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250 WEST 57 STREET, NEW YORK 19, N. Y. • Plaza 7-0680 

December 12, 1957 

Our activities for Imperial involve two major fields: 
(1) Public Relations and (2) Product Publicityo 

(1) The primary f'unction of our public relations program 
is to combat the inimical publicity which has hurt pocket 
knife sales. This is being done through a "positive approach. 11 

Already stories and pictures have appeared in leading 
newspapers -- and many more will follow -- showing "how dad 
can teach his son the safe use of a knife." 

Other types of stories along these lines will also be 
placed in newspapers and magazines. They include (a) how to 
play mumblety-peg, (b) how to play baseball mumblety-peg, 
(c) use of knife on hunting, fishing and camping trips - 
etc~, etc. We are also making literature and stories available 
to cooperating groups like the National. Association of Sheri:ffs 
and the Boy Scouts, etc. 

Obviously, this approach is most desirable to effect our 
objectives. Editors and organizations everywhere are most 
cooperative. So are prestige organizations. 

Shortly we will prepare a montage showing various stories 
that have appeared. You will receive copies. Imperial customers 
will receive them too. We want the trade to know of our public 
relations program designed to help them as well as us. Keep 
pointing this upo 

Emphasize too that our public relations program is also 
designed to sell more pocket knives -- particularly as gift items. 

Note: 
magazines, 
attentiono 
stories -- 

if you see any Imperial stories in newspapers or 
by all means let us know. Some may escape our 
In addition, let us know if you see other types of 

good or bado 

(more} 
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(2) Product Publicity - This program involves placement 
of stories on our leading products in newspapers and magazines, 
and securing mentions on radio and television. Many syndicates 
which service newspapers throughout the country have already 
used our stories -- and so have magazines like TRUE, ESQUIRE, 
and REAL. 

For future placements in leading newspapers of large 
cities we will require local outlets for 

I. Veri-Sharp DeLuxe Kitchen Knife sets. 

II. Tahitian - the new tableware, steak knives, and carving sets. 

III. Veri-Sharp Kitchen Tools. 

IV. Tableware - the new Paula pattern. 

In large cities -- when editors run stories and pictures 
of items, they must tell their readers where they can secure 
these items. Consequently, if you give us good outlets in a 
specific city, the chances are we can score for you. This is 
a plus service you can give your customers and distributors. 
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SALES MEETING SCHEDULE 

SHERATON BILTMORE HOTEL 

Monday, December 16, 1957 

9:00 A,M, - 12:00 Noon - General Meeting in Sheraton Room 

12:00 Noon - 2:30 P,M. - To King St. Plant for lunch and tour of new factory 

2:30 P,M, - ·5:00 P.M. - Group Meetings 

Group A - Pocket knives 
Group B - Household Cutlery 
Group C - Stainless Flatware 
Group D - Imperial International 

- Sheraton Room 
- Sheraton Room 
- Parlor "C" 
- Parlor "D" 

5:00 P.M. - 7:00 P.M. - Dinner in Town Room 

7:00 P.M. - 9:30 P.M. - Group Meetings 

Group A - Household ~utlerl - Sheraton Room 
Group B - "stainless Flatware - Parlor "C" 
Group C - Pocket Knives - Sheraton Room 
Group D - Imperial International - Parlor "D" 

Tuesday, December 17, 1957 ., 
9:00 A.M, - 11:30 A,M. - Group Meetings 

Group A - Stainless JQ a+.war4 - Parlor "C" 
Group B - Pocket ~s - Sheraton Room 
Group C - Household t - Sheraton Room 
Group D - mperial International - Parlor "D" 

11:30 A.M. - 2:00 P.M. - To Imperial Place Plant for lunch and tour of factory 

2:00 P.M. - 5:00 P,M. - General Meeting in Sheraton Room 

5:00 P.M. - 7:00 P,M, - Free Time 

7:00 P,M, - Banquet in Sheraton Room 
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GENERAL 

1. Orders: 
a) Write legibly and give all details 
b) Indicate factory (and avoid delays!) 
c) Price all ordersJ and price correctly (and avoid delays;) 
d) Show credit references for new accounts not satisfactorily rated in D & B- 

names and addresses of 3 manufacturers and customer's bank. 
e) Be sure to send in both white and pink copies of all orders calling for 

catalog pagesJ price listsJ etc. in addition to merchandise. If order 
calls for just merchandiseJ send in only the white copy. If order calls 
for just catalog pages, price lists, etc~, send in only the pink copy. 

f) Mail promptly! 

2. Shipping Information Requests= 
a) Use pink form and send directly to factory concerned--not to New York office. 
b) Use telegrams only in urgent and important cases. 
c) Use telephone only in extremely urgent and important cases. 

3. Dun & Bradstreet Books 

a) If you need new D & B State books for your territory, order from Imperial 
in Providence. 

4. Sample Orders 

a) Try to get a stock order instead of sample order. 
b) Sample order better than no order. 
c) Try to get more orders for salesmen•s samples. 
d) Sample orders must show name of buyer to whose attention samples are to be sent. 

5, Special Sample Requests 
The following procedure should govern all requests for special samples: 

· 1. All special samples should be ordered on our regular order forms. 
a) Write "special samples" in "cus tcme r" s order #1' space. 
b) Enter factory name. 
c) If samples are to be sent to you, enter your name and complete address. 
d) If samples are to be sent directly to a customer, enter complete name 

and address, including name of individual to receive the samples. 
NO SAMPLES WILL BE SENT TO A COMPANY WITHOUT A PERSON'S NAME, 

2. COMPLETE information regarding sample MUST be entered on the order form. 
a) Quantity of samples desired. Please keep to a minimum. 
b) Pattern or style number, if known. 
c) Under description, COMPLETE details of item(s) desired - materials, 

blading, handles, finishes, packing, etc. 
d) Give us an indication of approximate price range if you can. 
e) Name of customer for whom samples are intended, if samples are to be 

sent to you. 
f) Indicate any previous action, letters, telephone calls, sample requests, etc. 
g) Briefly explain reason for sample request, giving as good an indication as 

possible of purpose, volume expected, delivery required, etc. - 3. Follow-up of special sample orders should be made through the New York office. 
For this purposeJ send to New York both the original and pink copies of your 
orders for special samples. 
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5. Special Sample Requests, cont'd. 

4. Avoid lengthy memos explaining special sample orders, if you possibly can, 
but give us the complete story. PUT THE FULL STORY ON THE ORDER FORM USING 
THE REVERSE SIDE IF NECESSARY. 

5. Please remember that "special samples" which usually have to be made up by 
hand are very costly. Please do not ask for special samples unless you are 
reasonably sure that there is a good possibility of obtaining a profitable 
order as the result. Finally, remember that special samples take time to 
be made up and are even more costly if they have to be rushed, so give us 
as much time as you possibly can. 

6. Mailing L1sts: 

a) We plan to continue mailings to all our (and your) customers for: 

1. New items and/or lines 
2. Invitations to see us at Trade Shows 
3. Price Changes 

b) Mailing Lists are now separated by~ 

1. Regular jobbers 
2. Advertising jobbers 
3. Chains 

c) To get the greatest possible benefit from our mailings, you must help us 
keep your list up-to-date. ~~ 

1. Use the Customer Questionnaire forms to advise us promptly of your 
new accounts. We keep these-sheets for reference in answering inquiries, 
etc., so be sure to fill in all the information you can·on these forms 
whenever you send them in. 

2. Use Mailing List Change form to advise us promptly of: 

a) Change of address - old account 
b) Change of Buyer - old account 
c) Account to be removed from mailing list 

Also be sure to fill in completely the Mailing List Change form as to 
classification of account, city and state account is located in, etc., 
since this is the system we use in keeping these mailing list plates 
filed. 

• • 
(Samples of both of the above forms are attached. Just let us know if you 
need a supply) . 



CUSTOMER QUESTIONNAIRE FORM 
(To be filled out and sent to N. Y. office for any new account you wish added to mailing list) 

" 

-: Please indicate Buyer's name, if not shown above ~~~~~~~~~~~~~~~~~~~~~- 

... 

Type of Customer: 

1. Jobber ( ) 

( ) Hardware ( ) Toy/Novelty 
( ) Tobacco ( ) Advertising 
( ) Drug ( ) Other 

2. Chain ( ) 

( ) Variety 
( ) Drug 
( ) Other 

3. Other ( ) 

Lipes Bought From Us: 
~- 

B. 

( ) Jack-master 
( ) Ulster Pocket Knives 
( ) Schrade-Walden Pocket Knives 
( ) Household Cutlery 

( ) Dark Wonda Wood 
( ) Blond WondaWood 
( ) DL Line 

( ) Stainless Flatware 

C. Names of Other Companies Account is Buying Following Items From: 
Pocket Knives Household Cutlery Stainless Flatware 

\ . 
•.. 
D. Any Other Comments Peculiar to this Particular Account: 



MEMO RE . MAILING LIST CHANGES 

Salesman 

Type of Account: 

Jobber ( ) 

Advertising Jobber ( ) 

Chain ( ) 

Account: 

Change 
Address To: 

From: 

Change 
Buyer's Name 

To: 

From: 
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SAMPLES 

New Jobbers' Salesmen Sampling Plan 

We all know that any jobber will sell more of any item or line of ours if his salesmen 
carry samples. 

To help you get more jobbers' salesmen to carry samples of our lines in 1958J we are 
establishing the following new policy: 

Jobbers may buy samples for their salesmen at 50% of our regular jobber's price, under 
the following conditions: 

1) The order for salesmen's samples must be accompanied by a stock order for 
the same items. 

2) The number of salesmen's samples at 50% discount cannot exceed 10% of the 
quantity called for on the initial stock order. 

3) The number of salesmen's samples at 50% discount cannot exceed the number 
of salesmen the jobber has. 

To ill us tra te : 

If a jobber has 10 salesmen and you sell him 100 Kameo Karved assortments, he can 
also have 10 more assortments at half price for samples for his salesmen. 

If he has 20 salesmen and buys 100 assortments, he can still have only 10 assort 
ments at half price, To get samples at half price for all 20 salesmen, he would 
have to order 200 assortments for stock. 

If a jobber has 5 salesmen and you sell him 100 assortments, he can only have 
5 assortments at half price. 

We are instituting this new plan to encourage more jobbers to sample their salesmen 
with our merchandise, in order to get more volume on our lines.~ Therefore, we need 
your cooperation to insure that any orders for samples at 50% of regular prices 
will actually be sampled to the salesmen, and to keep your jobbers from abusing 
this plan and using it for any purpose other than sampling their salesmen. If we 
find it is being abused too muchJ we will be forced to withdraw it. 

By the same token, we want you to push this plan with your good regular jobbers, 
and use it to get them to sample their salesmen with as many of our items as 
possible over a period of time. This plan should be particularly valuable at 
times when you are selling a jobber a new item or line, or when you are selling 
a jobber to "promote" one of our items or lines. 

Remember that we must get extra volume to make this new sampling plan successful. 
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Your Own Samples 

Your samples are your 11stock in trade". If you lose them, give them away, or don't 
keep them in good condition, you cannot do an effective selling job. 

We well realize that it is impossible for you to carry~ of your samples at one 
time, but if you "organize" your samples properly, you will be able to do a better 
selling job, and save wear and tear on your samples. 

The total value of your samples is over $1,000 at factory billing prices. Because 
of extra operations and inspections given your samples, their cost is much more than 
that. 

In return for the factories' investments in your samples, you have a responsibility 
to maintain them in good condition, and to treat them with the respect which they 
deserve. Your customers will respect you more if you do, and you will sell more 
merchandise. 

As soon as you get back home, go over your entire sample line and set aside all 
samples of items which have been discontinued or replaced for next year. If you 
can readily sell the samples you no longer need to one or more of your customers 
at 5C/fo off jobber's cost, please do so. Otherwise, discontinued or replaced samples 
should be returned direct to the respective factories. 

While reviewing your samples, make certain that your sample line is complete, and 
in good condition. If you need any merchandise or packing material to bring your 
samples "up to snuff", be sure to order promptly whatever you.need from the proper 
factory. 

Be sure to start 1958 with a complete sample line, in first class condition, and 
keep it that way • 

• 
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TRADE SHOWS 

We spend a substantial amount of money every year to participate in certain trade shows. 
We do this to expose our complete lines to certain trades in an effort to increase our 
distribution, not only by selling more items and lines to old customers, but also, and 
even more important, by adding new customers to our books. 

To make our investment in Trade Shows pay off, we need your cooperation in following 
up on all new customers who place orders at shows, as well as on the many new leads 
we are generally able to send you from these shows. 

The Major Trade Shows in which we will participate during 1958 are: 

1. I;u:Jiisewares - Chicago, Ill. - Navy Pier~ January 16th-23rd - Booths 531-533-5350 
2. Advertising Specj,_alty - Chicago, Ill. - La Salle Hotel - March 
3o Tobacco (NATD) - Miami Beach, Fla. - Americana Hotel - April 16th thru 21st. 
4. Tea & Coffee'- New Orleans, La. - June 
5, Housewares - Atlantic City, N. J. - Auditorium - July 7th thru 11th 
6. Advertising Specialty - Chicago, Ill. - LaSalle Hotel - August 
7. Hardware - New York, N,Yo - Coliseum - Septo 29th thru Oct. 3rd - Booths 103-104. 

Be sure to "advertise" our participation in these shows to your customers, and urge 
them to look us up at each of these shows. 

If you want us to give any of your customers "special attention" of any kind at any 
of these shows, write us the details and we will do our best to follow through for you. 

Regional Trade Shows 

Be&ides the major trade shows, there are many regional trade shows - State Retail 
Hardware, Gift, etc. - in which many of your jobbers exhibit. Do your best to get 
each of your jobbers to feature some of our merchandise in their booths at these 
shows. If you do this, it is bound to result in extra volume for~you. 

Customers Shows and/or Sales Meetings 

Whenever you can, we urge you to participate in shows which many of your jobbers now 
have for the dealers. Experience has proven that your participation in these shows 
pays off for you, 

Try to attend as many of your customers1 sales meetings as you can. Nobody can sell 
jobbers' salesmen on selling our lines better than you can. 

Imperial - Providence 

The best "shows" of all are your two Imperial factories in Providence, Get your 
customers to visit these factories if you possibly can. Every customer who has ever 
visited us in Providence has been "Sold Imperial" by the time he left, 

New York Office 

We can't put in quite as good a "show" as Providence in the New York office, but we 
are always glad to have your customers visit us. We'll put on the best "show" we can 
for them, and do our best to get an order before they leave. So, urge your customers 
to see us at 1776 whenever they are in New York. 
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Do You Really KNOW Your Customers? 

1. Do you know the buyer's name? It helps if you do. 

2. Do you know anything about his family, his hobbies, his likes and dislikes? 
Most buyers appreciate your showing a brief interest in those things. 

3. Do you know other key people in the organization-- Sales Manager, Merchandise 
Manager, etc.? They can help you, but be careful not to go over the buyer's 
head. Use your head in getting their help, 

4. Do you know the buyer's secretary, or the girl at the reception desk? They 
can be helpful to you, too. 

5, Do you know your customer's buying days and/or buying hours? You'll save 
yourself a lot of time if you do. 

6. Do you know the types of trade your customer sells? You should, in order to 
sell him the best lines for his trade. 

7. Do you know how many salesmen he has? You should, to be able to recommend 
quantities to buy--both for stock and salesmen's samples. 

8, Do you know any of his key salesmen? Sometimes they can help you sell the 
buyer, or you can "sell11 them after the buyer has bought. 

9. Do you know when your customer holds sales meetings? If so you can sell him 
on letting you present your new items or lines at the next meeting. 

10. Do you know when your customer puts out catalogs, circulars, etc? If so you 
can show him new items in time to get in those ''books". 

11. Do you know when he holds dealer shows? If so you can get him to feature 
your lines at such shows, and let you participate, if possible, and worth 
while for you to do so. 

12. Do you know what competitive lines he buys? Do you know why he buys them? 
You can always do a better selling job if you know who and what your compe 
tition is, and why? 

13, Do you know what your customer is buying from you? If you do, you can get 
reorders on items which are moving, and suggest replacements for items which 
might be slow moving for him. 

14. Do you know your customer's credit standing? You can save yourself and the 
factories a lot of trouble if you do. 

15, Do you know whether your customer is growing or shrinking? If he's growing, 
maybe you should spend more time with him. If he's shrinking, you'd better 
start looking for a new account in the area to take his place eventually. 

16, Do you know why you didn't make "that sale" to your customer? You can 
generally learn more by losing an order than by getting one, if you will stop 
and figure out why. Then, the next time, you'll stand a better chance of 
getting the order. 

Knowing your customers is important to your success. It is a part of your life's 
blood, You cannot do an effective selling job unless you really know your cus 
tomers. A mediocre salesman who knows his customers can do a better job than a 
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so-called top-notch salesman who does not know his customers. In fact the latter 
is not really a top-notch salesman. 

So, make sure you really know your customers. It's not hard to do. It takes 
some thought, some planning, some time, and some effort on your part-- and some 
"living with'' your customers. But when you really do know your customers, it is 
bound to pay off for you in better sales and better earnings. 
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CONCLUSION 

We believe, and are sure you'll agree, that we have given you the ammunition 
to go out and do a real job in 1958. Look what you have in just NEW items: 

Stainless Tableware 

Paula@ $14.95 - packaged to sell! 
Tahitian Tableware with matching cutlery sets 
Kingston Wire Rack Deal - for rack jobbers 
Table-Mate with genuine Gold Plated Bolsters 
Low Priced Table-Mate - for the price trade 

Household cutlery 

New Packing for 29¢ Parers 
Dark WondaWood Kitchen Tools to retail@ 98¢ 
New blocks and W,E, Slicers in the Deluxe Cutlery line 
A Rack assortment of Wonda-Edge open stock 
Fruit and Vegetable Slicer to retail for 49¢ 
A 6-pc. steak set you can sell(?) at 12.t! 
A 9-pc. cutlery set at a really hot price 

Pocket Knives 

Kameo Karved line - America's greatest $1 value 
Swiss Ranger - A hot $1.00 seller 
Jumbo Jacks - Real fistfuls of value 
Home Run Knife - A "Grand Slam" everywhere 
Money Clip Knife - New and unusual 
A low-priced Tool Kit - for premiums and advertising 
A Hunting Knife Display with extra profit for jobbers 
A New 4 dozen Display Case deal 
Windowed display cards 
Chain Store Packaging 
"Perina-Printn handles for Souvenirs and Advertising 
Two Hot Ulster promotional assortments 
A 2-dozen Schrade Walden Display case deal 
Hardware Week Specials - and other special promotions 

Tha.t Is just "What's New!" Add that to 
the most complete and across-the-board 
country. Certainly your lines are the 
you have the factories to back you up. 

the lines we are continuing and you have 
lines of any cutlery manufacturer in the 
outstanding values in the country. And 
The rest is up to you. 

We've tried to emphasize that one of the big keys to a successful 1958 will be 
your ability to sell new channels of distribution. We sell all types of trade, 
If you find an operation that is strange to you, let us know. We'll dig up the 
answers for you, and probably be able to tell you about some similar operations 
some of the other men are selling. On the other hand, if you find a successful 
new approach in selling a new type of trade, let us know about this too, so we 
can pass it on to the rest of the gang. 



