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ALIMENTS

in 1968 by Vincent Harrison, the company
was originally named V-H Quality Food, Inc. Its prod-

Founded

uct line at that time consisted entirely of Oriental
sauces.

In

1966, the company was acquired by Beatrice

and was renamed Aliments Beatrice Quebec, Inc.
Today, in addition to the sauces, the company's 55
products include Oriental canned and frozen foods. In
1984, Atiments became a part of Hunt-Wesson Canada.

CAL COMPACK
As an industrial ingredients company, Cal Compack
sells to food processing manufacturers. Founded in
1945, its chiefproducts include a variety ofground
chili pepper products such as paprika, chili powder,
chili pepper and red pepper. It was acquired by
Beatrice in 19 62 and became part of Beatrice/HuntWesson

in

1984.

CONTAINER OPERATIONS

"A large, professionally-managed food company-a
competitor to be reckoned with!" This is how President
Crosson describes the Company that is now Beatrice/
Hunt-Wesson, Inc.-a company whose businesses and
employees have come to expect just one thing for

sure-change.
There's an old joke regarding change we might adapt to
fit our circumstances. It goes something like this:
"A Beatrice/Hunt-Wesson executive says to the secretary upon leaving the office-'If our parent company calls, be sure to get their namei "
A slight exaggeration of the point, maybe, but still too
close for comfort.
Between our own name changes, product integrations,
changes in chiefexecutive officers, and changes in parent companies, we might easily find ourselves suffering
from an identity crisis.

How is it then that Beatrice/Hunt-Wesson, Inc. has survived all the buffeting of recent years in such surprisingly good shape----our identity quite clearly intact?
Foremost, perhaps, in a lineup of good reasons is the
strong sense we have of our own business and what it
takes to keep it healthy.

Again and again, as our name came up in the news
accounts of the buyouts, our strengths and capabilities
were touted.

The company more commonly known as UNITED
CAN has been associated with Hunt-Wesson since the
early 50's, either as a subsidiary or as a sister company.
They are major suppliers of the cans for Hunt's tomato-

based products and supply some needs of other
Beatrice/Hunt-Wesson products. First founded in 1916
as the Atlas Diesel Engine Company, they are now
embarking upon a new era with the opening of a plastic

-container plant in Tennessee.
DERBY
The Derby Meat Company was founded in the late l9th
century in Watertown, Massachusetts by Henry Clay
Derby, and sold to Swift and Company in 1904. At that
time, the Derby brand consisted of over 34 assorted
canned specialty meat items. Although the brand now
only sells one meat item-Beef Tamales with Sauce-it
has a very strong regional share of the market. Derby
became part of Hunt-Wbsson in 1983 with the Esmark

acquisition of NSI.

FISHERNUT
In

1920 in St. Paul, Minnesota, Sam Fisher developed
his own commercial technique for roasting and salting
peanuts in the shell, a process he'd observed in France
during World War I. The business grew to include a
complete line of quality nut products sold nationwide.
Fisher joined Beatrice in 1962 and became part of

Beatrice/Hunt-Wesson in 1984.

While it would be easy but foolish to believe the publicity on the surface, we, the people of BeatriceiHuntWesson, have something more concrete on which to
base our conclusions. We know the deep-seated knowl-

FPI was started in Minnesota by Herbert Joshua in
1945. Specializing in ice cream toppings and other

edge and dedication of the people. We know the quality

fountain product specialty items, today they are an

of the products. We know the rich histories of the
companies from which we emerged to form today's

internationally recognized foodservice supplier. They
also pioneered the first dispensing system for a hot
chocolate drink base and remain the undisputed leader
in this field. FPI was acquired by Beatrice in1977 and
became part of Beatrice/Hunt-Wesson in 1984.

Beatrice/Hunt-Wesson-"stronger than everl' We are a
company made up of individually strong units with a
common goal to unite us. We are:

FOOD PRODUC ERS INTERNATIONAL

GEBHARM MEXICAN FOODS

ROSARITAMEXICANFOODS

Willie Gebhardt founded the company near San

Rosarita grew from

Antonio, Texas in 1896, when he developed a method
to dry and grind chili peppers into powder. Today, the
product lines include tamales, refried beans, and the

1946,by retired Air Force flyer, R. C. Scarborough

still famous Eagle Brand Chili Powder. The business
was purchasedby Beatrice in 1961 and became part of
Beatrice/Hunt-Wesson in 1984.

a

one-room operation started in

and several partners. Today, in Mesa, Arizgna, over 30

separate Mexican food products are manufactured
under the Rosarita label in a modern, large-scale facil-

ity. In 1960, Beatrice acquired the company and it
became part of Beatrice/Hunt-Wesson in 1984.
SOUP & STEW STARTERS

HUNT'S
Because of its quality image, the Hunt name was
retained by Norton Simon when he purchased in 1934
the old Hunt Brothers Packing Company (founded
1890). Today, the Hunt's name goes on a complete line
of quality tomato products and a few specialty items
(Manwich, Snack Pack, Barbecue Sauce). Beatrice/
Hunt-Wesson is the largestprocessorof tomatoes in the
world.

