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CONDITIONS CREATING A NEED 

Type wri ters ,  desks,  and other  

t radi t ional  business  needs can no 

longer  be sold f rom the back cor­

ner  of  s ta t ionery shops.  Off ices  need 

more than "his tor ical"  typewri ters  

or  desks.  The modern cl ient  wants ,  

in  h is  off ice ,  business  machines  cou­

pled with working arrangements  that  

wil l  improve his  eff ic iency and fi t  h is  

personal i ty .  Nat ional  off ice-appl iance 

f i rms have begun to real ize  this  po­

tent ia l  market--whieh is  expected to  

8:19 
increase by one-third in 1975 

and through expansion of  present  ap­

pl iance types they hope to  sat isfy al l  

personal i t ies  and needs.  With expan­

sion of  exis t ing typewri ters ,  dupl i ­

cators ,  and off ice  furni ture  and the 

creat ion of  numerous new companies ,  
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i t  i s  becoming increas ingly  di f f icul t  to  f ind d isplay space  in  the  back 

corner  of  s ta l ionery  shops  making i t  necessary  to  use  cata logs  for  

d isplay.  Today 's  c l ient  expects  more  than a  peek in  a  ca ta log.  

He wants  to  see  how an i tem wil l  fee l  in  an  actual  environment ,  

solving his  problems.  The sa lesman is  famil iar  wi th  off ice  furni ture  

and knows how i t  fee ls ,  but  not  the  c l ient .  The sa lesman must  

show his  c l ient  how to  solve  business  problems.  Don 's  Off ice  Ma­

chine  Company,  But te ,  Montana,  i s  being caught  in  th is  off ice  in­

dust ry  growth and needs  more  display space  to  se t  a  good example  

for  prospect ive  eff ic iency-minded off ice-appl iance  buyers  to  fo l low.  

Don 's  Off ice  Machine  Company,  owned by Don McLaughl in ,  i s  

present ly  located wi thin  the  centra l  bus iness  d is t r ic t  of  But te ,  Montana 

a t  123 North  Main St ree t ,  and consis ts  of  e ight  employees:  one 

bookkeeper-recept ionis t ,  one  service  foreman,  three  service  men,  

one del ivery  boy,  and two sa lesmen ( including the  owner) ,  

Original ly ,  Underwood Corporat ion owned the  now independent  

bus iness .  Operat ing as  a  branch off ice  (which i s  owned and oper­

ated by the  corporat ion)  s ince  1920,  Underwood f i rs t  sold  only  type­

wri ters .  Later ,  as  the  demand for  more  off ice  equipment  grew,  

they began to  se l l  typing s tands ,  adding machines ,  post ing machines ,  

re la ted  suppl ies  such as  r ibbons ,  carbon paper ,  and s ta t ionery .  

Al though the  needs  of  the  business  world  kept  expanding,  Underwood 

did  not  see  a  reason to  great ly  expand product  types  unt i l  1959.  In  

1959 Ol ivet t i  Corporat ion,  an  I ta l ian  typewri ter  and calcula tor  f i rm,  
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bought 65% of al l  exist ing Underwood stock and created the Under­

wood -Olivett i  Corporation (later it  became the Olivett i-Underwood 

Corporation).  This began a change in both product expansion and 

administrative att i tudes.  A brief chronicle of Olivett i 's  growth will  

show a background for Underwood-Olivett i  expansion after 1959. 

The Olivett i  Company was established in 1908 by an engineer,  

Camillo Olivett i ,  in the city of Ivera,  Italy.  From the very beginning 

Olivett i  was design conscious.  In an art icle published in the 1912 

issue of the Turin Magazine "L'Ufficio Moderno" ,  Camillo Olivett i ,  

describing the first  typewriter made in I taly,  the MI, wrote:  "The 

esthetic side of the machine's  design also received particular at ten­

tion,  A typewriter should not be a geegaw for the drawing room, 

ornate and in questionable taste.  It  should have an appearance that  

is  serious and elegant at  the same time." '  This concern for 

proper design became a major consideration within the Olivett i  or­

ganization,  not only in machines but later in proper design of i ts  

factories,  worker-housing projects,  day nurseries for worker 's  

children,  and machine show rooms. In 1956, Adriano Olivett i  was 

awarded the 1956 f irst  prize in architecture of the "Cercle d 'Etudes 

Architecturales" in Paris.  The citation read: "We wanted to pay 

international tr ibute to the architectural  merits ,  the originali ty of in­

dustrial  design,  the social  and human aims present in everything 

6 * 188 
done by the Olivett i  Company." '  Concern of human aims was 

recognized by the public,  al lowing Olivett i  (1908) to grow from a 

factory manufacturing 23 machines a week to a company (1958) em-
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ploying 24,200 personnel in 17 countries,  manufacturing 6.2 standard 

typewriters a minute.  Also,  the company by now manufactures 

horizontal  fi l ing cabinets,  teleprinters,  adding machines,  calculators,  

portable typewriters,  bookkeeping machines,  and tabulating machines.  

These items added to the Underwood office equipment,  increased 

six t imes the display space necessary in Underwood branch offices 

throughout the United States.  

Shortly after Underwood and Olivett i  completed the merger and 

adopted new business ideals,  the Underwood-Olivett i  branch office 

in Butte,  under the direction of Don McLaughlin,  was given the 

chance of becoming an independent agency. The independent agency 

would remain area representative for the Under wood-Olivett i  Cor­

poration,  but would also be allowed to handle other office appliances 

distributed through various companies.  Underwood-Olivett i  would 

benefit  because it  would no longer pay any overhead expenses such 

as building rent and salaries.  The agent would benefit  by his abil­

i ty to sell  a  more diversified l ine of office equipment such as furni­

ture and copy machines,  Don McLa ghlin accepted the opportunity 

•" • |i 
and purchased the agencyL 

Since the purchase in January 1961, both Don's Office Machine 

Company and Olivett i-Underwood have expanded office-appliance 

types.  Olivett i-Underwood has expanded machine types about six 

t imes since 1959 and through studies and experiments carried on 

in electronics has become a major computer dealer in Europe,  
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Olivetti-Underwood will  start  expanding computer sales to include 

the United States with the introduction of desk-top uornputer-cul-

culator this year.  Besides the expanded Olivetti-Underwood line, 

Don's Office Machine Company now sells office furnishings, furni­

ture, dictating machines, duplicating equipment,  cash registers,  

supplies,  copy machines, data processing machines, and possibly 

in the future computers and supplies.  

Introduction of other companies to the sales line increased the 

number of possible clients within Butte and also expanded the trad­

ing area to as far away as Bozeman, 90 miles distant.  All com­

panies assign certain districts within which a salesman can operate.  

In the case of an older,  established company, these districts are 

small,  but many new companies just establishing themselves have 

only a few distant dealers with which to reach a possible consumer. 

For example, copy machines are constantly being improved and 

with each new improvement comes a new company. Dealers must 

be cautious in accepting new products to protect their image of re­

liability but at the same time must sell  the best product available. 

So many new companies must wait until  their product is publicly 

accepted before all  dealers in all  areas will  apply for a dealership: 

therefore, large dealer areas exist at  f irst .  This expanded trade 

area does not have an immediate affect on showroom and sales area 

size but affects the storage and service areas. Any increase in the 

number of i tems sold directly and immediately affects storage and 
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service areas. The expanded trade area will indirectly affect the 

sales department—if a product is not in stock it often will not be sold, 

and many customers do not want to spend up to a month waiting for 

an item a salesman has just worked hard to convince him he needs. 

Inadequate size of a service department also affects sales by causing 

poor working conditions which causes inefficient and careless work. 

The ineffiency directly costs an employer money, the carelessness 

indirectly by hurting a client who in turn refuses to buy more products. 

An expanded trade area can be an asset if a dealer is prepared with 

ample storage and service space, but can cause harm by destroying 

public relations which a company has worked hard buijding. (For 

a more detailed discussion of the Butte trade area see Local Cond­

itions, ) 

\ 

Don's Office Machine Company;1 Facade and Display 

Although business volume has increased four times since 1961 

and inventory has increased over seven times, sales area, storage 
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space,  and service facil i t ies remain unchanged. Six years ago 

space vva<s just  adequate,  hut with the addit ion of large i tems such 

as furniture,  copy machines,  and cash registers problems have 

developed (see page 8).  The display area is  just  large enough to 

exhibit  three desks covered with numerous typewriters and copy 

machines.  The only way to remove a desk from the sales area is  

to sell  i t-- the basement storage area and service department are 

already full  of office equipment.  Cramped conditions make it  diffi­

cult  and almost impossible to create a display showing how an office 

environment can be pleasant or efficient.  A prospective client who 

has li t t le imagination or who already owns a desk cluttered with 

miscellaneous i tems will  probably decide his si tuation is  not so bad 

after al l .  This shortage of s torage and display space has harmed 

the once ample service-department by forcing all  excess i tems into 

this department.  Tops of shelves storing repaired typewriters have 

become overhead furniture storage areas,  and the aisles have become 

catch alls  fbr any item that won't  fi t  in display or storage.  

