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The Special Library and the Trade Journal 
By L. A. MACK 

Publisher of The Weekly Underwriter, New York 

T 0 THE layman in search of knowledge there is something very fascinating 
about a library. Here is a huge storage battery charged with the energy of the 
ages, awaiting only the connecting switch in the hands of the quiet, well 

informed librarian to place a t  his disposal that circuit of energy most suited to his 
particular needs. To the publisher of a technical or trade journal, the library plus the 
inquisitive consultant represent a dynamo, awaiting only the connection with the vast 
system of distribution, the transmission wires, if you please, represented by his 
circulation, to put this power to work Here again, the hand of the librarian throws 
the switch. 

During the past quarter-century events in the insurance field have moved with 
unprecedented rapidity. Companies which were one-man institutions before the 
Great War became financial giants and filing clerks became underwriters over night. 
This sudden demand for knowledge had a twofold effect. I t  led to the establishment 
by many companies of educational courses of their own in order to meet their par- 
ticular needs, and this, in turn, in many companies brought about the establishment 
of a special library -and it had a very stimulating effect upon the circulation of 
those trade journals devoting some portion of their space to educational subjects. 
But it also led to  the gradual abandonment by the trade press of such libraries as  
they had accumulated, because of the superior service afforded by the trained 
librarians in charge of the special libraries. 

In the early years of the twentieth century our own publishing house boasted the 
finest insurance library then in existence, with the possible exception of that of the 
Equitable Life. Every new book on any phase of insurance was sent in for editorial 
review, and every insurance journal and state insurance report was to be found on 
our reference shelves In  those days, too, hardly a day went by without a t  least one 
caller seeking information. And, with the leisure then characteristic of the editorial 
office, we would delve into the subject, and to the best of our limited ability help our 
caller to such books as we thought he needed. After he had finished, he would usually 
tarry a while to discuss his findings and in this way we ourselves gleaned much useful 
knowledge. If the subject was something unusual, sensing its news value we would 
frequently prevail upon the visitor to write us a special article, or a t  least a "story," 
which, of course, being exclusively published in our own paper, added interest and 
value to our columns. 



4 S P E C I A L  L I B R A R I E S  January-February, 1933 

But with the sudden rapid news developments during the war, and the conse- 
quent demands upon our editorial staff, the time available to callers on research bent 
was greatly curtailed, with the inevitable result that they began to disappear from 
our office, and seekinformation from the regularly established insurance libraries where 
the services of trained librarians were found to be vastly superior to the hasty efforts 
of an overworked editor. When the period of high rentals forced us all to seek every 
possible economy, a few years later, it was with no little regret that we reached the 
conclusion that our library, now so little used even by our own staff, should be 
abandoned. Books which were too valuable to discard entirely we presented to 
various insurance societies, although, I am glad to say, we still retain our law library, 
the bound volumes of our own and two or three other trade journals, and the current 
books coming in, as of old, for review. 

But we have lost almost irrevocably that which was most valuable of all, -our 
contact with the inquiring public which we had found so useful in the past. And it is 
with the thought that if it were known how much we appreciate this contact, and 
how valuable i t  would be for readers if we could retain i t  to some degree, that I wel- 
come this opportunity of suggesting a means of cooperation. 

Early last year we learned that the Insurance Department of New York was to 
conduct examinations for young men entering the business of insurance brokerage. 
An exchange of letters assured us of the desire of the Department to cooperate with 
us by suggesting the subjects upon which their examination questions would be 
directed. But it was six months before we were able successfully to contact the 
official in the department to whom we had been referred. In the meantime, several 
examinations had been held, and it is safe to a s h m e  that  some of the library con- 
sultants during that period were prospective participants in the examination. Their 
inquiries a t  the librarian's desk might easily indicate the general type of information 
which would be helpful to all similar students, and should suggest the type of col- 
lateral reading which might easily be provided through the current issues of the trade 
papers. 

A high official in your company sends down for the latest you have on unemploy- 
ment insurance. You, as librarian, discover that  he has been invited to speak upon 
that  subject before some group of business men. This in itself is an item of news of 
interest to all who might wish to make the effort to go and hear him, but it would be 
throwing the switch, and turning on the current full force, if you could get copies of 
his address, marked for release a t  the proper time, for those trade journals most likely 
t o  be interested in it. Even if this were not possible, the editor would be glad to know 
that the subject of unemployment insurance, so called, is engaging the attention of a 
high official in your company. This fact would put us on watch for other articles on 
this subject, from other sources, and the literature of the business would be enriched 
by just so much additional information as we might be able to obtain. 

