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Acme Brick Company is the oldest face brick manufacturer in
Texas, and is the largest American-owned producer of face
brick in the world. Founded in 1891, Acme has a long and
colorful history. Indeed, separate histories could be written
about its various functions, internal departments, innovations,
administrations, or its leadership in the industry. But to present
separate studies of these areas would not express the spirit or
the essence that is Acme.

Acme Brick Company is practically an insfitution in the
Southwest and is known for its leadership, its stability, its
adaptability and its tenacious desire to be on fop. This book
attempts a balanced freatment, seeking to capture the flavor
and personality of the firm by pulling various areas, such as
finance, production, sales, leadership and management, into

focus as the story unfolds.
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Preface

Any American business enterprise that successfully completes o
century in our fust-moving age of |evercged buyouts, corporate
raids, foreign takeovers, and economic uncertainty should have its
history known. Unfortunately too few histories of lasting corpora-
tions have been written, and even fewer on brick companies that
have been so much a part of the American heritage. Most of the
studies that have been made of brick companies are unpublished
theses or sections of local histories, so there are several compelling
reasons for writing this book—the first of which is to help fill a sig-
nificant void in our neglected brickmaking history. Another reason
is that Acme Brick Company wants to record permanently its one
hundred years of success and to share this collective memory with
its employees and friends. Still another reason is that there is a
need for a publication on an outstanding Southwestern business
whose roots are deep in nineteenth-century capitalistic entrepre-
neurship. Finally, Acme Brick Company, a colossus of the
American brick industry deserves to have its story told.

Acme Brick Company is the oldest face brick manufacturer in
Texas, and the largest American-owned producer of face brick in
the world. Founded in 1891, Acme has a long and colorful histo-
ry. Indeed, separate histories could be written about its various
functions, internal depurh‘nenis, innovations, administrations, or its
leadership in the industry. But fo present separate studies of these
areas would not express the spirit or essence that is Acme. For
Acme Brick is practically an insfitution in the Southwest and is
known far and wide for its accomplishments, its competitive spirit,
its leadership, its stability, its adaptability, and its tenacious desire
to be on fop. So this book attempts a balanced treatment, seeking
to capture the flavor and persondlity of the firm by pulling various
areas, such as finance, production, sales, leadership, and man-
agement, into focus as the story unfolds.

Acme’s story is one of evolution and change. For its first three
decades Acme was strictly a Texas-based company. lts majority
ownership was traditionally located there, and its operating head-
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quarters has always centered in or around Fort Worth, Texas. As
a result, this narrative concentrates to some extent on Acme’s Texas
operations, especially during the first few chapters. But as Acme
grew, expanding into other states, out-of-state operations became
increasingly important and, accordingly, they receive their just
proportion in this account. Significantly, Acme Brick has adapted
fo its environment, competition in the industry, and the times. It has
expanded its range of products greatly over the years, growing
from being the manufacturer of only two types of dry-press brick,
to today manufacturing several hundred blends of brick. The com-
pany has undergone at least ten basic organizational changes, at
one point splitting into four Acme Brick Companies (independent
operating divisions) and becoming a conglomerate. Although the
company went public with its stock offering many years ago, the
makeup of the controlling interests has varied only slightly since
1891. This, however, is in keeping with brick companies in gener-
al, the vast majority of which has been controlled through the years
by families or a small group of stockholders.

For the first half of this century, brick was the king of building mate-
rials and had few rivals in the permanent construction market. But
over the past half century other construction materials and chang-
ing fashions have drastically cut into the market. Although brick is
still widely used in homes, the overall market for its commercial use
has shrunk; today’s brick industry remains tied fo the homebuild-
ing market, which is geared closely to government spending and
credit policies, thereby making the industry very cyclical. So far,
the nature of the brick business has dictated that no one company
has been able to monopolize the national or world market.

The knowledge that perfection is impossible has had a beneficial
effect on both the industry and Acme, which are both still striving
for growth. The public too has profited from these efforts to pro-
duce a better, less costly brick. From the beginning the company
has sought both growth and progress, believing them to be healthy
objectives. Through the yeairs, Acme has acquired some two dozen
brick and six concrete concerns, while hundreds of other brick
companies entered bankruptcy. Acme'’s objective has been to
enhance its market, fo vary its production, and to improve its prod-
uct. Seldom have expansion moves been for mere survival; mostly
they have occurred in order to create more efficiency and to serve
the customer better.

Acme Brick Company starfed as one of a hundred and forty-three
Texas brick plants o century ago. The company weathered many
crises, but only a dozen or so of these have been emphasized in this
book. By the end of the 1920s, Acme was the largest brickmaker in



Texas; by the mid-1960s it was the largest such concern in the
United States, operating a six-state system with nationwide sales.
Acme went on fo form Ceramic Cooling Tower and bought several
concrete concerns. As a conglomerote, Acme was able to market a
variety of goods worldwide building on its previous success with its
refractory brick. Acme subsequently became a holding company,
merged with the Justin Companies, and finally became an operat-
ing division of Justin Industries which it remains today.

No one person occupies a dominant position in this story, for it is
the story of hundreds of peop|e in management, production, and
sales. As a result of the number of years it has been in the business
and the extent of its operations, Acme has been built by thousands
of people. In 1891, Acme Pressed Brick employed three people in
management and fourteen in production (most of whom were tem-
porary help); today, Acme employs about fifteen hundred people.
Understandably, then, within the confines of these pages, it is
impossible to mention every individual who has contributed to the
company’s progress. For this reason, the author hopes that for
those people deserving fuller attention but not receiving it here will
bear with him. These men and women, however, may perhaps be
assured of a greater satisfaction, though: they have contributed to
a lasting and important structure—Acme Brick Company.

To the author’s knowledge, four other attempts have been made to
write a history of Acme Brick Company since 1960, none of which
has ever been completed. Mr. Locksley Fife's research—much of
which was published in the company house organ, Inside Acme—
was the most complete, but still was only an overview. Charles
Sewell's notes dealt only with Malvern, Arkansas; Duron
Stubblefield collected notes, but these were never pieced into a
story. Likewise an attempt made by the company to write a histo-
ry in 1975 never really got off the ground. This author’s disserta-
tion, “From Kiln to Conglomerate: A History of the Acme Brick
Company,” (1972), utilized Fife’s, Sewell's, and Stubblefield’s
material, but was written ot a time of considerable change of
direction in the company. Time has seftled many uncertainties; con-
sequently, | welcomed the chance to update and complete my ear-
lier work.

The process of research and writing this history presented some
unique challenges and opportunities. The main challenge was to
give proper coverage fo as many elements of Acme’s operations as
possible without presenting an out-of-balance treatment. A good
deal of time was involved in order to do the subject justice, with
such time being constrained to o certain degree by the author’s
full-time employment as a college administrator. The task was fur-



ther complicated because Acme is now a seven-state system, with
sixteen plants and dozens of sales offices each having ifs own
story. In addition, a centennial history poses its own special
demands for the writer who wishes to keep the work at a scholar-
ly level and at the same time include as many people and events
as possible in its coverage. Since this history will probably be read
by Acme employees and their relatives for some time to come, and
perhaps by others not connected with the brick industry, the book
has been written in the past fense. At times, the author may have
also oversimplified some of the technical processes involved in
brick manufacturing, so, he asks the indulgence of those who are
still doing what he presents as having been done, as well as, the
pardon of those technicians who know that their manufacturing
processes are more complicated than depicted here.

Readers may be bothered by what could appear to be diversion
into local history or geology, but the author hopes they are not,
since each plant has played an important economic role in its
locale and, in turn, has been influenced by its environment. In
addition, these sketches, including the brief section on early brick-
making, provide o seffing for the stage upon which the various
plants performed and hopefully breck up some of the required
chronology and lengthy details.

Spread out over two decades and involving about two years
of actual research, some of this history was written in 1971
and 1972, with the remainder being written in 1990 and 1991,
Circumstances within the conglomerate changed considerably over
these twenty years, and limitations imposed by a hostile takeover
attempt in 1990 made certain financial data unavailable.
Nonetheless, by using statistics available from the building materi-
als group and by reviewing the information that could not be put in
print, the author believes the conclusions presented in this book are
valid. Other than the few restrictions on financial information, Acme
gave every consideration and assistance to this effort.

In the following pages, with much help, the author has sought fo
fell, in logical and historical fashion, the story of Acme Brick
Company, encompassing its growth from a single Texas kiln fo the
largest American-owned brick company in the world.

Edwin E. Lehr, Ph.D.
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An Aristocratic Heritage

Brickmaking may make o legitimate claim fo being the aristocrat
of the building materials industry. The fine art of brickmaking
meets all the qualifications of nobility: it has ancient and honorable
lineage; it has gained strength and refinement through trial and
difficulty; ond it is an industry engoged in the worthwhile pursuit
of transforming the lowliest of nature’s gifts into some of its more
useful and beautiful forms. As the leader in this regal craft, Acme
Brick Company can best be understood through the following brief
description of its origins and of its progress.

Acme Brick Company carries on an artistic tradition that has
evolved over thousands of years; during which time many changes
in production techniques and fashion have taken place.
Brickmaking predated the great civilization of the Tigris-Euphrates
River valley, making the industry one of the oldest known to man.
In fact no one knows just how old it is. A statement recorded on a
brick tablet from the time of Sargon the Great (circa 2700 B.C.)
revedls that sun-dried brick had been in use for many centuries
prior to his reign, and recent excavations have unearthed bricks
made at least nine thousand years ago. Trademarks on these brick
indicate they may have been of even more ancient origin.'

Sun-dried brick continued to be used for several thousand years,
but by the time of Nebuchadnezzar (604-561 B.C.) Babylonians
were familiar with burning and glazing methods. The question of
whether pottery or brick can claim to be the first burned clay prod-
uct remains unresolved. Primitive man may have discovered that
the burning process caused hardness in clay material by observ-
ing the effects of fire on the pots used for cocking or on the crude
adobe bricks of the oven. By the sixth century B.C., only the poor
or underdeveloped areas used the old methods of brickmaking.
Poor people everywhere still dug the raw clay from the river banks,
mixed it with straw or dried grass, pressed this mixture into crude
molds, and allowed the newly formed product to dry in the sun for
months before use. Rich people and royalty only used this adobe
material for backing, and faced the walls of their buildings with
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Left: The basic flow of materials

in the manufacture of brick in a
madern brick plant. The process
differs from the ancient methods
mostly in the speed and volume

of production. Unfil the Industrial
Revolution, clay was mined or dug
with picks and shovels, fransported
by animal power, mixed with water
(sometimes with a binder such os
straw added), and made into o
mud. When the right consistency
was reached the mud was cast inte
molds, allowed to dry, and then
burned or sun dried prior to use.



shaped, burned, and glazed brick. Unlike the modern manufac-
tured clay products, these early bricks were large and unduly cum-
bersome and far from uniform in size and shape.’

Doubitless the ancient Sumerians and Babylonians taught their suc-
cessors in Mesopotamia the art of making fired brick, a skill they
took with them when driven to the Orient. In this way, the croft
spread slowly across Asia to Persia, India, and China. The Great
Wall of China, which was constructed mainly during the reign of
Chinese ruler Shin Huang Ti (255-206 B.C.), is fabricated in part
with large grey bricks that were made in the style of those of
ancient Sumer and Babylonia.®

In Egypt, stone quarries were abundant and fuel scarce; therefore,
the use of brick was limited. Biblical references tell the story of the
Hebrew bondage in Egypt and how, after the days of Joseph, the
Pharaohs compelled the Jews to make brick and furnish their own
straw for binder.* So Egyptian brickmaking dates only from the fif-
teenth or sixteenth century B.C., as witnessed in the Bible and in
the two pyramids of sun-dried brick found a few miles south of
Cairo, But the industry must have been highly prized there, since
the Pharachs monopolized the business and stamped their names
on the product. Yet, elsewhere in Africa, stone, grass, and mud
huts apparently dominated until the time of Christ, and only recent-
ly has brick supplanted stone as the durable building material
south of Ethiopia.’

The Greeks had an abundant supply of building stone and made
little use of brick, although the Byzantine or East Roman Empire uti-
lized considerable amounts of brick and file. It is easy, therefore,
to understand why the Romans accepted the Greek myth that only
the four elements of earth, air, fire, and water existed, since these
"elements” are the basic ingredients for the manufacture of brick.
Next fo the Babylonians and the modern nations, the Romans
made the most use of brick. These great builders of anfiquity left
splendid and extensive monuments to their skill as brickworkers in
nearly every part of their vast domain, with their favorite mode of
construction being o wall of concrete faced with brick.

The Romans introduced a number of innovations in kiln design
which endured basically to modern times,® and they faught the rest
of Europe the art of brickmaking. But, due fo the confusion of the
barbarian invasions that followed Roman civilization (a circum-
stance that launched the so-called dark ages), permanent con-
struction declined until the era of castle building dawned. With the
advent of modern states, town building became increasingly pop-
ular and greatly spurred the growth of brick industry. During the
gothic and baroque periods that followed, brick was used freely
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with most effective and artistic results notably in northern Europe,
where the rich and growing burgher cities built numerous brick
churches, city gates, fown or guild halls, and mansions.’

The use of brick in American building practices was borrowed
from England. The Romans brought brickmaking to England and
popularized it during the almost three centuries that they occupied
the island. Although brickmaking declined in England, as else-
where, the English brick industry revived in the thirteenth century;
however, it was not until the reign of Henry VII (1509-1547) that
brick manufacture again flourished, probably as a result of Flemish
influence. Brick began to be more uniform in size and shape about
1625. Tragic though it was, the great London fire transformed that
city from o wooden town into one made of brick, giving added
impetus to brickmaking ond building in general. Nevertheless, it
was only during the reigns of Queen Anne and the first three
Georges that a marked brick vogue almost supplanted oll other
kinds of building material.”

In North America, Anglo-European colonists very naturally fol-
lowed the European rather than the nafive building practices,
except for temporary purposes. Seventeenth-century colonists on
the eastern seaboard built their first brick houses of material
brought in from Holland and England, but domestic brick factories
sprang up in Virginia as early as 1612 and in New England os
early as 1629. Still, other colonies, such as Maryland, imported
more brick than they made, even though their clay was suitable for
brick production. Since Maryland actually exported brick by
1789, the real reason for importing brick wos to solve the bother-
some problem of ballast needed in westbound merchant vessels.”

Cargo vessels from Europe usually carried light manufactured arti-
cles to the colonists and returned with the bulky, weighty, raw
materials needed for European industry. As a result, a heavy mate-
rial was required to stabilize ships on the voyage west, which often
took the form of stones and gravel loaded info the bottoms of ves-
sels. Once the cargo arrived in the colonies and was unloaded,
this ballast became a nuisance; so captains frequently dumped this
material over the side in American harbors. By the time of the
American Revolution, every colony levied penalties against ship-
pers who rid themselves of their ballast in such a manner, with
each colony having regulations requiring that this waste cargo be
set ashore above the high water mark. Because compliance with
these laws was difficult, shippers came up with the idea of using
valuable ballast such as brick and cut stone. These materials could
be disposed of profitably and more readily thon the objectionable
sand and gravel generally used.”” The cost of transportation limit-
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ed the use of foreign brick to the coastal towns, therefore, because
money was scarce and timber plentiful, the manufacture of brick in
the inferior developed very slowly,

After the Revolutionary War domestic production of brick
increased, and the use of brick became more general. As
Americans prospered, they began to demand more substantial
building materials. This in turn stimulated the manufacture of bet-
ter products, the deve}opment of newer shapes and sizes of brick,
and the invention of faster, more efficient machinery to supply the
market. Indeed, dlthough the basic processes remained the
same—mining, shaping, and burning—more progress was made
in the last century than in all those centuries before."

Patent Office records show that the first brickmaking patent was
issued on May 15, 1800, for “a brick and tile machine invented
by G. Hadfield, residence not recorded.” Other patents for similar
apparatus were issued by the United States about the same time to
E. Miller, July 12, 1802; N. and P. W. Miller, January 5, 1804; W.
Hodgson, Richmond, Virginia, May 22, 1805; and J. F. Geuld,
Newburyport, Massachusetts, March 1, 1806. The first patents
granted for a kiln and dryer were granted to a Mr. H. Read, June
17, 1840, and to S. M. Parish, August 16, 1864, respectively.?
The dean of the nineteenth-century brickmakers, J. W. Crary, held
a half-dozen other patents on kilns and brick machines by 1862,
one of which was for a dry press patented on January 5, 1861."
Furthermore, in 1857, the Scientific American ran an illustration of
the forerunner to the stiff-mud machine, complete with pug mill,
pressure extrusion of clay, and hinged wire cutters—all power-dri-
ven by steam.'*

Alter the Civil War, American industry expanded at o fremendous
rate. Brickmaking kept pace with this universal trend toward
increased production. In 1850, some 2,121 establishments were
engaged in manutacturing clay products, and a decade later, at
the outbreak of The American Civil War, the number had
increased to 2,240. Between 1840 and 1870, the number jumped
still higher to 3,959—an impressive 76.7 percent increase. The
next decade showed nearly as dramatic an upturn, with clay prod-
ucts concerns increasing by 61.2 percent. We can surmise that the
consolidation of a number of new plants must have occurred
between 1880 and 1890, since the number of producing units
increased only 2.4 percent to 6,535, while capital investment in
such enterprise grew from $35,039,939 to $108,705,670—a
210.2 percent gain during a fime of deflation. Comparatively
speaking, brickworkers' real wages appreciated in the interval
from 1850 to 1890, for while the number of workers grew to six
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times what it had been in 1850, the dollar amount of salaries
increased eight times over. Due fo better machines, worker output
amounted fo a figure eleven times greater than the 1850 amount

of $8,189,359'%

Texas, and the Southwest as a whole, did not share in this fremen-
dous expansion in brickmaking, for their resources were largely
undeveloped in 1890. Texas, however, was the leader in all the
Southwest, ranking twentieth in value of brick and file produced,
but it still only contributed 1.5 percent of the national total. Kansas,
Arkansas, Louisiana, and Oklahoma in the Midwest and the South
were after Texas, and their combined output barely exceeded that
of the Lone Star State, Even so, these states manufactured less than
two-thirds the amount of brick produced by another Midwestern
state, the sixth ranked Missouri. Yet by 1900, Texas had 171 clay
products plants, compared with Oklahoma’s 36; Arkansas’s 65;
Louisiana’s 61; and Kansas's 60—a total of 393 brick, tile, and
pottery works! Still, these states maintained the same relative pro-
duction positions as in the decade before.'® Subsequent develop-
ments in meat packing, oil discoveries, and transportation
improvements helped to alter this arrangement so that within sixty
years the region was producing one-seventh of the country’s brick
and file shipments.'”

But the Southwest had long been familiar with brick and brick-
making. The adobe plastered structures of Indians in the Upper Rio
Grande valley and pottery made throughout the Southwest showed
that native peoples knew how fo form bricks from adobe, and
these works predate the white man by many hundreds of years.
Spanish officials constructed missions among them of adobe brick
and stone, and French colonists used burned brick at New Orleans
early in the eighteenth century. Anglo colonists used burned brick
for house foundations along the Texas coast, going on to produce
common bricks on a large scale in the 1840s." The indusiry was
still in its infoncy and waos litle understood, for even as late as
1890 only common brick was manufactured in the Southwest."”

It was this undeveloped Texas market that the founder of Acme
Pressed Brick Company, George Ellis Bennett, sought to supply in
1891 when he started his face brick business west of Fort Worth.
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Beginning Again

Although he was only twenty-four years old, George Bennett had
already made and lost a fortune when he arrived in Galveston,
Texas, some time in 1876. Born on October 6, 1852, to Benjamin
and Anna Benneft of Springfield, Ohio, George was one of sev-
eral children. He sought his fortune early, leaving home at age
sixteen ond finding employment in St. Joseph, Missouri, with a
wholesaler named James McCord.' After helping to build this
business and gaining some experience, Bennett went into mer-
chandising for himself in Butler, Missouri.” But times were hard in
1874, and his business did not weather the post-Civil War
depression. Within two years the young merchandiser had lost
practically all that he owned. Disappointed, but not defeated,
Bennett scraped up what cash and courage he could and left
Missouri for Galveston, Texas, and a new beginning.®

Bennett did not stay long in Galveston. After making some con-
tacts, he decided that Dallas offered the best opportunity for his
trade.* In this he was correct, for North Texas was just beginning
to open up, commercially speaking. The Missouri-Kansas-Texas
Railroad had just complefed its line to Dallas,” and the first Texas
and Pacific locomotive came puffing into Fort Worth the same
year.* Reconstruction ended the year he arrived, as Texas farmers
gained control of the state government and drafted a new consti-
tution. Farming was the main industry at the time, and Texas was
soon to be the number one cofton-producing state in the union.’

With the arrival of mechanization and the cash crop system,
opportunities abounded for the sale of farm machinery.* Within o
year or so after moving to Dallas, Bennett went to work for the
McCormick Reaper and Harvester Company. He was quickly
oppointed state sales manager, a position he held until 1884,
During his employment there, he traveled widely both in and out
of Texas and became familiar with the state, making many con-
tacts that proved valuable later. Apparently prosperous, and hav-
ing learned much from his experiences, Bennett quit McCormick
and went into the merchandising business for himself. All through
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Left: Mining shale at the Bennett
plant in 1894. Shale was drilled,
blasted, and hauled away in carts.
The man standing on a platform
near the center of the photograph
holds o long “breast drill” used to
drill the shale bank in preparation
for dynamiting.



the next six years, he also acted as general manager for the
Tomkins Implement Company of Dallas.?

Bennett's travels brought him frequently to Fort Worth, which was
not a very large city at the time but one bursting with ambition to
be the “Queen of the Prairies.”'* On one of these frips in 1882,
George Bennett met and began to court a lively young belle
whose father, Harrison G. Hendricks, had been instrumental in
bringing the railroad to Fort Worth. In spite of their age difference
(Octavia Hendricks was twelve years younger than him), the
romance moved along well, for George Bennett seemed years
younger than his actual age."

In 1873 Octavia Hendricks's father died leaving his family of
three girls and three boys to their mother’s and grandfather’s care.
Octavia's grandfather, Judge G. A. Evarts (a signer of the first
Texas State Constitution), had moved to Fort Worth in 1867 to
practice low with Mr. Hendricks. Despite his advanced years,
Evarts—a very successful lawyer—still contributed to the support
of the family.' Miss Hendricks and her family were among the old
“400” of Fort Worth so there were many social events to attend.
She and Bennett went to cattlemen’s galas where she danced and
he talked. They attended several musicals and plays, but they
enjoyed buggy rides most of all. George made many decisions
while driving, and on one of these excursions he proposed. As a
result, on September 19, 1884, George Ellis Bennett and Octavio
Ann Hendricks were married.

The marriage was successful, and over the next few years they
had five children: four doughters and one son. Bennett changed
companies, settled in Dallas, and strove to take care of his family
and accumulate something for them. In this he was successful, for
within four years he had conceived an idea that would lead to the
realization of his ambition.'

Bennett wanted fo start the first successful pressed brick factory in
the state to meet the growing demand for this construction mate-
rial. Texans were quickly moving out of the frontier stage, cities
were growing, and people were demanding something besides
log cabins in which to live.'* With the advent of the railroads,
more and more fowns were springing up, and, of course, with rail
transport came commerce and growth in population. The Texas
and Pacific Railroad was a good example of this trend. As it
moved across the state, it opened up farm land; it directly inspired
coal mining; it encouraged immigration; it caused the creation of
towns; and it actively promoted industrial development.’ The
huge cattle drives had been forced farther westward, and the rail-
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roads were increasingly used fo ship cattle to market."” With this
newly formed ability to market their goods, farmers were able to
raise crops for cash and to purchase ready-made clothes and
manufactured items. This led to an increase in local manufactur-
ing, which in turn caused city populations to grow. Statewide
industrial and population figures reveal that Texas had only 983
factories to serve a population of 604,215 in 1860, as compared
to 5,268 factories for 2,235,527 people by 1890, The demand
for brick kept pace with the general economic development in
Texas, with the gain in “value of brick produced” growing to
about $100,000 a year for the entire decade of the 1880s. '

Several important factors determine whether brick may be pro-
duced profitably. Aside from good plant facilities, adequate
knowledge, and continuing demand, the most vital items needed
are: clay or shale, fuel for burning, a favorable labor market,
good transportation, and proximity to a growing market area
where competition is not too keen. These were just the conditions
George E. Bennett set out to find in 1888 when he began to sur-
vey Texas's natural resources.”

For the next two years, Bennett traveled most of the state seeking
the ideal spot to set up shop. Then, early in 1890, he began inves-
tigating the area west of Weatherford in Parker County. After
arranging with Texas and Pacific Railroad officials for a handcar
and crew, he proceeded west down the T-P Railroad line from
Millsap.?" In less than an hour his party had reached Rock Creek,
a tributary of the Brazos River.

Starting in the gullies and washes of Jack County over twenty-one
miles north of where it joins the Brazos, Rock Creek twists and
turns its way southward along what was once the coastline of a
prehistoric ocean, but is now a region covered by a vast
Cretaceous era outcrop. The creek is joined by dozens of smaller
tributaries before it links up with the mighty Brazos River at
Littlefield Bend on the western edge of Parker County.” Near its
junction with the river, Rock Creek cuts through a ridge of
Pennsylvanian Age rock, limestone, and shale, which surrounds,
in saucer-like fashion, a triangular delta formed by the alluvial
deposits of the creek and river.

The delta and low hills, bounded on the south by the Brazos, form
a flat valley six miles southeast of Mineral Wells. A one-mile equi-
lateral triangle lying north of the river, this valley is divided by
Rock Creek, which flows from the gap in the north point of the val-
ley to its midpoint, then turns east for a half-mile, then south again
to the river. West of Millsap, the T-P Railroad line crosses over the

23



Rock Creek gap, swings inside along the western rim, and then
turns west again at the river.® This area was once the site of
Commanche camps and raids, but by 1890 the banks of Rock
Creek were lined with camps of peaceful rock quarry workers, o
small commissary, and a number of farms huddled together under
the protection of the hills.

As his handear came into this valley, Bennett was attracted by
what he saw. Stopping at the Brownlee quarries a mile from the
river, he searched for clay in the level creek bed. Here he took
samples from the soil and creek bank, returned fo the quarries (at
Lakota), and then hurried back to Dallas. He rushed these sam-
ples to Chisholm-Boyd-White, a brick machinery company at
Chicago, for testing. In a short while, Bennett's raw samples were
returned in the form of brick “of good quality and color.”*

Satisfied that he had finally discovered the place and material he
sought, Benneft set out fo raise the necessary capital to form a
pressed brick company and fo go into production. Although he had
accumuloted some savings, Bennett did not have enough risk capi-
tal and experience to go into business alone. Reassured by a
wealthy brother-in-law, Augustine K. Root, that adequate funds and
help would be forthcoming, Bennett confidently proceeded with his
plans even before their agreement was put into legal form.*

Bennett moved his family to Fort Worth?” and spent the next few
months scurrying back and forth from Texos to lllinois buying
machinery, testing samples, attending to legal matters, overseeing
plant construction,® and taking bricks to be tested. Finally, after
he had succeeded in producing a marketable brick on March 26,
1891, he applied for a license to do business in Texas.”” On April
17, 1891, he submitted a statement of expenses to his partners,
and that same day chartered the Acme Pressed Brick Company at
Alton, lllinois.”

The charter of Acme Pressed Brick called for $52,000 worth of
capital stock valued at $100 a share, most of which was issued to
George Bennett for his expenses. The original officers of the firm
were George Bennett, president; George Eaton Root, vice presi-
dent; and Henry E. Root, secretary and treasurer.®’ All officers
were members of the board, including Augustine K. Root. The
elder Root, who had officially retired in 1887, had spent many
years selling hardware, caoftle, and agricultural implements, and
had also served as president of Alton Roller Milling for a number
of years.” All his sons—George, Henry, and Ralph—served as
officers of Acme at one time or another; and A. K. Root himself
served as vice president, when Henry died shortly affer the com-
pany was formed.” The Roots made their most important contri-
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bution to the company during its first two years, when they aided
in construction of the plant.

Immediately after receiving the brick made from his first samples,
Bennett began buying up land for the proposed brick plant. His first
purchase consisted of three 160-acre fracts from J. M. Gilbert on
April 19, 1890. This land had been settled by John Wesley Meek
in 1859, then sold to R. W. Littlefield, who in turn had sold the prop-
erty to Gilbert between 1879 and 1880. Bennett got the property
for just over $4 per acre. Eventually, Acme and its officers came fo
own the entire Rock Creek valley as far as the Brazos River,
although during the depression in the 1930s, a change in compa-
ny policy led to the sale of a section of this land to Wesley Strain, o
local rancher.*

Construction soon began on buildings to house
the machinery, horses, mules, and tools, also a
blacksmith and repair shop for their upkeep. John
Sanders (who would become a longtime Acme
employee) along with two small crews of helpers,
built the roofs over the updraft kilns and most of
the houses in the litfle company town, which took
the name of its founder, Bennett.** Some of these
two- and three-room structures still stand today,
but among the buildings long since gone is the
original Acme office building, a small one-room
planked structure® located just east of the Bennett
Baptist Church.”

With the most important building completed between Rock Creek
and the railway, the first stumbling attempts to produce brick
began. When the first kiln of brick made from clay obtained at the
testing site had been finished, it was found that the brick was so
inferior as to be a complete loss. This gave rise fo rumors that the
sample brick received was not made from the clay that had been
sent for festing.” Another attempt was made, but this time the
company used about 50 percent sandy alluvial clay and 50 per-
cent shale, which were taken from the bank of Rock Creek. Since
this mixture resulted in a better brick, it was decided to try the next
kiln from shale only.* When this kiln was burned in January
1891, and tested the next month, the product was rated superior.
Finally, in March 1891, the plant went into full production.®

The plant consisted of one two-mold and one three-mold Boyd
dry-press brick machines, one 120-horsepower automatic Atlas
Engine, two return tubular boilers (52 inches by 14 feet), one 8-
foot Frost dry pan, and one 9-foot Frost dry pan for grinding. The
company also installed all the pumps, belts, shafting, pulleys, and
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A view of the first Acme machine
room at the Bennett plant in 1894.
George Bennett is the large man
with the wide-brimmed hat (first
from the right). Mr. Griff Bean is
the operator of the machine in the
foreground.

tools necessary for manufacturing operations. In addition, mules,
horses, wagons, carts, harnesses, plows, and scrapers were
ready for mining clay.

Manufacturing methods used in 1891 were crude compared to
those of today, requiring much more animal and human muscle
power. Shale was obtained by blasting. Holes were drilled with a
long breast drill that could penetrate to a distance of six feet into
the shale bank.”' These holes were then packed with both dyna-
mite and black powder and set off. Once the bank was shot
down, workers separated shale from topsoil by hand and loaded
it info dumpcarts with hand shovels. A big horse or mule tugged
the cart directly fo the grinders, or to a large storage shed if the
shale was wet from the rains. At first men moved the shale from
storage with tray wheelbarrows, but later they used a team and
scraper.“? After the shale had been ground and screened, it went
into one of the two dry presses, and under tremendous pressure
was molded into brick. Since one of the advantages of the dry-
press process was that brick formed in such a manner required no
drying,® offbearers hand loaded the brick onto carts that went
directly to the updraft kilns.*
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Preparing the brick for burning was a back-breaking chore in the
heat. As the bricks were wheeled into the kilns, “tossers” threw or
handed them to “sefters,” who meticulously stacked the brick in a
predetermined manner to get the best burn. Bricks from the three-
mold press were set in the first fourteen courses to “turn the arch-
es and six courses on top which would not burn out hard in the
updraft kilns.” These were sold as common backup and building
brick. But bricks from the two-mold press were “set in between the
courses where the heat was greatest, and sold for better-priced
select face brick.” Wood was used for water smoking and for dry-
ing the dry pressed brick in the kilns. A cheap grade of coal from
the Strawn and Thurber mines was used to burn the brick in the
finishing stages. This process required several days for the kiln to
cool down enough for men to enter it and remove the brick to be
loaded on cars, carts, or to be stacked.*

Bennett brought in experienced brickmen from the outside to help
solve the problems of getting started. George and Henry Root
worked at the plant the first two years. Henry acted as secretary
for a slightly longer period of time, but once production started,
these men seldom were active, except as salesmen. One experi-
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enced brickman was J. Jackson, a bricksetter, who remained with
the company until at least 1897; another was H. B. Fling, who
also began as a brickman. Fling subsequently ran the company
store from 1906 to 1914, whereupon he became superintendent
of the plant until 1919. When a formal sales organization was
established, Fling was sent to Fort Worth as city sales manager
and served in that position until his retirement in 1924.%

To a very great degree it was experienced workers from the
Bennett plant who shaped the destiny of Acme Brick Company, for
the Bennett plant has been the training ground for most of the com-
pany’s superintendents and many of its executives. Not until the
1960s were the key production people brought in or moved to the
more responsible positions without first serving some time at the
oldest Acme plant. Most of the early superintendents and key peo-
ple who stuck with their jobs through the stages of periodic pro-
duction and shutdowns therefore deserve admiration. After the ini-
tial operations began under H. E. Root, John McEver served as the
first superintendent. A Mr. Stalnaker served as plant bookkeeper.
When McEver was transferred to the Strawn mines in 1901, Ed
Conway became superinfendent. Later, Conway was replaced by
Ed Wells, who served in this capacity until W. R. Bennett took over
management from his father in 1906. Then A. B. Kelly, who had
been a burning foreman since 1893, became superintendent until
1913, when he was transferred to the newly acquired Denton
plant. Mr. Fling then ran the plant until 1919. John A. Elders who
replaced Fling became the Bennett superintendent until 1944.* At
one time or another, in one capacity or another, the majority of key
men in Acme who were tested here later headed production, sales,
traffic, or plants. Among these men were: D, J. Stubblefield, Joe P.
Hobson, Jess Keahey, Herbert Watson, Charles Sewell, Ray
Pafford, W. R. Bennett, W. R. Bennetft Jr., Ernest Fender, Ernest
Fender Jr., Wythe Poyner, D. J. Shaughnessy, Harland Jones, W.
A. Osborne, and Bennett Abercrombie.

Rock Creek supplied water for the plant os subterranean water was
too high in mineral content. In the beginning, and for several years
thereafter, o steam pump placed in the bank of the creek delivered
water for drinking and operating the boilers. Although the pump
was protected from floodwaters by retaining brick walls, problems
were often encountered in geffing it started, since steam lines ran
a great distance from the plont boilers to the pump. At any rate,
the problem was solved in 1894 by building a small lake just north
of the present plant. Topsoil and rock from the first shale pits
became the dam for this lake. Large underground cisterns provid-
ed drinking water at the plants, but water had to be hauled from
the creek for home use until this first lake was made. Eventually,
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the plant supplied water for the community that
sprang up around the plant.*

Sales and supervision personnel were housed
in the first Acme office building. Kerosene lamps
provided the light, and the telegraph was the main
communication link for sales and news. Office
equipment consisted of a lefterpress; there were no
typewriters, computers, adding ma-chines, or tele-
phones. Letters were written with indelible pencil,
and if copies were desired, the letter was placed
in the letterpress and squeezed against thin copy
paper. Such copies could then be read from the
reverse side.” Sobe ==

Near boom conditions existed from 1890 to 1894 in North Texas, "“i}* " ‘8"°'|“°"":: firsh office

d Fort Worth in particular ed to share in the prosperi UG VO Pupled e o B
uRaTe U particuiar seame fhe prospertty.  pacific Railroad tracks at the north-
The city boasted of having seven national banks with a combined  east corner of Bennett, Texas. The
capital of $3 million, an eight-story office building (built of office was used unfil 1907, then
Millsap stone), and sixty industries in 1890 as compared to none ~ abandoned for better quarters in
in 1880. Eleven rail lines served one hundred inbound or out-  Fort Worth.

bound trains daily.®

And yet North Texas suffered from a shortage of good face brick.
Even though Bennett was making his first successful burn of
pressed brick, imported pressed brick from St. Louis, Missouri,
was used to build a new courthouse in Clarendon, Texas.*'

Once production began, however, the Bennett plant had more
orders than it could fill. Over the next three years Acme built four
additional kilns, but production was sfill slow and uncertain, and
the company barely broke even. It was 1894 before Bennet
solved one of his most costly problems—fuel. Expensive high-
grade coal was used for burning good face brick until he found
a way to use cheap “slack,” a fine almost pulverized coal.”* The
process was so successful and business so improved that in 1894
Bennett decided to build a new plant across the tracks west of his
first plant, exactly where the modern facility is now located.*

This new plant, equipped with a six-mold Boyd Press and a two-
mold Boyd Press,** brought the capacity of the brick plants at
Bennett Station* to 75,000 bricks a week.* Since so much work
was done by hand, about three hundred workers were required to
keep the operation going. Many workers from the rock quarries
came fo work for Acme when Bennett bought all the equipment of
the defunct Texas Stone Company late in 1892. Farmers from
miles around cut and hauled cord wood for the plant and the
domestic needs of its employees. Some of these “woodcutters”
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lived in tents and dugouts. A few lived in lumber
or log houses, which were small—usually two
rooms with a hall between, or one large room
with a lean-to room for a kitchen.*

Immediately after the establishment of the first
brick plant, the litfle village in Rock Creek Valley
began fo grow. And since accommodations were
substandard, Bennett attempted to improve living
conditions for Acme employees. His first step was
to buy the original commissary owned by the
Brownlee quarries, which was called the Lakota
Merchandising Company after the Lake family
who had bought out the Texas Stone Company in
the mid-1880s.” Shortly affer the completion of
the first plant, Bennett constructed a larger com-
missary just west of the tracks. This commissary
supplied the entire neighborhood with almost
everything needed—from food and clothes to
farm implements, buggies, and wagons, and ot a
fair price. lce was shipped in by the carload and
stored in sawdust. This building also served as a
ﬁ'eight depot, a passenger station, and rural post
i G office.* Then, in 1898, a new brick structure was
- built, which is part of the presently unused com-
pany store.*'

Above: Acme Pressed Brick
Company’s new six mold Bayd press
when it was installed in 1894.

Right: Acme Pressed Brick’s company
store as it appeared in 1900.

One other main reason for the growth of the town was its distance
from any sizable community. Right after finishing the commissary,
Bennett built a hotel just west of the present store building. Mr.
and Mrs. Dock Cruce managed the hotel and also operated two
farms owned by the company.¢? The hotel was a convenience for
the single men who had no place to stay, as well as for Mr.
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Bennett and other company officials who often came on tempo-
rary visits fo the plant. Bennett, however, quite often lodged and
ate with his workers.

Even as lote as 1961, over sixty company-owned houses sur-
rounded the plant property.® Today, approximately twenty
remain. The company houses were better than the lean-to build-
ings, fents, and dugouts. At first they were frame structures, but by
the 1920s most of them were made of brick. One section, locat-
ed west of the plant and off the main road to Mineral Wells, was
composed entirely of frame structures. It was, however, an uninvit-
ing place fo live because a southerly or easterly wind blew soot
from the plant in its direction. This addition, nicknamed “Smoky
Row,” was the “live spot” on Saturday nights.*

A school became necessary, and a small one was built just north
of the company store. But, in 1916, Acme donated land and con-
tributed brick for a new two-story schoolhouse, which was used
until the early 1940s. When several local school districts consoli-

doted, the company bought the abandoned building and con-
verted it info apartments for workers.**

The third Saturday of each month was a big day at the Acme
plant in the 1890s since that was the day Acme paid woodcutters,
haulers, and plant employees for the previous month’s work. Mr.
Bennett brought the bills and silver and gold coins out from Fort
Worth to take care of the payroll. Wage rates for adults ranged
from sixteen to twenty-one cents an hour. Boys earned five cents
an hour as screen beaters and clean-up men.** Workers consid-
ered wages of $50 a good month’s pay.”

Loyal employees were rewarded with promotions. John Elders
was an exemplary case. Orphaned in 1897 at the age of eight,
he worked between school terms, starfing as a screen beater
(knocking clods and dust through the screens into the grinding
machines) and gate tender; he earned a nickel an hour. In 1904,
he was promoted to helper on the six-mold press, off-bearing
15,000 bricks a day at ten cents an hour. It meant a big jump in
pay for him to move to dry-pan operator that same year and earn
a man'’s pay of sixteen cents.* Even in 1914, these rates had not
changed much.*

Partly because saloon keepers drove out from Mineral Wells to the
Bennett setflement on paydays, their buggies loaded with their
wares, and partly because bookkeeping was a chore, the com-
pany issued its own money. Rather than use script, as the mine
operators at Strawn and Thurber were doing, Acme minted soft
metal coins called cupies. They were in five cents, ten cents, twen-
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ty-five cents, fifty cents, one dollar, and two dollar denominations.
All were round except the hexagonal two dollar piece. Cupies
were issued against earned wages for use at the store. Nearby
farmers accepted them in payment for their produce, as did mer-
chants in Millsap; however, since the merchants devalued their
value by 10 percent, few people used them outside Bennett.”

Travel was slow and difficult before automobiles came to Bennett in
1912, and most people could not afford a good buggy or wagon,
or the time to ride into Mineral Wells. They, therefore, fell back on
their own resources for entertainment. Parties and dances within
two or three miles of the plant were well atfended. Local talent, usu-
ally a string band, provided the music for these occasions.”

Although hunting, fishing, swimming, along with horse races, foot
races, and rodeos provided most men with recreation, the base-
ball team, which nearly every small town had at the time, was
also popular. It competed with teams from the surrounding com-
munities, even as far away as Thurber and Fort Worth. Other men
enjoyed a favorite place called “Poker Knob.” Here, on this large
hill east of the plant, big rocks afforded shelter from the
elements, wives, and law officers for those inclined to shoot craps
or play poker. But peace officers eventually discovered what was
going on and activity declined thereafter.”

More respectable and less clandestine social events were horse-
shoe pitching, croquet contests, church services, and the annual
circuses. A notable number of people attended church and
Sunday school regularly. Once or twice a year a revival meefing,
lasting two or three weeks, gathered crowds for Sunday baptisms
and gospel singing. Most Octobers a big circus came to
Weatherford, and the station would be packed with people at
4:00 a.m, waiting to catch the frain, which would then return
them at 11:00 p.m. Frequently, the train would not get them into
Bennett until 3:00 the next morning. In spite of such difficulties,
people enjoyed frips to the circus because Christmas and July
Fourth were the only legal holidays in the community.™

To some extent life was regulated by the old steam whistle which,
except on Sunday, blew one long blast each morning ot five o'clock
to wake everyone for miles around. A short warning blast fifteen
minutes before starting and quitting fime gave notice to the team-
sters to hitch up and move their first load of clay to the empty
grinders. And the same signal in the ofternoon notified them to send
their final load to the hoppers before quitting time. One long, one
short, one long blost let everyone know it was time to start work or
to quit, either in the morning, at noon, or at night. Four long blasts

from the whistle called in the superintendent from the pit or farm for
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emergencies, or for a telephone call from the Fort Worth office.
When electricity replaced steam as the power source, a siren
replaced the whistle and could not be heard very far away.™

Local farmers such as John Young, who lived a couple of miles
away, awoke with the company whistle, did chores around their
farms, and ran to work to be there by seven o’clock.” Fred Young
even swam the Brazos to get to work on time.” But the local com-
munity had an additional time check each morning when the
Texas and Pacific train came rolling through Bennett at 4:00 a.m.,
blowing its whistle so loudly that it woke up everyone in the vil-
lage. A few old-timers joke that this accounted for the remarkably
large families around Bennett since it was too early to get up and
too late to go back to sleep.”

The depression in the mid-1890s gripped the nation and hit Fort
Worth particularly hard.” Acme Brick survived this period, in
spite of losses from earlier years. New sources of competition also
threatened the company. For years, Bennett had relied on cheap
Thurber coal as a source of fuel. Without warning, Colonel R. D.
Hunter, who owned the Thurber Coal Company, raised the price
fantastically and announced his entry into the brick business.”
Mrs. Octavia Bennett in a lefter to her children explained the
problem her husband had to face:

You see they [Thurber] had the coal and also your father’s
experience. They also had the clay. Your father was desper-
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team in 1906. They are: Top row
(left to right); Jack Robinson, John
A. Elders, Tran Wallace, Jim Lowe,
Joe Wallace, and Luther Hatfield.
Seated (left to right]; Nathan Lee,
George Lee, John Pollard, Doc
Elders, and Joe Cox.



ate as Col. Hunter would no longer sell that coal o your
father at a reasonable price.*

But Acme Pressed Brick was saved by the quick and decisive
action of its owner. Bennett moved swiftly to buy W. W. Johnson's
mines at Strawn and Lyra. Texas and Pacific Coal (under Thurber’s
ownership) expected to pick these up any time it wished. Its
attempt to buy came a few hours late, just after Bennett and
Johnson had concluded their agreement. Now Acme could get all
the coal it wanted at @ more reasonable price.”'

W. W. Johnson had earlier pioneered the mining of coal at
Thurber and had sold out in 1886 to the Texas and Pacific Coal
Company, owned by R. D. Hunter and H. K. Thurber. Johnson then
moved to Strawn and opened shafts there and opened other mines
at Mount Lyra and Mount Marion.™ In November 1894, he formed
the American Coal Mining Company at Strawn with a capital stock
of $600,000.* It was this company that Bennett, in league with A.
J. Roe and William Burton, bought out in March 1897 and incor-
porated with the Strawn Coal and Mining Company, Strawn,
Texas.™ The Mount Marion Mining Company formed by Johnson
was absorbed by Bennet's company and became part of the
Strawn Coal Company of Fort Worth on February 21, 1914.%
Until his death in 1907, Bennett acted as vice president and gen-
eral manager for the Strawn Coal and Mining Company.

Bennett's battle with Hunter and Thurber proved fo be a prolonged
one. In February 1897, Hunter brought down L. M. Ramsey and
James Green, the owners of the Leclede Fire Clay Works, from St.
Louis. They tested Thurber clay and found it to be excellent for
drainpipes, roof and floor tiles, and pressed and vitrified brick.
The same factors that had enabled Bennett to be successful also
aided Hunter. A recent decision by the federal government to use
only shale brick drew Hunter into the brick business.” So the
Green and Hunter Brick Company was incorporated in March
1897, with a capital stock of $100,000 and, by the end of the
summer, was producing good brick day and night from its new,
well-equipped facilities. Although bought out in 1900 by the
Texas and Pacific Coal Company, under the leadership of Hunter
who was a large stockholder, the plant operated under the Green
and Hunter banner for three years.*

Later, the above organization, known as the Thurber Brick
Company, advertised their product as the best brick on the mar-
ket and supplied brick for many important jobs around the state.*”
In July 1899, in addition to the tile, face brick, and other vitrified
brick he already manufactured, Hunter began producing paving
brick on a large scale.™ By the 1920s Thurber was making only

34



paving brick; however, because of this specialization, in spite of
very large clay reserves, the company did not survive past 1930.
Even with a nationwide reputation and a beaufiful product, its
market gradudlly fell off. Good examples of the durability of
Thurber brick are still to be found in the walls around the Fort
Worth stock yards® and the old smoke stack at Thurber. These are
now monuments to the enterprise.

Comparisons of Thurber and Acme Brick (frequently called Rock
Creek Millsap brick) were constantly made with the aid of geolog-
ical and clay products studies. In spite of touted claims that Thurber
was larger and made the befter brick, most tests showed the
pressed brick Acme made at Bennett to be superior in several cat-
egories, particularly in low water absorption and shrinkage. Acme
Bennett brick usually burned red, grey, or a dark color, while the
Thurber brick burned almost blue and usually a deep maroon.”

Competition between the two companies remained stiff until
Hunter’s retirement in 1903. Then his son-in-law, E. L. Marston,
ran the business a little less harshly and restored better relations
with the Thurber coal miners and brickworkers.™ Since Acme did
not experience labor strife during George Bennett's tenure as
president, it could take advantage of labor strikes at Thurber.

In July 1901, for the first time, Bennett advertised Acme Pressed
Brick Company in a journal for the manufacturers of high-grade
pressed brick, common brick, and face and ornamental brick. He
listed some of the buildings that had been constructed with Acme
brick over the past ten years. This list included such Dallas buildings
as the Texas and Pacific Office Building, McCormick Office
Building, Union Depot, Santa Fe Depot, Avery Building, and
Maroney Building; Sherman churches and factories; the Paris
Federal Courthouse and Post Office; and the Bowie Courthouse and
jail. The advertisement ended with these cryptic words: “All build-
ings of any consequence that have been built in Plano, Greenville,
Terrell, Waxahachie, Ennis, Corsicana, Hillsboro, and Fort Worth
for the past seven years have been built of these brick.”*
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Postcard dated June 13, 1899 from
George Bennett to his Strawn, Texas
coal mines. Bennett's use of slack
coal from these mines, in which he
was part owner, created a tempo-
rary vertical organization that saved
his brick company from being driven
bankrupt by his Thurber Brick
Company competitors. Contributed
by Charles Senning, DeSoto, Texas.
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Workers outside a large updraft kiln
at Bennett in 1908. This was the
crew that worked during the strike of
that year.

Yet Acme did not receive a single really big order until Fort Worth
began to boom, which did not happen until the city became a meat-
packing center. Since the 1870s the city had struggled fo become a
“Cow Town”: first, by welcoming trail drivers and later, because cat-
fle were being shipped from Fort Worth by rail.” Finally, affer a
decade of trial and error, the Union Stockyards opened in January
1890 and began processing meat. But this venture did not turn out
as expected, and, during the next decade, Fort Worth despaired of
becoming a leading packing center. Ultimately, the city did gain the
cooperation of Armour and Swift and became the “greatest pack-
ing house center of the Southwest.”*’

When, at 11:35 p.m. Monday night, October 7, 1901, citizens
of Fort Worth finally raised enough money ($100,600) to assure
that Armour and Swift would establish a huge packing plant in
the city,” they also assured Acme’s survival. The new buildings
required so many bricks that no one company could supply the
job. William Bryce, a well-known builder, was awarded the con-
tract to erect the packing houses. Although he owned the Denton
Pressed Brick Company, Bryce sublet the largest portion to Acme
and accompanied George Bennett to Millsap for the inspection of
the plant and the selection of his brick.”

36



This was really the first big rush order Acme had ever received,
and the Bennett plant really came alive. Previously, production of
two million bricks per year was considered pretty good business,
but workers had never dreamed of an order of two million a
month.'™ In order to meet the demand, both the old and the new
plants had to operate day and night. Without electricity, normal
brick production was limited to daylight hours, but the working
day was extended from sunrise to sunset by adding three to five
extra hours to the normal ten-hour work day. Even so, the repair
work—removing platen from the top of burned brick, laying plat-
en on top of “green” brick, and building and removing doorways
to the kilns—was done at night by the light of coal oil forches."”'

John Elders recalled that the workers resembled coal miners, since
the smoke from the torches blackened their faces and hands. And
he also remembered getting as much work as he wanted—a fotal
of three hundred and six hours in one month. This was prior to
time-and-a-half and double-time pay; the twelve-year-old screen
beater earned $15.30 for his month’s wages.'®

Acme and Denton supplied the materials and construction on the
packing plants, which went up quickly. Work began in January
1902, and the cornerstone was laid three months later.'™ But
building did not stop there, and new additions over the next
decade kept both brick companies busy.'™ The temporary part-
nership of Bennett and Bryce developed into a working agree-
ment, each helping the other when and where he could.
Eventually this cooperative spirit, which lasted long after Bennett's
death, became the basis for a merger in 1912.%
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A view of the Acme Pressed Brick
Company’s plant at Millsap (Bennett),
looking toward the northeast in
1902. Note the mule-drawn cart
trudging from the shale pits to

the material shed at the rear of

the factory.



George Bennett,
founder of Acme Brick.

Despite his success in the brick business, after
1903 George Bennett devoted more and more
time to his coal interests.'® His plant superinten-
dents, Conway and Wells, increasingly shoul-
dered operating burdens at the brick plants.
Bennett formed the Strawn Merchandising
Company in 1904 and moved his family to
Strawn in 1906.'” Here his son, Walter Root
Bennett, learned both the mining and brick busi-
ness. Walter took a great interest in brickmaking
and soon became the manager at Bennett under
his father's tutelage.'*®

In time, Walter was chosen to run the company’s
affairs. A. K. Root had died July 13, 1906,
and his sons had taken no interest in the brick
business, even though the Root family still held a
considerable amount of stock.'"® The decision to
have Walter head up the company was made
none foo soon, for Mr. Bennett himself died a lit-
tle less than a year after A. K. Root.

George Bennett was busy to the very end of his life. Being an
active Mason, he had been made a Master Mason in September
1902, at Fort Worth Lodge No. 148, and over the next two years
took both the York and Scottish Rites.''" He was also a member of
the Elks for many years and an enthusiastic supporter of nearly
every Fort Worth improvement program.'"?

His life in Texas had begun in Galveston a little over thirty years
before and ended there on July 3, 1907. Late in June 1907, en
route to Galveston from Fort Worth on a business trip, he became
ill two days into the trip. His stomach had been giving him trouble
before he left, but no one thought it a serious matter. George
Bennett died in a Galveston hospital Wednesday evening, July 3,'"
and was returned to Fort Worth and given a Masonic funeral July
602 7 L

Bennett was not quite fifty-five years old when he died. He had,
however, accomplished most of his life goals—and more. Having
wrenched success from failure, he left three operating businesses
to his heirs, which would soon be worth more than a million dol-
lars each. All three concerns lasted longer than their nearest com-
petitors, for the Strawn Merchandising Company, which still
exists, became the largest company of its kind in West Texas dur-
ing the early 1920s;"" the Strawn Coal Company, the largest coal
business in Texas, survived two decades longer than its rival at
Thurber;'* and Acme Brick Company grew into the largest face
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brick company in America today."” Lending truth to Emerson’s
statement that “an institution is the lengthened shadow of one
man,” Bennett's exemplary public and private life set a standard
for his successors.'” As a businessman, he established a tradition
of honest business practices, fair labor policies, high-quality
workmanship, lasting friendships, and ethical principles that from
its earliest days, gave Acme its enviable reputation. As a leader,
his energy and sound decisions set the pace for other Acme exec-
utives that came after him. As an entrepreneur, his innovations
and imaginative actions gave a character to his company that it
still reflects. As a brickmaker, Bennett pioneered new techniques
of manufacture, met and beat the market odds, and established
the first successful face brick company in the Southwest.

Finally, as a citizen, Bennett's interest in brickmaking created the
little town southwest of Millsap that bears his name and imprint.
Visiting his community today is like stepping back at least eighty
years info the era of the company town. The hotel is gone, as are
most of the houses, the depot, and the old plant. But his spirit is
still there—present in the company store, the lake, the superinten-
dent’s home, the workers’ houses, and the ever present limestone
hills, silent sentinels guarding a valley of enterprise.
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Workers pause for their photograph
to be taken circa 1900 before
resuming their task of shoveling
coal into one of the huge updraft
kilns for burning pressed brick. The
man seated to the left (two children
to his right) is A. B. Kelly. Later,
Kelly would be superintendent of

a number of Acme brick plants.
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The First Expansion and Reorganization

Shortly after George Bennett's death, stockholders held a meeting
at Alten, lllinais, in order to determine the fate of Acme Pressed
Brick. Young Walter R. Bennett, after securing many proxy votes,
including those of his mother, traveled from Texas to the meeting,
which was held on August 20, 1907." Although his uge disabili-
ty had been legally removed a year before so that he might man-
age the Millsap plant, young Benneft had not yet turned twenty-
one. In spite of the fact that he had been thoroughly trained by his
father—he “grew up on the brickyard,” and he had actually run
the business for over a year—the lllinois stockholders decided that
an older, steadier hand was needed at the helm. They, therefore,
elected Ralph S. Root, the youngest son of A. K. Root, fo the pres-
idency and sent him to Fort Worth to take charge.” Bennett was
made vice president and general manoger.”

Ralph Sellew Root, president of Acme Pressed Brick from 1907 to
1916, was a strikingly handsome man in his late thirties when he
came to Fort Worth. Well-educated, suave, accustomed to money
and country club living, Root immediately built himself a fine
home in the Riverside addition, joined the proper social groups,
and moved the company office from Bennett to Fort Worth.*
Earlier, he had married Cynthia Hope, the daughter of Illinois
Judge Alexander Hope, and they had two children, Hope and
Ralph Eaton.” Apparently not thrilled at being hurried off to Texas,
Root spent very little time at the brick plant and only o half-day ot
the office.® He spent most of his time selling brick by telephone,
signing the reports sent fo him, or approving customer orders. His
most active years seem to have been from 1911 to 1913.
Thereatfter, his nome appears less and less frequently on compa-
ny papers. He left the company in January 19167

Meanwhile, Walter Bennett struggled to keep the company dlive.
The Panic of 1907 had hit just before his father’s death, and busi-
ness slowed considerably.® In response, Acme curtailed the
Bennett plant output and laid off some workers. Angered by eco-
nomic developments, layoffs, and wage cuts, the plant workers
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Above: Mr. Ralph Root, President of
Acme Brick from 1907 to 1917.

Left: Views of the Denton pressed
brick plant in 1907.



Company animal barn at Bennett in
1910. This barn was located north-
east of the brick plant near the Texas
and Pacific rail line where coal could
be unloaded from railroads into
carfs. Mules were used until the late
1920s at Bennett for hauling shale,
brick, and other material well after
the plant itself was electrified.

went on strike in 1908.7 Bennett's reaction was one of dismay,
even disillusionment. How could he face such difficulties? Markets
were shrinking so greatly that he simply could not comply with his
workers” demands. Discouraged, he closed the plant.

A long stalemate ensued in which both workers and owners suf-
fered. Eventually enough young men were secured from around the
immediate countryside to reopen the Bennett plant in 1909. But,
even then, the production schedule was highly erratic since most of
those workers were also farmers who could not work full time until
their crops were “laid by.” Unfortunately, much of the building sea-
son corresponded fo the planting and harvesting season.'®

Unions have never been very popular with independent farmers,
and this instance of local farm labor breaking the union at Bennett
serves as a good example of such sentiment. Local people looked
upon unions as intruders. They viewed the brick plant as partly
their own—a neighbor in trouble, and neighbors helped one
another. This attitude has been responsible for keeping the Bennett
plant “unorganized” since that time, in spite of major attempts
every decade fo unionize." Today, the unions have in effect writ-
ten off the prospects of unionization there.'
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Hardly had the crisis of a strike passed than ancther had to be
faced. Irregular production during 1908-1909, along with @
recession, had almost killed the Acme Pressed Brick Company,
ond the next year proved to be bad also. So in the fall of 1910
Acme closed down production. Walter Bennett took an inventory,
locked the plont office, left the keys with the timekeeper, J. E.
Fender, at the company store (the Lakota Merchandise Company)
and returned to Fort Worth seeking a buyer—not for bricks, but
for a brick plant. "

Several weeks passed and nothing developed. Then, one day in
December, a Texas Pacific train made an unscheduled stop at
Bennett. From the time George Bennett had borrowed o handcar
and explored for clay, Acme and the Texas and Pacific had main-
tained friendly relations. Now this friendship really benefited
Acme. The train conductor knew of the company’s plight and
stopped to inform Ernest Fender that a West Texas town, Midland,
had been almost completely destroyed by fire and needed build-
ing materials desperately.* Fender realized that if he got there fast
he could sell a lot of brick, perhaps enough to put the plant back
into full production.

Wasting no time, Fender walked to Millsap, got a banker to lend
him enough money for expenses, refurned to Bennett nearly
exhausted, ran info the store, grabbed a pencil and writing tablet,
and caught a fast freight headed west. He returned with a
tremendous order,” and talked to Plant Superintendent A. B.
Kelly, who in turn spoke with the workers. Enough men were
secured from around the village to reopen the plant, and its kiln
fires were roaring brightly when Walter Bennett came out to see
what had happened.® Thoroughly pleased, Bennett placed
Fender in charge of sales. For the two men it was the beginning
of a lifelong friendship, and for Acme the start toward a growing
sales organization.

Although Acme Pressed Brick Company had gradually extended
its sales territory to all of North Texas, at that time it had a sales
office only in Fort Worth.'"” Fender’s success in selling such a large
order under those special circumstances showed Bennett that a
stronger, more aggressive sales force might keep Acme in contin-
uous operation. This, in turn, would provide more stable employ-
ment for his workers, lessen the possibility of market unrest, and
give the company a better income. Up until this point, salesmen
had been merely order takers.”® Consequently, the plant never
knew what to produce until an order was received. As Fender and
others realized, if Acme had a greater variety of products to offer,
the salesmen would sell even more.
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William Bryce, owner of Denton
Pressed Brick and later a president
of Acme Brick Company.

The opportunity to add variety come in December 1910, when
William Bryce offered to sell his Denton operation to Acme.
Perhaps this idea resulted from Bennett's and Bryce's original dis-
cussion about the proposed sale of Acme Pressed Brick. Bryce
had long been a close friend of George Bennett, and the two had
several of the same business portners and interests—Willard
Burton, W. E. Guthrie, A. E. Newell, for example.'® As a builder,
Bryce used Acme brick as well as his Denton brick, and he was
the kind of man who helped many other young men in business.”
Maybe the Denton works also had experienced difficulties during
the poor construction cycle; perhaps these were the reasons he
decided fo sell.

At any rate, Bryce wanted a flat cash amount which Bennett
and Root declared they could not raise. Finally Bryce offered to
setle for stock in the new company that would be formed.”
Acme accepted the terms, but it required over a year fo negotiate
a settlement with other stockholders and nearby landowners.
Ultimately, Acme was recapitalized at $150,000. To raise the
$60,000 in cash needed to complete the refinancing, Acme nego-
tiated a loan from Elmo Sledd, a prominent Fort Worth banker. On
January 6, 1912, William Bryce, president, and W. E. Guthrie,
secretary-treasurer of Denton Press Brick, signed the papers final-
izing Acme's first external expansion.”

The new Denton plant was located about one mile south of the
public square where the city of Denton had been founded on
January 10, 1857.% It was situated on land that had been grant-
ed fo a veteran of the Texas Revolution who lost his land grant dur-
ing reconstruction and regained it in 1878.% Subsequently, the
land changed hands several times; it had not been until just before
the turn of the century that any one had realized how valuable
property was as a source of clay. Then a local plant began to pro-
duce crude, common brick of a beautiful color.*

Soon Coffeyville Vitrified Brick and Tile, of Coffeyville, Kansas,
built a dry-press plant about one-third of a mile north of the pre-
sent Acme plant. This firm, however, failed to tap the potential of
the clay and closed about 1905. Shortly afterwards, the
Coffeyville plant was dismantled. When Acme bought the site, old
kiln walls, boiler settings, shafting, pulleys, and an old boiler were
all that remained. These too disappeared by World War |, for the
old bricks were sold as backup material and the metal for scrap
to aid the war effort.” Finally, in 1925, the Kansas concern sold
the last of this land to Acme.”

While engaged in building a structure at Denton in 1900, William
Bryce, one of the South’s leading contractors at the time, had
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become interested enough to examine the rare clay deposits there.
Wishing to develop these resources, he organized the Denton
Press Brick Company in 1901.% Bryce’s main associates were A.
E. Newell, W. C. Weeks, and Scott Wilson, who later became
Acme stackholders and friends of George Bennett. This company
soon began to produce a distinctive, light-colored, dry-pressed
brick ot a capacity of a litfle over one million bricks per month.

Denton brick found a ready market. For over two years after
Acme's purchase, no particular changes were made in the Denton
plant. Neither Henry Brandenburges, superintendent in 1912, nor
his successors, Bret Thetford and W. M. Whalen, did much more
than keep the plant running.® But this they did, producing about
40 million bricks in the period from 1912 to 1914.%' Such pro-
duction pressure without good maintenance was bound to fake its
toll, and in January 1914, the plant was shut down for extensive
repairs. Indeed, the new superintendent in charge of the renova-
tions said it took nearly three years to “put it in jam-
up, first class shape.” And just when it was finished “and running
good . . . it caught fire and burned completely.”**

Superintendent A, B. Kelly called W. R. Bennett at six o’clock the
morning following the fire and told him about the disaster. Bennett
caught the next train to Denton, and upon arrival at the plant he
walked around, looked at the rongled, 5mo|dering ruins and said,
“Kelly, we will build her bigger and better than ever.”** And this they
did. Within sixty days the Denton plant was back into production.
The “new” Denton, however, was still o dry-press plant. But plans
for stiff-mud conversion were already being talked about while the
rebuilding was going on, and in 1918 sfiff-mud machinery was
installed.* From that day forward, the Denton plant was destined to
take its place as one of the best face brick plants in Texas.*

In the meantime, important modernizations had occurred at the
Bennett plant. Nine months after the Denton purchase, the Bennett
plant ceased making dry-press brick, and started conversion to
stiff-mud operations under the combined direction of Bennett, L. E.
Rogers of the Rogers Engineering Company of Chicago, and Roy
G. Smith, who was to become vice president of production. By the
end of December 1913, the conversion had been completed.®

In anticipation of the merger and the need for coordination
between two plants seventy-five miles apart, Acme finished
moving its offices from Millsap to Fort Worth in 1911. The new
offices at 824 Monroe, a one-room affair, housed a staff com-
posed of Ralph Root, Walter R. Bennett, J. E. Fender, and a
Mrs. Johnston.” About the same time, the sales force in Dallas was
strengthened by the addition of Locksley Fife, who, from then on,
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Mr. H. L. Frost, General Manager of
Bryce's Denton Pressed Brick at the
time of it's merger with Acme

Pressed Brick.
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devoted his life to selling Acme brick or otherwise
serving the company.® Daniel J. Shaughnessy
also continued in Fort Worth for a time, but went
to Bennett in June of 1911 to replace J. E. Fender,

who had moved into the sales department at

Fort Worth. Shaughnessy worked as a shipping

clerk at Bennett and a year later came back

to Fort Worth, Shortly ofterwards, Roy G. Smith

was hired as a production manager to oversee

changes and operations at both the Denton and

Bennett plants.” With Smith’s right-hand man, A.

B. Kelly, acting as a supervisor on stiff-mud instal-

lations, modernization proceeded rapidly.

Experiments with stiff-mud machinery had been

going on for the past fifty years, but little progress

was made until adequate power for driving the

required machinery was developed.® At the time
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George Bennett founded his company, dry press

A shipment order that Acme
president Ralph Root handled
in 1913. Note the $21 per
thousand price.

was the most modern and economical method of
making face brick because this operation required
no dryers and less fuel o turn machinery and burn
the brick. But sfiff-mud brick production had its advantages too,
once fuel and power sources were improved. For one thing, more
brick could be made by establishing a more continuous operation.
Furthermore, varying the shale mixtures would more easily produce
several shades and textures, and changing die seffings made it pos-
sible to produce new shapes and types of brick.

Converting to the stiff-mud process required considerable
changes in the Bennett plant, but some aspects of production
remained unchanged for some time. For example, the mining of
shale was the same until the late 1920s, and plants still used coal
and wood as fuels unfil around 1920. Loading and shading func-
tions were to go much longer without essential method changes.
In short, the beginning and end processes would be the same for
many years to come.*

But it was the middle process, forming and burning brick, that
changed most spectacularly when stiff-mud operations began
under the direction of Superintendent Fling in 1912. This new
method called for the shale to be ground as fine as cornmeal, then
coarse screened and carried high into an elevator. There, the
shale was allowed to fall through another finer screen. After the
second screening, the powdered shale was carried fo the pug mill
by conveyers. Here, water was mixed into the dust by a series of
blades; and when the mixture became a mud of proper consis-

46



tency, it was forced through a mold of the desired size so that a
continuous column of clay emerged from the machine onfo a mov-
ing belt. Wire cutters then sliced the ribbon of clay into bricks of
the desired length, which off-bearers separated by hand and

stacked onto steel transfer cars.*

From there, the steel cars, loaded with the “green”
brick, were placed one at a time in the single
dryer shaft, where the heat increased gradually
from low to high from one end to the other. Then
the car entered the dryer tunnel at the end of low
temperature and by progression, passed through
the shaft, finally reaching maximum temperature
before it was shoved out by succeeding cars. After
the brick was thoroughly dried, it was removed,
cooled, and taken to the kilns for burning. While the brick remained
in the downdraft kiln for nine fo eleven days, being subjected to @
maximum temperature of 1800 degrees Fahrenheit, a burning fore-
man carefully wotched over the process and maintained proper
fires for burning the brick to the desired color and hardness. After
this was achieved, workers removed the door walls on the kiln,
allowed the brick to cool, and then moved the brick to a shader,
who removed the culls, selected and graded the various types, and
otherwise prepared the brick for market by either stacking it on the
yard or loading it for shipment.* The movement of the brick seemed
endless, for it was repeatedly being handled by workers in the fol-
lowing sequential processes: off-bearing, unloading dryer cars,
stacking in kilns, removing from kilns, blending when desired,
selecting, stacking on the yard, and loading in carts or boxcars.

Prior to adopting this method, only eight basic types of brick had
been made of the Millsap plant.* With the conversion to stiff-mud
these types numbered at least a hundred,* ranging from light red
(Millsap Red) to almost black (Acme No, 113). The variety
increased even more when Bob Goen invented the tfexture
process. As long as the Denton plant was dry-press, it produced
only seven fypes: smooth vitrified, Aztec A, Aztec B, Aztec AB,
Denton light Flemish, Denton dark bronze, and Denton dark fire
flashed. These bricks, however, were far superior fo those made
by a nearby competitor, Denton Brick and Tile.*” Denton fire brick
found customers everywhere in Texas, including the Thurber Brick
works, the Millsap Plant, and several other brickmakers who did
not produce a marketable fire clay product.*

Some of the orders and instructions received during this period
were unique. For example the order from Abbott and Abbott at
Hillsboro totaled 35,000 bricks on February 28, 1913. That firm
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Worker is shown loading brick into
boxcars by wheelbarrow at the
Bennett plant in 1910. This method
was used to load cars until the fork-
lift came into use.



Denton Plant work force in 1914.
Note the faded sign on the sales
building shows that fire brick was
produced at this facility.

requested Acme to “ship a nice lot of 330s and be sure that the
entire shipment is alike. Dust the sand from the brick.” Another
order for 720 bricks was received the month before, with instruc-
tions to “pack in barrels and ship promptly 600 stringers and 120
headers, via M. K. & T.”# Such orders must have given headaches
to shipping foremen Shaughnessy and Elders, but still Acme tried
to satisfy the smallest as well as the largest customers.®

Acme’s acquisitions and modernizations soon led to the need for
more office space. The one-room office was overcrowded. So,
early in 1913, the headquarters was moved to the tenth floor of
the First National Bank Building at Seventh and Main. Two rooms
were rented, one for display and one for clerical work. Over the
next six years, Acme expanded and leased every vacated room
that became available. Then in 1919, the company rented the
entire third floor of the new Neil P. Anderson Building.”' Acme
remained here until 1952, when it moved info a new four-story
office building of its own on West Seventh Street.”” Company
growth necessitated the hiring of more personnel and the further
delegation of duties. One valuable addition to the office force
came in 1913 when a young man named W. T. Johnson applied
for the position of stenographer.*® Orphaned at an early age, he
and his sister had been raised at the Odd Fellows Orphans Home
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in Corsicana. Lacking funds until he drew his first
pay check, “Little John” Johnson wore hand-me-
down trousers that were much too short and high-
topped shoes.**He was “quiet beyond description”
but worked very hard, and in 1920 he became

Acme’s first official credit manager.*
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regional sales supervisor for General Acoustics
Company. It was not unusual for Easterners to
view Texas as the state of opportunity during the
first three decades of the twentieth century, and
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Delehanty was no exception. At first he worked as
a secretary, then as purchosing agent for several
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years, and finally became an officer of the com-
pany serving as auditor and sales manager. Since
departmentalization was incomplete for several years,
Delehanty handled everything from telephone calls to
individual plant orders, including the expediting of major corre-
spondence for the company.*

Still another new employee was added to the Acme sales force in
August 1915. Carlisle Martin became the company’s first branch
manager when he opened the San Antonio office in 1916. He
was a brother of Mrs. J. E. Fender. Apparently, some of Mr.
Fender’s sales enthusiasm rubbed off on him, for Martin became
one of the company’s best salesmen.” After a short interval, dur-
ing which he operated his own brick plant in Oklahoma, he sold
out to Acme and rejoined the firm as a salesman.®

The climax of all these changes occurred in 1916, when Acme
Pressed Brick Company underwent a complete reorganization. The
entire character and operational methods of the company had
changed considerably since its founding twenty-six years earlier. As
a result of the Denton merger and subsequent redistribution of the
company stock, its ownership also had changed. Formerly, the com-
pany stock had been divided about fifty-fifty between the Bennett
and Root families, with the Bennetts having a slight majority. After
the Denton merger, the Bennett interest constituted exactly one-third,
the Bryce interest slightly less, and the Root interest slightly less than
Bryce's stockholdings. The remaining 7 percent was scattered among
other company officers and lllinois stockholders. Root's activity in the
company had been on the wane for some time, and he had sold part
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W. H. Delehanty, the new controller,
signed this shipping order for Acme
in 1913. This order was for Acme’s
old rival Thurber Brick Co. who
needed fire brick to produce their
paving brick. This high quality fire
brick cost $2.35 per thousand more
than common face brick.



of his stock already. The result of all this was that, at a stockholders’
meeting held on March 22, 1916, President and Chairman of the
Board Ralph S. Root called for discussion of the advisability of revis-
ing the company’s by-laws and incorporating such changes os
would “best suit conditions of the company today.” Benneft and
Bryce were asked to draw up specific proposals and their recom-
mendations were approved at the next meeting.”

One of their suggestions called for removing the technical head-
quarters from Alton, lllinois, to Fort Worth, Texas, and for chang-
ing the company name. Upon final approval by both stockholders
and directors at Alton, lllinois, on April 13, 1916, Acme Pressed
Brick elected new officers and applied for a Texos charter.” The
secretary of state granted Acme Brick Company its charter on
April 29, 1916. Eleven days later, Acme Pressed Brick officials
signed the papers approving actions of its new president and dis-
solved the old company.® Not only had the word “Pressed” been
eliminated but also the lllinois interests had been purchased.*

Stockholders elected Walter R. Bennett the first president of Acme
Brick Company, just as George Bennett had been the first presi-
dent of Acme Pressed Brick. Walfer proved fo be a greater busi-
ness genius than his father. Although only twenty-nine years old,
he had had ten years of executive experience in the brick busi-
ness, had gone through many frustrating experiences in the ear-
lier years of the company, had served as general manager, and
had contributed to Acme’s success.

His demeanor and training marked him as o pofential leader, for
he was a quiet man, even-tempered, and energetic. His educa-
tion, both formal and informal, made him fit to play a leading role
when, as was certain to happen, Acme uhimately became
involved in national and world trade. While only o child, Walter
frequently went with his father to the brick plant; and, as Walter
grew older, he worked at every task at the plant.”* He customari-
ly spent each summer there, but, when he was fifteen, his father
sent him on an extraordinary world trip. He went first to the Far
East and worked with an uncle who was an engineer and an
explorer.*’ After spending nearly a year in Siam, he refurned to
Europe in 1902, visiting India, the Near East, the Mediterranean
area, and Latin countries en route to England.** Shortly thereafter,
he returned fo the United States and went to work for his father.**

In the interval between his return and his father’s untimely death,
Walter also learned the coal business, but he knew and loved
brickmaking better. When his father died, the family interests
were split; Walter had dropped the coal business and devoted
himself exclusively to brickmaking when he was made vice presi-
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dent and general manager of Acme Pressed
Brick Company. Because of his choice both the
consumer and brickmaking benefited. For while
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Bennett’s enthusiasm for brick was shared by members of his fam-
ily. His wife, the former Ethel Evarts, daughter of a prominent Fort
Worth merchant and livestock dealer,” became active as a mem-
ber of Acme’s Board of Directors seven years after her husband’s
death.” The couple had three children: two girls, Lena and Ethyl,
and one son, Walter.”? Their daughter Ethyl and her husband, Dr.
Fred Rehfeldt, took an active inferest in company affairs, and W.
R. Bennett Jr., who worked for Acme from youth to retirement,

served as assistant to the vice president in charge of production
during the 1970s.

Walter Bennett's energy and determination seemed boundless
once he gained command of the Acme ship following Ralph Root's
departure in 1916, He revamped and rebuilt the Denton plant just
in time fo get into World War | production, and restructured the
finances and organization of his new company. Immediately after
his election, Bennett began to open branch sales offices, first in San
Antonio, then in Houston, and in West Texas. Acme stock was
recapitalized twice before 1920, bringing it from $150,000 fo
$600,000.

World War | left Acme and many other industries short of labor and
short of markets because demand declined with the termination of
institutional and military construction. Thus litfle could be done until
after the greot conflict ended.™
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A statement of shipments to
Magnolia Petroleum Company,
Beaumont, from Denton over a four
month period, Note the number of
different rail cars used.
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Above: The Bennett plant just after
elecirification in 1919. Notice the
buildings just above the plant include
housing, a school, and a hotel.
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Right: Acme’s baseball team in 1919.
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But during World War |, Acme did its part for
America’s war effort. Bennett and Fender became
“dollar-a-year men.”” Old equipment was sold
for scrap, and the company bought large amounts
of savings bonds; it also made payroll deductions
available to employees who wished fo use this
method to buy war bonds and stamps.” Acme
supplied brick for many key industries, and mili-
tary bases—Camp Bowie among them.” Most of
the young male employees, such as Johnson,
Delehanty, and Martin, joined the service.”
Acme’s war faxes amounted to $45,535.95, a
sum that was promptly paid. Just before the war
ended, Bennett ordered the Denton plant convert-
ed to the stiff-mud process. Acme had done its
part, now it was getting ready for the “peace and
plenty” of the 1920s.”

Much had been accomplished during the previ-
ous dozen years: Acme had withstood the vicis-
situdes of strikes, and shutdowns, the loss of its
founder, the destruction of its plants by fire and
flood, reorganizations, and modernization. It
emerged a stronger company with two of the six-
teen operating face brick plants in the state®® and
with stronger leaders, alliances, and an organi-
zation that would be the precursor to its unri-
valed enterprise of the next decade.
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Plants from Texas to Arkansas and Oklahoma

Following Germany's surrender in 1918, Texas and the rest of the
nation entered a tremendous boom period in spite of the sharp rises
and declines of 1919-1921. By almost any economic indicator,
urbanization and industriclization of the state had been phenome-
nal during the preceding three decades. Now, while Congress
debated the merits of signing the peace freaty and joining the
League of Nations, officials of Acme Brick, like most of the nation’s
business leaders, talked of a refurn fo normalcy and prosperity.

The greatest industrial expansion between 1899 and 1919 had
occurred on the West Coast and in the Southwest.' In Texas and
elsewhere, however, the number of operating brick plants had
decreased. In 1899, Texas had 143 such plonts, but by 1919 only
58 were still in operation, of which 16 made face brick.? Acme’s
two plants had fought the trend, because while nationwide brick
production over the last decade had dropped an astonishing 20
percent,’ Acme’s production quadrupled.* A partial explanation
for this lay in the fact that face brick was in greater demand than
common brick. But over the next decade, the entire economic pic-
ture changed for all industries, including that of clay products.
America underwent stupendous economic changes following
World War |; Texas and the Southwest shared in most of them. For
one thing, the automobile came info its own, necessitating better
roads for “Sunday drivers”; the oil industry emerged from its infan-
cy and grew info a giant; rising standards of living for everyone
created o demand for better and larger homes; and electricity not
only brought lights for homes but provided more efficient power
for factory machinery. All this meant growth and wealth.

In nearly every respect, the brick business and Acme were to share
in this prosperity and change. Paving brick became an answer to
muddy streets and roads. The oil industry demanded more fire
brick and additional office buildings. Homeowners everywhere
clamored for better and more spacious quarters. National new
construction figures for the period between 1919 and 1925
showed a rise of $3.4 billion. By 1926, residential construction in
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Lefi: Walter R. Bennett, son of the
founder George Bennett, (standing
first from the right) showed o group
of prospective buyers how brick
was made at the Bennett plant in
the late 1920s.



the Southwest represented 64.6 percent of the total.” Besides this,
homeowners began covering their frame houses with face brick, a
trend which Acme promoted with success. The oil industry with its
major spin-off industry, natural gas, provided brick plants through-
out the Southwest with cheaper, more efficient fuel. Acme and
others also began transporting brick by gasoline truck, and like
most other industries they developed and utilized power provided
by electricity.