Existing conditions are causing some problems, but is  the 

seemingly large growth experienced by Don's Office Machine Com­

pany justif ication to insti tute a  building program for exist ing needs 

and is  more expansion possible or justif iable? A study of what is  

happening nationally would help to answer these questions.  Study y 

of national buying trends and success of previous building projects 

will  be some indication of feasibil i ty.  (See "Local Conditions" for 
\ 

a detailed study of local  feasibil i ty).  
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PRESENT BUILDING SUCCESS 

•  One  example  of  a  remodeled  of f ice  paying dividends is exhibited 

by the  S tan ley-Sargen t  Company  of  Kansas  Ci ty ,  Missour i .  A 

$15 ,000  inves tment  has  resu l ted  in  a  one- th i rd  bus iness  inc rease  

within one year (see photo on facing page), Despite a location in 

downtown Kansas City, the old building was not drawing the walk-

in traffic it  should have, but proper remodeling has resulted in a 

substantial increase in sales. Joe Wilnor, owner, says; 'We've 

discovered that upgrading the showroom enables us to provide the 

proper backdrop for modern office equipment, and we sell it with 

greater confidence. Also, we're finding that we can boost our unit 

sale with the improved , expanded background. We're selling more 

lamps, ash trays, wall decorations, chairs, and filing cabinets to 

14. * ^  ̂  the shopper who comes in with the idea of buying only a desk."^ , O J  

/ 

In l965  Mr ,  Wi lnor  and  an architect began  to plan a remodeling 

and in December of 1965 it was completed. T hrough efficient planning, 

the main-floor office-equipment area went from 700 square feet to 

1500 square feet allowing the firm to show an expanded selection 

of equipment and furniture. "The office furniture buyer today isn't 

so much a catalog buyerj he likes to see what he's getting. Be­

cause we have a better display environment we tend to encourage 

customers to come in and look us over where before we had to 

stress catalog sales. We've had customers say in surprise when 

they see our enlarged display 'We had no idea you Cyarried that 

. ; "-i-'.j • ' ' '  f :  '  . \ 'V. ' ' v--^ 
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l ine 1 , "  The basement  is  used for  backup s tock and the se­

cond f loor  incorporates  the off ice  supply,  used furni ture ,  and c lose-

out  sect ions.  A freight  e levator  is  used to  t ransport  furni ture  f rom 

one f loor  to  the other .  

M r ,  C o r b i n  o f  E .  F .  C o r b i n  C o m p a n y ,  S a c r e m e n t o ,  C a l ­

i fornia ,  has  integrated his  sales  phi losophy into a  new bui lding and 

has  created rapid business  growth,  "Business  is  becoming more 

and more interested in a  working environment  that  provides  the 

amenit ies  of  the  home.  This  (new design)  concept  should include 

the total  off ice  environment ,  using color  and furnishings to  es tab­

l ish a  more relaxed,  l iveable  a tmosphere.  The off ice  furni ture  

dealer  who expresses  this  concept  in the environment  of  h is  plant  

.  .  .  .  13 
i s  in  a  bet ter  posi t ion to  sel l  such environments  to  his  customers ."  

The total  area  of the  oui lding is  14,000 square feet .  Half  the  area 

is  taken up by display and off ice  areas ,  the other  half  by the ware­

house and paint  booth .  
\ i 

The showroom (see photo on facing page)  consis ts  of  se lected 

groupings of  furni ture  displayed on different ly  shaded areas  of  car­

pet  that  were chosen to accent  the groupings.  Different  colored 

carpetodefine specif ic  areas .  Darker  carpets  form a  border  a-

round the per imeter  of  the  display room while  colored carpet ings--

blue,  golds ,  greens,  oranges,-  - focus at tent ion to  groupings in the 

center .  
i 

Imaginat ive color  use is  an important  par t  of  Corbin 's  sel l ing 
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program. His  designer  works with the salesmen to provide each 

cl ient  with c i i i  opportuni ty  to  f ind the total  color  concept  pleasing to  

his  individual  personal i ty .  A home decorator  designs areas  to ex­

press  personal i ty;  this  same approach is  effect ive in  off ice  design.  

Because manufactured l ines  of ten do not  come in a  desired color ,  

Mr.  Corbin has  incorporated a  paint  booth to  repaint  furni ture  which 

enables  him to maintain the over-al l  color  scheme in his  total  off ices .  

Fi les ,  color-coordinated to  match other  pieces  of  furni ture ,  are  

becoming the f i rm's  "bread and but ter" .  

Harold R.  C apian,  owner  of  American Off ice  Equipment  In­

ter iors ,  Inc. ,  Kansas  City,  Missouri  is  another  example exhibi t ing 

how a  proper  sales  environment  has  led to  a  prosperous and st i l l  

1 2 : 9 7  
growing business .  An original  investment  of  $800 has  grown 

into a  large business  sel l ing everything in off ice  furni ture ,  f rom used 

furni ture  to  highest  qual i ty  l ines ,  The method Caplan uses  to  sel l  

both high and low qual i ty  l ines  is  through proper  handl ing.  This  

means that  var ious pr ice  categories  of  furni ture  should be in sep­

arate  areas  so one wil l  not  detract  f rom the other .  The dealer  

wil l  thus  not  destroy the image of  a  high qual i ty  business .  Handl ing 

t rade- ins ,  or  used furni ture  and making i t  prof i table ,  has  enabled 

the f i rm to  c lose many furni ture  contracts  by taking the t rade- ins  

from customers  so that  they do not  have to  go through the incon­

venience of  searching for  an out le t  for  their  old furni ture .  The 

8,000 square feet  of  d isplay space in the main showroom on the 
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f i r s t  f l o o r  i s  d e v o t e d  e n t i r e l y  t o  h i g h - e n d  f u r n i t u r e  d i sp layed  in  eon-

tempora ry  of f i ce  s e t t i ngs .  F ive - thousand  squa re  f ee t  i n  t he  basement  

and  6 ,000  square  fee t  on  the  four th  f loo r  a r e  used  a s  d i sp lay  a reas  

fo r  low-pr i ced  and  used  fu rn i tu re? .  

r " ' " • - -?7f 

1  
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Amer ican ' s  Main  Showroom* 2 ' ' ^  

Cap ian  he l i eves  tha t  t he  bes t  too l  i s  t he  f i rm ' s  ma in  showroom, .  

The  p rocedure  in  s e l l ing  fu rn i tu re  i s  to  inv i t e  the  p rospec t ive  c l i en t  

to  the  s to re  when  he  f i r s t  expresses  an  in t e res t ,  showing  h im wha t  

i s  o f fe red ,  and  mak ing  no tes  o f  h i s  p re fe rences  and  t a s t e s .  No  

two  peop le  a re  a l ike ;  ind iv idua l  p re fe rences  a re  impor tan t .  I t  i s  

no  use  t ry ing  to  se l l  a  cus tomer  someth ing  he  does  no t  l ike  when  

the re  i s  a lways  someth ing  he  p re fe r s  tha t  wi l l  func t ion  jus t  a s  we l l .  

Nex t ,  d rawings ,  l ayou t s ,  and  co lo r  schedu les  a re  p repa red .  Then  

the  cus tomer  i s  b rough t  back  to  the  s to re  where  f ina l  p resen ta t ion  
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i s  made .  T h e r e  a p e  two  advan tages  to  th i s  me thod  i f  t he  show­

room i s  adequa te :  the  cus tomer  i s  p resen t  to  s ee  the  ac tua l  p rod­

uc t s  in  a  s imula ted  env i ronment ;  and  the  cus tomer  can  p ick  subs t i ­

tu te  i t ems  eas i ly ,  i f  n ecessa ry .  

1  h i s  p r o c e d u r e  1ms  resu l t ed  i n  many  success fu l  s a l e s ,  mos t  

o f  t hem wi th in  a  100  mi le  r ad ius  of  Kansas  Ci ty .  Sa les  inc lude :  

lounge  fu rn i tu re  fo r  the  S tuden t  Union  Bui ld ing  a t  Sou thwes t  

Missour i  S ta t e  Co l l ege ;  a l l  fu rn i sh ings  fo r  the  new Kansas  Ci ty  

Pub l i c  L ib ra ry  and  Schoo l  Admin i s t r a t ion  Bu i ld ing .  

Al l  o f  t hese  examples  of  o f f i ce -equ ipment  dea le r s  exh ib i t  s t rong  

g rowth .  Does  th i s  g rowth  have  a  f i rm base  and  wi l l  g rowth  con­

t inue?  Success  i s  due  in  pa r t  to  success fu l  management  and  sa l e s ­

mansh ip ,  bu t  a  s t a t i s t i ca l  s tudy  of  t he  na t iona l  dea le r ,  h i s  marke t  ,  

and  h i s  fu tu re  wi l l  i nd ica te  whe the r  o r  no t  g rowth  i s  to  con t inue ,  

NATIONAL STATISTICS 

What ' s  Ahead?  

Be tween  now and  1977 ,  the  number  of  o f f i ce  worker s  in  the  

Uni t ed  S ta t e s  wi l l  i nc rease  by  nea r ly  a  th i rd .  Cons t ruc t ion  

of  new of f i ce  space  wi l l  g row a t  a  r a t e  of  3  to  4% a  yea r .  Vol ­

ume  of  r ecords  wi l l  be  50% more  in  t en  yea r s .  The  number  of  

compute r  sys tems  cur ren t ly  in  ope ra t ion  ( 3 5 , 0 0 0 )  wi l l  doub le  in  

.  a u  1 0 ;  1 4  on ly  th ree  yea r s .  

