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1962 Was

Year of

Successes

For

Gas

Industry

TOTAL GAS UTILITY INDUSTRY
CUSTOMERS, SALES AND .REVENUES

Preliminary

Customers (at December 31)
Residential
Commercial
Industrial
Other

Total

Customers (Average)
Residential
Commercial
Industrial
Other

Total

Sales (Thousands of Therms)
Residential
Commercial
Industrial
Other

Total

Revenues ($000)
Residential
Commercial
Industrial
Other

1962 Compared With

1962

32,432,400
2,671,000

159,700
38,100

35,301,200

31,877,800
2,586,000

156,700
38,100

34,658,600

35,115,600
10,935,400
50,682,300

4.981,400

101,714,700

$3,567,773
870,923

1,808,401
170,002

Total $6,417,099

Source: American Gas Association

1961

1961

31,651,300
2.609.300

152,700
38,100

34,451,400

31,118,500
2,528,500

146,300
36,700

33,830,000

33,209,900
9,880,700

47,856,100
4,942,500

95.889,200

$3,376.781
789,202

1,658,276.
168,620

$5,992,879

Percent
Change

+ 2.5
+ 2.4
+ 4.6

+ 2.5

+ 2.4
-1 2.3
+ 7.1

+ 2.4

+ 5.7
+10.7
+ 5.9

+ 6.1

+ 5.7
+10.4
+ 9.1

+ 7.1

by
JOHN E. HEYKE, JR.

President, American Gas Association
and

President, The Brooklyn Union Gas Company

The nation's gas industry made
strong gains in all areas in 1962,
paced by record gas sales which ex-
ceeded 100 billion therms for the
first time.

Gas sales during the year reached
101.7 billion therms, a 6.1 per cent
gain over the 95.9 billion sold last
year. This is a substantial improve-
ment over the growth from 1960 to
1961, which was 3.2 per cent.

Revenues from gas sales rose 7.1
per cent to $6.4 billion.

Almost 850,000 new customers
were added during the year, bring-
ing the average number to 34.7 mil-
lion. This is a 2.4 per cent gain over
1961.

New facilities built to serve these
additional customers and the in-
creasing demand for gas by others
cost the industry $1.7 billion during
the year. This brought the gross

plant worth of the nation's sixth
largest industry—based on plant in-
vestment—to $24.5 billion.

These gains were made despite
the general financial ups and downs
of the past year. With a steadier
economic situation in 1963, the na-
tion's 1,500 gas transmission and
distribution companies should make
even greater strides.

SALES AND REVENUES
Of the total 101.7 billion therms

of gas sold in 1962, 50.7 billion
therms were bought by industrial
customers, compared with 47.9 bil-
lion therms the previous year. Resi-
dential sales totaled 35.1 billion
therms, compared with 33.2 billion
in 1961, while commercial and oth-
er sales reached 15.9 billion, an in-
crease of 1.1 billion therms over
last year.

Natural gas accounted for 99.4
billion therms, an increase of 6.2
per cent over the 93.6 billion sold
in 1961. Manufactured and mixed
gas sales rose 0.4 per cent to 2.3
billion therms despite the decline
of these customers, due to switch-
over to natural gas. Natural gas
now accounts for 97.7 per cent of
all gas sold by utilities.

Total revenues rose to $6,417 mil-
lion from $5,993 million. Of this
total, natural gas revenues ac-
counted for $6,128 million, up 7.5
per cent from the previous year.
Manufactured and mixed gas reve-
nues totaled $277 million, down 1.8
per cent from $282 million in 1961.

CUSTOMER INCREASE
Of the total 34.7 million gas cus-

tomers, 31.9 million are residential.
This is a 2.4 per cent gain over the

F E B R U A R Y 1 9 6 3



31.1 million customers in 1961. In-
dustrial and other customers in-
creased 6.4 per cent from 183,000 to
194,800. Commercial customers rose
2.3 per cent from 2.5 million to 2.6
million.

CONSTRUCTION, PLANT
WORTH

The gas industry spent $1,671
million on constructon in 1962,
bringing the total worth of the
gas industry to $24.5 billion, up 6.5
per cent from $23 billion the pre-
vious year.

Among the major construction of
1962 was the $69 million project of
the Panhandle Eastern Pipe Line

Co., Kansas City. This included main
loops and lateral lines in Kansas,
Missouri, Illinois, Indiana, Ohio and
Michigan, and the development of
a storage area in Livingston Coun-
ty, Michigan.

