A STUDY CF CENTRALIZED AND
DECENTRALIZED PREPACKAGED
MEAT OPERATIONS

Thesls for the Degree of M. A.
MICHIGAN STATE COLLEGE

William H. Carey, Jr.
1951

Ry




! i"g . o ‘: ; ’
A ! > Y
,:\" y ,“ b T o
This is to certify that the
N
0 thesis entitled
A Study of Centralized and
; Decentralized Prepackaged
‘ Meat Operations
‘ presented by
s William H. Carey, Jr.
o has been accepted towards fulfillment
- of the requirements for
Ly
!
, —M,A, degree in_General Business
i Curriculum in Food Distribution
§
\k‘."l>'.’ A
; / Major pyofessor
\
i
; Date 4 {
,?1[
i
0-169
r i IR R
A [ :
W | / C
. » , o \ \ (' !
| (. . | / A ! '
: "'" ) .
. I \ “\
. ‘ ‘
o , ” . .
, ; .

———tl

—

NI
i 312931 148 9023

T e e ARt v P









AT G eNr s T T ey S o — e s
SMLY CF O~ PROLILLD (20 Dol TROAILLD

PRLLCELGLD CTLT JX LTINS

hy

willium F.-gixpy. Jr.

subitted to the Grzdurte 3School of }Michisun
3tute Collece of .. gericulture «nd .pplied
science in particl fulfillrent of the
re-ulrezents for the dezrees of

»o.3TLR OF LRTS

Uepertrient of Gerer=1l Business
Curriculum in Food Distribution

1951



THESI

<




é/p;/f/

ACKNOWLLEDGEM:NT

The author wishes to take this opportunity to express
his asppreciation for the aid received in the preparation
of this menuscript. In particular the writer is deeply
indebted to Doctor Kenneth wilson for both the training
received in his classes and the direct assistance which he
so unselfishly rendered, and to Mr. Lloyd Moseley and the
Grand Union Compeny whose participation in formulating and
supporting the Curriculum in Food Distribution through the
Natlonal Associstion of Food Chains, have made this study
possible.,

Finally, as in everything, I owe most to my wife, with-
out whose tireless endeavor in typing and preparation this
work would never have been completed.

The Author

253869



Chepter

II
IIT
Iv

V1
VIiI

CONTLNTS

Introduction

Growth of Self-Service

Grand Union Company

A Centralized Operation
Small Centralized‘OPerations
The Role of the Packer

Conclusion

Fages

21
33
56
71
87



CHAFTWR I
JITTRODUCTION
Iurpose of Study

The purpose of this study is to set forth examrles of
three methods that are being employed in packaging meat pro-
ducts for sale in self-service meat stores or departments.
Firstly, consideration is given to the prepackasging which 1is
being done at the retgll level by individual retail stores
or super markets. 3Secondly, since an ever-increasing number
of chaln stores are using a centralized prepaeckaging opera-
tion, where all meat for a number of stores is packaged at a
central location or warehouse and distributed to the various
stores, this syvstem has &lso been studied., Finglly, meat
packers and processors in their role of suppliers to the meat
retailing industry are considered. The packers, being well
eware of the potential gains to be made through prepackaging,
are currently offering a substartial portion of their products
in packasged form. 4ny study of this nature should certainly
include some of the prepackaging techniques beinz employed by
the meat packing industry.

The so-called case history form of yresentation hes been
used in an effort to focalize sttention on the endeavors of

specific coupsnies that hzve lent considerable stature and



prominence to the prepackuging field. They may be regarded

in many resypects, as the ploneers in their particular area

of endeavor. GSince large chains store orgsrizstions, by their
very nature, differ greatly from small chains, cognizance

of this fact has been taken and illustrstions of some of

the prepackaging endeavors of snmsll chelns have been in-
cluded in the sample. Size has not been regarded as a cri-
terion of efficiency.

Througzhout this manuscript emphesis has been placed on
techniques wnd methods used in the operstions cited. Re-
sults in terms of cost figures, sales figures, et ceters
have been presented when they were aveilable, If, on the
other hsnd, they were not readily obtaincble, they were o-

mitted because of necessity.

source of Data

To this writer's knowledge there are few if any learnecd
treatises or books written on the subject of rrepuckaged meet.
There is, however coplous informstion on this subject conteined
in many of the trade journals and publications thet serve the
food industry. Therefore, it wus deemed edvisable to draw
heavily from these publications in an effort to secure pertinent
up-to-date data on what is currently being accomplished in this
repidly changing and dyneriic business,

In sddition, a considerable amount of correspondence was

exchanged with trade publication editors, machinery and equip-



ment renufacturers, self-service meat display case manufacturers
and self-service meat consultants., Replies to these inquirieés
were, indeed, rewarding and provided en excellent source of
rertinent information,

The Grand Union Compeny of New York City and in particulsr
Mr. Geruld Kreger also gided considerably in furnishing mater-
14l on some of the methods used by this company in their rre-

peckaged meat orerations,

Definition of Terms

References are made, throughout this thesis, to lasrge
volume stores cr super msrkets, Thus, it would be well to de-
fine a super maerket. In its requirements for menbershir, the
Super Market Institute defines a super market es & department-
elized retgil establishment having the four basic food depart-
ments: Self-service grocery, meat, produce and deiry end hav-
ing minimum annual sales of $250,000.l

Also for those who esre not completely familier with the
term "centrelized operation", as it eapplies to a chain store
organization, the following explengation is tendered: MNeat
which is ordered to fulfill sales requirements 1s delivered
to a central plant usually located in or in close proximity

to the chein's werehouse. 4ll cutting, packeging end storing

t. william H. Albers, Food Marketing (New York: NcGraw-Hill
Book Comwpany, Inc., 1950), p. 41,



is done in this centrel plent by a speciaelized crew using
all possible labor-saving devices and ecuirment,

Meat orders from the retall stcre managers are re-
ceived, prepared, and shijpred to the stores by either re-
frigerated or non-refrigerated trucks. Delivery days ere
staggered so as to provide the greatest efficiency.

Certain variables may be considered in determining
the amount or kind of meat products that are to be prepack-
aged centrally. 4is in the case of the operation described
in Chapter IV, it may not be advisable to prepackage a
ccmplete line of meat products, but merely certsin tyres
of merchgndise such as cold luncheon meats or ssusage pro-
ducts. This 1s especislly true 1n relstion to a large
chain operating a substantisl number of lerge volume stores

in a densely populeted area.

Limitetions

There is a great deal of divergence in the size, lo-
cation and managerial attitudes of the entire group of chain
store companies in this country. 4as a matter of fact, some
chains are still not firmly convinced that self-service meat
is particularly applicable to their type of business and
therefore continue to merchandise meat by the old time-worn
and established service system. Therefore, to belabor the

point of whether or not meat should be prepackaged in a



central location to a person who is not at all convinced or
even impressed with the advantages of self-service meat seens
irrelevant. However, there are many chains end individual
operators who are firmly convinced about the future of self-
service thet would like to know the answer to this question,
It is to those people, who firmly believe that self-
service 1s the best way to merchandise meat that this manu-

seript is directed.



CHAFTER II
THE GROWTH OF SELF-SERVICE MEAT

In order to understand better this relatively new method
of merchandising fresh and cured meat a short explanation of
the growth of self-service 1s noteworthy at this time, in or-
der to acquaint the reader with the phenomenal acceptance that
has greeted self-service by the consuming public as well as
the great number of grocery retailers, who have seen fit to
adopt it,

Prior to World War II there were less than ten stores in
the entire country pioneering in this new merchandising tech-
nique. The war years necessarily held up further development
and expansion as equipment and materials were diverted to mo-
bilization needs. By the Spring of 1946 more equipment be-
came avalleble and a few more stores were added to the orig-
inal handful. By April, 1947 the number had increased to
seventy.

In the Spring of 1948 the Research Department of Armour
aend Company sent a questionnaire to the entire Armour sales
organization, asking for the names and addresses of all re-
tailers operating on a 100 percent basis in their meat de-

partments. At the same time certain other information was



obtained about each individual operation.1

As of April 1, 1948, Armour and Company was able to
locate 178 stores operating on a self-service basis. It
was agreed that a number had been missed at the time. Fur-
ther investigation revealed that the number was.somewhere
over two hundred. This survey was made on a comnplete natien-
wide basis by the entire Armour and Company sales organization,

As of September 1, 1948, a subsequent survey teken in
the same manner as the original survey revealed that the num-
ber of stores operating on a self-service basis had increased
to 391, or ebout double the number on April first of the
Same year.

Of the 391 stores mentioned, California showed the
lergest nuuber with 67, and Texas was second in ranking with
31 and New York State was close behind with thirty.2

Among the cities, the greatest cluster of self-service
meat stores was in New York, Philadelphia and Los Angeles,
There was also a cluster in the FPhoenix-Tueson area and in
Denver and Indianapolis.,

On the other hand, Chicaego and St. Louis did not have

1. ibid., p. 131.

2. Walter Shaeffer. "Analysis of Trends in Connection With
the Sale of Some Meat Products.® The National Provisioner.
19 (October 2, 1948), p. 130,




any self-service meat operations as of April 1, 1948. This
fact was traceable to unlon opposition existent at the time,
Self-service still has not come into Chicago because of this
same union situation,

In order to substantiate the findings of the Armour and
Company Survey the results of an additional and entirely in-
dependent survey made by the Marketing Resesrch Branch, Pro-
duction and Mmrketing Administration, United States Depart-
ment of Agriculture is cited.3

Only about four hundred stores had self-service megt de-
partments when this survey was made in November and December
1948. Of the 97 stores which they actually surveyed and
gathered facts from, 88 were found to be less than two years
0ld, and 61 of these were less than one year o0ld. The sur-
veyed stores were located in eighty cities in 27 states
and the District of Columbia. Independent operators owned
32 of the 97 stores and 65 stores were owned by thirty-four
chain store companies, Of the 97 stores, 93 sold fram 95 to
100 percent of their meat and meat products by the self-ser-

vice method.4

3. U. S. Department of Agriculture, Production and Marketing
Administration, Marketing Research Branch. ™Retailing Pre-
packaged Megqts,®™ Washington 25, D. C. December 1949. p. 2.

4, ibid., p. 2



Thus, it is seen that these two di fferent surveys teken at
the close of 1948, both revealed that the number of self-
service meat operations, as closely as could be determined

in a nation-wide poll of this tyre, was in the neighborhood
of four hundred units, This was an appreciable growth in
number over the 178 stores using self-service meats that

were found in Arril, 1948 and indicate the definite beginning
of a trend which shsll be investigated further,

With the same purpose in mind of determining the swing
to self-service meat, Armour and Company repeated this same
survey by the questionnaire method through their sales organi-
zation in 1949 and 1950, A4s of April 1, 1949 there were 878
complete self-service meat operations and the figures revealed
that for 1950 the nurber had increased to 1983.5

According to this most recent tabulation (1950) made by
Armour, New York State led in number of self-service meat out-
lets with 213, followed by Texas with one hundred and fifty,
Ohio with One hundred and forty, Florida with 128, and Penn-
sylvania with 125, Cglifornia with 111 was sixth in ranking,
whereas in 1949 it was first,

Figure 1 illustrates diagram:atically the growth of self-

service as compiled by the Armour and Compeny Research Organi-

5. Armour and Company. "lMMeat Retailing in 1950". Chicggo:
Aarmour ané& Company, 1950.p. 9
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zgtion., The figures given revesl the increase in number of
self-service meat outlets from 1945 to 1950 inclusive,

The greatest growth during 1950 was in the Northeastern
and Middle Western sections of the country. The Northeast
jumped from 41 complete self-service stores in 1948 to 685
as of a4pril 1, 1950. The Southeast and Southwest had also
expanded greatly.6

The Facific Coast, on the other hand, showed very little
expansion in self-service stores between 1949 and 1950. New
self-service stores sprang up in Celifornia, but because of
reconversions and going out of business, the total number
in that state remalned about the same.7

Figure 2 shows the growth of 100 percent self-service
megt stores by regions in the years 1948, 1949 and 1950. A
comparison of the figures will illustrate very claarly the
rapid growth evidenced in the Northeast and Middlewest, sas
well as the Southeast and Southwest,

Large chain-store companies have moved very rapldly
into self-service meat. As of 4April 1, 1950, one out of
every two complete self-service stores were operated by a
large chain. Based on their announced plans, it is prob-
able that these operators will continue to account for an

increasing proportion of gll self-service stores,

6. ibid., p. 15.
7. ibid.’ p. 16.



RZGIONS 1948 1949 1950
NORTHLAST 41 300 685
MIDDLE WEST 29 155 521
SOUTHEAST 10 93 275
SOUTHWEST 27 92 215
FACIFIC COAST 47 137 145
ROCKY MOUNTAIN 24 101 142

TOTALS 178 878 1983

FIGURL 2.

