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DETERMINATION 
B A 1 I A N C E 

A new type of Moisture Determination Balance 
offering many advantages not heretofore available 

For accurate determination of moisture percent 
of any granular solid, semi-solid or liquid 
which can be dried safely by heat 

A combination drying unit and precision balance for measuring the moisture content 
of 10 gram samples of a wide variety of materials with a sensitivity of i O . l % .  Can 
also be used as direct reading balance, sensitivity 0.01 gram. 

Balance is of the substitution type. Loss of weight on the beam caused by evapora- 
tion of moisture from the sample is compensated for by the addition of chain t o  one 
arm of the beam. Chain is added by turning the graduated dial on front of the instru- 
ment. Knife edges are of hardened, ground and polished steel. Bearing surfaces are 
of long-wearing agate. Beam is provided with zero adjustment. Entire system is 
magnetically damped. A shadow type indicating vane gives immediate indication 
of balance position. 

The 650 watt  infrared heater provides rapid, even evaporation and is adjustable 
both in percentage output and in distance above the sample. Heating chamber has 
a heat-resistant handle for safety and a Pyrex glass window for observation of the 
sample. Timer automatically shuts off the heat a t  any period from 1 to 60 minutes. 

Advantages 
Manually operated precision balance, chain weighing substitution type. 
Heating temperatures can be varied during the drying process. 
Takes samples up to 10 grams. 
Direct readings of loss can be made periodically during the drying period, enabling the 

operator to plot weight loss against time and heater adjustment for reproducible 
determinations. 

Sample can be observed during the drying process. 
Pan i s  readily accessible. 
Disposable pan liners of aluminum foi l  save cleaning time. 
Pan remains stable when loaded off center or with liquids. 
Removable clean-out tray under pans prevents spillage from entering the balance. 

BALANCE, Moisture Determination, Ohaus No. 6000, as above described, overall dimensions 12 !h X 
10 X 15 inches high; complete with 25 disposable pan liners. For 1 15 volts, 60 cycles, ax. . . . . . . 295.00 

More detailed information sent upon request 

ARTHUR H m  THOMAS COMPANY 
More and more laboratories rely on Thomas Laboratory Apparatus and Reagents 
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A Staff Report on . . 

Good Season 
Weather, government ac- 
tions, and income all 
worked together this year 
t o  increase fertilizer sales. 
Industry also pushed 
harder,  seemed wider 
awake to seize the oppor- 
tunities. Profit margins 
are st i l l  not satisfactory, 
but price cutting is less 
widespread than before, ex- 
cept in the West’s nitrogen 
industry 

Midwest’s Sales 
Show Marked Gains 

IDWESTERK fertilizer mmufac- M turers are enjoying a brisk year. 
Tonnages sold in the past 12 months, 
they report, have been up anywhere 
from 5 to 20a-with an average of 
about 8%. Most companies are brim- 
ming with optimism. Even if profits 
have not been outstandingly good, 
they have definitely been better than 
last year’s. 

Here are some of the reasons under- 
lying the Midwest’s expanding sales 
in 1959: 

o\Veather in most areas has been 
good. Generally, it has not been so 
wet that farmers couldn’t get their 
trucks into the fields. And in most 
areas, there has been enough subsoil 
moisture. The weather has not been 
ideal, but certainly better than in 
1958 when many areas were drenched 
or even flooded. 

0 The Government has removed its 
acreage restrictions on corn. Corn 
acreage in 1959 will be up about 12% 
nationally-to the highest level since 
1949. Corn acreage in Indiana will be 
up an estimated 14%, in Illinois 16%, 
in Iowa 19%, in Nebraska 25%. This 
is important because corn takes the 
largest single share of the nation’s 
fertilizer (one major company says 
coin growers buy at least 75% of its 
annual output). 

0 Farm income was up in 1938 
(about 20% over 1957), so that farm- 
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for Fertil izer Sales 
ers this !‘ear have been in an unusually 
good position to spend money on ferti- 
lizers. 

0 Partly became of poor spring 
\yeather last year, many farmers used 
less than the customary amount of fer- 
tilizer in 1958. They are making up  
for it this year. 

Farmers this year have been en- 
couraged by the marked improvement 
i i i  the nation’s over-all economy. 

0 h i d  there is a growing realiza- 
tion among farmers that greater use 
of fertilizers can mean substantial in- 
creases in profits. 

Nitrogen Doing W i d  

Nitrogen in all its forms was the big 
seller this year. Reason: It’s the ma- 
jor nutrient in fertilizers for corn, 
\\-lie,it, :ind other midwestern crops. 

Particularly striking has been the 
SIitl\vest’s expanding use of nitrogen 
solutions. One producer of nonpres- 
sure solutions containing ammonium 
nitrate and urea says its sales have 
been up more than 20%-for the big- 
gest single growth in its fertilizer line. 
Still f‘iirl!. new, nitrogen solutions ac- 
tually accouiit for only about 5% of 
the fertilizer nitrogen in the Midwest. 

Another big growth area is in sales 
of mixed fertilizers for lawis, gardens, 
golf courses, and other nonfarm uses. 
The upsurge in suburban living and 
the increased emphasis on fertilizing 
la\vns and gardens have sent nonfarm 
sales booming. Although, in terms of 
tonnages, the nonfarm fertilizer field 
is small (less than 3% of the Midwest 
total), it is an attractive market be- 
c‘iuse of relatively high profit margins. 

Swift has been extensively promot- 
ing its Vigoro lawn food through deal- 
ers, supermarkets, and other outlets. 
International Mi11c:rals has been test- 
marketing its Thrive lawn fertilizer in 
the Chicago-Milwaukee area. Con- 
sumers Cooperative this year began 
pushing sales of its Big 3 lawn ferti- 
lizer, \vhich also icontains an insecti- 
cide. Although :\lonsanto does not 
make a special fertilizer for lawns, it 
has been actively helping its custom- 
ers promote ammonium nitrate at 
garden supply stores, gasoline sta- 
tions, and elsewhpre. 

In both the farm and nonfarm fields, 
the trend is definitely toward higher 
analysis. In Missouri, for example, 
the plant food content of a ton of 
mixed fertilizer has increased from 
an average of 21% in 1948 to 35% 
last year-an all-time high. The up- 
ward trend in the nutrient content of 
fertilizers is likely to continue through- 
out the Midwest. 