That Acme was able to share in the fremendous wealth and
progress that characterized this period was the result of careful
planning. While the war was still in progress, Bennett and
Company had begun to lay plans and move with confidence
toward expansion and reorganization in preparation for the
expected boom. Acme spent most of 1919 and some of 1920 in
planning, studying potential plant sites, and researching market
areas. Simultaneously, Acme recruited several fop salesmen and
production men for testing markets and new product lines.* As a
part of the expansion picture, Walter R. Bennett turned his atten-
tion towards establishment of a brick plant in Arkansas.

A panoromic view of the Bennett
plont in 1919. This photograph
shows the 7,000,000,000 brick
carried on the yard. The office
building at the right burned in
1938, and all records were
destroyed. The current plant office
occupies the exact same site. Just
above the office, in the distance the
barn can be seen and to the left of
it, on the hillside, one can see the
company hotel, the Lakota school,

and the plant superintendent’s house.

Acme’s first out-of-state venture came early in 1919 when Walter
Bennett became interested in the clays around Malvern, Arkansas.”
The whole state was abuzz with speculators and rumors of oil dis-
coveries. Malvern, a town of 3,864, was no exception. It was
quickly caught up in the enthusiosm of getting rich quickly. Land
prices were skyrocketing, and a laissez-faire policy prevailed.®
Even the Malvern Daily Record added its voice to the growing din
by demanding abolition of “that dangerous, gigantic enemy the
Arkansas Corporation Commission.”’

Primarily, Malvern was a lumber and clay products town. Located
at the foothills of the Ouachita Mountains about twenty-five miles
south of Hot Springs, Arkansas, Malvern and its suburb Perla
grew up along a junction of the railway lines.” Two brick plants
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were already in operation there when Bennett made a prelimi-
nary investigation and decided on a 120-acre tract, half-wilder-
ness and half-cotton paich, next fo the Atchinson Brick Works, o
small plant that manufactured a variety of clay products ranging
from pottery to bricks."

The site, which Bennett selected, offered an interesting index
to land volues and settlement patterns. Originally, the state
of Arkansas and the federal government had sought to foster devel-
opment by granting the land to the Cairo and Fulton Railroad
Company in 1853. Litile progress was made, however, and during
the period of Reconstruction the land was taken by the St. Louis, Iron
Mountain and Southern Railway Company, which in turn sold most
of it in order to poy off debts and complete its line construction. In
1898, the Perla and Preston Southern Railroad Company bought
the right-of-way through the tract, and, ultimately, all rights-of-way
went to the Missouri-Pacific Company in 1919 for $80. With the
aid of J. E. Young, Bennett also bought what was left of the entire
tract for $500 an acre in 1919. The rights-of-way had been sold at
a sheriff's auction twenty years earlier for a paltry sum. On March
21, 1921, Bennett conveyed the land to Acme Brick Company. "

Construction began on the Perla plant during the spring of 1920,
under V. Z. Mitchell, construction superintendent. By October
1921, the plant was completed, and Bennett announced that
Perla would begin frial production. Estimating that they would
start by producing a million bricks per month, he predicted that
production would ultimately reach two million a month. As he
noted at the time, there was only one larger brick concern in the
United States producing similar material.™ As a result of modern-
ization and expansion through the years, Benneft's estimate
proved to be too low, for in a single week in May 1971, Perla
produced more than three million face bricks—it had become the
largest single face brick plant in the United States, as well as the
most highly automated.™

Bennett's original interest in Perla had been stirred by the possibil-
ity of using the strata of lignite that is found sandwiched between
the layers of clay in the area west of the plant.”® He also stated to
the press at the fime that he intended to develop a complete line of
fire brick and refractories, as well as face brick.”® As a result, the
first kiln of brick set was fire brick. For some obscure reason, how-
ever, this was never burned. The next kiln, burned the last week of
October 1921, was of smooth face brick. Since this turned out so
well, fire brick production was dropped for a while, and almost the
entire first kiln was shipped out to sales offices, architects, builders
and would-be customers.'” The first real order for the plant was for
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Aerial view of the Perla plant
in 1926.

twenty tons of crude fire clay to be shipped to Motive Power and
Equipment Company of Houston, Texas, on November 9, 1921.
Almost a month passed before the second order was received. It
was an order for 17,000 Acme Ruffs, number two stock, from the
Fort Smith Brick Company. The words on order P-100 propheti-

cally announced, “We're off.”'®

The next year, however, proved fo be a hectic one. Product shrink-
age was a major problem and grog, a calcining material, was
needed to improve the structure and shrinkage factor. At first, large
chunks of clay, sometimes so large they barely cleared the kiln
doors, were burned in the brick kilns. Such an expensive way fo
calcine did not last long, however, and crushed rock and gravel
were hauled in and burned. But this material caused so much
cracking and exploding of bricks that a number of kilns were emp-
tied with No. 2 scoops rather than wheelbarrows. Finally, in 1923,
a used rotary kiln was installed, thereby solving the problem for
face brick production, which was to be the main product line until
the Great Depression.'*

All through the 1920s, the face brick business boomed, and
Acme's Perla crews worked twelve to fourteen hours a day loading
cars of brick. Workers spent nearly all of 1922 working out blends
and giving them specific numbers and nomes, such as Aurora,
Sunset, Sungold, and Honeysuckle. All types of grey brick were
assigned names like Light Mission Blend, Medium Mission Blend,
and Full Mission Blend. Most of these names were trademarked.
Although the Perla shipments were scattered across the country,
Houston, Dallas, Tulsa, and Oklahoma City took the bulk of the
plant's inventory.?

While Bennett and Denton still used mules to haul blasted or fres-
noed clay, Perla hauled its tractor-harvested clay over a mile-long,
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company-owned railroad from its gleaming, white pits.” Work at
the pits must have been a fascinating operation to watch, and for
nearly thirty years the scene remained the same until locomotives
stopped running in 1951.% Looking from any nearby hill, there
would have been a beautiful contrast between the towering green
pines and bluffs surrounding this dazzling, bright pit and the dark
strip of lignite sandwiched between white and yellow clays and
sand.” An impressive amount of work was required to obtain
usable material, for this part of the Wilcox formation, which
extends all the way from Arkansas through Texas, is beneath
almost a hundred feet of overburden that must be removed before
high-class brickmaking material can be reached.” In the 1920s,
once the overburden was removed, a five-ton caterpillar tractor
drawing a harrow-shaped plow loosened the exposed clay so that
smaller tractors could gather the material for loading into four-
yard scrappers. These scrappers then dumped their cargo info
steel cars, to be: towed from the pit fo clay storage by steam loco-
motives.” In the: 1950s and early 1960s, a half-dozen Le Torneau
fifteen-yard Diesel scrappers and dump trucks did this job. By
1971, all this was done by one twenty-one-yard self-loader, one
bulldozer, and three eighteen-yard scrappers. Five men and their
machines at the: pits did three times the work of ten men and their
equipment forty years before. In the 1980s one operator could
do the same.

There is no need to go into further detail on the
Perla operation, except fo point out some things
that made it unique and that every year con-
tributed fo its success. From the day Perla started,
all machinery in the plant was electrically driven,
thereby affording great flexibility in machinery
adaptation ancl usage. Perla also used natural
gas from the beginning, which required no fuel
conversion, and foremen kept careful records of
blend operations and burning procedures.”

Thus, after years of experimentation and
changes, effective programmed production was
possible. Even loading and blending records
were kept in files so that duplicate shipments
could be made many years later.” In short, offi-
cials at Perla attempted fo standardize operations
in all phases of production. This procedure has
paid dividends, both for the company in getting
“match jobs” and for the customers who always
receive a better-looking building when making
additions to the original structure.” In the 1920s,
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1925 prior to the use of tractors
and scrappers.




Acme made certain important changes that deserve mention. First,
in 1926, Acme purchased the nearby Arkansas Brick and Tile
plant, the old Atchinson Brick Works, which became Perla Unit No.
2 under the supervision of W. J. Schweitzer, manufacturing fore-
man, and C. A. Williams, superintendent. L. L. Buchanan was its
first shading and loading foreman.® Extensive repairs had fo be
made to the plant, The dryer had to be remodeled, and a new
machine room, a grinding room, new dry pans, and a clay shed
added. A Bonnot brick machine was moved from Denton and
installed. This plant was quickly converted to the production of
building and face file,*

At this same time, District Superintendent Charles Sewell and Plant
Superintendent Henry O'Neil sold W. R. Benneft and Smith on the
idea of a tunnel kiln, a type of kiln that was a relatively new inno-
vation and that would greatly increase production. So, in 1929,
while business was still good, V. Z. Mitchell installed a Harrop
Tunnel Kiln (“A”) at Perla Unit No. 1. Four-hundred-feet-long, gas-
fired, with the capacity of fifty-nine cars, this kiln burned 2,223
bricks per hour. With fourteen burners, seven to the side, bricks
were subjected to a maximum temperature of 2,350 degrees
Fahrenheit at the middle of the kiln and gradually cooled as they
moved through the tunnel. This was a confinuous operation, for as
one car left the end of the kiln another car entered the front. The
largest single order this kiln filled before the depression was for the
Jesse Jones Gulf Building in Houston, a structure that still stands.
Jack Bennett, manufacturing foreman, supervised operation of the
kiln, and W. W. Timberlake oversow the shading and loading
process.™ Kiln “A,” though somewhat modified, was in production
for almost sixty years.*

Elsewhere in Arkansas, Bennett had been busy. Even before Perlo
went into operation, Acme's president had begun to negotiate for
the purchase of both Fort Smith Brick and Tile and Arkansas Brick
and Tile. It was for protection as well os expansion that he bought
these companies, for while the Perla plant was under construction,
two other brick companies were aftempting fo go info business at
Malvern. Always a threat, Coffeyville Vitrified Brick and Tile
already held key clay areas at Malvern and Fort Smith. Several
Missouri companies were threafening to move in, and salesmen
from Tennessee and Mississippi companies invoded the state, ™

Finally, on April 13, 1923, the Fort Smith brick company agreed fo
a merger, based on a small amount of cash and a significant stock
increase.® With this acquisition, Acme added two more plants, one
ot Fort Smith and another at Mansfield, Arkansas. After a brief trial,
the Mansfield plant was shut down, never to be reopened. But the
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Fort Smith plant, then the largest paving brick
plant in the South, also made brick of the same
type produced in Mansfield. So the Fort Smith
plant was converted to face brick operations
instead, and much money was spent working out
the problems of fexture, which “was extremely
rough,” and a size variation that was “ferrible.”*
At that time, production of a smooth, perfect brick
involved serious problems. Ultimately, however,
Fort Smith “Heritage Brick” of mixed fextures,
irregular shapes, and otherwise defaced brick
became a "best seller,”"”

Fort Smith, the county seat of Sebastian County, Arkansas, is locat-
ed within a large bend in the Arkansas River on the Arkansas and
Oklahoma state line, about 165 miles northwest of Little Rock and
305 miles northeast of Fort Worth, in the midst of the Boston
Mountains. The Acme plant is about two and one-half miles south-
east of the main business district, convenient fo rail, highway, and
water transportation. The brick works sit on 130 acres of com-
pany land, originally granted to a Mexican war veteran, Sergeant
David Fenter, by Franklin Pierce in 1854.*

Historically, Fort Smith dates back to 1817 when General Thomas
A. Smith established a frontier fort at the junction of the Arkansas
and Poteau Rivers. In 1836, Arkansas became a state, and the
fown became a wagon train center.® The first bricks were burned
there in the 1840s.*' Fort Smith prospered during the big railroad
construction era following the Civil War. By 1920, it had a popu-
lation of 28,860 and six rail lines converged on the budding
metropolis, which boasted factories producing glassware, furni-
ture, and clothing as well as brick.*

Prior to 1900, however, no sizable brick plant existed. Then, in
1907, the city of Fort Smith decided to pave approximately seven-
ty miles of street with bricks. Investigation showed that suitable
material was right at hand, if only someone could make the brick.
So a company was organized that erected the first, well-equipped,
paving brick plant in the Southwest. When the city paving contract
was completed, the Fort Smith Brick Company decided fo produce
large quantities of common brick and some face brick to take
advantage of the high-quality shale, its unusual color, and the
demand for building brick. The company was on the point of mod-
ernization so that it might increase face brick production when
Acme Brick Company bought it out and completed the needed

conversions itself.*
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Acme’s Fort Smith plant in 1921 os
viewed from the railroad frack that
passed over a major public street
that divided the pit area from the
main plant. This situation exists
today. Notice the company houses
on the hill next to the plant.




The Bucyrus steam shavel used ot
Denton prior to 1920. Such steam
shovels were widely used to mine
clay for brick plants until the late
1930s when they were replaced by
diesel- and gasoline-driven
machines.

Because the blue shale at Fort Smith was extremely hard and the
original grinders inadequate, all the equipment had to be
replaced. A special seventy-ton Bucyrus steam shovel was used to
dip shale from the banks, with a small Thew shovel employed to
work the softer shales that were mixed with it. Four individual
crushings were necessary before the material was fine enough to
be used, and much of this had been rerun several times. After
grinding, the shale was used to make face brick and hollow build-
ing tile in the downdraft kilns and common brick in a Hoffman
Continuous Kiln. Color variation in the product from this material
ranged nominally from brown to red, but by increasing tempera-
ture, cutting off air, and adding salt, darker colors of grey to black
could be made. Blends of Fort Smith face brick “fairly melted into
each other in the wall.” This hard shale was sold under such names
as “Tudors,” “Harvards,” and “Ruffs.”*

Incidentally, a 500-horsepower Corliss steam engine provided the
entire Fort Smith plant with power for all its machinery, and a 150-
horsepower Skinner engine provided the electric current. The
Bonnot pug mill (1913 vintage) was the original used at the
Bennett plant when it wos converted fo stiff-mud. In 1926, Von
Zandt Mitchell was the plant superintendent; James N. Lowe, man-
ufacturing foreman; R. Frank Long, burning and sefting foreman;
and Herman B, Smith, shading and loading foreman.**

Ten months before Mitchell wrote his article on the Fort Smith plant,
Walter Bennett finally concluded purchase of the Arkansas Brick
and Tile Company for $600,000 cash. On January 21, 1926,
Acme agreed to pay $300,000 in four bimonthly notes of $75,000
each at 6 percent interest as well as to assume Arkansas Brick and
Tile debts amounting fo $300,000. By April 26, 1926, all these
notes had been paid off.# Locksley Fife described this maneuver as
a “masterstroke” that gave Acme the competitive
ecdge over brick “imported” from St. Louis,
Missouri.” Certainly, some stock watering had
been necessary to accomplish this, but Bennett’s
actions cannot be condemned, for he could see a
great market developing in the Southwest, that he
was determined to reach.

Besides the Little Rock plant, which was the largest
common brick plant in the South, Acme bought
Arkansas Brick and Tile Company facilities at
Perla, Malvern, and Pine Bluff, Arkansas. Only
two of these plants remained in operation: the
plant at Pine Bluff was closed in 1929 and the one
at Little Rock in 1930. The Liifle Rock plant, how-
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ever, was reopened following World War II, and then closed again
in 1952. Still, the cost was worth it for the sake of the strategy and
the added values of the Malvern and Perla situations.

The operations of the Pine Bluff and Litfle Rock establishments were
suspended for valid reasons. The Pine Bluff factory operations hear-
kened back to the days of the ancient Sumerians, for all its bricks
were soft-mud, hand molded from poor-grade surface clays, and
burned in five up draft kilns. Even the beauty of the product could
not offset the fact that 40 to 50 percent of the bricks were lost in the
burning stages. So despite their good market value, Acme stopped
making pink fo purple Pine Bluff Hollanders.*

Although it had better machinery and an excellent location, the
Litle Rock operation lasted only a year longer than the one at Pine
Bluff.® There was no lack of skilled workers. The first bricks had
been successfully burned in Lile Rock in 1840 to build a United
States arsenal,®' and brick production had continued from that time
forward, occasionally using state prison labor. This particular plant
had been in operation since 1897, and Acme retained nearly all
the Arkansas Brick and Tile employees. Physically, this was the
largest plant in the Acme system. Its modern dryer, composed of
thirty-three 154-foot-long tracks, utilized a patented automatic
transfer car device that was driven and controlled electrically. Its
continuous kiln, nearly four city blocks long, was equipped with
automatic brick setters (80 feet by 1,250 feet) and fired with nat-
ural gas; its machine room (316 feet by 68 feet) also housed a
boiler room (88 feet by 77 feet), powered by a 1,200-horsepow-
er Corliss engine. This behemoth produced only common brick and
building tile.* Both products were losing popularity in the market.
Acme’s Litfle Rock operations were run by E. A. Welch, superin-
tendent; E. C. Reid, shipping foreman; P. W. Leming, burning fore-
man; E. A. Red, machine foreman; and S. J. Romsnell, pit fore-
man. Maybe it was a subconscious fear that led Welch to write:
“The plant is in full operation with no immediate prospect of shut-
ting down.”* He was wrong. The depression and labor strife com-
bined with a shrinking market to bring plant operations to an end.

The Malvern endeavor met with more success. Originally, the Clark
Pressed Brick Company had made brick on this site until 1912,
when it was sold to Arkansas Brick ond Manufacturing Company
(later Arkansas Brick and Tile). The Malvern plant was producing
in 1926 when Acme acquired it. Bennett had coveted this plant for
seven years, and in 1921-1922 he bought land near the site from
the Malvern Lumber Company.*

Malvern also had problems to solve, part of them geographical.
The pits were two and one-half miles from the plant, and the clay
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had to be moved vertically sixty feet from ground level at a forty-
five-degree angle, after reaching the plant.*® By August of 1926,
Malvern’s two round kilns were abandoned for the use of its
Youngren semicontinuous kiln of sixteen chambers. Each chamber
held 65,000 bricks. Workmen fired two chambers simultaneously
in order to heat the next two chambers, the idea being to use heat
from these to dry and water smoke the next set.* Because of con-
tinuous heating and cooling, the kiln crowns constantly caved in.
Finally, installation of a Hoffman kiln improved production.”

The leaders of Malvern’s manufacturing force, Joe R. Oesch,
George Kyle, and D. B. Grey, kept the plant alive, but not until the
1950s did Malvern witness any significant improvement.® After
experimenting with various Ouachita River bottom clays, which
produced a wide range of beautiful colors, Emmett Lawless built
five new round kilns in the 1950s. This put Malvern on a more
secure footing.

By 1926, the Perla addition was almost as old as the Litfle Rock
plant. O, C. Atchinson had been the first man to develop a suc-
cessful brick enferprise at Perla. He came to Arkansas from lowa
in the late 1870s and operated a pottery plant at nearby Benton.
In 1887, he moved to Perla, then a seven-year-old lumber town,
and bought another pottery factory. Three years later, he stopped
producing jugs and crocks and switched to brickmaking. His son,
Tom N. Atchinson, operated the brick factory until 1917, until he
sold it to A. B. and T. The Atchinsons made fire brick first, then
went on to make building brick from clay hauled in from pits about
a mile southeast of Perla. The first bricks were red, but later
Atchinson learned how to make a distinct buff brick, which A. B.
and T. and Acme improved.”

In 1923, Acme had made its first out-of-state purchase—the Fort
Smith Brick Company—and proceeded to secure Arkansas Brick
and Tile. Meanwhile, negofiations were underway to move Acme
much farther up the Arkansas River, in readiness for the 1924
purchase of American Brick and Tile Company for about
$300,000, a company thot had plants in Cleveland and
Oklahoma City, Oklahoma.®

American Brick and Tile, with its home office in Oklahoma City,
had been organized in 1901. The company’s nearby plant pro-
duced about 20,000 bricks o day until 1904, when Kee R. McKee
took over command of the facility. The following year, McKee was
elected president of the company. In 1919, a merger was effected,
whereby the American Brick and Tile Company acquired the plant
and goodwill of the Cleveland Brick Company of Cleveland,
Oklahoma. During the nineteen years of McKee's leadership,
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American Brick and Tile improved its products and its markets.
Already quite important locally, during the 1920s McKee's forces
steadily made inroads into market areas in North Texas, Kansas,
Arkansas, and even west Tennessee. Acme acquired the properties
and goodwill of this company in June 1924, and proceeded to
improve and enlarge the plant.”’

Cleveland, Oklahoma, situated on the Missouri-
Kansas-Texas Railway (M-K-T) and the Arkansas
River, was a thriving town of between 4,000 and
5,000 people in 1925. An old oil field town—
old for Oklahoma at the time—Cleveland is in
Pawnee County, about a hundred miles northeast
of Oklahoma City and forty-five miles northwest
of Tulsa. Acme's plant there was located one and
one-half miles northwest of town on the M-K-T
Railway.** The Cleveland plant was anything but
modern when Acme acquired it. All the equip-
ment was line-shaft operated—that is, all
machinery was driven off of one long shaft
turned by a single steam engine, and only a fifty-
kilowatt direct-current machine provided electric-
ity. Often the canvas belts from shaft to machines gave difficulty
when the weather changed. At Cleveland, ground shale prepared
by three dry pans was the base raw material. Obtained by blast-
ing, this blue-and-yellow shale was moved to the plant by an elec-
tric locomotive. There the material underwent final processing in
eight round downdraft kilns, one long downdraft kiln, or the eigh-
teen-chamber Hoffman continuous kiln fired with natural gas.*
This plant, functioning under the direction of H. M. Van Cleave,
the superintendent, and his foremen, E. C. Schindler, J. P.
Wagnon, and F. L. McClaflin, manufactured only building tile dur-
ing the 1920s and early 1930s.*

Acme’s Oklahoma City plant, however, produced a greater variety
of products and had a greater potential. Located about three miles
northwest of what was then the state capital’s business district on
the Rock Island railroad, the plant rested on a site that had once
been the scene of cattle drives up the Chisholm Trail. The ground
here yielded a red clay, which, when harvested by a relatively new
Eagle shale planer, was made into dry-press and stiff-mud bricks.
In spite of “zero” drying time, it took fifteen days to process the
dry-press products, and only five fo six days for the stiff-mud prod-
ucts that required drying. This factory produced about 100,000
bricks per day—40,000 dry-press and 60,000 stiff-mud—
through its large continuous kiln, two up draft kilns and six round

downdraft kilns. And its face bricks, which ranged from soft reds
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proud recipient for some new deliv-
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and browns to copper and light olive tones, were well known in the
trade as Dry Press Round Edge Reds and Oklahoma Chiefs.**

In the fall of 1926, the Oklahoma City plant was run by A. B.
Kelley, Charles David, John McKinney, Joe P. Hobson, and David
M. Alexander, whose son, Dwight Alexander, became assistant to
the vice president in charge of production. David M. Alexander,
later superintendent of other Acme plants, was the superintendent
of the Oklahoma City plant when Acme purchased it from
American Brick and Tile. Alexander stayed with Acme overseeing
other plants until his death twenty-five years later.*

In 1925, while negotiating the purchase of the American and
Arkansas Brick and Tile companies, Acme started construction on
an entirely new facility at Tulsa, the “oil capital of the world.” Tulsa
was a dynamic growing city. Its population in 1910 was only a few
thousand, but when Acme started its plant in 1926, Tulsa had
more than 120,000 people. Bennett located his plant four miles
east of the city on the St. Louis and San Francisco Railway, within
the switching limits of three other railroads.*”

In 1926 some Oklahoma City plant
personnel posed for a photograph ta
be published in the company mago-
zine The Pug Mill.

Twenty-one years after the first brick plant was built at Tulsa, Acme
opened its first sales office there. Seeing that Tulsa had only two
brick yards, Owen Park and Greenwood, it soon became appar-
ent that the company should have a plant to serve the “ever
increasing demand for its product.” So, in 1925, after a careful
investigation of raw material sources, a site was purchased for the
erection of “a most modern brick plant.” Construction began in
November 1925 and was complefed the following summer.*®
Modern in every respect, the Tulsa Plant was constructed from
plans drawn up by a company vice president, Roy G. Smith, and
supervised by G. M. Giltinan and A. B Chappell. W. D. Cooper,
the manufacturing foreman, handled all the labor, raised the steel,
and placed the machinery. Bert D. Lee did the brickwork and
Eugene Atterbury looked after carpentry.*’
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Chappell was formerly the plant accountant at Oklahoma City,
and Cooper was formerly manufacturing foreman at American’s
Oklahoma City plant. Giltinan had previously worked for
American also. The burning foreman at the new factory was Jack
S. David, who had worked under A. B. Kelly at Oklahoma City.
Duron Stubblefield, who grew up in Bennett, Texas, and joined
Acme in 1918, handled the shading and loading for both Tulsa
and Cleveland.”

The pit ot Acme’s newest establishment was unique. The pit and
plant site, about twenty acres surrounded by buildings, adjoined o
large coal mine. Acme hoped to use shale that had been removed
as overburden fo get ot the coal. About twenty to twenty-five feet
thick, this shale was under five to twelve feet of sandy clay. Already
mixed during removal, this material also benefited from a long
weathering process. After gefting the right burn in the eighteen-
chambered Hoffman Continuous Kiln and its four downdraft kilns,
this shale was manufactured into about 25,000 common bricks
and 20,000 face bricks per day. Since the face bricks were so sim-
ilar to the Bennett product, they were given the same numbers and
used as duplicates.”

Meanwhile, in Texas, Acme was continuing its policy of updating
machinery, methods, and products ot Denton and Bennett. In 1925,
the company discontinued using coal and lignite as fuel at Denton
and also stopped the dry press operations altogether.” The Denton
clay pits were covered by only three feet of overburden, which was
easily removed by tractor-drawn scoops. A ftractor scarified the
clay, plowing about three inches deep, while men with teams and
fresnoes loaded the clay into hopper cars, which were in turn fowed
by hoist cable to the clay sheds and returned to the pits by gravity.
Calcining was done with o sixty-foot rotary kiln, but clay was still
dumped into the dry pans with slip scrapers. Otherwise the stiff-
mud process was the same as at other plants. By 1925, Denton too
had standardized its blending and shading for match jobs.”

Personnel at the Denton plant in 1926 consisted of: J. W. Kelly (A.
B. Kelly’s son), plant superintendent; J. C. Ray, manufacturing
foreman; S. M. Canafax, burning foreman; A. M. McMath, pit
foreman; and Joe P. Hobson, shading and shipping foreman. In
1926 Hobson, who spent from January 1920 to April 1926 at the
Bennett plant as a timekeeper, transferred to Oklahoma City. Late
in 1929, Hobson returned to Denton as its superintendent, a
post he held until the mid-1940s when he became the Texas dis-
trict superintendent,”

By 1920, the Bennett plant had already been converted fo stiff-mud
and natural gas. lts mining methods (blasting, then hauling with

67



Some key office and production
personnel in the 1920s. They are
left to right (top to bottom): C. L.
Wilson, Secretary; W. T. Johnson,
Credit Manager; Luther Jordan,
Chief Accountant; V. Z. Mitchell,
Construction Superintendent; D. J.
Stubblefield, Superintendent, Fort
Smith plant, Arkansas; John A.
Elders, Superintendent, Bennett
plant. Below from left to right: Bob
Goen, Manufacturing Foreman,
Bennett plant; C. L. Sewell, District
Superintendent, Arkansas; J. W.
Kelly, Superintendent, Denton plant.

mule-drawn carts) were still the same, but the
burning methods had changed by 1925 to a
pyrometer system. This method enabled the burn-
ing foreman to take readings of kiln temperatures
right from his desk in the superintendent’s office.”
Frequently, during the rush of the 1920s, Bennett’s
cars were loaded directly from the kilns while the
brick was still hot.” This plant overcame a major setback in 1922
after another bad flood ot Rock Creek backed up water over two
feet into the kilns and dryers.” During the 1930s, Acme replaced
its mules with o steam locomotive. Later, two Ford straight-eight
engines and a multi-hundred horsepower Plymouth diesel powered
the pit locomotives. During the 1930s, the Bennett plant also began
to use a shale planer for the first time.”

During the late 1920s the town of Bennett reached the peak of its
prosperity and social organization. Inhabited entirely by Acme
Brick employees, the town now had its own physician, barber
shop, lake, orchards, gardens, hotel, shoe cobbler, string band,
voice teacher, and movie house. The old brickyard area had slow-
ly disappeared, replaced by a ballpark, rodeo grounds, and a
new housing addition for Mexican workers who began fo arrive in
about 1916. The company also operated a ranch, running
between 100 and 200 head of cattle. Entertainment came from
visiting medicine shows, Charleston contests, dances at the houses
of Dolph Owens, Henry Irland, or George Pierce on Smokey Row,
school plays, and rodeos, in addition to fishing, hunting, and
church services.”

At the start of the 1920s, John A. Elders replaced H. B. Fling as
plant superintendent; Bob Goen was manufacturing foreman; Ed
Wells was pit foreman; Oscar Wharton was burning foreman;
Albert Johnson was loading and shading foreman; Joe Hobson was
timekeeper; and Ed Tarbet was store manager.® John Henderson
was the carpenter and bricklayer, Wily Thomas the barber, John
Issom the cobbler, and Doc Harvey the company physician.®

Not pausing to rest, Walter Bennett also saw potential in the Texas
Panhandle area. Since the Pine Bluff plant was not proving fo be
profitable, Acme bought out Wichita Falls Brick and Tile in Wichita
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Falls, Texas. This plant was large and, having
operated over a decade in that area, had a good
market for its products. In 1927, Acme bought this
facility and made both dry-press and stiff-mud
brick, but within a few years stopped the dry-
press method. Wichita Falls operated well until the
depression, with a capacity of about twenty mil-
lion bricks a year.”

But with the purchase of the Wichita Falls factory,
Acme’s expansion ceased for a considerable peri-
od of time.* The company spent the next few
years consolidating gains and improving existing
facilities to meet new market demands. Including its affiliate at
Elgin, Acme had the capacity to produce 170 million face bricks a
year in its eleven plants scattered across the Southwest.* Yet, each
year over the decade, its capacity was taxed to the utmost. In 1928,
when Acme sold over 165 million bricks, no one expected it to be
nearly twenty years before this peak would be reached again.®

Acme’s production rose steadily from the end of World War |
through 1928. Starting in January 1919, that year’s shipments
were just under 16 million bricks from the two basic plants, Denton
and Bennett, which were pushed hard to ship eighteen million
bricks in 1921. These basic plants too were modernized between
1918 and 1921. When Denton was converted to stiff-mud opera-
tions, most of this production fell on the Bennett plant, which in turn
had to wait unfil after Perla was completed before it could get a
new pug mill, grinder, and some new continuous kilns. But, from
1922 to the end of 1926, shipments rose by an average of 23 mil-
lion bricks a year. This leveled off in 1927 ot a high plateau
of around 140 million bricks, produced by approximately 900
employees. Then, from January 1927 to January 1929 another
tremendous spurt in production occurred (with all plants working
at full capacity), and finished goods rose from 140 million to 165
million. Acme’s storage yards were nearly cleaned out, in spite of
the fact that each plant attempted to keep approximately 2 million
bricks in reserve stock. In 1929, sales and shipments began to slip
a bit, but this was hardly perceptible as the company was sfill ship-
ping out over 155 million units.* No wonder optimism was the
order of the day.
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Above: Aerial view of the Perla plant
in 1926.

Below: Pictured here are the

Elgin Brick Company’s cottages,
commissary, and the owner’s
apartment in 1927. This photograph
also shows a partial view of the
factory. Acme and Elgin marketed
each others’ products for over fifty
years. The two companies signed

a letter of infent to merge in October
1991. The merger was complete

by 1994.
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Strategy, Structure, Sales: The 1920s

The years immediately following the transformation of Acme
Pressed Brick Company in 1916 had been used to develop, test,
and implement plans for further growth. Early in 1917, Acme's
directors evidently decided to set aside funds for more expansion,
as they began to put profits into reserves for that purpose. At the
start of World War |, Acme’s total assets had amounted to
$386,129.58; by Armistice Day, 1918, this sum had nearly dou-
bled.” The war had stimulated production and inflation, but it had
also left Acme with a great backlog of unfilled orders, The bal-
ance sheet at the end of 1919 showed Acme’s total assets to be
$1,109,751, which included two completely new plants and
about a quarter of a million dollars in reserve. Net profits for that
year had totaled $153,528, in spite of federal taxes ten times as
great as the company had pcud in 1915, Although 1919 marked
the year Acme became a million dollar compony, neither net
worth nor sales reached that figure until 1922.” Finally, when the
company reached its peck in 1929, Acme’s net worth was
$3,666,970—ten times what its total assets had been in 191 6.5
How this came about is the subject of this chapter.

Companies develop strategies to reach their goals. The goals are
usuc:”y rather ill-defined at first, but take a more concrete form
with each intermediate step. Whatever the ultimate goals, whether
they be financial security, financial survival, personal gratifica-
tion, or a set position in the market, they are seldom attained by
accident. Acme Brick Company, desiring to achieve all those
objectives, created the means to do so. The company, relying on
its astute leaders and loyal employees, implemented its strategy
by developing a stable structure, a sound financial position, mod-
ern sales techniques, and wise plant acquisitions. Basically, the
company's strategy was successful because the company’s leaders
were characterized by flexibility, reasonableness, vision, and dar-
ing. Since Acme is today an extension of its past experiences, it
may be valuable to know what was accomplished in the 1920s.
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Congregational Church, Houston,
Texas, August 1927. Note the num-
ber of plants and sales offices that
changed from 1927 to 1929.



The essence of progress is the inception of an idea in the mind of
a leader and its widespread implementation by hundreds of peo-
ple. How this growth is brought about is frequently o mystery. In
the case of the Acme Brick Company, however, the development
is easy fo trace. Walter R. Bennett Jr. was the genius whose suc-
cessful innovations and guidance brought Acme from a one-plant
company o a three-state system that catered to a nationwide
market. But no one man could have all the ideas, or do all the
work. As Andrew Carnegie had done in the steel industry, Bennett
surrounded himself with successful men who spurred each other
on to heights that none of them individually could ever have
reached. They masterminded the progress of Acme Brick
Company for over two decades. This inner circle comprised both
the board of directors and the company officials. Early in 1919,
they included W. R. Bennett, president; William Bryce, senior vice
president; R. E. Harding, treasurer; and J. E. Fender, secrefary.”
All these men had been members of the board when Ralph S.
Root left in 1916. Willard Burton and A. E. Newell had also
served on the board of directors.”

Later in 1919, the board adopted an organizational structure that
endured without basic change until 1935. Under this set-up
Bennelt served as president; Bryce os senior vice president;
Fender as vice president for sales; Locksley Fife, vice president for
regional sales; Roy G. Smith, vice president, production; R. E.
Hording, freasurer; and C. L. Wilson, secretary. Fife was put on
the board shorfly after becoming an officer and Roy G. Smith
replaced A, E. Newell in 1927. At the time Fife joined the board,
Bryce refired from the construction business fo devote more time
to companies in which he was interested and fo his multifarious
civic affairs.”

Besides adopting a new organization at the top, Acme’s leaders
acquired additional help ond added some new positions within
the company. Not only did W. T. Johnson, W, H. Delehanty, and
Carlisle Martin refurn to the office staff in 1919, but Acme also
hired E. R. Jordan as an accountant, C. L. Wilson as assistant
auditor, Q. C. Webb as chief clerk, and George H. Harmer as
accountant and cashier.” At the same time, the company adver-
tised for salesmen and moved some of its production people into
Fort Worth to handle sales out of the home office.”’ Over the next
few months, Acme hired several new sales people and promoted
a number of valuable production men to the positions vacated by
those who had been shifted into sales. For example, the following
personnel moved info more responsible production positions: D.
J. Stubblefield, who had started as a shipping clerk a few years
earlier; Ray Pafford, who had aided in Perla’s construction; and
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Van Zandt Mitchell, who all through the 1920s had been a com-
pany lroub|eshooter Acme also went on fo create the positions
of credit manager and traffic manager, assigning these jobs to W.
R. Johnson'* and Dan P. Harris Jr., respectively.

In each instance these new positions were filled by experienced
men of proven ability. At first L. R. Jordan served under Fender as
bookkeeper; but when C. L. Wilson was hired as accountant and
auditor, Jordan became cost accountant and assistant auditor.
Educated at Fort Worth and Tyler Business College, Jordan had
prewously worked for the Fort Worth and Denver Railway
Company. * Wilson, soon to become the company secretary, had
worked for the Fort Worth and Denver Railroad in accounting
after receiving a civil engineering degree from Cornell University.
He had also been a design engineer for Texas and Pacific
Railroad, an estimator for Drake-Bramu Construction, and had
worked as a consulting engineer before joining Acme Brick
Company in August, 1919. * 0. C. Webb, who was hired the fol-
lowing month, had also worked for several railroads, banks, and
mercantile houses.” G. H. Harmer, educated at Sam Houston
Normal, the University of Texas, and the University of Arkunsos,
started as an accountant and became a cashier in 1927.

Van Zandt Mitchell, a handsome man who moved fast, was hired
to rebuild the Denton and Bennett plants. A local boy and school-
mate of Walter Bennett, Mitchell was well qualified for the job. Prior
to joining Acme in 1920 he had worked for Swift and Company,
the Texas Building Company, the Bryce Building Company, and
had, as an independent contractor, built Camp Bowie, an army
installation at Fort Worth. He had built Perla No. 1 and served as
its first superintendent until 1923. Then he rebuilt the Acrne facilities
at Fort Smith, Malvern, Litfle Rock, and Wichita Falls.

73

Some of the ofher key men in
Acme’s sales team during the
1920s. Left to right (top row):

Earl Bolenger, Waco, Texas;
Lubbock Davies, Enid, Oklahoma;
C. A. King, New Orleans, Lovisiana;
and Victor Anderson, Fort Smith,
Arkansas, D. J. Shaughnessy, San
Antonio, Texas; Carlisle Martin,
Oklohoma City, Oklohoma. Left

to right (bottom row): Ray Plumb,
Abilene, Texas; John A. Huebner,
Houston, Texas. Neill Boldrick,
Dallas, Texas; Duer Waggoner,

Fort Worth, Texas; O. C. Webb and
George Harmer. Webb and Harmer
worked in the home office as Chief
Clerk and Cashier, respectively.



Duron Stubblefield, who moved from
production to sales became a lead-
ing Acme Brick salesman in the
1920s and 1930s.

Duron Stubblefield was associated with Acme nearly all his life. In
1905, when he was only four years of age, his father, J. R.
Stubblefield, had gone fo work at the Bennett plant. When his father
transferred to Denton in 1912, young Stubblefield worked during
the summers at the Acme plant under shipping foreman John A
Elders. Upon graduating from Denton High School in 1919, he
became Elders’s full-time ossistant. Later that year, he went to
Bennett, where he was made responsible for a variety of jobs. In
1923, he married Irene Elders, who was employed at the compa-
ny store. Following the acquisition of the Cleveland plant, he
worked there, and in 1927 become superintendent ot Fort Smith.
During the 1930s, he supervised several Acme works; and
although he left Acme briefly, he rejoined the company in 1942 and
was placed in charge of the Fort Worth sales office.

The employment of these additional workers had become neces-
sary when Acme expanded its sales and service crews and began
to wrestle with complicated financial problems. George Bennett
had started the first plant on @ $15,000 loan, which he borrowed
to get its machinery into operation. Woiter Bennett had financed
the Denton merger by the same method.” One loan from Elmo
Sledd for $35,000 (part of the cash required to complete the
Denton merger) was held in 6 percent demand bonds which Sledd
converted to preferred stock in 1916.” After the new Acme Brick
Company was chartered with $150,000 capital stock in April
1916, the company immediately recapitalized at $200,000.

At this point, six men owned 93 percent of the voting stock, for the
bond holders had no voting rights. In February 1917, the board
voted to increase the capital stock by adding $50,000 pre{’erred
with a fixed accumulative dividend of 7 percent per annum.” On
this preferred stock, in reality a loan, Acme held the option to
redeem anytime it wished ot $103 a share.” Although this issue
had no voting privileges, its owner could convert it to common
stock at company book value. At the same time, the bourd sef
aside enough money to provide a surplus of $100, 000.’

Gross sales climbed during the next three years as new sales
offices were opened in San Antonio, Shreveport, Dallas, and Fort
Worth, wlih increases in dealers centered at Austin and
Houston.™ At the 1920 stockholders’ meeting the directors vofed
to increase the capital stock again, this time by $450,000,” and
adopted an amended company charter.” This action was proba-
bly stock-watering but may have been justified, for company
assets amounted to more than $1 million, gross sales had topped
the half-million mark during the past year, while the debt for
improvements stood at only $200,000. Acme’s net worth was

74



nearly $900,000, after the company paid a $125,000 note.”
The board’s action released more capital for expansion, research,
and improvements. Acme increased its capital and reserves over
the next three years to the point where another $450,000 recap-
italization could be carried out in the same way.”

The availability of greater financial resources made possible the
establishment of plants outside Texas. Bennett had for some time
been interested in developing a lighter-colored brick and
explored Arkansas for the possible production site. Such a brick
would sell well (the brokerage of the Elgin Standard’s light brick
proved this), especially if the newly patented texturing processes
and the specially molded lighter-weight bricks would meet con-
struction standards and prove popular with the public. Company
records show that considerable sums were spent on investigating
land at Malvern in 1918 and the purchase of that land in 1919.
At the same time, negotiations were started toward the purchase
of the Arkansas Brick and Tile and the Fort Smith Brick compa-
nies.”” A sizable investment was made at Perla, and the net worth
of the company amounted to over $1 million by late 1921. Then,
in April 1923, Benneft called one of the most important stock-
holders’ meetings in the history of the company. Fourteen people
with fourteen proxies representing 85 percent of the shares decid-
ed to absorb the Fort Smith Brick Company by recapitalization.
Acme paid $125,000 for the Arkansas company in the form of
1,250 shares of the new Acme stock, and at the same time paid
a dividend of 2,000 shares ($100 par value) to its stockholders—
a generous 30 percent dividend “against surplus and undivided
profits.”" On this momentous occasion, Bennett wrote: “The infen-
tion of course, was to increase the common stock from $600,000
to $1,000,000, which leaves the preferred stock as it is now, that
is, $50,000."

Even though the expansion had been soundly financed, it pro-
duced some problems. The new Perla plant enabled Bennett to
penetrate the Arkansas market to a considerable extent. However,
Arkansas Brick and Tile had a working agreement with Acme’s
other Texas competirors.“

But Acme had its foot in the door now, and by the Fort Smith
merger the company “inherited” the sales organization, person-
nel, and top executives of that enterprise. M. W. Hardy of Litle
Rock, C. J. Mansfield of Warren, and H. C. McKinney of El
Dorado, Arkansas, now became active participants in Acme Brick
Company. Immediately following this merger, Hardy and
Mansfield joined Acme'’s board of directors, and McKinney
became a member in 1929.” Four of the seven families owning

7D

Walter Root Bennett, the son of the
founder George Bennett and third
president of Acme Brick.



The Perla, Arkansas plant,
circa 1923.

the Arkansas company personally participated in the next few
years’ stockholders’ meetings, and the others voted by proxy.
Most of them actually increased their holdings in Acme and sup-
ported Acme against its old competitor, Arkansas Brick and Tile.”

Although business was good, competition in Arkansas continued to
pose real problems. Brickworks opened and brickworks closed all
over the state. Because of the desirable raw material there, Malvern
companies were especmlly competifive.” At the time Bennelt
announced the opening of Perlo two other companies were in the
process of being formed there.” One of these, the Malvern Brick
and Tile Company, had been a major competitor since its formation
in 1925.” Complicating matters even more, the new giant, United
Brick and Tile from Kansas, and another huge company from
Tennessee started moving in, threatening every brickmaker in
Arkansas.

Acme was in a strong competitive position, however, for by 1925
it was a $2 million corporation with a net worth of $3 million.”
Then, in 1926, Acme Brick Company again recapitalized, this fime
at 2.5 million dollars in order fo meet requirements for the
Arkansas Brick and Tile purchase.” Once again, Acme inherited a
market and valuable employees. W. W. Dickenson, president of
Arkansas Brick, however, decided he was “entitled to a litle more
leisure”” and took his cash without becoming active in Acme.
Bennett, too, thought Dickenson deserved a rest, for he said:

He has been just as much a pioneer in the development of
the manufacturing resources of this state (Arkansas) and
community as were our forefathers of a hundred years ago
in its agricultural development. The public cannot pay too
much homage to Mr. Dickenson. "
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In the meantime, just a year after the Fort Smith purchase, Acme’s
interest in Oklahoma culminated in a purchase of the plants of
American Brick and Tile. In the summer of 1920, Carlisle Martin
was sent from the Shreveport office to open Acme’s first branch
office in Oklahoma City.” Business was so good that Martin and
Fender convinced Bennett the company needed a plant closer fo
this market area, for rail rates were so high that Acme products
could not compete effectively in either the Oklohoma or the
Missouri trade area. Bennett himself negotiated the contract of pur-
chase, which, in June 1924, was approved by 96.18 percent of
the stockholders (sixty-six persons). By this contract, American
Brick Company agreed to grant the right of way through other
property at Cleveland for the more economic transfer of raw mate-
rial to the Cleveland plant, and guaranteed the quantity, quality,
and accessibility of the clo‘! deposits at both the Oklahoma City
and Cleveland operations.

As soon as the deal was consummated, Acme began rebuilding
and renovating the run-down plant it had acquired. At a special
meeting in July 1924, stockholders voted to increase the capital
stock by $50,000, to cover the possible purchase of a tile plant at
El Reno, Oklahoma. But in anticipation of spending considerably
more on renovations at American, the expectation of progress with
Arkansas Brick and Tile, and the start of construction on an entire-
ly new plant ot Tulsa, stockholders amended the charter fo autho-
rize @ $2 million capital stock early in 1925.” Although the El
Reno deal did not go through, Acme paid nearly $300,000 for
American’s fixtures and began construction on an entirely new
plant at Tulsa (TUP). Furthermore, in late 1927, the Wichita Falls
plant was purchased for qpprommqfely $180,000—a cash deal
that required no charter chunges

Because of these financial transactions and purchases, the compa-
ny assets quadrupled in the decade prior to 1930, but so likewise
did its liabilities. Debt climbed from $136,500 to $586,240, and
income taxes kept pace with other increases. * Prior to the adop-
tion of the wartime excess profits tax, Acme's largest federal tax bill
had been $5,657.” Before the removal of this drain on resources
under Harding's administration, this tax had cost Acme a little over
$100,000. During the 1920s, Acme's taxes leveled out at around
$40,000 a year, | but in the peak tax year, 1924, the sum amount-
ed to $64,291." By contrast, Acme’s taxes dropped near|y to
pre-world war levels during the depression that followed.”

All through the1920s, the dividend picture looked good for the
Acme stockholder. Before real expansion started, Acme Brick
Company had paid but few dividends. In 1918 and 1919, how-
ever, 8 percent dividends were paid, amounting fo $12,000
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each. During this period of large cash outlays (1920-1922)
Acme paid no dividends. In 1923, the company distributed
$200,000 worth of stock to its stockholders, a 30 percent incre-
ment. During the next four years, the company declared no divi-
dends. Then, in January 1927, Acme granted three dividends:
one for $49,255 to those who owned stock prior to March 1,
1923; another of $128,844 to all who had acquired shares since
that date; and a stock dividend of $85,896 payable fo all stock-
holders—an outlay of well over a quarter of @ million dollars.”

With a lull in expansion in 1928, Acme paid a cash dividend of
$138,441, but 98 percent of this amount went fo those who had
purchased their stock prior to Mcrch 1, 1923. Only 2 percent was
paid to the other stockholders.” The e dlwdend was for 6 per-
cent ($135,588) granted in January, 1931.” For example, a
stockholder who had bought one hundred shares of Acme at the
fime the company was chartered and retained them until 1931
would have earned an average of almost 6 percent a year on his
investment. Someone who bought the stock in 1920 would have
earned 7.3 percent.’

As a growing company, Acme poured most of its surplus funds
back into research, development, and acquisitions, which further
strengthened its position in the market. Throughout the 1920s
stock ownershrp was broadened, until Acme finally had 186
stockholders.” Acme never became an object of speculative
investment, however. Had this occurred, it is doubtful that the
company could have weathered the depression successfully.
Indeed, it probably would not have survived those dreary days,
and its stockholders would have reclized litfle, if anything, on
their investments. Even when capitalized downward, once the
worst was over, the company had resources upon which to build
an even greater future.”

Acme was able to survive the depression partly because it had
diversified its products. In 1919, Acme had been producing only
a few types of clay wares. Although they were marketed under
almost a dozen trade names, Acme only basically produced two
kinds of face brick, one kind of fire brick, and one kind of common
brick. These were given various numbers, depending on their
grade and shading. As a result of experimentation ot Bennett and
Denton, those plants produced a large variety of products. For
example, in the brick line there were smooth, rough, vitrified, and
sand brick in hundreds of colors, types, and blends. In the build-
ing tile line, Acme manufactured fextured and scored hollow build-
ing tile, fire clay tile, a patented lock-in-wall type file, facing tile,
drain tile, and paving tile. Supplementing these, Perla, Denton,
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and Elgln fire brick broadened still further Acme’s oHerrngs fo
builders.” Bob Goen is usually credited with developing the origi-
nal texture process,” while Bennett is credited with the idea of
molding brick with holes to strengthen the mortar bond and reduce
shipping weight. And the industry acknowledged Bennett's contri-
bution to fhe development of fashions and color schemes in face
brick usage.” Builders recognized that Bennett's textured products
afforded a finish which provided eye relief from the flat surface

while retaining the practical virtues of smooth brick.

These efforts earned Acme the hlghesi merit award at the 1927
Texas State Fair manufacturers’ show.” In short, Acme produced “o
brick for every type—and for every color scheme.”* This flexibility
and constant introduction of new product lines kept competitors off
balance. What was Acme going to do next2 Few companies could
surmise the answer or meet Acme’s challenge. Fraser Brick and Tile,
which held patent rights from the Heath Tile Company, tried to block
Acme tile production with o patent suit, but Acme fought this
through the courts and won all its points in a |c:ndmc:r|( decision that
ruled hollow clay cubes were unpatentable.”

One of the cheapest and most profitable enlargements of offerings
came in cooperation with other companies. As a result, by 1926,
Acme was acting as a broker for much backup and other materi-
al, which it did not manufacture.” But the most profitable arrange-
ment came from an understanding between Acme and the Elgin
Brick Company of Elgin, Texas. Strangely enough, this agreement,
which lasted fifty-four years, started when Acme and Elgin bid for
the same job in Amarillo, Texas, in 1918. Ernest Fender was fry-
ing hard to sell Acme’s Denton product. The buyer was impressed
by Acme’s reputation, but he liked the lighter-colored Elgin prod-
uct and could not make up his mind. G. W. Prewiti, owner and
salesman for Elgin, discussed the matter with Fender over a nickel
beer. Both recognized that Fender could make the sale if he sold a
lighter-colored brick. Ultimately, Prewitt allowed Fender to offer the
Elgin product under Acme’s name, and Fender closed the sale.
Furthermore, Prewitt and Fender agreed that each company would
broker the: ofher’s products in the future,”” This agreement was
finalized with @ handshake, and, during the 1920s, the tie
between the two companies was so close that Acme could run an
article in its magazine about “The Elgin Plant" and receive no crit-
icism.” This handshake and “nickel beer” agreement lasted until
1964, when Prewitt's son, J. K. “Buddy” Prewi, sold the business
o Butler Brick Company, also of Elgin, Texas.”

Expansion of plant facilities and products necessitated a modern-
ization of marketing practices. In the early days the company had
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had to depend primarily on local sales. Even in 1911, when Ernest
Fender and Locksley Fife were moved info the sales department,
Acme was limited in just how far these men could travel and with
whom they could establish contacts. Unwilling to confine his efforts
to such a restricted trade area, Fender attempted to sell Acme brick
to the redoubtable Jesse H. Jones. In 1912, Jones had reluctantly
begun to rebuild the Rice Hotel, making it an eighteen-story struc-
ture, The young, self-assured Acme salesman Fender made a
tremendous effort to sell Jones the brick needed for that job, an
effort that failed. Sensing the disappointment of the young sales-
man who was convinced that he had the better brick for the better
price, Jones said, “Don’t worry son—I'm going to build some more
l:)t.!ildings..”?U And Jones, of course, did build more. That same year
the multi-million-dollar contractor built five new structures in Fort
Worth.” Fender and Acme supplied the brick for all of them—the
Fair Building and Department Store, The Worth Hotel, the Worth
Theater, and the twenty-story Medical Arts Building. In fact, Acme
brick was used in every large building Jones erected from then on
through the 1950s, and Jones built dozens, renovating and
enlarging dozens more.” Most of the Jones structures are sfill
standing as monuments to both enterprises.

Paralleling the growth of plants, and most often preceding them,
Acme’s sales organizafion seemed to mushroom during the
1920s. Starting with the opening of the Shreveport office in
1919, the next few years saw the establishment of sales offices all
over the Southwest. The company soon had twenty-eight sales
offices in principle cities in Texas, Arkansas, Oklahoma,
Louisiana, and Tennessee, in addition to maintaining dealerships
in Nebraska, Missouri, lllinois, Wisconsin, New York, Florida,
Virginia, and North Carolina.” In 1928, Acme advertised in
national architectural journals as a company that shipped nation-
wide, selling brick from coast fo coast.”

By the late 1920s, Acme’s sales organization had been broken up
into five divisions under J. E. Fender and his assistant, George
Puls.” Guy Dickerson in Little Rock; Locksley Fife in Dallas; W. B.
Mills at Memphis; Edward Podmore at Tulsa; and Edward G.
Martin in Wichita Falls, headed sales in their respective areos.
Then under these divisions, twenty-nine branch offices were
opened and staffed with salesmen such as Shaughnessy, manag-
er in San Antonio; Ray Plumb, manager in Abilene; Victor
Anderson in Fort Smith; John A. Heubner at Houston; C. A, King
at New Orleans; T. H. Ruffin, branch manager in Shreveport;
Duer Waggoner, Ft. Worth city salesman; Lubbock Davies,
branch manager in Enid, Oklohoma; E. G. Bolenger, branch
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manager in Waco; and Neill Boldrick, city salesman in Dallas,
These men were the core of the sales force from 1925 to 1930.”

Acme’s sales force met strong competition whenever it moved into
a new ferritory, and sometimes this took a strange form, especially
if local boys were in danger of losing business to Bennett's com-
pany. One such struggle took place before the Interstate
Commerce Commission over freight rates from Texas and
Arkansas fo Tennessee. Here, Traffic Manager D. P. Harris Jr. got
his metal fested, but won the case for Acme with the help of a traf-
fic management expert from Texas Christian University, E. A.
Starr. In the famous Southwestern Brick Cases, Acme contended
that interstate rates on brick and other clay products were dis-
criminatory when shipped in carloads from points in Texas,
Arkansas, Oklahoma, and Kansas to points in Louisiana and
Tennessee, and from plants in Acme’s three-state area to points in
southern Missouri. The commission agreed that the rates were
“unreasonable and unduly pre]udicicu7|7," but denied the company’s
request for reparations or damages.

Also in this same case, the Interstate Commerce Commission found
that intrastate rates on the same commodities, “except common
brick,” in Texas, Oklahoma, Kansas, and southern Missouri were
“unduly prei:;rdicial and unjustly discriminatory against interstate
commerce.”” Since Acme was primarily a face brick manufactur-
er, this meant that the company did not have to pay a higher rate
merely because it made a higher-grade article.” Furthermore, this
decision forced the adoption of a rate structure more favorable o
Acme by eliminating artificial boundaries within its operafing ter-
ritory, resulting in the adoption of a rate schedule that was more
reasonable. Acme had been paying prejudicial “short haul” rates
that sometimes were twice that of its Kansas and Tennessee com-
pefitors. For example, revenue per ton mile from Perla to Memphis
was 15.5 cents, while from Chattanooga, Tennessee, to the same
point, 139 miles farther, the rate was 8.6 cents.

In another case decided the following year, Acme succeeded in
getting foirer rates from different points in Arkonsas and
Oklahoma to points in Texas. For example, Acme paid two cents
a mile less while carrying heavier loads from Fort Smith than from
Perla to the same Texas city. Acme received reparation in this
instance, but the real purpose of the suit was to get the same uni-
form rate system established west of the Mississippi as had previ-
ously been set up in the East.” And likewise in Acme Brick
Company versus Central of Georgia Railway Company, et al, the
brick company sought and received damages for unreasonable
rate charges.”
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Then, in a 1929 case, Acme clashed with the Fort Smith and
Western Railway, an ally of the United Brick and Tile. This deci-
sion, handed down on December 11, 1929, held that United was
favored by eleven cents a hundred weight for tile shipped into
Arkansas and Oklahoma from its plants in Missouri and Kansas.
Again, Acme received reparations with interest, but in this case,
as in the others, reparations were small (the |c:rges'r was
$249.10). Clearly the principle involved was more important to
Acme than the actual amount of damages involved.”

Some leaders of Acme Brick’s
successful sales force in the
1920s. Left to right: George

Puls, Assistant Sales Manager;

W. H. Delehanty, Assistant Sales
Manager; Guy Dickerson, Division
Sales, Little Rock, Arkansas; W. B.
Mills, Division Sales, Memphis,
Tennessee; T. H. Ruffin, District
Sales, Shreveport, Louisiona; and
Edward Podmore, Division Sales,
Tulsa, Oklahoma.

The success of the Acme sales force is reflected in its efforts to
change the skyline of the Southwest. Landmark buildings faced
with Acme brick became as familiar as oil wells in the Southwest
by the end of the decade. In addition to the structures Jones built
in Fort Worth, Acme supplied the bricks for the Abilene, Texas,
City Hall; the Mayer Hotel, Amarillo; The Mayo Hotel, Tulsa; the
Dallas Cotton Exchange Building; the Fort Worth Club and Office
Building; the new (Jones addition) Medical Arts Building and the
new Worth Hotel, Fort Worth; the Texas Technological College
Group, Lubbock; the Texas Christian University Library, Fort
Worth; the University of Texas Medical Branch, Galveston; the
New Roosevelt Hotel and the Jung Hotel, New Orleans; the Neils
Esperson Building and the Gulf Building at Houston. All of these
were faced with Perla brick.

Advertising and public relations were part of the well-developed
overall sales strategy of the time. But Acme's sales techniques sel-
dom employed direct pressure and price cutting. The company
always kept its prices in line with the prevailing market price and
depended on its reputation for prompt delivery of high-quality
merchandise to assure scles Acme never used direct mailings or
newspaper advertisements.” They did advertise in professional,
architectural, and clay products journals, and in the company
house organ, The Pug Mill, which was distributed fo architects,
contractors, and other major customers, as well as to Acme
employees. Company sales offices were always well designed,
built of brick, and contained display rooms. Adverhsmg
beochiies, often fnclded reprints of articles from journals.” The
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company always stressed personal contact with the buyers. Acme
also required its staff to have personal membershlps in clay prod-
ucts, architectural, and builders organizations. Company films
||lu5trcmng p|c:n1 produchon technlques, homebuilders’ guudes,
bricklayers’ instruction manuals, and consulting services enabled
salesmen to do a professional job. Even plant tours for customers
were a part of the Acme educational program.” And, as an aid
in training and communication, Acme salesmen held periodic
meetings at Fort Worth. The firm encouraged all employees to
participate in professional, civic, and community affairs and to
assume leadership positions when they were offered them.”

Acme tried to serve both the large and small customers.
Competitors, however, complained because Acme was almost
invariably successful in bidding for large contracts that involved
the construction of schools, skyscrapers, and large apartment
complexes. Jobs of that sort required a tremendous number of
bricks, and Acme had the capacity to supply them promptly
whereas other Southwestern companies could do so only over an
extended period or by completely wiping out their inventories.”
This was part of the reason Acme kept at least two million bricks
on each plant yard during that time. In short, few companies
could continuously supply customers with the needed amounts,
and still fewer could come back later and match these with addi-
tions. . For example, an ordinary skyscraper of the 1920s
required an average of 1.25 million face bricks, the equivalent
of nearly a month’s production for most brick plants.

On the other hand, Acme stressed and promoted home building,
remodeling, and veneering with brick. Likewise, Acme pushed
sales to smaller institutional groups such as churches, lodges, and
schools. Indeed, most of the Acme brochures or one-page adver-
tisements in journals displayed homes and insfitutions much more
often than skyscrapers.” The effectiveness of this approach was
demonstrated in the fact that hardly a community in Texas or
Arkansas is without at least one building today that is constructed
of Acme brick.”

The Museum collection of brick was another interesting public rela-
tions and educational device, which particularly aftracted Bennett.
This collection of brick from around the world criginated with
Bennett's first world trip while he was still a boy. Perhaps it was a
hobby, but it was one that proved invaluable. At first, Bennett col-
lected brick on each trip he made and got his friends to collect
brick for him. In 1923, he began fo request brick samples from for-
eign con5u|ntes * Aided by his personu| friend, Congressman Fritz
G. Lanham,” Bennett succeeded in co]lechng brick from around
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the globe. OF especial interest were the brick from ancient
Babylon, the Great Wall of China, the Roman Forum, Vesuvius,
ancient Egypt, ancient Mexico, and India. Succeeding manage-
ment added fo this collection and placed it on permanent display
at the Fort Worth office. But the
Museum brick exhibit has trav-
eled to many clay products
meetings, fairs, schools, and
libraries. By 1971, the display
consisted of brlcks from ninety-

fwo counfries

To a great degree the success of
Acme must be atiributed to the
high morale and strong compa-
ny spirit Bennett was able to
develop. By spirit, in this case,
is meant the cooperative atfi-
tude, the enthusiasm, the desire
to reach common goals, and
the pride shown in all the com-
pany’s efforts. Undoubtedly, this
spirit and what Bennett called
a "brick psychology” was a
reflection of Benneft's own atti-
tudes, for he “believed in brick”
and it's usefulness. “I make my
living from people’s prosperity;
not their troubles like many
other professionals,” he often
said with pride, and he firmly
believed that brick was the
most economical building mate-
rial available fo man.™ His slo-
gan was, “A brick of every type and for every purpose.” Lifing a
title from a 1912 issue of House Beautiful, he wrote a series of arti-
cles in The Pug Mill entitled “The Romance of Brick,” in which he
traced the origin, uses, and methods of brickmaking from ancient
times fo the 1920s. In these artficles he emphasized the beauty,
strength, and durability of brick as a building material and the effi-
ciency of modern manufacturing methods.”
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From this emphasis came other company slogans such as: “Acme
Brick—Everlastingly Beautiful”; “Brick—the Noblest of Building
Materials”; “A Well-burned Clay Never Decays—Specify Acme
Brick”; “Face Brick Walls Require No Upkeep”; “A Brick for Every
Type—A Color for Every Color Scheme”; “There Is No Substitute for
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Brick”; and “Build Insurance into Your Homes with Fire-resistive
Burned-clay Products.”” Other slogans stressed the stability and
traditions of the company through such phrases as: “Build for the
Centuries with Acme Brick,” “Thirty-six Years in the Art of
Brickmaking,” “Manufacturers
of the Products We Sell,” “A
Complete Service from Pit to
Kiln to Job,” and “A Southern-
wide Service from Ten Acme-
owned-operated Plants.””

The decade ending in 1929,
saw Acme Brick Company
become a “winner” and reach
the zenith of its golden era.
During that period, Acme had
purchased four other brick com-
panies with their nine plants
and had continued all but one
of them in operation. Acme had
modernized its two original
Texas plants and built two
more, Perla No. 1 and Tulsa.
Additionally, the company had
formed an dlliance with Elgin
Standard. This expansion had
broadened the offerings of the
company, brought in valuable
personnel, and enlarged its
markets. Acme redesigned its
financial structure several times
as well as its secondary level of
administration to keep pace
with its growth in other direc-
fions. Consequently, sound finances and operating procedures
became established while company assets quadrupled during the
period. To penefrate previously unopened markets, Acme extended
its base of operations from North Texas to include all of the
Southwest and established strategically placed service outlets
throughout the nation. Furthermore, by adopting and developing
modern sales techniques and tactics, Acme successfully met its com-
petition. Finally, Acme inaugurated excellent internal and external
public relations programs which strengthened friendship ties and
employee loyalty; these were the crowning efforts that led to an
inspired working team. That team, working as a unit, changed the
face of the Southwest and left a tradition of cooperation fo its heirs.
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The Milam Building, San Antonio,
Texas, May 1928.
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Acme Brick Company entered the next decade as a large, mod-
ern, efficient, and prominent clay products enterprise. It had
weathered many vicissitudes but its many successes had sustained
it. Despite its strength and excellent organization, Acme, like
other large firms and the American public in general, was about
fo meet its most severe test. The stock market crash of 1929 sig-
naled the close of a prosperous era and the opening of one of the

most economically depressed times in American history.
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From Crash to War

Acme's volume of sales continued at high levels
throughout 1929. Meanwhile, however, another
kind of volume was reaching its peak. On October
28 of that year, stock sales hit 16.4 million shares
on the New York exchange and 7 million on the
curb outside. Ticker tapes ran hours behind sched-

ule.' Panic had hit the exchange, but it would be
some months before Acme really felt the effects of
the depression that was to follow in the wake of the
stock market crash.

Indeed, President Herbert Hoover's words, reassuring the country
that business was sound and prosperous, were taken to heart by
Acme officials. Everyone in the company believed that they were
experiencing only another mild recession like the one in 1921
Walter Bennett, echoing the country’s president, predicted in The
Pug Mill a year |oter that “today’s condition is a forecast of tomor-
row’s prosperity.”

Furthermore, he said:

The time for a pessimistic affitude is not therefore for this
hour, but rather belongs to the hour when business is at its
pinnacle. The very lull about which there has been so much
babble is in itself a positive and reliable forecast of good
things to come, . . . for the world has way of catching up.
How else could our grow’rh and deve|opment of today have
come about? Thus, we progress.

But there were signs that Acme could not avoid being caught in the
downtrend. At the stockholders’ meeting held early in 1929,
Bennett himself had noted some alarming signs. Sales for January
and February 1929 were only about 50 percent of those for 1928.

Home construction nafionwide had fallen for three years—yet the
Southwest was actually doing better than elsewhere. That summer
the Pine Bluff plant closed, never to reopen. By the end of 1929,
shipments had slipped by about thirteen million bricks below the
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Above: Setting the brick removed
from the dryer cars onto the kiln
cars in 1930.

Left: The Perla tunnel kiln ready to
receive a kiln car loaded with brick
to be burned. One of the old tunnel
kilns built at Perla in the 1930s was
still in operation in 1990.



Harvesting Acme Perla clay in 1930.

1928 peak. The next year, Acme experienced the most drastic drop
yet in sales, for in 1930 they shipped only ninety-eight million
brick—seventy million fewer than in 1928. Actually, nearly half of
the company plants could have shut down and their |oss would
never have been felt.” Brick
began to stack up in the ycrds‘
The Perla plant, however, con-
tinued to do well in 1930, since
a number of large buildings
erected by the Jones's interest
were still in the process of con-
struction, and Perla was supply-
ing the bricks to complete them.
Shortly after the building season
started in 1930, however, the
Litle Rock plant closed down
completely and did not reopen
until after World War II. Dealer
sales fell off sharply os fewer and fewer orders were received from
outside the Acme region.”

As sales fell, Acme closed some of its many sales offices. In 1929,
Acme had twenty-eight sales offices, but by October 1931, these
had shrunk to twelve. Slowly but surely the company was having
to withdraw from its radial sales network. The only remaining
sales offices were Oklahoma City, Tulsa, Fort Smith, Little Rock,
New Orleans, Shreveport, Dallas, Fort Worth, Waco, San
Antonio, Wichita Falls, and Houston.”

Acme’s advertising began to reflect the slump in construction. At
mid-summer The Pug Mill became a bi-monthly publication, and
the company dropped national advertising early in 1931. To stim-
ulate sales, Acme urged customers to bU||c| now while labor and
materials are economically available.” With the Christmas 1931
issue The Pug Mill was discontinued. No company publication
oppeored again for many years. Something was lost when this
magazine stopped—everyone knew it, everyone regretted it, but
the worst was still in the offing.

As sales continued their downward trend, the company manage-
ment tried further belt-tightening. Plants were put on temporary
schedules, some shutting down for a few weeks at a time, others
for a few months. Wages finally were cut in half. At the end of
1932 a sort of bottom was reached, for sales had fallen to twen-
ty-four million bricks—the production capacity of the Benneft
plant. A little over twelve million bricks were stacked up at Denton
alone, awaiting shipping orders that were not forthcoming.
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The Denton plant afforded a good example of the disastrous effects

of the depression on the brick industry. Joe Hobson, who became
its superintendent that fateful month of October 1929, recalled:

There seemed to be no end to laying off men. By about
the first of 1932, the four foremen were night watching half-
time making $10.50 per week. | was day watching at
$100.00 per month—all this was seven days a week—we
were all very thankful to have any kind of job. | remember
very well (that) in January 1933 total sales at the Denton
plant was 500 common brick.”

Company finances reflected the disaster that had befallen Acme,
for assets dwindled from a high of $4,253,210 to $2,040,437 in
1933." And, at the same time, the company was recapitalized
downward for the only time in its history. On July 26, 1932,
Bennett called a special stockholders’ meeting, not to announce
an annexation or increase in holdings, but fo request that the
$100 par value stock be sliced to $50 a share cnd fhuf new pre-

ferred stock be reissued at a lower rate of interest.’

Company officials strove mightily to keep Acme from collapsing,
and they succeeded. The company paid its bills, reduced its debt,
maintained adequate reserves, and invested in federal securities.
Its net worth decreased in comparable manner to recapitalization;
however, this was maintained at around the 1925 level.
Paralleling the other indications of prosperity or depression,
income taxes fell to World War | levels from an average of about
$40,000 a year to $7,000. Acme's customers apparently were
doing worse, and the company wrote off $90,231 in bad debts.

Yet, Acme fared better than many other brick
companies, for many went completely bankrupt,
and there were few prospective buyers for closed
brickworks. In the 1920s, due largely to consol-
idation and mergers, the number of brick plants
in the United States shrank from 2,414 to
1,846." In the 1930s, however, due |c:r§e|y fo
bankruptcy, the number declined to 783.

Somehow Acme avoided such a tragedy,
although 1933 and 1934 were to be the worst
years in the financial history of the company.
Economic conditions worsened generally in 1932
and 1933, but 1934 was the worst of all, in spite
of the promised “New Deal.” In that year, the
company went info the red by $120,632, the first
and last loss Acme ever showed on its balance
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Loading clay into cars for delivery to
a clay storage building. Tractors
dumped the clay from above into
hoppers that filled rail cars.




Cured clay was stored inside a build-
ing waiting for processing.

sheet.” In part, this was due to the fact that sales slipped to a mere
twenty million bricks. The company had to take up some of its
stock, thus cutting its surplus to about $260,000, the lowest since
1920.” still another reason was the assumption of the debts and
assets of a nearby company.

One of Acme’s allies against out-of-state competition, the
Bridgeport Brick Company, had been forced into bankruptey in
1930. Acme did what it could for this stricken friend, even continu-
ing to broker Bridgeport brick at a profit for its owners, But eventu-
ally Bridgeport could not stave off the courts and was delivered info
receivership. Acme fook up the debts of most of its plants—those at
Ferris, Bridgeport, and Mexia, Texas—but left the affiliate Bayou
Brick Company, Cedar Bayou (Baytown), Texas, to be sold to cred-
itors.” It was some time before these plants could be brought info
operation, but Bridgeport resumed production in 1935 and Ferris
shortly afterwards. Although an attempt was made to reopen the
Mexia plont, it did not succeed.” The inauguration of the “New
Deal” by President Franklin D. Roosevelt helped revive Acme offi-
cials’ confidence in the future, Acme joined the government's
National Recovery Admtmstrahons (NRA) “Blue Eagle” program
and cooperated with its efforts.” The NRA was short lived, but ifs
impact on industry in general, and Acme in particular, was great
and lasting. The NRA led ultimately to the strong union movement
and, in effect, made labor a partner with business, albeit an unwel-
come one at first because of the strikes it fostered. For Acme Brick
and Walter Bennett, it was a palliotive that instead gave a
headache, but, as one writer said, “It gave busmessmen something
to do while depression pursued its weary course.”

Weighted down by the cares of the company and the mountains of
government busy work, and crushed by the burdens of responsibil-
ity thrust upon him, Walter Bennett's health began to fail. Normally
a robust, energetic man, his weight dropped dramatically and his
vigor declined. Even while in the hospital for several months before
his death, he attempted to run the business by telephone and con-
ferences.” When he succumbed, and died on January 15, 1935,

in Dallas, Acme suffered its greatest loss of the depression.

The public had lost a friend and benefactor, too, for in addition to
his business career with Acme, Bennett had contributed in various
ways to many civic enterprises. He had been the first chairman of
the Tarrant County Water Development Board and was instru-
mental in improving and developing water resources; Eagle
Mountain Lake is one of his many achievements. He had been an
active member of the Fort Worth Club, and the River Crest
Country Club, as well as the Royal Arch and Knight's Templar
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Masons and Shrine. He also served on the board of directors for
the Texas and Pacific Railroad and the Fort Worth Chamber of
Commerce. In like manner, he hqd been active in just about every
major charity activity in the caty

Bennett's death left a void in the company that
was difficult fo fill. His longtime friend and busi-
ness associate, Williom Bryce, the senior vice
president, immediately assumed !he legal duties
of president and board chairman.” But Bryce was
seventy-four years old and had other pressing
obligations. Consequently, a new administrative
structure had to be set up if the company was fo
be operated effectively. After discussion among
company leaders, a new plan was submitted and
approved at the next stockholders’ meehng

The new structure provided for a president of the
board of directors, who would also be president
of Acme Brick Company, and a senior vice premdent and gener-
al manager, who would actually run the company.” The man
selected for the latter post was J. E. Fender, another longtime offi-
cial of the company. This arrangement was adopted by those who
wanted fo see Fender direct company affairs and Bryce act as
general supervisor. Fender really cared little for the fitle, but did
wish fo run company business.’

Since Bryce had played such a big part in Acme's success and
had one of the longest associations with the company and its
founders, a closer look at his affairs is justified. William Bryce
was eminently qualified for his new position. “The record of
his work would present a satisfactory sketch of the building,
growth, and improvement of this city (Fort Worth) dunnag this
period of nearly four decades,” wrote Paddock in 1922." Born
in Lanarkshire, Scotland, on February 14, 1861, the son of a
masonry contractor, Bryce emigrated with his parents to Canada
in 1869. When he was nineteen, he went to Winnepeg,
Manitoba, where he learned bricklaying. In 1881, he immigrat-
ed to the United States, and two years later settled in Fort Worth,
where he worked as a journeyman bricklayer before going into
business for himself. Beginning with “a shack on Main Street
with capital painstakingly saved from wages and no credit,” he
built his busmess into one of the largest building firms in Texas

and the South.™

While still a brick mason, Bryce entered the real estate business
and “rose to prominence through sheer ability, applicafion, and
character.” In the 1890s he formed the Bryce Building Company.
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Among the structures his firm constructed were the Texas Brewing
Company, Burris Mills and Elevators, the Hendricks Building, one
of the large Armour plants, the Exchange Building at the stock-
yards, the Fort Worth Club Building, and many residential subdi-
visions such as Park Hill, Arllngfon Heights in Fort Worth, and
several other subdivisions in Dallas.” In addition, he was active in
several other corporations, serving on the board of direciors of
the Fort Worth National Bank, Miller Mutual Fire Insurance
Company, the State Reserve Life Insurance Company, and Texas
Electric Service Company. He also, served as president of the
Drumon Seed and Floral Company.”

Bryce occupied an office in the quaint Bryce Building, that was
couched in the recess at the rear of the Fort Worth Public Library,
across from City Hall and just around the corner from several office
buildings which housed businesses in which he had an active inter-
est. Always active in civic affairs, as well as in his numerous busi-
ness enterprises, Bryce served on the Fort Worth City Council in the
1920s and as one of a thirty-five member commission that drew
up the city charter, helped to secure the adoption of the Council
Manager form of government in 1925. He was drafted for mayor
and succeeded H. C. Meacham as mayor of Fort Worth from
1927 to 1933. Although a quiet, ruddy-faced, retiring man, Bryce
was much in the public eye as mayor, councﬂmun r.tnd director of
the Southwest Exposition and Fat Stock Show.” In December
1933, however, Bryce retired from politics because of his ill health
and the serious illness of his wife, who died a few months later of
injuries she had received over a year before in an auto accident.

Bryce also contributed generously and nonostentatiously to many
charities and not until his death, in 1944, was it discovered how
greatly he had helped many churches and the Children’s Hospital,
Other groups to which he lent his support were the Masons, Elks,

and Knights of nyhlas

Associated with George E. Bennett, first as a customer and then
in the joint enterprise of building the Fort Worth stockyards, Bryce
became interested in Walter Bennett and aided him considerably
through the years before and after the Denton merger. “He was a
gentlemen in every sense of the word,” Mrs. W. R. Bennett
declared, and he ‘set an admirable example for all who associ-

ated wnlh him.”” An example, which to a great degree, was fol-

lowed and implemented by all the top Acme officials from the
beginning. Only one photograph of Bryce, one of Walter
Bennett, and none of J. E. Fender appeared in five years of The
Pug Mill publication, because “they did not wish fo project them-

selves above their workers.""
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After Bryce “retired” in 1919, he actually served Acme as an
adviser rather than as a field officer, leaving most of the daily
operations to Bennett and the other vice presidents. Although
Bryce gave as much fime as he could spare, Fender took care of
actual company business until 1941 when Bryce really did
refire.” Aside from electing W. K. Stripling to replace Walter R.
Bennett, the bourd in the 1930s remained essentially the same as
that of late 1929,

After the death of Walter Bennett, Bryce and Fender guided the
company through the final years of the depression. Buoyed by
anticipated government programs, they reopened the Bridgeport
and Ferris plants in 1935 under the supervision of Ray W.
Pafford, then in charge of production. Roy G. Smith hc:d been
fired shorfly after Fender fook the reins of management.” They
expanded the refractories department, as the company turned to
institutional markets, both industrial and commercial, and sought
less and less residential business. By making this change, man-
agement hoped to stabilize Acme's finances and economic posi-
tion. Although the company had completely closed the plants at
Pine Bluff, Litle Rock, Cleveland, and, in 1937, Wichita Falls,
facilities at Bridgeport and Ferris helped offset their loss. The
p|cmts that continued to operate could easily fill any production
gaps.” Under Fender's leadership, gross soles rose fo
$2,023,657 by the start of World War II. The company’s net
worth, however, did not rise comparably becouse of debt reduc-
tion and large outlays in dividends. Assets of the company did not
reach the 1929 level until 1948, but reserves were maintained af
$600,000 and $700,000 during the period. The amount of stock
issued also did not change appreciably. The preferred stock, how-
ever, was gradually bought, so that by 1946 all shares outstand-
ing were common shares. From an investor’s viewpoint the rise in
book value from $50 a share to $80 in six short years was grat-
ifying, and 8 percent dividends (average) must have improved
investor confidence

Acme was not without its problems with labor in the 1930s, as both
the Malvern and Perla as well as the Bridgeport plants became
unionized, with the latter striking near the end of the 1940s. This
strike lasted some months, but Acme finally reached a setflement
favorable to the company; Bridgeport has not experienced a strike
since that time. Acme'’s policy then and now was not anti-labor but
anti-union, for its leaders have been staunch supporters of better-
than-average wages and treatment of employees.’
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A group of Acme employees at the
Perla plant in 1930. Third from the
left is Van Zandt Mitchell, Acme’s

construction superintendent.

The Bridgeport plant has a long history of ups and downs.
Bridgeport, Texas, located in Wise County, about forty-five miles
northwest of Fort Worth, undoubtedly owes its existence to the
deposits of coal that underlie the area. The zone is part of the same
geologic formations that exist at
Thurber and Benneft and was
created at the same geologic
time. It rests on the shoreline
of an ancient ocean that has
long since ciisclpper::retimj In the
1880s Bridgeport sprang up as
a coalmining town, although o
necessary amount of farming
and ranching lent support to the
local economy. As at the Tulsa
operations, a certain amount of
coalmining refuse was brought fo the surface and piled into large
mounds. Much later it was discovered that these mounds were of
high-grade shale, ideal for the manufacturing of clay products.”

A brick plant was first built on the Acme site in 1906—a dry-press
plant that soon became a stiff-mud operation. The name of this
company was the Wise County Brick Company, and J. C. Moncrief
was in charge of plant construction. In 1911, this company pur-
chased a file plant in Nebraska, then dismantled it and moved it fo
Bridgeport in 1916, Then in 1918, the plant was moved again,
this time to the site of the present Acme plant. The principle owner
at this time was C. W. Martin. He went on to form the Bridgeport
Brick Company in 1921. By 1924, this company had purchased
the Diamond Brick Company plants at Ferris, followed later on by
one at Mexia, Texas, and the Bayou Brick Company at Baytown.
Marfin's company went under in 1930, and Acme took all its
plants in North Texas, while retaining its employees.”