"The  (bus iness  equ ipment )  indus t ry  g rew 34% in  1965  ove r  
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1 9 6 4  a s  i t  r e a c h e d  a  l e v e l  o f  $ o .  0 4  b i l l i o n  ,  W e  f u l l y  e x p e c t  t o t a l  i n ­

d u s t r y  s a l e s  t o  r e a c h  $ 7 . 5  b i l l i o n  b y  t h e  e n d  o f  1 9 6 6  a n d  t o  d o u b l e  

i t s  p r e s e n t  v o l u m e  b y  1 9 7 0 . " ^ '  

O f f i c e  f u r n i t u r e ,  s o l d  a l m o s t  e x c l u s i v e ! }  t h r o u g h  d e a l e r s ,  h a s  

g r o w n  i n  s a l e s  s i n c e ?  1 9 4 9  a t  a  c o m p o u n d  r a t e  o f  7 . 4% a  year ,  

w h i c h  i s  1 4 %  f a s t e r  t h a n  t h e  g r o w t h  p e r f o r m a n c e  o f  t h e  e n t i r e  g r o s s  

n a t i o n a l  p r o d u c t .  I n  1 9 6 6  t h e  a v e r a g e  d e a l e r  g r o s s e d  $ 3 1 2 , 8 6 8 .  

I n  1 9 6 2  t h e  a v e r a g e  d e a l e r ' #  v o l u m e  w a s  $ 2 7 4 , 9 1 9 .  G o  h a c k  t o  

1 9 4 7  a n d  i t  w a s  o n l y  $ 1 6 4 , 3 1 4 .  T h e  c h a r t  on p a g e  15 s h o w s  t h a t  

m a j o r  c o m p a n i e s  a l l  s h o w e d  a  g r o w t h  o f  f r o m  5 %  t o  3 5 %  d u r i n g  1 9 6 6 .  

I n  1 9 6 7  t h e  p r e d i c t e d  r i s e  i n  g r o s s  n a t i o n a l  p r o d u c t  i s  9 % ,  w h i l e  

g r o w t h  i n  o f f i c e  e q u i p m e n t  s a l e s  i s  p r o j e c t e d  a t  a  s o m e w h a t  h i g h e r  

r a t e  —  o u t p a c i n g  n a t i o n a l  g r o w t h  a g a i n .  O f f i c e  - e q u i p m e n t  d e a l e r  v o l u m e  

/- , . r 

w a s  2 %  g r e a t e r  i n  1 9 6 5  a n d  1 %  g r e a t e r  i n  1 9 6 6  t h a n  g r o s p  n a t i o n a l  

p r o d u o t >  =  2 ' - 3 6  V  - A  ^ 
G r o w t h  a n d  e x p a n s i o n  o f  t h e  U n i t e d  S t a t e s  e c o n o m y  h a v e  b e e n  

c h a r a c t e r i s t i c s  s i n c e  1 9 6 1 ,  a n d  a l t h o u g h  t h e  g e n e r a l  e c o n o m y  s h o w s  

s i g n s  o f  s l a c k i n g ,  t h e  e c o n o m y  a n d  s a l e s  o f  t h e  o f f i c e  e q u i p m e n t  

i n d u s t r y  s h o w  n o  p r o m i s e  o f  a  d e c l i n e  ( s e e  c h a r t  o n  p a g e  1 6 ) .  

S l a c k i n g  o f  t h e  e c o n o m y  i s  a  r e s u l t  o f  g o v e r n m e n t  p r e s s u r e  a n d  

c u r b s  a g a i n s t  e x c e s s i v e  g r o w t h  ,  i n f l a t i o n  ,  a n d  t h e  u n c e r t a i n t y  o f  

V i e t n a m ,  B u t  f o r  " t h e  i n d u s t r y  t h a t  s e r v e s  a l l  i n d u s t r y "  t h e  p r e s ­

s u r e s  t o w a r d  c u t t i n g  b a c k  w i l l  n o t  b e  f e l t  u n t i l  t h e  l a t e r  p o r t i o n  o f  

q  •  o  c  
1 9 6 7  d u e  t o  a  b a c k l o g  o f  $ 7 2 . 9  b i l l i o n  o f  u n f i l l e d  o r d e r s .  '  '  A l s o ,  
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1CS5-IS5S SALES RECORDS^27 

OF 40 MAJOR MANUFACTURERS 

GROWTH OF SALES VOLUME 1S65-12G3 
(Total of Estimated Sales $10 Billion) 

23% 

1 AO/ 
i /0 1 9 0/ 

I <J /o 

] 

Office 
Machines 

Stationery 
and Supplies 

Office 
Furniture 

shows 1966 growth rate of the major industry areas. 

COMPANY 
1966 sales 
(add 000) 

1965 sales 
(add 000) 

Percent of 
sales increase 

over 1965 

OFFICE MACHINES GROUP 
i 
jAddressograph-Multigraph $327,100 $269,100 22% 

Bell & Howell 166,200' 131,800 26% 

Burroughs 347,700' 314,300 12% 
I Clary Corp. 9.7503 5,700 18% 

Dymo Industries 51,300 43,700 17% 

IBM 3,062,900' 2,610,800 18% 

[ Litton Industries 1,170,000 915,600 27% 

Minnesota Mining and 
Manufacturing 848,000' 730,700 15% 

National Cash Register 618,500' 510,500 21% 
Pitney-Bowes 61,0002 53,600 14% 

S C M 240,600 200,900 20% 
Speed-O-Print 3.4001 3,400 — 

Sperry Rand , 703,1002 573,200 21% 
Swingline 60,000 46,800 28% 
Taylor Instruments 61,800 54,300 10% 
Victor Comptometer 50.5001 41,800 21% 
Xerox 133,200 98,500 35% 

STATIONERY AND SUPPLIES GROUP 
Acme Visible Records $19,0003 $14,990 27% 

Binney & Smith 9,400 8,200 15% 
Boise Cascade 245,1002 202,200 21% 
Champion Papers 358,900' 318,560 12% 
Dennison Mfg. Co. 62,000' 47,500 30% 
Dixon (Jos.) Crucible 15,1002 13,800 9% 

Ennis Business Forms 9,7002 8,800 10% 
Hammermill Paper 126,600' 108,100 17% 
Kimberly-Clark 622,500 577,400 8% 
Mead Corp. 298,6002 271,200 10% 
Milton Bradley 30,600 23,400 30% 

Nashua Corp. 32,9002 29,300 12% 
Old Town 3,4002 2,900 17% 
Rust Craft 18,1002 17,300 5% 
Sorg Paper 13,3002 11,300 18% 
Standard Packaging 63,2002 68,600 7% 
Uarco 50,3002 44,400 13% 

OFFICE FURNITURE GROUP 
Art Metal $45,300 $38,990 16% 
Oiebold 89,0003 77,100 15% 
General Fireproofing 65,0002 56,700 15% 
Globe-Wernicke 130,700 116,100 13% 
Hamilton Cosco 17,6002 16,600 6% 

Mosler Safe 30,1002 26,200 15% 
'Figures are for company's fiscal 1966 and fiscal 1965 unless otherwise noted, » 
•Figures are for the first nine months of 1966 and first nine months of 1965 only. 
'Figures are for the first six months of 1966 and first six months of 1965 only. 
'Figures estimated on incomplete information. 
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How Office Executives Assess 
Their Equipment Needs for 1967 

11:16-17 

20% 40% 

NEW INSTALLATION-ADDITIONAL UN ITS-RF PLACEMENT 
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Offset Duplicators 

Mimeo Duplicators 

Spirit Duplicators 
i 
! Inserting/Folding Machine 
i 

Collators* 
". i 

33—r Microfilm Systems 

Calculators (Electronic) 

Calculators (Electric) 

Electric Typewriters 

Dictating Machines 

Intercoms 

Closed Circuit TV 

t Protection /Detection System 

] Background Music 

" 2 8  i  2 8  j  On-Site Cafeteria 

1 

n AT 

28 l—30 | 

36' 4 

'43-

35: 

::rx 

rr 

F 

-Zf 

J 

£ 
U Offices already having this equipment. 

3 Offices considering obtaining this equipment. 

3 Offices having this equipment and 

considering additional purchases. 

The survey samplu represents (Hi,500 of the 73,400 business units reached by 
THE OFFICE ^Magazine. 

T 
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the government pressures and curbs will  affect sectors of the econ­

omy in which the suppliers of office goods play lit t le or no part.  

Demand for increased record-keeping material will  not stop grow­

ing even though business1  investment itself may decline during 1967. 

A survey by the Office-Appliances Magazine indicates a feel­

ing of optimism within the office-equipment industry dealers.  De­

tailed questionaires were sent to 1,000 representative dealers 

throughout the United States.  The return of the questionaires was 

Forecast of '67 Total ^ 
According to Dealer Size 

Atrrrw huraise 

My Up 

13% say Down 
Avertifi i ' (Inn tHf 10',b 

. u if «i« V .uJj 
ty<> say No Change 

0 :>o i'»"» 

Furniture 

•• r.u .. >-A»itvH'u. 