GROWTH OF 100 FERCENT SELF-
BLRVICE MEAT STCRES BY RLGIONS
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Small chains doing less than twenty million dollars business
annually, had just about held their own and had accounted for
about 20 percent of all self-servide meat stores as of April,

1950.8

The independents, while they expsnded, did not expand
nearly as fast as the lurge chains, and their proportion drop-
ped Ateadily from over three-fourths to less than one-third of
all self-service meat stores.

The two thousand self-service meat stores represented only
1l percent of all food stores handling fresh meats, yet they
did 6 percent of the total retall meat business. A regional
breskdown of this percentage of the total meat seles is shown
in Figure 3. again it was revealed that the Northeast and
liicdlewest were garnering a substantial amount of this self-
service meat business.

The armour survey further revealed that 20 percent of the
total self-service stores hwd weekly meat sales of §6,000, to
$10,000 and 14 percent did $10,000 and over in business per
week.9 This fact coupled with the knowledge that one out of
every two did a meat volume of $2,000 to §6,000 per week
certainly pointed out the fact that they were gsupermarkets in ev-

ery sense of the woré.

8. 1ibid., p. 15.
9. 4ibid., p. 19.
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An gdded basis for compurison of the relative growth
of self-service meat is evidenced in a questionnaire sur-
vey conducted by the Super Market Institute in January 1950.

Replies to these questionnaires were received from 259
companies or 67 percent of the membership. These companies
operated a total of 2,755 super markets and 823 other retail
food stores with aggregate sales of more than $2,000,000,000
in 1949, The respondents were regarded by the Super Market
Institute as being representative of the membership as a

whole.lo

The findings of this survey may be looked upon as valid
for the entire super market industry, as the membership is
believed to be fairly typlical of all supermarket opsrations,
even though the five largest grocery chains are not represent-
ed.

It was found, among reporting members, that self-service
in meat departments had made rapid strides in 1949, as 54 per-
cent of the companies installed self-service in 16 percent of
all the meat departrents operated by the Super Msrket Instit-
tute membership. Complete installations outnumbered partial
installations.As a result of these additional installations,
71 percent of Super Market Institute members now operate self-

service meat departments in 44 percent of gll the Super Mar-

10, The Super Market Institute. "The Super Market Industry
Speaks™®. New York: The “uper Market Institute, 1950, p. 2.
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kets, Of these, 23 percent are partiasl self-service agnd 21
percent sre complete.ll

The largest companies with sales above §40,000,000
had the largest percentage of complete self-service meat
installations. Twenty-eight percent of all their supers
are so equipped. These companies operate very few partisl
self-service meat departments.

It was also indicated that self-service meat may be
found in the majority of new super markets opened in 1949,
There was a coi plete self-service installation in 41 percent
and partiael installstion in 33 percent of the new supers,

This survey also revealed pronounced regional differ-
ences in the extent of self-service mc<at; but even in the
reglons which lgag behind, most new supers opened with some
form of self-service meat,

Since the questionnaire was sgrranged to garner infor-
mation on the succeeding year of 1950, some additional, in-
teresting data was revealed., Definite plans called for asdd-
itiongl self-service meat Installations in 1950. Over half
of the comnpanies (54 percent) planned to install self-ser-
vice meat in 18 percent of all Super Market Institute super
markets that would be in existence by the end of 1950, Com-

plete self-service installastions were favored over partial

11, ibid., p. 20.



17

installstions., They repgresented 66 percent of the totsl
rlenned instaellstions for the year 1950, compared with a
figure of 55 percent in 1949 and only 25 pcrcent in 1947.12

Complete self-service installstions were favored over
rartigl instsllgtions. They represented 66 percent of the
total planned installations for 1950 cormpared with 55 percent
in 1949 2nd only 25 nmercent in 1947, Figure 4 illustrates
graphically the gradusl preference for complete self-service
meat by 3Suprer larket Institute rembers. 4s was true in 1949,
three-fourths of the new super markets esre scheduled to open
with self-service rest. The new super markets were supposed
to szccount for two-thirds of gall self-service megt instella-
tions in 1950, while the other one-third would be in old
super merrets, generally as part of a mgjor remodeling,

The 3uper larket Institute Research Department felt, there-
fore, that on the busis of the facts gathered from their ex-
tensive survey of menber corpanies, by the end of 1931, a
substantisl majority of the merber companies' super merkets
will hazve self-service mcat, and that there will be more com-
plete then partial self-service mect departnents,

The actusl fisures coupiled by the Surer Llerket Instit-
ute Research 3taff rfrom a survey uszde in 1950 in the same

manner 3 the 1349 survey revezl thot the predictions snd

12. ibid., p. 21.



18

SUTENTIT JLALIZSNI LITMYA ¥Y7i0S X4
LVIN HOIA¥ES~dTES ¥0d TONTMGITMI TYAAYYD *% *ITd

— 3L F1dwon




19

gntici; ctions of theilr unevbership 1n regards to self-ser-
vice ezt in new instsll.tions hod substsntiel validity.

The new stores of 1950 festured either 100 percent
eclf-scrvice or pu.rtial self-service in 79 percent of the
new olzenings.l3

Tne regsional trends in distribution of comrlcte self-
service meat cdeiartrerts corroborzte thoce revszled earlier
in 1950 by the .,rmour end Cor.meny survey on the procress
of self-service neuts, perticularly with rerurd to the shift
in self-service gsctivity from the 'est to the .igst. For
instance, only 10,5 percent of the rew swer mirkets in the
Fuacific area incorporated conmplete self-service, compared
with 60.7 percent in the Licdle . tl:=ntic,

There 15 «lso o direct correletion between thne size of
the m=rket snd the cxtent of self-scervice in the m ¢t depart-
nent. The smsll nsrkets recorded o« 20 percent representation
couij.aored with 706.9 rercent for the largest ones, 14

Thus we see thut from « rclatively hunble origin in the
post war ycars when but ten retaill stores could boast of
tuls tyre of merchandising, self-service hus evolved to the
point where it nay be assuied, with substantigl Justification,

that 1t will no longcsr be feasible to open a lzrce one-stop

13, Anonymous. "3Super Industry Tors Record." Super liarket
Lercharndising, (Merch 1851), p. 41.

14, ivid., p. 42,
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super mzrket without first consicering the installation

of a self-szervice meat oreretion,



CHAFTER III
GRAI'D UNION COI'FANY

The Grend Union Company of New York was one of the first
of the lerge chains to adopt a 100 percent self-service meat
department wholeheartedly. For this reason a perusal of some
of the methods and practices employed 1s worthy of note.

At the rresent time spproximastely 65 percent of Grand
Union's total meat business 1s done in one hundred and five
self-service meat departments., This is a figure, which this
writer believes, cannot be matched by eny chaln of comparable
size,

Self-service meat departments were first instaelled in 1940.
The initiasl success and expansion were curtalled by World War
II. However, with the cessagtion of hostilities and the appear-
ance once again of display cases, equipment and materials, the
company resumed installation of self-service meat departments.,
Customer acceptance and the utilization of proper packaging,
displaying and nmerchandising techniques are three of the most
important reasons for the success of the Meateria departments.l

Grand Union operates a total of 288 stores. The majority

of these stores are in the Greater New York Metropolitan ares.

l. Meateria is the name used by Grand Union Company for self-
service meat departments.



Additional stores are located in the surrounding states of
Pennsylvenia, Connecticut, Massachusetts and Vermont. Total
sales for the fiscal year 1950 were slightly in excess of
$160,000,000, These figures, when coupled with the fact
that 65 percent of totel meat ssles are made through the
Meateria departments, reveal the magnitude of this partic-
ular segrment of the business,

The following is a resume of some of the successful
measures and controls exerted by Grand Union Company in

their highly successful Meateria Departments:

Store Layout

The space allocated to a Meaterla Department will differ
according to the size and shape of the store. This 1s also
true about the position of the department within the store.
Within limits, however, certain standard procedures are foll-
owed in the organization of a Meateria Department.,

There are four main areas to be considered. The cooler
for storage of wholesale cuts and consﬁmer cuts which are con-
ditioned before wrapping;2 the cutting area, where meat cutters
process and break wholesale cuts into retail and consumer units;

the wrapping room, where all meat is prepackaged snd priced be-

2. Grand Union follows the policy of storing unwrapped consum-
er cuts in a holéding cooler at a temperature ranging from 32
degrees depending upon the cut of meat., This results in a
so-called "bloom" that adds immeasurably to the appearance of
the meat.
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fore removal to the display case and finally the all-important
display case that is loceted iIn the sales area of the store,

Ideally, the location of each of these specific areas
complements the remaining areas, That is, the cutting room
adjoins the wrapping room and the cooler is placed so as to
be readlily accessible to the cutting room. Incoming merchan-
dise 1s conveyed to the cooler where it 1s either broken into
retall cuts or stored for future processing. As the need a-
rises the meat is removed from the cooler to the cutting room
and converted to consumer cuts., From the cutting room, the
meat 1is quickly transferred to the packaglng area where women
employees weigh, wrap, label and price each individual cut of
meet. The woman who does the weighing writes the price on
either a thermoplastic or a grease proof label, puts the label
on the meat and places the meat on a moving belt., The wrappers
then take the meat from the conveyor belt, place the label on
the inside of the cellophane material and wrap the product, If
thermoplastic labels are used, they are heat-sealed to the out-
side of the package after it is wrapped. The package is then
replaced on the conveyor belt and moved to the end of the table
where it drops into a basket., From there the product is either
displayed in the self-service case or placed in storage until
needed,

Several tables with conveyor belts may be used, depending
upon the amount of a product that must be packaged. Some mar-

kets use different tables for wrapping different products, such
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as: one table for luncheon meats and one for cheese.

In order to get maximum efficiency in the packaging
section, all the component parts of the package are placed at
the operator's fingertips. Sufficlient material to be pack-
aged is kapt flowing to the wrapper so that she can wrap the
maximum amount or number of packages without leaving the pack-
aging bench.

To attain greatest efficiency, the work bench is designed
to keer. the entire wrapping table free of any packaging mat-
erial. This materisl is either plsced on shelves near the
table or in drawers located in the work bench. Each operator's
wrapping space is planned to be a complete unit within itself,
with all packaging equipment and supplies in easy reach.

The self-service display case is, of course, the most im-
portant piece of equipment used in the Meaterlia Department,
The question of where the meat display case 1s to be located
is decided by the size of the store and the weekly meat sales
figures. In many larger volume stores one complete side wall
of the store is devoted to meat display cases. In smaller
volume stores it has been the practice to locate the Meat
Department across the rear of the store. This arrangement
is especially good for supplying the display case from a rear,
backroom positidn. When the display case is located along a
'side wall of the store it must be supplied from the front. In
this situation the cutting and packaging room is located in the

rear and on the same side of the store as the display case.,



Packaging

The actual heat sealing of packages is done either with
hand irons or hot plates. The hot plates are immovable and
are seated in the work table. The irons and hot plates are
thermostatically controlled to hold an average heat of 325
degrees. Bulky and awkward sized packages are sealed most
easily with a hand iron. Smaller, more uniform packages such
as luncheon meat units are easier to seal with a hot plate.

Since both cellophane and pliofilm are used to wrap
products, a different temperature is used for each. On cello-
phane the iron can be slid over the film to seal it in one
smooth motion. With pliofilm the iron cannot be passed over
in this menner without melting the pliofilm. Therefore, the
iron must be placed or spotted on‘the seam and removed quickly
to make a sort of spot weld.

Care is taken that the right type of cellophane is used
on fresh meats., This material is known as MSAT Number Eighty
used on fresh pork, veal, lamb and beef., One side of the
MSAT Number Eighty has been treated to prevent discoloration
of the meat and it 1is the only side that is placed next to
the meat. When pliofilm is used either side may be placed
next to the meat since both sides are the same,

MSAT Number Eighty will curl when exposed to either high
or low humidity. Rolls and sheets are kept carefully wrapped
when not in use. The film is manufactured to remain flat when

in contact with about 60 percent relative humidity,



Cardboard or board stock are used on the back of fresh
mgat packages. The board not only adds rigidity to the pack-
age, but provides a flat surface for heat sealing. The board
backing also prevents the heated iron from searing or harming
the meat in any way. The board stock is odorless, tasteless
and moisture proof.

Trays or blown pulp cartons are used for such meats as
hamburger, stewing beef and poultry. The trays are high and
allow maximum visibility. They are also odorless, tasteless
and non-absorbent. The most widely used size is five inches
by five inches.