Of course, the policy of Acme Brick Company was to “make them
better,” and Mann, under Ray Pafford’s supervision, conducted
renovations before operations began in 1935. Eventually, the sur-
face shale was used up and, in 1953, after the plant had been
rebuilt in 1952, Pafford installed a shale planer. The plant now
uses open pit operations and, for a fime, supplied file for Acme
and the Ceramic Cooling Tower Corporation.’

Different plants suffered different fates during these depression
years prior to World War II. Although the Bennett plant nearly
stopped production in 1933, men were kept on the payroll there,
grinding useless bats for roads and making brick, while grass lit-
erally grew in the kilns at Perla, Denton, and elsewhere.” Since
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1936, the Bennett plant earnings never dropped below $50,000
a year, while other p|onts made little or no prof'lt for the company.
In 1935 and 1936, when Denton was on steam operohons, its
profits did not meet the payroll, although it exceeded production at
Bennett. The Tulsa plant operated at near full pro- =

duction affer 1936, except for 1938 and 1940,
when its product fell to less than twenty thousand
tons. The Fort Smith and Oklahoma City plants
likewise had bad years in 1938 and 1940, but
the one at Wichita Falls had the lowest production
and profit record of all the plants in 1936 and
1937 and was closed out. Perla and Malvern
each did about the same, dlthough they were
closed down completely in 1934, except for the
experimental refractory production that Bennett
and Smith had started at Perla late in 1933. Since
Perla and Malvern were in the throes of labor trouble, Perla
records for 1936 are not clear; but it continued to use about as
much fuel os the Bennett plant, which would indicate that it
remained in production. Of the two Bridgeport Brick Company
plants, only the Bridgeport plant really made any profits in the
1930s. It was not until near the end of World War Il before the
Ferris plant did litfle more than cover its expenses. Most of the time,
it made less money than the Wichita Falls plant had before it was
closed. Parenthetically, by the end of the decade, only Fort Smith

remained on steam operahons

The sales department began to revive in 1935, and Acme attempt-
ed to reacquire sales territory lost during the slump. Salesmen,
who were now supplied with automobiles, hit the road trying to
cover larger amounts of ferritory. By 1939, Acme was hiring addi-

tional salesmen and Jrying fo enlarge its share of the residential
construction market.” With the outbreak of war in Europe in
September 1939, there was a brief upsurge in sales, but orders fell
off again during the period of the “phony war” Then, with
Germany’s blitzkrieg attacks in 1940, America’s industrial output
surged back, and Acme’s refractory business began to go into high
gear. Production went back up to the 1925 level, and, by the time
America became involved in the war in 1941, Acme had sold
eighty-five million bricks—the largest amount smce 1930 But even
at that the company still ran at only half capacity.

Times were changing fast in response to these almost unbelievable
happenings in the world. And Bennett, Texas, changed more in
the period between the two world wars than it had in the previ-
ous half century. The coming of the automobile brought addition-
al change. The company had shielded the community to a great
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The inside of a machine room at

Perla in 1931.
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extenl, spreading the work on a rotational basis to prevent unem-
ployment. For a while the company extended credit to workers
through the company store. The village got the reputation of being
a place to get handouts, and as hoboes by the thousands rode
into town on the railroad, they became such a serious problem
that trains ceased to stop there anymore. The company, however,
provided these destitute travelers a ccmpground across the tracks
from the plant instead of driving them out as trespassers. With the
start of World War Il and the movement of mare industry to Texas,
people began fo migrate from the valley to larger towns. And with
this exodus, the population figures for Benneﬂ began to shrink. By
1971, only about sixty people lived there.” In 1990, approxi-

motely thirty workers resided in the villoge.

Another result of the depression was that Acme sold off nearly two
sections of land, which had been painstakingly procured over a
forty-five-year period by A. K. Root, George Bennett, and Walter
Bennett. In October 1935, Bryce and Fender sold 1,230 acres of
their Parker County holdings for $50 an acre. By this action,
Acme retired completely from the farming and ranching business,
which had been so much a part of the old Bennett system. Later,
however, in the 1950s, Acme bought a lake near Benneti, which
the Texas Pacific Railroad had built in 1934, and in 1960 boughi
back another acre of shale reserves.”

With the outbreak of the Second World War, Acme’s machinery
was back into production. The financial crisis was over. Sales were
reviving, and stockholders’ confidence was restored. So, in 1941,
at the stockholders’ annual meeting, the temporary structure that
had been set up in 1935 was replaced by one that was to serve
the company during the next two decades of tremendous growth.
The new structure abolished the position of vice president and gen-
eral manager and created a chairman of the board. Under the
new system William Bryce became chairman of the board, and
James Ernest Fender assumed the responsibilities and title of pres-
ident of Acme Brick Company, a position he held until 1959

@9
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War and Cold War: Acme, 1941-1959

In 1940, the board of directors of Acme Brick Company drew up
a proposed change of structure that was adopted by the stock-
holders early in 1941 and remained basically unchanged for
twenty-one years. The board at this time consisted of William
Bryce, Willard Burton, E. R. Collier, J. E. Fender, Locksley Fife, R.
E. Harding, Mrs, Corrine M. Hardy, Joe B. Hogsett, and H. C.
McKinney. Under the new arrangement J. E. Fender became pres-
ident; R. E. Harding, vice president; Jack Pickens, vice president;
and C. L. Wilson, secretory-treasurer.’

With each passing year of the war, more and more responsibili-
ty devolved upon the vice presidents and managers, with the
result that by 1946, the lines of authority had become more for-
malized and clearly defined. The new structure embodied an
operational arrangement that had existed for nearly ten years,
Fender, during that time, still called himself “President and
General Manager” and relied heavily on subordinate managers
who acted in the capacity of vice presidents.? This manager-vice
president concept had evolved out of Fender’s long experience in
sales with Acme Brick Company.®

In 1941, Fender was the oldest executive from point of service in
the Acme organization, having been with the company since
1907 * He was born in Terrell, Texas, on January 17, 1883, to
John W. and Mattie A. Fender, who had four other children: three
daughters and another son, Robert W., who was seven years
older than James Ernest.’ In 1887, the Fenders moved to Fort
Worth, and in the following year, the father of the family, a lum-
berman, was killed in a railroad accident. All of the children
made their way through high school; Robert worked for the First
National Bank and later became one of the executives there.”
When James finished high school, around the turn of the century,
he was employed by the Nash Hardware Company, the firm for
which he had previously worked several summers. While serving

as a bill collector for the Nash Company, he attended the old Fort
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Worth University and was active in a men's choral group, the
Arions, who practiced during lunch hour.”

In 1903, the Fender family apparently was getting along very
well, so the young James Ernest sought his fortune in California.
He stayed there only a short time, however, and then went to
Seattle, Washington, where he found employment as a laborer
for the Renton-Holmes Lumber Company. In Seattle, he attended
church, sang in the choir, and became friends with the Getty sis-
ters, whose father was a prominent businessman connected with
Renton-Holmes. These sisters aided his advancement in the com-
pany by securing letters of recommendation for him from mutual
friends in Fort Worth. Fender became a clerk for the lumber con-
cern, then a buyer, and findlly a salesmon, a position that
required him to travel extensively at home and abroad.?

In early 1906, while waiting to board ship for Hamburg,
Germany, Fender received word that his mother was seriously ill
and was expected to die at any moment. He wrestled only briefly
with the problem of whether to make the trip or return to Fort
Worth. He immediately gave Renton-Holmes fermination notice
and left for home. Upon arrival at Fort Worth he found his moth-
er lingering between life and death. Gradually she improved, and
Fender sought employment in Fort Worth so that he could remain
with her during her convalescence.’

A friend, Eddie Newell, who was associated with William Bryce
and George Bennett, arranged for Fender to meet Walter R.
Bennett, who had just taken over the management of Acme
Pressed Brick. Although Fender was a few years older than
Walter, the two had known each other earlier in high school. They
became the best of friends and complemented each other very
well—Fender, the extrovert salesman, and Bennett, the business-
man and thinker."” Fender began working as a timekeeper and
bookkeeper at the company store on January 5, 1907."

For the next thirty years, much of Acme Brick’s history could be
written around these two young men and their efforts to build the
company. While Bennett managed the company as vice presi-
dent, Fender was timekeeper, bookkeeper, salesman, and ship-
ping clerk. When Acme merged with Denton Press Brick, Fender
became the secretary of Acme Pressed Brick; and along with
Andrew Kelly and W. R. Bennett, he handled the land purchases
in Denton that shortly preceded the consolidation.'?

In 1910, Fender met Miss Katilee Martin of Weatherford."* Her
remarkable father had served as attorney for Parker County when
only nineteen years old. In 1903, he was appointed assistant
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attorney general of Texas by Governor S. W. T. Lanham. He died
at the age of thirty-six, leaving a wife and five children to fend for
themselves."* So in the fall of 1910, Katilee, anxious to help with
the family income, took a part-time job teaching at the Bennett
Lakota School, She lived at the home of Mr. and Mrs. John
Sanders, walked to the nearby school, and returned to
Weatherford on Friday evenings.'” One weekend, shortly after
she began teaching, she met Fritz G. Lanham, who was accom-
panied by two young men. Lanham introduced the young men as
Walter R. Bennett and Ernest Fender. It was not long before
Fender began fo accompany Miss Martin on her trips between
Weatherford and the school. Less than three years loter, in June
1913, they were married."* The couple had two sons, Howard
Martin and James Ernest. Howard became an attorney. His firm
handled Acme legal affairs for years, and he also served as dis-
trict attorney for Tarrant County. James Ernest Fender Jr. started to
work for Acme in 1936, eventually becoming a sales coordinator
in the home office at Fort Worth."”

Fender remained a salesman and secretary until after Acme
Pressed Brick Company was rechartered; then he became vice
president and general sales manager, as well as secrefary of the
board of directors.” Locksley Fife, also a vice president, was in
charge of sales in North Texas and Louisiana until his retirement
in the early 1930s.'” During the 1920s, it was Fender’s efforts that
shaped the expanding sales department, and as senior vice pres-
ident and general manager, he ran the company during the last
half of the 1930s before becoming president in 1941.

To understand the company structure as it evolved during the war
period, the following summary of the system inaugurated by
Walter Bennett will prove helpful. Prior to 1910, Acme Pressed
Brick had only one plant. The plant superintendent and the com-
pany president decided when to make brick, basing their deci-
sion on the orders received from contractors, lumber yards, ond
other concerns. Occasionally, George Bennett made agreements
with various building materials and supply companies fo broker
Acme Brick. In this way, additional outlets were developed, but
even under those conditions, orders were uncertain and spo-
radic. Walter Bennett at first made no changes in the way the
company was run. But with the Denton merger two plants had to
be coordinated, and a larger variety of brick had to be sold. At
this time, W. R. Bennett turned the Dallas area over to Locksley
Fife and his brother,” while Fender attempted to develop other
areas and to coordinate all sales. By 1918, several salesmen had

been added, and orders had greatly increased, thus necessitat-
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ing the establishment of a sales manager and an office staff of
about fifteen people.”

During this period and throughout the 1920s, officers of the
company, board of directors, and management committees were
almost synonymous.* The company finance committee was com-
posed of Bennett, Fife, and Fender, while the production depart-
ment committee was Bennett, Smith and Kelly.” All but Kelly
served on the board. As the company expanded during the
1920s, many former officers of the annexed companies became
stockholders and officers of Acme.* These multifarious elements
were held together by W. R. Benneft “who played the role of

peacemaker.””

Soon after Bennefts death, this type of owner-director-officer
organization began to erode. Several other officers had previously
died or retired, and Roy S. Smith left the company when Fender
was made general manager.” By 1941, the only company officials
on the board were Bryce, Fender, and Harding—a minority.
Management was fending to become more professional, rather
than owner-operated, in spite of the fact that company officers were
also stockholders. With William Bryce's death in September 1944,
another change became necessary, and Joe B. Hogseft, a promi-
nent Fort Worth investor, was elected chairman of the board.”

As early as 1939, Fender had a well-oiled machine. All the pro-
cedures for sales, production, and office operations had been
worked out and were not to be revised until 1958 and 1959. In
the mid-1930s, Fender, as general manager, had promoted Ray
Pafford to the position of general plant manager; George Puls to
general sales manager; W. A. Barber Jr. to auditor and controller;
and E. J. Robinett to traffic manager. When Puls, a crack sales-
man in the 1920s, became ill, Fender called upon Neill Boldrick,
then in charge of sales at Houston, to replace him. When he had
recovered, Puls returned to Acme in the early war years and
became general sales manager for refractories.” In 1945, the
board designated all officers of the company vice presidents.
These redoubtable men, along with Joe B. Hogseft, the board
chairman, worked together like a three-team tandem pulling for
the progress of the company. Fender was able to hold the reins
until he was seventy-six.”

Board of directors’ composition also changed somewhat during
the 1940s, mostly due to the death of previous board members.
Mrs. W. R. Bennett joined the board in 1942, followed by Guy
Price and Van Zandt Smith, who were appointed to replace
Willard Burton and Williom Bryce, both of whom had died. Price
was a businessman, and Smith was the head of the law firm that
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handled Acme’s business. Mrs. O. G. Murphy replaced Corrinne
Hardy, representing the old Arkansas interests. In addition fo these
four, there were Fender, Fife, Harding, Hogseft, McKinney, and
Williom H. Tyler, a wholesaler, who joined the group in 1949.%

Fender himself set the example for his staff by becoming vigor-
ously involved in affairs outside the company and urging his offi-
cers to do the same. He was active in Rotary and Masonic affairs
and served on the board of directors of the National
Manufacturers Association. He was elected president of the Texas
Manufacturers Association, a director of the Fort Worth Chamber
of Commerce, a board member of Trinity University, and a trustee
of the First Presbyterian Church. He also served as a board mem-
ber of the Belt Line Railway Company and as a member of the
Trinity River Improvement Association. Socially, he was active in
the Rivercrest Country Club, the Fort Worth Club, and the Dallas
Athletic Club.”" Each officer was also an active member and
leader in some industry-related organization—Puls in a refracto-
ries sociely, Pafford in the American Ceramic Society, Boldrick in
the Standards Society, and Fender and others in the Structural
Clay Products Institute.*

Shortly after Fender became Acme’s president, America entered
the Second World War. Fender had to do triple duty: first as the
company’s chief officer, second as a dollor-a-year man heading
the fuel administration, and third as president of the Structural
Clay Products Institute.” All three positions were demanding, but
with the cooperation of the company officers and personnel,
Fender successfully carried out his duties, and Acme Brick
Company emerged from the war stronger than ever. In 1942,
Acme sales passed the 100 million mark for the first time since
1929. During World War |, the growing refractories business
and tile manufacturing accounted for the greater part of produc-
tion. Face brick sales surged briefly after Pearl Harbor. Then, in
1943, the government set priorities for building materials, and

few face brick were sold or produced. ™

Labor, again, was in short supply to produce the badly needed
clay products that went into industrial furnaces, war plants, and
military construction. This gap was partially filled by hiring
women fo handle, truck, and off-bear brick, as well as to do cler-
ical work formerly done mostly by men. In late 1943, prisoners of
war from the European and North African campaign were
brought in and put to work in many Acme plants. Considerable
numbers of prisoners of war worked at Perla, Fort Smith, Bennett,
Denton, Bridgeport, and Oklahoma City.*
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Garrison plant in 1946. This plant
was a site where German prisoners
of war were used as labor during
World War 11,

These people made good workers at some plants and poor
ones at others. Asa Goodman, superintendent of Perla, said that
“they only got in the way and often got hurt.”* But, according
to Dwight Alexander, the prisoners “had good records at Denton,
and other plants with only one
known attempt at escape, and
that, at Denton.”” Here, one
prisoner worked in his trench
coat, whether it was hot or cold.
Eventually fellow workers and
guards accepted his eccentricity.
This man used his coat to hide
excess food and water, which he
stored for an escape. But the
evening of his attempted escape,
he and his food cache were
found hidden in a smoke stack.
On one occasion at Bennett, a
prisoner refused to work in a hot
kiln with @ man who never
washed his overalls.® These were really only minor incidents. At the
Garrison plant, a plaque on one of the kilns commemorated the fact
that it was constructed by prisoners of war.* Organized labor ot
Fort Smith complained that the use of these POW's deprived them
of work.

During 1944, Perla suffered a very costly fire. Its origin was
unknown, but the fire burned down the clay sheds and a good part
of the machine and grinding rooms.*' Acme soon rebuilt these
structures, however, and made additions to the plant. In 1945 and
1946, the company constructed a new office building and two new
tunnel kilns, both of which quickly paid for themselves.*

In 1951, Acme added another tunnel kiln for burning fire brick,
which by now had become a booming business. Perla manufac-
tured all kinds of fire brick, hand-molded shapes for rotary kilns,
and special shapes for American Arch Company and locomotive
fire boxes. It had been the refractory business that had sustained
the Perla plant during the war years. In the 1950s, refractories
became an even more tremendous business, and this department
came to occupy the entire fourth floor of Acme’s new office build-
ing. Acme fire brick were used all over the world.* At one point,
the refractories department had an office in New York on Walll
Street, with Kurt Karcher as its manager. Mrs. Fender recalled
that, while on a trip to the Near East, she saw sixfy car loads of
Perla fire brick being unloaded at Haifa.*
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One of Acme’s research programs had helped refractory
development. Leo Franz developed a substance called “Everset,”
a patented sealer for use in fire clay products and furnaces.
But with the coming of diesel locomotives, new boiler designs,
and available electricity, refrac-
tory sales began to decline, 50 (s in 000

Housing Storts ond Brick Shipments.. Closa relationship because housing is largest market for brick

{shipments 000,000}
700

Acme discontinued this produc- ¥
tion in 1963.*
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once more laid plans and 5
took steps to meet the anticipat-
ed boom in housing and con ;4
struction materials. In 1944,
Acme made its first brick plant 4,
purchase in a decade, buying
the Clinton, Oklahoma, plant o
from Ray Corner, who owned
the Western Brick Company.” 4,
N. P. O'Neal, president of
Hope Brick Company, Hope,
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the clay there. After overcom-
ing numerous problems, Acme  sources: Siarre—U.S Bureau of labor Staistcs
ran the Clinton plant with satis- il
factory results.* A few years later, O'Neal regretted his previous
decision and wrote Fender: “Every time | think of Clinton, | want
to throw up!”** A short while later, however, he fook a more philo-
sophical view. In a letter to Fender he declared:

Now that | am gefting up in years, and have tried to
refire it comes home to me that we should have been much
closer together than we have in the past, and had it not
been for you | don't think that anyone of us in the brick busi-
ness would have been doing any too well ot this time. So
here is (sic) my best wishes for a long and happy life . . . *

Acme was in an expansive mood, and on V-J Day, Ray Pafford and
Dwight Alexander went to Houston to inspect a proposed purchase.
There was so much pandemonium with victory celebrations going
on that the deal could not be concluded, but later, in September
1945, Acme bought the Bishop Brick Company.”' The Houston
plant, which had been built in 1935 by Roy G. Smith after he had
left Acme, formerly belonged to the Ferris Brick Company. In 1938,
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The Garrison plant in 1942, Note
that the sign at the entrance sfill
reads that it is on Athens Brick
Company plant.

it had been purchased by Russ Mitchell and John Bishop, building
contractors, who formed the Bishop Brick Company. Originally, it
had been a dry-press plant, but Acme installed stiff-mud machinery
and experimented with stiff-mud file while making dry-press brick.
Fire destroyed the stiff-mud operations, which were later rebuilt. On
October 1, 1950, all dry-press production ceased, and file and
“Ruff Face Brick” became the plant's prime production until 1958.
Because of lime found in the clay, tile manufacturing stopped and
Houston produced only used effect brick (UEB).*2

Some of the original Houston crew still worked for Acme
in 1959. They were Albert Elam, L. L. Smith, Arthur L. Smith, P. J.
Murphy, H. B. Crawford, Dave Woodruff, L. P. Watson, V. H.
Mayes, C. R. Peace, J. L. Dockens, and Keith Alexander.** The
workers at the plant lived in houses on the site and conditions
were very overcrowded. In 1945, the plant was ten miles from the
city, but, by 1959, it was in the heart of the Oak Forrest
Addition—not exactly ideal for such a brick plant.*

Shortly after the Houston purchase, Acme became interested in the
Garrison plant, which belonged to Athens Brick and Tile. That plant
was very old, dafing back to Garrison Vitrified Brick Company
founded in 1893.% Located at the edge of the pine belt in the north-
east corner of Nacogdoches County, Texas, and sixty-three miles
southwest of Shreveport, Louisiana, Garrison was a pulpwood and
agricultural community.* Acme bought the Garrison plant in 1945
and following company tradition, modernized it in the 1950s with
a new clay shed, grinding rooms, machine room, and an addition-
al kiln. After the calcine department was added in 1954, this plant
which made face brick and tile, could produce at the rate of twen-
ty million a year.”

Later, in 1946, Acme rebuilt the Little Rock plant, which had been
idle since 1930. This factory was rather poorly equipped with old
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machinery that had been moved from other plants and stayed
open only long enough to eliminate the possibility that a “foreign”
brick company might move into the area. The Litle Rock plant
closed in 1952, when the threat was removed. But Little Rock did
add to Acme's production in 1946, helping the company to reach
a new record of 176 million brick shipped in that year. Not since
1928 had Acme made and sold so many brick.*

One of the big reasons Acme officials could think once more of
expansion was that the financial condition of the company had
steadily improved over the past decade. In 1940, Acme's net
worth had again reached $2 million; and its debt was a net
$52,969. None of this debt was long term, and most of the pre-
ferred stock had been retired. By 1946, the company’s net worth
was well over $2 million, and assets with the new purchases were
over $3,372,000. By the end of the war, sales exceeded $5 mil-
lion.** Fender’s laissez-faire policy toward competfitors in the
region had proved to be wise. According to Pafford, Fender’s phi-
losophy had been that “anything good for the brick business was
good for Acme.” Many times he had told Pafford that “there is
nothing poorer than a poor competitor.”*

Because of this cooperative aftitude, many brick companies sur-
vived the depression and war years that otherwise would have
gone under.*' The depression taught many bitter lessons, and one
of them was that brick companies that fought each other went
broke, while those who merged or cooperated stayed dlive.
Because of this, a tacit unwritten gentlemen’s agreement existed
between the majority of brickmakers not to cut prices. This agree-
ment accounts for the remarkable lack of competitive brick prices
during those years. Furthermore, few consolidations occurred
unless an owner was ready to sell. For instance, all the factories
Acme bought ofter 1934 were purchased upon offers first made
by their owners. One owner wished to dispose of a “headache,”
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Top: A shale planer at Fort Smith,
Arkansas in 1946.

Bottom: Storm damaged this planer
at Fort Smith in 1946.

another retired, and another wanted to get out of brickmaking.*
Although some plants changed hands, no large brick concerns
opened or built plants in the Southwest until affer World War I1.#

One agreement worked out by John Doughty illustrated both the
competitive and cooperative spirit prevalent at the time. In 1958,
Doughty met with Stan Judd of the Endicott Clay Products
Company at the Muhlebach Hotel in Kansas City to resolve some
difficulties both companies were having. With a “nickel beer” and
a handshake they agreed that Acme would represent Endicott in
southern Kansas. Over the years this informal tie has been
strengthened, and in the 1990s Acme sold valued Endicott prod-
ucts over a wide ferritory through Acme’s system.*

Fender made Acme a solid dividend-paying company and showed
little desire to do more than improve existing facilities. That is not
fo say the sales force was not aggressive, but that Fender stressed
research and improvement in marketing techniques rather than
invasion of another brickmaker’s ferritory. Because Acme had a
difficult fime asserting itself in Missouri and Louisiana during the
1930s and 1940s due to the political situation in those states, the
company had to be, and was, aggressive there.*

Acme officials turned their attention to developing a well-founded
company that minded its own business, earned dividends, paid
debts, and pursued a practical goal—the maintenance of a strong
position. Acme did well by its investors between 1936 and the end
of 1946. During this period, book value increased from $50
to nearly $80 a share, stock splits were authorized at one new
share for one previous share, and dividends varied from 6
to 8 percent. The accumulation of these increments approxi-
mated an 11 percent yearly return on investment. But the compa-
ny did not appreciobly increase its net worth until it recapitalized
in 1947. Then net worth approached the $3 million mark, and the
company paid over $1,150,000 in dividends for that ten-year
period.“ Several developments forced Acme out of its comfortable
“chute” in the late 1940s. The major factor was the tremendous
demand for brick. As sales skyrocketed from $3 million to $9 mil-
lion between 1945 and 1950, the sales force was increased. Also,
additional plants were needed to meet the post-war demands. Not
until 1948 when Homer Bryce set up the very modern Henderson
Brick Company in Henderson, Texas, did prices come down due to
competition.” This really hurt Acme until the Henderson Company
could no longer produce enough brick to meet demand.*

Acme sales and profits continued to rise in the early 1950s but
less dramatically than in the first five years following the war.
By 1955, gross sales reached a plateau of around $16 million.*
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In the same period, Acme’s net worth had nearly doubled from
what it had been in 1949. During this interim, $800,000 had
been set aside for contingencies because federal taxes more
than tripled between 1945 and 1955. The company's cash
surplus paralleled these devel-
opments, growing from around
$700,000 o $3,588,000, while
the company continved to pay
generous dividends to its stock-
holders. Between 1946 and
1957, the company granted an
amazing $4,376,870 in stock
and cash dividends, almost
equal fo the entire assets of the
company in 1929.

But if finances were satisfactory,
the company labor picture was
not, for in 1949, Bridgeport
workers went on strike for a
wage hike; the next year, Perla
workers went on strike when confract negotiations broke down.
The primary issues were vacation pay and “check off,” union
dues through payroll deductions. The Perla strike lasted thirty
months and cost both the workers and the company heavily. O. Z.
Benton estimated that this strike cost the United Brick and Clay
Workers over $200,000, even though all the men were eventual-
ly rehired.” Acme officials, however, contended that it was years
before the company overcame the loss at Perla, since the new
employees hired during the strike were kept on, in addition to
those who were already on the payroll when the strike began. At
any rate, “check off” was gained, and a contract equitable to
both parties was negotiated.”

At Bridgeport, the company fought back by bringing in workers
from other plants, building them homes at the site, and running the
plant with this new labor force. Eventudlly, the company won the
strike, but again at a high cost to all concerned.” The strongest
weapon Acme possessed was its policy of paying higher wages
than any other brick company. Whenever Acme granted higher
wages at one plant, the same raises were given to workers at all
the other plants. This was what made the company so tough, one
observer declared. They were “tough” but “fair,” he added.”

The outbreak of the Korean War in the summer of 1950 brought
a new fear of shortages, which stimulated the brick business. The
results illustrate the cyclical effects that war can have on the brick
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business. Once more refractories increased output, and face brick
sales fell off. The existing housing shortages accentuated the
trend. Having experienced the effects of World War Il, which pro-
duced an amplified fall and rise in building materials needs,
Acme sought fo take advantage of market demands through
lease purchase arrangement and bought plants at Monroe and
Baton Rouge, Louisiana.™

Years before the United States acquisition of the Louisiana Territory
from France in 1803, the present site of Monroe was an Indian
trading center known as the “Prairie of Canoes.” This place
became the seat of parish government in 1785, when Don Juan
Filhiol obtained a 2,000-acre grant from the King of Spain and
established Fort Miro as the community center of Ouachita Parish.
In May 1819, the first steamboat, the Monroe, arrived at Fort
Miro, and an impressed Filhiol issued an official document renam-
ing the town Monroe in honor of President James Monroe and the
steamboat.”® It was not until 18641 that the first rail connections
were made with the outside, and the Civil War disrupted them. But,
in 1870, rail service was restored, and the establishment of a line
to Shreveport in 1884 placed Monroe on a national route.”

Acme's Monroe plant, purchased from the Frizzell Brick Company,
was at first operated on a lease agreement pending the settlement
of the Frizzell estate. The original plant site consisted of 38.8 acres,
but Acme soon added 98 acres in order to gain more clay
reserves, since deposits on the smaller tract were nearly exhaust-
ed. The company bought this brickyard not so much to gain anoth-
er plant as to gain the wide trade area Frizzell Brick Company
controlled. The Monroe plant was of small value as a brickmaking
facility, for when fully operated it produced no more than 10 mil-
lion brick per year. Only about thirty men were required to oper-
ate its five kilns at full capacity.” Acme was making Red Heritage
and common brick in the four periodic kilns of the Monroe plant
when it closed in 1966.*

The Baton Rouge plant was also located on a historic spot. In
1719, French settlers had established Baton Rouge as a military
outpost on the Mississippi bluffs about eighty-five miles northwest
of New Orleans. Originally the name came from a red post set in
the ground dividing two Indian nations. Incorporated in 1817, the
city become the capital of Louisiana in 1850, By 1971, Baton
Rouge was a rapidly growing industrial center, the farthest deep-
water port on the Mississippi River.” The Baton Rouge plant was
twice as valuable as the one at Monroe and, from the time of pur-
chase to the mid-1980s, has remained in continuous operation.
Baton Rouge is situated over one of the nation’s largest clay
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deposits, and common bricks were first made there
in the 1820s. The plant used several periodic kilns
and made the same type of brick as the Monroe
plant. Acme added two tunnel kilns, and, by
1965, the plant capacity reached 20 million brick.
This purchase crowned a thirty-year effort to get
Acme manufacturing facilities into Louisiana.

ACME BRICK COMPANY

FORT WORTH, TEXAS

ANNUAL REPORT

Viodi e Dumambper 11, 1954

Acme continued to increase its investment by pur-
chasing the Alexandria, Llouisiana, and the MExido
Waskom, Texas, brick plants from the Tri-State —
Brick Company. Both factories were part of the
same lease purchase agreement made in October
1954. Waskom was the better of the two plants,®
making, with a work force of more than sixty, four
times the four-million bricks that Alexandria pro-
duced with twenty-one employees. Each plant was
located in an important trade area. Alexandria,
at the geographic center of Louisiana, was a
lumber area, and Waskom, eighteen miles from

Shreveport in Harrison County, was an oil-pro-
ducing and refining center.®’ Both plants were old and inefficient,
and each of them had to be remodeled. Both were operated for
about eight years, and both were closed down by mid-1962.*

Shortly before the Tri-State purchase, Acme broke into the long-
forbidden Kansas-Missouri area with the purchase of Buffalo
Brick and Tile Company at Buffalo, Kansas. This plant had been
operated since 1903 and was sold by the widow of its owner.
Capable of producing about eleven million brick of the Bennett
type, the Buffalo plant was built inside an Oxbow bend of Buffalo
Creek in southeastern Kansas. Because of its location, this plant
was subject to frequent flooding and had to be diked in, thereby
limiting its expansion. Buffalo produced its own electricity but
operated on the old line shaft system. Its one great asset, howev-
er, was its fremendous clay reserves, which were estimated to be
sufficient for five hundred years of production.®

Further expansion into Kansas occurred four years later, when
Acme became the owner of brick plants at Kanopolis and Great
Bend. Formerly owned by Great Bend Brick and Tile, founded in
1947, the Great Bend plant could produce fifteen million brick
annually. This plant was located ninety miles west northwest of
Wichita, situated on a site less than a mile north of the city limits
of Great Bend, an agricultural trading center and oil capital of
Kansas. Plant operations ran in the conventional manner of hand
stacking onto dryer cars and into the kilns. But forklift trucks
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removed the brick, a practice not generally in use at Acme at the
time. In September 1959, the superintendent, Sherman Q. Lee,
wrote concerning its clay reserves: “While it should be re-empha-
sized that our basic information is meager in the extreme, it is
probable that the Great Bend plant will have raw material beyond
the foreseeable future.”* Just over two years later this plant
closed, but its sister plant located in the center of Kansas contin-
ved to operate.”

The Kanopolis plant was located near a historic route and com-
munity. Following the Civil War, the government established Fort
Harker at the site which later became Kanopolis. In 1866, Fort
Harker was an important Western guard post in United States
efforts to provide seftlers and stage lines much-needed protection
from Indian ottacks and raids. For a time the famous scout, Wild
Bill Hickok and Colonel George A. Custer with his Seventh
Cavalry were stationed there.* Already, before the Civil War
ended and Fort Harker was established, the federal government
had made tremendous land grants throughout the area to the
Union Pacific Railway Company “ . . . for the purpose of aiding
in the construction of a railroad and telegroph line from the
Missouri River to the Pacific Ocean and to secure for the govern-
ment the use of the same for the postal, military, and other pur-
poses . . . "¥ The railway thus was given alternate sections of pub-
lic land for twenty miles on each side of the center of the main
track. The Kansas and Pacific Railroad also came into the area in
1876, further opening the region to farming and trade.

In 1887, the city of Kanopolis was founded by visionary citizens
who hoped that, by virtue of its railroad junction and central loca-
tion, the new city would soon become the state capital.* Instead,
for many years, Kanopolis was to be the salt capital of Kansas, as
evidenced by the presence of several large salt processing and
packaging companies that established facilities along the Union
Pacific and Missouri Pacific lines. Morton Salt, Crystal Salt, Royal
Salt, and Western Salt located there prior to Great Bend Brick and
Tile building its modern brick plant in 1953.#

The Kanopolis plant, in Ellsworth County, Kansas, was both new
and modern. Here workers stacked brick directly onto kiln cars,
and dried and burned them in an Allied Tunnel Kiln 305 feet long.
Forklift trucks did all the intraplant transportation work as well as
the loading and unloading of kiln cars, rrucks, and railroad cars.
The thoroughly modern procedures at this plant helped to set stan-
dards for other Acme operations, although the Kanopolis facility
was only a year old when Acme obtained it. Acme leased most of
the clay deposits here, but one lease alone was estimated to con-
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tain a 1,513-year supply, a good ecological argument for build-
ing with brick rather than lumber. Kanopolis pit operations then
consisted of two power shovels (one Koehring yard and a half
and one P&H yard and a quarter). The plant also had an addi-
tional experimental kiln. Other rolling stock was less modern than
its forklifts; the latest model truck was a 1955 Ford: the oldest, a
1938 Infernational dump truck.”

With such expansion, Acme Brick Company found, by 1951, that
it had outgrown its office space in the Neil P. Anderson Building
and began construction of new office quarters on West Seventh
Street in Fort Worth. When completed in October 1952, this four-
story structure was unique. Windowless, except for four decora-
tive windows and a glassed-in front lobby, its 22,800 square feet
of office space was air-conditioned, had a 100-seat assembly
room, boasted a snack bar for its eighty-five employees, and was
built entirely of brick and tile.”" All outside noises were cut out,
and distractions from the outside were few. This alone has prob-
ably saved the company thousands of dollars. The Denton plant
supplied all the building brick, which were pink and buff colors of
all the various shapes made by Acme.” Because of the way the
building was designed, the company estimated it had saved
$16,000 in construction costs and would save an additional
$1,780 annudlly in rent and maintenance—a total of $70,000 by
1978. The cost at the time was about $400,000."

The 1950s witnessed an attempt by Acme Brick Company fo
improve its internal and external public relations. There was no
dearth of advertising. Most of the company selling was done on @
person-to-person basis through sales personnel who used compa-
ny samples and brochures. A one-page advertisement announcing
the opening of the new general office building or branch sales
offices was fo be expected, but otherwise the company made prac-
fically no use of newspapers as an advertising media.” The com-
pany placed signs at some job sifes which advertised the Acme
brick used” and also sponsored journeyman bricklayers fraining
courses. Fender's activity in the latter program earned him two
gold card (honorary) memberships in union locals.”

Frequently, Acme employees and customers used the recreation
facilities available at the Bennett plant. These consisted of a very
large clubhouse and two well-stocked fishing lakes called
“Fenderlaken.””” After the clubhouse burned in 1966, it was not
rebuilt, much to the regret of the many salesmen who used it
extensively for family and customer recreation.” Many an effec-
tive sales meeting were held there in the 1950s and early
1960s.” Still another employee relations benefit was a refirement
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Bennett plant addition in 1956.
These downdraft kilns increased the

capacity by twenty percent.
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program worked out by Vice President Pafford and adopted in
1955, along with an employee health insurance plan. The retire-
ment plan had a unique feature: it provided that when a person
reached sixty years of age he or she could not be fired without
receiving full retirement benefits.'® The payment
of bonuses was another technique designed to

promote loyalty and effort. Top-level personnel, ACME BRICK COMPANY

from Fender to his managers, were paid rela-
tively low salaries, but they were granted good
bonuses if the company made a profit. For

BOARD OF DIRECTORS

example, vice presidents received only $10,000 N Fon Worh. Taum
a year base pay, and Fender got slightly more. O JFHAL N - ———— A
But a vice president considered it a bad year e
when he did not take home several times his . M ¥ g
salary in bonus money.™ A e

0. 6. MURPHY._. —  Edorsdo, A
The bonuses distributed by the company reflect- RAY W, AR Pt Work Tt
ed Acme'’s growth and economic stability. As e S
1960 approached, the company had nineteen ieomwen Fort Worth, Touns
manufacturing plants and thirty-two sales offices VAN ZANOT SMITH o Worh ok

WILLIAM H, TYLER

— Fort Worlh, Tasai

in its five-state area, producing and selling about
300 million bricks a year. The net worth of the

s OFFICERS
company had advanced to necrly $10 million, SOk HOGSTT e Chamn of e Soard
only a million shy of its total assets. Profits aver- B ————
aged about $1 million a year, in spite of an off- e e

4 = = HEILL BOLDRICK View-Frosident
year in 1958; and, following well-established S e
policy, the company paid about $2 million in GeomeEnS  Vesreiden
dividends over the five years. At the same fime, e —— - .
Ww. T e
company debt stayed at a level less than 15 per- s R
cent of tofal assets.'™
By this time also, a new and expanded board
Directors and officers of the Acme

had developed. Now the board consisted of thirteen people,
including Fender, all five of the company vice presidents, and all
of the old board members, except J. N. Heishel, who had
replaced O. G. Murphy for the Arkansas interests.'® Early in
1959, Fender asked fo retire, a desire dictated by the fact that he
was increasingly playing the role of conciliator among the officers
and directors. Fellow officers persuaded him to stay on a while
longer, however.' Fender finally retired the summer of 1959, as
a result of a proxy fight at a called stockholders” meeting. He was
seventy-six years old and had served the company for nearly fifty-
three years. His replacement, Neill Boldrick, would lead the com-
pany info the 1960s.' An era had ended.
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Finishing the 1950s and Starting the 1960s

The events of 1959 sent shock waves throughout the Acme organi-
zation. Never before had the company witnessed such a rapid
turnover in fop-level personnel and management. The board itself
was reorganized, and many people were embittered by the
change. Joe B. Hogsett, trying to placate both factions, began the
next annual stockholders’ meeting by calling it fo order and request-
ing that a chairman be elected immediately from among the stock-
holders. Neill Boldrick was duly elected; whereupon, he took the
chair and presided over the meeting. One ruling adopted ot that
time reduced the size of the board from ten to seven members;
another created the position of advisory director for each retired
president of the company. The stockholders also set up an executive
committee, consisting of the chairman and two other board mem-
bers who were given authority fo spend up to $100,000 at any one
time, not to exceed an accumulated total of $300,000 in any one
year. The new board of directors reflected man-
agerial realignment: Mrs. W. R. Bennett, Neill
Boldrick, Locksley Fife, Guy Price, Hub Hill, W. W.
Coates Jr., and Dr. F. C. Rehfeldt.' The first four
had previously been board members; Hill soon
became the new chairman, with Dr. Rehfeldt and
Boldrick serving with him on the newly authorized

executive committee.’

Within a few months, all the vice presidential
positions were abolished, and Pafford, Puls, and
Barber left the company. After this exodus, W. R.
Johnson remained as treasurer, Gerald C. Wren
as secrefary, and Neill Boldrick became presi-
dent of Acme Brick Company. E. J. Robinett
served a while longer as director of operations
services, and then retired.” By 1960, Boldrick’s
new organization emerged as a line organiza-
tion consisting of several new positions (recom-
mended and, to some extent, filled by a consult-
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Left: Architects” meeting in Fort
Worth in 1962,

Below: An aerial view of the Fraser
plont in 1959. This plant was

later renamed the McQueeny plant
located near Seguin, Texas.




Neill Boldrick, President of Acme
Brick from 1959 to 1961.

ing firm). Under this system President Boldrick with his assistant,
Thomas Martzloff, headed a staff composed of Director of Plants
Joe Hobson; Operations Services Director E. J. Robinett;
Controller John Rutherford; Director of Personnel and Industrial
Relations Marshall Vaughan; Industrial Department Manager
Gibbs Slaughter; and Director of Marketing Bill Darwin. Except
for Martzloff, Rutherford, and Vaughan, and Luke Gresham, the
assistant director of plants, all the above-named officers had
served for long terms with Acme. Another new officer, Assistant
Director of Marketing John Mclntire, helped in getting the new
structure established.*

Boldrick launched a general improvement progrom with the
avowed purpose of strengthening the company so that it might
“have the vitality to increase its stature as an industry leader in our
changing economy.”* Operating on the premise that not enough
money had been spent on internal improvement, he laid plans to
reduce the company bank debt and to plow more money back into
capital improvements and research. Within a short time bank debt
was reduced to zero, and $745,010 was put info capital improve-
ments, most of which went into modernizing the Malvern plant.

President Boldrick had first joined the Acme organization as a
salesman in 1925. This native Texan was born in Denison on
September 7, 1901,° and finished high school there in 1918.
Upon graduation, Boldrick attended the University of Texas, inter-
spersing his study with work at a Denison bank. In 1923, he
received the degrees of bachelor of arts and bachelor of business
administration. The next year, while working for a Dallas cotton
firm, he married Miss Laura West. Then, the following year, he
went fo work for Acme Brick Company as a subordinate to
Locksley Fife in Dallas.” With Fife's retirement in the early 1930s,
Boldrick became a regional sales manager, and within a few
years he was placed in charge of the Houston area. When
George Puls became too ill to handle the duties of general sales
manager, Boldrick replaced him and eventually attained the posi-
tion of vice president. Upon Fender's forced retirement, he
became president.?

Under Boldrick’s leadership a number of changes were made.
Among others, Acme adopted a new salesmen’s incentive plan;
approved more market research; spent $800,000 on moderniz-
ing Malvern facilities; completed a plant evaluation survey; pur-
chased new mechanical handling equipment for drayage opera-
tion; introduced a machine accounting system; opened a new
sales office in El Paso, Texas; completed a temporary laboratory
at Denton; eliminated the fifth-foor penthouse at the General
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Office Building; moved the engineering section
into the newly vacated spot; contracted for broad
advertising and public relations programs; and
established the Ceramic Cooling Tower Division.
Late in 1960, the company installed a new tele-
typewriter system to provide a closer-knit com-

munications system, tying o north-and-south :
zone network into the Fort Worth office. And, also late in 1960, glf::':ro!ﬁcers S0t Bmolit o8

S s in 1961. Left fo right (top
the company began negotiations for the purchase of the Fraser i bottom): Mrs. Walter R. Bennett;
Brick and Tile Company of San Antonio. This transaction, con-  W. W. Coates Jr.; Locksley Fife; Guy
summated early in 1961 at a cost of about $750,000, gave Acme  Price; John F. Cox, Controller; G. C.

twenty operating brickworks.? Wren, Secrefary and Treasurer; Hub
Hill, Chairman; D. ©. Tomlin,

Unfortunately, 1960 and 1961 witnessed a significant drop in  President and CEO; Fred C. Rehfeld,
sales that changing accounting systems could not disguise. Net ~ M.D., Director and Member of the
profits fell to the lowest level since 1947, due largely fo a back tax ~ Executive Committee.

bill of $337,000 which the federal government claimed Acme

owed. This came at a time when the company was buying one

plant and remodeling three others." In spite of the new incentive

program, Acme sales turned downward due to a general decline

in construction. Mechanization reduced the number of employees

engaged during the decade of the 1950s from 2,600 to 1,700,

but manufacturing costs rose." Furthermore, the company lost o

number of valuable people who knew the brick business well. By

early 1961, many older employees were out of the top posi-

tions—either retired, fired, or by-passed.'? Severdl of them had

accepted jobs with competing companies; others such as Ray

Pafford, found success elsewhere in unrelated fields. "

At the February 1961, stockholders’ meeting it was noted that
Acme now had the largest number of stockholders in its history.
From o partnership of two men in 1890, the number had
increased to 186 by 1930, to 300 by 1950, and to 596 by 1961.
Also noted was the retirement of Joe Hobson after forty-three
years with the company and the promotion of Luke Gresham, a
former assistant, to general plant manager. Particularly noted was
an attempt by former officers and directors to oust a board mem-
ber. But this move was blocked by Chairman Neill Boldrick who
held 73 percent of the proxy vote thereby preventing another
upset.' The board took decisive steps to move forward on its
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improvement programs by installing a new president and a new
finance officer the following summer."*

The board selection placed the new duties of management on rel-
atively young D. O. Tomlin, an energetic executive, who at age
forty-six brought an outstanding combination of academic prepa-
ration and experience to Acme. Tomlin, like Boldrick, Fender, and
W. R. Bennett before him, was a native Texan. As a youngster,
Tomlin had moved from Comanche County to Fort Worth, then to
Dallas later, where he groduated from Southern Methodist
University in 1936, with a major in money and banking. Following
this he completed two years of graducte work ot the Harvard
Business School, majoring in sales management. His first job was
with the American Zinc, Llead, and Smelting Company, in 1937,
where he gained experience in plant management. He became
treasurer for the Briggs-Weaver Machinery Company of Dallas in
1946. Prior to coming to Acme, Tomlin had been president of
the Dearborn Stove Company, the Lone Star Boat Company, and
several professional associations, such as the Outboard
Boat Manufacturers Association, the Dallas Manufacture and
Wholesale Association, the Texas Manufacturers Association, and
the Dallas Personnel Association. His outside interests were brood
ond varied, for he served as a director in several banks and a half-
dozen civic associations. Tomlin also acted as an advisor to the
board of the University of Dallas, the Boy Scouts of America, the
Highland Park Methodist Church, and a school for the deaf. Upon
coming to Fort Worth he joined the River Crest Country Club and
the Fort Worth Club, " o tradifional move with Acme presidents.

Admittedly a “raw rookie” at the brick business, Tomlin had not
seen the inside of a brick plant when he reported for duty on August
15, 1961. But it did not take him long to size up the situation and
to begin to make changes. He saw both a great challenge ond
great opportunity and made it clear from the outset that he would
lean heavily on his key executives to help develop and execute his
plans for realizing Acme's potential. Promising no miracles, he
wrote: “If our goals are well defined, our strategies . . . sound, and
our efforts . . . vigorous, progress is very likely to come.”"”

If the new Tomlin administration had one continuous theme
throughout the eight years of its existence, it was change. “Be
ready fo change for improvement,” he wrote in the first issue of the
new company house organ, Inside Acme, “but not merely for the
sake of change.” And change the company did. Within the first
nine weeks, Tomlin set up a completely new structure, both in man-
agement and sales (now called markefing), to implement new
plans for increased profits and improved customer service. Within
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the same nine weeks, Acme settled its long and expensive battle
with the federal government over depletion allowances for clay
reserves, consolidated manufacturing activities in Kansas at
Kanopolis, granted some authority and flexibility to branch man-

agers, reshuffled the home office physical
arrangement, revised staff positions in marketing,
lounched the first company magazine in thirty
years, created an executive management team,
and paid a cash dividend of thirty cents a share.
While inaugurating these changes, Tomlin visited
all the plants and sales offices in five states, to
completing a very busy two months. '

At the same time that the board hired Tomlin, they
also hired John F. Cox as the senior financial offi-
cer and controller, in an effort to standardize and
improve the company’s financial operations. Cox
was well qualified, having seven years’ experi-
ence as assistant controller for the complex, high-
ly diversified Dresser Industries. He also had six
years’ experience with the large accounting firm
of Price, Waterhouse Company and two years as
a controller treasurer for Rexall Drugs. Cox was
only thirty-nine when he joined the Acme man-
agement team' and forty when he left® It
appeared that he was at cross-purposes with
Tomlin’s program.

The other members of Acme’s management com-
mittee were also young but experienced. The aver-
age age of the members of Tomlin's team was
thirty-nine. Bill Darwin, the oldest at forty,
had worked for Acme since 1939 and remained
director of marketing services, a post to which

Boldrick had appointed him in 1959. Burdett Henry, age thirty-
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Brick use across the United States in

eight, the new general manager of operations, had spent fourteen
years at U. S. Gypsum before coming to Acme in 1960. Henry was
a graduate mining engineer from the Missouri School of Mines.
Marshall Vaughan, the youngest of the Tomlin quartet, was Acme’s
manager of personnel and industrial relafions. Vaughan, a native
of Michigan, had never been to Texas before he joined Acme in
1959, but he had twelve years prior service as director of industri-
al relations for a multi-plant, decentralized, piston ring company.?

Since sales were of primary concern, Darwin’s marketing division
was the first important section fo feel the energetic thrust of
change. As an immediafe result, Darwin created several new
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D. O. Tomlin's organization chart.

positions and intensified soles efforts. The responsibility for coor-
dinating and supervising daily selling was assigned fo John
Mclntire, a twenty-two-year Acme veteran, formerly the Arkansas
division sales manager, who now became field sales manager,
Joe Creighton, new manager of marketing services and formerly
assistant director of marketing, became responsible for promotion
as well as for service “follow-through.” Darwin recognized the
need for specialized attention to major projects and the necessity
for selling. He assigned Ernest Fender Jr. to the new post of sales
development manager. In the fourth position, assistant to the gen-
eral sales manager, Emile Borne, with twenty-five years of service,
assumed responsibility for the marketing aspects of selling,
the refinement of product lines, and the creation of new ones.
Finally, in order to increase sales and to service customer com-
plaints, Harry Reger, a former branch manager in Kansas, set up
Acme’s first control center operations and served as sales
control manager.”

The above changes necessitated several shifts and promotions in
sales positions in Arkansas and Kansas. As Don White and
George McCarthy were promoted to branch sales managers in
Topeka and Great Bend respectively, Jim Baggett became
Arkansas division manager; and Carroll West, an Acme sales-
man since 1952, replaced Baggett as branch sales manager at
Fort Smith. D. J. Stubblefield, Fort Worth branch manager, who
went to work for Acme in 1919 and moved up through the ranks
fo responsible positions, died after a brief illness. As a result of his
loss, J. D. Woodward was assigned the position of sales manag-
er for the Fort Worth Branch. Stubblefield had begun to collect
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notes for a production history of Acme, but unfortunately had
written only a few pages when he died.”

Other major changes at Acme occurred during the fall and win-
ter of 1961. After consolidating the Kansas operations, the com-
pany closed down the Great Bend plant in November and the
Waskom plant three months later. Both of these old factories had
poor safety records and duplicated products made in other com-
pany units. The funds previously budgeted for these plants were
spent on other facilities, such as the Fraser tile focility. Kanopolis
developed a new product line that went over very well, and the
Fort Smith plant successtully marketed its new rustic-styled
Heritage file. Continuing the mechanization of product handling,
forklifts replaced hand work at several Acme plants that year.#

Financially, in 1961, Acme’s profits were the lowest they had been
since the depression. This was due in great part fo the federal tax bill
for $575,830 the company had to pay. The company, however, was
able to declare dividends roughly equal to its net income. Purchases
of Fraser Brick and Tile and modern equipment, plus previous
expensive modernizations, consultant fees, and increased payroll,
brought the company debt at the year's end to over $13 million, the
highest in the company’s seventy-year history.

The winter of 19611962 also brought changes in the board of
directors. Shareholders voted on February 19 to enlarge the board
from seven to eleven members once more and filled these extra
places with men who gave not only odded dignity and knowledge
but also more adequate geographic representation.?” These four
men, Raymond A. Young, John Pickens, T. H. Ruffin, and Clifford
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King, were all prominent Southwest businessmen. Three of the four,
Pickens, Ruffin, and King, were former Acme employees. Pickens,
who had been an Acme vice president for some time before he
resigned in the 1940s, had founded his own construction compa-
ny, the Pickens-Bond Construction Company of
which he was president. He was also a vice pres-
ident and director in four other corporations. In
addition, he served as chairman of the Arkansas
Police Commission and as a councilman in Little
Rock, Arkansas. Truehart H. Ruffin, who had
began as a school teacher and principal, became
an Acme salesman in Shreveport, Louisiana, in
November 1925, moving up to the position of
division manager before he refired in 1960.
Another successful Louisiana businessman who
sold Acme brick for a long time, Clifford King,
was president of two companies and secretary-
treasurer of a third when he joined the board. The
fourth new Acme board member, Raymond A.
Young, came from Oklahoma and was president
of T. G. &Y. stores and vice president and direc-
tor of City Products Company, which owned T. G.
& Y. as well as the Butler Brothers chain. Young
also engaged in a number of civic pursuits in

Oklahoma City.
While the board gained several new members, it lost J. E. Fender,
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The Oklahoma City plant in 1962.
Notice how close the clay pit is to the

main highway through town. This its only advisory director. The man, who had guided the compa-
was one of the factors that caused ny through the last years of the depression, through the tragic
Acme o close the plant and open Second World War, and through its most prosperous years, died

another factory in @ nearby fown. on January 11, 1962. He had served the company for more than
fifty-four years, a record few could match. Still fewer could say
that they had served the industry as well. He was unique in that
he held a gold card from the Bricklayers International Union and
had served two consecutive terms as president of the Structural
Clay Products Institute. His family, Acme, the industry, and the
communify would miss him, for he had remained active until
shortly before his death at age seventy-eight.”

In keeping with his patterns of change, Tomlin introduced econo-
my measures during the first year and a half of his administration.
He closed some plants and consolidated others. When the
Waskom plant closed, Tomlin urged salesmen to redouble their
efforts to sell its stock in the area to save moving it fo other sites.®
Next, Acme discontinued operations at the Alexandria plant.”
The consolidation of the Great Bend operations with those of
Kanopolis led to production difficulfies, but by the end of the year
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these had been overcome. Acme closed the sales offices at El
Paso, Texas, Hot Springs, Arkansas, and Houma, Louisiana. El
Paso sales thereafter were handled through brokerage, and sales
in the Hot Springs and Houma areas were handled by nearby
sales offices.” The El Paso sales office always seemed to be the
first to go in any economy move. W. R. Bennett opened and
closed it in his time, J. E. Fender did the same, Boldrick reopened
it, and Tomlin closed it.

Safety promotion in the plants and in drayage was pushed from
the start. Each issue of Inside Acme related the plant standings in
safety competition; Kanopolis won the first-year sofety plaque.
Another program inside the plants was an extensive cost-study
analysis, which resulted in the development of a profit plan for
each unit. Acme, of course, encouraged individuals to econo-
mize, and every presidential message in the company magazine
contained some reminder or urging to save.™

Other belt-tightening measures came with each passing month.
Revised credit department operations, directed by the new credit
manager, Frank Phillips, brought gains in collections, and Ben
Brown inaugurated quarterly requisitions for materials, shifted sur-
pluses from one installation to another, and centralized stocking in
some areas. Brown, the purchasing department director, also
adopted a supplies inventory control and streamlined the paper-
work involved. ™

Marketing received the greatest attention during the Tomlin
regime. New product lines were placed on the market nearly
every quarter, starting with the Heritage blends from Arkansas.
The Company also adopted a new packaging system throughout
its network.” In Oklahoma, Acme introduced an entirely new
king-sized brick, ? 5/8 inch by 2 5/8 inch compared to the con-
ventional 7 5/8 inch by 2 1/4 inch, designed to appeal to the
homebuilders market by offering a wide variety of colors while
reducing construction cost. Salesmen promoted this brick by using
the medicine show theme, banjos and all.* Acme's Denton plont
marketed a new “Classic” line, which featured an englobe spray
coating over unique indentations.” The “Classic” brick became so
popular for home and apartment construction that it soon was
imitated by several other manufacturers. Kanopolis, affer solving
production problems, also introduced new lines that sold very well
in that area.®

Acme’s marketing division used several means to promote com-
pany products. Salesmen attended builders conventions, held
sales contests, cooperated with Structural Clay Products Institute
programs, and for the first time in company history used news-
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paper advertising extensively.” Wholesale and brokerage pro-
grams pushed by manager Bob Vickery, showed results as Acme
sales increased in national and international markets. *

Darwin also introduced economies info his division. Besides car-
rying the packaging system from plants to yards, the marketing
division adopted a new single-order entry system in June of
1962, By October, the company had discontinued teletype service
to many points and, in December, went over to the newer WATS
[Wide Area Telephone Service) system.*' Teletype, put in at con-
siderable cost, had lasted a little more than a year, but WATS was
still in use decades later.

The success of Acme’s marketing plan was due to the work of sev-
eral men. These were the division sales managers. Among them
was Ray Plumb, who joined Acme as a Fort Worth salesman short-
ly after serving as a naval aviator in World War | and served as
Oklahoma division manager from 1937 unfil his refirement in
September 1962. Plumb had opened the first Little Rock office, and
was replaced by Bob Marks at Oklahoma City. Jim Clemens, an
eight-year Acme man, headed the sales force in Kansas. Then John
Doughty, who had taken part in setting up and opening at least six
branch offices since 1948, led the northeast Texas division sales
team. Arthur Stroeck was Doughty’s counterpart in northwest Texas,
and Williom Murray handled the South Texas region. Next, Jim
Baggett, a veteran from the 1920s and a division manager since
1940, looked after Arkansas. Last, but not least, energefic Edward
L. Stout, who joined Acme under T. H. Ruffin in 1949, oversaw

Louisiana sales.®

Evidently the marketing program yielded good results. Sales vol-
ume began to pick up in March, and from then on broke all pre-
ceding monthly records. Although sales did not reach the $20 mil-
lion goal (this came the next year), the company did gross more
than in any previous year.*' The downward swing was broken.
When the year ended, Acme had shipped 340 million bricks.*

With such volume, the production team worked hard fo catch up.
Under the able Luke Gresham, a ceramic engineer from Louisiana,
employed by Acme since 1950, four division superintendents met
the challenge. Ray Ivey, the most experienced superintendent, had
begun his career in 1916 at a pre-Civil War Georgia plant. A
graduate of the University of Georgia, he worked for Elgin-Butler
and Elgin-Standard prior fo joining Acme as a construction super-
intendent in 1946. Next most experienced, but first in years of ser-
vice with Acme, T. W. Poyner had begun his career at age sixteen
in 1927 with Acme’s Perla plant. Working up through the ranks

from a laborer on the loading docks to the position of division
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superintendent for the Oklahoma area, he later managed the
Kansas division following the Buffalo purchase. The other two men,
Alvin Houdek of the East Texas Louisiana Division, and Emmett
Lawless of the Arkansas Division, were both ceramic engineers
and University of Texas gradu-
ates who began their careers in
1949. Lawless, however, had
more brickmaking experience,
coming to Acme from a St.
Louis Brick Company in 1959.
Houdek moved from a ceramics

firm in 1960.#

The company’s attempt to tight-

en the purse strings was under the direction of C. T. Sumner, who
replaced the former senior finance officer and controller, John F.
Cox. Sumner, age forty-two, named by D. O. Tomlin to the vacat-
ed post, had had an impressive career as an accountant with R.
G. Tourneau, Inc.* After he came to Acme, the company paid off
all short-term loans ($1,608,200) and contracted a $2.25 mil-
lion, long-term financial agreement with an insurance company
and a bank. The terms of this loan agreement provided, among
other things, for certain minimum requirements as to working
capital, restrictions on additional indebtedness, payment of cash
dividends, and purchases of company stock. Meeting these
requirements, the company slashed dividends from $1.20 to $.75
a share. Under the less liberal depletion laws, Acme could claim
only $82,961, as compared with the $515,000 depletion
allowance two years previously. In spite of this, the company
increased working capital by more than a million dollars and
began talking about expansion once more.”

When Boldrick supplanted Fender in 1959, the top-level man-
agement promised fo implement a general improvement pro-
gram. It accomplished this between 1959 and 1963, through
many changes in staffing, production, capital improvements, and
marketing. But the program was not completed. In 1962, Acme
laid plans and made a start on building a new Denton plant and
entered negotiations with the Martin Marietta Corporation of
Chicago fo buy its subsidiary United Brick and Tile.® A new
epoch was beginning.
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An aerial view of the Benneft plant
in 1964. This photo clearly shows on
the right-hand side the workers’
housing, the Lakota school, and the
plant superintendent’s house.
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Acme Brick Company: A Six-state System, 1963-1968

Early in his odministration, D. O. Tomlin found that the brick Lt A stock certificate from Yoke
industry was not only old but also slow to change. The industry, ~ Viified Brick of Coffeyville, Kansas.
he wrote in 1964, had “come to life in recent years, but only in Yoke was one of the United Brick
L 5 o : Company offiliates that was absorbed

recent years.” For a long time Acme, “along with the rest of the . 2 .
; 3 b | & | by Acme in the 1940s. Ironically this
industry,” he declared, "had no formal marketing plan, no  gmoany was o competitor of Acme
planned modernization program, no planned clay exploration  and Denton Pressed Brick at the turn
program, no organized research and development program,  of the century, nearly sixty years
(and) no accurate production cost data or cost controls.”! By  before it was annexed and dlosed
1963, Tomlin had established a five-year plan designed to reme- 9%

dy this situation and immediately set about implementing it.

Like the ground-breaking charge of dynamite set off ot Denton in
December 1962, Acme began 1963 with a bang, purchasing the
United Brick Division of Martin-Marietta Corporation. In February,
Acme took over United’s seven plants in Kansas City, Missouri;
Harrisonville, Missouri; Weir, Kansas; Tulsa, Oklahoma; Oklahoma
City, Oklahoma; Collinsville, Oklohoma; and Coffeyville, Kansas.
Acme never put the Coffeyville and Collinsville plants into operation
because they could not be run economically.”

United Brick and Tile Company of Independence, Kansas, had pre-
viously been bought out by the Martin-Marietta Corporation; and
the management of this Chicago firm expected a profit of nearly 12
percent. With the construction slump of 1960-1961, the holding
company did not get what it expected. Unfortunately, United Brick
had become part of a conglomerate that was interested only in
profits and had litle concern for the long-term growth of the brick
industry. Forfunately for Acme, Moartin-Marietta decided to sell
United Brick and Tile at the first opportune moment. Acme, for a
long time, had wanted a stronger sales position in the Kansas-
Missouri market area and now found its opportunity.?

United Brick and Tile was an old company that had once been
Acme’s great rival. United owed its existence to a consolidation
that had taken place in the 1920s, The core company in that
merger was Coffeyville Vifrified Brick and Tile, a company that
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had competed with Acme Brick so often in the early days of their
history. The Coffeyville Vitrified Brick plant at Coffeyville in south-
eost Kansas had been an important part of the brick industry
since 1894. Coffeyville had at least six other brick companies at
about the same time, all of which marketed brick all over the
world, to as far away os Tokyo, Japan. This profusion of brick
companies was due to the combination of cheap gas and unlim-
ited, high-quality blue shale. Heavy competition ended in 1925
when thirty brick companies merged into an organization called
the United Brick and Tile Company.* By 1927, the company, call-
ing itself the United Clay Products Corporation, had thirty-four
operating brick plants, had formed an alliance with another
major Acme competitor, Reliance Brick Company of Texas, and
had sales offices in Dallas, San Antonio, and Amarillo.

United’s brick plants were scattered from lowa to Arkansas in a
six-state system under the command of President Harry Allyn and
Vice President Fred Lafountain.® During the depression, like Acme,
United’s influence shrank so that by the time Acme bought the
company out, only five plants were operational.* Unfortunately,
Acme inherited a labor problem and ill will ot some of the plants.
The Coffeyville operations were uneconomical at best. The plant
produced roofing tile, a product for which there was litle
demand. Consequently, Acme never attempted to operate it. The
United Brick and Clay Workers demanded an arbitration. Acme
refused on the grounds that there was nothing fo negotiate. Since
they were not operating the plant, there was no union to recog-
nize. Local arbitrators ruled that Acme must run the plant. Acme
appealed and won at the district level, but the union fought the
case all the way to Washington and got a favorable hearing—not
on the question of operating the plant but on Acme’s refusal to
talk.” Fees and other expenses cost both sides considerable sums,
a wasteful procedure in view of the fact that “all the union want-
ed was to talk since it realized that the Company could not be
forced to operate a too expensive plant.””

Of the five operational United plants, only the Weir plant was to
survive beyond another decade of operation. This plant, as with
many of Acme's facilities, was located on a historic site. Founded
by T. M. Weir in 1871, the village of Weir, located in the south-
eastern corner of the state, is only a few miles from the site of
Kansas's earliest American settlement (around 1825) on U.S.
Highway 69 (called the military road) which ran from Fort
Leavenworth to the Marais des Cygnes, to Fort Gibson and on to
Fort Smith, Arkansas. Fur-trade was the best known industry in
the area until the Indians were forced out when Kansas was
opened fo setlement by the Kansas-Nebraska Act of 1854, From
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then until the end of the Civil War, this areq, in particular, was in
turmoil. Agriculture subsequently became the economic mainstay
until, in 1870, the Missouri River, Fort Scott, and Gulf Railroad
came through and more areas opened to settlement.’

No serious attempt to make brick came until 1890, when the firm
Tiernan and Dennehy attempted brickmaking for a few years.'"
Then, in 1908, the brick plant reopened, and a second kiln was
built. In 1912, Vogel Clay Products took over and improved its
capacity and performance. When United Brick and Tile acquired
the plant in 1918, the Weir plant could produce 30,000 bricks
per day, mostly consisting of paving brick for the Kansas and
Missouri markets."

People at Weir maintain that it was their plant that
started the unique practice of imprinting “DON'T
SPIT ON THE SIDEWALK” in their pavers at the
behest of the governor of Kansas.'? Folks in
Coffeyville say that it was their mayor's wife, tired
of dragging her long skirts through expelled
tobacco juice, who prevailed upon her husband to
“do something about the disgusting habit.” So leg-
end has it that the dutiful mayor passed an ordi-
nance requiring Coffeyville Vitrified Brick to make
the imprint."* Still others maintain that state health
officers requested the new law. Whoever was the
first, it was a good idea.
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The Weir plant in 1945.

The Weir plant in 1955.




In 1926, United Brick Company merged with United Clay
Products Corporation but the resulting company failed in 1931. In
1933, the plant was incorporated into a new United Brick and Tile
Company, which became a part of the American Marietta
Company in 1952. Ultimately, in 1963, Acme took possession of
Weir and the other United plants,'* With this purchase, Acme
added two hundred and thirty new employees and gained the
market areas of the United plants. This acquisition gave the com-
pany access to Missouri. Acme opened a new sales office at
Springfield and made Don Withers the sales manager there. '
Acme retained most of the United production staff and some of
the United sales forces in the same positions. '

Throughout the year Acme continued its program of updating
equipment, kilns, and rolling stock, Automatic dories for loading
and unloading trucks were installed on sixty plant vehicles, and
packaging replaced hand pallet stacking in ot least six plants.
Construction progressed at Denton, and finally, in October, the
plant was ready for opening."”

And what an opening it was! Not since the Barnum and Bailey
Circus came to town had Denton seen such a show. The advertis-
ing department used every gimmick it could think of and enlisted
popular local people to help with the dedication. Among them
were the local sheriff's posse, “Miss Denton,” the North Texas State
University's AFROTC band, a color guard, and even the lieutenant-
governor, Preston Smith. The Denton newspapers carried banner
stories about the opening. Acme provided refreshments, guided
tours, and held on amateur and professional bricklaying contest
for guests. Of course, local dignitaries such as Mayor Warren
Whitson, Chamber of Commerce President W. C. Orr, and Acme
officials took part in the opening ceremonies. The five-hour event
climaxed at 7:30 p.m. on October 31, 1963, with a tremendous
fireworks display.”® As they frankly admitted, Acme officials had
“pulled out all the stops” in promoting the new plant. Their ultimate
goal was to get the public interested in the brick industry and make
them aware of its importance to the community."

Acme had a right to be proud of its new establishment, for it was
one of the most modern plants in the nation. Encompassing more
than 160,000 square feet of manufacturing floor space, the plant
had an annual capacity of over 25 million brick;™ later, with new
kilns, it produced close to 60 million brick a year. Intended to be
the ideal brick plant, the Denton plant was equipped with all the
latest machinery and a specially designed Harrop kiln more than
380 feet long. A 72,000-pound grinding machine ground clays
brought in from pits located eight to twelve miles distant. Then,
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twenty-four-inch-wide belts carried the clay to a screw blender, a
dry-mix device, before it went into the pug mill and out to the
newly-designed cutter. From the cutter, the bricks were taken to a
holding room that automatically maintained consistent atmos-
pheric conditions before firing. Evenly and consistently dried, the
bricks were then removed by hydraulic kiln cars into tunnel dry-
ers, and thence to the tunnel kiln after about seventy-two hours.
Timing was automatic: every hour a car full of 3,500 standard-
size brick moved into the tunnel kiln and pushed out a similar car.
While in the kiln, the bricks continuously moved from a low-tem-
perature zone of about 700 degrees Fahrenheit to a fire zone
near the middle of the kiln controlled by thermostatic devices at
from 1400 degrees fo a peak of 2,150 degrees. Next the bricks
went through an end zone, where they gradually cooled down to
the 700-800 degree range before they emerged from the end of
the tunnel. Here, the transfer cars moved them to fired brick stor-
age tracks, and loter to the packaging area.”’

Early in its operation, the new Denton plant encountered problems
in shrinkage control; therefore, the huge rotary kiln operated con-
tinvously. Eventually, shrinkage and cracking problems were
solved by bringing in clay from the Athens pits. In July 1965,
Denton Tunnel Kiln “B” was added, and in March 1967, Tunnel
Kiln “C.” So it was that, after production problems were finally
solved after nearly four years of efforts, the old Denton plant,
which had operated since 1917, was closed down forever.?

In the month following the opening of the new Denton establish-
ment, President John F. Kennedy was assassinated in nearby
Dallas, and two strange circumstances became linked. The dying
president was taken to Parkland Hospital, a structure built of
Acme Denton brick.” As officers put the accusing finger on Lee
Harvey Oswald, they checked out every possible angle concern-
ing the case. Unfortunately, Lee Harvey’s brother worked at the
Denton plant and wos picked up for questioning, Acme officials
protected Bob Oswald, a sales coordinator at the plant, and did
their best to help clear him of any complicity. At the same time,
they guaranteed his job and paid him for lost time. Bob Oswald,
however, felt a change of scenery was in order. After he was
cleared of any involvement, he transferred to Wichita Falls sales
and left the company a short while later.”

Almost unmentioned in the company magazine, but generally
noted by hundreds of employees amidst the clamor of the Denton
opening, Acme closed out its refractory business at Perla.
Throughout the 1950s, many changes were faking place in the
refractories market. Refractories became more specialized as the
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Fort Smith plant employees in 1965.

market declined and face brick markets grew. Since some of their
most valuable raw material went into this business, Acme officials
felt that the materials could be more economically utilized in mak-
ing a better face brick. When they were forced to lay off forty-three
men who worked in refracto-
ries, the company once again
was threatened with labor frou-
ble,* so they had no regrets
about closing the refractory and
subcontracting this portion of
the business.”

Other expansions and closings
came about as product lines
were narrowed still further in
1964 and 1965, and king-size
brick production became more
fully developed.” As long as sales were on the upswing, all plants
continued to operate. Shipments reached a peak of 433 million in
1965, over two and a half times the 1928 high, and then began
to slide downward.” Fate soon overtook the old Denton plant and
the one at Kansas City. Finally in July 1968, the Houston plant dis-
continved production, just as sales for the year began to move
upward toward the 440 million mark.*

Acme reached an important milestone in 1965, when it became a
six-state system that extended over four regional areas. The com-
pany then operated twenty-three brick and tile manufacturing
installations in Arkansas, Kansas, Louisiana, Oklahoma, Missouri,
and Texas. Twenty-nine branch offices served as direct sales out-
lets in this area, among which Texas still accounted for the great-
est production (36.2 percent) and gross sales (38.7 percent).
Arkansas was next in production (26.8 percent) but fourth in sales
(13.5 percent). Louisiana held second place in sales, accounting
for almost exactly one-fifth of Acme’s sales but only one-sixteenth
of its production. Then came Oklahoma with 16.9 percent pro-
duction and 16 percent sales, followed by Kansas-Missouri with
about 14 percent production and about 12 percent sales.
Ownership of Acme’s 300,000 shares was distributed among 504
stockholders in nineteen states, the Bahamas, and the District of
Columbia, but most of the owners lived either in Texas or
Arkansas. Texans owned approximately 78.23 percent, and stock-
holders in Arkansas accounted for an additional 13.33 percent.
California and Louisiana stockholders held about 2 percent.”' The
breakdown by states as to plants, products, employees, and pay-
roll is shown in chart form in tables 1 through 6, which follow.
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From the charts on page 137, it can readily be seen that Acine was
a heavy investor in each state in which its faciliies were located.
Acme was most strongly compefitive in Texas, where, according to
company estimates, it controlled about 25 percent of the market.”
Region-wide, Acme accounted for 35 percent of the total brick
sales, and nationwide about 6 percent at the time it reached ifs
peak in the mid-1960s.* The completion of the fully automated East
Gate plant at Perla boosted that plant's capacity to nearly a hun-
dred million brick equivalent (MBE) by 1967, which placed Acme
in an even more favorable market position.*

A close study of the company during the 1960s reveals several
noteworthy facts. First, the company’s gross percentage sales
did not reflect the exact profit level of each regional division.
For example, the Arkansas-Oklahoma area contributed far more
to company profifs than the gross sales would indicate, due to dif-
ferent competition levels and the price of brick in that
region. Apparently, this was due to the fact that Acme’s competi-
five sales department had not yet begun to operate fully in all
of the regions.*

Secondly, Acme ranked ninth in sales nationally for all clay prod-
ucts companies.” Acme was the leader in face brick sales, but
ranked behind General Shale Corporation, Tennessee, in profits.””
Although national face brick sales climbed slowly during this peri-
od, Acme’s six-state region showed tremendous gains. It is to the
credit of Acme personnel that they kept pace regionally and even
showed increases beyond the national average, for at the start
of the decade, the region produced between 7 and 8 percent of
the national total, and by the end of it was producing approxi-
mately 17 percent. Acme’s sales increased proportionally in the
region; when compared with the rest of the nation, it showed a
gain of 2 percent.®

A third notable development was that the wholesale department
and Ceramic Cooling Tower began to take on more imporfance.
By the mid-1960s, national distribution through wholesalers
amounted to 8.3 percent of fotal Acme sales. Ceramic Cooling
Tower, also national, did 130 percent more business in 1964 than
in 1963, accounting for 2.4 percent of Acme's fotal. By 1967,
wholesale accounted for more than 13 percent and the Ceramic
Cooling Tower division over 3.5 percent.”” So nearly 17 percent
of Acme’s business was national.

Also notable, but unfortunate, was the collapse of the long-standing
friendship and cooperation between Acme and the Elgin Standard
Company. Several times Inside Acme carried reports of this friend-
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ship, which dated from the time of Ernest Fender Sr. and G. W.
Prewitt. In 1964, J. K. “Buddy” Prewitt indicated that he wished to
sell the Elgin Standard Company and refire and offered his plant fo
Acme at a good price. Just as the papers were being signed, how-
ever, Prewitt changed his mind. Apparently he made some last-
minute demands or insisted on retaining some part of his property
and privileges at the plant, which Acme officials, particularly Bill
Darwin, were not willing fo grant. The next year, Prewitt sold out to
his old rival, the Elgin-Butler Brick Company, located literally just
across the road.*

Thus, Acme lost one of its most valuable allies and then, had to
start work on the market areas formerly held by Elgin Standard,
Ultimately, in the years that followed, Acme also developed o
strong friendship with the expanded Elgin-Butler Company, fo the
benefit of both. Acme, however, gained some valuable help with
this task when several former top officials and salesmen from
Elgin Standard joined the Acme staff. One of these was Clay
Davis, who had been an officer of Elgin for more than forty years.
Davis, assisted by Glen Watkins, opened the Austin sales office in
July 1965. Starting as a cordwood hauler, Davis had advanced
to a vice presidency with Elgin. When the company changed
hands, he and Watkins worked less than a day for their new boss-
es, and then came over to Acme. Davis retired from Acme after
about five years. Watkins then supervised sales in the Austin area
with one sales assistant and about four other helpers.*'

In an effort to secure greater uniformity of production, Acme offi-
cials experimented with the regional organization of the compa-
ny. First, Acme President D. O. Tomlin reorganized company
installations in Louisiana and made this an entirely separate oper-
ating division known as Acme Brick of Louisiana. To oversee this
new division, Tomlin appointed Stout as the general manager, fo
be located in Baton Rouge. Stout had responsibility for all the
manufacturing, shipping, sales, and administrative functions in
his state. Well qualified for the task, Stout, a licensed engineer
and a native of Lovisiana, had gained valuable sales experience
since he first went to work under T. H. Ruffin at Shreveport in
1949, Although having virtually a free hand within his province,
Stout was, however, required to coordinate cerfain activities with
the Fort Worth office,*” Under this system and Stout's leadership,
Acme sales nearly doubled in Louisiana during the first year of
operations.” Stouf’s team consisted of a number of able men.
Phillip R. Simmons, formerly Acme’s Louisiana division sales man-
ager, retained that title; and C. A. Caffarel, former Baton Rouge
salesman, was named administrative manager for Acme Brick of
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Louisiana. Al Houdek and Emmett Beeson continued as managers
of the Baton Rouge and Monroe plants respectively. With mod-
ernization in the territory, Stout located his head office at 924
Joplin Street in Baton Rouge and launched a drive to effect gen-
eral improvements.