Soup Starter was introduced by Swift and Company

in

1919 as a convenient way to make homemade soup
without the hassles of chopping, dicing, or measuring
ingredients. Simply add fresh beef, chicken orham to
Soup Starter. This was so successful that in 1981, the
concept was expanded to include two flavors of Stew
Starter. These brands were transferred to Hunt-Wesson
in 1983 after the Esmark acquisition of NSI.

SWISSMISS
J.

HUNGERFORDSMITH

The Sanna family founded the business in the 1940's.

In 1880, in a small drug store in Ausable Forks, New
York,

young druggist named J. Hungerford Smith
developed several ofhis own formulas forfountain syra

ups and toppings. Located today

in Humboldt,

Tennessee, JHS is a major foodservice supplier of toppings, syrups, and other specialty items. The business

was acquired by Hunt-Wesson in 1979.

I

In.1946, they purchased a milk drying plant in
Menomonie, Wisconsin, and began manufacturing
nonfat dried milk for military rations. The Sanalac
brand of dried milk was introducedto the retail trade in
the early 50's, and in the late '50's Sanna introduced
the first instant hot cocoa mix, using their own nonfat
dried milk. In 1966, Beatrice bought Sanna and in

lpllg"ume

LA CHOY

WESSON

Founded in Detroit it 1920 by two friends from the
University of Michigan, La Choy offers a complete line
of American-style Chinese foods. Relocated to
Archbold, Ohio during World War II, the company was
purchased by Beatrice it 1943, as its first non-dairy
business. La Choy became part of Beatrice/Hunt-

Wesson

Wesson

in

1984.

ORVILLE REDENBACHER POPPING CORN
The Orville story begins with the 79-yearold Orville
Redenbacher himself and his passion for popping corn.

In

1952, after years of research and development,
Orville and his partner, Charlie Bowman, developed a

superior strain ofpopping corn and set out to prove that
people would pay more for a premium product. They
marketed the product on a limited basis. In 1972,they

signed a distribution agreement with Hunt-Wesson
Foods to distribute it nationwide. In 1976, they sold the
business to Hunt-Wesson.

PETER PAN PEANUT BUTTER
Peter Pan was introduced in the 1920's as the first shelfstabilized peanut butter on the grocery shelves. Origi-

nally under the E.K. Pond label of Swift and later
Derby Foods, Chicago, Peter Pan was part of Esmark,
Inc. It was integrated into the Hunt-Wesson business in
1983 when Esmark acquired NSI. .

part of Beatrice/Hunt-Wesson.

Oil got its name from renowned chemist, Dr.
David Wesson, who introduced a revolutionary refinery process in 1899 called "deodorizationl' The process converted cottonseed oil into a pure, delicate oil
with a neutral taste, perfect for salads and cooking.
Thus, Wessonbecame the firstedible oil on the market.
In 1960, the Wesson Oil & Snowdrift Company merged
with Hunt Foods to form Hunt-Wesson Foods, Inc.

Afionversation

wirl
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In April 1986, Albert J. Crosson was named President
of Beatrice/Hunt-Wesson, Inc.

A 24-year veteran, Crosson has strong feelings

about

the Company based on deep-rooted loyalties dating
back to the Norton Simon days at Hunt Foods and
Industries.

In his position as President and Chief Executive Officer, Crosson reports to Frederick B. Rentschler,
former Hunt-Wesson President, and now President and
Chief Executive Officer of BCI U.S. Food.
Just two months after becoming President, Crosson
graciously, if somewhat' reluctantly, granted "Horizons" an interview-his wish to communicate directly
with employees outweighing his stated desire to maintain a low public profile.
We thank him for giving employees an opportunity to
get a closer look at him and his style of management.

First, let's talk about who Al Crosson

is

persorwlly.

AJC:

I came from modest circumstances, my mother
was widowed, with five boys to support, when I was 16.
I was always a worker and a striver.

I didn't go to college

I

was too anxious to get
on the street, make money and be independent. As far
as I'm concerned, independence is a state of mind
which I value highly from a psychological as well as a
financial standpoint.
because

I

have no interest in public visibility. The most important things in my life are my family, number one, and
this company, number two. My wife Ginny and I have
four children. I've had the same wife for 33 years and
have lived in the same house in Fullerton for 27 years
and started with the Company 29 years ago. As somebody once said in a conversation on a plane, 'You're in

a real rut-same wife, same kids, same house, same
companyl
That's a good rut to be in, fortunately. Now, let's talk a
little about your history with the Company.