Watch Those Trace Elements 

Considerable interest is being fo- 
cused on fertilizers containing such 
trace elements as copper, zinc, man- 
ganese, boron, and molybdenum. In- 
ternational Minerals with its Rainbow 
fertilizer, Armour lvith its Vertagreen, 
and Consumers Cooperative with its 
fertilizer containing 7% zinc for Ne- 
braska use have all been giving special 
stress to these materials in the past 
year. IMC says its Rainbow fertilizer 
sales during the past nine months have 
risen more than 7,5%. 

Although many midwestern states 
report that their soils (except in a 
few isolated areas) have no serious 
shortages of trace elements, this sit- 
uation is likely to change as crop 
lands become increasingly depleted. 
One manufacturer calls the develop- 
ment of trace-element fertilizers “the 
first glimmer of light we’ve seen in 
the mixed goods business in years.” 

Also growing in importance in some 
midwestern states, such as Illinois, 
Iowa, and Missouri, is the use of bulk 
blended fertilizers. Unlike chemically 
combined fertilizers, they contain such 
compounds as ammonium nitrate, po- 
tassium chloride, and triple super- 
phosphate as separate particles. Their 
big advantages are relatively low cost 
(about 15 to 20% less than that of 
chemically combined materials) and 
ease of handling. 

Midwestern producers of chemically 
combined fertilizers are becoming in- 
creasingly concerned about the in- 
roads being made by blended mate- 
rials. And their concern is shared by 
some disinterested observers. They 
point out that a blended material is 
satisfactory only if all the particles 
have essentially the same size and 
density, and if the material is thor- 
oiighl!. mixed to ensure uniform distri- 

Monsanto’s new E-2 ammonium nitrate 
remained free-flowing despite a stay 
on the roof of the research laboratory 
in rough weather. Bags survived 
4.88 inches of  rainfall, temperatures 
ranging from 27” to 95”F., and 
humidiiies ranging from 22 to 100. 
Free-flowing quality is achieved by 
an additive-not a coating 

bution of the plant nutrients. In ac- 
tual practice, this distribution may not 
be uniform. 

On the other hand, chemically com- 
bined fertilizer, as pointed out in a 
recent promotion piece by the Iou-a 
State Fertilizer Institute, “is formu- 
lated so that all the granules contain 
the proper ratio of plant foods the soil 
needs. Segregation of the different 
plant foods cannot occur.” A bulk 
blended fertilizer may not do the best 
possible job of boosting crop yields if 
it does not uniformly provide the right 
ratio of plant nutrients. A lively 
topic already, this controversy is likely 
to get considerably hotter in the Mid- 
west in the next vear or two. 
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IMC held sales clinics in 10 cities throughout the country during the past year. 
Wel l  attended clinics were part  of its “Full Orbit” service 

Use of fertilizer-insecticide mixtures 
is declining in the Midwest. In gen- 
eral, the best timing and placement 
for one are not the best for the other. 
In the improved method of fertilizing 
corn, for example, the fertilizer is 
placed to the side and below the seed. 
Since an insecticide tends to move 
downward in the soil, it would fail to 
protect the seed and the young roots. 
For this reason, fertilizer-pesticide mix- 
tures are not being recommended with 
the new placement method. However, 
as one Iowa spokesman points out: 
“We do expect these mixtures to be 
used on a considerable acreage for a 
number of years to come-as long as 
the old split-boot fertilizer applicators 
are still in use.” 

Concern over Profit Picture 

Midwestern producers contiuue to 
lament the industry’s relatively low 
profit margins. And most companies 
hold out very little hope for any sig- 
nificant improvement in the near fu- 
ture. The trouble is that, for years, 
fertilizers have been sold largely on 
the basis of price, and price-cutting 
has been rampant. One industry rep- 
resentative complains: “Many ferti- 
lizer salesmen these days really aren’t 
salesmen at all-they’re price detec- 
tives. They just can’t bear the thought 
of anyone’s selling the stuff at a l o ~ e r  
price, even if it means selling it almost 
at cost.” 

Industry leaders have emphasized 
repeatedly that fertilizer should be 
sold primarily on the basis of quality, 
its beneficial effects on crop yields and 
farm profits, and the company’s ability 
to provide service. But they still 
have not followed their own advice 
sufficiently to put the merchandising of 
fertilizers on a sound footing. 

In recent months, midwestern fer- 
tilizer companies have been watching 
closely the sharp decline in the price 

of anhydrous ammonia on the M’est 
Coast-down to $66 a ton, compared 
to the prevailing midwestern price of 
$88. This drop (generally regarded 
as an attempt by West Coast ammonia 
producers to discourage any other 
company from setting up a plant in 
the area) has so far had no effect on 
the ammonia price in the Midwest. 

Most suppliers expect the midwest- 
ern price of ammonia to remain steady 
at $88 a ton. One major producer 
believes this price is actually about 
S5.00 a ton too low, and would like 
to see it raised in the coming year. 

“We’re concerned, but not worried.” 
That’s the way one fertilizer company 
describes its attitude toward the an- 
nounced intention of the Senate com- 
inittee on antitrust and monopoly to 
investigate the fertilizer industry’s 
prices and marketing practices. Most 
fertilizer companies believe that the 
proposed hearings by the Kefauver 
committee are, as one Midwest spokes- 
man put it, “politically inspired and 
an obvious bid for the farm vote.” 

Companies emphasize that aver- 
age fertilizer prices have increased 
relatively little in recent years. In 
some cases, they have declined. One 
spokesman observes: “If fertilizer 
manufacturers have been doing any 
‘colluding,’ they’ve obviously done a 
miserable job of it.” 

The fertilizer industry, of course, 
does not relish the thought of a Sen- 
ate investigation. A great deal of 
time and money would be required to  
gather data. But, as one producer 
comments philosophically, the investi- 
gation would at least have the virtue 
of putting the industry’s business prac- 
tices, and especially its profit picture, 
clearly on the record so that ‘111-in- 
cluding farmers-could see it. 

Midwestern companies have ap- 
plauded the National Plant Food In- 
stitute for conducting a salesmen’s 

training school early this year. More 
should be done along these lines, they 
say, to promote better selling prac- 
tices. Also more should be done to 
train the owners of small and medium- 
sized fertilizer companies in the prin- 
ciples of good business. Says one ob- 
server: “These people should know 
much more about efficient company 
management and how to evaluate the 
costs of doing business. Too many 
outfits have folded in recent years be- 
cause they lacked this basic know- 
how.” 

