






















































































































































































































































































WHY INDUSTRY NEEDS HELP
IN THE HIGH SCHOOLS

It has been often said that we have a sick
society. Haven't we been hearing this con-
tinually the past few years, months, weeks,
and, yes, even days. Now, I'm not here tonight
to discuss the “society,” or the world, or the
“bomb”-—but you know really, I usua - do
worry about these things. Around our house
we have a saying that I'll worry about the BIG
things such as the bomb, Asia, the riots, and
my wife will worry about the small things like
paying the mortgage, painting the house, mow-
ing the yard, and raising the kids.

But there is a part of our society that really
is sick—not what is going on in the streets to-
day—that may well be toc ut what is sick
is our entire public education system. I say this
because this system is predicated on the mis-
taken belief that every boy and girl should go
to college and thcse who don’t are doomed to
inferiority. Certainly, this should not be the
case—these people need not be “marked for
life” as if we were operating in some type of
caste system. But the young men and women
of today are led to believe that if they are aca-
demic high school or college drop-outs, they
cannot “make it” in our society.

We've all observed the ads on TV and in the
various publications of the young mother and
father bending over an infant in a cradle—
with the message coming through loud and
clear, “Insure your child’s future—take out a
college education policy.” Now if there are any
insurance people in the room tonight, please
don’t fuss at me too loudly. But it is totally
unrealistic to expect that every infant born will
need to have a college education. If each does,
then there are a lot of infants in the cradle
that are doomed to a life of frustration before
they even get it started.

We have all heard the myth or slogan that
“every boy and girl should have a college educa-
tion.” There are many today, and I feel the
remarks do have merit, that feel this myth is
largely responsible for the juvenile delinquency
in the United States. It is largely responsible
for the welfare program, for the high crime
rate, for the hippies and yippies, the freak-outs
and drop-outs. It too is largely responsible for
the rcotics problem of youth today. It’s about

ne chat the great business corporations and
enterprises, and, yes, the smaller ones too,
stop saying about employment, “College grad-
uates only need apply.” This snobbery, intel-













can assume their rightful place in society? We
do it now because we must in order to meet our
service standards and to provide quality com-
munications to you, our customers. And we
will continue to assume this additional burden
until we are assured that some other method
is available to us—we hope through expansion
of the vocational and technical training within
the high schools and other area schools.

To give you an idea of what one area employ-
er predicts will be required to meet the challen-
ges of the Disney project, please consider the
following:

During 1970, there will be a need for as
many as 800 carpenters on the job (in
1969 there were about 250), as many as
425 electricians (in 1969 there were 65),
ironworkers 360 (in 1969 there were 130),
plumbers 200 (in 1969 there were 50),
and on and on and on.

These figures are only estimates and will
most likely be revised as the work progresses.
However, this estimate should afford you some
idea of the types and number of jobs that are
~+ailable now—and they don’t require a college

gree, To give you an idea what these jobs
pay—the carpenter is currently earning $9620
per year while a year and a half ago he was
making $8400. The electrician is now making
$11,850 v ile in 1968 he made $9450. The
ironworker now earns $11,000 while just a
short time ago he was earning $9600. And
finally the plumber, who now earns $11,230
was making just less than $10,000 in October
of 1968. This is good pay, as much or more

an most people will earn just coming out of
¢ "":ge. And you should be able to demand a
Ssaialy such as indicated in about the same
amount of time that it would take you to get
your academic degree.

Industry needs help—it needs your help—it
needs help from the high schools, if it is going
to continue to provide the jobs necessary for
us all to make a decent living. Think about it,
mull it over in your mind, and when you get
ready to go knocking on doors for employment
go in with something to sell. You'll be glad
that you prepared yourself—you’ll be glad that
you participated in CBE. Hopefully the schools
can expand their vocational and technical pro-
grams in the future so that other students, like
yourselves, will have an opportunity to take
their rightful place in our society.
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severe revenue losses from the pro-
longed mining strike which finally
ended in late March 1968.

