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As you enjoy your vacation, whatever you
do, please be careful and return to us
safely. We cannot afford to lose any
readers.

Editorial
Since the inception of our NEWSLET
TER, some six years ago, we have tried
just about every means known to encour
age your participation in giving us news
items to print. So far we have had very
little success.
We were startled recently, when
seeing a report on the First Advisory
Board Meeting, that one of our Agencies
had raised the questions as to why we
didn’t promote more space to items on
our Agents. We have 72 Agency Offices
scattered thru-out the U.S. WHAT
COULD PLEASE YOUR EDITORIAL
STAFF MORE, THAN TO RECEIVE A
FLOOD OF SUGGESTED NEWS
STORIES TO PRINT?

Goeffrey Halley
Effective June 1st Mr. Geoffrey Halley
was appointed Director of Research and
Development. In this new position he will
report directly to Mr. Haas.
We have found it necessary to expand
our Research and Development activities
and Mr. Halley will now become directly
involved with the development of the
high voltage electric boiler as well as the
hot water electric boilers, and all
developments involving Ebcor.
I know all of you wish him every
success in his new position.

Washington Report

★★★★★★★

by Buck Wilhide
A veteran Washington political pro
once made the statement that “big
government is not here to stay, big
government is here to grow’’. The truth
of that statement is certainly obvious to
all of us who pay taxes and watch the
growth of the national budget. In fiscal
1977 which begins October 1, 1976, the
budget sent to the Congress by the Ford
Administration was $395.8 billion. The
Congressional Budget is close to $413.3
billion. The size of those figures is
beyond the comprehension of most of us.
The point is that the federal government
has become the largest customer for
almost everything. Many businesses
have a tendency to wring their hands and
deplore the influence of the government
on the market place. While not casting
any dispersions on the sincerity of such
arguments, it seems somewhat counter
productive if you have a product for which
the government can be a prime customer.
Sure, there are some onerous forms that
have to be filled out, seemingly contradic
tory specifications to be sorted out and
frustrating bureaucrats who appear to be
unable or unwilling to do anything to
enlighten the puzzled potential bidder.
If we subscribe to the axiom that the
“customer is always-well almost alwaysright”, shouldn’t government procure
ment officers and the agencies for which
they are responsible have the same rights
as any other customer? Kewanee em
ployees and agents certainly appear to
think so. We have been turning over
rocks and looking into the caverns of
many potential government buyers of
boilers and trying to get the word on new
procurements to our various agents and
representatives across the country. The
Veterans Administration has changed
their policy on the size of fire tube boilers
their A&E designers will consider; the
Boiler Research and Advisory Board in
Washington will hear a presentation from
Kewanee this summer which could result
in getting some military specifications
altered; The Army has already purchased
a token number of Kewanee boilers and
we appear to be in the running for several
other sizable procurements; the Bureau
of Federal Prisons has designed several
prison boiler spaces around Kewanee
boilers and we are now tackling the giant
General Services Administration to let
them know Kewanee has a full head of
steam up (no pun intended) and is driving
or diving into tne federal market with its
usual aggressiveness.
Doing business with any government,
local, state or federal, is filled with
frustration, irritation and disappoint
ment. The fact remains that such a
market cannot be left to those who

Lois Spiegel

National Secretary
Of The Year
Each year we have put an article in the
NEWSLETTER on the subject of National
Secretaries Week. This year we are proud
to be able to show you the Kewanee
Chapter’s “National Secretary of the
Year”, Miss Lois Spiegel. Lois is the
secretary to our Vice President of Engi
neering, George Kasparian.
She probably wouldn’t want me to tell
this, but she has been with Kewanee
Boiler for more than 37 years and has
held many positions during this time.
We congratulate you Lois on your
selection as Secretary of the Year.

★★★★★★★
specialize in doing business with govern
ments. Rather, it is in our own interests
to get some of our tax money back into
the Kewanee cash drawer.

Affirmative Action
Update
Kewanee Boiler Corporation has an
nounced that in keeping with the
Company’s image of a progressive and
rapidly growing manufacturing firm, an
updated comprehensive Affirmative Ac
tion Program is being launched as a con
certed effort to effectively recruit and
employ minority workers and women.
This program is seen as a positive step
forward in the continuing process of
Equal Employment Opportunities for all
potential workers.
“We at Kewanee Boiler must recog
nize and accept the responsibility to
design and implement a program to strike
at the total problem. .
stated Fred
Haas, Corporation President, in a state
ment issued to employees on June 11,
1976. As a major supplier to the Federal
Government, Kewanee Boiler is intimate
ly aware of the need for an ever growing
and expanding employment philosophy.
It is only through corporate policy
properly administered through all line
and staff employees that any positive pro
gress can be made toward any goal in
today’s world of financial accountability
and government regulation.
It is through the continuation and
implementation of Affirmative Action
that Kewanee Boiler Corporation can
contribute toward “Opportunity Equal
ity’’. In his statement to employees, Mr.
Haas asks that all concerned have a spirit
of “total commitment to this goal on the
part of every Kewanee Boiler employee’’.