More and more fertilizer producers 
are taking the initiative in promoting 
training programs for fertilizer com- 
pany executives, salesmen, and others. 
In recent months, International hlin- 
erals, as part of its “Full Orbit” sales 
service program, has held 10 regional 
meetings in the U. S. and Canada to 
help mixer-distributors learn improved 
selling techniques. Varied training 
programs are also being sponsored by 
Spencer, Monsanto, Sinclair Petro- 
chemicals, Consumers Cooperative, 
m d  others as aids to mixer-distributors, 
dealers, and farmers. Many of these 
programs have been greatly stepped 
up in the past year or two. Consumers 
Cooperative says it conducted oker 
600 fertilizer meetings with farmers 
this past year-5Oq~ more than in the 
year before. 

Emphasis on Research 

Midwestern agricultural experimznt 
stations are intensifying their research 
on fertilizers and methods of applica- 
tion. The Nebraska station is stud!- 
ing the effects of trace elements, partic- 
ularly zinc. on the growing of corn, 
and using radioisotopes to develop im- 
proved methods of applying fertilize] s. 
The Kansas station is studying the nu- 
trient requirements of wheat, corn, 
and sorghum and the best possible 
placement of fertilizer in relation to 
seed position. The Michigan station 
is attempting to find out how soil-test 
results can best be used to determine 
the amount of fertilizer to be applied 
at planting time. 

Among its varied research projects, 
the Missouri station is studying the ex- 
tent of segregation in blended ferti- 
lizers. The Iowa experiment station 
is gathering statistics on the economics 
of fertilizer use. It is also attempting 
to discover how crop fertilizer require- 
ments can be estimated more closely 
on the basis of plant composition. 

Elsewhere, work is going ahead on 
improved equipment for applying fer- 
tilizers-with special emphasis on cost- 
cutting techniques and better place- 
ment. Farmers in increasing numbers 
are learning the advantages of using 
new machinery that simultaneously ~ p -  
plies both seed and fertilizer. 
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Tonnage Picks up 
In the Northeast 

EHTILIZER SALES were moderately F better this spiring in the Northeast 
than a year ago, Tonnage gain for 
the area was prob’ably somewhere be- 
tween 3 and 5 %, and neither the busi- 
ness recession nor recovery played 
much part in it. 

For the 1958-59 season as a whole 
the outlook is good for industry sales 
and profits; some credit for this is due 
to a stable price, situation. Spring 
was late again in New York and New 
England, but where it was rainy in 
1958 it was cold in 1959, and this 
encouraged the movement of ferti- 
lizers. Some experts place the general 
rise in industry profits this year at 7%, 
others at 5%. F.  S. Royster Guano 
estimates a 15% gain in sales for 
1958-59 and a profits upturn of about 
10‘;. 

A notable exception was Maine, 
where fertilizer sales have been badly 
hit by a low price for potatoes, and 
consequent lack of cash. In contrast, 
larger acreage was planted to toba’cco 
in Connecticut, perhaps 30 to 40% 
more to binder varieties. In Massa- 
chusetts, dairymen show increased in- 
terest in fertilizing pastures and hay- 
lands. Eastern States Farmers’ Ex- 
change also reports that its new lawn 
fertilizer is being very well accepted 
in the Northenst’s urban areas. 

Nonfarm consumption of fertilizers 
is playing an ever-increasing role in 
tonnage sales. The Agricultural Ex- 
periment Station at Morgantown, 
it’. Va., says lawn and garden demand 
is increasing, and that a sales push 
based on agronomic principles could 
boost this market to as high as 2570 
of all fertilizer sold in that area. ’ivith 
the increase in urbanization in New 
Jersey, reports the Extension Service 
of its College of Agriculture, more 
fertilizer is being used on home lawns. 

High Nitrogen Formulas 

Delaware reports the use of 81,554 
tons of mixed fertilizer during 1958 
against 85,483 tons in 1957. Of the 
1938 total, 38,374 tons represented 
5-10-10. But higher nitrogen formu- 
las are in use elsewhere. In New 
England interest is centered on high- 
nitrogen fertilization for grasses such 
as canary, timothy, and brome grass. 
Eastern States Farmers’ Exchange has 
had excellent rer;ponse to its new 
15-10-10 grade. 

Some farming areas had a good 
1958 season, others a very poor one. 
In New Jersey, New York, and the 
northern tier counties of Penns>-lvania, 

Introduced in the Northeast and other areas for the first time this year was Climax 
Molybdenum’s Moly-Gro, which involves seed treatment as a means of supplying 
plants with the micronutrient molybdenum 

groners who had onions left in stor- 
age during the winter did extremely 
well. In this same area dairymen find 
themselves in a much better financial 
position than a year ago. 

In contrast, the financial status of 
the potato growers, who normally use 
large amounts of fertilizer, is at an 
all-time low. One report is that grow- 
ers in Aroostook County, Me., have 
already lost more than $23 million on 
the potato crop dug last October. 
There is no hope of the market’s im- 
proving-some think it may work even 
lower. 

v 0 L. 

One year ago a barrel of potatoes 
(163 Ib.) was quoted in the daily 
government report at $5.50 to $6.00, 
f.0.b. Presque Isle, Me. On April 3, 
1959, the quotation had sunk to S1.15 
to $1.23. 

The Soil Bank and acreage allot- 
ments this year should have a mini- 
mum effect in the Northeast. Quite 
a number of farms will be going into 
the Soil Bank, says A. M. Eno of the 
G.L.F. Soil Building Service, but in 
general these will not be farms which 
use great quantities of fertilizer. Prob- 
able outlook: less acreage but more 
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fertilizer used. Larger fertilizer sales 
are expected also in Kew Jersey de- 
spite loss of 20,000 acres of corn 
through the Soil Bank. 

Shift in Imports 

Fertilizer imports recently have 
been lower; they have also shifted or 
spread from the West Coast to the 
East Coast. The change has not 
materially affected domestic markets. 
Rather, the competitive activity in the 
domestic market appears to have 
caused much of the change in the 
import pattern. 

The credit problem is neither better 
nor worse this year; financing farm re- 
sources, says a manufacturer, is al- 
ways a problem. A more adequate 
credit sytem would materially improve 
fertilizer sales, he feels. 

Industry in the East evidently ex- 
pects no major break in the costs- 
profits squeeze. There seems to be 
no hope for important increases in 
profit margins, says a large nitrogen 
producer and marketer, unless they 
are achieved through more efficient 
production and cost cutting proce- 
dures. 

That is the general reac- 
tion of the fertilizer trade to a Senate 
committee’s plans to investigate fer- 
tilizer practices. There are no grounds 
for anti-trust action, they contend, and 
the inquiry is being staged for politi- 
cal reasons. Said one of the large 
eastern co-ops: 

“It only requires a f e u  minor com- 
plaints to encourage politicians to try 
and make a name for themselves with 
investigations. If the fertilizer indus- 
try is investigated, it will be found to 
be highly competitive, and there cer- 
tainly doesn’t appear to be any need 
for new legislation to keep it that 
way.” 

