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Notes
For details of early life of John Adam Zehntbauer see his autobiography and "History of the Jantzen Orgamzatlon" wh1ch appeared i in
Jantzen YARNS starting with the July 1928 issue. The mdex is as follows:
PartI- July 1928 Childhood in MO
PartII- Sept 1928 Childhood in MO
. PartIll- Nov 1928 Childhood
~PartIV- Dec 1928 To Denver
Pat V- Jan 1929 Denver to Portland
Part VI- May 1929 Vacation at Hood River & work at Luke Kmttmg
Part VII July 1929 Work in Portland
Part VIII Sept 1929 Starting Portland Knitting Co.,
PartIX Nov 1929 Initial store at 231 Alder St in Portland
Part X Dec. 1929 Buying out Luke Knitting & moving to 150 Third St.
‘PartXI . Mar 1930 Expanding company
Part XiIl May 1930 Expansion in 1916--17
- Part XIIT ‘July 1930 More on expansmn Oregon Worsted.
7 PartXIV Nov 1930 More on expansion - Multnomah Mohair
- Part XV Dec 1930 Name change to Jantzen & info on advertising
Part XVI ‘Mar 1931 New factory - national advertising - new machinery
~ Part XVII Oct 1931 Business boomed - YARNS publication started in 1920
. _ Part XVII Dec 1931 Roy Zehntbauer sent to New York - national sales strong!-
% ¢ PartXiX Apr 1932 Jantzen Red Diving Girl stickers - national sales force.
¢ Part XX July 1932 Sales strong - Joe Gerber promotion in Chamber bulletin.
~ PartXXI Oct 1932 Far East sales effort - Canadian sales
Part XXII Dec 1932 Strong national advertising - European sales pushed.
Part XXTII Apr 1933 Learn-to-Swim Week in 1927.
Part XXIV July 1933 European sales pushed - Australian market evaluated.
. Part XXV Oct 1933 Plant addition on Sandy Blvd. - International factory plans.
Part XXVIDec 1933 "Color Harmony" concept in 1928. Australian plant started.
- Part XXVIIApr 1934 New Administration Blg & Canada plant - stockholder list.
“Part XXVITIOct 1934 Stock sold pubtlicly in 1928. Export bus.up.
Part XXIX Dec 1934 Exercise for Health & Beauty - other promotions.
Part XOOX Jul 1935 1929 strong year. Australia &Export bus. '
Part XXXT Oct 1935 New bldg dedicated & Camden spmmng operation added.
- Part XXX[MDec 1935 1930 business strong.
Part X50Jnl 1936 Plant mned in England - Size-O-Meters - Theatre tie-in.
. Part X{XTV Oct 1936 1931 British plant running - New style development bldg.
~  Part )Q(XV Dec 1936 Tough times - wage & salary reductions.
¢ Part XXXVIJul 1937 “Molded Fit" Promo - British plant contributing,
. Part XXXVIT Oct 1937 1934 & NRA - Business rough.
.7 Hiatus in articles until 1955 when JAZ resumed.
& Chap39 June 1955 Buenos Aires operating in 1934 - Intl. Llcensees

"7 Chap40 July 1955 Mid - 1930s discussion.

> Chap4l Sept 1955 New spinning mill operating, .

<. Chap42 Oct 1955 1936 events & discussion of sweaters

~ Chap43 Mar 1956 1937 International sales Convention in Portland
{ ' Chap44 April 1956 Discussion of 1937 business.

- - No more articles. '
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Ep1ToR’'s Nom: This is the first install-
ment of a series of articles by Mr. J. A,

- Zehntbauer, which, when completed will
- form a detailed history of the organization.

The beginning of the series is autobiog-
raphical.

Every product of human hands
must first be conceived within the
mind of an individual or individ-
uals and become the immediate
goal of the individual or individ-
uals. Since man's wants are in-
satiable he no sooner reaches the
goal of his first conception than
he conveives a higher goal.

The Jantzen Kanitting Mills as

" it stands today was not visualized

by any individual but a kind of
business was conceived and that
conception realized and then a

. more pretentious goal was set

and it was realized and so on up

. to the present Jantzen organiza-
* tion. The business known as the
. Jantzen Knitting Mills does not
! primarily consist of buildings,

~machinery, merchandise and

money, but by the use of these ma-
terials the Jantzen organization,
which. is: people, works toward

a goal, and when that is attained,

toward a ‘newer and greater ‘goal.

Carnegie once expressed clearly -

: the difference between the value
: of materials and an organization

by saying that every material
thing that his company owns

: might be destroyed and taken
: away from him leaving nothin
: but his organization and he woul

: soon be running along" the same-

as usual. But he said that if his
organization were destroyed it
would take a lifetime to rebuild it.
* Since the Jantzen Knitting Mills
is not material things but an ¢x-
pression of the ideas of individuals

¢ I feel that to make this history

complete I must give a brief his-
tory of the lives of the individ-
uals who conceived and started
this business.

It is said that one should start

¢ with one’s grandparents to devel-
t op a perfectly healthy body and
: T am sure that one should start
. with the training. of executives

!

in childhood to develop a great
business,

When Benjamin Franklin
started to write his great auto-
biography he admitted that his
own achievements were one of
the things that prompted him
to write but he hoped what he
had to say might be useful to
posterity. I can not deny the
influence of a similar pride but I
hOFC' a brief outline of my life
will give courage to some young
man who thinks he has no chance
in life.

Iwas born in a two room log
cabin about four miles-north of a
little town called Purdin in Lynn
County, Missouri, on August 4,
1884. About two years later my
parents moved to Kansas near the
town of Lucas. I.began to remem-
ber things when I was about four
years old. I remember well when
my’ youngest brother was born
that mother led me up to the
cradle and showed me 4 little
red wrinkled baby face. I was
thsn four years and two months
old. ' :

Iremember visiting a neighbor’s
house a mile-or two from our
house where I sat on a large bag
of peanuts which had been re-
cently harvested and I -gorged
myself with raw peanuts, suffefing
no ill effects that I can remember.

School was held in one of .the
rooms of our house and I remem-
ber distinctly visiting this school-
room often. I remember riding on
horseback and hearing the coyotes
or prairie wolves as we used to call
them, howl, in .the evening, and

" ‘the young jack rabbits my father -

used to catch while in the field.
Also I recall clearly the large
grasshoppers and the very large
butterflies and moths which we
used to have in Kansas.

When I was about § years we
left Kansas for Nebraska. In
Nebraska we lived one year in a
sod house on a farm. In this sod
house my two brothers and I had
the measles. This was before my

. sistef was born. I remember the
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many snakes that .mother used
to kill around the house and how

-one day the Erairic wolves came

right up on the roof of our house
and howled. :

I saw several prairie fires which
were quite serious things in
Nebraska where there was so
much high ptairie grass. In those
days these fires were quite common
and they were a wonderful but
terrifying sight as I remember
them. i

When I was six years old we
moved to Loop City, Nebraska
and I went to school for the first
time. We lived in quite a large
house, a Eart of which was occu-
pied by the owner, a man and his
wife. The man was in the saloon
business and I remember well
when he used to come home with
a bag full of money, the receipts
of the day, and well-loaded with

his own merchandise. He tiised

to be quite generous with his

money but [ remember that -

mother would seldom let us take
any money that he would give
to us while under the influence
of liquor: ; _

After -2 few months my father

decided thatihe would go back

to his old line, the cooperage
business, so we moved back to
Utica, Missouri when I was
something over six years old.
Here my youngest brother Harry
had what was called at that time

" the membrancous croup. I re-
member mother- and father be-

came quite frantic about his con-
dition as.the doctors said there
was no hope of saving him but
mother decided that she would
try a home remedy of which she
had read or heard.-So she gave
him a teaspoonful- of kerosene
which seemed to-loosen up the
membrane and enable him to ex-
pel it and he soon recovered.

The outstanding event during
the time we lived in Utica was
when I was sent to the store early
in the morning to get a loaf of
bread. The store was near a rail-

(Continued on page I‘4) .
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road cut, on the edge of which I
liked to stand and watch the
trains go by. As I approached
‘the store T heard the whistle of
the train which was known as
the- Cannon Ball, a passenger
. train which went through the
little town without stopping, so
I ran to the edge of the cut to
watch the train go through but
I noticed there was a freight
train coming in.the opposite di-
rection. 1 instantly realized that
there was going to be a collision
as the freight train seemed to be
puffing and pulling as hard as.it
could to go up the grade while
the passenger train was coming
down grade at a very high spee
but apparently making an effort
to stop, as the brakes seemed to
be squeaking. In an instant they
were together and the passenger
train seemed to scoop the freight
train right off the tracks as they
collided.' There was a deafening
roar—smoke, steam, dust and
boards 4nd everything flew up
into the air. The freight train
carried cattle, grain and other
freight and the wreck left a great
mess of ;this mixture of freight:
The engines were both badly
smashed. but in some way the
freight engine seemed to reat up
into the air and the passenger
engine go under it and they were
not smashed as badly asone would
-think. To be an eye witness of
such an jmpressive sight was one
of the gteat events of my child-
hood days. As I remember, there
were only. one or two people
killed in' the collision. I do not
. recall whether I brought home the
bread or not. I am sure.such a
sight as that today would make
me forget the bread. .

When I was about eight years
old we moved back to Purdin,
Missouri and father got started
in business in the old stand mak-
ing apple barrels and shaving
. hoops for barrels. In those days a
great many . hoops for barrels
were made of young hickory and
oak trees split and then shaved
down to make the proper width
and thickness for Earrcls.- This
house we lived in in Purdin was

!

the Elacc where 1 got the toy
trunk for Christmas and my first
pair of long trousers. I was eight
years old.

There was not a school house
in the town of Purdin and we had
to walk about a mile out into the
country to school. After a few
months in town we moved out

‘about three miles on a small
farm where we had a good sized

garden patch, a melon patch, a
horse and a cow,. etc. Father used
to drive in with the horse and
cart to his business. This house
was not very far from the log
cabin in which I was born. One
day mother took me over to show
me the house and I remember
she showed me the straps on the
ceiling to which she had fastened
a swing for me when I was a baby.
It was while living at this place
that my brother and I attempted
to build our first swimming tank.
We dammed the small creek that
ran through our place and brought
the water up to ten or twelve
inches deep but our attempts at
bathing were frowned upon by
mother on account of the mud and
dirt that we brought in on our
bodies and our clothes. So we did

. mot get to enjoy it as much as we

had hoped. :

It was here, known as the
Pound place, at the age of 12
that I learned to shoot a shotgun
which happened to be my uncle's
muzzle loader. When all the folks
were away from home my brocher
and I had managed to catch a
cotton-tail rabbit with the help

of our dog by chasing him into
-2 hollow -log and then pulling

him out. We conceived the idea
of tying the rabbit up to the

" clothes pole in the back year and

bringing out my uncle's shotgun
and trying it on him. I got the

. rabbit all right but as my arm

was not long enough to reach
the trigger with the stock-against

my shoulder I put it under my,

arm and the recoil brought the
hammer of the gun back against
my nose with disastrous effect.
I believe 1 shed more blood than
the rabbit. There was still lots
of the day left, however, and we
had just got a taste of shooting
so we got the old powder horn

[¥4]'

and the shot and ']é)apcr for wad-
ding and we loaded up the barrel
that had been discharged and
started out for a squirrel hunt.
That evening we brought in three
squirrels but with each shot I
bloodied my nose. :

The teprimand which we re-
ceived from our parents and uncle
when they came home was not
as severe as. we had expected and
I imagine now that our success at

-getting game rather surprised

and caused them to go easy on us.
After that we were often allowed
to take the gun and go hunting.
Shooting a gun became a very
fascinating sport for me and the
following summer I agreed to
work- for a neighboring farmer
for about three months hoeing
corn for an old muzzle loading
shot gun and my board. I stuck
to the job until I completed my
contract of three months and re-
ceived my shotgun. 1 was very
proud of it but always felt that I
had been taken advangate of in
the time I was required to work
for it. Twenty-five cents a day
was the wage for a boy of my age
working on a farm hoeing corn
or raking hay or whatever a boy
might do. It was not easy to pro-
cure - work even at twenty-five
cents per day. :

On the Pound place we had
about forty acres which was con-
siderably more ground than we
had tackled before. Father's busi-
ness had grown quite rapidly and
my uncle was living with us on
the farm and while father was
gone uncle managed the farm.,

I was getting to the age when
I could be of considerable help
around the farm and had to do

‘quite a lot of hoeing and other

arm work. The hoeing was the
thing that I seemed to dislike
most. We had quite a large garden
patch right along the road where
Fcoplc would drive by and often

would be working in that gar-
den on real hot days after school
or on Saturdays and would see
some of my boy friends drive by
in a buggy or go riding a horse.
I remember well when the
thought came to me one day
while hoeing in this garden that
I was not going to pursue the
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farming business, but "get into
something where I'would not have
to hoe corn on such hot days. I
realize now that right then my
character and disposition were
being formed and that this ap-
Earcnt hardship was a blessin

ecause it made me begin to think.
Had I been riding Lorseback or
in a buggy along the road as
soine of my boy friends ‘were I
would not have been forced to
think and I might have still been
enjoying the Missouri farm life.
And there might not have been
a Jantzen Swimming Suit.

From the Pound place we
moved to the Warren Ogle place
which was about a mile from the
town of Purdin. The house was

a large log house, a very common

kind of construction in those days.
I have a number of interesting
memories of that place. One of
the outstanding memories I have
was the narrow escape.from a
cyclone we had there. We had a
cyclone cellar but the storm came
so suddenly that we weré not
able to gétinto it. I do not remem-
ber now how we were surprised
by thestorm coming upso quickly,
as one could usually se¢ them
coming in plenty of time. How-
ever, when the blow started we
weré zll in the house includin
father. Trees were uprooted ang
carried out of our yard and others
were strewn over theyard thatcame
from we did not- know where.
A large straw stack that was in
back of our house was blown
away. Even our chickens and pigs
were blown off the farm. Some
of the pigs were recovered miles
away. Our. house was moved on
its foundations although it. had
been pinned down to its founda-
tions, as is the custom in Missouri.
In that year the great St. Louis
cyclone and the great Kirksville,
Iowa cyclone occurred.
(Continued in next issue)

Excellénce in art, however ex-
pressed by genius, taste or the gift
of heaven, may be acquired.—Sir
Joshua Reynolds. '

Trifles make perfection but per-
fection is no trifle.—Moichael An-
gelo.

- Lure of the Wild Waves

Will Rogers, writing for ' Amer-
ica’s Humor,"' has p%anncd some
attractions to ‘'‘Glorify the Ol
‘Swimmin’ Hole.”” These are some
of his ideas, if not his exact ex-
pressions. , :

Sand and waves should be hauled
to the city, so that tired business
men can lunch in the coolness of
a speed suit. The sand is to be of
_sufgcicnt depth to entirely cover
the irregularities of any imperfect
'48; waves are immaterial—the
atmosphere’s the thing. .

A club house should be erected
on the shore, bearing some

aquatic name, such as ''SPLASH-’

IN—A LOW DIVE." Each mem-
ber of the club will have his Pri-
vate Locker {corkscrew included).
Life lines will be run from the
club house to the beach, that fre-
quent visitors to the Lockers can
be guided accordingly.
here should be wide verandas
where guests may lunch dishabille,
and sun rooms where those who
so desire. will receive a good tan-
ning. :
Many luxurious accessories are
roposed, such as striped Beach
mbrellas, Honolulu, or other
mahogany-tinted Life Guards,

Smelling Salts and other restora-

tives. The latter are to be used by
the M. T. Life Guard for the re-

vival of such swirimers as are "

overcome by recognizing other
swimmers under the former.

A Department of Psychology
might also be formed, for, as Mr:
Rogers suggests, it takes a bathing
suit to bring out the best or worst
of a man. ' '

HasMr. Rogersheard of the Jant-
zen Pool at Hayden Island?

9] Waste

May Trappe: ““Doctor, you remember
you recommended golf to take my trind off
my worke” .

Doctor: **Yes,'

May Trappe: "Well, can you prescribe
something now to get'it back again?"

Voice over the phone: "'Is Mike Howe
there?"” ’ ’

At the other end of the wire: *'What do
.you think this is—the stockyards?"’

.[15]

“Can I interest you in automobile
insurance?” :

“I haven’t an automobile on my

lace."

“Well—er—what of that? You have .
burglar insurancé, I presume, and yet
you”ha.ve no burglars on your prem-
ises.

A stout woman drove up to a service
station. :

“I want two quarts of oil,” she said.
“What kind, heavy?'’ asked the at-
tendant. . .
“Say, young man, don't get fresh,"”

was the indignant reply.

" Tourist (in village store)—"Whaddy’
got in the shape of automobile tires?”

Saleslady—'‘Funeral wreaths, life
preservers, invalid cushions and dough-
nuts.”

Visiting Minister — “Young man,
this world is full of trials.”

Convict—"'] don't care about trials.
It's the verdict that bothers me.”

City Chap—*'Is that bull safe?”
Farmer—*A darned sight safer than

“you are right now.”’

Teacher—''"What's average, John-
nie?"’

Johnnie—''Some to lay eggs on.”’

Teacher (puzzled)—'‘What makes
you say that?"

Johnnie—''Mother says our hens lay
six dozen eggs a week on an average.

Pat stopped to read a sign in front
of Max Goldstein’s place. o

“Ladies’ Ready-to-Wear :Clothing."”

“Shure, an’ it's about time,” mused
Pat as he walked on.— Universal Wind-
ings.

Heard on Third and Burnside. A
Lincoln singing, “Me and My Shadow"
to a Ford. . .

Pat's Wife—*‘Shure, and my man has
a hard time of it. He works all winter
in - the mines in Alaska, and fires.a
steam roller in the summer."”’

Mike's Wife—'""Tis true, but -think
of the poor moth, who works in fur in
the summer and a Jantzen in. the
winter.”’

Minnehaha (teaching friend to swim)—
“‘Kick with your hind feet, too."”’

A real estate salestnan of Arizona had
just finished describing the glorious op-
portunities of that part of the country. "All
Arizona needs to become the garden spot
of the world,"” he said, 'is good people and
water.”’ i :

“Huh!"" replied the prospect. ‘'That’s all
hell needs."
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A very interesting phenomenon
of nature was witnessed by me
and I believe both my brothers.
One day we started for a swim in
a pond that was a few hundred
yards from our house and as we
approached it we noticed a. large
green-head bull frog, a variety
of edible frog, and behind the
frog was a very large garter snake,
one that was three and a half or
four feet long.- The snake’s head
was perhaps a foot away from
the f?og when we first noticed
them. We saw that the snake was
after the frog and we sat down
near by to see what would happen,
being careful of course to stay
far enough away and out of sight
of the snake and frog. We sat for
quite a long while and without
any perceptible motion the snake
gradually crept closer and closer
to the frog. Finally the nose of
the snake apparently touched the
joint of the frog's hind leg that
protruded in back of the frog.
He held this position for quite a
long time but finally his mouth
opened slowly and gradually he

ushed it upon the joint of the

rog's leg. The frog moved slight-
ly several times a%parcntly as
though he felt something tickling
him then finally the frog attempt-
ed to make a leap but the snake’s
teeth were already set and when
the frog leaped it was too late,
for the snake had caught him
securely. The frog after a brief
struggle laid out flat on the mud
bank of the pond and allowed the
snake to slowly swallow him.
The snake’s mouth seemed to un-
joint at the hinges and stretch
over that large frog that was
several times as big around as he
was. We watchéd them until the
snake had swallowed everything
but one hind foot of the frog, the
hind foot stuck out because the
snake swallowed one hind leg
first which left the other-to go
down after the body of the frog.
We then killed the snake and ex-
tracted the frog and turned him
loose. Heseemed tobe all right out-
side of.a slightly skinned hind leg

caused by the snake’s tecth when
the frog made his first struggle.
With"a croak he jumped into the
water and dove out of sight. The
snake was in no fit condition
to eat more frogs after we got
through with him.

All of us boys learned to swim
in these ponds without any in-
struction whatsoever. I remember
distinctly several narrow escapes
from drowning before I learned
to swim. One time I started across
a water hole in a small creek
which I did not think was very
deep. My brother, Roy, was di-
rectly behind me with his hands
on my shoulders. I waded until
the water was up to my shoulders
and then slipped off into deep
water over.my head. I had made
some attempts at swimming but
could not say that I knew how
to swim but as the distance was
probably not more than two or
three feet to cross over to where
I could wade by struggling, some
way I made it, butI can see now
how easily we both could have
been drowned. While living at
this place and while I was about
fourteen years old Mr. W. C.
Dodson, a brother of Mr. John
R. Dodson, the Treasurer of our
Company, his wife and son Harry
and daughter Louise moved to
Purdin, Missouri, from Quincy,
llinojs. Mr. Dodson went into
the drug business with a Mr.
Campman in Purdin. Harry Dod-
son was the first boy from a city
thatThad ever met. His manner and
point of view was entertaining
and attractive to me. He was tall
and slim and was fully as large
as I although nearly two years
younger. He was evidently at-
tracted to me also for we imme-
diately became very close friends
and remained so until his death
in Portland, Oregon, about ten
years later.

I had an old 22 Flobert rifle
which took his eye and he had
an Ingersoll watch which looked
good to me so we made a trade.
Although I am ashamed to admit

(4]

it I did not carry the watch many

days when I had to see the works.
The watch never worked after
that and Harry felt so badly about
it that he traded back with me.
I do not remember the details of
the transaction now but it must
have been a great imposition on
him. However, I am sure that he
got a great deal of pleasure out
of the gun just the same as he
used to spend every possible spare
moment with us out hunting.
We used to find great difficulty
in raking up fifteen cents to buy
a box of cartridges and he seemed
able to get the fifteen cents more
easily and would often come out
with several boxes of cartridges.
Life was a great joy those days.

I have not said anything about

my school life but think I must .

mention a few incidents. I liked
geography ard mathematics best.
of my studies. I remember having
teachers comﬁlimcnt me on my
work in arithmetic and also in
composition and on the cartoons
I loved to draw of current school
events. I remember receiving only
one thrashing from a school teach-
er and while I am sure that many
times I deserved a thrashing, this
particular time I did not, as I was
accused of something I did not do.
At that time there was a 'woman
teacher and she was carrying on
a crusade against swearing among
the pupils. As I never used pro-
fane language 1 felt extremely
chagrined to say the least at
having received a thrashing on
account of a réport by one of the
pupils that I had used bad lan-
guage on the way home from
school. I was not even given a

" chance to plead my case, but was

thrashed and told that I knew

“what it was for. I have long since

forgiven the teacher for it be-
cause she did have an unruly lot
of farmer boys to handle and a few
thrashings perhaps would be a
good example to the others. I
was never much for fighting but
of course had a few scraps like
all boys in country schools have.

(Continned in next issne.)
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Will Reedy, now a minister in
Long Beach, California, was one
of the boys with whom I had a
scrap as a boy. The scrap was not
about anything but was just
worked up between us by some of
the older boys. One of the older
Eupils, in the school I attended in

urdin, graduated there and went
to high school. He afterwards
studied penmanship and came
back to teach this subject in
Purdin.. Father sent my brother,
Roy, and me to him for lessons.
Since I have been in Portland I
have met him through his having
seen an article in the paper which
mentioned my name. He lives in
Seattle and is Pacific Coast Man-
ager for the Western Auto Supply

Company. His name is Orville

Pound.

It was while living on the farm’

of Orville Pound’s uncle that I
found two tiny young squirrels in
a nest early in the spring and took

"them home to raise. They were

nearly frozen because the mother
squirre]l had been mistaken for a
young one and shot, as per the
customary way to treat young
squirrels that feed on the elm buds
early in the spring. The squirrels
were so tiny and young that they
did not have their eyes open and
when I discovered them there was

- almost no life left in them. I put

them in my pocket to warm them,
and took them home, and put
them with some young kittens
that were apparently about the
same age as the squirrels. When
the mother cat came back to her
kittens, we youngsters watched
very carefully to see what she
would do. To our surprise she got
in and licked the squirrels and the
kittens just the same as though
they were all her kittens, and with
great delight we watched the
young squirrels help themselves
as though they were being fed by
their own mother squirrel. In a
few days one of the squirrels died,
as he never quite got over his

chill, but the other one grew very
rapidly and romped and played
with the kittens and the mother
cat as though he were a kitten.
He seemed to develop more rapidly
than the kittens and soon got so
he could boss the cat family as
he liked.

When I-found these squirtels
they had been bob tailed, by some
other squirrel I imagine. It is
something I had never seen or
heard of before but their tails
seemed to have been freshly bitten
off so that only about a third of
their tails remained. On account
of the bob tail we called our

little pet squirrel *‘Bob.'" Soon’

after we brought the squirrels
home the old mother cat brought
home a bird which she had killed
for her kittens. When we saw
her bring it in to the kittens we
watched with interest to s=e what
the squirrelswould do, and to our
amazement the squirrels were
first to grab the bird and start
tearing it to pieces, and shortly
had dug into it and started eating
the heart of the bird and licking
up the blood. The kittens, of
course, did their best to get their
share of the fresh meat. It was a
great sur]lgrisc to us to Jearn that
a squirrel would eat fresh meat
and blood. In the wild state I do
not believe the squirrels in
Missouri molest the birds, as we
have found the squitrels and birds
nesting in the same trees, ap-
parently without interfering with
each other. This squirre]l became
a great pet and quite a curiosity
to the neighbors and to anyone
who saw him. He would jump up
on a person and go through their
pockets to see if they had any-
thing he would like to eat. He
did not seem to be afraid of any-
one and he was always friendly
toward the kittens and seemed to
enjoy romping with them.

On a visit to Purdin a few years
ago I was reminded of an incident
that happened when we were
skating on a pond near our school
house, one c&y during the noon
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hour. Craig Beckett, son of the
president, manager, and principal
owner of the Purdin M:rcantile
Company, a boy about the ags of
my brother Roy, broke through
the rotten ice on which we were
skating and was unable to crawl
back because when he attempted
to take hold and draw himself u
on the ice it would break off, ang
no one could skate near him as it
was only at high speed that one
could skate over the ice. Some of
the pupils had started to the
schoolhouse to get help from the
teacher, and others were frantic-
ally hutrying off the ice, when I
remembered from a former experi-
ence that-ghe ice would hold me
while lying flat down on it, and
in this manner I approached him
and helped him to pull himself
out of the water. I thought
nothing of it at the time, but he
and his family, as well as the
witnesses, always gave me credit
for saving his life. Craig is a
rosperous merchant now and he
ikes to remind me of the time I
pulled him out of the ice water,
and I am glad I happened to think
of a way to do it. ,

Sometime before I was fifteen
years old we moved to the Phillips
lace, about three miles from Pur-
in, where we had a fifty acre
farm. My uncle had gone to St.
Louis about two years before and
we boys were left at home to run
the farm when father was at his
business. When I was about fifteen
years old and my brother Roy
thirteen, and Harry eleven, we
took care of this fifty acre farm
consisting of about forty acres in
corn and the rest in pasture and
garden.

(Continued in next issue.)

Patience is a necessary ingre-
dient of success.—Disraeli.

Perhaps the germ of great
achievement slumbers on in your
heart because you are—contented!

—Abbotr.




- -Hz'star)/ of tbe]antzen '01/

ganization

Part IV Autobiography

We had been left to man-
age our affairs so much of our
lives that we had learned a great
many things youngsters of our
agcs did not usually know. If any
of the farm implements were
broken or out of order there was
nothing to do but fix them our-
selves. We had no telephone and
had not even seen one until we
moved to the Phillips farm in the
spring of 1goo, therefore when
anything went wrong we could
not go to the telephone and call
up but had to devise some way of
fixing it. If a horse was sick we
had to doctor it, and sometimes
broken parts of farm machinery
gave us real problems, but we
usually devised some way of re-
pairing it. We planted, cultivated
and harvested a crop of corn prac-
tically without assistance and it
was not such a bad one either.

It was when my two brothers
and I, with a neighbor boy by the
name of Ernie Couch, were swim-
ming in a large swimming hole in
Locust Creek near Purdin, that
the Couch boy, who could not
swim, got beyond his depth and
was drowning. Something had to
be done at once, but there were
no sticks or ropes or anything
with which we could reach bim,
and none of us were good
enough swimmers to rescue %lim,
so we made a2 human chain, my
younger brother holding on to the
roots of a tree where he could
wade, with Roy next and myself
on the end of the line where I
could barely reach the Couch boy.
I no sooner got him by the hand
than he drew himself right on

top of me pushing me under the’

water and squeezing me so tightly
that I could not breathe, but the
chain hung together and we were
pulled to the shore. The Couch
boy was not yet unconscious but
very weak and frightened.
- Icannowsee that responsibility
while young had taught me to act
quickly in emergencies, although

l

By J. A. ZruNTBAUER, Presidens

at the time it seetned such an
obvious thing to do that I thought
nothing of it, notwithstanding 1
came so near to losing my life
and was so badly frighteneg that
I do not believe I have told my
mother the details of the incident
to this day.

. When I was about eight years
old my father had taken me with
him on a trip t6 St. Louis and
later my uncle, who lived there,
visited us. After he returned to
St. Louis he often wrote about the
city and sent us presents, among
which was a new breech loading
shot gun. These associations with
the big city of St. Louis, about
one hundred and fifty miles away,
had given me a desire to leave the
farm and go to the city and I had
worked up a determination to
manage it some way sometime.
It was through my friendship
with Harry Dodson that my op-
portunity came. He went to Den-
ver to live with his grandmother
and attend school there. He con-

. tinually coaxed me to come to

Denver and I kept at my parents
until they agreed to let me go.

It was difficult for me to find-

enough money to buy clothes and
a ticket and have a few dollars
left when I reached Denver. My
father had re-established his busi-
ness in Purdin-—mostly on bor-

. rowed money and credit—but his

reputation for honesty and relia-
bility was very high among his
business associates and through-
out ‘the community, and it was
this reputation that ehabled him
to get started in business again.
It was necessary for him to put

" the profits back into the business,

to pay his debts arid to use
as little of his money as possible
for living expenses. On the farm
we raised almost everything we
ate and usually sold enough pro-
ducts from the farm to buy our
clothing, and while good food
was plentiful and clothing suffi-
cient’ in our house, money was
scarce. Therefore, I did not ask
for any more money to take along
with me than was necessary. My
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uncle had returned home from
St. Louis ard he volunteered to
give $20.00 toward the pot I was
striving to get for the journey.
I do not remember the exact sum

‘I had in my pocket when I

reached Denver but I am sure it
was less than $25.00, and while
I never wrote home for tmoney,
Father and Mother did send me a
few dollars from time to time,
although never more than $5.00
at any one time. When the time
came for me to leave I was torn
between a great desire to go and a
terrible feeling at the thought of
leaving home, for we were a
happy family and enjoyed one
another’s company. Finally the
old gray mare was hitched up to
the cart and Father and I started
off for the station of Laredo,
where I boarded the train for
Denver. As a_ parting favor the
old dog treed a squirrel right
near the house just as the cart was
waiting for me. My brother went
in and brought out the gun to ine
and said, "‘Here, you shoot it, it
will be the last one you will get
for quite a while,”” so I circled
around the tree until I sighted the
squirrel and got him. This was
quite a parting treat, as shooting
was my greatest pleasure.

I got the greatest thrill out of
the train nide from Purdin to
Denver I have ever gotten out of
any ride. It was a great experience
to ride over the great expanse of
prairie and alfalfa fields and some
sage brush country that was be-
tween Purdin and Denver. Shortly
before we arrived in Denver a
large, good-natured man spoke to
me and asked me where I was
going. He took notice, of course,
that 1 was a boy from the country
and alone. I did not visit the din-
ing-car as I had enough lunch to
carry me through and had stayed
in my seat throughout the entire
journey, and I do not think any-
one else spoke to me. I told him
where I came from and where 1
was going and he warned me that
the city would offer many temp-

(Continued on page 5 )
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The Jantzen Swimming Association

Presents Objectives

By Jorx 8. Crour

First of all, the Jant-
zen Swimming Associa-
tion of America wishes
to thank Janrzen Y arwns
for the privilege of tell-
ing the story of the
Association work. It has
frequently seemed that
only a vague indistinct
idea has prevailed concerning the
Association.

Before going into the organiza-
tion details, it might be well to
consider some of the problems
facing the swimming industry.
While swimming as a sport is
increasing in popularity every
year, streatns, beaches, and.lakes
available for swimming are being
polluted by the inroads of civiliza-
tion. Consequently, more and
more, it is necessary for the swim-
mer to turn to artificial pools for
his recreation. However, there is
a stubborn prejudice against pools
existing in certain communities.
This prejudice is based on the fact
that old pools were germ catriers.
But 2 modern pool is an outstand-
ing triumph of American sanita-
tion efforts. No germ or bactetia
can exist in pool water equipped
with up-to-date filtration and
sterilization apparatus.

Therefore, if the growth of
swimming is to continue, it is
essential that the old pools be
cleaned and sanitary equipment
installed. It is also essential that
the true facts concerning modern
pools be told to the public.

In order to accemplish this, the
"Jantzen Swimming Association
was formed. Other duties were

iven it until its objects have
gecomc threefold, namely:

a. To raise the standards of
sanitation of pools.

b. To promote greater interest
in swimming among the public.

c. To assist infproviding swim-
ming facilities for comimunities
now lacking them.

The Association is sponsored
by a group of manufacturers in-

terested in the develop-
ment of swimming.

Membership in the
Association can ‘be ob-
tained without fee by
any pool, provided only
that the sanitary con-
dition of the pool shall
equal the sanitary stand-
ards of the Association. .

Realizing that it is necessary
to give your members something
if membership is to be of value,
and realizing further that the
sponsors are entitled to a return,
the Association is now outlining
a permanent program of con-
structive activity.

. During the ensuing year, effort
is to be concentrated on four
major activities:

1. The establishment of a ser-
vice department which will supply
members with facts relative to
constructing, financing, operating,
oradministrating swimming pools.

2. The promotion and execution
of “‘Learn to Swim Weeks'’ in the
principal cities of the country
throughout the entire summer.

3. i campaign for new mem-
bers.

4. A campaign directed to non-
members urging upon them the
necessity for modern sanitation. -

The Association frankly admits
that successful accomplishment of
its objectives will result in greater
profits to its sponsors.

However, it goes further and
emphasizes the fact that it is
unique in industrial history in
that it contributes greatly to the
welfare of humanity by encourag-
ing partic?ation in and providing
facilities for that most beneficial
and healthful of sports—swim-
ming.

LEARN TO SWIM .

" Yes, it's possible to go to the
beach and lounge around and get

out into the water and still not-

swim.
Yes, you can go with a party to
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a pool and play around in the
shallow end and have a good time.

But really, isn’t it sort of silly?

Wouldn't you rather be with
the crowd who dive off the board
and who go fearlessly out into
the eight foot level? And doesn’t
it make you mad to sec that lictle
sap whom you never liked, go
swimming confidently along every
place while you stay where it's
not over four feet?

Yes, it is silly.

Especially when swimming is
the one sport where the element
helps you. It’s the one sport which
once learned is mever forgotten.
It's the one sport in which men
and women engage on an equal
basis. It's the only sport in which
we can indulge from the time we
are three years old until we are
seventy. - :

It's the only exercise combining
the faculty of reducing surplus an
equally well building the weak
spots. It's the only exercise which
causes practically all of the mus-
cles to function.

Why delay? Start learning today
and give your old crowd a sur-
prise next summer.

Learning to swim is one move
you'll never regret.

HISTORY OF THE JANTZEN
ORGANIZATION

(Continued from page 4)

tations, but said I should remem-
ber the teachings of my parents
and to continue to associate with
people like them and not acquire
any bad habits. He also told me
that the city offered many oppor-
tunities and that by honesty,
hard work, and perseverance I
could make a success in the city.
We said good-bye and I have
never seeni ot heard of him again.
I would like very much to see
that man again and to thank him
for his kind words and advice, for
I am sure, simpleas it was, that it
did me good. Itcameat the psycho-
logical moment to do me good;
it was corroboration of what I
had been told by my parents.

(Continned in nest issue.)

DEc 192




crel T

(EXPOLT)

- History of the Jantzen Organization

" By ]. A. ZeANTBAUER, President

Part V, Aurobiography

I was just 15 years old when 1
landed in Denver and I had had
only a poor country school edu-
cation. I was fond of reading and
I believe I got more out of school
than most of my associates, for I
remember on two occasions that
teachers asked me what I was
studying for and what I intended
to do when I grew up. My last
teacher, Miss Wanless, asked me
what I was studying for and when
I wanted to know the reason for
her asking she said that I took
such an unusual interest in my
studies that she thought I must
have some particular purpose in
view. I remember telling her that
I did not know what I wanted to
do excepting that I wanted to do
something besides farming and
that I wanted to go to a large
city. Therefore, when I landed in
Denver, I had realized my imme-
diate great ambition. Harry Dod-
son went to school and I would
like to have gone to school in
Denver also but could not because
I had to work. Harry's father was
not yet in Denver but was still
runping the store in Purdin, but
his mother and grandmother were
there and I lived with them. They
could not afford to keep me unless
I could contribute someéthing to-

wards the living expenses of the.

family, so I started out to hunt a
job. I had an uncle and aunt and
several cousins who lived in Den-
ver but I did not know them as
well as I knew Harry Dodson
and, although my uncle begged
me to live with them, I preferred
to live with Harry and did so.
My cousin, George Rentfrow,
knowing that I was looking for a
job asked me to come down to his
office and apply for work, which
I did, but could not get in. I then
went with him to a printing shop
where I did get a job delivering.
I stayed with this job for a few
weeks until there was an opening
in the shop where my cousin
worked, the Denver Hotel Bulle-

tin. They printed a newspaper
and also practically all the bill of
fares for all of the hotels in Den-
ver. My salary was $2.50 2 week
and after two or three weeks I
figured that I had learned the job
pretty well and I asked for a raise
and got my salary raised to $3.00.
I was used to hard work on the
farm and I dug into this work
with all my might and I evidently
gave satisfaction as I often got
raises and plenty of praise. I soon
saved up enough money to buy a
second-hand ladies' bicycle which
Harry and I used to ride out into
the country on Sundays and holi-
days hunting for rattlesnakes and
jack rabbits with a 22 revolver,
which he owned. We also had a
hobby of climbing mountains and
we oftenrode out to the mountains
from Denver, two of us on one bi-
cycle that had but one saddle.

- In the spring of 1go1, Harry's
father got a job in Portland,
Oregon, and he came through Den-
ver on the way to Portland and
said that he would send for his
family as soon as he got located
and accumulated enough money
to pay the fares,and in May 1901
we left Denver for Portland, Ore-
gon.Ihad not accumulated enough
money to pay my fare, but Mr.
and Mrs. Dodson were kind
enough to advance the money to
pay it, which was $25.00 plus
meals on the dining car, on the
way. This was my first experience
of eating on the dining car.

" Harry and T had read everything
we could get hold of about Port-
land and Oregon, and we expected
to see Indians and wild animals
thick out here in Oregon. The
spring must have been late in
Denver, as- the buds were just
beginning to grow when we left
and when we arrived in Portland
all the trees were in full leaf and
Portland was a beautiful sight to
our eyes. There weré no clear
streams of water in Missouri and
none close around Denver, with
which we came in contact while
we were there, and the Columbia

[I?.j o

and Willamette rivers and tribu-
taties that we saw on the way in
were so clear and beautiful that
they tmpressed us most favorably.
The Cascade mountains with their
luxurious foliage seemed so much
more. beautiful than the Rocky
mountains that have so little
foliage.

I had been so busy in Denver
trying to learn everything about
my work and about a big city
that I had not had time to get so
very homesick although I longed
for home many a time. The first
few weeks, however, after landing
in Portland, I suffered a great deal
from homesickness. It seemed so
very far away from home and
although Mr. and Mrs. Dodson
were extremely kind to me I felt
that I could not earn enough to
quite cPiay my way and that I was
a burden to them, and this, of
course, helped to make me feel
mote homesick, but just the same
Istruck out to hunt a job the next
day after we arrived in Portland,

and I found a sign ina window,

“Boy Wanted,”” at 150 Third
Street, the Luke Knitting Com-
pany. I went in to inquire about
it and was given a job learning to
run a knitting machine making
waolen socks and stockings at
$3.00 per week. I was supposed to
work the first week for nothing
but I made such rapid progress
that Mr. Luke paid me for the
first week’s work. This job was
not a very enviable one from the
standpoint of most boys, as Mr.
Luke told me that he had great
difficulty in getting boys to stay
with him. Two or three- others
were hired at the same time I was
and none of them were there over
two weeks, so it was not so much
luck to get a job right away as it
was luck tobeabletohangon toit.

Mr. Luke ran a retail store
handling all kinds of work gloves
and dress gloves, knitted under-
wear, sweaters and hosiery, There
wete two of us working on the
hosiery machines, one on the

(Continued on page 18)
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You may think Mr. Paget was flustered
when he wrote his first plea for past due
payment—but results show he was calm
and collected. :

* %k ok R ok ok

-Dorothy H. (very inéignantly): “'Have
you no chivalry?”’

-Howard W.: "'No Dordthy, I traded it
- in on a Chrysler."

*x % kX kx k Xk

Joey V. (on board 8.S. Malolo): "'I'd like
to see the Captain.”’ .

First Mate: ""He's forward, Miss."

J. V.: “I'm not afraid, I've been out
with traveling salesmen.”

machine told me one day that he
was going to have one of those
“*swell"” pairs of gloves before he
left the place. He said he had been
trying to swipe a pair for quite
some time but he believed now
that he had found out a way to do
it. I told Mr. Luke what had béen
said and he immediately let the
boy go. He told me that he was
not a very good knitter anyway
but he did not want a boy around
him that he could not trust.

UNLOADING JANTZENS FROM LIGHTER IN HARBOR OF BUENOS AIRES.

~ A NEW USE FOR A JANTZEN

“‘How's the boy getting along at
college?'

“Fine! he's taken up swimming now.
In his last letter he says he spends all of
his time at Kelly pool."’

* ok ok ok k&

Waiter: 'And what will you have?
Some honeymoon salad?"’

""And what is that, please?”

Waiter: “‘Just lettuce alope.”

Ak ok kK ) a*

Mae Trappe: It's snowing and sleeting
and I'd like to buy some chains for my tires.

‘Grocer: I'm sorry, we keep only gro-
ceries.

M. T.: How annoying! I understood this
was a chain store.

History of the Jantzen Organization
(Continsied from page 12)
sweater machine and one on the
same machine that made under-

wear. The young fellow that was
working with me on the hosiery

Within a few weeks I became
quite expert in runnirg these sock
machines and one day I made 45
pairs which he said was the record,
as 36 pairs were the most that had
ever been made before in his-sho
in one day by any one person.
had accomplished this increase in.
Froduction by the invention of a
ittle cam which prevented drop
stitches at high speed. This accom-
plishment pleased Mr. Luke so
much that he gave me a gold
watch and chain as a present for
the invention.

Mr. Luke's head man and
assistant, Mr. William Blohm,
used to trim windows once a
week at night and I asked him if
I could come down and help him
trim windows as I would like to
learn how. He secemed surprised
that I would ask to come and help

trim windows at night without
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pay and he was glad to accept my
assistance.” He soon taught me
how to do the job to his satisfac-
tion and soon got so he would let
me do practically all of it and,
although it was a very hard job,
I enjoyed it very much. I then
asked Mr. Luke if I could come
down Saturday nights and wait
on trade as I would like to learn
how to sell merchandise. I offered
my services without extra pay and
they were accepted.

I had started going to night
school at the Y. M. C. A. and
along with ' spelling, writing,
commercial correspondence, Eng-
lish and mathematics I took a
course in salesmanship, and I was
anxious to get the practical ex-
perience. I worked like a Trojan
and I seemed to give them satis-
faction in trimming windows and
selling merchandise Saturday
nights until 1o and 11 o’clock, as
well as in knitting, and almost
every month I would get a small
raise and words of encouragement.

I soon learned to do everything

there was to be done around the
store, including running all the
knitting machines, waiting .on
customers, trimming windows and
going to the wholesale house for
new supplies. I got acquainted
with several heads of depart-
ments in Fleischner-Mayer & Com-
pany and longed to get into a big
wholesale house like Fleischner
Mayer & Company’s store, where
I felt-I could learn still more about
business and c?ccially the whole-
sale selling end.
. Coming from the farm and being
used to fresh air and outdoor work,
then going into a knitting factory,
working all day, going to school
four nights a week and working
Saturday nights uatil 1o or 1x
o'clock ‘was too much for me and,
after about two years of this I
could tell that it was injuring my
hedlth. The doctor advised me to
get some outside work or take a
vacation and, as I regarded my
health as more than anything else
in the world, I made arrangements
to get a vacation and go to Hood
River where I stayed for five
months, during one whole spring
and. summer. ' :

(Continued in next issue)
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By J. A. ZeunNTBAUER, President

By this time my folks had sold
their belongings in Missouri and
moved to Portland. My brother
Roy was working in a wholesale
house and attending night school,
and my brother Harry and my
sister Minerva were attending
grammar school in Portland.

During the summer of 1904, our
entire family, with the exception
of my brother Roy, who stayed at
work on his job, went to Hood
" River where we worked in the
mountains putting in a ditch and
flume to carry lumber from the
mountains down to a mill. My
work was helping a surveyor and
catching trout for the camp in
sEarc moments. Five months in
the mountains put me in excellent
physical condition and incident-
ally I became acquainted with the
Preggefamily and later on through
Emma Pregge, who is now Mrs.
Carl Jantzen, I met Mr. Carl
Jantzen. My experience in the
mountains was so delightful that
from that time on until I was
married in 1910 I spent all my
vacations in the Hood River val-
ley and the surrounding moun-
tains. During these visits I became
very well acquainted with Mr.
Carl Jantzen. One summer eve-
ning Mr. Alfred Cormack and I
attended a party at the Pregge
farm home, where I came in con-
tact with Mr. Jantzen for the first
time at a social party. Mr. Cor-
mack remarked to me while we
were on the way home that he
considered, ‘‘that Carl Jantzen a
very clever fellow.”” I was think-
ing the very same thing about
him; I liked him better each time
I saw him.