I came to this company in sales when I was2J years old
and I had the good fortune of meeting Mr. Simon
(Norton Simon, founder of Hunt-Wesson) within two
weeks. He wanted to see the 'kid they paid all the
money'-which wasn't much compared to today's
salaries. We began a close association, and within six
months I became the National Sales Manager. It was a
great place to work at the beginning-as it is today-it
was an entrepreneurial company, headed toward professionalism, led by Mr. Simon and others like him.

A good example of the professionalism was the use of a
psychologist to better understand people, to help select
the right people for the right jobs, and to create an environment where people communicate frankly.
The Company attracted a lot of talented people. One of
the key ones besides Mr. Simon was Harold Williams,
the first president of Hunt-Wesson. I learned a great
deal from each of them-Norton the entrepreneur and
Harold the intellectual-not to take anything away
from either in the opposite dimension. I have maintained a friendship with both men to this day.
Today we are a very professionally run company, and

will

I

strive to preserve and encourage the original

entrepreneurial spirit.
Define

for

us what you mean by 'entrepreneurial spirit'.

What I mean is that as an employee you act like an
owner. You focus on the opportunities, the business

issues, and treat the resources as if you owned the
place. You don't get carried away with the form of
things, but concentrate on the substance, which is what
we get paid for.

Talk a little more about how your relationship with
Norton

S

imon influenc ed your thinking.

I

may be assigning too much to Norton Simon, but as
as I'm concerned he created the foundation and the
environment in which so many people grew and prospered, including me.

far

Norton always drilled into all of us "maintain your
objectivity" regarding people and programs. I believe
and practice that. He constantly pushed us for better
ideas, better people, and greater results. He could drive

you to distraction, but you and your performance were
better for it.
Wouldyou definefor us your style of management?

My

answer to that is

I'm a student of the

business.

I'm

blunt, outspoken, and everyone always knows where
they stand with me, pure and simple. I don't broadside
anybody, don't humiliate them. I make them strive and
they can see I 'sweat the details' to use a car company's
expression.

I

have a high appreciation for talent. My own feeling is

if I end up making more than l)-ISVo of the decisions, we have the wrong people. I should be setting
objectives, and individuals should be able to come
along with programs to meet those objectives.

that

The process I go through to come to a conclusion is an
open one. Everyone has a fair hearing with me, and I'11
take whatever time is necessary to review an idea or a
program.

I believe there are three cornerstones ofbusiness

people, ideas and numbers.

If I

life-

were to list my

strengths, I would put them in order of people, number
and ideas; or numbers, people and ideas. The point is, I
would put ideas last because I depend upon others to
generate ideas. Appreciation for the human element and

keeping score through the numbers describes my
approach.

Along that same line, what are thte specific business philosophies which guide your leadership?

Ah, here's my chance to make a speech. These are my
philosophies. I put the Company's economic goals
ahead of my own and I ask others to do the sameto meet your goals through the Company's success.

AConversation

ITirh
Al Crosson
Don't abuse the Company's resources, but accept every
reward the Company has to give you. In other words,
gladly take everything the Company gives you, but you
should not take advantage of the Company. Be honest
and straightforward. If you are wrong, admit it-you'Il
never be shot! Be industrious, act industrious. Know
your business. Work on business issues and not presen-

My feeling today is that we are stronger

as

individuals

and as a company than we were before the changes. We
are also a larger, more dominant factor in the industry,
and that's ofvalue to our company and shareholders.
What about our.funre? Does it lookmore stable?

tations. Be prompt for work, meetings, and with

I'd have to say yes. It can hardly be less stable than it's

reports. Develop and implement ideas and programs to
build the business. Motivate and encourage your people
to take controlled risks to grow the business, but always
be on top of the financial implications, consequences,
track results and performance.

the right leadership, and we all know what we have to
do and do it, it's going to work out.

Inform and influence co-workers and superiors, but
don't "selll' Selling within the Company distracts from
the soundness ofyour proposition.
You

said 'don' t sell'-what exactly do you mean?

Let me explain. If someone came in with an idea for a
new product, and we start giving sound reasons that it
doesn't make sense. If the person making the presentation starts getting animated and excited, it does nothing
but distract. The whole key to selling is communicating, you don't have to get excited. Just state the facts,
the opportunity, the potential reward (profits) and, oh,
yes, the risk.

In order to get something done in business,

somebody
has to advocate something-a proposition, a product, a
job, etc. But when you start to advocate, you become

subjective and lose your objectivity regarding the

alternatives available. Others have to balance that. If
your point is really valid in the total scheme of things, it
will prevail. If you've fallen in love with your proposition and are so provincial you only want to grind your
own ax, you are ineffective, and personally, I'd tune
you out.