Politics! 

New Legislation 

As to new legislation likely to affect 
fertilizer consumption, some states are 
considering tightening regulations re- 
garding bulk spreading of solids and 
the application of liquid fertilizers. 
New rules are needed, said one manu- 
facturer, because of the inability to 
check guaranteed analyses under pres- 
ent “loose procedures.” 

The plant nutrient content of fer- 
tilizer will go even higher in the next 
five to 10 years. It has already been 
raised about 25% in six years, and the 
industry figures it will be further in- 
creased anywhere from 10 to 23%. 
A cooperative points out that much of 
the increase in plant nutrient content 
has been brought about with the trend 
to granulation. 

As far as fertilizer technology is 

concerned, nothing revolutionary has 
come to light in the Northeast this 
year. J. L. Gerwig and H. W. Indyk 
of New Jersey’s Cooperative Extension 
Work call attention to one interesting 
development. This is the use of ma- 
chinery for applying fertilizer adja- 
cent to but not directly with the seed. 
The idea has increased in popularity 
in this area. 

Availability of bulk diammonium 
phosphate (18% N and 467c avail- 
able P,O,) granular, and greater quan- 
tities of granular triple superphos- 
phate, is helping the trend toward 
more bulk and liquid spreading by 
blenders. New and cheaper granula- 
tion equipment also has been ob- 
served, as well as new equipment for 
bulk and liquid spreading. In Con- 
necticut increased use of nitrogen 
solutions (ammonium nitrate and 
urea) was a highlight of 1958-39. 
And use of phosphoric acid as a re- 
placement for triple superphosphate 
has become a major development. 

Mixed Granular Favored 

Throughout the Northeast, and 
down into the South Atlantic states, 
popularity of complete mixed formula- 
tions (granular, semi-granular, and 
pelleted) continues to increase. For 
cash crops, specially tailored formula- 
tions are proving economical. Also, 
liquid mixtures (especially nitrogen 
carriers) are being used more in these 
areas, but they are limited somewhat 
in their convenience by topography. 
There is hardly any liquids-applica- 
tion equipment in the field yet, so 
progress in its use is slow. 

Clearest trends point to the granular 
mixes. But New Jersey agronomists, 
considering the greater use of soil 
testing in that state, look for an in- 
crease in straight materials as a flexible 
method of feeding specific nutrients 
just where they’re needed. 

Ammonia Market Steady 

Most sources feel that ammonia 
is in supply-demand balance in this 
area. They do not expect any notable 
price variations, despite the flurry in 
the Far West earlier this year. The 
actual imbalance is between capacity 
and demand. And capacity, states a 
major chemical firm, will remain ex- 
cessive for as long as another 10 years; 
a smaller fertilizer company says 
twenty years. 

About the only products in reduced 
supply are natural organics, used 
chiefly as nonfarm, specialty fertilizers. 
Production capacity of synthetic fer- 
tilizers generally exceeds total demand. 
A shortage of superphosphates re- 

ported in the South may have been 
due mostly to shipping delays. One 
producer notes a tight market in urea. 

Although urea is being promoted 
widely today, and is getting more 
popular as its price becomes more 
competitive, the general favorite now 
is ammonium nitrate. I t  is being 
used for top dressing more this year 
than is any other material. Solutions 
of both this and urea are replacing 
sodium nitrate and ammonium sulfate. 

Placement Gives Results 

Techniques of fertilizer placement 
are looming important this year. Most 
discussed case is for corn, where new 
equipment permits side application 
next to the seed. This practice per- 
mits higher plant population, with 
better yields per acre. Fall plow-down 
of nitrogen is being emphasized, too. 

Most sources in this part of the 
country see a slight but consistent in- 
crease in the use of fertilizer ’pesticide 
mixtures. Some state agencies still 
do not recommend such combinations. 
But one agricultural school blames 
high prices for preventing their wider 
use. 

Real progress is being shonn in 
pasture fertilization this year in the 
Northeast. Universities in the area 
generally recommend this and, es- 
pecially in the case of seeded pasture. 
the development in this direction is 
rapid. It may not come along quite 
so fast as experiment stations and man- 
ufacturers would like, because ad- 
vantages, in direct returns the farmer 
can see, are not always easy to demon- 
strate at once. But in Virginia last 
year acceptance was great enough to 
encourage aerial top-dressing of even 
steep pasture land. 

Training Programs Pay Off 
Most manufacturers, and all the ex- 

tension services reporting, pick soil- 
testing as the prime target in programs 
for farmers. Intensive courses in some 
cases, new literature in okhers, point 
out the need for soil tests. Interna- 
tional Minerals & Chemical is using 
movies; other firms give live demon- 
strations. It all goes to help the 
farmer know his “good earth” better, 
they say. 

The NPFI educational and promo- 
tional campaigns-both for farmers and 
for fertilizer salesmen-are too new to 
show any determinable increases in 
fertilizer sales yet. But they have 
created widespread interest and ac- 
tivity. And as one major co-op puts 
it, “anything which will help sell fer- 
tilizer on its merits instead of on price 
will help both the fertilizer industry 
and the farmer.” 
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South’s Sales Up 
Significantly 

s STAOSG COXTRAST with last year’s I performance, fertilizer sales in the 
South this season show a significant in- 
crease over 1957-58. As usual, 
\\-eather proved the big factor. To a 
lesser extent, Soil Bank changes and 
higher farm iiicoine also helped. 

The range of sales increases runs 
between 10 and :35% through the first 
qmrter of 1959. As a rough average, 
over-all increase should be about 2O!b 
over last season. 

But Lvhile sales increases border on 
the spectacular, the industry’s profits 
from operations in the South are not 
expected to rise above those of last 
season. In short, the profit squeeze 
remains. Possible better profits from 
higher volume are offset in many in- 
stmces by  lower prices, higher market- 
ing and transportation costs. 

Comments on the weather range 
from “good” to “beautiful!” In some 
parts of the South, above-average rain- 
fall delayed fertilizer sales. How- 
ever, the benefichl effects of adequate 
moisture more than offset tonnage 
lost in bad \\Teather. Heavy sales dur- 
ing good \\,eather made up for delays. 

Soil Bank Changer Help 

Throughout the South increased 
plantings as a result of changes in 
acreage allotments also gave a signifi- 
cant boost to fertilizer sales. The 
year’s totals are expected to show a 
substantial increase that can be di- 
rectly attributed .to the changes. 