Avrrntfr on raw i i. N' r 

^^^61.7% say Up 

1*^6.8% say Down 
yurnuw (I'cnoio H.')% 1 

M.5% say No Change 
0 30 100 

Deolers1 Soles Outlook 

Supplies 

J;. v ; : . . ^ ,,323 71.8% Hi\y Up 

_ 2H2% No Ch 

None predict decrc.ise 

0 Wi> """" i no 

Machine* 
^ 

\l I i l i l. 

gg<U<tt #»«iy Down 
;\>i/ri'uvi.vi1 

;>y, 

E^SSMmt my No Chuiige 
II " ,M> "" IUU 

excellent and more than adequate to produce an authoritative anal­

ysis.  Although the survey did go into detail ,  the main point is 

most important--dealers expect 1967 to be profitable. Almost 65% 

predict a volume increase approaching 12%. 

Optimism after a good year is natural for the office-appliance 
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industry which  has prof i ted  ,  but does  the  na t iona l  economy indi­

cate growth? I wo main economic indicators point to at  least  a  

"no-change"; new orders for the economy as a whole are up 

about 12% over last  year.  Business equipment and defense spend­

ing account for a large portion of this.  Auto companies lock for a 

9-mill ion car year again in 1967. As for the auto makers,  increased 

taxes and tight credit  cannot eliminate the effects of the highest  per­

sonal incomes and employment rates in history.  Even an unlikely 

decline in the United States economy would have slight affect  on the 

sale of office products.  Individual companies '  efforts to accomplish 

better cost  control  and better over-all  record-keeping procedures 

will  continue with or  without taxes.  Improvements in office efficiency 

9:  25 
and office routines certainly won't  be discontinued. 

Speculation 

The American office in undergoing a systems revolution.  I ts  

managers need administrative support  through proper systems guid­

ance.  They nedd help in office planning and remodeling and are 

becoming problem-oriented and solution conscious—they will  be­

come more concerned with results  than things.  The future will  

heighten the powers of dealers as a vital  force within the American 

office.  Alert  dealers in years ahead will  become true office spe­

cialists ,  offering both products and counsel.  

Only the dealer can provide a wide range of products de­

signed to complete each client 's  part icular "system". A manufacturer 
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who sells  directly to a client can provide some items but is  l imited 

to his particular l ine,  Even if a  manufacturer would suggest  the 

best  solution to a  client 's  system, he could not provide the i tems, 

A dealer is  necessary to both plan and provide a tailored office 

environment.  In many cases dealers work with consultants in 

analyzing a client 's  needs,  but again,  a  consultant cannot supply 

those needs.  He only prescribes.  

The office equipment dealer is  becoming a professional pre-

scriber of solutions to systems'  problems. He is  evolving from a 

seller  of things to a  seller  of services involving the things,  A 

dealer ult imately converts his quantified analysis for a client into 

sales of i tems that  are his historic specialty.  

In the case of a  highly specialized installat ion (such as a com­

puter) ,  a  consultant might go around a dealer and work directly 

with the manufacturer.  But when the possibil i ty of some system-

related accessory arises,  the client must look to the dealer for 

f i les,  tables,  etc.  Also,  only a local dealer can easily replenish 

supplies day after day.  

The computer will  al ter  the dealers '  l ife,  but i t  won't  change 

it  completely.  Rapidly expanding use of computers in many fields 

normally has li t t le potential  for average office-equipment dealers,  but 

with proper techniques,  small  dealers can profitably serve computer 

users with needed supplies.  Local dealers have a considerable 

opening to this market by the fact  that  they have probably already 
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sold the computer user at  least  some of the office furniture and e-

quipment he now owns. Also,  most computer manufacturers have 

placed li t t le emphasis on the esthetic side.  Appeal to computer 

users from the standpoint of design and decor--furnishing cabinets 

and accessories that  will  couple the computer with an exist ing en­

vironment—offers an excellent opportunity to create new customers 

through uti l ization of effective display area and design department.  

Alert  dealers must learn to become a "prime source" rather 

than an "ult imate source" of needs.  This means a realization that  

i t  is  answers his customers want--and only those follow-up i tems 

that  will  work,  in support  of the answers.  It  will  be less easy to 

sell  by the "free tr ial" method. Price will  become less of a  factor 

the more that  dealers develop the systems-analysis approach. A 

result-minded business customer wants to remedy faults  in his office 

operations.  A client wants to see only those products that  relate 

to his total  office system. 



LOCAL CONDITIONS 

By far the most important 

mining area in the state of Mont­

ana,  and included within the most 

important in the world,  is  Butte.  

If sold at  1965 prices,  total  value 

of ore produced would be approx­

imately $10 bil l ion.  "The richest  

hil l  on earth" has,  since 1880, 

produced more non-ferrous metals 

than any other distr ict  in the world.  

In 1965 total  production totaled 16.5 

bil l ion pounds of copper,  5 bil l ion 
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pounds of zinc,  4 bil l ion pounds of manganese,  850 mill ion pounds 

of lead,  650 mill ion ounces of s i lver,  and over 2,5 mill ion ounces 

of gold ,1  * 2  

Butte,  founded in January of 1864 and named for a prominent 

butte overlooking the ci ty,  is  the county seat  of Silver Bow County.  

Permanent sett lement began in Butte with the discovery of gold.  

Placer mining (gold) thrived from 1864 to 1870 unti l  i t  was replaced 

by silver mining. In 18 76 W. A. Clark came to Butte from Ban-

nack and began to mine and smelt  copper.  Thus copper became 

the main interest  of mining operations,  After the arrival  of Marcus 

Daly in 1876 and F.  Augustus Heinze in 1889, a  period of f ierce 

"competit ion" began involving these copper kings.  From 1888 to 

1905 the Butte hil l  became an underground batt lefield with each 

mining company flooding opponent 's  tunnels,  stealing ore,  and in 

any way making a competitor 's  mine worthless.  After almost 20 

years of this "war of the copper kings",  Will iam Clark became the 

dominant force in Butte mining behind his Anaconda Copper Mining 

Company. The Anaconda Company now owns and operates all  

4:414 
mining interests in the Butte area.  

Geography 

Butte 's  geography is  both unique and picturesque.  The city 

is  located within one of the few natural  bowls in the world being 

surrounded by mountains on all  s ides;  the spectacular East  Ridge 

of the Rocky Mountains,  the snow-covered "Highlands",  and i ts  
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namesake "Big Butte" .  Mining act ivi t ies  and the central  business 

distr ict  are located on the north s ide of the bowl looking south to 

the 10,000-foot  high Highlands which being only 10 miles distant  

create a  notable exhibi t .  Located on the val ley f loor is  the main 

residential  area of Butte-- the "Flats".  To the east  of Butte  is  the 

"East  Ridge" which is  part  of the Rocky Mountain chain.  The 

eastern part  of the ci ty extends onto the sloping sides of this  7,000-

foot  mountain range,  Big Butte marks the western edge of the 

ci ty,  and standing alone it  creates a  dist inguishing land mark,  

Located in the southwestern sect ion of Montana,  Butte is  s i t ­

uated in the "Boulder Batholi th",  a  huge mass of granite  rock 20 

25 miles wide,  extending from just  south of Helena to 20 miles 

south of Butte .  The underlying rocks are mostly granites  and 

quartzi tes .  Rock outcrops and bedrock of granite  are prevalent  in 

- PtATS CEN1T2AL ©US|NE-S5 

^ourH-HQgTH it-a- WE<»T- E/VST PROFILE-

Geology 
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the central  business distr ict ,  while val ley-fi l l ing materials  varying 

1:  21 
from clays to gravels  are dominant  on the Flats .  

Buildings in the business distr ict  have a  substantial  base on 

granite  bedrock and set t l ing has never occurred due to a  mining 

tunnel  col lapse.  Tunnel  mining is  carr ied on at  a  sufficient  depth 

to prevent  any such occurrence.  At 2,000 feet  a  collapsed tun­

nel  has no affect  on the surface structures,  apparently because of 

a  bridging effect  of  rock.  

Climate 

Surrounding mountain ranges protect  Butte from winds,  and 

al though the cl imate is  typical ly a  Montana cl imate,  this  absence of 

heavy wind reduces the hazards caused by blowing snow, blowing 

sleet ,  and excessive wind loadings that  are present  in many other  

areas of Montana.  Wind is  general ly from the northwest .  

A high number of c lear ,  sunny days per  year  is  due to the 

fact  that  often the clouds dispersed by the Pint lar  Mountain Range 

northwest  of Butte  do not  form again unti l  they pass over the East  

Ridge;  thereby,  passing over Butte.  Annual  precipi tat ion averages 

11.48 inches,  with a  pronounced maximum of about  two-thirds fal l ing 

during the period May through September,  Annual  snowfall  aver­

ages about  50 inches a  year  and seldom disrupts  traff ic .  Temper­

a t u r e s  v a r y  f r o m  a b o u t  - 4 8 °  F  t o  1 0 6 °  F . ^ ' ^  

January average temperature 22.7°F 
July average temperature 64.  8° F 
Average growing season 110 days 
Annual  snowfall  50 inches 
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LOCAL ECONOMY 

Populat ion and Employment 

Si lver  Bow County,  Butte,  and Butte urban area refer  vir­

tual ly to the same thing,  part icularly where vital  facts  are given re­

garding labor force and resources.  Butte 's  f ive-mile radius of the 

ci ty center  is  actual ly the populat ion of Si lver  Bow County minus 

about  600 people who are considered rural .  The I960 United 

States Census showed Silver  Bow County to have a  populat ion of 

46,454 and the Montana State Board of Health has est imated the 

1:  5  
county 's  1964 populat ion at  about  46,700,  

Chart  IV on page 26 indicates that  Butte experienced i ts  lowest  

populat ion in 1962.  This  chart ,  compiled by the Montana Power 

Company from the number of metered customers,  shows that  Butte 

is  growing sl ightly faster  than predicted.  The dotted l ine indicat ing 

projected populat ion,  while the small  dots  indicate actual  populat ion.  