SALES MEETING SCHEDULE 

SHERATON BILTMORE HOTEL 

Monday, December 16, 1957 

9:00 A.M. - 12:00 Noon - General Meeting in Sheraton Room 

12:00 Noon - 2:30 P.Mo - To King St. Plant for lunch and tour of new factory 

2:30 P.M. - · 5:00 P,M. - Group Meetings 

Group A - Pocket knives - Sheraton Room 
Group B - Household Cutlery - Sheraton Room 
Group C - Stainless Flatware - Parlor "C" 
Group D - Imperial International - Parlor "D" 

5:00 P.M. - 7:00 P.M. - Dinner in Town Room 

7:00 P.M. - 9:30 P.M. - Group Meetings 

Group A - Household Cutlery - Sheraton Room 
Group B - Stainless Flatware - Parlor "C" 
Group C - Pocket Knives - Sheraton Room 
Group D - Imperial International - Parlor irD" 

Tuesday, December 17, 1957 

9:00 A.M, - 11:30 A.M. - Group Meetings 

Group A - Stainless Flatware - Parlor "C" 
Group B - Pocket Knives - Sheraton Room 
Group C - Household Cutlery - Sheraton Room 
Group D - Imperial International - Parlor "D" 

11:30 A,M. - 2:00 P.M, - To Imperial Place Plant for lunch and tour of factory 

2:00 P.M. - 5:00 P,M, - General Meeting in Sheraton Room 

5:00 P,M, - 7:00 P,M. - Free Time 

7:00 P.M. - Banquet in Sheraton Room 



SALES MEETING GROUPS 

Group A Group B --- 
Baker Fickle 
Benford Gibson 
Hazelton Kelley 
Kethcart Lorenzen 
Krueger Mag or 
Lafond Mandeville 
McRae Still 
Sullers Vivian 
Williams 

Group C Group D 

Arnold K. P. Lekisch 
Bus sells Wo G. Lekisch 
Forrester Bowen 
Gray Cohen 
Hoeynck Klappholtz 
Moyer Kutler 
Olson Lock 
Talmon Paonessa 

Wetmore 
Zuskin 
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MESSAGE BY ALBERT M, BAER 

Once upon a time, a sales meeting was held by a big company known as the 
Remington Arms Company. This company proudly boasted to their salesmen how 
great they were, what power of distribution they had, how they controlled the 
market with their customers, how the customers would buy whatever Remington 
put out at whatever price. One of the salesmen spoke up and said "But we have 
some competition - - there is a little outfit in Providence known as Imperial." 
"Tut-tutrr, said the Sales Manager, they are foreigners, only they and their 
families work, they make the worse kind of junk - how can they compete with a 
big company like Remington?" 

Once upon a time, there was a large brewery known as Utica Brewery Company, 
They, too, were in the knife business and they had a couple of pretty good 
salesmen. One was known as Hazelton, the other Talman, and at the sales meet 
ing, the head of the brewery displayed the new lines to the men and told them 
of the great volume that could be expected on the new lines. One salesman 
spoke up and said "What about the knives that are made by Imperial - by that 
little outfit in Rhode Island?" And when he showed the roll, the big brewer 
blew his top, threatened to fire his salesman - - how dare he compare those 
foreigners, those intruders with the Utica Cutlery Company? 

This same attitude was repeated in many factories in the United States. Miller 
Bros. and others I won't both to mention, and the high and mighty held meetings 
to discuss that annoying competition from Providence. "Let them go to Imperial" 
was the slogan of the salesmen of these big companies; "it's only a matter of 
time before they will be busted," 

Once upon a time, we laughed when we read that Russia claimed the credit for 
inventing the steamboat, flying the first airplane, discovering most of the 
useful things in the world. The same sentiment expressed by the brewery people 
or the great Remington Arms Company was told the American people about Russia 
- - did they have televisions, did they have two cars, did they have a 5-day 
week, could they waste food? And why do I draw this comparison?~ The United 
States - our great country - was built up by hard work, by the many Mirandos 
and Fazzanos in many industries" Yes, by the many Talmons and Hazeltons in 
many industries, And now, in 1958, to protect what has been built up, we all 
have to close ranks, roll up our sleeves and get out and plug to defend our 
way of life. Can we do it? You bet we can. Will we do it? You bet we will. 

Why, therefore, have I started this meeting in a serious vein? Because this 
will be a serious meeting. We are living in serious times but we want each and 
everyone of you to leave this meeting with great confidence; confidence that we 
are growing; confidence in our line; confidence in our future. 

- 
To do this job, we are going to get right to work. We are going to make our 
meeting short and give you as much individual attention to your problems as we 
possibly can. It is your job at this meeting to ask questions; to get the 
answers. It is your job at this meeting while you are here or after the meet 
ing while you are with us, to have your questions answered. We have always 
conducted our meetings as an open forum. We want to learn from you while you 
are here of your difficulties, of the tools that you need to do the job. 
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Why do we have a sales meeting? You know it is expensive. You know it takes 
time. You know of the energy and the effort that has been put into the plan 
ning of the meeting. Many of you have been with us and shared in this effort 
before. We have the meeting because we want to know one another. We want you 
to know our problems; we want to know yours. We want the comments and the cri 
ticism from each and everyone with no "muzzle" on anyone. Most of all, we 
want you to know that Imperial has not changed; our spirit has not changed. 
We have enlarged our scope; we have not changed our heart or our approach. 

Early 1957 we divided the business into 3 Divisions. This, we hope, has been 
of great help to you because Marty, Mickey and Harry can now concentrate on 
each particular phase of the business. Later on, in group meetings, you will 
have your opportunity to bring up with them competitive items, competitive 
pricing and any other points you wish to bring up. Don't hesitate, don't hold 
back, ask any questions at your group meetings. 

Now let me give you a few words about the plans and things we are doing in our 
overall business. 

We have told you that we are consolidating the Schrade and Ulster operations. 
We have done this to make a stronger, better-grade Pocket Knife set-up. This 
consolidation is going to help in many ways. We have the same skilled Schrade 
employees making the Schrade line at Walden. (The same Ulster employees will 
be making Ulster knives) and in this move, we have taken all the Kitchen 
Knives and brought them over to Providence. You will see that we will have a 
real integrated set-up that can concentrate on Kitchen Knives and Kitchen Tools 
(just you watch that business grow!) We will have one set-up to make bolstered 
Pocket Knives (just you watch that business grow); one set-up to make Jack 
master-type Pocket Knives (just watch that business). And, finally, the new 
complete set-up on Stainless. Just wait until you see that factory. This year 
we are not going to see the new Schrade-Ulster facilities because the moving is 
beginning right now while you are here. We had thought that perhaps we should 
have delayed our meeting so that you could see the completed King Street plant, 
but we voted against that so we could give you the full year of 1958 to cover 
your territory on all lines and not interrupt your efforts dur~ng the most 
active selling season. 

SELLING SEASON: 

A word about that:- 

Doesn't it surprise you when I tell you that we have had a new customer who 
only got the samples the end of November and who went out and sold for Xmas 
sales an item that he had never handled before? Yes, one of Bert Baker's cus 
tomers. Bert will tell you that this customer has been working right through 
the Holiday Season, selling goods. 

Every day, all year 'round, is selling time. 
plug, you can ofttimes get the best results. 
use "extra" selling time to your advantage. 

When others do not get out and 
Think it over - see how you can 

PUBLICITY: 

We hired Clem Wyle, who will talk to you later, to increase the consumer demand 
for Pocket Knives. I am sure you liked the first results and publicity. Have 
you shown these releases to your customers? 
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FOREIGN OPERATIONS: 

Most of you know something of our foreign operations. Our purpose in importing 
is to protect our domestic market. 

1) We bave debunked the import business. we know what is going on. 

2) Rather than have some importer sell your customers, you can convince him 
that our American products are more profitable and better for him to handle 
because we have already screened the market and are alive to the competition. 

3) When your customer says "I can buy it on import", you have an answer for 
him - "We can give it to you from our import company, but our domestic product 
we know is better for you ." 

4) We see new things and new ideas that we put into practice or production for 
domestic sales. 

* * * * * * * * * * * 
Enough about us - - what about you? 

Have you analyzed your own territory? 
Where else could you beat the bushes? 
What did you do about new customers? 
New outlets? 
Have you "lived" with your customers to know that you are getting all the 

the business you can from them? 
What new sales fields are on the uptrend? 
Without going over the buyers head, are you friendly with others in the 

organization whose word can influence the buyer in your direction? 

Let me cite an experience or two. Harry Hazelton, Sr. has been "living" with 
a few customers. Ask him what his result is. Let him tell you how "living" 
with a customer brings him more business. Limey has been calling on fewer cus 
tomers this year than ever before in his selling experience, but those he does 
call on he sees more often. Ask him the result. His October earnings were 
larger than any previous month in his history with the company. 

What does this mean to you? Where you see an opportunity or prospect to build 
a large volume of business, ask our help and begin to call, call and call again. 
"Live" with your best prospects and don't hesitate to do it on so-called "off 
hours." 

A suggestion has often been made that we need different sales forces to handle 
housewares, Stainless or Pocket Knives. We have talked about this in detail, 
but we don't believe in it, we believe that if you feel close to "headquarters" 
and know that you are not just a number but part of this family, if you get the 
proper information, that you have so much to bring to your customers with an 
all-embracing cutlery line, that you can do a job better than any specialist. 

•• 
Are you getting the information you should? Do you know and are you passing 
information to us so that we can help you? Sometimes we think that you hold 
back in telling us of competitive things because you feel others may have told 
us. Don't do that. Spill your guts. Tell us what you see. We don't mind if 
we hear it 4 or 5 times, then we know it's serious. If we only hear it once, 
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sometimes don't hear it at all. We learn and transfer into sales the criticisms 
that you give us and you help everyone. Jim Sullers reports to us and keeps us 
posted all the time. We wish there were many more like Jim. So keep us informed 
of new items that you see, not only competitive prices, but new items, new ideas, 
new packing, that you believe we can translate into sales for you and everyone. 

COOPERATION: 

What Harry sells ~none area helps Jack Still. When Harry boosts Jack Still, it 
helps Harry. When Bob Olson praises and builds up Bill Krueger, it helps both 
of them. There have been some wonderful examples of cooperation between our men. 
Self-sacrificing examples. We will all be successful or we will all fail. 

* * * * * * * * * * * 

What about the future? What about 1958? The crystal ball is one article that 
we do not rely upon at Imperial, but a few things you can be sure. I do not 
think anyone in this room feels that he - his friends or any working people - 
expects to earn less money or expect a wage cut in 1958. Need I say any more? 
Goods will cost more to make. In order to maintain our present prices, you 
will realize this means that we need a certain volume of business. We are 
planning and expect an increase in our business in 1958 in order to retain our 
pricing schedule. Our job here at the sales meeting is to give you the tools, 
the knowledge, the information so that you can do the job. 

- 
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Just before the coffee break we asked you for the definitions of some key words, 
all of which refer to "off beat" channels of distribution. We had selected at 
random only a few of these channels and at the meeting showed items which you 
men have sold in large volume through some of these channels. 

We are listing the words we asked you about and a brief description of each. 
They will be thoroughly covered in the group meeting, but you may want to refer 
to this when you get home. 

Items 

Armi 

Insert Item 

Bounce back 

Dealer Loader 

House-to-House 

Door Opener 

Route Division 

Basket Item 

Description 

American Rack Merchants Institute which is a 
cooperative organization of leading rack jobbers 
who interchange ideas and information as to 
what items they are selling. The key to selling 
rack jobbers in your territory is to sell at 
least one Armi member in an area in which way 
you are establishing your base. 

An added premium included in a package to act 
as an incentive or spur to the consumer to buy. 

A printed folder U$Ually accompanying the initial 
offer permitting the customer to buy additional 
items providing she buys the product using the 
premium. 

Exactly what the name implies -- using merchan 
dise of a gift nature to convince dealers to 
buy in larger quantities than usual. 

A common n9Jlle for the Direct selling field. Some 
leading companies are~ Stanley Home Products, 
Fuller Brushes, etc. House-to-house company 
salesmen solicit business directly from the con 
sumer. Show items of a special nature that the 
retail price cannot be identified with items 
generally sold in stores. This type of selling 
is expensive and large markups are involved, 

Low priced premium used in large quantities as a 
free gift, generally used in house-to-house 
selling to permit salesmen to gain entry into 
the home. 

This is a form of house-to-house selling by Gro 
cery, Tea and Coffee Companies. In this field 
many premiums are used as free gifts to regular 
customers and are sometimes sold at regular prices. 

Each route division salesman carries a basket 
which contains the grocery items he has for sale. 
Usually included in this basket is one non-food 
item which is being featured as the big value to 
their customers. 



Self -Liquidator 
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Cost of merchandise, handling and postage only) is 
added to the price of the item making available to 
the ultimate consumer merchandise at a very low 
price used in conjunction with heavy advertising 
of another product. 



Supermarkets and Rack Jobbers 

A year ago we outlined to you our experiments in direct selling to limited 
supermarket chains. We are continuing these experiments. It is becoming 
increasingly apparent that in our lines supermarkets are an important dis 
tribution channel. 

In the last year some of you have been successful in selling rack jobbers our 
dark WondaWood line of kitchen cutlery. Jack Still and Frank Kethcart have 
been outstanding in their efforts. Jack worked on a customer for two years 
and as a result of his efforts, in the last five months we have shipped this 
one customer over $15,000 worth of goods. 

In the past we have sent all of you lists of the better rack jobbers in your 
territory. We will continue to do so. This is a class of trade which.we feel 
will give you one of the best returns for your efforts that we know of. This 
is also one of the most dynamic classes of trade in present day merchandising. 
We know that our merchandise is suitable for this class of trade, packaged for 
this trade and priced for this trade. 

RJ-1 
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Some of the more important offbeat channels of distribution are: 

Trading Stamp Companies 

Earlier this year in bulletin 57-29, we summarized the mechanics of 
trading stamp promotions -- explained briefly the evaluation given 
to stamps and how a trading stamp house operated. We went into con 
siderable detail with regard to redemption centers, a list of types 
of merchandise handled, the size of the market, and typical trading 
stamp premiums. 

We are sure that all of you are familiar with those small bits of 
brightly colored paper which our wives collect so zealously. In the 
last year, we had been disappointedly successful in selling this 
type of trade. S & H stamps, which is the largest of the trading 
stamp companies, featured our HK5043, and are doing an outstanding 
job with that one item. In isolated instances we also sell the 
HK3506, H-15, HB-1, WW-11 and FL-24. Six of the major stamp com 
panies are cooperating in the production of a new catalog. These 
companies are: 

1) Stop and Save Trading Stamp Corp. 
2) Gold Strike Stamp Company 
3) Blue Chip Stamp Company 
4) Premium Corp. of .America 
5) Merchants Green Trading Stamp Company 
6) Gold Bell Cooperative, Inc. 

None of them overlap and are attempting to save catalog costs by con 
solidating. They will all have the same catalog and the same items. 
We understand that our HK3506 and HB-1 will be featured in these 
catalogs. This should be good ammunition to use for the smaller 
stamp companies in your territory. 

The main point to remember when soliciting stamp company business, is that they 
are not restricted to purchasing items illustrated in the catalog. All stamp 
companies purchase additional items which they use in their redemption centers 
even though the items are not illustrated in the catalog. This is the one way 
that they have of testing new items in their catalog. In some cases, 70% of the 
merchandise distributed by a stamp company, comes through merchandise not illus 
trated in the catalog. It is an important phase of distribution, one that should 
not be overlooked, and one that requires a minimum of time once the initial sale 
is made • 

• 



P-1 

PREMIUMS - 
When we speak of premiums, more often than not, we think in terms of the 
large self-liquidating plans used by such as the major soap and food com 
panies. However, while there are many of these "big premium deals II in 
your territories which you can and should go after, there are also many, 
many opportunities for you to get good volume in premiums on a local 
level. 

For example, a local dairy company in Jack Still's territory is using a 
good volume of Kingston stainless place settings on a premium promotion in 
Michigan and Indiana. 

From time to time we send you lists of premium users in your territory as 
we receive these from the Premium Advertising Association. Many of these 
names that we send use good quantities of premiums on local levels and if 
you will follow up on these leads you are bound to get new premium accounts 
who can use our regular merchandise. 

The following are the 20 types of premium sales plans in most general use 
today: 

Self-liquidator 
Juvenile Offers 
Banded Premiums 
Circulation Builders 
Punch Cards 
Door-to-Door 
Use-the-user 
Direct Premium 
Package Enclosures 
Traffic Builders 

Dealer Loader 
Trading Stamps 
Party Plans 
Home Service Routes 
Coupon Plans 
Salesmen's Incentives 
Tape Redemption 
Club Plans 
Sales Incentives 
Contests 

Here are some more examples of successful premium promotions which some of 
you men have sold. 

Harry Sr. has sold the company who makes TUMS a large quantity of stainless 
place settings which they are using as dealer loaders. Frank Kethcart sold 
a chewing gum company in Chicago our Kingston stainless on a dealer loading 
program and is getting good volume as a result. Jack Still has a feed com 
pany who have used between 15,000 and 20,000 pieces of Dark WondaWood cut 
lery on a contest. This account also uses a lot of pocket knives from 
time to time. 

In the past two years one of the biggest flour companies has used more than 
2,500,000 Hammer Brand steak knives with WondaWood handles. Some of these 
were packed right in the package with the flour. Others were used on a self 
liquidating basis, 

We have merchandise at the right prices to fit any and all premium plans. 
It is up to you to find premium users in your territory, local or national, 
and sell them our merchandise. Don't hesitate to let us know about any and 
all premium users that you find. No lead is too small to consider, and we 
are anxious to help every one of you get additional premium volume. 
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TEA AND COFFEE COMPANIES 

These companies use what are called route salesmen to sell tea and cof 
fee plus a wide variety of non-food merchandise on a door-to-door basis. 
Each salesman drives a truck stocked with merchandise from which he can 
make immediate delivery to the housewife. 

The salesman usually carries a large basket of samples of items which his 
company is pushing at a particular time. There is always at least one 
"basket special11 featured at a special price to the consumer. 

One of Harry Sr.'s customers has promoted our Cape Cod Modernizer set as 
a basket special two years in a row and the total volume has been over 
10,000 sets. 

Other items of ours which have been successfully promoted by some of the 
large tea and coffee route divisions are HB-1 Hammer Brand steak sets, 
Tool Kits, and HK-3506. 

As you know, we have been working closely with the National Retail Tea and 
Coffee Merchants Association during the past few years. We have attended 
their shows and last year Table-Mate was featured in the consumer catalog 
published by this association and used by most of its members. As a 
result, we sold a lot of Table-Mate to a lot of these companies, 

Table-Mate will again be featured in their 1958 catalog to be issued right 
after January 1st and you should be sure to follow up with every tea and 
coffee company in your territory to make sure to get all of the Table-Mate 
volume you can on the strength of this catalog. 

Don't stop with just Table-Mate. With your greatly expanded new lines you 
have many new items that these people can sell in good volume if you will 
just go after this volume. 



CLUB AND PARTY PLANS 

It is estimated that nearly 10 billion dollars worth of merchandise is sold door 
to-door each year. The Club Plan and Party Plan are two adaptations of basic 
direct-selling techniques which have risen to the top in the direct selling field 
in recent years. 

Party Plans 

The party plan puts door-to-door selling on a mass basis - makes one ring of a 
doorbell go 20 times as far as under standard methods. 