Depending on the area of the South 
selected, the size of the effect of Soil 
13aiik changes appears to vary. Some 
i n  the Southeast consider the changes 
as  the main rea:jon for higher sales 
volumes. In the Ilidsouth, the 
changes meant more row crops such as 
corn,, cotton, and soybeans, all of 
\vhich respond well to fertilizer. 

Other influences on fertilizer sales 
this year are less definite. In some 
iireiis increased farm income had a 
small effect. h1ur.h of the increase in 
fxin income last year came from grains 
and livestock-the one a low ranking 
income source for southern farmers, 
and the other ail aspect of farming 
thut is just becoming a sizable factor 
in fertilizer sales. Business optimism 
is cited more often as a cause for in- 
creased sales than is iniproved income. 

Gron-ing more important are non- 
farin niarkets for fertilizers. Gener- 
ally, profits are higher 011 goods sold 
for such nses as h v n s  and gardens, 
higha;i!,s, and explosives (ammo- 
nium nitrate), :Some producers re- 
port that these outlets account for up 
to I O f (  of their ti2tal volmne. 

Coastal Chemical’s new facilities a t  Pascagoula, Miss., can make anhydrous 
ammonia, sulfuric acid, and fertilizer materials derived from those and phosphate 
rock. Dock channel connects with the Gulf 

Even \\,ith stoutly increased sales, 
demand for all types of fertilizer ma- 
terials has been met with little diffi- 
culty. M’hile periods of good weather 
brought rapidly depleted inventories, 
spells of bad weather gave a breather 
and a chance to rebuild stocks. Some 
materials such as synthetic granular 
ammonium sulfate or urea were in 
“tight” or “short” supply during 
March and April in certain sections. 
In parts of the Southeast, normal 
superphosphate turned a bit short 
during a two-week period in mid-April. 

Changes in Credit and Selling Policies 

Throughout the South, credit poli- 
cies have become stricter-more so than 
ever before according to one producer. 
But credit remains an important coni- 
petitive factolr, and some producers 
feel it became even more important 
this year. Collections improved 
slightly. 

The trend tonard higher application 
rates entails higher credit needs. This 
all ties in with a more important trend 
toward more businesslike operation by 
farmers. Bankers encourage this 
trend by asking that farmers follow 
soil test recommendations when ap- 
plying for production loans. Result- 
strengthening farmers’ ability to bor- 
row, and refining their business 
methods. 

Direct selling froin manufacturer to 
dealer or consumer has attracted inuch 
interest in the Mid-South area this 
year. How much direct selling oc- 
curs depends to a large extent on loca- 
tion. \’ohme that comes under direct 
selling is generally reported as a small 
part of total sales in the South, but 
it is increasing at a rapid rate. 

The area of direct selling in the 
South seems concentrated in Arkansas, 
Louisiana, and blississippi. Among 

major producers, Monsanto has sold 
ammonium nitrate directly to dealers 
in parts of these states. This u7as 
done, it says, to compete with co-ops 
who offer a relatively l o n ~  price. 

The manager of one small co-op 
in Mississippi estimates 50% to 60% 
of the fertilizer in his area is sold di- 
rect. A relatively small-scale private 
producer in Arkansas says direct sell- 
ing in his area has been negligible; he 
doubts that it will become permanent. 

Most of the materials sold direct go 
to growers with large acreage. In 
Mississippi, anyone who can buy a 10- 
to l8-ton truck load can buy direct. 
Success of the system, of course, de- 
pends on its being more efficient or 
more economical for producers and 
mixers of fertilizer materials and for 
growers than the present system of 
distributors and dealers. Still, many 
large producers who are not organized 
for it strongly oppose direct selling. 

Ammonia’s Price Steady 

Price cutting on \Vest Coast am- 
monia had little if any effect on am- 
monia prices in the South this year. 
And no changes are expected this year 
by producers around the South. The 
significant over-capacity situation is 
expected to continue, possibly as long 
as 10 years-or until ammonia pro- 
ducers see a leveling off in plant food 
content of niixed fertilizers. 

Similarly, few expect any effect on 
ammonia prices from the Securities 
and Exchange Commission’s accept- 
ance of Chemical Fire & Casualty In- 
surance Co. for registration. The 
company proposes to provide coverage 
to ammonia distributors who report- 
edly have had difficulty in getting in- 
surance. Some observers had felt that 
securing coveiage might enable dis- 
tributoys to shave prices somewhat. 
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What effect the new insurance 
might have on state regulations re- 
mains to be seen. So far this year, no 
legislation significantly affecting ferti- 
lizer use has been enacted in such 
southern states as Mississippi, South 
Carolina, and Tennessee. 

Ever increasing plant food content 
in fertilizers-stemming to a consider- 
able extent from fast increasing use of 
ammonia and derivatives-is expected 
to continue for at least several years. 
A rapid climb of another 25% in 
plant food content will precede a 
leveling trend, say some agronomists. 

Economics favors the increased 
plant food content. But producers 
continue to report that farmers do not 
seem to realize the savings possible 
through higher analysis materials. 

Tied to higher analysis are liquid 
formulations. These materials con- 
tinue to make gains at the expense of 
solids in much of the South, but as yet 
are still a small fraction of total sales. 

Efforts of the NPFI are generally ap- 
plauded. As yet, however, most re- 
sults of its educational and promo- 
tional programs remain indefinite. In 
some areas, the effectiveness of its 
programs in achieving better under- 
standing of fertilizer use is reported 
as doubtful. In other areas, particu- 
larly the Southeast, they get credit for 
some influence in bolstering sales. 

Encouraging soil tests is perhaps 

Fierce Competition 
In the West 

0-OP” is a nasty word in some C parts of the western fertilizer in- 
dustry this year. For into a market al- 
ready hip-deep in an oversupply of 
ammonia has come California Am- 
monia, a semi-co-op with a daily ca- 
pacity of 120 tons. And rising rapidly 
near Fresno, Calif., is the plant of 
Valley Nitrogen Producers, a true 
co-op, with a planned capacity of 150 
tons a day and start-up scheduled for 
this fall. 

But co-ops really do not deserve all 
the epithets they have received. For 
they merely focus attention on a prob- 
lem already present in the West-a 
problem which they aggravate but did 
not cause in the first place. That 
problem? Overcapacity and intense 
sales pressure-resulting in a price 
squeeze that has all but removed the 
distributor from the Western picture, 
and now threatens to engulf the dealer. 
And if the dealers go under, according 
to industry spokesmen, the result will 
be “utter chaos.” 