Meanwhile, in Fort Worth, Tomlin experimented with the compa-
ny structure. At first, he used his top executives as managers, but
soon scrapped that plan in favor of a president-vice president
type of structure. Five men were named as vice presidents of
Acme Brick Company in December 1965: Bill Darwin, in charge
of marketing; Burdett Henry, operations; Ed Stout, manager of
Acme Brick of Louisiana; Tom Sumner, vice president and secre-
tary-treasurer; and Marshall Vaughan, personnel and industrial
relations. Gibbs Slaughter remained Ceramic Cooling Tower
manager for the fime being.*

By the end of Acme’s 75th anniversary year, company officials cre-
ated a separate operating Kansas-Missouri Division analogous to
the previously decentralized Louisiana Acme Brick Company. Bob
Vickery was selected as general manager of this new company.
Vickery, an eighteen-year Acme employee and native Texan, held
a degree in business administration from the University of Texas
and had previously been assistant to Vice President Henry. Serving
under Vickery in the new set-up were Claude Yaun and James
Clemens, managers in charge of production and sales. At the same
time these changes were announced, the company started plans to
decentralize its operations completely by the end of 1968.%

But this decentralization process moved more swiftly than antici-
pated and was completed by the end of 1967, entailing the shift-
ing of a number of officials again. By this move, Acme Brick
Company now became four distinct companies, although they
were called divisions rather than companies.” The Southwest
Division (Texas) was headed by B. J. Darwin as vice president and
general manager; the Southern Division (Louisiana) was under
vice president and general manager, James Gillander; the Central
Division {Arkansas and Oklahoma) under vice president and gen-
eral manager, Ed Stout; and the Midwest Division (Kansas and
Missouri) under Robert Vickery, vice president and general man-
ager. The other general company officers were Hub Hill, chairman
of the board; D. O. Tomlin, president of Acme Brick; C. T. Sumner,
vice president, finance; and Marshall Vaughan, vice president,
personnel and industrial relations. The Ceramic Cooling Towers
division was a separate organization that covered the United
States with fifty sales representatives and held three foreign licens-
es to do business abroad.*
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Since financial and structural reorganizations occurred so rapidly
over the next two years (1968-1969), it would seem advantageous
at this point fo review the previous five years, with reference
to financial developments and board activities before Acme
became a conglomerate. From 1963 to 1948 the board member-
ship remained essentially the same. When Mrs. W. R. Bennett
retired early in 1963, she was replaced by Vernon Giss, president
of two finance companies in Arkansas, and Sproesser Wynn, a
senior partner in the law firm of McDonald, Sanders, Nichols,
Wynn and Ginsburg. Wynn was also a director of the First
National Bank, Fort Worth, Texas, and the Justin Companies.* This
brought the board membership to an even dozen. In 1965, Paul R.
Davis, a noted natural gas executive, rancher, and land developer
in Louisiana and Texas, replaced the retiring T. H. RuHfin. During the
previous July, the longtime friend and associate of Acme Brick
Locksley Fife passed away and was replaced by Wesley Sowers, a
management consultant who also was a director of several compa-
nies and a Wichita, Kansas, bank. This group, then, constituted the
board during the three years prior to the conglomerate move.®

The period from 1963 to 1968 was one of the most prosperous
ones in Acme’s history. Following the purchase of United Brick
and Tile Company in 1963, Acme's assets were valued at
$16,553,000, and this figure grew to $22,075,000 at the end of
1967. At the same time, profits averaged a little over $1.1 million
a year, and the company was able fo increase its surplus by some
$2,547,000 and its net worth by approximately $3,457,000. The
company paid out about $2.5 million in dividends. Net annual
sales for the period averaged slightly over $22 million a year.*

While working capital had increased only $594,455, the book
value of Acme stock rose from $35.55 to $45.13 per share. Not
a believer in short-term debt for significant capital improvements,
Tomlin usually maintained the company’s long-term debt at a level
of around $5 million. At the end of the period, both in long-term
and short-term debt, the company owed just over $7,419,000.
This made the net worth to debt ratio about 2 to 1 and the surplus
to debt ratio 10.7 to 7.4, or about 1.5 to 1.%2 Based on these esti-
mates, Acme was a very sound company in 1968—one that any
stockholder could point to with pride.
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Central Division Meeting held at Fort
Smith in January 1968,

During the significant five-year period ending in 1968, Acme sales
climbed and several new lines of brick were introduced. Some of
these were: the “King Size” brick, “Classic,” “Old Time,” Osage,
Sierra Sand White Englobe, Autumn Gold, Flash Sandcraft, Gray,
Buff, Pink, and White Lines, Black Angus, the Plantation Blend,
Desert Dawn, Rose Towne, Pebblestone, Autumn Sand, Marble
Gray, and Antique Silver Tile. During the first part of the 1960s,
Acme emphasized home construction pushing the King Size brick,
Treasure Homes (a copyrighted advertisement), and also significant-
ly developed the idea of double-wall construction entirely of brick for
building multistory apartments and for buildings without use of steel
and concrete frames.*

An outstanding example of this kind of construction was
a high-rise Holiday Inn in Austin, Texas.** Some other outstanding
architectural structures incorporating this idea and using the new
blends and kinds of bricks were a 187-foot tower at the University
of Dallas; the Trinity University addition, San Antonio; the First
National Bank Building in Tucson, Arizona, in which the walls,
floors, and ceilings were of Acme products; and buildings in the
Seminary South Shopping Center, Fort Worth, Texas.” In 1967,
as home construction declined slightly due to high interest rates,
Acme placed more emphasis on institutional building.*

Nineteen sixty-eight marked the end of a busy five years. During
that time Acme had developed a formal marketing plan, a profit
plan, a modernization program, and a cost control program. It had
successfully decentralized its structure. Upon purchasing United
Brick and Tile—an old competitor with many employees—Acme
integrated United info its own system. Management continued to
improve facilities and equipment by building the highly automated
Denton plant, completing the new automated East Gate plant (Perla
No. 3), and purchasing fifty new trucks equipped with self-loading
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devices to handle the new strap-packaging system. Acme also
dropped the production of fire brick and concentrated on develop-
ing its face brick lines. Production soared, and by 1965 Acme was
the largest producer of face brick in the nation, making and selling
over two and a half times the number of bricks it had produced in
1928. The Ceramic Cooling Tower Division and Wholesale organi-
zations continued to prosper, adding approximately 15 percent fo
Acme’s total sales. Indeed, by 1968, Acme was a well-financed
organization ready for further expansion.
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The Perla plant, an aerial view in
1968.
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Conglomerate: From Bricks to Boots

Over the years, the roster of brick producers had been thinning
as many small companies went out of business. In 1968, about
four hundred fifty companies produced nine billion brick annual-
ly. This was in strange contrast to the litle more than five thousand
brick plants that produced ten billion brick per year in 1891,
when Acme was founded.' The declining output of the brick indus-
try was a result of intensive competition from substitute building
materials and changing architectural preferences. Starting in the
1920s, builders turned to the use of steel and concrete for high-
rise construction and only used brick for facing. In the 1950s,
brickmakers sow curtain-wall office buildings with huge expans-
es of glass take away some of the facing market.?

Then, in the 1960s brick began to receive intensive competition
from concrete, asbestos cement, aluminum, steel, plastic, and
cheap imported adobe. Many people, however, still desired brick
homes, and architects rediscovered the decorative advantages of
the lowly brick. Consequently, brickmakers began fo cater to the
home construction market.” By 1968, many of the smaller com-
panies had found themselves unable to compete and had gone
out of business. Many of the larger brick manufacturers sought
security in diversification, while simultaneously increasing brick
production. This step was necessary if they were to deal effective-
ly with competing materials such as lightweight aggregate blocks
and cinder blocks, and precast and pre-stressed concrete.”

The decentralization project had hardly been completed when
Acme, following the trend toward further diversification, created a
conglomerate, At the same time, Acme ottempted three major
mergers and fried to get a listing on one of the public stock
exchanges. Continued efforts to expand into the building materials
industry and to secure a position on the American or New York
stock exchanges led Acme Brick Company to change its name and
become the central part of a huge conglomerate, with worldwide
markets and net sales twice that of the 1967 brick company.
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was fo make Acme a part of a great
conglomerate.



D. O. Tomlin, President of Acme Brick
from 1962 to 19469.

In fact, while decentralization was still going on, Hub Hill began
negotiations with John D. Fredericks for the merger of Acme Brick
Company and Pacific Clay Products of Los Angeles, California.
On May 8, 1967, the chairman of the board for Pacific Clay
announced the contemplated merger of the two companies as
equal partners.® There were, however, big differences to be
resolved. Pacific Clay, a manufacturer of vitrified clay sewer pipe,
sold only $12,428,299 worth of products in 1966, compared to
Acme's $21,967,630, and had a net income only half as large as
Acme’s; on the other hand, Pacific Clay’s common stock of
661,013 shares was listed on the American Stock Exchange,
while Acme’s 314,000 shares were traded in the Over-the-
Counter (OTC) market.* Acme's intention was to get on one of the
exchanges, and Pacific Clay’s position there would be an asset
hard to measure. Finally, after over a year of talks and a threat-
ened anti-trust suit, the matter was dropped by mutual consent in
June 19687

Meanwhile, Acme was beginning negotiations for the purchase of
Ferris Brick Company, one of the largest common brick manufac-
turing concerns in Texas. Ferris Brick was the result of six brick
companies that had incorporated in 1923. J. C. Hurlburt was
president of Ferris Brick Company when Tomlin began purchase
negofiations in early 1968. But this proposed merger fared no
better than the Pacific venture, and during the summer Ferris sold
out to a competing Texas brick company.®

While these negotiations went on, Tomlin feverishly sought out like-
ly concrete companies that might be for sale. A brief history of
concrete production and uses paralleled that of brick, dating back
to about 2500 B.C. when clay was first added to lime mortar in
the Near East to make a better binding substance. Ancient
Egyptians used a lime-and-gypsum mortar as the binding agent in
some pyramid construction, and the Romans utilized such mortar.
During the Middle Ages, however, these fine bonding agents dis-
appeored. The Roman process was rediscovered in 1756 by John
Smeaton, an English engineer, while he was translating an old
Latin manuscript. Another giant stride came in 1824, when Joseph
Aspdin, an English bricklayer and stone mason, discovered how to
make a cement from a prescribed formula of lime, silica, iron
oxide, and aluminum. This mixture so closely resembled the color
of stone quarried on the Isle of Portland that it came to be called
“portland cement.” By 1850, portland cement rivaled natural
cement in usage everywhere in Europe; and, like brick, it was first
shipped to America as ballast in 1868. First manufactured in
America in 1875, Portland cement did not come into common use
until the 1890s. But, by 1910, producers were manufacturing 93.5
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million barrels of cement, each weighing 376 pounds. Fifty-seven
years later production reached 374.2 million barrels.”

Much the same as calcining brick clay, the mixtures of lime, sili-
ca, and small amounts of iron oxide and aluminum are burned in
a rotary kiln at 2700 degrees, then ground into a fine powder. As
in brick manufacturing, the size of the rotary kilns and other man-
ufacturing equipment requires a large capital investment. In both
industries, the location of the source of raw material near a mar-
ket area is a prime determinant in selecting a plant location.

In Texas, the cement producﬁon areas were concentrated in twelve
counties. One plant was located in each of the following counties:
Bexar, Dallas, Ector, Ellis, El Paso, Mcleman, Nolan, Potter and
Tarrant. Six plants were located in the coastal counties of Harris,
Nueces, and Orange.” “The desire to achieve the maximum eco-
nomics accruing from large scale capital investment and the limi-
tation of the market area that can be served profitably” has led to
intense competition in the cement industry."" Overproduction or
underconsumption is reflected in the fact that between 1954 and
1967 the industry operated at only 70 percent capacity. Actually,
the Texas concrete products industry produced exports consider-
able in tonnage, and the ready-mix concrete business made up
about 60 percent of total cement production. '

Nonetheless, it was into the concrete products market that Acme
next moved, hoping to gain two main advantages. First, Acme
wished to utilize the vertical organization that concrete produc-
tion afforded. For example, it gave Acme a good falking point
with the customer and also enabled the company to offer a pack-
age price for several product lines—brick and concrete, or either.
Secondly, Acme already had a sales force that could handle the
new line."

The first acquisition Acme made outside the brick industry was the
purchase of Nolan Browne Company of Dallas on March 1,
1968."* This concrete block company had begun operation in
1934, when Nolan Browne Sr. bought the equipment of a defunct
concrete company for $3,400. At that time the only products
mode were sand-and-gravel concrete blocks. Later, they recapi-
talized upward and grew into a thriving business with annual
sales in excess of $1 million.'* The Browne Company possessed
the unique virtue of holding patents on “Featherlite” (expanded
shale aggregate) and a “Spectra-Glaze” manufacturing license.
“Spectra-Glaze” was a specially coated block resembling tile,
and Acme hoped to develop the sales of that item as part of its
maijor sales program.'*
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Acme’s next purchase was the McDonald Brothers Cast Stone
Company, a Fort Worth enterprise originally founded in 1920 as
the C. J. Sutton Company. At first, the company manufactured
only concrete block. When Acme purchased the company in
1968, however, McDonald was the largest manufacturer of engi-
neered precast products in the Southwest making precast concrete
panels and cast stone products. This purchase was financed part-
ly by cash, liberal stock options, and guaranteed employment for
the three principle owners, A. E. Eisemann, J. W. Knight, and J.
H. Puckett. Since the McDonold Company owned 50 percent of
ACF Precast Products, Inc., of Lubbock, Texas, Acme bought out
the remaining stock of that company also.”

Prior to completing the ACF deal, Tomlin announced he had com-
pleted arrangements for acquiring the United Cement Products
Company, Inc., and the Born Block Company, Inc., both of
Wichita, Kansas. By this transaction, Acme got one of the best
local Wichita concrete block companies and a statewide franchise
on Spectra-Glaze block and other precast products. “Putting the
block and brick business together there enables us to serve our
customers much more efficiently and effectively,” Tomlin told the
stockholders, and he predicted that the move would increase
Acme's “Kansas operating profit significantly.””® A month later,
Tomlin announced the acquisition of ACF, as well as the Concrete
Casting Corporation of Arkansas, a company located in north
Litle Rock, which supplied precast concrete panels and pre-
stressed concrete products to a statewide market. President Tomlin
also expressed the belief that these new additions would “make a
meaningful contribution to company performance during the
exciting period . . . ahead.”

The addition of so many new lines led to the inevitable change of
Acme’s name, for Acme Brick Company was no longer descrip-
tive of the firm.* As the public relations officer, J. K. Creighton,
wrote in a letter to Tomlin, the name had ceased to “reflect the
scope of the business” and did not “provide an individuality upon
which to develop greater recogpnition for the true nature of oper-
ations.” Creighton suggested the name Acme Brick Company be
phased out of usage slowly and that the new name be a broad,
descriptive term that had personality and could serve as an
“umbrella” for several non-related ventures.”

Creighton proposed some three hundred different nomes. The
question of a name change was also discussed by the board,
which added o dozen names that all sounded like those of insur-
ance companies.” Among their proposals were such names os
Southwest American, Great Southern, Southwestern, American
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Republic, Republic Enterprises, First Republic, First
American, General Republic, and American
Continental.” Creighton’s favorites were Meritage
Corporation, Excellex, Consortia, Veriteed, and
Consonair.* Names suggested by others included
XLX, Prospects, ProFuture, Acme Form, Acme
Blox, Formcraft, Acmerge, Acmetron, Acmetex,
and at least two hundred others with Acme in the
syllabication.” At a special meeting, the stock-
holders approved the new corporate name of First
Worth Corporation.?

With the adoption of this new name so soon after
Tomlin had expressed a desire to hold back a
while longer,” it was obvious that Acme directors
had more in mind than simple diversification into
the construction materials industry. Although
Tomlin feared that the company was moving too
fast,” the new company name did meet standards required for cor-
porate identification: brevity, clearness, and distinction. At the same
time it implied that the company was progressive and reliable;
"First” reflected the feeling of prominence and strength, while
“Worth” conveyed the idea of reliability and value and suggested
the close association of the company with Fort Worth. Some thought
it sounded like the fitle of @ bank or savings and loan company, but
most of the officials concerned liked the way it lent itself to allitera-
tion—First Worth of Fort Worth. The choice had the merit of avoid-
ing the “silly symbols syndrome” so often employed in industry.?”

With the change of name went a change in structure. Acme for-
malized the independence of Ceramic Cooling Tower (CCT) and
promoted Gibbs Slaughter, its founder, o vice president. Slaughter
had directed progress of the cooling tower division since the late
1940s and was the first to see possibilities in the use of tile as a
material for permanent air conditioning towers. After much exper-
imentation by the research department, Slaughter succeeded in
constructing two such fowers in Fort Worth—one at a chemical
company and the other at the River Crest Country Club. Company
researchers continued to study the problem of using ceramic tow-
ers to cool the salt water that industries must treat fo prevent ther-
mal pollution. Ceramic Cooling Tower (CCT) builds towers for hos-
pitals, schools, universities, and other huge complexes, “where
they are planning to be in business for fifty years.”*

Before joining Acme in 1940, Slaughter had worked for brick
companies elsewhere. A native of Dallas, he earned an architect's
degree from Chicago Technical College in the late 1920s, became
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an expert on cooling towers, and supervised jobs around the
world.” In 1971, Sloughter refired as President of CCT, but his
refirement lasted less than a day, for he was named one of First
Worth's assistants to the president.*?

Following the establishment of CCT as an independent division of
the company, Tomlin and the board submitted an exciting pro-
posal to the Acme stockholders. This proposal called for action on
a plan of reorganization aimed at creating the First Worth
Corporation, a holding company, having as its subsidiaries Acme
Brick Company, Ceramic Cooling Tower, and other companies
management thought “necessary or proper.” Furthermore, the
plan provided for recapitalization to increase the number of
shares of common stock from 600,000 shares (par value $10) to
2.5 million shares (par value $5), and to split two for one the cur-
rent $10 par valve shares outstanding. Moreover, the plan called
for the authorization of 1 million shares of voting preferred stock
of the company, at a par value of $5.*

Changes in board membership accompanied diversification. Hub
Hill, Vernon Giss, W. W. Coates, C. A. King, P. J. Pickens, and Guy
Price sold their holdings about the fime the expansion
program was launched. Wesley H. Sowers, a lawyer and manage-
ment consultant who had been trained at Harvard University
Graduate School of Business, became the new chairman of
the board in April. Two new directors were elected to membership
on the board. Both were experienced businessmen. The first of
the two, Trammell Crow, a native of Dallas, was a public accoun-
tant and prominent real estate developer who had built and leased
more than six hundred warehouses and small factories in North
America and Europe. Crow owned the Dallas Market Center and
was a partner in the Aflanta Merchandise Mart in Atlanta. With
John Portman of Atlanta, Cloyce Box of Dallas, and David
Rockefeller of New York, Crow was also a partner in the building
of the Embarcadero Center in San Francisco. The other new mem-
ber, Inge Grant, was chairman of the board and president of Wyatt
Industries, Inc., Dallas, director of the Great Southern Life Insurance
Company, director of the Austin Steel Company, and director of the
Bank of the Southwest—all in Houston, Texas.®

As a result of these changes, the board consisted of eight mem-
bers instead of twelve. Besides Crow and Grant, the board mem-
bers were Davis, Rehfeldt, Tomlin, Wynn, and Young. OFf these,
Tomlin was the largest stockholder, holding almost as much stock
as the six members who had resigned. None of the board mem-
bers had been associated with the company as directors for more
than nine years.*
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The articles of incorporation adopted for the First Worth
Corporafion amended those of Acme Brick Company and were
extremely broad. Under Arficle Two, which created the holding
company, the new corporation was authorized to own, hold, man-
age, and buy “personal property of every description, including its
own stock and stock in any other corporations.” First Worth could
also manufacture, distribute, buy, sell, and deal in goods “of every
kind and description.” At the same time the company could act as
a general contractor and builder. Moreover, the company could
“engage in and carry on the business of buying, leasing, and oth-
erwise acquiring londs and interests in lands of every kind and
description as wheresoever situated.” It could also engage in the
operation of any buildings or structures built on its land and could
invent, franchise, and deal in anything it discovered or invented,
including copyrights.”

The first important move following state approval of the new char-
ter” was the complefion of negotiations for two mergers, one of
which involved the Justin Company. By the terms of the merger, John
S. Justin, president and manager of the Justin Companies, became
the owner of 35,000 common shares, plus 75,000 voting preferred
stock. At the same time, a merger with Louisiana Concrete Products
Company was consummated, bringing acquisitions and mergers of
Acme and First Worth to eight within one year.® At the next annu-
al meeting, the board of directors selected John Justin to replace R.
A Young. Justin also retained his position as chief executive of the
lustin Companies, which were now operated as subsidiaries of First
Worth, James E. Gillanders became the chief executive of the other
new subsidiary, Louisiana Concrete Products.*

With these acquisitions, Acme now found itself the core company
in @ new financial structure. Assets of the First Worth Corporation
were about $10.5 million dollars (50 percent) greater than those
of the former Acme Brick Company. Company debt had increased
about $7 million (100 percent) and the surplus about $2.6 million
(25 percent). The net worth had advanced nearly $3.4 million (23
percent) above what it had been before the expansion and con-
solidations took place. The net sales margin widened by just over
$15 million, but net income was barely over that of the single brick
company the year before. This net profit was greatly affected by
the expenses involved in effecting the mergers, lawyers’ fees, and
bad stock acquired with ACF company of Lubbock. To make mat-
ters worse, the federal surcharges tax in 1968 on the resources of
First Worth was nearly as much as the total federal taxes paid by
Acme Brick the preceding yeor.*
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In the months that followed, a severe slump in construction devel-
oped, and sales from the building materials divisions declined.
Acme'’s shipments for 1968 were at a new high of 440 million brick
equivalents (MBE), but by the end of 1969, this had fallen to 400
MBE. Acme management closed its Oklohoma

Louisiana,

City, Harrisonville, and Ferris brick facilities in
1969.*' These actions caused a shrinkage in com-
pany assets of nearly $2 million and a cutback in
inventory. The inventory and cost control pro-
grams previously instituted at Acme Brick were not
applied fo its concrete concerns, and Acme made

Ehihaua several key personnel changes at that time.

= Aoy Experienced concrefe management personnel
were replaced by experienced brick men. The

result was a loss in concrete sales af the company
during the last quarter of the year. The manage-
ment of First Worth, therefore, decided to make a
public offering of 300,000 shares of common
stock in oddition to the $2 million convertible
debentures and 214,000 common shares that
had been placed on sale five months earlier.*

This move proved fo be neither popular nor prof-
itable. Consequently, in July 1969, the First Worth
Corporation abandoned plans for its public stock

1967

Acme’s share of brick shipments,
1967-1968.

T FMAmM) JASOND) Fmam) Jasono ond bond offerings absorbing $138,978 in

1048 consultant fees and other related costs.* Another

unforeseen expense, was the foreclosure and

write-off on one of the concrete purchases. Still another expense

came in the form of an antitrust suit that, although was dismissed by
the courts, further drained company finances.*

To reduce costs and increase sales, officials reorganized Acme’s
wholesale operations. In July, Bill J. Darwin became the full-time
president of Acme Brick Company, while D. O. Tomlin remained
president of First Worth. In other moves, a manager assumed
directions over all three precast plants.

Ceramic Cooling Tower, however, did a great deal better in 1969
than the year before. During 1969, Ceramic Cooling Tower
Company enjoyed the best year in its history. Profits were higher,
new orders were nearly triple those of 1968, while backlog orders
doubled in the same period. Some of the major jobs that CCT com-
pleted in 1969 included central plant cooling towers for the
Pennsylvania State Capitol Building, National Cash Register
Company, St. Joseph’s Hospital in Memphis, the University of
Maryland, Stanford University, California, and Brigham Young
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University, Utah. CCT dlso tested its PSM (Power Spray Module)
system for control of thermal pollution and found the device usable
for any size plant located on channels, ponds, or lakes.

The Justin Companies contributed significantly fo the brightening
profit picture. The incorporation in 1968 of the three Justin com-
panies as wholly owned subsidiaries marked First Worth’s initial
venture into the consumer products field. This also brought into the
corporate family a brand name famous nationally and worldwide
for its high-quality cowboy boots. The company also made a vari-
ety of other casual footwear, including the popular Wellington-
style boot. Besides the boot company, founded in 1879, Justin
owned the Justin Leather Goods Company, founded in 1919, and
the Justin Belt Company, organized in 1938. These other leather
goods companies produced western dress and casual belts, in
addition to handcrafted wallets, purses, key cases, and several
other leather items. Justin products were marketed through a net-
work of approximately nine thousand authorized dealers. From
the standpoint of sales and profits, 1969 proved to be one of the
Justin Companies’ most successtul years.*

Unfortunately, the profits of these two divisions were offset by loss-
es elsewhere. Near the end of 1969 it was evident that First
Worth was losing ground. Net sales increased by more than $4.6
million, but net profit was being eaten away by expenses. Assets
declined by $2 million, debt shrank by $1.3 million, net worth
dropped $700,000, and the surplus by over $200,000. Dividend
payments alone, over the period since First Worth's formation,
ran over $1.1 million. Debt exceeded surplus for the second
straight year. Profits dwindled to their lowest level in six years, in
spite of 42.2 million net sales, the best in the company’s history.*

Such events alarmed John S. Justin, who saw assets slipping away
and the dissipation of what he and others had built. There was also
a very real possibility that he might lose control of his own com-
panies in much the same way as former owners of the concrete
companies had done. So, in November 1969, in the midst of o dif-
ficult period of readjustment and when competition was particu-
larly keen and business conditions difficult, Justin took the reins of
leadership from Tomlin. In part, it was an act of self-preservation
Tomlin’s association with the company ended in January 1970. As
with many other |crrge companies that had become part of a con-
glomerate, Acme Brick found itself annexed by the smaller one. So
it was that First Worth entered 1970 with a new, vigorous, aggres-
sive, and skilllul management team, dedicated to reversing the
downhill trend of sales, production, and profits.
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Acme Brick Company:

A Division of First Worth Corporation

Acme officials found that decentralization worked unevenly, the
degree of success depending largely on how its leaders adapted
and what the prevailing conditions were in each company area.'
The home office was seriously affected by the changes, for offi-
cials had difficulty adjusting fo the idea of four Acme Brick com-
panies.” Many departments found that their functions had nar-
rowed. For example, only two issues of Inside Acme were pub-
lished in 1967, and by mid-1968, it had ceased publication
entirely. Inside Acme no longer served its original purpose, for
each division now put out its own safety newsletter.* Departments
that had previously coordinated various levels of service, such as
rail traffic, now came under a special services deparfment.*

By July 1969, it was clearly apparent that far-reaching structural
changes would have to be worked out. In an effort to secure
greater efficiency and o reduction in expenditures, Acme's three
precast concrete plants were placed under the control of one gen-
eral manager. Darwin became president of Acme Brick, and a
new vice presidential arrangement was established. It provided
for a vice president of production, a vice president of concrete
production, and a vice president of sales. This new centralized
structure, Justin hoped, would provide the control needed in all
divisions of the conglomerate.*

With the change in structure came changes in leadership. Six new
directors were elected to the board between 1969 and 1970. To
the leadership core composed of Justin, Sowers, and Rehfeldt
were added Robert Glaze, real estate investor, and Dean P
Guerin, president of Eppler, Guerin, and Turner, who joined the
board early in 1969. In December 1969, John Justin became
president of First Worth Corporation, and at that time four other
prominent men came into the company as board members. The
first of these was Bayard H. Friedman, an attorney and former
mayor of Fort Worth, who was then serving as senior vice presi-
dent of the Fort Worth National Bank. The others were: Howard
W. Jennings of the Aztec Manufacturing Company and the

155

Left: Acme Brick Company Store
in 1971.



Presidani

1 5. Justin
VP Finonce First Warth Comp,
M. L Vincent
VP Sales & Morketing VP Clay Production VP Parsannel Ind, Relations Manager Conc Manager Purchases
B. J, Darwin E. L. Stout C. E. Dunoway Opperations W. B. Brown
Korl Pammer

The First Worth's organization in
1971.

Tarrant State Bank; Richard C. Newkirk, owner of Newcourt, Inc.,
Texarkana, Texas, who was also a practicing certified public
accountant in the firm of Newkirk, McGee and Moor;* and Jerry
L. Brownlee who had served as city manager for Fort Worth from
1963 to 1967 and was vice president of Kimbell, Inc., a diversi-
fied Fort Worth Company.”

The First Worth Corporation and Acme were particularly fortu-
nate in their choice of a new president. John S. Justin Jr. brought
to the company a broader and more varied background than any
of its previous chiel executives. Born in Nocona, Texas, on
January 17, 1917, to John S. Justin Sr., John Justin Jr. studied at
Oklahoma A&M College and Texas Christian University. In 1938
he went into business for himself, pooling the $1,000 he had bor-
rowed from a bank with the capital supplied by his partner, W.
O. Barton, to form the Justin Barton Belt Company. The business
prospered from the start, and in 1943 Justin bought out Barton,
and changed the firm’s name to the Justin Belt Company.® During
World War I, Justin served in the U.S. Merchant Marines, and at

the war’s end returned to resume direction of his business.

In 1950, he wos invited to join his father’s company, H. J. Justin
and Sons and, in October of that year, became vice president
and general manager of the older firm. Two years later, when his
father became chairman of the board, John Justin Jr. assumed
the presidency of H. J. Justin & Sons, Inc.” This company was
older than Acme Brick, for Justin’s grandfather established it
nearly a dozen years before George E. Bennett chartered Acme
Pressed Brick.

John Justin Jr.'s grandfather, H. J. Justin, had come fo Texas in
1879 from Missouri. Settling at Old Spanish Fort on the Red River,
he made a pair of boots for a cowboy who was so pleased that
he spread the word of Justin’s skill ameng his friends. The demand
for boots increased, and Justin set up shop on the Chisholm Trail.
With the coming of the railroad in 1889, he moved to Nocona,
and in 1925 transferred his company to Fort Worth.'® By that time
the Justin Company was doing over $200,000 worth of business,
whereas a dozen years before they were fortunate to gross
$12,000.
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John Sullivan Justin Sr. went to work for his father in 1901, at the
age of twelve, and became a full partner in the business seven years
later. By 1931, the firm was making shoes as well as the boots that
already enjoyed a continental market." Among Justin's boot cus-
tomers were the Northwest Mounted Police, the National Park
Service, the Texas Rangers, the U.S. Border Patrol, several r'ni|il'c1ry
schools, a store that catered to celebrities in New York, and one that
supplied lumberjacks in Walla Walla, Washington. '

In 1939, the Justin firm moved to its new quarters at 610 W.
Daggeft, and it was there that John S. Justin Jr. received so much
of his training. Upon taking command of the H. J. Justin firm from
his father in 1950, the youngest Justin, applying principles that
had made his own enterprise successful, proceeded to double the
company sales.'” He increased outlets, began marketing Justin
products in South America, and formed the Fort Worth Boot
Company, which distributed children’s cowboy boots. '

John S. Justin Jr. was not content to be just a successful business-
man. A man of numerous civic interests, he contributed gener-
ously of his time to the Fort Worth YMCA, Community Chest,
Better Business Bureau, Sales Executive Club, Export-Import Club,
Opera Association, First Methodist Church, Fort Worth Club, and
Ring of the International Brotherhood of Magicians. Justin was
also an active member in the Rotary Club, the Double-G Club, the
Colonial and River Crest Country Clubs, and the Steeplechase
Club.™® His interest in civic affairs led to his election to the Fort
Worth City Council and then fo mayor of the city.

Upon completion of his term as mayor, Justin did not seek re-elec-
tion. Politics and civic duties had taken up most of his time for four
years, and he needed to devote more attention to his business. He
was rewarded for his efforts in May 1966, when his company won
the American Shoe Design Award. This award was presented not
for a single design but for a group of boots in the industrial and
sports category.'® But Justin has never lost his interest in politics and
civic affairs and has remained active in political campaigns and
served on dozens of educational and charitable projects.

Upon assuming leadership in the First Worth Corporation, Justin
made it obvious that he intended to institute important changes in
Acme and fo increase its working capital. The methods he used
were a mixture of the old and the new. He eliminated waste and
unnecessary functions and adopted a system of centralized
authority. At the same time, he employed modern research fech-
niques o develop better equipment, processes, and products and
made efficient use of all the capital, labor, and resources of the
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entire company. He firmly believed that “a man should be able to
sell anything that he knows is a good produet,””” and conse-
quently bent all his efforts to see that the conglomerate’s products
were of prime quality.

Soon, Justin eliminated o number of the high-salaried positions,
and himself became president of Acme Brick Company, Louisiana
Concrete, and the Justin Companies, as well as the First Worth
Corporation. The geographical divisions of Acme Brick Company
were abolished, and vice presidents were put in charge of the
major operations, such as sales and manufacturing, and man-
agers took charge of other functions. This basic organization was
in effect by late 1970. Officers of the First Worth Corporation then
were Dr. Fred C. Rehfeldt, chairman of the board; John Justin,
president and chief executive officer; M. J. Vincent, vice president
of finance and secrefary-treasurer; Les McClure, assistant secre-
tary; and D. J. Kelly, general counsel and assistant secretary.'

Justin's reforms saved over $200,000 a year, and more efficiency
was gained by the centralization of positions and functions. First
Worth thus became a service company for the major operating sub-
sidiaries: Acme, Louisiana Concrete, the Justin Companies, and
Ceramic Cooling Tower. Vincent became the chief financial officer
for all these divisions as a vice president of First Worth
Corporation.”” C. E. Dunaway, vice president of personnel and
industrial relations, directed labor matters for all the subsidiaries.

Chief officers of Acme Brick Company, in addition to Vincent and
Dunaway, were Bill J. Darwin, now vice president of sales and
markefing; Ed Stout, vice president of clay production; Karl
Pommer, manager of concrete operations; and W. B. Brown,
manager of purchases. Darwin’s Sales and Marketing division
was broken down into four regions, roughly corresponding to the
former old divisional lines, And production was divided into three
regions, (Central, Midwest, and Southwest), while functions of
plant engineering and research were controlled centrally in the
Fort Worth General Office.”

By contrast, concrete operations, headed by Pommer, were some-
what less clearly defined. He was in charge of the concrete prod-
ucts division with various plant and production managers beneath
him. He also technically supervised Louisiana Concrete, although
the Louisiana concern had its own general office and general offi-
cers, consisting of a chairman of the board, assistant secretary,
assistant treasurer, and concrete block manager. This division also
had a vice president-manager, Carrol A. Clark, who was in charge
of technical services for concrete production at Baton Rouge and in
five other plants.”
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Four regional sales managers directed sales and marketing.
Jim Baggett managed the Central region, which was divided
into three districts. His district sales managers were Carroll West,
Fort Smith; Scotty Freebairn, Litle Rock; and Jim Taylor,
Springfield, Missouri. The Midwest region, under Bob Marks, had
five district managers: Jim Gard, Kansas City; George McCarthy,
Topeka; Joe Morris, Wichita; Jim Clemens, Oklahoma City; and
Don Hesser, Tulsa. The Southern region had seven districtman-
agers. Under Fayette Ellis were J. W. Delaney, Alexandria;
Leonard Bales, Baton Rouge; Bob Laborde, Lafayette; Phil
Simmons, Lake Charles; Roy Posey, New Orleans;
and Homer Adams, Shreveport.”

Texas, which had the most district offices, made
up the entire Acme Southwest region. It was
headed by John Doughty. In far West Texas,
Leland Lane was in charge of the Lubbock district;
and Jim Duckworth, the Amarillo district. Willis
Upchurch, Houston; Howard Green, Beaumont;
and August Mueller, Corpus Christi, comprised
the managerial force along the coast. Glen
Watkins and Harry Reger represented the com-
pany in Austin and San Antonio respectively. The
Dallas district manager, John Moeller, not only ',
had charge of Dallas but also supervised man-
agers at Texarkana and Longview. Arnold
Bachschmid controlled the Fort Worth sales office while R. C.
Dudley held a similar position at Wichita Falls.* Production in
Acme Brick’s three manufacturing regions was headed by manag-
er Gene Yarborough of the Central region, T. W. “Wythe” Poyner
of the Midwest region, and Bill Hurlburt of the Southwest region.”

The First Worth Corporation suffered severe losses the first quar-
ter of 1970, but this was stopped in the second quarter, was
reversed in the third quarter, and was overcome completely in the
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Above: Officers of the Acme Brick
Company in 1971 were (left to
right): John S. Justin Jr., President;
Edward L. Stout, Vice President-Clay
Production; C. E. Dunaway, Vice
President-Personnel and Industrial
Relations; and M. J. Vincent, Vice
President-Finances.

Below: In 1971 Acme Brick regional
sales managers were (left to right):
R. K. Freebairn, John Doughty,
Robert G. Marks, and W. L. Ellis.




In 1971 Acme Brick regional plant
managers were (left to right): Gene
Yarborough, W. E. Hurlburt, and T.
W. Poyner.

fourth quarter. In spite of a decline in sales, caused primarily
by a general slowing down of the economy, the company regis-
tered o year-end net income of $744,278.
Having met some of his objectives, Justin
applied this money to increasing the working
capital of the corporation by nearly $1 mil-
lion, and to satisfying the debt requirements
already contracted.

When construction began to pick up in 1971,
First Worth was able to toke advantage of the
occurrence. The concrete division and Acme
Brick Company registered their best three
quarters. Acme's brick plants operated at
maximum production all through the spring
and summer, and in spite of a tremendous
inventory accumulated during the winter,
yards that were stacked full of brick in May became almost bare
by August. Justin’s insistence that it costs more to let a plant sit idle
than fo run it seemed justified. The rate of production and sales
was such that all divisions of the First Worth Corporation enjoyed
a banner first three-quarters of 1971.7 Looking forward fo an
even greater demand for brick in 1972, the company confinued its
modernization efforts and also reopened the Oklahoma City plant
at year's end. First Worth finished 1971 with net income of
$2,187,271, and raised working capital $1,141,000.

The progress of the company that year was shown by the increased
demand for First Worth's unlisted stock. In January and February of
1971, the common stock prices fluctuated between $10 bid and
$12 asked; in the spring this moved to the $15-$17 bracket; and
in early fall, the price rose to the $19-$20 range, nearly doubling
its value in less than a year.®

The future appeared promising for the First Worth Corporation as
the company moved into 1972. Justin believed in flexibility and in
the need to develop new product lines and equipment. He saw the
value of automated plants. Since the types of brick produced by
either the older or the new methods would fit some market need, he
wanted to be ready to make and sell what the customer demand-
ed. In fact development of a special new kiln was underway that

could address this need.”

The Justin administration stabilized operations at Acme Brick
Company, which was once again developing the spirit it needed
fo meet competition. Justin believed in home leadership for home-
fown companies, and the makeup of his board of directors reflect-
ed this. He had proven the success of this idea with the Justin
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Companies and felt it could also be
applied at First Worth.

“In the economic sphere at home, the
United States did a lot of things right in
1972. As a result, its economy expand-
ed throughout the year in a broad, solid,
accelerating upturn to the highest (peaks)
ever achieved by any nation.”* “But it
did not (win) the battle against inflation
which slowed from a . . . galloping rate
of é percent fo . . . a jogging rate of 3.5
percent. The Federal Reserve System pur-
sued an expansionist monetary policy all
year and poured billions of dollars info

the banking system to meet the credit demands of business and

individuals.”*'

Interest rates continued to fall from a prime rate of 8.5 percent in

Above: The company hotel/
apartments at Bennett in 1971.
This building was the school
building in the early 1900s until
the late 1930s.

1970 to a low of 4.75 percent in the early summer of 1972. Lower
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interest rafes stimulated borrowing and building, as evidenced by
housing starts, which went up as rates went down in Acme's region
of influence. Only 213,746 units were started in Acme's primary
market territory in 1969, and grew only about 3 percent the fol-
lowing year, but reached 296,849 units in 1971 and 330,637
units in 1972 As it turned out, this high figure was not to be
reached again until 1978, and then not to be greatly surpassed
until 1983—an all-time high for the region. While commercial
construction increased roughly parallel to housing construction,
significant changes in housing types emerged as apartments and
condominiums began to make up a larger segment of housing
construction than ever before.

Acme sales organization in 1971. Vice President
B. J. Darwin
Centrol Region Mid-West Region Southern Region Southwest Region
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55 Corrol West Jim Gord 1. W Delaney Leland Lone
Litthe Reck District Topeka District Bolon Rouge District Amarillo District
Scotty Freebaim George McCarthy Leonard Bales T Jim Duckwerth
Springfield District Wichito District Lafoyette District | | Houston District
Yal Jim Taylor Joe Maris Bob Labarde Willis Upchurch
Oklohoma Ciry District Loke Chorles District Beaumant District
il Jim Clemans Phil Simmans Howard Gresn
Tulsa District Mew Orlecns District San Antonio District
Don Hesser Roy G. Posey i Harry Reger
Shreveport District Corpus Chrisi District
Homer Adams [ August Miller
Aystin District
W Glenn Watkins
Dallas District
John Moeller
Longview Disirict
Jock Beard
Texarkana District
—
Baob Beaty
Fort Warth District
| Armold Bachschmid
| | Wichite Falls District
R. G Dudley

162




But a good market does not always signal success for a business.
The enterprise must be ready and capable of making the proper
response. Nine-teen hundred seventy two was Acme's finest year
to date. Sales and profits reached new highs for the second con-
secutive year, influenced to a great extent by increased output and
efficiency throughout its operation. In short, Acme was ready to
take advantage of such opportunities as the economy provided.

Significantly, much of Acme's success in this record year can be
aftributed to the efforts of its marketing force. Acme maintained
one of the largest direct sales forces in the brick industry, selling
Acme products from New England to the far West through direct
sales and distributor concerns. It is interesting to note, that in 1972,
the sales force was reduced and much of that time reported to the
four regional sales managers. They, in turn, reported directly to
Justin, since Bill Darwin resigned that year. In the Central sales
region, Jim Baggett had retired the previous year, after forty-six
years of service, and was replaced by Robert K. (Scotty) Freebairn,
who had come to Acme as a teenage mail clerk. From Oklahoma
City, Robert G. Marks managed the Midwest regional office, and
John T. Doughty operated the Texas sales region from Dallas, while
W. L. (Fayette) Ellis ran the Southern sales region from Baton
Rouge. Also at this time, the Shreveport sales ferritory, under
Homer Adams, wos reassigned to Freebairn, and Leland Lane
moved from the Lubbock office to become the district manager of
the Litle Rock sales office.™

Justin and Stout immediately recognized the need for additional
production and instituted the beginning of a new company-wide
production effort. Asa Goodman was placed in charge of the
Perla expansion and Ed Stoul, as vice president of production,
undertook to increase production with the assistance of the
regional managers. At the time, Gene Yarborough served as
regional production manager for the Central region (Arkansas),
Wythe Poyner for the Midwest (Kansas and Oklahoma), and Bill
Hurlburt for Texas. Their achievement resulted in production of 30
million more brick company-wide and gave the sales force more
marketable products.*

The Acme research lab developed several new distinctive brick in
response to changing market demands. These innovations enabled
the company to present the broadest product selection available
anywhere. New building codes were being adopted across the
nation, and the building public was becoming more conscious of
the need to conserve energy. Acme emphasized that brick was one
of the best building materials available to conserve energy, Fire
safety was another important requirement, about which architects
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were becoming increasingly aware, particularly when designing
hospitals and nursing homes. Acme could boast that brick provid-
ed added safety for such buildings.*

A number of factors made it possible for Acme to provide this pos-
itive production response. Although a good deal of available capi-
tal had been used for purchases, merger requirements, and debt
service since 1968, in 1970 the company started a more long-
range modernization program. Acme hoped this would enable it to
take advantage of a significant upsurge in construction. The new
Perla Eastgate plant, was modified with more efficient burners. The
Oklahoma City plant was improved and reopened in late 1971.
Acme installed a new, company-designed and -developed, period-
ic kiln system at Bridgeport and implemented minor improvements
at the Tulsa, Garrison, and Malvern plants. These changes broad-
ened the product lines and increased output by 30 million brick.*

Justin was “pleased to report” in his annual letter to shareholders
on February 20, 1973, that 1972 sales had increased to over $63
million and that the net income increased o dramatic 45 percent
over 1971. He dlso reported that after a sfock split of 2 for 1 dur-
ing that year, earnings per share were $2.33, as compared fo the
previous year's $1.38; in addition to meeting debt requirements,
the company had resumed dividend payments of $.30 for the last
two quarters. This was particularly good news, since dividend pay-
ments had stopped in 1971. This phenomenal performance Justin
properly affributed to the corporation’s positive response to oppor-
funities presented by a healthy economic climate.”

For a conglomerate to be a real company, “not just a pile of things,”
it must be organized around some principle or concept that makes
sense.™ Otherwise, few of its employees can be expected to under-
stand or deve[op a system that will work or work the system that has
been developed. It was to their credit that the people at Acme Brick
Company were capable and had a record of accomplishment—not
just in making money but in producing quality goods. Acme Brick
Company was the sun around which all the construction materials
divisions were gathered. Although legally and managerially it had
been called the First Worth Corporation since August 1968, Acme
remained the same established, respectable, Southwestern brick
company it had always been—it just had a new name.
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Indeed it was the First Worth Corporation that was to change
while Acme Brick as an operating division remained essentially
the same and continued to move forward. Under the leadership
of Justin, 1972 had been a record year for all the operating divi-
sions. As Justin continued to learn more about the previous Acme
organization, he became president of not only the Justin
Companies and Acme but also the concrete products division.
Later in 1972, he replaced Dr. Rehfeldt as chairman of the board,
and, in October became the first chairman and C.E.O. of the

renamed conglomerate, Justin Industries, Inc.””
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Left: An Acme Bennett plant kiln
under repair for use in 1971. Note
that it was metal banded then.

Right: Some other round kilns at
Bennett in 1971,






Acme Becomes a Colossus

To the casual observer, Mr. Justin’s organizational moves, starting
in late 1969 and continuing through 1972, would appear unusu-
al; but by early 1973 it become clear that his strategic moves
were based on very sound business judgment. His expertise was
in selling and marketing boots and leather goods, not in building
materials. While the former industries were subject mainly to fash-
ion frends, the lafter were dependent fo a greater extent on the
economy and the building cycle. Although selling techniques were
much the same, brick and concrete production and sales were
subject to outside influences and not controlled by the industry or
its employees.

Admittedly, John Justin had a lot to learn about the
First Worth enterprises when he assumed its lead-
ership in December 1969. He immediately began
that educational process by assuming graduq|
control of the different levels of the company, start-
ing with corporate operations, then the board, fol-
lowed by the chief operating positions in the vari-
ous companies, until he had the proper feel for the
industry, its personnel, its problems, and its capo-
bilities. In other words, from the top he stepped
down the corporate ladder to the lower executive levels, learning
what he needed to know. Once he was ready, he moved back up
the ladder leaving the organization in the hands of those he found
competent and trustworthy. Such was the case with Acme Brick
Company, and, like W. R. Bennett fifty years before him, John Justin
Jr. began to surround himself with the most competent, energetic,
and dedicated team he could muster.

As any good administrator knows, the best day’s work he can do
is o find the right person for the right job, then let the person do
what he is hired to do. This is exactly what happened when Justin
appointed Edward L. Stout, a twenty-five-year Acme veteran, to
be president of Acme Brick Company on February 12, 1973."
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Above: First Worth Corporation’s
Board of Directors in 1970. (Left to
right, seated): Howard W. Jennings,
John S. Justin Jr., Fred C. Rehfeldt,
Jerry Brownlee. (Standing): Robert E.
Glaze, Richard C. Newkirk, Bayard
Friedman, and Dean P. Guerin.

Left: John Koch with Acme’s brick
collection. Mr. Koch is showing off
Acme’s Colonial Brick made from
a press mold.



Edward L. Stout Jr. was appointed
President of Acme Brick Company in
1973. He still serves in that capacity
in 1998; this gives him the longest
tenure of any Acme president.

Stout's well-deserved appointment could not have been better timed
in light of the enormous difficulties the brick industry faced both in
the near term and in the decades ahead. To meet these challenges
Acme’s officials needed to use every means at their disposal and
make a strong team effort to survive the competitive environment in
which the brick industry found itself, and which showed no signs of
going away. With each passing year, new obstacles to progress
seemed to be around every corner necessitating more knowledge
ond new leadership skills from the corporate managers at Justin
Industries and Acme Brick. Luckily, Justin chose the right man to pull
Acme’s resources and personnel together.

Edward L. Stout Jr. was born in Minden, Louisiana, on November
26, 1925. Alter completing high school in the midst of World
War |l, he enlisted in the U.S. Army Air Corps. After the war
ended, he enrolled at Louisiana Technical University, where he
received his bachelor of science degree in mechanical engineer-
ing in 1949. Soon he was offered a job with the then-fledgling
Tenneco Corporation, but instead chose Acme Brick when T. H.
Ruffin offered him a job. Some said “because the Acme offer
included an automobile” he chose the brick company. At any
rate, as far as Acme was concerned, he made the best choice and
has never left Acme’s employ.”

After five and a half years working as a sales engineer out of the
Shreveport office, Stout was named branch manager of the New
Orleans sales office and four years later division sales manager
for Louisiana. In 1963, he moved to Fort Worth to head field sales
for Texas, Louisiana, and New Mexico. Within two years, Tomlin
promoted him to vice president-general manager tfo set up and
oversee the Louisiana division. When the corporation decentral-
ized, Stout moved from Louisiana fo Litle Rock to head up the
Central region of Acme Brick Company. Justin made him the vice
president-general production manager in 1971, with responsibil-
ity for the entire company, a move that necessitated his refurn fo
Fort Worth. When Justin gave up the post of president of Acme
Brick, Stout was named vice president-brick operations for Justin
Industries, Inc. and president of Acme Brick Company, a post he
holds at the present writing.?

Stout's personality, training, and experience make him well suited
for the job. As an engineer, he understands many of the problems
and processes of the plants, but, having been in sales and having
subsequently been responsible for both ends of the business, he
knows how fo successfully mesh these major elements. Having
served as an active member and officer in several brick associa-
tions, he has excellent knowledge of the competition and can take
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a broad view of the brick industry. Ed Stout is a team player
and often modest in the extreme; however, he is anything but
an introvert,

Always open to suggestion and discussion, Stout can, nonetheless,
give orders and expect them to be carried out. Yet another strength
a chief administrator must have is a sense of humor, which Stout is
said to possess. One story has it that he got a call from a doctor
friend complaining about his new Dallas house. The doctor’s tem-
perature was up over “ulcerated” brick and a “rheumatic” foun-
dation, among other ailments. Stout patiently heard the doctor out
and then said, “Take two aspirins—and call me tomorrow.”* The
combination of these characteristics makes for a good communi-
cator both up and down the corporate ladder—an asset he has
brought to the task of being president of the Acme team, Following
his appointment, the new president spent the next three fo five
years dealing with negative economic forces, creating the right
team, and rebuilding Acme'’s production facilities,

Significantly, many of the government policies and programs ini-
tiated in the 1970s carried over into the 1980s, and some severe
crises were destined to repeat themselves ot least three times in
less than two decades. Still other problems, having their origin in
the 1970s, or earlier, became chronic, casting a constant shadow
over the noblest production efforts. Some of these difficulties may
continue into decades to come. Indeed, some of the trends that
emerged in the 1970s as minor blips could yet emerge as major
threats to Acme and many other enterprises. So, before taking a
detailed look at how the new Acme team was put together, what
specific production improvements the company made, and how,
during these disturbing times, Acme fared within the conglomer-
ate, perhaps a brief recounting of the decade’s most prominent
economic events will help outline the business climate in which
Acme operated during the 1970s.

Toward the end of the first Nixon term the nation faced recession,
which was followed by a temporary restoration of prosperity.
Nixon's wage/price freeze in August 1971 stimulated buying and
helped drive interest rates down. Inevitably, lower interest rates
stimulated borrowing and led to a nationwide increase more than
50 percent in housing starts for 1972. After years of sending dol-
lars overseas in the form of foreign aid, loans, wars, and grants,
American dollars began to remain at home. Thereby fueling the
national economy’s inflationory tendencies. Inevitably, signs of an
overheated economy developed late in 1972, as the government
spent more money and relaxed controls. The economy, which had
been running flat out for months, slowed by the end of 1973.
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Housing starts, 1969-1990.

Thousands

Nonetheless, cost of living went up 8.5 percent, inferesi rates
reached crisis levels, and the dollar was devalued again. Then, in
October, the Six Day War broke out in the Middle East, followed
by a total Arab oil embargo, causing gas shortages which in turn
increased inflationary pressures. Prices skyrocketed.® While the
Watergate Scandal grew, inflation soared, as did unemployment,
corporate debt, private debt, fuel prices, and interest rates—an
outright disaster for the housing, auto, and appliance industries.

After President Gerald R. Ford took office, a slow economic recov-
ery emerged, brought about by a rise in the real Gross National
Product (GNP) after five quarters of decline. By year's end, the
1975 GNP registered nearly a é percent gain. It seemed as if pro-
duction was coming back up; as a result, the stock market soared

56 percent.®

Meanwhile, a process called “disintermediation” had begun.
Although initially under control, within a decade the flight of money
from mortgage companies emerged as a crisis of disastrous pro-
portions in the Savings and Loan industry, causing construction
spending to drop by 17 percent to $124 billion. Fuel prices contin-
ved to rise moderately, but without critical shortages, while inflation
remained at high levels and the United States trade deficit grew.
Following President Jimmy Carter’s election in 1976, the bright spot
of 1977 was the economy, which continued to expand, so that by
December it averaged a 5 percent growth. On the surface, 1978
was a good year for expansion, since housing expenditures went
up $12 billion dollars and all construction grew 13 percent. But
costs and wages increased while the dollar’s volue continued to fall
at an alarming rate—once more, interest rates rose.’
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Conversely, as the frade deficit grew, the United States worker’s
productivity shrank (our productivity rate of 1.6 percent was less
than one-fifth that of the Japanese). These danger signals warned
of an impending recession, and all that was needed was for @
negative outside impetus to set a downturn in motion.®

In the difficult year of 1973, Acme Brick moved aggressively to
improve its operations and future. Starting with management
changes, Stout, as Acme’s new president, appointed Gene
Yarborough to fill the general production manager post. Since
1972, when Bill Darwin had left the company, Acme’s regional
sales managers had been reporting to Justin. Stout immediately
promoted Bob Marks to general sales manager, making another
maijor step toward putting together a new team.’

Acme's objectives for the next few years were aimed at capitaliz-
ing on the opportunities for expansion of the brick market brought
on by the energy crisis and ecological concerns. At the same fime,
Acme worked on improving company productivity. Slowly, over the
next three years, in spite of a weak housing demand and inflation,
the company strengthened its sales organization and production
capabilities. Even as brick shipments slowed to a low point in
1975, the company still made good profits—far above those of
1971. It also continued its aggressive recruitment programs at
leading engineering schools, a move calculated to assure the com-
pany a reservoir of talent for top managerial and technical posi-
fions expected to open in the future.

When Bob Marks was promoted to general sales manager, John
Doughty transferred from Dallas to Oklahoma City to be the
Midwest regional sales manager. Then Marks split the sales
responsibility for Texas into three regions. Assigning the South
Texas region (Houston, Beaumont, Corpus Christi, Austin, and
San Antonio) to the reliable Fayette Ellis, Marks took the northeast
Texas region himself. Dallas, Fort Worth, Waco, and Longview
became part of this northeast region but Marks left West Texas
(Abilene, Midland, Lubbock, and Amarillo) as part of the old mid-

west region. '

Other shifts Marks made were to move Phil Simmons from Lake
Charles to become district sales manager in Houston when Willis
Upchurch resigned in 1974. August Mueller, who had been at
Corpus Christi since 1957 and temporarily at San Antonio, trans-
ferred to become the Lake Charles branch sales manager. Mueller,
however, did not stay long in Lake Charles. By 1976, as the com-
pany reorganized Louisiana sales, he had moved back to San
Antonio, when Harry Reger was reassigned to the Fort Worth
general office. Mike Waldrop moved from Baton Rouge to take
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the sales job Mueller had vacated. Len Bales, who had served as
the Baton Rouge district sales manager, then left the company,
and Bill Fairbanks assumed that role. About that time, also, Jimmy
Fontenot was hired as a salesman to work for Jim Delaney out of
Monroe, Louisiana.'

The Texas sales organization continued its evolution between 1975
and 1976 and Acme was soon to be once more temporarily with-
out a general sales manager. In August 1975, Harrold Melton
relurned to Acme Brick as northeast Texas regional sales manag-
er. Melton, who had started selling brick for Acme as a young man
in western Kansas, had left the company for an academic career
in 1968. Upon his return, he also assumed responsibility for sales
in West Texas. John Doughty moved to Austin fo take the new posi-
tion of director of Texas resources and markets. As such he pro-
vided a ligison for Acme fo the state government and various Texas
state agencies. This post lasted until Doughty retired in 1987, at
which time the position was eliminated.”

Still in o state of flux, Acme's sales organization continued chang-
ing. Bob Marks transferred back to Oklahoma City as Midwest
regional manager when Doughty was moved to Austin. About the
same time, John Moeller asked to be relieved of management
duties so that he could work full time selling to architects; Allen
Barks replaced him as Dallas district sales manager. Then, Harry
Reger, who had been branch sales manager in San Antonio since
1969, was transferred to the Fort Worth general office to look
after marketing services for the entire company. Reger’s move left
San Antonio open for Mueller fo move back from Lake Charles.
Soon, Allen Barks left the company and was replaced by Fred
Clayton. At this time, in order fo gain more cohesion in the sales
units and to place salesmen where they were needed most, Melton
assumed the responsibility for sales in the South Texas region,
leaving Fayette Ellis in charge of the Southern region which, by
now, extended into southern Mississippi."

Melton’s move now placed Texas enfirely under one sales manager.
Since residential construction and sales boomed across most of the
state, Houston, Dallas, and San Antonio needed more salesmen
and better organization. A residential sales manager was particu-
lorly needed in Dallas, so the company promoted Jerry Thomos to
this job. Howard Green transterred from Beaumont to Houston, and
Dale Scott moved from Wichita Falls to Beaumont as branch sales
manager while R. D. “Rocky” Rankin transferred from Waco fo be
district sales manager in San Antonio.

In January 1977, Stout appointed Dr. Harrold Melton fo the posi-
tion of general sales manager. Dr. Melton had taught finance and
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marketing at West Texas State University after graduating with his
Ph.D. in finance from Louisiana State University. He had previously
worked for Acme in Louisiana, Kansas, and Oklahoma. Melton left
his branch manager position in Monroe, Louisiana, in 1964 to
refurn to school. While continuing his education at the University of
Oklahoma and LSU, he worked part time in sales and production. '

The new general sales manager immediately began to implement
changes in the sales department. Melfon thoroughly understood
sales, the brick business, and especially marketing, but he need-
ed expert help. So he transferred Fayette Ellis to Dallas to be his
assistant. Unlike any of his predecessors, Melton elected, with
Stout's concurrence, to establish the general sales office in Dallas.
Together with this move, Melton rehired Gerald Jewell, who had
once worked for Acme in Oklahoma, fo locate in Bafon Rouge as
the Southern region sales manager. "

For the past four years, the production branch had been improving
its performance, upgrading plants and machinery, and devising
new techniques fo increase productivity. Now Melton wished to
establish a sales arm for the company second to none, in satisfying
Acme's customer needs. This required pulling together a number of
marketing elements—technical services, sales, brokerage, training,
promotion, research, and advertising—into a single operating team
marketing its products with a better sense of direction. In order to
accomplish the broad general goals set by the company, new
departments would have to be created, others reassigned, and
employees convinced to buy into a new marketing approach. Of
course, such changes often lead to personnel changes and realign-
ment; most of the changes came within a couple of years.

Jim Clemens, Oklahoma City district sales manager, left Acme to go
fo work in Colorado, and Doug Reeves, who came to Acme from
the concrete block business, replaced him. Dennis Ledbetter, who
had been in training for o management position, was appointed
South Texas regional sales manager, the position surrendered by
Melton. A few years later Ledbetter chose to leave the brick indus-
try. Ed Norquist filled Ledbetter’s vacated regional sales job, and, at
the same time, R. D. Rankin went to Houston as the district sales
manager. Harry Reger, who supervised markefing services until late
1978, and Larry Ricker left Acme to start their own brick company.
When Tom Dunn also left the company in 1978, he was replaced
by Peter Grandjean as Austin district manager.”

Sales continued ta climb all through 1976, 1977, and 1978. To
strengthen the North Texas region, Tom Syler, who had represent-

ed Acme in the Denton area, established Acme's branch office at
Denton and became its manager. In Springfield, Acme had rent-
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ed several sales offices at various locations in the area—much of
the time without an adequate showroom and office. So, as part of
a continuing effort to improve sales locations, the company com-
pleted a new Springfield office and yard in 1977, placing Dave
Martin in charge as the district sales manager."

In other related moves, early in 1978, Floyd Lumley, formerly the
sales manager for Malvern Brick and Tile Company, joined
Acme's brick distributor sales force. Bob Marks was assigned to
Dallas to take over the position of northeast Texas regional sales
manager and the newly-hired (1977) Doug Reeves assumed the
Midwest regional sales position Marks vacated. Shortly thereafter,
the Amarillo sales office developed into a district sales office
under Jim Duckworth."”

Harrold Melton greatly desired to increase the sales of “brokerage”
materials (anything Acme purchased for resale was called “broker-
age”) which had been the responsibility of Ernest Fender Jr. since
1969. ltems such as fire brick, flue lining, metal lintels, and
dampers had been sold for many years along with quality products
of other brick manufacturers, such as those of Elgin Standard Brick
and Endicott Clay Products. Melton was convinced that Fender’s
expertise in the brick business qualified him to seek out brick for
company purchase that would compliment Acme’s line. Fender
agreed to work full time to expand face brick purchases as o lead-
ing part of the brokerage department, while Mort Straubmueller, a
Melton staff member, fook over as brokerage products manager.
Fender remained in the position until his death in June 1980.%

From the outset, Harrold Melton made it clear he wanted to re-
establish a fully manned technical services group, with regional
engineers who would place emphasis on selling brick as a struc-
tural material, in addition to selling brick as simply a veneering
material. This strategy benefited architects, builders, and the pub-
lic by giving them another structural design choice other than con-
crete and steel. By 1978, Acme had made considerable progress
in this regard.

Melton also wanted to develop a formal marketing approach that
included a system for salesmen tfo estaklish consistent ways of
maintaining good community relations with local civic leaders,
school boards, and city and county officials. While many sales
areas had established consistent customer entertainment and
recreational activities, some had not. Melton wanted to get an
organized program going in all sales areas. Many marketing
activities, while good and apparently generally effective, were
inconsistent throughout the organization.
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To assist with this, Stout and Melton created the position of direc-
tor of marketing communications and assigned this to Fayette
Ellis, whose task it was to bring together group marketing activi-
ties such as the revised technical services, advertising, price list
maintenance, marketing statistics, and sales training.* Although
not all their goals were accomplished to their satisfaction, Melton’s
team definitely was one upon which Stout and Acme could
depend on moving the company into an enviable position at the
start of 1979. As far as sales were concerned, most of the new
regiona| structure and personne| were in p|c:ce to meet the chal-
lenges of the coming decade.

Although 1973, 1974, and 1975 were difficult years for the build-
ing construction industries in general, Acme continued to make some
improvements in its production facilifies. A new brick plant was built
in Tulsa and other plant improvements allowed greater brick oufput.
Natural gas conservation efforts began fo bear fruit in 1973.
Technological improvements, developed by the company, reduced
consumption per brick produced by 50 percent, and did much to
ameliorate the rising cost of natural gas. And, even though the com-
pany was able to maintain adequate gas supplies, it also began
developing sources and means to use alternate fuels.”

Coal burning was the main alternate fuel system Acme Research
studied, but true conservation and efficiency were the main focus of
operating plants. Between 1973 and 1975, Acme invested capital
funds at Clinton for a new grinding system and replaced inefficient
burners with new high-velocity burners; funded, at Tulsa, automat-
ic green brick sefting on kiln cars (eliminating transfer of green
dried bricks to kiln cars) in periodic kilns (the first in the industry);
funded similar renovations to the burning process at Bridgeport;
and provided at Garrison, three new [Acme built and designed)
“thin wall” mefal clad, round, downdraft kilns. Following the further
automation of Acme’s Denton plant, major plant expenditures were
temporarily halted in 1975.%

Following Stout's appointment, production personnel also
changed. In 1974, Acme transferred Jack Lindbloom from the
Bennett plant to manage the renovated Clinton plant, while clos-
ing two older facilities—the old Oklahoma City plant (OCP) in the
heart of downtown and the old Tulsa plant (TLP). Early in 1975,
Jim Miles became manager of the Edmond, Oklahoma plant.
Significantly, an era seemed to have ended in December 1975,
with the retirement of T. W. Poynor, Midwest region production
manager, after one-half century of service to Acme. His most able
successor, who also become legendary in brick production, John
Koch, (pronounced “Coke”) immediately transferred the regional
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production office fo Tulsa from Oklahoma City. Another dedicat-
ed brick man, Bill Hurlburt, who had been production manager in
Texas, became manager of the Denton plant—now the largest
brick plant west of the Mississippi River. In yet another early 1976
personnel assignment, Acme hired Mr. Tom Poston, fo oversee the
Baton Rouge plant.”

That same year, Gene Yarborough, general production manager,
suddenly left the company. So Stout asked Hubert Capps to accept
this vacated post. Capps, who started at Acme in 1963, as had
Hurlburt, at the time of the United Brick and Tile purchase, was
certainly well qualified for the job. He had served in a number of
capacities in the plants and had managed more of them than any
other employee, but he suffered from a serious illness and didn't
want the position permanently.” In holding the job for the next
three years, he was to oversee the largest plant renovation pro-
gram in the company’s history.

Significant production leadership changes also came to
Arkansas. Shortly ofter the new year (1977) started, Stout
appointed Bud Adams as regional production manager for the
Central region. Adoms began to work for Acme in 1946 at the
Denton plant while he was still a teenager. Soon after the appoint-
ment of Adams, another Acme veteran, Asa Goodman, retired.
Goodman had started work for the company during the darkest
hours of the Great Depression. Although Goodman was difficult
to replace, his job was filled by Winston Simms, who had been
plant manager at Garrison for many years. Like many other plant
managers, Simms had begun his career at Bennett and had then
gone on to manage Garrison.*

These managerial changes came at a critical time, for Acme was
soon fo launch into the greatest internal expansion in its eighty-five-
year history. These improvements would increase the company’s
brick production by at least 25 percent and set the stage for Acme's
continued progress. Indeed, by the end of 1976, the company was
not only the industry leader but also the nation’s number one brick-
maker, in both sales and production—a position it held until foreign
brickmakers purchased many American brick plants with millions of

cheap U.S. dollars during the 1980s.

Throughout its history, Acme Brick Company has focused clearly
on the future. Even in periods of economic downturns, Acme has
strived not only to fight the trends with appropriate economic
measures, but also to strengthen its position, so that once condi-
tions improved it could take advantage of better markets. Most
downturns in the business cycle since the depression had lasted
from eighteen fo thirty months. The downslide from 1973 to the
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last quarter of 1975 fit this pattern, and by the end of 1975 com-
pany officials talked of an expected upturn. Although brick ship-
ments had dropped from the previous high by about 30 million
units, the firm had spent considerable sums on plant improve-
ments, permanently closed two outdated plants, temporarily
closed McQueeny, and restricted capital expenditures severely in
1975. Not only falling housing and construction starts but rising
fuel prices, shortages, and inflation evils further complicated mat-
ters. As a result, Acme’s approach to these problems had to vary
from previous ones.

Most of the internal improvements made in 1973, 1974, and 1975
were aimed at cutting energy costs while increasing plant and sales
productivity. These efforts kept Acme profitable and were success-
ful. At the lowest point of the downturn, shipments were still fifty mil-
lion units above the 1970 low, and gas consumption per brick
burned was reduced by as much as 50 percent. Al this was accom-
plished while adding to production capacity. Other significant
actions Acme took during this period included acquiring a plant site
near Athens, Texas; buying lignite deposits; purchasing new clay
reserves; and successfully participating in drilling productive gas
wells near Garrison to hedge against future gas shortages.
Additionally, the company bought new transportation equipment
and increased efficiency in its truck fleet operations.

Early in 1974, it became obvious that sales were outstripping pro-
duction; Acme’s fourteen plants had to implement new plans for
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Bridgeport employees in 1976.

expansion. After extensive reviews of each plant's operating
methods, and months of research into new production technolo-
gy, the company finalized its plans in December 1976. These pro-
posals called for a $10 million budget that included related

improvements in such areas as the trucking fleet, sales offices, and
anticipated increasing Acme’s brick production by 25 percent
within eighteen months to meet market demands.?

The record sales and profit year of 1976 highlighted which types of
bricks were in demand and which markets were growing. All plants
were scheduled for improvements. Three plants were immediately
scheduled for enlargement, intermediate term expansion was slat-
ed for two others, and long-range expansion was planned for all
plants. The rapid plant improvement schedule called for Bennett to
add 12 million units to its capacity, Garrison to double its capacity,
and McQueeny fo quadruple output to 45 million brick per year
within six months. The company also expected to triple the capaci-
ty of the Baton Rouge plant and to bring Perla back up to its former
position as Acme’s largest plant. Within two years, the nation’s
largest brickmaker hoped to be producing brick at a rate of almost
a billion a year. What steps did Acme take fo accomplish this ambi-
tious programé@

As stated above, the focus was to be on certain plants—Bennett,
Garrison, McQueeny, Baton Rouge, and Perla—but six others also
met Stout's expansion criteria and became objects of infensive
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upgrading efforts. The remaining three simply did not meet the cri-
teria or were already producing for a specific market niche.” Sam
May, plant manager, and Fred Andreatta, the Midwest region plant
engineer, made major modifications at the Kanopolis factory bring-
ing it up to the 25 million brick range. In Oklahoma, Jim Miles
supervised renovations of the Edmond plant as it improved output
to 26 million brick. In addition, construction began on a much-
needed Oklahoma City plant (OKP), which Miles was also fo super-
vise, along with the Edmond plant. Meanwhile, Jack Lindbloom
managed fo increase the Clinfon plant's output by 25 percent bring-
ing it up to 20 million units annually. Upon Lindbloom's transfer,
Jewell Godi became manager at Clinton in June 1978. Acme pur-
chased the Malvern Brick and Tile Company in Malvern, Arkansas.
Acme later built its Quachita plant on the Malvern Brick site, a quar-
ter of a mile from Acme’s old Malvern plant managed by Hiram
Kuykendall. Acme then purchased the Seminole Tile Plant in
Seminole, Oklahoma for future raw material requirements.?”

Together with these purchases, work proceeded under Adams
and Simms to improve the Perla facility. They demolished old kiln
40 at Perla Westgate and installed a new twelve-brick-wide kiln,
which cost $2 million. That same year, Plant Manager Leonard
Hicks led the refurbishment of the Weir plant in Kansas. These
Weir modifications included changes in the tunnel kiln and
the waste heat recovery system to the dryer, as well os installing
a new grinding and feeder system to the improved kiln. The
Bridgeport plant, under Bob Reed’s leadership, installed a recip-
rocating heat flow system costing $544,000 to deal with a simi-
lar dryer problem. While this system was unique, in that it elec-
frically reversed the hot air flow periodically, it closely duplicated
the results achieved by the waste heat dryer at the Bennett plant.™

An extensive article in the February 1978 Brick and Clay Record
spotlighted the case histories of three Texas plants that were exam-
ples of how to increase brick production for less cost and time. The
article featured the Bennett, Garrison, and McQueeny plants and
stressed the advantages of refurbishing versus building new plants.

The cost . . . is significantly less than . . . a new installation.
Another . . . was . . . time. The present program at 10 of the
14 plants required only 12 to 13 months, some were com-
pleted in five months . . . with an increase in production up fo
130 million brick per year.*'

It is worthwhile giving a snapshot version of what Acme did at
each of these plants. First slated for renovation was the Bennett
plant, which had been producing about 24 million brick per year.
Most of this plant's construction activity was concentrated into
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1976 and centered on completing a waste heat recovery system,
building a new machine room, and adding six new periodic thin-
wall kilns. These additions brought capacity up to more than 40
million brick equivalents.” Twice as much brick production capac-
ity was obtained by adding a new recirculation system boosted by
heat from the additional kilns, and installing a rew 90 size J. C.
steel extruder, pug mill, and vacuum pump. These changes neces-
sitated the addition of an eight-sided carousel packaging unit, in
addition to other improvements in the packaging area, just to
keep up with Bennett's new output of nearly 50 million red-bod-
ied brick.*

Next on the scheduled improvement list was the Garrison plant,
which a few years before had been producing 18 million brick
annually. Although this facility produced only one texture, one size,
and one blend of brick, it was very popular and remains so at the
fime of writing. Garrison produced an eight-inch, pink-buff, Old
Chicago blend, which sold very well but, as with the Bennett plant,
had problems with breakage in the drying process. Both factories
found it useful to regrind their rejects and mix these with new clay.
With the addition, in July 1977, of another thin-wall round kiln,
Garrison had six round kilns and one rectangular kiln, all gas-fired.
A booster furnace, blowing heated air into four new tunnel dryers,
which were both femperature- and humidity-controlled, assisted in
greatly reducing the number of lots to be reground and also raised
output. One more important process cut fuel requirements and con-
fributed to quality improvement: the addition of sawdust to the clay
mixture. Not only did mixing sawdust with clay make the brick fire
better, thereby reducing losses, it also made the brick 20 to 25 per-
cent lighter and just as strong. As an added incentive, sawdust was
easily obtained from nearby sawmills at low cost. These renovo-
fions, as at Bennett, soon required additional packaging refine-
ments as Garrison’s production more than doubled.*

The third plant for immediate upgrading was the McQueeny plant
(MQP) located near San Antonio, Texas. Acme acquired this plant
with the Frazier deal in 1961 but had not spent much on improv-
ing it. Furthermore, in 1968, the company had closed its outdated
Houston plant as the metropolis engulfed it. At the lowest point of
the 1973-1975 downturn, the firm closed MQP. This move left
South Texas and the Gulf Coast wide open for competitors and
competing materials. Later in the decade, Acme was hard pressed
to get low-cost production into South Texas and the growing mar-
kets around Houston, San Antonio, and Austin. In the period last-
ing from 1976 to 1979, cheap Mexican brick poured into the area
because no American manufacturer could keep pace with the
immense demand. Naturally Acme turned to its only plant in the
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area—McQueeny—hoping to regain lost ground. So it was that,
in January 1977, the enterprise began construction that would
advance MQP’s production from the 18 million it originally pro-
duced to 45 million brick. The complete renovation took twenty-
two months, with the plant reopening after only sixteen.®

Extensive rehabilifation and new construction were necessary fo
bring MQP back on-line. Altogether this general overhauling cost
just over $2 million. The company had to practically rebuild both
its tunnel kilns, outfit the machine room for direct-to-kiln car setting,
build modern kiln car dryers, construct a holding room for pre-
conditioning green brick, install a monorail for the packaging line,
and conduct other general facilities repairs. The plant office was in
a maijor state of deterioration, as was the parking lot and storage
yard. Acme spent $95,275 building a new plant office and park-
ing lot. A month before construction finished, in November 1978,
Gregg Sublett began his eight and one-half year tenure as the
plant manager.*

Unlike the Bennett and Garrison plants, the McQueeny plant used
two tunnel kilns rather than periodic kilns, but, similar to both,
waste heat was transferred from the kilns to the dryer tunnels,
where both heat and humidity were controlled through recircula-
tion zones. Resembling somewhat the Garrison operation in clay
mixing, the MQP also used wood waste as an additive using up to
20 percent by volume. The wood waste was in fact a by-product
from o process that removes oil from juniper wood commonly
found in the area. This ground waste, stored outside in the clay pit,
needed no further processing before it was added to the clay. It
was, however, mixed with fired bats, ground, screened, and held
in four large silos to be withdrawn when required.” In yet another
similarity to Garrison production, MQP produced only one size of
brick—a five-hole king-size unit. In contrast to Garrison, though,
multiple color blends could be produced with the basic red clay
body, by using englobes, sand, or flashing. Over the next decade,
Acme made more improvements at MQP, changing its product
line, considerably, and keeping it a valuable up-to-date facility.

By the end of 1978, nearly all the expansions that had been
planned in late 1976 had been accomplished. And, while expen-
ditures of $25.9 million were larger than expected, the two-year
program increased total annual capacity by about 250 million
units, or 37 percent. Concomitantly, with increased brick production
Acme sold more brick—both in dollar amount and physical quan-
fity—than any American company had ever sold in a single year.™
In so doing, it beat the record of 1977, in which some 40 million
brick were sold from inventory; inventories were completely
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exhausted by that spring. Even with production capacity of more
than 750 million brick (up from 650 million in 1976), Acme could
not fill the volumes of orders, which continued to grow throughout
the year. With industry supplies generally tight all over the country,
three price hikes during the year averaging about 8 percent, were
inevitable. Acme’s inventory sale amounted to about $4 million.*

Not all of the almost $26 million expenditure was spent on plant
enhancement, but at the same time the program strengthened the
company’s position. Purchasing the Malvern Brick ond Tile
Company gave Acme greater capability as well as the raw materi-
als to produce additional white and other light-colored brick, Some
$5.5 million was spent on the construction of a new plant in
Oklahoma City that was brought on-line in late 1979. Expenditures
at Perla again made it the largest brick plant west of the Mississippi,
with Denton the second largest. Although bought in 1978 for clay
deposits, the Seminole clay pipe plant could be converted to pro-
duce brick. Acme spent smaller sums on larger or better quarters
for sales yards at Springfield, Missouri, Dallas, Texas, and Monroe,
Louisiana, Yet another class of expenditures, those for fuel conser-
vation, were very effective; they were just not as visible.'

Over a period of nine years, Acme achieved about a 40 percent
decrease in gas consumption per brick produced. Had 1978
operations required the same quantity of fuel per brick as in
1972, Acme’s one-year total fuel expense for 1978 would have
been $4.3 million more than it actually was. Funds spent in these
fuel conservation areas also provided the company with the abil-
ity fo switch from one type of fuel (natural gas or propane) to oil
or solid fuel at about half of Acme’s plants. The Sanford Brick affil-
iate, purchosed by Justin in 1974, already ran its three plants on
solid fuel, mostly coal. Besides these advantages, recycling heat
that ordinarily would be wasted improved efficiency of the drying
process and reduced losses. As a spin-off of Acme’s research, the
concrete division was able fo utilize Acme'’s experience to save
nearly 50 percent on its fuel costs.”

With more stability ot the officer level, other reassignments came
in July 1979 that rounded out Stout's leadership team. John Koch
was promoted to general production manager in July and moved
to Fort Worth. With this appointment, Hubert Capps left his “tem-
porary” job and returned to Denton as the manager of that large
facility. Bill Sams became plant manager of the Clinton plant at
about this same time, and Jim Miles opened the new Oklahoma
City plant, which went into production with a design capacity of
46 million brick. Also in July, Acme hired R. A. “Tony” Neeves,
who had a brick production background in his native England,
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and in December, Koch appointed him Midwest regional produc-
tion manager, Koch’s former position. To complete the manageri-
al staff, Acme promoted Bob Coleman to plant manager of the
Fort Smith plant in November.*

Stout's appointment of John Koch to head Acme’s production was
a most fortuitous development, both for the company and the
brick industry. Although he had worked for Acme only fifteen
years, Koch had played a key role in the technological advances
and modernization of many Acme facilities. Koch brought to his
new job valuable experience with the company as well as engi-
neering expertise. Upon completing almost four years with the
United States Marine Corps in 1959, Koch attended junior col-
lege in Meridian, Mississippi, and went on to obtain a bachelor
of science degree in ceramic engineering from Mississippi State
University in 1964. He joined Acme Brick Company as a research
engineer in Denton when he graduated from the university. While
at Denton, Koch was at first responsible for the design and instal-
lation of the equipment at the lab as developed under Bob
Hockaday. Then, after a one-year ferm as superintendent at
Denton, Koch transferred to Malvern as plant and regional engi-
neer at the Malvern/Perla complex. When the company decen-
tralized and set up various regions, he joined Ed Stout in Little
Rock as assistant to the regional general manager. After approx-
imately one yeor in this position, Koch had gained experience
working with several sales projects in both brick and precast con-
crefe, as well as company property utilization. In 1970, Koch
returned fo the Perla plant as its assistant manager, where he
remained for two years.

In 1972, Koch was again back in Texas working as plant manager
for the Denton plant. Between 1972 and 1975—the term of his
tenure—he was involved with the first application of new burner
technology in the Acme system. This new technology allowed pro-
duction increases of 40 to 60 percent at existing production facili-
ties company-wide. The alterations at the Denton plant, under
Koch's tenure, carried the plant from a design capacity of 72 mil-
lion brick to 120 million brick. After Koch had completed his tour
as Denton plant manager, Stout promoted him to the Midwest
regional production manager’s position. This region included
Oklahoma, Kansas, and Arkansas, until Arkansas was incorporat-
ed into another region. While manager of the Midwest region he
was involved with the design, construction, start-up, and optimizo-
tion of the company’s first European, top-fired kiln system which
was installed at the Oklahoma City plant. Koch also worked at the
Tulsa plant during efforts to mechanize periodic plant operations.
Although the attempts to thoroughly mechanize periodic kilns were
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not successful, he and the company benefited later when decisions
on plant design and optimization techniques had fo be made. Koch
remained o regional manager until Stout called him up fo be gen-
eral production manager for Acme Brick in Fort Worth.

As general production manager, one of Koch’s goals was to carry
out a program that standardized company procedures in the areas
of quality control, mining plans, budgeting technigues, and budget
analysis. Another of his goals was to implement a five-year pro-
gram fo upgrade management skills of production management
personnel from the superintendent level through the regional man-
ager level. The idea was to ensure that all production supervisors
approached planning, organizing, directing, and controlling from
the same vantage point. This program was adopted company-wide
in 1981 and continued through refresher courses o decade later. *

When the books were closed on December 13, 1978, Justin
Industries had spent $32.5 million on internal expansion of its man-
ufacturing facilities during 1977 and 1978. The company had pro-
vided $27,549,000 from working capital for the two-year period.
Net income in 1978 was $10,289,000, on increcse of 66 percent
over 1977 and 400 percent over 1968. Net sales in 1978 were
$170,950,000, compared to $37,594,317 for the first year of the
conglomerate—a rise of 450 percent. And, although debt had
grown from $6,882,000 to $40,569,000, working capital had
almost paralleled that, going from $7,588,284 to $33,675,000.
Whereas no dividends had been paid in 1970 or 1971, Justin had
started dividend payments again in 1972, paying dividends of
$.39. In 1978, these dividends would rise to $.60 per share.
Stockholders, who could have bought Justin stock for between
$1.50 and $4.875 in 1970, now would have paid from $8.75 to
$17.875 per share.*

Justin’s Building Materials Division, with Acme Brick as its primary
company, was the big money-maker for the conglomerate from
1948 to 1978, providing anywhere from 50 percent, in the down-
furn years, to 90 percent of the net profit in the boom year of
1978. To be more precise presents a dilemma. As the Acme finan-
cial analyst said in 1977, “The proportion (of net profit) attribut-
able to each (division) is difficult because of chonges in product
mix, introduction of new products, and changes in methods of pric-
ing.”* Furthermore, since the formation of the conglomerate and
the shift of control to an unrelated company, the division lines, ot
times, were completely blurred and entangled.