Constanly decreasing populat ion s ince 1930 seems to indicate that  

the Butte "boom-town" mining camp was deteriorat ing just  as  many 

of i ts  predecessors throughout the West  had done,  But in 1962 it  

seems to have found the point  where the mining industry was not  

the major regulator  of i ts  economy. Stat is t ics  obtained from the 

1950 and I960 censuses show that  Butte 's  economy began to s tabil ize 

i tself .  

Although from March 1957 to March 1958,  a  decrease of a l­

most  50% in mining employment resulted in a  general  employment 
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decl ine throughout Si lver  Bow County,  by I960 Butte gained in per­

centage people employed in mining during 1950;  by I960 only 3,300 

a drop of a lmost  3,000.  The total  labor force in 1950 was 18,600;  

BUTTE LABOR FORCE 1950-1960 

FORCE. 
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by I960 only 15,400--a drop of about  3,200,  But as  shown in the 

chart ,  the mining industry lost  almost  this  many and by i tself  a lmost  

accounts for  al l  loss in the labor force.  As would be expected 

when a community loses 3,000 workers of a  total  18,000 (16%) ,  

workers in al l  f ields wil l  suffer  losses.  But the only three major 

labor groups suffering a  loss were construct ion,  t ransportat ion,  

and trade groups.  All  other  major groups increased in number.  

The economy did s low down, as  shown by auto-registrat ions,  

telephones,  and postal  receipts  during the 1961 period (see chart  

on page 28),  but  rather  than causing a  depression in the Butte 

area,  it  seemed to cause only a  period of caution.  

In an art icle  enti t led "Butte Building Picture Bright",  the 
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February 7,  19b7 issue of  the  Montana Standard had the fol lowing 

to  report :  

"Butte  cont inued to  enjoy the effects  of  bui lding and re­
model ing booms through 1966 with increases  in numbers  of  

bui lding permits  and valuat ions of  bui lding contemplated.  
Montana as  a  whole suffered a  decl ine along with i ts  two larger  
ci t ies ,  Great  Fal ls  and Bil l ings.  

But te  had 49 permits  in  1966 against  40 in 1965,  but  new 
bui lding of  boom proport ions is  ref lected in valuat ions of  
$2,447,931 for  1966 compared to  $433,800 for  1965.  These 
f igures  are  for  the ci ty  of  But te  only.  No s ta t is t ics  are  
avai lable  for  the county resident ia l  and business  areas  which 
are  known to have grown the past  year ."  

Although predict ion may be premature,  But te 's  s teady growth 

in both populat ion (page 26)  and consumer expendi ture  (page 28)  

indicate  the beginnings of  a  sol id  economy.  Butte  is  becoming more 

than a  mining community,  

Mineral  Reserves  

Vein mining in  the But te  dis t r ic t  has  fol lowed a  " ton-for- ton 

program".  For  each ton of  ore  which is  mined,  the Anaconda 

Company locates  a  ton-in-reserve.  To the lowest  depths  yet  reach­

ed,  avai lable  ore  suppl ies  cont inue in qual i ty  and quant i ty .  Known 

ore  reserves  in But te  are  greater  than the 350 mil l ion tons mined 
i 

in  the  past  86 years  making i t  possible  to  predict ,  conservat ively,  

7 '  14 30 to  50 hears  of  cont inued mineral  act ivi ty .  

TRADE AREA 

Don's  Off ice  Machine Company serves  Deer  Lodge,  Jefferson,  

Powell ,  Beaverhead,  Grani te ,  and Gal la t in  Count ies .  Although this  
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retail  t rade area is restricted by each of the office-appliance com­

panies represented by Don's,  i t  is  becoming more important as the 

number of saleable i tems increases.  People in the trade area are 

not directly affected by a new office machine company, except that  

good servicing and fast  delivery originating from an efficient office 

{well  equipped service department and ample storage for proper 

inventory) will  undoubtedly win customers.  A good salesman with 

organized catalogues is  sti l l  the best  tool.  

With the much improved road system now serving the trade 

area,  many counties might come more under Butte 's  influence.  As 

road travel becomes easier and faster people may start  driving in­

to Butte to buy, and because a potential  for future trade does 

exist ,  i t  might be well  to l ist  the affected counties and population.  

County Miles July I ,  1964 
Estimated population 

Deer Lodge (Anaconda) 23 18,200 
Jefferson (Whitehall ,  Boulder) 36 4,500 
Powell  (Deer Lodge) 38 7,300 
Beaverhead (Dillon) 65 7,300 
Granite (Phil ipsburg) 53 2,900 
Gallatin (Three Forks,  Bozeman) 64 14,500 

54,700 

BUILDING CODES 

For a description of current building codes and practices,  

see Site Conditions.  



SITE CONDITIONS 

"Despi te  the  dea th-

knel l s  tha t  pea l  per iodi ­

ca l ly  for  'downtown ' ,  

there  i s  no  s igni f icant  

t rend  away f rom down­

town for  (of f ice-appl iance)  

dea lers  who want  to  hold  

onto  drop- in  t rade ,  Ac­

tua l ly ,  d rop- in  bus iness ,  
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as  a  contr ibut ing factor  to  total  dealer  volume is  on the r ise .  So 

also is  the percent  of  that  volume der ived from (drop-in)  sales  to  

businesses  and f i rms,  " '0-194 

Locat ion 

Chosen for  i ts  proximity to  the exis t ing Don's  Off ice  Machine 

Company and because of  the  unique character  exhibi ted by uptown 

Butte 's  older  bui ldings,  the  bui lding s i te  at  Hamil ton and W. Broad­

way s t reets  was selected .  The exis t ing s i te  is  present ly  in  use as  

a  parking area for  15 cars .  

The s i te ,  shown in blue on the facing page,  being 38 feet  by 

95 feet  and facing on Broadway,  Is  posi t ioned direct ly  north and 

south.  Broadway is  an east-west  s t reet ;  Hamil ton is  a  north-

south s t reet ,  Having a  general  s lope from north to  south,  the s i te  

drops 10.5 feet  within the 95 feet  f rom the al ley to  Broadway Street .  

The al ley is  23 feet  wide.  

Exact  soi l  condi t ions are  unknown,  but  But te  in general  res ts  

on a  sol id  bedrock base of  grani tes  and quartzi tes .  

Surrounding ^ui ldiqgs 

Both the map on the facing page and the map on page 35 

show the locat ion of  a l l  major  business  generators  within pedestr ian 

dis tance of  the  proposed s i te .  Cafes  on e i ther  s ide wil l  draw 

pedestr ian t raff ic  past  the  proposed 3ite ,  as  wil l  the law off ice  ad­

jacent  to  the s i te .  A person buying furni ture  a t  Chris t ie ' s  might  

decide also to  purchase new off ice  furni ture  across  the s t reet  a t  Don'  
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Located one block away,  a  180-car  parking garage is  under 

construct ion.  When completed jt  wil l  furnish convenient  parking for  

prospective buyers and also wil l  create a  nearby concentrat ion point  

for  pedestr ian traff ic;  thereby,  result ing in an increased drop-in t rade.  

Within two blocks of the proposed si te  possible cl ients  include 

the Montana F-ower Company,  City Hall ,  Hennessy 's  Department 

Store,  Prudential  Savings,  County Court  House,  and the Anaconda 

Company.  

Appearance of surroundings wil l  be discussed in "Aesthet ic  

Considerat ions" .  

Traff ic  and P^rkinA 

The proposed si te  is  located on West  Broadway Street  which 

is  a  one-way street  with t raff ic  f lowing west .  A motorist  driving 

across Broadway would see the s i te  on his  r ight  s ide:  Broadway 

Street  is  also the "business route" of U.S,  Highways 10 (east-

west)  and 91 (north-south) .  Traff ic  volumes for  1965 are shown 

on page 36 and indicate that  6 ,000 cars  per  day pass by the pro­

posed si te  locat ion.  During rush hour traff ic  from 4:30 PM to 

5;  5 _ 
5:30 PM each weekday,  the traff ic  volume is  701 cars .  Be­

cause it  i s  not  isolated,  the si te  supplies i ts  own publici ty.  

Hamilton Street  is  a  one-way street  with t raff ic  f lowing south,  

A motorist  driving down Hamilton would see the si te  on his  left  

s ide.  Although Hamilton is  only a  short  connector  s treet  of one 

block,  i t  i s  a  main pedestr ian ar tery from the County Court  House 



si te . . .  34 

and the Montana Standard to  the central  downtown area.  