Another large project was a $54
million undertaking of the Trans-
continental Gas Pipe Line Corp.,
Houston. This included 253 miles of
loop lines and gathering lines in a
system from Texas to Pennsyl-
vania.

A.G.A. estimates that a slightly
higher amount will be spent on con-
struction in 1963, sending the gross
plant over the $26 billion mark. By
the end of the decade, it is pre-

GAS CUSTOMERS
34.7

1952 '53 '54 '55 '56 '57 '58 '59 '60 '61 1962
TREND OF UTILITY GAS CUSTOMERS (1962 DATA ESTIMATED)

SOURCE: AMERICAN GAS ASSOCIATION

dieted that the gas industry will be
worth $40 billion. Just 10 years
ago, the gross plant of the gas in-
dustry was $10.4 billion, less than
half of what it is today.

PIPELINES AND MAINS
The underground network of

pipelines and mains used to trans-
port gas from wells to the customer
was expanded in 1962 to keep pace
with increased demand. More than
28,000 miles of pipe were added
during the year, bringing the total
at the year's end to about 687,000.

Extension of pipelines and mains
is expected to continue at a rapid
pace, keeping abreast with rising
customer requirements. At the end
of the decade, the total is expected
to reach 970,000 miles.

NATURAL GAS RESERVES
Proved recoverable reserves of

natural gas, the basis on which all
growth of the industry depends,
continued to rise to new heights. As
1962 began, there were 267.7 tril-
lion cubic feet of proved reserves.

During the past decade, discov-
eries, revisions and extensions have
increased the nation's reserves ex-
tensively. Ten years ago, total re-
serves stood at 199.7 trillion cubic
feet. During this decade, produc-
tion was 110.3 trillion cubic feet.
Despite this increased demand,
however, there were 68 trillion feet
more of proved, recoverable re-
serves at the beginning of 1962
than a decade before.

UNDERGROUND STORAGE
At the beginning of 1962, vast

underground gas storage areas, now
spread across 21 states, had a ca-
pacity exceeding 3 trillion cubic
feet.

Storage areas are located in de-
pleted gas and oil fields, natural
geological formations, and even
abandoned coal mines. During the
summer when the demand is less
than in the winter, gas is moved
from distant gas fields through
pipelines to storage pools near the
point of use.

Because of these reservoirs, dis-
tribution companies are able to sup-
ply their customers during winter
peak days when demand exceeds
the delivery capacity of pipelines.
On such days, as much as one-
quarter of all gas supplied to utility
customers is drawn from under-
ground storage.

M U E L L E R R E C O R D



The growth of underground stor-
age since 1951 reflects the vital im-
portance of this operation of the
gas industry. Ten years ago, stor-
age capacity was 916 billion cubic
feet, but by the beginning of this
year it had jumped to 3.1 trillion
cubic feet. A.G.A. estimates the
gas industry has a $845 million
capital investment in underground
storage facilities.

NATIONAL AFFAIRS
During 1962, cosiderable progress

was made by the Industry Better
Understanding Task Force. This
task force is composed of repre-
sentatives of the production, trans-
mission and distribution branches
of the gas industry. Its goals are
the better appreciation of prob-
lems of all branches of the indus-
try, and improvement of the in-
dustry's public image.

To achieve this, a set of guiding
principles was developed and dis-
tributed throughout the industry.
They dealt with customer services,
providing adequate supplies of gas
at reasonable prices, and free com-
petition among energy suppliers.

Under the direction of the task
force, a complete story of the gas
industry will be published early in
1963. It will bring together for the
first time the full industry story
and explain the interrelationships
of the three branches.

An important development dur-
ing the year was the report of the
National Fuels and Energy Study
Group released by the Senate Com-
mittee on Interior and Insular Af-
fairs. The report refuted claims by
the coal industry that end-use con-
trols and market allocations are
necessary and desirable. The report
also noted the importance of in-
terruptible gas sales.

The gas industry gave assistance
to the study group in assembling
factual information. During 1963,
the industry will work for the adop-
tion of fuels and energy study by
the Senate Interior Committee.

PAR PROGRAM
A.G.A.'s Promotion, Advertising

and Research Program (PAR) per-
formed extensive services to the
entire gas industry during its 18th
year. It was made possible by the
companies throughout the country
which banded together to present a
unified national program.