Serving Others
by Susan Nelson
Office work is service work. It is per
formed primarily for the benefit of others.
The office is a service to our executives,

L-R - Ed. Reiff, Dwen Freeburg, Leonard Slock, John Gaydos.
to manufacturing, sales, accounting, pay
roll, purchasing, maintenance, customer
service, and others. These departments
are all tied together by what we call
administration or business management,
which is the office.
Underlying all office work is the service
principle. We people in the office are not
in business for ourselves; we are here to
serve others. Maybe you don’t think of
your job this way, but this is the reason
for your importance.
Although office work produces no
direct profit, on the other hand efficient
office operations contribute to our
company’s profit picture. To make one
dollar profit can be done either by
increasing sales by $20 or more, or by
simply reducing operating costs by one
dollar. You can decide which is easier.

L-R - W. Taylor, D. Price, T. Witte, L. Dziengel, T. Weeks and A. Davis.

Pictured above are our most recent
retirees honored by Kewanee Boiler.
These gentlemen represent 142 years of
fine service to their company. We wish
each one of them many years of enjoy
ment in their newly found avocation,
which we know will include lots of fishing
and golf (provided they can get away
from home).

We Do Listen
by Jan Eisenbarth
Since May 19, 1975, Kewanee Boiler
has been gradually instituting the
strongest quality control department this
company has ever had. Kewanee has
always been known for good quality, but
it is the intent of our company to have the
oest quality of all of our competitors.
It will soon be one year since Arnie
Davis started putting together our main
inspecting department. I’m sure many of
us have seen the difference in the quality
of our units. There have been many code
changes and we feel that Kewanee Boiler
is doing a fine job in keeping up with
these changes. I’m sure our quality
control department will keep striving to
get ahead of the code.
In the photo at left you will note the
inspectors are standing next to a Classic
III unit complete with our new quality
Soot Blower Units installed.

More On Quality
by Jan Eisenbarth
At our recent Kewanee Boiler Advisory
Board Meeting, one of the main topics
discussed was the overall look of our
boilers. Since this meeting many changes
have been made in the general “quality
look’’ of our units.
Kewanee Boiler has always been
thought of as a good quality operating
unit. We intend for it to also be know as
the best looking unit on the market. We,
in manufacturing want to be as proud
of its looks as of its operation. Therefore,
we have instituted our “NEW QUALITY
LOOK”.
WHICH WOULD YOU BUY???

Anniversary Dates
10 Years

Barb Zalewski
Jack Smith
Frank Mason
Larren Brown
Jackie Cathelyn
Robert Youngstrom
John Campbell
Walter Peterson

15 Years

Don Kermeen

20 Years

Bob Lee

30 Years

Jim Cone’
Dorothy Gaydos
Glenn Ouart
Charles Royce

35 Years

George Rainey
Len Carlson

40 Years

John Rainey

The New Look
by Jerry Humphrey
On April 1st two new items were in
stalled in each department. One item is a
new glass enclosed bulletin board, called
Kewanee News Center. Its use will allow
us to bring you many new subject matters
that we have not been able to in the past.
We intend to post such items as pictures
of various activities, both here at
Kewanee and in the field. These will
range from the pictures of the Open
House, which are posted now, to good
and bad reports and photos on the quality
of our products sent to us from the field.
Also you will notice a sheet showing the
anniversary dates and years of service of
you and your fellow employees. You are
invited to bring forth to our attention any
item you feel might be of interest to the
rest of your fellow employees. All items
must be processed through the Plant
Superintendent’s office.
The other new item is the Departmen
tal Goal Sign. Listed are the goals that
must be met by each department in order
for our Company to remain competitive in
the national and inter-national markets.
These goal boards will be maintained
weekly, reflecting the departmental
achievements. This will give you the
opportunity to view the cost contribution
of scrap material, rework labor, and idle
time to our product costs. As you know
we are engaged in a highly competitive
market, and only through constant effort,
on our behalf, to meet the departmental
goals will we be able to secure the addi
tional sales required to ensure Kewanee
Boiler’s future in the industry.

