


U S E  your credit union
You own it.
M ate the most of it.
Take a h in t from the credit union member in Houston, Texas. She won $25,000 in a contest. She quickly pu t it all in shares in her credit union.
W hether it's winnings or earnings, whether it's 
a big sum or a small amount, the place to keep 
your money safe is in your own credit union. 
T he money you save may be from pop bottle penny refunds or from contest-winning wind­
falls. Your own credit union is yours to use regularly for your savings goals. Your money 
grows in time with the dividends your credit union pays on your shares. So make the most 
of your credit union when you save.W hen you have to borrow, if you have a good reason to do so, come to your own credit union. T h e people who work in it have faced money 
problems like yours—big and small. T hey know 
ilow to help you when you apply for a loan. 
You might borrow to buy “peanuts" or grand pianos. If you think, your credit union can handle only the little loans, come in for a sur­prise. Your credit union can help with the big- 
ticket buying. T he rate of interest is among the 
lowest possible.So make the most of your credit union.
You own it.
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M V N L M K
INSIDE?

Come one, come all . . . T he 
circus may be dead and the 

carnival just a memory, but the 
superm arket h a s  everything: 
funhouse, magic mirrors, and 
the chance of a lifetime to win a 
bag of edible foodstuffs. It's a 
game of skill, of course.

II you're going to match wits 
with the motivational experts 
who guide the packaging and 
advertising of the 7,000-plus 
items in today’s superm arket, 
you should at least know the 
rules of the game since they al- 
r e a d y  know more about you 
than you do about them.

They know, for example, that 
the box with the label in blue 
on yellow will flag your a tten ­
tion ahead of any other, that 
the tall, skinny bottle of salad 
oil not only looks like more but 
—iby the very shape it’s in—  
can't be fattening. A few rows of 
canned goods spirited from the

shelf to the end of the aisle in 
a pyramid, and— presto!— a bar- 
gain.

But more im portant than any 
of these shenanigans is the sure 
knowledge that the harassed 
shopper, pulling jun io r out of 
the m a r m a l a d e  display and 
reaching for her bifocals, is in 
no mood to compare net con­
tents of two brands of the same 
product.
Planned confusion

Ever since the truth-in-pack­
aging bill was presented to the 
U.S. Congress three years ago (it 
still awaits action by the Senate 
Judiciary Committee) the dis­
pleasure of a nation's shoppers 
has been growing, born of a 
m illion little inaccuracies rolled 
into one: “Laundry size” boxes 
of detergents that cost more per 
ounce than smaller “G iant" and 
“King” sizes, cereal boxes with 
slack fill far beyond any rea-
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M O R E  R EA L IST IC ?
The (abet on  the left 
more accurately 
describes the 
contents. Sam e brand, 
sim ilar contents, 
sim ilar (llusfrafion if 
not identical. But 
the Canadian can 
plays up BEA N S, 
w hich  is m ostly 
w h a t 's  inside.

sonable allowance for “settling," 
and bottles with irregular or 
magnifying shapes that falsely 
promise full value. W ider paper 
towels on the same size roller 
force the user to exhaust the 
supply sooner; mouth-watering 
pictures deceive the buyer as to 
the contents of tv dinners and 
frozen fruit pies.

By now it's common knowl­
edge that the store owner, who 
really decides prices, according 
to industry, unpacks carton af­
ter carton of goods straight from 
the m anufacturer labeled “cents 
off," “one-half price,” “save 
10f?.” A rising volley of ques­
tions go unanswered. Cents off 
tohnt? Serves four —  people or 
sparrows? Which is the better buy, 
a 6Y2-oun.ce can o f tuna fish at 
24<(. or the 3 Y^-onnce size at 2 for 
29<f?

Does it m atter — an ounce 
here or there, a penny or two

more for a pretty package that 
this week has a handle, next 
week comes in a different color 
and weighs less? T h e  question is, 
how much do you lose and how 
can you tell?

T h e  truth-in-packaging bill, 
sponsored Jby Senator Philip 
H art, asks that the buyer be able 
to get essential information 
from the label and the package 
on the theory that he has a right 
to know what he is getting for 
his money. It would ban mis-N 
leading promotions such as 
“cents off" or “economy size.” It 
would require net weight or 
contents to a p p e a r  in easy-to- 
read type on the front panel 
without “puffy" phrases, elim i­
nate fractional ounces, and keep 
some relationship between pack­
age size and contents.
To cheat or not to cheat

At annual meetings the past 
few years federal, state, and lo­

5



cal weights and measures offi­
cials have s p e n t  considerable 
time working toward a model 
law for uniform ity in packaging 
and labeling which would be 
agreeable to both  b u y e r  and 
seller. Last year they asked a 
committee representing a wide 
range of American businesses to 
come up with proposals for end­
ing the confusion.

Recommendations of t h i s  
committee, incorporated into 
the final provisions announced 
at the conference in  June of this 
year, include for example, spe­
cifications that the word “G iant" 
or “Economy” should be fol­
lowed by the word "size.” T he 
declaration of contents should 
appear on the principal display 
panel, the conference decided 
(but the area was not precisely 
defined); contents of aerosol 
cans should be given in terms of 
the am ount that can be expelled 
(but this includes the propel­
lant, variously estimated at ]4 
to Ys the net bulk). As for 
standardizing packages to elim­
inate fractions (multiples of 2,

4, 6 ounces, for example) the 
whole m atter was postponed for 
future consideration.

Finally, last year’s recommen­
dations of standards for size and 
readability of type w h i c h  de­
clares contents were abandoned 
in favor of stipulations which 
would create little or no change 
in present practices. Thus, there 
would be no m inim um  size type 
required on products such as 
tuna fish or tomato sauce; soups, 
fruits and vegetables in  the com­
mon num ber 303 size could de­
clare contents in  t, point type, and 
only the buyer who chose large 
cans— a tall juice can or bigger 
— w o u 1 d be able to read the 
contents statem ent in  type the 
size used in this magazine.

Mrs. Esther Peterson, the Pres­
ident’s Special Assistant for Con­
sumer Affairs, made her views 
p l a i n  in addressing the con­
ference. “I th ink it is appalling 
that industry claims it is too 
expensive to provide for Ameri­
can consumers the same service 
they are required by law to pro­
vide for Canadians,” she said. 
Caveat emptort

No money down
. . . Just words on paper. Everybody’s Money will pay $25 
for the best specific, hum an interest story of your own or 
your friends' actual experience with "easy credit." Names 
and places must be given but will not appear in print. Stor­
ies are limited to 250 words or less. Send typed entry, with 
the name of your Credit Union, to Contest Editor, Every- 
Body's M oney, CUNA International, inc., (formerly Credit 
Union N ational Association), Box 431, Madison, Wiscon­
sin 53701.
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Save it from the top!
Every pay day the list of payments due pops up.
Pay yourself first. Put savings in  the leading spot.

T hen  go on down the line and take care of the bills, the "fun 
and games” you plan for the family, the “miscellaneous” catch­
all you hope to use for this or that forgotten but wanted item.
Finally, you have to stop at the "what’s left over” category.