Let's talk now about the state of our Company. In the
past 2-3 years we have been through many changes and
some turmoil. Where has the process brought us?

I

believe that the fact the Company keeps changing-

even as evidenced by the four owners in three years-is
a plus for us. Each change has been a learning experi-

ence and our people have come through stronger
because of it.
The performance of our people, reflected in the success
of our company, has earned the respect of the business
community and of the people who made investments
each of the times. We should all feel good about that.

been the last three or four years. But I don't see it as a
big issue. If we stick together, have the right capability,

How would you describe BeatricelHunt-Wesson today?
a large, professionally-managed, food company-a
competitor to be reckoned with. At the same time,
because of all the businesses we've integrated recently,
it is a company that needs some refining, and we are
giving top priority to accomplishing that.

It is

Do you think that the business we see today is pretty
much the business we'll see in the future, or is there any
way to predict that?
Yes, I believe so. I think, basically, we will continue in
the food business selling products through retail stores
and foodservice establishments. If the popcorn stores
are successful, we will move forward in the retail (popcorn) business.

As we grow and expand in the future through acquisition and new products, I'd say we'd stay in the fundamental food business and product channels we're in
today.

How do you think our priorities hnve changed now that
we are a privately- versus a publicly-owned business?

I don t think private versus public is the issue. What has
changed, and changed for the better, is having Fred
Rentschler and Don Kelly back-with a clear position
regarding de-centralization versus centralization. In
the past 18 months, there was a dual organization in
place (Chicago staff, plus Fullerton) that was threatening the way we were used to operating, and the way we
felt the Company ought to be managed. That issue is
gone. We have the responsibility to manage our company and deliver the expected results.

And yet, when we are going through it, it kept us on

The direction and inspiration from Fred Rentschler is
clear, my rapport with him is excellent and open, and
he has the same relationship with Don Kelly. We can
stop looking over our shoulder, get on with the work

edge. That is natural.

and not worry about whether we're public or private.

What &t you see as the outlook
nextfew years?

for our

business in the

What would you say has been the most satisfying aspect
of being Presidenr?

Well, one of the problems in the food industry,
including many of our categories, is that there is little
growth over and above the population growth. We
expect to maintain or increase our share in our categories. We will continue to have a balanced new product
program, developing packaging and products, but not
going national with a series of new products without

The most satisfying aspect has been the positive reaction of the people to my appointment. Equally important has been the support from the officers, who have
been my associates for years. We've operated as a successful team for a long time, and we will continue to do
so. I have a great deal ofrespect for the talent represented by my fellow officers and together we will lead

proper testing.

this enterprise.

I would expect the earnings of the Company to continue

Secondly, it is gratifying to have Fred Rentschler back
in the business and to have such a good relationship. He
understands and cares about our business and our people. His talent, leadership ability and involvement in
our business is a real plus for our company.

to increase every year at an acceptable and significant
rate through volume growth and increased efficiencies.
Are there any areas of the Company you feel need special attentionircw?

I feel the whole

area of customer service, information
systems support and sales need refining. We have taxed
our capacity in the last two years by taking on so many
unique businesses and items. We must get back to being
as efficient as we were before the giant expansion. Our
sales organizations today are having to handle things in
the customer service area that we want to make routine
through new concepts and systems. We are focusing a
lot oftime and resources on this subject.

Will there be any changes in the origirwl plans regarding
the businesses which hnve been integrated?
We may need to refine further and decide if some of the
businesses should be managed differently. I say that as
it relates to such things as our combined sales offerings.

The list is long for our sales force and maybe there is a
better way to do some of that.
We just recently had a McKinsey study of our grocery
sales force and we will soon be implementing a new

focus for our sales organization. I'm confident our sales
will increase with the new approach. As a result of this
study, we confirmed the validity of the decision to add
new product lines to our sales force and there will be no
major changes in our organization structure.
What will be the chief emphasis

for

the business?

The chief emphasis is to maintain the health of the
business, to build our capabilities, to become a stronger
force in the marketplace, to increase the operating profits and provide a return on the investment acceptable to
the new owners. There will be some greater emphasis
on cash flow and those things that affect cash, such as
inventory levels, accounts receivable, capital invest-

ments, and we
priority.

will

give these items appropriate

Is there anything you have found frustrating or disappointing about being President?
Nothing frustrating. The only disappointing thing is
that shipments for the first two months of this fiscal
year weren't up to where they should have been due to
heavy shipments in February (last fiscal year). As a
result we are presently behind our 1987 Plan profit
goals, but will be on target by the end of this year.
There is nothing wrong with the state of our business.
Is there a message you'd like to leave with employees?
Yes, think of the Company as your own, think of it as a
place where you can contribute, can make something
happen, and, in turn, meet your own goals and

expectations-both financially and professionally.
Have fun at your job. Recognize business as one giant
contest-us against the competition. To win is to build

a stronger company that will provide a meaningful
place to work now and in the future, as well as the
proper return for our shareholders.
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, Orville Redenbacher Popcorn
Valparaiso. lndiana
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Peter Pan Peanut Butter
Sylvester. Georgia
[ffi] Chicago. lltinois