There is still an off-chance Kenne-
cott may lose its billionaire status
since the Federal Trade Commission
is contesting the acquisition of Pea-
body. But last month Kennecott won
the first round when an FTC hearing
examiner ruled in Kennecott's favor.

A Kennecott spokesman reveals
Peabody contributed about 60¢ a
share to 1969 profits. Thus without
Peabody, earnings would barely have
matched the previous record of $4.41
a share in 1956.

Peabody probably produces the
biggest coal tonnage but Continental
Oil's Consolidation Coal produces
more in doilars since Peabody is
largely in steam coal and Consolida-
tion in higher-priced metallurgical.
Kennecott is the world's No 1 copper
producer, No 2 in both gold and
molybdenum and a leading factor in
silver.

Wall Street estimates Kennecott
might earn $7 this year but the com-
pany is cautious: ‘“Costs are go-
ing up some but less than the ad-
vance of prices. Our demand is still
good in Europe and in Japan; even
our domestic demand is still good.”
While Kennecott is dependent on a
healthy overall economy, particularly
in durable goods, there is a lag be-
fore any downturn is reflected in cop-
per demand. Demand has been very
strong of late for producer copper
which sells about 20¢ a pound below
the London Exchange and the dealer
(copper scrap) price. Since producer
copper supplies only about two-thirds

of domestic requirements any slow-
down is being felt only in the higher
price market. The first of this month
Phelps Dodge boosted its US wire
bar price from 56¢ to 60¢ a pound,
by far the highest US producer price
ever. Kennecott followed suit with a
raise to 601 ¢.
Chilean Question Mark

Kennecott's big El Teniente mine
in Chile has been only 499 owned
since the “Chileanization’” of mine
properties in 1967. So far, profits
from Chile have not fallen because
of the lower tax rate since the gov-
ernment is a partner. However, Latin
American observers fear a leftist vic-
tory in September’s presidential elec-
tion in Chile could mean a complete
takeover. Chilean profits are only
about 109, of Kennecott net.

Such uncertainties drove Kenne-
cott common down from an alltime
high of 5514 last April to 37 in Au-
gust but it had recovered to within
half a point of the record by press-
time. The quarterly dividend was
raised a nickel to 65¢ in March, so the
present price provides a 4.7% yield.

The Natinno| Head~~~*

At a Dollar a Head
THE TAKING of the census has never
been a small task. In 1790 the first
US census takers had to comb the
countryside to find the 3,929,214
population. By 1880 it took seven
years to compile the score on 50,-
000,000 Americans and, with the
population growing rapidly, skeptics
said the 1890 census talliers would
still be at work long after the year for
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ture controls are also needed in
X-ray and color photography devel-
opment.

The remaining volume comes from
industrial controls used in processes
where temperatures are critical. Pow-
ers also offers the 1968-introduced
Spinditrol, an instrument which pro-
grams the speed of yarn-spinning
frames for the textile industry.

Powers Regulator is a publicly
owned c¢ pany that never went pub-
lic. Andy Pontius relates: “We've
never had a stock offering but
through various employes and found-
ing family members a lot sifted
out through osmosis. By now there
are about 600,000 shares in public
hands out of 941,000 total and we
estimate 800 stockholders.” The
company’s profit sharing plan, set up
in 1949, owns 259, of the stock, of-
ficers and directors another 119%.
The shares, which pay 20¢ quarterly
dividends, traded over-the-counter
around 50 last week, after a 54 high
ir November. They are up from 35
in Summer 1969.

Plenty of Wherewithal

The Powers balance sheet is most
uncluttered: total assets of $33,500,-
000, working capital of $20,000,000,
no debt or senior stock. The presi-
dent indicates an interest in acquisi-
tions. “ ere are more things we
would like to make; we're particularly
interested in companies that are
capable of providing some of the
electric components we build into
automation centers.” In short, “‘we
would like to use all our resources
including debt to expand when the
opportunities are there.”