What makes the problem so much 
worse this year is that entry of the 
co-ops has forced the.  price of am- 
monia down to $63 to $68 a ton, com- 

most often cited as the part of the 
NPFI effort that helps sales. Even 
with some results such as more wide- 
spread soil testing already attributable 
to NPFI activity, manufacturers point 
out that these are long term programs. 
As one producer says, education of the 
farmer to the use of fertilizer is in its 
infancy, and much remains to be done. 

But most companies surveyed by 
AG AND FOOD are not relying on 
NPFI programs alone. Many are 
stepping up their technical service ef- 
forts, and are training their salesmen 
to be more competent technically. 
Most‘ companies also seem to recog- 
nize that there is a limit to the amount 
of technical advice a salesman can 
be expected to give. Whether a firm 
line can be drawn between the sales- 
man’s ability to provide answers and 
the need for the company technical 
service department to be called in is 
a moot question. 

Technical Developments 

Trends under way in past years con- 
tinued in the 1958-59 season. Pas- 
ture and range fertilization get more 
emphasis experimentally. But Arkaii- 
sas and Georgia report practical prog- 
ress in pasture fertilization is slow. 

Dairy farmers in Arkansas are tend- 
ing to use medium to high rates of 
fertilizer on pastures. In Florida bulk 

pared to around $88 in the rest of the 
country. This softness has spread to 
other fertilizers containing nitrogen, 
including mixes. And it has not led 
to any major increase in nitrogen con- 
sumption-it has instead led mostly to 
further erosion of already-low profit 
margins for producers and a tighter 
squeeze on the middlemen. 

Business Picture 

Western weather has been as dry 
this season as it was wet last season. 
Where 30 inches of rain fell in north- 
ern California in 1957-58 (average 
is 2 0 ) ,  only 12 arrived this winter, 
with commensurately less in southern 
California and Arizona-which usually 
get a mere 6 to 15 inches anyway. 

This semidrought has resulted in an 
early peaking in fertilizer demand, 
with sales volumes ranging in differ- 
ent areas from about even to some 
20% ahead of last year. Much of this 
will be at the expense of later sales, so 
season totals will show a more mod- 
est gain for the year, in most experts’ 
opinions. The average estimate: sales 
will be up from 2 to 5 %  over-all, con- 
tinuing the longterm pattern for the 
area. 

Not all companies have fared 
equally well. Competition has been 

spreading of fertilizers on pastures 
increases. But pasture and range fer- 
tilization is difficult to sell to farmers 
and ranchers. An official of the , h e r -  
ican Potash Institute says that more 
information on the economics of pas- 
ture fertilization is needed-especially 
when livestock prices vary as much as 
they have over the past 10 years. 

The trend away from broadcast 
application and toward band place- 
ment continues. From several sources 
come reports of a shortage of suitable 
application machinery for banding 
fertilizer for row crops. 

Throughout the South, the general 
gradual decline in use of sodium ni- 
trate for top dressing continues. Now 
it is pretty much limited to Florida 
and the South Atlantic Seaboard states. 
Replacing this material-because of 
lower cost-are ammonium nitrate so- 
lutions or solids, ammonium sulfate, 
and anhydrous ammonia. 

Interest in fertilizer-insecticide mix- 
tures has changed but little. Arkan- 
sas has shown increased interest in a 
mixture containing a nematocide. But 
too little is known as yet about ferti- 
lizer-pesticide mixtures in general. 

Summing up for the South this 
year, rebounding fertilizer sales over- 
shadow most technical developments. 
If the improved sales can be  converted 
to better profits, greater technical ef- 
fort may then f o l l o ~ .  

tough, and some have lost both sales 
and money. Companies replying to 
AG AND FOOD questions show 
sales ranging from “down 1,5%” to 
“up 20%,” with such factors as credit 
policies, sales area, and product line 
figuring heavily in who did \\hat. 

In general, liquids have continued 
their gains as they have for several 
years. A renewal of growth for solids 
has emerged, and solids are recaptur- 
ing their share of the market as sellers 
of these items push them harder. An- 
hydrous ammonia seems to be level- 
ing out, although some western pro- 
ducers, notably Shell, disagree with 
this conclusion. The outlook appears 
to AG ASD FOOD to be that present 
popularities will hold for some time 
now, as liquids, anhydrous, and solids 
have each become firmly established 
where they serve certain functions 
especially well. Variations will come 
from varying success of suppliers of 
each type in merchandising their 
wares, but all will grow slo\vly from 
year to year. 

As more and more nutrient defi- 
ciencies show up across the territory, 
mixes are becoming more popular. 
University of California surveys show 
that, in its state, areas deficient in 
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dealer-usually another local resident- 
can. 

Collier Carbon 8. Chemical tried outdoor advertising for the first time this year to 
push its Brea braiid fertilizers in the West 

phosphate, sulfur, potash, a i d  zinc are 
spreading. 

To get businlEss, companies have 
been competing keenly, and some in- 
teresting changes in the complexion 
of the industry are occurring as a re- 
sult. The number of middlemen in 
the chain is getting smaller all the 
time, and reaches its minimum with 
the co-op-where in many cases there 
is no one in the middle. Most other 
companies have begun to sell direct to 
growers-usually where the growers 
are substantial fertilizer users or where 
dealers are scarce or ineffective. All 
in all, though, this direct selling-in- 
cludiiig that of co-ops-accounts for 
much less than 10% of the total busi- 
ness. 

Dealers have been forced into a 
price \var and have had to resort to 
other gambits to maintain volume. 
The main ones: credit and extra 
service. Credit, in particular, can 
turn out to be  a two-edged sword. 
The dealer extends credit to the 
grower to get the grower’s business. 
Then, he turns to his supplier-the 
basic producer, usually-for credit for 
himself. This the dealer must do, be- 
cause if he borrowed money from a 
bank, the interest would be higher 
than his profit margin on the sale. 
Some dealers thus become overex- 
tended and a few this year have failed. 
In some of these cases, the producer 
takes over the business to protect his 
investment, and “one more middle- 
man bites the dust.” 

Some dealers a.nd producers refuse 
to extend credit and as a result lose 
sales. This is the reason given for its 
poor performanc’e by the company 
\vhich reported a L5% drop in busi- 
ness. One other company, however, 

has taken the same tack, yet reports 
sales up 20%. The difference, ac- 
cording to the successful seller: in- 
creased sales effort, plus some luck in 
being at the right place at the right 
time. 

The other dealer-sales factor, serv- 
ice. holds the key to the future health 
and well-being of the dealer system of 
fertilizer selling, most observers feel. 
There are a few examples of dealers 
who have been able to hold the price 
line through the services they offer; 
one of the most successful services 
seems to be bulk handling of solids 
offered now by more and more deal- 
ers. This requires an investment in 
extra equipment of $20,000 to $70,000 
on the dealer’s part but most have 
found that it has enabled them to 
maintain firm prices, and has paid off 
in extra sales and profits. 