In 1962, these companies sub-
scribed $5,214,353 for PAR activi-
ties, in addition to $3 million for
television advertising. Included in
the 1962 subscriptions was $4,429,-
252 for utility research, promotion
and advertising; $545,794 for pipe-
line research; and $239,307 for pub-
lic information.

Gas sales messages attained a
greater readership in 1962 through
advertising in consumer and trade
publications. Television viewers
were reached also in greater num-
bers through nationally sponsored
programs. PAR Public Information
provided a constant flow of materi-
al to the nation's newspapers and
trade and consumer magazines on
new gas developments.

RESEARCH
A.G.A.'s $3 million research pro-

gram, planned to complement re-
search conducted by individual gas
c o m p a n i e s and manufacturers,
aimed in 1962 at placing the gas in-

GAS SALES
IN BILLIONS OF THERMS 101.7

35.1

52.4

17.3

1952 '53 '54 '55 '56 '57 '58 '59 '60
TREND OF UTILITY GAS SALES 11962 DATA ESTIMATED]

SOURCE: AMERICAN GAS ASSOCIATION
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dustry in the most favorable com-
petitive position.

Results which proved of com-
mercial significance during the
year included a baseboard convec-
tor; radiant heater for localized
heating; long-life upright gas man-
tle ; grease vapor incinerator; and a
gas engine driven air conditioner.
Among non-utility research ac-
complishments was the develop-
ment of a pre-stressed concrete
tank for liquified natural gas stor-
age.

In addition to these immediate
practical applications, PAR Re-
search undertook many projects
which made important contribu-
tions to procedures and operations.
These included kitchen ventilation
recommendations; branch connec-
tion code recommendations; and

new bell and spigot leak sealing
developments.

Continuing research made up
much of the A.G.A. research pro-
gram and represents the basis for
future advances. In this category,
progress was made on such items as
a prototype highspeed food reheat-
er; high-capacity conveyor type
toaster, high-temperature fuel cell;
steel pipe specifications; and use of
pipelines for communications.

A.G.A. LABORATORIES
A.G.A.'s laboratories in Cleve-

land and Los Angeles tested thous-
ands of gas appliances and acces-
sories for compliance with Ameri-
can Standard Approval Require-
ments in 1962. Prototype models
which met standards were author-
ized to display the "Blue Star" Ap-
proval Seal.

More than 600 equipment manu-
facturers used the laboratories'
services during the past year. Cen-
tral heating equipment continued
to account for more than 55 per
cent of the test work. This was
followed by domestic cooking ap-
pliances and water heaters.

The five new types of gas equip-
ment approved by the laboratories
were: commercial clothes dryers;
baseboard heaters; an outdoor type
incinerator; gas-fired toilet; and
quick connect-disconnect unit.

Inspection personnel traveled over
150,000 miles to examine more than
4,500 basic models. They made
about 450 factory inspections for
renewals of certification, and 600
unannounced inspections were con-
ducted at production points to as-
sure compliance with "Blue Star"
approved models.

GAS REVENUES
IN MILLIONS OF DOLLARS

6,417

1952 '53 '54 '55 '56 '57 '58 '59 '60 '61 1962
TREND OF UTILITY GAS REVENUES (1962 DATA ESTIMATED)

SOURCE: AMERICAN GAS ASSOCIATION
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Mueller Co. Test Lab

GOES

LOOKING

FOR

T R O U B L E

To the average employee or cus-
tomer a cold chisel is simply a piece
of shaped steel with a point and
a head. Nothing more, nothing less.
Really a rather unglamorous, im-
personal, simple tool.

In the Mueller Co. Test Lab in
Decatur, even a simple tool like a
chisel gets special attention, which
includes the beating of its life.

When you consider that Mueller
engineers produced a special ma-
chine to give something as simple
as a chisel more than the beating
and wear received in its normal
lifetime, think what is necessary
to test and check a precision
product like a Luboseal, where tol-
erances are measured in tenths of
thousands of an inch.

The Test Lab facilities range
from burst chambers, ovens, deep
freezes, electronic equipment and
special devices to a site near De-
catur where products are buried
and tested with gas under actual
working conditions.

As W. R. Leopold, Director of
Engineering, put it: "The Test Lab
is only one phase of engineering.
It is the proving ground for the
ideas and designs that are worked
out on paper by our engineers and
draftsmen. This is where we find

Using- electronic equipment to check assembling- methods are Walter J.
Bowan, Chief Research Engineer, (left) and Test Lab Operator Vern
Ramsey.

out if our products act as antici-
pated by our calculations. If a
product isn't going to live up to
expectations, we must find out in
the lab, not after it is put into
service."