As an illustration of how complicated the picture is, witness the
following facts. Acme was the company from 1968 to 1970.
Ultimately CCT was broken away, and Acme become a separate
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division (affer having been four brick companies), JUSTIN INDUSTRIES IMC 15T

SN : a0
which included its concrete concerns. Next, in mlaav

1974, Sanford Brick was purchased and joined 1972 2
the group. Although on the eastern seaboard, by
much informafion was shared between these *° [ 198415
two brickmakers; Sanford, however, was man- e
aged separately and sold as a loser in 1984,
Meanwhile, in 1976, Kingstip-Featherlite was
added but parts of this concrete company were
sold off in 1987, as was its subsidiary, Standard
Tool, in 1978. At this point, in 1976, Kingstip
also brought in a stone company whose units
were all under separate management. So several
groups within the same category (Building
Materials) often sold for or bought from one

another, thus sales and profits were intermixed.
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erately over-produce fo stock up the other’s inven-
tory—this procedure incidentally was kept at a i

controlled level by the headquarters office. 360

This situation was in contrast to the boot company, whose expan-
sion and acquisitions were kept under the same management
with one major exception—Northland Press (now Northland
Publishingl—which, from the time of its purchase in 1972, has
been associated with the boot company under various group fitles.
The publisher of art books and books on the West has made a con-
tribution to Justin Industries but has never been either a profit
leader or big loser.

Nonetheless, Acme's profit story can be told in approximations
that reflect the company’s contribution to the entire organization.
By using the total building materials data available, as a Justin
unit, to generally determine Acme’s position, the story can be relat-
ed about how Acme performed in relation to its sister units and the
corporation as a whole. This approach provides a usable approx-
imation for the purposes of this history, while Justin Industries’ gen-
eral welfare is told by the shareholders’ equity return and in com-
mentary where necessary.

At the start of the 1970s, building materials produced $1,621,000
in net profit or 52 percent, the lowest level in percentage and dol-
lars that this division was to earn for the decade. In 1977 and
1978, the building materials group produced 93 percent
($15,087,000) and 100 percent ($25,548,000) net profits,
respectively. Building materials profits the next year were
$23,464,000, but still a high 82 percent, For the decade of the
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John Justin and Jerry Brownlee mak-

ing some management decisions.

1970s, total dollar amount was $99,275,000, averaging
$9,927,500 per year and 79.3 percent of the conglomerate’s
profits. So, Justin Industries Building Materials Division finished the
decade netting just under $100 million. The conglomerate’s net
sales far exceeded this figure in 1977, when total
net sales reached $144,396,000. Net income,
however, for Justin Industries did not reach $10
million until 1978. Return on shareholders’ equity
in 1979 was 19.66 percent as compared to 4.22
percent in 1970, and for the decade averaged
14.04 percent.”

If a shareholder had bought 1,000 shares of
Justin stock at its average price $1.5625 in 1970
and sold it in 1979 at the average price of
$17.875 he or she could have made $16,312.50
on those shares. Not bad for the 740 original First
Worth stock-holders who could have done so. By
1979, the number of shareholders had increased
to 2,930, and since John S. Justin Jr. owned 19
percent of the stock, he had to be pleased with the
company’s performance,

Justin’s philosophy, strategy, and selection of per-
sonnel seemed to be thoroughly vindicated.
“Nobody buys expensive boots,” he said. “At $75
to $500 a pair, they have to be sold. That's what | did with bricks.”*
With that in mind, Jerry Brownlee, who had been on the board of
directors, was made president and chief operating officer in 1973,
shortly before Stout became vice president for brick operations for
Justin Industries and president of Acme Brick in early 1974. At the
same fime, M. J. Vincent, who had been Justin's vice president for
finance, was reassigned to vice president for concrete and Don Jury
to vice president for finance. In 1975, Justin tried fo round out his
management group by making John Hubenthal, vice president for
cooling systems (CCT), Bob Whisenant, vice president for leather
goods, and Les McClure, treasurer.” Of this group only Brownlee,
Jury, Stout and Hubenthal lasted through 1980.

Two new board members were elected in 1975: John B. Connally,
who resigned from President Nixon's cabinet before Watergate to
go info law practice with Vinson and Elkins, and R. B. Cullum of
Cullum Companies (food retailers). Connally resigned from the
board in 1979 to re-enter politics and left before the annual meet-
ing in early 1981. Oran F. Needham, president of the Miller
Group (insurance) replaced Connally on the board and was still
serving on the board in 1990. Kenneth McCalla Jr. replaced
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Vincent in charge of the concrete division in 1977 and served
about one year. Since 1978, there has been no vice president for
concrete products. Howard D. McMahan replaced Bob
Whisenant in leather goods. Dee J. Kelly remained during this
whole decade as general counsel, adding board secretary to his
legal duties in 1976.

As Justin Industries looked forward to the next decade, Justin Boot
Company could look back upen a successful century, with Acme
Brick viewing its nine decades in a similar manner. Both corpora-
tions surveyed with pride their prosperous and significant foun-
dations and creative ventures. The last decade had been one of
turmoil, change and growth. What did the 1980s hold? Could
they repeat their past performances, maybe even surpass them?
Whatever should happen, Acme and Justin Industries viewed
1980 with optimism and felt well prepared. Indeed, they already
had made plans for further expansion, but would the economy of
the 1980s allow it2
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Production in the Roller-coaster 1980s

The peaks and valleys of Acme’s brick produc-
tion since 1936 could almost be put to Samba
music—down-up-down, down-up-down, as ifs
fortunes went from peak to valley. But the 1980s
put Acme on a roller-coaster ride, that consisted
of a slow upward climb, with peaks that were
more flattened on top and downturns that were
deep troughs. The economy hurled Acme off the
top in 1980, reaching bottom in 1981 ond
1982; it then propelled the company to its great-
est economic heights in 1983. Here, for a fime,
the ride was smooth and almost flat with a very
gentle slope downward. Suddenly, in 1984, it dropped the com-
pany down a steep continuous incline before making a slight
upturn in 1987, only to plunge lower in 1988, then start a slow
climb upward again in 1989 and 1990.

The region and the economy of the nation was the engine that pro-
pelled the corporation through what was one of the strangest, most
perplexing decades of the century. None of Justin Industries’ divi-
sions escaped its effects, as the company made more money and
lost more money than ever before. Linked together, like a string of
cars on the roller coaster, economic forces might put one compa-
ny on a peak while letting others log behind. Then it would push
all them down. With one group still on the bottom, it would push
the others up-hill, and so the ride continued.

Everything seemed to be going out of synchronization. By the end
of the decade, however, the conglomerate appeared to be doing
what it was supposed to—that is, evening out the cycle. But dur-
ing the first few years of the decade, the economy wreaked havoc
on the system, causing more opening and closing of plants than
at any other time since the Great Depression. Yet strangely, Acme
had its most profitable year during this uneasy and short-lived
prosperity. Economic uncertainty seemed to be a speeding engine
no one could throttle back.
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Compardble, at first, to the 1970s, inflation and interest rates
seemed out of control, and as in the 1970s, foreign crises stole the
spotlight. But, unlike the 1970s, when middle-America was hardly
fouched and even prospered,’ the 1980s were different. Texas,
Louisiana, Oklahoma, and Kansas, particularly, came back in a
boom that lasted from 1975 through 1979, when the Arab embar-
go lifted. At that fime, all the major economic segments of the
Southwest profited—industry, lobor, building construction—even
the state governments generated a surplus, especially from oil.?
Houston was the fostest-growing large American city, with more
than 150 companies moving their headquarters there. Other cities
in Acme’s ferritory also prospered. Dallas, Oklahoma City, Tulsa,
and Wichita changed their skylines, spurred by oil industry growth
and agriculture. The residents put the early 1970s behind them and
built new homes and apartments, remodeled old ones, and spent
their money, while the rest of the country was in recession.*

At the start of 1979, the dollar had shrunk to a value of $.44 in
1967 terms, and inflation was into double digits; with this, prices
and the cost of borrowing climbed spectacularly. It seemed that the
government's anti-inflation plan had not worked, and experts had
no new answers. During the revolution in Iran, oil prices climbed,
ot the same time basic industrial ingredients also cost more.* By
October 1979, the dollar’s value had shrunk to one-fifth its World
War |l value, even home building continued.® Nationwide produc-
tion peaked in January 1980, and then began a precipitous drop
that was not to level off until 1981. Construction starts had
dropped 10 percent by year's end.

When Ronald Reagan assumed duties at the White House in 1981,
he inherited an inflation rate climbing 14 percent per year, and
eight million people were unemployed. With a prime interest rate
of 20 percent, new home construction and automobile manufactur-
ing were at their lowest since 1961. Reagan’s top priorities were fo
get the economy rolling and to restore worldwide confidence in
America. Happily, the future brightened on Inauguration Day,
1981, when Iran released Americans held hostage in that country.®
As the yellow ribbons, which Americans put up as a reminder of

these hostages, came down, little did the country suspect that simi-
lar ribbons would be up again by 1990.

President Reagan’s supply-side economics (often called
Reaganomics, the idea of stabilizing the dollar through monetary
policy, tax cuts, and reduced spending) had not worked by early
1982, but the oil shortage had turned into an oil glut—helping to
bring prices down. By the summer of 1983, however, interest rates
had fallen in response to government lowering of maximum inter-
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est rates that could be charged on federally insured mortgage
loans. The government dropped the ceiling rate to 11 1/2 percent
from the 1981 peak of 16 1/2 percent; other mortgage rates fol-
lowed suit.” In turn, prospects of a new business boom once more
seemed imminent, except that federal deficits were not under con-
trol, threatening to dry up long-term financing for industrial expan-
sion.® A new housing boom, however, was underway and
Americans welcomed it. So, naturally, did Acme Brick.

Acme’s operations performed better in 1980 than the market as a
whole and were poised for very substantial gains should the mar-
ket improve. By virtue of its plant expansions and planned inven-
tory build-up, Acme was in a position to deliver 50 percent more
brick than the whole 1976-1978 period. The company strategy,
regarding inventory build-up, was basically designed to prevent
the intrusion of lower-quality building materials into Acme’s mar-
ket during shortages. Although it curtailed unit production, the
company improved its efficiency through kiln shutdowns at Perla;
and the closure of plants at Malvern, Tulsa, and Edmond.”

Typical of Acme during slack times, the company moved its man-
agers as a means of accomplishing more renovations and
upgrading the system. For example, Larry Dixon left Fort Smith to
become plant manager of the Perla focilities. Although Perla’s two
plants, Eastgate and Westgate, could produce 80 million brick,
they still had some small kilns in operation. Dixon found the time
to conduct some experiments with wood burners in one of these
kilns. Two of the key people he assigned to this operation later
became superintendents: Tom Poston, from Baton Rouge, and Joe
Spence, a new management trainee, both became involved with
the wood-burning experiment for PWP’s Kiln No. 44. In April,
Perla Westgate discontinued operating its thin-wall round kilns
and the two smaller kilns No. 41 and No. 42."
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Console at the Ouachita plant that
controls temperature and monitors
functions in the tunnel kilns.

Across town, a few miles west of Perla, Acme permanently closed
production at the old Malvern plant, which had been in sporadic
operation since its purchase in 1927, This plant, with its facilities
demolished except for the manufacturing building and sheds,
became o central equipment
storage site for the rest of the
company’s plants. Shortly after
closing this factory, Acme
phased out the Malvern Brick
and Tile Company unit it had
recently purchased and com-
pleted the new Ouachita plant
a couple of hundred yards
away.

This beautiful, largely automat-
ed, Ouachita plant (OEP) was
one of Acme’s marvels. It fea-
tured an 18-brick-wide fop-
fired tunnel kiln, and a three-hundred-yard-long conveyor from
the clay storage bins to the plant. With a 52 million-brick capac-
ity, this facility, originally operated under Ron Gallager, required
a work force of only thirty-two. Costing $5.5 million dollars, OEP
used the least fuel per brick of any Acme plant and could produce
a variety of brick colors that ranged widely from light to dark."

Meanwhile, improvements continued at the McQueeny plant.
Here, the plant opened a new pit and started mining a rare white
clay at St. Hedwig, Texas. This clay enhanced the plant's product
quality and caused the introduction of a new product line. Since
this deposit only appears in isolated pockets of geologic strata
and would last for only ten to fifteen years, Acme’s exploration
team located and purchased another deposit some twenty miles
from the McQueeny plant to hold in reserve, when, ultimately, the
St. Hedwig site would be abandoned.'

In 1981, housing starts hit their lowest level since 1946. Yet,
Acme, as part of the building materials group, represented more
than 50 percent of Justin Industries total sales. It was still the
nation’s largest brick producer and seller. Acme’s dollar volume
was slightly higher than in 1980 because it captured a larger
share of the available market, however, its profits were down
because all plants operated well below capacity and sharp
increases in fuel prices reduced margins. A victim of a downtrend
economy that remained inflationary, Acme’s total cost per unit
had climbed in spite of lowering the BTU’s and man hours
required to make a brick."”
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Still, Acme continued stockpiling brick. Near year’s end, the com-
pany had 400 million brick stacked in its yards, so, the new
Quachita plant was closed, as was the Baton Rouge plant.
Bridgeport (BPP) and McQueeny were only temporarily shut down
to make improvements. At BPP, with Emmett Lawless as regional
manager and Bob Reed as plant manager, Acme installed a wood
burning furnace for the dryer, safety equipment for four kilns, and
modified the machine room. These Bridgeport improvements cost
$48,000, but other improvements were not completed until 1983.
Farther south ot McQueeny, Acme completed the renovation and
expansion started at this facility in 1978. The company replaced
two “60" machines with a new “75" ). C. Steele brick machine,
rehabilitated the machine room’s electrical system, completed a
state-of-the-art loading facility, parking lot, and inventory yord.'*

As the down cycle reached bottom in 1981, an opportunity came
for Acme to expand in Louisiana. The owners of Jamestown Brick
and Dixie Brick Companies offered to sell their plants to Acme.
Robert G. Varner and Robert J. Varner sold their plants in
Louisiana outright for $1.9 million cash and agreed to close and
move the Dixie plant in El Dorado, Arkansas, within two years.
John Koch handled the deal for Acme. This purchase included
brick the Varners had in inventory, their buildings, equipment,
mineral leases, and clay rights. The Varners agreed not o engage
in brickmaking for seven years and never to use their El Dorado
property for brick production.”® Before the deal was closed, Mr.
Donald Archibald, R. G. Varner's son-in-law, who owned a brick
plant at Natchitoches, Louisiana, wrote to Mr. Justin informing
him that Dixie Brick had made a practice of buying Natchitoches
brick and selling it. Further, Archibald added, “Naturally, we
would hope to continue selling to you after you have acquired the
Jamestown and Dixie operation.”'* Acme accepted the offer. As
in previous friendly purchases, Acme assumed employee accrued
vacation time and retained most of the Dixie staff. Acme conclud-
ed this important purchase in July 1981 and operated Dixie until
March 1982, whereupon it closed the plant for repairs and
reopened it in October. Acme’s Dixie plant (DXP) produced
around 15 million brick per year that were very much in demand,
so it seldom held onto a large inventory.”

A bad year for Justin Industries, 1982 was the worst year for the
conglomerate since its creation. For the first time, Justin Indusfries
lost money. Housing starts were the lowest in forty years, inferest
rates were still in double digits, unemployment was still high, and
consumer spending was greatly reduced. These factors contributed
to a $6.3 million loss for Justin. Even so, the building materials
group finished 8 percent ahead of 1981. Acme increased its mar-
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ket share, although its plants operated only at 45 percent capaci-
ty, actually reducing inventory by 19 percent. The big losses were
in boots and ceramic cooling towers. Concrete production and
sales had their biggest year—gaining 30 percent, however,
Sanford Brick sales dropped precipitously. Acme’s 423 million
brick was its lowest shipping year since 1975; but, even worse,
Sanford’s three plants produced only 69 million brick. These
depressing events, following a three-year downturn, caused much
soul searching ond several changes in corporate personnel.®

Jerry Brownlee left the company and the board of directors in
1981 Later, in 1982, he was replaced by Ernest Blank as presi-
dent and C.O.O. R. B. Cullum also left the board in 1981. By
1982, J. V. Roach, president and C.E.O. of Tandy Corporation,
Dr. William Tucker, chancellor of Texas Christian University, and
Marvin Gearhardt were added fo the board of directors. During
this same period, John Hubenthal, vice president of cooling tow-
ers and Howard D. McMahan, vice president-Boots, left Justin.
The corporation created and filled new positions as follows: vice
president for finance, David Houseman; vice president for brick,
Ed Stout; vice president for personnel, Jon Bennett; and controller,
R. J. Swartz. Kelly remained general counsel and secretary.” In
1983, J. T. Dickinson became vice president of boot operations
and president of Justin Boots. Operating divisions began to gain
some autonomy as Justin Industries started to decentralize and to
redefine its priorities and corporate objectives.” All these changes
immediately had positive effects. Acme had two banner years
before submitting to the long downturn into the doldrums of the
late 1980s.

The combined forces of Acme and Sanford had the capacity to
produce approximately one billion brick annually, about 10 per-
cent of the nation’s annual brick production capacity. Their twen-
ty brick plants had individual production capacities ranging from
16 million to 150 million brick each year. And, although some
plants were idled and production was cut back in others, high
inventories had developed. Both companies combined had almost
four months worth of inventory in stock. Aided by increased hous-
ing starts in the Southwest, the companies embarked on an
aggressive inventory reduction campaign. By the end of 1983,
they had reduced these surpluses to less than four weeks’ worth of
inventory in most facilities.”

Although successful, these actions had mixed results. Acme
responded with a 44 percent increase in sales and was Justin's
major profit contributor; on the other hand, Sanford’s volume
increases were not absorbed by the Southeast. So, while Acme
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continved its direct marketing and brokerage strategy, Sanford
redirected its marketing fo concentrate on distributor sales. Despite
these attempts, the eastern seaboard markets remained flooded
with excess production and, as a consequence, depressed both
prices and profits. Upon Ernest Blank’s insistence, Sanford Brick
was sold, and Justin Industries gave up its brick holdings on the
East Coast. Another factor, however, resulted in improved profit
margins. Acme’s sale of purchased products, primarily flooring
and wall materials, gained over 20 percent in 1982 and 1983.%

Brick plants that were idle during most of that recent downturn now
reopened, yielding a 35 percent increase in production.
Accelerated production reduced unit manufacturing costs and con-
tributed to improved profit margins. Once more, company strate-
gy concerning plant improvements had positive results. Acme used
both peak and slack times: the former to build new plants or initi-
ate purchases ond the latter to improve performance capability.

From 1980 through 1984 Acme engaged in no less than forty
major refurbishing projects, including the Dixie purchase and its
related improvements, while closing one plant in Louisiana and
one in Arkansos. Before the decade was over, Acme had closed
two more plants, but it also had built two new facilities. During
most of the first half of the 1980s, the company concentrated on
its Arkansas plants—Perla and Ouachita—as previously indicat-
ed, and to some extent on McQueeny and Bridgeport in Texas.
An example of the shutdown and rebuilding activities at this time
was the Fort Smith plant.

As Roy Tipton writes concerning the Fort Smith closing and
reopening:

It was never really shut down. We did, however, in mid-
February, 1982, stop producing green brick and went
through a refurbishment program whereby most facilities
and equipment were rebuilt. During this period we main-
tained about twenty-five employees to work at various pro-
jects, one of which was re-burning old inventories of brick
and repackaging them.?

FSP remained thus until March 1983, when it reopened. Tipton
did not mention the fact that FSP’s pit was also reshaped and three
kilns relined as part of his refurbishment project.

Elsewhere in Arkansas, similar changes occurred at Perla
Eastgate (PEP), Perla Westgate (PWP) and Ouachita (OEP). Plant
Manager Mitchell Goodger guided the Ouachita plant through its
change from a basic buff clay plant to o “red” shale operation in
1983. In this new mode, OEP started producing darker bricks,
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which were more suitable fo the market. When Larry Dixon was
promoted to district production manager, Mr. Goodger went fo
Perla as its manager and Tom Poston replaced him at Ouachita in
1985. Perla Eastgate, with minor changes, continued from 1972
until May 1985, at its 44 million capacity. In May 1985, the plant
was modified and, through applied technology, could then pro-
duce 51 million brick per year. The cardinal feature of PEP was
that it was Acme’s primary source of white and grey brick pro-
duction, which Acme marketed nationally. Acme had spent con-
siderable sums on PWP in the 1970s so its needs were not so
great; however, the company concentrated on improving PWP's
fuel efficiency.

In Louisiana, the Dixie plant (DXP) continued fo improve its fuel
consumption and drying operation. Farther south, the Baton
Rouge plant continued to be a problem. Although Acme spent
some effort and funds on it in 1983, the results were marginal.
Ultimately, the firm closed the Baton Rouge factory in 1984 and
removed its equipment in total—storing some equipment and
refurbishing some and installing it at other plants. The company
retained the plant site and the clay deposit it had recently pur-
chased, in case market conditions ever dictated the need for con-
structing a new facility in the region.”

At mid-decade, the Oklahoma plants, too, went through a num-
ber of shutdowns, remodelings, new construction, and personnel
shifts. The Oklahoma City facility modified its drying capacity,
which increased production from 46,000 to 55,000 million brick.
Regional Manager R. A. Neeves, and Plant Manager Jim Miles
put the Edmond plant back into full production in December 1983
only to “mothball” it the next December. The Clinton plant, under
Walter Karnes’s managership, continued to operate until January
19864, and then closed down. In 1980, Acme made plans to build
a new facility at Tulsa and was ready to start construction in
1984. Within twenty-two months, the new Tulsa plant (TUP) went
into operation on the site of the demolished old TUP.*

Under Plant Manager Sam May, Tulsa’s new computerized opera-
tion went into production in October 1985. Tulsa produced archi-
tectural bricks and special shapes at a design capacity of 40,000
million brick annually. TUP also produced sculptured brick, literal-
ly hundreds of shapes and sizes, as well as paving brick.”

Brick plants have operated around and near its site since
Oklahoma was a territory. By 1906, Tulsa Vitrified Brick and Tile
Company, operating near the current Acme site, provided many of
the bricks for Tulsa’s first paved streets.” Eighty years later, Acme's
new plant could do the same if needed. Farther north, the Kansas
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plants now got their turn at refurbishment and upgrading. The
Weir plant employed, in 1990, forty-three people and produced
68,000 Heritage brick per day. Although the clay at the site can
produce approximately eighty-five different types of red, pink,
buff, and mingled colors, Acme produced eleven
different blends of red-bodied Heritage brick,
which were fired through a tunnel kiln at around
1910 degrees Fahrenheit. The Weir shale is
mined from the old coal mining sites from mater-
ial deposited during the Pennsylvanian Age of
about 320 million years ago. Analogous to the
Bennett plant in age and brick type, Weir bricks
have been popular for a long time and are likely
to stay in demand.”

In 1984, the Weir plant upgraded its kiln burn-
ing system and increased production 10 percent.
The following year, the company continued its
improvements with the addition of a new recir-
culation system to the dryer, increasing production another 10
percent. Then in 1988, under the guidance of Leonard Hicks,
superintendent, and Leo Bircher, a regional engineer, the Weir
plant installed a refurbished brick machine and electrical control
center in the mill room. Earlier, Weir had been a pilot plant of
sorts for alternate energy sources. Because of its proximity to coal,
Acme used this plant as an experimental coal-fired system fol-

lowing the energy crisis in the 1970s. The system was actually
used for one month in 1978.%*

Leonard Hicks, who went info the brick industry in 1949 and
came to Acme with its United Brick purchase, felt that the solid fuel
system was never really successful. Although WRP could make
good brick, control was difficult, special grinding was required,
and difficulties existed in flashing brick, as well as in scrubbing
the pollution from the air and system. Also, coal burning proved
to be a very labor-intensive operation.”"

But Weir remained, in 1990, a labor-intensive plant—thirty-eight
of its forty-two employees were classified as labor. With such
intense work, one would expect to see a large number of lost-time
accidents, but WRP had an outstanding safety record. By 1990, it
had gone eight and one-half years without a lost-time injury. s sis-
ter plant to the northwest at Kanopolis had an even better record.*

Acme bought the Great Bend property in 1957 and other mining
property in a nearby county. Here, the Kanopolis plant (KAP) pro-
duced brick from local clays mined from deposits that were
formed during the Cretaceous Era of about 130 million years
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The Bridgeport office staff in 1990.
(Left to right): Superintendent Steve
Fincher, Doris Hill, Ann Carothers,
and Al Cox,

ago. This Acme plant utilized a tunnel kiln that fires the brick at
high temperatures, causing ceramic fusion of its clay particles.
Various buff and reddish tones of “distressed” textures—some of
Acme’s most popular brick—came from this plant and are mar-

keted all over the U.S.** Clint Bunch became

manager of Kanopolis in 1984.

In 1990, Kanopolis produced about 25 million
brick, using thirty-five people, and was more
modern than the Weir plant. On December 20,
1989, the company recognized Clint Bunch, his
staff, and team of employees with special safety
awards for their extraordinary record. KAP sur-
passed the million-hour mark on October 4,
and, on November 8, passed its fifteenth year
without a lost-time accident. Other plants envied
this record but were content to strive to be sec-
ond to KAP.*

As previously explained, in the first half of the 1980s, most of the
company’s major expenditures went fo improving its Arkansas and
Oklahoma facilities. So, as these projects wound down in 1984
and 1985, Acme concentrated on its Texas operations, completing
its undertakings at Garrison, Bridgeport, and McQueeny and
starting an entirely new facility near Houston. Upon accomplishing
these goals, the enterprise launched a major renovation of its
Denton plant. Even though the last half of the decade would be in
a production downturn, it became an exciting and progressive
time for the largest American-owned brickmaker.

Maijor renovations and capital improvements at Bridgeport (BPP)
cost Acme approximately $1 million from 1982 through 1984.
Solid fuel feed equipment for improving its drying system cost
Acme about $178,000 in 1982. The next year Acme installed a
J. C. Steele “90” brick machine and an ash collection system for
the new wood-fired dryer. These improvements set the stage for
rehabilitation and operation improvements in 1984, which
included a new machine room installation, a twelve-track holding
room, a new water well, a new burning office and a 613B
Caterpillar scraper for the pit.*

With the addition of its sixth kiln, Bridgeport’s capacity increased
from 45 to 55 million flashed dark grey or natural red brick. In
1990, the BPP still used a very old grinding system and elevator
that efficiently processed the 320 million-year-old shale from the
Palo Pinto formations. BPP raw material consists of blue to black
shale, sandstone, limestone, and coal. When this raw material is
mixed with sawdust and shale trailings and processed, it pro-
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duces a very marketable brick at a cost lower than any but the
automated plants.*

A more expensive plant fo operate, but one that produced brick
seen more often years ago, was the Garrison plont located in
Nacogdoches County, Texas, twenty miles from the oldest setflement
in East Texas. Garrison mined clay and shale from the Eocene Age
Wilcox Formation consisting of nonmarine sand, solid clay, and lig-
nite beds, which have been used to make brick there since 1893.
Because so many early Texas brick came from this strata and from
river bank clay, and were also handmade, the Garrison plant per-
formed a valuable function in reproducing and blending brick to
match the earlier products. Consequently, this plant involved more
hard labor but was highly significant to its market.

As previously described, the company greatly increased the
amount this unique plant could produce in the 1970s and early
1980s through reconstruction of its tunnel dryers. When it
became obvious that Acme could not successfully build a plant in
the Malakoff area because of rail and political problems,” the
company spent large sums on Garrison (GAP) to increase its out-
put and to improve its fuel conservation. Continuing the previous
upgrade plans, Acme spent $267,000 on expansion of the plant's
tunnel dryers, which were put into operation in September 1984.
With its capacity now at 45 million brick, the Garrison factory
rebuilt, covered, and expanded the brick packaging shed by
extending the shed onfto a more usable part of the yard at an
additional cost of $73,000. When Jewell Godi tock over as plant
manager the next year, he inherited a new, but old-fashioned
brick plant.®

Comparable to Bridgeport and Garrison, Acme had also spent
considerable sums on the McQueeny plant (MQP) in the 1970s
and early 1980s to reenter the San Antonio area markets—even
changing the color type of its product twice to be competitive. By
June 1987, shortly after Dick Meyer took over its management,
after installing a slurry and sand-coat preparation system in the
machine room and constructing @ new employees’ break room,
MQP made its final departure from a red-body product line to @
“very high quality and aftractive new buff body” one. The month
before Dick Meyer assumed the leadership of MQP, Gregg
Subleft, who guided the plant through many of its changes,
moved to Denton as its plant manager to take the facility there
through its major changes of the decade.”

As mentioned earlier, Hubert Capps had temporarily been gener-
al production manager and moved to Denton when John Koch
replaced him. Now Capps, because of hedlth problems, relin-
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quished the position of plant manager to take the position of assis-
tant to the regional manager. Gregg Sublett took Capps's plant
manager position in May 1987, to lead in major kiln and brick
setting renovations."

Quickly, work on Kiln A began. Harrop Industries immediately
started modifying this kiln as part of their multi-million-dollar con-
tract with Acme, Harrop added a rapid cool section, under-car
cooling, redistributed the burners, and medified the air movement
system in the dryers. They had this system on line by January
1988. Then, Acme employees went to work on Kiln B.

Bruce Mundorf, Acme’s regional engineer for North Texas, man-
aged the total rehabilitation of Kiln B, utilizing company person-
nel and subcontractors. Steve Fincher supervised the field work on
the project before moving to Bridgeport as its plant manager.
Acme completed this work in November 1988. As this kiln came
back on line, Kiln C was closed indefinitely. Meanwhile, as work
progressed on the kiln, Acme contracted with ARTECH, Inc. to
replace Denton’s old brick-setting machines.*

The ARTECH contract was its first with Acme and called for build-
ing and installing two fully automatic setting machines. Unique to
the Acme system, these compuierized machines could be pro-
grammed to handle brick size changes for up to twelve kinds of
brick, as well os to set brick in a number of edge set and flat set
patterns. The devices could also be quickly changed from one set-
ting to another. This part of the project was very successful, as was
Denton’s new Cutter A, which came on line in June 1988, to be
followed by Cutter B in December. At the end of this extensive pro-
gram, DTP could produce 50 million brick through each kiln.*

Mr. Sublett continued his improvement program the next year,
completing an elaborate employees’ break room. A real point of
pride for Denton employees, this room could seat 200 people,
had a separate area for vending machines, and featured tables
handcrafted by Acme's mining crew. The users could also be
proud of the impressive mural done in brick by renowned brick
sculptor Paula Collins. Upon its completion in 1989, this room
was heavily used by Acme’s plant, transportation, sales, research
and office employees, as well as for many company functions.*'

Throughout the 1970s and 1980s, Acme rebuilt, refurbished,
expanded, and bought brick plants. President Stout could rightful-
ly say that “the company built five new plants—Tulsa, OQuachita,
Oklahoma City, Perla Eastgate and the San Felipe plant.”* But, the
only one of these that really fit the qualifications of new from start
to finish was the San Felipe plant, for the other four were built on
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sites where brick plants already existed. Indeed, Acme bought,
sold, and redeveloped dozens of plants in its history, but no plant
in the system, since the Bennett plant, had been built entirely from
scratch. Now, in the 1980s, it was to be done.

The need for another Acme plant in the
Houston area was patently obvious in
1976, and the company was aware of
this need before it closed the Houston
plant in 1968. As far back as 1963,
when it became clear that the Houston
facility would have to be closed, the clay
exploration department had begun the
search for a new site. Although a site was
located near Sugarland in 1968, the con-
cern let its option lapse for economic and
organizational reasons. Then, in 1982, with the formation of the Filling a thin clad kiln at Bridgeport
Clay Exploration Division of Research and Production Services, with dried brick prepared for
loration began in earnest. ' ko,
explor

Field reconnaissance started in August 1983, near Brookshire,
Texas, where the first exploration hole was drilled. For the next
nine months, exploration drilling continued covering Fort Bend,
Waller, Grimes, Harris, Washington, Lee, and Austin counties.
Altogether, 343 holes were drilled and 1,655 samples taken from
the 22,509 feet of drilling. On the site of the new plant, called the
Chew property, three hundred and forty-eight samples were taken
for analysis. While proceeding to fest the Chew samples, the
exploration division located another site in July 1984 containing
an iron-bearing clay sand, which, when mixed with the Chew
material, greatly enriched the red colors and size-control proper-
ties of this brick. This second property (Able) was six miles from
the proposed plant site. A third property, called the Mock prop-
erty, was one of five others tested that appeared to have qualities
that might be suitable for brick processing, so its raw material was
also extensively tested throughout the summer of 1984.4

In @ hurry fo bring the project to fruition before their opfions to buy
expired, Acme intensified its attempts to bring its lab results to full-
scale production fests. This was accomplished by using the pilot
plant at the Denfon lab and the McQueeny plant for production
runs. Ultimately, twenty-eight tests were run on various mixtures of
raw materials from the Chew, Able, and Mock holdings. Four major
runs at McQueeny produced about 63,000 king-sized brick; the
last two, from Abel and Chew materials, got the desired results.
Even before the land was purchased, Acme sent out requests for
bids and had engineering work done for the plant buildings’ foun-
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dations, filed for the proper permits, as well as completed the pre-
liminary work to insure that the plant would have the necessary
power, natural gas, water, phones, and access roads.*

On July 5, 1984, Acme made its presentation to prospective bid-
ders—all of them well-known contraciors of heavy clay manufoc-
turing plants—detailing the specifications for the new plant. Present
at this meeting were representatives of Lingl (German), Agemac
(Spanish), Pixley-Ceric (American-French), Harrop-Unimorando
(American-Italian), and Pullman Swindle (American). Seven months
later, Acme awarded Lingl Corporation the bid, mostly because this
company had solved many of the problems related to manufactur-
ing brick from such raw material and possessed the knowledge to
fully automate the process. One year later, the Germans conducted
a full-scale test at the Hogemeister Klinkerwerk, Nottuln, West
Germany, utilizing twenty fons of Austin County raw materials and
the same equipment they were to install ot San Felipe. Then, ofter
positive results, Lingl sent a construction crew to San Felipe to install
its machinery. Because severe weather delayed construction, the
first brick did not roll off the line until December 27, 1985. Full-
scale production did not come until the summer of 1986.

Raw materials, not construction or equipment, caused most of the
manufacturing problems at this new plant. The majority of brick-
makers, even those in the Gulf Coast area, considered it impossi-
ble ta mass-produce a quadlity brick from the alluvial deposits of the
Brazos River. Most of these faint-hearted ones had converted their
factories to making concrete brick; only one Houston plant made
clay brick by 1986, and it was dry-pressed brick from East Harris
County.* Shrinkage, cracking, and the high moisture content of
this clay—problems intrinsic to most of the geologic features of the
area—created difficulties for the would-be brickmaker.*

According to the company Records and Development Report:

Both of the raw materials used at San Felipe are of
Pleistocene Age. The Pleistocene Age lasted for one million
years and ended just 10,000 years ago. This was the time
when mommoth, bison, camel, horse, giant sloth, and saber
tooth tigers roamed North America. Only the bison survived
into modern times. The chief distinction of this period was a
number of marked climactic changes. During this time
almost a third of the earth’s surface was covered by glaci-
ers. The fluctuation between glacial and interglacial periods
caused drastic changes in sea levels as the water was tied
up as glacial ice. This in turn caused changes in the course
and channel depth of all rivers that flowed into the Gulf of
Mexico. The two deposits in use at San Felipe were laid
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down during these river changes and are terrestrial in ori-
g g
gin, rather than marine.®

At times, the Sealy area was 200 to 225 miles from the gulf rather
than the approximate 75 miles it was in 1990. The area was cov-
ered with forests much of the million years this Pleistocene era
lasted." Fossilized wood is often excavated from the Chew pits,
while a hundred and twenty miles farther west, at McQueeny,
prehistoric sharks’ teeth are often uncovered, illustrating com-
pletely different origins of the raw materials. The main component
mined at the plant site is part of the Beaumont Formation and con-
sists of clay, silt, sand, and gravel. The other brick body compo-
nent (Able) is gravel, sand, silt and the iron oxide clay of the
Willis Formation which is about 300,000 years older than the
Beaumont (500,000 years old).? The surface profile at the plant

Mining and clay preparation opera-
tions at the Sealy (San Felipe) plant,
Houston, 1990.

_I;QE Al

San Felipe plant.

into the plant.

for mud machines.

into dryers.
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Top left: Scraper and grader mining clay at the
Top right: Clay stored outside prior to being moved

Middle left: Clay stored inside prepared for blending.
Middle right: Shaving and blending clay prior to mixing

Bottom: Automatic cutter and stacker for brick going



site is a flat, featureless, virtually treeless, black gumbo plain,
while the Able site features low rolling hills with groves of ook
trees—much as early Texan colonists found them.

Most clays taken from older geologic formations contain very lit-
tle moisture. For example, the shale at the Fort Smith plant is so
hard and dense mining it posed problems, which were only
solved by mising it with other clays and water to make it work-
able. San Felipe clay, on the other hand, is so soft and pliable it
is difficult to work, hence the mixing of the two types and the use
of up to 5 percent additive of grog and ash. Even after mixing,
the new material contains four fo five times the water that “nor-
mal” shale contains. With up to 20 percent moisture, only
extremely careful and ingenious engineering makes good brick
production possible. One of the main reasons Acme used the
German company and its engineers was because American com-
panies denied that good brick could be made from this “mud.”
But Acme employees and the Germans overcame the odds and by
July 28, 1986, put the company’s first shipment of dark red and
brown king-size residential brick into the market, just eighteen
months after the Lingl employees had arrived on the scene.”

Everything had gone much as planned, except for the final day of
construction. Acme employees and the Lingl group were to make a
test run through the plant to determine whether the facility would
operate as designed and built before Acme finally accepted the
project. The usually punctual Germans did not show up at 7:00
a.m. as scheduled. Finally, they arrived at 10:00 a.m. welcomed by
friendly jeers and cheers of Acme operators and ofthers inside the
plant. It transpired that, realizing that their work was nearly com-
plete, these German fitters, engineers, and fechnicians had held @
farewell party near New Ulm, Texas, the night before. Despite
warnings, the celebrating workers had gotten out of hand, and six
of them had been made guests of the Austin County Sheriff, until
Don Denison, Lingl's United States representative, could arrange for
their release from jail. Nonetheless, the test proceeded, albeit with
"hung-over” foreign technicians, and was successful.*

Within two years San Felipe (SFP) brick were oversold. Almost
everything about the SFP was unique to the clay products indus-
try. Human hands did not touch the product until it was handled
by the brick mason at the job site. Those bricks that were touched
in the plant were rejects bound for regrinding. SFP was the state-
of-the-art plant in the United States when it went on-line.

The only functions not computerized were the mining process and
the stacking in the yard. From the pit, the clay was fed into two
box feeders for blending, then passed to a wet pan for mixing,
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then crushed fo final size by high-speed rollers. From there, the
clay moved along a conveyer belt to o reclaimer system that fed
the extrusion area ot sixty-five tons per hour and could stock clay
for up to forty-two days supply—automatically blending and dis-
pensing the clay as needed. At the rate of 24,000 brick per hour,
the mixed material was forced through a die in a continuous col-
umn, where it was coated, textured, cut, and separated. From this
point, the separated brick required special treatment since soft-
mud technology requires brick to be stacked on individual sticks
or pallets and then loaded into a (spiral) dryer car two stories tall.

After forty-eight hours in the dryer, where computer-controlled heat
and air movement removed precise amounts of moisture from the
green brick, automated equipment grouped the brick and set them
on individual 14,400 brick kiln cars. Next, the brick were passed
through a 290-foot-long tunnel kiln that could held 21 cars at any
given fime, Here, the rate of temperature increase or decrease was
maintained through a series of automatically controlled air and gas
systems that were monitored by Acme technicians. The kiln temper-
ature started out at 200 degrees Fahrenheit and reached o peak of
about 2000 degrees Fahrenheit, at which point the Lingl furnace
was indexed to fire between hacks from the top onto one-third of a
kiln car ot a time. Finally, automatic machines dehacked the brick
(placed in individual layers for inspection) and palletized, shrink-
wrapped, and steel-strapped them through conventional techniques
for packaging. When brought to its full design operating capacity,
SFP could produce 65,000 million brick per year.*

On October 20, 1986, Acme held its grand opening celebration
for the San Felipe plant. Not since Sam Houston and Santa Anna
marched across the field and into the town had San Felipe seen
such excitement. Acme hosted contractors, architects, city officials
from Sealy, Houston, San Felipe, and Bellville, as well as area coun-
ty officials, financial leaders, school officials, citizens, and employ-
ees. Activities began early in the day with a company-sponsored
golf tournament at the nearby state park, followed by horseshoe
pitching, brick tossing, a ribbon cutting, and plant tours conducted
by Houston area sales personnel and plant workers. “From 5:00
p.m. to 7:00 p.m. barbecue, beer, and soft drinks were served to
guests under an immense red and white striped tent, and music by
the country band Doppelganger, of Houston, added to the occa-
sion.”* Since it was also the Texas Sesquicentennial year, Acme dis-
pensed specially stamped SFP bricks to many of its guests, Acme's
determination had paid off.

The total cost of the facility, including land, was in excess of $10
million; the Lingl construction contract was for $6.5 million. But
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these costs do not reflect the years of research and other resources
Acme committed fo this project to meet the needs of its customers
and to challenge its competition. The original concept for the plant
assumed the bulk of its production would be oriented to the resi-
dential/apartment market for the South Texas area—with empha-
sis in Houston. The Houston market, by the early 1980s, was total-
ly dominated by concrete brick. There was no viable burned clay
production in the immediate market.”

Over the next four years of its existence, the SFP. under Plant
Manager Collin C. "Wally” Chrystal, ran to the limits of its capaci-
ty producing high-quality low-cost bricks. By the late summer of
1990, plans fo increase the plant's capacity were underway. When
completed in 1991, the plant could produce, according to John
Koch, over 100 million brick, making it the largest “single” kiln pro-
ducer in the Acme system.*

As with a number of Acme’s plants, the SFP was located at @ spot
of great historical significance to the state of Texas and the United
States. Less than two miles from the center of the village of San
Felipe de Austin and five miles up the Brazos River, as it twists and
turns its way, the plant site is on property originally granted fo
Stephen F. Austin, the “father of Texas,” by the Mexican govern-
ment of lturbide in 1823. By 1824, Austin had laid out plans here
for his provincial capital on the banks of the Brazos at a ferry
crossing (Atascasita), connecting a trail from the site to the old
San Anteonio to Nacogdoches road seventy miles to the north.
Almost destroyed by hostile Karawkawa and Tonkawa Indian
attacks, Austin nevertheless rallied his colonists and made con-
siderable progress toward building a viable community before the
Texas Revolution.*

By 1835, eight different roads crossed through San Felipe de
Austin and, by 1831, population within the colony was 5,645,
about one-fourth the population of Mexican Texas, and was esti-
mated to be 10,000 in 1834.% The lown was expected to be a
great capital and was laid out in a large grid pattern over five
square miles. The land upon which Acme built its plant originally
was Stephen Austin’s and could have been bought from him for
$.0264 an acre.’’ But, what the Tonkawas and Karawkawas could
not do, general Sam Houston’s Texan army had to do in 1836.

As Houston’s army refreated across the Brazos in March 1836,
Houston ordered the town burned to prevent its capture by gen-
eral Antonio Lopez de Santa Anna. The town never recovered, for
as the railroads came they bypassed the old town and junctured
ot Sealy to its west with other roads and rails,*” Austin once wrote,
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“The prosperity of Texas has been the object of my lobors”;
Acme Brick had done its part at San Felipe.

The planning, engineering, research, marketing, legal, financial
and production elements—indeed, all elements of the brick com-
pany—pulled together to create the magnificent SFP. The project
took many months and was the result of years of evolution and
coordinoted efforts. Essential to Acme's progress, ond illustrated
by SFP and during the preceding two decades, was research and
development (R&D), a function often overlooked or, only, in the
rudimentary stages of development in most brick enterprises.

For many years, even at Acme, R&D was the result of efforts by
individuals or plant departments fo solve a production problem,
fo fill o specific customer need, or just simply was an experiment
or an accident. Individual Acme plants had their products fested
most of the time by outside groups or labs to ensure quality. Many
good products and plant improvements came to Acme via these
efforts. But, Acme, for many years, did not take an overall systems
approach that could utilize untapped resources of the organiza-
tion or its people.

In the late 1950s, Acme made a decision to form a centralized
research/development and clay exploration facility. Board mem-
ber Dr. Fred Rehfeldt spearheaded the efforts to create such a pro-
grom, and the company selected Padrick Partridge, a geologist,
to head up the operation. Sherman Lee, a regional engineer
transferred from the field, became responsible for relocating var-
ious pieces of laboratory equipment scattered throughout the
organization to @ small brick building at the original Denton plant
site. When he collected enough material at Denton, the laborato-
ry conducted a series of raw material tests and analyses. Then the
lob could not only evaluate raw materials but also conduct com-
plete ASTM testing for themselves.*

The enterprise made a commitment in the early 1960s to construct
a hull-fledged research and development facility, and hired R. B.
Hockaday as director of research and clay exploration. He super-
vised geologists and drilling supervisors Bob Root and Padrick
Partridge. He also hired John Koch, a research engineer, and a
staff of four technicians, one of whom was Bob Stover. As men-
tioned in the previous chapter; Koch held an engineering degree
from Mississippi State, and, affer two and one half years in the
lab, moved progressively through various assistant jobs, plant
superintendencies, and regional managerships, to become vice
president of production. Stover, after six years in the lab, moved
into sales and in 1981, was appointed northeast Texas regional
sales manager.**
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Experimental houses built with test
brick just outside the Denton plant
Research Laboratory in 1990.

One of John Koch's first responsibilities in 1964 was to supervise
the construction of a pilot plant designed by R. V. Richardson of
the Central Engineering Group. This pilot plant incorporated all
the systems required to produce a full-sized brick in a laboratory
environment—brick machine, grinders, rotary
kiln and dryer, as well as a two car shuttle kiln.
This facility became significant during experi-
mentation with alternate fuels in the 1970s and
early 1980s.%

The research lab’s scope included not only testing
ond evaluating raw materials for new productions
but also quality control and maintenance of clay
reserves. Additionally, the lab routinely tested
materials against ASTM Standards from the time
of its origin. By the 1970s, the lab employed a
chemist to supervise technicians as well as to be involved in new
product development. One of the spin-offs from the chemist’s work
was the development of a marketable brick cleaner.*”

In September 1982, Michael Vickers (Clinton plant manager)
became geologist and manager of clay exploration, reporting
directly to John Koch, who by now was Acme's general produc-
tion manager. Linked with company efforts to reestablish its posi-
tion in South Texas, clay exploration took delivery of a new
mobile drill rig early in 1983. Soon, the department began the
search for raw material near Houston which culminated in the
purchases of the Chew and Abel properties and the subsequent

construction of the San Felipe plant.®®

When R. B. Hockaday retired in May 1985, clay exploration was
reunited with research and called Research and Production
Services. Mike Vickers became its director and brought on
board Mr. Brad Nesemeier as geologist and manager of clay
exploration.*’

Since the mid-1980s, committees of sales managers and plant
managers have continuously worked on product development at
Acme’s plants. Each sales and production region establishes @
committee to meet periodically at each plant fo discuss product
lines and to make suggestions for new products. The meetings
usually focus on product size, texture, and color. If an idea seems
viable, the plants make small test runs. Then, if the results appear
desirable, the plants make larger runs for test sales. The team’s
major emphasis is on developing products that meet classic prod-
uct criteria, but they also pay attention to making available any
product that represents a market need.”
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When both production and marketing are satisfied with a new
product, they issue a “New Product Bullefin” fo each sales location,
which includes delivery and price information. At this point, so that
the success of the new product can be determined, sales offices
begin to accumulate records to be studied at periodic meetings.”

The overall productivity of R&D depends on management person-
nel creating the proper climate and setfing the pace for conceptual
ideas and innovation. To be successful, a small group representing
all elements of operation have to be involved as part of a team.
Since Acme’s business is the manufacture and sale of its products,
the company held a quarterly product meeting at the Denton lab to
review new products under consideration. This meeting is attended
by Acme’s president, vice president of production, vice president of
sales and marketing, vice president of finance, each regional sales
manager, each regional production manager and the director of
research who prepared the agenda for the meeting.”

Another department related to Acme’s last two decades of
progress is the Plant Engineering Department. This department
handled activities related to new plant construction and new con-
struction within existing plants. R. V. “Bob” Richardson left the com-
pany as chief engineer in 1977 due to ill health and was replaced
by Joe Lord. Felton Dunn, engineer, and Larry Barger, drafting
supervisor, assisted Lord in his duties. Working closely with all lev-
els of production management, this department supervises outside
contractors who build plants or install new brick production equip-
ment. Other typical activities of this group include property sur-
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Freebairn, Gerald DeCorte, Joe
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veys, clay pit grid maps, new loading docks, plant and sales yard
paving, sales property surveys, and utility surveys.”

Another ongoing activity related fo sales and production is the mak-
ing of special brick shape drawings that are frequently required by
customers. In the mid-1970s, orders for special shapes became so
frequent that this turned into a full-time job. Rick Bloodworth and
Larry Barger were both doing this by 1990.

Following Acme's reorganization into First Worth Corporation, C.
E. Dunaway was employed as manager of personnel and indus-
trial relations (P&IR), and the new parent corporation handled the
personnel functions for its subsidiary companies. Then, in 1973,
Jon M. Bennetft was appointed manager of personnel and indus-
trial relations for Justin Industries, and his department handled all
of the P&IR functions and responsibilities for each of the sub-
sidiories and divisions until early 1983, when these functions
were decentralized. Acme Brick Company then appointed Bobby
Moon to be manager of personnel and industrial relafions.™

Bobby Moon, a 1960 TCU graduate with a degree in personnel
management, started with Acme in 1970 at the Denton plont as a
labor administrator. He had personnel and industrial relations
experience at both Featherlite Concrete Company and at Justin Boot
Company prior to his appointment as personnel manager with
Acme. Beginning in 1986, Glenda Sullivan came in as assistant to
Mr. Moon and became an important part of personnel develop-
ment. She had the responsibility fo keep employees advised of cur-
rent company benefits, administered Workman's Compensation
claims, and trained employees in safety standards.™

In addition fo mainfaining employment records and salary admin-
istration, Acme’s P&IR department is responsible for all labor rela-
tions, accident prevention, accident and injury reporting, benefits
coordination, plant employee training, and seeing that Acme
complies with all federal regulations pertaining to safety, labor
relations, wage, and salary administration. Justin Industries han-
dles the maintenance of employee benefits such as medical and
hospitalization, pension plan, and the employee stock ownership
plan. Since the decentralization in 1983, Acme's accident loss
incident rate has steadily decreased from 4.9 percent to 2.4 per-
cent. In 1989, the OSHA standard for the brick manufacturing
industry was 6.7 percent, and in that year, seven of Acme Brick
Company's plants did not sustain a single lost-time injury.”
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Acme Brick Company has been fortunate to have
many of its production employees confinue with
the company for a great many years. Among
those that retired in 1990, were employees with
thirty or more years of service. There were
Dennis Wood—FSP (forty-two years); John
Sager—DTP (forty-one years); William Mose
Jr—PEP (thirty-nine years); Doyle Watkins—BPP
(thirty-six years); David Cozart—GAP (thirty-
four years); Donald Whisenat—BEP (thirty-one
years); Douglas Merrill —KAP (thirty-one years);
Carlos Pitts—BPP (thirty-one years); and Grady
Ollison—PEP (thirty years).” Acme's oldest . s oo
retiree, Mr. Henry Wright, reached one hundred p—-
years of age in February 1990, and was dlive at
this writing in 1990

Another employee, Senon Amador probably
served Acme longer than anyone when he
retired from the Wichita Falls soles yard in
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1989, ofter fifty-five years of service. Mr.
Amador walked five hundred miles from Mexico
and went to work for Wichita Falls Brick and Tile before Acme
took it over. Because he was too young, Acme sent him home, but

he walked back from Mexico a little over a year later and was put
back to work.”

As Acme production closed out the decade, the company could
look back on a time from which it emerged stronger and more effi-
cient. It had survived two of the longest downturns in housing con-
struction in this country’s history, raging inflation, two energy crises,
serious competitive forces, plant closings, modernizations, and the
strenuous activity involved in building five new plants. Production
departments lowered their cost per unit produced, invented new
types of products, cut energy costs, and lowered their accident rate.
In 1989, four plants operated at maximum. The historically low
level of construction activity, however, meant that overall production
was at 69 percent of capacity. Yet, Acme increased its shipments by
9 percent and continued its eight years of improved market pene-
tration.® To paraphrase John Justin, Acme “didn't just go with the
flow,” it remained profitable each year and headed into its hun-
dredth year with opfimistic expectations.
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Sales and Marketing in the Uncertain 1980s

The previous chapter outlined some of the economic pressures oper-
ating over the decade of the 1980s, detailed the reconstruction of
Acme's production facilities, and glanced at Justin Industries’ struc-
tural changes, purchases, and divestitures. That chapter also illus-
trated how the company pulled its various operating elements
together to achieve its greatest profitability, to improve its working
conditions, and fo survive the most economically depressed decade

since the 1930s. Yet that was only part of the story.

Making quality bricks, lowering operating costs, increasing
fuel efficiency, building a loyal qualified staff, increasing produc-
tivity, and constructing more efficient plants are all very important,
but, if the products are not marketed at a profit, all these efforts
come to naught. Striking a proper balance between manufactur-
ing and sales in a cyclic market is the greatest challenge for indus-
try, and certainly has been critical in the brick industry. Acme was
no exception.

The company’s response to this challenge in the 1980s is the sub-
ject of this chapter. In this decade, marked by declines in housing
starts, shrinking markets, declining profits, and severe competition,
Acme Brick Company redefined its goals to become more pur-
pose-driven, to develop new marketing strategies, and to step up
its sales efforts. Acme’s personnel developed new income
resources, improved company support systems, increased their
sales efforts, and strengthened their corporate status and position
in their service regions. Despite battling odds that were the death
of many brick companies, Acme not only survived but remained a
profitable organization, while refaining its position as the largest
American-owned brick enterprise.

Acme's production and sales strategy had remained much the
same since before World War |l. Indeed, even as far back as
1916, when Walter Bennett rebuilt the burned Denton plant, and
then converfed it to a stiff-mud operation, Acme's philosophy was
to use economic downturns as an opportunity to rebuild and pro-
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duce in anticipation of a building cycle upswing. After ten contin-
uous years of expansion, the longest down cycle in the company’s
history began in 1930 and bottomed in 1934 with an upswing not
apparent until 1936. Even then, Acme used the period to buy other
plants in anticipation of a long-awaited upturn. From 1936 fo
1985, the cycle in building starts remained much the same in
Acme’s territory, with lows bottoming out affer eighteen to thirty
months. Until 1970, Acme usually cut production back to match
the market demand after sufficient inventory build-up. President
Stout explained the new philosophy: “With available business still
at a low ebb in 1970, the decision was made to crank up our pro-
duction facilities in anticipation of a turnaround in the market—
hopefully starting the next year.”’

This strategic move became a company pattern for the next down-
turn after producing new profit highs in 1971, 1972, and 1973.
Following downturns in 1974 and 1975, record shipments and
profits established new all-time records for 1976, 1977, and
1978, Almost as predicted, a 40 percent drop in housing starts in
1979 precipitated drops in shipments and profits in both 1980
and 1981. “But somewhat like a yo-yo—the expected turnaround
occurred in 1983 with o dramatic jump in housing starts reaching
the highest level since records had been kept and a record level
which has not been surpassed for starfs in Acme's six-state home
territory.”* As could be expected, Acme again set new sales and
profit records in 1983 and 1984. Thus, company leadership had
litte reason to drastically alter its approach when the market
began to slip in 1985. Acme continued with planned construction,
scheduled plant rebuilding programs, and predetermined market-
ing policies. But the market was changing and competition was
increasing—a new cycle was developing that would severely test
Acme's responses and resources.

As housing starts dropped in 1985, 1986, 1987, and 1988, the
brickmaker was left with a market 75 percent smaller than it had
had in 1984. Not since the 1930s had Acme experienced such o
long decline in “available” business.” Although Acme did remain
profitable each year of the decade, some long-held myths had fo
be given up and new strategies developed to deal with emerging
market realities. As previously cited, the decade opened under dis-
turbing economic circumstances, yet the company faced its prob-
lems with optimism. But then, the devastating year of 1982 sent
shock waves throughout Justin Industries. This caused a rethinking
of how the conglomerate was run and gave impetus to decentral-
ization, marketing concepts, redefining company goals and recog-
nition of differing divisional needs throughout the corporation.
After 1982, each division was to experience its highest and lowest
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profit years, but fortunately for Justin Industries, some divisions
made profits that offset the losses of others.*

Sales and marketing strategy changed when Harrold Melton
became Acme’s general sales manager. Elements he introduced
into the system during the late 1970s continued to improve and
to grow in importance as the company faced stiffer competition
from other brickmakers and other building materials. If the sales
and marketing arm was to keep pace with the innovations and
increased efficiency of the production arm, Melton needed an
even befter organization and more company-wide emphasis
placed on sales. Furthermore, his team wanted the markefing con-
cept to be better understood and to become an integral part of
each employee’s thinking.

There is a certain mystique that makes many people admire and
even cherish clay products—especially brick. Perhaps this is due to
brick’s ancient origin, strength, permanence, beauty, or shape. Or
it may be that a product made by man from mere mud lends a cer-
tain romance fo its existence—taking one back to the ancient
hearth. Of course, brick’s valuable properties as a building mate-
rial make it universally desirable, but it also has these same psy-
chological connections for those who manufacture, sell, and work
with it. Some people seem to take brick for granted because it has
been around for so long, and some are just simply more comfort-
able with it as a building material. For other people, brick arous-
es nostalgic feelings, most evident when they come upon an old
plant site or admire an old building whose historic construction
date is displayed on a high brick gable or low cornerstone. Why
else do brick collecting societies exist? For whatever reasons—psy-
chological, social, utilitarian, or otherwise—the mystique is there
and affects all those who work with clay products whether sculp-
ture, pottery, tile, or brick.

Such strong psychological connections are very important to the
industry. Brickmakers and sellers rightfully feel that they are con-
tributing something permanent and useful to society, so it becomes
very easy for brick companies to concentrate their thoughts only
on production and the product rather than on the consumer. This
type of thinking neglects the fact that the brickmaker's real pur-
pose is fo get and keep customers. Indeed, this is one of the least
understood elements of most businesses.
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People readily understand and accept large expenditures for facil-
ities or equipment, but do not as readily accept the reality that sub-
stantial sums must be spent on marketing.” Yet, marketing is vital,
whether it be an airline or a zoo if companies are to stay in busi-
ness. Furthermore, history is replete with businesses that no longer
exist because they failed to adapt to a changing market or did not
clearly define their purpose in terms of customer needs. Other such
businesses have been relegated to obscurity as a result of this
neglect.* So far, Acme Brick has never been one of those, but the
stresses of the 1980s forced important company changes in
approach and procedures.

By 1980, the sales and marketing group had increased the impor-
tance of brokerage, reestablished a qualified technical services
group, and started moving towards o formal marketing approach
based on promoting the advantages of brick as a building mater-
ial. The group's selling effort was supported by a technical staff in
each Acme sales region, which helped local architects and
builders evaluate opportunities for the use of brick in their projects.
Prospective homebuyers were reached through a consumer adver-
tising program that made use of newspapers, television, radio,
and magazines. Professionals were reached through their trade
publications. The message was the same for each audience: brick
is the answer to the questions of beauty, maintenance, energy con-
servation, and overall economy.”

The corporate strategy called for continual inventory build up to
have brick available in boom fimes, “because when shortages
develop, builders offen shift to the use of less desirable substitute
materials.”® Getting a greater share of available business was the
key to obtaining satistactory results in a declining market, and hav-
ing brick available when housing starts picked up was an essen-
tial part of the company strategy. This combination of marketing
and manufacturing efforts kept Acme Brick at a profitable level in
the downturned market of 1979-1982.

During this market situation, Acme sought fo find and attract other
users for its products. In 1981, the sales force focused on remod-
eling contractors and stressed the economy of brick use. For a typ-
ical wood frame home, a veneer of Acme brick represented only
about 4 percent of the total cost of the home while a decade ear-
lier this cost would have been 10 percent. Salesmen emphasized
that initial construction cost of the typical home using brick was
only $2,000 more and would save much more than that amount
in maintenance to the owner. Also, with brick prices declining,
brick in 1981 cost no more than economical materials such as alu-
minum or vinyl siding.”
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In 1982, the company stressed the resale value of brick homes.
Acme presented survey information that indicated 86 percent of
homebuyers preferred brick homes and that these homes sold
much faster. Since this survey also showed that 4 percent of the
homes built in Acme’s area were of brick construction, it indicated
a substantial marketing opportunity for the company. But Acme
also realized that commercial projects made up 25 percent of its
markets and could provide something of a counterbalance fo the
fluctuating residential construction cycle. "

Acme dealt very well with the move toward building skyscrapers
and larger commercial buildings. Starting in the 1930s, gaining
momentum following World War I, and reaching widespread pro-
portions by the 1970s, more and more companies constructing
taller buildings turned to using steel and concrete. Later on, in the
1970s and 1980s the addition of glass paneling and wider win-
dows broke the starkness of some of these monoliths, and these
measures cut into the brick market. Over the preceding decades,
architectural preferences had shifted to the design of such barren
structures because they could be built faster with lower labor costs.
Besides, there is a limit on height and weight in the use of brick,
and as long as the race to build and own the tallest building con-
tinued, the trend would confinue. Brick competed on its beauty,
economy, and insulating volues against glass, aluminum, steel,
and concrefe. It was easier for brick to compete against wood and
stone, and brick proved to be compatible with these materials in
some instances. "'

But, many areas simply had traditions or stylistic preferences for
other materials.' For example, except for office buildings, wood
seemed to be the choice for the West Coast and rural South, while
adobe dominated in the far Southwest. The stronger markets for
brick were in the Mid-Continent and the East, but brick preference
had considerable strength in the South and in Texas. Brick pene-
trated the other markets to some degree in the 1980s, while also
gaining reentry into the large commercial building market, as
architects began to turn fo richer and more varied brick exteriors
that required specially shaped brick and used it for interior walls
and flooring. "

The compefition from other brickmakers also changed in the
1980s. Some companies turned fo alternate ways of manufactur-
ing materials o imitate the burned clay product. One manufactur-
er made brick from sewer sludge, copying to some degree an ear-
lier unsuccessful Japanese attempt to manufacture brick from
garbage. The sewage or sludge brick was successful—it did not
explode, grow moss, or emit bad odors;'* however, Acme and oth-
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ers did not view this development as a serious threat to clay or
shale brickmaking. But another imitation, at least temporarily, met
with some success.

The move from Mexican brick to concrete brick, for several years,
dominated the Houston and Gulf Coast markets and made head-
way elsewhere in the country. Earlier versions of this type brick
were successful because of o void in available clay brick. But,
problems of shrinkage and color fade worked against its manu-
facturers before they could solve these problems. Properly cured,
the concrete brick was a competitive material, especially affer the
color fading problem was substantially solved. Match jobs, how-
ever, remained a major weakness. Given a reasonable choice,
customers usually preferred clay brick, as Acme demonstrated in
the case of the Houston market, where, within two years of open-
ing its San Felipe plant, the concrete brick market was substantial-
ly eliminated. '

OF much more serious concern was the foreign takeover of the
American brick industry that started in 1978 and was rampant
throughout the 1980s. The trend began when Ibstock Ltd. of Great
Britain bought the Marion Brick Company in 1978, and then Glen-
Gery Brick Company in 1979. First on Ibstock’s list of proposed
acquisitions was Acme Brick, followed by General Shale
(Tennessee), Glen-Gery (Pennsylvania), Boren (North Caroling),
Belden (Ohio), and Bickerstaff (Georgia), as well as brick plant
subsidiaries in Texas, Virginia, and lowa." Within three years,
Ibstock’s purchases had moved it to a number three ranking in the
United States."” Ibstock at first tried to buy a Canadian firm, but
found it to be difficult, as the Canadians were also planning to buy
United States firms. When the U.S. Justice Department dropped its
antitrust suit against Ibstock in July 1981, the floodgates were
opened to foreign buyers to do what had been denied Acme a
decade earlier in an aborted merger with Pacific Clay.™ By 1987,
58 percent of Ibstock’s business came from Glen-Gery and its other
American subsidiaries.'”

During the 1980s, Australian and Canadian firms proceeded o
buy up the larger brick firms and to gobble up many smaller ones.
Acme lost its premier position as the largest brick manufacturer in
the United States and, in 1990, was third behind Australian-
owned Boren Brick and Canadian-owned General Shale, During
the decade, four of the top five United States producers became
foreign-owned.” There were no large competing United States-
owned brick companies left in Acme’s direct marketing area.

In 1980, there were thirty-one companies and forty-two plants in
Acme’s main territory. By 1990 there were only fifteen companies
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who operated thirty-seven plants.” |bstock explained the vulnero-
bility of American Midwestern and East Coast brickmakers this
way: “ . . . marketing was left to distributors . . . profits going to
an army of middle-men . . . they had no strategy which placed
emphasis on support services, as it did on products themselves,
... and selling direct.”** Fortunately, Acme Brick had not made
these mistakes, which would have made the company vulnerable
to a foreign buyout. Indeed, as a long-time officer of the Brick
Institute of America (BIA), Ed Stout had crusaded to form a
stronger nationwide marketing campaign for brick and using his
term as chairman (1982-1984), promoted the brick marketing
council idea. This concept called for the brick industry to have a
government-sponsored council similor to that found in the dairy
and other industries. But this idea, after being bantered about for
several years, did not fly with members.” Once it became clear
that this concept would not be adopted, Stout put forth a region-
al promofion scheme that met with o much more positive
response. By 1990, with Stout on the BIA Strategic Planning
Committee, all BIA-defined regions had brick councils that pro-
moted brick as the preferred building material.

Although Acme had no formal marketing program until the late
1970s and early 1980s, it did actively promote the qualities and ver-
satility of brick. Acme never ceased to sell direct. As the marketing
concept promoted by the key Acme team (Melton, Koch, Knautz,
and Stout) took hold, all elements of sales and marketing changed.
In short, the company changed to meet its new challenges.

Anything but static, Acme's sales organization went through
dozens of changes in the 1980s and increased the role, scope,
and importance of its various support groups, customer services,
and marketing techniques. Between 1979 and 1989, Acme made
approximately ninety shifts of personnel assignments and office
moves (openings and closings) at the district level or above, with
about one-third of these at the regional and general office level.
For clarity, only the most significant changes for the company sales
group are examined here.

Acme was fortunate to have Bob Marks return from early retire-
ment in 1980, when a vacancy developed in Oklahoma City.
Marks, who attended Carnegie Technical School of Architecture,
had served Acme as a sales engineer, brokerage manager, and
regional and general sales manager, and had returned as region-
al sales manager for the Midwest region bringing with him a
wealth of experience and contacts. When Harris was appointed
district manoger in Kansas City, Dave Gastgeb refurned to
Oklahoma City from Kansas City to continue the Technical Services
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Engineering Program. And when Mark Merchant resigned in
1982, Bill Lemmond, who had been assisting Stout with financial
planning and analysis, in Fort Worth transferred to Tulsa to
become its district sales manager.”

Another part of the strategy fo find new users of Acme brick led to
geographic expansion in the Midwest and Central regions. The
company sought out and found a new market particularly svitable
for its increased production capacity in central Arkansas. With the
opening of a brick distribution center in Memphis, Tennessee,
Acme entered a new market area in 1982, which, though logisti-
cally well-suited, was very compefifive. Arch Davenport had been
running a district sales office there without adequate facilities since
1980, and as the need became apparent, this move consolidated
Acme’s position.”

Similarly, in Kansas City, Acme had been leasing office space and
had no local brick inventory. In 1982 the company had purchased
a lumberyard site in Olathe, Kansas, had remodeled the office
building into o show room, and had changed the yard into brick
storage. Marvin Harris, district sales manager, was in charge of
this new office, having replaced Jim Gard, who refired after many
years of service with Acme in Kansas.” Two years later, Harris left
the company and E. H. “Hopp” Vaupel assumed Harris’s position
as district sales manager in the Kansas City office.

By 1986, the Memphis branch had grown in size to the point
where Freebairn recommended that this branch be designated a
district and assigned to Rick Dunn to manage it.

In 1986, market stuclies indicated that Acme sales needed to
expand geographically into two areas: St. Louis and Nashville. Bob
Marks conducted the market study of the St. Louis area. This study
showed St Louis to be a natural extension of Acme's Missouri sales
area, and Marks worked hard at finding a suitable location for a
brick inventory and sales yard. It so happened that a site in
Maryland Heights was available. Mrs. Marge Schotts, owner of the
Cincinnati Reds baseball team, had a brick distribution yard in
operation at the old Alton Brick Company plant site. Mrs. Schotts
leased the space to Acme, and, in January 1987, with Bobby Ray
as manager, the company's St. Louis branch sales office opened *

The other market study, conducted by Scofty Freebairn, showed
Nashville, Tennessee, to be a good area for Acme’s sales expan-
sion. Mr. Mark Orme became the first Nashville district sales
manager in early 1987 and assisted Mr. Freebairn in a careful
search for sales yard locations in the area.” Within two years,
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Acme's market penetration in the area justified the move, validat-
ing Freebairn’s estimates of its potential.

Because of his expertise in monagement and sales, Scotty
Freebairn had the distinction of simultaneously holding more than
one managerial position mare often than any other regional man-
ager. His experience belied his age. Mr. Freebairn went to work for
Acme in 1955, ot the age of seventeen, in the mail room, but he
already had sales experience from selling ladies shoes on week-
ends and summers at Baker’s Shoe Store in Fort Worth. He worked
for Acme while attending Texas Christian University, where he
graduated with o degree in commerce in 1959. Prior to becoming
the Central regional manager in 1971, at age thirty-three, he had
been o senior sales coordinator, distribution salesman, branch
manager, and district sales manager. With such o successful track
record, it was no wonder that he was given the troubled Southern
region in 1979, and again in 1987, in addition to his own

expanding Central region.®

In 1981, Melton appointed Bob Stover as North Texas regional
manager and Ron Bowen as Southern regional manager, relieving
Freebairn of this additional duty. Freebairn next merged the
Texarkana territory with the Shreveport district, moved the Litile
Rock wholesale department there, and placed Grimm Dewell in
charge in early 1982. By 1988, the old Shreveport office was
abandoned due to highway construction, so Acme built a com-
pletely modern Shreveport sales office and distribution yard on
King’s Highway. Here Dewell was aided by Homer Adams and
Harold Hay, salesmen, and Shirley Preston, office manager.”

As the building economy deteriorated in Texas and Louisiana
after the boom of mid-decade, Scotty Freebairn once more
assumed duties as Southern regional manager when Bowen
transferred to Fort Worth residential sales in 1987. Acme's sales
offices in New Orleans and Baton Rouge had been operated
jointly with Louisiana Concrete Company since 1968. Now Acme
decided fo let the concrete company distribute its own brick and
to absorb the remaining Acme sales personnel. But construction
activity in Louisiona worsened over the next year, and another
approach was tried. Acme resumed selling its own products and
those of the concrete company. With this arrangement, the gen-
eral manager for Lovisiana Concrete, Tom Wimp, became district
sales manager for Acme in Baton Rouge and New Orleans. Then
Acme acquired the Baton Rouge Featherlite Block Plant in 1987
and appointed Greg Foster the district manager in New Orleans
under Freebairn.*
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Following the prosperous years of 1978 and 1979, the company
established the West Texas region, with its main office in Lubbock
under Dean Chaffin, while Lubbock itself become a district under
Andy Anderson. The Amarillo sales office, under Jim Duckworth,
was remodeled and its sales yard expanded. In 1980, the oil boom
was on, and construction in West Texas grew rapidly. Acme
reopened its closed Midland office and sent Andy Green from
Lubbock to run this as a branch office. At the same time, sales in
Abilene had increased, and Acme appointed Mike Rice to be
branch sales manager there. The next year, Chaffin left the compa-
ny, and Acme named Jim Duckworth the new manager. Duckworth,
who was raised in Amarillo, joined the company in 1956, when he
left active duty with the U.S. Air Force. He had worked for Acme in
West Texas from that time on, moving through the sales organiza-
tion from trainee fo regional manager. Immediately, Acme moved
the regional office to Amarillo, where the next year the company
purchased additional lond ond a nearby warehouse. Then, in
1989, Acme constructed additional storage facilities in Wichita
Falls and in Midland.™

Two key Acme employees in the northeast Texas sales region
decided to go info business for themselves in 1981. Fred Clayton,
the regional manager, and Jerry Thomas, Dallas district manag-
er, resigned to open a brick distribution company. They were
replaced by Bob Stover and Larry Mitchell, respectively. Then
Gene Lackey assumed the role of residential sales manager in
Dallas, while Joe Creighton returned to the company to assume
Mitchell’s vacated position.*

Brokerage sales had been of growing importance to Acme since
1978. When Mr. Straubmueller left in 1979, Mitchell filled this posi-
tion until he moved fo Dallas as district manager. While Creighton
managed this part of the business, Acme continued its expansion of
its brokerage products program. A warehouse was leased on Leo
Lane in Dallas, not far from the Dallas sales office, and the compa-
ny moved more strongly into Hloor and wall tile sales. Shortly affer
this, in early 1983, Creighton resigned and Bill Heiss was appoint-
ed fo this position. By 1984 tile sales, as part of the brokerage
sales, were strong enough to be designated Acme’s Tile Division,
and Mr. Gerald DeCorte was employed as its manager. DeCorte
had extensive experience in the tile business, and Acme hoped he
would help the company move strongly in this direction.™

Meanwhile, remodeling and expansion of the Denton sales office
was underway. In 1981, the Denton sales office was enlarged to
make room for the North Texas distribution yard. Then, in 1984,
the company completely remodeled the Denton sales location and
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added a large display area. When Tom Syler elected fo take early
refirement in 1988, Gene Lackey transferred from Dallas sales to
become the Denton district sales manager. Syler’s refirement was
followed by L. H. Simpkin’s retirement as the North Texas yard
manager, and Simpkin was
replaced by Harlon Dixon.
Dixon then moved to the Denton
plant to supervise truck loading
and Danny Cable became the
North Texas distribution yard
manager. Shortly after Lackey
took over Denton sales in early
1989, the Wichita Falls territory
came under his supervision,
and Bill Gann was reassigned
as Acme's territorial representa-
tive in Wichita Falls for a sec-
ond time.*

The Wichita Falls economy had
peaked in 1981 when R. C.
Dudley refired due to illness and Bill Gann was first assigned as
branch sales manager in that city. The area’s economy had begun
to slow considerably in 1983 when Gann was ftransferred to
Lubbock and Bob Prather replaced him. By June 1986, unemploy-
ment stood at 10.3 percent—twice what it was in the area a year
before.” Reluctantly, Acme closed its sales office there, and the
office became a stopping place for company salesmen from Denton
who were making calls in the area. The economy and population
of Wichita Falls seemed to stabilize by 1989, and Gann was trans-
ferred back fo this office in anticipation that the area would once
again begin to grow.®

[

Portions of the South Texas region experienced circumstances simi-
lar to Wichita Falls; Beaumont was a prime example. Buck
Upchurch left Fort Worth sales to become Beaumont branch man-
ager in 1980, only to be returned to Fort Worth the next year and
replaced by Tony Gillam in Beaumont. By 1984, Gillam was moved
to Houston, and Lynn Bond replaced him as the Beaumont manag-
er. The next year, Acme moved the Beaumont sales office from its
old location to a new one on the Eastex Freeway. This move did not
help much because the construction market was so bad that when
Bond resigned, the company did not replace him and Beaumont
sales were handled by sales personnel from Houston. A year later,
in 1987, since the economy looked better, Acme assigned Dale
Scott from Austin to Beaumont as a branch sales manager.*”
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For a time, Houston fared no better that its sister oil economy cities.
Houston District Sales Manager R. D. Rankin resigned in late
1984, and Ed Lewis, an experienced brickman and former Acme
employee who had returned to the company a few months before,
moved to Houston. Acme’s Houston ferritory experienced low sales
levels brought on by the 19841985 real estate depression which
were further amplified by low-priced concrete brick competition, In
spite of this, with the San Felipe plant under construction, Acme
trained a large residential sales force to sell the anticipated 65 mil-
lion brick products San Felipe would soon be providing. And, as
hoped, even with housing starts still falling in 1986, shipments
from the San Felipe plant dramatically increased Acme’s volume
and market share. The investment in carrying and fraining an
enlarged sales team began to pay off. So much so that two resi-
denfial sales managers (Sandy Davis and Don Wallace) super-
vised five large accounts and several salesmen.® Upon Ed Lewis's
death, Bill Lemmond transferred from Tulsa in June of 1987 to be

district sales manager.*

For a time after Jim Stewart resigned in 1988, the South Texas
region was left without a resident regional manager, so it was
directed by Bob Stover from Dallas as a combined region with
northeast Texas. Then, as economic conditions improved in 1990,
Acme transferred Bill Hurlburt from Dallos to become the new
South Texas regional sales manager on September 1. One of
Acme’s most dedicated and versatile employees, Hurlburt gradu-
ated from the Missouri School of Mines and Metallurgy, then went
to work for United Brick and Tile. He joined Acme in 1966 as a
production engineer, and after managing the Edmond, Fort Smith,
and Denton plants he became regional production manager of
Texas, overseeing many of Acme’s plant renovations during the
1970s. Then, in 1979, he went info marketing as an assistant to
Harrold Melton for a couple of years. He went on to become a
valuable member of the Dallas sales office, working in both archi-
tectural and residential sales.” An outstanding feam member, with
a remarkable understanding of all elements of the brick business,
Hurlburt's enthusiasm, dedication, and knowledge added strength
to Acme's renewed vigor in South Texas.

According to Hurlburt, Acme had a number of beautiful sales
offices, particularly those in Shreveport and Round Rock. But, the
new Austin sales office (Round Rock) was a long time in coming.
Dale Scott had been the district sales manager at the Austin loca-
tion on Research Road for only three years when the company
decided fo sell the property. By 1983, this five-acre site, on a rail
span bought by Acme for $75,000 in 1955, had become sur-
rounded by office buildings and was a very valuable piece of real
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estate. Acme sold the property to the Trammel Crow company,
leased “temporary” office space in a nearby business park, and
moved its inventory to a spot off Manor Road. Little did anyone
realize it would be seven years before the Austin office gained a
permanent home. *

In 1987, the company called on Scott to transfer to Beaumont in an
effort to increase sales there; it also moved Mark Merchant from
San Antonio to manage the Austin district. Merchant previously had
been the district sales manager at Tulsa until his resignation in
1982. He returned to Acme in 1985 as the San Antonio manager.
Merchant's replacement was Dick Goodman, who transferred from
Tulsa sales to San Antonio.

After many delays and problems, due to a building moratorium
within the city of Austin, Acme purchased property north of Austin
in Round Rock. With the land acquired in 1988, drawings and
plans moved forward. In December 1989, Acme awarded a con-
struction contract for the building, and the excellent new Austin
showroom opened in 1990.%

Meanwhile, Dick Goodman’s group in San Antonio continued to
make progress. Acme’s investment in the McQueeny plant over the
decade showed fine results for the company in the San
Antonio/Austin area. Although construction was down in the areq,
in 1989 the San Antonio sales office achieved the highest market
penetration ever recorded for that office.*”

In the decade from 1979 to 1989, Acme opened new offices in
Springdale (Arkansas), Monroe (Louisiana), Memphis and
Nashville (Tennessee), Kansas City (Kansas), Malvern Brokerage
(Arkansas), Dallas, Abilene, Longview, Texarkana, and Round
Rock (Texas), St. Louis (Missouri), and
Shreveport (Louisiana). At the same time,
the company remodeled or added to
every sales office throughout the system.
Moreover, in keeping with the company’s
policy to upgrade its sales abilities, every
sales office received new equipment.