Going to parties is fun for the average woman. This is the basic fact of the 
party-plan sales technique. The sales representative starts by contacting one 
housewife who agrees to act as hostess for a group ("party11) of 20 to 25 friends, 
During the party the representative uses the hostess' living room as a showroom 
for his merchandise and sparks the event with games, prizes and small talk in 
between the demonstrations and sales pitches. 

In addition to the vast amounts of merchandise sold by party-plan companies, 
there is a tremendous volume of goods used as premiums for hostesses and sales 
personnel. This, in fact, probably presents a greater potential market for us, 
since in many cases the party-plan companies are manufacturers selling their 
own products-- but all buy premiums from many sources. 

Typical of the situation is one major party-plan firm with an annual volume of 
more than $50 million -- Stanley Home Products, Inc. Stanley's own line of 
sale merchandise numbers about 100 items, but the company lists 125 different 
premium items ranging in cost from $9 a thousand to about $25 each or more. A 
company spokesman recently pointed out that Stanley gives very nearly 100 mil 
lion premium items a year, in all categories from inexpensive give-aways and 
game prizes to high-ticket incentives awarded to sales representatives. 

Merchandise is mostly housewares and soft goods. Items of high popularity 
include cutlery, silverware, cooking utensils, appliances, blankets, sheets, 
pillow cases, jewelry and a great many others. 

Party-plan practices differ somewhat from company to company as far as buying 
is concerned. Many companies, for instance, publish regular catalogs of hostess 
gifts. In these cases buying is on an annual or semi-annual basis for the cata 
log. In other cases smaller groups of items are used during limited periods 
and buying continues throughout the year as the need occurs. Quantities also 
vary from company to company and, of course, from item to item in any one company1s 
list. However, to venture a generalization, most items that are pushed effec 
tively by good-sized party-plan companies run into quantities of many thousands. 

The average party runs from $45 or $50 to $75 in sales. In most cases, at least 
some of the resale merchandise is purchased from other eources -- occasionally 
all of it. Quite a few dollars more in premium items goes to the hostess, and 
usually to the sales representative as well, since all party operators use mer 
chandise incentive plans for their demonstrators. Considering the volume of 
parties -- a big firm like Stanley runs about two million a year or more 
this can add up to very substantial sales volume for us, and for you. 
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Your new tomato slicer was developed for one of the very large companies in this 
field to use as a premium item and"'door opener". So far this company has bought 
130,000 tomato slicers from us. Two of our men have been successful in selling 
large household cutlery sets to two of the biggest companies in the cooking utensil 
field who sell by this method. The volume has been really big, and has added sub 
stantially to the earnings of these two men, And we might add, both of these com 
panies are now very much interested in our stainless tableware. 

Finally, we are working with Stanley Home Products right now on several different 
pocket knives which they want to add to their premium line. 

So, you have proof that there is merchandise in all 3 of our lines which Party 
Plan customers can use to good advantage and in really big volume. It is up to 
you to go after this new trade in your territory, and get our share of this "new 
distribution". 

Club Plans 

While a certain portion of the party-plan volume may be closed to outside manu 
facturers, such is not the case with the club plan. Here it is virtually a sure 
thing that 100% of the estimated $150 million sold by the club companies must be 
bought from outside sources. For the club plan is primarily a retailer, rarely 
connected with a manufacturing company. 

The club plan differs from party plans in some important respects. Fundamentally, 
as practiced today, it is a mailorder business. Where the party plan goes directly 
to the consumer's home and sets up a party, the secretarial club plan reaches the 
key customer by mail and endeavors to make her 11 secretary" of a club of ten friends 
who will purchase the company's merchandise through her. The basic thread of simi 
larity between the two is, of course, the fact of selling numbers of people through 
a single contact, a simple matter of arithmetic and geography to reduce selling 
costs. 

The word "secretarial" is used here to distinguish the most commonly known type of 
club plan, At least as important, however, is the second type -- the "fraternal" 
or "organizational" club plan. This program follows similar p~actices, but works 
through church organizations, women1s clubs and fraternal groups to raise funds 
for the organizations through sale of merchandise. 

From our standpoint, there is little basic difference in operaticn between the two 
types, except that sales compensation to organizations is usually in cash, while 
secretaries are paid in their choice of merchandise from the general catalog. 

Many club plan catalogs are large and elaborate. A club plan of moderate size will 
list a thoursand or more items in its general catalog and usually issues supplements 
listing 100 to 150 premium items. The general catalog consists of all types of 
housewares and soft-goods merchandise. Such merchandise as wearing apparel, bed 
spreads, blankets and so on, enjoy particular popularity among the club operators 
because of the ease with which it can be packed and shipped without danger of 
breakage and at relatively small shipping cost. But while soft goods enjoy par 
ticular popularity here, kitchenware, cutlery, small appliances and other house 
wares merchandise is by no means forgotten or even subordinated, particularly if 
no difficult shipping problems are presented. 

The price range of merchandise for club plans runs considerably higher than in 
party-plan operations. The minimum club-plan order in most cases is $10 or $12, 
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and $30 orders are encouraged by extra premiums or other devices. Considerable 
numbers of items even above this figure are included in most catalogs. Premiums 
in a cost range from 85¢ to $1.25 are most common, but double and triple club 
premiums of two and three times this cost are also included in increasing numbers. 
One premium is earned for every $10 or $12 purchased. 

The club "secretary", once she has agreed to serve in this capacity, takes the 
catalog and shows it to her friends, soliciting orders of $10 or $12 or more from 
each of ten different individuals, the orders to be paid for on a $1-a-week basis. 
Each week, as enough money is accumulated to pay for one order, that order is sub 
mitted to the company; usually the woman whose order goes in first is selected by 
lot by the club members. In this way the club plan operates on a strict cash 
basis, even though the fundamental sales method involved is that of installment 
retailing, 

The important thing to remember about Club Plans is that they buy merchandise for 
two different purposes -- some items for resale, and other items for premium pur 
poses, Generally speaking, the unit volume is higher on low-priced premium items, 
but the dollar volume is higher on the higher priced merchandise which is resold. 

Quite frankly, we have not been too successful in selling Club Plans, primarily, 
we think, because no real effort has been made to sell our merchandise to this 
rapidly growing new channel of volume distribution. 

We have sold a few Club Plans some of our Hammer Brand Steak Sets for premium 
use, Cutlers Guild has sold many of the Club Plans their imported bamboo han 
dled flatware. Your new Tahitian flatware and cutlery sets should be good items 
for the trade. Table-Mate, your new Paula stainless and regular cutlery sets 
should also be good. Also, don1t overlook sportsmen's knives and sets, or your 
new Money Clip Knife for premium purposes. 
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CATALOG HOUSES 

Catalog Houses have grown appreciably in the past few years, both in number and in the 
volume of business they do, 

These "wholesalers" publish quite extensive catalogs in the early Fall of each year, 
made up for the most part of beautiful 4-color "insert pages" furnished by manufac 
turers. Retail prices are shown for each item illustrated on these pages, but by a 
simple coding system, the user of one of these catalogs can easily determine his cost, 
which is generally 33-1/3% to 40% off the retail price. 

While many of these catalogs do go to dealers, a great many are also distributed to 
industrial concerns, where employees can order from the catalogs through their pur 
chasing department. In other words, a lot of the merchandise sold by these catalogs 
ends up going to consumers at "discount" prices. 

Much has been said and written, both pro and con, about selling so-called Catalog 
Houses. The fact remains that they do a tremendous volume of business, and you find 
most of the well-known Brand names in practically every one of these books -- names 
like General Electric, Westinghouse, Cory, Dormeyer, Oster, Ronson, Zippo, Ekco and 
International Silver -- just to name a few, 

We know that two cutlery manufacturers, whose merchandise is not up to ours in quality, 
have done well with some of the Catalog Houses on the strength of their insert pages 
printed in color. 

We have decided to go after some of this volume in 1958. We have engaged the services 
of an agency with a lot of experience with this type of catalog page, and expect to 
have a page which will make any competitive pages "look sick". 

We will use a printer who has printed such pages for many of the suppliers mentioned 
above, and we know he can do good work. But even more important, this printer, as a 
result of his experience in this field, can and will give us valuable information on 
all of the major catalog houses in the country. 

, 
From this information we will select the Catalog Houses we want to sell. We are having 
only 1,000,000 pages printed and we know this will not be enough for all of the Catalog 
Houses. (If we sold all of the "good ones", it would require 3 to 4,000,000 pages!) 

We will try to allocate these pages to make some available for as many of you as 
possible, but we can tell you now that there will not be enough for everybody. We are 
making a very substantial investment to sell this new distribution channel. We expect 
to be successful and to get our investment back. We will follow this program very 
closely during 1958, and a year from now we will be able to give you results and our 
future plans for selling this trade. 

- 
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All of you should know the items to be featured on this page, and the pricing, which is 
as follows: 

Jobber's 
Item No. Description Cost Retail 

BM-24 · 24-pc. Tahitian Flatware Set $ 9.90 $21.95 
BM-2 2-pc. Tahitian Carving Set 4.95 10.95 
BM-6 6-pc. Tahitian Steak Set 5,85 12.95 
BM-8 8-pc. Tahitian Comb. Carving & Steak Set 9.90 21.95 

PT-24 24-pc. Paula Stainless Set 7.40 16.50 
TM-24G 24-pc. Table-Mate Set (Gold) 7.40 16.50 
AC-124 24-pc. Kingston Stainless Set 4.95 10.95 
K-607 7-pc. Kitchen Tool Set 5.40 11.95 
SK-2 6-pc. Steak Set 3.60 7.95 
WE-4 4-pc. Wonda-Edge Set 5.85 12.95 
CK-6 6-pc. Cutlery Set 7.40 16.50 

You will note that both jobber's and retail prices have been raised about 10% for 
catalog Houses. In this way, we expect to recover our very substantial investment in 
the l,000,000 insert pages. 

We expect to have colored proofs of our page by March 1, 1958 and we will know by then 
the customers we want to sell. At that time, full details will be given to the men in 
whose territories those customers are located. It will not be a "snap" to sell Catalog 
Houses just because we have a beautiful colored insert page. The page is really a new 
selling tool, but it will still take good, hard selling on the part of the men con 
cerned to sell the top Catalog Houses. 
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YOUR NEW 1 9 5 8 

S T A I N L E S S TABLEWARE 

L I N E 

PAULA - 24/6 - Handy Tray Package - $14.95 

Features - l, Hollow Handle Knife 
2. Full mirror polish 
3, Same quality features as found in our most expensive 
4. New package designed for consumer 
5. New Handy Tray for storage or display 
6. Pop-up display self-contained selling card 
7. Consumer brochure available with dealer imprint 
8, Complete open stock listing 

Competition - 1. $14.95 with hollow handle in regular jobbing trade 
is new for domestic market. 

2. Oneida has hollow handle set $12,95 - no package - 
thinner gauge. 

3. $14.95 is competitive with Sears, Macy's, 

Availability - Immediate shipment. 

TAHITIAN - 24/6 - WondaWood Handle - $19,95 

Features - 1. Bamboo handle made from WondaWood--won't chip, crack, warp. 
2. Bright mirror polished stainless. All edges finished. 
3. Attractive new box matches carving sets - one family. 
4, Gift box contains sell feature for dealer and consumer 

inside cover lid - doubles as display card,,. 
5. catalog page featuring all Tahitian items - sell as a 

family. 

Competition - 1. Import set Imperial International - $23,95, Boxed 
jobber cost $10.80. 

2. One set on market 16-pc. $3,95 - mail order. 

Availability - January 15th. 

KINGSTON - Wire Rack Deal - $46.50 

Features - 1. Hang-up sheath cards similar to those used in Kitchen 
Cutlery, Each card holds 2 pieces of flatware. 

2. Revolving wire rack for holding card. 
3, Easy selling method of 2 for (a price). 
4. No additional charge over regular open stock price. 
5. Full stainless line - takes little space. 
6. Perfect for rack jobbers and chains 
7. Designed in conjunction with rack dealer. 
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KINGSTON - Wire Rack ~al - $46.50 (cont'd.) 

Competition - An Imperial First. You have no competition in this type 
deal. 

Availability - Immediate shipment. 

TABLE-MATE 

Features - 1. New gold-plates bolsters won't tarnish. 
2. Same prices as before. 
3. Insert card for box telling of the gold plating- 

connotation of luxury. 

Competition - 1. Table-Mate has many imitations but still is original in 
design and quality. 

2. Washington Forge set speckled handle $9.95 retail. 
3. Branchell - going out. 
4. National Silver Melmac set - no bolsters. No set price 

-- all over the lot. 

Availability - Immediate shipment, 

Low Priced Table-Mate - 24/6 - $9,95 

Features - 1. Nickel-plated ferrule won•t tarnish. 
2, Mirror polished stainless steel. 
3. Attractive new display box. 
4. Monomac handle. 

Competition - Washington Forge - $4.50 - $9.95 
Speckled handle 
National Silver - Melmac handle no ferrule $4.oo - $4.50. 

Availability - January 15th. 



"STAINLESS BY IMPERIAL" FLATWARE 

CAPE COD, FELICITY AND SUN VALLEY PATTERNS 

Shipping 
Item Weights 
No. (Lbs.) 

FL-2 3/8 
FL-6 5/8 
FL-7 1-1/4 

FL-16 2-1/4 
FL-24 2-7/8 
FL-32 3-5/8 

MOD-1 4-7/8 

CH-50 8-1/2 

CH-75 9-1/2 

~mpe~l 
~ 

PRICE LIST 
TW-158J 

(Effective 1/1/58) 

(Be SURE to Specify Pattern Desired BY NAME) 
(Item Numbers Below Indicate Packaging Only) 

Description 

Sets with Hollow Handled Knives 

2-pc. Salad Serving Set in Gift Box 
6-pc. Place Setting in Gift Box 
6-pc. Hostess Set in Gift Box 

16-pc. set in Box (Service for 4) 
24-pc. set in Box (Service for 6) 
32-pc. set in Box (Service for 8) 

Home MODERNIZER Set in molded plastic 
tray (6 ea. knives, forks, dessert 
spoons and teaspoons, Plus roast 
slicer, utility knife, paring knife 
and pot fork) 

Jobber's 
Cost 

$13.50/doz. 
2.25 
4.50 

5.65 
8.25 

11.00 

9.00 

Wood Chest containing 50 pcs. (16 tea 
spoons, 8 ea. knives, forks, salad 
forks, dessert spoons and 2 serving 
spoons) 22.50' 

Wood Chest containing 75 pcs. 
(16 teaspoons, 8 ea. knives, forks, 
salad forks, dessert spoons, iced 
drtnk spoons, cream soup spoons, 
butter spreaders, 2 serving 
spoons and 1 salad serving fork) 27.00 

Suggested 
Retail 

$ 3.25/ea. 
6050 

12.95 

16.50 
23.95 
31.50 

19.95 

64.50 

77 .50 

Sets with One-Piece Knives 

FL-116 2-1/4 16-pc. set in Box 4.50 12.95 
FL-124 3-1/4 24-pc. set in Box 6.75 19050 
FL-132 4 32-pco set in Box 9.00 25.95 

CH-150 9 50-pc. Chest 20050 58.95 
CH-175 10-1/4 75-pc. Chest 25.00 71.95 

All Prices are subject to change without noticeo 
Terms: 1i 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 
,..... r r 1 ,.... r- , -, -a , r-, rt ,-... ""u, • .,.., i.. 1 r- 111 • ,., "n 1/ , "' 



Shipping 
Item Weights 
No. Per Doz. - 

(lbs.) 

K-3 3/4 
K-4 1-1/2 
K-5 2 
K-6 2 
K-7 1-1/4 
K-8 1 

F-1 
F-2 
F-3 
F-4 

S-1 
S-2 
S-3 
S-5 
s-6 
S-7 
s-8 
S-9 
S-10 

1-1/8 
7/8 

1-5/8 
5/8 

7/8 
1-1/4 
1-5/8 

7/8 
7/8 

1-3/4 
1 
1 

1/2 

PRICE LIST 
TW-158J (cont'd.) 

"STAINLESS BY IMPERIAL" FLATWARE 

CAPE COD, FELICITY AND SUN VALLEY PA'ITERNS 

(Be SURE to Specify Pattern Desired BY NP.ME) 
(Numbers Below Indicate Items Only) 

OPEN STOCK 
(Packed in! Dozen Boxes) 

Jobberrs Suggested 
Cost Retail Knives 

Butter Spreader 
Table Knife, hollow handle 
Table Knife, one-piece 
Pie Server 
Cake Server 
Butter Knife 

$ 3,00 doz. 
6.60 
4.05 

12.00 
6.oo 
6.oo 

$ .75 ea. 
1.50 
1.00 
3.00 
1.50 
1.50 

.75 ea. 

.75 
1.25 
.75 

,50 ea. 
.75 

1.25 
.75 
.75 

3.00 
2.25 
1.50 
.50 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

Forks 

Dinner Fork 
Salad Fork 
Salad Serving Fork 
Oyster or Cocktail Fork 

3.50 doz. 
3.50 
5.40 
3.50 

Spoons 

Teaspoon 
Dessert Spoon 
Serving Spoon 
Cream Soup Spoon 
Iced Drink Spoon 
Gravy Ladle 
Mayonnaise Ladle 
Sugar Shell 
Demitasse Spoon 

2.85 doz. 
3.50 
5.40 
3.50 
3.50 

12,00 
9.00 
6.00 
2.50 

All prices are subject to change without notice. 

(OVER) 



, 
"STAINLESS BY IMPERIAL" FLATWARE 

CAPE COD, FELICITY AND SUN VALLEY PATTERNS 

Shipping 
Item Weights 
No. (Lbs.) 

~, FL-2 3/8 
FL-6 5/8 
FL-7 1-1/4 

FL-16 2-1/4 
FL-24 2-7/8 
FL-32 3-5/8 

MOD-1 4-7/8 

CH-50 8-1/2 

CH-75 9-1/2 

~mpe~l 
~ 

PRICE LIST 

TW-158A 
(Effective 1/1/58) 

(Be SURE to Specify Pattern Desired BY NAME) 
(Item Numbers Below Indicate Packaging Only) 

Description 

Sets with Hollow Handled Knives 

2-pc. Salad Serving Set in Gift Box 
6-pc. Place Setting in Gift Box 
6-pc. Hostess Set in Gift Box 

16-pc. set in Box (Service for 4) 
24-pc. set in Box (Service for 6) 
32-pc. set in Box (Service for 8) 

Home MODERNIZER Set in molded plastic 
tray (6 ea. knives, forks, dessert 
spoons and teaspoons, Plus roast 
slicer, utility knife, paring knife 
and pot fork) 

Wood Chest containing 50 pcs. (16 tea 
spoons, 8 ea. knives, forks, salad 
forks, dessert spoons and 2 serving 
spoons) 

Wood Chest containing 75 pcs. 
(16 teaspoons, 8 ea. knives, forks, 
salad forks, dessert spoons, iced 
drink spoons, cream soup spoons, 
butter spreaders, 2 serving 
spoons and l salad serving fork) 

Cost 

$15,00/doz. 
2.50 
5.00 

6.30 
9.45 

12.60 

10.00 

' 25.00 

30.00 

Suggested 
Retail 

$ 3.25/ea. 
6.50 

12.95 

16.50 
23.95 
31.50 

19.95 

64.50 

77.50 

.,... 
Sets with One-Piece Knives 

FL-116 2-1/4 16-.pc . set in Box 5.00 12.95 
FL-124" 3-1/4 24-pc. set in Box 7.50 19.50 
FL-132 4 32-pc. set in Box 10.00 25.95 
CH-150 9 50-pc. Chest 23.00 58.95 
CH-175 10-1/4 75-pc. Chest 28.00 71.95 

All Prices are subject to change without notice. 
Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 

---·-- ,...,...,,, .-.r--.,... 1 .,r-, .. , •. ,-r-,.,, .• ,.... ,, ,... .. _ .•.. _,.......,, -..-..-~,. --·-- •...... ' 



Shipping 
Item Weights 
No, Per Dozo - (lbs o) 

K-3 3/4 
K-4 1-1/2 
K-5 2 
K-6 2 
K-7 1-1/4 
K-8 1 

F-1 
F-2 
F-3 
F-4 

S-1 
S-2 
S-3 
S-5 
s-6 
S-7 
s-8 
S-9 
S-10 

1-1/8 
7/8 

1-5/8 
5/8 

7/8 
1-1/4 
1-5/8 

7/8 
7/8 

1-3/4 
1 
1 

1/2 

PRICE LIST 
TW-l58A (cont'd.) 