In gddition to the word "Bonded", that appears on the
label and is used for coding purposes, the following infor-
mation also appears on the label; name of the company, name
of the item, the weight, price per pound and the total price
of the package. These markings afford the customer helpful
information in making a decision about any cut of meat she
might desire. The inclusion of the price per pound design-
ation is very important and company policy demands that this

price be marked clearly on the label,

Merchandising and Display
Store layout, packaging and equipment are all factors
subservient to proper display. Attractive and well-rounded
displays are an absolute necessity in a profitable Meateria

Department. In order to accomplish attractive and appealing
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displays, Grand Union Company has employed several merchan-
dising techniques,

To control the freshness of merchandise a code is used,
This code is simple to understand, yet has no significance
to the customer, The word, "Bonded", which appears on every
label is used. A pencil line can be drawn through a differ-
ent letter each day to indicate when the merchandise has been

wrapped.

Monday
Tuesday
Wednesday
Thursday
Friday
Saturday

vo=z=otw

For example, if a package is wrapped on Wednesday a line
is drawn through the third letter ™u" as Bopded.

Rewraps bear the same coding as the original wrapping ex-
cept that the letter "R™ is placed on the upper right hand
copner of the label to indicate that the package 1is a rewrap.3

Packages are placed in the display case so that they may
be inspected by the customers with a minimum of handling. A4n
attractive display is maintained by frequently rearranging

packages that have been left out of place. Packages are also

rotated to encourage sale of the older packages first,

3. Rewraps consist of those packages which become torn or un-
sightly. They must be sent back through the packaging process
for a new cellophane wrapping before they may be displayed again.
Since this is a costly procedure every effort is made to keep
the number of rewraps as low as possible,
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These functions are performed by the hostess, who is
integral part of any Meateria Department. By proper rotation
of packages in the display case and in the storage derartments
and by timely orders to the cutting room for merchandise to
replenish the display, the hostess increases turnover and re-
duces the danger of discoloration. Also, packages having torn
cellophane or pliofilm start to discolor at once., Therefore,
it 1s necessary for the hostess to be constantly alert for
such torn packages and remove them for rewrapping immediately.

Hostesses are carefully selected and tralned. They are
the important human relation link between the customer and
the company il the Meateria Department., The filling of this
position and the training the hostess receives are important.
In addition to being socially minded and of an amigble nature
the hostess must have a knowledge of meat cuts, products and
cookery. AsS well as having display ability she should also
be capable of suggestive selling, In the matter of specilal
cuts, the hostess must understend what the customer wishes
and she must be able to relay this information to the meat
cutter in an intelligent mannsr.

In order to maintain freshness control in meat displays
Grand Union Company has set up a control chart in each store
which acts as a guide to managers. The chart provides infor-
mation on the smount of meat by cuts that should be displayed
on any given day of the week. While this varies slightly from

store to store, close adherence to the amounts stipulated in



the control chart has resulted in a minimum of packages
that have to be removed from sale, trimmed and sold as
cheaper cuts.

Arrangement of the meat display has a direct bearing
on sales. There are many schools of thought on this subject
and just as many arrangement schemes as there are schools of
thought. However, Grand Union Company has had significant
success with an arrangement set up according to cooking classi-
fications. Steaks, roasts, chops, et cetera are grouped to-
gether, Steaks are at the end of the case where the customer
begins her purchases and delicatessen items are at the extreme
end where the customer concludes her shopping visit,

Roasts and heavy cuts are limited during the early part
of the week. Imphasis is placed on chops and steaks. Near
the end of the week the heavier cuts that are in demand are
made more plentiful in the display cases,

When the customers ask for special cuts,- personnel is.
assigned to handle these requests st once. The special orders
are wrapped in cellophane to avoid the impression that pre-
ferred customers are getting the choice cuts., A check is made
on special requests so that they may be included in the regular
line-up of merchandise, if there is sufficient demand.

Luncheon meats are displayed in such a manner as to mini-
mize the light exposure to the product surface., This is gccom-
plished by stacking the packages one on top of the other so that
only the top is exposed.



Personnel

Pérsonnel required for the packaging operation includes
cutters, weighers, labelers and wrappers. To coordinate the
activities of operators, an efficient manager is necessary.
The manager has a definite schedule and job for each operator.
He must anticipate buying habits of the customers each day
and submit a list of products to the cutter at the beginning
of each day.

In addition the manager resumes full responsibility for
ordering of all merchandise and supplies. He is an expert
merchandiser, who controls the flow of the various cuts of
fresh meat so that he moves every part of the carcass,

The concentration of the work force and the division
and assignment of certain tasks to particular individuals
provide the manager on excellent opportunity to supervise
every detail of the operation.

The meat cutter in a Meateria operation does not have
direct contact with the publiec. He is, therefore, as equally
interested in production as he 1s in sales. He can perform
his duties completely undisturbed by requests from customers,
and in this way he can concentrate his efforts and increase
production rates accordingly. Since the meat cutter is the
main cog in the production process, he must see that a steady
flow of meat products is avallable for packaging at all times.
He is chiefly responsible for the production tempo at any

given time,
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Scalers and wrappers are chiefly concerned with proper
weighing and packaging procedures. A scaler must be ex-
tremely careful in determining the unit price for each pack-
age she weighs, Likewise, the wrapper is equally careful
of the overwrap which she places on the package.

Because of the monotonous nature of these two jobs it
has been the practice to alternate the women between these
two tasks. This helps to alleviate the monotony and to re-
duce fatigue.

There is very little difference in the relation of lsgbor
cost to sales between self-service and service operations.
The chief advantage has been in the increased ssgles that have
accompanied the installation of Meateria Departments,

This fact, coupled with an awareness that customers have
shown and continue to show a remarkable acceptance for self-
service mcat, has led Grand Union to consider the Meateria
Department as an integral part of any new stores that are

opened in the future.



CHAFTER IV
4 CENTRALLIZZED OFLRATION

while there ere¢ not many centralized prepackaging meat
units in operation st the present time, which are being oper-
ated by chaln store organizations there are in existence, an
ample number to provide a basis of cormparison with the very
nunerous and profitable prepackaging operstions being con-
ducted in the individual retall stores by chains as well as
independents.,

There is a difference, of course, in the volume of meat
being prepackaged at the central plants and the extent tq
which machinery 1s being utilized. There is slso s distinct
difference in the nature and number of meat products, that
various chains deem advisable to prepackage. For instance,

a small chain operating five to ten stores might achieve the
greatest efficiency and economy by prepackaging their entire
line of merchandise. This would include s&ll fresh beef, pork,
and veal, as well as, smoked meat, cured meat, poultry and

all prepared luncheon meat. On the other hand, larger chains
with an abundance of stores located in a specified area, have
found it more advantageous to prepackage only smoked and cured
meat, prepared luncheon ﬁeats end bacon at their central plant.

The remaining fresh meat, poultry and offal products ere then
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prepackaged in the individual stores. The reason for this
partial prepackaging at the central plant is twofold. First,
the experimentation with prepared and cured meat offers a
fine bhasis of comparison for what might be done with fresh
meat at a later date. Secondly, the pilot operation provides
valuable experience agbout teéchnical difficulties as well as
arriving at correct assurptions about the most advantageous
amounts of lgbor and machinery to be used to achieve optimum
output.

Most chalin stores, at the present tire, are packaging
a great share of their luncheon meats at store level, A cer-
tain rercentage of these packaged items are purchased from
the packer, but in the main, bulk products are purchased and
packaged in the stores. any chain orgasnizstion or any cooper-
ative unit which has a large enough volume in these produets
is much better off economicelly to do its own packaging in a
central unit,

v By the use of a trade mark or trade name on the racksage,
e chain can develop its own preferred jyroduct gnd sell it in-
stead of a packer brsnded merchandise. The chain thus in-
creases its profits and prevents competition from cutting

price on the procduct that it has developed.1

1. Ezra Laplides. M"Technicsl aspects of the Central Flant
for Cold Meats and Cheese". liller and Miller, Inc. At-
lanta, 1950. p. 2.
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A lerge ngtional chein now has in full oreration a pre-
packaging plant capable of supplying all the bacon, smoked
ham, smoked picnile, sliced luncheon meat end ring snd chunk
portions of such items as bologne, liverwurst and salami re-
quirements to eighty-five self-service stores in the Letroit
area. This tilot operstion, looked upon by many expverts in
the food merchendising field as the foremost of its kind,
has drawn widespread attention. 4 perusal of some of 1ts
aspects is, indeed, worthy of note.

The prodauction setup is divided into four distinct sect-
ions. One production line is devoted exclusively to bacon

slicing, weighing, wrapping and pscking.

Sliced Bacon Line

Figure 5 illustrates the arrangement of machinery, the
prositions that the workers assume in relation to the con-
veyor belt and the flow of bacon from the point where it is
first fed into the slicing machine, to the point where it is
placed in boxes and reazdied for shipment to the retsil stores.

At the extreiie left of the procduction line there sre
skids, upon which pork bellies are placed and rcadied for in-
sertion into the sgutomutic slicing machine., It is the respon-
sibility of one man to see that tiere is zlways a sufficient
gmount of bellies on hand to assure a steady flow of material
for tne line. He nakes use of & hand 1ift to reduce the num-
ber of tiacs the bellies must be hundled. Thus, they need

only be handled once from the time they are rlaced on the
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o

skid in the storage room until they are resdy to be put in
the slicing mechine. 4 woman worker operstes the slicing
macnine. Her dauty merely consists of removing a belly from
the nearby skid snd inserting it into the slicing machine
at intervagls, which will assure a steady flow of the sliced
bacon. On the other side of the sliciig rechine another
woman worker is stetioned to divide the sliced bacon, as it
moves from the slicing blade, into units of one pound. 3She
uust epproxinate tlie number of slices that go together in
making up & pound, however, repetition and constant practice
enuble her to come very close to the exsct number of bacon
slices needed in each pound., Aifter the bacon hes been sep-
erated in this manner it proceeds aslong a contirnous conveyor
belt. Five women are stztioned on each sicde of the conveyor
belt and reunve the segments of baccn ¢s they rass their
stagtion., These women are zezted and ezch is efforded a4
scale upon which c<ieweizhs each portion of sliced bacon fhat
she renoves from the conveycr. Incidcentelly, the scsler,
tlaces the bacon on a plece of cardbosrd bscking before she
ruts it on the scale. The scale is adjustable and sllowsnce
is mazde for the sdditonsl weight of this cerdboerd backing,
The scsles ere not cslibrzted. There 1s but one zark-
ing on the scele zond when the pointer is zeroed on this merk,

the scaler knows that exactly one pound of bacon is on scale.
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Zach scaler keeys a smell reserve of slices in front
of her sc th=t she cun add or subtract from the originsl
grmount of bacon that ste has taken from the corveycr, in
order to srrive =t & one pound urit.

after makirg absolitely sure tiet the psckage neets
the weight reguirenents, the scaler then rerlaces the pack-
age on tne conveyor belt. The belt cuarries the psckages
to the end of the line where it is fed 1into en sutoretic
Oliver wrapprlng nschine. This bizhly versatile machine
wraps the puckege in ¢ very negt cellophane covering snd
seuls the price tag on the outsice of the rpasckuges o
srecisl device on the mzchiine slso irovides the reguired
rrice nmarkirgs on the lgbel,

4S8 the puckeges of bzcon emerge from the machine and
slide down g gravity chute an oreretor rlasces them in card-
board contsiners in lots of one cozen, Then, the cuzrdboard
contuiners ure plsced on skids preiurstory to being removed
to the refrigerated holairg or storing roon.

Iroviding that the line is operating smoothly end the
two nwciines are functioning properly the maximum jrocuction
that can be exjected is two thousand pounds rer hour. With
an eicht hour shift t is would rean a dgily production of
sixteen thousand pounds. with a fise day work week the rmaxi-
rua weekly procuction would be in the neichborhood of ninety

thoussnd pounds of bscon,.
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Thnis maximur: rroduction has not been reslized, however,
at certsin intervals the packegoing nachine is lieble to jam
end hold up proauction for short periods. Tor obvious
reasons it is not possible for every scalzsr to rensin at
her station every minute of the vork day end thcse absences
naturglly slow tne line down in accordazance with the emount
of tine lost by these absences. .lso the workers as humens
tend to tire at this rather monotonous task. .while time
checks have shown that «t certain times g production of two
thousand pounds is reslized, t e average amount processed
gnd boxed in &n hour v.ries between 1,450 and 1,500 pounds.
This results in a total of spproxirately 12,000 pounds for
an eight hour shift.