Gommunications

Winter Park Telephone
Offers Premium Service
To Central ¥ ida Residents

WHILE A LOT of people all over the
country fume at inept telephone
service, residents in Winter Park,
Fla get pleasantly efficient treat-
ment. A small independent called
Winter Park Telephone Company is
responsible for this happy situation
which appears to improve every year.

During a recent visit with presi-
dent Russell P Hulbert, he said: “We
have always been on top of the
service we offer to our customers. In
fact we decided many years ago that
we couldn’t be tI largest but we
could offer the best service.” So far
the company ha: ved up to its pro-
jection. Last year the Florida Public
Service Commission commended
Winter Park for meeting all the stan-
dards set by the commission.

Many of these standards sound
nostalgic to New Yorkers—a dial
tone within 3 seconds, having a re-
pair call answered in 24 hours and
installation within three days. Chief
executive Hulbert says the swift in-
stallation schedule ‘‘was tough to
meet because of the heavy influx of
new apartment buildings. However,
with increased efficiency, we were
able to stay within this requirement.”

Russ Hulbert reasons: “We find
it's really worth our while to take
good care of our customers. The
more satisfied they are, the more
extensions they buy and the more
long distance calls they make."”

Winter Park customers use 65,000
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100 communities plus FLG's own re-
tail systems.

While markets are growing lustily,
reserves are getting tighter. President
Bowen says: ‘‘Right now we have a
good long-term gas supply. But be-
cause we know there is a lot of undis-
covered gas, we've embarked upon
three programs for exploratory pur-
poses. Also, we now buy all of our gas
from others. However, we believe we
can make a significant impact in our
own area by providing some of our
own gas—not all but enough so as to
make a good contribution to our own
needs.”

Most of the company’s gas comes
from Louisiana and Texas. Just last
month Florida Gas completed its
fourth major pipeline expansion, an
$18,000,000 project which adds
about 136 miles of pipeline to its net-
work in Florida. FLG started with a
2,725-mile pipeline delivering about
270,000,000 cubic feet of natural gas
a day in 1959. Now it has nearly
t.  ed its delivery capacity to almost
700,000,000 cubic feet a day over
4,000 miles of pipeline.

Plenty of Gas

Commenting on the basic supply,
Jack Bowen says ‘“‘there are at least
280 trillion cubic feet of proven re-
serves in the US including four tril-
lion under our company’s control. So
there is in fact plenty of gas around
but you have to drill to find it and you
need money for that.”

Gasmen say the main bugaboo
discouraging more exploratory work
is the low rates set by the FPC and
other regulatory authorities. Presi-
dent Bowen feels ‘“‘gas is still the

greatest bargain in the US. We really
have had very little increase in gas
prices during this inflationary period.
For the last ten years when the Con-
sumers Price Index has risen 30%,
Florida Gas has increased the rates
of its distribution company cus-
tomers by approximately 129, in-
cluding the present rate increase.”
Rates ... the industry over the same
period have been “‘virtually stable’”
according to the j....rican Gas As-
sociation.
Seeks Rate Hike

In March Florida Gas filed a re-
quest for an 8.59, rate of return
which would produce an additional
$6,000,000 annual revenues. In 1969
the FPC approved a 7.259% rate
of return based on April 1968 capital
costs. Progress in increasii. regula-
tory rates has been ‘‘slow at best.”

However, Florida Gas also keeps
open another growth avenue. “From
the beginning we felt the regulated
gas business had certain limitations
so we always wanted to diversify into
the more profitable unregulated
areas.”

The three major areas are land de-
velopment, housing and gas explora-
tion. Last year, through newly cre-
ated Florida Land Company, FLG
bought 4,500 acres in Orlando for a
planned complete industrial, com-
mercial and residential community.

Another recently formed subsid-
iary, Southern Community Develop-
ment (or Southern Comfort as Jack
Bowen likes to call it) seeks to launch
low and moderate income multi-fam-
ily housing projects.