II STAINLESS BY IMPERIAL" FLATWARE 

CAPE CODJ FELICITY AND SUN VALLEY PATTERNS 

(Be SURE to Specify Pattern Desired BY NAME) 
(Numbers Below Indicate Items Only) 

OPEN STOCK 
(Packed in~ Dozen Boxes) 

! 

Suggested 
Cost Retail - 

$ 3 .50 doz. $ . 75 ea , 
7o50 1.50 
4.50 1.00 

13.50 3.00 
6.75 1.50 
6.75 1.50 

Knives 

Butter Spreader 
Table Knife, hollow handle 
Table Knife, one-piece 
Pie Server 
Cake Server 
Butter Knife 

Forks 

Dinner Fork 
Salad Fork 
Salad Serving Fork 
Oyster or Cocktail Fork 

3.90 doz. 
3o90 
6000 
3.90 

Spoons 

Teaspoon 
Dessert Spoon 
Serving Spoon 
Cream Soup Spoon 
Iced Drink Spoon 
Gravy Ladle 
Mayonnaise Ladle 
Sugar Shell 
Demitasse Spoon 

3o00 doz. 
3.90 
6.oo 
3.90 
3.90 

13.50 
10.00 
6.75 
2.85 

All prices are subject to change without noticeo 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 

.75 ea. 

.75 
1.25 

075 

.50 ea. 

.75 
1.25 
.75 
.75 

3.00 
2.25 
1.50 
.50 



r 

TW-258J 
(Effective 1/1/58) 

"STAINLESS BY IMPERIAL" 

"PAULA" PATI'ERN 

. ~· Item 
No. 

Shipping 
Weights 
(Lbs o) Description 

Jobber's 
Cost 

Suggested 
Retail 

All Sets With Hollow Handled Knives - 
PT-16 2-1/4 16-pc. set in Box* (Service for 4) $4.50 $ 9,95 
PT-24 2-7/8 24-pc, set in Box* (Service for 6) 6,75 14,95 
PT-32 3-9/16 32-pc. set in Box* (Service for 8) 9.00 19.95 

PT-50 3-11/16 Containing 50 pcs. (16 teaspoons, 
8 ea. knives, forks, salad forks, 
dessert spoons and 2 serving spoons) 13.50 29.95 
bulk packed 

*Packed in Handy Tray 

, 
All Prices are subject to change without notice. 

Terms: li 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 
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PRICE LIST 
TW-258J (cont'd.) 

II STAINLESS BY IMPERIAL" 

11PAULA11 PATTERN 

OPEN STOCK 
(Packed in~ Dozen Boxes) 

Shipping 
Item Weights Jobber's Suggested 
No. Per Doz. Knives Cost Retail 

(lbs.) - 

PK-3 11/16 Butter Spreader $2,15 doz. $ .39 ea. 
PK-4 1-1/2 Table Knife, hollow handle 5.40 .98 
PK-6 3 Pie Server 8.10 1.49 
PK-8 1-7/8 Butter Knife 3.20 .59 

Forks -- 
PF •. l 1-1/8 Dinner Fork 3.20 doz. .59 ea. 
PF-2 7/8 Salad Fork 3.20 .59 
PF-3 2-5/8 Salad Serving Fork 4.80 .89 
PF-4 5/8 Oyster or Cocktail Fork 3.20 .59 
PF-5 2-1/4 Cold Meat Fork 8.10 1.49 

Spoons 

PS-1 7/8 Teaspoon 2,15 doz. ,39 ea. 
PS-2 1-1/4 Dessert Spoon 3.20 ' .59 
PS-3 1-3/4 Serving Spoon 4.80 .89 
PS-5 7/8 Cream Soup Spoon 3.20 .59 
PS-6 15/16 Iced Drink Spoon 3.20 .59 
PS-7 2-5/8 Gravy Ladle 8.10 -1.49 
PS-8 1-1/2 Mayonnaise Ladle 7.00 1.29 
PS-9 1-1/2 Sugar Shell 3.20 .59 
PS-10 7/16 Demitasse Spoon 2.15 .39 

All prices are subject to change without notice. 

Terms~ l<{o 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 



TW-258A 
(Effective 1/1/58) 

"STAINLESS BY IMPERIAL" 

II PAULA" p ATTERN 

Shipping 
Item Weights Suggested 
No, (Lbs.) Description Cost Retail 

All Sets With Hollow Handled Knives 

PT-16 2-1/4 16-pc. set in Box* (Service for 4) $5.47 $ 9.95 
PT-24 2-7/8 24-pc. set in Box* (Service for 6) 8.22 14.95 
PT-32 3-9/16 32-pc, set in Box* (Service for 8) 10.97 19.95 r- 

«: 

3-11/16 PT-50 Containing 50 pcs. (16 teaspoons, 
8 ea. knives, forks, salad forks, 
dessert spoons and 2 serving spoons) 
bulk packed 16.47 29.95 

*Packed in Handy Tray 

All Prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 
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PRICE LIST 
TW-258A (cont'd.) 

"STAINLESS BY TMPERIAL" 

11PAULA11 PATTERN 

OPEN STOCK 
(Packed in! Dozen Boxes) 

Shipping 
-, 

Item Weights Suggested ... 
No. Per Doz. Knives Cost Retail - 

(lbs.) 
-- - 

PK-3 11/16 Butter Spreader $2.60 doz. $ .39 ea. 
PK-4 1-1/2 Table Knife, hollow handle 6.50 .98 
PK-6 3 Pie Server 9.80 1.49 ~ 
PK-8 1-7/8 Butter Knife 3.90 .59 

Forks -- 
PF-1 1-1/8 Dinner Fork 3.90 doz. . 59 ea. ~ 
PF-2 7/8 Salad Fork 3.90 .59 
PF-3 2-5/8 Salad Serving Fork 5.90 .89 
PF-4 5/8 Oyster or Cocktail Fork 3.90 .59 
PF-5 2-1/4 Cold Meat Fork 9.80 1.49 

- 

Spoons 

PS-1 7/8 Teaspoon 2.60 doz. .39 ea. 
PS-2 1-1/4 Dessert Spoon 3.90 .59 
PS-3 1-3/4 Serving Spoon 5.90 .89 
PS-5 7/8 Cream Soup Spoon 3.90 .59 
PS-6 15/16 Iced Drink Spoon 3.90 .59 
PS-7 2-5/8 Gravy Ladle 9.80 1.49 
PS-8 1-1/2 Mayonnaise Ladle 8.50 1.29 
PS-9 1-1/2 Sugar Shell 3.90 .59 
PS-10 7/16 Demitasse Spoon 2.60 .39 

~ . 
~ 

All prices are subject to change without notice. 

Terms: 1% 10 daysJ Net 30 days - FOB Providence~ Rhode Island ' 
4 

(OVER) 



.FLATWARE 

.STAINLESS BY IMPERIA;L 

KINGSTON PATTERN 
TW-358J 

(Effective 1/1/58) 

Item Jobber's Suggested 
No. Descri.E_tion Cost Retail 

SETS 

AC-124 24-pc. set in box (Service for 6) $4.50 $ 9,95 
AC-132 32-pc. set in box {Service for 8) 6.oo 13.25 
AC-150 50-pc. set bulk packed (Service for 8) 9.00 19.95 

OPEN STOCK 
,Packed in~ Dozen Boxes) 

Knife 

ACK-"i Table Knife, one-piece $4.05 doz. 79¢ ea. 

Forks 

ACF-1 Dinner Fork 2.70 doz. 59¢ ea. 
ACF-2 Salad Fork 2.70 59¢ 

' 

SJ?OOUS 

ACS-1 Teaspoon 1.80 doz. 39¢ ea. 
ACS-2 Dessert Spoon 2.70 59¢ 
ACS-3 Serving Spoon 4.05 79¢ 
ACS-6 Iced Drink Spoon 2.70 59¢ 

All prices are subject to change without notice. 

Terms: l~ 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 

OFFIC:F - 177f. RROAl)WAY NFW Y()RI( t o N FArTnDY _ e o ri v t-.1ri= DI 



PRICE LIST 
TW-358J (cont'd.) 

STAINLESS BY IMPERIAL 

FLATWARE 

KINGSTON PATTERN 

Special Display Merchandiser Offer AC-5490 

Jobber's Retail 
Contents: Cost Retail 

f; 

2 sets AC-124 $4 •. 50 ea. $9-95 ea. 

1 doz. ACK-5 Kn Ive s 4.05 doz. 2 for $1.50 
1 ., ACF-1 Forks 2.70 2 for $LOO , 
1 11 ACF-2 Salad Forks 2.70 2 for $1.00 2 
2 " ACS-1 Teaspoons L80 3 for $LOO 4 

1 " ACS-2 Dessert Spoons 2.70 2 for $1.00 2 
1/3" ACS-3 Serving Spoons 4.05 2 for $1.50 
1 tr ACS-6 Iced Drink Spoons 2.70 2 for $LOO 2 

5-5/6 dozen - Total open stock 

Wire Rack Display Stand with printed display card 
to hold and display 1 set and open stock ..•.......... FREE 

Total Jobber's Cost $24. 75 

54090 Total Retail Value 

SPECIAL OPEN STOCK RACK DISPLAY AC-4650 

Con tent.s : 

12 cards Teaspoons 
6 " Forks 
6 II Knives 
6 " Dessert Spoons 
6 " Salad Forks 
6 " Iced Teaspoons 
3 II Serving Spoons 

~ire Display Stand 

45 cards 

Jobber's 
Cost 

~ 

Retail 
Value 

$9.00 
6.00 \• 
9.00 
6.oo 
6.00 
6.oo 
4.50 
FREE 

$46.50 

(each card holds 2 pieces) 

(~ dz.) $3.60 
(1 dz.~ 2.70 
(1 dz. 4.05 
(1 dz s ) 2o70 
(1 dz o) 2.70 
(1 dz s ] 2.70 
(! dz.) 2.05 

FREE -- 
(1! dz.) $20,50 

All prices are subject to change without notice. 

Terms: li 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 



STAINLESS by IMPERIAL 

FLATWARE 

KINGSTON PATTERN TW-358A 
(Effective 1/1/58) 

Item Suggested 
No. Description Cost Retail 

SEI'S - 
AC-124 24-pc. set in box (Service for 6) $5,50 $ 9.95 
AC-132 32-pc. " " " (Service for 8) 7.30 13.25 
AC-150 50-pc, " bulk packed(Service for 8) 11,00 19.95 

OPEN STOCK 
(Packed in~ Dozen Boxes) 

Knife -- 
ACK-5 Table Knife, one-piece $4.95/doz, $,79 ea. 

Forks -- 
ACF-1 Dinner Fork 3.30/doz. ,59 ea. 
ACF-2 Salad Fork 3.30 .59 

Spoons 

ACS-1 
ACS-2 
ACS-3 
ACS-6 

2.20/doz. 
3.30 
4.95 
3.30 

.39 ea. 

.59 
,79 
,59 

Teaspoon 
Dessert Spoon 
Serving Spoon 
Iced Drink Spoon 

All prices are subject to change without notice, 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 

• 
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PRICE LIST 
TW-358A (cont'd.) 

STAINLESS BY IMPERIAL 

FLATWARE 

KINGSTON PATTERN 

Special Display Merchandiser Offer AC-5490 

Contents: 

5-5/6 dozen 

Cost Retail -- 
AC-i24 $5-50 ea, $9,95 ea. 

ACK•5 Knives 4.95/doz. 2 for $1.50 
ACF-1 Forks 3.30 2 for $1.00 
ACF-2 Salad Forks 3.30 2 for $1.00 
ACS-1 Teaspoons 2.20 3 for $1.00 
ACS-2 Dessert Spoons 3,30 2 for $1.00 
ACS-3 Serving Spoons 4.95 2 for $1.50 
ACS-6 Iced Drink Spoons 3.30 2 for $1.00 

Tot.al open stock 

2 sets 

1 doz. 
l ti 

l tt 
2 
2 t1 

l 11 
2 
1/3tv 
1 " 2 

Wire Rack Display Stand with printed display card - 
to hold and display 1 set and open stock . . . . . . . . . . . F R E E 

Total Cost , ......•... , .. $30,25 

Tbtal Retail Value .. , .. , .... 54.90 

SPECIAL OPEl'LSTQCK BACK DISPLAY AC-4620 

(each card holds 2 pieces) 
Retail 

Contents: Cost Value - 
12 cards Teaspoons (2 dz.) $4.40 $9,00 
6 " Forks (1 dz.) 3.30 6.oo 
6 II Knives (1 dz.) 4.95 9.00 
6 II Dessert Spoons (1 dz v ) 3.30 6.oo 
6 " Salad Forks (1 dz.) 3.30 6.oo 
6 II Iced Teaspoons (1 dz . ) 3.30 6.oo 
3 II Serving Spoons ( ! dz . ) 2.50 4.50 
1 Wire Display Stand FREE FREE - 

45 cards (7! dz . ) $27 .50 $46.50 

All prices are subject to change without notice. 

Terms~ 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 



TW-458J 
(Effective 171/58) 

• 
"TABLE-MATE" STAINLESS 

(with Genuine MONOMAC handles) 

t 
Item 
~ Description 

Jobber's 
Cost 

Suggested 
Retail 

TM-6 6-pc. boxed steak set 2.25 

$ 9.95 

14.95 

4.95 

TM-16 · 16-pc, boxed set (service for 4) 

TM-24 24-pc. boxed set (service for 6) 

$4.50 

6.75 

OPEN STOCK 

TM-101 Table Knife 4.3Q/doz. 79¢ ea, 

TM-102 Fork 3.75 69¢ 

TM-103 Teaspoon 2.70 49¢ 

TM-104 Dessert Spoon 3.75 69¢ 

TM-105 "Bar-Mate" Utility Knife 5.40 98¢ 

TM-106 Steak Knife 4.30 79¢ 

Use letter "N" after i tern no. to denote nickel-plated bolsters, 
Use letter "G" after item no. to denote gold-plated bolsters. 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

"r- ,- 1 ,.. r- , -r -s , n n" ". r.. ,., • ,, .. 1 r- u, ,, '""n 1/ 11 '"' •. ~ ,, r- •. ,-. T,....., r-s ,, l""'I n"',,, ""' r- "1 ,-. r- n t 



~e~l 
PRICE LIST 

TW-458A 
(Effective 171/58) 

"TABLE-MATE" STAINLESS 

(with Genuine MONOMAC Handles) 

Item Suggested 
No. Description Cost Retail 

SETS -- 
TM-16 16-pc. boxed set (service for 4) $5,50 $9,95 

TM-24 24-pc. boxed set (service for 6) 8.25 14.95 

TM-6 6-pc. boxed steak set 2.75 4.95 

OPEN STOCK 
(individually carded) 

TM-101 Table Knife 5.20 doz. 79¢ ea. 
' 

TM-102 Fork 4.55 69¢ 

TM-103 Teaspoon 3.25 49¢ 

TM-104 Dessert Spoon 4.55 69¢ 

TM-105 "Bar-Mate" Utility Knife 6.60 98¢ 

TM-106 Steak Knife 5.20 79¢ 

Use letter "N" after item no. to denote nickel-plated bolsters. 
Use letter "G" after item no. to denote gold-plated bolsters. 

All prices are subject to change without notice. 

Terms: 1% 10 days} Net 30 days - FOB Providence} Rhode Island 

,...., ~,-I - ,- I-,. '"'7 .1 r-c ,-., " r-.. 1,1 • \..r ~I,-"' ,, .,,....,_ r't. I~ 11,...,. ~ I ,r ,- ,l - "'T" - r-v ,., .,..... •....•• - •,I..-... r- ~ o - r'""" I""'\ I 



TW-558J 
(Effective 1/1/58) 

"TAHITIAN" STAINLESS 

(with Genuine WondaWood Handles) 

Item Jobber's Suggested 
No, Description Cost Retail 

SETS -- 
BM-16 16-pc. boxed set (service for 4) $ 6.75 $14.95 

BM-24 24-pc. boxed set (service for 6) 9.00 19.95 

BM-32 32-pc. boxed set (service for 8) 13.50 29.95 

BM-6 6-pc. steak set 5.40 11.95 

BM-2 2-pc. carving set 4.50 9.95 

BM-8 Combination steak and carving set 9.00 19.95 

OPEN STOCK 

BM-11 Table Knife 5.40 doz. 98¢ ea. 

BM-12 Fork 4.80 89¢ 

BM-13 Teaspoon 3.60 69¢ 

BM-14 Dessert Spoon 4.8o 89¢ 

All prices are subject to change without notice. 

Terms: l~ 10 days, Net 30 days - FOB Providence, Rhode Island 

nFFIC:F - 1771, RRn.t..nW.t..Y NFW YORK IQ NY F.ArTORY _ PROVI l=NrF RI 



TW-558i 
(Effective 11/58) 

"TAHITIAN" STAINLESS 

(with Genuine WondaWood Handles) 

Item Suggested 
No. Description Cost Retail 

SETS 

BM-16 16-pc. boxed set (service for 4) $ 8.22 $14.95 

BM-24 24-pc. boxed set (service for 6) 10.97 19.95 

BM-32 32-pc. boxed set (service for 8) 16.47 29.95 

BM-6 6-pc. steak set 6.57 11.95 

BM-2 2-pc. carving set 5.47 9.95 

BM-8 Combination steak and carving set 10.97 19.95 

OPEN STOCK 

BM-11 Table Knife 6.47 98¢ ea. 

BM-12 Fork 5.87 89¢ 

BM-13 Teaspoon 4.55 69¢ 

BM-14 Dessert Spoon 5.87 89¢ 

All prices are subject to change without notice. 

Terms: l'/o 10 days, Net 30 days - FOB Providence, Rhode Island 



~ 
(Effective 1/1/58) 

"TM-900" STAINLESS 

(with MONOMAC handles) 

Item Jobber's Suggested 
No, Description Cost Retail 

SETS -- 
CM-216 16-pc. boxed set (service for 4) $3,00 $6.95 

CM-224 24-pc. boxed set (service for 6) 4.50 9.95 

OPEN STOCK 

~ CM-2101 Table Knife 3.75 doz. 69¢ ea. 

CM-2102 Fork 2.70 49¢ 

CM-2103 Teaspoon 2.00 39¢ 

CM-2104 Dessert Spoon 2.70 49¢ 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 



TW-658i 
(Effective 11/58) 

"TM-900" STAINLESS 

(with MONOMA.C handles) 

Item Suggested 
No, Description Cost Retail 

SETS - 
CM •• 216 16-pc. boxed set (service for 4) $3.82 $6.95 

CM-224 24-pc. boxed set (service for 6) 5.47 9.95 

All prices are subject to change without notice. 