In 1904 I came back from my
long vacation and got a job with
the wholesale dry-goods firm of
Fleischner - Mayer & Company
where I worked for five years. I
was very anxious to go to work
for this firm and when I was
offered a job as trucker boy I
accepted it without asking how
much the salaty was. At the end

of the month I found my salary
was $22.50 per month, which was
coasiderably less than I had been
earning in the mountains and less
than 1 had been earning at the
Luke Knitting Company, but it
was the oEportunity to learn and
advance that attracted me and I
was satisfied. My job was to take
a roller truck and gather up mer-
chandise in all the different de-
partments for delivery to the
billing department for billing. I
worked with all my might and
tried to learn everything about the

business as I worked. I was one of

three or four boys doing this work.
It was the practice of the boys to
stand around and talk and play
when there was no work for them
to do. Instead of employing my
time in this manner, I assisted the
clerks who laid up the merchan-
dise in order ready for billing.
Isoon learned to do this work and
was often given the job of helping.

It was not long until promotion’

to this work came. :

In the meantime I had asked to
be transferred to the hosiery de-

artment and I was given the job.

he manager of the billing de-
partment objected to letting me
go but finally when the head of
the hosiery department agreed to
allow me to come back in emer-
gencies I was transferred. I had to
start at the bottom again here;
my work was principally opening
cases and putting away stock.
Occasionally I was permitted to
wait on some small customer. I
worked so hard that the depart-
ment head once said that I could
put away more merchandise than
anytwomen hehad everhad.Italso
pleased me when the next highest
man in the department called me
the bricklayer because he said I
stacked the boxes so neatly that
I must have had experience in
laying bricks.

I always made an effort to
please my supervisors and this
meant hard work and study. The
study of salesmanship interested
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me and I was very anxious to Erac—
tice it as much as possible. Everi
though I did not wait on custo-
mers I made an effort to learn their
names, their businesses, and loca-
tions, when they came into the
department. The head salesman
would often call me to ask where
certain merchandise was and about
prices, etc., as I made a special
effort to remember where every-
thing in the department was. It
was the custom of this head sales-
man to call me immediately when
one of our largest buyers, who
bought for four stores, would
come in to buy as he was always
impatient and wanted to get
through quickly. So I was kept
close at hand to answer all ques-
tions he might ask as to whether
we had certain merchandise in
stock. One day when this inan
came in he asked the floorwalker
who brought him up from the
office to allow me to wait on him
as I knew more about the stock
than anyone else. This was my
great opportunity and I must have
given him satisfaction as he
always insisted on having me
wait on him thereafter. This inci-
dent brought me to the attention
of the management and also
aroused a great deal of jealousy
among the other salesmen in my
department. I was always friendly
with all of the men, however, and
did my best to conceal my elation
over my success and to make light
of it to them, and, in this way,
avoided any serious trouble.
Another incident which brought
me to the attention of the manage-
ment occurred one Saturday after-
noon when the carpenters were
doing work in our department and
someone had to be in the depart-
ment until they left in the evening.
I volunteered to stay in place of
the head of the department who
had intended to stay, and he
appreciated it so much that he
mentioned it to the manager, Mr.
Sam Simon, who came up to me
(Coutinued on page 15)



Breece drove up to Portland and
paid us a visit before returning
to his territory.
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Miss Mamie Jensen of the In-
spection Department is now Mrs.
Wm. Birchfield. The wedding
which was very much of a sur-

prise occurred on March 4.
The wedding of Miss Madalyn

King and Mr. Frank Hudziak,

occurred Saturday, March 23.
Mrs. Hudziak is a2 member of the
Trimming Department.

Miss Mildred Stahl, of the
Final Inspection Department, also
became a bride just lately. She
was married to Mr. Louis J.
Domkee, on Saturday, April 20.

Members of the Marking De-
partment are very glad to welcome
back Mrs. Madalien Shea who
has been ill for several days.

Miss Annie Damico left Thurs-
day evening; March 18, for Fernie,
British Columbia, Canada, where
she will visit with her parents for
three or four months. She has
been a faithful member of the
Marking Department and is missed
by us all.

factory News

The knitters seem to have a new
slogan:
ONE NEW FORD CALLS FOR
. ANOTHER
Emery Gluth has a new roadster.

Howard Clark has a new coupe. -

Otto Sorensen has a sport
roadster. '

Alex Smith has a sport roadster
with a rumble seat. '

Henry Wiebold has a sedan.

Wm. Stubbs has a roadster.

Andy Wiebold has a sedan.

Jake Smith is driving a new
Chevrolet roadster.

We are very sorry to lose the
services of Roberta Cosgrove, who
was formerly a member of the
Cutting ‘Department.

The Yarns wishes to offer sym-
pathy to Mrs. Marie Ray, upon

the death of her mother who died

April 24.

Our symFathy also goes to Miss
Elsie Bradley, whose father died
just recently. :

Mrs. Pear] Sicord, of the Trim-
ming Department, has returned to
work after having her tonsils
removed.

Mrs. Lulu Arthur has returned
to her place in the Trimming
Department after an absence of
several weeks, due to goitre
trouble.

The Yarns is very glad to report
that Mrs. Hattie Vollmar’s hus-
band is improving and home from
the hospital. ‘Mrs. Vollman is a
member of the Trimming De-
partment. :

JANTZEN HISTORY
(Continued from page 12)
the following Monday and told
me he appreciated my attitude
toward my work very much, that
he was_going to give me a $10.00
raise starting next pay day, and
that if I would continue just as I
was going I would advance very
rapidly in my position. Shortly
after this, Mr. Harris, themanager
of the department, went on a six
weeks’ buying trip to New York
and left me in charge of the de-
partment. I was next to the

youngest man in the department.

and had to conduct myself in a
very diplomatic manner to avoid
arousing jealousy. I am sure I owe
a great deal of my success to my
ability along this line, and what I
possess of my ability is due to the
influence of my mother and father
who have always had the reputa-
tion of being able to get along
with anyone.

People You
Should Know

Miss Carrie
Seufert is the
young lady who
is incharge of our
Small Supplies De-
partment. Miss
Seufert also served
as Librarian until
Miss  Sheridan's
arrival. Miss
Seufert has a ten
year service pin.

CARRIE SEUFERT

[15]

AUTUMN TIME IN AUSTRALIA
 (Comtinued from page 7))
in progress on the Tasman Sea, and we

are told that he can no longer proclaim
that “"He's never been sea-sick.”

BITS OF GOSSIP AND NEWS ITEMS

Misses Amanda and Marie Miller en-
joyed two weeks' vacation in .the Blue
Mountains at Medlow Baths.

Miss Kathleen Smith, Burroughs Calcu-
lator operator, spent the Easter holidays
at Blackheath, in the Blue Mountains.

Mr. Clifford Francis is very busy per-
forming his new duties as office manager.
To use the real American expression,
"“He's a go-getter,”” and the future will
prove his enthusiasm in putting Jantzen
(Australia) Limited over in Australia.

Miss Lyle Pritchard has recently joined
our office staff in the capacity of typist and
Burrough calculator operator.

Mr. Oldham has asked to be remembered
to all the girls in the Portland office but
I don’t think he really means it. He's just
had a new top put on that car and judging
from telephone calls, etc., he's not too
lonesome 1n Australia, either.

Giris IN Austravrta, Taxe Nortice;
Les Harper has avowed his intention to
remain single for the rest of his natural life.

When Jantzen Swimming Suits were just
becoming introduced onto the Sydney
market, a young lady called on the tele-
phone and was answered by Mr. S. Asprey.
She was seeking information in regard to
the sizing of a Jantzen Swimming Suit.
She told him that at that faoment she was
only half way into the suit and found she
could go no further. Mr. Asprey was heard
toreply, ""Waittill I take another "phone”,
at which he retired to the private office.
We have not yet learned how he settled
the difficulty, as he refuses to give out any
information. .

We are greatly interested in reading the
announcement of our Sydney representative,
Mr. Bissett's engagement to a prominent
Sydney girl, which appeared recently in
the society columns of a Sydney newspaper.
We understand that wedding bells will be
ringing shortly, and we will tell you all
about 1t in the next issue, Congratulacions,
Mr. Bissett.

Mr. Herbert Matthes, Miss Estelle

- White and Miss Marie Miller wish to

thank the Jantzen Kaitting Mills for the
very attractive little service pins. They
feel very proud indeed to have earned this
distinction.

We used to wonder why Mr. Klindworth
sang when he walked the floor. Now we
know.

The pleasures of the country could not
attract Miss White away from Sydney
over the Easter holidays. On two of the
holidays she was seen on the Randwick
Race Course and we heard on good author-
ity that the book-makers are on the verge
of bankruptcy.
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History of the Jantzen Orgcmz'zdtz'on

By J. A. ZeunTBAUER, President

I am sure it was just as easy for
a young man to spend all of his
salary on his clothing and lodging
and entertainment as it is today,
but my determination to save
enough money to get started in
business for myself enabled me to
overcome the temptation to spend
any money that was not abso-
lutely necessary. I budgeted my
income and obligated myself to
make payments on real esrate and
1 livcdp up to the program.

I am sure that all the good in-
tentions and all the hard work and
anything else I might have had
to my credit would not have
enabled me to succeed in getting
started -in the knitting business
had I not succeeded. in saving
enough money, as I had no friends
or relatives in Portland of whom
I could borrow it. -

Among the group of boys about
my age who worked at Fleischner
Mayer & Company when I did,
and with whom I associated more
or less, was one boy who was
very handsome and who used to
wear the best clothes. He spent
all of his money entertaining lady
friends, attending ball games,
theatres and other things at-
tractive to him. His parents were
in comfortable circumstances and
frequently gavehimmoney. Finally
after wandering around from one
concern to another he became un-
trustworthy and found it difficult
to obtain a position, and he has
gone down the ladder until he
cannot gét and hold a position
equal to that he had when a boy.
The funds of his parents have
been exhausted and the last I
heard of him he was in very un-
comfortable circumstances. A few
years ago he made application for
a position with our Company,
which, of course, had to be de-
clined. Another very bright and
promising young man, whose
parents were in comfortable cir-
cumstances, and who was sup-
posed to have a Eull with the man-
agement, has, despite all his ad-

vantages, made almost no progress.
Another young man—very intelli-
gent and pleasant to associate
with—inherited a fortune reputed
to be worth $100,000, but he has
lost practically every bit of it,
although at that time he could see

nothing ahead but ease and lux-

ury for the balance of his life.
And so the list looks as I scan it;
those who had plenty have either
lost it or have made little or no
progress, but a few hard working
young fellows who had nothing
have made by far the best show-
ing. One of the men now owns
and operates a prosperous jobbing
businiess, another has made a
fortune as an investment banker,
and others have responsible posi-
tions with good companies. From
the experience of these men whom

.1 have known it certainly appears

that the young man who starts
with little or nothing has the
best chance of financial success.

During the five year period
while I was cmployccf, by the firm
of Fleischner Mayer & Company,
we had the 1905 World's Fair in
Portland. Many people were pes-
simistic about the Fair and said
the city would be very dead after
it was over. However, the Fair
proved to ‘be a great advertise-
ment for the city and its growth
was accelerated during the Fair
and it continued to grow more
rapidly thereafter than ever before.
In rgo6, San Francisco had an
earthquake and a great fire and
the firm of Fleischner Mayer &
Company, having one of the larg-
est stocks of merchandise on the
Pacific Coast, were in a position
to supply merchandise in a hurry
to the merchants of San Francisco
and those of other sections. During
that year we did 4 large business.

Mr. Theodore Roosevelt was
President of the United States
during these years and his famous
trust-busting procedure was well
under  way which temporarily
affected business adversely. How-

ever, it was during this same five -

(s]°

year period that manufacturing in
the United States took a new lease
on life on account of the high duty

laced on imported goods. Whern
Fﬁrst went with Fleischner Mayer
& Company, we imported most all
of our best hosiery from Germany
and England. All of our laces and
embroideries came from France
and some of our better woolen
underwear came from Switzerland,
and many things in other depart-
ments came from abroad. Within
a few years our impprtations of
hosiery, embroideties and laces
ceased almost entirely, and never
again have these countries re-
gainéd their business in the United
States in these lines.

What I saw happen to industry
in the United States in those few
yéars, strengthened my belief in
the wisdom of the protective
tariff for our country. It started up
our factories, employed our people
and gave them money to buy
what all of our factories were
producing. It is true the tariff
made prices higher, but it also
made wages higher and produced
more business and enabled more
people to purchase the things
they needed, and in recent years
we have learned, largely on ac-
count of Mr. Henry Ford's ex-
ample, that high wages are es-
sential to the prosperity of ocur
country, and, of course, a pro-
tective tariff makes a high living

-scale and high wages possible.

Now that my finances were in
good shape and also my health
—-as a result of having been out .
of doors for nearly a year—I-began
to negotiate a deal with my old
employer Mr. Luke, of the Luke
Knitting Company, 150 Third
Street, to buy him out. As he was
getting quite old and was anxious
to dispose of his business, he im-
mediately became interested in
my proposition and made me an’
offer which I took under con-
sideration for further study and to

plan a way of financing the deal.

(Continued in next irsuc)
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History of the Jantzen Orgamz'z&ztz'on'

By J. A. ZEBNTBAUER, President

About five years of this stren-
uous working indoors, sometimes
until 10 or 11 o’clock at night
when we were busy, besides going
to night school four nights a
week, was beginning to have its
effect on my health, therefore, I
asked for a vacation of a month
to spend in the mountains and it
was granted. When I returned I
felt much better but was still not
in perfect condition, so I was told
to go back and stay another
month, or longer if necessary.
After another month I came back
and, to my surgrisc, the next pay
envelope included my wages for
the two months I was away. This
was very much a;;frcciatcd, al-
though 1 had heard many harsh
things said about this firm by
some of my associate employees,

but it seemed to me they were

more than fair to those who gave
them good service. I worked a few
months but found that my health
was poor so I told the manager
it seemed best to work out-of-
doors uantil I regained my health.
He told me to go ahead and work
outside for a year if I liked and
then come back. I well remember
the words of Mr. Simon, then the
manager, when he said that at
any time I was ready, to ask no
questions but to come in, hang
up my hat, and go to work where
I pleased, as there would always
be a job for.me. Those words were
very comforting and I really ex-

ected some day to go back, but I
eft then and went to work as a
real estate salestman apout Jan-

uary 1909.

While waiting for a certain
tract to be opened up for sale I
decided to visit my uncle in Van-
couver, British Columbia, to go
hunting and fishing and also to
look over business prospects in
that country. After our hunting
and fishing trip I took the job of
guarding a car of Chinese passen-
gers from Vancouver, B. C. to
Montreal, Canada, the compensa-
tion being a free trip across the
country and back. On my return

trip I stogped off at every opFor-
tunity and in this way I saw all of
the main cities in Canada and also
visited Buffalo, N. Y. and Niagara
Falls. By this time I was anxious
to get to work and did not have
a long wait after returning to
Portland before I was into the
business of selling real estate.
1909 was a good year for real
estate sales and that summer I
made about three or four times as
much in commissions as I had been
getting in salary at Fleischner-
Mayer & Company. With the
money I earned I was able to pay

“the balance I owed on real estate

which I had been buying on the
installment plan, and have a little
cash left. My ambition to some
day go into business had caused
me to save cvery penny possible
instead of enjoying some of the
fancy clothes and entertainment
that most of my associates did.
At that time I was doing my
banking with the Portland Trust
Company, then located on Third
and Oak Streets, a concern with
whom I had become acquainted
through Mr. Joseph Friedenthal,
then the head of one of the largest
departiments of Fleischner Mayer &
Company, and at present owner of
the Columbia Knitting Mills.
My introduction to the banking
concern came through’ the pur-
chase of ten lots from Mr. Frieden-
thal for which I paid $1000 at the
rate of $10.00 per month to the
bank for his account. Mr. Cohen
was then President of the bank,
and Mr. B. E. Paget was Cashier.
Upon the recommendation of Mr.
Friedenthal, and my own experi-
ence with them, I had no difficulty
in getting the President, Mr.
Cohen, to give me a credit of
$5000 with which to make the
purchase of the Luke Kaitting
Company. As collateral I turned
over the title to the real estate
which I held jointly with my
brother Roy, as we had made our
purchases jointly and one $700
house and lot in Montavilla
which I held jointdy with Mr.
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Alfred Cormack. All of the real
estate which was put up at colla-
teral was soon sold and released
to us by the bank, with the ex-
ception of the main parcel of
ten acres which my brother Roy
and I still own. It is situated
between the Base and Section
Line Roads about two and a half
miles east of 82nd Street.

The negotiations which I have
just mentioned took place in the
summer of xgog and Mr. Luke had
promised to reduce his inventory
so that a payment of $5000 would
be sufficient as the first payment
on the purchase price of about
$9000, but as more merchandise
would "have to be dpurchascd for
the fall business, and as a new man
in the business would not be en-
titled nor able to secure the .
necessary credit to obtain this
merchandise, I knew I would have
to procure more capital to be on
the safe side. While the inven-
tory was being reduced, I felt I
must have a few days in the
mountains before I buckled down
to business, so off 1 went for a
vacation with Mr. Herman Pregge,
Mr. Louis Pregge, Mr. Carl Jant- -
zen and a friend of his from the
East, to Lost Lake near Mount
Hood, to fish and hunt "and
gather a few huckleberries and to
have a general good time hiking
around the mountains, as we
always did when we got together.
When the day came to packup and
start for home I told Mr. Jantzen
what I proposed doing when I got
home and invited him to come
down and go into business with
me. He immediately answered
that nothing would suit him
better and that he was tired of the
apple business anyway and that
he would try to sell his farm and
join me. To my surprise within a
few days after I returned home, he
notified me that he had sold his
rafch and would soon be ready to
come. I wrote to him and told
him to come as soon as he.was
ready and I would go ahead with
negotiations in the meantime.




Within a few days he was down
and we approached Mr. ILuke
together with confidence that we
_had sufficient money to buy him
out. But as he had already started
in to receive fall goods, and his
most profitable season was imme-
diately ahead of him, he had
changed his mind about selling
at his inventory cost as he had
offered me, and demanded that we
pay him in addition $7000 for
good will. . Thisswas a very dis-
couraging ultimatum right at the
time we had our minds made up
that we were going to sail along
smoothly. Instead of about $g000
the amount had increased to about
$19,000 on account of the addi-
tional inventory and the amount
he asked for his good will. At
his suggestion we made one at-
tempt to borrow the money to
negotiate - this deal, but Mr.
Schmeer of the United States
National Bank, then a compara-
tively small bank located on
Third Street, refused to have any-
thing to do with the proposition
because he frankly considered the
risk was too great for two young
fellows starting in a new business.
He said that because Mr. Luke
had made a success of the business
was no reason why we could doit,
and that his bank could not loan
us the money. Carl and I were
rather lukewarm on the propo-
sition any way on account of che
$7000 for good will and made no
further efforts to obtain the money
for this kind of a deal, but de-
cided to go into business for our-
selves and not purchase the Luke
Knitting Company.

Having worked for Mr. Luke
for a number of years—two years
steadily, and then Saturday nights
throughout the busy seasons for
five years following—I was well
acquainted with the names of the
concerns from whom he pur-
chased most of his merchandise,
and also knew the kind of ma-
chinery he used in his knitting
mill. We had my friend Mark
Carter, who had been admitted
to the bar but who had never
practiced law, draw up Articles of
Incorporation under the name of

the Portland Knitting Company.
His brother, L. E. Carter; was
present and helped us compile the
Articles. Just previous to this we
had ordered a supply of hosiery
and gloves and had rented a store
at 231 Alder Street from the
Hibernia Bank. Immediately upon
sending in, these orders, and in-
formation as to the nature of our
proposed business, the mercan-
tile agencies, Dun's and Brad-
street’s, sent representatives to
interview us and ascertain the
amount of our finances and our
experience and ability. Articlés
were drawn up and our applica-
tion to incorporate was fled in
January 1gro. When the papers
were finished;we had signed them
and they were ready to mail to
Salem, Mr. L. E. Carter shook
hands with Carl and myself and
remarked that some day our Com-
pany might be a very large Com-
pany and he would look back
with pride to having assisted us
in drawing up our Arcicles for
this corporation. Mr. Mark Carter
was at the time employed at the
Portland Trust Company in the
real estate department, and Mr.
L. E. Carter was also in the real
estate business. They were both
members of the Fourth Presby-
terian Church and were active and
prominent in that organization.
It was at this church I met the
Carters. At the time the corpora-
tion papers were being made out
the question arose as to who was
to be president,  vice-president,
secretary, and treasurer. When the
question was asked, I proposed

Mr. Jantzen as president, but he-

declined, saying I should have the
honot. He being more persistent,
I was made presidént of the new
corporation, and Mr. Jantzen was
made secretary - treasurer, and Mr.
C. R. Zehntbauer was made vice-
president. Our authorized capital
was $10,00owhich Mr. Jantzen and
I subscribed for, with the excep-
tion of one share which was given
to my brother, C. R. Zehntbauer,
to qualify him as a director and
officer.
(To be continued)
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Personals
WANTED—A partner for pihochlc. No one
ovet’85 need apply.—Abe Tanory.

Miss Ella Sturm is recovering from an
operation for appendicitis which occurred
during her vacation. We all hope to see
her back in her place in the Hemming
Department soon. Not exactly what we
would call a pleasant vacation.

Members of the Hemming Department
horored Mrs. Dorothy Mencke with a
farewell party, Thursday, August 1g. Mrs.
Mencke was presented with a purse with
best wishes for the future in her new home
in Vancouver, B. C.

Miss Alice Ungstad, of the Cutting De-
partment, has announced her engagement
to Mr. Richard Anderson.

Mr. and Mrs, Ernest Nelson are receiving
congratulations upon the arrival of lirtle
William Arnold Nelson, who was born
July 28.

Henry Richardson, the Trucker in the
Machine Departments, has divalged the
secret of his engagement to Miss Florence -
Brugger. -

Miss Edna Dodge has ‘announced her
engagement to Mr, William Hildenbrand.
The date of the wedding has not been
definitely decided, says Miss Dodge.

On Sunday, chtcmbcr 8, Miss Josephine
White announced her engagement to Mr.
Sam Partipilo. Miss White is 2 member of
the Hemming Department.

Miss Ruby Wittren announces her en-
gagement to Mr, Jack M. Lester. Miss
Wittren is a member of the Singer Depart-
menc. .

Miss Opal Strahl was pleasantly sur-

rised on July 26, when a number of her

E‘:llow operators gave a shower honoring
her approaching marriage. Every one re-
ported a very nice time indeed.

On Saturday, August 17, occurred the
marriage of Mrs. Eva Martin to Mr. R. A.
Thompson. Mrs. Thompson belongs to the
Covering Department. A vety pleasant
honcymoon was spent at Seaside, Oregon.

On Saturday, August 17, Miss Opal
Strahl was married to Mr. Morris Hance at
Freemont Methodist Church. Miss Dorothy
Owens and Mrs. Atdys Brown, of the
Covering Department, were bridesmaids
and the bride’s sister, Mrs. Hart, was maid
of honor.. Miss Gladys Meade, of the
Mending Department, played the wedding
march. A very pleasant honeymoon was
spent at the Oregon beaches.

Miss Grace Youman, of the Einal In-
spection Department, was married to Mr.
Lyle Ewing on August zo.

On August 24, occurred the wedding of
Miss Agnes Arthur and Mr. Clifford
Meranda. Mrs. Meranda is in the Trim-

Deparcment.

min
' Mgiss Vera Salquist of the Cutting De-
- partment, surprised us all Tuesday, Septem-

ber 10, by quictly slipping away and be-
coming thcqbridc of ME HomcryCoﬂ‘cy.
Miss Minnie Brooks and Mr. Kenneth
Horberg were married on Saturday, Aug-
ust 17. Mrs. Horberg is in the Inspection
Department. )
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but Mr. Jantzen and I ha

Hz’Sto%y of the Jantzen O1fgcmz'zdtz'on

By ]J. A. ZEaNTBAUER, President

My brother, C. R. Zehntbauer,

continued with his job as sales-
man in the piece goods depart-

. ment at Fleischner-Mayer & Com-

Eany- as he had a good Eos_itiou,
already
cut loose from everything and

‘were -ready to find our respective

laces for which we were best
gttcd in the new organization.
Having had experience in city
retailing, wholesaling and travel-
ing salesmanship, in addition to
having had a course in commercial
correspondence and accounting,
I tried to boss the whole busigess
to start with. Having failed to
make a deal with Mr. Luke, we

"decided " to go into business for

ourselves and we proceeded to
duplicate his ' proposition as
nearly as possible. We had a re-
tail store downstairs and a few
knitting machines upstairs. At
231 Alder Street we opened our
store in January, 1gro. We thanu-
factured heavy sweaters, heavy
woolen. hosiery and most any-
thing else to order, and we cat-
ried a large stock of gloves which
we sold at retail and wholesale.
We had 2 man knitting for us by
the name. of Kahrle. He ran the
large sweater machine and we had
one girl knitting hosiery. I forgot

© to mention that when Mr. Luke

found that we were going into
business in competition with him,
he proposed selling us his knitting
factory and agreed to discontinue
knitting. We accepted his propo-

sition and, along with the knit-

ting machines, we secured the
two operators ‘whom I have just
mentioned.

Practically all of our sweaters
were made to order and a great

-deal of our business was manu-
" facturing knitted jackets for the

Chinese. Measurements had to be
taken and thed the tension and
the stitches figured on the order
sheets for the knmitters. At first
I had to show Mr. Jantzen how
to do this measuring and figuring,
as it was decided that he was to
be the inside man and I was to go

on the road and sell our gloves
at wholesale and such knitwear

.as we could manufacture. I super-

vised the setting up of the knit-
ting machines and often came in
at night, after, my regular work,
to knit hosiery to order or to
figure out how to make it when
the girl was not able to handle it.
My sister, Minerva Zehntbauer,

was through school and ready to -

go to work about this time and I
taught her how to knit. After
she was well trained she took care
of the instruction of new oper-
ators. '
Since Mr. Jantzen was of a me-
chanical turn of mind and also

possessed of artistic talent, he

soon became very much better at
designing than I, and he also soon
learned everything there was to
konow about all of the knitting
machines. I was then able to give
more and more of my time to-
ward . the selling and financing
ends of the business. Mr. Jantzen

_stayed in the store, waited on the

retail trade and supervised the
knitting at the same time. The
two of us worked almost every
evening; he would either work in
the knitting department or trim
windows and paint price tickets,

while I attempted to keep the

books and carry on the corres-
pondence, using the old Oliver
typewriter which I had learned
to operate by the touch method.

The new Madison bridge was
being constructed in 1910, and
we chose the store at 231 Alder
Street thinking that when the
bridge was completed and the

cars came around that way again, -

business would be very good in
that location. We hung on 2
good many months waiting for
the bridge to open and, after
it was- finally ?CHCd, business
was very little, if any, better than

. before. Our location was not a

good one for our type of business
anid, even though Mr. Jantzen

and I drew only $75.00 per month -

each as salary, we wete not able
to make expenses, and we went

(5]

behind about $5000 in the first
two years.

We had our first printing done
at a shop directly across the
street and upstairs. The name of
the Company was The Arcady
Press. Mr. Joseph R. Gerber was
a partner in this enterprise and
took it over by buying his partner
out shortly after we started in
business. I remember Mr. Gerber
as being a very hard-working,
bright boy who always appeared
anxious to please and give good

service. He also seemed to be

full of good tideas and sug-
gestions. We are still doing busi-
ness with this Company.

At this point I believe a brief

- history of Mr. C. C. Jantzen's life
up until the time he went into

business with me would be of in-
terest. Mr. Jantzen came to this
country from Denmark with his
father, mother, brother and three
sisters, arriving in Portland when
he was seven years old. His father
was a carpenter and cabinet
maker. He had difficulty in finding
work when he atrived inPortland,
and for several years the family

had quite a struggle to make a -

living. Carl Jantzen has told me
of the experience of going to
school without being able to
speak a word of English, and of
having the youngsters ridicule his
clothing on account of it being
of the European type. He has also

told me of the terrible cxpcrieucc .

he went through when his father
was laid up with a broken leg
and his mother had to do nursing
to help make a living for the
family. Later on, things went a
little better when his brother had
2 job and he obtained work at the
Meier & Frank Company.

While Mr. Jantzen was working
at Meier & Frank’s as head of the
Wrapping Department, he got
hold of a copy of Physical Culrure.
He was very much interested and
subscribed for it. The constant
reading of this magazine by him
and his brother made them decide

(Continued on page 12)

.
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MARINE VIEWS
By the YARN SPINSTER

The Yarn Spinner,- who has just
returned from abroad where he has
been gathering material for this column,
states that he found traveling to be
very educational, especially the night
classes. -

Overheard at the natatorium:
Who is the girl standing over there?
Wait until she gets her swimming
suit on. I can't see anything but
her face. ,\"‘;/

Swimming suits now oft remind us’
Of the human form sublime—
Which, we notice, leave behind us
Spine prints on the sands of time.

‘“Was Maude in a bright. red

swimming suit at the pool?”
‘“‘Some of her, darling—some of
Y .

her. X

Letter from Mr. Paget—‘‘We can't
keep writing for our.money every day.”

Reply—"*Well, write every Wednes-
day, if that suits you.”

(

.

Dora says the loose leaf system in-
stalled tn the New York Office isn't
new—they used them in the Garden of

Eden. NG

Customer: “Are you sure this
swimming suit won't shrink if it
gets wet on me?"”’

Mr. Cohen: “Mine frendt, effery .

fire company in the city has
squirted vater on dot suit.”
—Exchange.

=,

Smecr

If a plumber makes a mistake, he
gets paid twice for it.

If a doctor makes a mistake it is
quickly buried.

If a preacher makes a mistake no
one knows it. -

If a judge makes a mistake it becomes
a law. ’

If a credit-man makes a mistake,
Heaven help him.

A Vacancy
Elbert Boice: ‘“What do you
know about it, Jantzens don’t
want me any longer.” . ‘
Solicitous Friend: “Oh! Elbert,
what is the matter now?’’
Elbert Boice: ‘I am long enough
already.” .

“In the last 10 or 15 years,” says a
style authority, ‘‘there has been a
revolution in swimming suits.”

Is revolution quite the word? Isn't
“uprising’’ better?

S e
Don't excuse your ignorance when
you see c sign like this:
S'MG S'TS
"It stands for Swimming Suits. They
are quile abbreviated this year.” .

He: What do you think of the new
low-back swimming suits?

Him: The more I think of them the
less I see of them.

"“Imagine my embarrassment,"” said
Noreen, "‘when, according to my usual
custom, I looked under the bed before
retiring. I had forgotien that I wasin an
upper berth."

: BASKETBALL
The basketball season has

opened with a victory for the

men’s team over the Graybar
Electric Company's team, Oc-
tober 30, the score being 23 to 14.
Those out for the men's team in-
clude Harry Eatchel, Ed. Fred-
ericksen, Ralph Wescott, Melvin
Pritchard, Clarence Nelson, Wil-
liam Silvey, Clyde Brannon, Hart-
old Doss, Alex Smith, Coral
Ward, Harold Mersinger and How-
ard Doss. Alfred Smith, another

[12]

membper of the team, is out at
present with a broken foot. The
team is being managed. by Abe
Tanory and coached by Fern
Kelly. Marjorie Johnston has been
selected as mascot.

The girls who have been turning

out regularly for the girls’ team.

are Dellrose Fralick, Bethel Nel-
son, Irma Wertley, Margaret Cun-
ningham, Amata Duncan, Jessie
May McCreight, Margaret Hill,
Christine Pritchard, Nellie Doss,

-and Gladys Miller. The girls’

team has played no league games
so far this season.

History of Jantzen Organization
(Continued from page §) '

that they would be much better
off in the country and that inside
work was injuring their health.
They then fpoolcd their interests
with their father, bought twenty
acres of rich Hood River fruit
land,. and moved there to live.
Mr. Carl Jantzen drew the plans
for their house on this ranch
and he worked over them very
carefully, endeavoring to save as
muchas possible and yet build a
good house. In going over the
plans he often discovered ways of
making savings, and one day his
father remarked to him that if he
kept on going over the plans they
would soon be able to build a
house without any material at all.
While Mr. Jantzen attended school
in Portland he was very good in
art work and his teacher advised
him to take special training in
art, which he endeavored to de:
When he went to'the Y. M. C. A.
to take special lessons in drawing,
the teacher told him after the first
night he was there, that he was
wasting his time as there was
nothing he could teach him, and
that he should go to someone who
was further advanced. So you see,
Mr. Jantzen knew something
about drawing before he began
to design patterns and styles for
swimming suits and sweaters. He
also had learned how to save and
make short cuts in construction
before he undertook to build
swimming suits that were des-
tined to be the most popular
swimming suits in the world.



PAHRT ¥ — DEC /7%"’

History of the Janizen Orgdm'zaz‘z'on

By J. A. ZeaNTBAUER, President

Mr.F]antzcn's farm consisted of
half of this twenty-acre piece, or
ten acres. His brother, Henry, had
the other half. When the Jantzen
family went to Hood River to
farm, none of them knew a thing
about farming, but they learned
very rapidly and Carl Jantzen's
fruit orchard was one of the
neatest and most orderly and pro-
ductive orchards in the Hood
River Valley. The Jantzen ranch
was just across the road from the
Pregge ranch. This may account

for the fact that Mr. Jantzen

married one of the Pregge girls,
and Mr. Herman Pregge married
one of the Jantzen girls. It was
during the courtship of these
folks that I met Mr. Jantzen at a
party at Mr. Pregge’s. It was the
good humor and wit and health
of Mr. Carl Jantzen which he had
gained through having .gone on
the ranch that attractef me to

him when I met him. He has been -

as neat and orderly about his
business affairs as he was with his
fruit ranch.

The Jantzen family had been
forced to struggle along for a
bare existence on their farm at
first, but had succeeded so well
that finally the ranch was fully

paid for and the family had ad-

vanced to comfortable circum-
stances.

You can imagine Mr. Jantzen's
feelings at selling out his share in
this successful ranch and going to
the city to engage in a stran%e
business which was apparently
turning out to be a failure.
As Isaid before, we had lost about
half our capital in the first few
years. It was a discouraging time
for both of us.

However, I believe I was able
to keep up my courage better
because I had been taught that it
usually took several years to get
a business on a paying basis, and
I was not greatly surprised that
we were not able to make head-
way at first, so we kept on strug-
gling and, after nearly two years

|

and a half, we were .about
breaking even. At this time Mr.

Luke proposed that we buy him -

out. He made us a proposition to
buy him at inventory cost and we
accepted. His stock at that time
inventoried between four and five
thousand dollars and Mr. Jantzen
got a loan from Mrs. Pregge of
$3500, secured by notes in equal
amounts from Mr. Jantzen, Roy
and me—the balance we borrowed
from the bank as we had to pay
cash to Mr. Luke.

In the two and 2 half years in
which we had been in business we
had secured the agency for three
lines of gloves which were the
best lines which Mr. Luke car-
ried. We were getting a ten per
cent commission for selling these
gloves to the trade and his pur-
chases were included. So we were
getting ten per cent commission
on all the purchases he made of
these three glove manufacturing
concerns, We were beginning to
develop quite a retail business in
gloves. We had begun to sell
canvas gloves and other leather
gloves at wholesale in addition
to these two main lines on com-
mission, and Mr. Luke had begun
to feel our competition and in
addirion to this he was getting old
and felt that he had enough to
retire on.

We did not have to pay him
$7,000 for good will when we
finally bought him out but we
had lostabout $5,000and any profit
that we might have made had we
bought sooner. Therefore, we al-
ways thought we would have been
much better off had we bought
him out in the first place, paying
him $7,000 for good will because
we would have had a growing
profitable business from the start.
As T look back on it now I am
beginning to believe that it was
fortunate that we had the ex-
perience we did in the old Alder
Street store. We were able to ap-
preciate business when we got it
and we koew by experience what

(8]

it ‘meant to build up a business
from nothing.

This loan of $3,500 from Mr.
Jantzen's mother-in-law, Mrs.
Pregge, enabled us to get our
business on a paying basis. We
operated the store at 231 Alder
Street for six months after we

urchased the store from Mr.
Eukc at 150 Third Street, as our
lease ran for that leagth of time.
When we took over the Third
Street store, we hired Mr. W. C.
Thurlow to go on the road for us
carrying the lines of gloves we
had on commission, as well as our
own manufactured products which
consisted of a few sweaters and
woolen socks. Mr. C. R. Zehnt-
bauer came with us at that time.
We moved our knitting machinery
back to the old shop upstairs at
150 Third Screet and C. R. Zehnt-
bauer took charge of the Alder
Street store and I spent more time
in the retail store at Third Street
while I tried to direct Mr. Thur-
low in his selling of our mer-
chandise on the road. As soon as
we got well sertled in the new
location we bought a small run-

- about Krit, four cylinder, second-

hand automobile for $350.00 and
I went after the glove jobbing
business and hosiery business with
new vigor. I found the automobile
of great assistance and our sales
grew very rapidly. We quickly
built up quite a jobbing business.
At one time we had the largest
wholesale canvas glove business
in the state. I used to go out on
the road all day.and, after taking
care of our bookkeeping and cor-
respondence at night, would fill
my orders which I had sold during
the day.

The packing and shipping got
to be quite a burden so we hired
Mr. Otto Matthes, a brother of
Herbert Matthes, who is now
factory superintendent of our Aus-
tralian factory. Mr. Otto Matthes
not only took care of our shipping
and the flling of our wholesale

(Continued on page 11)
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HISTORY OF THE JANTZEN
ORGANIZATION
(Continned from page 8)

orders and waiting on wholesale

customers but waited on retail

trade as well. He was a very effi-
cient and able young man. He
left us to start business for him-

self as he felt he was not advancing

fast enough with us. He has been
successful and is still operating a
suburban dry goods store in Port-
land.

Our business was beginning to
prosper and we had increased our
retail sales very rapidly. My
sister, Minerva, was kept busy as
a retail saleslady, becoming 2
vety excellent one. At the time
my brother, Roy, came with us,
he had been with Fleischper-
Mayer & Company for about five
years. He had a good position
with them and was well liked
but was anxious to get into busi-
ness for himself.

It was about six months after
we moved into the Third Street
store, that a member of the Row-
ing Club came into the store and
asked us to make a pair of rowing
trunks of a rib stitch such as was
in the cuffs of a sweater. At the
timeIwasamember of the Rowing
Club and knew this young man,
but have now forgotten his name.

I waited on him and took his
order for these rowing trunks, to
be made of a stitch like that of a
cuff of a sweater so that they
would stay up without a draw-
string. After he tried them, he
liked them so well that he came
back for another pair and other
members of the club heard about
them, saw them and came in and
ordered trunks like them. Nearly
every member of the club who
rowed had a pair. Later on, this
same member came to me and
asked if we could not make him a
bathing suit of the same material.
I told him that we could but I
discouraged him as I told him it
would be heavy and uncomfort-
able and that he would not be

.able to swim in a suit made of

such heavy material. He went
away but, after thinking it over
more, came back and asked us to
make him a suit, and said he
would be responsible for it and

|

would keep it whether it was
satisfactory or not. So a suit was
made for him and he went to the
ocean to bathe in the cold water.

When he came back, he came
into the store and told us that it
was heavy and one could not
swim well in it, but that he was

well satisfied because it was so -

much warmer than any suit that
he had ever had before and that
it made ocean bathing a pleasure.
I do not remember that we made
any more suits just like this one,
but this experience gave us the
idea thatabathingsuit made of this
stitch, only in lighter weight,
would be an cxccﬁcnt garment.
We discussed this between our-
selves and decided’ that we would
order a needle bed for our sweater
machine that would be fine enough
to knit a rib-stitch bathing suit 1n
a weight that would be comfort-
able. Roy, Carl, Joe Gerber and I
were constantly in the water
thosedays, either in the Y.M.C.A.
swimming pool or in the river and
we bégan to experiment for our
own use on swimming suits made
of this fine elastic fabric. We soon
developed a suit which we found
was the most excellent garment
for swimming that we had ever
s€en. :

We were in a position to be
good judges, too, because we
carried a large stock of swim-
ming suits in our retail store, and
we purchased the best numbers
offered by the leading factories in
the United States and we had
quite a large retail swimming
suit business.

In 1914, we were quite heavily
in debt but were doing a good
business and making some profit.
We had an opportunity to buy
the Nolan Knitting Company,
owned by an old man who was
sick and wished to retire. He was
located where the Columbia Knit-
ting Mills now have their factory
on First Street. We were, as I
say, heavily in debt and of course
did not have the money to buy
out the Nolan Knitting Company.

About this time I met Mr. Dod-
son riding home on the Rose City
Park street car one evening. I told
him of our proposition and after
a few meetings and a little in-

1]

i

. or that we would

vestigation on his part, he agreed
to take $5,000 worth of stock in

our company and with this,
together with $2,000 worth of
stock which the California Glove
Company took, and the money
which we were able to borrow
from the bank, we bought out the
Nolan Knitting Company in 1914.
Mr. Dodson did not have the
cash but had money coming to
him in Alaska. He, therefore,
borrowed money to buy stock in
the Portland Knitting Company,
which was our name at that time,
and “shortly afterwards left for
Alaska to take care of the business
which he owned and was trying
to dispose of in Circle, Alaska. It
was necessary for him to spend
two summers there before he
was able to dispose of this busi-
ness and collect his money. In the
meantime, we started operating
the Nolan Knitting Company’s
plant which we had just pur-
chased. We bought the plant just
when the Jumbo sweater was on
the wane and we were not able
to do as much business as we had
anticipated because other styles
of sweaters were taking the place
of the Jumbo, and we knew that
we would have to develop some-
thing new if we were to keep our
plant busy. '

About this time what is known
as the Rough Neck sweater was
coming into vogue. This sweater
had a large roll collar open in
front. We started in to make such
a sweater and, at the same time,
we advertised that we would re-
model any old roll neck or goose
neck sweater into a Rough Neck
remodel a
button sea neck sweater into a
rough neck sweater. This adver-
tising campaign brought us quite
a lot of business and kept our
machines busy. -

After a few months’ operation
in the old building at First and
Columbia Streets, we decided that
the light was very poor for manu-
facturing and that having poor
accommodations in the building
made it unsatisfactory for our
purpose. We then purchased a
building from Mr. Lewis Bader
out on 44th and Stark Streets.
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 History of the Jantzen Organization

By J. A. ZraNTBAUER, President

In that year we did a total busi-
ness of $66,665.19 and the factory
then located on Stark Street did
$28,945.60 of this total. The
factory showed a net loss of
$2751.54, and the store a profit of
$1799.12. These figures seem ridic-
ulously small when compared with
the present business. In the year
1929 we received single orders
that were greater than the whole
year's sales for the factory in
1915. We sell more merchandise
in the City of Buenos Aires alone
now in a year than our total sales
amounted to then.

In looking up these old figures
Inotice the inventory records were
recorded in Mr. Jantzen's own
handwriting, and in 1914 whenwe
inventoried the old Nolan Knit-
ting Company’s plant on First and
Columbia, Mr Dodson's hand-
writing appeared on several of
the sheets.

Despite our best efforts in man-
ufacturing, we showed a loss each
year for three years. A few months
after we had purchased the Nolan
Knitting Company in 1914, the
World War broke out in Europe.
This event at first had a depressing

_effect upon business, but gradually

as the nations began to come to
the United States for supplies,
prices began to rise and business
was accelerated and by the year
1915 it looked as though oppor-
tunities were good for making
money. We had an increase in
orders and at good prices, but not
having much capital we were not
able to.take advantage of this
condition by laying in a supply
of yarn at reasonable prices. By
the time we had to buy yarn to
fill our orders the price was so
advanced that it more than ab-
sorbed our profit, and had it not
been for the profitable retail and
wholesale business which we had
established at our retail store at
150 Third Street, the world’s
beauties would probably still be
wearing flat stitch bathing suits,
and they would still be bathing

.instead of swimming because Jant-

zen would not have had the oppor-
tunity of using the slogan ““The
Suit That Changed Bathing to
Swimming."”’

With Mr. Dodson tied up in

Alaska, unable to liquidate his.

holdings and put more capital
into the business, as we had
hoped, and with three successive
years of losses in the factory, we
presented rather an unsound pic-
ture to the bankers from whom
we tried to borrow money and to
the prospective purchasers of stock
in our company.

At the close of the year 1915,
I remember having sent Mr. Dod-
son a statement of our business
“which showed a loss of $952.42
and wrote him a letter explaining
the reason for it and predicting
that we should be earning at
least $10,000 a year net within
two or three years. He wrote back
a rather critical letter for which 1
cannot now blame him as I
realize that he felt the chances
of ever getting anything out of
his $35000 investment were be-
ginning to look rather slim to
him. His letter rather r'iled me at
that time, however, and I sent
him one in return which I con-
sidered just as hot as his. The
answer I received from himshowed
an inclination on his part to
make peace and his apology was
followed by the statement: “'I
don’t believe it does any harm for

rather even tempered people like .

yourself and me to get ‘het’ up
a little occasionally.”” And there-
after our correspondence was peace-
able.

As Mr. Jantzen's mother-in-
law had run out of money and M.
Dodson had not yet been able to
liquidate, wehad toborrow money
or sell stock. To borrow was
‘quicker and we concentrated on
bortowing from the bank.

While we had just gone through
three successive unprofitable years
at the factory, we had made a
little money each year at the
retail store which was enough to
more than offset our losses in the

[11] |

factory, with the exception of the
year 1915, and the net loss that

" year was less. than a thousand

dollars. We were learning how to
manuvfacture and our sales were
increasing, and we were not dis-
couraged because we felt that all
we needed was a little more money
and we could soon make our
business show substantial profits.