President Bowen is particularly ex-
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000 and produced a deficit of $4,-
200,000.

Now there are 5,400,000 FLG com-
mon shares. They have held up fairly
well in the bleak market. After drop-
ping from 2214 to 163/ last year,
they recovered to a new peak of 2234
early this year, now trade about 21.

Jack Bowen reports: ‘“This year
looks pretty good too. Most every-
thing is looking up. Propane prices
which have been depressed for the
last two years are now turning
around. This Winter has been a real
good one with the temperatures hov-
ering around 33 degrees for as long
as [ can remember. I guess we're the
only people in Florida to like cold
weather. Additional revenues from
our modular units and the higher gas
rates will also help, but there are so
many imponderables at the moment
that it is difficult to pinpoint what our
profits will look like at the end of the
year.”

The attractive 48-year-old presi-
dent has an engaging smile, an easy
manner and thorough familiarity
with the oil and gas business. A na-
tive of Waco, Texas, Jack Bowen still
has just a hint of a soft drawl. A
graduate of West Point (as are many
other FLG executives) in 1945, he
spent the next four years in the Army.
He then returned to Texas and joined
Delhi-Taylor Oil as a petroleum engi-
neer.

“Delhi-Taylor was one of the first
promoters of piping gas to Florida.
After the pipeline was certified and
the financing was accomplished in
1958, I left Delhi-Taylor and joined
the newly-formed company fulltime.”

Two years later he became

A tall (6’2”) man with bro
ders, Jack Bowen plays wt
of his associates call “‘an
game of amateur tennis.”
does ‘“‘a little hunting and |
the area.”” However, his act
dule often doesn’t permit w
recreation these days. Abot
three times a month he is ofl
ton in his Beech King Air for
with other oil and gas peopl
ically he flies to New York
sions with bankers and Wa
ers. Winding up a three-da
Manhattan recently he saic
change I was able to take s¢
off to just enjoy New York
there’'s not enough time fi

Soft vrinks

Coca-Cola Bottling of |
To Distribute Dr Peppe:
In its Marketing Area

DR PEPPER, the nation's fifth big-
gest selling soft drink, soon will
make its debut in the New York
Metropolitan Area. Precise arrival
date for the fruit-flavored soft drink
is a shrouded secret but outsiders
assume it will be on Metropolitan
Area store shelves for the thirsty
Summer season.

The company which will bring this
beverage to the home of the Mets
and the Yankees is Coca-Cola Bot-
tling Company of New York, the big-
gest franchised bottler of Coke. The
franchise agreement between Dal-
las-based Dr Pepper Company and
fellow Big Boarder Coke of New
York (symbol: KNY) was ‘reached
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well this year and that is the replace-
ment segment. Last year sales for
this area set a new record for the
sixth consecutive year. Thus, we can
¢ count on growth overall from
the vehicle components division be-
cause of replacement growth, increas-
ing international sales and the oppor-
tunity to penetrate further in certain
areas.”’

TRW’s aircraft business goes the
same way: ‘“While the number of
commercial and military planes being
built is slowing down and fewer en-
gines are needed, the spare parts
business was at a ten-year high last
year. They may be building fewer
planes but the ones flying last lon-
ger and need more parts.”

Lunar Descent Engine

Government work at TRW brings
in about 369, of sales including 259,
devoted to defense projects. Signif-
icant achievements include TRW's
Lunar Module Descent Engine which
landed Apollo 11 and 12 on the Moon.
Major spacecraft programs include
the building of the Phase II craft for
the Defense Satellite Communica-
tions system. The company also
works on NASA-sponsored Pioneer
satellites for Jupiter fly-by missions.

The 57-year-old chief reflecw.
‘“Here again we insured our protec-
tion by doing work on many smaller
Government projects rather than one
large one. If one project is cut back
or scratched, we still have others to
fall back on. Another plus—the work
on satellite projects is being expand-
ed each year and this type of work is
very important to us.” TRW is com-
peting for the right to build NASA’s

Earth Resources Technology satel-
lite and is doing research on a satel-
lite system for air traffic control.