If it's left over, it can be saved.
Save at first and save at last.

Credit unions make it easy to put some money away every pay­
day. I t becomes automatic if you have payroll deduction. If you 
haven’t, i t ’s easy to make a habit of visiting your credit union 
every payday to make a deposit.

I t’s a way of living.
R ight now you would have $330 in  your savings account if you 
had started saving only $5 a month five years ago, assuming your 
credit union pays a 4 per cent dividend. T h at is an average rate.

If you save from the top  of the list you won't have to  worry about 
scraping the bottom. Save $5, $10 or larger amounts. They grow 
as you can see by the chart below:

Savings Grow When You Save Regularly  

In Your Credit- Union

M onth ly Saving 

$ 5 
10 
25 

40

5 Years 

$ 330 

660 

1650 

2641

10 Years 

$ 720 

1441 

3602 

5762
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F itting your children into the 
clothes you buy off a rack 
is becoming increasingly harder 

as healthy children grow taller 
mid broader. Seventy per cent o£ 
today’s 12-year-olds cannot be 
fitted into size 12 clothes. Since 
childrens' clothing is usually 
outgrown before it is worn out, 
buying the right size can stretch 
your clothes dollar.

Canada has a standard sizing 
system, after a ten year study of 
actual measurements o£ 150,000 
children. Based on body meas­
urements, rather than age, the 
new sizes range from 18B to 38A 
[or garments that fit the upper 
part or the whole body and 20Y 
to 40Z for garments that fit at 
or below the waist.

Once you learn your child’s 
letter (A for a slim chest, B for 
a sturdy chest, Y for a slim 
waist, Z for a sturdy waist), you 
simply measure hips or chest, 
add the letter to the num ber 
and you have your child’s exact 
size, 26A for a shirt, for ex­
ample, or 20Y for trousers.

In  the U.S. clothing sizes are 
b a s e d  on age, height, and 
weight, not body measurements. 
Sizes 3-6x are d e s i g n e d  for 
young children ages three to six 
and one-half, sizes 7-14 for girls 
ages seven to fourteen, and sizes 
8-20 for boys ages eight to 
twenty. Still, it is not uncom­
mon for an eight-year-old to 
wear a size 10, or even a 12, de-



pending on ihe type of garment 
and the m anufacturer's sizing 
system.

Although large retailers talk 
of standardized sizes, clothing 
m anufacturers are reluctant to 
agree to a system calling lor 
fewer garments made in more 
sizes.
W hat to do?IE you can’t take your children 
shopping with you, better de­
velop a sharp eye for sizing the 
clothing. One clue is the price 
tag. An expensive garm ent is 
usually larger than the stated 
size. A cheaper garment is usu­
ally smaller, due to the m anu­
facturer’s skimping on cloth and 
seams.

Once you know your child’s

measurements, and have a gen- 
eral idea of the size range he 
can wear, look for special fea­
tures of a garm ent that will 
"grow" with him. Elastic waist­
bands, snip-out or generous 
hems and seams, let-out tucks, 
adjustable straps, long sleeves 
that may look well as three- 
fourths length are some of the 
features that will increase the 
wearability of a garment. K nit­
ted garments ancl stretch fabrics, 
bought one size larger than 
needed, will usually fit for sev­
eral seasons. Since "hand-me- 
downs" is last becoming a for­
gotten phrase, careful shopping 
for the right size childrens’ 
clothes can save you much time 
— and money.

A  better fit for kids’ clothes in Canada.

H IP S  CHEST  w a i s t

M easure  around  w idest M easu re  around M easure  around

part fullest pari natural w aistline

M easu re  over lightweight, close-fitting underwear. Tape is snu g  but not tight.

From Standards Branch, Dept, of Trade and Commerce, Ottawa, Canada.
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Perhaps in no other buying 
situation is the consumer so 
completely baffled and bewil­

dered as when he is purchasing 
a hearing aid. Yet for the 10 per 
cent of the population who suf­
fer from a hearing loss, a hearing 
aid is a m ajor investment, usu­
ally bought with savings or pen­
sion funds.

If a hard-o£-hearing person 
goes directly to a hearing aid 
dealer, as 9 out of 10 do, his own 
disability makes him  rely wholly 
on the advice of the man who is 
attem pting to sell him  a hearing

aid. W ith no knowledge of hear­
ing losses or hearing aids, the 
customer has no effective bar­
gaining power.

This need not be the case. 
Satisfied hearing aid wearers 
are those who go to the time, 
trouble and expense of consult­
ing a doctor or professional au- 
diologist to find out the extent 
of their hearing loss and the 
type of aid required. Once you 
have this inform ation, you are 
clearly in a better position to 
buy a hearing aid. Others have 
not been so lucky.
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Senate inquiry
Testimony in the 1962 U.S. 

Senate inquiry into the high 
prices of hearing aids revealed 
that many people were sold use­
less hearing aids by fast-talking, 
high pressure "salesmen,” who, 
in some instances, were hired by 
m anufacturers’ ads in  news­
papers calling for "ex-used car 
salesmen.” Although these sales-, 
men had little, if any, knowl­
edge of hearing aids or how to 
fit them, their smooth sales talk 
and quasi - m e d i c a 1 m anner 
caught many people unawares. 
Once these salesmen had won 
the customers’ confidence, they 
quickly made use of such sharp 
selling tactics as convincing the 
customer he would lose his hear­
ing, or forget how to talk, if he 
did not buy their hearing aid 
immediately. One sales manual 
exhibited at the Senate hearings 
supplied ready answers to  over­
come a customer’s objections or 
his wish to consult with his doc­
tor or family before he bought 
an aid.

Samples of misleading hear­
ing aid advertisements were also 
exhibited at the 1962 Hearings. 
These ads played on the fears of 
the hard-of-hearing w i t h  such 
lines as “I t ’s a Shame Not to 
H ear!” or “Don’t Let Anyone 
Know You C an’t H ear!” Other 
ads announcing “A Completely 
Invisible Hearing Aid" carried 
a picture of a small disc, which 
was, in fact, the battery— only 
a part of the actual hearing aid.