About 50 men and women work
in the Engineering Division in De-
catur. These include engineers,
draftsmen, stenographers, clerks,
machinists and Test Lab operators.

SIMULATE, EXAGGERATE
Time and service tests are made,

but many times it is impractical to
wait 10 or 20 years for the results
of these tests before marketing the
product. Instead we attempt to
simulate and exaggerate the condi-
tions under which a product must
operate, and then subject it, in a
relatively short time, to the use and

M U E L L E R R E C O R D



A major portion of the 10,000 square-foot Mueller test labor-
atory in Deeatur is shown above. In this area most of
Mueller's exhaustive tests are run on products.

The testing facilities are a part of the Engineering- Division
of Mueller Co. which is headed by Frank H. Mueller, Vice
President for Engineering.

wear that it would get in a lifetime
of actual service.

"The results of the accelerated
tests are coordinated with the
known performance of established
products and evaluated in light of
our many years of experience. In
addition, many tests are done using
statistical techniques that can pre-
dict in a remarkable manner the
operating characteristics of a de-

sign and even tell how the separate
variables in each design affect its
performance," Mr. Leopold said.

The lengths to which Mueller en-
gineers go in producing aggravated
tests are characterized in the burst
chamber. This chamber, which
looks like an oversized cold storage
room, is used for exerting pressures
that are high enough to break most
products found in industry.

One of the best tests for a piece of equipment is
use, naturally. In this case operator Larry Bundy
(left) is drilling and tapping hundreds of holes in
a piece of pipe to check the performance of a Muel-
ler B-100 machine. Observing the operation is W. K.
Leopold, Director of Engineering.

Water pressures up to 30,000
pounds-per-square-inch and air
pressures up to 3,000 pounds-per-
square-inch are available in this
chamber, which has reinforced con-
crete walls a foot thick.

The room, which is 20 feet long,
12 feet wide and 15 feet high, must
be air-conditioned and humidity
controlled. Constant temperatures
and close control of humidity must
be maintained to keep tests as ac-
curate as possible.

From an adjacent control room,
observers and technicians are able
to watch tests through a narrow,
three-layer, bullet-proof window
that is 2y2 inches thick. Techni-
cians are able to electronically rec-

F E B R U A R Y • 1 9 6 3



A cold chisel is in the midst of receiving the "beating; of its
life" as this calibrated machine hammers away under the
watchful eye of Project Engineer Wallace Gould.

Checking a flow test is Project Engineer Lawrence test
Luckenbill (right) while Test Lab Operator Guy rat(
Pruett handles one of the controls. Beneath this in t

ord the data received from the tests
and to control pressures in the
chamber in the complete safety of
the control room.
RUPTURE PRODUCTS

By exerting these high pressures
upon products to the point of
breaking, engineers are able to
determine the weaknesses and
strengths of construction and de-
sign.

The uniqueness of the chamber
is pointed up by the fact that,
strictly as an accommodation,
Mueller Co. has allowed other man-
ufacturers in Decatur to test some
of their products in the room. Em-
bedded in the ceiling is a piece of
a product made by another Decatur
firm that was shattered in the burst
chamber.

The pressures built up in the
chamber are exemplified by the
loud boom that follows the ruptur-
ing of a large product such as a
gate valve. This sound is heard
throughout the Engineering Build-
ing in spite of the foot-thick walls.

Just outside the doors of the
burst chamber is the machine to

test chisels that was referred to
earlier. An electric motor swings
a heavy hammer that pounds, hour
after hour, upon a chisel. The im-
pact of this hammer has been cali-
brated so that it has the force of
a man wielding a small sledge. Dur-
ing this beating the chisel is ex-
amined from time to time to check
on wear, strengths, weaknesses and
shape.

This examination might take
place in the nearby equipment
room, where most of one wall is a
glass enclosed case which holds
dozens of intricate instruments.

These instruments range from
the small timers to the man-sized
comparator that magnifies the
point of a pen so that it looks as
big as the head of a cigar.
MILLIONTH OF AN INCH

Two specially designed machines
are the pride of the equipment
room. These two devices are able to
detect imperfections, on ground key
plugs or bodies, that are no more
than one millionth of an inch.