One marketing venture deserving of spe-
cial consideration evolved out of Melton's
desire fo increase the company’s broker-
age business. Late in 1988, Greg House,
an expert in merchandising tile, became
the new regional file manager and
engaged in preparations to move the
Acme tile warehouse in Dallas from Leo
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Lane to Plano Road. With Jeff Ehresmann as warehouse manag-
er, House and staff completed the move by April 1989 and held
the grand opening for this new prototype store on August 5,
1989. Known to Acme employees as the Plano Road Store (PRS)
and to the public in Dallas as the Acme Brick Tile and More Store,
this brokerage operation held great promise and was abundant-
ly successful from its start.*®

Simple in concept, yet exciting in execution and purpose, the inno-
vative Acme Brick Tile and More Store met the company’s criteria
for satisfying a variety of customer needs. This store consisted of a
20,000-square-foot warehouse and a 5,000-square-foot show-
room, located at 10550 Plano Road just north of the LBJ Freeway
in Dallas. The colorful, well-designed, spacious showroom sported
a refreshing and relaxed atmosphere that invited its customers to
feel welcome. In stark contrast to most warehouse-type stores that
have materials stacked on unattractive shelves and crowded aisles,
Acme’s Tile and More showcased more than 300 brick blends,
approximately 1,000 ceramic tile designs, floor file, glass block,
imported marble and granite, brick pavers, brickettes, concrete
pavers, cast stone, pool coping, skylights, fireplace installations,
fireplace accessories, masonry and file tools, bagged goods, plus
the IBP grid system for glass block installations. Yet, the uncluttered
and pleasant showroom provided ample space for informational
displays for each product.

For example, Acme's most popular brick styles and blends were dis-
played on exhibit walls and were accompanied by backlit photos
showing the brick as it actually appeared on a new home, giving it
a very redlistic look. Manoger Greg House explained some of the
advantages this way:

This gives homebuyers a 'real life’ look at how their new
home will appear. The store also maintains a list of homes in
all areas that have used a particular Acme brick style. The
customer can then drive by for a final selection affer using
the displays to narrow their choices. This process has saved
many builders and buyers from making a costly mistake.

For customer convenience the store maintained an inventory level
valued at about $1.5 million. The goal was to provide a compre-
hensive selection in each category that would allow builders and
homebuyers to one-stop shop. To this end, the Planc Road Store
was an off-site showroom for many builders and was kept open six
days a week until well after normal working hours to accommo-
date the needs of the construction industry.* At the time of writing,
the cify was in the process of widening and paving Plano Road.
When this is finished Acme has plans to double the size of the
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showroom. Although in a depressed and highly
competitive market, one year after its opening,
Tile and More was very much a success. A classy
operation, Acme had every right to be proud of
its Plano Road Store and planned to establish oth-
ers in strategic market areas.”

As parts of Acme’s new marketing and sales strat-
egy brokerage and Tile and More grew in impor-
tance, other fundamentals in the company’s move
to have a greater impact on its markets also
advanced. Offen mistaken for marketing, adver-
tising is, nonetheless, only one tool to popularize
and promote the goals of a company or to meet a specific objec-
tive. This vital part of Acme’s marketing program had changed lit-
tle over the years, but as the influx of cheap, substandard brick
from Mexico reached a peak of 500 million brick in 1978, the
company had to change its methods in order to convince builders
and the public to demand a better product. So, Acme inaugurated
a new era of advertising.*”

Stout, Melton, and Ellis decided to attack the Mexican brick prob-
lem in Texas with a sustained radio and newspaper advertising
program directed to the homebuyer. In 1978, Acme hired Glenn
Baxter to become Acme’s manager of advertising, bringing the
development and buying of its residential advertising in-house.*

Acme’s commitment to this program was sizable in dollars and in
time and energy. In 1978, the first campaign started. Built around
the slogan “Brick Facts for Homebuyers,” the campaign was
advertised on the radio, on billboards, and in newspapers, in
Dallas, Fort Worth, and Houston. The advertisements contrasted
Mexican brick and Acme brick, by presenting a series of facts
about each one together with pictures of both products and a sug-
gestion that homebuyers take a knife or a key and scratch the sur-
face of the brick to see if it was “suspect.” Coupons were put in the
paper inviting homebuyers to ask for a copy of a brochure
explaining “Brick Facts.” This campaign proved very successful,
with hundreds of customers requesting the “Brick Facts.”*

In 1979, the campaign continued through the use of radio and
billboards, this time employing the theme “Hard Sell.” Now a lit-
fle humor was introduced by way of the characters Amy Brick
(from Acme) and W. C. Wolf (Mexican brick). The advertisements
explained why a “Hard Sell” was right for Acme, not “soft” like
imported brick. In 1980, the theme “Hard Sell” was again used,
but with different advertisements developed along the same lines
and introducing homebuyer testimonials.*
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By 1981, the Mexican brick shipments had declined to about 200
million Mexican brick. While still sizable, this represented a signif-
icant change in demand for Mexican brick and also a change in
homebuilder aftitudes.

From 1978 through 1981, Acme maintained
commercial advertising and promotion to archi-
tects and builders through their trade periodicals.
The message fo the designers and builders was
for them to take advantage of the structural uses
of brick and to use brick as a load-bearing mate-
rial. Acme provided many details and drawings
for users. In 1981, residential advertising took the
form of a homebuyer education series discussing
sounds through the wall and included homebuyer
testimonials. In 1982, Acme switched to TV, ask-

I L R L C R faante s ing homebuyers to compare a happy family in a
but it will never last like our brick brick home and an unhappy family painting their

wood-sided house during vacation time.*

Company residential television advertising in
1983 compared Acme brick advantages over
Mexican brick and second-hand brick and
explained how to identify them. In 1984, Acme
repeated the “Hard Sell” campaign and builder

NS SOL. THD TRIT TS - . ¥ wii :
10wt ARl 048 ol : testimonials because it fit with the current cam-

An Acme advertisement used in the
early 1980s.

paign theme of the Brick Institute of Texas.
Likewise, other Texas manufacturers also began to see the benefits
of direct advertising to homebuyers. By 1985 Mexican brick
usage, though still a factor in the market, was only a fraction of
what it had been. Acme, however, continued to build brand iden-
tification and brand awareness. In markets where concrete brick
was a problem, such as Houston, Austin, and San Antonio, Acme
residential advertisements explained the advantages of clay brick
over concrefe brick.”

In 1985, Harrold Melton decided that colored photographs of
each of Acme Brick’s standard blends of brick would be a desir-
able aid to customers in selecting brick for their home. A
Photographic Services section was added to the marketing
department, and photographer Britt Stokes was put in charge.
Attractive homes, carefully selected for well-landscaped yards
and brick use, were photographed, and the photograph was
printed with an inset close-up shot. Thousands of prints were
made of each blend of brick, which were then distributed to the
sales force to make it easier for customers to make a decision on
the color brick they preferred. In addition to keeping these “blend
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sheets” up fo date, Stokes provided photographs for all company
advertising and brochures.

By 1987, Acme had started identifying its brick by imprinting the
logo on one end of a percentage of the delivery, and Acme’s
advertising asked for homebuyers to look for the logo on the brick
as a symbol of quality. Following residential market radio spots in
1986, which featured a singing group called the Acme Sisters
who sang the Acme message to campy tunes such as “Frankie
and Johnny” and “Don’t Sit Under the Apple Tree,” the advertise-
ments in 1987 asked homebuyers to look for the logo on the end
of the brick as a symbol of Acme quality. This message was more
effective visually, so in 1988 and 1989 the advertisements were
adapted to television and showed a builder discussing the advan-
tages of Acme brick and pointing to the logo on the end of the
brick at the corners and window sills of his house. While these TV
advertisements were used in the Dallas/Fort Worth metroplex and
in  Houston, there were similor print messages
in the homebuilder publications in every area where Acme sold
direct, and where there was a builder organization. Essentially
the same radio, television, and print advertisements were run
in 1990.%

Acme Brick Company’s older “Classic Program,” which began in
1967 in Acme’s Central region remained important to Acme’s
profit picture. Acme's Classic Program was born under the direc-
tion of Ed Stout. The idea required Acme engineers to develop
some unique brick products through proprietary clays or process-
es that could not be duplicated by competitors and to charge a
premium price for these products. The challenge and charge to the
marketing and production departments was for them to develop
distinctive products that could command a premium in the market
and yet, at the same time, not cost additional money to produce.®

Acme first produced these special classic brick at the Perla plants
and offered them at premiums of $2 to $4 per thousand over the
base price for other Perla products. But the Classic Program of the
Central region was slow to develop company-wide, probably due
to the fact that Acme at that point was decentralized, and the gen-
eral managers in each region set their own priorities. The Classic
concept gradually gained acceptance at all plants, and the pro-
gram had the effect of raising Acme’s average selling price. The
Classic Program received much greater emphasis in the mid-
1970s after Acme had returned to its former centralized manage-
ment. In 1990, the program still prospered, with a large percent-
age of Acme’s products designated Classic and commanding pre-
miums in price.*
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Fenderlaken.

Time spent with customers away from an office environment in
some form of recreational activity has been an important part of
Acme’s program since J. E. Fender chartered trains to bring cus-
tomers to Bennett's Fenderlaken Club House for a week of fishing
and relaxation. In 1978, Harrold Melton began
a concerted effort to broaden the customer recre-
ational program. When Tillman Niblett came to
work for Acme Brick, Melton assigned him to
coordinate the program—particularly the hunting
and fishing activities. Niblett's background in
hunting, fishing, guiding, and outfitting brought
the needed experience to the program.¢' The fur-
ther strengthening of this program came about
after Larry Mitchell’s appointment as Dallas dis-
trict manager. Mitchell, too, has taken an active
role in coordinating these recreational activities
throughout the company.

Since 1978, the Customer Recreation Program'’s
activities have ranged from the lakes and fields of eastern and west-
ern Mexico, to the waters of Ontario and the mountains of
Vancouver Island. The Customer Recreation Program has taken cus-
tomers to the brush country of South Texas, the 10 Mile Creek ren-
dezvous at Ferris, the high plains of Texas, the lakes of North and
East Texas, the Arbuckle Mountains of Oklahoma, the rivers of east-
ern Oklahoma, the Rocky Mountains in Colorado, the plains and
foothills of Wyoming, and fo the mountains of western Montana.*?

Literally hundreds of people have enjoyed the activities brought
about by this program. Many a friendship has been formed
around a campfire at night talking about the day’s activities, or
while sitting in a boat on a secluded lake. Fond memories exist
from these trips and customers recount them numerous times.

The Customer Recreation Program represented more than just
hunting and fishing activities. An example was a scenic horseback
trip fo the very top of the Rocky Mountains near Durango,
Colorado, where participants marveled at the panoramic beauty
of this Rocky Mountain High. Few parts of this country exceed the
pristine majesty of this mountain region, and opportunities for pho-
tographic gems are many. The individuals who experienced this
rugged trip saw vistas that only a lucky few people get the oppor-
tunity fo see.

During his many years with the Acme Brick Company, Jim Baggett,
who may have been the most creative salesman to work for Acme,
found a way to build strong personal relationships with customers.
In 1960, he invited a dozen customers from Little Rock and Fort
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Smith to camp out on Lake QOuachita for three nights and four
days. The sefting was a remote island reachable only by boat.*
Strictly a fishing and relaxation event, customers provided their
own fents, boats, and personal gear; Acme furnished food and
refreshments. A highlight was a “witching” cere-
mony, during which Mr. Baggett located buried
treasure to the amazement of all the guests. This
coincided with a demonstration of his famous
“string trick.”*

Since 1960, some twenty-seven safaris have been
held at Ebone Point on Lake Quachita, which
have grown rapidly in size to include more than
two hundred guests. This activity became a legend
in Arkansas, and an invitafion to the Jim Baggett
Fishing Safari continues to be a most sought-after
item among Acme’s customers.*®

Another popular idea for customer relations orig-
inated with Stout and Melton in the area of the
north Central Texas region. They started the
Cajun Festival, which has been hosted at the Denton plant, and
more recently at the Planc sales location. Similar to cajun festivals
held in Lovisiana, this has become one of the single most popular
functions with customers. Fifteen hundred to two thousand people
enjoy crawfish, potatoes, and corn, fixed the way the Cajuns pre-
pare it in south Lovisiana. Cooking teams from south Louisiana
help prepare and cook the food.*

Some traditional sports, such as professional and collegiate foot-
ball, baseball, and basketball games, were included in Acme's
Customer Recreation Program. The slopes of the Rocky Mountains
provided skiing opportunities for many customers and employees
of Acme. These winter retreats have been a popular pastime for
many people and have provided a welcome winter break. Golf
outings round out Acme’s sports program.”

Many of Acme’s customers enjoy music and theater. The scope of
the Customer Recreation Program includes symphonies, plays, and
musicals. Since many Acme Brick friends are prominent in their
city cultural programs, Acme Brick feels that this is an important
aspect of local culture and encourages participation. Still other
customers and employees find ways fo enjoy the western heritage
of Acme and its sister companies by becoming involved in such
events as the Fort Worth Fat Stock Show and the Mesquite Rodeo.
The program recognizes the wide variety of recreation and pas-
fime activities available and is designed to provide recreational
opportunities for as many people as possible.*
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Superintendent of the Weir plant
is standing.



Brickfest display at Malvern,
Arkansas 1991.

During the grand opening ceremony of Acme’s Ouachita plant in
Malvern in October 1980, Malvern, Arkansas, was recognized as
the “Brick Capital of the World.” This meant that more brick were
produced in the city of Malvern’s three brick plants than in any other
known city in the world. The Malvern Chamber of Commerce
seized this opportunity to publicize the city of Malvern throughout
Arkansas and the Unifed States. A festival was created to include
parades, horseshoe pitching, marathon running races, brick tosses,
best-dressed brick person, hairy leg contests, and a womanless
marriage.* Other activities include a kick-off ceremony officiated
by the secretary of state on the front steps of the state capital in Little
Rock on Monday of Brickfest week—an event in which Ed Stout par-
ticipates annually.” Held during the month of June each year,
Brickfest is considered a major festival in Arkansas and is largely a
tribute to the Acme Brick Company.”'

Not a part of recreation but nonetheless vital to customer relations
and marketing was the previously mentioned Technical Services
Department. William G. Bailey was employed in December 1977
as a technical services engineer. Bill Bailey was a registered civil
engineer in Texas, and Acme immediately began to search for
additional engineers or architects to build a fully manned techni-
cal services group. Within about a year and a half, three addi-
tional engineers were employed. Dave Gastgeb handled techni-
cal services for the Midwest region and maintained an office in
Oklahoma City. John Bufford handled the technical services for
the Central region and had an office in Litle Rock, Arkansas.
Mark Owens provided technical services for the northeast Texas
region in Dallas, Texas. Bill Bailey coordinated the technical ser-
vices group activities for the South Texas and West Texas regions
from an office in Fort Worth.”

One of the primary functions of this group was to
assist architects in designing brick work as a
structural unit. Many hours were spent putting
together programs at colleges and universities for
the architectural and engineering students. Acme
had many short programs that addressed all
phases of masonry construction such as work-
manship, moisture control, differential movement,
and reinforced brick work, to name but a few. In
1989, the technical services group provided 423
hours of instruction to 4,671 individuals from 291
architectural/engineering firms and universities.
This direct assistance, o architects and engineers
currently in practice and to students, built rela-
tionships for the future.”
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In 1979, Melton started a major in-house sales support program
that has paid dividends to the company many times over. While
Acme periodically exposed its salesmen to sales seminars and fo
an occasional motivational speaker, Acme had never maintained
an ongoing formal sales and product knowledge training pro-
gram. Harrold Melton recognized the need for a system that would
accomplish these training and motivational needs on a continuing
basis. In 1979, Jim Head (with prior experience at Xerox) was
employed as sales training manager in Fort Worth, with the
assignment fo establish a formal training plan.”* The plan was to
accomplish the following six objectives:

1. Establish a new-hire interview system to help Acme
managers with the interview process so that the best sales

candidates would be hired.

2. Establish a new salesman orientation plan so that all
new salesmen would be well acquainted with manufacturing
processes, product line, sales policies, loading and delivery
systems, and so on.

3. Establish formal sales skills training for new salesmen
and a review for experienced salesmen.

4. Establish and implement a plan to increase manageri-
al skills of sales managers.

5. Provide for technical training through the use of Acme’s

technical services engineers.

6. Establish sales motivational plans for the sales group,
using some form of award for extra sales effori—be it prizes,
gifts, or recognition.”

Jim Head got the process started but was not long in the job, leav-
ing in August of 1980. W. E. “Bill" Heiss replaced Head in
October and continued until 1983, when he become brokerage
products manager. Acme employed Mike Griffith (who had been
an instructor at Corsicana Junior College) as fraining manager in
February 1983 where he continued until 1986, at which fime he
moved to the Fort Worth sales office as office manager. This move
was forced by economic considerations, and Bill Heiss was asked
to resume handling the sales training in addition to managing the
brokerage department. The sales training continued with every
sales office and sales manager meeting quarterly. The regional
sales managers set the schedule for these training sessions.” Pat
Mosely, coordinator for the brokerage product department, assist-
ed Heiss in his marketing and sales training activifies.
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Sales meeting led by Harrold Melton.

Sales recognition was handled quarterly and annually. Salesmen
were selected for special recognition, based on performance
against a predetermined sales plan. The recognition usually came
in the form of a gift or a plaque. Special annual recognitions, start-
ed in 1985, provided for select-
ed salesmen and sales man-
agers to receive a President’s
Ring of heavy gold (or the addi-
tion of a diamond for previous
winners). This recognition is
made at a special dinner for
recipients and their wives, and
Acme’s president presents the
award. The annual Ring of
Honor award described above
is given to candidates in the
marketing department. In 1986,
the company initiated a single
annual award, which is given to
an employee from the company
for outstanding career contributions. Career achievements of sever-
al candidates are submitted by each of the company’s officers. The
honoree is selected from this group. The presentation is made at the
annual management meeting.”

Other examples of marketing support systems linked to production
were R&D, transportation, and the Brick Reporting and
Information Exchange (BRIX) system. Each of these was not only
valuable, but important to the efficient functioning of sales and
finance. In the quarterly meetings with R&D, production, and
administration, many of the marketing plans were presented and
refined, but “the sales plan starts with the manager and salesmen
in the field. The company does not attempt fo forecast brick sales
from the plants.””* “The marketing department at Acme devises
sales plans and forecasts, then the plant managers make their
plans and the group resolves these into annual and five-year plans
that are constantly updated.””” Transportation and the BRIX are
vital elements in translating these plans into redlity for the salesman
and the customer.

Efficient transportation of brick to the market is vital to the indus-
try. Acme shipped virtually all its products by rail until the 1920s.
Even as late as the 1950s, over 90 percent of Acme’s shipments
were by rail. But, by 1990, the ratio was reversed, and very few
shipments went by rail. Starting in the 1960s, Acme began to
upgrade its truck fleet by installing mechanical devices to enable
one person to load and unload a truck. The company also began
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to package the brick—that is, to stack the brick in such a manner
that, once banded together with metal straps, the “package” can
be moved by fork or hand lifts and loaded onto flat cars or trucks
rather than hand stacked into box cars. By hand, it took one per-
son several hours to load 1,000 brick, but with packaging one per-
son can load 25,000 brick in an hour.®

For many years, Acme’s traffic department helped process each
order, because most of the brick were shipped by rail. Customers
either unloaded freight cars themselves or paid contract draymen to
unload them. Acme’s sales were FOB plant with the freight for the
customer’s account. But the routing of rail cars to their destination
was (and still is) a significant part of the freight cost. Keeping up
with railroad freight tariffs and routing rail cars for lowest freight
rates has been an important function of the Traffic Department,
since there are various routes that a rail carrier can use fo take a
freight car to the same desfination from a given plant.*’

The traffic manager’s job began to change gradually a few years
after World War II, as the country’s road system expanded and
trucks with mechanical handling systems were developed. Box cars
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Frequent meetings such as shown
here are held at plant sites, sales
offices, and the research lab at
Denton involving sales people,
engineers, plant personnel, and
research scienfists.



were shipped to public team tracks to be unloaded less and less
frequently. This double handling of brick with all the risks of dam-
age and the time lost in shipment became less necessary as trucks
began to haul longer distances af rates competitive with rail.

In 1973, Joe Allison, who had previous truck transportation expe-
rience, came to work as truck manager for Acme. He worked for
Bennett Abercrombie, traffic manager. Abercrombie had responsi-
bility for rail shipments and for contract truck haulers. Allison’s job
was fo supervise the company-owned fleet of some sixty trucks and
trailers that were equipped with booms to mechanically unload
packages of brick.*

In 1975, Acme arranged for the formation of a truck company
staffed by owner-operators. This truck company was owned by
Justin Industries and operated as a contract carrier for Acme Brick
Company. lts name was Alpha Cargo Motor Express Company
Inc., taken from ACME.® After Bennett Abercrombie’s death in
1976, Joe Allison became traffic manager. With Allison'’s retire-
ment in March 1989, Carl Sanders became traffic manager.™

In 1990, Acme relied on for-hire common carriers, thirty-eight
Alpha Cargo drivers, and its own fleet of some one hundred trac-
tor trailers. Rail shipments were still made, but they became the
exception and were usually made to wholesale distributors outside
the Southwest. Rail shipment declined from a higgh of 6,999 freight
cars in 1976 to 935 freight cars in 1989.%

In 1990, the department operated a central dispatch system to
coordinate the long-distance trucking operation. Trucks were rout-
ed to take advantage of back-hauls between plants and sales loca-
tions, in an attempt to have payloads in either direction, while pro-
viding the most efficient service for customers. Harold Hulce han-

dled this part of the traffic department.

Two regional truck maintenance and service facilities, responsible
for 100 trucks and 115 frailers equipped with unloaders, operat-
ed under the supervision of the traffic department. Charles Sarten
managed the truck shop at Denton, Texas, and Jlames Cooper was
in charge of the Perla, Arkansas, truck shop. The: traffic department
developed specifications and secured bids for the purchase of

trucks, trailers, and unloading devices.®

In addition to the administrative work of auditing freight bills, the
traffic department maintained current driver logs for various state
and federal audits. These logs determined o driver's pay. Both
equipment and driver had fo comply with local, state, and federal
regulations relating fo trucking. Seeing that Acme was in compli-
ance with these regulations and managing Alpha Cargo Motor
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Express, Inc. were the responsibilities of the traffic manager, This
department maintained fariffs {truck and rail), negotiated rate con-
tracts, and kept up lease agreements for rail spurs and land.”

Good financial controls are vital to any successful business. Acme
has, throughout its history, paid attention to the accounting and
customer credit functions. Acme lost part of its autonomy to handle
these functions when it become a part of a diversified conglomer-
ate, but regained most of these functions in 1983 when Justin
Industries began fo decentralize. In 1982, Mr. Dennis Knautz came
to Acme from McDonald Transit Associate, Inc. where he had been
the chief financial officer. As Acme's new controller he supervised
the credit department, payroll, accounting, data processing oper-
ations, management information systems, infernal communica-
tions, and general office administration.

The BRIX Computer was another important system Acme devel-
oped. Started in 1983, to tighten up and speed up communication
between various offices, this modern marvel of computer technol-
ogy took five years to complete and then was upgraded in 1989.
The system was installed in a separate building a few hundred feet
from the central office building in Fort Worth. The BRIX building
was specially designed fo meet requirements for computer securi-
ty and environment. Complefely enclosed with no windows, the
4,000-square-foot room houses the system and is environmentally
controlled to exact humidity and temperature. It also has backup
phone lines, power sources, and its own very extensive fire control
system. Essentially BRIX is a very sophisticated network that ties
every Acme office, plant, and manager together. Programmed to
generate any type of report managers require, in seconds one
office can communicate to another, information which in the past
could take days. For example, John Koch could find out in @ cou-
ple of minutes the exact status of brick in any kiln at any plant and
tell exactly how many brick would be ready the next day.*

Conceived and started by Ed Stout who wanted an electronic sys-
fem to enter arders and to identify inventories quickly, research and
development on such a system began in 1979, with the ultimate aim
of replacing the old cumbersome order entry system that had
caused some customer difficulty. The system at first was used to
improve shipment scheduling and proved its worth in that function.
By 1984, BRIX was the most comprehensive, on-line computerized
information system in the industry, and was operational in Acme's
Texas, Oklahoma, and Arkansas facilities. In addition, by then,
basic customer order, inventory, and billing controls had been
made a part of the system. Planned development of BRIX continued
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Acme’s management team
examine the new BRIX computer
communication system. (Left to
right}): Harrold Melton, VP-General
Sales Manager; John Koch,
General Production Manager;
Edward L. Stout Jr., President;

and Dennis Knautz, Controller.
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over the next year with five new locations brought on-line and 92
percent of plant production and 80 percent of sales office volume
tied into it. Completed in 1987, BRIX provided a fully automated
delivery ticket/invoice system that reduced customer billing time by
up to a week, and helped improve turnover in receivables.®

After Knautz was made vice president of finance in October 1988,
he supervised the upgrading of this information function, adding o
new state-of-the-art mainframe computer. Fully operational by
1989, the improved unit, using a Unisys 220/402 computer, eas-
ily handles Acme's increased sales volume and further streamlines
customer service and billing operations. Any sales office or plant,
with authorization, can communicate with any other part of the
system insfantaneously from the file.”

By 1990, Terry Hampton had joined Acme as controller and Jim
Crabtree, who started with the company in the accounting depart-
ment in 1968, was the assistant controller. Jerry Slate, an Acme
veteran of almost three decades, managed the credit department,
and Bobby Allen, with twenty years’ company experience was
computer operations manager. Allen’s department provides infor-
mation about sales, production, transportation, and inventories fo
Acme management. The BRIX system was supervised by Mike
Bowen, the MIS manager, and Kevin Story had responsibility for
programs system development. Sharon D. Schultz was administra-
tive assistant to Ed Stout and Dennis Knautz in addition to her
duties as publisher of the periodic company newsletter, the Acme
Brick Press.”"

By any common measure, the Acme sales and marketing arm suc-
ceeded in the 1980s. Aided by strengthened marketing techniques
and stronger internal support, Acme's sales and marketing group
increased the company’s market share during each year. At the
end of the decade, in spite of losing its position as the number one
brick producer in the United States, Acme retained its position as
the number one American-owned brick producer and was posi-
fioned to meet the challenges of the 1990s.
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Facing a New Century

To many company officials, the last year of Acme’s first century
served as a transition from the ogonizing 1980s, since the early
months of 1990 gave appearances of presenting an economic
turnaround and worldwide polifical change for the better. So these
next few pages will review the position of the conglomerate, as well
as the brick company. Not only events at Acme in 1990 are the
concern here, but also what officials viewed as corporate prospects

and problems for the future.

As Acme Brick Company solidified its gains of the last decade and
prepared to finish its centennial year, world conditions changed
drastically. While the United States government wrestled with con-
tinuing economic problems and rapidly changing geopolitics,
another crisis in the Middle East drew the nation’s aftention. At this
same time, Justin Industries was threatened for the first time by
hostile takeover attempt. In spite of this distraction, ifs corporate
leadership remained essenfially the same, and the conglomerate
registered progress in all its divisions. Acme Brick used 1990 to
consolidate its advances, to move forward, fo once more consider
expansion, and to plan for the future.

A study of Justin Industries’ activities over the preceding decade
reveals some noteworthy facts and trends. A glance at chart 15.1
shows that although 1982 was Justin Industries’ lowest profit year,
due fo significant losses in the footwear industry, that year was not
to set a pattern for the decade. Indeed, as the months passed, the
footwear segment regrouped and, by 1989, had become the
major profit contributor, thereby supplanting the building materi-
als group, whose profits continued to fall due to declines in the
construction market.

Although the industrial equipment division lost ground in 1986 and
1987, followed by the building materials group in 1989, these
cumulative losses did not equal those of 1982. Even with the down-

turned market and declining profits of the 1986-1989 period, the
building materials group still accounted for just over 60 percent of
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parties was held in the Plano Acme
Brick, Tile and More store in 1991,



the corporate profits of the 1980s. Acme's sales declined during
only one of those years, but it still made a slim profit, and contin-
ved its market penetration for the ninth straight year. This success
for the brickmaker would not have been possible had it not been for
Acme'’s marketing activity ond resolute stand ogainst cheap, half-
fired imported brick. Indeed, every brickmaker in the region would
have been devastoted if such imports had continued.

Over the decade, Justin Industries ventured into several business
areas in which it lacked knowledge or experience, and, as a
result, had to dispose of a number of acquisitions in less than
opportune times. Mega Equipment, Standard Machine Works,
and some concrete operations were examples of these. On the
other hand, the conglomerate’s purchases of compatible footwear
operations such as Nacona and Chippawah had been profitable.
While the purchase of Tony Loma Boot Co., of El Paso, and
Tradewinds Technologies appeared to be a goed fit for the con-
glomerate, they had not been operoted by Justin Industries long
enough at the time of writing to be adequately evaluated.

Finally, in order to control debt levels, Justin Industries held capi-
tal expenditures at low levels after 1985 and temporarily put a
hold on plans for expanding its brickmaking capacity. Acme,
however, developed plans to expand immediately when housing
starts picked up or to capitalize on strategic market opportunities
when these appeared. So most capital improvements that Acme
Brick made in the 1980s, except for new plant construction, were
paid out of operating profits of the brick company. The San Felipe
and Tulsa plants, however, were financed with industrial revenue
bonds. While Justin held the long-term debt of the conglomerate
at around $70 million most of the decade, this debt never exceed-
ed working capital. Most of the time, working capital actually
exceeded long-term debt by 10 percent but did reach a high of
66 percent and a low of 1.9 percent.

Through the third quarter of 1990, Justin Industries registered
gains in all its businesses except the concrete block concerns. The
Iraqi attack on Kuwait in August caused Ceramic Cooling Towers
(CCT) to suspend operations on its projects in Kuwait and to write
these off as losses. Justin's footwear operations expanded with the
purchase of Tony Lama Boots on October 15, and Justin Industries
sales exceeded the third quarter of 1989 by $535,000. Acme's
sales ran ahead for that same period by 12 percent.’

The corporate board of directors remained a stable and reliable
team throughout the 1980s. In 1990, the Justin Industries board
of directors was made up of Justin, Glaze, Friedman, Needham,

D. J. Kelly, Gearhardt, Roach, Tucker, and Mussolino. Ernest Blank

242



had left the company after seven years as o board member and
chief operating officer. Mr. Justin was appointed to replace him as
president of Justin Industries, and Mr. J. T. Dickinson was given the
newly created position of executive vice premdenf Mr. Marvin
Gearhardt, Dr. William Tucker, and Mr. John V. Roach, appoint-
ed in the early 1980s, remained on the Justin board. In 1986,
when Richard C. Newkirk refired due fo health problems, Mr, D.
J. Kelly, who had served as corporate counsel for many years,
replaced him. At the same time Mr. Joseph R. Mussolino, who in
1986 was president and C.E.O. of Republic Bank Corporation

(Dallas), also became a director.”

All Justin Industries board members were civic-minded and active
in their communities. Six of the nine board members were also
affilioted with Texas Christian University. Besides Chancellor
Tucker, Justin, Friedman, Kelly, Gearhardt, and Roach served on
the TCU Boqrd of Trustees.’ Mr. Glaze served on the Southern
Methodist University board and Mr. Newkirk, who died in 1990,
was a TCU graduate and contributor to his Alma Mater. Mr.
Bayard Friedman had been chairman of the TCU Board from
1979 to 1990, when he asked not to be elected again. So his col-
leagues elected Mr. John V. Roach as his replacement.”

Rightfully, board members felt that they were conducting Justin
Industries’ affairs in a competent manner as part of a dedicated
team. But late in 1989 and throughout 1990, they came under
unexpected pressure fo sell all or parts of the corporation. An out-
side group led by Perry Sutherland of Kansas City, Missouri, and
New York investor Barry Rosenstein, a former associate of corpo-
rate raider Asher Edelman, began buying Justin Industries stock
during the summer of 1989 under the guise of Choctaw Securities
and Reatta Partners. By August this group held 5 percent of the
company’s stock. At a meeting with Justin in October, Sutherland
apparenﬂy offered to buy all or some of the Justin Industries divi-
sions; and he specifically wanted the Acme Brick Company.” Then
in November, the Choctaw group filed a report with the Securities
and Exchange Commission (SEC) that the partnership owned 6.2
percent of Justin's stock and intended to buy out the business
through @ “non-negotiated transaction, proxy contract, (or) tender
offer.”* Between November 20 and December 19 the would-be
owners boosted their shareholdings to 8.1 percent, paying
approximately $23.50 a share for their 365,450 shares.”

Shortly after New Year's Day 1990, Justin announced that his cor-
poration would continue to pursue negotiations initiated on @
merger or buy-out of the less-profitable Tony Lama Boot
Company. Investor perception of this and Sutherland's attempt to
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Justin Industries Board of Directors,
1990.

take over, caused Justin Industries’ stock price to soar 60 percent
in just about one year to $23.50 and split 3-for-2. But as the
Forbes writer pointed out, Mr. Justin was in for the long haul, and
a takeover would not be likely since Justin owned 21 percent of
the company and another 21 percent was in the hands of employ-
ees, insiders, relatives, and friends.

As the March annual meeting approached, Justin’s directors pre-
pared to meet the challenge that Choctaw presented. In February,
the directors awarded the 73-year-old Mr. Justin a five-year con-
tract, a clear signal that they had no intentions of surrendering.
Within three weeks, the Sutherland-Rosenstein partnership formal-
ly offered to buy Justin Industries and raised the specter of selling
the company piecemeal.” Justin considered the $18.50 a share
offer made on March 7 to be too low. On March 8, Justin acknowl-
edged the receipt of Choctaw’s letter and responded that the board
might consider this proposal at its March shareholders’ meeting.
Justin also pointed out to the Sutherland group that the board had
developed long-term strategies and plans that did not include sell-
ing the brlck business, much less the entire company, during a
down cycle.“Then, the next day, Justin sent a letter to all the con-
glomerate’s employees in which he related the content of his reply
to Choctaw and offered his opinion that the price was too low.
Justin also requested employees to ignore rumors and fo continue
o provide the best products and services for their customers."

On March 24, Justin’s directors considered, then rejected, the bid
from the Missouri group since Sutherland did not appear to have
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the financing and no one on the board was in favor of the offer.
Stockholders expressed agreement with the board. One stockhold-
er was quoted as saying that he felt the potential of the company
was unllrmlecl especially with the set of directors and the president
it had.”* But on March 29, the Choctaw-Reatta
partnership filed a statement with the SEC that it
would reconsider its offer and could opt fo begln
a takeover bid that might be “unfriendly.”” On
May 16, the Sutherland group repeated its offer
and requested a copy of the Justin strategic plan,
minutes of the past two years’ board meetings,
financial statements for all operating companies,
and details on all “golden parachute” contracts
for management personnel.

In response to this renewed Choctaw effort,
Justin filed a suit contending that Choctaw was
not a normal investor group but rather a group
of corporate raiders and therefore should not be
given the same rights as other investors. Justin's
suit also asked the court to rescind Choctaw’s
stock purchases and to order them to refrain
from further purchases of Justin stock.” Then, in
June, Sutherland filed a counter suit seekmg to
invalidate the director’s election and severance
agreements, and to force another election.” The
outcome of these suits and counter suits was still
pending in December 1990, but in the mean-
time, Justin upped the price Sutherland would
have to pay if he took over.

As previously mentioned, Justin agreed to purchase Tony Lama,
another boot company that had also been the object of a less-than-
favorable takeover attempt that had collapsed in 1989. Considered
a “good fit” by most investors,” the Choctaw group called the move
“astonishing” and sought a stockholder vote on the purchase, since
they now owned over one million shares of Justin Industries.”
Nonetheless, Justin Industries completed the merger in October
1990, adding Lama'’s and Larry Mahan’s brands to its boot line,
and boosting Justin’s market share by about 20 percent.”’ Tied into
this deal, however, was $34 million in Lama debt and a $9 per
share price on Lama stock which brought Justin’s total purchase to
about $52 million.”

As the “cat and mouse” game between Justin and Choctaw contin-
ved info 1991, Justin’s directors and management were confident
that they had made the correct decisions. The maneuvers were little
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Acme’s old company store in 1990
was used for storage.

more than a distraction, and the corporation continued fo prosper,
since Choctaw apparently ”d|dn t know what they were getting into
when they started their move.””’ At the very least, it was the fervent
hope of Acme Brick Company employees that the company would
not be sold off to a group who, in
turn, would sell Acme to a foreign-
owned corporation. For Acme
employees were proud of being part
of the largest American-owned brick-
maker and looked forward to an early
favorable, resolution of the problem.
Ultimately their faith in Acme’s board
and Chairman Justin was justified
since the controversy was decided
in Acme’s favor by early 1991. On
February 19, 1991, Richard J. Savitz,
Justin’s controller, announced that a
setlement had been reached by which
Justin Industries paid $1.65 million
legal fees to avmd further litigation. The Choctaw group pledged
to desist its takeover efforts and sold its 12 percent stockholdings
to Texas investors. Acme could then get back to its business without
this destraction.

Economic conditions presented a mixed picture for the Acme Brick
Company in 1990, with some areas showing improvement. Interest
rates remained relatively low and the prime rate stable. Population
grew in most of the Acme region, and the area’s banking and sav-
ings and loan problems appeared to have passed their worst
stages. Even the experts could reach no consensus on whether an
impending recession was real or not. Likewise a key indicator for
the brickmaker was also unclear, since housing starts were up in
some of its areas and continued downward in others. And the wild-
ly fluctuating fuel costs brought on by trouble in the Middle East
became yet another factor affecting Acme's profitability.

Like the rest of the world, Acme expected so-called peace divi-
dends as communism fell in Europe, only to witness these hopes
dashed by Saddam Hussein’s invasion of Kuwait. Most American
industries had looked fo a positive government response to domes-
tic needs and the coming economic unification of Europe. But the
U.S. government, preoccupied with the possibility of a serious con-
flict with Iraq, devoted little priority to domestic issues, except the
upcoming general election.

In spite of 1990 being a soft year for housing starts, Acme Brick
Company did quite well. Brick shipments were up from 1989,
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reaching 563 MBE, much as John Koch predicted. Expansion of
the San Felipe plant got underway in the fall and was scheduled for
completion by the first quarter of 1991. This expansion would bring
the production of SFP to 100 million brick annually. This planned
expansion called for increasing dryer capacity, lengthening the kiln,
and adjusting the speed of moving the brick through the kiln. Acme
also made minor improvements at several other plants fo accom-
modate the production of some new product lines.”

Sales ond shipments were up about 12 percent as Acme
improved its market share for the eleventh straight year. In some
of its home territory, Acme shlpped as much as 75 percent of the
brick sold, and the company’s marketing strategy appeared to be
paying off for “Tile and More” and brokerage sales.” This
progress, along with retirement of some key personnel, caused
shifts within the sales and marketing group of Acme Brick.

The changes started in March, when Fayette Ellis refired affer
forty-one years in sales and marketing work for Acme. Mr. Ellis,
a graduate of the University of Houston with a degree in civil
engineering, had held jobs as Houston district sales manager, and
regional sales manager for both South Texas and the Southern
region. He had been director of various marketing activities since
1978. Few people were as knowledgeable about sales in the
brick industry, and he definitely would be missed. His tasks were
assumed by Mr. Bill Seidel, who held a bachelor’s and a master’s
degree in marketing from the University of Texas and West Texas
State. Seidel had worked under Melton and Ellis since 1983 as
marketing projects coordinator. He was ably assisted by Hannah
Farenkopf, who tabulated marketing statistics, arranged for dis-
tribution of literature to sales locations, maintained product
descriptions, input all price list changes into data processing, and
generally handled various requests for information from the field
sales offices. Then, in August, Melton assigned Bill Hurlburt the
South Texas region, enabling Bob Stover to concentrate his efforts
on the northeast Texas region.

In September, another key man in Acme’s sales structure
announced his retirement, effective January 1, 1991. This valu-
able regional manager, Bob Marks, mentioned several times in
this book, had been a sales engineer, brokerage manager, gen-
eral sales manager, and a regional sales manager. He was
employed by Acme most of the last forty years. His Midwest
region was split, effective with his retirement, into a Mideast
region and a Midwest region. The new Mideast sales region was
directed by David Martin from Springfield, Missouri and the new
Midwest sales region was managed by Jay Cox. p;
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A 1989 Acme advertisement—
“Acme Brick, the best thing to have
around your house,” seems to have
struck a good note with the public
and marketing. This slogan has been
used for nearly twenty years.

Both new regional managers had held important sales positions
with Acme when these promotions were announced. David Martin
was born in Springfield, Missouri, but educated at the University of
Arkansas at Little Rock. Prior to his appointment Martin had been
an Acme sales frainee, sales
| representative,  architectural
salesman, and a district manag-
er. His new region, centfered in
Missouri, and included
Springfield, Joplin, St. Louis,
and Kansas City. With this new
arrangement, Mr. Jay Cox, who
had been a television news
anchorman prior o working for
Acme, assumed his new duties
as regional sales manager for
the Midwest region. Before
becoming regional sales man-
ager, this native Oklahoman
had been a sales representative
and a district sales manager. His
¥, new region included Oklahoma
City, Tulsa, and Wichita while
he continued to maintain an

office in Oklahoma City. *

In 1990, marketing continued
to focus on popularizing brick,
trying to present a time-proven
product in such a way as fo be
perceived by the public as new,
exciting, and beneficial. The
company continued to promote
the Acme brand name through
advertising and other marketing commitments as in the recent
past, but expanded radio and television efforts. During the year,
Acme adopted plans to make 1991 a very creative marketing
year with special emphasis on its centennial status. Every Acme
plant and sales office scheduled celebrations and ceremonies,
and a public relations firm (Ashley and Taylor) was hired to assist
in promoting these centennial events. The company’s employees
looked forward from 1990 to the start of a new year filled with
memorable occasions and positive happenings.”

As Acme leaders looked to the future, they individually saw a
number of distinct challenges but, nonetheless, felt much the same
way about them. Harrold Melton put it best when he said, “In the
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long range our greatest challenges are not new.” From his view-
point, the brick industry “has not worked hard enough to sell the
use of brick” but must do so in the future. Melfon also felt that the
brick industry would not only have to find new products but also
expand the application for existing ones, which might include
some form of brick panel manufacturing. Further, he saw the need
to develop and frain qjuohfled brick masons, a shortage of whom
could become critical.

In the short term, John Koch saw the problem of protecting the
environment and air quality as major challenges and noted
Acme’s efforts in this regard. Production plants had already
installed scrubbers to clean their emissions and had also done
some engineering work exploring the possibility of converting old
clay pits into manageable land fills and usable lake sites. For
long-range challenges, he saw two major concerns that produc-
tion had to address using 1990s technology: the expansion of
architectural brick options and the production of match work for
older buildings. The latter problem was one for which Research
and Development had already registered great progress.

The major short-term problem, according to President Stout, was
for the company fo make the right decisions during the down
cycles, so that sales were maintained at high encugh levels fo
keap plonts running at an uccepfab|e output. In other words, man-
age a balancing act between controlling plant costs and building
excess invenfory in a buyers' market that depressed prices. In the
long term, Stout saw, like Melton, that the main challenges were
not new, and that the company was well along on its strategic
p|an to meet them. These chc“enges were progress and geo-
graphic expansion. And Acme’s first step in this regard was to
secure its position in its home territory—its six-state region. Other
steps, as Stout pointed out, required modernizing the company’s
production facilities, upgrading its sales yards and distribution
centers, while being sure to take care of the ferritory where Acme
operated.  Once these measures were accomplished, Acme
would be in a position to expand.

In a nutshell, oll of Acme’s leaders sow expansion as their great-
est challenge and felt that Acme was ready to meet this headon
in the near future.
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Conclusion

The Acme Brick Company had its origins in the
founding of Acme Pressed Brick Company by
George Ellis Benneft, near Millsap, Texas, in
1891. From a single kiln built on Rock Creek, it
eventually evolved into the giant Acme Brick
Company, which changed its name to First Worth
Corporation in 1968, and later became a major
division of Justin Industries. Acme Pressed Brick
was the embryo from which the present colossus
of the face brick industry grew. Even in this brief
study, several clear areas of evolution and
change are apparent.

Bennett founded Acme Pressed Brick shortly after the Texas fron-
tier closed, just as the state was beginning to industrialize.
Although, from its earliest days the growth of the company par-
alleled closely the growth of the region, Acme became a leader in
its industry. More than establishing his brick company and the
town of Bennett, which grew into a sizable community, George
Bennett applied his own nineteenth-century capitalistic principles
to create traditions and practices that persisted into the 1990s.
His ideas concerning business ethics, marketing, plant expansion,
product variation, structural adaptation, sound finance, fair labor
practices, facility improvement, aggressive competition, customer
relations, and firm leadership originated in the first twenty years
of the company’s history.

The Acme code of ethics reflected the persondlity of George
Bennett. This code became the unwritten rule of the new Acme
Brick Company under his son, Walter R. Bennett. In turn, J. E.
Fender, who first translated the code into written form, made it the
core of his operational procedure. Finally, these ideas were
adopted as a written code in 1964 and placed in every Acme
plant and sales office.
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Above: Rock Creek in 1990 where
George Bennelt started his first
brick plant.

Left: The Acme Brick tower located
in the University Center of Tulsa,
Oklahoma. (Artist, Mara Smith and
Architect, HTB, Inc.) This sculpture
has received recognition across the
United States.



The Rock Creek site where Bennett
took his first clay samples in 1890.

Over the last century, Acme has continued to expand its product
lines, which at first consisted of only one common and one face
brick, both manufactured by the dry-press method. By 1900, Acme
was making several types of ornamental and face brick of varying
grades or degrees of hardness. Following the
Denton merger, the two plants produced at least
eighteen types of brick by the stiff-mud and dry-
press methods. During the 1920s, Acme’s plants
made hundreds of types of face brick, as well as
tile and paving brick. Then, in the 1930s, the
company added a variety of tile and refractories
fo its product lines. At mid-century, Acme further
broadened ifs product offerings, including at dif-
ferent times soft-mud brick, hollow building file,
acid brick, ceramic cooling tower tile, and con-
crete products, in addition to face brick. In the last
twenty years, Acme has added not only hundreds
of brick shapes, styles, and textures but has also
developed brick sculpture and brick building tech-
nology. In that same time, the corporation has
expanded ifts brokerage operations fo include
retailing tile and other building materials.

In its century of existence, Acme has spread its influence through
purchases, mergers, construction, and alliances. The first expan-
sion program began in 1892, when George Bennett bought the
Texas Stone Company and the Lakota Merchandising Company.
Vertical organization saved Acme when Bennett became a partner
in a coal mining company. In 1912, Acme completed its first frue
merger with the absorption of the Denton Press Brick Company. In
its fourth decade, Acme built facilities in Arkansas and Oklahoma
and purchased the assets of the Fort Smith Brick Company,
Arkansas Brick and Tile, Wichita Falls Brick and Tile, and the
American Brick and Tile Company. Later, Acme also bought
Bridgeport Brick, Western Brick, Bishop Brick, the Garrison plant
(Athens Brick Company), Tri-State Brick, Frizzell Brick, Buffalo
Brick, Great Bend Brick, Fraser Brick, United Brick, Malvern Brick
and Tile, Seminole Tile, Jamestown, and Dixie Brick Companies.
None of these purchases was forced; most of them resulted from
offers to sell initiated by the companies themselves. Finally, Acme
bought six concrete companies in 1968 in order to diversify its
product lines, merged with Justin Boot, and formed into a con-
glomerate, which its owners renamed Justin Industries in 1972.

Many friendly alliances were formed over the years, the most
valuable ones being with the Texas Pacific system, Elgin Standard
Brick Company, and Endicott Clay Products. The valuable alliance
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with the Elgin Standard Company lasted until it was purchased by
the Butler Brick Company in 1965. Subsequently, Elgin’s succes-
sor, Elgin-Butler Brick, and Acme continued this friendly relation-
ship, which resulted in the 1991 purchase of the Elgin face brick
plant. The unwritten agreement between Acme
and Endicott Clay Products, struck in 1958 with
a handshake, continues to benefit both compa-
nies today since Acme markets Endicott products
throughout Acme's territory and in the Tile and
More stores.

Acme has continually maintained an effective
plant improvement program. The first program
began when George Bennett built Acme’s sec-
ond plant in 1894, across the tracks from his first
one, and experimented with the use of slack and
pea coal for burning brick. In 1912, Acme
began a shift to stiff-mud production from the dry-press method,
which proved to be a very wise move. Then, in the 1920s, Acme
started phasing out uneconomical and out-of-date production
methods, installed elecirical machinery and began using natural
gas for fuel. Alert to newer technologies, Acme officials built the
company’s first tunnel kiln in 1928 and, in the 1960s, built two
highly automated plants (Perla and Denton) that utilized this
method. Since tunnel kilns lend themselves to automation, the
company later built several other such facilities there and auto-
mated the plants at Ouachita, Oklahoma City, Tulsa, and San
Felipe. Acme also developed very efficient periodic kilns, which
were utilized at about one-third of its plants.

Other manufacturing operations also changed for the better. In
1891, most everything was done by human or animal power, but
in the course of time mechanical devices, such as electric transfer
cars and forklifts, replaced wheelbarrows and carts inside the fac-
fory. Electrical machines, first used in the 1920s, today do most of
the work at the plants. At the highly automated San Felipe plant, for
example, human hands do not touch the brick until it is handled by
a mason at the job site. Plants at Tulsa, Perla, Ouachita, and
Oklahoma City are approaching this level of automation.

At other plants, starting in the 1950s, forklifts revolutionized trans-
fer, stacking, burning, and loading. Mining operations continually
improved from the days when men shoveled the raw material into
mule-drawn carts and hauled it to the grinders. In the 1920s, Acme
installed rail transportation from pit to plant and began using shale
planers, tractors, and draglines to obtain its clay. Eventually, Acme
phased out these in favor of dozers, dump trucks, and huge self-
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Fifty years of Brick transportation
evolution:

Top: A 1949 experiment with a
“track” hydraulic system for loading
brick.

Bottom: By 1956 the track system
had evolved into o more efficient
system completely loading the truck
trailer (two views).

loading earth movers. This progress in the plants was reflected in
1990 production figures that showed that Acme, with 50 percent
more plants and employees, could produce 400 percent more brick
than it did in the 1920s at a fraction of the cost in fuel.

Acme’s shipping, too, became more efficient.
Trucking, adopted in the early 1920s to supple-
ment rail transport, gradually supplanted all but
the most distant deliveries of brick. Forklift load-
ing and packaging, introduced in the 1950s and
1960s, revolutionized shipping, saving time,
money, and breakage. By the 1970s Acme's new
automatic devices enabled one man to load and
unload a truck faster than a crew of a dozen men
could have done formerly with less opportunity
for damage to the brick.

Marketing expanded to match production in its output. A century
ago, Acme marketed its products in only two major cifies—Fort
Worth and Dallas—both of which were located on one rail line in
North Texas. Although George Bennett formed many valuable
allionces and managed to sell some large orders, Acme remained
a one-man sales force until 1910. Then, Root, W. R. Bennett,
Fender, and Fife began selling Acme products throughout the
state. Gradually, the company added other salesmen and opened
more offices until, by the end of the 1920s, Acme was shipping
brick nationwide. Following the Great Depression, it took nearly
twenty years before this network was reestablished, but Acme
shared in the boom that followed World War II. By the 1960s
Acme had developed formal marketing plans that, when imple-
mented, enabled its sales to reach new peaks. By 1990, national
and international business were once more important company
sales factors.

Acme’s market expansion outside Texas started in Shreveport,
Louisiana, spread into Oklahoma and Arkansas, and included
Kansas and Missouri by the 1920s. By 1971, Acme was selling
more bricks in these states than any other company, its market
share ranging from 15 percent in some states to 65 percent in
others. In its home state of Texas, Acme encountered some of its
stiffest competition because of the number of domestic producers
and cheap foreign adobe imports from south of the border. At
one point, in the 1980s, Acme marketed around 10 percent of the
total amount of face brick sold in the nation—more brick than any
other company.

By the 1960s, Acme had abandoned relying largely on reputa-
tion to sell its products and had begun expending more energy
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and money on promotional devices in support of
its sales efforts. In 1971, however, the company
changed its tactics and returned to advertising
primarily in professional magazines and jour-
nals. In the late 1970s, Acme officials, recogniz-
ing marketing as a most challenging area, made
a more consistent effort fo continue formal adver-
tising and promotional programs. This commit-
ment has helped Acme increase its market share
every year since 1980.

Financially, Acme has weathered many crises.
Originally chartered with a capital of only
$52,000, the business net worth was $10 mil-
lion in 1970. At the present time, it has at least
several fimes that amount in plant facilities
alone. Cautious internal and external policy,
together with aggressive marketing, account for
this success. Well established by 1920, the com-
pany increased its assets until the Great
Depression, when it showed an annual operat-
ing loss for the only time in its history. But Acme
survived this catastrophe because, in spite of
forced cutbacks in personnel and expenditures,
it was financially sound, and had not over-
extended itself. During the twelve-year recovery
period that followed, Acme paid dividends each
year, in spite of the fact that sales did not reach
pre-1929 levels until 1946.

In the 1960s internal improvement programs and
mergers increased the company debt by millions
of dollars. After struggling with the problems
posed by the 1968 diversification program and the formation of the
conglomerate, Acme (First Worth Corporation) found for the first
time in its financial history that its debt exceeded its surplus, and
that its working capital had shrunk to a dangerous low. Alarmed by
the prospect of losing his family business, Justin Boot Company,
John S. Justin assumed leadership of the First Worth Corporation in
1969. By suspending dividend payments in 1970 and cutting oper-
ational expenses, Justin’s reorganized company reversed the trend
in time fo take advantage of the 1971 construction boom. From
1971 to 1991, Acme has been a part of an operating division of
Justin Industries, which produced more than 50 percent of Justin’s
net sales until 1989. This division did not have an operating loss
until 1987, but, as a company within Justin Industries, Acme has
never lost money in spite of adverse construction cycles.
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Top: Acme delivery truck parked
outside the company headquarters
building in 1963. Note the tandem
trailer, brick packaging system, and
crane to off load the brick.

Middle: In 1975 Acme used the
fixed crane system that basically
exists today.

Bottom: Acme truck at Denton in
1992 (from the Garrison plant). This
truck has a newer lift system and
solid sideboards that store under the
trailer bed. These boards are used
to stabilize the load.



A view of the Bennett plant in 1991,

Acme has been fortunate in that most of its plant purchases proved
to be profitable. Many plants, considered losers by their former
owners, were turned into money-makers by the Acme team. The
really regrettable financial errors were made when the company
purchased businesses about
which Acme officials were
not knowledgeable. A strong
auditing and credit control sys-
tem, introduced in the 1920s,
and improved upon ever since
has kept internal losses remark-
ably low.

Financial success, which has
fostered continuous growth,
brought the need for more
office space and equipment.
Acme started with a one-room
frame shack at Bennett but built
a more suitable office building
there a short while later. The next move was to Fort Worth, where
Acme rented space on Monroe Street for five years before moving
to the old First National Bank Building in 1912. Then, in 1919, the
company rented space in the Neil P. Anderson Building where it
remained until 1951. In that year Acme built its structure on
Seventh Street. The general office force has increased from one
staff employee to more than one hundred. The company added
modern office equipment over the years and greatly strengthened
communications. In the last decade of the nineteenth century, Acme
began making use of the telegraph and the telephone. At first, a
single telephone served the entire organization; a century later,
Acme’s central office was completely equipped with telephones,
personal computers, 1-800 service, facsimile machines, and the
very modern, computerized BRIX system.

Growth and economic problems brought several major adminis-
trative and structural changes. Originally, a two-man partnership
organized as a corporation, Acme’'s first structure centered around
one man: George E. Bennett. Upon the death of his partner,
Bennett started training his son, Walter, to run the company, but
died himself before accomplishing this goal. So the stockholders
selected one of their own number, quph Root, as chief executive,
to serve until Bennett's son was able to take control. Eventuailly,
Walter Bennett became president and formed the Acme Brick
Company as a Texas-owned and chartered business in 1916. The
organization that emerged under the guiding hands of the major
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shareholders, Bryce and Bennett, was one in which the board and
operating officers were almost synonymous. This pattern remained
unchanged for more than forty years (1891-1935). With W. R.
Bennett's death in 1935, however, structural innovations were
adopted. For a time, a professional management team was estab-
lished and the company was divided into operational divisions.
When Fender became president, the top company managers
became vice presidents, and then board members. By 1948, the
cycle was complete, and the structure returned essentially to what
it had been in 1920. At Fender's refirement, the organization was
completely overhauled. At the recommendation of experts, the
company adopted a line organization and made very few
changes until D. O. Tomlin came to Acme in 1961.

Tomlin revamped the sales and production departments, which
were placed under a number of managers and their assistants. By
1965, however, he had returned to a system similar to the staff
organization of J. E. Fender. But, at the same time, Tomlin took a
number of steps designed to decentralize the company. This was
carried out in less than two years, just in time to add to the con-
fusion engendered by the moves to transform the company into a
conglomerate. Decentralization had been attempted too soon, for
the newly created First Worth Corporation required an entirely
different type of internal structure if it were to honor commitments
to the annexed concerns. Ceramic Cooling Tower, Acme Brick
Company, the Justin Companies, and Louisiana Concrete each
had its own president, while D. O. Tomlin presided over the entire
structure as president of the First Worth Corporation. Board size
decreased in 1968, in proportion fo the number who had
opposed the move to become a conglomerate, that is to say by
about 50 percent.

Tomlin’s decentralization did not work. Something of a victim of bad
timing, First Worth Corporation expected capital for diversification
fo be generated subsequent to its stock being listed on a major
exchange. But this listing was not forthcoming. A depressed con-
struction market and poor earnings squelched these hopes, and
along with them the proposed stock offering.

So Tomlin’s new structure lasted less than six months. When Justin
assumed leadership, he consolidated all but one of these executive
positions under his own direct management. He centralized the
functions of the building products companies under Acme Brick
and Louisiana Concrete Company, making Justin Industries a
working service unit for all the subsidiaries. By granting more
autonomy to each operating division through decentralization in
1984, the company gained more efficiency and flexibility,
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Acme Brick Company’s Officers/
Execufives organization chart.

Good leadership has been a tradition with Acme Brick Company.
The company has had ten presidents, and their tenure has aver-
aged ten years each. The company has been fortunate in that all
its leaders have been honest, sincere men who were civic-minded,
as well as being good businessmen. Each man in his own way pro-
vided strong leadership and helped shape the destiny of the com-
pany. Seven of the ten were native Texans; all had business expe-
rience; and six of the ten had experience in the brick business prior
to assuming leadership of Acme Brick.

Every one of these executives faced challenging problems and dif-
ficulties. George Bennett founded the company, overcoming sev-
eral market and production handicaps; Ralph Root held the com-
pany together during a trying period; Walter R. Bennett led it to
greatness; William Bryce and J. E. Fender piloted Acme through
the depression—its severest economic test; Fender guided the
company to recovery and prosperity; Neill Boldrick started inten-
sive modernization; D. O. Tomlin greatly modernized the compa-
ny and created a conglomerate; John S. Justin made the con-
glomerate work; and Edward Stout formed a team that rebuilt and
expanded the company in spite of two decades of shrinking mar-
kets and consolidations.

Much of the credit for Acme’s success was due to the teamwork,
diligence, loyalty, and devotion of its employees over the years.
Although this history has emphasized the leaders fo some extent

Prestaclisnt
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| | ]
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because they have been a major directing force, many employees
also have, in their way, made notable contributions to the Acme
organization and spirit. Among them were John Young, who
swam the Brazos River each day to get to work; John A. Elders,
an orphan, who started as a screen beater and
eventually became a superintendent and region-
al director; Dwight Alexander and Bennett
Abercrombie, who were first employed as labor-
ers in a brickyard and later held responsibilities
in important company positions; A. B. Kelly, who
refused some retirement pay because he had not
worked full time from 1891 to 1893; Louise
Abnot, who retired, but came back and worked
double shifts when needed; C. E. Dunaway who
fought the unions, but fought fair and earned
their respect; Senon Amador who spent sixty
years as a laborer and truck driver raising six
sons who worked for Acme; John Emberlain, the
92-year-old retired pit worker whose greatest
pride was his company pin; and all the dozens of
people who have worked for Acme for forty
years or more. That three and four generations of
the same families have worked for Acme testifies
to a spirit of mutual trust and good relations
between employer and employee.

Working together Acme’s labor and management changed the :?;t:u':‘:‘d:s'::::;nmmr:‘;?;m

face of the Southwest in the last one hundred years. In that period  ypiversity campus in Dallas was built
Acme produced and sold more than twenty billion bricks. There is  in 1940.

not a prominent city or town in the region on which Acme has not

left its imprint. Hotels, office buildings, factories, churches, schools,

and homes of the nation are more comfortable, more attractive,

and more durable because they are constructed of Acme brick.

This is a record in which the company can take pride.

The future of America’s colossus in clay is as promising as its past
has been bright, for Acme has the personnel, talent, organization,
and capability that could well make it prosper for another century.
Acme's founder could never have envisioned the size and type of
corporation, let alone the national status, his brick company
enjoyed at the end of its first century. If it were possible for him to
reply when asked, “What do you think of Acme today, George?”
Bennett's response could be no less than the broad, approving
smile he used when courting Octavia.
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Appendix B:

Acme Brick Company Financial Summary,

1918-1933

YEAR NET WORTH DIVIDED PROFITS STOCK  DEBT ASSETS
1918  N.A. $100,000 $200,000 N.A. $768,855
1919 $897,344 250,755 200,000 N.A. 1,109,751
1920 818,838 213,338 605,500 54,978 1,097,864
1921-22 Not Available

1923 1,325,330 288,393 1,050,000 79,848 1,454,654
1924 1,458,070 411,633 1,050,000 200,00001] 2,054,932
1925 1,895,734 414,534 1,967,700 145,679 2,650,786
1926 3,020,64502] 573,285 2,447,400 727,114 3,747,760
1927 3,243,738 691,138L31 2,552,600 478,242 i,067,132
1928 3,579,889 1,012,625 2,564,600 487,242 4,067,132
1929 3,666,970 1,111,170 2,555,000 586,240[4] 4,253,210
1930 3,405,827 846,027 2,600,000  284,34505) 3,690,172
1931 2,998,605 472,005 2,526,000  407,151[61 3, 405,756
1932 1,854,285 441,985  1,413,00007] 185,151 2,040,437
1933 1,792,212 379,911  1,412,300l81 87,440 1,879,652

Notes: N.A,=-Not Available, [1] $200,000 note pald by selling fed-
eral bonds at par, January, 1925. [2] Reduced by $66,000 and
$128,000 cash dividend as well AI $85,896 stock dividend paid Jan-
uary, 1927, [3] $3,285 cash dividend and $135,156 paid for
Wichita Falls Plant. [4] County road bonds sold and $451,746 debt
paid in January, 1930. [5] Sold $309,806 federal securities;

paid $200,000 note; gave 6% dividend, $135,588 on common, January,
1931, [6] Profits reduced by $133,596 dividend. [7] Common
stock cut to $50 a share, rechartered August 20, 1932; number of
shares outstanding 22,266 common at $50 and 3,000 preferred at
$100. [8] $1,000 preferred repurchased.

Source: Filnancial Records, Acme Brick Company
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Appendix C

Acme Brick Company Financial Summary,
1934-1970

STRFLOS OR - CURRENT T PRoTT oIvITEDS SPECLAL
LIl R g oex Trar ASSETS ERass
Botes .
19x e, B 299,278 ¥ 1,113,300 172,458 1,997,851 & (120,832) [ A oy B “Eﬁl
ifs Loaurancs
1935 1,507,753 82,935 1,378,300 287,367 2,183,118 228,508 711,021 9,0 100,000
10,643 Praf. 2
1934 1,970,115 651,815 1,318,200 424,008 2,398,161 L80,9%0 1,811,154 176,415 Commnn w:!%":‘-u
Comen 7946 u
W 1,982,768 645,868 1,336,300 353,788 2,335,957 81,09 1,363,789 T LS shars beck valzs
%34 1,855,503 629,205 1,336, %0 25,4 1,540,920 8,601 1,325,943 B, 318
Ips. tax
wE 1,7, 9,615 e .02 2,028,640 101,39 1,858,437 121,963 5,80
T 91 Pratarces
& T
198 1,976,808 49,615 1,326,300 52,968 2,073,937 52,865 1,395,376 il v 5
Comece Sook
19 2,088,368 o8, 365 1,300,000 AL 2,087,493 128,462 2,600,557 118,342 Falos $22.20
1542 2,026,002 &0, 537 1,300,000 o0 2,403,093 161,263 2,740, % 4,981
AETA ] 3,033,088 72T, 765 1,300,000 TR 2,92,92 85,082 2,774,931 #7,000
Ferla fire loss
19 2,078,399 o0, 578 1,366,000 508, 117 2,583,616 7% 2,106,982 76,000 ll&.:‘ﬁ E_J-:m
1945 2,8, mi 9,221 1,413,300 460,000 2,679,815 142,19 3,768,984 1,920
1928 2,195,799 08, 514 1,500,000 1,176,788 3,373,585 103,795 5,011,774 122,600 120,47 Ted taz
1947 2,748,925 728,935 2,000,000 707,042 3,450,968 9,748 5,885,209 500,000 137,696 Fed. tax
198 3,431,086 1,453,056 32,000,000 505,158 4,278,255 592,278 7,888,607 40,000 507,798 Fod tax
199 3,776,362 1,776,342 2,000,000 1,083,998 4,832,060 360,283 7,223,543 2,000
9 4,309,800 2,773, 80 2,000,000 99,641 5,11, 522 BB, LT 9,795, L0 400, 000 811,000 Fad tax
Res.
(40,000 sbares) 120,000 cash  ihg
1951 4,097,909 2,797,909 4, 500,000 1,128,673 b0, 543 58, 188 16,820,787 400,000 #tock m::l 3
6,711,022 63,000 share
1952 {!:';H:DZZ} 32,02 b i?%,m & 491,678 &, 802,700 1,026,172 10,372,747 150, 00 400, 000
500,000 ik,
155 5,738,800 2,779,468 1,060,500 1,008,285 7,576,895 426,313 10,656,299 370 caan O P,
94 6,958,928 3,798,538 2,000,600 1,612,892 5,571,800 1,075,872 12,372,99% 360,000 bt 000
1953 7,087,838 3, 587,873 3,000, 000 3,241,122 9,678,977 78,94 16,899,526 L9988 1,097, 51
1958 8,536,278 4, TIE,IT 3,000, 000 1,760,400 V0, 26, 676 1,340,75 18,771,625 360, 000 39,50
1957 9,664,064 5,854, 854 3,000,000 716,407 10,381,247 1,578, 528 14,759,300 9,98 % e
s 9,702,075 5,202,875 1,000,000 1,077,049 10,779,934 457,799 13,208,410 us, 14 R -y
10 300,000} 000 taza,
WS 10,447,085 6,947,885 3,000,000 1,740,947 11,588, 802 1,95,919 T8, 892,008 39,99 )1"‘?.” H .
. ton
1940 10, 620, 400 736 6T 3,000,000 1,791,003 12,471,40) LT =] 15,242,333 150,20 'I::::‘F'r:: E:'a-
1981 10,088, A5 152,680 3,000,000 I8N 13,275,077 184,57 18,540, 346 1nean
tekz 10,243,470 7,319,309 3,000,000 2,052,143 12,345,813 99,613 18,375, 05% 22,710
196} 11,198,001 s ORI s son 16,333,002 1,077, 0,134,003 223,750 1 PR
1AL 12,047,480 9,006,972 3,000,000 L6097 16,689,459 1,188, 82 2,088,100 356,000 124,329
1968 13,137,639 9,417, 85 2,000,060 3,328,470 18,462,057 1,301,833 22,344,190 495,000 , Danton Notarsteation
15 13,871,300 10,043, 780 3,110,000 77,359 21,685,640 1,100,404 1,547,630 472,305
196 Nk, 635,480 10,724,883 3,150,000 7,419,209 32,074,890 7,120,604 22,340,M3 L72,%05 1.50 & shars
Piral Worth Formed
(2,500,000 sharsal
1968 16,025,279 12,303,192 4,113,370 T4, 535,680 32,960,919 1,084,172 99,17 343,172 1,188,157 Fad tax
99 17,301,838 13,096, 268 4,119,770 13,205,0M1 30,408,709 336,313 42,308,092 802,29
90 47,300,438 13,840, 38 &,115,370 11,163, 293 37,05,01) Tk, T ), 207,39 - Tas 1,017,002
Sourcel Acms Brick Company Flsanaial Bscords
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Appendix D:
Justin Industries Financial Summary,
1971-1989

YEAR WL MIET SALES L ONGTERM WORKING REINVEST DEBT REDUCTION
IMVIDEND INCOML BERT CAPITAI ADDITIONS (PAY-OUITY
1971 iy w7 b 902 LAB7 2T 4 T34 i 5Ka 372 LE9ans [ALAFEL)
v (T S5502 510 3017,737 AR 12,074,443 3048 bt 2600
197 LN 54,530 157 2721 duk LRI 14550045 21.348 Rid) T47.052
1974 {359 J0E06, 173 3000, 242 10810 K27 15,761,735 BT ENT Y 20,787
1973 [ L] 14, 392 K40 1076240 11563 403 20,740,243 HHi2.K20 517304
170 {.55) EERTER 4,533 010 24 674 D 31,374,000 1,523 238 SOUETI2
(Ekdd | Ty 1 44,3846, ) 20 1000 32428004 32778000 T, 774 12,195,796
197K | SHge 709540 (W) 10,28 D00 13 675 Wy ERLANT 5400742
1t [ Aljyme TR 4400, M 10,743 40000 F5.55K,000 5. 744 3854 G010
[RELT (] 9T K62 10K THT9.000 1025 00 W RI3,000
[ELE | B 232,160,000 430000 (IR RTHT 18,1 17,000
1982 (.50} 239 K70, 00H) <, 345 (WM SHE.000 14,429,000
(115 i 254 Wb (W) TS 000 57 050,000 Tii KA | G GR2, 000 40,900,000
(LT | 3me* 13,720,000 fud_| S ONH) H7.42) O 1. 524,000 (LR Gy R TE
145 { Ay 2 KD MM | 5,050,000 8,084,010 THATA 000 749,000 | 2540,000
| ey i a0y T 325000 803, 000 9,32 1,00 KT 407,000 737.000 13,285 000
187 (R} 234,277,041 7,746,000 T, 500, 106 206, DN 2297100 5,603,000
(R t 27 240,730, 104 T A6 340,000 A0S L4 S28,000 2,496,000
[EL1) 1 3ty 277,930,000 7198000 My 23K.000 GTHK3 000 1807000 21 0RT.000
o LIRTOCK SPLIT FOR j972
" WL STOCE SPLIT FOW 1978 19749, (984, |98y
.
Appendix E:
L]
. . . LI
Building Materials Division—
Justin Industries Financial S
ustin Industries Financial Summary,
YEAR CAPITAL EXPENDITURES MET SALES OPERATING JUSTIN OPERATING
PROFIT/LOSS) PROFITHLOSS)
1980 6,083,000 44503 006 13,078,000 23,071,000
19K1 KR 000 RLCTE ST 8013000 20,704,004
|82 4802000 90749 000 S.010.000 1,512,000
1982 3,521,000 133,561 (00 4,994,000 N5 11,000
1954 BRGS0 139, 75001 21,047,000 37,528,000
1955 18 897000 131,403,000 16,561, 000 IT RAN (0
1980 3,660,000 115 Ge 000 7,791 0 7,546,000
1987 ENEENTT 108,729,000 5 150,000 Q63,000
uKK 4,933,010 1015,249,000 1 Bt (K 10.59% | 1K)
19Ky 4,549 004 105 1 Ok 1SHe4, WM LT 1y k)
1900 -t gl : ctrd o i NI - ol
5K, 244,000 51135367 0m) LA TR L] E15N, 2RO ey
GUE (L

CONTINUING OPERATONS
NOTE  Per shire meome amounts have been conpited on the average mamber of commun md commin couralenn xhares omsianding daring each vear and inclisde prefirred stock as common share
cquivalents. Bogk valie per equivalent share of common stock has been camputed an the number of common shres outstanding st December 31 All per share information has been adjusted For the 3.

for-2 stock splits i 1574, |98, 1989 Beginrumg m 1983, the company aliocmed micrest end other parent compiam, ad 1 P 10 subsidury companics. Inlerest cxpense was charged o
subsidiaries based on acutual idebtedness of ech subsidiary 1o the pareni pany. Ad € cois were all i bised on the wse of parent-company senvices  The years 1979 through 1982
were nof restated since prodise allocations could not be d ined for thise vears Total operating profit Tor 1985 und 1989 includes gams on sales of real catate of 3,537,000 and 327,000

respeetively, nol spearately inchided in segmem operating profile
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Appendix F:
Acme Brick Sales Offices and Distributors,

1990

Acme Brick Co:nplny
nwood B

Littin mr.ln AK 72201
5013742263

Acme Brick Company
301 Victory

Litle Fock, AKX 72201
501-374-2263

Acma Brck

3025 N Midland
Fine BluM, AX 71603
501-526-2000

135 M. ENzabeih

Acme Brick

711 Willow Giann Ad.
Asexandna, LA 71301
NE-LA3-04T5

hcme Brck Company
2500 Cameron
Lalayolta, LA TOS02
F18-254-4531

Acma Brick Company
203 5 dih Stroet
Manroe, LA 1202
JB-225-0852

Acme Brick Company
Grand Encors Rd.
Nalchilochas, LA 71457
JB-352-5700

Acme Brek Compiny
1514 Kings Hwy,
Shraveport, LA 71104
12212457

Acma Brick Company
1006 Souttwest Bivd,
Jnflsrson City. MO 85101
4350883

Maryland Hesghis, MO 63043
NATISB0

Mn-ﬂmkﬂompﬂm‘
2325 W, Battiefield Ag,

WN.WW

A17-B83-0502

Acma Bn:kc‘.umplmu
2500 NW 10

Oklaroma Cn\p m Tho?
ADS-EIA-HIA

Acme Brick Company
A3 Dawson Ad
Tulga, OK 74115

Acre Brick Company
30 Paarsan Ad.
Mamphis, TN 28118
SO1-I627420

BIST90-7752

Acme Brick Company
101 N. Mesquite
Abilena, Taxas 9601
N5ET3-T022

Acme Brick Company.

400 5. Garfiwld

Amariio, TX 79105
BO6-376-5586

Acme Brick Comoiny

8800 Snoal Creak, Suile 105
Austin, TH TBT58
E12-458-9132

Acmw Brick Company

290 A, Eastox Frwy,

Basumant, TX 77703
i¥al

214-2419400

Acme Brick Company
11 5 Locust
Dantan, TX 76207
F17-382- 7474

Aeme Brick Company
2611 W. 7th 51

Eoime

DISTRIBUTORS.
Sand Mountaln
PO, Box 95

Sytvarin, AL 15888
205553120

Del Pisg
V1S 5 Smse College Blva
. 2806
™
Inlermountain Brick Company
2125 15th Street
Danver, CO 80202
303-829-5256

Mack Brick Campany

PO Bos 3080
Lessburg, FL 337T459-3060
SO4-J26-a022

Hasman Brick

B0, Box 843

Beach, FL 3306
11

Cumd cny Brick & Tile
PO. Bax 57C

Bettendod, 1A 52727
NGIAS0ITE

SnaMeio Bhck & Tie
2557 Ouford Lans N.W._#2
Coder Ragids, A S2405
3192964356

Shalfisld Brick & Tile Ca.
PO, Bow 676

Shatfiand, |A 50475
S15-862-4354

Shaffinld Brick & Tile

TEO1 W. T9th 51
L

Chlsr_nn-lqn Busldars Suoply
Champaign, Ii, 51820
217-384-4288

3351618

Aock Valley Brick B Supply
PO, Boa 2126

Laves Park, IL 81130
B15-ET7-5T88

Omana, HE 68078
402300233
Cottvsau-Aouthier, Inc,
PO, Box 9127
Mancheste, NH 03108
503637

Advance Brick
2400 5 Highland Avel
Las Vogas, NV 29102
402-3086-0366

Consolidated Brick & Buliding

127 WL 2 51,

Neww York, MY 10011
N2-BASEOD

‘Wcdsiock, Brick & Supply Co ‘Weckesser Brick and Tile
PO, Box 481 450 Trabold
Woodsiock, L. 60088 Aochasior, NY 14624
§15-338-531 TIE-247-1100
Fldier Ine. Thrwway Bullders Supplies Comn
PO Bax 2324 5700 Shawnae Fd.
Elkhar, N 48518 Sanporn, NY 1432
TPIE22681 TIETI-I16
Ol Fart Supaly Co Hinck Ca.
P00 Bas 11303 211 Arlingion Ave,
Ft. Wayne, IN 46857 Staten Island, NY 14132
DIPAT2-2436 TIB-448-5050
Archileciural Brick Paragon Supgiy Ine.
B091 Canine Run Dr. PO Box 1079
Indianapalis, IN 48250 Syracusa, NY 13201
8422888 JEATS-EHS
Hanry F Egglro Gn. Ine; Laning Brick, Inc
2277 Naw York 414 Sluyvesang
Whiting, IN 48394 Urissn, NY 07083
218-639-0887 200-064-1750
Lowslians Concrata Products dihn Dugper Co.
PO, Bos 1107 Mo & Columbus Ad
Balon Fouge, LA T0&21 A 45140
504-358-5281 STEEI-ZIN
Loussiana Concrile Products m
11201 Oid -
Hew mﬁmﬂym Cumpariand, Rl 02064
S0d-246-3500 AN-TI2-2002
LAl S«M C: e Bnck A Tie
1404 From dvo. 7130 Daylan
Lathervile. MD 21093 Chafionooga, TN 3M15
J05-AT5-TRO0 BISBET-4551
Polomac Yailey Faathanila Builging Froducts
5515 Randelph Ag. 732
Fockville, MD 20852 Corpus Christ, TH TR485
JN-FTO-3TT0 512
The Balden Brick Sales Co. Faainarite Buiding Froducts
14308 Livernais Ave. i)
Dlatrod|, M1 dgzsa El Pesa, TX 79980
31‘5&!—1?‘2 NSRS
Standard Brick & Suppéy Metrg Buikding Supply
TOE 3. st Ave, ‘Wasi 8381 Oid Counnouse
Duluth, M1 55808 Visnna, VA 22180
218-TZ2-8641
Batdon Brick & Suppky Ca Fahr Conerete Products
Lsonard 5t.. N.W. 1111 Mamamania
Grand Ragids. M1 48503 Eau Clarm, Wi 54701
&1
Brothes Ca. Hockar Bras. Brick & Tile
301 W T8N St 1 Brick Ad.
Minnaapotis, M| 55420 Graon Bay, W1 54303
B12-504-2040 ¥
W, e, Janssvitin Brick & Tils
250 Frasmoni Ave., Norh PO, Box
Minneanaiis, Ml 55405 53545
B2-374-5050 GOB-753-T46D
Coming-Daononus, Inc. Wisconsin Brick & Block
1407 Marshail PO, Box
Sh. Paul. MI 55140 Madison, Wi 53705
Kasten Masonry Sales Buther Lima and Caman Tews
PO, 456 6200 W, Canter
Jacksan, MO BI755 Milwaulosa, Wi 52310
L 4144425000

ACME BRICK COMPANY GENERAL OFFICE « PO. BOX 425 = FT. WORTH, TX 76101 = (817) 332-4101
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Appendix G:

Acme Brick Employee Directory, 1990

CORPORATE OFFICE
2821 W. 7th Street (76107)
Fort ‘Warth, Texas
(B17-332-4101)

[B17) 429-2585 Metro Number
BOO-992-1234 Texas Wals
BD0-433-5450 Cutside Texos Wals
(B17] 390-2404 Fox Mumber

PRESIDENT

Ecward L Stout Jr.