Since 1962 many of the "half­

tru th ” ads h a v e  disappeared. 
Oregon has passed a law requir­
ing all hearing aid dealers to 
be licensed, and other states are 
considering such a law. Respon­
sible members of the hearing 
aid industry (and there are 
many) who have done much to 
clean up their industry object 
to the law, declaring that un­
scrupulous persons, as well as 
honest dealers, can pass the ex­
aminations. "Fast buck” sales­
men are still around, and there 
are hearing aid m anufacturers 
willing to s u p p l y  them with 
hearing aids and sales manuals, 

“A veritable flood of mail,” 
from elderly persons who had 
been swindled by sellers of prac­
tically useless hearing aid equip­
ment, has poured into the office 
of Mrs. Esther Peterson, Presi­
dential Advisor on Consumer 
Affairs, (One woman paid $700 
for a hearing aid and $600 for 
a special hearing device for her 
television set.) And a recent 
racket in Wisconsin was to sell 
a “hearing aid” for $200-$300 
composed of parts taken from 
used aids.
Hearing clinics

If you have a hearing loss, 
first go to a doctor. An otolo­
gist, a physician who is an  ear 
specialist, should be your first 
choice. Your hearing loss may 
be corrected by m inor surgery, 
or it may even be reversible. If 
tests indicate you m ight benefit 
from a hearing aid, the otologist 
will send you to an audiologist, 
a hearing specialist usually con­
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nected with a non-commercial 
speech and hearing clinic at a 
hospital or university. (An audi­
ologist is a professional hearing 
specialist trained in fitting  hear­
ing aids. H e is not to be con­
fused with the hearing aid dealer 
who displays membership in the 
Society of H earing Aid Audiolo- 
gists, an organization that pre­
sents dealers with a certificate 
after completion of a h o m e  
study course.)

After a s e r i e s  of objective 
hearing tests, the professional 
audiologist will recommend one 
or more hearing aids acceptable 
for your hearing loss. H e will 
help you make arrangements to 
purchase an aid from  a repu­
table hearing aid dealer. In 
some instances, local dealers, se­
lected by the hearing clinic, re­
ceive patients on a rotating 
basis, and often provide a recon­
ditioned aid free to those who 
cannot afford to buy one. T he 
dealer, a f t e r  discussing your 
needs with the audiologist, will 
fit you with an aid and teach 
you how to use it.
Hearing aid dealers

If there are no such clinics in 
your community or within com­
m uting distance, you will have 
to rely on the advice of your 
doctor, a reputable hearing aid 
dealer, and your own good judg­
ment when you buy a hearing 
aid. Before you choose a dealer, 
check the community and finan­
cial standing of several, and pay 
them a visit. Double check any 
dealer who sends you a postcard

offering to test your hearing in 
your home. Many of these are 
unauthorized salesmen operat­
ing from the trunk of a car. 
Once you’ve c h o s e n  a dealer, 
take a friend with a familiar 
voice along with you to help you 
test and choose your hearing 
aid.

Although the m anufacturers 
and the ads stress the small size 
of a hearing aid, your first con­
cern in p u r c h a s i n g  an aid 
should be its ability to help you 
hear better. Look for (I) intel­
ligibility of sound —  the aid 
which distorts sound least for 
you, (2) tolerability— the loud­
est noise should not be uncom­
fortable, (3) quality of sound— 
your appreciation of the sound 
produced by the aid, (4) per­
formance of the aid in difficult 
hearing s i t u a t i o n s ,  such as 
crowds or telephone conversa­
tions, (5) ruggedness of design, 
(fi) size, (7) appearance.

Most dealers offer a free 10- 
day trial period. This will give 
you time to adjust to the new 
sensations of wearing an aid.

T he type of aid your doctor 
or audiologist recommends— ear 
level, eyeglass type, or body aid 
— will depend on the severity of 
your hearing loss. But, chances 
are, the hearing aid dealer will 
try to sell his most expensive aid 
first, the binaural aid. Next, he 
will suggest the ear level aid, 
and last, the body aid, in order 
of decreasing price. T he advan­
tages of using a binaural aid 
(two aids) are disputed, but
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audiologists recommend them in 
special cases, such as for blind 
persons. If you're willing to pay 
almost double (around $700) for 
a binaural aid, you may be well 
pleased with the added depth of 
sound.
Service is a must

T he willingness of a hearing 
aid dealer to stand behind his 
product is most im portant. T he 
estimated life of a hearing aid 
ranges from two to five years, 
and you can expect to have your 
aid serviced a num ber of times. 
Check to see if the dealer has 
reconditioned aids for loan in 
case of servicing delay. W hen 
you do take your aid in for re­
pairs, brace yourself against a 
sales talk to convince you to buy 
a new aid. This may be neces­
sary, but you can get an esti­
mate, and perhaps a bid, on re­
pair costs, by sending your aid 
directly to the manufacturer.

Although hearing aids cost 
around $50 to m anufacture, re­
tail prices range from $100 to 
$1000, with the usual price 
around $250-$350. T he unin­
formed 'buyer is tem pted to buy 
an expensive hearing aid, th ink­
ing that quality and price go to­
gether. This is not the case in 
hearing aids. Testimony at the 
1962 Senate Hearings revealed 
that there was only $25 differ­
ence in m anufacturing costs be­
tween two models of hearing aid 
exhibited there. Yet one sold for 
$99 and the other for $279. T he 
$279 model had proved the best 
seller. One dealer testified that 
he was put out of business by a 
competitor who sold his iden­
tical aids for $100 more. People 
shunned the dealer's cheaper 
aids, thinking them to be “sec­
onds” or that service was in­
ferior— not at all the case, in 
this instance.
Before you sign . . .

Read the Cine print of the 
guarantee and sales contract. 
Ask whether or not the price of 
the earmold is included in the 
price. Find out the company’s 
policy on accepting trade-ins on 
a new model. Make sure you 
understand the services avail­
able to you.

Give yourself time to adjust 
to the hearing aid before you 
complain to the dealer. A hear­
ing aid can only make sound 
louder; it cannot restore normal 
hearing. Many new hearing aid 
w e a r e r s  are disappointed be­
cause they expect too much.
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"No money d ovn . By this time tomorrow you'll have all the 

clean soft water you need,"

In this hard water areaf with four small children to wash 

for, those words were music Co ay ears. Before we had a chance 

to think much about itf the fast-calking salesman had u3 signing 

papers. Our payments would be 325 per month for three years. The 

salesman assured us we’d save nearly that much on detergents* 

cleaning powders and shampoos.

Out eccounc was turned over to a finance company, bringing 

che totoi coses to a staggering figure.

Several months later we sold our house, and while closing the 

deal, the veal estate man told us he*d found that we had a $900 

lien against our house. We weren't aware that we’d signed any such 

paper. We had to go ro the finance company and hewe the lien 

transferred Co our new home..

We discovered later that ve could have bought an identical 

product for about one*third the cost. We will know in the future 

to read the fine print before signing anything, and to Chink twice 

before being taken in by "easy credit.” We learned our lesson the 

hard way.

Mrs, James C. Brewer
Minnequa Words Federal Credit Union
Pueblo, Colorado



Choose a Contractor with Care!
If you’d rather have it right 

than do it yourself, your wor­
ries aren’t over u n t i l  you’ve 

found th e  r e l ia b le  contractor 
who specializes, if possible, in 
the home repair or remodeling 
project you plan. T here are four 
general categories to c h o o s e  
from:

Home builders, especially in 
the slack season of fall-into-win- 
ter, can offer expert know-how 
and skilled workmen, invalu­
able for large-scale remodeling.

One-slop remodeling shops of­
fer similar a d v a n t a g e s  (de­
tailed plans in accordance with 
local building codes, all m ateri­
als, even a design service with 
or w ithout a separate fee).