"There is a great need for such
accuracy," Mr. Leopold said. "If

you stop to think about the fact
that water under 60 pounds of pres-
sure will leak through an opening
1/5 the diameter of a human hair
and that gas leaks through a
smaller opening, you will realize
that such examinations are re-
quired."
PRECISE, RUGGED

"Most people don't realize that
many of our products must have
two widely divergent characteris-
tics—precision as well as rugged-
ness. They must be rugged to with-
stand rough handling, installation
under adverse conditions, and a
lifetime of being underground
where moisture and temperatures
vary and the components of the
soil could induce a corrosive effect
or mechanical stresses. At the same
time this rugged construction must
still have the capabilities of allow-
ing a precision fit that comes with-
in one quarter of one thousandth
of an inch," Mr. Leopold said.

He added, "This precision must
be maintained for the normal use-
ful life of the product, to further
complicate the design."

10 M U E L L E R R E C O R D



area is a 14,000 gallon reservoir where flow
of 1,100 gallons per minute can be maintained

is system.

To test for some of the wide
ranges of temperature and humid-
ity, deep freezes, humidity cabi-
nets and ovens are used. "Our prod-
ucts must operate under widely
varying ranges in temperature and
humidity, so we must test them
under these and even more aggra-
vated conditions," Mr. Leopold
added.

One cold box used for testing is
able to reduce its temperature from
80 degrees above zero to 60 degrees
below zero in 25 minutes.

The oven, where water or air can
circulate through the valves while
the valves are being tested, can

n boost its temperature to 600 de-
grees.

The humidity cabinet can dupli-
cate the temperature and humidity
in any climate from the steaming
jungles to the arid Sahara. Its
maximum is 90 per cent humidity
and temperatures to 200 degrees.
NEW MEXICO TO DECATUR

Mr. Leopold told of an example
where it was desirable to conduct
tests under conditions similar to
those found in New Mexico. "We

Mueller products are tested under pressure in this "deep freeze" that
is capable of dropping temperatures to a minus 60 degrees. Test Lab
Operator William Hood (foreground) checks the turning torque on some
stops as Project Engineer William Hauff'e records the data.

George F. Binkley, Manager of Engineering Services, (above)
checks readings in a humidity cabinet while (below) Assistant
Project Engineer Paul R. Ammann removes some valves from
the test oven where temperatures of 600 degrees can be
produced.

F E B R U A R Y 1 9 6 3 I I



weren't able to take our lab to New
Mexico, naturally, so we attempted
to bring New Mexico to Decatur,"
he said.

He explained that a sample of
the soil from New Mexico had to
be brought to the lab where it was
put under temperatures and humid-
ity that corresponded with that
area, and the combination of the
three produced answers the en-
gineers were unable to find prior to
getting the soil.

"Since many of our products
have water flowing through them,
there is no better test than to do
just this. Under the floor of a por-
tion of the laboratory is a reservoir
that holds about 14,000 gallons of
water. We are able to run flow
tests up to pressures of 500 pounds-
per-square-inch. Flow rates of 1,100
gallons per minute can be main-
tained without putting a drain on
the outside water system, simply
by re-circulating water out of our
reservoir," Mr. Leopold said.

These high volumes of water are
used to test hydrants and gate
valves under as difficult situations
as possible. They are opened and
closed hundreds of times and then
dismantled, and the wear is checked
and deficiencies sought.

In addition to testing gas prod-
ucts with air and under unusual
conditions that are available in the
laboratory, Mueller Co. has built
a test station at Mount Zion just
outside Decatur.

This test site, which is located
on an Illinois Power Co. transmis-
sion line, has unlimited amounts of
natural gas available for testing.
The gas available is either odorized
or non-ordorized and goes to maxi-
mum pressures of 800 pounds-per
square-inch. Fittings, tees and
stops are actually buried and put
into use here where they are con-
stantly checked.
EXCEED NORMS

"Our philosophy is to duplicate
working conditions as near as pos-

sible and then exceed these. If our
products hold up under exagger-
ated conditions, we know they will
withstand normal demands," Mr.
Leopold said.

These exaggerated conditions, in
addition to the heat, cold, humidity
and pressure tests, include flowing
of abrasives through stops while
they are being cycled; bending
compression tests, pulling and
others.

An integral part of the 10,000
square foot Test Lab is the machine
shop, which produces prototypes of
new products, models and modifica-
tions of products.

The testing facilities are a ma-
jor section of the research and de-
velopment activity at Mueller Co.
"The reason for this emphasis on
product research and development
is apparent. Mueller must contin-
ually work to improve its products
to better serve the progressive gas
and water industries," Mr. Leopold
concluded.