Picture #4 After

Our Switchboard
Pictured at right is Dorothy Gaydos,
our switchboard operator, whose pleasant
voice greets all of our Agents and
Customers that call to Kewanee for
information and/or help on Kewanee
Products.
She is also the one who first greets the
many people that walk through our front
door, people that include the vendors’
salesman, customers and even some of
our Agency People.
Incidently, the day this photo was
taken, Dorothy was celebrating her 30th
anniversary with Kewanee Boiler.
Congratulations Dorothy.

Dorothy Gaydos

Hold The Cost Line
It is equally important that we turn out
first rate products at the lowest possible
cost.
The president of one large company
said: “The full and enthusiastic support
of every employee is needed to be sure
that every customer receives maximum
value in everything we make or do for
him. This means not only quality
improvement but also cost reduction.''
In the competitive give and take of
today’s marketplace, there is simply no
room on the shelves or in the showrooms
for a high cost, low quality product.
Customers won’t buy it and they won’t
pay for it. They don’t want a product or
service that costs more than they can get
it elsewhere. Why should they?
People usually shop around for the
most economical price they can get. With
the galloping prices today of just about
everything, this was never truer. And
every penny we add to the cost of
producing a product, almost always has
to be added to the final selling price of
that product. Where else can it come
from?
The result: customers buy a less
expensive product elsewhere causing
sales and profits to slide.
It’s not easy to keep costs in line. Think
of all you have to go through to stretch a
dollar at home.
Just when you feel you’re getting
ahead of the game, what happens? You
get trapped by a mountain of bills. Your
company has exactly the same problem,
except that they have to multiply it a
thousandfold.

Pictured above is Kewanee’s R.N.
Carlene Hebei congratulating Susan
Nelson, Secretary, Ind. Rel., on her
successful completion of a Medical Self
Help Training Course offered at Black
Hawk East. Susan acts as a substitute in
the First Aid Dept, for Carlene whenever
she is not available.

More On Improvements
We have built a new traffic and
shipping office, combining the two into
one area. This is quite an improvement,
as Shipping Supervisor Bob Jacobs will

attest.
Additional improvements will continue
and when possible we will show them to
you in future editions.

Data Processing
Profiles

information to calculate something. An
example is when I figure out everyone’s
pay. I not only must figure the amount
that goes to each employee, I must also
figure the amount of taxes, insurance and
other deductions. I have to keep track of
all this until the end of the year.
The objective of what I do is to provide
information that is useful to our company.
I provide it by printing it on paper. People
can read what I have printed and use it to
better do their jobs.
I work very quickly and accurately. I
have a disadvantage compared with
people, though, I cannot reason. I just
read, process, and print information.
People make all the decisions.

by A. Computer
The folks in Data Processing would like
everyone to understand what is done in
our department. They plan to tell you
about some of their jobs. I was elected to
tell you about mine in this issue of the
newsletter.
My Job is to process information. I
cannot hear or read like people do, so
information must be given to me in a
special form. I can read information from
holes punched in cards. Different com
binations of holes mean different things
to me. For instance, one combination
represents the letter A, another combina
tion the number-1, another the letter B
and so forth.
I tell what combination of holes are in a
card by shining a light on the card.
Wherever the light shines through, I
know there is a hole.
Once I have read information from
cards, I do various things with it.
Sometimes I need to remember it for
future reference. When this is the case, I
record it on magnetic disks. I can put
information on these disks much like you
would record your voice on a tape re
corder. I can go back later to get this
information much like you would play
back the tape.
Sometimes I am supposed to use the

SICK LIST
CHARLES LONG
CHARLES OXBERGER
WALTER VER VYNCK
BERNARD ZAPISEK
WILLIAM WADE
ROBERT WATSON
CLAUDE PEED
RANDY PICKERING
HAROLD STICKEL
PAUL MANTHE
STEVE IMLER
JOSEPH CORETTO
CLIFFORD MOORE

THE ROOF’S THE LIMIT
by Jan Eisenbarth
Recently, our plant started a much need
ed remodeling program. An example of
this is the new roof being installed in the
Punch Department.

The Price They Paid
Have you ever wondered what happen
ed to those men who signed the Declara
tion of Independence?
Five signers were captured by the
British as traitors and tortured before
they died. Twelve had their homes
ransacked and burned. Two lost their
sons in the Revolutionary Army, another
had two sons captured. Nine of the 56
fought and died from wounds or the
hardships of the Revolutionary War.