Specialist. You can save money 
by hiring the plum ber, electri­
cian, or roofer, for example, if 
the repairs are m inor or involve 
but one type of service. T he key 
point to determ ine is whether 
he will do the work himself or 
subcontract it to others.

Jack-of-all-trades. This is the 
man who can do anything and, 
as a special favor, do it for less 
than any established firm  in 
your area— a stranger who ap­
pears at the door out of no­
where. He may clean the eaves 
and discover loose bricks in the 
chimney— a repair job either he 
or a man he “knows” can fix 
i m m e d i a t e l y .  H e may find 
"leaks" and “hazards” he “can

repair”— or replace at hundreds 
of dollars. His aim is to talk 
long enough to get a down pay­
m ent or your name on a con­
tract before he takes off to p il­
lage another town.

•  Choose a contractor with a 
place of business and a list of 
satisfied customers, bu t don’t 
stop there. Friends or relatives 
who have used his services can 
give you unbiased reports; the 
Better B u s i n e s s  Bureau or 
Chamber of Commerce may 
have inform ation, too.

•  Protect yourself by choos­
ing a contractor who carries in ­
surance to cover workmen’s in ­
juries; if work is subcontracted, 
make sure you are protected 
against liens.

•  Get several bids before you 
sign a contract and a detailed 
estimate with each which names 
type, grade, and cost of m ateri­
als, as well as the cost of labor.

•  Read the contract carefully 
for details which include exact 
dimensions and specifications, 
and don’t sign a “completion 
certificate” until you have thor­
oughly checked the finished job.

•  Avoid the man-in-a-hurry 
who uses high pressure.

•  W ith  a loan from your 
credit union you can ask for 
and obtain the advantages of a 
cash customer at an established 
and reputable contractor.
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In newspapers, on r a d i o  and 
television, in roadside signs, 

and by other means, motorists 
are being urged to drive safely 
to cut down the alarmingly in­
creasing highway accident toll. 
But are you sure your car is 
capable of being driven safely?

It’s a sober fact that most ex­
perts agree a large num ber of 
s e r i o u s  automobile accidents 
still are being caused by me­
chanical failure. A recent study 
by a Harvard researcher flatly 
stated that 50 per cent of all fa­
tal a c c i d e n t s  still are being 
caused by mechanical trouble. 
Most other observers feel this 
percentage is too high; the N a­
tional Safety Council, for in- T 
stance, feels 10 per cent is closer. 
(Ten per cent of 40,000 highway 
fatalities a year is a lot of 
deaths.)

H igh on the list of causes of 
serious a c c i d e n t s  are three 
things: brakes, steering gear, 
and tires. Failure of any of these 
at high speed can be deadly. 
All indicate the im portance of

regular maintenance by reliable 
garages.

And there are lures for the 
consumer in all three areas. 
Brakes

You know you must have 
good brakes, but do you know 
how much a brake job costs? 
Continent-wide you will see of­
fers of brake relining for $13.95 
or some sim ilar figure. Can you 
have your brakes relined for 
$13.95? Yes, but it’s very likely 
that if your brakes need relin­
ing, other b r a k e  repairs are 
needed too, or will be shortly. 
Brake cylinders may need over­
hauling, brake drums may need 
grinding, for examjile. If this 
work is required your bill will 
be around $40. This is not too 
much, but it is not §13.95.

There are two gimmick possi­
bilities here: you may get a re­
lining job at the advertised 
price and drive off with only a 
third of the needed work done 
and a false sense of security; or 
you may be irritated to learn 
that the $13.95 job you thought



was being done costs S40.
(Incidentally, a recent N ation­

al Association for Stock Car 
Auto Racing (NASCAR) test of 
brake linings revealed that of 19 
brands tested, only tivo met m in­
imum requirements of modern 
highway driving, 12 failed the 
test, and five were marginal. 
This test points up both the 
importance of taking your car 
to a reliable garage and the u r­
gent need for enforceable indus­
try-wide standards for linings.) 
Steering gear

You can find "alignment 
jobs” a d v e r t i s e d  just about 
everywhere for around $10. Can 
you get a front-end alignment 
for this price? Yes, but if other 
unsafe steering conditions are 
present and other mechanical 
work is required, the bill could 
come to $100, depending on 
what's needed. Again, the “$10 
realigning job" may be just an 
advertising come-on. If the shop 
is interested in a big volume of 
$10 jobs, you may leave with 
serious troubles unrepaired. If

Check
car,
drive
safe!



the shop is honest (except lor 
using advertising come-ons) you 
will have to pay more than $10 
il' the work is needed.

T he subject of tires is so com­
plicated that ii would require a 
book a hundred times the size 
of this magazine just to list all 
the complications. State, provin­
cial, and federal governments 
are studying ways and means of 
protecting the consumer against 
trick advertising, inferior anti 
dangerous merchandise, and a 
m onum entally complicated pric­
ing structure.
Tires

A master mechanic with 30 
years of experience in all phases 
ol auto repair and m aintenance 
said a good rule of thum b on 
buying new tires— at least until 
the current mess has been 
ironed out— is never to buy a 
tire of less quality than original 
new car equipm ent. “I have seen 
$9.99 tires that I wouldn’t put 
on my car free,” he said. “They 
were not as safe as the old bald 
tires on my car." T here are 
many cut rate tires on the m ar­
ket that should never be driven 
at more than 50 miles an hour, 
he said.

“Original equipm ent grade 
tires, or '100 level’ as they are 
called, may cost you more than 
bargain tires, but you'll never go 
w r o n g  with them. Insist on 
them." And, he added, for most 
people and most normal driv­
ing, there’s little need to buy 
higher-priced tires than original 
equipm ent grade.

Best advice oE all is to know

your garage and know your me­
chanic, and have regular checks 
of tires, steering gear, and 
brakes. Find a good shop and 
rely on it. A good mechanic will 
be glad to tell you what he’s 
doing to your car, and why. A 
good garage will do only neces­
sary work.

A shady garage —  and there 
are many of them— may do poor 
work, incomplete work, or no 
work at all where it doesn't 
show. A gyp garage may recom­
mend repairs that are not need­
ed and o v e r l o o k  work that 
should be done. One local gim­
mick was to demonstrate to the 
customer that he needed new 
ball joints by wiggling "loose” 
wheels up and down. T he custo­
m er d idn’t know there had to be 
play in these joints, and he and 
scores of others bought new 
parts that were not needed.

Suppose you’re on a long trip 
and something goes wrong? Sup­
pose it happens in an area where 
there is only one garage, and it 
doesn't look very promising? Ap­
pearances can be deceiving, of 
course, and there may be a mas­
ter mechanic and an honest man 
in that grimy little shop. But 
the point is you are at this m an’s 
mercy, whoever he is.

And you should not be having 
tire, brake, or steering trouble 
so far from home! Never leave 
on an extended trip w ithout 
having these points checked. 
R egular inspections by good me­
chanics in a shop you know and 
trust can prevent your becoming 
a highway statistic.