Loading and unloading of  a l l  suppl ies  wil l  be  done in the 23-

foot  wide a l ley.  Immediate  exi t  and entrance to  Hamil ton Street  and 

access  through the al ley to  both Broadway and Grani te  s t reets  

creates  a  desirable  s i tuat ion for  easy entrance to  and from the major  

s t reets ,  Broadway and Grani te .  

Bui lding Codes 

Altough Butte  Chamber of  Commerce l i terature  for  industr ia l  

information l is ts  the "adopted Butte  Building Code as  the Uniform 

Building Code 1961 Edi t ion,  the Uniform Housing Code 1961 Edi t ion,  

the Western Plumbing Off ic ia ls  Uniform Plumbing Code 1961 Edi t ion",  

Mr.  Leo Belanger ,  Ci ty-County Planner ,  s ta tes  that  there  is  no 

ci ty  law regarding bui lding codes.  A person wishing to  bui ld  in  

the ci ty  must  obtain a  permit  f rom the ci ty  engineer  before  bui lding.  

This  permit  i s  issued if  the  engineer  thinks the bui lding is  safe  and 

is  reasonable ,  i t  i s  not  i ssued in s t r ic t  accordance with bui lding codes.  16:0 
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FUNCTIONS TO BE HOUSED 

T o ful ly  execute  off ice-appl iance 

sa les  and  services ,  Don ' s  Off ice  Ma­

ch ine  Company  mus t  cons i s t  of  e igh t  

general  areas;  sales ,  service,  

bookkeeping-secretar ia l ,  design ,  

s torage,  washroom, parking,  and 

mechanica l  

SALES AREA 

Display 

The  display space i s  the  most  

important  port ion because i t  i s  here  

that  custon ers  wil l  f i rs t  not ice  what  

is  sold.  Display of  a l l  appl iances  

must be separated into new and use_d 

groups,  Used furni ture  need not  be 

prominent ly  exhibi ted within immediate  
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cus tomer  v iew and  can  be  a l l  g rouped  toge the r .  Used  fu rn i tu re  

need  no t  be  r ead i ly  access ib l e  by  a  cus tomer  and  r equ i re s  500  

square  feet  for  d isplay.  New appl iances ,  however ,  should  be  im­

mediate ly  access ible  both  physical ly  and visual ly ,  organized e i ther  as  

separa te  groupings  or  as  hypothe t ica l  of f ice  envi ronments .  New ap­

pl iances  to  be disp layed  a re  off ice  furn ish ings ,  d ic ta t ing  machines  and 

taperecorders ,  dupl ica t ing and copy machines ,  s ta t ionery  suppl ies ,  

cash regis ters ,  data  process ing machines  (poss ibly  including com­

pute rs ) ,  and  typewr i t e r s  .  

Office  furnishings  a re  the  larges t  of  the  i tems sold  and include 

sa les  f ranchises  for  10 s tee l -desk companies  and 20 wood-desk com­

panies ,  As  only  a  few of  these  companies '  desks  are  sold  regular ly ,  

i t  i s  necessary  to  d isplay only  some al though up to  ten  desks  would 

be  des i rable  if  space  permits .  Also  included wi thin  th is  group of  

of f ice-furnishings  are  carpets ,  drapes ,  chai rs  and s i t t ing  groups ,  

f i le  cabinets ,  and screens .  These  i tems could  bes t  be  displayed as  

par ts  of  hypothet ica l  off ice  d isplays  and would require  enough space  

to  d isplay three  to  ten  carpets ,  one or  two drapes ,  three  to  ten  

chai rs  or  s i t t ing  groups ,  f ive  to  ten  f i les  of  d i f ferent  types  ( f i reproof ,  

c redenza,  s ide ,  e tc . )  and two to  ten  screens ,  Each off ice  d isplay 

would  require  f rom 36 square  feet  for  a  secre tar ia l  ar rangement  to  

150 square  feet  for  a  conference  ar rangement .  Opt imum area  would 

be  608 square  feet .  

Dic ta t ing machines  and taperecorders ,  dupl ica t ing and copy 

machines ,  and typewri ters  can be  displayed wi thin  the  off ice  d isplays ,  
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but  a lso requ i re  separa te  a reas  where  they  can  be  viewed as  one 

g roup .  Dic ta t ing  machines  and  t aperecorders  require  20 square  

feet ,  dupl icat ing and copy machines  150 square feet ,  and typewri ters  

108 l ineal  feet  of  shelving.  Calculators  and adders  wil l  require  an 

add i t iona l  2C l inea l  f ee t .  

S ta t ionery  suppl ies  such  as  wr i t ing  paper ,  adder  ro l l s ,  carbon 

paper ,  and tapewri ters  require  l i t t le  d isplay space in comparison to  

s torage space required,  All  "over-counter"  display i tems require  

only 10 square feet ,  but  s torage of  these suppl ies  requires  50 square 

feet .  

Cash regis ters  wil l  require  s ix  l ineal  feet  of  shelf  space or  

18 square feet  of  hor izontal  area.  

Data  processing,  computer  equipment ,  and special  f i les  are  

a  special ty  i tem usual ly  purchased by a  cl ient  who specif ies  exact ly  

what  is  needed,  but  careful  buying grouped with an effect ive de­

signer-salesman might  resul t  in  future  expansion into this  f ie ld .  

Space could be created la ter  by el iminat ing s imulated off ice  spaces ,  

but  i t  i s  desirable  to  a l low 100 square feet  of  f loor  area to al leviate  

crowding.  

Off ices  

Both salesmen require  a  small  off ice  space.  The owner 's  

off ice  should be a  minimum of 120 square feet  with seat ing provided 

for  up to  three cl ients .  Also r ic luded should be a  desk,  credenza,  

typewri ter ,  drawer s torage-cabinet ,  te lephone,  and some type of  
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inter-off ice  intercom. 

The salesman's  off ice  should be a  minimum of 80 square feet  

with seat ing provided for  two cl ients .  Included within the off ice  space 

V, " 
should be s torage for  catalogues ^nd correspondance,  a  desk,  a  

te lephone ,  and an intercom. 

SERVICE DEPARTMENT 

Service Area 

The service personnel  repair  al l  off ice  machines  sold by Don's ,  

and al though repair ing equipment  is  only one process ,  this  process  

involves  separate  operat ions which must  be semi - isolated from one 

another .  Three dis t inct  areas  are  necessary,  and they are  a  

service area,  a  cleaning room, and a  paint  booth.  

The service area should contain 300 square feet  of  f loor  area 

and provide the necessary work space for  four  repairmen.  Se­

parated from the c leaning room and paint  booth because of  fumes 

and dust ,  the service area provides  for  replacement  of  par ts  and 

adjustments  to  machines .  Par ts  are  stored in thr®e sect ions of  

4  in ,  by 6 in ,  drawers;  each sect ion being 3  ft  wide,  6  ft  h igh,  

and 2 ft  deep.  A movable  intense l ight  source should be provided 

at  this  par ts-cabinet  uni t .  Hooks on a  wall  area  of 30 square feet  

would provide s torage for  bel ts ,  cords ,  and carr iages .  Also in­

cluded with par ts  s torage is  a  platen rack ( typewri ter-cyl inder  rack)  

with s ix  square feet  of  face area.  
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Types of machines s tored in the service area are those to 

be del ivered,  those to be rented,  and those to be repaired.  De­

livery machines require 72 l ineal  feet  of  shelf  s torage,  rentals  120 

l ineal  feet ,  and repairs  120 l ineal  feet .  Each shelf  should be one 

and a  half  feet  deep and vary in height  from 1 ft—2 in,  to 1  ft—6 in.  

Five work benches and one 2-foot  diameter  turntable are re­

quired with one bench used str ict ly for  checking in machines,  ei the 

for  est imates or  for  scheduling service repair .  By having a  table 

for  this  purpose,  i t  e l iminates the removal  of a  machine from a 

bench to check in a  machine to est imate repairs ,  This  bench also 

provides a  place to keep al l  records necessary in the service de­

partment,  so that  when a  machine is  checked in,  al l  proper record 

can be star ted.  Catalogs wil l  a lso be stored here requir ing 12 

l ineal  feet  of  shelf  s torage.  

Each repairmen's  work bench or  work area requires a  5 ft  

x  3 ft  working surface,  one shallow drawer,  three 110-volt  e lectr i­

cal  outlets ,  an intense l ight-source,  a  turntable,  and a  24 inch 

long magnetized bar  to hold tools .  Each repairman is  to have 

immediate access to a  telephone.  The 2-foot  diameter  turntable is  

used for  servicing large i tems such copy machines and should be 

almost  bench height ,  

A bullet in board and coffee area wil l  be located in the service 

department providing a  locat ion where al l  employees can relate in­

formation to the others .  
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Cleaning Room 

Consist ing of an area where machines are cleaned by com­

pressed air  and chemicals ,  the cleaning room should be separate 

from the service area so that  noise or  dir t  f rom the cleaning room 

does not  get  back into the service area.  Adequate venti lat ion is  

necessary to el iminate dust  and chemical  odors.  Contained with­

in 160 square feet ,  this  area is  to include one baking and drying 

oven,  a  one-machine spray-wash booth,  access to compressed air ,  

a  chemical  agitator ,  two r inse tanks with drain shelves,  one work 

table 60 in.  x 30 in.  ,  and 12 l ineal  feet  of shelf  for  drying or  curing 

machines.  Also a grinder,  a  f ire  extinguisher,  one double-compart­

ment s ink,  and a lathe should be included.  Electr ical  outlets  

supplying 220 volts  and 110 volts  are required.  