Including one supervisor and one mnan to feed asteriagls
egnd then remove the finished product once it h:us been pack-
sged, it requires 15 people to opsrzate this line,

If pig bellies were a standsrdized product it is guite
Flausible thet this ojeration could be steyred up corsider-
ably. The product would go throuzh the machire and the slices
could either be counted to yield en exact pround or scales
could be utilized to reach the seme result. Since this is
not tne case gnd vig bellies vary grestly in size and weight
it is necessury to maintsin ten sczlers in orcder to obtain
th correct weignt of each package. The one control exerted
to keep the problem of correct weight miniizized is to use

only bellies that weéigh frowm ten to twelve pounds.
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The continued existence of tnis bucon raeckuping line
testifies to its efficiency. owvidertly, the zdverntages of
rackeging their cwn bucon grestly outnwaber the advertages
of procuring becon elresdy packsred from a packer. One of
the prire sdvanteges, in gddition to the cost fasctors, is
the possibility of quality control. Only bscon of the
highest cuallity is used. This coupled with the sanitery
neszsures used in jeckacing sll glong the line results in

whet thls particuler chaln consicders a superior product,

Suoked Hem Line

The second product processed and packaged in the plant
is smoked hamns. This is done on a sererate yproduction line
end utilizeg the Cryovasc Irocess of vecuumized packagine,
developed by the Dewey snd ;1lny Chemical Company. This is
gn exclusive riethod of vacuum racking in g trunsisrent
bag, in which the bzg is mzde to c¢ling tightly eround the
product., The Cry-0O-Rap bag used in the prrocess is mude
from g special Dewey &nd almy - Dow 3Saren end posSsesses
the unusual rroperty of being eble to shfink in size up to
gbout 30 percent. This gives a skin-like wrap thst seals
in flsovor arnd seals out contemination,

Figure 6 shows diagrainuaticslly the vsrious jhsses of
the procuction lire for sioked hams. st the extreme left
of the line whole smoked hams sre rleced on skids nesr the

position where tne cutter stands. The cutter merely hsas



40

INIT WH qQIONS °9 °3Jtd

S HEIVOS

.

| 0
[ = _ SAINS
STIVOS LJ D

SSE0Y¥d SMYS
OYAOXYD OILROLAOY




41

to resch over to procure a ham and place it on the gutomatic
saw mechine where he trims it slightly, saws the shank bone
and then cuts the ham into butt and shank rortions. After
making sure that the butt helf is properly trimred for fat
it is pleced on the conveyor and moved to the next operation.
The shank half is then cut in order to remove the center slices,
The nurber of center slices taken off arny given ham will, of
course, deyend on the size of the hem and the degree of fatness,
This rmust be left to the discretion of the cutter. He is fully
cognizant of the importance of getting the full number of slices
off each and every ham while still leaving smple meet on the
shank helf.

after the shank half has been finished it also is pleced
on the conveyor belt and is carried to the rext position. Here
the ham is placed on a specially built chute and a Cry-0-Rap
bag is slipped over the ham by an operator. From there it is
placed on the vacuumizing machine end air is withdrawn through
a nozzle and the end of the bag is twisted and rlsced in a
machine which maskes a tight wire-twist segal. These two func-
tions cen be rerforrmed by one or two orerastors, derending on
the speed at which the line is being run.

Once the ham has been packaged, vacuumized and segled it
is then im:ersed in hot (195-205 degrees) water, This 13 done
in a machine which automaticelly kicks the ham up end out

upon a receiving table after 1t has been imnersed in the hot
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water for five to seven seconds. The bag has by then shrunk
to a tight-clirgirg second skin and looks like part of the
ham,

The receiving table where the hams are derosited by the
machine is heavily covered with thick, a bsorbent sponge, This
helps to remove the grester part of water that clings to the
outer wrap. In eddition, one or two workers, depending on
the work flow, are stationed at this table to complete the
task of thoroughly drying the outer surface of the racksged
ham,

Once the ham is dry it is &gain placed on the conveyor
and moved to the scales where four workers are employed in
weighing, pricing and markirg. The marking is done with
syecigal ink pens, that leave a very clear and non-smearable
mark. It should also be noted that the price label is part
of the Cry-0O-Rap bag and no additionel operation is needed
to plece a label on the package.

After the pricing operation the ham is again placed on
the conveyor and it is carried to the holédinrg erea end box-
ed gnd madeready for shipment.

AS the hams sre packed in boxes the retsil velue of each
ham is calculeated and the total value of the harms in & cgrton
is written én a label and effixed to the carton. Vhile this
may seem like a complex phase of the operastion, it is actually

quite simple. A4ll that is needed is a very smsll adding mach-
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ine and a worker who is adept at reading the retail price,
placing the figure in the adding machine and then totaling
the sum for each box. When the work flow is sufficient

two people work at this task. One reads the prices and

the other loads the hams in the boxes end pastes the proper-
ly marked labels on them. Fresently, four ham pieces are
being packed in each box,

While this explanation has dealt only with the pack-
aging of hams it should be pointed out that the line and
the Cry-0-Vac process 1is capable of handling many items
other than hams, if so desired. Smoked shoulders, poultry
and corned beef are also adaptable to the process, Currently,
only smoked hams and shoulders are being packaged by this
coipany however.

During the iaster period when a maxizum of hams &nd
shoulders were needed, an hourly production of two thousand
pounds was achieved, If it is assumed that each portion of
ham weighed five pounds on the aversge, this would give an
actual yield of four hundred pieces per hour. The center
slices which are removed by the cutters in the first stage
of the operation are hand wrapped on an entirely different
line and this weight camnot be counted in the total. It
must be taken into consideration, nevertheless, thet the
cutter has performed this function of removing the center

slices from the ham and any cost study would have to allo-
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cate this function to the totsl production of the hanm
rackaging line.

The cost of the individual Cry-0-Rap bsg is consid-
erable, being zround seven cents per bag. ‘“hen this cost
is compaured to the cost of a sheet of pliofilm, the usual
wrapping material for hams, the difference 1is cuite apuvre-
ciable and would lszd one to believe that the cost of the
wrap is prohibitive to its use. This, however, is not
the cuse. Half-haus packazed by the Cryovec method show
now appreciable weight loss over and extended period. 1In
addition, becguse g vacuum csn he held, mold growth is pre-
vented. In tests conducted on hslf-hars, which were ypackaged
in two other tyres of film now in use, mold growth showed on
the faece of the hum zfter seven days storage at forty de-

grees and after two veeks the maxt wss unseslable,

The tszble in Figure 7 shows the percenture losses with
these two forecentioned tyjes of film on jackaged half-henms,

bt current prices, a 2.7 percent loss on a five round
half-ham would result in =t least a 63 cent loss nesrely be-
cause the wrspping was insufficient., It rust slso be taken
into consideration that after a preriod of two weeks the han
would have to be refzced at least twice and this would merely

mean more wéicht loss,

2. Henry Shzefrer. "Centralized lleat IrclacCkaiing." Chein
store .ge. (October 1950), Reprinted article.
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LaV3 STCORAGEs FPILL & FILI" B
aT 40T Co0Ros] P RSVELIT FRRCENT I<ROZNT
2 1.1 «75
4 1.9 1.3
6 2.1 1.7
8 3.1 2.0
10 3.7 2.3
12 4.3 2.6
14 4.8 2.7

Filgure 7. lIercentuge Loss
on Half-Iiams®

3. Henry J3chueffer. M"Centrslized ! ect _repsckuaging.”™ Chaln
Store sge. (October 1930), Reprinted article.
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LEalll WRAI LINE

The third production line called the hond-wrap line
hendles cliunk jortions of liver sausese, bolownsa, salsmi, ring
bologna, 1o0lish suusuage snd other iteris which cre not sliced,
but czre cut in chunks @nd rackeged as such, Cardbourd trzys
are used for such iterms as ring bologna and }olish ssuszge
and the other chunk iter.s cre rerely wrairped in cellophene
with no cerdbcerd backing., Tnls provices mweximum visitility
of the product,

Fizure 8 roints out the locstion of tubles used for
wrzlping cnd cutting 2nd the 1lscenent of scules end personnel,

4 cutter «t the extreme left cuts each porticn of liver-
vwurst or sslaml or whatever he ray be\vorhing on into the de-

ired nuwber of pieces. These sre placed on treys and re-

&)

noved to the wrajrping ststions. i/omen wrepprers then cello-
rhane wrap these porticns by hand. Both hand sesling irons
and hot plates, wvhich are seasted in the work bench, are used
for tuis wrepping.

~fter each pilece is wrayred it 1s rleced on a tray on
the non-uutonatic conveyor which is =t shoulcer level., By
keeping the conveyor at this height the wrapper hes freedom
of moveuent and works unbothered by the clutter from rsckuees

which she hss alreesdy wrapped. Once a tray bas been filled

it cun be pushed down the corveyocr to the scales, where the
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Peckuiges sre welshed, priced end msrked. 3ince each is s
slizhtly diflerent wesight, ¢reat care is tuken to price
correctly end read the scsles closely. This tusk is done
by four scslers,

when each tray of.meat hss been yriced it is then placed
on the conveyor and sent to the holaing room, where it is
boxed aund rleced on skids reiay for shirnent. The total re-
teil price of each box of mest is calcul:cted and plsced on
the outer side of the box. This packzging line is very ver-
satlile znd is «ble to include all types of portions of rpre-
rared meat that do not lend themselves readily to rachire
rackaging, This includes smoked hem slices, any number of
wrappers, up to eleven, cen be employed et & given time de-
rending on the volume to be rackaged,

The productivity of the cutter who slices the logves is
especielly high., Concentrating on this one tusk, he accomp-
lishes it with a minirum of motion, tire and energy. I7is
efficiency and specd assures the wrappers an uninterrupted flow
of merchendise and storpzges due to lack of merchzndise are
non-existent,

"he practice of secling the label on the outside of the
packege slso lends itself very readily to mess rroducticn
techniques., It also assures a nester packsge, because molsture

or smesr from the meet is elinmingted.
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Lungheon leat Line

The luncheon meat line employing twelve women workers
is cspable of supplying 85 stores in the district with ell
requirenents for sliced luncheon meats. The plecement of
automstic slicers, scales, wrapping machires, end orerzstors
is shown in Ficure 9,

Luncheon mcet loaves ere assembled on skics provided
for this purrose and rluaced beside the slicing mschines,
It requires two wormen to suprly the slicers and to assure
a steady, continous operation. They merely place the two
loaves in each machine, when the rreviously inserted two
loaves have been run through. The machine slices and stacks
the two loaves in two piles on the conveyor., The conveyor
is rigged to move in conjunction with the slic ing machine.
That is, when the gllotted number of slices hzve been turned
out, the machine stops for a split second and the conveyor
moves forwgrd far enough for the next stack of slices to
start accumuleting.

The stacks of luncheon meat are in one-half pound quan-
tities. This is reguleted by the machine with the use of
a counter and an adjustment thst determines the thickness
of the slices of luncheon meat,

The sc@ler at the other end of the conveyor merely takes

the stacks from the conveyor and pleces them on the scale to
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determine if they meet the one-half pound weight requirement.
If not, she adds or subtracts the right cuantity. Detecto
scales are used to reduce eye strein snd provide maximum
speed in weighing.4 When removing the meat from the scale
the scaler slides a piece of cardboard backing under the
neat on the continuous conveyor which conveys it to the
wrappring machine where it is wrarped, sceled, labeled and
priced marked gll in one operation. The meat is then boxed
and brought to the holding room where it is stacked in s
designated spot, rezdy for shipment.

This production line produces thirty-eight thouseand
pounds of luncheon meat per week. Teking into consideration
thet the work week consists of five dsys, this reens daily
rroduction is seven thousend six hundred pounds. i/hen
this latter figure 1is divided by the number of workers em-
ployed, nariely ten, the result is six hundred twenty-five
pounds of sliced meat per day per employee. Takirng into
consideration that the averege luncheon mest loaf used
welighs ten pounds, and this is a very generous estimste,
then each worker 1is processing, on the sverage, 625 loaves

per day.

4, Detecto scales have no weight calibretions. They only
indicate whether the portion on the scaele is under or over
weight,
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Even the most partial observer must admit that this volume
of work is substantial, In fsct, this productivity could

not be achieved at the store level, unless hugh quantities
of automatic equirment were used, gnd then there is serious

question if it could be effected.

Male Personnel Requirements

In order to assure the proper supervision, flow of mgt-
erials and'meat and maintenance of mechirery, nine male em-
ployees are required. One, a mechasnic, tends to the function-
ing and orderly operating of all machines, He oils the mach-
inery, sharrens blasdes and takes care of any breakdowns that
occur.,

One man works at the bacon packaging line, assisting in
moving skids and replensishing supplies to the workers, reg-
ulating the flow of bacon to the scalers, and generally seeings
that the operation functions smoothly. Another man is needed
to supervise the three remaining lines. He is constantly
aiding, advising and performing the other duties of a super-
visor., Two other men are needed to move meat toand from the
lines before and after it has been packaged. 4s previously
mentioned, two men are constantly cutting meat., One i1s
stationed at the smoked ham line and other at the hand-wrap
line. Two general supervisors are also employed. In addi-

tion to handling personnel problems, they are constantly



studying and improvising new and better ways of doing things,
They are also responsible for production and an over-gll effi-
cient oreration. Needless to say, these two men are the hub

of the entire system.