18



/

Nationally
Advertised

Price

1 FtvbiU aVi Cdtf
Tt's good for the consumer when one of the biggest m erchants in 

the world lets the cat out of the bag about prices. Sears, Roe­
buck did it in an ad, part of which we quote:

“H ere’s the up-to-date Sears 
guide to words to be wary of 
when you go shopping:
"1. List price. This is the ‘value’ 
the m anufacturer of retailer puts 
upon the product. I t ’s easy to 
abuse. T oo  often, they pu t a 
high list price on the product so 
it can be marked down to look 
like a bargain.
“2. Nationally advertised pricc. 
T his is the price the manufac­
turer puts in  his advertising. 
Sometimes i t ’s fairly arrived at, 
sometimes it’s inflated. How can 
you tell? You can’t.
“3. Discount price. I t ’s supposed 
to be a bargain. Is it? Remem­
ber how easy it is to set a phony 
list price and then cross it out.
“4. Comparable value. Hardest 
of all to pin down. Are the items

being ‘compared’ identical? Very 
seldom. Usually the comparison 
even if it’s honest, is loose guess­
work.
“5. Recommended price. Set by 
the m anufacturer, another, name 
for list price. T oo easy to make 
it high so the store can mark 
it down.
“6. Manufacturer’s s u g g e s te d  
price. Words again. Same as list 
price and recom mended price. 
May be legitimate, but subject 
to the same kind of hanky- 
panky.
“NOTE: Don’t  look for these 
words at Sears. You won’t find 
them. Sears believes in some 
other old-fashioned words— like 
honesty, and integrity, and repu­
tation. T h a t’s why you won’t 
find Sears playing word games 
with prices.”

So some retailing people are mad at Sears. W e’re glad they gave 
the price cat a fresh airing.
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You don’t like your present 
job. You t h i n k  you’re 

ready for a higher grade or a 
new field. So you look in the 
classified ad section or the cor­
respondence school ads by the 
dozens in some popular mag­
azine. T he headlines read like 
rainbows headed for your own 
pot of gold: “earn big money,” 
“earn more money,” “successful 
future.”

Those silver-jingling t i t l e s  
tend to play a tune up and 
down the scale of a person’s pres­
ent disappointm ent or frustra­
tion with a job he doesn't like.

I t ’s well to look behind the 
ads. P r i c e s  of home study 
courses r a n g e  from less than 
$100 to more than $600. A false 
step by you m ight wipe out that 
“big money."

Most home study schools can 
start you toward a new job or 
help you learn more about the 
one you’re in. Some, through 
their advertising, promise a lot, 
and are potential traps for your 
money.

R eputable c o r r e s p o n d -  
ence schools, generally those 
older than 5 years, can be found 
by checking at least two of the 
following: state or provincial de­
partm ent of education, the N a­
tional Hom e Study Council in 
W ashington, D.C., the U.S. Vet­
erans Adm inistration, or your 
own high school or vocational 
school guidance counselor.

Even the approved schools 
differ in quality and the prices 
they charge. For example, five



home study photography schools 
give c o u r s e s  varying from 18 
months to 3 years with fees of 
$84 for the least expensive and 
up to $625 for the most costly. 
Quality may not correspond to 
cost. T he National Home Study 
Councii, which accredits private 
correspondence schools, requires 
that tuition be reasonable for 
the service rendered.

Find out first if jobs really are 
available in the field you choose 
to study. T he people who know 
are: U. S. State Employment 
Service, Canadian National Em­
ployment Service, company per­
sonnel managers, labor union 
officials. I t’s a waste of time and 
money to study for jobs that are 
falling like dominoes under au­
tomation.

T ake a good look at your own 
study habits. Do you have self- 
discipline and patience to stick 
to your lessons? W ould a resi­
dent school be better for you? 
Consider public high schools 
and vocational and technical 
schools in your home town or a 
nearby city.

Check your own ability and 
talent for your chosen subject. 
Aptitude tests at your high 
school or vocational school may 
tell you whether you might 
make good.

You can’t learn everything by 
correspondence. In some trades 
the best training comes with the 
big, expensive machines and 
equipm ent available only in 
classroom or laboratory. Air con­
ditioning s y s t e ms ,  television

transm itting stations, aircraft, 
diesel engines and airbrake tech­
nology are such fields.
Live teacher

A beginner in piano or guitar, 
for example, can learn musical 
theory, history, and harmony by 
mail. But the test— your actual 
performance— requires the pres­
ence of a teacher. Learning to 
be a salesman by home study? 
You should have the benefit of 
practical demonstration.

You need personal supervi­
sion in learning subjects that 
will require you to prevent in­
jury to people. Books may teach 
theories but in a field like nurs­
ing, a woman trainee obviously 
must work under the personal 
s u p e r v i s i o n  of professional 
nurses and physicians. You kid 
yourself and waste your money 
if you rely only on correspond­
ence courses in such fields.

If you think you're another 
Steinbeck or Hemingway, think 
twice and more before signing 
up for a w riting school. T he 
fees can run high— over $600 at 
one. Granville Hicks, an editor 
of Saturday Review and a teach­
er of writing, believes that the 
teaching of w riting can be use­
ful "only under certain circum­
stances and then only in limited 
ways." H e seriously doubts it 
can be done by mail.

Only 59 of the more than 400 
correspondence schools are ac­
credited by the National Home 
Study C o u n c i l .  Any private 
home study school can apply for 
accreditation after it has been



In operation for at least 5 years. 
It must be willing to undergo 
detailed examination and re­
view by experts in education.
Some fly-by-nights

Some newer schools may be 
fly-by-nights, some not. Among 
them are some using high-pres­
sure tactics, either through the 
mail or by a salesman’s visit. So- 
called civil service preparation 
s c h o o l s  can’t get you govern­
m ent jobs, no m atter what their 
literature or their salesman tells 
you. Civil service jobs are won 
after taking exams given by gov­
ernm ent bodies. Schools offer­
ing airline hostess work are al­
most useless. Airlines prefer to 
send students through their own 
schools.

T h e  Better Business Bureau 
cautions against: salesmen will­
ing to sign up anyone with a 
down payment whether or not 
he can meet requirements; and 
with self-awarded titles of “coun­
selors" or "vocational guidance 
counselors"— they’re out first to 
get commissions on signed con­
tracts.

Read the contract, tiny print 
and all, and take your time. 
Don’t fall for the rush act of 
the salesman who seems to be 
running to a Eire. There is no 
such thing as a "last chance to 
enroll,” etc.

Compare schools and their 
contracts. Compare what the 
salesman tells you with the writ­
ten contract. W hen you sign, 
you agree to pay. Be sure you 
know what you’re getting for

the money. On the other hand, 
don't sign a contract you don’t 
expect to carry out.
Salesm an's tales

Some s a l e s m e n  exaggerate 
your possible earnings after tak­
ing their courses; tend to tell 
tall tales about job opportuni­
ties and earnings; and misrepre­
sent their school facilities and 
e q u i p m e n t ,  and accomplish­
ments and salaries of graduates.