But the problem was to con-
vince prospective stockbuyers and
out banker that we had a good
chance of making a success of our
business. In the year 1916, I
subscribed for the modern busi-
ness course of the Alexander
Hamilton Institute and along with
many other things I learned from
the study of this course, I became
convinced that our case had never
been properly presented to our
bank, so with the help of our
auditor, Mr. Clear, we prepared
a statement which was quite
complete. With it I prepared a
forecast of the business for the
yeat, which particularly showed
what we wished to borrow from
the bank month by month and
just how we would liquidate it
at the end of the season. Along
with these documents I took all
the advance orders on hand to the
bank and succeeded in having our
line of credit enlarged to take
care of our program for the year.

This gave us new heart and we
increased our sales in all dc%rt-
ments during the year 1916. Dur-
ing this year we made several very

_important decisions and one of

these was the decision to adopt
a program of advertising. Up to
this time we had periodically
run advertisements occasionally
in the newspapers, but we had
never had a sum of money set
aside as an appropriation for the
year’s advertising nor had we
prepared any copy for advertise-
ments to. be run throughout a
season, but in the spring of 1916,
after a few discussions with our
printer, Mr. Joseph R. Gerber,
who was then also our principal
(Continued on page 16)
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T, wythe
Yarn {pinner~
The legendary hatr that held up the

sword of Damocles has nothing on the
Shouldaire cord . . . .

(

At least sun bathing produces
more turn-over . . . on the beaches.

(

Swimming suit coverage is an
intangible thing in a marketing
sense, but very definite anatomi-
cally . .

’

Felt emblems are no aqualic inno-
vation . . . all swimmang suils are felt.

¢

During the .recent cold spell, the
most collegiate man on the premises
was Mr. Luce with his Hawvard fur
coat.

¢

Best Wishes, Dora

Only 3000 miles kept the Yarn
Spinner from attempting to extend
the proper osculatory felicitation
to ex-Miss Dora Voltus of the New
York office on the occasion of her
recent wedding.

Proxy privileges are hereby ex-
tended to Mayer Monroe and
Johnny Krieger . . . .

Spinning Jemny turned down an
insurance policy covering drowning
because she doesn't believe in wmuch
coverage when she swims!

Naye—

Don’t aim too high, Nimrods—

Irwin Salability Adams, quota fig-
urer extraordinary, announces the
following jack rabbit quotas for the
Jantzen spring drive:

J. A. Zehntbauer.......... 99
C. R. Zehntbauer.......... 72
C.C.Jantzen............. 72
J.R.Dodson............. 72
Irwin S. Adams........... 1
Bob Dodson .. ovevvvte 43
YARNS' Editor.......... 42y
**Howard Wilson......... .- 0
Harry Dalton............. 26
George Hinkle............ 15
YARNSPINNER. ....... 7,913

**(golf conflict)

gt

Even though not the greatest in

quantity of sales, it can truthfully
be said that large size trunks go
over big . ...

Who says swimming suits don't
shrink—they're getting swmaller every
yeur.

Nt

Mrs. Larson, Forelady of the Hem-
ming Dept., says her girls have no
time to hem and haw . . ..

Nyt

The Replacement Dept. is in a
dilemma—there seems to be no
way of estimating the probable

replacements on Shouldaire cords -

next summer . . . .

Nz

Yours for lesser and better suils,

5@' the YARN SPINNER.

SERVICE PINS

Since the last issue of Yarns,
five year service pins have been
awarded to the following members
of the organization:

Joun Krizcsr............. New York Sales Office
Exsig PEDERSON.....ucn.e.. Custing Department

Lury WHITESELL........... Trimming Department
Sopiste NEWMAN.................Singer Department

HISTORY OF THE JANTZEN

ORGANIZATION
(Continued from page 11)

advertising counsel, he brought
around to our office some draw-
ings of bathing suits, sweatets
and other knitwear which we
were making, together with copy
suggestions to go with these cuts,
and after quite a strenuous session
persuaded us to set aside some-
thing over $400 to run this series
of advertisements 'in the news-
papers.

These advertisements were the
first to carry the name Jantzen.
After weeks of discussion and
searching for a name which we
could use as a trade-mark, we
were unable to agree upon any of
the many names which were sub-
mitted to us. We were using the
brand P. X. at the time, the
initials of the Portland Knirtin
Company, but as we had dccidcg
to advertise, it was agreed by all
that it was not a good trade-mark
and could not be advertised to
advantage. We also agreed that

[16]

we liked personal pames for
trade - marks. Both the names
Zehntbauer and Jantzen were sug-
gested to us by our friends, but
neither of us was willing to use
our own name because it did not
sound right to us. I have always
felt that the name Zehntbaner
was not suitable for a trade-mark
on account of the length and
difficulty of pronouncing it, and
Mr. Jantzen didn’t like the sound
of his own name for a trade-
mark and strenuously objected
to having it used. Combinations
were also suggested; one I re-
member was 'Jan-Zen'' or to be
used without the hyphen, “Jan-
zen."”” Another was '‘Portknit.”

Up to the very last minute no
one could decide to use either of
the names suggested, so one dav
shortly previous to the time Mr.
Gerber brought over his propcsed
advertising program, I was 1+, his
office to order stationery svhich
needed to be printed at-oace, as
we had waited as long as »ossible
to make a decision on the trade-
mark before printing new sta-
tionery. After a short conference
I gave him the order to go ahead
and print the stationery using the
Jantzen trade-mark on all of it.
The name of the company of
course was not affected, being
Portland Kanitting Company mak-
ing Jantzen trade-marked mer-
chandise. :

When this stationery arrived in
our office and Mr. Jantzen saw it,
he was surprised and apparently
chagrined, but took it good na-
turedly and soon got used to it
and all of us have liked it ever
since because it has been worth
an immense amount of money to
the business. A good trade-mark
that will lend itself to all the
ramifications of advertising is an
extremely valuable asset to a
company and the name Jantzen
has met every requirement per-
fectly.

While the idea of specialization
had not yet dawned upon us, we
had .laid the foundation for it
when we developed the elastic
stitch swimming suit and made
the next step by beginning to
advertise it.

(Continued in next issue)

Printed in U. S. A.
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And in that year we made a net
profit on our total business of
just under $12,000. This showing
encouraged us greatly but we
were still under-financed and we
could not reduce our debt at the
bank as much as we had anti-
cipated because our profits were
tied up in the expanded business.
It was more than ever evident
that we would have to have more
calpital if we hoped to expand at
all. Not being able to fulfill our
contract at the bank we did not
have much hope of being able to
persuade them to finance us
through another year. Therefore,
selling stock in our company was
the only thing left for us to do,
so with renewed energy and a
better feeling on account of our
profitable year we started out
to sell stock in our company.

The first stock subscription of
1917 was that of . Fred
Schoppe’s for $1000 worth of
common stock; the next was Mr.
Carl Logan’s subscription for
$2000. Then a subscription for
$3000 worth of common stock
from my uncle, Lew Rentfrow of
Omaha, Nebraska. Also there
was a subscription of $2000 by
Mr. E. Matthes, the father of
Otto Matthes, who was then
working for us, and Herbert
Matthes, who is the present
superintendent of our Australian
plant. Between February 15 and
April 8, of 1917 we had sold

$8000 worth of our common stock.
for cash to our friends and rela- .

tives. This money, together with
what we were able to borrow
from the baiik, was enough to run
us through the season accordin
to our estimate. Therefore, we dicgi
not sell any more stock during
that year.

During the year 1916 we dis-

continued the name Nolan Knit-'

ting Company, the corporation
which we had bought out in
1914, and consolidated the whole
thing into the Portland Knitting
Company raising the capital stock
from $25,000 to $100,000. In the
fall of 1916 we opened another

l

retail store at 146 Broadway under
the direct management of Mr. J.
R. Dodson. In October of that
year, Mr, Henry Jantzen sold his
farm in Hood River and moved
to Portland to enter the factory as
a mechanic. The factory then em-
ﬁloycd about 25 people and we
ad four traveling salesmen.
Miss May Lambert was then
forelady. She is Mrs. Pauline
Penline's sister and is now Mrs.
Richard Wisner. Miss Lambert
was an excellent forelady but had
too sweet a disposition and was
too good-looking to last as a
forelady, so we lost her-as a fore-
lady right when we needed her
most. However, indirectly I am
sure she has done us a great deal
of good by insuring us a contented
superintendent in the person of
Mr. Richard Wisner, her husband.
In the spring we were brought
in contact with an old gentleman
by the name of Sol Heinemann
through Mr. A. L. Tucker of the
United, States National Bank.
This old gentleman, we were told,
had a son who had just married
a very lovely girl and would like
to place his son in some business
with a future. Mr. Tucker, either
prompted by strengthening the
bank’s security or by the belief
that we did have the ability to
succeed in business if properly
financed, recommended our com-
pany to Mr. Heinemann.
A meeting with the old man and
his son was arranged and on April

.1, 1917, Mr. Mitchell Heinemann

started trying to learn how to tie
a weaver's knot preparatory to
being put to work spooling yarn
in our Stark Street factory. I do
not remember whether he rode a
bicycle to work or not, but I do
remember that he brought his
lunch in a metal lunch box. For a
young man with -a university
training this was starting at the
bottom sure enough. While we
took Mr. Logan and Mr. Heine-
mann because they were able to
help us in financing, we turned
down a great many other people
who offered to buy stock in our
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company if we would give them a
job. We were determined never
to take in any one whom we did
not think would fit into our or-
ganization, regardless of how
badly we needed money. Mr. Sol
Heinemann being a very cautious -
business man was not willing to
buy stock outright from us, but
loaned us money from time to
time until the amount had reached
$10,000. We were never able to
persuade him to convert this into.
stock in the company and we used
it as borrowed money until we
finally paid it all back to him.
However, his son Mitchell has
always put every available dollar
he could accumulate into Jantzen
stock. '

Along with several others of
our men, Mr. Carl Logan left us
to go to war. He never came back
to work for us but hung onto his
stock until he was able to sell it
at a large profit. Mr. Heinemann
had a badly bruised knee which -

revented him from going to war.

n 1916, we had Mr. Baumann and

Mr. W. C. Thurlow as salesmen.
Mr. Thurlow is now one of the
officers and owners of the Thurlow
Glove Company of this city. In
1916 we thought we were pro-
ducing some very good garments,
and as we were having such
success in selling to the stores in
the city, and Mr. Baumann in
selling some in the country, we
felt that we could expand our
business if we had more salesmen,
so we made Mr. W. C. Thutlow
our sales manager. We hired Mr.
Benton Sawyer to be our city
salesman to take Mr. Thurlow’s
place. In the meantime, Mr.
Heinemann had been promoted
to the knitting department, not
because he was so proficient in
his work I understand, but be-
cause he was such an efficient
story teller that he kept his
fellow workmen in the winding
room laughing too much. How-
ever, he was skilful at his work in
the spooling department and also
in the knitting department, but
(Continted on page 14)
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happy marriages in the near
future.

Henty Richardson of the Trac-
ing Department, has announced
that he will join the ranks of
matrimony in August. We all
wish him a very bright and
happy future.

iss Margaret Cunningham of
the Inspection Department, an-
nounced her engagement to Mr.
Albert Grossenbacker on April 1.

As a surprise to,all of us comes
the announcement of Hattie West's
engagement to Mr. I. Stipe.

A little surprise was given for
Bobbie Preuitt on April 12, and
all had a very enjoyable time.

Lillian Amos reports a very
pleasant vacation trip to San
- Francisco. She *‘did"’ the town and
returned by boat via Seattle
without learning how it feels to
be seasick.

A new diamond recently made
its appearance in the office and is
being worn by Miss Dorothy Rea
of the Export Department.

Weare Ecginnin g to getworried.
So far we haven't béen able to find
any one to take A. J. Cormack’s
place as ‘‘father confessor” and
advisor extraordinary to the office
girls. What are they going to do
without him? Applications for the

position are now in order. Step

right up, gentlemen.

ANSWERS TO QUESTIONS ON PAGE 4
1. This spring a shipment of Jantzen

suits was sent to Mauritius, an island in the

Indian Ocean about 550 miles east of
Madagascar, The total distance en route is
16,190 miles, the shipment first going to
"New York, then to England and from
England to Mauritius. This is the longest
distance on record that Jantzen suits have
been shipped.

2. The farthest point north to which
Jantzen suits have been shipped is Kiruna,
a town in Sweden in the Arctic Zone, about
100 miles north of the Arctic Circle. .

3. The total length of yarn in the average
size swimming suit is about three miles.

4. The total length of yarn that will
be used in 1930 is about 6,000,000 miles,
or enough to encircle the earth at the
equator, 250 times.

5. There are two general methods of
dyeing worsted yarn, skein-dyeing and top-
dyeing. Skein dyeing is the dyeing of the
yarn after it has been spun and wound into
skeins. Top-dyeing is the dyeing of the
wool before it is spun into yarn, or when
it is in the form known as’ “‘top."” After
fleece wool is sorted, scoured, and carded
to remove all foreign matter and delivered

. colors possib.
" dyed perfectly even since there is no

in an even rope-like form, it is combed by
a combing machine to remove the short
fibres which are not suitable for worsted
yarn. The long-fibred wool after the comb-
ing process, is known as top, and the top,
wound in cylindrical form about one foot
in diameter and length, is dyed before the
drawing and spinning processes.

6. Jantzen yarn is top-dyed because top-
dyeing presents a definite advantage.
Finished yarn in the skeins must be handled
more carefully thao the top and must not
be boiled in the dyeing process, since
boiling is likely to tangle and mat the
yarn. The top may beboiled, making faster

]ie. Also skeined yarn must be

opportunity tO Overcome any unevenness
in the color of skeined yarn. In the case of
the top, if there is any slight unevenness
in color, this will be overcome by the
later drawing process in which the wool
is thoroughly mixed. In the case of skein
dyeing, a certain amount of fastness may
have to be sacrificed in order to secure a
perfectly even color.

SHIPPING DEPARTMENT

You often hear this remark
about the Shipping Department,
“How smoothly things seem to
be running out there and those
folks are turning out a lot of work
this year without much fuss.”
Now, we are going to let all of
you in on the secret of all this
success. It is all due to our famous
mascot ‘‘the china dog’’ whose
picture is printed on -this page.

Speed, as he has been named, -

bécame a member of the shipping
room family at our Christmas
party last December. He was
presented to Miss Mary McNeil,
by an unknown member of our
group, and ever since .that time
things have been humming along

in great style. As a result wehave:

been able to hang up a record
every month so far this year in
the amount of merchandise packed
and shipped.

The hat *'Speed’ is wearing is
not the newest creation from

[z4]

- Paris, but Bertha Goodrich’s rub-

ber finger pad which adds very
much to his dignified bearing.
However, “Spcccf" is not alto-
gether responsible for our splendid
showing this yedr, for we have a
loyal, willing group of workers
who have madgc it possible by
their spirit .of loyalty and co-
operation to make this one of the
biggest and best years in our
history. '

JANTZEN HISTORY

(Continued from page 10)
this story telling did become a
nuisance, and had it not been for
his financial connection through
his father, his story telling and
wit might not have reached the
knitting departiment.

At that time Mr. Jantzen was
stationed at the factory on Stark
Street and I was stationed in our
office over the retail store at
150 Third Street so I heard only
occasionally of My, Heinemann.
One day Mr, Jantzen remarked
to me that this Mitchell Heine-
mann should be on the stage
rather than runping a knitting
machine, and that while every
one liked him, he did not believe
that he should keep him out at
the factory. At that time we were
needing a retail sales clerk so I
told Mr. Jantzen to send him down
to the retail store, which he did.

The monkey business was all
over then because in the first
place - there was no time for
jokes and .witty remarks, at least
of any lengthy character, and in
the next place he was extremely
interested in his work and made
an honest effort to succeed. In
a very short time he was one of
the best retail salesmen we have
ever had.

We were soon convinced that
we had made a wise move when
we gaveé him an opportunity to
sell. When he showed real selling
ability, opportunity opened up
right away for him. Mr., Benton
Sawyer, the city salesman, left
the company, so we gave Mr.
Heinemann the city job. When I
had the job of calling on the
stores in the city I had devised a
system of records and methods
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which I turned over to him, in-
structing him as best I could in
these methods. He adopted them
and worked hard and soon im-
proved upon them. Canvas gloves
were one of the things which we
sold at wholesale. Mr. Heine-
mann used to go out with an ex-
rice on canvas
gloves, provided he could sell a
certain quantity. He would tell
each customer that and book his
order for as much as possible, and
the order was taken with the
proviso that he sold the amount
sent out to sell and if the amount
was not sold the order was not
filled. Usually the customer was
able to sell the quantity necessary
to secure the price offered and a
great canvas glove business was

. built up. In fact at one time we had

the largest canvas glove business
in the state. About the time he was
getting well under way with his
city job it developed that Mz.
Thurlow lost heart in his sales
management job and took a job

with the California Glove Com-

Eany selling gloves on the road.
hortly afterwards Mr. Thurlow
prevailed upon me to trade some

"real estate which I had, for the

common stock which he had in
our company. This deal was con-
sumrnated and severed Mr. Thus-
low’s connection altogether with
the Portland Knitting Company.

Mr. Heinemann, having madea
marked success in selling, was the
logical man as sales manager and
he got the job. He took his job
seriously and immediately began
to prepare himself to be a real
sales manager. By this time we had
begun to sell more and more swim-
ming suits and had developed
quite a neat looking suit.

(T be continued)

GIRLS' INDOOR BASEBALL

Although the league games do
not start until June, our girls are
practicing every noon, when the
weather permits. The following

-officers have been elected: La

Follette Brown, Manager; Paul
Huedepohl, Coach; Wayne Sum-
mers, Assistant to Paul Huede-
pohl. We are looking forward to
a very successful season this year
and hope to capture first place.

l

' JANTZEN
SPINNING MILLS

Jantzen Spinning Mills make
their initial bow to Jantzen Knit-
ting Mills and respectfully beg
admission to the fl:.mily circle.
We are a peaceful, patient bunch
and we wish only a small share in
the common publicity and a small
f{pacc in these columns for a quiet

ig or two at our friends. A typi-
cal representative of our tempera-
ment is a lean young worker in
the French drawing. We some-
times wonder if Fred Brown will
ever wear out that chewing gum.

Pauline Hurd's patience is much
missed in the drawing room. She
has turned her face toward the
setting sun and now dwells with
her husband in Kivan, Montana.
We hope there are enough sheep
on her ranch to recall to her the
many friends she left behind in the
wool business in Camden.

Pat Riley in the Wool Room
has had a badly infected foot, but
thanks to quick atteation he is
now back at work sorting bigger
and better fleeces.

Joe Cockroft has had misfortune
dogging his footsteps. He fell the
other day and injured his wrist anid
knee. The other day his only
grandson was taken to the hos-
pital with a case of acute appendi-
citis. We hope thé emergency
operation was completely suc-
cessful and that no complications
develop.

Foreman Harry Warner is much
interested in a Jantzen Baseball
Team. The next time Mr. Jantzen
flies East we are going to tackle
him on the subject of uniforms.
How about making some up on
the sly, you knitters? ,

Your own Johnny Krieger, Joe
Coskey, Cameron Curry, and
Mayer Monroe took a flying visit
through the mill Saturday and
pretended to be much imﬁresscd.
Several in the mill thought they
were some of Al Capone's gang
and hid. In the course of the visit
a message was sent to Portland in
one of the packing cases. We
hope the postal authorities don’t
investigate this and make us put
On more stamps.

[15]

- IF

With Apologies to Rudyard Kipling

If you can keep your health when
all about you '

Are losing theirs and blaming it
on age;

If you do all the things you know
you ought to,

Then you don’t need to wander
down the page.

If you can hike and swim and fish
and paddle

And conquer some big job from
day to day; .

If you can pitch a tent and pack
a saddle,

You know its health makes life
and work all play.

If you can have a plain and bal-
anced diet;

Know sun and water can’t be had
too much;

It's free; don't fool yourself and
try to buy it.

Good  health puts on ‘‘the skin
you love to touch.”

If you can sleep all night with
windows open

"And walk ten miles without an

ache or pain; . :
You'll find you need no pills or
other dope'n;

You'll live long years to do it

oft again.

If you can curb the vain desire
to hurry

And calmly walk while others
madly run;

Go slow, keep cool, relax, let
others worry,

Then you'll be going strong when
they are done.

If you can make health rules a
daily habit

And yet don't let them be your -
only aim;

To live life to the full those years
you have it

Is better far than honor, wealth,

or fame. .
—American Public Health Ass'n,



History o e Jantzen Knitting Mills

By J. A. ZeuNTBAUER, President

Up to this time it had not
occurred to us to specialize on
one garment. We were still manu-
facturing hosiery, sweaters, scarfs,
swimming suits and caps of a
great many styles, colors, sizes
and grades in our factory, and we
were operating two retail stores
and, in addition, we were jobbing
articles of knit-wear made by
other manufacturers, and gloves
of nearly all kinds. Our retail
store at Third Street had been
our old standby, grinding out
profits each year without fail,
which fact influenced us to open
the store at 146 Broadway, be-
tween Alder and Morrison. This
store was also profitable from the
start under the management of
.Mr. J. R. Dodson. About this
time we had the chain-store idea
in our heads and once seriously
considered opening a store in
Seattle. Another location in As-
toria, Oregon, was investigated.
The chain-store idea was aban-
doned mainly for the reason that
we did not have sufficient funds
to put into another retail store,
and at the same time properly
" finance our factory, which seemed
to be a bottomless pit into which
to pour money. '

On account of the rapid expan-
sion of our wholesale business,
we were compelled to move it
out of the basement and attic of
the Third Street store, so we
rented a store rooin at 271 Couch
Street for our wholesale and
jobbing business. Shortly after-
ward we decided our factory

building on Stark Street was be-

coming so congested- that it was
imperative we provide more room
“at once. We tried to buy adjoining
property to enlarge our factory
on Stark Street, but wete unable
to get any at a reasonable price,
so in August 1918, we took a
lease on a three-story building at
31 N. Fifth Street, and moved our
factory and wholesale department
into it.

I believe no story of theJantzen
Knitting Mills would be complete
without an account of its asso-

ciation with the organization of
the Oregon Worsted Company.
In the latter part of the year
1916, in the Third Street Store,
I became engaged in a conversa-
tion with a very interesting old
English gentleman by the name
of Mr. Pearson. He told me of his
life long experience in worsted
spinning and weaving in England
and his experiences in this country

“later. At the time he was operat-

ing a wool bat manufacturing
plant out in Sellwood. During
the course of the conversation he

" spoke to me about 2 mill that had

been started near his place in
Sellwood to manufacture mohair
linings and dress goods. He told
me the mill contained machinery
that would " nearly completely
equip a worsted spinning mill
suitable for making the .yarn
we were using.

I was then studying, in the

.modern business course of the

Alexander Hamilton Institute, the
necessity of manufacturers lo-
cating their plants either in
proximity to their best markets,
or in proximity to the supply of
raw material and, as I was aware
of the inconvenience and expense
entailed in having to purchase
yarns in the eastern part of the
United States for our manufac-
turing, I at once became intensely
interested in what the old gentle-
man had to say about the ‘ma-
chinery of the old mohair mijll.
Through him I.learned that
Mr: A. L. Mills, President of the
First National Bank, had posses-
sion of the property and I imme-

diately obtained permission to .

allow Mr. Pearson to show me

the property. I knew practically

nothingaboutspinning machinery,
but I took the names and numbers
of 4ll the machines he-said would
be useful, and also, listed the
machines which he said were
missing and which we would
have to buy to complete the mill
for yarn spinning. I wrote to the
manufacturers of these machines,
getting prices on those on hand,
inquiring as to their usefulness
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and, also,. inquiring the prices
on the new machine which would
be necessary to buy to complete
the mill. :

(Continued in Next Lisue)

foreignMail

During his recent visit to South
America, Mr. C. R. Zehntbauer
appointed as Jantzen Salesman,
J. Pino Toranzo of Guayaquil,
Ecuador; Isaias Agnoli of Lima,
Peru, and Monti & Cia. of Val-
paraiso, Chile. Mr. J. B. del
Valle of Mexico City has been
appointed Jantzen salesman for
Mexico. All four of these Latin

.American countries have mild

climates and should prove good
markets for Jantzen Swimming
Suits. '

Mr. J. Fluckiger and Mrs. H.
J. Breve of N. V. L. E. Tels &
Co’s Handelmaatschappij visited
the mill while on their way from
Batavia, Java, toNew York City,
where they have established an
office. Mr. Greve cited an inter-
esting example of scientific prog-
ress. While in Batavia he talked
to his wife in Holland by wireless

“telephone.

On June 10, four Utdited States
trade commissioners and commer-
cial attaches visited the Jantzen
Knitting Mills and imparted val-
uable information about the coun-
tries in which they are stationed.
Mz, Paul T. Steintorf of Tokyo,
Japan, called attention to the fact
that Japan was Oregon's second
best customer during 1929, a
striking example of the impor-
tance of the trans-Pacific com-
merce. Mr. Alexander V. Dye,
commercial attache, has been

. stationed at Buenos Aires, Ar-.

gentina, which is the most im-
ortant market in the southern
emisphere for Jantzen Swimming

Suits. Mr. Earl C. Squire is the

American Trade Commissioner at

Sydney, Australia. Mr. Milton

Houghton of Santiago, Chile, is

interested in the development of

commerce between the United

States and the West Coast of

South America.
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History of the

. After I had procured the neces-
sary information and had decided
a yarn spinning mill in Portland
would be practicable, I went to
see Mr. A. L. Mills at his office
in the bank which was then lo-
cated in the new Corbett Building
" on Fifth & Morrison Streets.

Mr. Mills told me about his
experience in the mohair mill
and about the money he and his
friends had lost in it. He said
“they would be glad to get the
thing off their hands and would
take almost anything for it, and
proposed that I make him an
offer. I told him that our com-
Eany did not have the money to

uy this plant but that, if he
would give me time to organize
the company, we would buy it if
the price were attractive. Before
I left he proposed a price of
$50,000.00.

After discussing the matter
with our attorney, Mr. G. G.
Smith, we decided to organize a
small company to purchase the
Kioperty of the old Multnomah

ohair Mills and hold it until
.the company could be organized
to take over the plant ang use it
for a yarn spinning mill. Mr.
Smith said he would be interested
in putting money into a proposi-
tion of that kind himself, so start-
ing out with Mr. Smith as my
first prospective stockholder in
the new company, I went to see
Commissioner Bigelow, with
whom I had become quite well
acquainted while he was a buyer
and a partner in the business with
W. H. Markell & Company on
East Morrison & Grand Avenue.
I interested him in the proposi-
tion and, eventually, he and his
associates joined us in putting in
$5000 as a down payment on the

ﬁogcrty of the old Multnomah.
o

air Mills.

Raising $150,000 to equip and
operate this mill was an impos-
sible task for me unless I could
get assistance. Through Mr. W.
B. D. Dodson, Secretary of the
Chamber of Commerce, I met

By J.-A. ZeuNTBAUER

Mr. H. L. Corbett and Mr. E. B.
McNaughton and, later, Mr. Ar-
thur Devers of Closset & Devers.
These gentlemen all were in sym-
pathy with the project from the
standpoint of keeping that ma-
chinery in Portland and starting
a new yarn mill, and it was not
difficult to get them to help me.
Mr. H. L. Corbett, through his
connection with the wool men,
got most of the substantial sub-
scriptions. Among the subscrib-
ers were ex-Senmator Robert M.
Stanfield, Mr, C. C. Colt, now
Vice-President of the First Na-
tional Bank, Mr. J. R. Boles,
Mr. Sam Jackson, Mr. Julius
Meier and others. Mr. McNaugh-
‘ton was also instrumental in

ﬁetting many subscriptions, and -

e made a number of talks before
different clubs in the city, which
aided in getting subscriptions.
Mr. Arthur Devers and Mr.
Fletcher Linn accompanied me
at different times in calling on
people throughout the city for
subscriptions. Having such a dis-
tinguished group of men working

‘made the. raising of this money

possible.

It was with great pride that we
took delivery of yarn from the
new mill during the summer of
1918.

An outstanding feature of our
campaign to raise this money was
the fact that we were going to
have Mr. Bishop, of the Pendle-
ton Woolen Mills of Pendleton,
Oregon, operate our spinning
mill. He was to take a substan-
tial amount of stock and take
over the management of the mill.
Having a man with the reputation
and experience of Mr. Roy Bishop
was fortunate and, also, was an
absolute necessity from the stand-
point of raising the money and
also from the standpoint of suc-
cessful operation of the plant.

Our success in the knitting
business made possible not only
the starting of this spinning mill
but, in 1919, one of our knitters
by the name of Max Green left
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us and started into the knitting
business for himself. He later
interested Mr. Joseph ‘Frieden-
thal, who after a time, bought
out Mr. Green. That mill is now
called the Columbia Knitting
Mills. Later on, two of our boys
with our assistance bought a few
of our machines, and some new
machines, and started another
knitting mill. Mr. Harold Steele
is still operating this mill under
the name of the Northwest Knit-
ting Mills. Following this,
another one of our employees;,
Mr. Dehan, started the Dehan
Knitting Mills.

When we discontinued the man-
ufacture of heavy sweaters, we
turned over what business we had
to two of our employees, Mr.
William Daley and Mr. John
Wisner, who started what is now
called the Alderwood Knitting
Mills. At this time all of these
mills are in operation. Later on,
as our business grew, other com-
panies up and down the Pacific
Coast began to pay more attention
to swimming suits, and the effect
of our success was not only en-
couragement to the young. knit-
ting companies in Portland, but
to many mills throughout the
Pacific Coast district.

At the time Mr. Gerber laid
out our first advertising campaign
in 1917, he was, in addition to
running his own printing busi-
ness, writing advertising copy for
the Deute-Tyler Company, some
of which copy was for the Satur-
dayEveningPost, and it was with
quite some pride that Mr. Gerber
in his early 20’s told me of his

-writing advertising copy which

was to be run in the Saturday
Evening Post.
(Continued in next issuc)

AROUND THE PACIFIC
(Continued from page 11)
that we left its beauties. In a
few days more we were back in
the United States and in Portland
which, as always, looked good
to the returning traveler.
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‘As Mt. Gerber was ot at this
time in the advertising business
for himself and, as he knew our

advertising appropriation would

not likely attract the company
for whom he was writing copy
during his spare time, he recom-
mended that we give our account
to another young man who was
then in the advertising business in
Portland. We followed Mr. Ger-
ber's advice but we were never
quite satisfied. One day we were

iscussing our advertising with
Mr. Gerber while eating lunch
in Swetland’s Restaurant. I pre-
sume he felt responsible for having
recommended the change we made
and he then suggested that we
try to get the Deute-Tyler Ad-
vertising Agency to handle our
account. We left the table to-
gether and went to see Mr.
Percy Tyler in his very nicely
furnished office in the Dekum
Building.” Mr.. Tyler informed us
that the account was too small
to be profitable, but his firm would
take it provided we would guar-
antee them a minimum of $25.00
Ecr month in commissions. A

eal was made accordingly and,
shortly after this, Mr. Percy
Tyler and Mr. Heinemann were
headed for Seattle to call on the
trade and show them an adver-
tising campaign which the Port-
land Knitting Company proposed
to run in Seattle during the sum-
mer of 1918, and to open up some
accounts for Jantzen Bathing Suits
-and sweaters. A few accounts
were opened and a few advertise-
ments ran in the Seattle papers
during the summer of 1918. We
advertised Jantzen Knitwear and
our slogan was ‘‘You Always
Notice a Genuine Jantzen.'' This
slogan was Mr. Tyler’s sugges-
tion; and it came to him while
we were discussing slogans in
his office. .

After this first advertising we
found the name ‘‘Portland Knit-
ting Company” burdensome in

By J. A. ZeuNTsAUER, President

our advertising. Customers began
to write in to Jantzen Knitting
Mills even before we had the
name changed, because the ad-
vertising had impressed our trade-
mark name Jantzen upon their
minds and they did not notice
Portland Knitting Company.
Therefore, it was decided to drop
the name, Portland Knitting Com-
pany,and change to Jantzen Knit-
ting Mills, which we did the
latter Sart of 1918. About this
time Oregon Loganbetry juice
was being advertised nationally.
The Deute-Tyler Agency had Phez
loganberry juice, and the Botsford
Company, another advertising
agency, were advertising Loju.
These two loganberry juice con-
cerns consolidated and persuaded
their advertising agents to con-
solidate also. Mr, Deute had
already left the Tyler Agency and
had gone to work for the Vogan
Candy Company as sales manager.
But Tyler’s Agency consolidated
with Botsford’s Agency, and our
advertising company’s name was
Botsford-Tyler Company. The new
agency planned our 1919 cam-
paign. We planned to advertise
swimming suits alone and let our
other garments follow as best
they could without advertising.
As our funds were limited, we
used only newspapers in Portland,
Seattle, Tacoma, Oakland, San
Francisco and Los Angeles.

In 1919 and 1920, we adver-
tised Jantzen bathing suits. It
was not until 1921 that Mr.
Dodson first conceived the idea
of using the name '‘Swimming
Suit” instead of bathing suit.
Up to this time we h:;tdg never
heard the name *'Swimming Suit™’
used, and we had been selling

bathing suits for years and had

come in contact with all kinds
of advertising of these garments,
which consisted then entirely of
newspaper advertising by retailers,
or trade paper advertising by
manufacturers. So we are certain

[15]

the name “swimming suit’ was
never used in advertising. Mr.
Dodson was manager of the Broad-
way retail store at the time, and -
I remembper distinctly the twinkle
in his eye as he suggested the use
of the name in our advertising.
As we had particularly brought
out in our copy that our suit was
ideal for swimming, I could see
the possibilities in the name at
once and knew Carl, Roy and
Mitchell would be equally enthu-
siastic about it when they heard
it. So from 1921 we discontinued
the usé of the name bathing suits
and used swimming suits in all
our copy. Since then many manu-
facturers throughout the world
have advertised swimming suits
in place of bathing suits.

Early in. 1919, Mr. Heinemann
packed his sample case with our
new bathing suit line and started
for California to see if we could
not open up some accounts. in
that state. We had sold some of
our goods in Seattle the year
before and our business had in-
creased in Portland, and we be-
lieved in Mr. Heinemann's ability
to sell at least a few suits in Cali-
fornia and, as we had planned
an advertising campaign in Cali-
fornia, it was necessaty for us to
sécure at least a few customers.
As usual, Mr. Heinemann came
home with the bacon. Not very
much, but what there was came
from some of the largest stores.
In most places Mr. Heinemann got
what he called the horse laugh
from the buyers. They argued that
it was ridiculous t};r them to
buy bathing suits from Portland
when California was full of the
country’s best bathing suit manu-
facturers. And certainly from the
casual observer's standpoint, their
statement appeared to be true.
Mr. Heinemann was a skillful
salesman and he knew positively
that he had something unusual
and something that would sell

(Continued on page 16)
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‘‘Business is picking up,” said
Jake Schatz of the Knitting De-
partment as he had another

press-off.
N

Floyd Gilman lells us thal siyle 39
can't be cut too low—expluin yourself,

Floyd.
N

Notice—especially to brunettes:
Phil Bergh, the ex-Yarn Spinner, has
been removed from circulation. Seattle,
Los Angeles, San Francisco, Chicago,
Philadelphia, New York, Detroit,

St. Louis and New Orleans papers

please copy.
Nt
Lillian Reichen threatens to sue
Phil for breach of promise. What’s
the idea, Lillian? After driving one

good man from the country you
ought to be satisfied.

Nags

Spinning Jenny says that success of
the Chinese in American business 1s
remarkable, with New Low praciically
in control of the New York stock market
and Low Back such a power in the
swimming sutt industry.

Photograph taken immediately before explosion of bomb
duriag May-day riots. :

Photograph taken immediately after explosion of bomb
during May-day riots,

t

Elizabeth Long: ‘‘What do you
think of our new job?" . .
Agnes Arthur: ‘I think it's ripping.”

An enthusiastic inventor writes
to Monsieur E. Lastique Fabrique
for an opinion.

Dear Monsieur:

I recently read in the paper about
the invention in France of a new paper
swimming suit that dissolves in the
water. Now, I have a bDetter idea.
Why not make swimming suits out of
waxed paper which would not- be
affected by water?

Ingenious Ida

Dear Ida:

. .You forget that waxed paper was

once used for windows.

N

Mary had o little lamb

Wiih fleece like silken hairs:

The fieece from Mary'slamb was shorn,
It made sixteen Sunaires.

““The only exercise [ take is Ping-
pong, and yet I have athlete’s foot,”
says Herman Boyer.

|

SUGGESTED CHRISTMAS LIST
C. Werner Ahrbeck—A set of rub-

‘ber figures that may be stretched

for statistical purposes.

Spinning Jenny—A few more
single men for prospective hus-
bands.

Gwen Richau—A pair of roller
skates to expedite travel between

her desk and Irwin Adam’s office.

May Foster and Edith Smith—
Another operation so they -will
have a topic of conversation on
tap when the possibilities of the
last have been exhausted.

Mary Sheridan—A mechanical
atomizer that will spray ten

throats at once.
MERRY CHRISTMAS,
The Yarn Spinner.

History of the Jantzen
Organization
{Continued from page 15)

if he could persuade the buyers
to stock a few. He knew the
virtue of this suit with its elas-
ticity and warmth would soon
spread among the swimmers and
that orders would come more
easily next time. In 1917, we sold
about 50 dozen bathing suits and
in 1918, 230 dozen and in 1919,
342 dozen. Qur factory advertising
expense was about $4000 for the
year 1919, and our bathing suit

sales alone were not enough to.

[16]

justify this expense by any means.
But the total sales of manufac-
tured knitwear were great enough
to justify it.

While our total bathing suit
sales were not great even with our

increased advertising campaign
and extra effort in selling, we had
begun to get a vision of what
could be done with this bathing
suit. As the reports from all di-
rections were favorable, we felt
confident that in the following
year we would have a great .in-
crease in sales. During the years
of 1918 and 1919, we were ham-
pered by constantly rising prices
of material and labor, and our
profits were only about $1500 in
1918, and in 1919, less than $4000
but, as the war was over and prices
had not dropped but had ‘con-
tinued to rise and sales seemed to
be rather easy, we continued to
expand by buying more machinery
and adding to our line until we
had become so crowded in our
new location on Fifth Street that
we again thought it necessary to
have larger quarters. We idlso
had discovered that it was ex-

.pensive to have our factory lo-

cated on three floors with inade-
quate light and inadequate ele-
vator service, besidesthe difficulty
of supervision where departments
were so scattered. We f;cidcd to
build a plant or have one built
according to. our own plans.
Therefore, in the fall of 1919, we
started to build a new factory
building on. Mr. Joseph Simon's
property at 20th and Sandy Boule-
vard. The building was built for
us by Mr. Simon and we leased it
for ten years. We moved into this
new daylight factory in February
1920.
(To be Continued)

Microbes. have no means of
focomotion. They have to be
carried to mouth and nose—by
your hands, for instance. And 92
per cent of the communicable
diseases you catch get into your
system through your nose or
mouth. Few people wash their
hands as-often as they should for
health protection.

Printed in U. 8. A.
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As we look back upon this ven-
ture of building a modern factory
building, going to the expense of
moving into it, and assuming a
rental of $3,840 per year, it was
obviously the right thing to do
but.at the time it was fir from
being a simple problem. It is true
that our sales had increased to
$255,000 in 1919, or 30.7 1(pcr cent
increase over the year before, and
our profits were 5.2 per cent of
our sales, or $13,250.00 net.
However, we still owed the bank
a great deal of money,and we had
our profits all tied up in the busi-
ness and would have to borrow
to the limit to keep going. Under
these circumstances it took cout-
age, if not foolhardiness, to as-
sume greater obligations. Mr.
Dodson objected to the venture
but acquiesced when we showed
him the figures that convinced us
we were losing a great deal more
in inefficiency in our old building
than the rent would be in the new
one, -

“ The new factory building cov-
ered a half block less the triangu-
lar section and a narrow strip
running along in front of the
building on Sandy Boulevard.
We did not extend the building
over this ground as we wished to
reserve it for shrubs and lawns
in order to make our factory
as peautiful as possible. We ex-
pected our new building to be of
great value to us as an advertise-
ment, because even at that time

Sandy Boulevard was a prominent,

throughfare and 20th Street was
also being used considerably. The
building contained about three
times as much space as we actually
needed at the time, so all the
machinery and counters were
spread quite far apart to make the
building look as full as possible.
We felt that we had now a build-
ing large enough to take care of
us for several years. We had
moved so often that “we had
leéarned how expensive and inefli-
cient it was to attempt to expand

By J. A. ZeaNTBAUER, President

by building on a little at a time,
or having to move into new
quarters altogether. - _
At one time during the year
1920, our payroll included one
hundred ang seventy-five people.
It was in that year also that I

was relieved of my job as credit

man when we hired Mr. Alfred
Cormack to take over that work.
He rapidly developed it into
quite a scientific institution. His
many years of experiénce as Pur-
chasing Agent in the First Na-
tional Bank had given him a
foundation of business knowledge
which enabled him to develop
rapidly into a good credit than.
It was in this year also that we
opened a sales office in New York
City. Mr. C. R. Zechntbauer
moved to New York to take
charge of the office, and Mr.
Ernie Pautz, assisted by Mr. Otto
Matthes, was left in charge of
the Third Street Store. '
It was in 193Q also when our
first national fadyertising ran in
Vigue and Life Iﬁ%gazincs. These
were four-color \advertisements
and the artists were Coles Phillips
and Anita Parkhurst. We' paid
Mr. Coles Phillips $1500 for his
drawing, and I gcli@{x‘rc ‘we' paid
Miss Parkhurst $650 for her
drawing. This highx-\priccd art
work and high priced four color
advertisements in class magazines
represented our daring) attempt
to break into the national mar-
kets with . national adveytising.
Mz. Percy Tyler of the Bogsford-
Constantine Company was mainly
responsible for this campaign.
He argued that we should go
into the field in a manner \that
would attract attention and ‘that
would establish our product as first
class, we have never regretted; it.
I am getting ahead of my story,
because there was a great deal of
hard work and investigating be-
fore we decided to start an office
in New York City, or launch a
national advertisin campaign.
Ms. Heinemann madera trip ??iast

[19] - {

~

to. investigate. the . market there
and to attempt to:sell -some-ners:
chandise. It was late in the seasofi*
and during the rather uncertain
financial period of the fall..of
1919, and he was unsuccessful  in,
selling -very much merchandise:.
He came back, however, with &7
story of the wondetful market of
the East and with the conviction .
that we could break into .that
market if we had a sales managet:
on the job. It was in 1920 s:%so
that we appointed the J: E:-Watte'
Company as our agent for all of
the middle. western and southern
states. - SE L A
“Youth was in“the-saddle ,
year and we certainly madé it 4’
year of expansionsin every direc-
tion—manufacturing, selling and

advcrtisin-_g; soe T s BRls
" Ever since the invention of the
use of the elastit §titch for swim-
ming suits, we had beenende¥6r:
ing to get a machine that iwould
economically. and efficiently -knit:
swimming. suit fabric. The hand«
operated machine was slow, 4%
efficient and expensive, but it
the only machine made in this
country that would do-the
as we wanted it.-In the'year, 19187
we imported two Swiss machifies
which did the work autematically,
but they were cumbersome, heayy
and with slow production.-They;
proved to be little better, if at 4K
than our hand-operated machines.
We hoped and believed that we
would "be ‘able to..buy .cir¢jikar
machines some. day- that would
do the job more efficiently. Evéry
manufacturer of these machines
from whom we inquired told us

that it was impossible to knit

the elastic stitch as tightly as we'
wanted it and do the striping
automatically. We were not satis-
fied with this statement from the
manufacturers, however, and iwe
gurchascdahosicrymachinewhich

id “striping and made a stitch
similar to the one we wanted.
We experimented with this tma-

(Continued on page 20)
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atiu Spinner'

“I've made a hole in one,"” multered
the final inspector as her scissors

slipped.
NNae

When asked why she was jealous
of one of the stenographers, Spin-
ning Jenny said that she just
doesn’t care for her type.

N

Mr. German (to applicant for book-
keeping position): “Do you know any-
thing about figures?"’

Applicant: “I'll say I do. Last sum-
mer I was a life-guard at the beach.”

Narr

Advice to a fair swimmer who loces
the button off shoulder strap of her old
style bathing suit: Reach for a Janiven
instead of a sheet.

¢

The last word in swimming
suits apparently is a monosyllable.

And now Monsieur E. Lastique
Fabrique again gives his advice to
the lovelorn. Note his sympathetic
understanding of the problems of the
young man who sent in the touchi-g
plea that follows:

Dear Monsieur: )

I'm having an awful time keeping
my mind on my work. My absent-
mindedness causes me to get all
tangled up in the yarn. What is the

matter?
Worried Winder.
Dear W. W.
Yes, I quite agree with you. The
girls in the Inspection and Mending
Departments are very good-looking.

(

Mother may I go out to swim?

Yes, my darling daughter.

But if you wear your new Sunaire,
Don't get out of the water.

(

Mr. Jantzen: Do you ever think.
about swimming suit styles?
Mayor: Oh yes, off and on.

We'll now have a few cutting remarks
by Bill Oekerman.
Yours in a Jantzen

THE YARN SPINNER.

JANTZEN HISTORY
(Continued from page 19)

chine until we thought we had
discovered a way in which a
machine could be made to do our
work. Mr. Jantzen then started
East to see if he could persuade
some manufacturer -to make the
machines as we wanted them.
After being turned down several
timeshewasatlastable to persuade
‘Mr. Howie, of the Wildman Manu-
facturing Company, that our
scheme would. work, and he
volunteered to make a machine
while Mr. Jantzen waited in
Philadelphia until it was finished.

‘We got the ‘machine in our
factory early in 1920, and we tried
all kinds of experiments on it as
rapidly as possible, and after
making several improvements, we
ordered six more machines. These
weredelivered tous the fall of 1920.