Temperatufe Control

The entire packaging room 1s kept at fifty degrees at
all times. Tnis keeps down the bacteria count, reduces spoil-
age and rreserves the freshness of the meat while it 1is being
prackaged, It also prevents the meat from sudden charges in
temperature as it is routed through the various steages of
packaging.,

The holding or storing room 1s kert at 35 degrees, This
temperature preserves the freshness of the packages, but is

not low enough to freeze the meat,

Reaction of the employees to this rather low temperature
is not what one would expect it to be. Rather than being
displeased with the temperature, they are, on the contrary,
very receptive to it. The nature of the work is such that
they are constantly moving to sore extent and this provides
enough movement to keep them warm and contented at their |
work., Inquiries and misgivings about the low room temperature
were greeted witL surprise by all persons guestioned. It

appears to be simply a matter of becoming acclimsted to the
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temperature and takes only one or two weeks time,

,/'Transportation

Transfer of goods from the storsge room in the warehouse
to the various retall outlets is made with refrigerated trucks.
The orders are pulled and maede ready at night and then go out
on the trucks in the morning Along with the other larger ship-
ments of beef, veal and pork.

Corrugated shipping containers are used and the refrig-
eration from the product, instead of escaring, remains in
the box and helps retain the low temperature, helping to re-
frigerate itself. Although in thls operation refrigerated
trucks are used, they are not an absolute necessity. As pre-
viously explained in the section on tempersture control, if
the product comes from a 35 degree cooler 1s cut and pack-
aged in 50 degree room and returned to a 35 degree storing
room,. it will hold its refrigeration for hours. These re-
frigerated trucks could be dispensed with if finally deter-
mined to be too expensive, Use of conventional non-refrig-
erated trucks 1is being made by some plants at this very mom=-

ent for deliveries up to & distance of one hundred miles,

Total Personnel Requirements
The number of workers needed to man equipment, scales

and wrepping tables to insure optimum production is sixty.
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This number includes supervisory personnel., Exclusive of
the nine men employed, who were rmentioned previously, the
remaining work force is made up entirely of women. The
very nature of the work and the extreme digital dexterity
required for wrapping and scalling appears to be the reason
for this situation. Women have proven to be most suitable

for this type of work.



T TuR V
SLall Cll/TRLLI-wmD O LtaTIONNS

The discussion, thus fsr, hus covered the preracksging
of meat at the reteil level snd the jrepackaging of luncheon
meuts =nd scusuge procucts wt & central location. The follow-
ine discussion ceoncerns two chain companies that have suc-
cessfully prepackzged their entire neat resuirerents with «
centrzlly located system.

The first chuin store couapany to be consicdered is oper-
ated by lir. Richeid Oiren of lL.inot, North Dzkota. The com=-
runy 1s small and only handles a total weekly tonnage of
11,830 pounds of meat. .Lveruge weekly mest ssles cmount to
26,500,

Two of the stores in tiis chain of five, are loceted in
the city of l.inot, North Dakote .nd the other thrce zre in
surrourding rurul arcaes. .he most distunt one 1s seventy
ziles from i.inot. all rreyeckesing tokes rlece in the cen-
tral werehouse located in “'inot propyer. The two stores in
binct receive meat shiprments dally by non-refricerzted truck.

uaily snipuents sre ¢lso wuide by rzilrozd through americuan

Rullwey wxpress in refricrercsted cusrs to the rural stores, Un-

1. John D. Lucss. ™Je IsCruie e
Stcres in Cur ..arehouse," Tie Fro
p. 82,

4t for oself-3ervice for Five
sressive Grocer (lwrch 1948),
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sold merchandise that needs conditioning is returned to the
warehouse in the same menner, To date, these returns have
averaged 2 per cent of weekly sales.

Total weekly mest sales of 36560 for the five units are
broken down as follows: Store Mumber One, $2073; Store Number
Two, $1,800; 3tore Nuuber Three, $1,000; Store Number Four

¢827 and Store Nuunber Five, $800. In a&ll, these stores meats

account for 20 percent to 25 percent of total store sales.
Meats were not carried in Store Numbers Four and Five prior
to the self-service rmeat venture.

It requires only two men and eight women, who work a to=-
tul of 416 hours weekly to prepare gall meut for the five stores.

It is only a part-time job for a store employee to stock
and keep displays neat at the retail level., \leekly sales per
part tine employee are calculated as {650, While t!is 1s per-
haps excelled by many merchants with large volume meat depart-
ments under one roof, the saving in labor in this particular
case is substantial., With a small to mredium amount of meat
sales in the five stores, it would recuire at least ten high-
saleried meat nen. This would bring the labor expense alone
up to from 10 to 15 percent of meat sales in each meat depart-
ment. In conparison lebor exrense is now only 6 percent of
total meat sales because of the centralized processing and
packaging setup.

A tonnage record of &ll merchandise shippred to the five

stores 1is kept in order to weasure employee output. The re-
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cord keepirg 1s fscilitated by cherging the tonnsge out to
tiie stores at retuil prices., Tonnege figures remnsin more
ccnstant then retgil sales figures which can be easily @is-
tcrted becsuse of reteil price fluctustions., Therefore
tonnage is g more exact criterion of the two to use when
measuring end cormvaring emplovee ouvtput of service and self
service megt depart..erts of today.2
Figure 10 g¢ives g breckdown of the tyre of meat sold,

rounds yer week sold and percent of sales of each classifi-

cation,
Type of Meet Founds Percent
Per ‘eek of Sales
RBeef 4850 41
Pork, fresh 1301 11
Vesgl 592 5
Lamb 237 2
Foultry 828 7
Varlety )Meats 355 3
Smoked and Cured 2366 20
Meats
Manufeactured lests 1301 11
TOTAL 11,830 100

Figure 10. Meat Sales in Founds

2. Lucas, ibid., p. 196.



a4 percentage change in the typres of meat sold ss shown
in Figure 10 will affect the output faverably or unfavorably.
For example, it requires more hours to prevare sand rackage
beef and sr.oked meats, Therefore, the managerent is satis-
fied that the employee output per hour of 285 pounds is good
utilization of labor,

Froduction techniques do not differ substantiglly from
those practiced by any large volume retail store using self-
service. '/hen these techniques are applied to this parti-
cular company, however, they assume specisl significance.
Speed &nd orgenization are stressed., VWhole carcasses are
brought into the warehouse and kept in the waulk-in cooler
until ready for processing. All preparations are made in a
25 by 20 foot room. Meat blocks and electric saw are so
arranged thet all personnel can work simultsneously on their
specialties.,

Organization of duties elirinates waste and reduces
shrinkege. leat shrinkasge averages from 1 to 2 percent of
ssles. Fresh meats are processed and packaged after coolirg.
This reduces the natural shrinkage from evsporation, driprings
and moisture,

The lnevitable question gbout how less expensive and un-
desirable forequarter cuts sre to be merchandised has been
answered and the problem solved by this chain. The herder

working clientele of the rurel stores prefer thriftier cuts
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of meat, such as forequarter roasts, bolling meat and veri-
ety meets. The more-in-demsnd cuts, such as steaks snd ribs,
sell best in the two Minot city stores. This equitable dis-
tribution has meant less losses from items not in demsnd
which frequently hed to be sold at reduced prices., Thus, it
is seen that merchandising of the supposedly less desirable
forequarter cuts is not the problem so many operators pre-
suppose. This holds true providing there is a divergance

in the tyre of store within the chain and a difference in
the location of the stores as far ss incoine group aress ere
concerned,

The usual success story accompanying the installgtion
of self-service is agppsrent here. Customers expressed their
approval to the extent that in three self-service meet de-
partnents sales increased imnediately., Using the sales of
the preceding month as a basis, sales increased 53 percent,
The 1ncrease continued, in fact climbed slowly but steadily
for the rest of the year, reaching 60 percent as an average
for the year. This increase in sales is sound testimoniel
to the fact that custorers were pleased with this new opera-
tion.

There are two inferences here that should be taken into
account. Firstly, the success of this venture has added an-
other successful meat reteiling business to our total econ-
omy. Although quite small when compared with the gigantic

sales figures issued forth by regional and national chains,
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they are nevertheless significent when regsrded in terms of
the small community in which the chain does business. While
it is possible tnat this business might be corducted on a
service, over-the-counter basis, the results show that it
would not be as efficient or profitable., ZFor one thing, la-
bor costs were prohibitive under the o0ld type service opera-
tion.} Centraelization of the operation has indeed, enhanced

*bthe profitebility and has made the full utilization of floor
space, labor and capritol more easily attainable,

Secondly, people in the rural areas surrounding Minot
and those living in Minot are being offered the opportunity
of purchasing meat in a manner, previously impossible for
them. Their apparent approval is exrressed in the increase
in meat ssles., There has been a service rendered. The ad-
vantaeges are chiefly more essily obtainable, wider variety
and fresher meat for the consumer and overall more profit-
able business for the entrepreneur. A sub-marginal meat op-
eration has been converted to gn efficient and profitable

enterprise,

The Victory Chain
To further broaden our sample of centralized meat pre-
rackaging operations, the Victory Chain opersting in end a-
round Norwich, New York offers some fine examples of how

problems of ordering production and shipping can be handled



in a centralized meat prepackaging operation.s Mr. Charles
A. Smith, Jr., Vice-President in charge of the Central Meat
Prepackaging Departmemt stgtes:

®0ur operation is similar to any reteil meat

prepackaging operation. Really, ordering, product-
ion and shipping have been our outstanding problems.
Getting the orders from the stores in on time so we
can establish a production line schedule which will
enable us to cut early enough in the day so our or-
ders can be shipped back out to the stores without a
large amount of overtime, Remember in the case of
prepackaged meats each item on tHe order 1s a small
retall package, and when each individual package

must be billed it is a time consuming operstion, For
example, three men working under pressure took eighty
minutes to put up a §350 order for a single store,"4

Thus, we see that Mr. Smith's experiences have shown
him that the real trials of such an operetion as his orgeni-
zation conducts lie not in the packaging of the mer chandise
but rather in the swift and efficient delivery of it to the
outlets,

A brief review of the reason why the Victory Chain in-
stalled central prepackaging should help to reveal how and
why it has proven successful.

Many of the Victory stores are in the "growing-up" stage,
They are far the most part, small neighborhood markets which
offer the customer some services, To hold thelr trede it

was essential that some meat be stocked,

3. Charles A. Smith, Jr. "“How We Fackage Meats for Our Vie-
tory Stores in Qur Centrel lrepasckaging Department.® The
Self-Service Grocer."(October 1950), p. 6.

4. Smith, ibid., p. 7.
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Befdre the installation of the prepackaging operation
meat was being shipped to these stores unwrapped and layered
between sheets of ordinary meat paper. Some of the markets
were successful and had developed enough meat volume with
this system to warrant a full-time butcher and the operation
of a conventional meat market., Others handled varying quanti-
ties of meat, but because of lack of volume or the inability
to find a sufficiently capable man, they were not doing enough
business to make them profitgble., In any event, the handling
of meat in this unwrapped fashion was a stop-gap medium at best.
Thus, it was decided to experiment with a centralized meat pre-
pack.ging department,

.Seven representative stores were chosen., 3Some werc located
in a city area, others in small communities and still others in
extreme rural areas. The volume in each of these stores was
carefully analized and two community surveys of customers were
conducted to ascertain the acceptability of prepackaged meats.
The results showed that any change from methods used in the

past would be a most welcome improvement,

It also was planned to opem this department on the basis
of a volume of at least $5000 per week., The pioneer stores
eould not produce this volume so it was decided that cheese
and frankfurters could also be packaged for other stores in

the chain in orderto supplement the volume of the pioneer

stores,
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The actual wrapping methods used by the Victory Chain
are very similar to those explained elsewhere in this paper.
The layout is equipped with the ususl butbher's alds in-
cluaing a power saw and gravity conveyor. Fackaging is done
by women employees, who use hand seallng irons. An auto-
matic label printing machine is also used. This quickly
prints labels to show the name of an item and the price per
pound. A4ll packaging tables are equippéd with adjustable
legs so they can be arranged at the proper height for the
women who do the prepackaging.

After the merchandi se leaves the wrappers a conveyor
carries it to the cooler door wheres it is placed in card-
board boxes. These mesasure 18 by 24 by 43 inches deep.

The meats are arranged in three layers with a filler be-
tween each layer. After boxing the shipping carton is
placed on designated shelves in the cooler. Two coolers
are qvailable, one for cheese and cold cuts which measures
6 by 8 feet and is equipped with a normal blower coll and
kept at a temperature of 40 degrees. The other cooler is
for fresh meats, It has a thermabank c¢oll and is kept

at 28 degrees,

The shipping system is as follows: For the purposes
of stendardization, specific locations are used for vari-

ous cuts of meats., There is a two-way communication sys-

tem between a duplicate type adcing rechine imrediately
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outside the cooler. The men in the cooler fill the order as
it is read to them from outside by the adding-machine opera-
tor. For example, if she calls for twenty chuck roasts, the
men inside choose at random twenty chuck roasts. As they
pPlace them in the container for shipment they read each in-
dividual price back to the adding machine operstor and a
total retail sum for the order is thus received.