Speaking for myself, I have received so much valuable help and inspiration from 
the librarians of insurance companies, and of the various insurance societies, along 
just these lines of cobperation, that I wish it might be more generally known how 
much this help is appreciated, and that our contacts with the inquiring public might 
in this way be reestablished, our transmission lines again hooked up with the dynamo 
which is your library in the hands of the research-minded, the switch-handle of 
which is in your own hands. 
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This Insurance Business of Ours 
By DANIEL N. HANDY 

lnsurance Library Association of Boston 

P ROBABLY every member of our Insurance Group is working for some cor- 
poration or some group of individuals which represents in one manner or an- 
other the insurance business; but how many of us realize how vast is the 

insurance business as a whole, and how vitally it affects the activities, and plans, 
and verv lives of the communities in which we live! 

Curiously, insurance creates nothing - i t  doesn't take raw material and refashion 
i t ;  it doesn't directly add to the national wealth. I t  is essentially a cooperative effort 
to shift individual burdens. I t  provides by contributions from the many for the 
indemnification of the few for losses which, if not thus shared, would be overwhelm- 
ing. I t  has been defined as an  attempt to substitute certainty for uncertainty; to 
replace the uncertainty of imminent major catastrophes by the certainties of the 
minor catastrophes - if we may so style them -of small premiums paid a t  regular 
intervals with a certain reimbursement of losses if and when losses occur. 

Insurance is one of the great stabilizers of modern life. Its work is so far-reaching 
and so beneficent that i t  seems we ought to "say i t  with flowers"! Unfortunately 
we are obliged to say i t  with figures. Most people dislike figures. Then, too, the figures 
required to tell the story of insurance reach into such huge amounts that they be- 
come almost meaningless to the average reader. Nor do figures alone tell the story. 
I t  requires some imagination to read into the figures the story of restored fortunes, 
of rebuilt communities, of salvaged homes, and of restored confidence which these 
figures represent! 

But let us to the figures. First, let us think of life insurance; 69.6% of all the life 
insurance written in the world is written in the United States. We haven't the figures 
for the year 1932, but  the figures for the year ending December 31, 1931, as given 
by the National Association of Life Insurance Presidents, show that the insurance 
in force on policies in the United States a t  the end of 1931 amounted to more than 
$108,885,000,000. In 1928 the life insurance in force amounted to $95,306,000,000. 

Here are some figures regarding life insurance as reported by fifty-two life insurance 
companies admitted to do business in the State of New York. Reports are for the 
year ending December 31, 1931. These companies a t  that time had assets of $17,- 
345,239,000. They received in premiums $3,119,918,000. They received from invest- 
ments, rents, etc., $952,600,000. Their total income amounted to $4,197,190,000. 
They disbursed on all accounts $3,099,382,000. They paid claims of $997,023,000. 
They paid dividends to  policyholders of $559,004,000. They paid to policyholders on 
account of policies forfeited $717,959,000. The ordinary or regular life policies in 
force on a paid-for basis amounted to 25,807,192. 

But how about industrial insurance? By industrial insurance we mean insurance 
for small amounts paid for in weekly installments. This insurance is carried largely 
by wage workers. According to the New York State Insurance Report for the year 
ending December 31, 1931, there were in force and written by companies reporting to  
New York State no less than 74,526,630 policies of this type. They represented in- 
surance amounting to $15,705,723,000. 

2 * 
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How about annuities? In the older countries of Europe annuities are immensely 
popular. Annuities provide by the payment of sums over a series of years, or a lump 
sum to be left with the company for a period of years, for the payment a t  a given age, 
usually in the late 50's or during the 60's. of a monthly income for life. When the 
United States was very prosperous, selling annuities was a man-sized job' Everybody 
was so confident of his ability to invest his earnings wisely in common stocks and 
share in the growth of the country that the provision of a mere $50 or $100 a month 
when he reached sixty or sixty-five seemed beneath his dignity as a 100% American! 
Reverses seem to  have changed our psychology. Insurance men tell us that interest 
in annuities is now becoming keen and widespread. At the end of 1931 forty-one life 
insurance companies reporting to the Insurance Department of New York State paid 
$149,046,692 t o  annuitants. They wrote in that year 203,897 annuity policies as 
against 119,000 in the year 1928 The figures for 1932 will be even more impressive! 