Most of our knitters believed
the new machine was a foolish
experiment and that it could never
be made to do what we expected
of it; and that if it did, we would
not be able to produce as cheaply
on it as we could on our old
machines. In fact, one of our best
knitters was so bitterly opposed
to the machine that he left us
and went to work for the Colum-
bia Knitting Mills. During the
experimental stage three or four
men were standing around the
machines nearly all day. To some
of the knitters, the machine that
took so many men to run it, was
a huge joke. Nevertheless, a few
with vision kept .on working
with this "“crazy’’ machine until

success came, and this machine

has been the means of our reducing
the cost of knitting from $7.20
per dozen to about 12¢ per dozen
and with infinitely better work.

_ While the new machine took four

men to operate it, one man NOw
operates four machines.

As a result of all our efforts in
1920, we had a 49 per cent increase
in sales. Our sales reached a total
of $380,000. We spent $13,095 for

- advertising and our net loss for

the year was $27,184.

This loss was astaggering blow,
but our analysis showed the reason
for the loss and we were not dis-
couraged because we felt the loss

[20]

was unavoidable and would not
occur again. It was due to the
fluctuation in the price of yarn.
We lost both on the rising market
and on the declining market. We
had gone out in the fall of 1919,
contracting orders at certain prices,

‘basing our figures on yarn at a

price which we thought would
not advance very greatly, but we
were obliged to pay a very much
higher price for yarn to fill these
orders. In the spring we booked
orders for merchandise to be de-
livered in the fall and our prices
were very high because yarn
prices at that time were high. A
good deal of our stock was pur-
chased, in work and in merchan-
dise manufactured out of yarn at
the high price. During the summer
there was a sharp decline, perhaps
the greatest decline in the price
of yarn in history, and we were
obliged to reduce our prices if
we were to have any of our
orders accepted. Therefore, we
lost when the price went up and
also lost when the price went
down, and our loss came in the
one year. Our losses on the fluc-
tuation of the prices of yarn were
over $80,000 and our operating
profit was over $50,000. This
would have been our net profit
for the year had we not had this
unusual loss due to conditions
beyond our control.

The average price of our ladies’
swimming suits during that year
was $91.00 per dozen.

(T be Continned)

LaFollette Brown With His Arms Fall

Printed in U. S. A



History of the Jantzen Knitting Mzlls

By J. A. ZEaNTBAUER, President

Following is an article, en-
titled “‘Future Prospects,’’ which
was published in Jantzen Yarns in
October, 1920:

“I believe that the slump in business
and work around the Jantzen Mills re-
quires an explanation for perhaps all of
you do not understand the reason for this
slacking up. ) .

“The reason for the slump in sweater
business is that the merchants are refusing
to buy at such high prices but are going to
start the season on just what chey have left
over from- last year and fill-in sweater
orders will probably not begin to come in
until cold weather sets in some time in
November or December.

“While we have probably 50 per cent
more bathing suit orfcrs now than we had
at this time [ast year, we are not beginning
on the bathing suit orders because the
price of yarn is still on the decline and we
want to purchase our yarn stock at as low a
figure as possible.

""We are compelled to do this because in
order to get business we must guarantee the
price to the dealers and we must figure our
price on bathing suits from the price of
yarn at the time we ship our'suits. For this
reason it will be near the first of December
before we get well under way on bathing
suit orders. :

“We have been assured by the Federal
Trade Commission that we can prevent
any one from manufacturing the Jantzen
elastic stitch suit and if this is true it will
not be very long until the capacity of the
Jantzen Mills is doubled and tripled and
there will be plenty of work for every one.

At any rate, the old mill will be hum-
ming with activity within a month or six
weeks."” ‘

You will see by this article that
we were still calling them *‘Bath-
ing suits,”” and you will see that
we were struggling with the 1prob-
lem of purchasing yarn at as low a
figure as possible.

Our very beautiful ads in Life
and Vogue in addition to our news-
paper advertising were beginning
to put the name Jantzen on the
map and in the fall of 1920 we

booked, as you will notice by this

article, about a 50 per cent in-
crease in business. That fall we
started out with a price on swim-

ming suits based upon the price -

of yarn at that time and, as was
our custom, guaranteeing the cus-
tomer that if there was a decline

‘refunding the

in the price that we would ship
their suits at the new price.”
There was quite a decline in the
price of yarn which we were able
to take advantage of to some
extent, but there was a further
decline in prices after we had
urchased the bulk of our yarn
Fo‘r the season. Regardless of
costs, we reduced prices sometime
after January to conform with the
yara prices at that time. Many of
our orders had already been
shifpcd and some of our customers
had already paid their bills. When
we made the price change we im-
mediately gave credit to all those
who ha!not paid their bills and
sent checks for the difference to all
those who had paid. The amount
refunded in cash was around ten

- or fifteen thousand dollars. This

was a very unusual thing to do,
but we felt that it was the right
thing and we received many com-
plimentary remarks from our cus-
tomers when they received checks
ifference in the
price they paid and the new price.
If I remember cotrectly, the
amount we refunded plus the
amount credited to our customers
on our books, amounted to about
$30,000. Of course this was a very
unusual condition but there was
nothing else to do even though
it made us show a loss for that
year's business.

It was during the year 1920
that Mr. Harold Steele and Mr.
Jack Evans left the employ of the
Jantzen Knitting Mills and went
into the knitting business for
themselves. Mr. Jack Evans has
since passed on, but Mr. Harold
Steele s still in business at the old
location on East 28th Street. He
is operating under the name of
the Steelknit Mills, Inc.

Back in the early spring months
of 1920, the following article was
written in the Jamizen Booster, the
name for our paper-now khown as
the Jantzen Yarns:

(41

““We are reaching out into new selling
fields as fast as our production will permit.
At this time we are selling our product
from Canada to Mexico and as far East as.
Denver.

“*‘We are the only kaitring mill on the
coast which is running on three shifts and
the way in which orders are coming in,
this promises to continue indefinitely. The

- Jantzen will soon be the bathing suit at

Coney Island and Palm Beach, just as it is
now at Long Beach."”

This little paper called the
Janrzen Booster was published while
we were in the building at Fifth
and Couch Streets. In July 1920,
a contest 'was held amongst the
employees to select a berter name
for the Jantzen Booster. Mr. C. C.
Jantzen submitted the name Jant-
zen Yarns, which was adopted.
Mr. A. J. Cormack submittcg the

name Jantzen Jazz. Mr. Lawrence

Wisner submitted the name Jant-~
zen Jazette. Mr. Heinemann sub-
mitted the name Jantzen Knito-
gram. These names were consid-
ered, but it did not take long to
teach a decision in favor of
Jantzen Yarns. The first issue
came out in July, 1920.

- In 1920, we had 175 employees
including the factory and the two
retail stores and our capital stock
was $150,000. The total sales for
the factory for the year were
$255,498. The total swimming
suit sales for the year were 2,236
dozen, so you see most of our sales
in that year consisted of sweaters,:
hosiery, scarfs, and other items
of knitwear.

SERVICE PINS

Jantzen Service Pins have been
awarded to the following mem-
bets of the organization.

FIVE YEARS
Marig WITTREN
Wanpa STEELE
Mamie JENSEN

Pavi Husperonr
O. A. HOcHREITER

TEN YEARS

T. D. RoNaLp
Ne1r, HAMBLEN

CrarLEs CARLSON
Maris Trarer
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- History of ]dﬂtzen Km'tﬁng Mills

By J. A. ZEaNTBAUER, President

In 1920, the company still
operated two retail stores, one at
150 Third Street and the store at
148 Broadway. A write-up in the
Jantzen Booster, the paper pub-
lished under that name before
Jontzen Yarns was adopted as a
nate for our house organ, reveals
the interest which the manage-
ment then had in these retail
stores. It reads as follows: _

"The two Portland Knitting Com-
pany Stores on Third Street and on
Broadway are certainly helping to
keep the name Jantzen before the
public.”” ~ :

‘At this season the Broadway Store
is specializing on hand-knitted goods
and yarn. Mr. Dodson has selected a
very competent sales force and they
are giving the Third Street Store a
close run for volume of business.

“*We take this opportunity of com-
plimenting Third Street Store on the
tastéful manner in which the stock is
displayed.”

- Following is another paragraph

which will give you an idea of
how the business has changed
since then: :

“*We have just received an order
from a large department store in Cleve-
land for $421.60 worth of Jantzen hose.
This shows how the name of Jantzen
Knitwear is spreading. Let us keep up
our good workmanship and we wiFl go

_ on getting many more such orders from

the East.” .

The hosiery we made was a
heavy worsted type, the same as
made by the Luke Knitting Com-
pany, our predecessor, nearly 50
years. They were very similar to
hand-knitted hose. In' this same
paper, printed in December, 1920,

there appeared a compliment to -

Mr. Richard Wisner who had
never been absent from his work.
That's the kind of attention it
takes to build an efficient or-
ganization and to keep it func-
tioning to the best advantage.
In 1921, the Sales Convention
was held at the Multnomah Hotel
on the third, fourth and fifth of
January. All of our salesmen were
there with the exception of Mr.
C. R. Zehntbauer and his as-
sistants, Mr. Zehntbauer was then
in charge of the New York office.
|

The Convention was held in Jan-
uary because few manufacturers
offered swimming suits for sale
until after the first of the year.
We were the first manufacturer to
present swimming suit samples as
carly as the first of September.
Our New York office was first
located on the fourth floor of the
Pennsylvania Hotel. In 1920, Mr.
Heinemann and Mr. C. R. Zehnt-
bauer were together in New York,
and, while very ‘little business
could be booked, they both felt
enthusiastic abot_prospects. Mr.
Heinemann came “home saying
that we would certdinly receive
a great many ordcrs?in February
and March. Mr, C. R\ Zehntbauer
said he felt that we ‘would soon
be getting enough business in
New. York City alone to keep our
plant going at full capacity.
In March, 1921, we sent Mr,
J- M. Green on a trip through the
East so that we might find out
just what an experienced suc-
cessful Jantzen salesman might do
in that territory. Mr. Green then
had the California territory. His
total sales for the trip were not
large, but he did book an order
for $1400 for the Palais Royal of
Washington, D. C. This account
had specialized in the Annette
Kellerman line before. In that
same month Mr. C. R. Zehnt-
bauer made a trip to New York
and on to Boston, where he
booked a number of orders on

the way. He reported that he-

believed the bulk of the buying
would be done around May as no
one was inclined to buy early.

It was in 1921, that Mr. Herbert
Bra’Me took our’line to the
Hawaiian Islands and did a very
excellent business. He sold quite
a large order to the Liberty House
in Honolulu. and they advertised
Jantzen Swimming Suits with a
full page in one of the newspapers
there. In 1920, the J. E. Watte
Company of Chicago, who were
agents for Jantzen suits for all the

Middle West and South, pur-

[6]

"chased a stock of $20,000 worth

of swimming suits to be dis-
tributed by them from Chicago.
In May, 1920, orders began to
come in by telegraph from the
New York office. The Watte Com-
pany was doing a good business
and Mr, Green's sales in Cali-
fornia were continually increasing.
It was .in May, 1921 that Mr.
Green employed Mr. T. D. Ronald
as a salesman to assist him in the
California territory. :

In September of 1921, our new
sample line contained 65 numbers
with about 250 units including
styles, colors and sizes, or a re-
duction of about 4000 units within
a period of two years. This was a
drastic step but our sales con-
tinued to increase and our credit
rating in the new Dun's and
Bradstreets’ book was the highest
given to any knitting mill west
of the Rocky Mountains. It was
in the fall of 1921 that we re-
ceived a grant on our patent of
the bow-trunks and non-ripcrotch.

During the year 1921,we spent
most of our profits on advertis-
ing and sales promotion work.
We felt that it was necessary
in order to preempt the field for
Jantzen stitch suits which we
had originated. At that time we
felt confident that the following
year would see us on the road to
cashing in on the foundation we
had laid, and we were not mis-
taken. We started our men out
with their samples in September,
1921, and orders came in-in fine
shape from every direction.

Mr. C. R. Zehatbauer got some
nice business from Boston in Sep-
tember. Mr. Green sent in $10,000
worth of business the first ten
days. And in our own home terri-
tory, Mr. Baumann was getting
the best business that he had ever
had in swimming suits. Mr,
Harry Zehntbauer, who was then
city salesman, brought orders in
earlier than ever before.

(To be Continued)
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History of The ]amtzén -Km'ttz'ng Mills

By J. A. ZeaNrtBauER, President

At the close of the 1921 season
we discontinued thé store at Sea-
side which we had been ogera_ting
for a couple of years. The store
broke a little better than even but

- it was not very profitable.

In November, 1921, the com-
pany authorized and offered for
sale $50,000.00 worth of Pre-

ferred Stock to help finance the-

increase in business.

In 1922 we experimented with
the bonus plan for salesmen,
giving 1 per cent extra to those
who iad made quota in January.
Mr. Green, Mr. Baumann and Mr.
Boyd exceeded their quotas: This
system was not.continued long
because many weaknesses were
found in it.

It was in January that we sent

. a line of samples to Mr. A. L.

Woolf in Manila, P. 1. In that

- month Mr. Black, a salesman for

Blumauer Frank, took our line
into China and Japan. We soon
received our first orders from
‘these gentlemen.

On Mz, C. R.'s visit to the mill
it was decided to rent a new
office and to carry a stock in New
York City, which we did in that
year. In April, 1922, Mr. Robert
Carson of Baltimore, accepted a
position with our company as
sales representative for Maryland
and the District of Columbia. At
that time, Mr. Heinemann felt
quite enthusiastic about
Mz, Carson has since proved that
Mr. Heinemann's judgment was
good. _ ,

A copy of Jantzen Yarns of April,
1922, shows that Miss Emma
Seis, now Mrs. Paul De Koning,
whose husband is sales manager
for the Australian Company, came
to work for us in that month.

On May 27, 1922, an issue of
the Sarurday Evening Post carried
the first Jantzen advertisement in
that magazine. In that year we
used billboards quite extensively
all up and down the Pacific Coast.
It was in the year 1922 that we

him. -

started national Jantzen week.
Now we call it “'Jantzen Learn to
Swim- Week.”" In the summer of

1922 we discontinued the Watte

agency in Chicago and appointed
representatives direct from the
mill to take over the territory.

. This gave our sales a great im-

petus and made business through-
out this territory more profitable.

In July, 1922, Mr, Dodson and
Mr. Jantzen with their wives
made a trip to Yellowstone Park
in Mr. Jantzen's big Studebaker
Six, which was decorated gaily
with Jantzen red diving girl
stickers. A big Jantzen sign fcc-

orated the rear window. This.
event was one of the things that .

started the vogue for putting
stickers on car windows.

In the fall of 1922, Mr. Ernie
Pautz gave up the management of
the Third Street Store and started
working in the New York office.
Mrs. Minerva Street succeeded
him in that store. In that same
fall Mr. M. J. Garner of Ozark,
‘Alabama was employed as a
direct Jantzen salesman. Formerly,
he had worked for the J. E. Watte
Company. Mr. Burgess of Burgess
& Johnson, Honolulu was also
hired at that time and Mr. Irving
E. Smith of Dallas, Texas. Mr.
W. R. Campbell was sent from
Portland to Detroit where he is
still located. William Loggie &
Sons Company, Toronto, Canada
was appointed agent for that sec-
tion. George L. Maduro of Pa-
nama City and Max Ortiz of
PortoRicowereappointed. George
Campbell of Kansas City, B. H.

. Chappell of Omaha and H. A.

Jacobson, Iowa, Horace Box,
Nashville, Tenn., G. D. Mc-
Gruder, Indianapolis, C. C. Camp-
bell, Louisville, Kentucky, and

several other men, who are not.

now with us, were alfnpointcd
sales representatives that fall.

" It was in the fall of 1923, when
Mr. A. L. Wolf discontinued
handling the Jantzen line in the

[3]

Philippine Islands, C. Alkan &
Company then took over the line
and still represents us in that terri-
tory. Mr. Samuel F. Gaches is
President and owner of the Alkan
Company. In the summer of 1923,
Mr. Gaches visited our plant and,
to my knowledge, has not seen it
since then, but I hope that on one
of his trips to America he will
arrange to come by and see our
modern plant,

The company's total net sales
for 1923 were $993,152. The total
amount spent for advertising was-
$55,411 or 6.7 per cent of sales.
The net profits were $47,544. After
all dividends were paid and at the
close of business August.31, 1923,
the company had a surplus of
$25,688. In July, 1923, we in-
creased our capital stock from
$250,000 to $500,000 and the
following October we again in-
creased the capital stock to $1,-
000,000 and asked the Corporation
Commissioner for permission to
sell a quarter million dollars of
8 per cent Preferred Stock. We
were successful in selling this
issue in time to take care of our
needs. Our sales in 1923 had
nearly doubled 1922 sales and we
had good prospects for again
doubling in 1924, and it was nec-
essary to raise more capital.

In the year 1923 our advertising
slogan was ‘"The National Swim-
ming Suit”” which proved to be
very lpopula.r with our customers
in all sections. We discontinued
using this slogan, however, as

"the National Cloak & Suit Com-

any objected to its use. We be-
Ficvc they had no legal right to
prevent our using the slogan, but
our experience with infringers
had taught us to be considerate of
originators’ moral as well as
legal rights.

In 1923, the red diving girls
were becoming extremely popular
for automebile windshields. When
one would drive through any of

(Conrinued on Page 9)
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at the home of the groom's sister

"in Sellwood. The bride and groom

teccived many beautiful gifts on
their wedding day, including a

" beautiful electric percolater  pre-

sented by members of the Ship-
ping Department.

Loxoon
In the spring a young man’s
fancy lightly turns to thoughts of

“love. Cupid has again been busy

among the fairer sex in the Jantzen
Factory at Bremtford and our
Easter weddings number three, all
within a few days of each other.
The girls to whom we offer our
congratulations are Miss Dorothy
Pearce, Miss. Violet Smith and
Miss Daisy Monk.

" The Office has not escaped the
spring feeling either. Even as I
pen these few words, Mr. Cyril
Webb, the firm's Buyer, is taking
unto himself a wife and yesterday
we had the pleasure of offering
him our deepest sympathy. In
reality, however, he and his wife
have the good will of all the staff
who presented him with a very
fine case of cutlery. In the absence
of the Directors, Mr. Sneesby
officiated on this occasion and
excelled himself by the eloquence

~and aptness of his speech.

A wedding of interest to the
staff will be that of Miss Doreen
O’Keeffe of the Ediphone Depart-
ment. This is to take place on
March 24th, so that the happy
couple will have an Easter honey-
moon. Miss O'Keeffe has been
with the firm since its inception
and is a very popular member of
the staff. We all join in wishing
her every happiness in her new
venture and trust she will remain
the same old Okey to us.

Another marriage in view is-

that of Miss P. Bailey, Forelady
of the Mend, Mark and Inspection,
who has recently become engaged
to Mr. H. Bolton.

POEM
By Ann McMiLLan
It's easy enough to be pleasant
When life gives you a break,
But the girl worth while
Is the girl who can smile,
When they give her back a mistake.

PorTraND

Mr. and Mrs. Earl Fuller are
receiving congratulations upon the
arrival of a baby boy born on
February 11. Mr. Fuller has long
been connected with the Knitting
Department.

Born to Mr. and Mrs. Mullen-
dore, January 12, a son, Lloyd
Donald. ,

Born to Mr. and Mrs. Russell

Collins, a baby girl, June Margaret. .

LoxNpon

Borrowing from our valuable
salesman’s circular '‘Chez-Nous’
I will endeavour to tell you in the
laniguage of ‘‘Chez-Nous'' of a
very outstanding event in the his-
tory of Jantzens and of great
moment to oné of our Directors.
Babette Jane Froude made her
first appearance in this world the
evening of January 27th, and
strange to say, although born in
Merrie England turned out to be
an American, due entirely to her
Barcntagc. Babette will never be

resident of the United States for
two reasons—first, she is a girl,
and secondly, no-one can become
President of the United States
unless he were born in the
United States. In spite of this
handicap, both her father and her
mother seem pleased, and no
doubt she will become a fair

olfer and ping-pong player—just
igikc her fathcf pong pay

The day following her birthday,
the proud father brought a large
box of chocolates tied with a
large pink bow and a little card
from Babette herself, the choco-
lates to be enjoyed by all her
Jantzen friends.

A silver spoon has been pre-
sented to her and we look forward

[9]

to seeing her eclipse all members
of the Froude family in the width
and reckless joviality of her smile.

Here Sue1s [ !

Babette Jane Froude, age 2 weeks,

Speaking of babies, Beverley
Gael, the bonny son of one of our
English salesmen dropped in on
this world about thrée months
ago and when we saw him he was
carrying his age well, although he
‘was still, to some extent de-
pendent upon the good will and
offices of his father and mother.

SypwEY
Congratulations to Phil Lake
on the arrival of another baby son.

History of Jantzen Mills
(Continued from Page 3)

the cities of the Pacific Coast it
seemed as if half the cars had
diving girl stickers on them and
they were beginning to be used
throughout the United States. It
is hard now for us to realize how

popular those diving girls really

were during that time. One can
get an idea of it by reading what
Msr. Dodson wrote for the Yams -
in October, 1923:

“When I went to Washington, D. C,
with the Shrine, I took quite a number of
these diving girls with me having one

_side of them gummed. I put a diving girl on

every window of the train which gave us
the name of the “Diving Girl Special,” by
which name it was known for the entire
trip across the country. At every station
where we were met by Shriners with cars
I passed out diving girls to each machine.
The climax was reached, however, in
Pictsburgh when I started giving out divin
girls to the taxi drivers who almost create
a riot trying to get them. The streets in
Pictsburgh are narrow, especially by the
Pennsylvania Hotel, and in a few minutes
they were blocked with taxis all trying to -
get a diving gitl for their windshields.™

This distribution by Mr. Dod-
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son is undoubtedly one of the
things which helped to popularize
the girl so rapidly.

In September, 1923 the Western

Advertising magazine published the
following:

‘“When the man in the street knows your
product, it is undoubtedly the result of good
advertising, ‘ and you are contented; but
when the thousands of motorists who ply
the streets and highways clamor for the

rivilege of displaying your advertising
rom their flivvers and limousines, you have
succeeded beyond the wildest dreams of
even the most sanguine advertisers. The
fact that this actually has happened re-
cently to an advertiser in the West, but
goes to illustrate that the possibilities in
the advertising field are limitless, and that
a harvest awaits the man or woman who
can develop an idea of sufficient force.

“The idea in this case which had the
force and the appeal necessary to make such
a result possible was the Jantzen Diving
Girl. The story of developing a bathing
suit made in Portland, Oregon, into a na-

tional garment known wherever people

swim is the story of a truly western adver-
tising achievement by the Jantzen Knitting
Mills.”

In conclusion they say, ‘“All of
which proves that the right idea
will do anything—even make
people ask to advertise your
product.™

In the fall of 1923 - “"Men’s
Wear”' of New York had an ar-
ticle about the diving girl. They
said:

*'The Jantzen Knitting Mills have bought
out an advertising novelty that is proving
popular with auto drivers. The feature is
the cut-out figure of a diving girl, garbed
in a red Jantzen swimming suit and knitted
cap. So graceful is her pose and so beautiful
her suit that many windshields carry as
many as three or four of the figures. Across
the breast of the swimming suit is the
name of the firm.”

It was in September 1923, when
Mr. H. L. German left the Water
Office of the city of Portland and
took the position of Office Mana-
get for the Jantzen Knitting Mills.
It was in the fall of 1923 that we
started building the addition to
the Joseph Simon property at 20th
and Sandy Boulevard, which cov-
ered a quarter block and included
theConditioningRoom, aninnova-
tion for knitting mills. It was ready
for occupancy about January 1.

It is interesting to look over the
old 1923 advertising. McClelland
Barclay drew billboard posters of
a Jack-knife Diver. - The suit
striped on the breast, skirt, and

trunks., That year our line con-
sisted of swimming suits, sweat-
ers, socks and caps. In the summer
of 1923 the Hygeia Swimming
Club dressed in Jantzen swimming
suits won first prize at- Atlantic
City. '

(To be Continned)

Setting the Stage for 1932
(Continud from Page 2)

display thereby effecting a direct
tie-up between their stores and our
advertising program. Electrical
spectacular signs and painted bul-
letins will be maintained in New
York City, Atlantic City, Miami,
Havana and Los Angeles. These
special displays create a smashing
impression at the favorite resorts
and centers of population.

All of this intensive campaign
would net little return if some
means were not provided to direct
the public to the stores handling
our merchandise. To accomplish
this we furnish the merchant
gratis, complete sets of window
and counter displays. This form
of publicity is known as *‘Point of
Sale Advertising,”” because it
reaches the prospective buyer at
the place where the merchandise
is for sale. It recalls the messages
presented by means of magazines,
newspapers, and outdoor adver-
tising and prompts the individual
to make the actual purchase.

We keep our merchants informed
about our line and advertising
plans through direct mail. This
medium includes broadsides and
special bulletins of various forms.
It is extremely important that
direct mail plans be as carefully.
formed as those for magazine and
poster sgacc because it is by this.

means that we reach the merchant .

directly and are enabled to coordi-
nate our complete sales plans.
Advertising alone cannot sell
merchafdise; it must be supported
by a quality product and a capable
selling organization. A great deal
of the success of our past adver-
tising campaigns has been due to

.the effective work of representa-

tives—they are the ones who se-
cure the first-hand cooperation
from our merchants.

- 0]

Jantzen Again Proves
Popularity

The following is a cutting from
the School Magazine of the Ursu-
line Convent at Iford, Essex. The
article was written by a girl of 16.
There are 700 scholars at the
school and the magazine circulates
among many thousands of readers. -

“‘Punctually at’3 P. M. on Wed-
nesday afternoon the Channel aspi-
rants of U. H. S. I. assemble in the
Waiting Hall of the recently
opened Seven Kings Baths. What
a thrill for us when the door
swings open, revealing a wide
expanse of clear green water.

“Not many moments pass be-
fore all, Janrzen arrayed, are at the
water's edge. Cheerful comments
and laughter and then for the first
plunge! The -younger members
crowd eagerly to the shallow end;
cautiously, almost reluctantly,
they creep down the steps. The
rippling green surface is soon
broken into slpray. With splash-
ing and gurgling, frantic efforts
to bear up, but arms and legs will
not be controlled; ‘the waste
ocean threatens to devour.’

‘*The more experienced swim-
mers at the other end of the bath
‘with lusty stroke’ defy the surg-
ing waters, and make boldly for
the deep, and behold how loyally
it supports them and bears them
along as its conquerors.

“Then for diving—a novice to
the art slips and turns a complete
somersault, much to the mirth of
those who are looking on. Muffled
screams come from the victim. The
amateur life-saver in the endeavor
to save her friend nearly succeeds
in drowning herself.

‘'Races are sometimes organised
and on these occasions the water
is.churned into a regular mael-

© strom.

“*Ounly too soon the 4 o’clock -
whistle is heard; one final plunge,
ot perhaps two (if no one is look-
ing) then breathless and glowing,
each returns to her box and bath-
ing is over for the week.”

Doctor: "'Your constitution is not so
good.”

Patient: '‘How about a little amend-
ment, Doc?"'—Judge.
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History of the Jantzen Knitting Mills

By J. A. ZEBENTBAUER, President

During the year 1923, advertis-
ing featured the patented features
such as the bow-trunk and non-ri
crotch combination and the shoul-
der strap which showed no piece

. of lining, but contained a lining

on the inside of the strap where
the buttonhole was made and
where the button was sewed on.
The rubber button was given
rominence also in the advertising.
n that year we brought out a
No. 21 which we called the
Jantzen Gymmie. We called it the
Gymmie because we believed it
would dcvclogx into a popular
garment for indoor athletic work.
The fact that we are still manufac-
turing the garment with very
little change has proved its popu-
larity. We closc:}D the year 1923
with a 59.7 per cent increase in
sales ‘over the year before but
despite this great increase in
sales, we made considerably less
profit because of the rapid rise
in the price of raw materials.
During the year 1921, we ab-
sorbed a rise in price at the close
of the year and another steep rise
during the year 1922. At the start
of the season yarn was $1.65 a
1b. It rose rapidly during the year
until itreached a peak of $1.86 a Ib.
We wanted to maintain our ini-
tial swimming suit price but, be-
cause of this great rise in the
price of yarn, we felt it imperative
if we were going to show any
profit, to raise our prices. We
therefore raised our. prices on
May 1, on the standard ladies’
suit and proportionately on all
of the other numbers. With the
normal profit on his sales, the
retailer had to get $7.50 for this
suit, but this was cheap compared
to the top price of $12.50 in 1921.
Only one other year since that
time have we changed our prices
during the middle of the year or
after the price was set on the new
samples and that was in the year
1925. Throughout the year 1924,
we maintdined our initial price

for the season despite the fact that
yarn reached a peak of $2.08 per
pound. At the beginning. of the
year 1925, we reduced our prices
but raised them back on January 1,
because the price of yarn stayed
high all through our buying and
manufacturing season. Since then
we have consistently reduced prices
and have maintained them
throughout the season when they
were once set.

We started the year 1924 with
great hope and in fine spirits even
though our profits were not so
great in 1923. September and
October sales were the greatest in
our history and we finished the
year with a gain of 49.6 per cent
in sales over the year before, We
more than doubled our net profit.
During the year 1924, we featured
the Jantzen elastic fabric and used
the red diving girl on the bill-
boards and hada great distribution
of diving girl stickers for wind-
shields. We had many favorable
comments on our returning to the
big red diving girl for the bill-
boards. The McCelland Barclay
Jack-Knife Dive was beautiful on
the boards, but people liked the
red diving girl trade-mark and
merchants felt that it did more
good and gave us more publicity
than anything else. We continued
to advertise our patented features
and as our business was rapidly
increasing our competitors be-
came restive and began to use our
{:atcmted features in their suits.
n June 1924, we instituted suit
against the Olympia Xnitting
Mills, the Franklin Kaitting Mills
in Philadelphia and S. Augustein
Company of New York for in-
fringing upon our gatents. In the
course of time and after consid-
erable expense we forced all of
them to discontinue the use of
the bow-trunk and non-rip crotch
in combination.

- It was during the year 1924 that
the Universal Knitting Mills of
Vancouver, B. C. approached us

[51

with a proposition to manufac-
ture our swimming suits in Can-
ada, and on December 16, we
passed a resolution to enter into
contract with them. The contract
provided for the manufacture and
sale of suits in Canada on 2
royalty - basis. 1924 was the last
year in which we manufactured
shaker sweaters. :

In April, 1924, the Joseph R.
Gerber Company, Advertising, ac-
complished a remarkable local
advertising stunt for us by having
the Chamber of Commerce devote
their .weekly Chamber of - Com-
merce Bulletin almost exclusively
to Jantzen advertising. The front
page was printed in red with the
exception of a square in the center
which had a large red diving girl
across it. Then, throughout the
magazine, there were advertise-
ments, each carrying a red diving
girl, of those concerns who sup-
plied us ‘with material, such as
the Oregon Worsted Company,

rinters, lithographers, and others.
li‘hc Bulletin also contained a
center spread in .color .showing
our june 24 double spread adver-
tisement in the Ssrurday Evening
Posz, All this was accompanied by
good "editorial comment and a
copy of our prospectus offering
our 8 per cent preferred stock for
sale: have never scen better
local cooperation.” Some of this
kind of stuff would. still be very
helpful. S

In the fall of 1924, Mr. D. P.
Bowen, Mr. W. E. Wright, and

- Mr. O. A. Hochreiter joined the

Jantzen organization. We had just
finished a very successful year
and with the addition of these
excellent men we looked forward
to a great business in 1925. In
every respect the business aspect
was most promising. We started
right out to get a good business
in the fall of 1924, (our fiscal

year 1925) and even with our
additional capital obtained by the

- (Continued on page 11D
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owner, and incidentally the last
of our worries—and hers!

Financially the dance was a
great success. Socially‘ it was an
even greater success, since it pro-
vided an opportunity for all mem-
bers of the staff to spend a real
good evening together, apart from
the making and selling of swim-
ming suits.

Well friends, I will bid you

. “‘cheerio,” and in the languages
of our new Broadcasting Dance

Band—""Here's to the next time.”"

It is very interesting to note
that the fame of our suits has
spread to modern fiction, which
of course is another form of adver-
tising. We have received a letter
from our Salesman, Mr. Baldo-
mero Gracia who includes the
following quotation in Spanish
from the novel *'Forced Landing,"’
by Bertha Ruck.

“Jicky, on the other hand, re-
mained there dry on the beach.
Jicky who had so many times
been praised for her smart and
efficient swimming style, and who
could have posed for the photo-
graphs of the Jantzen Venus . . .

Only two engagements have
taken place in the last few months,
that of Miss Alma Zurcher of the
Machine Department, to Mr.
George Percival, Foreman of the
Winding Department, and Miss E,
Yates of Hemming to Mr. Charles
Small. _

Miss B. Fuller is to be married
on August 20, and we take this
opportunity of wishing her every
happiness.

Ms. Harry Dalton is the envy
of all the Portland people here,
for on Saturday, May 2Ist., he
sailed for U. 8. A., by the Maure-
taniz. Mr. Dalton has gone on a
business trip to Portland and ex-
})CCT:S to be away about six weeks.
n the meantime, the Mill is trying
to manage without him, but we
do miss him and wish him a very
good tri}la and a speedy return to
Old England. :

It was with regret that we said
“Good-bye’’ to -Miss Forster of

our Accounts Receivable Depart-
ment. Miss Forster has been with
the Company since its inception,
and was consequently known and
liked by everyone. She sailed for

_ her home in New Zealand .by the

Jervis Bay on April 13, and on her
departure ‘was presented with a
vety nice travelling rug and hand
bag. Mr. A. J. Cormack officiated
on this occasion and in an apt
speech conveyed the good wishes
of the Staff.

The names appearing under the
photograph of members of our
Collection Department, printed in
the last issue of the Yarns, should
read—Miss Frow and Miss Gub-
bins. :

- Jantzen History
(Continued from Page 5)

sale of a quarter million dollars
worth of preferred stock, it was
necessary to borrow a large sum
of money to tide us over the peak
of our requirements. In prepara-
tion for this we offered our notes
for sale in the commercial paper
market, through the brokerage
firm of Lahey Fargo Company.
To successfully market commercial
paper it was necessary to have a
banking connection in New York,
so that the paper might be checked
there. The New York banks were
not seeking our account at that
time and it was not easy to find a
good bank who would be willing
to accept our account and extend
to us as large a credit as we re-
quired. The commercial paper
brokers, Lahey Fargo & Com-
pany, recommended that we a
proach the Equitable Trust Com-
pany of New York with whom
they had previously negotiated
in our behalf, which finally cul-
minated in our opening an account
with this bank with a credit of
$150,000.

Beatrice: "I think Amy Smith is the
meanest creature I ever met. I showed her
my engagement ring and she said it was
always too tight for her.”

Rosalie: **Yes, she said exactly the same
to me last year when I had it.”

[11]

. ded to Mzr.

PorTrAND

On Sunday, May 15, Miss Ethel
Amell of the Cutting Department
was married to Mr. Clyde Staley.
She had a lovely home wedding
with many friends and relatives
present. Mr. and Mrs. Staley are
now at home to their friends at
253 East Lombard Street.

Miss Beatrice Darlymple of the
Singer Department became the
bride of Mr. Francis Winder on

_June 5. We all wish her much

happiness. .

Miss Alece Detry ‘was married
on April 9, to Mr. Ernest Young.

Mr. La Follette Brown, our
head tracer, was married on
April 23, to Miss Lucille Fowles. -
The couple are home to their
friends at 1055 East 57th Street
North. We all wish them much
happiness.

Frank Buzzetti, formerly with
the Winding Department, an-
nounces his marriage to Miss
Mary Barberies on Saturday, June
18. Frank is now operating a serv-
ice station at 8Tst and Foster
Road.

Miss Muriel Warden, of the
Trimming Department, was wed-~
illiam Starr on May
24. Mr. and Mrs. Starr are now
making their home in the Glenn
Apartments.

We wish to congratulate Mil-
dred Carson who was married on

~April 22, to K. V. Lathan.

Howard Biggs, of the Office, "
tried to keep a secret, but we
soon found out that on May 19,
he was married to Miss Rosalind
Wise. We extend our congratula-
tions and our best wishes for
life-long happiness.

Mr. Emil Lutz, of the Knitting
Department, was married on May
Ist, to Miss Lorraine Ellis. The.
happy couple are now residing
at 219 East 76th Street North.
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History of The Jantzen Knitting Mills

By J. A. ZEENTBAUER, President

As we had been quite successful
in Europe, South America, and
also in the Central American
countries, we began to look with

- longing eyes upon the Orfental

market. It was with a view to
stimulating these markets and sur-
veying them so that we might
know just how to approach them,
that the writer sailed on the
8.8, President McKinley from Seattle
on January 27, 1925, with the
Seattle Trade Commission to visit
Japan, China, Manila, and the
Hawaiian Islands. Because of cus-
toms peculiar to the people of
China and Japan, together with
high duties, we have never been
able to do a very large business as
compared with many other for-
eign markets. However, it has
been profitable and it is growing.

In 1925, Mr. Dick Wisner con-

‘ceived the idea that a man’s suit

with the little cross pleat under
the arm for holding the suit in
place, where the cut down the
side ‘for the armhole was ex-
tremely low, could be cut in one
Ficcc instead of sewing on this
ittle pleat as we, as well as other
manufacturers had been doing in
recent years. Rather late in the
season this idea was developed
and samples made and sent out.
The suit evidently not very well
liked in New York as I notice
the story of Mr. Heinemann’s
trip to Europe printed in the
1925 winter number of Yarns con-
tains the following remarks about
this number:

*“The first familiar face that I
saw from the rail of the steamer
when it docked was that of
Buggs Busch, our New York
Branch Manager, ind the first
words he shouted to me from the

. dock were, 'Say, I've got some

good news for you. We ditche
the trick Speed Suit!” '
Despite the poor start this suit
got, 1t came }gack with a ven-
geance the following season and
rapidly became our largest seller

of men’s swimming suits. Today,-.

it is probably the most widely
used style of swimming suit for
men in America. Probably no
single pattern of ten's swimming
suits has ever sold in such volume
as this particular suit. Perhaps
when it first came out it deserved
condemnation and the disparaging
remarks that were made about it.

The boys dubbed it the porthole -

suit. Our experience with this
pattern proves that it does not pay
to become discouraged if a new
idea does not take at once. Of
course this suit is now radically
different from the first one Mr.
Wisner turned out. But it has the

-same idea, and it is the idea that

counts.

In April, 1925, the Broadway
store was remodeled and enlarged
and a very fine front of terra cotta
was built. This improvement cost
about $20,000, but it was never
profitable because the investment
was too great and sales did not
increase enough to justify it.
In this same month Mr. Chester
Daly and Mr. John Wisner of-
ganized the Wooley West Knit-
ting Mills. They took over the
shaker sweater machines, our cit-
cular cap machines and our stock-
ing machines, for which we took
stock in their company. We had
discontinued the manufacture of
articles requiring these machines.
This company is still in existence
operating under the name of the

~Alderwood Knitting Mills.

In September, 1925, we raised
the capital stock of the Jantzen
Knitting Mills from $1,000,000 to
$3,000,000, called all our old 8 per
cent stock and paid in cash for all
that we could not get in resub-
scription to the new issue of 7 per

cent preferred stock. A high per- .

centage of our stockholders re-
subscribed for the new stock and
we sold considerable of the new
issue throughout the year. The
following month, October, we
opened an account with the Na-
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tional City Bank of New York.
This bank was at the time the
largest in the United States and it
is still very near the top, being
exceeded only slightly in size by
one other bank. Early in the fall
of 1925, building operations were
started on the last empty quatter
of the Simon Block and the build-
ing was finished about the first
of the year. This gave us a full
city block.

It was on October 13, when
Mr. C. R. Zehntbauer started on
his trip with Mr., Walter Teetzel
to cover the Canadian territory.
It was thought that the merchants
as well as the salesmen could get
a great deal of information from a
man from our mill and, as Mr. C.
R. Zehntbauer's experience in
Europe and New York had fitted
him ideally for this job, he was
chosen to undertake it. The ex-
pense was borne by the Canadian

factory.

Our advertising a{) ropriation
for the year 1925, allowed us a
great deal more latitude and in
that year we used, a full page in
the American Weekly newspaper
magazine section with an  esti-
mated circulation of 4,500,000.
That medium brought us more
mail replies for diving girl stickers
than any other medium we have
ever used but there was dissatis-
faction among the dealers and
considerable complaints because
we used that medium. The replies
were thought to be of little value .

for the reason that the quality

was not considered good, as many
of them were from youngsters.
However, the advertisement was
very beautiful and we did an ex-
cellent business that year. We
used the red diving girl on the
billboard and two slogans. The
one at the top read, "“"The Na-
tion’s Swimming Suit,”” a substi-
tute for "‘The National Swim-
ming Suit,”” which wé discon-
tinued in deference to the National
(Continued on page 12)
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Jantzen History
(Continued from page 7)
Cloak and Suit Company. The one
at the bottom reag, *“The Suit
that Changed Bathing to Swim-
ming.”" In the year 1925; we also
had quite a large advertising cam-
paign on Jantzen knitted sweater
coats. The slogan for the coat
was ‘‘The Coat to Wear Any-
where.”” We used as a theme for
this advertising prints of photo-
micrographs made by Professor
Menne of the University of Oregon
of Jantzen yarn and of ordinary
wool -yarn, not worsted. These
photomicrographs were magni-
fied 200 diameters. We stated that
the permanent elasticity of Jant-
zen yarn was due to the excep-
tional quality of Yarn yarn and
to the famous Jantzen stitch.
Despite all our advertising of the
Jantzen Golf Coat, *“The Coat to
Wear Anywhere,”" as we called it,
the business did not increase suffi-

. clently to justify the effort we

had put behind it -and for that
reason and other more important
reasons, we discontinued its manu-
facture. Iwill tell you more about
this later. In that year the Bots-
ford agency handled the swim-
ming suit advertisinig -and the
Joseph R. Gerber Company han-
dled the sweater coat advertising.

The year wound up a great suc-
cess. Sales gained 46.5 per cent
reaching a total of $1,935,193.
The net earnings increased about
241 per cent, reaching a total of
$241,964. $104,721 was spent for
advertising.

One of the things that helped
our profits was the price fluctua-

" tion in yarns. In January, 1925,

the price of yarn was $2.08. In
May it had dropped to $1.67 and
it would up in December at $1.82.
We had maintained our price
throughout the year and had been
able to buy yarns advantageously
and, too, our increased production
had enabled us to cut costs.

“With a-singlc stroke- of the brush,”
said the school teacher taking his class

-around the national * gallery, “‘Joshua
Reynolds could change a smiling face to’

a frowning face.”
“So can my mother,” said a small boy
near by.

Don’t sit around waiting for
an opening. Jonah did that and
he got in the hole. :

Be a live wire and you won't
get stepped on; it is the dead ones
that are used for door mats.

Politeness is like an air cushion.
There may be nothing in it, but
it eases the jolts wonderfully.

Unfortunately a swelled head
does not hurt as much as a swelled
thumb. :

' Come in without knocking, and
don’t knock when you go out.

‘“Yousay, my son, it can't be done?

Your statement isn't true.
You mean, my son, it can be done,
But can’t be done by you."’

WHAT A RELIEF/

The boarding house mistress glanced
grimly down the table as she announced:
“We have a delicious rabbit pie for dinner.”’

The boarders nodded resignedly—all,
that is, but one.

He glanced nervously downward, shift”
ing his feet. One foot struck something
soft; something said, '"‘Meow."”

Up came his head. A relieved smile
crossed his face as he gasped, ‘‘Thank
goodness!"

Herbert Johnson (incogaito)

J. R. Dodson remarks:

“When we went to school we were
taught that the English money was pounds,
shillings and pence, but when in England
you hear of the farthing, tupney, thrup-
pence, bob, coppers, hapney, guinea,
crown, quid, half crown, florine ang prob-
ably others which all seem queer to us.
But when one stops to think of our own
currency of dollars and cents and you hear
nickel, dime, jitney, penny, buck, smack-

- ers, simoleons, bits, iron men, quarters,

halves, bones, centuries and grand, you
see other mations are not as queer as we
think they are.”

What a blow it must have been to the
father of six lovely daughters, who, while
reading a telegram from home announcing
the birth of a seventh lovely daughter,
looked up and saw the sign: “'If you want a
boy, call Western Union!"’
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History of Jantzen Km'h_‘z'ng Mills

By J. A. ZEBNTBAUER

Our success in 1925 encouraged
us to increase still further our
advertising appropriation by $61,-
221, bringing the total for the
year to $165,942. Our Broadside
for the season announced the
opening of a Sales Office by Mr.
Charles Lemaire in London, which
marked the beginning of our sales
organization in Europe. By the
way, Mr. Lemaire is still our
biggest producer in Europe.

In the year 1926, we introduced
the sell-by-weight method, .our
slogan being, “Your Weight is
Your Size in a Jantzen.”' In that
year we switched from the large
red diving girl on the billboards
and magazines to McClelland Bar-
clay’s illustration of a girl stand-
ing in the sutf holding a large
rubber ball high above her head
in a position ready to throw it.
This advertisement was run double
spread in color in the Posz and on
the billboards. In The Satwrday
Evening Post advertisement we also
showed the Jantzen fabric relaxed
and stretched. In that year we sent
out a folder telling the merchants
how to increase their swimming
suit sales by staging bathing girl
revues and we furnished moving
picture slides. We also continued
the use of the swatch folder; that
i$, a folder telling about Jantzen

suits, Jantzen fabric and enclosing .

a small piece of the fabric which
we glued to the paper. We then
boasted of 6000 merchant cus-
tomers. Advertising was done in
The Saturday Evening Post, Vogue,
American Boy, Boys' Life and Child
Life. The Canadian plant adver-
tised in McLesn's magazine in
Canada. We also held a window
tritnming contest offering $1000
in prizes for the best windows,
photographs of which were to be
sent to us and turned over to
the judges. :

Our line went out priced at $48,
which was the same price asked
on the line of the previous year
but was a reduction in price from

the $51, or the increase in prices
made in January, 1925, During
the year we were quite active in
foreign fields. The Export Depart-
ment, under the guidance of Mr.
Royal F. Brown, who now repre-
sents the Company in the Long
Island territory, established agen-
cies in Brazil, Dominican Repub-
lic, Mexico, Java, Porto Rico,
Sweden, Holland, France and Eng-
land. The European agencies were

‘directly contacted by executives .

of the Company while the others
were handled entirely through the
mails.