When the particular store order is completed, the order
is totaled and the duplicate tape recmoved from the machine.
One copy of the total order then goes to the billing depart-
ment and the duplicate is stapled to the storeborder and
goes out to the store with the merchandise when it 1is de-
livered. To date, this is the fastest method that Victory
has been able to devise for fresh meats.

Cold cuts and cheese are handled in a different way.
Standard size packages of cold cuts gnd cheese are packed
and can be billed according to a specific number of units
to a carton. For example, if a store orders thirty pounds
of sliced bologna, then they are shipped sixty units of
one-half péund packages of bologna and billed for the same.
Because of the standardization, the billing dif. iculties
experienced with fresh mcats are avoided.

Deliveries to the stores are made three tlmes a week
in refrigerated trucks. In addition to the refrigeration

supplied by the trucks, low temperature control is assured
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in the following manner:

When the order has been put up in a series of cardboard
boxes, each measuring 18 by 24 by 4 1/2 inches deep, four of
these boxes are placed in a pecking case, the inside dimen-
sions of which are 19 3/4 by 29 1/2 by 20 1/2 inches. This
case is insulated on all four sides with one-hazlf inch of
celatex.

This allows an area at the end of the cardboard boxes
inside the packing case which is 4 1/2 inches wide. Dry ice
in a canvas bag is placed in this area to provide gdditional
refrigeration. The only difficulty of this method noticed
was a sllght freezing condition on a very long delivery. This
condition was corrected by covering the open-handle holes in
the cardboard boxes next to the dry ice.

AS previously mentioned several stor.s other than the
original seven test stores had been sllowed to order pre-
packaged cold cuts, cheese, frankfurters and cuts of some of
the fresh meets such as cube steaks. This system did not
work very smoothly, however. An analysis of the delivery
schedules revealed that 81 deliveries contributed to 40 per-
cent of this meat business and thirty deliveries accounted
for 60 percent of the business. This arrangement resulted

in some very disappointing cost figures.
The cost figures were as follows prior to any changes:

Labor cost in relation to total sales was 8.9 percent. Cost
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of supplies to total sales averaged 3.9 percent. Fercent of
loss which included markdowns, sroilsge et ceters amounted to
3.2 percent. Total cost was determincd to be 16.97 percent
of total sales and labor cost per pound of meat handled wsas
4.1 cents. The operation at this point was not rrofitable.
Shirping schedules were revised so that prepackaged
meat was shiuvped to only 16 stores. These stores received
complete lines of merchandise. The orders were telephoned
in early }Monday morning and on Tuesday and Thursday after-
noons before 5 o'clock. Deliveries were made two or three
times a week depending on the volume of a particular store
or the distance it was located from the warehouse.
Frankfurters, cold cuts and cheese are still shipped
to a large number of s:.all stores that offer only these
articles on 4 self-service bssis. These orders are billed
on Tuesdays, Thursdays snd Jszturdays snd continue to be a
cumbersome procedure despite the before-mentioned change
in billing. The individual orders sre so small end the
tiie recuired to ussemble them is so great that the over-szll
operation is not us profituble as micht be cesired. The con-
tinued delivery of these proaucts to the small stores is
besed on the preuise that they ao increase total seales in the
stores. That is, they are being offered es a speclul festure
in ¢n effort to increase the sg-rerute grocery <nc procuce
Szles in the stores that szre bsing serviced. The adortion of

a lubor saving packacsing riwchine is jplanned znd should reduce
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lubor costs to the j2in®t wh re the opsrction will show o ro-

[}

Ir. sadth believes thot his e¢o pony has jro-ressed with

the czntralized prepuckug

I ing oporation to the ,oint »fwwre it
csn be consiacred successful. lerchundise is being shippe
seventy-Tive to one hundrcd niles on refrigerated trucks with-
out exces.ive loss rro.1 spoilage. The recoris lrow cne

gstore suow thet [3,57¢0.069 vorth of rect nmerchancise received
resulted in only o . 3C loss froa srollace.

The overaull fivure on spoilu:e, rewrois znd ark-cdowns
has hcen .2 gercent. This rizh jercentuse of loss czn be
contributed to two fectorz., FPirstly, there vas n.oed Tor a
great weuwl of expceri cntution bofore the proper terjerature

for display Cases, andé the jr-ier z.ount of rerchuniize for

¢ispley in the cuscs could be Ceteriined. Zecondly, store

I'enuers wel's siven too much latituce in their ordcring of
fresh weet. 4 correcticon of this Jaxity resulted in a
lowier suoiluse fi:ure.

bf

r. Jorith zlso varns cbout the centinuul battle that
must be we ea to keep stocks in belonce., CZertoin cuts of
Lest, notably those froa the nindjuerter, move ror: ro,.idly

tnan others. In a central prejecaazging operstion the situ-

-t

cuLusSes

(L
o

ction 1s ..ugnifica because each store invelvec he
1

proevicia to be ulti; lied., The backlo of poor cuts is lore-

er than normusl.
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C

This problex hes boen solvad in tvo vweys., all excess
tri:..inss fro:o the rrejackzzin~ cepsrtaent are rovea into
the cooler uviore they are ¢round up s hosburger. Detween
fcur thousund =zna five thouscnce mounus of hushurrer zre

msae cach ween, and the sezle of thils numburrer haos ziced in

the task of ke ping stocks in bslonce., Zeconcly, ¢ surcrvi-

sor is constauntly visiting the retall stores, and he iw e-

diately returns wny convertible zuerchencise to the hsiburesr

aepartient, Tols nicasure also helps to wlleviate the probhle

ALy 1rice chan:es tast wmust be '.ece on-ricrchandise al-
rezcy in the stores 1s cone vwith specisl sticizors for this
.uriose, The new _.rice is ;luced on tiis s-.wll sticker,
wiich can be secled on the outsice of the pucks~e over the
ola jrice leble. o rewrajrins is ne.dec in order to -icke
rrice chenges,

3icns pasted in the store inform the custoriers thuat
tley can huve any srecial cut of et cesired on 24 hours
notice. 3pecial orcers, however, have becn liiited in b/
number.

while there are 5till wany jproblexs to be overcowx
the Victorv Chain spnurently has nade centrelized rrepack-
ecing 'ork successfully. .S & direct result of chanves
made in packsging, orcering, shiijping end other functions

rngble. Labor cost

[l

& more favorable cost picture 1s cisec
in reletion to totsl sslcs was reduccd from 8.9 percent to

6.9 ,crcent; cost of sugplies to totel ssles was lowered

L
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from 3.9 prercent to 1.4 percent; rercents-e of loss fron
nigrkaowns, spoilare et cetera dropred from 3.2 percent to
2.2 percent end lzbor cost was reduced from 4.1 cents to
3.3 cents, Gross profit on merchandise shlyped was calcu-
latea at 22.5 percent after the change over.

sXertion of clcse controls ove. methods used gt the
roint of siipment, and in the stores in regara to returned
merchandise aprear to have solvea the Victory Chain's cen-

tralized prepackaged mecat operetion problems.



CEAFTLR VI
THs ROLs OF THu FACK=R

The nuitber of meat packers engaged in processing meat
for distribution to retailers is so large &nd the various
operetions they perform are so co:iplex that an exsct asser-
tion about what the puackers are accomplishing in the pre-
packaged field is a decided impossibility, in a study of this
type. Therefore, it seems advisable to consider the experi-
ences or enaegvors of a selected number of packers, who have
actively participated in prepackaging. In this way the
writer hores to focus sttention on specific operestions that
have proved to be successful. This method will also re-
veal some of the technicues snd methods used by these packers
snd processors, Four companies have been chosen as a sample.
Armour and Company, enjoying netional distribution of its
products will be considered first.

The foliowing quotation from a speech to a reteil food
dealers convention by Lr. W. 3. Shafer, Vice-President and
Sales lansger of Armour end Company sums upr the general
attitude of the .irmour Cowpsny toward self-service

prepackaging:

mJje are open-minded, and we intend to continue
to explore the possibilities of all our products
which may conceivably lend themselves to self-service.
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There is always the possibility that some new tech-

nical development or discovery will make it possible

at some time in the future for packers like ourselves

to develop new items as we go along. We in Armour

and Company, are fully cognizant of the trend toward

self-service meats, and we are msking every effort

to keep pace with the parade.ml

Armour and Company has already marketed a substantial
number of packaged products that have gained widespread re-
cognition. For example, the company distributes in packaged
form in either one pound or one-half pound units the follow-
‘ing articles: frankfurters, smoked pork sausage lings,
fresh pork sausage links and fresh pork sausage rolls.

In addition, three types of packaged bacon in one-half
pound and one pound units are offered. The first is a vae-
uum packed package. This package ‘holds the original flavor
and appearance of the bacon from the time it is packed to
the time 1t reaches the ultimate consumer. Discoloration is
negligible. The second type is 1ideally suited for self-ser-
vice. It is packaged in cellophane with a cardboard backing
and it has a maximum of transparency. Finally, they offer a
standard cellophane package which many retailers have been

selling satisfactorily through self-service cases for many

years.

l. W. S. Shafer, "Prepackaged Self-Service Meats," An unpub-
lished speecch delivered to a meeting of retail food dealers.
May, 1948, p. 36.



Also packaged in visible wrapping or casing are: pork
butts, beef tongue, smoked pork shoulder picnics and pork
Jowl bacon.

Sausage and tube-shaped items also have been packaged in
consumer size units for self-service. They include: ring
bologna, cervelat, chili con carne, sliced dried beef, cooked
salami, thuringer, bologna and braunschweiger.,

Recently, Armour and Conpany embarked on a sliced lun-
cheon meat project. While this operation is still in the pre-
lininary stages, and many problems have been encountered re-
garding the type of package to be used and maintenance of
the quality of the meat, the endeavor is proving to be
successful,

The foregoling, inumerated items are some of the prbd-
ucts that Armour and Company has been able to make avail-
able in packaged form to the retailer. As more is made
known about other products that may conceivably lend them-
selves to self-service, they will undoubtedly be incorpor-
ated into Armour's line of self-service merchandise.

S0 far as fresh red mests such as steaks, chops and
roasts are concerned, it does not appear as though thess
products will be prepackaged for self-service. Mr. Shafer
states the attitude of Armour and Company about fresh red

meats in the following quotation:

"This Goes not mean that we will never be able
to prepackage these items. But, from what we know
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at the present time 1t 1is doubtful that we can ever

think seriously of prepackaging these items for

self-service for a long time to come,"2
OSCAR MAYIR AND COLFANY

The second packing coumpany to be considered 1s Oscar
Mayer and Company of Madison, Wisconsin, The Oscar Mayer
Company is somewhat smaller than Armour and Company, but no
less progressive, particularly in developing packaged sau-
sage products for self-service.,

They have approached the problem by attempting to de-
vise packages that eliminate shrinkaée and discoloration,
that give reasonably long shelf-life and that can be delivered
ready labeled with fixed weights.

By way of explanation it should be said that Oscar
ayer and Company has speciaslized in sausage products and
owns and operates slaughtering houses primarily to control
raw materials for their sausage operations. To them
fresh meat is a by-product and there 1s serious doubt if
they will be concerned with self-service packaging of fresh
meats for several years, if at all.

This coripany has two types of self-service production
operations at the present time. 1In their Chicago plant they

are slicing and packaging thirty items in pliofilm and de-

2. Shafer, ibid., p. 36.
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livering these products in the metropolitan srea of Chicago
only; The producfs range all the way from one pound and
one-half pound weilners and one pound and one-half pound
sliced bacon to six ounce boiled hem, six ounce Canadian
bacon and seven ounce sliced bologna. This operation is very
comparable to any good chain store central kitchen operation
except that the product is delivered and sold under the
Oscar Mayer label rather than the chain store's label.3
In Madison, Wisconsin, they have concentrated on the
development of vacuum packages both for sliced loaf goods
and for products sold in tubes such as four, elght and 13
ounce sticks of liver sausage; sandwich spread, which is

fundamentzally a potted meat in a tube instead of a can; seven,

nine and 13 ounce vacuum sliced packs of bologna and various

sizes of other products such as cotto salami and olive loaf.
Froperly refrigerated transportation facilities allow
for almost complete nationwlide distribution on a sizable

number of these products.