TRW's figures have borne out Shep
Shepard’s words. Back in 1961, when
sales were barely over $400,000,000,
management posted a billion-dc r
goal for 1970. It was reached three
years early and last year volume rose
another 79% to $1.6 billion, the
eighth consecutive record.

Profits have followed sales. Rec-
ord 1969 wound up with net income
up 99, to $78,200,000 or $2.36 a
share ($2.31 fully diluted) vs $2.13
the previous year and 42¢ in 1961.
Of the 1969 gain, 9¢ was attributed
to an accounting change from accel-
erated to straight-line depreciation.

The 24,300,000 shares of TRW
common, which pay 25¢ quarterly,
currently sell around 35 on the Big
Board. This is well below the 1968
alltime high of 593/ but up from 20
four years ago. There are also five
classes of convertible preferred which
could increase the outstanding com-
mon shares by 429, but would di-
lute earnings by only about 29%,.

Shep Shepard says all TRW divi-
sions have good potential. One he
gives special mention to is the -soft-
ware portion of the electronics busi-
ness ‘“‘where again we don't rely on
one product, but many.” In this area
TRW did extensive mission planning

COVER PICTURE: A crystal mounting
operation in the production of a UHF
communications transistor, TRW consid-
ers its technology in ultra-high frequen-
cy communications transistors among
the most advanced in the industry.
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APRIL 21, 1970

Last year one of our stockholders
remarked that all he could see was
broad smiles when he attended
this meeting. The smiles of stock-
holders would indicate satisfaction
with company earnings and com-
pany « erations. The smiles of offi-
cers and directors would indicate
that those individu:  are pleased
with company operating results;
that is, earnings and quality of serv-
ice. | hope that each year those
who take the time to attend our
stockholders” meeting will have
reason to smile anc ;ee the smiles
of others. | can assure you that as
| look into the future there are
many reasons why | feel this will
continue to be the case.

You have heard our President,
Russell Hulbert, report on our 1969
operations and outline for you
some of the problems and their so-
[utions, as well as company accom-
plishments during the last decade.
This year as we begin the 1970’s
it is appropriate that | shc d give
you my views on what we expect
not only for the year 1970, but also
an outlii  of some of the prob-
lems, and some of the solutions,
we anticipate in the next ten years.

hope that you will recognize
that forecasting is not an exact
science. We make extensive stud-

ies, incorporating local and
national conditions, which have a
yearing on cc 1pany operations.
Ihese studies enable us to make
reasonably accurate predictions
for the next year or two, but our
crystal ball gazing gets a bit zy
when we go beyc d two years.
You can recognize that there are
unforeseeable economic changes
that can and will occur that have
significant bearing on the com-
pany, its operations and earnings.
Even now, highly respected econo-
mists of national reputation are not
in agreement as to whether the
country today is in the throes of a
recession or whether there is sim-
ply a slight adjustment in the level
of business activity. On the other
hand, we here in Central Flori-~ —
Tl Action Center — have ny
things going for us to offset some
of the national trends which ad-
versely affect business. On past
occasions | have mentioned these
activities and pointed out to you
some of the effects we expect on
our company. The Naval Training
Center, Florida Tech, Disney
World, and the fact that we are be-
coming a community of cliff dwel-
lers by reason of the large number
of apartment units that are either
occupied, under construction, or
in the planning stage. In short, we
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graph Company in cooperation
with independent telephone
companies, and Winter Park Tele-
phone.

It is apparent that the FCC, sup-
ported by the White House, is en-
gaging in a policy of encouraging
the de  Hpment of competition
in the of telecommunications.
Itis also apparent that the industry
is going through a period of rapid
change, which is occasioned by
the extensive growth and demand
forservice, technological ad-
vances, and the entrance of other
types of businesses, some directly
competitive with telephone com-
panies, into the communications
field.