Sharon D, Shultz, Administrative Ass stant
Gina Eason, Secretory/Receptionist

BRIX 054

VICE PRESIDENT—MARKETING &
GEMERAL SALES MANAGER
Harrald E. Mellon [290-DAS)
Carne Barman, Secretary

BRIX 976

VICE PRESIDENT—PRODUCTION &
GENERAL PRODUCTION MANAGER
John Kock

Charlate Braddock, Secretary

BRIX 451

VICE PRESIDENT—FINANCE

Dennis D. Knoutz

BRIX 065

Steve Kratzer, Administrotive Assistont
BRIX 07 4

Sharon D. Shultz, Administrative Assistant
BRIX 054

ACCOUNTING
Fax Mumber (817) 390-2480
Terry Hampton, Controller

BRIX 028

Jim Crabiree, Assistant Conraller
BRIX 025

Christine Boehringer, Secrefary
BRIX 4217

Joe Jehering, Stalf Accoumant
BRIX 081

Pot Holoday, Stalf Accounian!
ERIX D35

Ruth Black, Accounfing Clark
BRIX 044

Kathy Clay, Accounting Clerk
BRIX 048

Gay Swinney, Accaunting Clerk
BRIX 097

Dolores Salas, Payrall

BRIX 027

Dena Ware, Payrall

BRIX 420

Deeno Masley, Accounts Payoble Cleck

BRIX 042

Lech lings, Accounls Payable Clerk

BRIX 034

Delayne Huntsherger, Accounts Payable Clerk
BRIX 098

ADMINISTRATIVE SERVICES
Purchasing

Cindy Pocle, Purchasing Manager
BRIX 423

Mail Center

Marie DeRosch, Supervisor
Terri Clagan, Mail Clerk
Joonnie Paton, Mail Clerk

Property Maintenance
Steve Shellberg, Maintenonce Supervisor

AVIATION
Sharon Shullz, Schedule Coordinoter
Gina Eoson, Schedule Coordinntor

BROKERAGE PRODUCTS
W.E. “Bill" Heiss, Monoger
BRIX 471

Pl Masley, Coordinalor
BRIX 471

CASHIER

Cindy Poole. Cashier

BRIX 423

Hazel Clarke, Assistant Cashier

CREDIT DEPARTMENT

Fax Number (B17) 390-2480

Jerry Slate, Monoger

BRIX 431

Pam Whisenant, Secretary

BRIX 440

Fred Garrell, Assisiant Credit Manoger
BRIX 433

Caralyn Thecker, Clerk/Typist

Ruby Blokenship, Chief Credit Clerk
BRIX 435

Annefte Clark, Chief Clerk/Accts. Receivable
BRIX 427

Pattsy Jennings, Accts. Receivable Clerk
Pam Wilsan, Acets. Receivobla Clerk
Evelyn Fort, Billing Clerk

Volerie Perez, Credit Clerk

ENGINEERING

Joe Lord, Chief Engineer

Gaoil Stallings, Secretary

Larry Barger, Drafting Supervisar
Felton Dunn, Praoject Engineer

Rick Bloodworth, Engineering Desigrier

INTERMWAL AUDIT

Jim Flinn, Infernal Audit Monager
BRIX 051

Peam Melendez, Internal Auditor
BRIX 052

MARKETING SERVICES

Bill Seidel, Director

BRIX 067

Hannah Farenkopl, Marketing Coordinalor
BRIX 087

Britt Stokes, Photographic Services

TECHNICAL SERVICES
Bill Bailey, Monager

CUSTOMER ENTERTAINMENT
Tillman Niblett

West Route

Dervis, Oklohema 73030
(405) BA8-3336

MANAGEMENT INFORMATION SYSTEMS
Mike Bowen, Direchor

BRIX 467

Sandra Bacon, Secretory

BRIX 402

Keith Miller, System Frogrammer

SYSTEM DESIGN & PROGRAMMING
Kevin Stery, Manoger

BRix 474

Bruce Arthurs, Pragrammer Annlysr
BRIX 031

Pat McCoy, Programmer Analys)

BRIX 410

Kevin Payne, PC Support Programmer
BRIX 463

Brad Moore, PC Support Programmer
Ralph Thompsan, Systerns Analyst
BRIX 4164

Dennis Hansen, Systems Analysi

FIELD SUPPORT

Pat Thamas, Field Licison

BRIX 404

Betty Crayen, Field Support Linison

OPERATIONS

Bobby Allen, Manoger

Carolyn Black, Data Entry Operator

Chuck Jones, Computer Operator

Ricky Pation, Computer Operator

Chris Davis, Third Shift Computer Operalar
Denise Kimbraugh, Support Linisan

COMMUNICATIONS
Bill King, Manager
Dana Critendon, Communicetion Analyst

PERSONMEL & INDUSTRIAL RELATIONS
Babby Moan, Manager

Glenda Sullivan, Persannel Administrator
Carol Mitchell, Dota Input Cperator

Kim Costley, Personnel Secretary

REAL ESTATE
Echwerd L Stout, Prasident

SPECIAL SHAPES
Larry Barger, Drafling Supervisor

TRAFFIC

Corl Sanders, Manoger

BRIX 450

Sharan Chishalm, Traffic Coordinarar
Harold Hulce, Central Truck Coordinatar
BRIX 407

Rogene Johnson, Secrelary

Janie King, Traffc Clerk

Laynefte Rainey, Troffic Clerk

BRIX 448
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SALES

VICE PRESIDENT—

MARKETING & GEMERAL SALES MAMAGER
Harrold E. Melton (290-DAS)

Carrie Berman, Secrefary

11281 Shady Trail (75229-4649)
PO Box 29311 (75229)

Dallas, Texas

|214) 247-6532

{214} 247-0950 Fax

REGIOMAL SALES MANAGERS

CENTRAL (239) & SOUTHERN (258) REGION
Freebaoim (231-LRS)

John Bufford, Technical Engineer [Central)

Ann Jarrell, Secretary

301 Victory (72201-1887)
PO Box 286 (72203-0286)
Litle Rock, Arkansos

1501) 374-5574

Offices of Responsibility.

MES, DIS, FSS, 8DS, LRS, SFS, 5PS, TXS, LVS.

CPS5, HAS, EPS, NVS, BRS, ALS, MOS, LCS,
LAS & NOS

MIDWEST REGION (249)

Bob Morks [260-OCS)

David Gasigeb, Regional Engineer
Jon Teel, Secretary

2500 NW 10th Street (73107)
PO Box 24012 (73124)
Cklahoma City, Oklahoma
{405) 525-7421

Offices of Responsibility:
KCS, WIS, OCS, SLS & TUs

WEST TEXAS REGION (279}
Jim Duckworth (271 -AMS)
Melba Dockery, Secretary

400 5. Garfield Street (79102
PO Box 507 (79105)
Amarillo, Texas

(BO&) 376-5986

Offices of Respansibility:
ABS, AME, LUS & MIS

NORTHEAST TEXAS (297) &

Bob Stover |290-DAS)

Mark Owens, Regional Engineer
Regina Whitlow, Secretary (290-DAS)
Patti Stivender, Secretary (282-HOS)

11241 Shady Trail (75229)
PO Box 29311 (75229)
Dallas; Texas

[214) 241-1400

Offices of Responsibility:
DAS, FWS, DES, WFS, PRS, BMS, HOS,
SA5 & ALIS

ABILENE BRANCH (270-ABS)
Barry Hendricks, Branch Manoger
Brenda Moare, Office Manager
Tom lsabell, Yard Faremon

Gene Varnell, Truck Driver

101 M. Mesquite (795601)
Abilens, Texos
(915) 473-7022

ALEXANDRIA DISTRICT (250-ALS)
LW, "Jim" Deloney, District Manager
Borbara Markwalter, Secretary
Glenna Outlow, Dispt./Credit/Of
Wayne Curry, Sales Representafive
Gerald Henogan, Sales Representative
James LoCour, Farklift Gperator
Ronald Nugent, Truck Driver

711 Willow Glenn Road
PO Box 7443 (71308)
Alexondria, Lovisiona
(318) 443-0475

AMARILLO BRANCH (27 1-AMS)

lim Duckworth, Branch Manager

Melba Dockery, Secretury/Receptionis!
Leonard Ruzowski, Office/Credil Monoger
Mike Cherry, Sales Represeniafive

Howard Parkins, Yard Fareman

400 5. Garfield (79102)
PO Box 507 (79105}
Amarille, Texas

(B0&) 376-598&

AUSTIN DISTRICT (284-AUS)

Mark Merchant, District Manager
Dianne Puckett, Credit Manager

Cole Erwin, Arch, Sales Reprasantative
Bill Davis, Res. Sales Representative

Bok Jackson, Res. Soles Representative
Jock Simpson, Res, Scles Representolive
Rendy Combs, Terr. Sales Representofive
Vince Gollegos, Salas Reprasentative

481 Round Rock West Drive
Round Rock, Texas (7868))
(512) 244-7400

(512) 244-9040 Fax

John Doniels, Territory Soles Representative
1103 Tedd Trail (77840)

College Station, Texas

|40%) 775-6005

BATON ROUGE DISTRICT (251-BRS)

Tom Wimp, Manoger

tori Ellen Wintz, Receptianist

Karen Leal, Credit Manager

Barbara Hulick, Disparcher

Ted Strickland, Res. Soles Represenialive

E. ). "Boots" Barrow, Arch, Sales Represeniaiive
Scalt Borrow, Yard Supervisor

4747 Chactaw (70805)
Baton Rouge, Louisiana
[504) 356-5281
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BEAUMONT DISTRICT [280-BMS)

Dale Scolt, Branch Monager

Judy Prevost, Secrefory/Dispalcher
Jerry Covingten, Truck Driver/Yardman

2910 A Eostex Frwy. (77703)
Beaumont, Texas
(409) B99-4171

CENTRAL REGION DISTRIBUTION YARD
[237-CDY)

Caralyn Pasion, Brokeroge Manoger
Patricia Finley, Secretory/Receptionist

Grigsby Ford Road
PO Box 250 (72104}
(501) 332-26%%

DALLAS DISTRICT (290-DAS)

Larry Mitchell, District Manoger

Regina Whillow, Secretary

Tommy Flowers, Receptionist

Danna Pasten, Inside Sales

Jerry West, Credit/OHice Manoger

Susan Taber, Credit Assistant

Bill Hurlburt; Res. Sales Manoger

Ston McCarthy, Assl. Res, Sales Manager
Larry Chennault, Res. Soles Represeniafive
Mike Hodges, Res. Sales Representafive
Gary Hubbard, Res. Soles Represeniotive
Gary Jomes, Res. Sales Represantalive
Jerry McGinnis, Res. Soles Represeniohive
Bren| Synder, Res. Sales Representalive
Fred Clayton, Arch, Sales Manager

Brod Burkes, Arch, Sales Representuive
Gene Miblett, Arch. Sales Represenialive
Susan Houser, Key Accounts Secretary
Wanda Rains, Coordinater/Customer Service
Diana Harris, Customer Service/Sales Secretary
Pat Burchfiel, Sales Troines

Shawn Hawkins, Yardman

Dewvid Mentan, Truck Driver

11261 Shady Trail (75226-4869)
PO Bax 29311 (75229)

Dallas, Texas

[214) 241-1400

(214) 247-0950 Fox

DENTON DISTRICT (294-DES)
Gene Lackey, District Manoger
Deirdre Harris, Secretary

Sheroll Crowkord, Inside Sales
Billy Gae, Outside Soles

Greg Hinnrich, Sales Represenialive
Ron Risdon, Sales Represeniative

2111 5o, Locust (76205)
PO Box 27131 (76202-2131)
Denton, Texas

(817) 382-7414

Bill Gonn, Territory Sales Rep.
300 Rosewoad (76301)

PO Box 28 (74307)

Wichita Falls, Taxas

(817) 787-2560



USTHEUTOR SALES (223-DIS)
d Lumley, Distributor Mgr.

z Dunn, Sales Representative
Shawn McElray, Su|ei Represeniafive
Peggy Reynalds, Sales Coordinator
John B. Douglass, Traffic Coordinater

1307 W. 3rd Sireel
PO Box 286 (72203
Litfle Reck, Arkansas
(501) 374-2243

FORT SMITH DISTRICT (230-F55)
Carroll West, District Manager
Becky Roberts, Office Monager
Jan Wade, Inside Sales Rep.
Paul Whisenhunt, Terr. Sales Rep.
Bill Ginger, Terr. Sales Rep.

2723 Old Greenwood Rd. (72901)
PO Box 3884 (72913-3884)

Fort Smith, Arkansas
{501i782-7974

Rudy Riley, Terr. Soles Rep.
Debbie Miller, Secratory

1111 &, Arkonsos

PO Box 1774 (72801
Russellville, Arkansas
{501) 968-4900 OFFICE
{501] P68-3555 HOME

FORT WORTH DISTRICT (293-FWS)
Arnold Bachschmid, District Manager
Ron Bowen, Residentinl Sales Mgr

Jerry Thomas, Residential Sales Mgr,
Susan Thnmpsm, Secretary

Joseph Rohmer, Credit Monager

Sandro Komisarjevsky, Order Eniry Clerk
Jamie Perkins, Order Entry Clerk

Larry Clements, Arch. Sales Representafive
Steve Burdett, Sales Representafive

David Corathers, Sales Representotive
John Dolman, Sales Representalive

Mark Cooke, Sales Representotve

Roy Merris, Soles Representalive

Lyle Pottie, Sales Representalive

Mork Williams, Sales Represeniative
Chris Ferrell, Yardman

Sid Mulkey, Dirver

2811 W, 7h St (76107)
PO Box 425 (76101)
Fort Worth, Texas

(817) 390-2409 or
(817) 332-4101

1817) 390-2404 Fax

HOUSTON DISTRICT (282-HOS)

Bill Lemond, District Manager

Pathi Stivender, Secrefary

Judy Angell, Service Agent

Vivian Lee, Office Manoger

Heward Green, Dispatcher/Operations Mge
Dee Peirich, Service Agent

Shari Martin, Inventory Clark

C K. Willigms, Recepfionist

Kristie Venarske, Order Entry Clark

Liz King, File Clark

Deon Chalfin, Arch, Soles Representotive
Sandy Davis, Key Account Manager
John Wetsel, Res. Sales Manager

Steve Clork, Res. Soles Representafive
Jim Deborah, Res. Soles Representative
Pete Dickenson, Res. Sales Representalive
Bob Heod, Res Sales Representative
Eddie Parrin, Res, Soles Reprasentalive
Ed Sosko, Res. Soles Representalive

Don Wallace, Key Account Manager

Ed Seiling, Sales Represeniotive

Tim Heller, Inside Soles Representalive
La Rue Smesny, Inside Sales Representative
Rey DelaGarza, Yard Fareman
Lorenzo Galvan, Warehousaman
David Denhom, Mointenonce

Ed Coleman, Forklift Operator

Ralael Inestroza, Forklift Operatar
Hector Mantaya, Yardman

Winkard Johnsan, Truck Driver

Kenith Thomas, Truck Driver

Danny Ross, Warshousemon/Driver

5020 Acorn (77092)

PO Box 925036 (77292-5036)
Houston, Texas

(713) 681-4451

{713) &81-1907 Fax

Joplin (247-JO5)
Blain Mordstrom, Res. Sales
Gay Lynn Morris, Sec. /Rep.

1710 E. 32nd Sirest N
PO Box 5056 (64804)
Joplin, Missauri
(417) 781-1931

KANSAS CITY DISTRICT (241-KCS|

E H. “Hopp" Voupel, District Manager
Mary MciMair, Office Mar./Dispalzher
Deana Kerr, Office Assistant

Brenda Cogswell, Receplionis!

Bob Connell, Arch. Sales Representative
Kirk Allen, Arch. Sales Represeniotive
Harald Bates, Sales Representalive
Bob Dalten, Soles Representative

Bob Long, Sales Represantative

Alva Ed dsan, Yardman F

Jarry Brawn, Truck Driver

Herbert Lee Chrisjohn, Truck Drive-

307 Santa Fe (64061
Olathe, Kansas

{913 782-9500
{913) 782-1839 Fox

LAFAYETTE BRANCH [254-LAS)

Bob LaBorde, Branch Manager

Debbie Burleigh, Credit Mgr./Dizpalcher
Jomes Francis, Driver/Forklift Operator

2500 Comeron (70506)
Lafoyetie, Louisiana
{318) 234-4531

LAKE CHARLES (253-1CS)

Bryon Hockett, Branch Manoger
Margaret Flamming, Secrefary
Glen Aresment, Sales Coardinator

2111 Common (70601}
Lake Charles, LA
(318) 433-7348

LITTLE ROCK DISTRICT [231-LRS)

Lelond Lane, District Menager

Jane Malan, Secretary

Linda Gerrald, Credit Coordinatar

Loe Dinwiddie, Office Mar /Inside Soles
Don Comeron, Arch. Sales Repressntative
Ermer Jones, Res, Soles Represantative
Scolt Foust, Res. Sales Representatve

301 Vichery (72201)
PO Box 286 (72203)
Little Rock, Arkansas
{501) 374-5574

Randy Reeves, Terr. Sales Rep.
10 Whippoorwill (72143)
Searcy, Arkansas

(501) 268-4817

Calvin Johnsan, Terr. Sales Rep.
1004 3rd Street (72913}

Hat Springs, Arkansos

501} 624-1928

Buddy Powell, Terr. Sales Rep.
3709 Lakeview Ch (724C1)
Jonesbara, Arkansas

(501) 9320463

LONGVIEW BRANCH (291-LVS)

Rabert Henson, Branch Manager

Linda Mance, Sec /Credil Mgr.

Kenneth Morgan, Yardman,/Farklift Oper
Albert Gonzales, Truck Driver

1301 West Cotton
PO Box 6120 (75808)
Longview, Texas

[214) 753-24679

LUBBOCK BRAMCH (274:LUS)
Andy Anderson, Bronch ionager
Linde King, Secretary

Roy Dunlap, Dispatchar

Mark Burden, Soles Represenialive
Santiage Merios, Forklift Drwver
Jumes Fortenbury, Truck Driver
Lupe Gomes, Truck Driver

2301 Avenue A (77404)
PQ Box 1302 (79408)
Lubbiock, Texas

(BD&) 747-3181

MEMPHIS DISTRICT {210-MES)

Clyde Blount, District Morager

Pam Eure, Secretory/ Rep

Vikki Fuller, Dispotching Clerk

Woodie Hill, Tile Manager

Eddie Albanetti, Asst. Tile Monager
Wayde Edwards, Res. Sales Rep utive
Terry Tucker, Res. Sales Representative
Terry Padgett, Res, Sales Monager
Charles Cale, Arch. Sales Representative
Leon Mackey, Yard Supernitendant
Roberl Mearidy, Truck Driver

Freddie Gillespie, Truck Driver

Tany Glover, Yardman

Gerome Hulom, Yardman

Dwight Ward, Yardmen

3310 Pearson Rd. (387118)
Memphis, Tennesses

(901) 362-7420

(901) 362-7420 Fox

MIDLAND BRANCH [275-MIS]
Randy Setle, Branch Marager
Kathy Stewort, Secretary
John G. Alderete, Truck Driver
Brian K. Wilson, Yordman

3020 W. Front Street (79701)
Midlond, Texas
(#15) 699-5017



MONROE BRANCH [255-MOS)
Rob Jolliff, Branch Manager

Lori Dunn, Office Mgr./Dispatcher
Frankie Miletello, Driver/ Yardman

203 5. Bth Street (71202]
Manroe, Lovisiona
{31B) 325-9452

NASHVILLE BRANCH (211-NVS)
Mark Orme, Branch Manager
Kathy Wall, Office Manager

7016 Church, Suite D
PO Box 3087 (37037)
Brentwood, Tennessee
(&15) 371-1915

MNATCHITOCHES BRANCH (25%-NAY)
Jack T. King, Soles Represeniotive

PO Box &78
Matchitoches, LA [71457)
(318) 352-5700

NEW ORLEANS DISTRICT (256-NOS)
Greg Foster, District Manager

Vickie Polarmo, Acct, Rec, /Payables
Mike Fos, Sales Representalive

Rene Riche, Inside Sales/Dispalcher
Tom Causin, Sales Representafive
Richard Berry, Sales Representafive:
Henry Robinson, Yardman

11201 Cld Gentilly Road
Mew Orleans, LA (70129)
(504) 248-3500

(504) 244-6769 Fax

MNORTH TEXAS DISTRIBUTION YARD (298-NTDY]
Danny Cagel, Monager

Kim Misika, Dispatcher Coard

Angie Hokonson, Brokerage Coord

Jay Jordon, Yard Supervisar

Ben Vecera, Yardman

Usvaldo Commancha, Yardman

Marvin Adams, Driver

Elmer Matthews, Driver

Eddie Smith, Driver

2111 5 locust (76201)
PO Box 2131 (74202)
Denlon, Texos

(B17) 387-5804 EXT 29

OKLAHOMA DISTRICT (260-0CS)

Juy Cox, District Manager

Jan Teel, Secretory

Fat Hufnogel, Office Mgr./ Coordinater
Calleen Turner, Receplionist

Carole McCulley, Cust. Serv. Rep.
Debbie Benson, Credit Manager

Red Morgan, Arch, Soles Representotive
Jerry Howell, Sales Representafive
Stan Keeley, Soles Represeniative

Bill White, Sales Represenfative

Steve Cougill, Soles Representative

Ted Reese, Sales Representalive
Angela Hickman, Soles Representafive
Joni Land, Inside Sales Reprasentative
Jim Anderson, Yard Fareman

Gary Cummins, Yardman

Earl Lowe, Truck Driver

Gayle Brus, Truck Driver

2500 NW 10th (73107)
PO Box 24012 (73124)
Oklohoma City, Oklahame
(405) 525-7421

(405) 525-7483 Fax

PLANO ROAD SALES (292-PRS)
Greg House, Sales Monoger

Mory Emmich, Secratary

Bill Caker, Inside Sales

Drew Sinquefield, Oulside Sales

Kelly Kiefer, Outside Soles

Jeft Ehresmann, Warehouse Manoger
loe Gomez, Warshouseman

Jeft Davis, Warehouseman

10550 Flono Road

PO Bax 551357 (75255-1357)
Dallas, Texas

(214) 348-4978

(214) 343-7104 Fax

SAN ANTONIO DISTRICT (2B3-5A5)

Dick Goodman, District Manager

Tony Pargas, Coordinator/ Dispatcher
Anno Campos, Credil Mar. /Secretary
Brad Bachat, Res. Sales Representative
Tony James, Res/Terr. Sales Representativis
Joe Arriola, Inside Sales Representative
Glenn Wenzel, Arch. Sales Representative
Greg Payne, Terrilory Sales Representative
Leo Ramirez, Forklift Operater

231 Baosse Road (78212)
San Antonio, Texas
(512) 733-6251

[512) 733-5713 Fax

SHREVEPORT DISTRICT (257-5PS
Grimm Dewell, Distric) Manager
Shirley Preston, Office/Credit Mgr.
Horeld Hay, Terr. Sales Represeniotive
Willie Lostan, Driver/Forklift Oparatar
James Johnson, Forklif Operalor

1919 Kings Hwy, (71104)
PO Bax 38137
{71133-8137)

{318) 221-2449

Jack King, Terr. Sales Representative
Rt 1, Box 435-C

Campli, L& (714117}

(31B) 875-2745

SPRINGDALE BRAMNCH (232-SDS)
Jerry Janes, Branch Manager

Pat Voise, Secratary

Eddie Faucett, Soles Representative
Judy Themas, Order Eniry Clark

1607 N Thampson
PO Box 772 [72745)
Springdale, Arkonsas
[501) 756-0550

SPRINGFIELD DISTRICT (246-5F5)

Dave Marfin, District Manager

LaBetha Jackson, Secretary

lulie Sowards, Credit Monoger

Jahn Harp, Soles Representative

Rick Zimmarman, Res. Sales Representofive

Chesley “Buzz" Horriman, Dispatcher/Yard Mge

David Roberts, Truck Driver
Mark Sloughter, Truck Driver
Bill Broke, Forklift Operatar
Jomas Judsen, Forklift Operotor

2325 W, Battlefiald Rd.

Springfield, MO 45807
(417) BB3-0502
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ST. LOUIS BRANCH [245-5L5)

Babby Ray, Branch Monager

Shirley Smith, Secratary

Virginia Roy, Dispotcher

Elmer McAdams, Sales Represeniafive
Tim ©'Connor, Arch. Sales Representative
Steve Gerke, Soles Represeniative

Jerry Bowman, Farklift Operator

Jerry Huddleston, Truck Driver

Willie Patton, Truck Driver

2510 Adie Road (63043
Maryland Heights, MO
{314) 739-1810

(314) 739-2445 Fax

TEXARKANA BRANCH (295-TXS)
Tommy Riggins, Branch Manoger
Jesse "lerry" Dean, Coordinator
Elbert Booker, Driver /Yardman

M. Frantage Road @ 130/Mash
PO Box 5099 (75505 Texarkano lexas

(214) B3Z-B564

TULSA DISTRICT {241-TUS)

Bruce Corgill, Distric) Manager

Lovise Hylla, Office Monager

Kelly Sackeft, Secretory

Ml Baveman, Arch. Sales Representotive
Bill Meade, Sales Represeniolive

Karen Morgan Samuel, Soles Representative
Curtis Boker, Sales Representotive

Shella Black, Inside Sales Representatve
Crowg Speer, Sales Represantolive

Willie Rolph, Farklift Operatar

4103 Dowson Rd. (74115)
PO Bos 582590 (74158)
Tulsa, Oklohama

(918) 834-0917

WICHITA BRANCH [244-WI5)

loe Morris, Branch Manoger

Janie Markel, SecretaryMike Walden,
Soles Representofive

Grady Denney, Yardman

135 N Elizabeth (67203)
Wichita, Kansas

(314) 264-914] or

1314) 264-9144



PRODUCTION

VICE PRESIDENT—PRODUCTION &
GENERAL PRODUCTION MANAGER
John Koch

Charlatte Braddock, Secretary

BRIX 451

2821 W. 7th Street (76107)
PO Box 425 (76101)

Fort Worth, Texas

[817) 332-4101

{817) 390-2404 Fax

REGIONAL PRODUCTION MANAGERS

MIDWEST REGION (376-MWR]

R A “Tony" Meeves, Regianol Manoger
Susan Gwin, Secretary

Leo Bircher, Reg. Mechonicol & Elec. Engr.

Plants of Responsibility
TUP, OKP, WRP, KAP. & F5P

4103 Dowson Road (74115)
PO Box 582590 [74158)
Tulsa, Oklahoma

(918) B34-4406

BRIX 798

Fred Andreatta, Reg. Ceramii¢ Engiricer
500 E Memaorial (73114)

PO Box 14566 (73113)

Oklahoma City, OK

(405) 755-5010 or

(40Q5) 751-2514

NORTH TEXAS REGION (378-NTR)
Bud Adams, Regional Manoger
Charlotte Broddock, Secrefary
Bruce Mundorf, Regional Engineer

Plants of Responsibility
DTF, BPP. & BEP

2821 W, 7th [76107)
PO Box 425 (74101)
Fort ‘Warth, Texas
(817) 332-4101

BRIX 451

SOUTH TEXAS REGION (377-STR)
Emmett Lawless, Regional Manager
Miriam Walker, Secretary

Dick Ethier, Regional Engineer

Plants of Respansibility
MQF GAP & 5FP

562 Peters-5an Felipe
PO Bax 397 (77474)
Sealy, Texas
(407)8B5-4124

BRIX 894

CENTRAL DISTRICT (379-CDP|

mDimn, Dist. Preduction Manager
Teel, Secretary

Troy Parker, Project Superintendent

Mike Shipley, Regional Engineer

James Green, Burning Fereman

Dard Lehman, Traines:

Plants of Responsibility
OEF, PEF, PWP, & DXF

PO Box 250 (72104)
Malvern, Ackansas
(507) 332-6993
BRIX B25

Central Mining

Al Dunlap, Miring Manager
Miki lvey, Secretory

BRIX BO7

Hwy. 47 Morth

PO Bow 100 (72104)
Malvern, Arkansas
(507) 337-4407

Baton Rouge Block (659-BRB)
Marie Ellen Wintz, Receptionist
Jack T. King, Soles Representative

PO Box 676
Baton Rouge, LA 71457
1318) 352-5700

BENMETT PLANT (67 1-BEP)

Roger Shelion, Plant Monager

Randall Pelk, Sales Cocrdinator
Brenda Fallin, Timekeeper

1 A, Brogon, Burning Fareman

Mack Huddleston, Packaging Foreman
Darrell Boatman, Mfg. Foreman

Paul Lionberger, Dispatcher

Ri 1 Box AB1 (76046)
Millsap, Texas
(817) 682-4211

BRIDGEPORT PLANT (672-BPP)

Steve Fincher, Plant Manager

Doris Hill, Plant Accountont

Al Cox, Coordinator

Richard Eder, Burn/Pkg. Fareman

Charlie Golaz, Mlg. Fareman

Benny Davila, Assl, Pkg. /Shipping Foreman
Don West, Maintenance Leadman

Jean McComis, Dispatcher

102 Main Street
PO Baix 348 (76026]
Bridgeport, Texas
1817 683-2293

CLINTON PLANT (661-CLP}
Contact OKP-663
Lewis Lang, Flant Contoc)

400 5, 28th Street

PO Box 1014 (735601}
Clinton, Oklahama
(405) 323-0780 ar
405) 323-0781

DENTON PLANT (67 3-DTP)

Ext.

125 Greg Sublett, Plant Manager

120 Rege Hudson, Asst. Plant Manager

«0-  Elaine Zumhofe, Receptionist

128  Kothy McWillioms, Admn. Assistant

161 Johnny Willioms, Products Manager

153 Chris Jomes, Purchasing ;

127 Bonnie Horn, Timekeeper

134 Jodi Jordon, Dispoicher

123 John Bohling, Soles Coordinator

145  Shelia Smith, Asst, Sales Coardinater

122 Jahn Stock, Personnel & Safety Manager
Jeff Thomasz, Reg. Mining Engr.
George Fisher, Reg. Mining Supervisor

152 Fred Smith, Preparation Supervisor

120 Mike Arellono, Mfg. Supervisor—B Ling

151 Gary Smelser, Guality Control &
Shapes Supervisor

154 Mike Wheat, Burning Supervisar

147 Mack Wilcox, Packaging Supervisor

149 Simon Rodriquez, Inv. Foreman

147 Arthur Marfinez, Packaging Supervisor

144 Harland Dixsan, Leading Faremun

147 David Michie, Loading/
Shading Superintendent
143 Horvey Corter, Mointenance Faremon
120/170  Price Birkheod, Mig. Foremeon—
A Line
120 Jlohn Rutledge, Process Superintendent
220 E Doniels Strest

PO Box BBA (76205-0886)
Denlan, Texas

(817) 387-5804

(817) 383-0359 Fax

137/138 Truck Shop [570-DT5]
Chorlie Sorten, Manager

Margret Belcher, Secretary/Timekeeper
(817) 387-8612

DIXIE PLANT (650-DXP)

Charles Reuter, Plant Manager

Barbara Awbrey, Dispatcher Coordinabor
Victor Swinnay, Mfg./Maint

Jean Clary, Timekeeper

Ray Awbrey, L& 5 Supervisor

Jim Talley, Burning Supervisar

Hhwy. 792

PO Box 5044 (71045)
Jamestown, Lavisiona
1318| B94-B24] or
[318} BY4-8308

FORT SMITH PLANT (638-FSP)

Rey Tipton, Plant Moneger

Refta Wilson, Secrelary/Accountant

Jeri Condry, Dizpatcher

Susan Glassco, Clark

Rebert Henry, Coordinator

Ed Davis, Menulocuring Superviser
Mark Ferguson, Loading/Pky, Supervisor
Johnny Gattis, Burning Suparvisor

2723 Old Greenwood Rl. (72902)
PO Box 3886 (72513)

Fort Smith, Arkeansas

[501) 785-2404

GARRISON PLANT (677-GAP)

Jewel Godi, Flont Marioger

Sheila Cousins, Timekeeper/Asst. Coord.
Anita Winhom, Coordinator/Dispafcher

K. M. Churchman, Burning Foreman
Harvey Baleyn, Lloading Supervisor

Jim Krueger, Mfg./Mointenance Supervisor
Mork Moore, Packaging Supervisor

Huwry. 95 West

PO Box 428 (75946)
Garrizon, Texos
(40%) 347-2211

KANOPOLUS PLANT (644-KAP)

Clint Bunch, Plant Manoger

Jonet Dolezol, Timekeeper/Recepiionist
Debaroh Castor, Coordinator/Dispatcher
Leonard Lamio, | & § Foreman

East Ohio Street
PO Box 98 (67454)
(913) 472-4411

MCQUEENEY PLANT (67 4-MQP)

Dick Meyer, Plant Manager

Shirley Zuehl, Dispolcher

Susie Saengerhousen, Secretary/Timekeeg
Jeannie Conors, Walk-in Sales/Acets. Payable
Greg Payne, Territory Soles Representofive
Lean Wiﬁinghum, Mbg./Pry. Supervisor
Stanley Ahrens, Mining Leadman

Jekf Haecker, Burning Supervisor
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Carlos Heep, Maintenance Supervisor

Charles Damell, Drayage Supervisor

Mary Melion, Inventory Contral/Loading Supy
Ernesto Trevino, Packoging Supervisor

FM 725

PO Box 158 [78123)
MeQueeney, Teaas
(512 557-6161

OKLAHOMA (663-OKP) & EDMOND (662-EDF)

Jim Miles, Plant Manager

Diano Bannen, Admn. Asst /Accl

Lynn Helnrich, Payrell Acel.

Bill Sams, Superintendent

Ran MeCormick, Sofety Mgr./ODM-644 Mining
Fareman

Bob Boling, Mfg. Fareman

Dan Sherak, Pkg. Fareman

Jerry Moody, Maintenanca Fareman

500 E. Memorial Rd.
PO Box 14544 (73113)
Oklohoma City, OK
{4065) 755-5010

Shipping Office:

Randy Dercusse, Looding Foremon
Melissa Matter, Sales Coordinatar
Debra Stevens, Dispalcher

{405) 751-2514 or
{405} 751-2517

CALL THIS NUMBER FOR ORDERS

OR SAMPLE INFORMATION
QUACHITA PLANT (637-OEP)

Joe Spence, Plant Manager

Shirley Cooper, Timekesper (501-337-4407]
Kiren White, Coord. (501-337-7511)
Gracie Williams, Accts. Payoble/Sec.
Greg Johnson, Mg, Foreman

Jomes Green, Burning Foreman

Ernest Fite, Pkg. Foreman

Don Whitley, Loading Fareman

Bill Burdine, Maintenance Fareman

Grigshy Ford Road
PO Box 250 (72104)
Malvern, Ackansas
{501] 332-6991

PERLA PLANT (630-PEF) & (63 1-PWP|
Tom Paston, Plant Manager

James Hogler, Eost Gate Superintendent
Jimmy Cgg, West Gate Superintendent
Duncan Crawdord, Finished Gooads Mar
James Nutl, Loading Foreman

Helen Holey, Accts. Payable/Sec

U5, Hwy, 87 Morth
PC Bax 100 (72104)
Malvern, Arkansas
{507) 337-4407
(501) 337-7796 Fax

District Personnel for PEP, PWP, OEP, & Miring

Mary Ballard, Personnel/Safety Manager

Shirley Cooper, Timekeeper (PEP & OEP)

Miki Ivey, Production Clerk (PEP & PWP) &
Mining Sec.

Jupnit Efied, Industrial Murse/Timekeeper (PWF)

District Shipping [PWP, PEF, & OEP|
(501) 337-7511

David Overturp, Off. Mgr./Dispalcher
Burdean Thampson, Sr. Sales Coardinalar
BRIX 806

Karen While, Sales Coordinalor

BRIX 804

Susan Riley, Inside Sales
BRIX BO1

West Gate (631-PWP)

(501) 337-4407

Jimmy Gotlin, Mfg. Foreman

Bob Marocle, Packaging Foremen
Lorry Draper, Maintenance Faremen

East Gate (630-PEP)

(501) 337-4407

Calray Smith, Prep. Foreman

Dean Finley, Mlg. Foreman

Mike Hatheack, Burning Fareman
Raymond Draper, Packoging Foreman
Alan Schadowski, Packaging Foreman
James Hatheock, Maintenance Foreman
Clark Kindrick, Maintenonce Fereman
James Spafford, Miy. Fereman

Drayage (132-PED)

(507) 332-2742

Jomes Cooper, Regional Trucking Mgr
George Smoke, Mainlenance Shop Foreman
Daris Gray, Storercom Clerk

271



Endnotes

1

1. General Shale Products, “General Shole
Museum Visits D C.," Generol Shale News,
Johnson City, Tennessee, June 3, 1964, P 1
(Herealter cited as: Generol Shale, "Museum Visit,
D.C*

2. R, Hunler Cochran, "The Story of Brick,”
Waolter R Benne#t Mussum Collection of Brick rom
Around the Werld, Fort Worth, Texas, no date, pp.
1-3 (mimeogrophed). (Hereofter ciled os: Cachran,
“Story of Brick ")

3. thid., pp. 3-5

4 Exodus, 5:7-19

5, Cochiran, *Story of Brick,” pp. 5-6

&. lhid.

7. ibid., pp. 7-8.

8, Ihid., pp. 9-10.

9. Charles E. Peterson, “Why Bricks Were
Imparted,” d Histerical Magazine, xbv
|December 1950), pp. 312-315

10. fud.

11 U.S. Deportment of Commerce and Lobor,
Bureou of the Census, Cansus of .
1905, Bullein &1 “Clay, Produchs,” p. 65. (Hereoher
cited as Census of Monulocturers: 1905.)

12. Ibid

13,0 W, Crary, 5. Sixty Years a Brickmaker
{Indianepolis, Indiana: T A Randall Co., 1890,
pp. vilkin

14 “MNew loventions,* Scientific Americon, xii
{Jonuary 17, 1857), p. 148. Hereafter cited o3
Scieniific American, 1857.)

15 Depariment of Commerce, Census of
Monufaciurers: 1905, p. 49.

14 Ibid., pp. 51-52.

17 Acme Brick Compony, morketing records,
Fort Worth, Texes. Records in Sules Department
files.

18, Crary, Sixty Years a Brickmoker, pp.
iv—ix_For information on Spanish mission construc-
tion ond villages consult Herbert Eugene Bolion,
Texas in the Middle Eighteenth Century (Austin|
The University of Texas Press, 1970), pp. 19-21.
and passim

19 U5, Depariment of Commerce and Lober,
Bureou of the Census, Census of Manulacturers:
1900, p. 915, (Heradfier cited os Manufocturing
Census. 1900)

2

1, B. B. Paddock, Fart Worth and the Texas
Northwest. vol. iv (New York: The Lewis Publishing
Campany, 1922), p, 585, |Hareofter cited os
Paddock, Fort Worth. |

2. Interview with Mrs. Waolter R. Benneft Sr,,
wite af the third Acme president, and former board
member of Acme Brick Company, Fort Werth,
Texos on June 7, 1971 [Hereatter cited as: Mrs
Bennett interview, |

3. Poddock, Fort Werth, p. 585

4. lbid.

5 fbid.

&, Fort Worth Democral, July 19, 1876, p. 1.
{Hersclter cited os: Democral, 1876-1882, poissim. )

7 Commerce Deportment, Census of
Manufocturing: 1905, p. 18.

8 lbid.

9. Poddock, Fort Worth, p. 585.

10. Arlington Heights Junior Historians, Down
Historic Trails of Fort Worth and Tarrant County
{Fort Worth, Texas: Dudley Hodgkins Company

38, Duron J. Stubblefield Sr., collected notes on
early history of Acme Brick Company, in private
jon of Duron J. Shubblafield Jr., Fort Worth,

1949 p. 48.

1 W,wwbhﬁiw.
dated June &, 1952, Fort Worlh, Texas, in posses-
sion of Walter Bennett Jr, (Hereafter cited as:
Okctavio Beninett, letter, June &, 1952}

12, Paddock, Fort Worth, pp. 690-691.

13. Octavia Bennett, letter, June &, 1952

14, Ibid.

15. John Stricklond Sprott, The Rood 1o
Spindletop: Economic Change in Texos, 1875-1901
{Ausiin: University of Texas Press, 1955),pp. 19-36
[Hereafter cited as Sprat, Road fo Spindletop.)

16. 1bid., pp. 19-36,

17. €. C. Barksdole, The Maal Packers Come
lo Texas, Texos Indusiry Series, no. 7 [Ausfin:
Bureou of Business Reseorch, University of Texos,
1959), pp. 1-36 (Hereaher cited as: Barksdale,
Meat Packers Come to Texas.)

18, C W, Raines (ed.), Yearbook for Texas,
1901 (Ausiin: Gommel Book Co., 1902), p. 244
{Herealter cited as' Roins, Yearbook )

19 William B Phillips, The Mineral Resources
of Taxas, bulletin no. 345 (Ausfin: University of
Texos, 1914), pp. 40-41. (Herealter cited as
Phillips, Mi Resources.)

20. Octavia Bennett, letter, June 6, 1952

21 Letter, John A Elders to Duran J
Stubblefield St, 1955. Located in the
file privately held by Duron J Stubblefield Jr., in
Forl Worth, Taxas. {Hersalter cited os Elders, lether )

72 Gustavus A, Hollond, The Double Log
Cobin' A Histary of Parker Caunty (Waatherford,
Texas: The Harold Publishing Compony, 1937), p.
38 (Hereofer cited as Hollond, Double log Cabin.)

23, Leo Hendricks, Geology of Porker Counly,
Texas [Austin: Bureau of Econamic Geology,
University of Texos, 1957), pp. 8, 18-19. {Herealter
cited @y Hendricks, Geology of Parker County.)

24 Ihid., Gealagical Map of Parker Caunty,
plote 1, located inside cover of the text

25, Elders, letter

26 Ibid

27. Fort Warth Gazetle, April 5, 1891, p. 10

28. Acme Brick Company, legal file, in Fort
Worth, Texas, Records in president’s office.
{Herpafter citecl as Compony legal file:)

29. Bianniol Report of the Secretary of Stake
of tha State of Texas, 1895, p. 176.

31, tbid

32 W. T Nertan, Cantennial Histary of
Modison County, lliinois and I People,
1812-1912, vol. | (Chicago: The Lewis Publishing
Company, 1912), p. 869, (Hereafter cited os
Martan, Centennial History.)

33. Company legal ile.

34, Ibid

35, Elders, letter,

4. Letter, Oclovio Benneft to Wolter R Bennett
Ir., doted Jonuory 19, 1953, Fort ‘Warth, Texos, in
the possession of W. R. Bennelt Jr

37. Elders. lefter.

Texos, (Hereater cited os Stubblefield notes.)

39. Ibid

40. Company legol file-

41, Ibid.

42, Elders lofter;

43, Scientific American, 1857, p. 149,

44, Eiders leter.

45, Ibid.

46. thid.

47, ld.

48 |bid.

49, Ibid.

50, Fort Warth Gazette, June 28, 1890, p. |

51, lbid,, December 16, 1890, pp. 5.

57, Cctavia Bennelt, leter, June &, 1952,

53 And, B_ w‘v‘ OI o, 1L - rh M
Mill, May 1926, pp. 2-3. (Hereoffer cited as Kelly,
| Remember.”)

54, tbid

55 Fort Werth Gozette, April 5, 1891, p. 10.

56. Sbblefield notes.

57. Campony legal file.

58 Stubblefield notes

59. Ihid.

40 Campony legal file

81, Palo Pinte County Advonce, Jornwary 19,
1968, p. 3

&2, Interview with Mrs. Griff Bean, wile of pro-
neer company emplayes, Mew Solem, Taxos, June
14, 1971 (Herecher cited as Mrs, Bean interview: )

63, Acme Brick Company, Plont Evaluation
Survey, 1960, Fart Worth, Tesas, Production

. Hereaher cited os Company
Evaluation Survey.)
&4, Interview with | M. Lomb, o former
and resident of Benne#t, Texas, in Fort
Warth on July 26, 1971, {Hereofer cited os Lamb
interview. )

65. Company legal file

b6. Elders letter.

&7. Mrs. Bean inlerview.

48, Elders leter

9. Leter, Fred Measures to Acme Brick
Company, daled September 14, 1966, Fort Worth,
maorkating files.

70. Elders letier.

71 Mra. Bean inlerview,

72. Elders letier.

73 Ibid.

74 John A. Elders, “Keeping up with the
Procession,” The Pug Mill, June 1927, p. 5.

75. Tape recording of |. M. Lomb interviewing
W. A “Sleepy” Osbome, former Bennett plant
superintendant, im 1971, In passession of |
M. Lomb of Fort . Duplicated by author
{Hereoher cited as Sleepy Osbame tope |

74, Lomb inlerview.

77. Elders letier.

78. "Reminiscances” Verticol Fle, Fort Worth
Public Librory, Fart Worth, Texas, Typescript by |
C. Terry, March 1929

272



79. Qctavia Benneh, lefier.

80. Ibid,

81. thid,

82. Paddock, Fort Warth, p. 555.

83. Biennial Repart of the Secrelory of State
of the Stale of Texas, 1896, p. B.

B4. Texas and Pacific Railway Co., The Texas
and Pacific Quarterly, val. IV, July 1901, p. 53.
(Hereafter cited as T&P Quarterly.)

B5. Biennial Repart of the Secrefary of State
of the State of Texas, 1914, p. 94

B4, F. B. Plummer and Joseph Homsherger Jr,
The Gealogy of Pala Pinte County, Texos, bullefin
no. 3534 (Austin: The University of Texas, 1985}, p.
198, (Hereafer cited os Flummer and Hornsbergar,
Geology of Pafo Finta County.)

B7. Mary Jane Gentry, “Thurber: The Life and
Death of o Texos Town" [unpublished Master's the-
sis, University of Texas, 1940), pp, 42-43.
(Hereafter cited os Gentry, "Thurber.)

B8, Poddock, Fort Warth, p. 555.

BY. T&F Quarterly, i-iv. passim.

90 T&P Quarlerly, i, (1899): 2.

91 Poddock, Forl Worth, p. 555. See also
Gentry, “Thurber” ond plaque in Thurber, Texos,

92 Heinrich Reis, The Clays of Texas, bullefin
no. 102, vol. 2 (Ausfin: The University of Texas,

1908), pp, 144, 247149 (Hereafter cited as Reis,

Clays of Texas.)

%3, Genlry, Thurber, passim.

94, TP Quarterly, v (1901), 53-54.

95 Barksdale, Meat Packers Came o Texas,
PP 25-27.

P&, Fort Worth Gazette, lonuary 19, 1850,
Pl

97, Fort Worth Register, October 8, 1901,
.
98 Ibid,

99 1, W Kelly, "Our Dentan Flant,” The Pug
Mill, June 1924, p. 4. [Hereabter cited os Kally,
“Qur Denton Plant.”

100. Kelly, “I Remember.

101 Elders leter,

102 thid,

103 Fort Worth Register, Jonuory-May
1902, passim.

104. Acme Brick Company, Denion Plant
vecords, 19111218, Denton, Texas Plan!
{Hereafter cited os Denton Plant Records. )

105. Company legal file.

106, Mrs, Bennett inferview

107. Elders later.

108, Mrs, Bennett inferview,

109. Nerton, Centennicl History, p. 849,

110. Stubblefield notes. Alsa verifisd by inter-
views with Mrs, Bennett, Mrs. J. E. Fender, Mrs.
Bean, and Mrs, Long.

111. Scottish Rite, Dallas Cansistory no. 2,
"Mofice of Mourning,” dated July 20, 1907.

112 Paddack, Fort Worth, p. 585

113. Fort Warth Telegrom, July 4, 1907, p. 4.

114, Ibid., July 5, 1907, p. 5
115. Paddock, Fort Warih, p, 804

114. Plummer ond Homsberger, Geology of
Pole Finle County, p. 198

117. Phillip Corwin, "Brick’s New Focs,”
Borrons, October 7, 1968, p. 5. (Herealter cited
s Corwin, "Brick’s New Foce."]

118. Christopher Morley and Lovella D,
Everett, eds., Bartletts Familior Guotations, 12th
edition (Boston. Litle Brown and Company, 1951,
p.dll.

Chapter 3

1. Lefter, Octovio Bennett to Acme Pressed Brick
and Walter . Bannett, dated August 17, 1907, Fort
Worth, Texas, in possession of Walter Bennett Jr.

2. Mrs. Bennett intarview.

3. Compony legal file.

4. Mrs, Bennett interview. Likewise in infer-
view with Mrs. J. E. Fender.

5. Mortan, Centennial History, p. B69.

6. Inferview with Mrs, James Ernest Fender
5r,, wils of the Ffth Acme president, Fort Warth,
Texas, August 3, 1971, (Hereofter cited os Mrs.
Fender intarview.)

7. Denton Plant records.

8. Fort Worth Record, March 15, 1907-July
15, 1907, possim.

9. Elders letter.

10. Ibid.

17. Interview with John Emberlain, refired
Acme employee who warked for Acme prior to
Warld War |, then again from the 1920s through
the late 19405, oge 92, on August 11, 1971,
Mineral Wells, Texas. (Hereafier cited as Emberlain
interview,|

12, Interview with O, Z, Benton, internotional
represeniative for the United Brick and Clay
Woarkers of America, Fort Warth, Texas, on
September 13, 1971 (Hereaher cited as Bentan

interview.)

13. Mrs. Fender inlerview,

14. Midland (Weekly) Record, December 9,
1910, p. 1, says that $200,000 damioges were
sustined from the blaze that started an December
5, 1910, at a downlewn livery stable

15. Mrs. Fender interview,

16. Ibid.

17. Acme Brick Company, Inside Acme, val.
3, ne. 2, [June 1963}, pp. 1-2- In marketing files,
Fort Worth office. (Hereofter cited os Inside Acme.)

18. Ibid.

19. Fort Worth Telegrom, July 5, 1907 Burton
waos in the coal mining operafions with Bennett and
also a partner with Bryce. Both were pollbecrers for
Bennett, The three olso belonged lo ol least five of
the same argonizations of the some fime.

20 Mrs. Bannelt interview.

21 Insicde Acmie, June 1963, p. 1.

22. Company legal file.

23. Paddock, Fort Worth, pp. 738-739

24. Company legal file,

25, Kelly, "Our Denton Plant,” p. 4.

26. Stubblefield notes

27. Company legol files.

28. Kelly, "Our Denton Plant,” p. 4.

29 Stubblehield notes

30. Denton Plant records, 1912,

31. lbid., 1912-1915,

32. A_B. Kelly, "I Remember,” pp. 3-4

273

33. Ibid.

34 |bid

35. Paddock, Forl Warth, p. 739,

36. A, B, Kelly, "I Remember," pp. 3-4.

37. Mrs, Fender inlerview.

38. cme Brick Company, minules of meel-
ings of the board of directors, meeting of
D ber 11, 19&4. (H fer cited os C
directors’ minutes.)

39. “Wha Owns Acme Brick?”, The Pug Mill,
July 1928, p. 2, ond Stubblefield notes.

40, |nterview with Dwight Alexonder,
Assistant ta the Vice President of Production, Acme
Brick Comnpany, Fort Warth, Texos, on August 9,
1971, [Herealter cited as Alexander interview.)

A1 _ Interview with George Lee Ashley, shad-
ing and lsoding employes who hos werked for
Acme since 1917, Bennett, Texos, June 4, 1971,
(Hereoher cited as Ashley inferview:)

42, John A, Elders, “The Bennetts Planl." The
Pug Mill, April, 1924, pp. 405. (Hereoher cited os
Elders, "The Bennetts Plant.”)

43, Ibid,

44 Reis, Clays of Texos, p. 197

45, [Flders, "The Bennetts Plont,” p. 5.

46, Stubblefield noles. Also Ashley interview.

47 Reis, Clays of Texas, p. 107-108.

48, Denton Plant records, 1913,

4%, Denton Plant records, 1913,

50 Interview with Glen Watkins, Austin sales
manoger for Acme Brick Company, Austin, Texos,
June 8, 1971, (Hereofter cited oy Watking inter-
view,)

51 Mrs. Fender interview.

52, Fart Warth Star-Telegrom, Oclober 5.
1952,p. 7.

53, The Pug Mill, March 1927, p. 2.

54, Mrs. Fender interview.

55, The Pug Mill, March 1927, p. 2,

56, Ihid., April 1927, p. 2.

57. Ikic., September 1927, p. 2.

5B, “Company Evaluation Survey” and
Company ’egu| file.

59, /Acme Brick Company, minutes of meer:
ings of the stockholders, Fort Warth, Texos, meet-
ing of March 22, 1916, (Hereafter cited os
Company stockholders’ minutes.)

60. Ibid,, March 3, 1916

41, Company legal file.

42, Letter, Jor P. Hobson, former Directar of
Plants, Acme Brick Company, Denton, Texos,

5 ber 15, 1971, (H cited os Hobsan
letter )

43, Poddock, Fort Worth, vol, iii, p. 64,
Interview with Walter Beninett Jr., Acme Brick
Campany Engineer and Assistont fo the Vice
President of Praduction; son of Walter R. Bennett,
third presidant of Acme Brick, on May 28, 1971,
{Hereafler ciled oz Walter Benneft Jr., interview |

45, Fort Worth Writers Project, Fort Warth
ond Torremt County, vol. 9, p. 3564,

66 Mrs. Bennelt interview:

&7 Plummer and Harnsberger, Geology of
Falo Pintey County, pp. 198-199.

68, fFort Worth Star-Telegram, January 16,
1935, p. 1. Alsa Company legal file,

R




&9 Interview with Bill Darwin Vice President,
Marketing, Acme Brick Company, June 24, 1971,
(Hereafter cited as Darwin inferview.)

70. Poddock, Fort Worth, p. 33.

71, Acme Brick Company, Annual Reports of
Acme Brick Company, “Annual Report for 1942,
|Hereafter cited as "Campony Annual Report )

72, Mrs. Bennelt inferview,

73. Bienniof Report of the Secretary of State for
the State of Texas, 1914, p. 38; also 1920, p. 52.

74. Inside Acme, vol. 4, no. 1 (March 1964),

75. Holland, Double Log Cabin, p. 39. Also
Mrs. Fender interview.

76. Acme Brick Company, financial records of
Acme Brick Company, Farl Worth, Texos. Records
for 1918 and 1919, (Hereafter cited o5 Acme
financial records.)

77. Stubblefield notes.

78_ The Pug Mill, Morch 1927, . 2; Apri
1927, p. 2; Seplember 1928, p. 2.

79. Acme financial records, 1918-1919,

80. Commerce Deportment, Census of
Manuloclurers, 1920, p. 1451
Chapter 4

1. United States Department of Commerce,
Bureou of the Census, The Growth of
Manufacturers, 1899-1923, 1924, p. B6.

2. 1bid,, p. 596.

3 bbid., p. 71.

4. Acme Brick Cempany, Production
Department records, 1916-1920, Fort Warth,
Texos, Production Department. (Hereahter cited as
Company production records. Mote the old Bennett
plants could produce only about one million bricks
o month, the new stiff-mud process could produce
closer to twa million. |

5. Tha Pug Mill, July 1926, p. 7.

& Ibid., Morch 1926 to December 1919,
passim,

7 Charles L Sewell, “Acme in Arkansas,”
|seven-page mimeogrophed pamphlet written in
1936), Perlo, Arkansas, plont office. (Hereafter
cited as Sewell, "Acme in Arkonsas.”)

8, Malvern (Arkansas) Daily Record, January
1, 1919 1o Jonuary 20, 1920, possim.

2. Ibid., January 20, 1920.

10. Ihid., 50th Anniversary Edition, 1946,
pp. 1-94, possim. (Hereafter cited as Malvern
Daily Record, Anniversary Edition |

11. Sewell, "Acme in Arkansas.”

12. Company legal file,

13. Malvern Daily Record, October 8, 1921,
p7

14. Alexander inferview:

15interview with Ray Pafford, former Vice
President of Production, Acme Brick Company,
Weatharford, Texas, on June 21, 1971. (Hereolter
cited as Pafford interview.)

16. Malvern Daily Record, Oclaber 8, 1921,
p. 7

17. Sewell, *Acme in Arkansos.”

18. Company preduction records.

19. Sewell, “Acme in Arkansos.”

20. Ibid.

21. Henry O'Neil and €. A. Williams, “A Tour
Through the Perla Plants,” The Pug Mifl, Januory
1927, pp. 3-6. [Hereafter cited as O'Neil and
Williams, “Perla Taur ")

22, Interview with Olen Allen, Pit Foremon,
Perla Planf, Acme Brick Compeiny, Pera, Arkansas,
July 30, 1921, (Hereafter cited as Allen inferview.)

23, Personal cbservation.

24 Allen interview

25, O'Meil and Williams, "Perla Tour,” p. 4.

26. Allen interview,

27. Malvern Doily Record, October 8, 1921,
p.7

28. O'Neil ond Willloms, "Perla Tour,” p. 6.

29. Interview with Duncan Crawford,
Produchion, Burning and Packaging Superintendent,
Acme Brick Campany, Perda Plont, Perla, Arkansas,
on July 30, 1971.

30. O'Neil and Willioms, “Pera Tour” p. 5.

31. Sewell, “Acme in Arkonsas.”

32 The Pug Mill, June 1930, special Perla
Flant edifion

33 Allen interview.

34. Company legal file,

35. Letter, Walter R. Bennstt Sk to M. W
Hardy, dated April 16, 1923, Fort Worth, Texas,
marketing files. (Hereafter cited as W. R, Bennett,
leter}

36, Sewell, “Acme in Arkansas "

7. Interview with Jess , former
Superintendent of the Fort Smith Plant, Acme Brick
Company, Denlon, Texas, July 16, 1971, (Hereafter
cited o5 Keahey interview:)

38. “Company Evaluation Survey."

39 Company legal file.

40, "Company Evaluafion Survey.”

41, Crory, A Brickmaker, pp. x—xiv.

42 Van Zandt Mitchell, “Our Fort Smith
Plant,” The Pug Mill, October, 1926, pp. 2-4

43. Ibid.

44. Ibid,

45_ Ibid.

46. Company legol file.

A7, Inside Acrme, val. 3, no. 2, June, 1963,
P2

48. Company production records.

49. Roy G. Smith, “Our Pine Bluff Plant.” The
Pug Mill, July, 1926, pp. 2, 7.

50.E. A Welch, “Litle Rock, The Largest
Commen Brick Plant in the South," The Pug Mill,
May 1926, pp. d-6. (Hereabter cited s Welch,
“litle Rock Plont.")

51. Crary, A Brickmaker, p. vii.

52. Welch, "Litile Rock Plant,” pp. 4-6.

53. Ibid., p. 6.

54. Company legal file.

55, Joe R. Qesch, "Our Malvern, Arkansas
Plant,” The Pug Mifl, August, 1924, pp. 3-4.

56, Ibid.

57. Sewell, “Acme in Ackansas.”

58, |bid.

59, Malvern Daily Record, Anniversary
Edition, p. 59

40, Company legal file.

&1 The Pug Mill, March 1926, p_ 2.

A2. H. M. Van Cleave, "Our Cleveland Plant,”

The Pug Mill, Movember 1926, p. 3.

63. bid., pp. 3-5.

&4d_ Company production recards.

45. A, B Kelly, "Our Oklahoma City Plan),”
The Pug Mill, September 1926, pp. 2-4.

b6, Alexander interview.

&7. G, M. Gillinan, *Our Tulsa Plant," The
Pug Mill, December 1926, pp. 2-4, 7.

48. Ibid.

49. Ibid., p. 7.

70. Ibid., pp. 2-3.

71. Ibid,, pp. 2-3

72. Hobson letter,

73, Kelly, "Our Denfan Flant,” pp. 4-5.

74, Hobsan lafter

75_Elders, “The Bennefts Plant,” p. 5.

76 Ashley interview.

77. Mrs. Baon inleryiew,

78. “Company Evaluation Survey "

79. Lamb inkerview.

80. Hobson leter.

81, Lomb inlerview.

82, Alexander interview.

83. Company production recards.

84, The Pug Mill, March, 1926-Decembes
1931, possim. Mate: The agreement with Elgin
Standard Brick Company will be discussed later

B5. Company preduction records.

86. Ibid
Chopter 5

1. Company financiel records, 1917.

2 Ibid., 1918,

3. lbid., 1917

4, lbid., 1919-1922.

5, Ibid., 1929

6. Poddock, Fort Warlh, p, 670.

7. Acme Brick Company, minutes of meefings
of the board of direciors, meetings of Februory 4,
1919, and February 5, 1920.

8, The Pug Mill, March 1928, p. 2, and
October 1927, p. 2.

9. The Pug Mill, March 1926-December
1931, passim,

10. Stubblefield notes.

11. The Pug Mill, Morch 1926-December,
1931, passim.

12. Ibid., March 1927, p. 2.

13. lbid,, March 1929, p. 2.

14 lbid,, October 1928, p. 2

15. lbid., May 1928, p. 2.

6. lbid., June 1929, p. 2,

17. Ibid,, November 1928, p. 2

18, Ibid., June 1928, p, 2

19. Interview with Duron Stubblefield Jr. for-
mer Acme employee in the Refractories Department
and son of 0. ). Stubblefield Sk, Fort Warth, Texas,
on June 10, 1971. [Hereafter cited as Stubblefeld
interview.)

20. Company legal file.

21, Ibid.

22 Biennial Report of the Secretary of State
of the State of Texas, 1916, p. 38.

23, Campany stockhalders’ minutes,
February 1, 1917,

24. W. R, Bennett, letter, April 14, 1923.

25, Company financial records, 1919.

26, Company marketing records,
1917-1920.

27 Campany stackhalders’ minutes, Febiruary
4, 1920

2B. Biennial Report of the Secrefary of Stale
of the State of Texas, 1920, p. 52.

29, Company financial records, 1921.

30. Company stackholders’ minutes, February
T, 1923,

31, Company Financial records, 1918:1920.

32, Comparty legal file.

33, Company steckholders’ minutes, April 14,
1923,

34. W R. Bennett, letter, April 16, 1923

35, Ibid,

274



36. The Pug Mill, March 1926, p. 2.

37. Company stockhalders’ minutes,
1924-1929, passim,

38. Malvern Daily Recard, Anniversary
Edifion, 1946, passim.

39, Ibid., October 1, 1921-October 30, 1921

40. Ibid,, Anniversary Edition, 1986, p. 48.

41, Company stockholders’ minutes, March
14, 1922.

42, Company legal file.

3. The Pug Mill, March 1924, p. 2.
44, |bid.
The Pug Mill, March 1926, p. 2.

46. Company stockhaldars' minutes, July 18,
1924,

47 Company Financial records, 1924-1925.

48, |bid., 1927-1928.

49 [bid., 1919-1929.

50. Ibid., 1916.

51, Ibid., 1917-1921.

52 Ibid., 19191929

53. Ibid., 1935,

54. Ibid., 1919-1929.

55, Ibid.

56, |bid., 1929-193].

57, Ibid., 1917-1931.

58. The Pug Mill, March, 1927-Augusl 1929,
passlm.

59. Company financial records.

60, The Pug Mill, March, 1926—December,
1931, possim,

61. Ashley interview.

62, Fart Worth Star-Telegram, Janvary 16,
1935, p. 1.

43, Letter, G. M. Knebal, Vice President, Texas
State Manulocturers Assaciation to Acme Brick
Campany, Fort Warth, Texas, dated Mavember, 5,
1927, marketing files.

&4, The Pug Mill, March 192é-December
1931, passim.

45, Ibid., July-August 1931, p. 7.

&6, Ibid., March,1926-Decamber 1931, pas-
sim,

&7 Interview with J. Emest Fender Jr., Sales
Coordinator, Acme Brick Company, Fort Worth,
Texas, on June 1, 1971, (Hereafter cited os J. E.
Fender Jr., interview.)

68. Acme Brick Company, “The Elgin Plant,”
The Pug Mill, February, 1927, pp. 3-5.

&9, Watkins intarview,

70. Fort Worth Stor-Telegrom, July 18, 1951,
Pl

71. Boscom M. Timmaons, Jesse H. Jones, The
Man and the Stolesman (Mew York: Henry Holt
and Company, 1956), pp. 79-80,

72. Fort Worth Stor-Telegram, July 18, 1951
po 1

73. The Pug Mill, 1927-1930, possim. Alsa
soe fnside Acme, June 1964, p. 4,

74. Advertisements in Architecture, March,
1928; The Architectural Farum, Morch 1928; The
Architeclural Record, Decembar 1927,

75. The Pug Mill, March 1926-December,
1930, passim.

76. |bid., May 1929, p 7.

77. Interstate Commerce Commission, Reporfs
wof the Commission, vol. 107, December 1925 1o
March 1924, “Acme Brick Company et al v.

Ak ) & Mi --l-n-l. ,Compunyaio},_‘
pp. 681701,
78 |bid,, pp. 487689

B

&

79 Ibid , p. 692,

80, Ihid., p. 694-495.

B1. Interstate Commerces Commission, Reports
of the Commission, vol. 120, December 1924 o
Jonuary 1927, “Acme Brick Company vs, Angelina
& Meches River Railroad Company et ol,” pp.
112-114.

B2. Ibid., vol. 123, February 1927 to March
1927, “Acme Brick Company vs. Central of
Georgia Railway Company et ol " p. 123,

83. lhid., vol. 159, October 1929 to December
1929, "Acme Brick Company vs, Fort Smith &
Western Raitway Co.* p. 767.

BA. Interview with Mrs. Lovise Abenot, retired
Acme Traffic Coordinator, Fort Worth, Texas, May
28, 1971 _ |Hereafter cited os Abenot inferview.)

BS. The Pug Mill, March 1926-December
1931

86, Polford interview.

87 Campany marketing files.

BB, Pafford interview.

89, The Pug Mill, May 1927, p. 3.

90 Crowford interview.

91 The Pug Mill, March 1926-December
1927, passim.

92, Company markefing records,

93 Latter, W. R. Bennett o forsign consulates,
shate department officials, and congressmen, Fort
Warth marketing file (Lobeled Museum Erick file),
{Hereafter cited as Company Museum Brick file.)

94, Letter, Congressman Fritz G, Lanhom i
Walter R. Bennett, doted Jonuary 20, 1927, Fort
Worth, Campany Museum Brick file.

95, Company Museum Brick file,

96. Mrs. Bennett inferview.

97. Walter R. Bennett, “The Romance of Brick,”
The Pug Mill, April 1929-September 1929, passim.

98. The Pug Mill, March 1926-December
1929, passim.

99 thid

6
1, “Three Dizzy Decades,” Business Week,
Seplember 1929, p. 27.
2, Sewiell, "Acme in Arkansas,”
3. W. R Bennett, “The World Hos o 'Way of
Catching Up." The Pug Mill, December 1930, p. 3.
4, lhid.

5, Company stockholders’ minutes, March
1929,

&, Company production records, 1928-1930.

7. The Pug Mill, June 1930, p. 3-6.

8. Compony markefing recards, January
1929-January 1931,

9. The Pug Mill, Seplember-October 1931,

10. Ibid.

11 Alexander interview

12 Ibid,

13. Hobsaon latter,

14. Company financial records, 1931-1933,

15, Letter, W. R, Bennett o stockholders,
dated Seplember 10, 1932, Fort Worth, Texas,

16. Company finoncial records, 1933,

7. Department of Cammerce, Biennial Cansus
of Monufacturers, 1927, “Clay Products," p. 849,

18, Department of Cammerce, Biennial
Census of Manufaeturers, 1937, part 1, p, B45.

19. Company financiol records, 1934

20, Ibid.

21, Company legal file.

22, Company production records.

275

23, Sewell. "Acme in Arkonsas," Also Abenot
interview.

24. "The New Deal " Business \Waek,
Seplember, 1959, p. 28.

25, Abenal interview:

26. Fort Worth Star-Telegram, January 14,
1935, p.1

27 lbid.

28. Mrs. Bennell inlerview,

9. G r ,‘kvllll ® .Apnl.ﬁ.
1935.

30, Ibid,

31, Mrs. Fender interview.

32, Ernest Fender Jr., interview.

33, Paddock, Fort Worth, vol Il p. 7.

34, Fort Worth Star-Telegram, September 29,
1944, p. 1.

35. Paddack, Fort Warth, vol. ll, p. 7

36, Fort Worth Star-Telagram, Seplember 29,
1944, p. 1.

37, Ibid.

38, Ibid

39 Mrs. Benneft interview.

40, Mrs. Fender interview.

41, Ibid.

42 Company directors’ minutes, 1935-1941

43. Pafford inferview:

44, “Aeme in Arkonsas.”

45. Compony production recards.

46. Company financial records,

47 Alexonder interview.

48, Gayle Seoff and J. M. Armstrong, The

of Wise County, Taxas (Austin; Bureou of
Economic Geolagy, University of Texas, 1932), pp.
24-29,

49. Stubblefield notes.

50. Ibid,

51 “Compony Evaluation Survey.”

52. Keahey interview

53. Alexonder interview.

54. Compony production records.

55 Darwin interview.

56. Company markeling records,

57 Lomb interview.

58, Compony legal file,

59, Campany stockholders’ minutes, April 3,
1941,

Chapter 7

1. Company stockholders’ minutes, April 3,
1941,

2 Acme Brick Company, Operations Manual,
January 1946, Fort Worth, Texas, Marketing
Department. (Hersofter cited as Campany
Operations Monual )

3. Mrs, Fender interview.

4, Acme Brick Company, employment records,
Fort Worth, Texos, records in Persannel Department.
{Herealter cited os Company employment records.)

5, Photostotic record of Fender family Bible of
). E. Fender Sr., scrapbeok, personal possession of
trs. J. E. Fender,

& Mrs. Fender interview.

7. Fort Worth Star-Telegram, Januory 12,
1963,p. |

B, Mrs. Fender inlerview.

9. Ihid.

10. Ibid,

11. Company persennel records.

12. Company legol file.

13. ). E. Fender Jr, interview



14, Holland, Double Log Cabin, pp. 202-203.

15, Mrs. Fender intarview.

16. Ibid

17. ). E. Fender Jr., interview,

18. Company legal file

19, Inside Acme, val, 3, no 2, June 1963,
p-1
20. Ibid.

21 Mrs. Fender inlarview.
22 Company board of directors’ minutes,
1918-1928, passim.

23. Mrs, Fender interview.

24. Paffard interview.

25. Ibid

26, G April 3,
1941

27, Compony directors’ minutes, December 7,
1945,

28, Paffard interview. Alsa: Campany
Crganizotion Monual.

29. Mrs, Fender interview.

30. Company annuol reparts

31, Fort Worth Stor-Telegrom, Janvary 10,
1963

32, Fender scrapbook and Palford interview,

33 lkid.

34. Company production records.

35. Alexonder inferview.

3&. Interview with Asa Goodman,
Superintendent of Perla and Malvern Plants, Acme
Brick Company, Perla, Ackansas, on July 21,
1571, [Herealter cited os Goodman interview.)

37. Alexonder interview.

38, Ibid.

39, Interview with Williom Calvin, Accountant,
Central Office, Fart Waorth, Texos, August 12, 1971,

40, Berlon interview.

41, Sewell, "Acme in Arkansas.”

42, Ibid.

43 Leter, Leo Franz to author frem retired
refractary superintendent, Acme Brick Company,
Arkansas, dated August 19, 1971, {Hereafter ciled
as Franz letter, See alsa Sewell “Acme in
Arkansas. ")

44 Stubblefield interview,

45, Mrs. Fander interview.

44, Franz letter

47, Compony legal file

48, ). E. Fender Jr., inferview.

49, Lefter, N_ P O'Neal ta ). E_Fender 5,
undoted, Fort Warth, in possession of J. E Fender
Ir

P r,‘wll Jedesrs

50, Letter, M. P. O'Neal to J. E Fender 5,
doted Movember B, 1949, Fart Warth, Texos, in
Fender scrapbook, in possession of Mrs. J E.
Fender Sr. Xerox copy in possession of the author.

51. Alexander interview

52 Leter, Keith Alexander to D . Stubblefield,
dated Ociober 1, 1959, Fort Worth, Texas, in pos-
session of Duron Stubblefield Jr

53 lbid.

54, "Company Evaluation Survey.”

55. Letter, Mrs. Charles H. Weher o Ed Stout.

56. “Company Evolualion Survey.”

57 Ibid.

58. Campony production records.

59. Company financial recards.

40 Pafford interview,

&), lhid.

42 Ihid.

63, ), E Fender Jr. interview. See also
Commerce Deportment, Census of Manufociurers,
1954, Bulletin MC-32B, “Cemen!; Structural Clay
Products,” pp. 328-4-328-9.

64, Letter, Carrie Bowman to authar, dated
June 7, 1991

65, ). E. Fender Jr. interview.

66, Company financial records.

&7 Clipping in verfical file, Bureau of Business
Research, Austin, Texos, structural clay products,

68. J. E. Fender interview.

&9, Company Annual Reports, 1946-1955.

70. Benfon interview.

71. Interview with C. E. Dunoway, Vice
President, Parsannel and Industrial Relafiens, Fart
Warth Corporation, Fart Warth, Texos, on August
9, 1971, (Hereakter cited as Dunaway interview.)

72 "Company Evaluation Survey,”

73, Benton inkerview,

74. Campany legal file

75. "Compeny Evoluation Survey.”

76. Carlton J, Corliss, Main Line of Mid-
America: The Story of the llinais Central (New
York: Creative Age Press, 1950), pp. 394-399,

77. "Company Evaluation Survey.”

78. Company production records.

79. "Compony Evoluation Survey.”

80. Ibid.

81. Ibid.

B2. Company production recards,

83. "Company Evalualion Survey.”

84. |bid

B5. Company production records,

84, Company markeling records

87 Campony legal file.

B8, Compony morketing records.

BY. Cempany legal file.

90. [bid,

91. Fort Warth Stor-Telegram, October 5,
1952, p. 6.

92, Interview with Hubert Copps, Plant
Monoger, Denten Flant, Acme Brick Company, on
July 16, 1971 (Herealter cited as Capps infer-
view, |

93. Fort Worth Star-Telegram, October 5,
1952, p. 6.

94. Abenot interview.

95. Campany Operations Monual, 1958

26, Mrs. Fender interview. The gold cords ore
in Mrs, Fender's possession,

97, Acme Brick Company brochure on the
Bennelt Plont, printed in 1960, describes
Fanderlaken_

98, Watkins inferview,

99, Stubblefield interview.

100. Pafford interview.

107. Ibid.

102. Company financial records,
1954-1958,

103. Company Annual Report, 1958.

104. ). E. Fender Jr., interview

105. Company stockholders' minutes, May
28, 1959,

Chapter B

1. Company stockholders’ minutes, Moy 28,
1959.

2. Company Annual Report, 1959
3 |bid,

4. |bid., 1959, 1940,

5. Ikid., 1960

276

4. Campany financial records.

7. The Pug Mill, August 1929, p. 2

8. Company stochholders’ minutes,
1931-1959, passim

9. Company Annual Reports, 1960, 1941,

10. Ihid., 1940.

11. Company financiol recards

12, J, E. Fender Jr,, interview.

13. Patord interview

14 Company shoreholders' minutes,
February 20, 1941

15, Company Annual Repart, 1961,

14. Inside Acme, vol, 1, no. 1, October,
1941,

17 Thid.

18, Thid.

19. Ibid.

20. Inside Acme, vol. 2, no. 4, December
1962,

21 Ibid., vol. 1, no. 1, October 1961

22, Ibid.

23. lbid.

24. Snubblefield interview

25, Company Annual Report, 1961,

24. Company financial records.

27 Company stockholders’ minutes, February
19, 1942

2B. Inside Acme, val. 2, no. 1, March 1962,

29, Fort Worth Star-Telegram, January 12,
1963, p. 1, 8.

30. Inside Acme, val. 2, no. 1, March 1962

31. Ibid., vol. 2, no. 3, Oclober 1962,

32. Ibid., vol. 2, no. 1-4, Morch-December
1962, passim.

33 Ikid,

34. Ibid.. vol. 2, no. 1, March 1962

35. Ibid.

36. Ibid., vol. 2, no. 2, June 1962,

37 Ibid., vel. 2, no. 3, Oclober 1962,

3B ke,

39 lbid., val. 2, na, 1-4, March-December
1962, passim.

40, Ibid., vol. 2, na. 4, December 1962,

41. |bid.

42 |bid., vol. 2, no. 2, June 1942

43. Company financial records, 1942
44. Company production records, 1962,
45. Inside Acme, vol. 2, na. 3, October

46 |bid,, val. 2, nas, 3, October 1962

47. Campany Annuol Reperi, 1942

48. lbid.
Chapter 9

1. 0. Q. Tomlin, “Why We Spent & Million
Dollars," Brick and Clay Record, March 1944, p.
50,

2. Interview with Jack Lindblaom, Plant
Manager, Bannett Plant, Acme Brick Company,
Bennett, Texas, on June 11, 1971, (Hereafter cited
as Lindbloom interview. |

3. Ibid., also Copps interview,

4 Coffeyville (Konsas) Journal Press, 100th
Anniversary Edition, 1949, pp. 37, 54-56.

5. Uniled Clay Products Carporalion, The Bull
Pup, (Kansos City, Missouri, 1927), pp. 1-24.

4. Lindbloom interview.

7. Capps interview.

8. Benfon interview.

9. The Trading Post, Pittshurg, Kansas (pam
ph|a’|.



10, "A Hislary of the Town of Wair', mimeo-
graphed manuscript, Weir City Library, Weir,
Kansas, n.d,

11 bid

12, Interview with Leanard Hicks, Weir Plan
Manoger, Acme Brick Company, Weir, Kansas, on
lune 28, 1990 (Hereofter cited as Hicks interview.)

13. "Story of Coffeyville Brick," mimeo-
grophed manuseript, Coffeyville Museumn,
Cafleyville, Konsas. n.d.

14, Hicks interview.

15. Inside Acme, vol. 3, ne. |, Moarch 1963,

16. Capps interview.

17. Inside Acme, val. 3, no. 1-3,
March-Octaber 1943, possim:

18. Ibid., vol. 3, no. 3, October 1943

18 "Acme Builds New Image  Brick and
Clay Record, March 1964, p. 45.

20. Denton Recard Chronicle, October 27,
1943, Section 4, pp. 1-8.

21. "Acme Brick Company's New Denfon
Plant—Showease of the Industry,” Brick and Clay
Record, Morch, 1964, pp. 54-57 Also interview
with Mike Kluck, Personnel Officer, Dentan Plant,
Acme Brick Company, Denton, Texas, on July 2,
1971,

22, Compony production records.

23. Interview with Harland Jones, Inventory
Clerk, Denton Plant, Acme Brick Company,
Denton, Texas, an July 6, 1971. (Hereafter ciled
us Jones interview.)

24 Mrs. Abenot interview.

25. Franz lefter,

26. Benlon interview,

27 Darwin inferview.

28. Company markefing records.

29, Production department records.

30. Ibid

31. Acme Brick Compony, Special Repart fo
the Board of Directors, Marketing Department,
Fort Warth, Texas, Mavember 1945

32. Company markefing records.

33. C. H. Herman, lnvestment Memarondum
on Acme Brick Compony, Eppler, Guerin, and
Tumner, Inc., Dallos, Texos, May &, 1948
[Mimeagraphed. | (Hereafter cited as Hermann,
Investment Memarandum. )

34. Goadmar inlerview.

35. Interview with Edward L. Stout, Vice
President, Production, Acme Brick Company, Fort
Waorth, Texas, on August @, 1971 (Hereafter cited
s Stoul interview. )

6. News Front, June, 1962, p. 30, Mote:
Also of interest is the fact thal these companies had
thie greatest indebiedness.

37 Corwin, "Brick’s Mew Foce," p. 5.

38, Company marketing records.

3%. Company Annual Reports, 1981-19467

40. ) E Fender Jr. inferview.

A1 Watking interview

42 Inside Acme, val, 4, po. 4, December
19864, p. |

43. Company Annual Reports, 1944 and
1945

44 Inside Acme, vol. 5, no. 1, March 1965,
P2

45, |bid., vol. 5, no. 4, Decamber 1965,

44, |bid , vol &, no. 4, Decamber 1985

47 Alexonder inferview:

4B. Company Annual Report, 1967

49 ibid., 1943

50. Ibid., 1944, 1965, 1966, and 19567

51 Ibid.

52 Ibid., 1967

53. Company morkeling records,
19621967,

54, Fort Worth Star-Telegram, Jonuory 15;
1953, p.7.

55. Company markefing records.

56. Company Annual Report, 1967
Chapter 10

1. Hermann, Investment Memarandurm.

2 “Basic Materials Battle for Hame Building
Market," Business Week, January 18, 1980, pp.
140-142,

3. Corwin, "Brick’s Mew Face,” pp. 5,
25-26.

4 Ibid.

5. "Mergers," Wl Streel Journal, Moy 9,
1967, p. 4.

