a 
production and development engineer. 
I’ila recalls that jobs were hard to get 
in  those da>-s arid that one had little 
or no choice a s  to the company or 
iiidustr!. he \\~oultl enter. Many in 
his graduating c1,iss did not get an 
offer of a job right a\vay, and he 
consitlered himself extremely fortunate 
to 11,ive what he considered at the 
tiiiic’ a gilt-edged j3b with a prominent 
c:)mpan~-. As things turned out, he 
was  qlnd of an opportunit!‘ to enter 
the rubber field even though the 
choice \VIIS inore by chance than by 
design ;it the time. 

Three !‘ears later, in 1936, Vila 
joined Saugatuck Chemical as a tech- 
nical representative, handling sales in 
the rubber cheniicds department. He 
has been with Ncugatuck or its par- 
w t .  United States Rubber, ever since. 
Today he is a group executive vice 
president of U.  S. Rubber, responsible 
to i ts  president for operatioiis of the 
Xaugatuck Chemical, international, 
textile, and planta.tion divisions, Latex 
Fiber Industries, and Dominion Rub- 
ber Co.. Ltd. 

In 1948, \’ila tr,msferred to Nauga- 

tuck’s research and development de- 
partment as a research chemist. Here 
he worked on GR-S synthetic rubber, 
and :I year later was appointed inan- 
ager of synthetic rubber research and 
development. In this position h e  
pioneered in formulation of experi- 
meiital synthetic rubbers. tailored to 
fit specific end uses. He also helped 
initiate the adaptation of statistical 
control methods to synthetic rubber 
maiiufxture, in what was one of the 
first exainples of the application of 
statistical control concepts to a chemi- 
cal manufacturing process. Such con- 
cepts are gaining iiicreasingl>- wide 
acceptance in the manufacture of fer- 
tilizers, pesticides, and other cheinicals 
for agriculture. 

Following LVorld \Var 11, \’ila went 
to Germany under the auspices of the 
Technical Industrial Intelligence Coin- 
iiiittee. His purpose: to study the 
research and development phases of 
the German synthetic rubber indus- 
try. The mission obtained some 
fundamental information on cold 
polymerization, and, upon his return 
to Naugatuck, Vila began research 
Ivork which led to the development 
of cold GR-S. 

Later in 1945, he became assistant 
general development manager both for 
Naugatuck and for C .  S. Rubber’s 
synthetic rubber division. The fol- 
lon.ing year he was appointed sales 
manager; handling Naugatuck’s latex 
and plastic products. In this job he 
organized the division’s present plas- 
tics sales department. 

In 1949, he was promoted to  gen- 
eral sales manager of Saugatuck 
Chemical, supervising plastic, latex, 
and agricultural chemicals sales. I t  
was  at this point that his first direct 
\vork \vith agricultmal chemicals be- 
gan. Four years later he became 
Xaugatuck’s assistant general inan- 
ager, mid last year, general manager 
and a vice president of U .  S.  Rubber. 
Several months later he assumed his 
present post a s  group executive vice 
president. 

Under Vila’s direction, N.iugatuck’s 
agricultural chemicals sales have 
soared-from less than S1 million in 
1949 to more than $5 million in 1957. 
The division’s agricultural products 
fall into four main categories: insecti- 
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cides, herbicides, fungicides. ,ind spe- 
cialties (including growth regulators) . 
Among these, insecticides account for 
the greatest sales volume. 

\ ’ ih  calls his company’s n~ork for 
agriculture its contribution tow;ird a 
sort of “chemical automation,” and 
says the increasing need for greater 
productivity \vi11 continue to foster 
demmds for new and better agricul- 
tural chemicals. 

The turning point in Saugatuck’s 
agricultural chemicals activit!. came 
under l’ila in ’49. The orgmic strnc- 
tures its rubber chemists studied were 
also applicable in many c‘ises to agri- 
cultural chemicals. Indeed, that w a s  
how the company h x l  originally 
entered the field in 1937, after which 
it rounded out its line Ivith forniula- 
tions, \’ilk1 felt that to be smcessful 
a conipai1~7 had to be either a national 
formulator or a dominant l~cal-~iny- 
thing between Ivould fail. So Saugu-  
tuck Sot out of the middle. 

“Lye decided to put still inore em- 
phasis on research, and tr!. to come 
up \vith some new chemicals that no 
one else had.” Salesmen tried to sell 
research. And with Vila at the helm, 
they succeeded. 
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