Mr. Bruce Ashby, Manager of the Self-Service and Shelf
Canned Meat Divisions of Oscar l’ayer and Company, has stated

in a recent letter to this writer:

3. Central kitchen in this instance refers to a centralized
operation.
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"Generally speaking, both the trade and we be-
lieve that sliced packages and specialty products

such as sandwich spreads should be put out in odd

ounce rackages rather then in one-guarter pound or

one-half pound or similar unlits that tend to place

a product "on center."™ Our experience indicates

that faster moving products such gs bologna, cotto

salami snd olive loaf may be packaged in larger

units than the more costly and/or slower moving pro-

ducts such as Canadian bacon, boiled ham, luxury

loaf and others., If we are right, then substantial

economies can be made in packaging these faster mov-

ing items resulting in lower prices, higher margins

or both."

This interesting comnentary by a very well cualified
specialist helps illustrote the extensive planning snd pre-
paration that Cscar lLayer has resorted to in an effort to
keep abreast of self-service merchsndising. ‘'thile these
ideas reveal nothing that progressive retailers have not
known for some tine, they do set forth the cooperative atti-
tude between the packer and the retailcr which can and many
tiues does exist.

Mr. Ashby also believes that packers' prepackased
sausage items will gain genersl cdistribution and acceptance
much faster thsn packers! fresh meat items. In eddition to
the spoilage factor he points out that the very nature of
fresh meats creates more varied consumer preferences. Also

4
there is more reason for catch weights on fresh meat items.

4, Catch weights are determined by the size of the unit
weighed. That is, no attempt is made to predeterwmine any
given weight. This is particularly true of fresh meat pro-
ducts such as beef, the cuts of which cannot be standardized.
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These two factors, he believes, cun best be handled by the re-
tailer at the point of sale. Catch-weights end individusl
customer prefurences prresent no real problem to the retailer.

The racker would find these almost insurmountshle obstacles.

THESD GLoluall FROVISGICH CO0F.NY

Sone small loczl and regional packing co.wpanies have
been.dﬁick to seize upon the opportunities offered by self-
service. The Glendale Irovision Cormpany of Detroit, :'ichigan,
is smong tais ;roup.5

Cfficials of the Glendale Cowpany firrly ignored the
reluctsnce on the part of some psckers to invest in the nec-
essary eduipment end mechinery necesssry to bring z self-ser-
vice unit pasckere to the consuming public. The officisls also
have jgnored the tendency on the part of some pzckers to
watch end wsit until some of the technical cdifficulties have
been worked out of self-service by retail chsins and lurge
supermarkets.6

The Glendule Coupeny manegenent f-ocls certsin thet the

rresent trend in the cirection of self-service meat merchan-

5. anon., "Fackuging 3treamlined," iecat acazine, June,
194€, p. 20.

6. ibid., p. 20
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dising is nere to stasy. They «lso feel certsin th=t the in-
creusing ropulurity of consuwzr unit pochzszs is based uron
a real necd oa0ng conswiers for brgndec, paclzzed procucts,
which ore convenient to buy, handle =nd use, c«na vhich sre
suited by -uuntity «nd uulity to incividual feily re-uire-
ments,

The following: wuotitlion helps to enihasize cnother siz-
nificunt resson vay the Glenasles mensgcerent declded to pro-

wuce conswser size units for szelf-service:

P!

",.. is «ls0 convinced th:t this tyie of prerack=-
sing is projperly tiue function of the iackers or pro-

ae
cess0r ratner then thz reteilcr, encé is rost aévan-
tageous to g1l conceriied vhen entuzed in at the

hichest aistributive lzsvel., The rrocessor hus the
necessury Or vereting know-ho., Ljuce wna fucilities
snd he is in « better position to cope with the
riany technicul jroblems snd ceteils envolved. Then,
too, in & munufecturing plunt volumwe rrocuction
methods can he employed to turn out a better ~ual-
ity jroduct at & lover cost to the ultiicte consumer.
The first proauct to be packared by the Glen:zle Com=-
pany was frankfurtcers. Reusuests from customers were SO
great, however, that it wus decided to include the pre-
packaging of their entire line of procucts. This incluced
19 of the full line of 23 ssusa~e .nd 1rocessed nest items

produced «t the Glendule plant in Letroit.

7. ibido, I‘o 21.
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Luny problems vere wnticipated in both packasing and
handling of the finished prcduct. Towsver, sxpcrience rgiined
fror packsging end hzncling the frenkfurter line greatly
alded thelr endecvors. The cori-incl plent loy-cut czlled for
£0u€e twhual hencling of the rrocucts. This was nccessury in
orcer to sllow & certuin mount of flexibility in case of
subsecuent chunczes 1n mecrinery or eguijment. Tt vas sssumed
that future ch;n?es woull be nsce in ordzr to incresse

<

efficiency.

™

Iaclkering volume 1s closely controllsd end =veruscs 10

¢
T

{

prercent of the weekly 100,000 pound cutput of the Glendale
Sgulpment incluces two continuous, sutom:ticelly-fed
machines; an Cliver cutonstic peckagins mach-
ine, check scalcs; steucking trays and work tables. The
packeging room is uncer refrigerction end is held zt a 50
to 55 degree te:perzture. This terpe.cture is weinteined

by the use of cir conwiticning unit.
J :

e
o

rizls for ezch day's operetion cre

(O]

The puckagings wt
brought in from the storuge dGepertucent wnd stacked newr the
scalins tuble withing essy reach of the check-weisrhers «nd
rsckers., These reterisls consist of foirly heavy board
bscking for the sliced saussge rroducts, trosted cellophane

overwraypping anc hsat seal labels. Three sizes of cardboard
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bucking =2re used to conform to the cincnsions of the sliced
rroducts, This also provides standaralizetion in the size of
the rackasges.,

Orne v.orker operutes both of the slicers, which sre each
capable of hancling two luncheon meat loaves or three sausage
loaves sinulteneously, at a slicing rzte of from 48 to 50 per
ninute., The nechines accomodate products up to 24 inches in
length without resetting of the feed rniechunisu. The slices
of ncat are gutoniatically collected end stzcked on s synchro-
nized receiving tray on the slicer, which moves slovly down-
werd until filled.

when the truy is filled the slices are remnoved by the
operator gnd ypleced on an zdjolning table where they are ac-
cessible to four check-welghers. These ojerators remove the
slices of neat from the staecks ss they are needed and weigh
them in one-half pound units. Standard under-over scales,
counterbalanced for tare of the cercboard becking are used.

The weighed, one-hulf pound units src then rleced on
trzys. .hen enougr. huve accumulated on seversl trays, they
are moved near the conveyor feed of the wrarping machine,
Fart of the weighing crew also moves to the wrarping machine
to assist in loading snd unloeding activitiles.

The mechine sutomaticaglly turns up the rrotective edges

of the cardboard backing, puts on the cellophane overwrsp and



8l

attaches a label bearing the name of the product, net weight,
price jer pound and total price. Tﬁe mechine wrers, sesals
end labels srproximately 15 pounds or thirty one-half pound
rackages per tdnute., The incelible starmping sttschment cen
be adjusted to irprint various product nares, poundage eand
price.

Cnce wrarped, the individuel units are bulk-packed in
12 pound cartons for delivery to the loading dock and ship-
ment to the retailer. Deliveries are made dsily and an
effort 1s made to route the pasckaged shipments gslong with the
regular bulk products in order to reduce trensportetion costs,

Deliveries are made in refrigerated trucks. The temp-
erature in the trucks 1s kept constantly at 50 to 55 degrees
during shipment. Since this is the same temperature mein-
tained in the psckaging room, the products are not subjected
to sudden changes in tempersture that would prove harmful to
cuelity and appearance.

AS an added précaution, germicidal ray lamps are kept
in operation at all times during the viork day. One of these
lamps is located just above the receiving tray of each of the
slicers. One 1s sbove the scaling table and a fourth lemp
is above the work table where one-nusrter and one-half pound
pleces of salami, thurinser, bologna and other products are

hand-wrayped in cellophane.
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The wrapping machine is also used in wrarping smell con-
sumer rackages containing weiners. It is easily adjusted for
the different size needed for this product.

The Glendele Compsny officials are enthusiastic over the
success and potentigl of their packaging setup. The products
have been well received by retaillers and consumers in the
Greater Detroit area 1n which they are distributed. Through
mechanization of the slicing and Wrapping operations, the
company has been eble to realize a reasonable profit on the
packaged products without exacting a prohibitive premium from

the retsiler and the consumer.8

THE GRaND TaSTwi FACKING CONFANY
The Grand Taste Packing Company, a subsidiary of Rancho
Granada Company of Los aAngeles, California, has utilized a
new flexible packsging machine. Seven varieties of luncheon
meats are packaged with this machine, which can pull e vacuum,
heat seal and deliver thirty haifinund cellophane pouches a

minute.9

This successful operstion actuslly begins with the pro-

cessing of luncheon meats, however. A new mold was devised

8. ibid., p. 23.

9. aAnon., "New lMachine Alds Self-Service Packaging,"
National Frovisioner, May 13, 1950. p. 20.
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and used in attaining exact uniformity in each and every loaf
of luncheon meat produced. ilithout such uniformity the en-
tire process would be jeopardized.lo

On the packsaging line, two 12 pound luncheon loaves are
fed simultaneously into two slicing mechines. One girl tends
both machines, AModification of standard slicing units has
increased their output from one hundred, one ounce slices to
one hundred and twenty slices per minute per machine. Because
/the luncheon meat loaves are highly uniform, only occasional
check-weighing is necessary after slicing. The compact flex-
ible packaging line, which requires but one hundred and eighty
square feet begins with the modified slicing machines placed
side by side. Each machine is capable of handling the 12 pound,
4 by 4 by 24 inch luncheon loaves,

Two stacks of eight, one ounce slices come off the first
unit. These slices are automastically stacked for insertion
into the pouches by an intermittent conveyor, synchronized in-
to motion by the slicing rachines and geared to deliver one-
half pound stacks to the package line. Stacked meat moves
down the conveyor to four staggered mandrels--two on either
side of the line. Thus, four packages can be filled almost
simultaneously. One girl operates on both sides cf the line

fitting the cellophane and pliofilm rouches over the mandrels.

10, 1ibid., p. 20.
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She then activates a puackaging device, which pushes a stack
of meat into the pouch. Pouches then fall from the mandrels
on to enother conveyor which runs between the two packaging
lines. This conveyor is continuous and carries the pouches
to the rotary vacuum heat sealing unilt,

Here, another girl feeds pouches 1into one of eight va-
cuum chambers arranged around the perireter of the revolving
vacuum mgchine., The machine pulls a maximum vacuum on sixty
packages per minute. The portion carrying the eight vacuum
| chaubers makes one revolution every eight seconds.

The machine, within limits, can easily be converted to
handle packages of many sized and varied dimensions. M\odi-
fication of detachable chambers is an inexpensive Job.

The electric heat sealing device built into each chamber
is a sinmple plug-in type. The Granada Company has designed
the chambers to handle flexible vacuum packages of up to four
pounds in a variety of shapes. The pilot model now in almost
continuous operation has been turning out one-half pound
sizes only, but has been successfully tested to the maximum
size.

Sealed packages are ejccted from the machine efter the
cémplete revolution. They are thén inspected, boxed &nd
moved by conveyor to cold rooms,

One of the factors which has kept many packers from
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prepackaging luncheon meats is the relatively short life of
the product. The Granada pouch is cellophane leminated to
pliofilm. TUse of the vacuum machine results in a minimum of
three weeks package life, This 1s about seven times longer
than the shelf life obtained in non-vacuum wrapped cellophane.
This added package longevity reduces spoilage and discolora-
tion immensely.

The Grand Taste Packing Company ¢laims that the new ma-
chine reduces labor costs, A five-girl production line with
the aid of the vacuum, heat sealing machine has produced as
much as six thousand pounds of assorted luncheon meats during
an elght-hour working period., Addition to the line of a new
slicing machine which is still in the development stages is
expected to increase production to ten thousand pounds per
day.

The chief feature or improvement in the Grand Taste Com-
peny operation is the elimination of the weighing function.
AS has been seen, the uniformity of the luncheon meat loaves
provides enough weight accuracy so that only intermittent
welght checking is necessary.

In the other operations, it was seen that a major portion
of the labor cost was due to the need of welghing each indi-
vidual unit. The Grand Taste Company system eliminates this
welighing function and consequently achieves a substantial

saving in lsbor.
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The four packing companies nentioned have made noteworthy
contributions to the prepackaging field. Machines such as
that used by The Grand Taste Packing Company will also play a
large part in furthering the cause.

While all the activity cited in this chapter has been
confined to prepackaging cold luncheon meats and prepared
sausage ltems, only the future shall reveal the extent to which
fresh meat will be prepackaged by the packers. New innovations
and machinery as well as new ideas and attitudes will undoubted-
ly prevail to change existent opinions within the industry.