-
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Dalias. Texas

Rosarita Mexican Foods
Mesa, Arizona

& Stew Starters
Etk Grove Village, illinois

Soup

Swiss Miss (Sanna)
Menomonie, Wisconsin
Richmond, Kentucky

Wesson
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Oil Refineries

Fullerton,Calilornia
Savannah. Georgia

Memphis. Tennessee
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Corporate Headquarters
Fullerton, California

Grocery Sales Offices
23 -Nationwide

Foodservice Sales Offices
16 -Nationwide

Distribution Centers
17

-Nationwide

iltH
lf
\11

rj
I

ir

'l

lil

;is,[tsIf81?"

i tt
;

H
'Jl I:

1 Tablesp. olive

!

a

l+.'

1-1/2 teasp. basil
1 teasp. oregano
1/8 teasp. crushed red pepper llakes

Salt and pepper to taste

1ll2 lbs shelllish-shrimp,

ln a Dutch oven, heat oil and saute onion until tender; add garlic and cook 30 seconds longer. Stir in
tomato sauce, mushrooms, crab, red wine, basil,
oregano, red pepper, salt and pepper; simmer 30 to
40 minutes or until thick. Add remaining seafood
and simmer 5 to 10 minutes longer. Serve over hot
cooked pasta. Makes 6 to 8 servings.

1 Tablesp. lemon
cans
Tomalo iuice
1 Tablesp. dark brown
Sauce
1 (6-0z.) can Hunl's sugal
1/2 leasp, oregano
Italian Style
Tomato Pasle 1/2 leasp. basil
1 (2.5-02.) can sliced 1 lb. ground beel
2 Tablesp. olive oil
ripe olives
1 3 cup wine vinegar 0r
3 cloves garlic,
red wine
minced
3 Tablesp. grated 1 cup sliced lresh
mushrooms
Romano cheese
2 Tablesp. inslant 3/4 cup chopped onion
Alice R. DuBois
potato llakes
1r2 cup chopped celery
Southern Begional Winner
ln a large saucepan, combine first 10 ingredients. Bring

3 (8-oz.)
Hunt's

-

mixture to a full boil; reduce heat and simmer 10 minutes,
stirring occasionally. Meanwhile, brown ground beef in
skillet until beef loses redness; remove and set aside.
Saute garlic, mushrooms, onion and celery in olive oil 2
minutes; add cooked beef back to pan. Add beef and veg-

etables to sauce mixture; heat until hot. Makes 4 to 6
servings.

CHICKEN
CORDON BLUE
PASTA SAUCE

oil
Salt and pepper t0
onion, taste
1 (4-oz.) can sliced
diced
mushrooms,
1 clove qarlic,
minced
undrained
2 (6-0z.) cans Hunt's 2 cups diced cooked
chicken
Italian Slyle
1 Gup diced cooked
Tomato Paste
3 cups chicken broth ham
1 cup linely
1 Tablesp. sugal
shtedded
1 teasp. llalian herb
seasonino Swiss cheese -

scallops, clams, mussels

or a combination
1 lb. pasla, cooked and dtained

EARTH'SBOUNTY

1

oil

1 large onion, chopped
3 cloves garlic, minced
3 (15-oz.) cans Hunl's Tomato Sauce
8 oz. mushrooms, sliced
8 oz. crab (imitation crab meal may be subslituted)
1/4 cup red wine

Michele Myers

'1986 National Winner

PORKY.
PINEAPPLE SAUCE
TROPICALE
1 (8-oz.) pkg. Swill Brown 'N Serve Pork

Sausage, crumbled
1/4 cup chopped green pepper
1 (15-oz.) can Hunl's Tomalo Sauce
1 (8-oz.) can crushed pineapple. packed

in iuice

1 (6-oz.) can Hunt's Tomato Paste
2 Tablesp. LaChoy Soy Sauce
1 teasp. sugar
1 teasp. tarragon
Pepper lo lasle
1/2 Gup ch0pped pimento stulled 0lives

-

Muriel Winch
Northeast Begional Winner

ln a 1O-inch skillet, saute sausage and green pepper over
medium heat until lightly browned; drain excess fat. Stir in
Hunt's Tomato Sauce, pineapple and juice, Hunt's Tomato
Paste, LaChoy Soy Sauce, sugar, tarragon and pepper;
simmer over low heat 30 minutes. Serve over hot cooked
pasta. Garnish with chopped olives before serving. Makes
6 servings.