One man offering bulk handling in 
the Northwest, for example, is selling 
in bulk at a price higher than his com- 
petitor is offering bags. Yet the bags 
are not moving and the bulk man’s 
bins are emptying fast. 

Although a few dealers are making 
out well, the distribution picture 
throughout the West, particularly Cali- 
fornia, still features occasional bank- 
ruptcies and many shoestring opera- 
tions. ’Il’hether supply and demand 
reach a fair balance before many of 
these dealers go out of business, it 
appears, is pretty much touch-and-go 
at this time. And if the dealers go, 
the farmer will be the loser. The rea- 
son: few men selling for a large com- 
pany covering a variety of areas can 
give each farmer the advice on his 
local problems of soil and crops as 
well as a dealer can-and few can gain 
the farmer’s confidence as well as the 

Where Lies Salvation? 

Long term solution to the current 
unstable situation lies in bringing sup- 
ply and demand into closer balance. 
Most soil experts in the West agree 
that farmers could apply to their 
money crops twice as much fertilizer 
a s  they do today and still get worth- 
\vhile returns-even in a state sup- 
posedly so advanced as California. 

Creating demand among farmers is 
the approach that most producers, 
dealers, and trade groups are taking. 
All are trying to educate the farmer 
to the monetary benefits he will reap 
if he follows the fertilizer recommen- 
dations of the county agents and ex- 
tension specialists. 

Two other big markets are also be- 
ing approached-forests and range- 
land. Of these, forests will be the 
slower to get fertilization, because 
economic data take so long to get. 
But all producers and importers are 
pushing range fertilization. More 
acreage is treated each year, but cur- 
rent sales are peanuts compared to the 
potential. And the dry weather this 
year will slow up  the rate of accept- 
ance by ranchers. Most results so far 
this year show barely enough return 
to pay for the nutrients applied. But 
the carry-over next year, assuming 
some rain will fall, should give the 
program an extra push. 

Biggest new factor in the field of 
grower education is National Plant 
Food Institute and its regional offices. 
Using as a springboard the institute’s 
study of farmers’ attitudes toward fer- 
tilizers, NPFI men in the West have 
held educational meetings for deal- 
ers and farmers all over their states. 
Not so new as the NPFI program, but 
also successful in educational and pro- 
motion-of-use activities, are the pro- 
grams of the California Fertilizer Asso- 
ciation. The CFA’s work has been 
beneficial not only in California but in 
Arizona as well. 

S o  one will or can ascribe any sales 
directly to NPFI efforts but all agree 
that if any institutional advertising 
helps, so will this program. And if 
no one upsets the western applecart 
by building a plant before new de- 
mand develops, supply and demand 
should be much closer to balance some 
time around 1965. There is hope for 
better profits as that day draws nearer, 

However, there has always been 
some overcapacity in the West’s ferti- 
lizer industry, even during the short- 
age periods of early postwar years. 
So as one ammonia producer sadly 
says, “it is a safe bet that as soon as a 
glimmer of daylight appears, some one 
else will build an ammonia plant.” 
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In its “Full Orbi t  Service,” IMC sees a program that points the way to profitable selling 
through sound merchandising and sales techniques-and not through price cutting 

Profitable Sales Through 
Constructive Pricing 
ANTHONY E. CASCINO, International Minerals & Chemical Corp., Skokie, Ill. 

HE FERTILIZER ISDUSTRY, not un- T like a good many other industries, 
has suffered from compe:ition on the 
basis of price alone. Like many other 
industries, therefore, it urgently needs 
a constructive pricing policy. 

Just what is a “constructive pricing 
policy”? The most constructive pric- 
ing policy is one which tends to pro- 
mote non-price competition. This is 
not a new and revolutionary state- 
ment. Actually, it is recognized by 
most business entities. All of us are 
struggling to develop effective non- 
price appeals. The trouble is that few 
of us succeed. 

Probably the biggest contributant 
to failure is the fact that when we do 
resort to non-price appeals, we choose 
appeals that are neither valid nor of 
significant benefit to the customer. 
As a result, the customer is left with 
no recourse but to seek the lowest 
price. And then we are right back to 
destructive price competition. 

So the primary prerequisite to lion- 
price competition-and therefore to a 
most constructive price policg.-is the 
existence of certain factors that are 
truly of benefit to the customer. These 
factors must be functional, discernible, 
and desired by the customer. Tlihen 
they exist, the customer is given a 
justifiable reason, almost regardless of 
price, for selecting one firm’s products 
over another’s. 

The sad fact is that because most of 
us have faiIed to create condition of 
non-price competition, we have 
jumped to the conclusion that “it 
just caii’t be done”-that price is the 
only language the customer under- 
stands, and that it is to no avail to try 
to promote other factors. 

But just for the sake of argunimt, 
let’s take a brief look at the coiisurner 
goods field. The consumer goods in- 
dustry counts heavily 011 two main fac- 
tors, other than price, in appealing to 
the ultimate consumer: namely, brand 

stature and product superiority. Rep- 
utation and actual product difl’erences 
provide the all-important basis for 
non-price competition. 

Since the ultimate consuiiier is 
neithpr concerned with, n o r  knoivl- 
edgeable of, the product’s technical 
specifications, superiority is usually 
stated in terms of benefits-such a s  
“\l-hiter teeth” or “cleaner clothes”- 
that \vi11 be derived from its use. This 
approach has been most successful for 
Gleem, and Tide, and Zenith. Biit 
when meaningless claims are pre- 
sented, non-price competition fails, and 
prices deteriorate. 

A few years ago, most television 
manufacturers were claiming product 
superiority because of knob position. 
“Buy our set because our knobs are 
below the picture”; or “Our set is bet- 
ter because the knobs are on the side- 
or on the top front-or on the top 
back.” Prices tumbled, profits suf- 
fered, and companies liquid,ited. All 
through this period, Zenith continued 
to command high prices and dispose of 
large volumes of high priced models; 
Zenith disregarded knob position and 
gave the customer remote controls 
which were functional, discernible, 
and desired. 

The obvious conclusion is that a 
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dispenser of consumer goods must 
produce a product that has exclusive 
features of significant benefit to the 
ultimate customer. if it is to achieve 
non-price competition and maintain a 
constructive price policy. 