What do the figures show as to fire and marine insurance? In 1931 nearly 1,000 
companies were tra,nsacting fire and marine insurance business in the United States. 
Of these 338 were stock companies, 515 mutual companies, and 78 Lloyds or recipro- 
cals. The United States stock companies had a paid-up capital of $418,374,658. 
The total assets of these companies amounted to $2,706,405,000. Their surplus ex- 
ceeded $842,779,000. They took in during the year net premiums of $965,606,000. 
Their total income from all sources - that is, from premiums, investments, rents 
and what not - exceeded $1,127,941,000. They paid for fire losses $548,555,000; for 
general and miscellaneous expenses $448,320,000; and the United States companies 
paid in dividends to their stockholders $130,196,000. All this we learn from a perusal. 
of the "Insurante Yearbook," 1932 edition, Fire and Marine, published by the 
Spectator Company, New York. 

Then comes the casualty insurance business. This includes accident and health, 
public liability, automobile liability, workmen's compensation, fidelity and surety 
bonds, plate glass, burglary, property damage other than automobile, automobile 
property damage, automobile collision, steam boiler, machinery, credit, sprinkler 
leakage, live stock, miscellaneous, automobile fire and theft, and tornado insurance. 
There may be other minor groups which we have omitted. What sort of a business 
was represented by casualty insurance in 1931? Let's see what the "Casualty Year- 
book" has to tell us. 

Engaged in the various forms of casualty insurance a t  the end of the year 1931 
were 371 stock companies, 2,29 mutual, reciprocal and Lloyd companies, and 134 
mutual accident and benefit companies - a total of 734 companies. The stock com- 
panies represented a capitalization of $239,682,000; total assets of $3,149,886,000; 
premium receipts of $827,847,000; total receipts from all sources of $931,545,000; 
payments to claimants of $529,023,000; and dividends to stockholders of $31,563,000. 

The mutual and miscellaneous companies showed assets of $237,630,000; surplus 
to  policyholders of $88,896,000; premium receipts of $147,359,000; and payments on 
account of losses of $93,073,000. They paid dividends to policyholders of $20,839,000. 
Mutual accident and benefit associations raised through assessment and annual dues 
,842,251,000, and received as income from all sources $45,714,000. They paid to policy- 
holders as claimants $29,116,000 and had a t  the end of December, 1931, assets of 
$38,456,000 with 2,531,185 certificates in force. 

Finally, how about insurance as an employer of labor? According to the 1930 
census 572,470 people in the United States were engaged in some form of insurance 
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activity. Of these agents, managers, and officials accounted for 286,235; insurance 
agents and brokers 256,927 ; and insurance managers and esecutives of insurance coin- 

panies 29,308. According to the census 543,060 of these workers were males; 27,410 
were females and the other 2,000 (if we have taken down these figures correctly, 
there are still 2,000 to be accounted for) were unidentifiable! 

Library Needs of the Insurance Agent 
By WALTER H. BENNETT 

National Association of Insurance Agents 

I T I S  doubtful if the books on insurance can compare numerically with those on 
banking or many of the other major businesses, but in quality, style and in- 
formative value I believe they rank second to none. The insurance business 

is particularly fortunate in the character of its authors. As each of the many 
forms of coverage has developed, there always has appeared a competent, cultured 
writer to expound it. 

As with any other business, there is a small number of insurance agents who natu- 
rally are of the student type. Such men and women steer a clear course toward the 
books they want. With the majority, the reading of technical business literature 
comes as  more or less of a hardship. Practically all agents of the higher type subscribe 
to  one or more of the insurance newspapers, and read them assiduously. Through 
them, they keep in touch with current events in their own business. The high quality 
of insurance newspapers is undisputed. 

The trade journals, however, essential as they are to the making of a well-rounded 
insurance agent, cannot be expected to fill the place of the insurance agent's library. 
For this reason, it was particularly gratifying that the Insurance Group of S. L. A. 
brought forth "The Agent's Library -A Three-Foot Shelf of Books," displayed at  
the annual convention of the National Association of Insurance Agents a t  its meeting 
a t  Philadelphia last fall. 

The choice of books was excellent. Not only would the "Shelf" form the nucleus 
of a valuable insurance library to the student type of agent, but a careful reading of 
the books will provide any agent with the background of the many phases of his 
business. Fire, marine and casualty insurance, suretyship, loss adjustments, legal 
phases of the business, even advertising and selling are included in the list, each onc 
of the books written by an expert in the h e  covered. 