I notice in an old issue of Yams,
some interesting comments which
Mr. Heinemann made after his
return from England with Mr.
Constantine. In this article he
stated that we had just received
our first real order from London
from the Selfridge Department
Store and that we were contem-
plating an advertising campaign
in England provided the orders
were sufficient to justify it. He
stated he believed there was a
bright future for our sales in
England as there was no duty and
the suits would be sold at the
same price there as in America.
He also noted that the English
use cotton suits almost exclusively
and he believed the wool suit
would be a great seller once it was
Eropcrly introduced. In the article

e mentioned his experience in
attempting to fly from London to
Paris but because of rough weather
the flight was canceled. He then
relates his expetience on the
Channel boat, which was as usual,
a rough voyage. He said the
channel boat wasn't much larger
than an ordinary tug and that it
started to do the "Charleston”
as soon as it left the pier,

It is now interesting to mote
what Mr. Heinemann prophesied
for France: *“We found the poten-
tial market in France not neatly
so favorable as in England in
spite of the fact that there were
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many French resorts with the
climate of California. The lack of
sales potential is due to the finan-
cial condition of France at the
present time—the rate of exchange
the duty, and other factors. Not-
withstanding this, however, our
suit was shown and was well
received. We believe that we will
do a satisfactory business in this
country in time; but it will take
some little time to get it going™
Mr. Heinemann sizef up the situa-
tion quite accurately as the de-
velopment of these territories has
coincided with this prediction.
While in Paris, Mr. Heinemann
appointed Nicoll & Stoever agents
for Jantzen Swimming Suits. While
the Paris connection was not a
complete success, Mr. Lemaire’s
agency finally developed into our
best sales agency in Europe.

In February, 1926, we purchased
Block 5 and 14, the blocks now
occupied by the Office and Ship-
ping Rooms, and the vacant
block directly west of this build-
ing. In the fall of this year a
building was constructed coverin
a quarter of block 5, now occupie
by the Shipping, Billing and part
of the Stockroom. -

During 1926, Mr. Heinemann
and thewriter madea trip through-
out the East and South, including
Cuba and Florida. Mr. Garner
met us in Miami, Florida and
drove us in his Dodge automobile
as far north as Jacksonville. This
was the year after the big real
estate slump in Florida. It seemed
to Mr. Heinemann and me at that
time that surely all the building
and developing that had been
done in Florida would react to
her benefit and that buildin
activity would be resumed an
Florida developed into the most
marvelous winter resort in the
world. But Mr. Dick Garner
shook his head and said he be-
lieved it would be a long time.
And surely enough, six years

(Continued on page 11)
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use enough of most articles and
some for export. Some authorities
say this excellent balance is the
main reason why France has
suffered less from unemployment
than any of the other major
countries of the world.

Mr. Cormack and I made a trip
to Vienna with a view to investi-
gating the possibilities of licensing
a manufacturer there, but were not
successful in finding a proposition
that could be consummated soon
enough for this year.

Outwardly Vienna seems about
as gay as usual, but when one in-
vestigates closely it is not difficult
to see the deterioration which is
taking dplacc. Austria having been
reduced in area, now contains
only about 6,000,000 people which
is not enough population to sup-
port the manufacturing industries
which used to thrive in Vienfa.
Therefore, many of these indus-
tries have moved into other coun-
tries, mainly into Czechoslovakia
with headquarters in Prague.
Many have moved bodily over
into Prague, and somie” have es-
tablished branches which have
become the main headquarters of
these concerns so there is a
gradual shifting over into Czecho-
slovakia where there is a popula-
tion of over 20,000,000.

Many far-reaching events are
taking place rapidly in Europe
.and trade is being affected favor-
ably or adversely by these events.
I believe we are fortunate to have
a factory and an organization in
England to study these events,
keep in close touch with them and
make possible the retention of the
business we have and perhaps
build it up to a point where it is
large and CFroﬁtzi le. Without this
plant and organization located
there, we would have undoubtedly
by this time lost about all our
European business.

JANTZEN HISTORY
(Continued from page 7)
later, Mr. Heinemmann and I can
agree with him that it will be
much longer than we had expected.
It was on this trip that Mr.
Garner gave the writer the idea

AUSTRALIAN NEWS

It seems as if this summer just
can't get going. Here we are at
the middle of November and we
have still to feel one of those
really prolonged hot spells to
which we are accustomed in an
Australian summer. There have
been quite a number of hot days
but the weather has been broken
towards the evening.

We were all very pleased to
have Mr. Klindworth back with
us once more, after his five
month’s trip to the United States.
He is looking the picture of

health, so his long journey must .
have been very bencficial to him..
As well as renewing acquaintance

with -all the Jantzen folk at Port-
land, and spending some tite at
the Mill, %Ir Klindworth at-
tended the Sales Convention at
Chicago and also visited his pat-
ents at Connell, Washington.
Business must have been brisk
in the motor car trade lately.
Mr. De Koning started the drive
by acquiring an Essex sedan which
he quickly disposed of for an
Erskine sedan. 'Iie famous Aussie,
owned and operated jointly by
Messts. Oldham and Hill cut
adrift from its moorings one night
at Bondi and climbed down the
face of a cliff, fortunately with no
one aboard. The remains were
handed over in due course to the
insurance company and its place
taken by a newer and better Austin.

A very welcome visitor to the
factory was Miss Carolyn Castle-
man, who is in Australia on a
pleasure trip. Miss Castleman is
sister-in-law to Mr. Mitchell
Heinemann, General Sales Mana-
ger of Jantzen Knitting Mills, and
arrived during November from
San Francisco on the Muriposa.
Mr. Klindworth met her at the
boat and after looking over the
factory, drove to Koala Park, the

-of the famous ]é.ntzcn order blank

which had all the information ex-
cept quantities printed on it.
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- some weeks.

Australian Native Bear sanctuary
just out of Parramatta. Miss Cas-
tleman is enjoying her trip im-
mensely.

Once again we have had our
annual spasm of enthusiasm for
horse racing. The Melbourne Cup
caused tremendous enthusiasm on
the day of the race, especially on
the part of Mr. Oldham who drew
Peter Pan the winner in the office
sweep. Mr. Liddle won second
prize and Miss Stockley third.
But the Shipping Room staff had
the most original sweep. In a de-
termined effort to avoid disap-
pointment four of them divided up
the whole complement of starters,
about 18 in all. For a certain rea-
son, however, sweep canvassers
are advised to steer clear of Mar-
jorie Wagstaff next year.

Mr. Oldham and Mr. Francis
cuased some concern lately when
letters began to arrive with mystic
symbold A. S. B. M. after their
names. These proved to be no less
than the coveted degree of the
Society of Business Management.

" We have all
familiar face of Alma Soper from
our midst. She has had a Fong and
painful ;sipcll in Lewisham Hos-
pital and will not be back for

Bill Sloan, Chief Assistant to
Mr. Matthes, .found spring too
owerful but basely attempted to
eep his wedding a dark secret.
Fortunately, he was found out in
time and duly presented with a

handsome clock.
* We would also like to con-
gratulate Jean Irwin and Daphne
Thompson on their recent mar-
riages, and we are pleased to learn
that both May Wilson and Dot
Younger are mothers of fine sons.
All at the Australian Mill send
best wishes and Christmas greet-
ings to everyone at Portland, Van-
couver, and Brentford, to those we
have had the pleasure of having
with us and likewise to those
whom we have never seen.

catly missed the .
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History of Jantzen Knitting Mills

By J. A. ZEHNTBAUER

In the spring issue of Yarns 1926,
an interesting article told of our ap-
plication of the Bedaux system in
our plant in the spring of 1924

‘and of Mr. Harry Dalton taking

charge of it a few months later.
During 1924, Mr. Harry Dal-
ton ‘was placed in charge of operat-
ing of the Bedaux System. At that
time it was remarked that a dark-
haired, quiet mannered, studious
appearing youth by the name of
Harry Dalton was to be in charge
of the Bedaux.System through-
out the Jantzen plant. It was
said of him that he began work
as a spooler in February, 1921,
and that the reason he had been ad-
vanced to foreman in the Spooling
Department, then transferred to the

Knitting Department, later’ made’

foreman in that department and
then promoted to assistant super-
intendent with direction over the
planning of the work for the Knit-
ting Department, was due to his
painstaking attention to detail and
his helpful spirit of cooperation
which he has manifested in every
task to which he has been assigned.
Then it was said of him that he
always exhibited a sense of fairness
and good will which has made him
well liked by every one in the or-
ganization.

In the spring of 1926, we re-

ceived orders for 17%% dozen swim-
ming suits in the first mail carry-
ing orders from France. Orders
from many foreign countries were
coming in at this time. Amongst
them was a cable order for 50 dozen
suits from Arthur §. Hawtrey &
Company of Buenos Aires.

It was in the fall of 1926 that
Mr. Cormack made an automobile
tour of the United States to get
some first-hand information about
the different sections of the coun-
try in which he had been granting
credit to merchants for a good
many years. Mr. Cormack reported
that he believed the trip worthwhile

|

as when confronted with a prob-
lem in different sections of the
country he could then have a better
idea of the situation.

During this year Mr. Ed Klind-
worth was appointed Sales Repre-
sentative for Jantzen in the State
of Indiana. His success in that
territory coupled with his record
in the Factory, led to his appoint-
ment as Manager of the Australian
Plant. During the year the author-
ized capital was raised from one
to three million dollars. We in-
creased our sales in 1926 to 21.2
per cent over 1925, bringing our
net sales to $2,205,135, but our
earnings declined to $145,929.

This showing was partly due to

the favorable trend in yarn prices
which showed an abnormally high
profit in 1925, and an adverse
flunctuation in yarn prices in 1926.
The invenotry loss alone-due to the
drop in the price of yarn was $43,-
000. )

Even though we had a reduc-
tion in net profit for the year,
we were in high spirits and well
satisfied because we had established
sales representation in many for-
eign countries' and had done quite
a substantial export business. Re-
ports came in from everywhere in-
dicating increased popularity for
Jantzen Swimming Suits. We pre-
pared in every way for a good in-
crease in business in 1927. In our
advertising we used the large red
diving girl on posters and pushed
the sale of stickers for automobiles
and widow trimming. We pro-
vided folders. for customers with
their names imprinted and we laid
special stress upon our exclusive
features such as the unbreakable
rubber button, suits shaped to fit
the body, our patented bow trunks
and non-rip crotch. 'The folder
contained line drawings with ar-
rows pointing to the special fea-
tures; it also contained a swatch of
material. We made a special fea-
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ture of the micrograph cut show-
ing a comparison between ordinary
yarn and Jantzen worsted yarn. In
the Post we used a double spread in -
two colors along with black and
white space. The color advertise-
ment showed a girl leaving the
springboard 'in a Swan Dive and
the head line was “Jantzen’s Are
Styled For swimming as Well as
Beach Parade.” :

At that time we thought there
was quite a trend toward dress-

_ maker suits made for beach parade

and to counteract this we stressed
the fact that Jantzens were beau-
tiful for beach parade and were
also excellent for swimming, Where
much of our advertising before had
stressed yarn, stitch, fit and other
technical features, this year we

made a point of stressing style and
the effects of wearing a Jantzen.
One slogan was “Keep Cool, Keep
Fit—Swim in a Jantzen.” We also
tried to bring in the style distinc-
tion by such copy in our advertise-
'ments as “France Gayly Swims in
a Jantzen”, “England Swims in
America’s OQwn Jantzen”, etc. We
continued with the window trim-
ming contest, offering $1,200 in
prizes. We also increased our efforts
to get free publicity and one very
effective method was the inaugura--
tion of the Jantzen Learn-to-Swim
Week campaign. The Jantzen
Learn-to-Swim Week campaign was
an improvement over the old idea
started in 1923, which was called
Jantzen Swimming Week. One of
the big events of this week was the
Denver Learn-to-Swim Week cam-

paign. The Denver Post said about
4,000 people took from two to six
lessons each and it was estimated
that over 3,000 people learned to
swim. 2 distance of twenty-five feet
or more. Over 500 of them swam
fifty feet and dived from a pier.
About 600 of them swarh 100 yards

(Continued on page 12)
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the Palace is a very old Dutch gar-
den, rich in season with the glory
of many-hued flowers.

Deep in the heart of the park, we
shall see a sparkling expanse of
water. This is the Serpentine, made
by order of Queen Caroline in 1730,
by connecting the waters of the
River Westbourne, now an almost
unknown underground stream.

Farther on, we reach Marble
Arch. The Arch itself was designed
in 1828, and stood for a time at the

" entrance to Buckingham Palace. It

is now said to mark the spot where
in old times stood a.great oak tree
upon which many an offender
against the laws of the realm was
hanged. It was here, in 1764, that

Jack Sheppard, the notorious high- -

wayman, was hanged before two
hundred thousand spectators. Since
time immemorial, Marble Arch has
been the spot where people have
aired their views to a more or less
understanding audience, and, to
this day, one may hear the soap
box orator deep in heated dispute
with the wags in the crowd. Inci-
dentally, these disputes often lead to
an appearance in the local police
court the next day.

Proceeding down Park Lane, once
the home of the old English aris-
tocracy (now better known for the
splendour of its hotels—Grosvenor
House and Dorchester House—two
of the most inspiring buildings to
be seen in this city of wonders),
we come to a stately old mansion,
owned by the family of the famous
Duke of Wellington, a wonderful
soldier, but one whose political
views were not particularly well ap-
preciated by his contemporaties.

Continuing our walk towards
Piccadilly, we see on our right an
iron gateway, beautifully carved, a
thing of elegant beauty. This gate-
way, made by a past master, has
withstood the onslaught of nearly
three centuries, arid once stood at
the approach to St. James’ Palace.

By way of Piccadilly, St. James’
and Whitehall, we make our way to
Westminster Abbey and the Houses
of Parliament. Here, one may walk
in the Westminster Hall where, in

|

1649, Charles I was condemned to
be beheaded. It is 2 large, gloomy
place of stone. At each end, there

.are steps worn by the tread of

countless feet. Tt is fascinating to
picture the scene as it was those
centuries ago. One can imagine the
people who thronged at this famous
trial, dressed in the fashion of their
day, the menfolk in their steel un-
derwear—and so on. In fact, when
one thinks of the damp and gloom
of this place; it is easy to under-
stand why these people preferred to
case themselves up like sardines in
a can. An interesting feature of
the Westminster Hall is its ceiling,
which has a span of 67 feet entirely
unsupported by any column.

In the House of Commons, ore
can stand at the table where men
such as Pitt, Disraeli, Gladstone and
others famous in history hive ex-
pounded their views. Through long
passages—the walls of which are
hung with tapestries rich in colour
and priceless in value, across old-
time courtyards—we pass into the
roar of the twentieth century once
more. For those interested in arch-
itecture, there is a great deal to
study in Westminster Abbey. Parts

of the Abbey are Anglo-Sazon, oth-

ers Norman, Gothic, and the work
of that master architect, Sir Chris-
topher Wren.

" In Fleet Street, the home of the
English newspaper world, we shall
see many stately buildings, and for
those interested in modern ma-
chines and methods, much can be
seen at night when the giant presses
are working, but let us take these
narrow lanes and passages on the

-right.  We shall pass betweer rows

of dusty-looking houses, across tiled
courtyards, now frequented by stu-
dents of English law, and right in
the heart of it all, we shall see one
of the most rare sights in the world
—a round church, built in the four-
teenth or fifteenth century,

And so, at the end of a day in
which we have seen but little of
what this old town has to show,

"we make our way homeward

through Ozxford Street (perhaps
one of the busiest streets in. the
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whole world), taking with: . us
thoughts of the glory of the past,
and fostering hopes of another
glimpse into the past tomorrow.

We wish to extend our sincere

. sympathy to Chester Froude, whose

father, Mr. W. B. Froude, passed
away recently at Reseda, California.

JANTZEN HISTORY
(Continued from page 7)

and took three different types of
dives. This campaign resulted in
our merchants doing a good busi-
ness, selling out of swimming suits
and reordefing. We even had re-
quests from merchants  to send
them suits by air-mail, according to
a letter from Mr. Drlscoll Ad-
vertising the Learn-to-Swim Week
in che Saturday Evening Post_cre-
ated a great deal of Interest amongst
our merchants and bathhouses and
several hundred of them wrote in

“for instructions for tylng up with

the campalgn

“JANTZEN PUBLICITY
(Continued from page 5)

ed that there were twelve ports of
call from Balboa, Canal “Zone, to
Tampico, Mexico, inclissive, and
three or four days were spent at
each, thus allowing dmple time for
the estimated 20,000 visitors to see
the exhibits. Mr. Thurmond said
that he heard many favorable com-
ments on the Jantzen suits, indicat-
ing that they were already well
known to a great many people in
the Carribbean region.

"SERVICE PINS

Jantzen Service Pins have. been

.awarded to the following people:

FIVE YEARS
Madalien Shea
Lionel L. Paget
Earl Rentfrow
Pearl Nelson
Gertrude Griggs
10 YEARS

William Silvey

Ernest Nelson
George Lawpence
15 YEARS

Caroline Seufert

Signe Swanson
Elizabeth Estlund
Bethel Dageforde
Opal' Hance
Emma Huby

C. C. Campbell
Ruth Turpin

J. E. Cormack
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History of Jantzen Knitting Mills

N 1927 we discontinued the use of
our slogan, ‘““The Nation’s Swim-
ming Suit” and use instead as our
main slogan “The Suit that Changed

"Bathing to Swimming.” One of the

outstanding efforts of 1927 was the
plaque, certifying clean water, fur-
nished to swimming pools which
joined .the Jantzen Swimming As-
sociation of America. The plaques
were furnished free of charge to
the pools or beaches but, in order
to obtain onme, an application had
to be filled out which guaranteed
the pool was pure. We required 2
certificate from a Board of Health
official of the city or state, with

-records showing the bacteria count

and other detail that would prove
purity of the water. These plaques
were in great demand by the pools
and our membership grew rapidly.
We seem to have been full of new
ideas that year. 'The salesmen had
cards which they mailed to - their
customers on which there was in

addition to the red diving girl, a-

bold teaser headline, *“Should a
Blonde Wear a Black Swimming

- Suit? I will tell you all about it

when 1 see you” This is also the
vear in which we set up model
swimming suit orders intended to
help the buyer select right sizes
and right colors in proportions that
would sell in his neighborhood and,
particularly, to give a correct as-
sortment for the money the mer-
chant intended to invest in Jant-
zen Swimming Suits. We were try-
ing to get away from the orders
which called for 1/12 of a dozen
each of a great variety of sizes,
styles and colors. It was in 1927
also that our salesmen went out
with the large order blanks on

 ‘which everything was' printed so

the salesmen had only to mark in
quantities, the customners name, ad-
dress and instructions. |

In 1927 Mr. Jantzen and Mr.
Dodson made a2 European trip and
appointed the following agents:

By J. A, ZEHNTBAUER

Berardi & Larcher of Rome, Italy,
Mr. Willy Gut of Lucerne, Swit-
zerland, Mr. Rudolf Bieber of Ber-
lin and Mr. N. S. Schou of Copen-
hagen.

I have always thought our ef-
forts encouraged a great deal of
interest in- swimming in general,
and swimming surely got more pub-
licity and attention during 1927
than in any year before.

In November the Misses Aileen
Riggen and Helene Wainwright of
New York City, national and
Olympic swimming and diving
champions, were guests of the Jant-
zen Knitting Mills on an inspection
tour through the factory. Ac-
companying them were Miss Thelma
Payne, former national and Olympic
Diving Champion, Miss Grace De
Boest, swimming instructor at the
Multnomah Club, Miss Virginia
Pembroke, Swimming Instructor at
the Portland Y. M. C. A.,, Mr.
Louis (Happy) Kuehn, and Mr.
Louis Balbach, former Olympic
Diving Champion. The next day
Miss Gertrude Ederle, or Trudie as
she was called, visited our plant
and was taken on the Highway by
members of our organization. Miss
Ederle was the first woman to swim
the English Channel and she got
a great deal of publicity through-
out the warld, Another perform-
ance in this many-ring circus that
we had going iri 1927 was Lottie
Mayer, represented to be the ori-
ginal Jantzen Diving Girl. = She

traveled around the country ex- .

hibiting on the Pantages Circuit
with a group of diving girls who
dived into a glass tank on the stage.
Miss Mayer was popular, as people
were eager to meet the original Miss
Jantzen who was supposed to be
the living model for all the red
diving girls on the automobiles.
Mr. J. M. Friedman of New York
joined our organization during this
fiscal year or the fall of 1926. Dur-
ing practically the whole year. of

[5]

1927 Mr. C. R. Zehntbauer was
traveling all over Europe contact-
ing the new salesmen and teach-
ing them how to sell Jantzen Suits.
From the time we first undertook
to sell merchandise through jobbers
in the early, stages of our business,
we have been convinced that it is
necessary to spend a great deal of
time and effort in teaching our
salesmen everything possible about
our merchandise and to make real
specialists of them. For this reason
we went to the expense of having
Mr. C. R. Zebntbauer personally
instruct all European salesmen.
These men whom he trained are
nearly all in our organization to-
day and they certainly know their
merchandise well. The writer and
other exzecutives of the company
have often contacted these men and
have been surprised at their know-
ledge of our merchandise selling
methods and general business poli-
cies. Recently, when the writer
was in Europe, Mr. Tylet, our Gen-
eral Sales Manager of Europe, re-
marked to him how unusually well
informed our European salesmen are.

On June 15, 1927, the writer
sailed on the S. 8. ““Tahiti” for
Australia and New Zealand to in-
vestigate the prospects of doing
business in those countries. Ac-
cording to the best records obtain-
able in Australia, about 4,500 dozen

.swimming suits were being imported

into that country per year and
about ten times that many were
being manufactured there. The
duty and other charges on imported
suits amounted to over 100%. As
the swimming season there is long
and most of the people live near
the seashore and are athletically in-
clined, swimming is 2 popular sport.
He came back with such favorable
reports that on December 8, 1927,
Mr. J. R. Dodson and Mr. Irwin
S. Adams sailed on the “Ventura”
from San Francisco for Australia-
(Continued on page 12) '
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Elsie Cieloha and Hilda Lerch.

We are glad to see a number of
old-time workers back with us. We
welcome you “boys’ and hope that
our anticipations will be realized
whence normal business activities
will have rounded the. corner.

Anyone interested in Yatching,
particularly you ladies, make it a
point to acquaint yourself with
Jack Nicholson for moonlight ex-
cursions. .

Earl Rentfrow, of the Cutting
department, has accepted a posi-
tion with the Jantzen Beach
Amusement Co. for the summer
but presumably he will be with us
again in the Fall.

George Kauffman recently un-
derwent a rather unusual operation,
having a tooth removed from the
roof of his mouth. _

We understand that Miss Hazel
McGoon is going under an assumed
name. Better give us the right
one, Hazel. :

Mrs. Beatrice Winder, of the
Singer department, is leaving for
Mill City, Oregon, where her hus-
band is minister of a parish.

The red coupe that meets Emma
Sturm every other night is getting
to be noticeable. Their favorite
parking place seems to be Terwil-
leger Bldg. - .

The girls of the Hemming de-
partment gave a shower. on Pauline
Lunow on May 25th.. She is now
Mrs. Joe Batsch. |

Margaret Larson was recently
called home to attend her father’s
funeral. We extend our sympathy.

The Misses Frances Schlink and
Flora Rollins are new additions to
our department.

SYDNEY

We have hitherto always thought
spring was the time “young men’s
fancies turned to thoughts” of

 three-roomed flats complete with

bath, but the autumn crop of mat-
rimonial entanglements gives us
grave doubts. We have to congrat-
ulate Nellie Younger of the Mech-
ines Dept. on her marriage to Mr.
Errol Byrne, Lily Rees also of the

‘Machine Dept. on becoming Mrs.

Sncesby, Joyce Greentree on be-
coming Mrs. Godfrey and Glen
Watchorn, another Machinist, on
her engagement.

We are also proud to announce
that our first all-Jantzen wedding
has taken place between Hilton

‘Stibbard of the Pressing Dept. and

Flora Gilfillan of the. Final Inspec-
tion.

JANTZEN HISTORY
(Continued from page 5)

to organize the company which is
now known as Jantzen (Australia)
Limited. This factory was in pro-
duction the following July, or just
a year after the writer arrived in
Sydney on his trip of investigation.

The writer’s tour of investigation
to Australia was an easy and plea-
sant task but Mr. Dodson and Mr.
Adams had to do some real hard
work and do it very rapidly in
order to organize and finance the

‘company in Australia, build factory

buildings, have machinery shipped
to it, and be ready to operate by

the following July, a period of less .

[12]

than six months. Three weeks of
that time was consumed in travel-

“ing to Australia. It required skill

and ability to go to a strange coun-
try and raise from the citizens of
Sydney the sum of £30,187 in so
short a time and then to get a
building put up in a much shorter
time than is the custom in Australia,
This feat was made possible through
contacts made with the Burns
Philp Company, ong of the largest
and most influential companies of
Australia. The Company and its
members subscribed a substantial
part of the capital raised in Aus-
tralia, Contact with these people
was originally made through Mr.
H. C. Armstrong, a very pleasant
and able Australian whom the
writer met on the Steamer Tahiti
on his trip to Australia. Mr. and
Mrs. Armstrong were returning
home from their honeymoon trip
spent in Europe. - It was through
Mr. Armstrong that the writer met
Mr. W. A. Freeman who is a sub-
stantial shareholder and a member
of the Board of Directors of Jant-
zen (Australia) Ltd. A great deal
of credit is due Mr. Armstrong for
putting us in touch with the right
people from the start.

The start of the Diving_ Girl on the road
to fame. This picture shows the Stude-
baker Big Six in which J. R. Dodson and
C. C. Jantzen made their epochal trip to
Yellowstone Park in 1922. The cur was
covered with Diving Girl Stickers, some of
which may be seen. This was the first
time the Diving Girl was used in this man-
ner. The ultimate result is well known to
all,

PRINTE,
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History of the Jantzen Knitting Mills

By J. A. ZEHNTBAUER

1927 seems to have been a year
crowded with events. While Mr.
C. R. Zehntbauer was in Berlin,
Mr. Chamberlain piloted the ““Co-
lumbia™ on a non-stop flight from
New York to Germany. Mr. Le-
vine, promoter of the flight and
Mr. Chamberlain were given.a ban-
quet at which Mr. C. R. Zehntbauer
was among those attending. As a
publicity stunt, the flyers were pre-
sented with ]antzen Swimming
Suits,

Another event which gave us-

considerable high-grade - publicity
was the fourth prize won by Mr.
Irwin Adams for an article which
he wrote for System entitled ““What
Simplification has done for our
Business”, and at- the Atlantic City
Pageant in the Knitted Outerwear
Division of the Bathers’ Parade,
Jantzen Knitting Mills took.second
prize for National Advertisers Best
Appearance, and first award for
swimming suits representing the
finest workmanship and quality
throughout in every respect. This
included- material, knitting, pat-
terns, design, color harmony, pract-
icability and durability.

During this year Mr. Royal
Brown left his job as Manager of
the Export Department to go. in
training on the Indiana territory
for a position in France where he
was to be in charge of sales in that
country.

In the fall of 1927 we added a

quarter of a block to our building -

which now adjoins the Administra-

tion Building., Despite the trend

downward of general business con-
dition as shown by the Babson Chart
in 1927, our business showed a
steady trend upward. We wound
up the year in a good financial con-
dition showing a ratio of current
assets to current liabilities of 9.17
to 1, which “vas the best attained
for a number of years. Our net
sales for the year were $2,614,483.
A reduction in price from $48 to
. |

$43.20 was made on our standard
numbers—styles 28 and 32. This
odd price resulted through an ef-
fort to set a price that would not
only give the retailer a uniform
profit but would be convenient for
figuring. Inconvenient figures cause
considerable work, in the Account-
ing Department. If an adjustment
in price was made up or down it was
in multiples of 60c per dozen, or
Sc per suit. This price reduction
was not because of any reduction

in the price 6f raw materials or

labor, but because of our efficient
methods of manufacturing coupled
with the increased volume which
we enjoyed. There was practically
no demand for i price reduction
on the part of the consumer or
merchant; in fact, more complaints
were made because of the 'price
reduction. Merchants claimed the
suits were selling well enough and
they did not wish a lower price.
Besides, competition was not re-
ducing prices.

Our argument to the merchants
was that we wished to consistently
give the consumer the advantage
of any savings we could make in
manufacturing through scientific
methods or volume. Our policy fit-
ted in well and was highly success-
ful. Looking back, we still think
it was a wise move as we gained a
great deal of good will and made
more ‘profit than in the year be-
fore. It was a good will builder
for the stenuous years to come. The
net profit for the year was $204,-
209. With all the activity of 1927,
and’ an increase in our advertising
appropriation of over $2900, our
advertising expense increased only
4 of 1% of sales over the year be-
fore. During the year we sold
$138,000 worth of preferred and
common stock. This money, to-

" gether with a portion of the profits

which was carried to surplus, in-
creased our net worth to about

[12]

$1,250,000 and encouraged us to
make still greater efforts to expand
our business during the coming fis-
cal year of 1928,

Our extreme activity during the
year 1927 brought the executives
together often in discussion of these
different projects and undertakings.
Perhaps the ruling thought was that
we should introduce our merchan-
dise into as many of the markets of
the world as possible and as rapidly
as possible before our competitoss,
who were beginning to get threat-
eningly active, (not only in this
country but in some foreign coun-
tries) should precede us in some of
the good markets of the world. We
considered Australia to be the most
favorable place to experiment with
a branch factory because of the
climate, and. the high protective
duty for the manufacturer in Aus-

‘tralia. As this factory has been able

to show a profit for each of the
five years in which it has been in
operation, we feel that our judg-
ment has been correct in the selec-
tion of Australia for an experiment-
al branch factory. We felt that if
we were able to build up an export
business in Europe, the time would
come when it would be necessary,
in order to give service and to meet
competition, -to establish a plant in .
Europe. However, we felt we
might be able to export to Europe
from the American factory for a
number of years before we would
be compelled to manufacture over
there. In all this foreign effort, we
tried to avoid detracting executive
effort away from our domestic bus-
iness, as we felt there was still
plenty of room for expansion in
this country. During the year a
number of improvements were made
which cut the cost of manufactur-
ing and improved the qualxty of
our merchandlse
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Répluming and re-
gilding guardiin
angel . - 15.
Washing surplice o
High Priest and

putting  carmine

on his cheeks___._ 5. 4
Renewing Heaven,

adjusting the

stars and clean-

ing up moon._.. 1. 1L
Touching up Pur-

gatory and res-

toring lost souls. 2. 15,
Taking spots off

son of Tobia........
Putting ear-ring in

Sarah’s ears _.__ 2. 6.
Brightening up

flames of hell...__. 2.
Putting new

on devil 2. 6.
Cleaning his left -
- hoof and doing

several odd jobs

for the damned__- * - 1.. 6.
Re-ordering  the '

robes * of Herod

and adjusting his

wig 1. 6.
‘Repainting Balaam’s

ass and putting

new shoes on him 5. 10.
Putting new stones

in David’s sling,

enlarging Goliath,

extending leg of

Saul .. . 18,
Decorating Noah’s

ark and putting

new head on

635

434,

Shem .. ... 1. 4
Mending Shirt of
Prodigal Son and
cleaning his ear.. 3.
LIMERICK -
A Shipping Room lass went vaca-

tioning
And for news of that trip we've
been waiting,
But the story she did tell—
“Now, when I was in Carmel,—

Members of the Shipping Depart-
ment fill in the last line, just for
fun.

Girl on the billboards.

History of the Jantzen Knitting Mills

By J. A. ZEHNTBAUER

UR  big sales promotion
O scheme introduced in the

fall of 1927 at the Jantzen
Sales Meetings in Portland, Chicago
and Brigantine Beach was the
Jantzen Color Harmony idea. This
scheme was suggested by Mr. Hein-
emann and it appealed to all of
us, including the sales representa-
tives. A little Color Harmony
Guide Book was prepared and sold
to our merchants. This book showed
the colors that would harmonize
with each complexion. Our trunks
and uppers were made to corre-
spond with these harmonizing col-
ors as shown in the Guide Book
Chart and elsewhere in our adver-
tising: An arrangement was made

- with the Miller Rubber Company

to manufacture rubber caps, and
shoes  to -harmonize in color with
Jantzen Suits. They advertised and
sold their accessories to match
Jantzen colors. OQur posters bore
the following slogan at the top,
“Match your Complexion in a Jant-
zen,” and at the bottom, “Blonde
or Brunette, your Color Harmony
in a Jantzen.” Our proposed ad-
vertising campaign for the 1928
season was planned to omit the use
of the old familiar slogan, “The
Suit that Changed Bathing to
-Swimming.” This slogan had been
used for a number of years but it
was felt the new idea in regard to
color harmony was better suited to
the campaign. Apparently no slo-
gan will last indefinitely. Perhaps
just because we get tired of repeat-
ing it, but at any rate I know that
ever so often we are persuaded to
give up an old slogan. Personally
I can not decide who is most guilty
in killing a slogan; ' sometimes I
blame it on the Agency and other
times onto our own Advertising
Department. The only thing that
has ever been revived after once be-
ing discontinued is the Red Diving
It seems
she can not be permanently discon-
tinued. Of course this diving girl

L1o]

trade-mark has always been wused
and always will be, but 1 refer to
having sometimes allowed other
figures to dominate and make the
diving girl trade-mark a small part
of the poster.

In a dealer folder -we featured
Channel Swimmers who wore Jant-
zen Swimming Suits, Miss America
who won in a Jantzen in 1927, and
the gold medal for quality, style
and workmanship which we won at
Atlantic City in 1927. In trying
to do everything possible to pre-
vent bootlegging of our suits, we
thought of the use of a decalco-
mania sticker which we furnished
our merchants to use on their win-
dows. These decalcomania stick-
ers have a red diving girl and
printed in conspicuous lettering
was the “Authorized Jantzen
Agent.” Perhaps the device did not
accomplish much towards the pre-
vention of the bootlegging of Jant-
zen Suits, but it was a neat sticker
and was worth something as an ad-
vertisement on windows. Encour-
aged by increasing sales and pro-
fits, we used every possible means
to advertise and promote sales and
it seems that in 1928 we used fold-
ers and stickers more freely than
ever. Way back in the year 1923
we first developed ' the Jantzen
Gymmie. It had been selling fair-
ly well right along but we felt that
it had possibilities so we gave it an
extra push in 1928 by featuring
this garment exclusively in a lit-
tle folder. Our advertising broad-
side included a schedule in the mag-
azine “Liberty” in 1928 for the
first time. They gave us large
space in their house organ, “Lib-
erty Boy Salesman,” and it was
quite an addition to our magazine
campaign.

On December 23, 1927, Mr. C.
R. Zehntbauer arrived in Portland
after spending a year traveling over
twenty-two countries. An interest~ -
ing excerpt from an account of his
trip follows: “The marketing of
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our product in Europe brought
memories of our first experience in
the Eastern market of our country.
The merchants could not under-
stand our daring to suggest to them
that they buy swimming suits from
‘away off America’ when they had
plenty of their own home makes
which they deemed good enough
for them and which sold readily
at a nice profit. We were too far

from the market to give them

proper delivery service, they argued,
and a thousand other objections.
The problem of selling them ap-
peared very formidable. I told Mr.
Lemaire, our English representative,
that I had three months to spend
with him in England, Ireland, Scot-
land, and Wales and I was sure
that in that time we could per-
suade some of the 45,000,000 pop-
ulation that our product was worth
a trial.” I am sure M. Lemaire now
believes Mr. C. R. Zehntbauer was
right in believing we would event-
ually sell Jantzen Swimming Suits
in his country because in.the sea-
son of 1933 Mr. Lemaire sold more
Jantzen Swimming Suits than any
other salesman in the world. Mr.
Lemaire has been a good Jantzen
salesman right from the start, how-
ever, as records show that before
Mr. C. R. Zehntbauer left Eng-
land Mr. Lemaire had booked $17,-
000 worth of Jantzen swimming
suits and he wound up the season
with a 1500% increase over the
previous year. Amongst the other
men, whom Mr. Zehntbauer con-
tacted while in Europe and who
have made excellent showings, were
Mr. Erich Reich and Mr. Jellinek.
Shortly after Mr. Zehntbauer landed
on the Continent of Europe he met
Mr. and Mrs. Victor Reich as he
was traveling to Zurich, Switzer-
land. Mr. and Mrs. Reich had trav-
eled in America"a great deal and
spoke excellent English and Mr. and

Mrs. C. R. Zehntbauer enjoyed their -

company very much. Through Mr.

. Victor Reich, Mr. Zehntbauer be-

came acquainted with, and hired
Mr. Erich Reich, a brother of Vic-
tor. Mr. Zehntbauer appointed him
Sales Manager of Australia, Rou-
mania, Jugoslavia, Czechoslovakia,

Hungary, and Switzerland. Mr.
Reich and Mr. Jellinek are still on
the job in those countries and they
have done a “most excellent job
against unusual odds. They had to
contend with high import tariff,
money embargoes and import quo-
tas. Despite all of these things they
still sell 2 goodly amount of Jant-
zens in their territories and these
gentlemen are certain to be heard
from in a big way when some of
these restrictions are removed.
‘While on this same trip in 1927,
Mr. Zehntbauer appointed Mr.
Weert as a Jantzen representative
for Holland. Mr. Weert is still

with us and is continuing to do

an excellent job of selling Jant-

zens. Mr, Bekir Nuzhet of Stam-
boul, Turkey was appointed by Mr.
Zehntbauer and is still with the
Company.

BOUT the first big thing
' that happened in the calen-
dar year of 1928 was the

sailing of a group of experts for
Australia to manage Jantzen (Aus-

tralia) Ltd. Mr. Ed XKlindworth, .

General Manager, Miss Estelle
White, Secretary to the Manager,
Mzr. Herbert Matthes, Superintend-
ent, Miss Amanda Miller, Fore-
lady, Miss Madrie Miller, Assistant
Forelady, Mr. William Mercer Old-
ham of Adelaide, South Australia
and Mr. Clifford Francis from
South Australia. All of this group
with the exceptions of Mr. Old-
ham and Mr. Francis were old, ex-
perienced employees of the Jant-
zen Company in Portland. These
young Australians happened along
looking fot'a job just at the time
when we were looking forward to
training some one to send to Aus-
tralia and as these men would be
going back home, therefore, we
jumped at the opportunity of tak-
ing these two, bright, young men
in to train for those jobs. These
men have made good records for
themselves with the Jantzen Com-
pany in Australia. This group
whom we chose. to send to Aus-
tralia to manage our first new

[11]

branch factory was very carefully

_selected.

Mr. Ed Klindworth, the General
Manager of the new Australian
Corporation, became first associated
with Jantzens on April 18, 1924.
He worked first in the winding
room and was then transferred to
the checking department. From
the checking department Mr.
Klindworth was transferred to the
shipping department as assistant to
Mr. J. E. Cormack. Later Mr.
Klindworth was given a position’
on the road in Indiana. In all of
these positions Mr. XKlindworth
proved his worth and his all round
experience, we believe, fitted him
for this new job. Miss White had
been Mr. Heinemann’s Secretary
for a number of years and we felt’
that her knowledge of “sales poli-
cies and methods was of great value
to the new Company in directing
this part of the work. Mr. Her-
bert Matthes came with Jantzen
in 1918. He had also had a varied
experience with the Company. He
joined the Company while we were
located on Fifth & Burnside. He

‘spent about two years on a shaker

knitting machine and later was
transferred to the Wildman Xnit-
ting Machines. At times he was
in charge of various knitting de-
partments. He also spent nearly
a year on the planning desk. Be-
fore he left for Australia he made
a special effort to improve his
mechanical knowledge of knitting
machines and sewing machines.
Miss Amanda Miller came from the.
covering department. She had
Singer Sewing and Hemming Ma-
chine experience as .well as some
experience in the Shipping Depart- -
ment. Miss Marie Miller had ex-
perience in the Winding Depart-
ment, in the Finish Ends De-
partment and also in Final Inspec-
tion. These sisters, we felt, were
well equipped in every way to
guide the work in these depart-
ments in the new Australian fac-
tory. The first piece of advertising
matter to reach us from the new

" Australian Company was a copy of

the first Broadside printed in Aus-
tralia in 1928 of Jantzen (Aus-



tralia) Ltd. which is in our files,
It bears the headline <Jantzen
Swimming Suits now Made in Aus-
tralia by Australians for Austral-
ians”, and the slogan “The Suit
that Changed Bathing to Swim-
ming” was used.

Before another Jantzen Yarns
is issued the Tenth Anniversary of
the application-of the Bedaux sys-
tem in the Jantzen plant will have
occurred. In February 1924, the
first application was made in the
Spooling Department of our fac-
tory and this was the first Bedaux
application west of Chicago. Now
in the year 1933, there are hundreds
of = applications throughout the
West and the business of the Be-
daux Company has spread to all the
principal countries of the world.
Jantzen (Australia) Limited, had
the first Bedaux application in Aus-
tralia. We believe the Bedaux sys-
tem is the most scientific method
of keeping a record of the work of
individuals and of giving them the
proper credit for their accomplish-
ments. Its application has ‘enabled
the employee to earn more money
and it has been a great factor in
aiding the Company to increase its
sales and thereby give steadier em-
ployment. It has undoubtedly re-
sulted in-a greater net profit to
the Company because of increased
production and greater sales.

During the year 1928, the West-
ern Union Telegraph Company in-
stalled a type-printer and we fea-
tured in" our folder to the dealer,
quick service made possible by this
Western Union Device which de-

- livers telegrams directly into our

office.

For several years prior to Feb-
ruary, 1926, we had been trying
to think of a plan -whereby we
might aid the public in securing
better places and cleaner places to
swim and in that month we estab-
lished the Jantzen Swimming As-
sociation. of America. We had felt
for some time that swimming was
greatly retarded because of the
many unclean pools and beaches,
We knew modern equipment and
modern architecture in building

‘pools could provide pools where

water could be kept perfectly san-
itary at all times and free from
any contaminating germs. We

knew there were many such pools

in thé country and we wanted a
way to designate these and certify
them so that people would know
when they were swimming in a
clean’ pool. We offered a Jantzen
Plaque, with a red diving girl and
with the words *“Clean Water” con-
spicuously placed on the Plaque,
to all pools who would become
members of the Jantzen Swimming
Association. We laid down strict
rules to be complied with and re-
fused to accept any pool or beach
as a member until they had made
their plant modern and sanitary.
The idea seemed to take well with
pool and beach managers and with-
in two years we had 150 members.
We felt that we had enough mem-
bers to make it worth while now
to advertise to the public in the
Saturday Evening Post about the
member pools and beaches of the
Jantzen Swimming Association of
America. Therefore, Mr. Heine-
mann made a trip East and solicit-

ed funds from ‘swimming pool-

equipment and material manufac-

_turers for advertising this Associa-

tion. He was successful in secur-
ing quite a fund for this advertis-
ing and with this money and with
the money donated by the Jantzen
Knitting Mills we ran five quarter
pages in the Saturday Evening

Post in the summer of 1928. These.

advertisements stimulated a great
deal of interest amongst all the
pool and beach owners and the
proposition looked so promising
that we felt we -should employ a
man to look after -this Association
and make it his businéss to pro-
mote it. We hoped to .charge a
small membership fee after we had
demonstrated to pool and beach
owners the value of the work. The
money collected in fees was to be
used to pay part of advertising
and other expenses. We hired a man,

“trained him as best we could in
" the brief time we had, and put him

in complete charge of the activi-
ties of the Association. The new

[12]

Manager made a trip East to be-
come better acquainted with other
Associations interested in pools and
beaches where he was persuaded
that we should drop the name Jant-

zen from the Association and call

it the “Swimming Association of
America.” Feeling rather altruist-
ic about this Association and be-
lieving that we would get our share
of benefit from it if it were a
great success, we dropped the name
Jantzen, which as we see it now
was a great mistake. Without this
name it lacked punch and the As-
sociation soon disintegrated into an
ordinary association that does not
carry out the work originally
in mind, and certified pools, the
very thing which we believed to
be the heart of the undertaking,
are unknown. We believe that
some day some such idea. will be
successful—t hat all swimming
places of America will be clean and
beautiful—that swimming suit and
equipment manufacturers will ben-
efit, and the swimmers, both young
and old, will derive healthful and
beautifying benefits.

Monsieur E. Lastique Fabrique’s
sympathetic eyes dimmed upon re-
ceiving this touching message of
despair. Brushing away a tear, our
Lonely Hearts Editor penned one
of his usual sagacious bits of ad-
vice.

N

Vi

Dear Monsieur:

Many a swimming suit have we
tirned out during the more than -

ten years of faithful service that
Pauline and I have spent here; yet
we have never so much as seen our
names published in the Yarns. If
you will tell us how to become
more popular, this will be our hap-
piest Christmas.
Ernestine,

Dear Ernestine:
Have you ever turned out in a
swimming suit?

RINTEZ,
A4 N -]
[
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History of the Jantzen Knitting Mills

By J. A. ZEBINTBAUER

1928 was the first year in our

history without a retail store, the

last store being disposed of during
the year 1927. The increase in total
sales was greater than we had ex-
perienced for-the two years pre-
vious. The total sales were $3,140,-
595 and the increase was 23.4%
over the year before. The net profit
after deducting for estimated in-
come tax for the year was $495,-
626.48, which was 15.8% of sales.
Qur net worth was increased $411,-
328 by the year’s operations and all
but about $80,000 was absorbed in
the business in the way of inven-
tories, accounts receivable, etc.
Durmg that year $258,238 was
spent for advertising, which was
8.2% of our sales, the greatest per-
centage of sales spent on advertis-
ing since the early years of our
business.