New technologicel improvements designed to reduce perishabil-

ity and spoilage will lend greatly to the progress already

made.,



CHAI'TZR VII
CONCLUGICON

From a relatively humble inception in the pre-i/orld ilar
II years, the self-service method of merchandising meat has
developed into an integral part of the retasil food business,

The reasons for this growth sre manifold. One of the
most importunt reasons is the desire on the part of many op-
ergtors to eliminate the traditionsl congestion experienced
at meat counters during heavy week-end business. The con-
ventionally-styled, service m:at department haes long been
the main source of traffic congestion which arouses the ire
of good customers. Self-service meat helps to eliminate this
congestion and places the icat depsrtrent on an equal basis
with the re.ainder of the store.

assuming a broader point of view, self-scrvice mest will
reduce the gmnount of investment the economy es a whole must
neke in food sStores. This is true since self-service m-at de-
rartients ere capable of handling greater capaecity then ser-
vice departients., This saving aslso ayplies to the lebor force
that must be employed. 3pecialization on different tasks makes
it possible to enploy fewer skilled personnel in any 7iven op-
eratiﬁn. Jpecialization rrovides the skilled man a meens of
serving more custoners with less work. There is less duplic-

ation of lifting, resrranging and waelking to the verious sect-
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ions of the de,artment. The siiilled man can concentrste his
knowlzsdse =nd skill on the function of meat cuttinz for which
his traininz best fits rim.

Jhen e custo..er lingers at a self-service meat disylay
csse, it i1s her own time that she is utilizing, not the valu-
able tine of a hizhly paid and skilled ewmployee.

The auestion of where meat sihoula be rrersckzoed, in @
central plant or in tine incivicual retail stores hes been
debated at great lernzth by operators secekinz the most effi-
cient system. It gprecrs thet the snswer can best be resolved,
not by uuking sweerin: genereclizations ebout 11 mest rroducts,
but by sezreszting and claessifyiny these procucts into two
caterories. Thnese civisicns wrz the hizhly perishable red
meut items sucn as beef, veal end lanb wnd the less perishable
but ecually irirortunt luncheon me:=zts, sauscgce rroaucts snd
cured mests.

The lutter items will rerain in ~ocd cond’tion for g
lonser tire in rackzed forn than the fresh mests, For thnis

rzuson tacy con be stored et a

Q
w
]
ct
H
o

kel

lanut snd trznsported
loter to tie retzail stores wita lsss loss from spoilece.

~itn this division .s & basis of covpurison, fortarisht
state.ciits ebout viiere meat should he pré.sci.ged assume more
fessivility.

. centrul prejecanoing jplant for luncheon me=ts, siusase

Lrocucts and curcd tats eppceurs to liwve seversl asdverntares
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witen utilizsd by o chalin co peny orerating = l:orie nuher of

hizh volune stores in o wetro.olitzn ureu. The Incre.sed

s5peea @ efficiency witich is .ttained in & c:ntrcl plunt
oy tic uwe of encless beits wud subo ztie slicin: end 1ack-

aling etulirent results in & lovwer ucxe~ine cost jer unit
of nercaunaise,

turlicuticp of esulpiient i3 211 incted. In = centrol
plernt e visient 1o working «ll of tne tiue. Jerecs in s
store level operztion, cssuiine a c¢ha’n of ons hundred stores,
it i5 necesoury to nove one huncred j;ieces cof euch tyye of
equip.eat reguired. cne of these are oer.uted on 5 full-
ti e b.sis. “he intensive utiliz.tion of ecuirrment reduces
tne ¢..ount of caritel irvestment n:eded.

o centr~1l plunt coes a grest ceal to alleviete the con-
gestion wnd crowcing in the irdividusl store fresh meat rack-
sging room., This &ids in increasing tae efficiercy of the
exployee s workine in ths stors,

Aauniforw pacas_2 1s -tL.oluca sl.ze T suae workers
ore perforning the s..e job on & regular busis, zncé soon be-
cone efficient in ¢ ¢ hundling of the 1r:¢ 12ts. In eddition,
invertory ,robleris vwith these rrocucts in ewch store cre re-
duced., The =tore @i rers .erely subnit «n oarcer covering

D)

vieekly or semi-weekly reguircients. The control of this or-

3

derin, cwn be very rigidly exerted =t the cwntrzl rl.nt,.

‘J

sh mects resccuse of tuelir "irhly Lerizhlble noture
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appesr to lend tie.szlves best to repuckiging ot the re-

tzil level. Uhere is & betier oyportunity to control cusl-

5

ity end fresiness., Fresh :ient con bs proceszed gnd dis-

tlayed o3 it 15 needed and syoilire control is :much eusier.

-

'hisz is true in cuses wrhere tne et volule ©

[

ual store 1s Jore enouch to cllow the use of production line

Cn the other hurd, the two o, erations withh smsll volume
mest a1 riets described in Cherpter V becwause of reculisr cir-
cu.stences gdogrted & centrsl packeging plant. The smgll vol-
wie of meat busiress done in esch store mnGe it inpracticsl
to emvloy high-szlzriea rmest cutters. Riwrefore, by con-
cenbreating tuc cuttin. Jw.ctions a1t a centrsl plant and then
delivering the finished product to the stores where it could
be dlisplayed by unskilled help a nore econouical oprerztion
was achieved,

Undoubtedly pecicging material will be developed in the
future tnat will retein tae eipearsnce wnd cuclity of fresh
ne.t for extended periods. If such a rsterisl 1s develored,
it may be more advantugeous to prepscizie fresh teats cent-
r=1ly. :owever, until such & m-terizl is uncovered and claced
on the riurket there cyrecrs to be substonticl indicution thet
1105t [re.uc.laiing of fresh rieat will be done 2t the retsil

level.
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The & &t yacking incustry hus cevoted a ~rest desl of
ti.e cnd resources to exreri erteution end with the uctu=l
laCkaglng of the less jerisheble meat procucts., T:3is pro-
press will ¢ ontinue wné incresse a3 more becoLes knoun a-
buut tne rany techrnicsl difficulties encounterea in thneir
LTe, wCoa oing eraccvors.,

By zna lzrye,tne jpuckers ao not feel ais:osed to rre-
iuCiuiirg fresh .ects ¢t t is time., They feel thut tris is
a function that cun still be jerrtor ed better =t the retsil
lzvel.

In tie finul cnolysis the future of pr pucheced et
vihetner 1t i3 jreperec t te retoil level or centr-1ly rests
to o« greet cxvelt In UL Loids oS tlo consuauming utlic. TO
date, accegvanca by to: Susliz Ti.3 been entiurasing.  etail-
ers have responded to this zcceptance by of fering more and
vakied mest products via self-serviée. The bsllots cast by
the consurning public in the fbrm of cush register receirts
will ulti ately decide the issue. If public acceptance con-
tinues at the rapid rece it has maintuined in the post-wsr
ye.rs, then the cese for centrslization will be strengthe ~ed.
On the contrary, if unforseesble circumstances, such s & cur-
tullment of (atericls and equirment ceused by the Korecn
crisis, interveme to disrupt the prosress already mnade, thsre
will undoubtedly be & general retrenching rrofrum 1lnstalled
in the prepackaging field. Ixistent facilities will have to be

utilized with enphasis plcced on improving methodés alreedy in uss.



BIBLIOGRAFHY

Books

Dipman, C. W., Mueller, R. /. and Head, R. E. (Zditors),
Self-3ervice Food Stores. New York: The irogressive
Grocer, 1946. 299 pp.

Sayres, laul. (Editor). Food Narketing. New York: Llec-
Graw-rIill Book Company, Inc., 1950. 335 pp.

reriodicals

allen, lelson. Color Changes in Fresh Meat., Fre-Fak-.ge. -
2 (November 1948), pp. 22-24, )

snonymous. Best Solution e've Found for Liscoloration v
rroblem. ieat ‘erchandising. 26 (December 1950).,

Anonymous., Central Operation for Four 3. /. Kagsn llarkets.
tre-tak-.ge. 2 (May 1949), pp. 12-13.

anonymous., Is the Leat Industry on: the Threshold of 4 Lar-
keting Revolution? 3ales ianagement. 62 (January 15,
1949), p. 37.

%

~nonymous, Labels Cure rrepacks¢éd leat Ills. Super Market
rferchandising. (December 1950}, Reprinted article, 4 pp.

anonymous. Frrecision rackaging. The National Irovisioner
29 (December 16, 1950) pp. 16-19 passim.

~nonymous. irepackaging streamlined. leat Lacazine. (June

_anonymous. Prerackeged Cut lLieateria. The Netionsl Irovision-
er. 119 (augzust 21, 1948), p. 34.

anonymous, self-s3ervice Record Keepins sided by Iew llarking
I'uchiine, cat lerchandising, 27 (March 1951), pp. 32-33.

Curtis, Glenn R. .advantares and Disadvantuages of iliofilm
for srepackaged l.cat. The 3elf-service Grocer., 11 (Zept-
ermber 1950), pp. 21 passim.

Dickie, Jeck /. The iersonnel Factor. ire-isk-..ce, 2 (Oct-
ober 1948) p. 24.




93

" Xperts rap lleats
(December 1949),

Dipman, Cerl ana Lulcog, <0l ol LS il
for self-Jervice. 7The .ro-re sSive ‘‘rocer,
L. 42-43 rpassim.

Lucus, J. D. self-Service 3rines Ilev. Hifhs 1n I'eat Get:iling

The lrosressiv 29 (MNovember 19%0),

e Zrocer,

~frficiency.
ip. 50-55.
.& rackage 1cet for Zelf-lervice for Five 3tores
(i erch 1948),

Lucus, Joan D.
in Cur ..«rehouse. The Iro~r sslve Aroccr,
pr. £2-85 rassim.
,eh _Tfer, Henry. Centrslized leat lIrepsckz=gcinger. Chain Ztore
Rezrirted .rticle, 5 yp.
ith the

2Melysis of Trends in Jonrection
(Tre Tatinel rovisioner.)1l1l9

aé".e.

.enuffer, Jalter,
Sule of sorme I'eat Iroducts.
(Cctober 2, 1948), pr. 130-142.

3uith, Chase ey Jre HOW e iagcCksge Jcets far Cur Victory

Ltores in Cur Zertrel Irziuckucine Zeyurt ent. The 3elf-

Grocer., 11 (Octcber 1950), 1p. -9 pasSsinm.

oty L lrenLneisz ond Orerate For

".elfth _.rnusl Zonvenrtion

Service
(i.ey 8-12, 1949), 119 rr.

SUg«T hariet Institute,  ov
~« rrofit. lroccedin~s i toe
super ! arxet Justitute, Chicago:

sa. 3elf-service llests,

v 14, 1949}, p. 36.

The Iz=tionsl :rovisioner.

Tisteluan,
120 (I=
Manuscripts

leat Retzilinc in 1950, C*icago: . rmour

ariaour wnd Company.
and Company, 1950. 31 ID.

Technicel .siects of Jelf-icrvice L.
41 rp.

~Tumour and Corlaly.
Chicago: .rwour end Conpany, 1990.
#. I. Dupont De Nemowrs end Co., (Inc.) Fros and Cons of1fga—
packaged Meat., Wilmington: =. I. Dwront De Neaours znd Co.
15 pp.
Self Service leats Fro-
1945

I. Dupont de Numolrs and Co. (Inc.). rvice
gress Report on a Fromising New Development. Wilmington:

E.
Shorteges in Self-

8 pL.

45 pp.
Leplides, kzra. How to Mininize Fackaging
Service Measts.  TiTIer end Liller, Inc., atlanta.
Suggest Meat Case Lay-out for 3elf-3ervice
© Dp.

Larpides, rnara. Le
Leat Cases. lL.Ileorrapfd Nanuscriit.




94

Lspldes, Ezra. Technical isvects of tle Central Plant for
Cold MNeats and Cheese, liller and Lill€r, Inc., atlamta.

8 rp.

Shefer, . S. Frepackaging Self-3Service l.eats., Chicago:
armour and Company. 1948, 36 pp.

Super lerket Institute., The Super liarket Industry Spesks.
New York: Super Market Institute, 1950. 31 pp.

3wift and Company. Irepackaging Fresh Meat. Chricego: 3Swift
and Company 1950. 12 pp.

Sylvanis Division americen Viscose Corporation. TFackaging
Meats for Self-3ervice., MNiwmeograped lianuscript, LDp.

U. 3. Depgrtment of agriculture. Retalling Frepackaged Meats,
Washington: Government Irinting Office, 1949, 28 Dp.




—————— — ~—



0 2% pov wﬂgghzu USE omLy
O 16 ® Siicavgocs

lunio'ss

-0ct 1S '56
Mar 4 °52
Nov 18 87
Aor 28 5g
sy 9 33

Jun30 58

Ii‘ug ,{ OSR\ = -
“‘
65 Jel V.

=







UG