The display a t  Philadelphia established a new bond between the members of our 
National Association and the Insurance Group of S. L. A. which I hope will be 
strengthened in the years to come. The true educator wants to disseminate knowledge. 
The man who is ambitious for success in business knows that he must haw the 
working knowledge obtainable only through the printed word. When the two types 
work in harmony and understanding, the entire business profits thereby. 

In the American Agency Bulletin, the official organ of our Association, we take 
care to publish reviews of the new insurance books as they appear These revie\\-s 
always meet with interest, and provoke inquiries as to where the books areobtainable 
Time and again members want guidance in the choice of insurance literature. 
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I am  delighted to  discover that ,  for a modest fee, an  agent anywhere in the country 
can become a non-resident member of the Insurance Society of New York, and 
borrow books from the library which are forwarded b y  n m l .  Doubtless other insur- 
ance libraries have similar arrangements. In affording the opportunity for study of 
the fundamentals of the insurance business, insurance libraries are accomplishing a 
wonderful service for the entire business, and contributing in full measure their share 
of insurance knowledge. 

Unlike the underwriter in the home ofice, the insurance agent cannot spectalize. 
He  must have a reasonable knowledge of all of the lmes of insurance he sells. He must 
keep himself informed about the new lines as  they a re  evolved. He  must know some- 
thing of the psychology of salesmanship. H e  must understand the rudiments of 
adjusting losses. 

When one considers tha t  a lifetime of study is not too much for a specialist in any 
one line to  devote to i t ,  be i t  fire insurance and its allied lines, casualty insurance or 
even one of its phases, the highly specialized marine business, the technical knowledge 
essential t o  the conduct of the fidelity and surety business, the wonder grows that 
any one man can master all the lines sufficiently to  sell them intelligently. Escept 
in a few of the larger agency offices which are departmentalized and in which each 
line of coverage has its own exponent, the average successful insurance agent must 
have a t  least a working knowledge of all the lines. There are two schools available to 
him, and in m y  opinion he must use both of them in order to  become an insurance 
counsellor in the true sense of the word. One of these schools is known as experience. 
The  other is the insurance library. 

In his recently published work, "The Background of Fire Insurance," W. S. Craw- 
ford, editor of the New York Journal of Commerce, says truly: "The  only way to 
become an insurance man is t o  become one, even b y  sweeping out  a local agency 
office or filing daily reports. Reading a book will no more make one an  insurance man 
than studying a treatise on music will make one  a pianist. I t  is not  done that  way." 
But, as the writer goes o n  to  explain, the  insurance agent who is well grounded in his 
business must have a knowledge of the backgrounds of his business and he must 
achieve i t  through the insurance library. 

What-No Librarian? 

0 N JANUARY ninth the press, under the heading, "Business Research Racked by Leaders," 
reported the results of two hundred telegrams sent out by Alfred P. Sloan, Jr., President of 

General Motors Corporation. The answers to Mr. Sloan's telegrams indicated that a vast majority 
felt the desirability and even necessity of industries continuing large expenditures for research in the 
development of better products In these times of depression and economies this statement is outstand- 
ing, particularly as the replies are largely from leaders in the industrial field who have, through inten- 
sive research in their lines, taken first place in our industries. 

What better background for research is there than our splendid special libraries? What S. L. A, needs 
to give thought to is how to bring this organized information t o  the attention of the above-quoted 
business men, many of whom do not maintain special libraries in their own organizations, and who arc 
unaware, for the most part, that  the resources of S. L. A. are available to them. 
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The Use of Business Periodicals 

By GUELDA H. ELLIOTT 
Commerce L~brarian, Un~versity of North Carolina 

ECAYSE of the great espansion in the social sciences during the last half B century, a great many changes have taken place in methods of instruction, 
with the emphasis on periodical literature rather than on books. The educa- 

tional theory now is that in order to be an intelligent and progressive citizen 
and business man one must have access to the latest analytical information, which is 
found in periodicals and newspapers. Unlike the scientist, the business man takes the 
latest facts and works back to the theories later published in books, so that it is vital 
to  the professional training of the business man to know the sources from which this 
information can be had. An increased use of periodical literature for instruc/io?d 
purposes is one phase of the change which has taken place, but an equally important 
phase of the change in methods of instruction has been the increased emphasis on 
research, with its attendant demand for periodicals and newspapers. 