It seems humanly impossible to
keep down expenses and especially
advertising expense after a business

~ has had a number of prosperous

years. The results of advertising are
so intangible that no one can tell ex-
actly what is going to pay and what
will not. As profits accumulate it
is a great temptation to add to ad-
vertising campaigns such media as
you have passed up before because
of lack of funds, and the point of
diminished returns is reached before
one realizes it. T don’t mean to say

- that 8.2% of sales is too great an

amount for us to spend for adver-
tising ‘because I do not know that,
nor does any one else. If we had
spent less we may have made less
net profits. If we had spent even
more our net profits may have been
greater. We are convinced that ad-
vertising is-the cheapest method of
selling. It enables us to get a volume
of business which, in turn makes it
possible for us to produce swimming
suits at a very low price and we
know that without advertising a
sufficient volume could not be ob-

tained and prices for Jantzen Swim-

ming Suits would necessarily have

to be much higher than at present.

. Therefore, advernsmg is good busi-

ness because it is the most economi-~
cal method of getting distribution.
We try to exercise skill in deter-
mining the amount to spend for ad-
vertlsmg, and the proper amount ta
spend is any amount that will so in-
crease the volume that prices will
not have to be increased on account
of advertising expense. While yarn
prices advanced from $1.60 in 1927
to $1.83 per pound in 1928, Jant-
zen Swimming Suit prices remained
exactly the same through 1928
while most manufacturers had to

raise prices due to the increased raw

material costs. Advertising was cer-
tainly an essential factor in making
our low prices possible.

In the fall of 1928 we began the
construction of our Administration
Building. Richard Sundeleaf, who
had been engaged months before as
architect;, had his plans ready for
what was to be one of the most
modern factory administration
buildings in the country. This build-
ing was completed and occupied in
January, 1929. I should have men-
tioned before that the new Canadian
plant was built by the Jantzen
Knitting Mills of Canada, Ltd., in
Vancouver, B. C., nearly a year be-
fore our Administration - Building
was finished. The Canadian Com-
pany celebrated on February 22,
1928, the completion of their ex-
cellent new factory. This two-story,
concrete steel structure is located on
10th Avenue and the great Pacific
Highway in Vancouver. The build-
ing contains 40,000 square feet of
floor space and enables the Van-
couver plant to carry on most of
the operations on one floor, which
has been found to be more eco-
nomical than operating a factory on
several floors, as was previously the

case at the Vancouver factory.

(]

Following is a complete list of
common stockholders of Jantzen
Kritting Mills of record August 31,
1928: Irwin S. Adams, Edna Beam-
¢t, Dave Botsford, A. J. and L. Cor-
mack, J. E. Cormack, J. R. and P.
S. Dodson, J. R. Dodson, R.- M.
Dodson, P. S. Dodson, H. L. Ger--
man, H. L. or Della German, Flora
Green, M. Heinemann, W. W. Hill -
and Son, C. C. Jantzen, Henry
Jantzen, Oneita “Jantzen, Emma
Jantzen, E. F. Pautz, W. H. Ramp,
F. A. Schoppe, R. F. Wisner, J. A.
Zehntbauer, C. R. Zehntbauer, J.
H. Zehntbauer, M. Zehntbauer,
Gertrude Zehntbauer. This was the
last time an audit could contsin a
list of all the common stockholders
because in the fall of 1928 we
changed the capital set-up -from
15,000 common shares of a par value
of $100 per share to 100,000 shares
of no par value. The stockholders:
sold to George H. Burr, Conrad &
Broom, stock brokers, 45 % of their
common stock which stock was put
on the market by that brokerage

" concern and listed on the San Fran-

cisco Stock Exchange. Later the
stock was listed on the Los Angeles,
Seattle, Portland and the New York
curb exchanges and distribution of
the stock increased very rapidly.

JANTZEN RETIREMENT PLAN
(Conlinued from page 6)
of present salary for each full
year the employee has been in the
service, excepting the first year
of such service.

“The payments of the employ-
er to meet the cost of these past
service incomes will be made, as
conditions justify, being applied
to the credit of the individual”
employees, starting with those
nearest normal -retirement age.
The employer reserves the right
to discontinue these payments if
unforseen conditions should arise
to necessitate such action. Such
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Tommy McGinnis, Jr., son of Mr, and
Mrs. Thomas E. McGinnis of Indianapolis.

E. F. (Ned)Greve, Jr., son of Mr. and
Mrs. E. F. Greve, Cincinnati

.FOR SALE OR EXCHANGE

Good 2 or 3 piece orchestra in-
cluding banjo, accordion, violin and
planc available for house parties or
private dances. Price reasonable.
Tor fmrticulars see Bethel Dageforde
ot Howard Clarke.

History of the Jantzen Knitting
Mills

By J. A. ZEHNTBAUER

HE general public bought Jant-

zen common Stock from our

brokers at $36.50 a share and
on the morning of October 19,
1928, orders for more than twice
the number of shares available were
received by them. This stock opened
on the San Francisco Curb Ex-
change at $43 on October 25, which
was considered by the brokers to
be very encouraging.’

For a2 number of years we had
been solicited by brokers to place
our stock on the market, selling
part of our interest to the general
public. While we had consistently
turned- down these overtures, we
could not resist the trend of the
times and thereafter the Jantzen
Knirting Mills was no longer a
closed corporation and its stock has
gone up and down with the general
stock market.

It was during the fall of 1928
the Company began to give service
emblems to members of the Jant-
zen organization, pins being pre-
sented for five, ten and fifteen years’
service. In 1934, five years later
and at this writing, there are 21§
people who have Jantzen Service
Pins indicating service of five years
or longer. One hundred and fifty-
eight of these have Five Year Pins,
forty-nine Ten Year Pins and eight
fifteen Year Pins. In addition there
are a few of us who have been here
over 20 years.

Jantzen export business in 1928
continued its onward march un-
abated toward world-wide distribu-
tion. Jantzen export business again
mote than doubled during the 1928
season over the year before, a re-
markable increase of 137%. At the
opening of the 1928 season Mr. C.
R. Zehntbauer was in Eprope and
through his contacts with the sales
representatives was instrumental in
securing rapid development of Jant-
zen business. The volume of export
business totaled $477,957 and of
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this, 70% was done in Europe. ‘The
European sales in 1928 were four
times as large as in 1927. We did the
greatest volume in Germany. Great
Britain followed next and Sweden
next. Other markets in the order
of their ranking were Argentina,
Union of South Africa, Italy,
France, Austria, Hawaiian Islands,
Denmark, Czechoslovakia, Norway
and Panama.

Jantzen “Yarns” of July, 1928,
reports the opening of the Mexican
territory and the appointment of
Compania Mercantil Universal of
Mexico City as Jantzen agents for
the Republic of Mexico. We had
been filling mail orders from con-
cerns in Mexico before this time,
but had never had an agent in that
country. Up to the time this is
written, June 7, 1934, no repre-
sentative from Jantzen Knitting
Mills has visited Mexico City. Jant-
zen swimming suits were sold in
Algiers in 1928 for the first time
also. Mr. Emile Pertus, the first
purchaser of Jantzen merchandise
in Algiers, reported the suits were
selling well the first season. In
1928 when we started to advertise
quite extensively in Europe we im-
mediately received encouraging re-
ports from the European territory
in regard to the effectiveness of the
Jantzen advertising that was run-
ning in leading newspapers and
magazines. Merchants there took
prompt advantage of Jantzen ad-
vertising and co-operated very well
by window trimming and running
local advertisements. That season
we received clippings of dealer ad-
vertising from South African, Ar-
gentine, Cuban and Chinese. news-
papers, and from all of the major
continental countries of Europe,
and of course many from England.
Reports show that Camps Com-
pany, S. A. of Havana ran very
effective advertising and did an ex-

‘cellent business on our suits that

season.
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We were then making, principal-
ly from waste, knitted caps, the
Jantzen Beaner, which had become
popular throughout the territories
in which we were doing business,
and particularly in Sweden in 1928
where we did a very excellent busi-
ness. Alecko, A. B., sales repre-
sentative for Sweden, launched a
sales campaign for the Beaners on
their own account and did a land-
office business on them. The Beaner
was popular for several years but its
popularity finally died down and
we have not manufactured any of
these caps for several years.

English Channel swimming was
popular in 1928 and Mr. Lemaire,
our English representative, was not
slow to take advantage of it in
helping to sell Jantzens. He hited
Miss Harding, 2 popular Channel
swimmer in 1928. Miss Harding
not only demonstrated the Jantzen
suits, but she also lectured to clerks
in stores on the qualities of Jantzen
suits. He is always thinking of new
ways to promote Jantzen business,
and his ideas are practical.

Another of our foreign repre-
sentatives who is always alert and
never misses an opportunity to pro-
mote Jantzen sales is Erich Reich
and we find him fitting Miss Aus-
tria for 1928, Miss Grete Theimer

of Vienna, in a beautiful Jantzen

suit. Miss Theimer was popularly
known as the Viennese Fashion
Queen. Our history shows that men
who constantly try new stunts for
sales promotion win out in the end
because by trying they find things
that will werk. They become more
and more practical and they are al-
ways outstandingly successful sales-
men.

Data gathered for the year 1928
by Mr. Irwin Adams show that
950,000 Jantzen suits were manu-
factured and sold in the Portland
plant during the season of 1928.
His charts also show that 70% of
the wool bathing suits exported
from the United States in 1927, the
last figures obtainable from the
government, were Jantzen suits.
His charts also show, from an in-
quiry sent out to 5,000 representa-
tive Americans, that 37.9% owned
Jantzen suits against 36% owned

by the next ten brands put together.
This same inquiry showed that
58.1% of those answering would
buy a Jantzen suit if they were to
buy another suit and only 21.6%
would buy any of the next ten
brands put together. These data
were gathered for the purposes of
ascertaining our position in the
market and also to help in sales pro-
motion. I believe none of us doubt
the effectiveness of such data for
sales promotion.

“MAY HIS SOUL REST IN
PEACE”

On Sunday mornings one of the
chores assigned to Uncle Mose was
to drive his master and family to
church. A splendid church it was
with impressive stone front and ex-
quisite furnishings.

Upon occasion Mose was allowed
to occupy one of the balcony seats
and bathe his soul in the spiritual
glow of the rector’s eloquence.

One morning after a particularly
inspiring sermon, Mose approached

the good Parson and spoke to him

thus:

“Pa’son Bryan I done heared the
good things yo’all jest sayed about
men being nice and brotherly and
gettin race hatred and all sech cuten
our haids and it made me feel holy
and sanctified jest like yo’all sayed

Tommy Gar Felke, son of Mr. and
Mrs. E. J. Felke, St. Louis.

the brethren should feel. You know
Pa’son ah’d like to jine yo'all’s
church.”

“Well, Mose, that is a splendid
expression of faith,” said the pastor,
“and I’'m sure this church is anxious
to save the souls of all who care to
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heed the call. But you know Mose
it’s a big undertaking, yes, indeed,
a big undertaking for one of your
race to attempt communion in a
church such as ours. Tl te!l you
what you do, go to your chamber,
kneel down, pray to the Lord, com-
mune. with Him and ask His holy
guidance in this great undertaking
and then come back and see me.”

A day or so later, Mose presented
himself at the Most Reverend’s
study.

“Come in Mose,” cordially in-
vited the pastor. *“Have you fol-
lowed ‘my suggestion?”

“Yas sub, yas suh! Ah done jest
L'ke yo’all say. Ah kneeled down in
my chamber and prayed to the Lord
and communed with him.”

“Well, Mose,” said the Parson,
“didn’t He feel that it was quite an
undertaking—a big step for you to
take? Just what did the Lord say?”

“Well, Pa’son Bryan, He sayed
to me He sayed ‘Mose if yo'all can
get into Pa’son Bryan’s church,
yo'all better go aheed and do it
cause it’s a whole lot mo than ah

EREE]

can do’.

Two Big Shots—
Mr. Greenberg of Sim’s, and Howard
Osvold, Minneapolis.

Spinning Jenny says that it’s a
short beach that has no Jantzen.

Printed in U.S.A,
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Our fundamental business policies
do not change much, but every-
thing else about the business is con-
stantly changing. Sometimes dur-
ing our history some of us have
thought a few of our styles had be-
come quite staple and that some of
our manufacturing and selling
methods were well established and
would continue as they were for a
number of years; but only for a
short time could we hold such
ideas because each succeeding sea-
son and year brought new ideas, new

problems, new competition, new

political interests to business and,
fortunately, new opportunities, and
the year 1929 was to be no excep-
tion, unless it was toward the latter
part when national financial condi-
tions caused us more apprehension
than usual about our ability to con-
tinue to expand our business. How-
ever, our sales had increased so sat-
isfactorily in the year 1929 in this
country as well as in foreign coun-
tries, and our profits were likewise
substantially above those estimated,
that we hesitated to inaugurate any
radical changes in our sales policies
or in our line. We contented our-
selves by merely augmenting our
efforts by increasing the use of
magazine space and billboards, try-
ing to improve mats and cuts which
we furnish dealers for advertising
and improving our line without
radical changes. At the beginning
of the 1929 fiscal year, yarn and

.material prices were approximately

the same as during the year 1928,
but labor, which had continued to
increase slightly, influenced us to
maintain our swimming suit prices
the same as they had been since
1927. Later on in the year, yarn
prices dropped but we followed our
policy of continuing a price through-
out the year regardless of whether
yarn went up or down. We have
found this is more satisfactory to
the merchant and to every one else
concerned. Most of our competi-
tors had increased prices in 1928

;A ATT N/

History of the Jantzen Kmttmg Mills

By J. A. ZEHNTBAUER

and again in 1929 following the
trend of higher wages, but, because

“of our greatly increased volume, we

were able to avoid making any price
increases. We believe, also, that our
efficiency in manufacturing had 2
great deal to do with our ability to
keep prices low. We believe concen-
tration upon one garment for so
many Yyears has enabled us to be-
come more efficient in manufactur-
ing. Our experiente in manufactur-
ing many lines in our factory with
a gradual reduction to two lines and
then finally one line, gave us in-
valuable experience and impressed
forcibly upon us the economies to
be effected in manufacturing one
line. Our records show conclusively
that in our case great savings were
made when we simplified our line
by reducing it to swimming suits
alone. We can now look back and
feel satisfied that at least our judg-
ment in regard to pricing was cor-
rect, as far as the benefits to be
derived from our business during
the year 1929 were concerned, as
we had nearly a million dollar in-
crease in' sales and our profits in-
creased proportionately.

We believe it good business and
we have long made an effort to
have some outstanding valuable fea-
tures of our line to play up in ad-
vertising and sales promotion ef-
forts during the year. For the year
1929 we featured in our advertis-
ing, matched sets of two in a box,
to match the complexion of the
purchaser. We did not discontinue
our advertising color harmony but
carried it along with the new idea.
Our copy theme embodied the pro-
motion of purchasing two suits. It
stressed the comfort in having a
dry suit to put on when one wished
to go in the water twice during the
day and to be dressed in a variety
of suits, arguing that one could be
dressed fashionably for such a small
sum. Our 24-sheet poster headline
carried the slogan *“Choose Your
Color Harmony in a Jantzen.” We
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felt that in the past we had offered
too few custom mats for the mer-
chants’ use and we, therefore, fea-
tured this year many small cuts and
mats which, for a small sum, could
be inserted in the papers by the
dealers. That year we offered $1600
in prizes for the best Jantzen win-
dows. Our headline slogan on many
of these mats and cuts was “Ex-
ercise for Health and Beauty.” Eva
Kent was featured in setting-up ex-
ercises in a Jantzen. We also fea-
tured merchants’ sales analysis sheets
to show which was the most prof-
itable swimming suit line. On these
sheets we had examples showing how
to figure whether a line was prof-
itable and which was the most prof-

itable. ' We also furnished salesmen
with blanks which they supplied to
those merchants who requested
them.

That year in the children’s line
we featured Sun Suits and Trunks
and advertised these designs as be-
ing made according to specifications
by a noted child specialist. That
year we increased our advertising
appropriation by $64,356, but our
sales were so increased over the year
before that our advertising expense
was only 7.9% of sales against
8.2% of sales the year before.

Early in the 1928 season plans
for advertising and sales pro-
motion were laid for 1929 and
they were the most elaborate that
had been attempted. More mailing
pieces were used, more catalogs and
broadsides than ever before and we
continued our window .display con-
test, offering $1600.00 in prizes.
The window display contest has
stood the test longer than any pro--

‘motion stunt we have ever tried.

Our Red Diving Girl, in which we
take a great deal of pride, I place in
a different class because it is the
trade mark which we use in all forms
of our advertising.

We continued for another year
also to feature color harmony in our
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advertising and in a special broad-

side and a little color harmony folder

which we sold to the merchant for
distribution by mail or over the
counter. You will rememebr these
color harmony guides showed the
colors of suits that would harmonize
with the blonde, with the brunette
or a titian haired person.

Another very effective feature of
the 1929 campaign was the special
¢olor pages, including front and
back of College Humor. Three
thousand of these were furnished us
by College Humor. We paid the
postage and sent them to three
thousand of our selected accounts.
The copy was excellent and appealed
to the merchant to tie-up with the
College Humor-Jantzen advertising
campaign. Many of us believe this
to have been as effective cooperation
as a magazine can render. Among
the dealer helps listed was the de-
calcomania authorized agency stick-
er to put on show windows.

Another new and strongly fea-
tured stunt was the fancy box of
two matched suits. These boxes
were marked for blonde, or for bru-
nette or for titian and the two suits
were made to harmonize with the
particular type marked on the box.
This matched set idea was played up
strongly in our advertising and in
our portfolios, and dealer help fold-
er. Most of us look back upon this
as an advertising stunt that did not

click. People don’t buy two swim-
ming suits at one time often enough
to make it noticeable and no amount
of advertising will persuade them to
do so. Hindsight: is always better
than foresight, and it seems some of
these things must be viewed with
hindsight to be understood.

We gave our dealer help booklet
the name of “The Jantzen Book of
Modern Aids to Merchandising”, in
fancy lettering across the front of
the book, which gave it quite an
academic appearance, and after our

The Christmas number of Yarns would not
have been complete without this beautiful
snow scene, It was taken on Mt. Defiance,
near Hood River, by one of the members
of a Trails Club party, which included
Jean Wray and Gladys Paul.

experience we still consider the name
a good one.

We sent out a fine big four-sheet
folder offering cuts to our dealers.
To editors throughout the country
we sent a series of articles on “Exer-
cise for Health and Beauty”, The
editors were asked to publish them,
using the name of the Jantzen
Health Club as the sponsor and read-
ers were invited to join the club.
In cases where the name was not
run in the paper we contented our-
selves with having 2 Jantzen swim-
ming suit with the diving girl shown
in the cut.’

We again featured sun trunks and
sun suits for infants and we pro-
vided folders, window and counter
display cards especially for them.
We printed quite an elaborate sales
analysis blank called “The Jantzen
Sales Anlaysis Service”. This blank,
when properly filled out, would
show the net profit after consider-
ing the losses from cut price sales
during the season, and the carry-
over, etc. Many customers have con-
tinued to use this service. We used
the Red Diving Girl poster again for
1929, and the slogan “The suit that
changed bathing to swimming”.
Just before the fill-in season we
mailed telegraphic code sheets, in-
cluding a code for the Webfoot line.
It seems we left no stone unturned
in the advertising and dealer help
line during the year 1929.

Jantzen Qarng Wlishes to Extend the Best Wlishes
of the Season to all of Qur Kealers
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Printed in U.S.A.
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our advertising counselor,
was greatly responsible for
the direction of our foreign advertis-
ing campaign in 1929, In the fall of
1928 he went to Europe, arriving in
London on October 5 where he con-

M R.DAVID M. BOTSFORD,

tacted our local advertising agent-

Sampson Clark and Company, Ltd.,
of London and our salesmen in that
territory. Mr. Botsford also visited
the Scandinavian countries and Cen-
tral European countries, contacting
our salesmen, instructing them how
to get the most out of an advertising
campaign and how to get coopera-
tion from dealers, getting local ad-
vertising to tie up with our national
advertising. Mr. Botsford’s trip, fol-
lowing on the heels of the trip of
Mr. Jantzen and Mr. Dodson and

- the work Mr. C. R. Zehntbauer had

done in Europe, concluded very ex-
tensive preparation for our selling
campaign all over Europe for the
1929 season and unquestionably this
ground work was responsible for the
excellent increase in bissiness we had
in that territory in 1929.

Our rapidly expanding foreign
business which amounted to over
$700,000 in swimming suits ex-
potted from Portland in 1929, not
including sales of the Canadian fac-

tory and the Australian factory,

which are never included in our ex-
port sales figures, encouraged us to
promote this business in every way
possible and by experience we have
found that to promote foreign
business it is necessary for our ex-
ecutives to have personal contact
with our sales representatives and in
1929 the greatest effort in the his-
tory of our business was made to-
ward contacting our foreign repre-
sentatives throughout the world.
Mr. German went to Australia and
attended the sales meeting of Jantzen
(Australia) Limited in Sydney, Jan-
uary 28, 29 and 30 of the year 1929.
While he was there, of course he

"checked over the acounting methods

of the Australian Company and took

plenty of time to carefully go
through all the departments of that
business with a view to offering any
suggestions he could to improve it
and I am sure the trip was profitable
to the Australian company because
Mr. Xlindworth, the manager there,
and -others, have expressed apprecia-
tion for the work Mr. German did
for them and have expressed the
feeling that they gained a great deal

that could not have been accom-’

plished through correspondence.

On April 14, Mr. C. C. Jantzen
and I left for a trip to visit the
Jantzen Spinning Mills of Camden,
New Jersey, and to especially inves-
tigate new machinery in Germany
of which we had heard some rumors
and which we thought might pos-
sibly materially reduce the cost of
manufacturing Jantzen swimming
suits. Qn that trip of course Mr.
Jantzen and I visited our sales repre-
sentatives in all the countries which
we visited, which included England,
Germany, France, Italy, Holland,
Belgium, Switzerland, Austria, Nor-
way, Denmark and Sweden. On our
way over Mr. C. R. Zehntbauer
boarded our boat at Cherbourg and
accompanijed us to Berlin where he,
Mz, Jantzen and I went on to Chem-
nitz, Germany, to see about the new
machinery and after we all returned
to Berlin we separated, Mr. Jantzen
going north, C. R. finishing up some
of the work which he had been at
for the past two years in Europe and
then sailing for home and I headed
for Austria and south into Italy and
France. Between us we visited prac-
tically all of our sales representatives
in Europe. It was after this trip we
came home convinced that if we
were to maintain our business in
Europe it would be necessary to lo-
cate a plant there so that we might
give service and produce the styles
most salable in Europe. At that
time we could not foresee the quotas
and embargos and extremely high
duties that were to come soon but
we had in mind protecting our busi-
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ness against the results of the lack
of proper and prompt service as com-
pared with our competitors who
were beginning to develop.

For various reasons we felt Eng-
land would be the best place for the
new Jantzen plant. A few of the
important reasons were the conven-
ience of the English language to us,
besides its being practically the uni-
versal business language; the reputa-
tion the English have for manufac-
turing good woolens and the reputa-
tion they have as being honorable in
business dealings, which makes ex-
porting " from England easier; a
large consuming population in Eng-
land with additional large consum-
ing populations in British countries
such as South Africa where English
factories enjoy preferential tariffs.
We felt these advantages oucweighed
the disadvantages of higher wages
and of free trade in England. We
felt certain the duty free handicap
could not last and that the English
manufacturer would soon be pro-
tected by a tariff comparable to the
tariffs imposed by other countries.

In 1929 we held our first Euro-
pean sales meeting in Paris. Imme-
diately after the Chicago meeting
Mr. Mitchell Heinemann, Mr. Irwin
Adams, Mr. Phillip Bergh, Mr. Paul
DeKoning and Mr. C. P. Constan-
tine, a member of our advertising
firm, sailed for Europe on the Levia-
than, landing in Cherbourg on Au-
gust 23. Seventeen salesmen attended
the meeting in Paris. In addition,
Mr. Royal E. Brown, manager of the
Paris office and Mr. Max Delang of
Zurich, Switzerland, our advertising
agent for the continent, were at the
meeting. It was felt by those con-
ducting the meeting that a great
dea] of good was accomplished and
our sales representatives have ex-
pressed themselves as favoring these
meetings but they were not con-
tinued for a number of reasons.
After Mr. Tyler took charge as gen-
eral sales manager for Europe he

(Continued on page 11)



Italy, similar to the factory connec-
tions we now have in Germany and
Spain. Mr. A. J. Cormack, Manag-
ing Director of the Brentford, Eng-
land, factory, and Mr. G. Larcher,
Jantzen representative in Northern
Italy, have been greatly interested
in promoting a factory there as trade
relations with other ccuntries have
been so restricted by the Italian gov-
ernment that the development of 2
normal Jantzen business from Eng-

land has been made imposs_ble.
* % £

Dr. Karl Vollmoeller, Vice Chair-
man of Vereinigte Trikotfabriken
(R. Vollmoeller) A.-G., Vaihingen/
Fildern, Germany, whose picture ap-
pears elsewhere in this issue, was a
recent interesting visitor. Dr. Karl
Vollmoeller is besides 2 business man
a well known playwright, and while
in the United States has been spend-
ing a great deal of time in Holly-
wood studios, where he has been col-
laborating with U. 8. A. authors.

* kel *

Mr. P. S. Tyler, Director and
Sales and Advertising Manager of
Jantzen Knitting Mills, Ltd., Brent-
ford, England, spent 2 week at the
home office during the first part
of May. This was Mr. Tyler’s first
visit since he went to England five
years ago. Mrs. Tyler accompanied
Mr. Tyler as far as New York but
on account of illness was unable to
come to Portland.

bl % *

A five months’ tour around the
Pacific has just been completed by
Mr. and Mrs. C. R. Zenhtbauer.
Their itinerary included the Hawa-
itan Islands, Australia, Philippine
Islands, Hongkong and Shanghai,
Japan, and return via Hawaiian Isl-
ands. We hope to have an article in
our next issue by Mr. Zehntbauer in
which he will give the highlights of
this trip. .

& b

Mr. and Mrs. J. R. Dodson, who
we announced in our last issue were
making a tour around South Ameri-
ca, returned to Portland during the
second week in June. Needless to say
we were all pleased to have them
with us again and to learn that they
had a very enjoyable trip. They vis-

ited at Buenos Aires for a month
with their son G. Robert Dodson
and family before starting north..

JANTZEN IN GERMANY
(Continued from page 3)
this fact, that we were able to sell
within about six weeks exactly the
amount of turnover made in the year
before.

Our sales for the present season
are 33 1/3% up against the total
turnover done in 1934. Advertising
will be within the limit of the usual
rate and all we want is sunshine and
nice and hot days—in one word: a
good season and a fair chance for
everybody. The writer will have the
pleasure of following an invitation
of Mr. Zehntbauer to visit in July
our Jantzen mother in Portland and
he hopes te have at that time a re-
port in his pocket which will en-
able him to state that the fine girl
had 2 good time in Germany and is
going to have a better one next year.

We have to confess that we still
are under the impression that this
year’s range is best one ever shown
and that we are more confident than
ever—even though April is at the
moment nasty with rain and cold.
We trust this will confirm our be-
lief that there is always a chance to
improve even for the weather and
it is the third year that counts! We
love our girl, we hope for the chance
and we are prepared to take it!

KING’S SILVER JUBILEE
(Continued from page 7)
pageant followed minutes later when
both King and Queen appeared to-
gether on the center balcony. There
was wild exultation, and cheering
rent the sky as the Royal Family
grouped themselves on each side of

their majesties.
Thus ended the memorable day of
rejoicing and thanksgiving.

May Foster (having emptied both
barrels at a rabbit): “There, I'm
sure 1 hit that one.”

Hunting Companion: “Well, he
certainly did seem to go faster after
you shot at him.” '
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JANTZEN HISTORY
(Continued from page 8)

found it less expensive to conduct

. smaller meetings in the different

countries and, too, he believes more
is to be gained by visiting a repre-
sentative on his own ground and
being able to spend more time in-
dividually with him and concentrate
upon his problems, which vary more
than the problems of the different
salesmen in the United States. This
meeting concluded our contacts with
our European representatives for the

“year and 1 am sure by the time this

meeting was finished and our men
were back on their jobs they were
quite well acquainted with our
American personnel and executives
as all together nine Americans had
centacted them during the year.

- While our European territory got
a great deal of attention during the
year 1929 we did not neglect our
business in the Pacific. On Septem-
ber 18, Mr. C. C. Jantzen boarded
the steamship Milolo for a cruise
around the Pacific, which gave him
an excellent opportunity to visit
our representatives in Japan, China,
the Philippines, Indo-China, Singa-
pore in the Strait settlement, Java
and Australia. On October 16,
1929, 1 sailed for Australiz on the
steamship Aorangi, arriving in Syd-
ney, Australia, about 2 month ahead

‘of Mr. Jantzen. One of the main

reasons for my going to Australia
was to see if we could not make ar-
rangements with the Burns Philp
Company, who were exclusive agents
for Jantzen in Australia, New Zea-
land and some islands over which
Australia ruled, to relinquish the
agency, turning it over to Jantzen
(Australia) Limited. We felt it
necessary to deal directly if possible
with our customers as we believe it
to be the most economical and satis-

factory method in which to operate

that plant.

While under the terms of our con-
tract with the Burns Philp Company
we had a right to withdraw the
agency from them, they had done
such an excellent job and had co-
operated so well with us that we’
were determined we would not de-

‘mand that they give up the Jantzen



agency but we would request that
they do so and show them our rea-
sons for requesting it, leaving the
decision to them as to what they
would do. Of course we did use all
the arguments we could think of to
persuade them to turn over the
agency to Jantzen (Australia) Lim-
ited, and they used all the argu-
ments they could against it because
they wished to retain the agency
since it had been profitable to them,
but after all of our discussions and
after both sides understood the prob-
lems to be faced by both organiza-
tions the Burns Philp Company ex-
ecutives agreed to give up part of
the tertitory the following year and
release more the succeeding year
and the third year to return all the
territory which the management of
Jantzen (Australia) Limited might
see fit to request. This program was
followed according to our verbal
agreement and all of us who had any-
thing to do with this transaction
have the very highest regard for the
executives of the Burns Philp Com-
pany, who dealt with us in 2 most
generous and fair manner. Jantzen
- (Australia) Limited had prospered
beyond our expectations under the
management of Mr. Klindworth and
we were confident that he could
handle the sales directly under his
own management better than
through the Burns Philp organiza-
tion and could make a saving to the
company.

Mr. Jantzen arrived on the Malolo
. and after about three days we sailed
together for San Francisco, 'via
Honolulu, arriving home in Portland
just before Christmas. Our execu-
tives had done more traveling in
1929 than any previous yeat, at a
cost of quite a large sum of money,
but when we consider that at the
date of this writing, in May, 1935,
after about five years of world-wide
depression, sales of Jantzen swim-
ming suits in countries outside the
United States are greater than at the
peak of our sales béfore the depres-
sion, the time and money spent in
laying the foundation for this busi-
ness has undoubtedly proved worth
while,

JANTZEN?

By V. L. Trisou
I think that I shall never see
A man beside the summer sea,
Who looks the least bit nice or cute
Wearing a top-less bathing suit,

A perfect woman, nobly planned,

May please the eye when richly tanned;
But others, who not much are wesring,
Secm to resemble kippered berring.

The following letter was recently
received at our Portland office:
June 1, 1933
Jantzen Knitting Mills
Portland, Oregon
Dear Sirs:

Six years ago this month I pur-
chased one of your swim suits, a
Speedsuit to be exact. My friends
told me I was crazy to pay a big price
for a suit. Today I am still wearing
the same suit.

The most remarkable things about
this suit are the length of time I
have worn it, and it is still one of the
popular styles.

I have worn this suit in rivers,
lakes and pools, in all kinds of water.
It has given more service than I have
ever gotten from any three suits of
any make. May I congratulate you
upon the durability. of these suits,

Respectfully,
Mr. K. A. Dyg,
Rintoul, Illinois.

Hands across the sea—Mitchell Heine-
mann, Vice-President in charge of Sales,
Portland; and P. S. Tyler, Director and Gen-
eral Sales and Advertising Manager, Brent-
ford, London.

Mother (from staircase): Tom-
my, for goodness’ sake, turn off that
loud-speaker! That woman’s voice
goes through and through my head!

Tommy: But, mother, this isnt
the radio. This is Mrs. Brown come
to see you! -
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JANTZEN PICNIC

On June 22, a Jantzen picnic
was held at Jantzen Beach for mem-
bers of the organization, their fam-
ilies and friends. Several years had
passed since the last picnic of this
kind, but we found that none of the
old Jantzen spirit had been lost, in
themeantime. Everybody hadagreat
time during the day which was filled
with a schedule of games, races, and
may varieties of contests. The pro-
gram was arranged by Ralph Wes-
cott, whom we all wish to thank
through the medium of the Yarws.

‘We were unable to get the names
of all the contest winners, but we
believe that most of them are given

below.

Horseshoe Pitching . ...............
.......... Bill Collins and Alex Meisner
Handball. .Irwin Adams and Paul De Koning
Bubble Race (children 6-12 yr,).. ...
...... Alan Fischer and Billy Oekerman
Boys’ Wheelbarrow Rase (6-12 yr.) ..
........ Alan Fischer and Donald Allen
Girls’ Flat Race (6-12 yr.)........
[ Jacqueline Lockes
Girls’ Flat Race (under 16 yr.)......
................... Jacqueline Lockes

Sack Race .................. Don Smith
Peanut Carrying Race...... Blondina Platt
Peanut Race .............. Blondina Platt
Cracker Eating........... Virginia Fischer

Nail Driving, Ladies. . .Mrs, Andy Wiebold
Ball in Barrel, Ladies..............
.. Sadie Hiegel; 2nd, Mrs. Dan MacFarlane
Rolling Pin Throwing, Ladies..... ..
... .Alice Simmons; 2nd, Evelyn Moseley
Shoe Kicking Contest, Ladies........
.................. Mrs. Andy Wiebold
Needle and Thread Race...........
.. Dorothy Peterson and Louise MacMillan
2nd, Virginia Fischer and Jacqueline Lockes
SWIMMING CONTESTS
Balloon Race, children under 12......
................... Jacqueline Lockes
Ladies—Free for All........ Ruth Barber

Tug-O-War in Water..............

...... Won by Paul De Koning’s Huskies

Gate prizes were awarded by drawings.
The lucky ones were Irma Wertley and
Henry Wiebeld.

Qur congratulations go to Minerva
Zehntbaver who was recently pre-
sented a service pin in honor of her
twenty-fifth year of service with
the organization. She has the dis---
tinction of receiving the first twen-
ty-five-year pin the company has
awarded any employee.

Printed in U.S.A,
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History of the Jantzen Knitting Mills

By J. A, ZEHNTBAUER

Many important things happened
to the Jantzen organization in the
year 1929 besides these eventful trips
in foreign countries. We occupied
the present magnificent administra-
tion building on January 28, 1929,
and on that date the employees of
the Jantzen Knitting Mills presented
a plaque to the company consisting
of a bronze plate inscribed as fol-
lows: “The dedication of this ad-
ministration building commenorates
a milestone in Jantzen progress. This
tablet is placed here in appreciation
by Jantzen employees, January 28,
1929.” On March 22 we had open
house throughout our plant from
6:30 until 10:30 P. M. From the
entrance of the factory guides con-
ducted the seemingly endless stream
of people through the mill, the ad-
ministration building and the ship-
ping department, while Jantzen girls
in Jantzen suits directed the traffic
from posts throughout the building.
More than six years have passed and
we still hear favorable comments
about this reception. People who
visited it certainly were impressed.
To many visitors the most fascinat-
ing thing about Jantzen’s opening
was the map on the wall of the sales
department, telling the story of
world-wide distribution.

Hardly had the administration
building been finished when Mr.
Sunderleaf, our architect, was called
in to design another building, our
new two-story warehouse building

- to cover a half block, 100 x 200

feet. This building was built for
warehouse purposes but with a view
to manufacturing in it whenever
we needed it. It is a modern two
story factory building with saw-
tooth rcof and is solid concrete
throughout, including roof, floors

and walls and the side walls contain’

as much window space as possible.
This building was started the first
of September and was ready for oc-
cupancy about the first of Decem-
ber.

At the annual stockholders’ meet-
ing held on Tuesday, January 3,

1929, Mr. Mitchell Heinemann was
elected director of the Jantzen Knit-
ting Mills. HFe had been with the
company twelve years and had been
General Sales Manager for several

‘years.

It was in 1929 when the label de-
partment moved into the shipping
room or assembling room. It was
the year we started placing the names
of our customers on our labels,
which necessitated sewing the labels
on after the order was selected. This
new combination label was designed
to prevent what we call bootlegging
of Jantzen suits. Often we have re-
fused to sell a merchant because he
uses a few Jantzen suits for window
trimming and to advertise and cut
prices to attract customets into his
store for the purpose of selling them
any kind of merchandise and any-
thing but a Jantzen suit if possible.
He wusually has a poor selection,
sometimes the previous year’s mer-
chandise, but nevertheless Jantzens at
a cut price, which was very injurious
to our business and to our good cus-
tomers’ business. Through this Jabel
we have been quite successful in pre-
venting this type of unfair trade as
this label makes it practically im-
possible for a price cutting merchant
to procure Jantzens without our dis-
covering the source of his supply and
stopping it. '

1 must'not overlook recording an
important change that took place in
our factory during the year, that of
removing all of the little individual
lights for each operator and replac-
ing them with large reflector two
and three hundred watt lights placed
six feet apart at about four feetabove
the tables throughout the factory,
giving the factory the appearance of
daylight and reducing the eye strain
for everybody and therefore, of
course, increasing the efficiency of
everyone.

On March 20, 1929, one of the
most important events in the com-
pany’s history occurred when we
purchased the yarn spinning machi-
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nery and equipment of the B. F.
Boyer Company of Camden, New
Jersey, and started the Jantzen Spin-
ning Mills in that city. It has al-
ways been difficult to get yarn of
uniform quality and size for the pro-
duction of Jantzen swimming suits.
We require the size to be so exact
and the quality to be so uniform that
few spinners seem capable of supply-
ing us and for several years prior to
the time of buying the Boyer plant
we had been investigating the propo-
sition of owning our own spinning
mill, either building a plant near our
factory or moving all of our plant
to a new location which would be
large enough to accommodate a spin-
ning mill in addition to a building
for a factory, or buying an estab-
lished mill. For a number of years
we had bought yarn from the Boyer
mill, who produced the very highest
grade of yarn we had used, and we
thereore finally decided to purchase
this mill from the Boyers and have
them continue running it on Jantzen
yarn exlusively. Immediately the
scheme seemed to be a success, as we
got a good quality of yarn from the
Boyers and we were able to produce
it at a lower cost than the market,
thereby showing a nice profit in the
spinning department. As volume de-
clined we could not keep a spinning
mill the size of our Camden plant
going and part time running would
not pay. In February, 1932, we sold
the machinery and equipment back
to the Boyers and abandoned manu-
facturing our own yarn. The trans-
action showed a small loss on the
books of the company at the time of
winding up the operations but there
were other gains because of our hav-
ing less seconds and a higher grade
of suits than we would have had

buying from other manufacturers in
that time, which probably more than
balanced our loss. While we were
manufacturing theconcernof Worth
Brothers in Los Angeles were devel-
oping a method of spinning which
produced for us the best yarn we had

(Continued on page 8)



FAMED HONOLULU BEACH PATROL IS JANTZEN-CONSCIOUS. .........
Guarding swimmers and surfboard students at Waikiki Beach, Honolulu, in the

American Territory of Hawaii are the Waikiki Beach Patrol, strutting their stuff here in
new Jantzen swimming trunks, in front of the Royal Hawaiian Hotel. In the picture, left
to right, are John Makua, Sam Kalukiokalani, Charles Baptiste, T'ed Waters, Chick Daniels,
Harry Cornwall, Pua Kealoha, “Sally” Hale and Joe Miner.

JANTZEN HISTORY
(Continued from page 7)

yet used and their success was a con-
tributing cause for our abandoning
our own spinning mill and turning
the business over to them. Since then
an eastern spinner, using the Worth
method, and the Worth Brothers
plant supply practically all of the
yarn we use. .

This extremely busy year brought
us sales out of the Portland plant
alone of $4,103,412.64 and a net
profit of $597,042.04 after the fed-
eral income tax was paid. That year
we paid out of the Portland office
alone $150,000.00 to the common
stockholders and $704,504.90 for
wages, salaries and commissions.

FOOD FOR THOUGHT
Consider the Hammer

It keeps its head.

It doesn’t fly off the handle.

It keeps pounding away.

It finds the point, then drives it
home.

It looks at the other side, too, and
thus often clinches the matter.

It makes mistakes, but when it
does it starts all over.

It is the only knocker in the world
that does any good.

~—Courtesy Pan-Pacific Press Burean

L. L. PAGET WINS GOLF
CHAMPIONSHIP

Just a split second before YArRNS
goes to press we receive the very
pleasant news that Mr. Paget, the
perennial divot digger, has won the
golf championship of the Portland
Association of Credit Men’s tourna-
ment. Mr. Paget has been after this
title for a number of years and his
ultimate success is the result of
much painstaking practice and
many sleepless nights. Congratula-
tions, Mr. Paget,—now if you can
just get that other cup away from
Paul DeKoning.

“Unfortunately a swelled head
does not hurt as much as a swelled
thumb.”

“Tommy, your head is wet.
You've been in swimming against
my orders.”

“No, pa, I was just standin’ on
the bank watchin’ the other boys
when that little Tompkins kid did
a ‘belly-buster’ and splashed me.”

“Then, why wasn’t your hat
wet?”

“I had it in my hand, P2, :Eannm
myself.”

“Umph! I guess I'll have to make
a lawyer out of you, son.”

(8]

Mr. and Mrs. Harold Kelley

Miss Dorothy Lambert and Mr.
Harold Kelley were married August
3 at a charmingly arranged cere-
mony at Saint Rose Church. The
bride’s only attendant was her sister,
Mrs. Alice Traxler, while Gregg
Millett acted as best man. The bride
and groom motored to Crater Lake
via the Oregon Coast Highway on
their wedding trip. Congratulations
and best wishes,

7 1 7

Meta Hardt, accompanied by her
mother, reports an interesting vaca-
tion spent in Southern California.
Meta visited the San Diego Exposi-
tion and traveled as far south as
Mexico.

1 1 f

We are glad to have Paul De
Koning with us again, Paul, as you
know, was badly hurt in an automo-
bile accident.

r 7 7
Mr. Oliver Martin has left us to
reside in Texas where he will act as

salesman. We will all miss him and
wish him the best of success.

Printed in U.S.A.
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History of the Jantzen Knitting Mills

By J. A. ZEuUNTBAUER, Presidens

N the spring and summer of 1929,
while Roger Babson and a few
other prophets whom few of us list
ened to were screeching at us with all
their might through their reporting
sheets to liquidate as rapidlY as possible
because of the impending calamity that
was approaching the stock market, we
were busy planning the 193¢ Jantzen
swimming suit line and our advertis-
ing and selling campaigns. We had
done a record breaking business in 1929

up to the time we began planning our ’

1930 line and we believed we could
do a good business in 1930 regardless
of what might happen to the financial
world. Therefore, we expanded our
advertising campaigns and used every
effort to design a switnming suit line
that would get the business, and to back
up our belief that we would get a
larger volume, we reduced our prices
in the face of higher costs of labor and
material and at a time when most of
our competitors were raising pricés.
However, we believed the additional
volume we would get would enable us
to reduce our prices and still make a
good profit. We used magazines and
billboards and spent over $400,000 for
advertising, which was the largest ap-
propriation in our history. The bill-
boards carried a large Jantzen Red

. Diving Girl and the slogan was “Swim
in a Perfect Fitdng Jantzen.” Our
main magazine headline was “Jantzen
Creates the Shoéuldaire Sun Suit”. The
ourstanding art work was a drawing
by our old artist, Mr. Clark, of a girl
lying face down on a rug that looked
like a magic carpet, reading a magazine
and showing how the Shouldaire
worked with the straps down and the
string across the back. It was an at-
tractive drawing and received much
favorable comment.

We had some good headlines about
color. One was the new water colors,
and the other New Jaotzen mono-
chromes. :

The suits were mainly simulated
two-piece suits for men, women and
children—usually dark colored trunks

with a lighter shade upper. For men
and boys striped uppers were featured.

Our sales meetings in Portland and
Chicago were considered very success-
ful and everybody went away enthu-
siastic and hopeful of doing a record-
breaking business. Qur men, of
course, for a number of years had been
breaking the previous year’s records,
and in 1929 sales were so great and
everybody was making so much mo-
ney thar it was easy to be in a confi-

dent and happy mood, and to continue.

to demonstrate that nothing succeeds
like success. This confident attitude
was not confined to the salesmen, but
it pervaded our whole organization
from the management down. It’s a
natural and I believe unavoidable con-
sequence of years of success.

In the factory we were constantly
improving methods and developing
machinery, and we were lavish with
man power and equipment wherever
we thought there was a chance to im-
prove our product or reduce our cost
of manufacture.

We had built buildings, bought new
machinery; hired and trained men for
special jobs and we spared no expense to
make improvements. We knew our large
volume would enable us to produce high
grade suits at a low figure, and we be-
lieved no one was in a position’to equal
our suits in quality for the money.
None of our competitors had been suc-
cessful in making any inroads into our
markets and the Zephyr cuit threat
which had made some showing for a
year or two seemed to be dying down,
and even flannel trunks for men in the
East did nor seem so popular. Alto-
gether competition never seerned quite
so impotent. At that time [ thought
our delightful situation was almost
entirely due to our.own efforts. Now
I am sure most of it was due to the fact
that our competitors were too busy with
other things to bother about improving
their swimming suit lines.