Walton, Gwinnett, Heyward, Ruttledge,
and Middleton.
At the Battle of Yorktown, Thomas
Nelson Jr., noted that the British General
Cornwallis, had taken over the Nelson
home for his headquarters. The owner
quietly urged General George Washing
ton to open fire, which was done. The
home was destroyed, and Nelson died
bankrupt.
Francis Lewis had his home and
properties destroyed. The enemy jailed
his wife, and she died within a few
months.
John Hart was driven from his wife’s
bedside as she was dying. Their 13
children fled for their lives. His fields and
his grist mill were laid waste. For more
than a year he lived in forests and caves,
returning home after the war to find his
wife dead, his children vanished. A few
weeks later he died from exhaustion and
a broken heart.
Norris and Livingston suffered similar
fates.
Such were the stories and sacrifices of
the American Revolution. These were not
wild-eyed, rabble-rousing ruffians. There
were soft-spoken men of means and
education. They had security, but they
valued liberty more. Standing tall,
straight, and unwavering, they pledged:
“For the support of this declaration, with
a firm reliance on the protection of the
Divine Providence, we mutually pledge to
each other, our lives, our fortunes, and
our sacred honor."
They gave us an independent America.
Can we keep it?

What kind of men were they?
Twenty-four were lawyers and jurists.
Eleven were merchants, nine were
farmers and large plantation owners,
men of means, well educated. But they
signed the Declaration of Independence
knowing full well that the penalty would
be death if they were captured.
They signed and they pledged their
lives, their fortunes, and their sacred
honor.
Carter Braxton of Virginia, a wealthy
planter and trader, saw his ships swept
from the seas by the British navy. He sold
his home and properties to pay his debts,
and died in rags.
Elinor Myers
Elinor, known around the plant as Ellie,
replaces Carol in the Shop Office, where
she is secretary to the Director of Manu
facturing. Ellie comes to us from the City
of Go., Galva, where she has lived all of
her young life.
Her hobby is gardening.

Thomas McKeam was so hounded by
the British that he was forced to move his
family almost constantly. He served in
the Congress without pay, and his family
was kept in hiding. His possessions were
taken from him, and poverty was his
reward.
Vandals or soldiers or both, looted the
properties of Ellery, Clymer, Hall,

Carol Hicok
Carol has just accepted the position as
Shop Clerk in Dept. 3, where she gathers
statistical data which assists the Super
visor in the effective operation of his
department.

Bowling Team - Back left to right - J.
Mikenas, E. Eggoman, M. Currier, front

l-r - N. Harris, J. Kelly, Captain and J.
Smith.

The Boiler Pipe Shop bowling team
sponsored by Kewanee Boiler Corp., won
First Place in the Boiler-Hyster Wednes
day Night Industrial League for the
1975-76 bowling season. The team
members shown above are to be
congratulated for a very successful
season.

contender to his opponents. Many more
STRIKES John.

The team sponsor trophy and citation
were presented to Kewanee Boiler for
sponsoring the winning team, while each
member received an individual trophy.
The Welding team finished in 5th
place. Members of this team are Linus
Aldrich, Captain, Paul Firnbach, Tuck
Blair, George Rainey, Terry Peterson,
Stan Korzybski and John Collar.
A tribute to one of the above players is
in order, for he celebrated his 76th
birthday during the season. Congratula
tions to John Collar, who still manages to
throw a mean ball and is a serious

New Manufacturing
Assignments
KA CEE is smiling down on two new
departmental supervisors as Rich Cone’
introduces them to you. Gene Carlson is
the newly appointed Supervisor of
Department 17 (Burner) working in con
junction with Leo Saey in assuring all
burners are completed on time and in the
best quality to assure customer satisfac
tion.
Dick Heise has recently been assigned
as supervisor of Department 7 (Type “C”
and Square Heat Fabrication).
We are sure you all join us in wishing
these people every success as they go
about their daily routine.

L-R - Gene Carlson, Dick Heise and Rich
Cone’.

Recently joining our Contract Engin
eering Department is Scott Yarde. Scott
was the Salutatorian of his Kewanee
High School Class and has just graduated
Cum Laude From Knox College in
Galesburg with a B.S. degree in
Chemistry.
Scott’s hobbies include golf, baseball,
basketball, football, etc.
Welcome aboard Scott.

★★★

Congratulations to John Robeson, who
is the proud father of a baby girl, Cynthia
Lynnette, born May 21st.

From Our Agents
Lyle Schuelke our representative in San
Francisco has good reason to feel proud
of his son Glen these days. Glen is a full
time student at Canada College, San
Mateo, California; except that one day a
week he sells Brock “Fuel Saver”
Turbulators for firetube boilers.
Glen has concentrated mainly on
greenhouses because they require a great
many firetube boilers and have large
heating bills. Glen showed them how they
could cut their fuel bills and through his
salesmanship has more than paid for his
college expenses because he is averaging
two turbulator sales a week.
Congratulations to a budding young
salesman!
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