I t  is therefore fitting that a t  this time we should have made a study of the policies 
and practices affecting the use of business periodicals, and it is significant that twenty- 
one colleges and universities have taken' part in this study. Since the business library 
is a comparatively recent development, I should like to mention specifically the 
names of the libraries that have contributed to this project: - the Chiversities of 
Alabama, Cincinnati, Florida, Michigan, North Carolina, Oregon, Texas and 
Washington; Boston, Columbia, Duke, Northwestern and Vanderbilt Universities; 
Oregon State Agricultural College, Wharton School of Finance, Simmons College, 
South Dakota State College and the library of the Industrial Relations Counselors 
(New York City). 

BINDING POLICIES. The commerce librarian is constantly faced with problems 
arising in connection with the binding of periodicals. In most cases the problems arise 
as a result of financial stringency; lack of funds prevents the binding of all subscdp- 
tions and gifts, and therefore presents the problem of where to draw the line. The 
binding policy may be said to be affected by the following considerations: (a)  
Avai2ablefunds. Some librarians bind everything; others bind everything that funds 
permit; others bind all subscriptions and no gifts. (b) Reference valzre. It  is the custom 
of some librarians to determine whether a periodical will have permanent reference 
value and to base their policy on this consideration. (c) Indexing Some commerce 
librarians bind only periodical subscriptions which are indexed in the Public Affairs 
Information Senice, the Indus~raal Arts Index or the Readers' G i d e .  The policy in 
regard to the "left-overs" is to preserve them, when space permits, for periods of 
from two to ten years, and in some cases they are clipped for vertical file use. 

PRINCIPAL USES. The uses to which business magazines are put, as revealed by 
commerce librarians, are varied and interesting. In university and college commerce 
libraries, of course, the uses made by faculty, graduate and undergraduate students 
somewhat overlap, but for purposes of this study I have classified them under 
these headings: 

(a) Rescarclz: Because periodical literature forms the greatest reservoir of original 
sources of economic material, it is extensively used by faculty and graduate students 
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for purposes of research; by graduate students for seminar reports, theses and dis- 
sertations; by faculty for original writing, i .e . ,  articles and books, class work and 
book reviews. 

(b) Supplementary reading: Periodicals are used by undergraduates for prepara- 
tion of class work; that is, reports, debating, general information, the tracing of 
business trends, statistical data, material on industrial relations and current events. 

(c) Recreational reading: The use of business periodicals for recreational reading 
has increased during recent years. As a means of relaxation students clamor for the 
latest issue of the more popular and less statistical business magazines such as 
Fortune, Printers' Ink, Business Week, Nation's Business, Men's Wear, etc. 

PROBLEM OF  INDEXING. One of the perplexing problems of a commerce librarian 
is that of the indexing of business periodicals. The inadequacy of the indexing is 
perhaps the most generally conceded criticism; that is, a quantitative as well as a 
qualitative inadequacy. 

First, there are a number of periodicals which are not included in any of the lead- 
ing indexes, such as Best's Insurance News, Board of Trade Journal, Cerlijied Public 
Accountant, Purchasing Agent, Tax Digest, Trafic World. There are certain other 
omissions in the indexes, such as periodicals in the canning and food industries, the 
Commercial and Financial Chronicle, which is not now included in the Industrial 
Arts Index because of the failure of the publisher to  send copies, and the daily 
newspapers. Since Public Affairs Informatzon Service indexes the Chrislian Science 
Monztor, it would be of very great value if the Wall Street Journal and the Journal of 
Commerce could be indexed. 

Second, speaking qualitatively, the choice of subheadings is somewhat confusing; 
there are no author entries in the Industrial Arts Index, and no attempt a t  a corn- 
prehensive indexing of statistics is made. 

RELATIVE IMPORTANCE. In'order to establish some basis for determining the rela- 
tive importance of business periodicals, a question was included seeking the opinion 
of librarians on this matter. I t  is interesting to note that  the ten periodicals receiving 
the largest number of votes were: Haruard Business Review, Annalist, Commerczal 
and Financial Chronicle, Survey of Current Business, Comme7ce Reports, American 
Economic Reuiew, Printers' Ink, Nalion's Business, American Bankers Association 
Journal and Business Week. The four newspapers given the largest number of votes 
were: The Journal of Commerce, New York Times, Wall Street Journal and the United 
Stales Daily. 

SATISFACTORY FEATURES. When you give a commerce librarian the opportunity 
to express herself in regard to the satisfactory and unsatisfactory features of business 
periodicals, you will find that her expression will take the form of brickbats rather 
than roses. One librarian admitted that she could report no satisfactory features, 
but others found some which I nive here: - 

To the very busy librarian, the brevity of the articles, the concise and simple 
language used in them, the statistical summaries, accessibility of information 
through indexes, bibliographical information, book reviews, the ready availability 
of the results of research through periodical literature, and the exhaustive treatment 
of specific cases, are some of the satisfactory features cited. 