RUBY RED
SPAGHETTI SAUCE
1 lb, pork

Tablesp. olive

sausage

2 (6-02.) cans Hunt's

garlic,
Tomato Pasle
1 cup dry red wine
minced
1 cup linely chopped 1 cup waler
1/2 cup prepared oil &
onion
vinegar salad
1 Tablesp. sugar
dressing
1 teasp. salt
1 leasp. rosemary (non-creamy)
1 (4-oz.) can
1 teasp. paprika
mushrooms,
1/2 teasp. pepper
1/2 teasp. lhyme
sliced and drained
3 cloves

1 medium

Larry D, Elder
Southeastern Begional Winner

ln a large Dutch oven, saute onion and garlic in oil until
soft. Add Hunt's ltalian Style Tomato paste, chicken broth,
sugar, ltalian seasoning, salt and pepper; mix well. Bring
mixture to a boil; reduce heat and simmer 20 lo 25
minutes. Add mushrooms, chicken and ham; simmer 15
minutes longer. Serve over hot cooked pasta. Sprinkle with
Swiss cheese before serving. Makes 4 servings.

-

Madella Bathke
Midwestern Begional Winner

ln a medium saucepan, cook sausage, garlic and onion
until sausage is no longer pink; drain excess fat. Stir in
sugar, salt, rosemary, paprika, pepper and thyme. Add
Hunt's Tomato Paste, wine, water, French dressing and
mushrooms; mix well. Bring to a boil; simmer 10 minutes,
stirring occasionally. Serve over hot cooked spaghetti.
Makes 4 servings.

MARSHALLRANSOM
In May 1986, J. Marshall Ransom was named Vice President.
Foodservice, replacing David J. Hopwood, who retired after
16

*

years with the Company.

Ransom earned his B.A. degree from Yale University. He
spent several years with Liggett & Myers Tobacco before
joining the Company in 1962 as a District Sales Manager in
Atlanta.
Over the next'10 years he held two other District Manager
positions plus Foodservice Southern Region Manager and
Grocery Midwest Region Manager.

"I moved my family from New York to Atlanta, to Charlotte.
to Kansas City, toNew Orleans, to Chicago, andfinally, here
to Fullerton, home for the past 13 years;' said Ransom.
FloydW. Glisson

BUD GLISSON

li&mmammffi
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On May 1, 1986, Floyd W. (Bud) Glisson was named Senior
Vice President for Beatrice/Hunt-Wesson.

In the position, which Glisson termed an "incredible mixed
bag of responsibilitiesl' he will oversee the Beatrice/HuntWesson Foodservice and Grocery Commodity businesses,
the Canadian- operations, and the Corporate Development

ln79'73 he became Commodities and Private Label Marketing Manager, and in 1980 was named Director of Commodities and

Military Marketing.

Ransom re-entered the Foodservice organization
Director ol Sales and Marketing.

in

1982 as

organization. He is also serving as President ofFood producers, International.

Glisson first joined the Company in 1980 as vice president,
finance and planning. In 1984, he became vice presldent corporate development, responsible for, among other things, the
opening of the retail popcorn stores.

Before coming to Hunt-Wesson, Glisson had been with
Armour Dial, Inc., last serving as Vice President and
Controller.
Glisson earned a B.S. in accounting from the University of

Akron, Ohio, with an MBA from the University of

Pittsburgh.

In his new position, Glisson says he sees "the opportunity for
completior of a long range vision of growth for the toppings
business (Food Producers and J.H.S.)l' He points out that the
topping business is now the single largest business unit in the
Company. He is also excited about the excellent growth and
profit opportunities in the Foodservice business, with the
additions of all the new product lines. "Few employees are
aware that the percentage ofprofit in Foodservice is relatively
close to that of the Grocery retail businessl' said Glisson. "I
need to determine how to maintain that growth.

*Interestingly

enough, I completed a strategic plan for the
foodservice business just one month before being named to
this positionl' Glisson said. "It helped me hit t-he ground
runnlng.
"One ofthe-reasons I feel particularly good about my newjob
is that all of the people who report to me have long 6een in or
close to thejobs they now occupy, and they have my utmost
trust and respect. The person I report to (President Crosson)
did this job before me, and Dave Hopwood, who headed
Foodservice successfully for so many years, is acting as my
senior staff advisor until his retirement. So, I have a lot of
expert counsel and, believe me, I'm grateful for itl'
Glisson says in his spare time he loves to compete in a lot of
sports, including tennis, basketball and skiing. His family, he
says, is his No. 1 priority-daughter Tenley, 10, whois a

competitive figure skater

"of

championship potentiall'

according to Dad, and son, Evan, 6, who is a "sotcer fanaticl'
His wife Jan, a former teacher, is very active in the children's
schools. As a family, they particularly enjoy skiing vacations.
Because ofthe diverse locations

ofthe operations for which he
is responsible, Glisson knows he witl be travelling a great

deal. "Right now, I'm just learning as much as I can as falt as
I can;l 6s tui6.