You will note that | have dis-
cussed competition in data trans-
mission and voice communication,
where the competition will be the
keenest. We will have some com-
petition in the providing of local
exchange service in terminal end
services such as customer-owned
facilities with which we will con-
nect. We can and will cope with

is as occasion requires.

In the area of regulation within
the State of Florida, it is appropri-
ate to point out that we are enter-
ing an era which will see the
telecommunications companies in
the state required by the Florida
Public Service Commission to
meet substantially higher standards
¢ service to our customers. The
Commission entered an order last
year which set certain service
standards to be met by each tele-

phone company operating in this
state. Similar orders have been
issued by Wisconsin and Califor-
nia, and other states are looking
with favor on this approach to im-
proving customer service. This is
not to say that we are not in favor
of good service. We are. We be-
lieve there is no substitute for good
telephone service. But we are con-
cerned that in the rush to proclaim
service standards the realities of
cost have been overlooked.

Tt e is no escaping the fact
that good service costs more than
poor service, and we must look
to our regulatory bodies to main-
tain the balance between service
standards and rates. The service
standards required by the Florida
Commission will mean st stan-
tially increased costs in mainte-
nance and large investments in
non-revenue producing telephone
plant and facilities in order for the
companies to be substantially on
a ready-to-serve basis. In the face
of high interest rates, which show
little sign of substantial reduction
in the next decade, this may be
difficult to accomplish.

In your appraisal of the industry
and Winter Park Telephone please
remember that the rate or service
to the subscriber are based on the
cost of providing that service . . .
not what the service is worth to
the customer. 1at cost includes
services that many subscribers do
not need or want. For example,
most subscribers are not con-
cerned about e facilities neces-
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all the central office equipment in
Winter Park and Orange City is
crossbar, which can be modified if
occasion requires, to provide most
of the services that | outlined ear-
lier. Yes, the cost will be substan-
tial, but it can be done and will be
done as public demand for these
services is evident. We regard our-
selves as fortunate to be in a
progressive position from an
equipment standpoint. This equip-
ment has been and is being
modified to provide additional ex-
tended area service and customer
toll  aling, with the prospect that
we will have our own subscriber
to dialing facility, probably in
19/3 or 74. As a practical matter,
you as a subscriber will not know
that this is handled other than it
is handled today, except that you
will be dialing direct your person-
to-person, collect, and other type
calls that now require opera-
tor assistance.

At this time it is well to point
out that were it not for dial serv-
ice tl re wouldn’t be enough
emplovable people in the United
State: > handle all of the calls that
are made over the telephone sys-
tems networks in this country. The
answer has been to let you, the
subscriber, do more of the work
so that we do not have to employ
so many operators. This will be a
continuing program.

We are going to have lots of
prol :msin the next decade. Prob-
lems that we hope to solve effec-
tively and realistically. Wages are

going to increase substantially to
compensate for increased produc-
tion and offset inflation. We are
going to have to find new ways and
means to attract and train compe-
tent people to meet our require-
ments. We are going to have to
have increased production, reflect-
ing more efficient use of the
people available. For example, we
now have slightly more than 300
employees serving the 56,000 sta-
tions in the Winter Park service
area. We will exceed 100,000
stations in the next five years. In-
creased production, more efficient
management, will dictate that we
will have as few as 300 more em-
ployees, taking into account the
fact that half of this group would
be long ¢ stanc operators, a
function we don’t perform today.
This will be accomplished through
the use of computers, through
more efficient handling of cus-
tomer accounts, and with the cus-
tomer performing his own work in
making his calls.

Now for some predictions for
1970. We expect to show a net gain
in stations which will, by the end of
the year, give us a total of 73,000
stations for the Winter Park,
Orange City and Quincy opera-
tions. We expect to do additional
permanent financing during the
third quarter of this year in order
to repay bank loans. The exact
method of financing and amount
will depend on market conditions
and other factors which we are
unable to predict at this time.
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