OPEN STOCK 

CM-2101 Table Knife 4.55 doz. 69¢ ea. 

CM-2102 Fork 3.23 49¢ 

CM-2103 Teaspoon 2.57 39¢ 

CM-2104 Dessert Spoon 3.23 49¢ 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

"- r- r" I ,- r- 1 ""T-, ,I n r1o r\ r,,. "' • ,, ~Ir Ill \.I rPt n IJ 1 t""\ II. I ,., r: A ,-.. Tr-,. r-, ,, n r,,'"""' \ I I ,...... r- Ir,, t,.. n I 



KK-1 

Item No. 
324/2 

Description Jobber's.Cost 
3" Parer - 2 dozen on a card $3.30 

Retail 
29.~ 

NEW KITCHEN CUTLERY ITEMS 1958 

1) Dark WondaWood Kitchen Cutlery 

This is a new package for your regular 324 parer. Substantial savings 
to your customers when purchased in 3 gross or more lots. 

The main selling points are: 
1) WondaWood handle supplements the Veri-Sharp line. 
2) Hardened stainless steel hollow ground blade. 
3) Beautiful new display card to hold l dozen on front and 1 dozen 

on back. 
4) Lowest price 29¢ parer on the market and the only promotional 

parer with a laminated wood handle. catalog page.illustrating 
the 324 and 324/2 is in work and should be available before the 
end of the year. 

2) New! Dark WondaWood Kitchen Tools 
When we brought out•tne 324 paring knife we told you that we were patent 
ing the one rivet construction and that we felt that this new construction 
might well do for our kitchen cutlery business what the Jack-Master patent 
has done for our pocket knife business. The first proof of this is the 
new kitchen tool line which matches the Veri-Sharp cutlery line. Items 
and prices are shown on price list KK-758J). All tools retail at 98¢. 

The main selling points are: 
1) The only popular priced line with laminated wood handles. 
2) DeLuxe mirror finish 
3) Newly designed spoon bowls 
4) Embossed shanks for eye appeal and extra strength. 
5) Brass rivet 
6) 42-pc. introductory offer with a free wire rack display. 

! dozen of each of the 7 new tools 

Your competition: 
does not have WondaWood, uses either Rosewood or plastic handles. 
does not compare in finish. 
does not have embossed shanks. 
does not have a comparable matching cutlery line. 

Catalog pages are in work and will be available shortly. 

3) Veri-Sharp DeLuxe Kitchen cutlery 
No major changes-in this line have been effected. we have redesigned the 
CK-4, 5, 6 and 7 block sets. We now have hand rubbed cherry wood blocks 
as standard packing for this ,line. We have replaced the slicers in these 
sets with a Wonda-Edge slicer at no increase cost. Wonda-Edge sets in 
general have been our best selling deluxe items. Therefore, please, when 
presenting these new blocks to your trade, emphasize the design of the 
blocks and the Wonda-Edge slicer. 

New catalog pages for the entire line are in work. 



-, 
New Kitchen Cutlery Items 1958 KK-2 

4) Wonda-Edge Cutlery 

Three Wonda-Edge sets and the five open stock numbers that we introduced 
last year have been our most successful deluxe cutlery items of the year. 
All sets and open stock are being continued. We have added: 

WE600 rack assortment containing: 
10 024WE Parer 
5 030WE Uti1ity 
5 029WE Sandwich 
5 028WE Roast Slicer 
5 025WE Heavy Gauge Slicer 

Jobber's Cost - $25.00 Retail - $57,50 

Supermarkets and discount houses are seriously challenging the right of 
hardware and department stores to distribute cutlery in volume. Most 
alert hardware and houseware merchants are realizing that for their sur 
vival they must handle better quality merchandise than they have in the 
past. Capitalize on this trend now! The WE600 and the Wonda-Edge sets 
are ideal for this type of trade. Remember, only you have this line with: 

a) HighCarbon Stainless Steel Blades 
b ) Hollow Ground and Wonda-Edge 
c ) WondaWood Handles 
d) Ideal Service and Self-Service Packaging 

5) Tahitian with Bamboo style WondaWood handles 

" 
Item No, 

BM-2 
BM-6 
BM-8 

Description 
2-piece carving set 
6-piece steak set 
combination of the above 

Jobber's Cost 
$ 4.50 

5.40 
9.00 

Retail 
$ 9.95 
11.95 
19.95 

The main selling points are: 
a) Only Imperial has a Bamboo style WondaWood which is safe in any 

dish washer. 
b) All blades hollow ground and Wonda-Edged. 
c) Only Imperial offers matching Tahitian tableware and cutlery. 
d) Super deluxe new gift boxes. 

Remember - "It's moderrit It's exclusive! IT'S IMPERIAL!" 
., 

6) New Fruit and Vegetable Slicer - individually carded 

Item No. 
K-150 

Description 
Fruit and vegetable slicer, 

individually carded . 

Jobber's Cost 
$2.70/doz. 

Retail 
49¢ 

.. 
A new and specially designed serrated knife. Ideal for slicing all fruits 
and vegetables, attractively carded. Ideal wherever knives are sold. The 
first of a long line of Imperial gimmicks. Add a gross of this item to 
every order that you write. 



New Kitchen cutlery Items 1958 KK-3 

7) New 6-piece steak set 

Item No. 
SK-148 

Description Jobber's Cost 
6-piece steak set in plastic 
tray and gift box 75¢ per set 

Retail 
Worth 

$3.95 

That price is NOT a typographical error, we mean it! We have always known 
that given the volume we can produce better knives for as little money as 
any factory any where. One customer bought over 1,000,000 of these knives. 
We have the volume -- you have the price -- let's see what you can do. 

These knives are: 

a) manufactured from hardened stainless steel. 
b) have stain resisted plated metal ferrules. 
c) have high impact plastic handles. 
d) sabre ground for strength. 
e) Nor serrated because they are made from good American steel, ground 

and hand edged by American craftsmen and will cut. 
f) Packed in plastic drawer tray and gift box. 

8) New 9-piece gift set 

Item No. 
TM-909 

Description 
9-piece gift set 

Jobber's Cost 
$2.70 

Retail 
twice as much as 
your competition. 

This set has: 

a) sabre ground blades manufactured from hardened stainless steel. 
b) handles of high impact plastic. 
c) 24 karat gold plated metal ferrules. 
d) packed in super deluxe black and gold gift chest.' 

We have all seen similar sets to this with Sheffield blades. None of the 
imported sets are competitive to ours in finish, uniformity, or PRICE! We 
do not know how many of these sets you will sell but we do know that no 
other cutlery company has as low priced a 9-piece promotional set. 

That completes the 1958 line. 

We think it is the broadest and the best we have ever had. For the first time 
you can offer all classes of trade a complete kitchen cutlery ball of wax. We 
have tried to include in the new line everything you have asked for. 

We expect your earnings to increase and we expect you to be in step with the com 
pany, and that means more kitchen cutlery sales to pocket knife customers and 
more kitchen cutlery sales to new customers. 

YOU HAVE THE LINE, YOU HAVE THE FACTORY, AND YOU HAVE THE ABILITY. 



KK-·158J 
(Effective 1/1/58) 

Imperial VERI-SHARP Stainless 

HOUSEHOLD CUTLERY 

{With WondaWood Handles) 

GIFT SETS - - Now with "View-All" Packaging 

Jobber's Suggested 
Cost Retail 

Number each ~ch 
.F... 

6-pc. Steak Knife Set in Gift Box $2.25 $4.95 WW-1 

WW-lS 6-pc. fl ti " " " 11 (serrated) 2.25 4o95 

WW-2 6-pc. Steak Knife Set in·Wood Block 2.70 5.95 

WW-2S 6-pc. 1, " " " " " (serrated) 2.70 5.95 

WW-7 2-pc. Carving Set in Wood Block 1.60 3.50 

WW-8 3-pc. Kitchen Set in Wood Block 2.00 4.50 

WW-11 4-pc. Kitchen Set in Wood Block 2.70 5.95 

'[ WW-12 5-pc. Kitchen Set in Wood Block 3.15 6.95 

HW-3 5-pc. Kt tchen Set in Window Box 2.25 4.95 

All prices are subject to change without notice. 

Terms: ii 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 

---·-r- .__-.,. r-,r--.-._ •. r.... ..••. J •. '\.tl.. •_lr"""lll l.J,....,.r,1, ., .•...• _._J.'\.I r""&_ ••.. __ \I .f""'\.r,,-,11~r- •. 1,...~ r"I I 



Price List 
KK-158J (cont'd) 

Wood Display Case ~ 
Contains: 5! doz.open stock knives 

2 block sets 
Total Merchandise $30.45 $67 .18 

Plus Display Case (at cost) 6.oo 
(vi /FREE block set) 6.00 

. $36.45 $73.18 

Rack Unit 
Contains 42 kniv~s $15,00 $32.40 

Rack Unit 
Contains 72 knives $27.80 $60.66 

Stainless IMPERIAL Household CutlerI._ 
Jobber's Suggested 

Description Cost Retail 
3" Paring Knife - Individually carrlPd $1 •. 65 doz. 29¢ ea. ..•. 
Same as 324 but packed 36 doz. per case 1.50 29¢ 
Same as'. 324 but packed 2 doz. per display 1.65 29¢ 

II II 324/2 II Tl 36 II ti case 1.50 29¢ 

Imperial VERI-SHARP Stainless 

HOUSEHOLD CUTLERY 

(With WondaWood Handles) 

OPEN STOCK --· with "Safety Sheath Cards" 
Jobber's 
cost 

$2.75 doz. 
2.75 
3.75 
3,75 
4.25 
4.25 
5.40 
5.40 
5.40 
5.40 
5.40 
5.40 
5.40 
5.40 

Number 
223 
224 
220 
220-S 
226 
229 
214 
222 
227 
228 
232 
232-S 
239 
251 

·Description 
2" Stubby Faring Knife 
3" Paring Knife 
5" Utility Knife 
5" n n ,,serrated} 
4n Small Serrated Spatula 
6" Sandwich Knife 
Fork 
8" Narrow Blade Slicer 
8" French Cook's·Knife 
8"·Roast Slicer 
9" Ham Slicer 
911 Serrated Slicer 
7" Butcher Knife 

5k" All-Purpose Turner 

COUNTER DISPLAY MERCHA:NDISERS 

WW-100 

WW-700 

WW-1200 

Number 
324 
324-36 
324/2 
324/236 

All prices are subject to change without notice. 

Terms: l~ 10 days, Net 30 days - FOB Providence, Rhode Island 

Suggested 
Retail 
49¢ each 
49¢ 
69¢ 
69¢ 
79¢ 
79¢ 
98¢ 
98¢ 
98¢ 
98¢ 
98¢ 
98¢ 
98¢ 

. 98¢ 



Imperial VERI-SHARP Stainless 

HOUSEHOLD CUTLERY 
KK-158A 

(EfZective 1/1/58) (With WondaWood Handles) 

GIFT SETS 
"" 

••. ,!> Suggested 
Number Cost Retail 

WW-1 6-pc. Steak Knife Set in Gift Box $2,50 each $L.95 each 

WW-lS 6-pc. " n II I! II " (serrated) 2.50 4,95 
r- ••.•. 

WW-2 6-pc. Steak Knife Set in Wood Block 3.00 5.95 

WW-2S 6-pc. " " " It It 11 (serrated) 3.00 5.95 

WW-7 2-pc. Carving Set in Wood Block 1.75 3.50 

WW-8 3-pc. Kitchen Set in Wood Block 2.25 4.50 
!"· 

WW-11 4-pc. Kitchen Set in Wood Block 3.00 5.95 

-i WW-12 5-pc. Kitchen Set in Wood Block 3.50 6.95 

HW-3 5-pc. Kitchen Set in Window Box 2.50- 4.95 , e 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

---•-r- ,-.,1 nr-.'"' r..,.,.,., .. 1r-u, ,.,-r,,,., .• ,..... i..1 ,., r.i._"T",,.....,~,, "°"''"'"""'11'°'r-1.1-r- 



Imperial VERI-SHARP Stainless 

HOUSEHOLD CUTLERY 

(With WondaWood Handles) 
PRICE LIST 

KK-158A {cont'd.) 

OPEN STOCK (individually Carded, 1 doz. in Shelf Box) 
Suggested 

Number Description Cost Retail 

C-223 2" Stubby Paring Knife $ 2.90 doz. 49¢ each 

C-224 3" Paring Knife 2.90 49¢ 

C-220 5'' Utility Knife 4.25 69¢ 

C-220S 5" Utility Knife (serrated) 4.25 69¢ 

C-226 4" Small Serrated Spatula 4.25 69¢ 

C-229 6" Sandwich Knife 4.25 69¢ 

C-214 Fork 6.30 98¢ 

C-222 811 Narrow Blade Slicer 6.30 98¢ 

C-227 8" French Cook 1 s Knife 6.30 98¢ 

C-228 811 Roast Slicer 6.30 98¢ 

C-232 9" Ham Slicer 6.30 98¢ 

C-232S 911 Serrated Slicer 6.30 98¢ 
' 

C-239 7" Butcher Knife 6.30 98¢ 

C-251 5-&11 All-Purpose Turner 6.30 98¢ 

C-324 3" Paring Knife 1.80 29¢ 

WW-700 l\ack Unit (contains 42 knives) 16.20 32.40 

WW-1200 Rack Unit (contains 72 knives) 30.33 60.66 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

(OVER) 



GIFT SETS 

HOUSEHOLD CUTLERY 

(With Blond WondaWood Randles) 

KK-2.58J 
(Effective 1/1/58) 

Number Description 
Jobber's 

Cost 
Suggested 

Retail 

WE-6 
WE-2 
WE-4 

Imperial WONDA-EDGE Stainless 

6-pc. Steak Set in DeLuxe Chest 
2-po. Carving Set in DeLuxe Chest 
l~-pc. Kitchen Set in Wood Block 

$4.95 
4.05 
5.40 

$10.95 
8.95 

11.95 

.. , 

Stainless IMPERIAL Veri-Sharp DeLuxe 

STEAK SETS 

TK-2 
TK-3 

6-pc. set in wood block and "Book" box 
8-pc. set in wood block and "Book" box 

9.95 
12.95 

CARVING SETS 

CS-30 
CS-2 
CS-3 
CS-9 

Heavy Duty Slicer in wood block, boxed 
2-pc. set in DeLuxe Chest 
3-pc. 11 

" " " 

Combination 3-pc. car-v lng set and 6-pc. 
steak set in DeLu:xe Chest 

18.90/doz. 
3.60 
4.95 

3.50 ea. 
7.95 

10.95 

9.00 19.95 

KITCHEN SETS 

GS-1 Hostess Gift Set 4.05 8.95 
·J.. CK-4 4-pc. set, New wood block, 

Wonda-Edge Slicer, Boxed l,1,.95 10.95 
CK-5 5-pc. set, New wood block, 

Wonda-Edge Slicer, Boxed 6.oo 13.95 
CK-6 6-pc. set, New wood block, 

Wonda-Edge Slicer, Boxed 6.75 14.95 
CK-7 7-pc. set, New wood block, 

Wonda-Edge Slicer, Boxed 8.10 17.95 .. 
All prices are subject to change without notice. 

Terms~ l~ 10 days, Net 30 days -- FOB Providence, Rhode Island 

(OVER) 
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PRICE LIST 
KK-258J {cont'd) 

HOUSEHOLD CUTLERY 

(With Blond WondaWood Handles) 

OPEN STOCK (Packed w/sheaths in~ doz. shelf boxes) 

.: 

Jobber's . Suggested 
Number Description Cost Retail 

Imperial WONDA-EDGE Stainless 

024WE Paring Knife $ 5.40/doz. $ LOO ea. 
020WE Utility (Steak) Knife 8.10 1.50 
029WE Sandwich Knife 10.80 2.00 
028wE Roast Slicer 13.50 2.50 
025WE Heavy Duty Slicer 18.00 3.50 
WE6QO Contains 30 knives (10 024WE, 5 ea. 020WE, 

029WE, 028WE, 025WE) 25.00 57.50 

Stainless IMPERIAL Veri-Sharp DeLuxe 

001 Forged Carving Fork $13. 50/doz. $ 2,50 ea. 
014 Pot Fork 9.35 1.75 
020 Utility (Steak) Knife 6.75 1.25 
020-S ti " ti (serrated) 7.20 1.35 
022 Narrow Blade Slicer 13.50 2.50 
024 Paring Knife 5.40 1.00 
025 Heavy Duty Slicer 16.00 3.00 
027 French Cook's Knife 13.50 ' 

2.50 
028 ·Roast Slicer 13.50 2.50 
029 Sandwich Knife 10.80 2.00 
030-S Fruit Knife (serrated) 7.20 1.35 
030-C Curved Fruit Knife (serrated) 7.20 1.35 
031 Utility Butcher Knife 8.10 1.50 
032 Ham Slicer 13.50 2.50 
032-S Serrated Slicer 13.50 2.50 
039 Butcher Knife 13.50 2.50 
048 Frozen Food Slicer (ind. display boxed) 13.50 2.50 

All prices are subject to change without notice. 

Terms: 1i 10 days, Net 30 days - FOB Providence, Rhode Island 



HOUSEHOLD ,curLERY ~mpe~l 
~ 

PRICE LIST 
(With Blond WondaWood Handles) 

L 
·GIFT SETS 

KK-258A 
(Effective 1/1/58) 

' 
Number Description Cost Suggested 

Retail 

WE-6 
WE-2 
WE-4 

/ Imperial WONDA-EDGE Stainless 

6-pc. Steak Set{in DeLuxe Chest 
2-pc. Carving Set in DeLuxe Chest 
4-pc. Kitchen Set in Wood Block 

$5.50 
4.50 
6.oo 

$10.95 
8.95 

11.95 

Stainless IMPERIAL Veri-Sharp DeLuxe 

STEAK SETS 

TK-2 
TK-3 

6-pc. set in wood block and "Book" box 
8-pc. set in wood block and "Book" box 

5.00 
6.50 

9,95 
12.95 

CARVING SETS 

0/ 

CS-30 
CS-2 
CS-3 
CS-9 

Heavy Duty Slicer in wood block, boxed 
2-pc. set in DeLuxe Chest 
3-pc • " " . " n 

Combination 3-pc. carving set and 6-pc. 
steak set in DeLuxe Chest 

1.75 
4.oo 
5.50 

3.50 
7.95 

10.95 

10.00 19,95 
I ';. 

KITCHEN SETS 

GS-1 Hostess Gift Set 4.50 
CK-4 4·pc. set, ne~ ~oo~ block, Wonda-Edge 

Slicer, Boxed 5.50 
CK-5 5-pc. set, new wood block, Wonda-Edge- 

Slicer, Boxed 7.00 
CK-6 6~pc •. aet, ne'li wood block, Wonda-Edge 

Slicer, Boxed 7.50 
CK-7 7-pc. set, new wood block, Wonda-Edge 

Slicer, Boxed 9.00 

8.95 

10.95 

13.95 

14.95 

17.95 

All prices are subject to change without notice. 