In contrast to consumer goods, most 
industrial goods lack product differ- 
ences. Products are standardized, 
brand identification is practically non- 
existent, and the customer is well 
aware of the technical specifications. 
Here, the development of non-price 
competition is much more difficult than 
in the consumer ;goods industries. 

The qiiestion here is: Can effective 
non-price appeals be developed when 
the products of all firms are practically 
identical, and the customer is enough 
of a technician to know that the prod- 
ucts are identica.1;) There really is 
little one can say about the product 
itself that is likel!. to have any  effect 
upon the piirchaser. 

S o \ v ,  these are the conditions that 
maktw of fertilizer ingredients face 
in selling to manufacturers of mixed 
fertilizers. Phosphate rock is sold by 
established grades, potash is referred 
to as ‘‘BO‘; muriate,” and triple super- 
phosphate is measured in terms of 
available phosphoi.ic acicl. And these 
specifications apply to the products 
made by all companies. 

Of course. \\’e at International hlin- 
erals & Chemical ~Corp. firmly believe 
and we will always claim that even 
though the specifications are identical, 
our products are still superior. \\‘e 
believe they h a w  less dust, better 
particle size, and are freer flowing. 
But \ve are sufficiently realistic to re;- 
ognize that our claims of product su-  
periority, justifiable as they may be, 
are not of sufficient significance to 
cause the customer to favor us over 
our competitors. 

Actually, our rl-search shows that 
the customer accepts the claim of 
“good quality products” as the niini- 
mum to be expected from the supplier. 
Although he \vi11 severely indict any 
supplier for producing a poor product, 
the customer place:; no premium on the 
production of a qnality product. He  
accepts this as standard. 

If a company cannot claim product 
superiority, and if it is to avoid a mere 
price approach, it has only one other 
alternative. This is to claim that al- 
though the products are the same, the 
conipany itself is superior. That is, it 
must replace the claim of product 
superiority with the claim of service 

Agaiii, this concept is 
inal nor profound. It has 

been exploited by producers of stand- 
ardized goods for inany years. 

Our company, in its sale of fertilizer 
materials, could justifiably talk about 
abundant reserver:. reliability as a 

. 

source of supply, superior production 
processes, scientific quality controls, 
and other factors that have made IMC 
stand out as a company. For many 
years these attributes were unique and 
of serious concern to the customer. 
As a result we were able to secure a 
major share of the business. 

But like most competitive advan- 
tages, these company attributes tencl 
to become neutralized through time. 
Our competitors managed to acquire 
adequate reserves, and attain techni- 
cal and production know-how. To 
claim reliabilit!. and dependability 
\\-as still accurate, but no longer suf- 
ficient. \f7e had to create new \wys 
of gaining the customer’s favor. 

To avoid resorting to claims that 
nere  meaningless or of little value to 
the customer, we decided to let the 
customer himself define the areas that 
\vere of significance to him-services 
and activities that he desired and 
\vould greatly appreciate. To pre- 
clude bias in the discussion, we em- 
ployed a research agency to probe the 
customer’s mind. 

Here is what our survey showed: 
while the customer was still in need of 
some technical service that \vould 
help him make the product, his greater 
need was to know ho\v to innce the 
product. Because the industry had 
progressed from a position of short 
supply to one of excess capacit!., de- 
mand side problems had become para- 
mount. Through most of the post war 
period, the fertilizer manufacturer had 
felt little need for developing sophis- 
tication and proficient!- in marketing 
and merchandising; but now the cus- 
tomer \viis in desperate need of help. 

And he w a s  not vague about the 
‘ireas i n  \vhich he sought assistance. 
Five specific activities emerged as be- 
ing of greatest need and urgent!.: 
First, he wanted help in determining 
the total potential of his marketing 
area, and the relative potential of each 
county. Market analysis. Second, he 
\vanted help in hiring, training, and 
paying salesmen. Third, he \vanted 
to learn more about the field of ad- 
vertising and sales promotion. Next. 
the customer wanted assistance in im- 
proving the attendance and effective- 
ness of dealer and farmer meetings. 
And finally, because transportation 
charges may often exceed the cost of 
the product, the customer wanted ex- 
pert assistaiice in selecting the most 
economic route and medium of trans- 
portation, in fighting freight rate in- 
creases, and in settling freight claims. 

That is what we learned from our 
survey of a representative number of 
our customers. We were certain that 
this information provided us with a 
basis for strong non-price appeals. If 
\ve now could find some way effec- 

tively and economically to fulfill these 
needs, as expressed by our customers, 
then we should have provided them 
\vith a justifiable reason for selecting 
us as their supplier-even though 
there was no important difference in 
the products produced by all compa- 
nies. By providing these senkes  \ye 
should be giving the customer ii com- 
plete package, of which the product 
\vas only one part. And this package 
would be not only different. but also 
superior to an>-thing being offered b y  
our competitors. 

To execute this prograin 1T.e clecided 
(and subsequent experience has in- 
dicated it \viis a proper decision) that 
our field salesmen should be the focal 
point in providing these services. To 
make them proficient in these specific 
areas of need, we should bring them 
into the home office for an extendecl 
period and give them a complete ancl 
thorough training on each facet. By 
doing this, \\’e should lift our field 
force from the level of order seekers 
to the preferred position of personal 
consultant ancl confidant of the custo- 
mer on many phases of his busiiiess. 

In addition, to assist both salesman 
and customer in the actual execution 
of any activity-such as a market anal- 
ysis program or the clevelopinent of 
an advertising campaign-we shoulcl 
prepare a series of manuals covering 
each of the five areas of service. These 
manuals would be down-to-earth books 
\witten in the vernacular of the indus- 
try, posing problems and citing ex- 
amples of situations encountered every 
day by our customer, the fertilizer 
manufacturer. 

An important point must be noted: 
these manuals were not intended to 
supplant the services of the salesman. 
He alone provides the services. The 
manual fulfills two basic purposes. 
First, it helps the salesmi~n orient the 
customer, and gives the customer a 
reference for solving problems when 
the salesman is not available. Second, 
it is a constant reminder to the custo- 
mer that International 1Iinerals and 
Chemical is truly his partner in busi- 
ness. 

These, then, were the major steps 
of the program we ~voulcl undertake 
to preserve company superiority in an 
industry of standardized products. 

But the program still lacked an im- 
portant element so essential in any 
marketing endeavor. That element 
was emotion-excitement, sparkle, 
glamor. The usual concept held in 
the industrial goods field is that prod- 
ucts are sold according to specifica- 
tions; that the purchaser is an intelli- 
gent technician, and that therefore, it 
takes a technician to sell to the cus- 
tomer. When technician sells to tech- 
nician, according to this concept, there 
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