Larry Bundy checks for any distortion while
Senior Project Engineer Carl Floren (right)
records data during: a tensile test. This universal
machine can be used for either compression or
tensile testing-.

Lindle (Hap) Hockman, Test Lab Lead Man, checks a
key on a machine that is able to detect a surface flaw
that is no greater than one millionth of an inch. The
model shop or machine shop, (below) which is an intricate
part of the lab, produces prototypes and makes modifica-
tions of products under test and development.

12



This Mueller gate valve is just short of being wired for
sound as strain guages are attached in preparation of
making a test in burst chamber. Robert Roos, (left)
Project Engineer, manipulates the dials on some of the
electronic testing equipment that records and indicates
the minutest changes in characteristics of the product
being tested. Ed Turner, Lab Operator, operates the test
chamber controls as he watches the test through bullet-
proof glass.

Preparing a line stopper fitting for a test in the burst chamber is
Project Engineer Lynn D. Edwards. Pressures available in this
room are capable of rupturing most products found in industry.

This cycling machine opened and closed this
fire hydrant part thousands of times dur-
ing just one test. John J. Smith, Chief Prod-
ucts Engineer, checks the counter while
Operator Louis Bland checks the water
pressure.
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Senate Fuel and Energy Study
Backs Position of Gas Industry

The importance of interruptible
gas sales in making possible lower
prices to all natural gas consumers
was supported in a report recently
transmitted by The National Fuels
and Energy Study Group to the
Senate Committee on Interior and
Insular Affairs, according to E. H.
Smoker.

Mr. Smoker, who is President of
The United Gas Improvement Co.,
Philadelphia and A.G.A. president
in 1962, said the report, released
after a year of work by the Study
Group, supports the gas industry's
position that interruptible gas sales
make a significant contribution
toward fixed charges.

Interruptible customers are in-
dustrial users whose gas service
may be curtailed in the event of
abnormally high gas demand by
other classes of customers.

"We think," Mr. Smoker said,
"that this report will put to rest
once and for all charges that in-
terruptible gas sales are 'unfair
competition'."

"We also are encouraged by the
study finding that gas is not the
villain which has caused the de-
cline in coal usuage. In general,
we are satisfied with the report,"
the A.G.A. President said.

Interruptible gas sales was one
of the three major policy issues
considered by the Study Group. In
1960, according to the report, these
sales resulted in a contribution to-
ward fixed charges of about $400
million.

Mr. Smoker pointed out also that
"without these sales, cash flow to
the producer would diminish, with
consequent reduced incentive for
drilling and establishing new re-
serves; and pipeline load factors
would worsen with a resulting in-
crease in rates to all other classes
of consumer. Those residential,
commercial and industrial custom-
ers who are now the beneficiaries
of pipeline systems made more
feasible by interruptible gas sales
would, of course, be hit hardest."

The Study Group's report said,
"In 1960, total interruptible sales
of natural gas totaled 2.1 billion
mcf. The price charged for inter-
ruptible service is less than that
charged for firm service and at
least covers the cost of the gas
itself plus the out-of-pocket costs
of transportation and distribution.
This type of service makes a con-
tribution toward fixed charges that
would otherwise be borne by firm
customers."

Canadians Expect To Exceed
Record-Breaking 1962

"While the year ended has been
a record-shattering one for Cana-
da's natural gas industry, an ex-
amination of domestic and foreign
market potentials for 1963 indi-
cates the industry will once again
set new highs in each and every
area of its activities," said Canad-

ian Gas Association President John
W. L. Ostler.

During 1962, previous produc-
tion records were broken as the
country produced 920 billion cubic
feet, an increase of 40 per cent
over last year, according to the
C.G.A. report.

Mr. Ostler said that exports of
gas to the United States increased
by an unprecedented 95 per cent
over sales to the U. S. last year.
He said this increase was due main-
ly to the opening of new markets in
California and the Pacific north-
west.

Gas companies and the manufac-
turers of gas lamps report 10 U.S.
and Canadian airports now use gas
lights to mark their runways. The
largest concentration is found in
Arkansas where five fields light
their landing strips and taxiways
with gas.