If the salesman says you were 
"specially recommended” for en­
rollm ent or uses a similar comc- 
on, check it carefully. You may 
be offered a phony “scholar­
ship" under which you would 
make “reduced payments.” Prob­
ably tuition has been raised to 
a fairy-tale price to allow for it.

In  some s t a t e s  a salesman 
needs a license to solicit stu­
dents. You should ask to see his 
license. Don’t let it whisk past 
your nose.

Before you d e c i d e  on the 
school get a sample lesson. Ask 
For several. T he quality of pa­
per, printing  and binding of 
lessons may be a clue to the 
school’s quality. A recent copy­
right date on the inside of the 
book is another clue.

Home study c o u r s e s  like 
many other products, are sold 
on a cash or instalment plan 
basis. Cash payment may save 
you 15 to 20 per cent. If you 
need cash, borrow from your 
credit union and save more by 
its low interest rates.

If you learn anything, learn 
to look behind the ads.



Know the Cost of Credit

Your credit union wants you to know how to get the lowest- 
cost and most convenient credit. For this reason we reprin t 
excerpts from "Consumer’s Quick Credit G uide” published by 
the U.S. Agriculture Departm ent at the request of the Presi­
dent's Committee on Consumer Interest.

H O W  T O  F IG URE D O L IIA R  C O ST  

O F  CREDIT

A d d  all costs you  w ill have.
(A d d  d o w n  paym ent and  total m onth ly pay­

ments)
Subtract cash price o f  w hat yo u  are buying. • 
Difference w ill be dollar cost o f credit. 
EX A M PLE : A  refrigerator costs $ 300  and  
can be paid  fo r  by m aking a $12  d ow n  p ay ­
m ent and 18 m onthly paym ents of $17.92 
each.
A D D  $  12.00 D o w n  payment.

$322.56 ($17.92 m ultiplied by  
18)*

$334.56 Your total cost on 
credit

SU BTRACT  $300.00 Price you  w o u ld  pay 
if you  had  cash 

$ 34.56 D O LLA R  C O ST  O f  
CRED IT

•Charge is f igu red  at $8 per $100  per 
year on  $288 ($300 m inus $12  d ow n  p ay ­
ment). This is a sim ple annual rate of 
1 4 .8 % . See chart at right.

TYP IC A L  CRED IT  C H A R G ES

If  charges are based  o n  the beg inn ing  

am ount ow ed  and are included in the 12 

equal m onthly installments:

If  C harged  Sim ple A nnua l Rate Is:

$ 4 per $100 or 4 %  per year ......  7 .4 %

$ 6  per $100  or 6 %  per year .......1 1 -1 %

$ 8  per $ 1 0 0  or 8 %  per year .......1 4 .8 %

$10  per $10 0  or 1 0 %  per year .......1 8 .5 %

1 %  per m onth ...... 2 2 .2 %

If charged  Only on unpa id  am ount owed:

If Charged  Sim ple Annua l Rate Is:

%  o f 1 %  per month on  unpaid  balance 9 %  

5/6  o f  1 %  per month on  unpa id  bal. 1 0 %  

1% per month on  unpaid  balance 12% 
l'A% per month on  unpaid  balance 1 5 %  

l'/2% per month on  unpaid  balance 1 8 %  

2'/a% per month on  unpaid  balance 3 0 %

T he credit union maximum rate of 1 per cent per dnonth  on the unpaid 
balance includes everything; there is nothing more to pay. This is not true of 
many other lenders whose rates may seem low b u t may have added charges 
for insurance and other fees and “extras.” T he credit union’s maxim um rate 
is a  true annual interest rate of 12 per cent. Some credit unions charge less, 
and an increasing num ber make year-end interest refunds that effectively 
lower the already low rate.

Almost always your credit union offers you lower cost of credit than  you 
can get anywhere else. If you are eligible for the few exceptional lower-cost 
loans from other sources, your credit union will te ll you so.
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TOYS
Santa Claus is coming to town 

— and by C h r i s t m a s  Eve 
American parents (and grand­

parents and aunts and uncles) 
will have spent a billion dollars 
on the toys in his pack.

T o y s  are apt to be a big 
item in any family’s Christmas 
budget, and this year there are 
more toys— from dolls tjiat burp 
to tricycles that roar like m otor­
cycles— than ever before. T here 
are toys designed to provide 
hours of fun for your child, and 
there are “ten-minute wonders” 
designed just to catch your eye. 

In toyland, novelty means 
profit; the latest thing in toys 
is usually introduced at a highly 
inflated price. But a fancy price 
tag or an elegant packaging job 
doesn’t necessarily mean that a 
toy has any real play-value—  
that it is one your child will en­
joy using for months to come, 
which is one test of value.

From now till Christmas, toy 
m anufacturers w i l l  pour mil­
lions of dollars into advertising 
campaigns, mostly on tv, to in­
fluence J o h n n y  and Susie to 
convince you that they can't live 
through Christmas without the 
newest almost-real-life robot or 
talking doll.

W hat Johnny and Susie and 
even their parents often don’t 
realize is that some of these re­
markable toys aren’t as amazing

as they look. From the way the 
"Robot Commando" was adver­
tised, for instance, you could 
easily get the idea that it moved 
in response to spoken com­
mands, when actually it was run 
by batteries and controlled by 
push buttons.

A nother common deception is 
to suggest, directly or indirectly, 
that you’re getting more for 
your money than you really are 
—  a picture on the box that 
gives a false impression of what’s 
inside, or an "almost foot long" 
toy aircraft carrier tha t’s only 8 
inches. A large set of plastic 
soldiers advertised by one com­
pany (Lucky Products) sounded 
like a good buy —  until you 
found out they were only flat 
plastic pieces. A classic case is 
the "spectacular 9-inch doll with 
b e a u t i f u l  hair down to her 
shoulders . . . ” T urned  out to 
be a paper doll.

Between high-pressure adver­
tising and phony bargains, how 
can you choose toys that are 
honest values in terms of your 
child’s interest and your money? 
First of all, consider what your 
child can actually do with the 
toy. A m arionette that moves its 
arms and legs when you press 
a button is a clever device, but 
can it compare, day after day, 
with one the child can m anipu­
late himself? Or would Susie



WITHOUT TEARS
have more fun with a doll she 
can take to bed or into the bath­
tub? —  without an expensive 
change of doll wardrobe.

W hen off the store shelves 
and in your child’s hands will 
the toy be a safe and durable 
p l a y t h i n g ?  Does the cuddly 
plush dog have eyes that can be 
pulled off and swallowed? Are 
there sharp edges or dangerous 
wires? Don’t buy a toy iron or 
any electrical toy that doesn't 
have a UL (underwriters labora­
tory) label. A potentially dan­
gerous toy recently on the m ar­
ket features a punching-bag type 
of ball attached to a headband. 
W hen struck, the ball swings 
back towards the child’s face, 
and the plastic visor which is 
supposed to protect his eyes may 
break and cause injury.

How long a toy will last in the 
hands of an active child can al­
ways be a problem. Do your part 
by avoiding toys that are obvi­
ously poorly constructed or de­
signed to be looked at rather 
than played with. Fortunately, 
s h o d d y  merchandise and un­
scrupulous dealers are not the 
whole toy story.