Terms: 11, 10 days.;, Net 30 days - FOB Providence, Rhode Island 

(O~R) 
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PRICE LIST 
KK-258A (¢ont~d) 

HOUSEHOLD CUTLERY 

(With Blond WondaWood Handles) 

OPEN ·STOCK (Packed w/sheaths in fr doz. shelf boxes) 

Number Description 
Suggested 

Retail 

Imperial WONDA-EDGE Stainless 

024WE 
020WE 
029WE 
028wE 
025WE 
WE600 

Paring Knife 
Utility (Steak) Knife 
Sandwich Knife 
Roast Slicer 
Heavy Duty Slicer 
contains 30 knives & FREE RACK (10 024WE, 

5 ea. 02()\.]E, 029i-IE, 028wE, 025WE) 

$6.oo/doz. 
9.00 

12.00 
15.00 
21.00 

28.00 

$1.00 ea. 
1.50 
2.00 
2.50 
3.50 

57.50 

Stainless IMPERIAL Veri-Sharp DeLuxe 

001 Forged Carving Fork $15 .oo $2,50 ea. 
014 Pot Fork 10.50 1.75 
020 Utility (Steak) Knife 7 .50 1.25 
020-S ft ft fl (1,errated) 8.10 1.35 
022 Narrow Blade Slicer 15.00 2.50 
024 Paring Knife 6.oo 1.00 
025 -Heavy Duty Slicer 18.00 . 3.00 
027 French Cook's Knife 15.00 2.50 
028 Roast Slicer 15.00 2.50 
029 Sandwich Knife 12.00 2.00 
030-S Fruit Knife (serrated) 8.10 1.35 
030-C Curved Fruit Knife (serrated) 8.10 1.35 
031 Utility Butcher Knife 9.00 1.50 
032 Ham Slicer 15.00 2.50 
032-S Serrated Slicer 15.00 2.50 
039 Butcher Knife 15.00 2.50 
048 Frozen Food Slicer (ind. display boxed) 15.00 2.50 

-~~ 

Al-1 prices a.re subject to change without notice. 

Terms:.1% 10 days, Net 30 days - FOB Providence, Rhode Island 



KITCHEN TOOLS 

Imperial Stainless 

(With Blond WondaWood Handles) 
KK-458J 

(Effective 1/1/58) 

Number Description 
Jobber's 

Cost 
Suggested 

Retail 

J• 

GIFT BOXED SET 

K-607 7-pc. set consisting of all the items listed 
below (except K-627 Basting Spoon) $4.95 $10,95 

OPEN STOCK (Packed in polyethylene bags) 

K-626 Slotted Serving Spoon $8.10/doz. $1.50 ea. 

K-627 Basting Spoon 8.10 1.50 

1J K-628 Potato Masher 10.80 2.00 

K-629 All-Purpose Turner 8.10 1.50 
y 

K-630 Deep Ladle 10.80 2.00 

K-631 Fork 8.10 1.50 

K-633 Spatula 8.10 1,50 

K-696 Wood Wall Rack 5.40 LOO 

~ 

All prices are subject to change without notice. 

Terms~ 1% 10 days, Net 30 days - FOB Providence, Rhode Island 
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KI'ICHEN TOOLS 

· Imperial Stainless 

(With Blond WondaWood Handles) 

.. 
KK-458A 

(Effective 1/1/58) 

Number Description Cost 
Suggested 

Retail 

GIFT BOXED SET 

K-607 7-pc. set consisting of all the items 
listed below {except K-627 Basting Spoon) $5,50 $10.95 

OPEN STOCK (Packed in polyethylene bags) 

K-626 Slotted Serving Spoon 9,00/doz. $1.50 ea. 

K-627 Basting Spoon 9.00 1.50 

K-628 Potato Masher. 12.00 2.00 

K-629 All-Purpose Turner 9.00 1.50 
::::. 

K-630 Deep Ladle 12.00 2.00 
,/ 

K-631 Fork 9.00 1.50 

-~ K-633 Spatula 9.00 1.50 
; K-696 Wood Wall-Rack 6.oo 1.00 

All prices are subject to change without notice. 

Terms: 1i 10 days, Net 30 days - FOB Providence, Rhode Island 
\ 
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Imperial VERT-SHARP Stainless 

KITCHEN TOOI.S 

(1.Ji th WondaWood Handles) 

_., 
KK-7.511r 

(Effective 1/1/58) 

Number 
Jobber's 

Cost Description 

OPEN STOCK (1rissue wrapped ! dozen to a shelf box) 

K-72b Slotted Serving Spoon 
....•• 

K·727 Basting Spoon ,.. 
K-728 Potato Masher 

K-729 All-Purpose Turner 

K-730 Deep Ladle 

K-731 Fork 

K-733 Spatula 

1%-700 42 Tool Assortment w/1"REE Rack 
(!doz.of each tool) 

r: 

I 

$ 5 .40/doz. 

5.40 

5.40 

5.40 

5.40 

5.40 

5.40 

$18.90 

(I 

rr 

II 

I( 

II 

» 

All pric~s are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 

Suggested 
Retail 

98¢ ea. 

98¢ 11 

98¢ rr 

98¢ II 

98¢ II 

98¢ II 

11 98¢ 

$41.16 

!I 
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KITCHEN TOOLS 

Imperial VERI-SHARP Stainless 

(With WondaWood Handles) 

., 

KK-758A 
(Effective 1/1/58) 

Suggested 
Number Description Cost Retail 

.. 
(Tissue wrapped! dozen to a shelf box) OPEN STOCK - - 

" K-726 Slotted Serving Spoon $ 6.30/doz. 98¢ ea. 

K-727 Basting Spoon 6.30 ti 98¢ " 

K-728 Potato Masher 6.30 ti 98¢ II 

K-729 All-Purpose Turner 6.30 " 98¢ II 

K-730 Deep Ladle 6-30 11 98¢ " 

K-731 Fork 6.30 " 98¢ II 

K-733 Spatula 6.30 II 98¢ 11 

' 
KK-700 42 Tool Assortment w/FREE Rack $22.05 $41.16 

(!doz.of each tool) 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days - FOB Providence, Rhode Island 
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AVAILABILITY OF NEW KITCHEN CUTLERY ITEMS 1958 

Item No, tescription 

K-150 
SK-148 
BM-2 
BM-6 
BM-8 
WE-600 
CK-4 
CK-5 
CK-6 
CK-7 
KK-700 
K-726 
K-727 
K-728 
K-729 
K-730 
K-731 
K-733 
324/2 
'IM-909 

Fruit a.~d Vegetable Slicer 
6-piece Steak Set 
TahHian Carving Set 

II Steak Set 
II Combination Set 

Wonda-Edge Rack Assortment 
New 4-piece teluxe Block 
" 5-piece " 11 

" 6-piece rt " 

" 7-piece ,1 If 

42-piece Kitchen Tool Assortment 
Slotted Serving Spoon 
Basting Spoon 
Potato Masher 
All-Purpose Turner 
Leep Ladle 
Pot Fork 
Spatula 
2 dozen Parer Assortment 
9-p:i.ece Promotional Set 

DROPPED KITCHEN CUTLERY NUMBERS 

r 

TK-1 
HW-1 
HW-2 
WW-200 

ww-400 
WW-500 
HDL~l 

HDL-2 
HDL-3 
B.DL-4 
HDL-11 

CLOSEOUT SUBJECT TO PRIOR SALE 

HB-1 at special closeout price of $1.20 
HB-2" tt I! Ii " 1.20 
EB-3 n II " " " 1.20 
HB-4" If ti 11 " 1.20 

~ 

12/n/58 

Delivery 

at once 
1/15/58 
1j15/58 
1/15/58 
1/15/58 
2/1/58 
at once 
at once 
at once 
at once 
2/15/58 
2/15/58 
2/15/58 
2/15/58 
2/15/58 
2/15/58 
2/15/58 
2/15/58 
at once 
3/15/58 
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YOUR NEW 1 9 5 8 

J A C K - M A S T E R 

LINE 

$5,40Ldoz,; Retail - $1,00/ea. 1. Ka.meo Karved Line Jobber's Cost 

The main features of this new line are: 

1) Exclusive new Kameo Karved handles, in: 

a) New brown stagged 
b) Pearl (with assorted red, blue, and black panels) 
c) Buffalo horn 

2) Master blades with revolutionary new Wonda-Edge. 
3) Distinctive new display card with luminous Da-Glo ink. 

Assortments: 

D-400 
s-685 
CC-1 

EQual-End Jacks with Deer Head handles 
Serpentine Jacks with Steer Head handles 
Assortment - ! dozen of each pattern 

Standard packing will be: ! dozen stagged 
..!. dozen pearl t dozen buffalo 

(ST) 
(KP) 
horn (BH) 

You can have solid packs of a handle style if you specify this on your 
orders by adding ST, KP or BH after the pattern or assortment number. 

The Kameo Karved handles of these knives appear to be hand carved, giving this 
line the look of costly, custom made cutlery. 

Be sure all of your customers - 

STOP! LOOK~~ and PROFIT!~'· 

with America's greatest $1.00 values, -- ImperialYs NEW Kameo Karved Line. 

2. 620 Swiss Ranger - Jobber's Cost $5,40/doz.; Retail - $1.00/ea. 

A 5-Blade "Swiss Army" type of knife, packed on a display which will sell this 
knife. With this new knife you can cash in on the popularity of so-called Swiss 
Army type knives, and you can also use it to meet price competition on "Scout" 
type knives. Sell this in addition to Kamp-Kings, not instead of Kamp-Kings. 



JM-2 

3. N-650 4r1 Jumbo Jackknife - Johber's Cost - 6.60/doz.; Retail - 
N-653 4" premium Stock~-~~obber's Cost - 8.00/doz.; Retail - 

A husky new pocketknife in a pattern that has always been a "best seller" in 
higher priced lines. Packed on a colorful new design panel type display card 
with windows! Handles are new brown stagged, and are riveted onto the skele 
ton, eliminating the usual prongs. Note that pricing is better than 50% & 10%, 

We have proof that these two new numbers will meet and beat both of Colonial's 
versions of these patterns. 

Large knives appear to be growing in popularity again, in metropolitan, as well 
as rural areas, so show and sell these new Jumbo Jackknives to all of your customers. 

4. HR-58 Home Run Knife - Jobber's Cost - $2.70/doz.; Retail - 49¢/ea. 

Made with WondaWood, these 1-blade keychain knives really look like baseball bats. 
Every baseball fan in the country, and there are millions of them, is a good po 
tential customer. 

The "Baseball" card on which they are displayed, featuring the official "logo" of 
each of the 16 Major League teams, will attract attention and sell these knives. 

The "Official" plastic baseball tag on the keychain can be imprinted on the reverse 
side for souvenir purposes, at your regular souvenir imprinting price schedule~ 

Quantity 
Add to Regular 
Price of Knife 

6 to 35 dozen 
36 to 59 dozen 
60 dozen & over 

24¢ per doz, 
12¢ per doz. 
6¢ per doz .. 

These knives should be sold in every Major League ballpark, and a lot of the Minor 
League parks. If necessary to accomplish this, we urge you to sell the conces 
sionaire at each park directly, pricing these knives to them@ $3,00 per dozen 
with souvenir imprint in any quantity of six dozen or more. 

You must start selling these knives NOW - to be sure of getting good distribution 
at all levels before the baseball season gets underway in April (Spring training 
starts much earlier). 

5. MC-57 Money Clip Knife - Jobber's Cost - $7,20/doz.; Retail - $lo39/eao 

A handsome and practical money clip, with stainless cutting blade, and a nail file. 
Each knife deluxe gift boxed, with a display card in each one-dozen tray. 

You should be able to get good volume with this "unusua.L" new number, not only t.hr oug. 
your regular trade, but also from premium, advertising, catalog and other trades. 
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6. KT-07 
KT-08 

Small 4-pc. Tool Kit - KP )-Jobber's Cost_ $5.40/doz.; Retail - $1.00/ea, 
" ti " II - ST ) 

A 4-pc. Tool Kit consisting of the 200 pattern 1-blade knife with three removable 
tools (canopener/caplifter, screw driver, and chisel) in a maroon plastic kit. 

We have done well with the Tool Kits to retail for $1,50 and $2,00, so here's one 
to retail for only $1.00, and you should do a lot better with it. 

Actually, most of our T~ol Kit sales have been to premium and advertising customers, 
so we are not packaging these new Tool Kits for retail merchandising. However, your 
customers can have these individually boxed@ $6.oo/dozen. 

7. H-24 2-Doz. Hunting Knife Display - Jobber's Cost - $12,75 ·- Total Retail - $30,00 

We sent you samples of this unit over a month ago - but it really is a new item in 
your 1958 line, so be sure to show and sell it, along with the rest of your new line. 

It contains: 
! doz. H-46/47 - Prepriced@ $1.00 each 
l.doz.H-6/7 - " @ 1.25 " 
i doz, H-38/39 " @ 1.25 " J doz, H-50/51 11 @ 1. 50 " 

5oo/o and 10% off total retail of $30,00 would be $13,50, but jobber's cost is only 
$12,75, giving them a chance for extra profit on the deal. 

The display takes up less than 2 square feet of counter space, and should be a 
"natural" for your sporting goods trade. 

8. IK-58 4-doz. Display Case Assortment - Jobber's Cost - $24.00; Total Retail - $48.oo 

This new assortment replaces the old IK-48, and features all Imperial pocket knives 
to retail at one price - $1.00 each. The display case is the same, but the assort 
ment is new, as follows: 

1/3 doz. 
1/3 doz. 
1/3 doz. 
1/3 doz. 
1/6 doz. 
1/6 doz. 
1/3 doz. 
1/6 doz. 
1/6 doz. 
1/3 doz. 
1/3 doz. 
1/3 doz. 
1/3 doz. 
1/3 doz. 
4 doz. 

N-943 
620 

N-415 
D-400ST 
D-400KP 
D-400BH 
S-685ST 
S-685KP 
S-685BH 
PM-4 

278 
N-787 
PM-1 
29-G 
Total 
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This new and broad assortment of all Imperial knives at a reduced jobber's cost, 
should enable you to increase your sales of display case deals, and get more 
11refill" orders. 

* * * * * * * * * * * 

BP-56 
BP-1 

JACK-MASTER PRICE CHANGES 

Reduced to $5.40/doz. from $5.70/doz. 
tt rr 1.20/doz. 11 2 .10/doz. 

II " 5.40/doz. " 6.oo/doz. 

;. 

i 

We have reduced these prices to help you increase your volume and ours on these 
items. We can't justify these decreases unless we get substantial extra volume. 
If we don't get the extra volume, we will be forced to put the prices back where 
they were. So, it's really up to you to keep these price reductions in effect 
during 1958. 

NEW JACK-MASTER PACKAGING 

1-Dozen Displays 

Your new N-650/653 pattern knives are on a panel type card of a new construction 
- with windows. The windows will keep the knives clean and prevent pilferage. 

The present Colt cart has also been converted to this new windowed construction, 
and you are being sampled with this new display. 

We plan to convert the following display cards to the new windowed construction 
as soon as possible, changing the artwork on most of these when we do~ 

Castle 
Sportsmaster 
Kamp King 
Pony Jack Knife 

The less said about these future changes to your customers, the better, until we are 
ready to ship the new cards, when we will advise you, and send you your new samples. 

New Chain Store Packaging 

1. Individual Card and Window Box for Jacks, Pens, etc. 
2. Individual Card and Window Box for Shorties & Midgets 
3, Individual Windowed Box for Hunting Knives & Combo Sets 
4. Individual Windowed Box for GuideMaster Sets. 

This new packaging was enthusiastically received by all of the large variety chains 
this year. Now you can offer it to all of your chains - but only at Chain Store 
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Prices - per Price List I-158Ao We cannot furnish this packaging to anybody at 
jobber's prices, with one exception, 

The exception is the new Guide-Master boxJ which will be standard packing on all 
orders for GM-l/2J whether from jobbers at jobber's pricesJ or from chains at 
chain prices. 

This new packaging should add greatly to your chain store volume, 

DISCONTINUED JACK-MASTER NUMBERS 

SP-1 Scotch Plaid 
PM-1BX,-2BX,-3BX,-4BX DeLuxe Ind. Boxed Tu-Tone 
N-786 Small Serpentine Penknife 
N-945 Fish Knife w/Beer Can Opener 
N-618 Super Kamp-King 
FB-1 FBI Jr, knife set 
JJ-9 Jet Jackknife 
FT-1) 
FT-2) 
JMX-36 
N-136B 
90PB) 
96PB) - 
98PB ) 

lOlPB) 

Fishing Tackle Box Deals 

3-doz. Xmas Asst, 
36 Knife Board 

We have discontinued making all push-button knives. 
until present stocks are exhausted, 

We will fill orders 

STANDARD JACK-MASTER ASSORTMENTS 

1. Schedule of our Standard Assortments is enclosed, and you should keep it in your 
catalog. 

2. Prices on Price Lists I-158J and I-158A are for Standard Assortments as to both 
patterns and handles. 

3. Special Assortments (as to patterns and/or handles) are 25¢ per dozen extra in 
any quantity under 100 dozen. 

4. No extra charge for special assortments in 100 dozen or larger quantities. 
5. Remember that special assortments delay the shipment of your customers' orders, 

because they have to be specially packed and cannot be filled from stock. 
Special packing takes extra time and means extra cost. SELL STANDARD ASSOR'IMENTS! 

LOW PRICED KNIVES 

The three low-priced numbers are still available at the same prices: 

JM-89 
M-25 
B-1 

2-Bl. Jacks 
1-Bl. Keychain Midgets 
Old Style Buckaroos 

$3 .oo/per 
1.50/ 11 

1.50/ " 

doz. 
rt 

It 
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These numbers do not appear on your price listsJ and we do not have catalog pages 
for them. They are "specials" for you to use when you need them) primarily to 
meet price competition from imports and some domestic manufacturers. 

SPECIAL JACK-MASTER PROMOTIONS 

A, Hardware Week - April 24th to May 3, 1958 

To give you and your customers a real value in Jack-Master pocket knives for this 
event, we are reinstating the 30-piece Manufacturer's Special Assortments with 
which every one of you did so well this year~ 

The Assortments are the same: 

MS-1 w/10 N-415 
MS-2 w/10 281 
MS-3 w/10 N-76 

and 20 assorted 2-Bl. Jacks 
and 20 assorted 2-Bl. Jacks 
and 20 assorted 2-Bl. Jacks 

Jobber's Cost is still $10.00 per unit, and suggested dealer cost is $13,50. 

12 units to a shipping carton is our standard pack and the minlIIlum order we can 
accept. 1 carton weighs 50 lbs., so 2 cartons, or 24 assortments make a 100 lb. 
freight shipment. 

., These special assortments will be available for a limited time only -- until 
May 1, 1958, when they will be withdrawn. Remember that you have to start sell 
ing NOW for Hardware Week as all hardware jobbers are making their plans now for 
this event. 

. _,,. These assortments are promotionally displayed, specially priced and represent 
real values to your customers and their dealers. SoJ put a real effort on these 
for Hardware Week, and get yourself a share of this extra volume. 

B. Other Promotions 

1. Mutual Merchandising Cooperative, Inc. 

The 1958 Mutual Spring Catalog, used by all of their tobacco jobbing members 
will feature three assortments: 

N-615 
N-943 

MM-24 

@ $6.oo/doz. 
@ 5,40/doz. 
@ 8.50/2 doz. asst. 

The last item is a special assortment of 2 dozen jackknives on a special dis 
play card. Included with each assortment is a "Free" #222 Narrow Blade Slicer. 
This unit is exclusive for Mutual members only, and is not to be offered to 
anyone else. You will not be sampled with the unit unless you order a sample. 