After traveling extencively in Europe
and the United States and just prior

_to my sai'ing to Australia, T voiced the

(1]

opinion that prosperity could not con-
tinue in the United States with people
so occupied with their speculations that
they could not concentrate upon their
work or their business and this state
of mind was very evident in all kinds
of people whom I contacted through-
out my travels in this country. Now
I feel sure that had I given the time
to a careful study of history, I would
easily have recognized that we were
on the brink of one of our perjodical
depressions. However, we excuse our-
selves by saying that “foresight is nev-
er as good as hindsight.” No doubt
the new generation will go through a
similar period and while they are in
the depression will carefully study the
history of the one we hope we are just
finishing.

1 am sure none of us dreamed that
we were on the brink of the most se-
vere depression in the history of the
world, nor that competition would
within the next few years make us
change completely our manufacturing
and celling methods and to develop
a vastly improved and more beautiful
swimming suit line which in our self-
satisfied mood could never have Leen
developed.

. Our enthusiasm and our preparations
for a big business certainly were not
wasted. In September 1930 we received
orders of $364,172, in October $611,916,
and we kept right on breaking records
month by month right up until April
of 1930. The stock market crash in
the Fall didn’t seem to bother our busi-
ness, as we kept on doing the largest
business in our history. In April buy-
ers seemed to be a little more cautious
and were beginning to believe that
perhaps we were not really in- a new
era but that perhaps the financial crash
would affect business as it had in the
past and maybe they had better not
buy so heavily as prices might go down
and sales might not be so good. Con-
sequently, from April on the sales were
not so good, but when the year was
ended, our sales totals were the larg-
est in the history of our business.
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History of the

In our 1930 advertising we featured
the famous women’s sun suit with an
extra low cut under the arms and a
section of the knitted cloth running
across under the arms: This suit was
later dubbed “The Porthole Suit” by
some of the members of our sales or-
ganization. The suit appeared to have
a large, round hole on each side under
the arm which accounted for the name
given it by some of our men.,

Our broadside featured our “Jantzen
Style and Design Studio,” such head-
lines as “Rides the Crest of Fashion,”
“Assures ~Style Authenticity,” and
“New, Alluring Colors,” a Jantzen dec-
orated street in Stockholm, Sweden,
with nine large diving girl streamers
strung across the street, which was
done by our customer, Herm Feets,
Incorporated, and the new Jantzen
Size-O-Meters which were sold to mer-
chants at less than our cost. One of our
promotion stunts was the featuring of
Alice White in a theatre-store coopera-
tive plan, whereby the theatre adver-
tised Jantzen suits in the stores and the
stores advertised the actress and the
theatre in their windows and advertise-
ments. We sent out a little booklet to
beaches and pools which instructed
them how to conduct “Learn-to-Swim
Week” campaigns and furnished Jant-
zen diplomas for use in these “Learn-
to-Swim Week™ campaigns, diplomas
being furnished to any beginners learn-
ing to swim fifty feet during the cam-
paign. That year College Humor co-
operated with us by mailing copies of
our ads in that magazine to customers
in college towns. During the year our
salesmen made a special effort to so-
licit business by long-distance telephone
during the fillin season and many of
our salesmen increased their sales sub-
stantially by this method.

In addition to doing the most adver-
tising in the history of our business in
1930 and carrying on many more pro-
motional schemes than usual, several
other very important things took place.
In April Mr. Paul De Koning, with his
family, departed for Sidney, Australia,
to assist in the management of that
plant. Mr. De Koning had had a thor-

ough training in"the Jantzen organiza-
tion, having been with us since 1924,
and it was thought wise to have an
assistant to Mr. Klindworth in that
prosperous and rapidly developing busi-
ness. Paul’s experience and success in
the Credit Department and as mana-
ger of the Export Department, brought
him this opportunity. In March Mr. J.
R. Dodson sailed ‘for Europe to super-

intend the construction of a Jantzen .

factory in Brentford, England, and be-
fore the close of the year Jantzen swim-
ming suits were being manufactured
in England.

While we were doing an excellent
export business to England and other
European countries, we felt that we
could foresee the loss of this business
through lack of quick service and the
ability to sell at competitive prices.
After studying the different locations in
Europe, we decided England was the
best place to locate the new factory.
Like the Jantzen plants in Vancouver,
Canada, Sydney, Australia, and Port-
land, Oregon, the English plant is lo-
cated on the most traveled highway .to
be found—the Great West Road, 1ip
The Thames about' eight miles from
the heart of London.

Some of us old timers who can re-
member the Botsford-Tyler Advertis-
ing Agency, who handled our adver-
tising when the twentieth cenrury was
in its teens, can consider as important
the event of Percy S. Tyler, known to
friends as *“Ty,” joining the Jantzen
organization in the capacity of Sales
and Advertising Manager for Europe.
“Ty” originated the first Jantzen slo-
gan which was, “You always notice a
genuine Jantzen.” I can remember dis-
tinctly when he suggested this slogan.

We were seated together at his beauti- '

ful mahogany desk which was. clear
of all papers with the exception of a
scratch pad upon which he was writ-
ing the various suggestions that came
to our minds. We were both imme-
diately impressed with his winning slo-
gan and it was carried in our adver-
tising for several years. I am sure that
it did not occur to “Ty” then that he
would some day become a member of
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Jantzen Knitting Mills

By A.]. ZERNTBAUER

the Jantzen organization and certainly
I did not dream that our small strug-
gling company would expand to the
point that we would build a large fac-
tory in England to take care of our
European business and be able to enlist
the services of a man like “Ty.”

In 1930 Mr. H. L. German and Mr.
Irwin Adams, by virtue of the impor-
tant managerial positions they held, and
because they were trusted and esteemed
by the other members of our organi-
zation, were elected to the Board of
Directors of Jantzen Knitting Mills.

Notwwithstanding the panic in 1929
and the growing business depression in
the latter part of the 1930 selling sea-
son, the sales of our Portland plant
that year were $4,753,203 and we sold
1,587,388 suits, which was a record in
dollar value and number of suits sold.
During that year we declared dividends
to the Common and Preferred Stock-
holders amounting to $291,663.71, and
paid out in wages, salaries and commis-
sions in Portland, $1,270,349.38. Cer-
tainly there was nothing in our records
of 1930 that. looked discouraging or
that should have caused us to feel in -
any way depressed about the future.
However, to Mr. Heinemann, who had
traveled extensively throughout the
United States and talked with many
buyers and all of our salesmen, and to
a few of the rest of us, who were closely
studying the trend of business in gen-
eral and the swimming suit business in
particular, prospects for 1931 did not
look so promising.

N
“What do you think of a man who
will constantly deceive his wife?”
“I think he's a wonder!”

“Here, young man, you shouldn’t
hit that boy when he’s down.”
"“G’way! What do you think I got

S

him down for?

The easiest way to climb the social
ladder is to have your grandfather be-
gin at the bottom of it.

See you at the Jantzen picnic
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History of the Jantzen Knitting Mills

By J. A. ZEHNTBAUER

HE Jantzen organization

- started going through the fire

of the great depression in its
fiscal year 1931, fully a year
later than most organizations be-
gan to feel the effects of the de-
pression. We entered the fire that
we knew out organization had to
go through with considerable con-
fidence, because through the pros-
perous years we had resisted the de-
mands of our stockholders to pay
larger and larger dividends to an
extent sufficient to build up a good
reserve which would enable us to
make whatever changes we thought
necessary for the success of the
business during lean years which we
know come to nearly every busi-
ness. How thankful we were for
this copious reserve which made it
possible for us to continue to pay
something to our common stock-
holders throughout the year of
1931, and to pay the full dividend
to the preferred stockholders and to
continue with the same base rate
of pay to all of our piece workers
whose working time had to be cut

during the year and whose incomes .
~ were therefore reduced, even though

their hourly rates of pay were main-
tained. Wages were being cut right
and left in our industry as in all
other industries. However, we
were able to go on without reduc-
tions, except in the case of top ex-
ecutives whose salaries were dras-
tically reduced, with smaller re-
duction being made to all other sal-
aried employees. When business
lagged and the management began
to cut salaries right and left, Pres-
ident Hoover requested that wages
be kept at their high level as long
as possible because cutting wages
would only intensify the ill effects
of the depression. We thoroughly
believed in this theory and did our
very best to avoid wage cuts. We
followed the recommendations of
the Administration in reducing the
working hours of employees to six
hours instead of eight, so that we

might employ more people to do the
same job.

It seems to me the financial his-
tory of our business offers us ex-
cellent proof of the wisdom of ac-
cumulating a reserve during pros-
perous times to enable a business to
successfully go through depressions
which invariably come to almost
every business. How much better
for everyone concerned is our busi-
ness today than it would have been
had we been compelled to pay out
practically all of our earnings in
dividends over the prosperous per-
iod. The result of such a policy
might easily have meant disaster for
this Company, and in my opinion
it will be to the everlasting discredit
of the present Administration for
enacting the present law which
discourages accumulating a surplus
by placing a very heavy tax on such
accumulations.

The fall of 1930, the beginning
of our fiscal year, 1931, our Style
Department was quite well under
way and was being given plenty of
rope in deciding upon what our
line should be for the coming year.
The headlines in our advertisements
tell the story of what we thought
our selling problem was for the
year and how we approached it.
The “Jantzenaire” was a name
given to the leading women’s suit,
This suit had plenty of straps across
the back and was a one-piece and
brassiere effect with trunks slightly
flared, indicating we had already
felt the effects of the dressmaker
type of suit and of the woven cot-
ton trunks that were being worn
with bandanna handkerchieves and
other brassieres. The leading men’s
suit was called “Jantzen Speedaire”
and the old “Shouldaire” for
women, with a cord that could be
tied across the back to hold the
suit .up for sunning, completed the
“Aire” family.

It seems easy now to look over
our advertisements for that year
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and point eut the lack of origin-
ality in our advertising copy as
well as in our line. It seems to
lack color and punch and when I
read the copy it seems trite be-
cause it is so similar to our old
copy, yet without much of the
snap of our copy of previous years.

It seems to me our entire pro-
gram for that year shows the ef-
fects of the many prosperous years
which made us soft and over-confi-
dent, and as carefully as we might
calculate and endeavor to ana-
lyze ourselves, nothing but going
through the fire and actually suf-
fering a loss 'of business and profits,
of having to reduce salaries and
face disaster could wake us up and
make us do the things we had to do
before the business could again be
profitable.

Along with our many mistakes,
the records indicate that we made
a number of wise decisions, among
which was our decision to face the
fact that we were going to have a
reduction in sales in 1931 and to
estimate our costs and mark our
suits based on a reduction of over
$750,000 in.sales. It took courage
in this case to hold our prices, as
the tendency of all prices was down-
ward, but we believed that a high-
priced line like Jantzen’s would suf-
fer from the effects of the depres-
sion, regardless of how much we
advertised or how much we reduced
the prices. As we had made a sharp
reduction in prices in 1930 with
the largest volume in our history,
we knew that it was equivalent to
a reduction to hold those prices
with a much smaller volume in
1931, so that is what we did. In-
stead of sales falling off three-quar-
ters of a million dollars, they fell
off $1,280,000, but because we
held our prices we were able to
show a profit of 5.14% on our
sales at the end of the year.

When I review what I have just
caid about our business in 1931, it
seems simple enough to have re-

(Continued on page 10)
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EATHER anticipations are
Wat the moment the most

important topic of con-
versation with us all, for it is felt
that a reasonably hot dry summer
is all that is needed now to ensure
us a successful season.

The majority of opening orders
have been received from all terri-
tories, and while these do not show

outstanding increases we are never-

theless. comfortably ahead of last
year’s sales total at the same date.

What heartens us, however, is .

the excellent .reception our 1936
range has been given by all buyers
—particularly our three new Jac-
quard fabrics. We are confident
that the approval of the buyers will
be duplicated by the public when
new stocks are opened up early next
month and displayed in the depart-
ments.

Our promotional work is rapidly
getting into its full stride. Early
in July we mailed to all our ac-
counts our 1936 Merchandising
Broadside which this year was
dramatised under the title “You
Are Cast for the Leading Part,”
telling the stores, by word and pic-
ture, the profit-making possibilities
of enthusiastic cooperation with
Jantzen. The response to this mail-
ing has been remarkably good, and
already the advertising department
is working overtime supplying deal-
ers’ stereos, movie slides, radio talks
and ideas for Jantzen Beach Shops.

Style Folders, also, are in great
demand, and it is obvious that we
shall sell more than last year.

Good progress is being made with
the preparation of our newspaper
advertising campaign, which will
be launched in most territories dur-
ing September, while next week we
commence distributing our Photo-
graphic Folder, which is really a
large sized catalogue considered by
the sales staffs of all stores to be a
most valuable selling aid. The next
few months will bring all of us a

full measure of hard work, but it
is being tackled in all departments
with an enthusiasm and an opti-
mism which seems to indicate that
our next contribution to *“Yarns”
will report another successful sea-
son for Jantzen (Australia) Lim-
ited.

A plan recently instituted by the
Company, and which has proved
quite a success so far, is the Sug-
gestion Plan. This plan invites
every one of our employees, no mat-
ter what position he or she may
hold, to come forward with ideas
for the betterment of our business.
Monthly prizes are awarded every
suggestion adopted. Already sev-
eral of our employees have given us
helpful hints through the Sugges-
tion Box, which ideas have been
adopted and rewards collected ac-
cordingly.

We offer our congratulations to
Dorothy Gilfillan on her marriage
last month. Dorothy belongs to
our Mending Department and she
has our very best wishes for her
future happiness.

The same day was chosen by
Marjorie Lloyd of our Mending De-
partment for her wedding, and to
her also we extend every good wish
for the future. ‘

Another pretty wedding took
place when Lily Reid was married
last week. Best of luck Lily.

A piece of interesting news was
told to us the other day—Beryl
Langford, who was for a very long
time one of our Mending girls, has
been presented with a baby boy.
His name is Harold Paul.

We were very pleased to know
that Joyce Godfrey’s small son,
Gary, recovered so quickly from his
recent illness and is now quite well
again.

Our latest report on Lily Faulkes,
who is at the present time in the

“hospital, is quite a bright one, and

we were very pleased to know that
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she is making such headway. We
hope that she will continue at this
rate of improvement.

Some little time ago Bert Hones
had the misfortune to break his leg
in a road accident, and although we
anticipate that it will be some weeks
before he is out of the hospital we
are very glad to learn that he is
still making good progress. Bert’s
accident happened just after the re-
turn to the factory of Jack Manuel
who had been away for a few weeks
through the effects of a collision
with a lorry which he had one eve-
ning after leaving the factory.

Heartiest congratulations to
Madge Eivers of the Machines Dept.
who has announced her engagement.
Madge is not being married immedi-
ately, and we are happy to know
that she will be with us for a little
while longer.

We take particular pleasure in

" extending to Mr. and Mrs. Sloan

our congratulations on the arrival
of twin boys—Harvey and Colin—
who have the unique honor of being
the first twins to be born inside the
Jantzen zone in Australia, We wish
the little fellows the best that this
world can offer.

Talking of “unique honors” we
can tell you something else. The
other day, while playing in compe-
tition at Eastlake Golf Course, Mr.
Frank Hill “holed in one.” A great
performance, we say, but Frank
maintains that it was a very ex-
pensive one. Bravo! Frank, you
have our congratulations.

We extend our sincere sympathy -
to Hilton Stibbard, whose mother
recently passed away.

JANTZEN HISTORY
(Continued from page 7)
duced our estimate of sales, held
our prices and wound up the year
with a profit. When I think of
the actual facts, the heartaches and
the struggles, when we realized we
had finally to come to laying folks
off, cutting salaries, wages and
other expenses, as other concerns
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were doing if we were to avoid
heavy losses or disaster, I know our
task was not a simple one.

In December, 1931, our English
plant at Brentford got started in
production and by March they had
240 employees and were turning
out an average of one hundred
dozen suits per day. We felt for-
tunate in having our plant there
where it was possible to retain much
of the foreign business which we

“would have lost if we had not been

able to ship from England. It gave
us great comfort, as we entered the
depression over here, to see the Eng-
lish plant on a profitable basis the
first year of operation. The plant
in England has been successful from
the start, mainly because business
in the British Isles and in British
territory so greatly increased since
we established a plant in Brentford.
Depsite the facilities of the English
plant, the business in most of the
countries to which England exports
has gradually reduced during the
depression. Throughout the depres-
sion the English home market has
been the best in all Europe for al-

-most all kinds of merchandise and

especially has it been the best mar-
ket for our English plant, which
has proved the wisdom of establish-
ing a plant there.

It is interesting to note that it
was in 1931 that Dada-Dada &
Company became our agents for
San Salvador. A number of our
executives have visited them since
that time and, besides appreciating
the business they get for us, we
enjoy so very much visiting them.
It was this same year that Mr. Os-
vold, Mr. O. G. Alba, Mr. Clatin
Fish, Mr. H. S. Warren and Mr.
Dan Holladay joined our sales or-
ganization.

One of the most serious results
of the sluggish market in 1931 was
large carry-overs and all kinds of
reasons were given for these carry-
overs. One was that our line was
more highly styled and that when
a certain style did not take in the
market, no amount of "advertising
or pushing would move it off the
shelves; furthermore, the merchant
was less willing than ever to carry

over high-styled merchandise be-
cause it 'would be so much less sale-
able the following year and there-
fore he was inclined to cut prices.
No doubt high style had its influ-
ence, but when we review this prob-
lem in the light of our experience
during the last three years when
the line has been more highly styled
than ever and carry-over has given
practically no- difficulty, because
Jantzen’s have sold readily, buyers
have been more careful and price
cutting has been much less preva-
lent, those reasons don’t seem so
good.

It is amusing, yet embarrassing, -

to look over the minutes of our
meetings when we were discussing
ways and means to help the mer-
chant with his carry-over. All
kinds of exchange policies were ex-
posed. It is interesting to note that
in the fall of 1931 an exchange
policy almost identical to that used
in Spain last year was proposed.
However, instead of a thirty or a
forty per cent discount on mer-
chandise carried over, it was pro-
posed to give the merchant ten per
cent, provided he would not adver-
tise Jantzen’s at cut prices. Some
of these plans we discussed right up
to the point of putting them into
action, but after further delibera-
tion and more discussions they were
dropped, new ones introduced and
the pot was kept boiling on ex-
change policies and merchandising
schemes, cooperative advertising,
ete., throughout the period of the
depression. I don’t believe there is
a single one of us who could stand
up and declare he was proud of all
the suggestions he made to remedy
the carry-over situation or to in-
crease our volume.

Our Style Development Depart-
ment was sougly located in their
quarters in our new building in
1931, and with their new equip-
ment and the best talent obtainable,
working hard to develop an attrac-
tive line for the 1932 season. This
line was well received in Portland
and in.Chicago at our sales meet-
ings, but the heavy carry-over re-
ported by the men from nearly all
sections was a very disturbing fac-
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tor. There was a demand for an
exchange system that would relieve
these merchants of this heavy carry-
over caused, according to the opin-
ions of our customers and some of
our salesmen, by our price main-
tenance policy and our refusal to

"have a sales date when Jantzen’s

might be sold at cut prices. The
pressure was so strong from the
men in Chicago for an exchange
policy that Mr. Heinemann called
me by long-distance telephone to
discuss the advisability of announc-
ing to the men then that we would
have an exchange policy such as
they were demanding. ‘This was
decided against on the telephone,
but later when we met in Portland
an exchange policy was adopted,
and, as somebody has just recently
said, “We proceeded to make mon-
keys of ourselves” We promised
to exchange and did exchange any
of the current year’s merchandise
returned to us freight prepaid be-
fore July 10 in 1932, and we con-
tinued the policy in 1933, after
which we were compelled to discon-
tinue it because of the growing
abuses of the privilege and the rul-
ing of N.R.A.

SALES CONVENTION NOTES
(Continued from page 4)
dian Mill and Dave Botsford and
Ray Andrews of Botsford, Constan-~

tine and Gardner, Portland.

The Chicago meeting started on
schedule on Monday, September 14
at the Edgewater Beach Hotel. De-
spite unseasonable hot weather, the
meeting was highly successful and
the orders that are already coming
in indicate that every man is de-
termined to turn in dn outstanding
performance for 1937.

In addition to those mentioned
above the. following officers and
salesmen from foreign mills were
Mr. Klindworth, Managing Direc-
present at the Chicago meeting:
tor of Jantzen (Australia) Ltd.;
Mr. Tyler, Sales Manager at the
English factory; Mr. Camps, Sales
Representative for Cuba and Mr.
Carl Walter, Sales Representative in
Berlin.
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H:st@ry of the Jantzen Knitting M:lls

S I look through the adver-

tising for 1932 it still does

.notseemoutstanding
enough, but an improvement, nev-
ertheless, over 1931.. The copy
was better, we featured style more
and the main change in our adver-
tising was the 1nclu31_on of news-
papers and trade papers. We car-
ried on quite a nice campaign in
Women’s Wear Daily, Chicago
Daily Tribune, Cleveland Plain
Dealer, The New York Sun and
the Phlladelphla Bulletin.

The most outstanding new num-
ber in the 1932 line was the Top-

per. The headline advertising on -

this suit was “Zip from Suit to
Trunks in Six Seconds.” In the
ladies’ line the new “Formal” was
outstanding in our advertising and
we continued with the flared trunks
in the two piece suit. The “Sun
Basque™ for ladies was featured also
and this was a suit with striped
upper and flared trunks. The “Tri-
Color” was another ladies’ suit.

In the face of the necessity of
lowering our sales estimate $973,-
000 under sales for the previous
year, or more than 214 million un-
der our peak, and reducing our
prices substantially, we felt com-
pelled to make this other extremely
radical and expensive concession,
establishment of the exchange pol-
These actions were
the reverse of our policy for 1931,
in that we did not hold to our
prices in the face of a lower po-
tential volume and that we did
yield to pressure for a concession,
and one of the main themes of our
selling talk was the exchange priv-
ilege. Before this, Jantzen sales-
men had almost no place in their
sales presentation for special priv-
ileges or concessions of any kind.
There is no use denying we were
jittery and we were squirming as
our orders came in, in smaller and
smaller quantities and excuses and
complaints piled in with the small
orders.

By J. A. ZEHNTBAUER

When we received our auditor’s
statement from Wm. Whitfield &
Company, as of August 31, 1932,
it came sans the usual complimen-
tary remarks about our business.
The best auditors could say was,
“in our opinion, the annexed state-
ment, amplified and explained by
the foregoing remarks, presents the
consolidated financial position of
the companies at August 31, 1932,
and the result of the operations for
the year ended August 31, 1932.”
We didn’t expect any compliments
from our auditors that year. We
felt that we had done a rotten job.
Of course we had many excuses,
perhaps the best and most satisfying
ones being that few other concerns
were making money either and thé
fact that our loss was only $118,-
192.41, that it was the first loss
the company had suffered since the
year 1921, when we had a small
loss. 'We consoled ourselves some-
what with these facts at the time,
but as this is written in December,
1936, we still feel justified in our
pride in having been able to main-
tain our peak wage scale of 1929
without any reduction through the
years of 1930 and 1931 and in the
fact that we made only a 10% re-
duction in February of 1932, after
our production year was more than
half finished. Salary reductions in
the higher brackets of course were
made at the beginning of the de-
cline in business and practically all
salaries were reduced from time to
time before any reduction was made
in piece rates. .

Hindsight is usually credited
with being much keener than fore-
sight, but it is quite a strain even
on that old hindsight to look over
what we did in 1932, and point out
what we should have done in order
to- have had a profit instead of a
loss for that year. For one thing,
we now think the exchange priv-
ilege netted us a loss. It didn’t give
us the increased business we thought
it might and it was a severe ex-
pense. For another thing, some of
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us think it not only entailed a
heavy expense, but gave us a weak
reed upon which to lean in time of
trouble. Instead of going out and
selling our merchandise we talked
too much about this exchange priv-
ilege, which was a concession, when
we should have been. talking about
the quality, workmanship, style, fit,
etc. of our merchandise, just as we
did in the years past. Perhaps also
we should have maintained our
prices when we knew almost cer-
tainly we were facing a reduction
in sales because when volume is
reduced costs increase. Some of us
think our volume would have been
little affected had we received

slightly higher prices and that a -

loss would have been avoided. Oth-
ers think a higher price would have
given us a lower volume and that
we would not have done as well,
but as I have said before, it has
been our policy for years to main-
tain prices or increase them when
volume decreased and lower prices
when there is 2 good prospect of
increasing our volume. I believe
this policy is exactly the reverse of
general practice, because usually
when business is hard to get; price
cutting is resorted to. It seems the
easy way. It is the time when
quality and service should be
stressed because it is the time when
the quality and service policy has
least competition. It is always a
temptation to raise prices when bus-
iness seems easy to get and prices
of raw materials and labor are ris:
ing, but this is just the time it is
possible to reduce prices on account
of the greater volume. We de-
viated from the policy of maintain-
ing prices when volume shrinkage
was inevitable in 1932,

Although I think our advertis-
ing lacked its usual punch and or-
iginality, we spent more money
than we did in 1928 and received
more inquiries from our advertis-
ing than ever before.

Thanks to our pohcy of build-
ing up and maintaining a large sur-

o
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plus we can at least feel proud of
the fact that despite our mistakes
and losses the company was still in
a good financial condition, having
our $666,000.00 in cash on hand
and over half a-million dollars sur-
plus.  This made it possible for us
to continue to pay Preferred stock
dividends, to buy new equipment,
to modernize our plant, to con-
tinue with our advertising, to make
whatever adjustments were neces-
sary to meet rapidly changing con-
ditions and win back our markets
and to make our business profitable
and safe again.

While our business was_ in the
depths of the depression in 1932
and everything worth while seemed
nearly impossible of accomplish-
ment, and expensive changes were
inevitable if we were again to lead
the field in the swimming suit bus-
iness, we were forced to fight for
our lives and we began to build a
foundation for the future. One
hopeful and encouraging incident
of the year was the showing made
by the Jantzen trade mark in a list
of 25 leading pictorial trade marks
of the country, when the Newell,
Emmett Company made a survey
of such trade marks by submitting
these pictorial marks to 2,200
people in all walks of life. The
Jantzen diving girl ranked seventh
in popularity. This was at least
one asset that had not suffered dur-
ing the depression and it was some-
thing upon which to build for the
future—our trade mark and our
name. .
The licensing of E. Orfila, of
Barcelona, Spain, to manufacture
Jantzen swimming suits for that

country is the only outward evi-

dence of progress I can find in all
the records I have examined for
the year 1932.

In the clubroom they were talk-
ing earnestly. ‘

“Jove,” said Higgs, “it was a
weight off my mind when my wife
told me she could cook.”

“That’s "a change these days,”
said his friend. “And I suppose she
really can cook?”

Higgs grimaced. “Nao, the weight

" is on my stomach now,” he replied.

AUSTRALIAN NEWS

N Monday, November 2nd,

the “Monterey” brought

back Mr. and Mrs. Klind-
worth and family after an absence
of five months from Australia. De-
spite the rush of almost constant
travelling—he visited England and
the Continent as well as the States—
Mr. Klindworth Jooked particularly
well and admits an increase of ten
pounds in weight. Although it is
now only two or three days since
his return we have had evidence
that his notes are packed full of
new ideas and suggestions for the

-improvement of many phases of

the Australian business.

We are now entering the peak
period of our summer season, with
the fill-in orders coming in from all
territories. Qur increase this year
is by no means spectacular, but it
is nevertheless sound and progres-
sive and has been obtained in the
face of difficulties. Of our main
markets, Melbourne and Adelaide
have contended with unseasonal
weather and even yet the stores
have not started to move summer
merchandise; Brisbane is feeling the
reaction of the drought conditions
which exist in the back country;
Sydney retail stores report an un-
accountable but heavy drop in all

sales. Despite these conditions

Brisbane, Sydney, Melbourne, and
also New Zealand, show substantial
sales increases over last year.
Our 1936 advertising has brought
forth favorable comment. This
year we concentrated on what we
termed our “Fashion Test” story.
Arguing that the public could with
safety apply a test to prove how
long smartness would last, how
long a swimming suit would keep
its line, how permanent would be
that sleek, figure-controlling shape,
we invited everybody to put a
Jantzen to a True Fashion test
before purchasing. We asked the
public to feel the elasticity of the
Jantzen stitch, then to examine the
fabric against the light, We are
certainly indebted to our advertis-

_

ing agents, Messrs. J. Walrter
Thompson, for one of the best ad-
vertising campaigns we have yet
had in Australia.

We are participating in a2 Queen
Competition at the moment. Nellie
Boon was elected as Jantzen’s nom-
inee in the N.S.W. Police Safety
Campaign Queen Competition.
Four teams, comprising Knitting
under the leadership of Bill Sloan,
Final & Folding under Sally Eland,
Machine Department, under Lily
Barclett, and Office and Shipping
Room under Harold Roberts, set
cut in a friendly battle to discover
which could raise the greatest num-
ber of penny votes. Tennis parties,
dances, card evenings and raffles ga-
lore have been organised, and at the
last count over 5,500 votes were in
hand. Sally Eland’s team is away
out in front up to date. The Com-
petition will finish about the end
of November.

Mary Caldwell of our Winding
Department announced her engage-
ment recently. Heartiest congrat-
ulations, Mary.

We are sorry that Kath Johnson
of our Cutting Department has not
yet recovered sufficiently from her
operation to be quite herself again,
but we hope that with a further
few weeks rest she will have com-
pletely recovered.

By this opportunity we would
like to send heartiest Christmas
greetings to all at Portland and
Brentford, and our very best wishes
for a happy and prosperous New
Year.

A simple countryman saw a
a gaudy-plumaged parrot on the
roof of his cortage. He climbed up
to capture it.

The parrot looked at him and
said sharply, “What do you want?”

The countryman touched his cap.
“Beg pardon, sir. I thought you
were a bird.”

1.2 4



History of Jantzen Knitling Mills

Mr. Ron McCreight, head of our
Advertising Department, once said
that the rib-stitch development in-
spired the slogan: “The Suit that
Changed Bathing to Swimming,”
and that Jantzen Lastex inspired
the slogans: “Molded-Fit Swimming
Suits” and ““Molded-Fit Figure
Control.” Amongst the many slo-
gans we have used, “The Suit that
Changed Bathing to Swimming”
was used longest in our advertising
copy.

A slogan must be good to be use-
ful for many years. The molded-
fit slogans, adopted for our 1933
advertising, have continued to fit
into our advertising picture to the
satisfaction of all since their adop-
tion, up to the time of this writing
in 1937, and it seems to me they
will be useful for years to come be-
cause figure control is a basic desire
and Jantzen’s excel in this quality.
But style is fickle and such good
slogans as, “You Always Notice 2
Genuine Jantzen,” “The Suit that
Changed Bathing to Swimming,”
“The National Swimming Suit” and
“The Nation’s Swimming Suit,”
have all been dropped from our ad-
vertising copy and of course some
day Mr. Heinemann, or one of his
witty assistants, will spring a new
slogan on us and we shall all go for
it.

In 1933 our advertising copy re-
flected our feeling that the public
was going stronger than ever for
scanty swimming attire and folks
in the trade discussed the possibil-
ity of nude bathing becoming pop-
ular in America, so on one of our
posters was the headline, “The An-
swer to Nude Bathing,” and in our
copy we offered a Jantzen that fir-
ted so perfectly that it gave the
comfort of bathing in the nude.
The headlines of our advertisements
contained an element of tease, with
good attention-getting value, and
helped to give us the good results
secured from our advertising dur-
ing that year, although the appro-

1

‘By J. A. Zebntbauer

priation was very much curtailed
from our peak advertising years.
Our advertising for 1933 was, in
my opinion, original and in every
way more attractive than any we
had wused in several vyears. The
headline, “The Answer to Nude
Bathing” was followed with such
copy as, “New molded-fit Jantzens
that give the thrilling sensation of
swimming with no suit on at all—
yet assuring fashionable and modest
appearance,” and the advertisement
showed dark nude-appearing shadow
figures on each of the main adver-
tisements. Another attractive head-
line was, “Eight ounces of Jantzen
Molded-Fit.”

The April, 1933, “Yarns” con-
tained an article relating to the
visits of Mr. A. J. Cormack and
Mr. Paul DeKoning to the Portland
plant, after an absence of three
years, another sign of returning
prosperity. During the depression

MR. J. A. ZEENTBAUER

we tried to cut expenses in every
conceivable way in order to avoid
showing too great losses in our
statements. So we conserved our
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funds to carry us through the de-
pression but since business is again
in a fairly prosperous condition we

MR. C. C. JANTZEN

can look calmly back upon the cur-
tailments of activities made in the
interests of economy, and some of
us feel that in some instances we
were penny wise and pound foolish.
We feel that the lack of contact
between our different factories dur-
ing the depression cost us more
than the expense would have been
to continue the regular visits of
the executives back and forth be-

‘tween the plants and we have re-

solved to make a greater effort, in
the future, to maintain constant
touch between these plants by hav-
ing executives in the foreign plants
visit the Portland plant, and ex-
ecutives from the Portland plant
visit the branches more regularly.

In Portland we have the larger
organization, the background of
experience, and greater and better

“facilities for all departments of the

business and we believe close con-
tact of the executives of the differ-
ent plants with the Portland plant
is necessary if they are to get the
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full benefit of what we at the home
office have to offer, and through
this contact the knowledge and ex-
perience of the home office is en-
riched.

While we may have gone a little
too far in some instances in reduc-
ing expenses, our records show that
we didn’t go too far in general and
that we did a creditable job in that
respect, especially during the year
1933, because despite all our prep-
arations, our excellent advertising
and our most excellent swimming
suit line, which was priced the low-
est in our history, our business was
discouragingly less than in the year
1932 in money value and the low-
est in dozens since 1925. All
through the year, from the begin-
ning of the swimming season to the
end, there was no single month in
which we did as much business as
we had the year before. We fin-
ished the year with an order total
of $1,881,103.60, the lowest annual
sales total for any year during the
depression, but due to very careful
management our consolidated state-
ment showed a net profit of $105,-
434.85. The sales and profit fig-
ures included the Jantzen Knitting
Mills, Limited, of Brentford and
this is one of the years when the
nice profit made at the English
plant made it possible for us to
show a profit worth mentioning in

The drawings of Mr. Zehntbauer
and Mr. Jantzen are the work of
that wversatile and charming girl
who is equally at home on & prize-
winning float, in the modelling
room, filing correspondence, tap
dancing, or drowing faces and fig-
ures — Mary Ventrells. Mary bas
been studying art since last fall, and
it is hoped we may have the pleasure
of seeing more of ber work in fu-
ture issue of Yarns.

our consolidated statement — for
without the profit of the English
plant and the royalties and divi-
dends of foreign plants. we would
have shown a loss for 1933. Net
profit showing again on our state-
ment seemed to give us all a feeling
that we had weathered the depres-

sion and that we would see an in-
crease in sales and profits for 1934.
Our large cash reserve and excellent
financial condition made it possible
for us to develop our business in
any direction the management de-
sired and, even though our sales
had been discouragingly small, we
made elaborate and careful prepa-
rations for a greater business in
1934,

It has to be a very poor year
indeed when the Jantzen organiza-
tion does not build something or
start “something in some part of
the world and even in 1933 we
sent Mr. G. Robert Dodson to
South America to discuss the mat-
ter of establishing a factory in
Buenos Aires. Mr. Arthur S. Haw-
trey bad become so very persistent
in his arguments with us that it
would be an excellent business
proposition for us to start a plant
in the Argentine that we could not
resist him longer. Bob returned in
August, sold to the ears on the
proposition of starting a plant in
South America, so even in such a
poor year one of the most prosper-
ous Jantzen plants in the world had
its beginning. -

Sales Scoops!

Art Emmrich has returned from
a trip to Europe with his family.
They visited Stuttgart and were
royally entertained through the
kindness of Frau Wittenstein and
Dr. Mathee. The Emmrichs were
particularly impressed by the size
of the German factory and its ex-
pert management.

In London they were treated to
real Jantzen hospitality by Mr.
Cormack and Mr. Froude. Art was
very favorably impressed by the fine
showings Jantzen swimming suits
are receiving in London stores.

The itinerary for their trip cov-
ered a number of Italian, French
and Swiss cities we would all like
to see sometime. We're envious,
yes, but happy you had a wonder-
ful time, Art.

(Continued on Page 16)
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Office Nevws

At a charming wedding at St.
Michael and All Angels’ Church on
the night of May 8, Miss Betty
Williams became the bride of Mr.
William Miller. Her wedding dress
was of white net over tafetta and
her attendants, who included Bar-

‘bara Williams, Nancy Smith and

La Velle Lambert, wore similar
dresses of turquoise and coral. On
their honeymoon the bride and
groom visited Salt Lake City, the
Grand Canyon and Los Angeles,
stopping in Portland before going
home to Seattle. Before her mar-
riage, Betty was entertained at Vir-
ginia Hogan’s home with a miscel-
laneous shower.

Virginia Feldman, formerly of
the tabulating department, has re-
ceived an interesting position with
the Social Security Board in Wash-
ington, D. C.

The marriage of Miss- Florence
Blair and Mr. John Jane was sol-
emnized at an impressive ceremony
at’ Mt. Tabor Presbyterian Church
on Saturday evening, June 5. The
bride wore a white satin wedding
gown with Peter Pan collar covered
with pearls and a lovely pearl tiara,
to which was attached her long,
lace-trimmed veil. Margaret Ru-
dolph, who was one of the brides-
maids, wore an ivory moire dress
trimmed with green velvet, Flor-
ence had previously been enter-
tained with a luncheon and shower
at the home of Dorothy Bibler.

It has been necessary for.us to
bid goodbye to some more of our
friends who have left the organi-
zation — Margaret Effinger, Mar-
garet Ashby and Alice Wilson. We
shall miss all of these girls very
much and hope to hear from them
as often as possible.

Edna Grinod’s new brick home
in the Oswego district is nearing

(Continued on page 12)
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History of Jantzen Knitting Mills

Now, for 1934. It is easy to tell
what we all had in mind by reading
what Mr. Mayor Monroe wrote for
Yarns in October, 1933, after the
sales meeting in Chicago. He starts
out: “The opening guns of the big
Jantzen drive for a million dollar
increase for 1934 were fired at
Portland and Chicago on Septem-
ber 14 and September 25, respec-
tively, with the beginning of the
annual Jantzen sales conventions
under the direction of Mr. Mitchell
Heinemann, supported by Mr. J. A.
Zehntbauer, Mr. H. L. German,
Mr. Irwin S. Adams, Mr. Phil Bergh
and Mr. Ron MecCreight.” Of
special interest was the new Jant-
zen Sunsheen fabric of Bemberg
yarn, with Lastex interknit through-
out. We had great hopes for this
new fabric and our sales represen-
tatives were apparently well sold
on the idea also. What a grand
idea was Sunsheen fabric. Perfect
in every respect, perhaps, except
for one tiny imperfection, which
kept us from making that million
dollar increase and taught us to be
more painstaking in testing our
materials before putting all we had
behind the selling of them. Most
people liked Sunsheen for its many
good qualities but too many of
them complained about its appar-
ent fading, caused by thefraying of
the tiny fibres when subjected to
friction, and the fact that dye did
not penetrate the yarn so that all
fibres were uniformly dyed. Noth-
ing but severe testing could have
detected this defect before the suit
was marketed.

Ron McCreight’s story at our
sales meeting points out the fact
that we do not mean to let up on
our advertising for 1934. He says:
“Nine magazines will carry 35,-
000,000 Jantzen messages to the
consumers and from Canada to the
Gulf of Mexico and from the At-
lantic to the Pacific, into 70 cities
through the country, diving girl
posters will be telling the Jantzen

t

By J. A. ZEHNTBAUER

story.” Surely one of the reasons

for our success is that we never

Cease trying to improve our adver-
tising and we don’t lose courage
and cut 1t so low that it would be
ineffective but, instead, we go on
using it with undying faith that it
will bring results if properly used.

It seems to me that our Jantzen
history would be incomplete with-
out some mention of N. R. A. and
its effect on our business.” Early in
the year 1933 the task of working
with the Government under this
National Recovery Act was given
to Mr. Irwin S. Adams. Through-
out the balance of that year and for
the next two years a great deal of
his time was spent traveling be-
tween Portland, Washington,D. C.,
New York, San Francisco and Los
Angeles in an endeavor to help
formulate the plans and workings
of that organization in order that
we might not be put at too great
a disadvantage by its rules and reg-
ulations. We feel that Mr. Adams
had a very great influence in  the
formation of the policies of the or-
ganization and that we were handi-
capped much less by it than we
would have been had it not been for
his valuable services. N. R. A.
probably affected Jantzen the least
of anyone in the knitting industry
because at its inception we were
already living up to the ideals pro-
posed by this organization and had
to make few changes to comply
with it. However, had not the
Act been declared unconstitutional
by the Supreme Court in 1935 we
would have been severely handi-
capped by its regulations, especially
by its machine hour limitations. If
we had wished to expand our busi-
ness it would have been necessary
to have constructed more buildings
and purchased more machinsry be-
cause it would have been unlawful,
under the Act, to have worked our
sewing machines more than one
shift in 24 hours. There were oth-
er severe regulations which would
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have materially affected our busi-
ness but perhaps none that were so
unreasonable as the machine hour
regulation. '

Every year someone has a great
idea for Janzen advertising. I wish
it were possible for me always to
keep close enough contact to know
who originates each idea. A very
excellent one was developed for the
1934 copy theme and slogan: “A
Jantzen fits as though painted on
you.” The cut shows a beautiful
feminine figure clothed in a form
fittting. Jantzen swimming suit and
shows also the face, hands and
brushes of the artist, who appears
to be looking over the work he has
just finished. The heading for our

-Jantzen Toppers: “Streamlined

Jantzen Trunks that Zip from Suit
to Trunks,” and others, “Suit
Yourself Perfectly in a Jantzen,”
“Hip Lines Become Stream Lines
in a Jantzen” and theslogan “Mold-
ed-Fit Swimming Suits” were car-
ried in all copy. The Basque Ker-
chief design sent to us from Europe
was an outstanding success in the
women’s line for that season.

For 1934 we raised our prices
from $28.44 a dozen for our stand-
ard ladies’ styles to $32.40 a dozen,
as compared with $36 a dozen price
charged in 1932. 'We increased our
sales in the amount of $263,304
and made a 3.9% profit after all
deductions, including taxes, com-
pared with a 3% net profit on sales
for the previous year.

Because the English plant earncd
nearly all of our profits in 1934 we
were not too elated over our ac-
complishments for that year, but
we were greatly encouraged and be-
lieved we knew what to do to
bring our sales and profit up. We
knew one of the important things
to do was to. create new and better
fabrics and styles and we planned
to concentrate on these problems
as we had never done before. While
our Sunsheen flop left no room for

(Continued on page 10)
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ATHLETE’'S FOOT-NOTES

By WiLLarRD WHITE

*T'was on an evening at the ad-
ministration building when a few
of the owls were burning the pro-
verbial “midnight oil” that a most
blood-chilling, heart-stopping event
took place!

In one of the southern offices two
men (or boys) were hard at it, their
minds intent upon solving the prob-
lem before them, when a light
flashed across the window. Lights
often flash across windows but
there was something about this par-
ticular flash that was unlike any
other. Passing automobiles often
light up the windows but not in
the same manner. This was 2 light
of small diameter, yet piercing in
quality. At first the men (or boys)
were slightly startled. Upon fac-
ing the window that piercing light
rendered useless the eye, and it was
impossible to discover the identity
of the strange -visitor.

Who was it? Was it a prowler?
Was it a thug intent upon gaining
entrance at any expense regardless
of who or what stood in the way?

The blinding light prevented the
determining of just who or what
might be holding it.

Would a shot be fired? Would
a knife whiz through the air?

The suspense! Why didn’t
something happen—anything—but
something. '

Finally, after a few seconds that
seemed years, something did happen!

That piercing light focused to the
ground and as soon as strained eyes
became again accustomed to the
darkness, a figure was made out to
be walking around the lawn glanc-
ing here and there as though hunt-
ing for something. Indeed it was
a relief to know that no danger
existed, but who was this person
who had caused such a scare. At
last, he was recognized to be none
other than the champion angler of
the entire Jantzen organization,
What was he searching for? Why,
worms, of course. A true fisher-

man knows that in order to be suc-

cessful one must -tempt the fish

with something that is truly a del-
icacy, and what is better than a
fat “night crawler”? Yes, there
was Clair Fischer, our champ of
champs.

And now that this great outdoor
sport has been mentioned, we might
name a few of the successful ones
who really have basis for their fish
stories.

According to reports from the
factory Blondina Dougherty man-
aged to entice about thirty-five
beauties in Waldo Lake to grab the
hook.

Vera Coffey was just assuccessful
at Paulina Lake and East Lake.

Many others have also had won-
derful fishing luck in the lakes and
streams of Oregon, and to mention
them all would be practically im-
possible. '

The Jantzen softball team closed
the season with a games won and
lost average of about .500, and al-
though a league championship was
not even approached, it is safe to
say that there were very few teams
that enjoyed playing the game any
more than Jantzen’s,

The last game of the season
played with the strong Fred Meyer
outfit was one of the fastest and
tightest softball games the writer
has ever had the pleasure of wit-
nessing. 'The score was small, there
were practically no errors, and the
playing of third baseman Ed
Gloeckner and pitcher Ray Hrval
was nothing less than superb.

Now that fall is here and winter
is approaching, the athletic interest
at Jantzens will be focused on bas-
ketball. Last year material was not
very plentiful and toward the end
of the season, sometimes there were
hardly enough men to make a full
team. From the number of men
really  interested in basketball this
coming year, such a thing is not
very likely to happen. :

Although the real star of las
year’s team, Don Smith, is lost
through “graduation” the number
and quality of the men showing in-
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terest for this year’s team indicates
that our standing at the end of the
season should be considerably higher.