To the aesthetic librarian, the increasing tendency toward more interesting for- 
mats, the introduction of color and the effective use of black and white make an 
appeal. 
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To the scholarly librarian, the authoritative information made available through 
research is the most valuable contribution of business periodicals. One librarian 
expressed her feeling on this matter thus: "The most satisfactoiy features are those 
articles which have been contributed by men recognized as leaders in the field, who 
have made a careful and thorough analysis of their subject, supported by statistical 
data and facts dug out from obscure sources." 

SHORTCOMINGS OF BUSINESS PERIODICALS. If the questionnaire in regard to 
the use of business periodicals had contained only one question and that question 
had been, "What are the shortcomings of business periodicals?" I think i t  would 
have been conceded by all that questionnaires are not so bad after all and that in 
answering this one " a  good time was had by all." The last question was answered 
more fully and, may I add, more feelingly than any of the others. I t  would seem that 
business periodicals have many shortcon~ings. 

The j r d  criticism, and one that strikes a t  a fundamental weakness, I think, ern- 
phasizes the unreliability, inaccuracy and inconsistency of some of the articles. 
Other criticisms are of the bias or ballyhoo character of the articles, "written to 
bolster up some idea which is in accord with the magazine's policy," as one librarian 
expressed it, and the unnecessary overlapping of subject matter and broad generaliza- 
tions. 

Second, the indexing (and I am speaking now of individual indexes) is insufficient, 
some periodicals being wholly lacking in indexes and analytical contents pages; some, 
such as  the Commercial and Financial Chronicle, having no current indexes, only 
volume indexes; and some trade journals carrying no individual indeses a t  all. 

The third criticism is directed a t  the publishers. Mergers and consolidations 
being the order of the day, there are name changes and size changes without warning, 
oftentimes right in the middle of a volume. Changes of title and address are not given 
prominent places and this complicates the librarian's work. There is no standard 
place for tables of contents; there is no standard place for publisher's name, address, 
frequency of issue, price; etc. (Who among us is not suffering from eye strain as a 
result of searching for this information obscurely placed in diminutive printing on 
the inside cover page of Business Week?) 

* * *  
In these days of serious world-wide maladjustmerrt, when the economic life of the 

nations seems to have broken loose from its moorings, we commerce librarians feel 
keenly the responsibility which is ours, sharing as  we do in the training of the business 
man of tomorrow. How we shall meet this responsibility is, of course, a matter for 
individual determination, but I know of no better way of clarifying our thoughts or 
formulating our policies than by a discussion of our common problems. 
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PRESIDENT'S PAGE 

S OME of you may be wondering why this issue of SPECIAL LIBRARIES is a double 
number, January-February. As you know, we normally print ten issues a year, 
having a joint number just before the annual convention, dated May-June, 

and a "proceedings" number dated July-August. This year, for the first time in 
a long while, our Convention is to be held in the autumn instead of the early summer. 
Obviously, we shall need a magazine during each of the few months preceding the 
October meeting to tell you plans for the Chicago program and give full convention 
news. Hence this combination number now instead of next summer. 

As we go to press I am in the midst of studying S. L. A. finances, budgets and 
things, and I think every member will want to know how our Association fares in 
these depression days. I am glad to be able to tell you that on the whole we have 
done very well this year. As we close our books for 1932, they show that we have 
received more money from dues this year than during 1931. However, there has been 
a marked decline in our sales of publications which almost offsets the increased 
revenue from dues. We have spent less on the Magazine and for other printing this 
year and this enabled us to cover the cost of the Lake Placid Convention, which was 
not so well attended as in prosperous times and therefore cost more than it should. 

But the fact that our bank balance is a little better than i t  was a year ago this 
time is in itself a matter for real rejoicing these days. We still can not afford a great 
many things that S. L. A. could and should do. But we can continue to hope to build 
up a margin of safety if you will all help. Members everywhere can help by paying 
their dues promptly, by getting new members, by buying our publications as they 
are issued and by getting advertising for SPECIAL LIBRARIES. Any and all of these 
things mean real money in the bank. And then there are always the numberless 
opprtunities to advance your profession and your own individual interest by taking 
a full share in all S. L. A. plans and projects. 

MARY LOUISE ALEXANDER 
