2. Liberty Distributors Group 

Most of the hardware jobbing members of this group will feature a 2-dozen Sports 
Knife assortment on a special display as a June Item~of-the-Month. We expect 
most of their orders in before April 1st, for April shipment. 
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Jobber's cost is $9,50 for the No, 658c 2-dozen assortment, all to retail@ 88¢ each. 
Contents are: 

1 doz. I doz. 
2 doz, 

JM-418 
H-37 
N-943 

This unit is exclusive for Liberty members only, and is not to be offered to 
anyone else. You will not be sampled with the unit unless you order a sample. 

3. Federated Supply Corp. 

We will review our new lines with these people right after the Sales Meeting, and we 
expect to have several promotions with them during the year, as in the past. You will 
be kept advised. 

JACK-MASTER SOUVENIR KNIVES 

You are being sampled with some knives with a new type of "Perma-Print" handle. The 
printing is on the underneath side of transparent celluloid, and will never wear off. 
In addition, the printing is done in such a way that the metal shell shows through 
part of the illustration, thus giving the effect of an additional "silver" color. 
None of your competitors can duplicate this, 

Pricing for souvenir purposes is as follows: 

Type of knife 
Additional Charge 

Over Regular Knife Price 

Midget Knives 
All Other Knives 

60¢ per dozen 
75¢ per dozen 

We do not want to set minimum orders for these new souvenir knives if we can avoid it. 
At the same time, we need volume on each souvenir scene to cover the cost of artwork, 
plates, special handling, etc. Accordingly, do not ask,us to create a new scene 
unless you feel reasonably confident that the total volume will run at least 300 dozen 

; per year from all of your customers for any one scene on a particular knife pattern. 
Do not take an order for a new scene without clearing it with New York first. 

Souvenir knives with regular surface imprinting are still priced as before, and 
Souvenir Price List IS-158J, covering both types of souvenir knives, is enclosed. 

ST, CHRISTOPHER KNIVES 

You are being sampled with three knives with st. Christopher handles, also with "Pe rma- 
...-,., Print" handles. The three patterns in which we offer this handle, and the prices, are 

as follows, for knives individually boxed: 

JM-47 
AK~201 
JM-476 

$4.50 per doz. 
5 .25 " " 
6.oo " " 



JM-8 

We feel that you should be able to do a good volume on these knives with religious sup 
ply houses. This is a brand new trade for us, but you will find such customers in 
practically every good sized city in your territory. We think it will pay you to find 
and go after this new trade with these St. Christopher knives. Do not fail to show 
these to your regular customers also. 

JACK-MASTER ADVERTISING LINE 

The new "Perma-Print" handles should also help you get some really good extra volume 
with your Advertising Specialty trade. Company trade-marks or logos can be repro 
duced beautifully and permanently, as indicated by the one knife with which you are 
being sampled. 

For advertising purposes the additional charge for handles of this type, in 2 or 3 
colors, is as follows~ 

1'!:_:. 
3,000 knives 8¢ per knife 
5,000 II 5~ II 

II 

10,000 II 2~" 11 

25,000 " l~ II " 
50,000 n 1¢ 11 11 

The above charges to be added to the regular price of the knife include our cost for 
artwork and printing plates. If a customer insists on seeing a finished sample be- 

,..1' · fore placing an order, we would have to charge our artwork and plate cost (approx. 
$75 to $100) for this sample. This charge would then be cancelled if we get an order. 

The Advertising Specialty Show will be held in Chicago in March, and we plan to par 
ticipate again as we did for the first time in August of this year. 

Before that show, we will have revised Advertising Knife Circulars and a brand new 
and much improved sample kit. 

For your information, we will drop the following numbers from our present advertising 
line~ 

JM-315 
JM-200SS 

JM-907SS 
JM-943 

JM-601 

We will add the following numbers: 

JM-2552 
JM-616 

JM-941 
JM-476 

-KT-07 

We will also include a knife with the new type of handle, both on the new circular and 
in the new sample kit. 

The revised circulars and sample kits will be sent to you as soon as they are available, 
This will be about March lst, which should be plenty of time for you to line up your 
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advertising jobbers for their 1958 selling season. In the meantime, they can continue 
to sell on the basis of our present circular AL-157, as there will be no change in 
pricing to this trade. 

* * * * * * * * * * * 
That is the complete story on your new 1958 Jack-Master line. We think it is the best 
line you've ever had, and we are confident that you and your customers will agree. 
With this line, we expect you to increase your 1958 volume substantially over your 
1957 volume. You have the line to do it with, and the factory to back you up. The 
rest is up to you! 
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JACK-MASTER POCKET KNIVES 
~mpe~I 
~ 

PRICE LIST 
I-158J 

(Effective 1/1/58) 

Asst.No. Description Per Doz. 
Price 

Per Doz. 
Price 

Asst.No. Description 
Kameo Karved w/wond.a-Edge Blades 
CC-1 2-Bl. Jackknife Assortment 
D-400 Large Equal End Jackknives 
s-685 Large Serpentine Jackknives 

2-Blade Jackknives, Medium & Small 
N-60 Dogleg 
N-84 Medium Assortment 
N-109 Cap & Bolster 
N-301 Medium Equal End 

·~ N-785 Small Serpentine 
N·l800 Medium Serpentine 
N-2011 Small Equal End 

2-Blade Jackknives, Large 
N-400 Equal End 
N .•. 685 Serpentine 
N-650 Jumbo Jack ( 411 Serpentine) 

2-Blade Barlow Knives 
JM-435 Jr. Size - Assorted Handles 
JM-266 Reg. Size - Assorted Handles 

278 Bowie Barlow - w/clip blade 
279 Bowie Barlow - w/sheepfoot blade 
280 Bowie Barlow - w/spear blade 
281 Bowie Barlow Assortment 

2-~lade Jackknife. Stainless 
Hollow Ground Blades 

N ••. ,~ 

2-Blade Penknives 
N-83 Assortment 
N-200 Small Equal End 
N-300 Medium Equal End 

3-Blade Knives 
N-787 Small Serpentine 
N-76 Premium. Stock Assortment 
N-80 w/Punch - Assortment 
N-653 411 Premium Stock 

1-Blade Kex_chain Knives 
N ..• 81ss 
N-50 
N-1255 

Shorty 
Topsy Midget Assortment 
Crossbar Midget 

4,25 12 & 3-Blade Midget Knives 
N-52 2-.Bl. Assortment 
N-30/31 3-Bl. Kampette 

4.50 
4.50 
6.60 

4.25 
4.50 
5.40 
5.40 
5.40 
5.40 

6.oo 

4.25 

5.40 
6.oo 
6.oo 
8.oo 

3.35 
3.75 

Jewelry Type Knives 
29-G 2 •.. Bl. Waldemar 
47-G 2-Bl, Vest Pocket 
81-G l·Bl. Shorty 
MC-57 Money Clip Knife 

5.40 
5.4o 
4.50 
7.20 

!-Ji.Lade Sportsman's Knives 4.25 
_ _ Outdoor Scene Handles 

N-1200 Crossbar 
N-1450 w/Scaler Blade 
N~l499 w/Plain Blade 

Fishing Knives 
N•943 Medium 5.4o 
N•941 Large 6.45 

Kamp King Knives 
N-413 Medium 3•Blade 4.80 
N-415 Medium 4-Blade 6.00 
N~615 Large 4-Blade 6.oo 

620 Large 5-Blade Swiss Ranger 5.40 
NGM-1 Guidemaster - Pearl 9.00 
NGM-2 Guidemaster - Stagged 9 .00 

Novelty Type Knives 
ER-58 Baseball Bat Knife 2.70 
N-Jiffy "Mystery" Knife 3, 35 
NB-3 Buckaroo• Pearl 3.35 
NB~4 Buckaroo Assortment 3.35 
L0-1 Large Letter Opener 5 .40 
L0,,.2 Small Letter Opener 4.oo 
BP-56 Ball Point Pen & Knif'e 5.40 
BP-1 u " Refills (bulk) 1 . 20 
N-476 Small 6-Blade Utility Knif~ 5,40 

501 Coi.mtry Clubber 3.00 

All prices are subject to change without notice. 
Terms: 1% 10 days, Net 30 days -- FOB Providence, Rhode Island. 

( OVER ) 

OFFICE; --:- 1776 BROADWAY NEW YORK 19. N.Y. FACTORY - PROVIOFNC:F RI 



JACK·MASTER POCKET KNIVES 

HUNTING KNIVES 

MISCELLANEOUS 

PRICE LIST 
I-158J (cont'd.) 

Asst.No. Description Description 

Character & Youngsters' Knivea 

DS-1 Deputy Sheriff Set 
JM-112 2-Bl. Boy's Knife 
1109 1-Bl. Boy's Knife 
ll09CH 1--Bl. Boy's Knife w/chain 

DeLuxe Tu-Tone Knives 

PM-.l 
PM .• 2 
PM-3 
PM-4 
m ... 11 
PM-...21 

Jacks )w/Mov'ing 2 doz. 
Jacks & Pens) Display 2 doz. 
Small 2-Bl. Fish 1 doz. 
Small 4-.Bl. Utility l doz. 
J·acks 1 doz • 
Jacks & Pens 1 doz. 

Special Revolving Display (4 Doz.) 

RD-l 
RD-2 
RD-3 

w/N-84, N-785., N-83., N-615 
w/N-84, N-83, N-50, N-615 
w/2 N-84, N-785/2011., N-60 

Price 

Per Doz. 

4.25 
3,35 
2.25 
2.50 

Per Asst. 

10.80 
10.80 
5.40 
5.40 
5.40 
5.40 

18.75 
17.50 
17.00 

Price 
Per Doz. Asst.No. 

Hunting Knives, Sets. Etc. 
FL-3 Stainless Kamp Kit 10.00 
KA-2 Knife-Axe Set - Boxed 30.00 
KA-3 " 11 

" ,.. Bulk 18.00 
KA-4 n 11 11 

- Boxed 21 .00 
H-6 Hunting Knife 6.00 
H ... 7 " 11 /Fish 6 .oo 
H-15 Hunting Knife, Leather handlel3.50 
H-24 2-Doz. Display Assortment 12.75/Asst. 
H-36 Huntrnaster 4.80 
H-37 " /Fish 4.80 
H-38 Large Huntmaster 6.oo 
H-39 11 

" /Fish 6 .00 
H-46 Medium Huntmaster 5.40 
H •.. 47 " 11 /Fish 5 .4o 
H-50 Stag Head Hunting Knife 7.20 
H-51 11 

" 
11 

" /Fish 7 .20 
HK-3506 Hunt. Knife Comb. (H-6) 13.50 
HK'"'3507 11 

" "/Fish (H ..• 7) 13.50 
HK-3550 Hunt. Knife Comb. (H-50) 15.00 
HK-3551 11 

" • n /Fish (H ... 51) 15 .oo 
HK-5043 Field & Stream Comb. 21.60 

Tool Kits 
Other Larger Assortments Per Asst. 

KT-01 Lg. 6-pc. Pearl 10.8o 
NBE-36 Bull 1-s Eye 3 doz. 12.75 KT .... 02 " " Stagged 10.80 
IK, .• 58 Display case Deal 4 doz. 24.oo KT-03 II n Pearl w/Fish scalerl0.80 
N-lOlB 100 Knife Board 35.40 KT-04 II II Stagged " If 10.8o 
N-125B 25 Knife Board 8.85 KT-05 Sm. 6-pc. Pearl 8.10 
N--l50B 50 " II l7.70 KT-06 ti I! Stagged 8.lO 
N-1000 Counter Display 3 doz. 12.75 KT-07 Sm. 4-pc. Pearl 5.40 
N .. 3600 Roll 3 doz. 12.75 KT-08 II II Stagged 5.40 

Any pocket knife assortments can be paqked on the new special 1 dozen cards 
for RD Revolving Displays., at no incre~se 'in price. To order, merely show 
the letters RD after the assortment numbers, ~- e.g., N-84RD, 

Note: All prices are for standard assortments as to patterns and handles. For 
special assortments (whether patterns, handles., or both) add 25¢ per dozen 
for quantities under lOO dozen. No extra charge for special assortments 
in guantities of lOO dozen or more. 

All prices are subject to change without notice. 
Terms: lr{o 10 days, Net 30 days •.. _ FOB Providence, Rhode Island 

( OVER ) 



~mpe~l 
~ 

PRICE LIST 
I-158A 

(Effective 1/1/58) 

JACK-MASTER POCKET KNIVES 

1 . 

Asst .No . Description 
Price 

Per Doz. Asst.No. Description 
Price 

Per Doz. 
Kameo Karved w/wonda-Edge Blades 
CC-1 2-Bl, Jackknife Assortment 
n-400 Large Equal End Jackknives 
s-685 Large Serpentine Jackknives 

2-Blade J13.ckkni ve s...1. Me cii um & Small 
N-60 
N-84 
N-109 
N-301 
N-785 
N-1800 
N-2011 

2-Blade 

Dogleg 
Medium Assortment 
Cap & Bolster 
Medium Equal End 
Small Serpentine 
Medium Serpentine 
Small Equal End 

Jackknives, Large 

r: N-400 
N-685 
N-650 

2-Blade 

Equal End 
Serpentine 
JUmbo Jack (4" Serpentine) 

Barlow Knives 
JM-435 
JM-266 

278 
279 
280 
281 

Jr. Size - Assorted Handles 
Reg. Size - Assorted Handles 
Bowie Barlow - w/clip blade 
Bowie Barlow - w/sheepfoot blade 
Bowie Barlow - w/spear blade 
Bowie Barlow Assortment 

2-Blade Jackknife, Stainless 
Hollow Ground Blades 

N-685ss Serpentine 

2-Blade penknives 
N-83 
N-200 
N-300 

3-Blade 

Assortment 
Small Equal End 
Medium Equal End 

Knives 
N-787 
N-76 
N-80 
N-653 

Small Serpentine 
Premium Stock Assortment 
w/Punch - Assortment 
4" Premium stock 

6.oo 

4.75 
4.75 
7.50 

4.50 
4.75 
6.oo 
6.oo 
6.oo 
6.oo 

6.60 

1-Blade Keychain Knives 
N-81SS 
N-50 
N-1255 

Shorty 
Topsy Midget Assortment 
Crossbar Midget 

3.30 

3.60 
3.95' 

6.oo 
6.oo 
4.75 
a.oo 
4.50 

6.oo 
7.20 

5 .25 
6.60 
6.60 
6.oo 
9.90 
9.90 

3.15 
3.60 
3.60· 
3.60 
6.oo 
4.50 
6.oo 
l.50 
6.oo 
3.30 

2 & 3-Blade Midget Knives 
N-52 2-Bl. Assortment 
N-30/31 3-Bl, Kampette 

Jewelry Type Knives 
29G 2-Bl, Waldemar 
47-G 2-Bl, Vest Pocket 
81-G 1-Bl. Shorty 
MC-57 Money Clip Knife 

1-Blade Sportsman's Knives 
903-0S outdoor Scene Handles 

N-1200 Crossbar 
N-1450 w/Scaler Blade 
N-1499 w/Plain Blade 

Fishing Knives 
N-94 3 Medi um 
N-941 Large 

Kamp King Knives 
N-413 Medium 3-Blade 
N-415 Medium 4-Blade 
N-615 Large 4-Blade 

620 Large 5-Blade Swiss Ranger 
NGM-1 Guidemaster - Pearl 
NGM-2 Guidemaster - Stagged 

Novelty TyPe Knives 
HR-58 Baseball Bat Knife 
N-Jiffy "Mystery" Knife 
NB-3 Buckaroo - Pearl 

6,00 NB-4 Buckaroo Assortment 
6.60 L0-1 Large Letter Opener 
6.60 L0-2 Small Letter Opener 
9.00 BP-56 Ball Point Pen & Knife 

BP-1 " 11 Refills (bulk) 
N-476 Small 6-Blade Utility Knife 
501 Country Clubber 

All prices are subject to change without notice. 
Terms: 1% 10 days, Net 30 days -- FOB Providence, Rhode Island 

(OVER) 

OFFICE - 1776 BROADWAY NEW YORK 19. N.Y. ~ FACTORY - PROVIDFNr.F RI 



JACK-MASTER POCKET KNIVES 

HUNTING KNIVES 

MISCELLANEOUS 

PRICE LIST 
I-158A (cont'd.) 

Asst.No. Description Price Description 
Price 

Per Doz. 

Character & Youngsters' Knives Per Doz. 

DS-1 
JM-112 
1109 
1109CH 

$4.50 
3.60 
2.40 
2,65 

Deputy Sheriff Set 
2-Bl. Boy's Knife 
1-Bl, Boy's Knife 
1-Bl. Boy's Knife w/chain 

DeLuxe Tu-Tone Knives P~r Asst. 

PM-1 Jacks )w/Moving 2 d.oz. 12.00 
PM-2 Jacks & Pens) Display 2 doz. 12.00 
PM-3 Small 2-Bl. Fish 1 doz. 6.oo 
PM-4 Small 4-Bl, Utility 1 doz. 6.oo 
PM-11 Jacks 1 doz. 6.oo 
PM-21 Jacks & Pens 1 doz. 6.oo 

Special Revolving Display (4 Doz.) 

RD-1 w/N-84, N-785, N-83, N-615 
RD-2 w/N-84, N-83, N-50, N-615 
RD-3 w/2 N-84, N-785/2011, N-60 

20.10 
18.90 
18.00 

Other Larger Assortments Per Asst. 

NBE-36 Bull's Eye 3 doz. 13.50 
IK-58 Display Case Deal 4 doz. 26.40 
N-lOlB 100 Knife Board 37.50 
N-125B 25 Knife Board 9.40 
N-150B 50 " II 18.75 
N-1000 Counter Display 3 doz. 13.50 
N-3600 Roll 3 doz. 13.50 

Asst.No. 

Hunting Knives, Sets, Etc. 
FL-3 Stainless Kamp Kit $10.80 
KA-2 Knife-Axe Set - Boxed 33.00 
KA-3 11 11 11 

- Bulk 20 .oo 
KA-4 " 11 11 

- Boxed 24 .00 
H-6 Hunting Knife 6.60 
H-7 11 

" /Fish 6 .60 
H-15 Hunting Knife, Leather handlel5.oo ' 
H-24 2 Doz. Display Assortment 15,00/Asst. 
H-36 Huntmaster 5.40 
H-37 11 /Fish 5 .40 
H-38 Large Huntmaster 6.60 
H-39 11 

'' /Fish 6 .60 
H-46 Medium Huntmaster 6.oo 
H-47 11 11 /Fish 6.oo 
H-50 Stag Head Hunting Knife 8.oo 
H-51 11 11 11 "/Fish 8.oo 
HK-3506 Hunt. Knife Comb. (H-6) 15.00 
HK-3507 ti 

11 11 /Fish (H-7) 15.00 
HK-3550 Hunt. Knife Comb. (H-50) 16.50 
HK-3551 11 11 

t1 /Fish (H-51) 16 .50 
HK-504 3 Field & Stream Comb. 24 .00 

.. 

Tool Kits 

KT-01 Lg, 6-pc. Pearl 12.00 
KT-02 ti n Stagged 12.00 
KT-03 II II Pearl w/Fish scalerl2.00 
KT-04 II II Stagged II ti 12.00 
KT-05 Sm, 6-pc, Pearl 9.00 
KT-06 II It Stagged 9.00 
KT-07 Sm, 4-pc. Pearl 6.oo 
KT-08 ti II stagged 6.oo 

Any pocket knife~assortments can be packed on the new special 1 dozen cards 
for RD Revolving Displays, at no increase in price. To order, merely show 
the letters RD after the assortment numbers, -- e.g., N-84RD, 

Note: All prices are for standard assortments as to patterns and handles. For 
special assortments (whether patterns, handles, or both) add 25¢ per dozen 
for quantities under 100 dozen. No extra charge for special assortments 
in quantities of 100 dozen or more. 