Paint  Booth 

The paint  booth occupies 100 square feet  of  f loor area and 

must  permit  ready access to large i tems such as  desks and f i les .  

This  area must  have adequate venti lat ion for  paint  fumes and should 

be supplied with a  f ire  extinguilher ,  gun,  compressed air ,  hooks 

on which to hang painted i tems,  and a  turntable.  Electr ical  out­

lets  supplying 220 volts  and 110 volts  are required.  

BOOKKEEPING-SECRETARIAL AREA 

This area 's  main function is  to record the accounts and t rans­

actions of Don's Office Machine Company, but it also must function 
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to  handle  cor respondence  and to  rece ive  cus tomers  when the  sa les ­

men a re  not  p resent .  

To  funct ion  proper ly  th is  space  must  occupy 170 square  fee t  

p lus  a  record  s torage  space  of  20  square  fee t .  Inc luded  wi th in  

the  bookkeeping  a rea  i s  an  of f ice  cabine t ,  sa les -card  records ,  

cor respondence ,  b i l l ing  equipment ,  and  repa i r  records .  To  func-

t ion  as  secre tary  and recept ionis t  the  person  in  th i s  a rea  must  a l so  

have  a  te lephone  and  in te rcom.  The  off ice  cabine t  conta ins  forms,  

f "  '  l e t te rs ,  and  genera l  suppl ies .  This  cabine t  should  enc lose  she lv ing  

2  f t  h igh  x  12  f t  long  x  11/2  f t  deep ,  and  four  2  f t  wide  x  4  in .  h igh  

x  11/2  f t  deep  drawers .  Bi l l ing  equipment  inc ludes  a  copy machine ,  

adder ,  typewri te r ,  pos tage  meter ,  check  pro tec tor ,  and  pos t ing  

machine .  Sa les -card  records  a re  s tored  in  4  in .  x  6  in .  f i le  boxes  

wi th  only  one  cur rent  box in  the  bookkeeper ' s  work  a rea  and the  

o thers  in  the  s torage  a rea .  Correspondence  and cur rent  work  re ­

cords  a re  s tored  in  one  4-drawer  f i le  cab ine t .  Repai r  o r  work  

records  requi re  a  removable  card  f i le  2  f t  long  and  1  f t  h igh .  A 

2-drawer  c redenza  uni t  i s  necessary  to  handle  misce l laneous  i tems 

such  as  phone  books  and  cor respondence .  Documents  should  be  

s tored  in  a  f i reproof  safe  approximate ly  21/2  f t  x  3  f t  x  5  f t .  

DESIGN AREA 

Graphic  of f ice  p roposa ls  a re  prepared  in  the  des ign  a rea  for  
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c l ients  who show an in teres t  in  purchasing off ice  furni ture .  Pres­

enta t ions  are  a  combinat ion of  cut -out  photographs ,  hand drawn f loor  

p lans ,  and mater ia l  samples .  Many furni ture  companies  supply  f loor  

presenta t ion mater ia l ,  such as  photographs ,  layout  hoards ,  and 
. 

samples  making a  4  f t  x  3  f t  d rawing table ,  a  s torage cabinet ,  a  

T-square ,  an  adjus table  t r iangle ,  and an  incadescent  l ight  source  

al l  tha t  i s  necessary  to  complete  des igns .  Floor  area  required is  

60 square  feet .  

STORAGE AREA 

Total  s torage area  required i s  1 ,000 square  feet  wi th  100 

square  feet  reserved for  uncra t ing and mai l ing.  S torage requires  

a  dry ,  cool  a rea  that  i s  adequate ly  f i re  protected.  Uncrat ing and 

mai l ing require  an area  equipped wi th  a  12 ft-  x  3,  f t  wide  bench,  

wrapping paper ,  s t r ing,  tape ,  sca le ,  and^tools  such as  a  knife  and 

screwdriver .  Uncrat ing and mai l ing must  be  located c lose  to  both  

the  s torage area  and service  depar tment .  Because  the  service  area  

requires  mai l ing services ,  i t  would  be  des i rable  to  locate  the  mai l ing 

and shipping c loser  to  the  service  area  whi le  the  uncra t ing would 

remain c loser  to  s torage.  If  the  service  area  and s torage area  

become removed any dis tance  f rom each other ,  i t  would  be  advan­

tageous  to  include the  shipping and mai l ing wi thin  the  repai r  area  

ra ther  than wi thin  the  s torage area .  
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>, •  At .  

WASHROOM 

Occupying 50 square feet  the washroom contains  one lavatory,  

one ur inal ,  one water  c loset ,  a  mirror ,  a  soap dispenser ,  one 

hand cleaner  dispenser ,  a  towel  dispenser ,  and a  coat  rack for  

eight  coats .  

PARKING 

Only the f i rm's  small  del ivery van needs an enclosed parking 

s ta l l .  A 180-car  parking garage one block away wil l  furnish em­

ployee and customer parking.  The van requires  200 square feet .  

If  space is  avai lable  i t  would be desirable  to  provide an addi t ional  

e ight  spaces  for  employee parking and four  spaces  for  customer 

parking.  

MECHANICAL AREA 

The mechanical  area wil l  include a  heat ing plant ,  compressor ,  

and hot  water  tank.  Total  area wil l  be  approximately 200 square 

feet .  
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Function Function Breakdown Total  Area 
Square Feet  Square Feet  

SALES AREA 2796 

Display 1296 

Circulat ion 800 

Owner 's  Office 120 

Salesman's  Office 80 

Used Furniture 500 

SERVICE DEPARTMENT 560 

Service Area 300 
i  

Cleaning Room 160 

Paint  Booth 100 

BOOKKEEPING-SECRETARIAL AREA 170 

DESIGN AREA 60 

STORAGE AREA 1000 
i 

S torage 900 

Uncrat ing and Shipping . . . .  100 

WASHROOM 50 

PARKING 200 

MECHANICAL 200 
5036 
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AESTHETIC CONSIDERATIONS 

How's  she  goin '?  

t  i  
Good an 1  you?  Where  ya  b in  

these  days?  

Most ly  down the  2900 of  the  

Con,  Got  a  cont rac t  on  a  good 

s tope  but  have  been  doin '  some mo-

tor in 1  and breakin 1  on the  gr izz l ies .  

; - • . • •.. • y t 
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You know Mike  C 'Leary  don ' t  ' cha .  The  o ther  n igh t  when  he  was  

w o r k i n '  a t  t h e  S t e w a r t  t h e  s k i p p y  g o t ,  . . . . .  

Eu t te  peop le  have  bo th  a  un ique  l anguage  and  un ique  mores .  

At t i tudes  and  l anguage  a re  der ived  f rom the  days  of  boom- town min ing ,  

a rden t  segrega t ion i s t  a t t i tudes ,  and  ex t reme l ibe ra l i sm.  Much  of  the  

l anguage  and  mos t  of  the  l ibe ra l i sm i s  due  to  the  miner ' s  in f luence .  

To  a  miner  i t  i s  on ly  na tu ra l  to  t a lk  shop  and  vo te  l ibe ra l .  In  o ld  

But te  the  I t a l i ans  (wops)  ha ted  the  Engl i sh  ( "cous in  j acks" )  who  in  

tu rn  fought  the  I r i sh ,  and  no  one  l iked  the  F inn i sh  ( "F ins" )  o r  

Yugos lavs  ( "Bohunks" ) ,  Segrega t ion  was  a t  i t s  he igh t  in  But te  wi th  

each  soc ia l  g roup  hav ing  i t s  own a rea - -DuUin  Gulch ,  F in  Town,  e tc .  

In  o ld  But te  when  a  bar  was  opened  the  key  was  th rown away .  

Even  now wi th  a  l iqour  con t ro l  board  regu la t ing  the  a l lowable  t imes  

wi th in  which  a  bar  mus t  opera te ,  But te  a lmos t  main ta ins  the  o ld  t r a ­

d i t ion .  Dur ing  summer  months  they  open  on  Dayl igh t  Sav ing  Time 

and  c lose  on  Mounta in  S tandard  T ime ,  and  o f ten ,  r a the r  than  c lose  

they  mere ly  tu rn  of f  t he i r  l igh t s  and  a l low pa t rons  to  con t inue .  Vot ing  

Democra t ,  d i s regard ing  the  Amer ican  "soc ia l  l adder" ,  va lu ing  a  t rue  

f r i endsh ip ,  a l lowing  pros t i tu t ion  to  th r ive  one  b lock  f rom But te ' s  cen­

te r ,  go ing  to  church  da i ly ,  d i s l ik ing  pompous  ex t ravagance- - these  a re  

a l l  Bu t te .  