Marshall Ransom

"I thinkl'

said Ransom, "that being in so many jobs, in so
many areas of sales, and in so many different parts of the
country has been helpful to me. It has given me experience
and a broad perspectivel'

About his newest position, Ransom notes the growing contribution Foodservice is making to Beatrice/Hunt-Wesson business profits. He points out how much the Foodservice
business has grown just since March of last year. Product

lines have doubled from 5 to 11, there has'been a 35%

increase in sales staff and a 50Vo jump in dollar sales responsibility. "Beatrice/Hunt-Wesson is one of the nation's laigest
foodservice suppliers, with over $300 million in salesl' Ransom emphasizes.

"Our major challenge, as I see it, is to do the very best job
possible. of selling and marketing all of the 11 product lines
we have. Only then can we be satisfiedl' he said.
On a personal note, Ransom says time with his family and
socializing with close friends is the leisure time he enjoys the
most. He and wife Mary have two sons and one daughter at
home and one daughter married. Over the years he has been
very involved in sports activities like Little League with his
sons. Ransom also enjoys yardwork and would like to get
back to playing more tennis.
Ransom is excited about his new challenge in Foodservice.
"A larger portion of the food dollar is now going toward eating out. It is important that we be well positioned to take
advantage of that trendl' he concluded.

ED HAARBERG RECEIVES

TEAMWORKAWARD
In Juty 1986, the first in the announced program of
awards for teamwork was presented to Ed Haarberg,
Director of Specialty Products, Manufacturing.
"These awards, which will be given periodically, are
designed to recognize those who have done the most to
reduce barriers between functions and departments]'
said President Crosson, "those who have demonstrated
they have gone the extra mile in cooperating with others to achieve the Company's objectivesi'
Over 60 names were submitted for this first award from
all major functions of the Company.

SYLVESTER PEANUT BUTTER PLANT OPENS
On Friday, July 18th, the newest Peter Pan Peanut Butter manufacturing facility celebrated its official opening in Sylvester. Georgia.

Local officials, including Sylvester's Mayor, council
members, county,commissioners and chamber of commerce representatives, joined Beatrice/Hunt-Wesson
executives such as Vice President, Cannery Operations, Jim Williams, and Director of Manufacturing Ed
Haarberg, in declaring the plant open. Plant Manager
Hank Malinowski hosted a luncheon for his guests and
coordinated tours of the plant facilities.

Ed Haarberg joined the Company in 1961 in the Personnel Department, and then went into Plant Engineering,
Quality Control and the Field Department. He became
a production foreman, a general foreman, an assistant
superintendent and a plant manager in the Fullerton
Cannery.

ln 1972, he became plant manager of the Hayward,
California "A' Street Cannery and subsequently, operations manager of the Ohio Match Company in
Wadsworth, Ohio.

On Saturday, employees and their families were invited
to a special BBQ picnic with games, which included a
chance to submerge Plant Manager Malinowski in the
dunk tank. Plant tours were also offered to the

families.
The Sylvester facility was formerly owned by Seabrook
Blanching Corporation. It has been completely rebuilt
and equipped to become the most modern peanut butter
processing plant in the nation.
The plant currently employs about 125 people and will
process more than 50,000 tons of peanuts into Peter
Pan Peanut Butter each year.
Ed Haarberg displays teamwork award.

He managed the Rossford, Ohio Cannery for a short
period in 1916, and later that year was made plant manager at the Davis, California Cannery.

In

1978, he returned to Fullerton as a manufacturing
director. He now has responsibility for the Peter Pan,
Fisher, Gebhardt, and Rosarita plants and the manufacturing functions that supply international operations.

"I think you will agree with me',' said President
Crosson, "that anyone who has been such a successful
contributor in so many tough assignments has to get
very high marks in teamwork.

"Ed Haarberg is a real example of the meaning of
City Officials, plant personnel and BeatricelHunt-Wesson erecu'

teamwork. It is my great pleasure to award him our first

tives gather to celebrate the opening of the new Peter Pan Planr in
Sylvester, Georgia.

Crosson.

teamwork medallion, along with a $500 checkl' said

HANDS ACROSS AMERICA

On Sunday, May 25th, several million Americans
joined hands in an historic effort to raise money for the
hungry and homeless.

Forming a human chain extending 4,000 miles across
16 states and the District of Columbia from Los
Angeles to New York City, "Hands Across America"
represented a non-partisan. private sector initiative to
raise funds to combat the urgent problem of hunger in
our own backyard.

Noli Faustino (l) and Lorraine Angellilo led the bowlers "strike
.force" against M.D.