All prices are subject to change without notice. 
Terms; li 10 days, Net 30 days -- FOB Providence, Rhode Island 

(OVER) 
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PRICE LIST 

JACK-MASTER SOUVENIR KNIVES 
IS-158J 

(Effective 1/1/58) 

With New "Perrna-Print" Handles: 

Add to Regular 
Price of Knife 

Midget Knives 
All other Knives 

60¢ per doz. 
75¢ per doz. 

With Plain Surface Printing (1 color, 1 side); 

Quantity 
Add to Regular 
Price of Knife 

6 to 35 doz. 
36 to 59 doz. 
60 doz. & over 

24¢ per doz. 
12¢ per doz. 
6¢ per doz. 

Double the above charges for 2 color printing, or for 1 color 
printed on both sides of handles. ' 

Any Jack-Master knives can be surface printed for souvenir purposes. 

All prices are subject to change without notice. 

Terms: 1% 10 days, Net 30 days, FOB Providence, Rhode Island. 
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U-1 

ULSTER 

1 9 5 8 

To help you substantially increase your Ulster sales, and sell Ulster knives to a 
lot of NEW CUSTOMERS, we are giving you two special assortments which are really 
HOT Values~ 

U-102 10 Assorted 2-Bl .. Jackknives 

Jobber's Cost - $ 6.75 
Dealer•·s Cost - 9 .00 
Total Retail - 15.00 (@ $1.50 each) 

The 10 jackknives are packed on a new promotional type of display card, 
featuring "Values up to $2,50", but prepriced at only $1.50, as a 
"Special - While They Last". 

f 

U-103 10 Assorted 3-Bl. Knives 

Jobberrs Cost - $ 9.00 
Dealer's Cost - 12.00 
Total Retail - 20.00 (@ $2.00 each) 

The 10 3-blade knives are packed on the same promotional type of display 
card, but featuring "Values up to $3. 50, and prepriced at only $2 .00, as a 
''Special - While They Last". 

Note that both assortments are priced at 50% & 10% off retail. In addition, the fact 
that these are 10-knife assortments makes both jobber's and dealer's costs lower than 
their actual "per dozen" costs. This should help both you and your jobbers in sell 
ing these assortments. 

All knives in these assortments are tang branded ULSTER. Linings are solid brass, 
and springs and backs are ground and polished. None of these knives are shielded, 
but otherwise it will be hard for you or your customers to tell the difference 
between these and the knives in your regular Ulster line. 

Standard packing for both assortments is 10 cards of 10 knives each (100 total knives) 
to a shipping case. All orders must be for standard cases, or multiples of 10 cards. 
Many hardware jobbers are going to unit pricing and getting away from pricing by the 
dozen. Our setup on these assortments should appeal to them. 

For all practical purposes, your Imperial line stops at $1.00 retail. These two new 
Ulster assortments take up where Imperial leaves off, and we are sure you can sell 
them to a lot of your Imperial customers who have never bought Ulster knives before. 
Show and sell these assortments as a continuation of your complete pocket knife line, 
not as a separate and distinct line. 

To make it still easier for you to do this, we will keep stocks of standard cases of 
both assortments in Providence so they can be shipped with Imperial merchandise. You 
can put it all on.one order form, it will all be shipped together, but each factory 
will invoice its own merchandise. However, the two invoices will be mailed together 
from Providence in one envelope to your customer. 



U-2 

You should also feature these two assortments as HARDWARE WEEK SPECIALS! They are 
specially priced, they are promotionally displayed, and they are real values -- all 
of which hardware jobbers want for their Hardware Week items, Make a particular 
effort to sell these to hardware jobbers who don't regularly carry our Ulster or 
Schrade-Walden lines for Hardware Week. 

These two promotional assortments should open many, many new doors for you with Ulster, 
and once you have success with these deals, it should be a lot easier for you to follow 
up and sell your new customers our regular Ulster line. 

* * * * * * 
Your regular Ulster and Kingston lines are unchaged for 1958, Patterns and prices 
remain the same, with one exception~ 

44G is dropped, and no longer available 

Ulster pocket knives are priced below your competition, and represent really outstanding 
values to jobbers, dealers and consumers. If you keep plugging Ulster quality and 
values, it is bound to pay off for you in increased volume and earnings. 



Price List 
U-158J 

ULSTER POCKET KNIVES (Effective 1/1/58) 

- KnITe~~ ~~~· - Price Knife Price Knife Price 
No. Per Dozen No, Per Dozen No. Per Dozen 

lOG $ 9.00 50Y $ 9.00 89G $15 .oo 
llG 9.00 500 12.00 ss94 w/sheath 21.00 

12G 9.00 [ 51G 12.00 [8894 no/sheath 18.00 

13c 10.20 52G 12,00 98G 18.00 

148 13.50 54G 15.00 1148 13.50 

18s 9.00 55D 13.50 114G 16.20 

278 12.00 55S 12,00 SS114 21.00 

TL-29W 12.00 55Y 12.00 1708 9.00 

308 9.00 55G 15 .oo 173p 9.00 

378 12.00 58G 15.00 1838 9.00 

37UK 13.50 638 13.50 l183p 9.00 

4o8 9.00 68G 15.00 183Y 9.00 

40G 12.00 73P 9.00 183G 12.00 

458 12.00 81s 9.00 lOllC Ass't. 9.00 

45G 15.00 81p 9.00 1112C Ass't. 9.00 

45UK 13.50 81Y 9.00 1213C Ass't. 12.00 

478 12.00 81G 12.00 1415C Ass't. 9.00 

50D 10.80 89s 12.00 1516c Ass't. 12.00 

508 9.00 I 89p 12.00 IUK-95 Display Case 5,00 Ea, 

89y ·12.00 
L 

Add lai handling charge for drop shipment 

All prices are subject to change without notice 
Terms: 1% 10 day~, Net 30 days -- FOB Ellenville, New York 

(OVER) 

'"'·; 
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Price List 
U-158J (cont.) 

I(INGSTON POCKET KNIVES 

Knife No, 
Price 

Per Dozen 

K-17Y 

$ 6.oo 

6.oo 

K-178 

K-17C Ass't. 6.oo 

K-29 

K-29W 

K-1808 

K-180P 

K-l80Y 

_K-2508 

10.80 

9.00 

6.oo 

6.oo 

6.oo 

6.oo 

K-1954C Ass't. 

6.oo 

· 6.oo 

K-1010C Ass't. 

Add lOr{o handling charge for drop shipments. 

All prices are subject to change without notice. 
Terms: lr{o 10 days, net 30 days - FOB Ellenville, New York 

(OVER) 

.!"-,~~, 
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Price List 
U-158A 

,.- ULSTER POCKET KNIVES (Effective 1/1/58) 

Knife P:rfo~e~~·· Knie r ce Knie ice 
No. Per Dozen No. Per Dozen No. Per Dozen 

lOG $ 9.60 50Y $ 9.60 890 $16.00 
-4 

llG 9.60 500 ss94 w/sheath 22.50 12.75 

12G 9.60 51G 12.75 SS94 no/sheath 19050 ~ 
13C 10.8o 52G 12.75 980 20.00 

L 14s l4o4o 54G 16.00 114S 14.40 

188 9.60 55D 14.40 114G 17.50 

27s 12.75 55S 12.75 S8114 22.50 

TL-29W 12075 55Y 12.75 17os 9.60 

30s 9.60 55G 16.00 173p 9.60 
~: • 12.75 58G 16.00 183s 9.60 ,, 37S 

37UK 14.40 63s 14040 183p 9.60 
{i 

4os 9.60 68G 16.00 l83Y 9.60 

4oa 12.75 73P 9.60 18}} 12.75 

45s 12.75 81s 9.60 lOllC Ass't. 9.60 
- 

""' 45G 16.00 J81p 9.60 I 1112C Ass 't. 9.60 
., 

• 45UK 14.40 81y 9.60 1213C Ass't . 12.75 

47s 12.75 81G 12.75 1415C Ass't. 9.60 

50D 11.50 89s 12.75 1516c Ass 't. 12.75 
~ 

50S 9060 89p 12.75 IUK-95 Display Case 5 .00 Ea. 

89Y 12.75 
I 

All prices are subject to change without notice. 
Terms: 1i 10 days, Net 30 days -- FOB Ellenville, New York 

(OVER) 
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Price List 
U-158A (cont.) 

.. '' 
' \ 

KINGSTON POCKET KNIVES . 

Knife No. 
Price 

Per··nozen 

K-17Y 

$ 6.60 

6.6o 

K ... 178 

K-17C Ass't. 6.60 

K-29 

K-29W 

K-1808 

K-180P 

K-1954c Ass•t. 

11.50 

9.60 

6.60 

6.60 

6.6o 

6.6o 

6.6o 

' 6.6o 

K-180Y 

K-2508 

K .• lOlOC Ass•t. 

All prices are subject to change without notice. 

Terms: li 10 days, net 30 days - FOB Ellenville, New York 

(OVER) 



SW-1 

YOUR NEW 1 9 5 8 

SCHRADE-WALDEN 

LINE 

SW-58 2 Doz. Case Deal - Jobber1s Cost $36,oo 

You did well with the SW-57 3 Dozen Case Deals@ $54.00 each, jobber's cost, so 
we have come up with a brand new lightweight display case which you can offer 
with only 2 dozen knives at the same "per dozen" cost. 

The assortments will be the same as the W, T & S assortments in the SW-57 Deals 
but there will be only two of each pattern instead of three. 

The new case is sturdy but extremely light in weight, and shipping weight complete 
with 2 dozen knives will average only 5 lbs. Your customers should appreciate 
this. 

This new display has been designed to take up a minimum of counter space, yet 
it is tailored for easy vending and good display. You should be able to sub 
stantially increase your volume with this new display case. 

New Sheath for #2.25 Hunting Knife 

This is a new genuine formed sheath which you may offer on an optional basis 
@ $3,00 per dozen extra cost. 

#225 
225-H 

$27,00 per dozen 
30.00 11 11 

New WondaWood Handles for #173 and #174 Horticultural Knives 

These knives now come with WondaWood handles at no advance in price, which is 
still $7,20 per dozen. 

* * * * * * * * * * * 
Price List SW-158J lists the active patterns in your 1958 line. Those not listed 
have been discontinued, 

In spite of increases in labor and materials, we have maintained pricing of the 
entire line, at least for early 1958. This is possible as the result of producing 
larger quantity of active patterns and dropping those patterns which have limited 
sale. Even so, the Schrade-Walden line is the most comprehensive line of pocket 
knife patterns that we know of. 



SW-2 

The 300 line still is a big Schrade-Walden value and the Bonite handles look 
more like bone stag than bone stag itself. The vest pocket display box for 
this assortment No. 30278 is given to you together with the catalog page and 
the letter to remind Schrade-Walden accounts of this extremely lucrative deal 
for the jobbers. 

The Schrade-Walden hunting knife business continues to grow. H-15 at $13,50 a 
dozen will be tang branded SWJ but can be included on orders for both Schrade 
Walden and/or Imperial. HW-15WE can only be sold on Walden orders. You can 
include a rugged display "for free" on any Schrade-Walden hunting knife assort 
ment. 

The move to Ellenville will be made in January. Most of our present Schrade 
Walden employees will be picked up by our private bus, since the distance from 
Walden to Ellenville is only 20 miles. 

We can assure you that Schrade-Walden will continue to make "the World's finest 
knives J '' and we are counting on you to sell them! 



THE WORLD'S 
FINEST KNIVES 

Price List SW158-J 

Price Price Price Price 
Number Pr.Dz. Number Pr.Dz. Number Pr.Dz. Number Pr.Dz. 

115 9.00 302 13 .50 805*' 24.oo 866 21.00 
136 16.50 307 13 .50 808*1 21.00 876 30.00 
163 16.50 308 18.00 808Y*' 21.00 879 21.00 
204 19.50 707*1 18.00 809M*1 24.oo 880 24.oo 
204SHA 21.00 7081 16.50 812*' 27.00 881 21.00 
208*1 27.00 708Y1 16.50 823* 24.oo 881y 21.00 
2181 16.50 8709' 18.00 825*' 27.00 882y 21.00 
219' 16.50 735L' 30.00 832* 19.50 883 22.50 
225 27.00 755*1 21.00 833 19.50 890 21.00 
w/sheath 30.00 756*1 22.50 834 19.50 891 21.00 

225H 27.00 758 15.00 834y 19.50 895 21.00 
233 16.50 766 16 .50 835y 19.50 896K 21.00 
234K 16.50 774 15 .00 836 24.oo 898 22.50 
236 16.50 775*' 45.00 846* 56.25 899 22.50 
242 16.50 7781 15.00 848* 24.oo 906*1 36.00 
272 16.50 787 18.00 849* 24.oo 946*' 54.oo 
272Y 16.50 787WE 19.50 856 21.00 946SHA* 54.oo 
293 19.50 7931 15.00 861 24.oo 9671 81.00 
293y 19.50 793SHA 16.50 863 21.00 968-x-1 67 .50 
293'tlE 2~- .00 804 27,00 865*' 30.00 974 21.00 
294 19.50 

Horticultural Knives Hunting Knives 

Hl5 13.50 1471w~ 19.50 
Hl5WE 15.00 148 24.oo 
137 18.00 148L 21.00 

170 9.00 186 16.50 138 18.00 148LWE 22.50 
173 7.20 190 21.00 SW14 12.25 
174 7.20 195 13.50 141L 18.00 per asst. 
175 12.00 196 13.50 144 18.00 SW14L 11.50 
176 12.00 716 18.00 145 27.00 per asst. 
182 13.50 733 19.50 145L 24.oo SWlO 9.50 

145LWE 25.50 per asst. 
Case Deals Steak Knives 147 21.00 SWE15 16.50 

147L 18.00 per asst. 

SW-578 54.oo 130X-6 9.00 Sampler Knives 
SW-57T 56.25 13ox-8 12.00 I 

Price per 88102 19.50 SS105 24.oo 
set 105 22.50 ss700 24.oo 

*Indicates individually boxed knives, all pther knives packed in regular 
Schrade-Walden Shelf box. 
Terms: 1% 10 days, net 30 days, FOB Factory 
Add 10% handling charge for drop shipments 

SCHRADE WALDEN CUTLERY CORP. - 1776 Broadway, New York 19, N.Y. 12.57 



HAND MADE SCHRADE WALDEN KNIVES 

SCHKADE 
WALDEN 

~ 
THE WORLD'S 

Fl NEST KNIVES 

No. 1158 \\A" Price List 

for 

Plain Knife 
Cat. Page No Stamping 
Order No. 25-49 50 100 250 500 1000 25 or More 

876 Banker $5.50 $5.40 $5.34 $5.20 $5.16 $5.10 $5.00 ea. 

755 Ring Opener 4.00 3.90 3.84 3.70 3.66 3.60 3.50 ea. 

S758 Senator 3.00 2.90 2.84 2.70 2.66 2.60 2.50 ea. 

865 Townsman 5.50 5.40 5.34 5.20 5.16 5.10 5.00 ea. 

S709 Zephyr 3.50 3.40 3.34 3.20 3.16 3.10 3.00 ea. 

848 Cosmopolitan 4.50 4.40 4.34 4.20 4.16 4.10 4.00 ea. 

176 Florist 2.50 2.40 2.34 2.20 2.16 2.10 2.00 ea. 

196 Gardener 2.76 2.66 2.60 2.46 2.42 2.36 2.26 ea. 

778 Petite 3.00 2.90 2.84 2.70 2.66 2.60 2.50 ea. 

849 Executive 4.50 4.40 4.34 4.20 4.16 ' 4.10 4.00 ea. 

208 Fisherman's Pal 5.00 4.90 4.84 4.70 4.66 4.60 4.50 ea. 

906 Officer 6.50 6.40 6.34 6.20 6.16 6.10 6.00 ea. 

GENERAL INFORMATION 

1vlaximum number of lines and characters or spaces shown 
under each knife. The type illustrated on the knife will be 
used unless other is designated. For stamping or engraving 
on both sides, add 10• per knife to prices listed. 

Special Types or Trademarks-Quotations given on review 
of samples. 

Shackle or loop for use on key ring or chain available for 
any patterns at 25< each - - - per knife. 

Knives are offered packed 1/z dozen to a box, each knife 
in a cellophane bag. 

Individual leatherette Gift Boxes-=103- - -12• each. 

Mailing Box (to fit individual Gift Boxes)- - -14• each. 

Jingle Cards With Good luck Piece- - -5• each. 

Personalized- Initials, maximum l,{i" high type or individ· 
ual names available at $1.00 per knife above "plain" 
knife price. 

A typed duplicate list on a separate sheet will insure your 
indentification of each knife. Factory will use your second 
list, wrapping each name on the outside of the individual's 
knife. 

Quantities from 12 to 25 pieces with the same stamping or 
engraving - add a "setup" charge of $5.00- - -to the 
prices listed for 25 pieces. 

Production time- Approximately four to five weeks. 

Drop shipments must be accompanied by shipping labels 
- transportation chargeable to customer. 

All prices F.O. B. Factory, New York. 



SCHRADE, 
WALDEN 
Cat&!ut 
THE WOHLll'S 
FINEST Ki\IVES 

No. 115 8 11A" Price List 

for 

THE ROYAL FAMILY OF POCKET KNIVES 

TOP ECHELON GIFTS 

Nowl Precious Metal Covers on ... 

THE ~ORLD'S FINEST KNIVES 

Distinctive engine turned covers and fine Stainless Steel blades and tools are all unconditionally 
guaranteed. 

The price includes a two-tone Leatherette covered Jewelry Case with a Velvet Platform. 

#756-"THE BARONET" . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $3.75 
#775-':THE VISCOUNT" . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7.50 
#846-"THE EARL" . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 9.36 
#968 -"THE DUKE" . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 11.26 

Engraved initials (maximum number of letters - 3, except :ft756, in block type) - $1.00 per knife. 

#756- Maximum engraving two 121 lines, thirty (301 characters or spaces per line. 

#130X- Steak Knife - Set of six (6) $18.00. Set of eight (8) $24.00. 

Note: 1 JOx - Now made with the new patented WONDA-EDGE - guaranteed to stay sharper longer. 



AVAILABILITY 

ALL NEW POCKET KNIVES 

IMPERIAL 

Kam.ea Karved Line 

620 Swiss Ranger 

N-650/653 Jumbo Jacks 

HR-58 Home Run 

MC-57 Money Clip 

KT-07/08 Tool Kits 

H-24 Hunt. Knife Display 

IK-58 Display case Deal 

New Chain Store Packaging 

MS-1 For Hardware Week 

11Perma-Print" Souvenir Knives 

st. Christopher Knives 

"Perm.a-Print" Advertising Knives 

ULSTER 

U-102 2 Bl, Assortment 

U-103 3 Bl, Assortment 

SCHRADE-WALDEN 

SW-58 Display Case 

1/1/58 

1/15/58 

1/15/58 

2/15/58 

3/1/58 

Immediate 

Immediate 

Immediate 

Immediate 

1/1/58 

3 to 4 weeks 

1/1/58 

4 to 5 weeks 

1/15/58 

1/15/58 

February 
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