In  an  a r t i c le  en t i t l ed  "Next  S tep :  Fore ign  Aid" ,  the  February  

27 ,1965  i s sue  of  the  Montana  S tandard  newspaper  repor ted  the  fo l lowing  

"The  Montana  Sena te  in t roduced  an  unof f ic ia l  r e so lu t ion  Fr iday  
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to  cede to the federal  government  the count ies  of  Si lver  Bow 
(Butte)  and Deer  Lodge (Anaconda)  and cal l  this  area Butaconda 

The resolution said,  'I t  is  patently obvious to the most casual 
observer that  Montana has exerted only nominal jurisdiction over 
this  terr i tory s ince s ta tehood. '  

Introduced by four  senators ,  the resolut ion went  on to  refer  
to  odd dialects  and customs found in the area.  

In the house,  one member referred to Si lver  Bow and Deer  
Lodge count ies  as  ' the  only is land surrounded by land. 1"  

Liberalism and a unique language persist ,  but disl ike for foreign 

ethnic groups has changed to a str ict  loyalty to any "Butte guy".  

Although Butte  is  not  made up ent i re ly  of  people  who vote  l iberal ,  

have odd dialects  and feel  an intense loyal ty  to  But te ,  they do in­

fluence the majority.  

The major consideration in regard to Don's Office Machine Com-
J 

pany is  that  the  people  a lmost  fear  a  place that  i s  " too nice" .  This  

i s  r e c o g n i z e d  b y  a l l  b u s i n e s s  m e n ,  f o r  e x a m p l e  l a w y e r s  d o  n o t  f u r ­

nish their  offices in an expensive manner because Butte cl ients would 

be averse to such an environment.  Butte people don' t  disl ike nice 

things,  they just  feel  out of place in an expensive atmosphere and will  

avoid such places.  Although most sales are to businessmen who 

would appreciate  auspicious surroundings,  they must  deal  with the 

general  public and,  therefore,  must keep their  furnishing styles re­

latively simple.  The general  character of Don's Office Machine 

Company, therefore,  must convey a feeling of quali ty but without a  

feeling of extravagance.  

EXTERIOR 

Although it  is  not desirable to duplicate the Victorian-influenced 
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which does complement r  i ther  than comi u»:  radical! /  Vvitr .  t , 

surroundings.  One block east  of the proposed si te  is  a  newly con­

structed Prudential  Savings Bank having a  facade of 30-foot  high 
/ 

white pre-cast  concrete and dark glass panels .  It  i s  well  designed 

but  with no regard for  Butte 's  exist ing character  and al though the 

building was designed by a  nationally known architect  (Will iam Fierrara)  ,  

i t  i s  not  rated highly by the people of Butte .  

Adjacent  buildings are of the most  importance.  A furniture s tore 

across Broadway Street  is  a  concrete s tructure with the majori ty 

of the facade glass.  Across Hamilton Street  is  a  large red brick 

structure with the f irs t  f loor made over into a  cafe having a  ' con­

temporary '1  store front  of l ight  colored brick and orange wood.  Be­

hind the proposed si te  is  a  mult i-s tore building which has been 

stuccoed and painted white.  Direct ly adjacent  to the si te  is  a  two-

story brick s tructure.  The firs t-f loor facade is  mostly glass;  the 

second-story facade is  red brick,  and l ight  green t i le .  

Major Lines Influencing Facade Design 
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A facade for  the proposed building should relate to important  

l ines of the adjacent  buildings.  As shown in the above photographs,  

building forms of adjacent  buildings create l ines of  importance at  the 

window-heads,  the top of the t i le  work,  and the overhang just  below 

the parapet .  These l ines wil l  be most  important  to relate the pro­

posed building facade to.  

The facade should provide a  maximum of viewing into the dis­

play area within the building,  must  not  be extravagant ,  and should 

reflect  a  feel ing of permanence out  of  respect  for  a  heavy,  perma­

nent  feel ing of surrounding buildings.  The exterior  should be of a  

dark material  so that  dust  does not  make the building look con­

stantly dir ty.  The city of  Butte uses sand on i ts  s treets  during the 

winter  and dust  becomes a  major problem in the spring.  A light-

colored facade would require yearly washing.  

INTERIOR 

:  ' en 11 '  "**• Sales Area 

A showroom is  an excellent  asset  to an off ice machine dealer  

and should be a  place where salesmen are proud to bring their  

c l ients .  Because many types of furni ture and off ice machines are 

buil t  with design as  a  major considerat ion,  the display area should 
*'' At 

consist  of relat ively plain homogeneous materials  which wil l  al low the 

off ice appliances to s tand out .  Colors used in the display should be 

neutral ,  thereby el iminating possible color  disharmony between office 
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products  and bui lding color .  The sales  area should remain one large 

area al lowing easy change from small  s imulated off ices  to  large displays 

of  ent i re  seat ing groups.  A durable  f loor  mater ia l  permit t ing easy 

furni ture  movement  is  desirable .  Individual  areas  could be suggested 

by a  change in f loor  mater ia l ,  such as  t i le  to  carpet .  Level  of  i l ­

luminat ion should be high with spot  l ight ing access  for  any desired 

individual  area.  Sunl ight  on cloth mater ia ls  should be el iminated,  as  

i t  wi l l  cause them to fade.  Salesmen's  off ices  should be completely 

vis ible  f rom the display area exhibi t ing good examples  of  an eff ic ient  

working "total  off ice" .  The ent i re  sales  area,  therefore ,  should be 

s imple,  a l lowing furni ture  to  be not iced,  

Service Department  

Of major  concern in this  area is  eff ic iency resul t ing in proper  

workmanship with speed.  This  should be accomplished by providing 

each man with a  comfortable  work space including proper  temperature ,  

an intense l ight  source,  and adequate  tool ,  s torage.  Appearance of  

th is  area is  not  cr i t ical ,  however ,  a  neat  shop is  eff ic ient .  

Remaining Areas  

Proper  planning of  funct ions wil l  enable  al l  o ther  areas  to op­

erate  properly.  For  example,  proper  layout  of  the  bookkeeping-

secretar ia l  area wil l  create  a  desirable  working cl imate ,  Olivet t i -

Underwood and Steelcase wil l  supply the aesthet ics .  > 



ECONOMICS 

Investment  Tax Credi t  

Congressional  act ion to  

suspend the 7% tax credi t  that  

business  may take on new equip­

ment  purchases  and bui lding pro­

jects  wil l  run to December 31,1967.  

The governments  ant i - inf la t ionary 

measure does,  however ,  exempt  

the f i rs t  15% of  any new invest­

ment—a provis ion designed to 

protect  and promote small  busi-

9:  24-ness. 

Cost  Calculat ion 

Marshal l  and Stevens Pub­

licat ion Company's  Marshal l  Val­

uat ion Service was used to com­

pute total  bui lding cost .  The cal­

culator  method of  sect ion 13 was 

was used to  compute basic  square 

foot  cost  of  the  proposed s t ruc­

ture  with a  lump sum addi t ion of  
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of  a  f re ight  e levator  (sect ion 5$) ,  

Considered as  a  re ta i l  s tore ,  the  bui ld ing i s  des igned for  re ta i l  

sa les  and display,  wi th  a  display or  decorat ive  f ront .  Both  one and 

two-s tory  bui ld ings  a re  included.  Reta i l  s tore  c lass i f ica t ion a lso  in­

c ludes  "secondary depar tment  s tores" ,  wi th  l imi ted  merchandise  l ines .  

Cost  per  square  foot  i s  to  be  taken as  $15.00 because  the  bui ld­

ing requirements  fa l l  be tween c lass  "C" excel lent  re ta i l  s tores  ($16.56 

per  square  foot)  and c lass  "C" good re ta i l  s tores  ($13,01 per  square  

foot) .  Class  "C" bui ld ings  have masonry or  concrete  exter ior  wal ls ,  

and wood or  s tee l  roof  and f loor  s t ructures .  Requirements  causing 

cost  to  fa l l  be tween good and excel lent  a re :  exter ior  wal ls  of  face  

br ick  and meta l ;  good displays;  in ter ior  wi th  bes t  p las ter ,  panel ing,  

te r razzo,  and carpet ;  specia l  l ight ing ef fects  and good f ix tures ;  and 

heat  considered as  Package A.C.  Furni ture  purchase  is  unnecessary  

as  al l  equipment  comes f rom inventory .  

STRUCTURE--  4036 square feet  @ $15.00 $60,500 
Basement--1000 square feet  @ $  4 .71 4 .710 

Total  $65,210 
Perimeter  Mult ipl ier--1 .  200 Corrected $78,000 

ELEVATOR- -  Specif ica t ions  a re :  smal l  re ta i l  s tore ,  three  s tor ies  
( including basement) ,  one  f re ight  e levator ,  50 feet  
per  minute ,  AC Rheosta t ic  Control ,  3 ,000 pound 
capaci ty ,  s imple  automat ic  control ,  and two manual ly-
opera ted doors .  

Cost  Per  Shaft  $  7 ,000 
Simple  Automat ic  Control  ^00 
Three  Stops  @ $1300.00 3  ,  9QQ 

Total  $11,400 

TOTAL BUILDING COST: $78 ,000+$l  1 ,400-  $89,400.00 

Bui lding l i fe  expectancy is  5 5  years .  The bui lding would cost  

$135 per month over 55 years .  This  does  not  include interest  on a  loan.  
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