é. Letter, John D, Fredericks and Hub Hill to
the stockhalders of Pacific Clay Products and
Acrie Brick Company, May B, 1967, Fort Warth,
Tenos, morketing files.

7. "Merger Dropped,” Wall Street Journal,
June 13, 1968, p. 26.

B, Alexonder interview.

9. C. Howard Dowis, "The Cement Industry in
Texas,” Taxas Business Review, Moy 1968, pp.
3-4.

10. Ibid., pp. 4-7

11, Darwin interview.

12. Davis, "The Cement Industry,” p. 7.

13, Darwin interview.

14, Inside Acme, June 1948

15. Prospectus of the Molan Brown
Company, n.d., Fort Worth, Tesns, company mar-
keting files.

1. Hermann, Investment Memorandum.

17. Company legal file.

18. Letter, D. ©. Tomlin lo Acme
Shareholders, dated June 26, 1968, Fort Warth,
Texas, markefing file.

19. thid., June 30, 1968. Fart Warlh, Texas,
morkefing file

20. Letter, Jim Gillanders to D, . Tomlin,
doted June 5, 1988, Fort Worth, Texos, markst-
ing file

21. Letter, Joe Creighton to D. O, Tamlin,
dated May 23, 1968, Fort Warth, Texas, market-
ing file,

22. Company morkefing files

23. Letter, Sproesser Wynn to D. C. Tomlin,
dated June 24, 1948, Fort Worth, Teaas, compa-
ny marketing files.

24. Letter, Joe K. Creighton to . O, Tomlin,
dated lune 26, 1958, Forl Worth, Texas, compa-
ny marketing files.

25. Compeny markeling files

26. Company stockholders' minutes, August
30, 1948.

27 Letter, D. O. Tamlin o Jim Gillanders,
dated June &, 1948, Fort Worth, Texas, campany
markefing files.

28, Ibid.

29. Walter R, Margulies, “Latest Corporale
Disease Named Silly Symbals,” Industrial
Markeling, July 1968, p. 108.

30, Inside Acme, Juna 15468

31. Alexonder interview.

32, Interview with Gibbs Slaughter, former
Presiden!, Ceramic Cooling Towers, Incorporated,
and Assistant to the President of First Worth
Corporatian, Fort Worth, Texas, on June 8, 1971,

277

33, Acme Brick Company, "Mafice of Special
Meeting of Stockholders,” dated August 30, 1968,

34, Ibid.

35 thid,

34, First Warth Carporation “Articles of
Incorparation of the First Warth Carporation,”
Fort Worth, Texoz, company legal file.

37. Letter, D. O. Tomlin to First Worth
Corparalion stockhiolders, dated September 11,
1948, Fort Worth, Texas, company morketing files.

38, First Worth Corporation, "Motice of
Annual Meeling,” March &, 1949, Fort Warth,
Texas, company marketing files.

39, Company Annual Report, 1968,

40, |bid.

41, Company praduction records.

42, First Warth Corporation, “Interim
Finoncial Report,” September 30, 1949, compa-
ny financial records.

43 “Stocks Registered with SEC," Wall
Streel Joumnal, May 16, 1949, p. 37.

44, Company Annual Report, 1969.

45. lbid.

46. (bid.

47 |bid.

48, lbid.

49. Ihid.

50, Interview with John 5. Justin Jr..
President, First Warth Corporation, Fort Worth,
Texas, on Avgust 20, 1971 (Hereafier cited os
Justin interview.)

Chapter11

1. Stout interview.

2. Alexander inferview.

3 Inside Acme, July 1968

A lbid., June 1968,

5. Company Annual Report, 1969.

6, Laiter, Wesley Sewers, Chairman of the
Board, to First Worth Carporation shareholders.
doted December 23, 1949, Fart Worth, Texas,
company markefing files.

7. Company Annual Repor!, 1969

8. Fort Warth Star-Telegrom, Jonvary 15,
1953,p. 7.

2. Ibid

10. Fort Worth Star-Talegram, Navember
17,1959, p. 2

11. Ibid.

12 tbid., September 22, 1931, p. 10.

13. Ibid , September 11, 1952, p. 11.

14, Ibid., Jonuory 15, 1953, p. 7.

15, Ibid.

16. bhid., May 15, 1986, Sect. 5, p. 21

17, Justin interview,

18. Company Annual Report, 1970

19 Interview with Michoel J, Vincent, Chiet
Financial Officer, Secretary-Treasurer, First Warth
Carporation, on June 1, 1971, (Hereofter cited as
Vincent interview |

20. Dunaway interview.

21. Vincent interview.

22. Company production records.

23. Company morkeling records.

24, Ibid.

25. Company production records.

26 Standard ond Paers, “Firsl Waorth
Corporalion,” Corporation Records, vol. 33, no.
12, (1971} pp. ¥841-9842

27 Justin interview:



28. The Fart Worth Press, finoncial poper,
April-September 1971, passim.

28 lushin interview.

30, Sylvia Parter, "Focus an the Economy,”
1973 World Book, Yearbook, Field Enterprises
Educational Corporation, Chicaga, 1973, p. 28.
[Hereatter cited as Porter, “Focus.”)

31 (bid,

32, Company markefing records.

33 Fayette Ellis, collected notes on sales ond
marketing of the Acme Brick Company since
1970, in author's possession. {Hereafter cited a5
Ellis notes,]

34, Ibid,

35 Justin Industries, Annual Reports of Justin
Industries, Annual Report for 1971, (Hareafier
cited o Justin Annual Repert.)

36. Company production recards

37 dustin Annual Report, 1971.

38, Sidney Hiller, “Goed Canglomerates,”
Dhuns Review, Movember 1970, p. 39.

39 Justin Annual Repert, 1972,

Chapter 12

1. Acme Brick Company, Edward L Stoul's
biographic sketch, located in president’s file,
Acme Brick Compony, Fort Worth Texos.

2. Interview with Edward L. Stout, President
Acme Brick Company, Fort Worth, Texas,
September 20, 1990. (Hereafier cited os Stout
nterview, 19%0)

3. Ibid,

4. Fort Worth Stor-Telegrom, May 30, 1979,
Acme dipping file, located in president’s office,
Fort Worth, Texos.

5. Porter, “Facus,” 1974, pp. 23-27.

&. Porter, "Focus,” 19735, p. 31

7. Porter, “Focus,” 1976-1979, passim

8. Farter, "Focus,” 1979, p. 35

9. Ellis notes.

10 Ibid.

11, Ibid,

12, Ihidl.

13 Company marketing records.

14, Ellis notes.

15. Letter, Dr. Harrold Mellon to author,
dated Movember 19, 1990, Dallas, Texas, in
authar's possession

16, Elliz notes.

17 Ibid.

18 Company markefing records,

19. Ellis notes

20, Ibid.

21, lhid.

22, Stout interview, 1990,

23 Company production recards

24. bid.

25. Eilis notes

26 Ibid.

27, “How Aeme Brick Increosed Praduction
For Less Cost/Time," Brick and Clay Record),
Febr\.lorr 1978, pp 15-21 (Hersater cited as
‘Less Cost/Time," Brick Record.)

28, Stout inferview, 1990,

29, Ellis notes.

30. Company produchon recards.

31, "Less Cost/Time," Brick Record, pp.
1521

32, Ibid.

33. Ibid.

34, lhid-

35. The Sequin (Texas) Gazete, December
30,1976, p. 1

6. Letter, Emmett Lawless to John Koch,
October 19, 1989, Located in the Son Felipe
Plant file, Acme Brick Comporny, San Felipe,
Texas (Hereafter cited as Lowless letter |

37. “Less Cost/Time," Brick Record, p. 20.

38. Lawless lefter.

39. "Less Cost/Time," Brick Record, p. 20.

40. M. Gordur, “Boots 1o Bricks, Justin
Indusiries Cashes in on Solid Demand,” Barron’s,
Seplember 19, 1977, Volume 51, pp. 48-50,

41, Justin Anaval Report, 1978,

42, Ibid.

43. Ellis notes,

44, Biogrophicol information on Kach,

45, Ihid

#6. Company financial records, 1978.

47. Ibid.

48. “All's Wall that Ends Well" Forbes,
Mewvember 27, 1978, p. 76

49 Justin Annual Reports, 1975-1979

50. Ibid
Chapter 13

1. “Mid-America’s Success Story,” LLS MNews
and Warld Repari, Morch 22, 1976, p. 46,
{Hereolter cited as "Mid-America’s Stary.”)

2. “When It All Comes Tumbling Down,”
Insight, March 30, 1987, pp, 26-28.

3. “Mid-America’s Story," pp. 46-48

4, "Runaway Inflation,” LLS. News and
World Report, March 12, 1979, pp. 71-72.

5, "Inflation’s Toll,” LS. Mews and Werld
Report, Merch 12, 1979, pp, 71-72.

&, "Top Pricrity A Rush to Get Business
Going,” U.S. News and World Report, February
2, 1981, pp. 22-23.

7. "Caon Consumers Count on Lower Inferest
Rates,” LS. News and World Report, June &,
1983, p. 25.

8. “The Long Tarm Boom MNow In Prospect,”
U8 News and World Repori, June &, 1983,

p. &

. Company produclion records,

10. Ibid_

1. thid.

12: Lawless letar,

13. Justin Annual Regart, 1981,

14. Lowless letter,

15 Company legal file.

16. Letter, Donald Archibald to John lustin,
dated July 2, 1981 Letter located in campany
legal file, Fort Warth, Texas.

17. Company product records.

18, Justin Annval Report, 1982,

19. lhid.

20. Ibid., 1983.

21. Company production reports,
1982-1983.

22. Justin Annual Report, 1983

23 Letter, Roy Tiptan, Fart Smith Plant
Manoger, to Bill Seidel, Markeling Director, dated
Mavember 12, 1990, Fort Worth, Texas, compa-
ny merketing files.

24. Inkerview with Tom Paston, Perla Plant
Manager, Acme Brick Company, Parla, Arkansas,
June 29, 1990,

25, Company preduction records,
1983-1984.

26 |bid.

278

27. Interview with Sem May, Tulso Plant
Manoger, Acme Brick Company, Tulsa,
Oklehoma, June 26, 1950

28. Susan Everly-Durze and Terrel Lester,
Tulsa Times, a Pictariol History: The Early Years
(Tulsa, Oklohoma: World Publishing Company,
1984), pp. 156-159.

29, fhid.

30. Ibid.

31 Ikid.

32. thid,

33, Compony produciion racords,

34 Hicks interview

35, Company production recards

36 Interview with Steve Fincher, Bridgeport
Plant Manager, Acme Brick Compeny, Bridgepart,
Tewas, July 14, 1990

37, Luttar, Mrs. D. H. Cater to Ed Stout,
January 10, 1978, dippings from Athens. Texos,
Letter located in Acme clipping file, Fort Worth,
Texos.

38. Company production records,

37, Ibid

40, Iid

41 Interview with Johnny Willioms, Denton
Flont Products Manager, Acme Brick Compony,
Denlon, Texas, on July 16, 1990. (Hereahter cited
as Willioms inferview ]

42, Ibid,

43 Ibid.

44 Stout inferview, 1990

45, Acme Brick Company, R&D repart an
San Felipe, 1989, locoted ot Denton Lab, Denton,
Texos. (Hereofter cited os R&D Report on San
Fulipe.)

A6, \bid

47, hid.

48, Interview with Bill Lemmond, District
Scles Manoger, Acme Brick Company, Houston,
Texos, on August 18, 1990

49, Interview with John Koch, Vice President,
Production, Acme Brick Company, Fart Worth,
Texns, on September 21, 1990, (Hereaker cited
s Koch interview.|

50, R&D Repert on San Felipe.

51. The Sealy News, Sealy, Texas, Oclober
23,1986, p A5

52 R&D Repart on San Felipe.

53, Lowless interview.

54. John Koch, nates on SFP construction,
Maorch 28, 1991, in auther's possession.

55, Interview with Mark Buntz, Loading and
Shipping Supervisor, San Felipe Plant, Acme Brick
Company, San Felipe, Texas, August 18, 1950,

56, The Sealy News, Sealy, Texas, Oclober
23,1986, p. AL

57, Interview with Bill Hurlburt, Regional
Sales Manager, Acme Brick Company, Houstan,
Texos, an October 12, 1990, (Hare alter cited o
Hurlburt interview.)

58, Koch interview.

59, Rupert M. Richardsan, Ernest Wallocs,
ond Adrian M. Andersan, Texas, The Lone Slar
State, 3rd edition, (Englewood Cliffs, New Jersey:
Prentice Hall, 1970}, pp. 48-59. (Hereaker cited
as Richordson, Texas. |

#0. Whalter P Webb ond H. B. Carral elal.
The Handbook of Texas, (The Texos Stote Historical
Assaciotion, Austin, Texns. 1952), val, 1|, p. 550,

&1, Company legal file,

42, Inseription on plague ot the “General
Stare”, San Felipe, Stephen F Austin State Park



63, Inscription on monumen! to Stephen F.
Awustiri of Stephen F. Austin State Park.

64 Acme Brick Company, “Report to
Marketing Department,” 1989, locoted in
Marketing Department, Fart Warth, Texas,
(Hereafter cited o3 Report to Marketing.)

45, Ellis, notes,

&b, Interview with Michael Vickers, Diractor
Research ond Production Services, Acme Brick
Company, Denton, Texps, on June 30, 1990,
[Hereaher cited as Vickers inferview.|

47, Ibid.

8. Report to marketing.

59, Vickers interview.

70. Vickers interview.

71 Mellon interview.

72, Ibid.

73. Ellis notes.

74 “lushin Indusiries, Safety Records” locat-
&d in the Personnel ond Industrial Relahons
Deportment in Fort Warth, Fort Warth, Texas.

75, Ibid.

76. Wise Counly Messenger, February 9,
1989, p. 1.

77 Stout interview, 1990

78, Justin Annual Report, 1989

79, Stoul Interview, 1990

80. Ibid
Chopter 14

1. Letter, Ed Stout to Fayeite Ellis, dated April
19, 1990, Fort Worth, Texas, in possession of
author.

2. Ibid.

3. Ibid.

4. Justin Annual Repovts, 1980-198%,

5. Mellon interview.

6. Theodore Levitt, The Marketing
lmagination, New Expanded Edition (Mew Yark:
MaoeMiflan, Inc., 1986) pp. 135-137, 288.

7. Jushin Annval Repert, 1980,

8. Staut interview, 1990,

9. Justin Annual Repart, 1981,

10, Ibid., 1982,

11. Melton interview.

12, Ibid.

13 Justin Annual Report, 1982

14. B1A, News, March 1990, p. B,

15, Koch interview.

16. Michoel Cossell, (2ig i, Burn i, Sell it
The Story of Ihstock Johnsen, 1825-1990
|Londen, England: Pencorp Books, 1990) g, 71.
|Hereafter cited as Cassell, Dig it, Bum it)

17. lhid, pp. 112-1117

18. Ihid, p. 123.

19, Ibid. p. 167.

20. Letter from Melson Cooney, Director of
Brick Institute of America, lo auther, dated
Newember 15, 1990, Restan, Virginio, in posses-
sian of authar

21. bid.

22, Cossell, Dig it, Burn it, p. 188

23. Koch interview

24. Stouf inferview, 1790,

25. Ellis notes.

26 Ibid.

27, Ibid,

28. Ibid.

29, |bid,

30. Letter, Scotty Freebairn to Bill Seidel
dated Movember &, 1990, Litle Rock, Arkonsas,
in possession of auther (Hereafter cited as
Freahairn later,}

31 Ellis notes,

32 Ibid.

33. Ibid.

34. bid.

35. Company markeling record.

36, Ellis notes,

37. Gorland R. Hadley, “Adj and

Change in the Wichita Falls Ecanomy,”
Midwestern Business and Economic Review , #11,
(1990): pp. 1-4.

38. Compony markefing records.

39. Ellis notes.

A0, Ellis intarviaw.

41, Lemmond interview.

42, Hurlburt interview.

43, lbid,

44, Comparty morkefing records.

45, Ibid.

46, Hurlburt inlerview.

47, Company markefing recards

48. Ellis notes.

49 Interview with Greg House, Sales
Manager, Tile and More, Acmn Brick Company,
Dallos, Texas, on September 21, 1990 (Hereaher
cited @z House inferview.)

50. Ihsid.

51, Ibid.

52, Ellis interview.

53. Ihid.

54. Ibid.

55. Ellis notes

56. thid.

57 Ibid.

58. Ibid.

59_ Stout interview, 1920,

&0. Ibid.

&1 Company markefing records (Recreaion
Department prepored octivity summary),

62. Ibid.

&3, Intarview with Scotty Freebairn, Regional
Sales Manoger, Acme Brick Company, via tele:
phore, Litle Rock, Arkansas, June 20, 1990

44, |bid.

45 lbid.

&6, House inferview,

&7. Company marketing records.

&8 lbid,

69, Freebaim lefter

70. Malvern Dily Record, June 28, 1990
p b

71 Freehaoimn letler

72. Campany markefing recards

73. Ibid,

74, Ibid.

75, Ibid,

74, Mellon interview,

77, lbid.

78, Ibid,

79, Ibid.

80. Acme Brick Company, Troffic Department
records, in Fort Worth, Texas, Company Trakfic
Departmenl, Herealter cited as Compony Traffic
Department Records’)

81. Ihid.

82 Ihid.

279

83 Ibid.

84, Ellis notes.

85, Ihid,

84, Interview with Charles Sarten, Regional
Trucking Manoger, Acme Brick Campany, Denton,
Texos, July 29, 1990. Also Jaomes Cooper,
Regional Trucking Manager, Acme Brick
Company, Perla, Arkansas, on June 29, 1990

87 Company Traffic Department records,

B8, Stout interview, 1990,

89 Justin Annual Report, 1987,

Q0. Justin Annual Repert, 1989,

91, Acme Marketing Records, 1990

15

I Justin Industries, Annual Report, 1988

2. Justin Industries, “Inlerim Financial Report,
September, 1990 {Hereaher cited as “Justin
Interim Report”, 1990.)

3. Justin Annual Report, 1989

4, Justin Annual Reports, 1980-1989,
passim,

5. W. F Tucker, The Chancellor’s Reporf,
Texos Chrisfion University, 1990, p. 35.
& Ibid p. 5.

7. Fart Worth Star Telegram, Decembar 23,
1990, p. 1.

B. tbid.

9. lbid.

10. Thomas Joffe, “Justin Time?", Forbes,
Jonuary 8, 1990, p. 341,

11. Fort Worth Star Telegram, March 8,
1990, p. 1.

12. Ibid., March 9, 1990, p: 1.

13, Letler, John Justin to employees, doted
March 9, 1990, Fort Worth, Texas, in possession
of author,

14, Fart Warth Star Telegram, March 24,
1990, Section 2, p. 3.

15, Ibid., March 27, 1990, p. 1.

14, Ihid., May 17, 1990, p. 1.

17, Fronk Smith, “Justin industries digs in o
fight hostile take aver aftempt,” Dallas Business
Journal, June 25, 1990, p. 5.

1B. Don Pillar, “Justin didn't inform stock-
holders, investors say,” Fort Worth Star Telegram,
Business Journal, July 17, 1990, Sectian 2,
pe. 1,3

19 Houstorn Chronicle, September 7, 1990,
Section 2, p. 1

20. Houston Post, August 23, 1990, p. B-7

21. "Justin Interim Report, 1990."

22, Houston Post, August 23, 1990, p. B-7

23. Interview with John 5. Justin Jr,
Chairman and President, Justin Industries Inc.,
Fort Worth, Texas, an August 17, 1990,

24. Seidel inlerview.

25. Lawless interview.

24, “Justin Interim Report, 1990."

27 Seidel inferview.

28 Ellis interview.

29. Ellis notes.

30. Letter, Bill Seidel to author, dated
Mavember 18, 1990, Fart Worth, Taxas.

31, Melon interview.

32. Kech inlerview.

33 Stout interview, 1990,



Bibliography

Records
Acme Brick Company. Annual Reports of Acme Brick
Company, 1917-1948.

———  Denfan Plant recards, 1911-1918. In company files ot Denton Plant,
Denton, Texas.

———  Edward L Stout's biographic sketch. In president’s file, Fort Worth,
Texas,

———  Employment records. Company Personnel Department, Fart Worth,
Texas.

——  Financial Records of Acme Brick Company, 1914-1948

——  Legal File, recards in Fort Warth, president’s office {fypewriten).

———  Markefing records, 1916-1971. Recards in Sales Department files
(typewritten).

—’_ Minutes of meeting of the board of directors, 19161948 (typewrit-
ten).

——— . Minutes of meeting of the stockholders, 1914-1968 (ypawritien),
——— _ Nafice of special stockholders meeting, August 30, 1968,

—— . Operations manval, January 1948, Company morketing files, Fart
Warth, Texas,

——— _ Plant Evaluation Survey, 1940. Production Department files, Fart
Worth, Texas.

—— _ Production Department records. In company Production Deportment,
Acme Brick Company, Fort Warth, Texas,

—— . R & D report on San Felipe, 1989, In Denton Lob, Denton, Texos.

——— . Report to Marketing Department, 1989. In Marketing Department
files, Fort Worth, Texas

———  Special report lo the board of directars, Markefing Department, Fort
Warth, Texas, Navember 1965,

——— Traffic Department recards. Located in company Traffic Deportment,
Fort Worth, Texos.

First Worth Corporation. Annual Reparts of the First Warth Corporation.
1968-1970.

—— . Articles of incorporation of the First Worth Corparafion. In campany
legal files, Fart Warth, Texos,

- Financial records of the First Warth Carparation, 1968-1971.

 Interim Financial Report. September 30, 1969, In company financial
records, Fort Waorth, Texos.

. Interim Financial Report. July 30, 1971, In company, finoncial
records, Fort Worth, Texos.

——— . Minutes of meefings of the sfackholders, 1948-1971 (fypewitien).

——— . Matice of annual meeting of the First Warth Corporation, March 6,
1949, |n company markeling files, Fart Worth, Texas.

lustin Industries. Annual Reports for Justin Industries Inc. 1971-1989.

Interim Financial Reporf. September 1990. In company linancial
racords, Fart Worth, Texos.

 Safety records. In Parsonnel & Industrial Relations Department, Fort
Waorth, Tesas,

Company Publications

Acme Brick Company. Brochure on Bennett Plan!, 1940

. Inside Acme, vals, =i, (October 1981-July 1968).
———  The Pug Mill. March 1926-December 1931.

The Brick Press, vols 1-4, [June 1978-5eplember 1981},

Bannett. Waller R. “The Romance of Brick.* The Pug Mill, April
1929-Septembar 1929,

——— . "The World Has a Way of Catching Up." The Pug Mill, December
1930.

Cochron, R. Hunler, “The Stary of Brick.” Walter R. Bennett Collection of Brick
fram Araund the World, (Mimeographed) Fort Worth, Texas

Elders, John A, “The Bennett Plont.” The Pug Mill, April 1925,

—— . "Keeping up with the Procession.” The Pug Mill, June 1927.

“The Elgin Plant,” The Pug Mill, February 1927,

Kelly, Andrew B. | Remember.” The Pug Mill, May 1924.

Kelly, J. W. "Our Denion Flant.” The Fug Mill, Jurie 1924

———  "Our Oklahoma City Plant.” The Pug Mill September 1926,
Mitchell, Van Zandt. “Our Fort Smith Plant.” The Pug Mill Oclober 1928,
Oesch, Joe B “Cur Molvern, Arkansas, Flant.” The Pug Mill, August 1926

O'Mail, Hanry and Willioms, G A. “A Tour Through the Perlo Plonis" The Pug
Mill, January 1927.

Smith, Roy G. "Our Pina Bluff Plant.” Tha Pug Mill, July 1926,
Won Cleove, H. M. “Our Cleveland Plant,” The Pug Mill, November 1924,

Welch, E. A, "Litle Rock, the Largest Commen Brick Plant in the Sauth.” The
Pug Mill, May 1924,

“Wha Owns Acme Bricke™ The Pug Mill, July 1928,

Government Publications

Acme Brick Compony et ot v. Aloboma and Mississippi Rail, y ef
ol, vel, 107, Reports of the Commission, Decamber 1925 loMandl
1926, Washinglan, D. C.. U.5. Government Printing Office, 1927

Aeme Brick Company v. Angeline ond Neches River Railrood Company et al,
vol. 120, Repoerts of the Commission, December, 1926, to Jonuory, 1927
Washington, D. C; U 5. Government Printing Office, 1927,

Acme Brick Compony v. Central of Georgia Roilway Company et al, vel, 123,
Reports of the Commission, No. 18052, February, 1927 to March, 1927
Woshington, D, C; U.S. Government Printing Office, 1927

Acme Brick Company v. Fort Smith and Western Railway Co., vol 159,
Reports of the Commission, Octaber, | 929 to December, 1929,
Wathington, D. €1 U.S. Government Printing Office, 1930

Biennial Reports of the Secrefary of Stafe of the State of Texas. 1892, 1894,
1894, 1898, 1914, 1914, 1918, 1920, 1922

1).5. Deportment of Commerce, Bureau of the Census. The Growih of
Manufocturers, 1899 1o 1923

LS. Department of Commerce ond Labor, Bureou of the Census. Cansus of
Manufacturers;: 1905, Bulletin &1, Clay Products.

Manutacturing Census, 1927, 1937

U.S. Interstate C ce G Reports. Deci of the Interstate
Commerce Commmission of the United Siales. December 1924~ fanvary
1927, Washington, D. C.; US. Government Prinfing Office, val. 120, Mo
14525, 1927,

Raines, C. W., ed, Yearbook for Texas, 1901, Austin, Texas: Gamimel Boak
Ca,, 1902,

Interviews

Abenol, Lovise. Refired Traffic Coordinator, Acme Brick Company, Fart Werth,

Tesas. Interview, May 2B, 1971,

Allan, Dlen. Pit Fereman, Parlo Plant, Acme Brick Company, Perle, Arkonsas.
Imberview, July 30, 1971,

Alexander, Dwight, Assislant ta the Vice President of Production, Acme Brick
Comparty, Fort Warth, Texos. Interview, August 2, 1971

Ashley, Genrge Lee. Shading ond Laoding Department, Bennett Plant, employ:
ee of Acme since 1917, Bennett, Texos. Interview, Juns 4, 1971

Bean, Mrs. Grilf. Wife of a picneer company employee, Mew Salem, Texas
Interview, June 14, 1971,

Bennett, Walter R., Jr. Engineer ond Assistont fo the Vice President of
Production, san of the third company president, Acme Brick Company
Interview, May 28, 1971

Bennett, Mrs. Walter R, 5S¢ Former board of directors member, Acme Brick
Company, wile of third Acme president, Fort Worth, Texas. Inkerview, June
7. 1971,

280



Bentan, Q. I International representative for the United Brick ond Clay
Workers of America, Fort Warth, Texos. Interview, September 13, 1971

Buniz, Mork. Loading & Shipping Supervisar, San Felipe Plani, Acme Brick
Company, Sen Felipe, Texas, Interview, August 18, 1990,

Capps, Hubert. Plant Manager, Dentan Plant, Acme Brick Company, Denlon,
Taxas, Inferview, luly 16, 1971

Cooper, James, Regional Trucking Manager, Acme Brick Compary, Parla,
Arkonsas, Interview, July 29, 1990,

Crawhard, Duncan. Praduction, Burning and Packaging Supsrintendent, Perla
Plant, Acme Brick Company, Perla, Ackansas, Interview, July 30, 1971

Darwin, Bill 1. Vice President, Marketing, Acme Brick Company, Fort Warth,
Texas, Interview, June 26, 1971

Davis, Ed, Shift Fareman, Fart Smith Plant, Acme Brick Company, Fart Smith,
Arkansas. Interview, June 28, 1990

Dunoway, C. E Vice Presidant Personnel ond Indusirial Relations, First Warth
Corporation, Fort Worth, Texas. Interview, August 9, 1971,

Emberlain, John. Retired Acme employee who worked for the company prior
ta World War |; in |920s through the 1940s, oge 92, Minaral Walls,
Texos. Interviow, August 17, 1971

Fander, ). Ernest, Jr. Sales Coordinator, son of the fifth Acme president, Acme
Brick Company, Fort Worth, Texas. Interview, June 1, 1971,

Fender, Mrs, James Ernesl, Sr. Wike of the lifth Acme president, Fart Warth,
Texos. Interview, Avgust 3, 1971,

Fincher, Steve. Plan) Manager, Bridgeport Plont, Acme Brick Company,
Bridgeport, Texas, Interview, July 16, 1990,

Freebairn, Scoty. Regional Sales Manager, Acme Brick Company, Litle Rock,
Arkanzas. Interview via telephane, June 29, 1990,

Goadman, Asa. Plant Monager, Parla and Malvern plants, Acme Brick
Company, Perla, Arkansas. Interview, July 31, 1971

Hicks, Leonard. Plont Manager, Weir Plont, Acme Brick Company, Wair,
Kansas, Interview, June 28, 1990,

House, Greg. Soles Manager, Tile and More, Acme Brick Company, Dallas,
Texos. Interview, Seplember, 21, 1990.

Hurlburt, Bill. Regional Sales Manager, Acme Brick Compony, Houston, Texas.
Interview, Octobar 12, 1290,

Jones, Harlond, lnventary Clerk, Denton Plont, Acme Brick Company, Dentan,
Texos. Interview, July &, 1971,

lustin, John S., Jr. Prasident, First Worth Corporation, Fort Waorth, Texas.
Interview, August 20, 1971,

Chairman and President of Justin Indusiries, Inc., Fort Werth, Texas.
Interview, August 17, 1990,

Keohey, Jess. Retired Superintendent, Fort Smith Plant, Acme Brick Company,
Denton, Texas. Interview, July 16, 1971,

Kluck, Mike. Personnel Officer, Danton Plunt, Acme Brick Company, Dentan,
Texas, Interview, July 2, 1971,

Koch, John. Vice President, Production, Acme Brick Company, Fort Warth,
Tencis, Inferview, September 21, 1990,

Lamb, |. M. A farmer employee and resident of Bennett, Texas, at Forf Worth,
Texas. Interview, July 26, 1971

lawless, Emmett. Regional Production Manager, Acme Brick Company, Sealy,
Texos, Inlerview, October 11, 1990

Lemmand, Bill. District Seles Manager, Acme Brick Compony, Houston, Texos.
Interview, August 18, 1990,

lindbloam, Jack. Flant Manager, Bennett Plant, Acme Brick Company, Bennet,
Texas. Interview, June 11, 1971

May, Sam. Plant Manager, Tulsa Plant, Acme Brick Company, Tulsg,
Ohlohoma. Interview, June 24, 1990.

Maltan, Harrald, Vice President Soles and Markefing, Acme Brick Company,
Dallas, Texos. Interviews July 16 and September 20, 1990,

281

Ouborne, W, A, Tope of May 1971 inlerview by | M, Lambs, of this farmer
Bennett resident and Acme Plant Superintendant. In possession of | M.
Lambs at Fart Worth, Duplicated

Paflord, Ray. Farmer Vice President of Production, Acme Brick Company. Now
Hospital Administrator, Weotherford, Texas. Interview, June 21, 1971

Poston, Tom. Plant Manager, Perla Flant, Acme Brick Company, Perla,
Arkansas, Interview, June 29, 1970

Sarten, Charles. Regicnal Trucking Manager, Acme Brick Plant, Denton, Texas
Interview, July 29, 1990

Shelton, Roger Plant Manager, Bennett Plan), Acme Brick Company, Bennett,
Texos. Inferview, August 20, 1990,

Sloughter, Gibbe, Former Prasident, Ceramic Cooling Towaers, Incorporaled;
Assistont o the President, First Worth Corparation, Fort Worth, Texas,
Interview, June 11, 1971

Spence, Joo. Plant Manoger, Quachita Plant, Acme Brick Company, Malvern,
Arkansos Interview, July 1, 1990,

Stout, Edword L Vice President, Produchon, Acme Brick Compony, Fort
Worth, Texos. Inlerview, August 7, 1971,

. President, Acme Brick Company, Fort Warth, Texos, Interview,
September 29, 1990,

Stubblefield, Duran 1., Jr Farmer Acme Refractories Depariment employes,
Fort Worth, Texas. Interview, Juna 30, 1971

Tiptan, Roy. Plant Manager, Fort Smith Plant, Acme Brick Campany, Fort
Smith, Arkonsas. Interview, June 28, 1990,

Vickers, Michoel, Director, Research ond Production Services, Acme Brick
Company, Denton, Texas. Interview, June 30, 1990,

Vincent, Michael J. Secretary-Treasurer, Chief Financial Officer, First Warth
Corporafion, Fort Worth, Texas. Interview, June 1, 1971

Wiatkins, Glen A_ Austin Soles Manager, Acme Brick Campany, Austin, Texos.
Interview, June 8, 1971

Williams, Johnny. Products Manager, Denton Plant, Acme Brick Company,
Dentan, Texos. Inferview, July 168, 1990,

Unpublished Materials

A History of the Town of Weir. Manuscripl, Weir City Library, Weir, Kansas,
n.d. [mimeographed).

Alexander, Keith. Letter to D. J. Stubblefield Sr., Fart Worth, Texas, October 1,
1959 Iny ion of D ). Shubblefield ir.

Archibald, Don. Letter to John Jusfin, July 2, 1981 In company legal file in
Fort Worth, Tesas.

Bennalt, Walter R, Sr. Latter 1o M. W. Hordy, Forl Smith Brick Compony exec-
utive, April 16, 1923. In company marketing files in Fort Worth, Texas.

Bennett, W, R, Letiers fo foreign consuloles, state department afficials, and
congressmen, 1924-1928. In Fort Worth office marketing file (lobeled
Museum Brick).

Letter to stockhalders, September 10, 1932 In Fart Warth, Texas,
marketing files,

Bennett, Cctovia. Letter to Acme Press Brick Company and Waller R. Bennett,
August 17, 1907 In possessien of W. R. Bennett Jr., ot Fort Warth, Texas

———  Lefter 1o her children, June &, 1952, In posssession of Waller Benpett
Jr., at Fort Worth, Texas.

—— _ Letter to Walter R. Benneft Jr., January 12, 1953, In passession of W
R. Bennett Jr., Farl Worth, Texos.

Caler, Mre, D, H. Latter bo Ed Stout, January 10, 1978, Athens, Texos. In
Acme clipping file, Fort Worth, Texas.

Cooney, Nelsan, Letter to author from director of Brick Insfitute of America,
Restan, Virginia, November 15, 1990

Creightan, Joe, Latter to D D. Tomlin, President, Acme Brick Company, from
director of public relations, Moy 23, 1768, In Fort Waorth, Texas, markel-
ing files.

. Letter to D. ©. Tomlin, President, Acme Brick Compuny from director

of public relations, June 26, 1968.




Elders, John A, Letter to Duron J, Stubblefield, 1955, Undated letter lacated in
the Stubblefield file privately held by D. J. Stubblefield Jr., Fort Worth,
Texas.

Ellis, Fayetie. Collected nates on sales ond markefing of Acme Brick Campany
since 1970, In possession of author

Fander Family Scrapbook. Clippings, birth records, phatographs. In personal
possession of Mrs, ). E. Fender Sr., Fort Worth, Texas.

Franz, Leo. Letter to outhor from retired Refroctories Department superinten-
dent, Acme Brick Company, August 19, 1971

Fredericks, John A and Hill, Hub, Letter to stockhalders of Pocific Clay
Products and Acme Brick Company; Farl ‘Worth, Texas, May 8, 1967 In
compony marketing files.

Freebaim, Scotty. Letter to Bill Seidel, Litle Rock, Arkansas, Movember &,
1990, In passession of outher.

Gentry, Mary Jane. "Thurber: The Life ond Deoth of a Texas Town.”
Unpublished Masters thesis, University of Texas, 1940.

Gillanders, Jim. Letter from vice president, Acme Brick of Louisiana, June 5,
1968. In Fort Warth, Texas, company markeling files.

Hermann, C. H. Investment Memorandum an Acme Brick Company. Eppler,
Guerin, and Turner, Inc,, Dallas, Texas, May 6, 1948. [Mimeographed)

Hobson, Joe P, Leter to author from refired director of plants, Acme Brick
Company, Denton, Texos, September 15, 1971.

Justin, John, Lefter to employees, Fort Warth, Texas, March 9, 1990. In pos-
session of author

Kriebel, J. M. Letter to Acme Brick Company fram vice president of the Texas
Stote Manufocturers Association, November 5, 1927 In Acme Brick
Company, Fort Worth, Texas, morkefing files.

Lanhem, Honorable Fritz G. Letier 1o Woler R, Bennett Sr,, dated Jonuary 20,
1927 In company morkeling files (Museurn Brick) of Fort Worth, Texas.

Lowless, Emmett. Lefier to John Kach, Oclober, 19, 1989, In San Felipe, Texas,
Acme Brick Company file.

Measures, Fred. Letter to Acme Brick Company, September 14, 1944 In com-
puny marketing files, Fort Waorth, Texos.

Melten, Harrold, Letter 1o author, Dallas, Texas, Movember 19, 1990, In pos-
session of author.

Molan Browne Campany, "Prospectus.” n.d. In company marketing files, Forf
Warth, Texas,

O'Meal, N. P, Letter fo ). E. Ferider 5r,, undated. Fart Warth, Texas. [n passes-
sion o ). E. Fender Jr

. Leter to ). E. Fender Sr from Hope, Arkansas, November 8, 1949,
Fort Warth, Texas, in Fendar's scapbaok, in possession of Mrs. | E
Fender 5r

Scotiish Rite, Dallos Cansistary Mo. 2. Matice of Mourning, July 20, 1907.

Seidel, Bill Letter ta author, Fort Worth, Texos, Movember 14, 1990 In pos-
session of author.

Sewell, Charles L Acme in Arkansas. Seven-page pomphlet writien in 1963,
copies in Perla, Arkansas Plant office, (mimeographed).

Sowers, Wesley. Leter to First Worth Carparafion stockhalders fram barmer
chairman of the board, First Warth Corperation, December 23, 1969, In
company morkefing files, Fort Worth, Texas,

*Story of CaHeyville Brick " Manuscript, Coffeyville, Kansas Museum,
Colleyville, Kansas, n.d,, (mimeographed).

Stout, Edward. Letter o Fayetta Ellis, Fort Worth, Texos, April 18, 1990, In
possession of author

Stubblefield, Duron J., Sr. Collected notes on early history of Acme Brick
Company. Privately held by Duron J. Stubblefield Jr., Fort Worth, Texas.

Terry, |. C. Typed reminiscences, March 1929, Vertical file of Fort Worth
Public Library, Fort Worth, Texas.

Tipton, Roy. Letter o Bill Seidel. Marketing Director, Navember 12, 19%0, In
possesion of Bill Seidel, Fart Warth, Texos,

Tomlin, D. Q. Letter to Jim Gillonder, Vice President, Acme Brick Company of
Louisiana from company president, June 6, 1948, In Fort Worth, Texas,
compony marketing files.

—— . Letter to Acme Brick Compony stockholders, June 26, 1948. In mar-
kating files, Fort Warth, Texas.

—— _ Lefier fo Acme Brick Company shareholders, June 30, 1948 In Fart
Worth, Texas, morketing files.

. Letter to First Warth Carparation stockholders, September 11, [968.
In Company markefing files, Fort Worth, Texas,

Wynn, Sproesser. Letter to D. O, Tomlin, President, Acme Brick Company from
members of the board of directors, June 24, 1948, In Fort Warth, Tesas,
muarkefing Fles.

Books

Ardington Heights lunior Historians. Down Historic Trails of Farth Worth and
Tarrant County. Fort Worth: The Hedgkins Company, 1949

Barksdule, E. €. The Meat Packers Come fo Texas, Texos Industry Series, na
7. Austin: Bureau of Business Research, University of Texas, 1959,

Cassell, Michael. Dig if. Burn il Sell itt: The Story of lbstock Johnsan,
1825-1990, London, England; Pencorp Books, 1990.

Crary, J. W., St Sixty Years a Brickmaker_ Indionopelis, indiona: T A, Rondall
Co., 1890.

Corliss, Carllan J. Main Line of Mid-America: The Stary of the lllinois Central
Maw York: Creafive Age Press, 1950.

Everly-Durz, Susan ond Terrel Lester. Tulsa Times A Pictorial History: The Early
Years. Tulsa, Oklahoma: World Publishing Ca,, 1986

Hendricks, Lea, Geolagy of Parker Caunty, Texas. Austin: Bureau of Economic
Geology, University of Texas, 1957

Hollond, Gustavus A. The Double Log Cabin: A History of Parker Counly.
Waatherford, Texas: The Herald Publishing Company, 1937

Levitt, Theadare, The Marketing Imagination, New Expanded Edition. New
York: MacMillan, Inc., 1984,

Marley, Christopher ond Everett Louella D., eds. Barfleit’s Fomiliar Quatations,
12th ed. Boston; Little Brown and Company, 1951,

Marton, W. R. Centennial History of Madisan Caunty, llinais and its People,
1812-1912, vol. |. Chicage: The Lewis Publishing Company, 1912
Paddack, B, B. History of Texas, Vol. IV Fort Worth and the Texas MNarthwest

New York: The Lewis Publishing Company, 1922

. History of Texas, Val, Il Fart Worth ond the Texas Morthwesl, New
York: the Lewis Publishing Company, 1922,

Phillips, Williom B. The Mineral Resources of Taxis, Bulletin 365, Austin: The
University of Texas Press.

Plummer, F: B. and Homsbarger, Joseph, Ir. The Geology of Pala Pinlo County,
Texas, Austin: The University of Texas Press, 1935.

Porter, Sylvia. 1973 World Book Yearbook. Chicago: Field Enterprise

afional Corp., 1973,

Reis, Heinrich. The Clays of Texas, Bullefin 102, Val. 2, Austin: The University
of Texos Press, 1908.

Richordsan, Rupert N, Ernest Wallace, ond Adrion Andersan. Teras The Lane
Star State, 3rd edifion. Englewood Cliffs, New Jersey: Prentice Hall,
1970

Scott, Gayle and Armstrong, J. M. The Gealogy of Wise County, Texos.
Austin: Bureau of Economic Geology, University of Texas Press, 1932,

Spratt, Jahn Siricklin, The Rood to Spindletop: Economic Change in Texas,
1875-1901. Ausfin: University of Texas Press, 1955,

Timmons, Boscom M. Jesse H, Jones, The Man and ihe Stalesman. New York
Henry Holt and Company, 1956.

Webb, Walter P and H.B. Carral, et. ol. The Handbook of Texas vel ii
Ausiin, Texos: The Texos State Historical Associofion, 1952,

Periodicals

"Acme Brick Company’s New Dentorr Plont—Showease of the Indusiry,” Brick
and Cloy Record, March, 1964, pp. 54-57.

“Acme Builds Mew Image.” Brick and Cloy Record, Morch 1964, p. 45.

“All's Well that Ends Well.” Forbes, Movember 27, 1978, g, 74

Architecture {odvertisemant), March 1928

The Architectural Forum (advertisement), March 1928

The Architeclural Record (advertisemant), December 1927

"Basic Materiols Botile for Home Building Market” Business Week, January
18, 1970, pp. 140142,

“"Can Consumers Count on Lower Interest Rates.” U, 5. News and World
Report, June &, 1983, p. 25.

Cochran, R. Hunter, “Tha Story of Brick." W, R. Bennelt Museum Collection of
Brick from Around the Waorld, Fort Worth, Taxas, n.d. (Mimecgrophed)

282



Corwin, Phillip, “Brick’s New Foce.” Barron's, Octaber 7, 1948, pp. 5, 25-24.

Davis, €. Howard, “The Cement Industry in Texos." Texps Business Review,
May, 1968, pp. 3-8,

Davis, leanne. "Acme Brick: Bridging fthe Past, Building the Future.* Arkansas
Journal, 21, ne. 2, (1985): 10-14.

General Shole Preducts. “General Shale Museum Visits D. C." General Shale
Mews (Johnzen City, Tennessee], June 3, 1968, pp. 1-6.

Gardur, M. “Boots to Bricks, Justin Industries Cashes in on Selid Demand.”
Barron'’s, September 19, 1977, pp. 48-50.

Hadley, Gorlend R. "Adjustment and Chonge in the Wichita Falls Ecanomy. "
Midwestern Business and Econamic Review, 11 (1990): 1-é.

Hiller, Sidney. “Good Conglomerates * Dups Review, Movember 1970, p. 39.

"Haw Acme Brick Increosed Produdtion far Less Cast/Time " Brick and Clay
Record, February, 1978, pp. 15-21.

“Inflation’s Toll.* L. S. Mews and World Report, Morch 12, 1979, pp. 71-72
Jofte, Thomas. “lustin Time?" Forbes, Junvary 8, 1990, p. 341,

“The Leng Term Boom MNow in Prospect.” UL 5, News ond World Report, June
4, 1983, p. 27.

Margulies, Wolter F. “Lotest Corporate Disease Named Silly Symbals.”
Industrial Markefing, July 1968, p_ 108.

“Mid-America’s Success Story." UL 5 MNews and World Report, March 22,
1976, p. 46

“The Mew Deal," Business Week, September 1959, pp. 28-29
“New Inventions.” Scientific American, X1l {1857). 148-149.
News Frant, lune 1942, p. 30

Peterson, Charles E. “Why Bricks Were Imported.” Maryland Histarical
Magazine, XLV [1950]: 312-315.

Pillar, Dan, “Justin didn't inform stackholders, investars say.” Fort Worth Stor
Telegram, Business Journal, July 17, 1990, Section 2, pp. 1 & 3.

“Runaway Inflation * U. 5. News and World Repart, March 12, 1979, pp.
71<72.

Smith, Frank. “Justin industries digs in te fighthastile take over attempt.” Dalls
Business Journal, June 25, 1990, p. 5.

Standord ond Poar's: "First Worth Cerperation * Corporofion Records, 32
{1971): 9841-9842.

"Texos and Pacific Railway Co.” The Texas and Pacific Quarterly, IHIV. Fort
Worth, Texas, {1897-1901)

Tamlin, D. Q. “Why We Spent & Million Dallars.” Brick and Clay Record,
March, 1964, pp. 50-51

“Top Priority A Rush to Get Business Going.” U. 5 News ond World Repart,
February 2, 1981, pp. 22-23.

The Trading Post, Piftsburg, Kansos, (pamphlet).

Tucker, W. F The Chancellor’s Report, Texas Christion University, Fort Worth
Tenas, 1990,

United Clay Products Corporahion. The Bull Pup, lune, 1927
“When I All Comes Tumbling Down." lnsight, March 30, 1987, pp. 26-28

Newspapers

Caffeyville (Kansas) Journal Press. 100th Anniversary Edition, 1949
Denton (Texas) Record Chronicle. Octobar 27, 1963, Section 4.
Fort Werth Democrot. July 19, 1876.

Fort Wrth Gazete. March, 1890-May, 1891,

Fort Worth Press. April-September, 1971,

Fort Worth Register. January-May, 1902.

Fort Worth Star-Telegrom. October 4, 1940; July 3, 1961; Octaber 3, 19615
May 15, 1966; Seplember 9, 1968, October 19, 1967, June 17, 1967,
January 28, 1970; February 10, 1971; May 30, 1979; March 8, 1990,
March 24, 1990; December 30, 1990,

Fort Worth Telegram, March, 1907-August, 1907,
Henderson County News (clipping in verticol file).
Houston Chronicle. September 9, 1990,

Houston Post. August 23, 1990.

Malvern {Arkansas} Daily Record, Januory 1, 1919 to January 20, 1921. 50th
Anniversory edition, 1966

283

June 23, 1990.

Midland Record. December 2, 1910,

Palo Pinto County Advence. January 19, 1948,

The Sealy News. Oclober 23, 19864,

Wall Street Journal, Sauthwest Edifion, "Merger* May 9, 1967
———  “"Merger Dropped.” Juna 13, 1968.

“Stacks Registered with the SEC." May 16, 1969
Wise County Messinger. February 9, 1989.

Miscellaneous
Inscription an menument, San Felips, Texas, Stephen F. Austin Stale Park,

Inseription on plague af the "Genercl Store,” San Felipe, Taxas, Stephen F
Austin State Park,




Index

Abhatt ond Abbotf, 47

Absercrombye, Bernnelt, 28, 236,
59

Abnot, louise, 259

ACF Precast Praducts, Inc., 148

Acme Brick Company, 7, 8, 9, 10,
15, 28, 38, 50, 57, &1, 71,
72,73, 74,75, 77, 85, 87,
92 93, 96, 99,101, 105,
115, 119, 120, 140, 145,
146, 148, 150, 157, 152,
153, 154, 158, 140, 164,
1&7, 168, 171, 174, 183,
186, 187, 210, 211, 213,
218, 229, 230, 232, 238,
241, 243, 246, 247, 251,
256, 258

Acme Brick Tile and More Store,
226, 227, 247,253

Acme Pressed Brick Company, %,
19, 24, 30, 33, 35, 41, 43,
44, 49, 50, 51, 71,102,
103, 158, 251

Adams, Bud, 176, 179, 209

Adams, Homer, 159, 143, 221

Agemac, 202

Alepander, David M., 48

Alexander, Dwight, 46, 106, 107,
259

Alexander, Keith, 108

Allison, Joe, 209, 234

Allyn, Harry, 132

Alpha Carge Motor Express
Company, Inc., 234

Allon Brick Compony, 220

Alton Roller Milling, 24

Amodor, Senon, 211, 259

American Arch Company, 106

American Brick and Tile Company,
64, 65, &6, 77, 252

American Ceramic Society, 105

American Coal Mining Company,
33

American Marieta Company, 134

American Zinc, lead, and Smelfing
Compony, 122

Anderson, Andy, 222

Anderson, Victar, 73, 80

Andrectia, Fred, 179

Archibald, Donald, 193

Arkansas Brick and Manubacturing
Compaony, 63

Ackonsas Brick and Tile Company,
&0, 62, 43, 64,75, 76,77,
252

Arkansas Company, 76

Arkansas Corporation Commission,

Ark Police Commission, 128
Armador, Mike, 211

Armour, 35

ARTECH, Inc., 200

Ashley ond Taylor, 248

Aspdin, Joseph, 146

Atchinson Brick Works, 57, 60
Aichinsan, O. C., 64
Alchinson, Tom M., 64

Adhens Brick ond Tile, 108, 252
Afterbury, Eugene, 66

Austin Steel Company, 150
Austin, Stephen F, 206

Aztec Manufacturing Company,
155

Bachschmid, Arnald, 159
Bogget, Jim, 124, 128, 159, 143,
230

Bailey, Williom *Bill* G., 209, 232

Boker's Shoe Store, 221

Bales, leonard, 159, 172

Bank of the Southwest, 150

Barber, W. A, Jr., 104, 119

Barger, Loy, 209, 210

Barks, allen, 172

Barton, W O, 156

Baxter, Glenn, 227

Bayou Brick Company, 92, 34

Bean, Griff, 238

Bell Line Railway Company, 105

Bennett Baplist Church, 25

Bennett, Anno, 21

Bennett, Benjamin, 21

Bennett, Ethel Evarts, 51, 94, 104,
119, 121,141

Bennett, George Ellis, 4, 19, 21,
22,23,24,25,26,27, 29,
30, 31, 35, 36, 37, 38, 39,
41, 43, 44 45 44 50 74,
24, P9, 102, 103, 156, 251,
252, 253, 254, 254, 258,
259

Bennett, Jon M., 194, 210

Bennett, Leno, 51

Benneh, Octavia Ann Hendricks,
22,33, 259

Bennett, Wolter Root Ir,, 28, 51

Bennett, Walter Roat, 28, 37, 41,
42, 43, 45, 50, 51, 53, 55,
56, 57, 60, 62, 63, &8, 72,
73,74 75 76,77, 79, 83,
84, 89, 92, 94, 97,99, 102,
103, 104, 122, 127, 167,
213, 251, 254, 256, 258

Benton, O. Z., 111

Better Business Bursau, 157

Bickersiaff, 218

Bircher, Lea, 197

Bishop Brick Company, 107, 108,
252

Bishap, John, 108

Blank, Ernest, 194, 195, 242

Blaodworth, Rick, 210

Bodley, Jeff, 209

Boldrick, Neill, B1, 104, 105, 117,
119, 120,121,122, 123,
127,129, 258

Bolenger, Ear G., 73, 81

Bond, Lynn, 223

Boren Brick, 218

Barn Block Compony, Inc., 148

Borne, Emile, 124

Bowen, Mike, 209

Bowen, Ron, 209, 221

Box, Cloyee, 150

Boy Scouts of America, 122

Brandenburges, Henry, 45

Brick and Clay Record, 179

Brick Institute of America, 219, 228

Brickfest, 232

Bricklayers Intarnational Union,
126

Bridgepaort Brick Company, 92, 74,
97,252

Briggs-Weaver Mochinery
Company, 122

Broom, David, 209

Brown, ‘W, Ben, 127, 158

Browne, Molan Sr., 147

Brownlee, Jerry L., 156, 167, 188,
194

Bryce Building Company, 73. 93

Bryce, Homer, 110

Bryce, Williom, 36, 37, 44, 49,
72,93, 94, 95,99, 101,
102, 104, 256, 258

Buchanan, L L, 40

Buffalo Brick and Tile Company,
113, 252

Bufford, John, 232

Bunch, Clint, 198

Burton, Willard, 44, 72, 101, 104

Burten, William, 34

Buler Brick Compony, 79, 253

Butler Brothers, 126

C. J. Sutten Company, 148

Cable, Donny, 223

Caffarel, C. A, 139

Caira and Fulten Railroad
Company, 57

Canafox, 5. M., 67

Copps, Hubert, 175, 182, 199,
200

Corgill, Bruce, 209

Comnegie, Andrew, 72

Corothers, Ann, 198

Corter, President Jimmy, 170

Central Engineering Group, 208

Ceramic Cooling Tower
Carporation, 9, 96, 121, 138,
140, 143, 149, 150, 152,
158, 184, 257, 242

Chaffin, Dean, 222

Chapgell, A. B., 5, 67

Chippewoh, 242

Chishalm-Bayd-White Company,
24

Choclow Securities, 243, 244, 245

Choclow-Reatta, 245

City Products Company, 126

Clark Pressed Brick Compuny, 63

Clark, Corral A, 158

Cloytan, Fred, 172, 222

Clemens, Jomes, 128, 140, 157,
173

Cleveland Brick Company, 64

Cootes, W. W. Jr, 119, 121, 150

Colfeyville Vitrified Brick and Tile,
44, 60,131,132, 133

Coleman, Bob, 183

Collier, E_R_, 101

Collins, Paula, 200

Colonial Country Club, 157

Community Chest, 157

Concrete Casting Corporatian, 148

Connally, John B,, 186

Conway, Ed, 28, 37

Cooper, Jomes, 234

Cooper, W. D,, 66, 67

Corner, Ray, 107

Cox, Al 198

Cox, Jay, 247

Cox, Joe, 32

Cox, John F, 121,123,129

Cozort, David, 211

284

Crary, .. W, 1B

Crowford, H. B, 108

Creighton, Joe K., 124, 148, 222

Crow, Trammell, 150

Cruce, Dock Mrs., 30

Cruce, Dock, 30

Crystal Salt, 114

Cullum Companies, |86

Cullum, R, B, 186, 194

Custer, Colonel George A, 114

Dallos Athletic Club, 105

Dallas Manufacture and Whilesale
Association, 122

Dallas Personnel Assaciation, 122

Darwin, Bill 1,120, 123, 124,
128, 140, 141, 152, 155,
158, 163, 171

Davenpart, Arch, 220

David, Charles, 6&

David, Juck 5., 67

Davies, Lubbock, 73, 80

Davis, Clay, 139, 150

Darvis, Paul R, 141

Davis, Sandy, 224

Dearborn Stove Company, 122

DeCorle, Gerald, 209, 222

Deloney, lim W), 159, 172

Delehonty, W H., 49, 53, 72, 82

Denisan, Don, 204

Denton Brick and Tile, 47

Denton Pressed Brick Company,
36, 44, 45,102, 252

Dewell, Grimm, 221

Diomond Brick Company, ¥4

Dickenson, W. W., 76

Dickerson, Guy, B0, 82

Dickinson, ). T, 194, 243

Dixie Brick Company, 193, 252

Dixen, Harlon, 223

Dixon, lorry, 196, 209

Dockens, J. L, 108

Double-G Club, 157

Doughty, John T., 110, 128, 159,
143,171, 172

Droke-Bramu Construction, 73

Dresser Industries, 123

Drumon Seed ond Floral Company,
94

Duckwarth, fim, 159, 174, 209,
222

Dudley, k. C., 159, 223

Dunaway, C. E., 158, 159, 210,
259

Dunn, Felton, 209

Dunn, Rick, 220

Dunn, Tom, 173

Edelman, Asher, 243

Ehresmann, Jeff, 225

Eisemann, A E,, 148

Elom, Albert, 108

Elders, Doc, 32

Elders, Irene, 74

Elders, John A, 28, 31, 32, 34,
48, 68, 74, 257

Elgin Standard Brick Company, 69,
79,85,128,138,139, 174,
253

Elgin-Butler Brick Company, 128,
139, 253

Elks club, 38, 94



Ellis, W. L “Fayete," 159, 1563,
171,172, 173,175, 209,
227,247

Emberlain, John, 259

Endicatt Cloy Praducts Company,
110, 174, 252, 253

Eppler, Gerrin, and Turner, 155

Evorts, Judge G, A, 22

Expart-Import Club, 157

Fairbanks, Bill, 172

Farenkopt, Hannah, 247

Featherlite Concrete Company, 210

Fender, James Ernest Jr, 28, 103,
123, 174

Fender, James Ernesf, 28, 43, 45,
49, 53,72,73,77,79, 80,
23,94, 99,101, 102, 103,
104, 105, 107, 109, 110,
115,117, 120, 122, 124,
129, 139, 230, 251, 254,
256, 258

Fender, John W., 101

Fender, Katilea Martin, 49, 102,
103, 104

Fender, Mattie A, 101

Fender, Rabert W, 101

Fenderlaken, 115, 230

Fenter, Sergeont David, &1

Ferris Brick Company, 107, 146

Fife, Locksley, 9, 45, &2, 72, BO,
101, 103, 104, 105, 119,
120, 121,141, 254

Filhiol, Don Juan, 112

Fincher, Steve, 198, 200

First Congregational Church, /1

First Methodist Church, 157

First Mafional Bank of Fort Worth,
101, 141

First Presbyterian Church, 105

First Worlh Corporafion, 149, 150,
151, 152, 153, 156, 157,
159, 160, 160, 164, 184,
210, 251, 255, 257

Fling, H. B., 2B, 46, 48

Fartenat, limmy, 172

Forbes, 244

Ford, President Gerald R., 170

Fort Smith and Western Raitway,
a2

Fort Smith Brick and Tile Company,
58, 60, 61, &4, 75, 252

Fort Worth and Denver Railwoy
Company, 73

Fort Worth Boot Company, 157

Fart Warth Chamber of Commarce,
93,105

Fort Worth City Council, 94, 157

Fart Worth Club, 92, 105, 122,
157

Fart Warth Company, |56

Fort Worth Natonal Bank, 94, 155

Fort Worth YMCA, 157

Foster, Greg, 221

Franz, lea, 107

Fraser Brick and Tile Company, 79,
121, 125, 252

Frazier, 180

Fredericks, John D., 146

Freshairn, Robert K. “Scolty,” 159,
163, 209, 220, 221

Friedman, Bayord H., 155, 167,
242,243

Frizzell Brick Company, 112, 252

Frost, H. L., 45

Gollager, Ren, 192

Gann, Bill, 223

Gard, lim, 159,220

Garrison Virrified Brick Company,
108

Gostgeb, Dave, 219, 232

Gearhord!, Marvin, 194, 242, 243

General Acoustics Compony, 49

General Shole Corporation, 138,
218

Getty sisters, 102

Gilbert, ). M__25

Gillam, Tony, 223

Gillanders, James E., 140, 151

Giltinan, G. M., 66, 67

Giss, Vernon, 141

Gloze, Robert E, 155, 157, 242,
243

Glen-Gery Brick Company, 218

Godi, lewell, 179, 199

Goen, Bab, 47, 68, 7%

Goodger, Mitchell, 195, 196

Goodman, Asa, 106, 163, 176

Goodman, Dick, 225

Gould, J. F, 18

Grandjean, Peter, 173

Grant, Inge, 150

Great Band Brick and Tile, 113,
114, 252

Greal Southern Life Insurance
Company, 150

Green and Hunter Brick Company,
34

Green, Andy, 222

Green, Howard, 159, 172

Green, Jomes, 34

Gresham, Luke, 120, 121, 128

Gray, D, B., 64

Griffith, Mike, 207, 233

Guerin, Dean P, 155, 167

Guthrie, W. E,, 44

H. J. Jusfin and Sens, 15&

Hadfield, G., 18

Harding, President William, 77

Harding, R. E., 72, 101, 104, 105

Hordy, M. W., 75

Hardy, Mrs. Carrine M., 101, 105

Harmer, George H., 72, 73

Harmis, Don P. Jr, 73, 81

Harris, Marvin, 219

Harrop Industries, 200

Harrop-Unimorando, 202

Hartman, Dee, 107

Haorvey, Doc, 58

Halffield, Luther, 32

Hay, Horold, 221

Head, Jim, 233, 233

Heah Tile Company, 79

Heishel, J. M., 117

Heiss, W, E, "Bill," 209, 222, 233

Henderson Brick Campany, 110

Hendersan, John, 68

Hendricks, Harrison G., 22

Henry VI, 17

Henry, Burdet, 123, 140, 141

Hesser, Don, 159

Hickok, Wild Bill, 114

285

Hicks, leonard, 179, 197, 231

Highland Park Methadist Church,
122

Hill, Doris, 198

Hill, Hub, 119, 121, 140, 146,
150

Hobson, Jos, 28, 66, 67, 68, 91,
120,121

Hockaday, R, Bob, 183, 207, 208

Hodgeon, W, 18

Hogsett, Joe B., 101, 104, 105,
19

Hoover, President Herbert, 89

Hepe Brick Company, 107

Hope, Judge Alexander, 41

Houdek, Alvin, 129, 140

House Beautiful, B4

House, Greg, 225, 226

Houseman, David, 194

Houston, Som, 208

Hubenthal, John, 186, 194

Huehner, John &., 73, 80

Hulee, Harcld, 234

Hunler, Colonel R. D, 33, 34, 35

Hurlburt, Bill, 159, 163, 174, 224,

247
Hurlburt, J, €., 144
lbstock Lid., 218
Insicdle Acme, 9, 122, 127, 138,

Interstate Commerce Commission,

Irland, Henry, 68

Iran Mounluin and Southern
Railwaoy Company, 57

|ssom, John, 68

Ivey, Ray, 128

Jockson, J,, 28

Jamestown Brick Company, 193,
252

Jernings, Howard W., 155, 167

Jewall, Gerold, 173

Johnson, Albert, 48

Johnsan, W. R, 73, 119

Johnson, W. T., 48, 53, 88, 72

Johnson, W. W, 33, 34

Johnstan, Mrs,, 45, 49

Jones, Harlond, 28

Jones, Jesse H , B0, 82, 90

Jordan, E.R,, 72

Jordan, Luther R., 88, 73

Judd, Sian, 110

Jury, Den, 186

Justin Barlon Belt Company, 156

Justin Belt Company, 153, 156

Justin Boot Company, 149, 187,
194, 210, 252, 255

Justin Companies, 2, 141, 157,
153, 154, 158, 160, 165,
257

Jusfin Industries, Inc., ¥, 149, 145,
148, 184, 185, 186, 187,
192, 193, 194, 195, 210,
213, 214, 215, 236, 237,
241, 242, 243, 244, 245,
246, 251, 252, 255, 257

Justin Leather Goods Company,
153

Justin, H. )., 156, 157

Justin, John Sullivan Jr, 144, 151,
153, 155, 156, 157, 158,
159, 160, 143, 1464, 145,
167, 168, 171, 182, 186,
193, 211, 242, 243, 245,
257,258

Justin, John Sullivan 5r, 156, 157,
167

Kansas and Pacific Railroad, 114

Karcher, Kurt, 106

Karres, Waller, 194

Keahey, Jess, 28

Kelly, Andrew B., 28, 39, 43, 45,
46, 66, 67,102, 104, 259

Kelly, Dee ), 158, 187, 242, 243

Kelly, J. W, &7, 68

Kennedy, President John F., 135

Kimbell, Inc,, 155

King, Clitterd A, 73, 80, 126,
150

Kingstip-Fectherlile, 185

Knautz, Dennis, 209, 237, 238,
239

Knight's Templar Masons and
Shrine, 2

Knight, . W., 148

Knights of Pylhias, 94

Kach, Jehn, 167, 175, 182, 183
184, 193, 199, 207, 208,
209, 237, 238, 246, 249

Kuykendall, Hiram, 179

Kyle, George, 64

Loborde, Bab, 159

lackey, Gene, 222, 223

Lafountain, Fred, 132

Lakota Merchondise Company, 30.
43, 252

Laketa Schoal, 103

Lane, Lelond, 159, 143

Lanham, Cangressmon Fritz G.,
83, 103

Lanhom, Governor 5. W, T,, 103

lawless, Emmett, 64, 129, 193,
209

Leclede Fire Clay Warks, 34

Ledbetter, Dennis, 173

Lee, Bert D, 64

lee, George, 32

Lee, Mathan, 32

Lee, Sherman Q. 114, 207

Leming, W., 63

Lemmond, Bill, 220, 224

Lewas, Ed, 224

Lindbloom, Jack, 175, 179

Lingl, 202, 204, 205

Littlsfield, R. W., 25

Locomobile Company, 4%

Lone Stor Beat Company, 122

Lang, R. Frank, 62

Lopez, Antonio de Santa Anna,
204

Lord, Joe, 209

Louisiana Conerete Praducts
Company, 151, 158, 221,
257

Lowe, Jumes M., 62

Lowe, Jim, 32

Lumley, Flayd, 174

Magnalia Petroleum Company, 50

Mahon, Larry, 245



Malvern Brick and Tile Company,
76,174,179, 182, 192, 252

Malvern Chamber of Commerce,
232

Malvern Daily Record, 56

Malvern Lumber Company, 43

Mann, 76

Manshield, C. )., 75

Marien Brick Company, 218

Miirks, Robert “Beb” G., 128, 159,
163,171, 172,174, 207,
219, 220, 247

Marston, E. L, 35

Muortin Marietta Corporation, 129,
131

Martin, Carlisle, W, 49, 53, 72,
73,77, 96

Martin, Dovid, 174, 247

Martin, Edward G, 80

Martin, Howard, 103

Martzlalf, Thomas, 120

Masonic Lodge, 38, 94

May, Sam, 179, 196, 231

Mayes, V. H., 108

MeCallo, Kenneth Ir., 186

McCarthy, George, 124, 159

meClaflin, F L, 65

MecClure, Les, 158, 186

MeCord, James, 21

MeCarmick Reaper and Harvestar
Company, 21

MeDanold Brothers Coast Stone
Company, 148

MecDanald Transit Associate, Inc.,
237

MecDenald, Sanders, Michals,
Wynn, and Ginshur 141

MeEver, John, 28

Mcintire, John, 120, 124

McKee, Kee R, 64, 65

MeKinney, H.C,, 75, 101, 105

MeKinney, John, &

MecMahan, Hawnred D, 187, 194

McMath, A, M., 67

Meacham, H. C., 94

Meek, John Wesley, 25

Mega Equipment, 242

Melion, Harrald, 172, 173, 174,
209, 215, 221, 224, 225,
227, 228, 230, 231, 233,
238, 247, 248, 249

Merchanl, Mark, 220, 225, 231

Merrill, Douglos, 211

Meyer, Dick, 199

Miles, Jim, 175, 179, 182, 194

Miller Group, 188

Miller Mutual Fire Insurance
Company, 94

Miller, E., 18

Miller, N, 18

Miller, W, 18

Mills, W B., BO, 82

Missouri River, Fort Scott, and Gulf
Railroad, 133

Missouri-Kansos-Texas Railroad,
21,65

Missouri-Pacific Company, 57

Mitchell, Larry, 222, 230

Mitchell, Russ, 108

Mitchell, Van Zandi, 57, 60, 62,
68,73, 96

Maeller, John, 159, 172

Mencrief, J. C., 96

Menroe, President Jomes, 112

Moon, Babby, 210

Morris, Jom, 159

Marton Solt, 114

Mase, William Jr., 211

Maoszely, Pat, 233

Mative Power ond Equipment
Compony, 58

Maunt Marion Mining Compary,
34

Mueller, August, 159, 171

Mundarf, Bruce, 200

Murphy, Mrs. O, G., 105

Murphy, ©, G., 117

Murphy, P. 1., 108

Murray, William, 128

Mussaling, 242

Macona, 243

Mash Hardware Company, 101

National Monufacturers
Association, 105

Mational Park Service, 157

Natianal Recovery Administration,
92

Meedham, Oran F, 186, 242

Neeves, R. A, “Tany," 182, 196,
209, 231

Mesemaier, Brod, 208

Mewcourt, Inc,, 154

Mewell, A, Eddie, 44, 45, 72, 102

Newkirk, McGee and Moor, 156

Mewhirk, Richard C_, 158, 167,
243, 243

Miblett, Tillman, 230

Nixon, President, 149, 184

Malon Browna Company, 147

Maorquist, Bd, 173

Northland Press, 185

Northwest Mounted Police, 157

O'Meal, W. P, 107

O'Meil, Henry, &0

Odd Fellows Orphans Home, 48

Qesch, Joe R., 64

Ohmsieder, Chnis, [0}

Ollison, Grady, 211

Opera Association, 157

Orme, Mark, 220

O, W.C, 134

Oshome, W. A, 28

Cswald, Bob, 125

Oswald, Lee Harvey, 135

Qutboard Boat Manufacturers
Association, 122

Chwens, Dolph, 68

Owens, Mork, 232

Pacific Clay Products, 144, 218

Paddock, 93

Palford, Roy W., 28, 72, 95, 96,
104, 105, 107, 109, 117,
119,121

Parish, 5. M., 18

Parklond Hospital, 135

Partridge, Padrick, 207

Poup, Gary, 231

Peace, C. R, 108

Perlo ond Preston Southern
Railroad Company, 57

Phillips, Frank, 127

Pickens, Jock, 101

Pickens, John, 125

Pickens, P. )., 150

Pickens-Band Construction
Campany, 126

Pierce, Franklin, &1

Pierce, George, 48

Pitts, Carlos, 211

Pixley-Ceric, 202

Plumb, Ray, 73, BO, 128

Podmore, Edward, 80, 82

Pallard, John, 32

Pommer, Karl, 158

Portman, John, 150

Posey, Roy, 159

Pastan, Tom, 176, 191, 196

Poyner, T. W. “Withe," 28, 128,
159, 163, 175

Prather, Boh, 223

Presten, Shirdey, 221

Prewitt, G W, 79, 139

Prewitt, | K. “Buddy,” 79, 139

Price, Guy, 104, 11%, 121, 150

Price, Waterhouse Company, 123

Puckett, J H,, 148

Pug Mill, The, B2, B4, 89, 90, 94

Pullman Swindle, 202

Puls, George, B0, 82, 104, 105,
119,120

Clueen Anne; |7

Ramsey, L M., 34

Ronkin, R D. "Ror.ky," 172, 173,
224

Ray, Bobby, 220

Ray, ). C.. 87

Read, H,, |8

Reogan, Presiden) Ronald, 190

Reotto Partners, 243

Red, E. 4., 43

Reed, Boh, 179, 193

Reeves, Doug, 173, 174

Reger, Horry, 124, 159,171,173

Rehfeldt, Dr. Fred C., 51,119,
127, 150, 155, 158, 145,
167, 207

Rehleldr, Elhyl Bannett, 51

Reid, E C., 63

Reliance Brick Company, 132

Renton-Holmes Lumber Company,
102

Republic Bank Corporalion, 243

Rexall Drugs, 123

Rice, Mike, 222

Richardson, R. V. “Bob," 208, 209

Ricker, Larry, 173

Ring of the Infernotional
Bratherhoad of Magicians,
157

Rivar Crast Country Club, 92, 105,
122, 149,157

Roach, John V., 194, 242, 243

Robinett, E. 1, 104, 119, 120

Robinsen, Jack, 32

Rockefeller, David, 150

Roe, A, J., 34

Regers Engineering Company, 45

Rogers, L E., 45

Romsnell, 5. 1., 63

Roosevelt, President Franklin D, 92

Rool, Augustine K., 24, 37, 38,
41, 99

Raot, Bab, 207

Roat, Cynthio Hope, 41

Root, George Eoton, 24, 27

Root, Henry E., 24, 27, 28

Root, Hope, 41

Root, Ralph Ealon, 41

Root, Rolph Sellew, 24, 41, 45, 50,
51,72, 254, 256, 258

Rasenshein, Barry, 243

Rotary Club, 157

Royal Arch, 92

Rayal Sall, 114

R:Fﬁn, Truehort H., BO, 82, 128,
128,139, 141, 1568

Rutherford, John, 120

Sager, John, 211

Sales Executive Club, 157

Sams, Bill, 182

Sanders, Carl, 236

Sanders, John, 25, 103

Sanders, Mrs. John, 103

Sanford Brick, 182, 185, 194, 195

Sorten, Charles, 234

Schindler, E, C., 45

286

Schotts, Marge, 220

Schweitzer, W. )., &0

Scianfific American, 18

Sco, Dale, 172, 223, 224

Seidel, Bill, 209, 220, 247

Seminale Tile Plont, 179, 182, 252

Sewell, Chorles L., 9, 28, &0, 68

Shoughnessy, Daniel J., 28, 46,
48, 73, 80

Simmans, Phillip R., 139, 159, 171

Simms, Winstan, 1768, 179

Simpkin, L H., 223

Slale, Jerry, 209

Slaughter, Gibbs, 120, 140, 149,
150

Sledd, Elmo, 44, 74

Smeatan, John, 146

Smith, Arthur L., 108

Smith, General Thomes A, 41

Smith, Herman B., 62

Smith, L L, 108

Smith, Preston, 134

Smith, Roy G., 45, 60, 86, 72, 95,
97, 104, 107

Smith, Von Zand!, 104

Sowers, Wesley H., 141, 150, 155

Spence, Jog, 191

St Lovis and San Froncisco
Raitway, 66

St Lowis Brick Compony, 129

Stalnaker, Mr, 28

Standard Machine Works, 242

Standard Teol, 185

Stondords Society, 105

Sharr, E. A, 81

State Reserve Life Insurance
Company, 94

Steeplechose Club, 157

Stewart, Jim, 209, 224

Stokes, Britt, 228

Stout, Edward L Jr, 128, 139,
140, 158, 159, 143, 167,
148, 189,171,172, 175,
178, 182, 183, 184, 188,
194, 200, 209, 214, 218,
220, 227, 229, 23), 232,
237,238, 249, 258

Staver, Bab, 207, 209, 221, 222,
224, 247

Strain, Wesley, 25

Straubmueller, Mort, 174, 222

Strawn Coal and Mining Company,
34,38

Strawn Merchandising Company,
37,38

Stripling, W, K., 95

Stroeck, Arthur, 128

Structural Clay Products Insfitube,
105, 126, 127

Stubblefield, Duron J,, 9, 28, 67,
68,72, 74 124

Stubblefield, J. R, 74

Sublet, Gregg, 181, 199, 200

Sullivan, Glenda, 210

Sumner, C. Tom, 129, 140, 141

Sutherland, Perry, 243, 245

Sutherlond-Rosenstein, 244

Swartz, B J., 194

Swift ond Compoany, 35, 73

Syler, Tom, 173, 223

TG &Y Stores, 124

Tandy Corporation, 194

Tarhet, Ed, &8

Tarrant Caunty Water Developmenl,
92

Tarran) Stofe Bank, 155

Taylor, Jim, 159

Texas and Pacific Coal Company,
33,34



Texas Building Company, 73

Texas Elechic Service Compony, 94

Texas Monufocturers Assaciation,
105, 122

Texos Rangers, 157

Texes Stone Compary, 29, 30, 252

Texas-Pacific Railroad, 21, 22, 23,
29,33, 73,93, 99,252

Thettord, Brat, 45

Thamas, Jerry, 172, 222

Thomas, Wily, 68

Thurber Brick works, 34, 38, 47

Thurber Cool Compony, 33

Thurber, H. K., 33, 34

Tiernan and Dennehy, 133

Timberoke, W. W., 60

Tipton, Roy, 195

Tomkins Implement Company, 22

Tomlin, D, ©,, 121, 122,123, 124,
127,129,131, 13%, 140, 141,
144, 146, 148, 149, 150, 152,
153, 168, 257, 258

Teny loma Boot Company, 242,
243,245

Tourneou, R. G. Inc., 129

Tradewinds Technologies, 242

Trammel Crow Campany, 225

Treasure Homes, 142

Tri-State Brick Company, 113, 252

Trinity River Improvement
Association, 105

Tucker, Williom, 194, 242, 243

Tulsa Vitrified Brick and Tile
Comparny, 194

Tyler, Williom H., 105

U. 5. Gypsum, 123

U.S Border Patral, 157

Union Percific Railway Company, 114

Union Stockyords, 35

United Brick and Clay Workers
Unian, 117, 132

United Brick and Tile Company, 76,
82,129,131, 132, 133, 134,
147, 142,176, 224

Uniited Brick Company, 134, 197,
252

United Cement Products Company,
Inc., 148

United Cloy Products Corporation,
132, 134

Upchurch, Buck, 223

Upchurch, Willis, 159, 171

Von Cleave, H, M., 65

Vomer, Rebert G., 193

Vorner, Robert 1., 193

Vaughan, Marshall, 120, 123, 140,
141

Voupel, E. H. “Hopp,” 220

Vickers, Michasl, 208

Vickery, Bob, 128, 140

Vincent, M. J., 158, 159, 184, 187

Vinson and Elkins, 186

Yoge! Clay Products, 133

‘\Waggoner, Duer, 73, 80

Wagnen, J, , 45

Waldrop, Mike, 171

Wallaes, Don, 224

Wallace, Joe, 32

Wallace, Tran, 32

Watkins, Doyle, 211

Watkins, Glen, 139, 159

‘Watsan, Herbert, 28

Watsan, L P, 108

Webb, Q. C,, 72, 73

Weeks, W. C,, 45

Wi, T. M., 132

Welch, E. A, 63

Wells, Ed, 28, 37, 68

West, Carroll, 124, 159

Woest, Miss Loura, 120

‘Western Brick Company, 107, 252

Western Salt, 114

Whalen, W. M., 45

Wharlon, Oscar, 48

‘Whisanant, Bob, 184, 187

Whisenat, Danald, 211

White, Don, 124

Whitson, Mayar Warren, 134

Wichita Falls Brick and Tile, &8, 211
252

Williams, C. A, 60

Wilsan, C. L., 88, 72, 73, 101

Wilson, Scolf, 45

Wimp, Tom, 221

Wise County Brick Company, 24

Withers, Don, 134

Waoad, Dennis, 211

Woadruff, Dave, 108

Woodward, J. D,, 124

Ween, Gerald C, 119, 12/

Wright, Henry, 211

Wyatt Industries, Inc., 150

Wynn, Sproesser, 141, 150

Xerox, 233

Yarborough, Gene, 159, 143, 171
174

Yaun, Claude, 140

Young, J. E., 57

Young, John, 33, 259

Young, Raymond A, 126, 150, 15!

287



About the Author

Dr. Edwin E. Lehr Sr. is a native Texan who has a lifelong interest
in history. He was graduated from Robert E. Lee High School at
Baytown, Texas, and received his bachelor’s and master’s degrees
from Sam Houston State Teachers College. In 1972, he received
his Ph.D. from Texas Christian University. Much of his graduate
work was in diplomatic and economic history. His study of Acme
Brick Company was partially underwritten by Mr. John Justin in
1971. During his forty-year career in education, Lehr has been o
high school teacher, college instructor, college extension director,
college executive vice president, and college president. Upon
refirement from the presidency of San Jacinto College North in
September of 1997, his Board of Regents appointed him historian
emeritus. He is now writing an official history of the college district.

Dr. Lehr is an advocate of local community involvement. He has
served as a planning commissioner, councilman, Rotary Club
president, founder and president of a chamber of commerce and
a local emergency medical service. His hobbies are outdoor
sports, gardening, and daylily hybridization. He and his wife
Dovie split their time now between their homes in Houston and
Fredericksburg, Texas. He has three children: Ed Jr. who resides
in Virginia; lynda Cobbler, who lives near Madisonville, Texas;
and Holly Cianciotto, who lives near Fairbanks, Alaska.

288