The men who played last year
and will be again pounding the ma-
ple court this season are Eatchel,
Hval, Hooghkirk, Spicer, McLean,
forwards; Frederickson, Oekerman,
Lester, Knudson, guards; and Scott,
Silveyor, White, centers.

The new men who will be avail-
able are Janhunen, Gloeckner and
Gluth.

From all appearances we will not
only have a winning team, but the
men on the squad will have a swell
time, and after all that is the real
purpose of organizing eur athletic
teams.

SALES SCOOPS
(Continued from page 5)

Ernie Pautz, the Alderwood Ace,
is hitting the Oregon trail this sea-
son as Jantzen sales representative.
Mr. Pautz was at one time manager
of the Jantzen retail store here and
later was head of the Alderwood
Knitting Mills. You have our very
best wishes Ernie, in your new ca-
pacity as Jantzen salesman. We
know you'll give 2 good account
of yourself.

Friends will be pleased to know
that Charlie Campbell and Mrs.
Coldwell are recovering from in-
juries in their very serious auto ac-
cident. Most of you have heard
about their car upsetring near
Boise while they were returning
East from the Convention.

JANTZEN HISTORY

(Continued from page 4)

conceit in us, we had confidence in
our ability to create something that
would be successful and we had
learned to have plenty of respect
for competitors who, during this
depression, had developed a great
variety of styles and fabrics which
were rapidly gaining favor with the
public. Looking these facts square-
ly in the face and giving them their
proper values was no doubt an im-
portant contribution toward our
success in the following years,
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History of the Jantzen Knitting Mills

By J. A. ZeaNTBAUER, President

Editor's Note: Mr. Zehntbauer has kindly consented to continue the writing of the history of Jantzen and
beginning with this issue of Yarns, the chapters will ap rear in sequence as they are completed. Thirty-eight
" chapters of the detailed history of the Jantzen organiza‘ion, including the actual founding of the company and
the early life of the founders, have already appeared i1 the Jantzen Yarns, beginning in the July 1928 isstte
and subsequent issues through October 1937. He continues as follows:

The October 1937 issue of Jantzen
Yarns carried the last chapter of the
Jantzen. history, from the company’s be-
ginning in 1909 to and including part of
the year 1934.

The date of this writing is May 6, 1955.

During 1934 we established a Jantzen
plant in Buenos Aires, in which we were
to have a 517, interest to be paid for out
of earnings. We also succumbed to the
urgings of our executives in England to
start a branch in France.

‘When England went off the gold stand-
ard in September of 1931, certain South
American and.other markets were trans-
ferred to the English company. For the
most part, these markets were brought
back to Portland because, as a result of
monetary developments, the pound Ster-
ling in 1934 commanded a premium in
terms of dollars. The export business
handled directly from Portland increased
substantially in 1934. Being able to switch

markets from one Jantzen plant to an- -

other was a distinct advantage during the
international adjustment period. :

It was during January of this busy year
the Jantzen retirement plan was inaugu-
rated.’

In June of 1934 we paid the arrearage
preferred stock dividend of $2.50 a share,
in addition to the regular dividend. And
in October the Directors declared a divi-
dend of 10c a share on common, payable
November 1. This was the first common
disbursement since 1932.

‘We had a bid from Mr. Snider, of
Australia, to buy our interest in the
Australian plant. Apparently we could
have made a good profit on our invest-
ment—probably doubling our money. We
turned the proposition down because we
did not think it was fair to the folks in
Australia who bought shares in our com-
pany there and because we thought the
Australian company was a good one in
which to have an investment, as we be-
lieved that businéss would grow into a
profitable one.

During the year we had many hot
discussions on our Board as to the advis-
- ability of extending our licensing agree-
ments. Some of us foresaw continued
efforts on the part of governments to de-
velop home industries and to restrict im-
ports, but some believed the trend had
already turned toward freer trade and

less restriction. Fortunately, those of us
who believed trade restrictions would be
increased prevailed. We proceeded to
develop more licensees.

There was also much discussion as to
the advisability of licensees vs owning
our own plants in foreign countries. It is
also fortunate I think that those of us
who believed in licensees were in the
majority. : ‘

Because of the rapid and violent
changes in restrictions and regulations in
the foreign trade of the different coun-
tries of Europe, it was decided I should
go to Europe and make a study of the
situation, in order to see what could be
done, if anything, to maintain or recap-
ture some of the business that seemed to
be about ready to slip away from us. So
on June 20, 1934 Mrs. Zehntbauer and I
sailed for England on the steamship
“Manhattan,” to visit Jantzen manufac-
turing plants in England, France, Spain
and Germany and investigate the mar-
kets in other countries, including Italy.

We found that despite the fact the im-
portant ‘territories of Argentina and
France had been lost to the Brentford
plant, on ac¢ount of new factories being
established in those countries, the Eng-
lish plant had enough increases in their
other territories to more than offset these
losses and were going to show a gain in
sales for the year.

We traveled through Europe in Mr.
Cormack’s new Air-flow Chrysler and,
because of its unique design, we had
gatherings of spectators which we esti-
mated up to 100 at times in the different
cities. The first plant we visited was Chet
Froude's little Jantzen Knitting Mill in
Paris, which he was just getting under
way. We drove on through France to the
border of Spain, where Senor Orfila and
Senor Roget met us and escorted us on
down through Spain to Barcelona. We
started the day with a modest breakfast
but the Spaniards provided us with two
gorgeous banquets per day, each of which
was about equal to a regular Christmas
dinner. Senors Orfila and Roget had done
a magnificent job of establishing a Jant-
zen plant in Spain. They were enthusi-
astic advertisers and promoters and made
good merchandise. Their factory is lo-
cated in Igualada, a city about 60 miles
west of Barcelona, and is managed by

Sr. Sabat, Sr. Orfila’s brother-in-law.
They have a nice factory and are quality
minded.

Because of the fine hospitality of all
these folks and because all of our experi-
ences in Spain have been so pleasant, we
have a very high regard for Spain and
the Spanish.

Our party. consisted of Mr. and Mrs.
Alfred Cormack, Margaret Cormack,
Betty Zehntbauer, Mrs. Zehntbauer and
me. Mr. and Mrs. Orfila and Mr. and
Mrs. Roget joined us at Barcelona. We
visited the capitol, Madrid, the manufac-
turing city of Bilboa and the great resort
city of San Sebastian, on the Atlantic
Coast. We were impressed with the hap-
piness of the Spanish people along the
roads, in the fields and in the cities. They
seemed able to maintain this happiness
despite the poverty which most of them
are used to.

There was one single disturbing indi-
cation that all was not as well as ap-
peared on the surface. At about one
o’clock in the morning we were awakened
by the singing of the words “Nacional,”
repeated over and over, by what sounded
like a large auditorium full of people. It

was so unusual that Mrs. Zehntbauer and

I sat up in bed to listen. It continued until
we got tired listening and went back to
sleep. The tune did not change nor did
the words—it was a constant repetition,
on and on. We knew it was a communist
group because that is their rabble-rousing
tune and words. :

T'wo years later when we were in Spain
we heard considerable talk about a pend-
ing revolution. Three days after we had
crossed over the border of Spain into
France the shooting started and the revo-
lution which was of course to last for sev-
eral years was begun while the Russians
and the Nazis tested their different instru-
ments of war in the Spanish revolution.

We left our Spanish friends at San
Sebastian and drove over to Biarritz,
France, then across France to Italy and
up to Venice, where we met Dr. Karl
Vollmoeller, our German licensee, and
discussed with him the advisability of
undertaking to license someone in Italy
to mnake Jantzen suits. Italy had been a
good market for us, but recent regula-
tions had just about strangled our bus-
iness there. We drove from Venice over

Continuved on next pageé
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the Swiss Alps, through Switzerland and
into Stuttgart, Germany. We were favor-
ably impressed with the fine operation
Vollmoellers were carrying on in their
splendid plant.

Dr. Heinz Mathee was General Man-
ager of their plant and Dr. Carl Woernle,
their engineer. Dr. Woernle was very re-
ceptive to Jantzen methods and believed
in quality merchandise. From the begin-
ning Germany had been a good market

for Jantzens and since the Vollmoellers -

have been making Jantzens in Germany
the business has increased rapidly.

Dr. Mathee was quite upset because
the German government had placed an
embargo on the importation of wool fab-
ric, or yarn, of which Jantzen swim suits
were made. At that time our suits wefe
made of nothing but pure worsted yarn
and this seemed quite an impossible hur-
dle. Between the different plants, for-
tunately, we were able to overcome this
difficulty, also because the English plant
would import $20,000 of dyestuff the Ger-
man government allowed the Vollmoeller
folks to import that amount of wool.
Later through the different plants we
were able to buy dyestuff and machinery
which enabled them to get permits to
import the wool.

Continved in next jssve

A JANTZEN SWIM SUIT FROM INDUSTRIAS
SALINAS SABAT,A BARCELONA, SPAIN.
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McCreight
Honored

Word has been received from Dr.
Charles J. Armstrong, President of Pa-
cific University, that RON McCREIGHT was
elected a member of the University's
Board of Trustees at the annual Com-
mencement meeting held Saturday,
May 28,

Mr. McCreight, Jantzen Vice-presi-
dent and General Sales Manager, has
been quite closely associated with Pacific
University during the past year. In co-
operation with members of Pacific's Bus-
iness Administration department, he de-

veloped a panel of Portland business

leaders whose lecture series, in conjunc-
tion with the Business Administration
course in Marketing, was a notable con-
tribution to the school’s educational pro-
gram,

During the coming year Mr. McCreight
anticipates working with faculty mem-
bers in the development of a similar panel
for the University’s Business Administra-
tion course in Industrial Management.

President Armstrong stated, “We are
very happy to have Mr. McCreight join
our Board of Trustees because of the long
experience that he has had in the business
world, his leadership qualifications, and
the advice and counsel that he can pro-
vide to us in the guidance of the affairs
of the University.

Pacific University has been located at
Forest Grove, Oregon, since its founding
in 1848 by an Association of Congrega-
tional and Presbyterian ministers. The
Association voted to establish an acad-
emy. They elected a Board of nine
trustees, representing many vocations.
There were three ministers, a carpenter,
a merchant, a fur trader, and three
farmers.

On September 29, 1849, the Territorial
Legislature granted a charter “for a sem-
inary of learning for the instruction of
both sexes in science and literature, to
be called Tuality Academy.”

A frame building, erected in 1850, still
stands on the campus, representative of
the sturdy construction of the period. It
bears the distinction of being the oldest

school building west of St. Louis, which -

has been in constant use for educational
purposes since its beginning. It has
weathered near-Indian raids, when it was
used as a watch tower for the protection
of the settlers. It has seen the days of
recruiting on its steps during the Civil
War. Its bell still sounds a clarion note
when student victories are announced.

In 1858, it was decided that a more ad-.

vanced course of study was essential to
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RON McCREIGHT

the training of young men for their part
in the development of Oregon. Accord-
ingly, the Rev. Sidney Harper Marsh of
Union Theological Seminary, New York
City, was secured as President of the con-
templated college. Mr. Marsh was suited
for the position as he possessed the mind-
set of his grandfather, Eleazer Wheelock,
who had gone into the wilds to establish
Dartmouth College in New Hampshire
in the year 1769.

"In 1854, the Territorial Legislature
granted a new charter with full collegiate
privileges to “Tualatin Academy and
Pacific University.” It bore this name
until 1915, when the Academy was dis-
continued. :

It has remained a liberal, truth-seeking -
institution, in that it has kept before it
constantly the motto on the seal chosen:
“Pro Christo et Regno Ejus.”

In the Quiet

Occasionally in the factory building, in
the quiet of the evening when the ma-
chines are silent and the operators have
all gone home, you can hear JIM ANDER-
SON’'S voice raised in song as he cleans
and brushes the floors in preparation for
the next day’s influx of operators. The
other evening we stopped to listen and
here is what we heard Jim singing, the
words rich in his Scotch brogue:

A Jantzen for me, a Jantzen for me,

If it’s not a Jantzen it’s no use to me.

The swim suits and bra,

The tee shirts and all,

A Jantzen Kharafleece is the pride of

them all,

The tune was unfamiliar, probably one
of the tunes popular in Scotland before
Jim came to this country. He has been a
friendly and conscientious dJantzenite
just a little over two years, and certainly
a loyal one.
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By ]. A. ZraNTBAUER, President

CHAPTER 40 .

N the wa.y back to England we visited
Vienna and met Erich Reich and
Hans Jellinek, who had been representa-
tives for us since the early 20’s when Mr.
C. R. Zehntbauer hired them along with
several other European salesmen. These
men had become quite expert in the art
of unraveling red tape and finding ways

of getting distribution of Jantzen swim
suits when an inexperienced man would
consider the job hopeless, It took experts
to get around these regulations that re-
stricted imports. .

Even at this early date Hitler and his
henchmen were propagandizing in Ger-
many and Austria and our men tbere

he Jantzen Knitting Mills

were worried about the final outcome.
Before Hitler's forces marched into Aus-
iria we were able to get Eric and Hans a
refuge in the United States. They are
now American citizens and Hans is one
of our valuable foundation garment rep-
resentatives." ]

As we look back at the records during
the depression we are encouraged at the
rapid recovery we have made since that

IN ENGLAND, 1931, This picture was taken on the occasion of the visit of
the late Mayor George L. Baker and Mrs. Baker who stopped at the English
plant while touring Europe. Appearing here with the Bakers are Jantzen
- folk from Portland who were in England at the time helping to establish
operations and production. From left;: HARRY DALTON, who was produc-
tion superintendant; A, J. CORMACK, Managing Director; LOUISE DALTON,
Forelady; MAYOR BAKER, MRS. BAKER, the late PERCY TYLER, European
Sales and Advertising Manager; MRS, JOHN CLARK, Assistant and instrue-
tor in Final Inspection; JOHN CLARK, Knitting and Winding Foreman, and
CHESTER FROUDE, who was assisting the Manager. Also from the Portland
plant and not pictured here were: PEARL BRADLEY, Sewing Instructor;
WANDA STEELE, in charge of Inspection, Mending and Marking; ALICE
UNGSTAD, Instructor in Cutting, and VELMA SCHOLL, Secretary to the Sales

time. In 1929 20.7% of the swimming suit
business in the United States was Jant-
zen. Our peak swimming suit business
was $4,753,203 in 1930 and the depression
cut us down to a low of $1,881,164, but in
1934 we were well on our way back to the
peak and prospects were good for much
higher peaks.

and Advertising Manager.

Despite the rough years of the depres-
sion we courageously kept up a good ad-
vertising campaign, because we believed
that along with good quality and good
service must go good advertising. ]

Back in 1928 Jantzen did 75% of the
swim suit magazine advertising in the
United States. Even though many com-
petitors had come into the field, in 1933
Jantzen still did 6(_)% of the magazine
advertising and practically all of the bill-
board advertising. 'The magazines we
used that year were Saturday Evening
Post, Colliers, Cosmopolitan, Vogue Har-
pers Bazaar, Boy's Life, Photoplay,
Shadowplay, Screenland, Silver Screen,
Motion Picture and Movie Classic, The
magazine artwork was done by Mr. Wil-
lard Cox; the billboard artwork was by
George Petty and W. L. Stensgaard and
Associates did the window display work.



The Portland and London plants con-
solidated statement showed a sales in-
crease of $179,882 and a net profit of
$157,089 for 1935, as compared with
$163,446 for 1934. Through the year we
kept up dividend payments on the 7%
preferred stock and 10c a share on the

-

common stock.

On March 29, 1935 Richard Wisner,
our Factory Superintendent, was elected
to the Board of Directors.

With new licensees sprouting here and
there Jantzen travelers were pretty busy.
Mr. and Mrs. C. R. Zehntbauer had a
five months tour of the Pacific. Mr. and
Mrs. J. R. Dodson traveled through
.. South America and visited their son,

" G. Robert, now General Dodson, while

he was in Buenos Aires.

During the year Mr. DeKoning came
back from Australia where he had been
for five years. In an article for Yarns he
said he was glad to be back but enjoyed
his experience in Australia very much.
Mr. and Mrs. DeKoning went to Aus-
tralia with a 314 year old baby boy, Bob,
and came back five years later with two
boys, Bob and John. The boys had a
broad Aussie accent which they lost

" quickly, of course, like all youngsters do.

When Mr. DeKoning went over in 1930

-he was immediately elected to the Board

and took a very active part in the man-

agement of the company. J ust before the

DeKonings sailed for home Mr. and Mrs,
" C. R. Zehntbauer arrived in Australia
.- and were driven across country to Mel-

. bourne by automobile by Mr. and Mrs.
" Klindworth. At a sales meeting just be-
fore Mr. Zehntbauer and Mr. DeKoning
» sailed, the Zehntbauers for the Orient
" and the DeKonings for home, they at-
“tended a sales meeting at which Mr.
- Klindworth presided. For three Port-

land executives to attend a sales meeting

Ko
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- there was an unusual event. When Mr.

A

- DeKoning came home his place on the
, " Australian Board was filled by Mr. Clif-
‘_ ‘ford Francis and Mr. Gordon Barclay

Manager to fill the vacancy Mr. DeKon-
_ing left in that department.

During the year Mr. A. J. Cormack,
~ “Managing Director of the Brentford fac-
‘. ‘tory; Dr. Heinz Mathee, Managing Di-
rector of the Stuttgart Vollmoeller plant;

t

&

7 was appointed Sales and Advertising
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Mr. C. W, Froude, Manager of Jantzen
S. A., Paris, France; Dr. Karl Vollmoel-
ler, Chairman of the Board of the Voll-
moeller Company of Stuttgart, and Mr.
P. S. Tyler, Director of Sales and Adver-
tising, from Brentford, England visited
Portland.

Mr. Cormack particularly wanted to
talk about a new licensee in Milan, Italy.
Mr, G. Larcher, our Jantzen representa-
tive in Northern Italy, was helping to
promote the new licensee arrangement.
The good export business we previously
had to Italy had been squeezed out with
embargoes and other restrictions.

Mr. Heinemann and Mr. Monroe were
the first folks of our organization to ride
the new Union Pacific Streamliner from
Chicago to Portland. It was quite some-

_ thing to be able to come from Chicago to

Portland in 39 hours, the schedule for
the new train.

During the year Mr. ‘A. A. Baumann
was presented with his 20 year pin, hav-
ing been the first salesman with the Jant-
zen company for 20 years. He started
selling merchandise for us when we were
still the Portland XKnitting Company.
Also during the year Minerva Zehnt-
bauer got her 25 year pin. Of course she
started from the very beginning at 231
Alder Street.

At this date in 1955 it is interesting to
look over the list of salesmen who at-
tended our 1936 Portland sales meeting
on September 9, 10 and 11 and the Chi-
cago meeting September 16, 17-and 18.

The meeting was under the direction
of Mr. Mitchell Heinemann, Vice Presi-
dent in Charge of Sales. Assisting him
were Mayer Monroe, who presented the
1936 line, Irwin S. Adams, who gave an

inspiring talk on Jantzen's position in
the field, Ron McCreight and Ray An-
drews, who outlined the Jantzen adver-
tising program.

Sales representatives at the Portland
convention were A. A. Baumann, Royal
F. Brown, Warren Clark, Al Driscoll, Art
Emmrich, Clatin Fish, Neil Hamblen,
Oliver Martin, Joe Miller, Tom Ronald,
Dick Springer, J. H. Thomas and Min-
erva Zehntbauer, Representing the Ca-
nadian force were C. B. Webb, Ed Kline
and J. R. Bayne. Europe was also rep-
resented by the presence of Dr. Heinz
Mathee, of the German plant, Alfred
Cormack of the English plant, and Chet
Froude of the French plant.

Representatives present at the Chicago
meeting were O. G. Alba, Fred Baruth,
C. H. Beach, Dewey Bowen, Horace Box,
A. B. Busch, C. C. Campbell, R. M. Car-
son, Ed Felke, Joe Friedman, Dick Gar-
ner, BEd Greve, Dan Holladay, H. A.
Jacobson, H. E..Kelley, John Krieger,
Jd. W. Lowrie, G. D. McGruder, Howard
Osvold, C. B. Philbrook, J. W, Richards,
Charles Rothschild, E. D. Tribou, H. S.
Warren, W. E. Wright, George L. Ma-
duro and Francisco J. Camps. From the
Canadian plant were C. . Webb, Melvin
Teetzel, Walter Teetzel and Fred O.
Burgess.

Six 10 year service pins were handed
out at the meeting to Dick Springer, Fred
Baruth, A. B. Busch, G. D. McGruder,
C. B. Philbrook and J. W. Richards.
Harold Warren received his.5 year pin.

In Yarns the notice of Dan Holladay's
marriage to Miss Claire Campbell on
August 3, at Trinity Church, in 'New
Haven, was announced.

To be continved.
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Vollmoeller plant—Stutigart, Germany
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Chapter 41

ESPITE the net profits after taxes were
slightly lower in 1935 than in the
preceding’ year, everyone felt confident
we had laid the foundation for a much
better year in 1936. We felt our adver-
tising was better, our designing was bet-
ter, our manufacturing facilities were
. better and our organization in general
was in better shape for an efficient oper-
ation. :
Our Export Department in March re-
ported a 32% increase over the same
period the year before. Mr. C. R, Zehnt-
bauer and Mr. C. W. Froude had just
arranged a license agreement with Etab-
lissements Poron at Troyes, France.

Licenses and foreign plant managers
who were scheduled to visit -Portland
ddring the summer were Arthur Haw-
trey, Manager of the Buenos Aires plant;
E. C. Klindworth, Manager of the Syd-
ney, Augtralia plant and his family;
H. G. Dalton, Superintendent of the
Brentford, England plant and his family;
A. J. Cormack, Manager of the English
plant’and his family; Frau Dr. Witten-
stein, of the Vollmoeller Company of
Germany and Dr. Rolf Woernle, Super-
intendent. and Chief Engineer of the
German plant.

In 1936 we were still making a consol-
idated statement with the English plant.
The statement for 1936 showed an in-
crease in sales of $499,378, rising from
$2,563,432 to $3,062,810 and the net profit
after all taxes was more than double,
$369,159, as compared to $157,089 for
1935. '

This fine showing in 1936 enabled us to
do many things. One important thing
was to retire our $937,700 of 7% pre-
ferred stock and issue $750,000 of new
5% preferred stock, effecting a reduction

SPINNING DEPARTMENT.
superintendent, now technical advisor.

Page Six

Insert is HARRY HOYLE, former Spin-Wind

By J. A. ZeuNTBAUER, President

of $187,700 in preferred stock and re-
ducing the dividend rate to 5%.

For the common stockholders, in addi-
tion to the regular 10c quarterly divi-
dend, we paid an extra dividend of 25¢

a share on the first of November. Also, .

we paid what we called a wage dividend
of 5% of the annual earnings of all em-
ployes excepting executives and sales-
men. .

It was in 1936 that we finally decided,
because of the great change in materials
from which swim suits could be made,
we could no longer do a good job of de-
signing women's swimming suits without
the help of a trained and experienced
female swim suit designer. We had been
on the lookout for the proper person for
many months and finally Mr. Heine-
mann and Mr. Monroe found a person
in Miami, Florida who they thought
would make a good Jantzen designer,
Mrs. Dorothya Read. She came to work
on April 1, when the Designing Depart-
ment was located on the second floor of
the spinning mill building. Dorothya
Read did a great deal for our Designing
ing Department and for our ladies’ line
of swim suits. She gave the femiinine
touch and she was original and full of
imagination, which gave the Jantzen line
a truly new look. After seeing what Dor-
othya could do, we knew that never again
would the Jantzen line be designed by
men only. :

One of our greatest plant investments
was made during 1936. It was the new
Jantzen spinning mill, which began to
spin yarn in July. This was something
we had thought about and planned for a
number of years. This was Mr. Jantzen’s
pet project. He selected and purchased
the equipment, with the help of Mr. Ed-
gar Worth, who was our biggest supplier

DYEING- OPERATIONS.
* Technician.

of yarn from his factory in Los Angeles.

Mr. Jantzen looked with pride upon’
this plant when it started operation and
said the plant, with its 1009 new equip-
ment, was the most up-to-date dyeing
and spinning mill in the United States.

It is true the equipment that went-into
this plant was the latest and best equip-
ment made by English manufacturers,
who were at that time the unchallenged
leaders in the manufacturing of such
equipment. In the three short years that
Carl was to live after the installation of
this plant, he saw it firmly established
and its worth to the company well proved.
Because of failing health during most of
this time he could not give it the effort
that would have been his pleasure to.
give, but many times I have heard him
express great satisfaction over the ac-
complishment of having established our
own spinning mill in Portland.

Mr. Harry Hoyle was hired as Man-
ager of the Spinning Mill and Mr. Earl
Brearley as Manager of the Dyeing De-
partment. These men were both experi-
enced and-well qualified and are still on
the job at this writing, in 1955. Mr. Earl
Brearley’s father before him was en-

" gaged in the textile business and Earl re-

ceived his scientific training in dyeing at
the Lowell Textile Institute, Lowell,
Mass. Before he came to Jantzen he had
been in charge of dyeing operations for
nearly 20 years. Mr. Harry Hoyle came
from a family long connectéd with the
textile industry. His father and grand-
father were both spinners. His back-
ground is also a combination of technical
training and practical experience. He
received his training at Halifax Textile
College in Halifax; England. Following
his school work he received from the City
and Guild of the London Institute of
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50th Anniversary

When Mr. and Mrs. Ron McCreight

‘were visiting Vollmoeller A. G., in Stutt-

gart, Germany, a licensed Jantzen plant,
they met Miss Frieda Schmid, who was
celebrating her fiftieth anniversary with
the company. It was such a happy occa-
sion, Ron thought we should share it
with her by a picture in YARNS. Our
congratulations also to Miss Schmid on
this momentous anniversary.

Technology a bronze medal offered as a
reward for the best record made in a
competitive examination of students in

"his field.

These men have proved very valuable
in accomplishing some unusual things
for the Jantzen company. Amongst the
things accomplished are unusually fine
blends' of fibers for sweater and swim-
ming suit making and the unique charac-
teristic of having uniform color in all
Jantzen garments. .

While our new spinning mill had only
the capacity to take care of about a third
of our needs, it gave us a service that no
outside spinning mill could give and en-
abled us to experiment with different
fibers to determine how much cheaper
and better, if any, we could spin yarn
than we could purchase it from other
spinners. It rapidly became an indis-
pensable thing in our business. We were
able to produce new and better yarn with
a variety of fibers and to reach a perfec-
tion in spinning, partly because of the
advantage of being able to test the yarn
when production began on a certain size
and type of yarn and to correct the spin-
ning before a large batch of yarn had
been produced.

" To be continved

Jantzen Veterans

HERMAN BOYER

A multitude of congratulatory mes-
sages were directed to HERMAN BOYER
August 18, on the occasion of his twenty-
fifth anniversary with Jantzen.

Mr. Boyer joined our office forces
August 18, 1930, as assistant to Mr. H. L.
German. At that time he already had a
very fine background of experience in

" the accounting field and was a certified.

public accountant.

. As our company grew, Herm Boyer
took on new and greater responsibilities
as Chief Accountant, Office Manager and
Budget Director. In each of these as-
signments his contribution was of great
value to the company.

During the summer of 1950 he was
appointed to his present position—~Con-
troller of the Vancouver factory.

Typical of Mr. Boyer, his outside in-
terests are most constructive, He has
taught accountancy in evening classes at
Multnomah College. He is President of
Vancouver Council on Student Ex-
changes. He is a Director of Vancouver
Rotary Club and his assignment is In-

“ternational Service. He is Past President
of the Columbia Empire Toastmasters
and Past President of the Men’s Garden
Club of Portlahd. At present, he has the
honor of serving as General Chairman
for the National Convention of Men's
Garden Clubs of America which will be
held in Portland in June of 1957.

His - hobbies include gardening, of
course, and “Book Reviews,” his chosen
subjects being biographies of which his
favorite is “The Life of Abe Lincoln.”
More recently, he has developed an ap-
preciation of art, inspired by his talented
wife whose paintings have attracted con-
giderable admiration.

ETHEL STALEY

August 17 was “anniversary day” for
ETHEL STALEY. Since joining the Jantzen
forces -on December 4, 1929, Ethel has
accumulated a wealth of knowledge and
experience in the cutting and lay-up of
fabrics. ' .

Having begun in the Cutting depart-
ment, she continued there as Cutter,
Lay-up operator, instructing néw opera-
tors, assisting the supervisor and making
the diagrams necessary for proper lay-

_ ups.

When Jantzen, Southern was estab-
lished in Seneca, South Carolina, Ethel
was selected to go there to help set up
the Cutting and Lay-up department and

- to train operators. She did an outstand-

ing job and nine months later was able
to turn the department over to her pro-
teges and return to the Portland plant. -

During January of this year it was
decided to make Woven Cutting a sep-

‘arate department and move it to its pres-

ent location in the 18th Street Building.
Ethel’s competenée was further recog-
nized by appointing her supeérvisor of
this newly created departraent.

Last February, Ethel was elected to
the Factory Executives' Board and is at
present serving a second term.

Traveling and photography are her
pet hobbies though she. also excells in
dressmaking and tailoring, especially
evident in her own wardrobe. She thor-
oughly enjoys making pictorial histories
of her trips and tours. Other spare time
activities include several outdoor proj-
ects and Church work.

Page Seven
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Chapter 42
URING the year 1936 the ever-present
problem of margins for the retailer
and margins for ourselves seemed to be-
come a little more acute than usual. Its
brother, the problem of carryover, also
got some special attention.

Down in Spain they followed the prac-
tice of allowing a 409, discount to the
merchant on the merchandise he had left
on August 1 and gave fill-in service at
the 409 discount, so a merchant could
have sales on Jantzen merchandise after
August 1. The Spaniards liked the sys-
tem and believed it was working all right.
Mr. Cormack, the Managing Director of
the English plant, and Mr. Tyler, the
Sales Manager, were quite intrigued with
the plan and thought it might work in
England and might help them to get rid
of a cheap brand of merchandise which
they were manufacturing under the name
Kippy.

The plan was seriously discussed in
our management meeting, mainly be-
cause our Webfoot proposition was not

By J. A. ZeaNTBaUER, President

‘working quite satisfactorily as a method

of getting rid of the merchandise we had
on hand.

Many times over the years we con-
sidered setting a date, late in the season,
after which Jantzen merchandise could
be sold at a discount. Always, after
studying the results other companies got
from this procedure, we would abandon
the idea for that time. Among the main
objections was the merchants jumping
the gun just a little bit to get ahead of
their competitors and the tendency of
the public to wait for the sales date on
branded merchandise, instead of buying
at regular prices at the beginning of the
season. We reasoned, if a person bought
a Jantzen they would be assured they

" would not see the suit advertised next

week or next month at 409 less.

Our competition had tried everything
in the book and none of them succeeded
as well as we had by sticking strictly to
the practice of treating everyone alike
and endeavoring to get business on good
designing, good service on deliveries,

good advertising and good margins of
profit for the merchant.

During our discussions Mr, Jantzen
said he would hate to see us allow Jant-
zens fo be sold at a discount late in the
season, because that would mean you
couldn’t sell that number again at the
regular price next season and it would
lead to designing a whole new line every
year. Mr, Jantzen lived to see the whole
new line every year, for other reasons.
The thing that hastened this necessity
was rubber yarn, which enabled elastic
swim suits to be made in either woven
or knitted fabrics and with a great vari-
ety of fabrics. Jantzen specially designed
rib stitch swim suits were not the only
suits that had permanent elasticity. The
advantages of elasticized fabrics made
possible the manufacturing of fine swim
suits by many new manufacturers and
offered the opportunity of a great variety
of styles and along with this the neces-
sity of a whole new line each year.

During the preparation of our 1937
line there were very serious discussions

First International Convention, 1937

Front Row—Left to Right: Dick Garner, Dick Springer, Horace Box, Olive Webb, Melvin Teetzel, Ernest Pautz, Minerva Zehntbaver, Mitchell Heine-
mann, G. D, McGruder, Fred Baruth, Helen Michael, Bob Carson, George Maduro, E. J. Felke. Second Row—Left to Right: J. R. Bayne, E. D. Tribou,
Don Smith, Harry Dalton, Dan Holladay, Thomas Paulding, Ed Greve, Clatin Fish, L. P. Navarro, Lob Kelley, Howard Osvold, Harold Warren. Third
Row—1Left to Right: T, E. Wolfe, Neil Hamblen, J. H. Thomas, John Richards, Harold Beach, C. B. Philbrook, Al Driscoll, H. A. Jacobson, A. B. Busch,
D. P. Bowen. 4th Row-—TLef} to Right: Royal Brown, Charlie Rothschild, Arthur Emmrich, Mayer Monroe, Jack Lowrie, Warren Clark, J. B, del Valle, Jr.,
Cameron Curry, Hermann Landshoff, Oswald G. Alha, 5th Row—Left to Right: Paul Huedepohl, irwin Adams, Herman Boyer, Oliver Marhn, C. C.
Campbell, John Krieger, Carl Walter, Bob Dodson, Frunclsco Camps, P. 5. Tyler, H. L. German, Joe Miller, Dick Wisner, Carl Vreeland, W. 'L, Stens-

gaard, R. M. McCreight.
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Sports Briefs
: By Jack Leitheiser

BOWLING is in the sports light at
the present time. The JANTZEN MEN'S
LEAGUE finished their first four weeks of
action with only a 3% point spread be-
tween the top four teams. At this writing,
the SPORTSMEN are leading the pack with
the JOKERS close behind, followed by the
TECHS and KNITTERS. The number of teams
in the League have increased from ten
last year to twelve this year—with plenty
of room for more bowlers. Anyone inter-

ested should contact DEL BROOKENS, of

Production Control (334).

THE WOMEN’'S BOWLING
LEAGUE had (and may still have) a
two way tie for 1st place between NAT'S

BRATS and Lols' LYNX. The other two
teams are also tied, but for the cellar.
Don’t worry, gals, the season is still

- young and it may end with today’s top

teams on the bottom of the heap!

FISHING HAS DWINDLED to a
jack salfnon now and then, even though
word got around that the jacks were
crowding the Sandy River. PAUL RICH-
ARDSON, of Foreign Dept., reported hook-
ing into two jacks within 45 minutes, but
he was unable to land either one. . . .
CLAIR FISCHER recently waded into the Des-
chutes to try for a few trout and was
elated when he got his limit, all fine big
ones, in record time, . . . DAN MacFARLANE

was telling the boys about a big sturgeon
he hooked. It broke water about 385 feet
from him with a splash that thoroughly
soaked Dan. (Dan swears that the water
splashed at least 35 feet).

RED HAT SEASON IS UNDER-
WAY, guess that’s why we haven’t been
hearing from the sportsmen—they’ve
been too busy preparing for deer hunting.
Quite a few Jantzenites have reserved
some of their vacation time for the an-
nual hunt. By the time this issue is off
the press, reports from the deer hunters
should be coming in and there, no doubt,
will be a few hundred pounds of venison
stored in family fieezers.

about the advisability of making satin
lastex swim suits. The idea had been dis-
cussed since the beginning of the use of
satin lastex for swim suits, but hereto-
fore we had always decided to stick to
our old rib stitch, try to make better de-
signs and improve it and to make elastic
knitted fabrics instead of going to cut

and sew woven fabrics. Long and sincere .

discussions about our going back into the
sweater business also were becoming
more freguent, as our virile organization
probed in every direction to find ways of
improving our methods and increasing
our business.

Our Australian plant, under Mr.
Klindworth’s direction, was reporting
advantages in the manufacturing of
sweaters. Mr, Klindworth felt sweater
manufacturing interfered very little with
swimming suit manufacturing in their
plant and one of the great advantages
was the ability to keep help employed
during the off swimming suit season, so
this- help would be ready to go to work

- on swim suits in the Autumn. This was

a distinct advantage there, because help
was not plentiful and when laid off it

. was difficult to get it back and expensive

to train new help.

Because of Mr. Irwin Adams’ very
strong opposition to making anything

" but rib stitch swimming suits in Australia

or in this country, our going into other
lines was delayed. Irwin so strongly be-
lieved our success was due to our special-
igation he believed we should fully de-
velop knitted swim suits before under-
taking anything else. On the 7th day of
July, 1936, after several meetings and
much vacillating as to whether we were
ready to establish licensees in Italy and
France, we sent the following telegram
to Mr. C. R. Zehntbauer, who was in
London. “If you have good prospective
licensees ready to sign and Chet can
handle, you may cable Chet to proceed.”
‘This action was taken after Mr. Adams’
long and persistent opposition to estab-
lishing any more licensees. In Novem-
ber, 1936, the management group voted
to lay the sweater proposition on the
table until 1937 and turn over the job of
gathering more data on the subject to
Mr. C. R. Zehntbauer, who had, since
1934, been making a research of sweater

" manufacturing and marketing.

‘Bince the beginning of our business it
bas been the policy of our executives to
work as a team. We believe that unless

all of us can be sold on an idea, or at
least talk the opposition into acquies-
cence, we would delay taking action.
Such a policy works nicely as long as
there-is not a very strong man who per-
sists in having his way. We know by
experience sometimes the single dissenter
in a group can be right, so when we have
a strong dissenter we give a proposition
unusual scrutiny. ’
To be continved

Fire Prevention Week
October 9-15, 1955
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History of the Jantzen Knitting Mills

By J. A. ZeuNTBAUER, President

EDITORS NOTE:. In the preceding 42 chapters of Jantzen history, which ap-
peared in earlier issues of YARNS, Mr. Zehntbauer told about his boyhood and
experiences of his early youth. He told how and when and where the idea to start a
knitting business originated; his early acquaintance and friendship with Mr. Carl
Jantzen, Sr., and Mr. J. R. Dodson; the founding of the business and the many trials
and errors they experienced in building a business from infancy to international scope.
Interlaced throughout this history are names of people who have had an important part
in the growth and success of Jantzen. Some of those people are still active members
of our organization. In this chapter Mr. Zehntbauer relates progressive events as they
occurred in 1937, Subsequent chapters will follow.

CHAPTER 43

IT SEEMS a dull year when Jantzen doesn't add a new building
somewhere. In 1929 we built a fine two story building, the
one that now houses our Knitting and Spinning, on the south-
west corner of the block just north of the old Simon Building.
This was quite a nice spinning mill, adequate for taking care of
all our needs and we thought would take care of us for many

years in the future but now, eight years later, in 1937, we have .

built on the eastern half of this block, a building 180 ft. by 100
ft., two floors, with a 100 ft. by 100 ft. basement for yarn con-
ditioning.

Another very important building was constructed, the Style
Development Building added to our Administration Building
on the southwest corner, in the street which was vacated. This
was the first time we had undertaken to build especially for Style
Development. This building was made with especially designed
sky lights to give a perfect light without shadows. Also pro-
vided were dressing rooms and a style auditorium for showing
new models and for giving small style shows. Buildings started
in this year will give us an additional 52,000 square feet of floor
s;I)ace, ‘making a total of 167,700 square feet at the Portland
plant.

The company had overcome its depression troubles and was
making steady progress, showing a gain in sales of $400,000
annually for the last four years.

SALES EFFORTS OF 1937: Our Jantzen Scientific School
of Swimming was going in good shape. Many “Learn to Swim”
campaigns were held throughout the country and there was a
lot of interest in cleaning up swimming pools and learning to
swim. The Jantzen certificate for learning to swim was given
and a Jantzen clean water plaque for pools that were kept up
to Jantzen sanitary standards and for those efforts we got a
great deal of local publicity throughout the country.

Our advertising was mainly in magazines and a very fine two-
figure billboard, together of course with the cooperative adver-
tising.

Some comparative figures are as follows:

% of o
1937  Sales 1038 Qo
Sales ..... s $2,978,824 $2,485,555

Net Profit after taxes 286,329 9.6 336,663 13.5
Advertising ....... 254,681 86 220,744 89

While our sales increased, our 'profits decreased. Sales re-
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sistances were very great and we felt smaller margins were nec-

- essary in order to make sales.

In Yarns of October, 1937, there was a group picture of the
representatives attending our first International Sales Conven-
tion held in Portland August 30, 1937. The picture was taken
in front of the Administration Building. I've always been under
the impression that we have a low turnover in our sales and our
executive groups; but I had a shock when I went over the group
and noticed how many were missing because of death, retire-

-ment, or leaving the employment of the company. Included in

the list of those not now, February 1956, employed are Dick
Garner, Dick Springer, Melvin Teetzel, Ernest Pautz, Minerva
Zehntbauver, G. D. McGruder, Fred Baruth, Helen Michael,
George Maduro, Ed Felke, E. D. Tribou, Dan Holladay, L. P.
Navarro, Lob Kelley, Harold Warren, T. E. Wolfe, Neil Ham-
blen, J. H. Thomas, John Richards, C. B. Philbrook, Al Driscoll,
H. A. Jacobson, Charlie Rothschild, Jack Lowrie, Warren Clark,
J. B. del Valle, Jr., Hermann Landshoff, Oswald G. Alba, Paul
Huedepohl, Irwin Adams, Oliver Martin, C. C. Campbell, Carl
Walter, Francisco Camps, P. S. Tyler, H. L. German, Dick
Wisner, W. L. Stensgaard. ’

The same issue of Yarns carried a picture of the Italian Jant-
zenr plant, A. Bellini & C., in Milano and gave the story of that
company as being the newest Jantzen licensee, with whom agree-
ment was signed in November of 1936.

In July 1937 the Supreme Court declared the Social Security
Act constitutional. We already had a retirement plan in effect
for our employes and we faced the expense of our own plan plus
the Social Security plan. After quite a bit of ‘discussion we
decided to continue with our own plan, even though the Social
Security plan .would about double our costs. For-a time we
hoped the government would allow an exemption from the So-
cial Security Act to companies which had an equivalent or bet-
ter retirement plan. We soon learned everybody would be com-
pelled to be insured and to be insured under the government
plan. We did not like the government’s plan of collecting money
for Social Security then using the money for general govern-
mental purposes, while the government put an IOU in the
drawer for our security. It looked to us as though we were being
told the more IOQUs put in the drawer and the larger the govern-
ment debt, the more secure we were. Of course we all know now
we have continued to build up our private retirement plan until
it is of much greater benefit to all of us.

To be continued
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CHAPTER 44

USINESS was not good throughout the country in 1937 and

wheri business is not good there is always a great pressure
to reduce prices. Of course what we needed was a new fabric,
or a new design that was outstahding and good in all respects.
We thought we had it in Wisp-o because it was something new

and its light weight was desirable and it certainly did help ouf

sales for the year 1938, but the after effects may have nullified

all the good it did wus.

1937 was the first full year of spinning in our new Portland
spinning mill. We felt the project was a success for the reasons
it gave us yarn more uniform in quality and color and prompt
deliveries, also an opportﬁnity to test the yarn that was spun

before a great quantity was made ahead. We felt in addition to

- all the other advantages we had proved. spinning was going to

cost us less in our new mill.

In December 1937 Mr. Heinemann and Mr. Monroe came
home from the east quite excited about a machine a man in the
east was making for knitting a very fine elastic fabric. Mr.
Adamson, of the U. S. Rubber Company, was interested in it
and hoped we would get it and try to .help develop it.

"Mr. Heinemann had been proposing for some time we make

a kmtted girdle and h]s mterest in thls new machine was mainly

1ts ability to make a fabrlc ‘that would be su.ltable for this par-

ticular garment.

A few of us had discussed a plan to have girdles made for us
and also to have satin lastex and boxer trunks made for us. We
had quite violent opposition to this from some members, ‘but
those of us who were in favor of it were not willing to drop the

subject, but continued our investigation.

The Designing Department was very interested in this ma-
chine, but after long discussions we decided We;must find out
more about the machine, so further checks were made, but it was
finally decided the machine was not far enough developed and

was not sultable for our work.

Despite our w111_1ngness always_ to give a good look at any new
machine .or any new proposition, we have been slow to accept
some machines or materxals we should have had. Nothing fur-
ther was heard about this machine, so we evidently made the

right decision in this instance, . :
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In November of 1937, the year of the éreat wisp-o-weight, we
had a long meeting with the Factory, the Sales Department and
the Designing Department about how many machines we should
buy for making wisp-o-weight. Because the fabric was so light
we had to have larger machines. New machines were needed to
keep up with our sales, which were considerably higher on wisp-
o-weight thén we had contemplated.

‘Wisp-o-weight was the zenith of oﬁr efforts to make a light-

weight rubber yarn and wool garment. This garment was lighter

~ weight and more elastic than anything we had ever produced

or had ever seen on the market and the sales were beyond our
expectations. The machines cost a lot of money so it was quite
a decision to make to buy 12 new machines for this new fabric,
but aftér much discussion ‘we finally decided to order 12 ma-
chines to be shipped as fast as possible.

In studying the minutes of this meeting it appears nqbody
even questioned how this fine new light-weight garment would
stand up in wear, shrinkage and so forth. Now and again we
had put other numbers in the line without giving them adequate
tests and they had fallen down in use, but never before had we
done such a gigantic job of making and marketipg something
without adequate wearing tests. Wisp-o-weight failed to wear
well in thé water and proved to be one of our greatest errors in

design and production.

In our fiscal year 1938, beginning in September of 1937, sales
an_d profits, because of the general business.outlook, did not look
too promising, so we resolved to reduce the salaries of top exec-
utives by 20% and the rest of the Board members had salaries

" reduced in lesser percentages. We felt if salaries and wages had

to be reduced during .the year, the managers should set the
example at the Jantzen plant.

In January 1937 we had a real serious meeting about whether
or not we should go into the sweater business again. Some of us

were advocating we again start to manufacture sweaters because

- it would be a great help in:smogthing out the peaks and valleys

in our business, which was all in summerwear. One member of
our Board forthrightly opposed going into the sweater business
under any circumstanée and others were lukewarm on the prop-
osition. The January meeting brought no decision to go into
this business or stay out of it, but it was agreed we would con-

tmue to study the proposmon

To be continued