I t is possible to find well-de­
signed, well-made t oys ,  attrac­
tive, sturdy, and appealing. For 
young children, the always-be- 
loved stuffed animals are avail­
able nowadays in materials that

can go right through the wash­
ing m a c h i n e .  Bright-colored, 
solidly made wooden pull-toys 
and pound-toys are recommend­
ed for toddlers.

For older children there are 
toys that pu t both m ind and 
hands to work —  that develop 
skills and challenge the imag­
ination— from a 29-cent top to 
a $20 short-wave radio kit. For 
new ideas in toy design, and old 
favorites as well, you can get a 
catalog of toys from Creative 
Playthings, Princeton, N.J., a 
toy-supplier that sells play ma­
terials to schools and also di­
rectly to the public; ask Com­
m unity Playthings, R ifton, N.Y., 
for their catalog.

In Canada, write for a toy- 
buying guide from Canadian 
Toy T e s t i n g  Council, T rade 
and Commerce Building, O tta­
wa.

But whether you shop for toys 
by mail or in person:
•  Know what you are getting.
•  T rade w i t h  reputable m er­
chants w h o  will stand behind 
what they sell.
•  Don’t be taken in by exagger­
ated "list” prices or too-good- 
to-be-true offers.

By thoughtful shopping, you 
can invest in Christmas toys that 
will bring dividends of fun long 
into the new year.



By one who has smoked one 
for 25 years 

I f  history repeats itself, many 
heavy smokers who try giving up 
cigarettes for a pipe will stick 
to the pipe only a short time* 
They don’t give the pipe a fair 
chance. Why? n 

A pipe smoker must carry 
more paraphernalia for one 
thing. Besides the pipe he needs 
tobacco, and of course matches 
or lighter. Admittedly all this 
stuff takes up room in pockets.

You have to learn to smoke a 
pipe. A cigarette, once lit, just 
keeps burning, bu t a pipe has a 
habit of going out all the time 
until you catch onto it.

Pipes require regular clean­
ing, which means cleaners, a 
reamer, and other gadgets. An 
uncleaned pipe can be a mess.

A new pipe, like a new shoe, 
needs breaking in. I t  may bite 
your tongue at first and not 
taste as good as you’d like.

Buy a good pipe, not neces­
sarily an expensive one. Cheap 
pipes have shoddy wood, stems 
that are soon bitten through, 
and often soft spots that burn 
out. You can get a good one for 
$5; specials for considerably less.

You need several. You don’t 
need a whole rack of pipes, but 
you should have a m inim um  of



three, to allow a pipe to cool, 
dry, and “rest." D on’t smoke 
the same one days in a row.

D on't buy a heavy, massive 
pipe; it’ll tire you out. D on 't 
buy the lightest and skimpiest 
either; they get too hot. Ask for 
a medium-weight. I t ’s a good 
idea to buy from a smoker's spe­
cialty store where you can get 
advice.

Until you’re more of an ex­
pert, stay away from gimmicky 
pipes. Good, plain  briar is the 
choice of most smokers. At first, 
a t least, avoid m etal pipes or 
those of complicated or unusual 
construction. Experim ent later.

Start with a good grade of 
standard-brand tobacco. There 
are many on the m arket for 
around $1.50 a pound (lately 
a 14-ounce ‘‘pound’’ has ap­
peared). Avoid the “aromatics” 
for awhile. Some are very flow­
ery and pungent and may offend 
those around you while perma­
nently perfum ing your pipe. 
You can spend a lot more money 
for fancy mixtures, im ported 
brands, bu t try standard brands 
first. Branch out later.

Many tobaccos come in their 
own convenient foil or plastic 
pouches. If you buy the large 
can (it’s often cheaper) you’ll 
need a leather or fabric pouch.

Many are available at low cost.
Break in a new pipe by pack­

ing it fairly loosely and only 
half full. Puff slowly and as 
regularly as possible. Hard, 
nervous pulling at a pipe (what 
you’re used to with cigarettes) 
heats it up, causes excessive con­
densation, burns the tongue— 
and discourages the new pipe 
smoker. If it goes out, light up 
again; matches are cheap. Don’t 
give up.

Let a pipe dry out a little be­
fore refilling. After a day's use 
dean  it w ith a pipe cleaner. 
After it cakes up, scrape care­
fully with a dull knife or one 
of m a n y  available reamers. 
Store it bowl down, so moisture 
drains into the bowl and evapo­
rates.

Pipe smokers swear there’s 
nothing like a pipe, and that 
there’s no comparison with ciga­
rettes when it comes to pleasure, 
economy, and health.

(On the other hand few peo­
ple have ever seriously claimed 
that pipe smoking, or any other 
kind of smoking, ever did any­
body any particular good. Any 
smoker—p ip e s  included—takes 
his chances, though the experts 
seem to agree that with a pipe 
his chances statistically are bet­
ter.)



Fire insurance
A n error in arithmetic and in 

interpretation of the co-insurance 
feature of fire insurance (see pp. 
10 and 11, Everybody’s Money, 
Slimmer 1964) brought us several 
corrective letters. We appreciate 
the interest and the helpfulness of 
these readers. The following au­
thoritative letter should clear up 
the matter.— ed.

While we agree with the recom­
mendations offered by the author 
of Facts on Fire Insurance we dis­
agree with several of his facts.

Your author stresses the import­
ance of insuring to 80 per cent of 
value. This is a good point. How­
ever, he mistakenly warns that 
homeowners who fail to do this 
run the risk of getting less than 
the face value of their policy if 
iheir home is destroyed by fire.

This is not so. In  the event a 
house “burns to the ground” or is 
unrepairable because of fire the 
FULL amount of insurance under 
the policy will be paid. In  the case 
cited in your article this would be 
110,000.

T he 80 per cent “coinsurance" 
referred to in the story applies to 
replacement value where a partial 
loss occurs. If the proper insur­
ance is in force the policyholder 
will get new for old. If not, pay­
ment will depend upon the per­

centage of coverage the homeown­
er is carrying. In  virtually no case 
will the homeowner receive less 
than actual cash value of the 
property lost. T he only exception 
would be if the actual cash value 
of the loss exceeded the limits of 
the policy.

Your writer also is particularly 
harsh in his description of what 
would happen if a homeowner 
took in a boarder or failed to pro­
tect the charred remains of his 
property.

Generally, he would not forfeit 
coverage in either of these events. 
Of course, if a homeowner turns 
his property into a full-fledged 
boarding house or makes no ef­
forts wliat-so-ever to protect his 
house after a fire, he may lose cov­
erage. Such a situation would be 
most unusual, however.

O n balance, the recommenda­
tions made by the author are very 
well taken. We, too, urge that 
every policyholder review his fire 
insurance coverage with his agent. 
T hen if there is a loss there will 
be no question as to payment.