U.S. CONSUMPTION OF ENERGY
(% OF TOTAL)

4.4% WATER POWER

3.9% WATER POWER
SOURCE: AMERICAN GAS ASSOCIATION
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Members of the Distribution Operation Sub-committee of
the Indiana Gas Association visited Mueller Co. recently
to see a demonstration of Mueller line stopping equip-

Line Stopping
Demonstration
Presented To
Indiana Group

Members of the Distribution
Operation Sub-committee of the
Indiana Gas Association recently
spent a day at Mueller Co. in
Decatur seeing a demonstration
of Mueller line stopping equip-
ment.

The group, headed by Chair-
man R. D. Stegner of Indiana Gas
& Water Company, Inc. of Indi-
anapolis, is making a study of
line stopping equipment and will
report its findings to the Indiana
association.

Raymond N. Gentry of the
Mueller Sales Division presented
the demonstration which includ-
ed a rundown on Mueller fittings,
drilling equipment and line slop-
ping units.

The visit concluded with a lour
through the Mueller test lab.

F E B R U A R Y • 1 9 6 3

ment. Raymond N. Gentry of the Mueller Sales Division
demonstrates at the right.

Herm Niehaus, Mueller Sales Representative, operates a line stopping unit
for R. D. Stegner (left), P. R. Vail and Jack Rian (right). Mr. Stegner and
Mr. Vail are from Indiana Gas & Water Company, Inc. of Indianapolis and
Mr. Rian is from Northern Indiana Public Service Co. of Hammond.

15



A. G. Webber, Jr., Re-Elected
President of Mueller Co.

Albert G. Webber, Jr., was re-
elected Mueller Co. President and
Chairman of the Board at the firm's
annual Shareholder and Board of
Directors meeting in Decatur.

At the meeting, the Board of
Directors also accepted the resig-
nation of Jackson Kemper, who had
been Executive Vice President
since he joined the company in July
of 1960.

His resignation also included his
position as a member of the Board
of Directors of Mueller Co. and
Mueller, Limited.

Company officers re-elected were:
A. G. Webber, Jr. President and

Chairman of the Board
Frank H. Mueller, Vice President

for Engineering
Dan R. Gannon. Vice President

and General Sales Manager

Frank A. Speer, Vice President
for Manufacturing

Leo Wiant, Vice President and
Director of Purchases.

Lyle R. Huff, Secretary and
Treasurer.

Re-elected to the Board of Di-
rectors were:

Joe H. Gardner
George McAvity
Ebert B. Mueller
Frank H. Mueller
Mrs. Pauline V. Mueller
John A. Schluter
Mrs. Lenore Mueller Schmick
Franklin B. Schmick
Harold M. Sherman, Jr.
Albert G. Webber, Jr.

Lyle R. Huff Elected To
Mueller, Limited Board

Lyle R. Huff, Mueller Co. Secre-
tary and Treasurer, was elected
recently to the Board of Directors
of Mueller, Limited.

Mr. Huff, elected at the firm's
annual meeting in Decatur, fills a
vacancy created by the resignation
of Jackson Kemper.

Mr. Huff joined Mueller Co. in
1950 in the Financial Division. He
formerly was an auditor for the
Phillips Petroleum Company, an
acting instructor at the University
of Illinois, and a member of the
accounting firm of Gauger & Diehl.

Mueller, Limited officers re-elect-
ed were:

Albert G. Webber, Jr., President
and Treasurer

George McAvity, Managing Di-
rector

Ronald M. Nicolson, Vice Presi-
dent and General Sales Manager

R. J. Skippon, Vice President
and Manager of Engineering

C. S. Browett, Secretary, Assist-
ant Treasurer and Plant Controller

J. Milne, Assistant Secretary
Elected to the Mueller, Limited

Board of Directors were:
Orval W. Diehl
Lyle R. Huff
George McAvity
J. Milne
Ebert B. Mueller
Ronald M. Nicolson
R. J. Skippon
A. G. Webber, Jr.
Leo Wiant.
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Mueller

Co.

Officers

•

DAN R. GANNON
Vice President and

General Sales Manager

LYLE R. HUFF
Secretary and

Treasurer

F E B R U A R Y • 1 9 6 3

A. G. WEBBER, JR.
President

FRANK A. SPEER
Vice President

For Manufacturing

LEO VVIANT
Vice President and

Director of Purchases

FRANK H. MUELLER
Vice President

For Engineering
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Strictly

A husband, complaining about
the food he was getting at home,
was met with a strong argument by
his wife. "What's the matter with
you?" she demanded. "Monday you
like veal cutlets. Tuesday you like
veal cutlets, Wednesday you like
veal cutlets, now Thursday, all of
a sudden you don't like veal cut-
lets."