However, we do not want die 
insurance buyer to think his pol­
icy has many loopholes through 
which fire insurance companies 
can escape providing payment. 
T he primary function of the in­
surance business is to serve the



public. Every aspect of the busi­
ness is designed to accomplish this 
end. Policies are drawn with this 
principle in mind.

Robert G. McKay, 
Assistant General Manager, 

Insurance Information Institute 
New York, N.Y.
Food fads

I refer to your article “Food 
Fads and H ealth Books.”

Your statement “T he belief 
that hum an ills can be cured 
by the food we eat dies hard” 
is rather asinine. We are what 
we eatl

I can provide names of per­
sons who were pronounced "In ­
curable” by their doctors but are 
today free of chronic sinusitis 
and psoriasis.

Your article reeks of AMA, 
FDA and Research control. You 
advocate freedom of expression, 
now give equal space for the 
other side.of the story.

Dean Resler 
Denver, Colorado

Power to please
Recently a m e m b e r ,  who 

hasn't been in  for the past sev­
eral months, came in and de­
posited $1.00, p i c k e d  up her 
copy of Everybody’s Money and 
left. I don’t expect to see her

until the next issue is published 
and distributed.

W e are very pleased with this 
informative booklet and looking 
forward to the next issue.

Peter LaPlaca, T reasurer 
Enterprise Credit Union 

of Western Union Employees 
New York 4, N.Y.

I am the wife of an employee 
of a Johnson and Johnson Surgi­
cal Supplies here in Chicago. I 
read Everybody's M o n ey , Sum­
mer, ’64. It is great. Let’s have 
more of this kind.

Mrs. M ildred S. Molitor 
Chicago, Illinois

Ambulance call
In your issue of Everybody's 

Money—Summer, 64, you have 
an article “Ambulance Call.” 

First of all, I want to say that 
I have been a member of the 
credit union and also a member 
of the Livingston, New Jersey, 
First Aid Squad for 8 years. You 
state that the National Safety 
Council sampled 865 cities and 
only 46% had standard am bu­
lance service, and that they were 
poorly equipped, both in equip­
ment and in training personnel, 

I don't know where the Safety 
Council went and I don 't know 
anything about the West Coast
or the Middle Western cities, but

jzXXsjv &S;



I can say that they did not visit 
New Jersey, because almost all 
towns and cities in New Jersey 
are covered by ambulance service 
and these ambulances are oper­
ated by people that are trained 
in First Aid and know what to 
do and when to do it. For an ex­
ample, in the squad which I am 
a member, we have 24 men. All 
have a standard Red Cross card 
and about half have standard 
and advanced cards. T hree also 
have instructors’ cards . .  , All of 
these squads are volunteers and 
receive absolutely nothing for 
their service. W e are on call 24 
hours a day and 7 days a week.

W e have a 1963 Cadillac and a 
1964 Cadillac a m b u l a n c e ,  
owned and operated by the First 
Aid Squad. These ambulances 
are equipped with the latest 
equipm ent available: 1) Inhal- 
ator 2) Resuscitator 3) H eart Kit 
4) Burn Kit 5) Laryngoscope 6) 
Emergency Doctor’s Kit 7) Arm 
Splints 8) Leg Splints 9) Back

Boards. All of our men are 
thoroughly trained in  the use of 
the equipm ent and are able to 
handle all kinds of emergency 
calls. W e are in perfect harmony 
with our local doctors, and I 
m ight add that they help in 
training our men. W e like to 
think that we help to save lives, 
not to take them.

T he squad operates only on 
donations sent to us by the citi­
zens of our town.

John Berni 
Livingston, New Jersey

Doctor bills
Congratulations on your little 

magazine, especially on the sum­
mer issue just out. "Doctor bills 
and side effects” was quite help­
ful. I do want to correct the ad­
dress of Group Health Association 
of America given on page 8. 

Group Health Association of 
America 

704 17th Street N.W. 
Washington, D. C. 20006

Martha Hanes, Treasurer 
T he Cooperative League of the 

USA
Chicago, Illinois

PORK FACTS
Research by the U. S. Departm ent of Agriculture shows 

that tenderness and juiciness of cooked pork roasts are 
not related to the am ount of fat they contain. T he bu tt end 
of fresh ham has a greater proportion of lean than the 
shank end and the loin end of the loin cut more than the 
rib  end. Cooked lean averages about 40 per cent by weight 
of the trimmed raw cut. T he thinner the fat covering, 
the shorter the cooking time.
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Useful Publications
TO HELP YOU STRETCH YOUR PAYCHECK

S

H EA LTH
You and Your Hearing, Public Affairs Pam phlet No. 315, 25tf. 
Smoking— The Great Dilemma, Public Affairs Pamphlet No. 361, 
25f!. Public Affairs Pamphlets, 381 Park Avenue South, New York, 
N. Y. 10016.
Hearing L o ss^H o p e  Through Research, Public Health Service Pub­
lication No. 207, U. S. Government Printing Office, Washington, 
D. C. 20402. \H .
Smoking—Is I t Worth the Risk?, Michigan Cancer Foundation, 4811 
John R- Street, Detroit, Michigan 4820L. Free.
l a b e l s
Read the Label on Foods, Drugs, Devices, Cosmetics, FDA Publica­
tion No. 3, U. S. Departm ent of Health, Education, 8c Welfare, U. S. 
Government Printing Office, W ashington, D. C. 20402. 20£
The Label Story, Food and Drug Directorate, Department of Na­
tional Health and Welfare, Ottawa, Canada. Free in Canada.
CORRESPONDENCE SCHOOLS
Facts You Should Know About H ome Study Schools, Better Business 
Bureau of Metropolitan Boston, Educational Division, Boston, Mass. 
15£.
How To Choose a Correspondence School by Homer Kempfer, Bell­
man Publishing Company, Cambridge, Mass. $1.00. (Or your local 
library)
The H ome Study Blue Book, National Home Study Council, Wash­
ington 6, D. C. Free.
MISCELLANEOUS
Recommended Standards of Practice for Advertising and Selling A u­
tomobiles., Association of Better Business Bureaus, Inc., Chrysler 
Building, New York 17, N. Y. Free.
Do You T h ink  You W ant a Job? (for m arried women), Alumnae 
Office, M ount Holyoke College, South Hadley, Mass. 35£
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Everybody's Money
C O M E S  T O  Y O U  W IT H  T H E  C O M P L IM E N T S  O F  Y O U R  C R E D IT  U N IO

[(P v t '

credit union incTnftfcrH like you now 
receive I his magazine four times 

year. T he circle of readers grows 
with every issue, which tries to he 

you get more for your money. Each 
tssue will give ftpcc.ilit: information on wise Buying 

and money management, but no individual prod­
ucts will Ik: recommended. Frauds aiul deceptions 

will be exposed: they not only exploit con­
sumers but they harm responsible businessmen 

who provide usclul srtvii.es and make and sell 
honest pmducis. We hope you will f̂ ei sonie- 
iliing else out of I'.vrrybtnly's Money, too, 
atul thal is the credit union idea that 

helping each other is tlu: best 
of self help.
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