-X- -X- *

"James," the English teacher
said, "give me a sentence using the
word 'archaic'."

"Archaic," repeated James. "We
can't have archaic and eat it, too."

A matron approached a sales-
girl and inquired as to the where-
abouts of the perfume counter.
"Just walk this way, madam," the
girl answered, taking the lead.

"Hmmf," observed the customer,
"if I could walk that way I wouldn't
be in here buying perfume."

A man was tuning in on the
radio when he got a sudden twinge
of pain in his back. "I believe I'm
getting lumbago!" he remarked.

"What's the use? You won't un-
derstand a word they say anyway,"
commented his wife.

-X- * *

Deep in the Louisiana swamps,
three men stopped to watch a small
boy fishing in a roadside lake. Fi-
nally, one man said, "Boy, are
there any snakes in this water?"

"Naw, suh, they sure ain't," re-
plied the lad slowly.

The three men left their clothes
on the bank and all had a refresh-
ing swim. After dressing one man
asked, "How come there aren't any
snakes in this lake?"

"The alligators ate 'em," replied
the boy.

•Jv •& -Jv-

A good wife laughs at her hus-
band's jokes not because they are
clever but because she is.

Copyright 1959 Ca

"I think I see a mistake!"

"Jimmy, you've defined 'bucca-
neer' wrong. 'Too much to pay for
corn' isn't the right answer."

"The traps on this course are
very annoying," observed a mem-
ber of the golfing foursome.

The one who was putting raised
his head. "They certainly are," he
commented. "Would you mind shut-
ting yours?"

Diplomacy is the art of saying
"nice doggy" until you have time
to pick up a rock.

A big game hunter in Africa
was on his way back to camp when
an enormous lion walked out of
the jungle not 20 feet away. As the
lion was about to spring, the hunter
fired his last cartridge and missed.
The lion sprang too far and landed
15 feet beyond the hunter who then
ran for camp and safety. The next
day the hunter went back of the
camp to practice a little shooting
at close range. He heard a strange
noise in the brush and investigated.
It was the lion—practicing short
leaps.

Watching a famed matador per-
form in the bull ring was an out-
spoken Texan. The fight reached
the istage where the matador, armed
only with his cape, was taunting
the bull to charge him. He avoided
the animal's sharp horns only by
inches, flipping the cape aside as
the bull roared past. He did this
several times and finally the Texan
could stand it no longer. He got to
his feet and shouted, "Bud, he ain't
never going to run into that sack
unless you hold it still!"

Sign in a service station: "We
collect taxes—federal, state and
local. We also sell gasoline as a
sideline."
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« I •kJBHBHP^'HI • HEEVBl fcfc/Tm 7 •trie IVI II EBJLJcR^ 1 machine
for wide application—

easy operation—MO-BI.O safety

Drills Vs" through %" holes in mains under pressures to
125 p.s.i.
Inserts and extracts plugs, stems, stem and bushings in
tees, line stopper fittings and drilling nipples.
Makes stop-offs in service tees and line stopper fittings.

• With the low-cost, easy-to-use "T" Machine, safe service
connections can be made under pressure without blowing of
gas or interrupting service. Hand operation with a minimum
of attachments assures ease of operation.

• Contact your Mueller Representative
or write direct for complete information.

DECJITUR, ILL.
Factories at: Decatur, Chattanooga, Los Angeles

In Canada: Mueller, Limited, Sarnia, Ontario

GEM Sponsor

the inside story

With drill attached to boring bar,
machine and control chamber are
secured to service tee. Flop valve
is opened, drill advanced and main
drilled, activating service.

Completion plug, stem or stem and
bushing is attached to boring bar
with E-Z release tool and inserted
into tee.

Rubber shut-off tool is attached to
boring bar, and machine and con-
trol chamber are secured to line
stopper fitting. With flop valve open,
boring bar is advanced, expanding
stopper, shutting-off flow.

INSERTING AND
EXTRACTING PLUGS,
STEMS AND BUSHINGS

MAKING
STOP-OFFS

DRILLING MAINS
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EMPLOYEE SAFETY RECORD
SET BY GAS INDUSTRY

DISABLING
INJURIES _

PER MILLION
MAN-HOURS

18

16

10

THOUSANDS
208* OF

EMPLOYEES

180

160

140

20

1948 '9 '50'1 '2 '3 '4 '5 '6 '7 '8

SOURCE: AMERICAN GAS ASSOCIATION
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