BOWL.A.THON RAISES PIN MONEY FOR MD
Over $3,000 in pledges were collected by members of
the Beatrice/Hunt-Wesson bowling league in Fullerton
during a bowl-a-thon organized to aid the fight against
Muscular Dystrophy.

Those who donated were asked to pledge a certain

amount per pin downed by their bowler during
Celebrities participating in "Hands Across America" at Long
Beach included Raquel Welch, Dudley Moore, Cicely Tyson, and
BenVereen.

a

3-game series.

Noli Faustino, Refinery Operations, was the #1 pledge
collector, with over $370. As the top achiever, Faustino
received several prizes, plus the opportunity to appear

on the Jerry Lewis Labor Day Telethon and make

a

check presentation on behalf of the league.

Lorraine Angelillo, Marketing, was the second most
successful money-raiser with over $320

in pledges-

enough to lead her team to the team championship.

BCI MATCHES EMPLOYEES GIFTS
BCI's Employee Matching Gift Program is designed to
encourage employees to generously contribute their
own personal funds to worthy non-profit organizations.

will match cash gifts of at least $25 up to
$3000 per employee per fiscal year.

The program

In the following cases, a gift made by the employee will
be matched by the Company

1:1-

1. Higher Education-All colleges. universities, and
professional schools listed in "The U.S. Directory of
Higher Educationl'

2. Performing

Arts-All

performing arts organiza-

tions properly designated by the IRS with 501(C) (3)
tax exempt status.
3. Public Broadcasting-All public radio and television

stations that are affiliates of the Corporation for
"Mountainof Food"stands against slqline in Long Beach Harbor.

BeatriceiHunt-Wesson chose to get involved directly by
donating over 19,000 pounds of product in cooperation
with the Southern California Grocers' Association and

the Coca Cola Bottling Company of Los Angeles.
Together they helped make up the "Mountain of Food"

which stood at the beginning of the chain near the
Queen Mary in Long Beach Harbor.
The products were later donated to food banks for distribution to over 1,100 charitablg agencies.

Public Broadcasting.

4. Revolving Employee Matching Fund-Specific
organizations as outlined in the current gift brochure. These organizations will change every few

years. (In this category the
matched 2:l and 1: I thereafter.)

first $250 will

be

Complete details and forms for giving are available
now to all Beatrice/Hunt-Wesson employees from their
lndustrial Relations Representative.

Any

questions, call Bernice Hird, 7141680-1194, MS 62.

Arnumrf,

AN UNCOMMON WEDDING
Virginia Smith, Accounts Payable, and Tony Anstett,

ffixsm

Financial Reporting, did not have what could be called
a typical June wedding. There was, in fact, little or

nothing that could be called typical about their
wedding.

Tony, who

is a

21-year Beatrice/Hunt-Wesson

employee, and Virginia, a7-year-employee, decided to
be wed at the edge of the Corporate grounds in full
view of the Fullerton offices, where they had met.

Witnessing the vows were Matron of Honor, Evelyn
Prieto, Accounts Payable, and Al Green, Financial
Reporting.

BEATRICE SCHOLARSHIP WINNERS
Each year BCI sponsors scholarships for the sons and
daughiers of theii U.S. employees through the National
Merit Scholarship Program.
This year, the winners include two students whose parents are employed by Beatrice/Hunt-Wesson. They are
Joshua Henig, son of Steve Henig, vice president of
research and development, and his wife, Nitza; and
Michelle Laub, daughter of Kenneth Laub, purchasing
agent for La Choy, and his wife Cathy.
Joshua Henig graduated this year from Villa Park High
School in Villa Park, California. Because of his strong
creative interests in writing and photography, he plans a

Performing the ceremony was Charles Steen, Distribution Accounting, a l7-year employee and also an

career in iournalism. He will be attending the University of California at Berkeley in the fall.

ordained Baptist minister. The only other attendee
was Virginia's son Tim, who is-what else-an ex-

Michelle Laub was very active in her high school in
Archbold, Ohio. Among other things, she participated
in band, choir, athletics, student government, newspa-

Beatrice/Hunt-Wesson employee. All this took place at
7'.30 a.m., so most members of the wedding party could
get to work by 8:00 a.m. The bride and groom did take
the day off.

The date of this occasion? Why, Friday the 13th, of
course-their lucky day!

per and yearbook. She was Homecoming Queen her
senior year. Michelle plans to attend Hillsdale College
in Hillsdale, Michigan, where she will pursue a career
in chemistry.

BCI scholarships are awarded through the following
process:

Semifinalists are determined by the level of achievement on the Preliminary Scholastic Aptitude/National
Merit Scholarship Qualifying Test administered to students nationwide beginning in theirjunior year.

If a student qualifies as a semi-finalist, he or she will be
notified in September of their senior year by the
National Merit Scholarship Committee.

During the finalist selection, semi-finalists fill out
information about their academic records, leadership
abitities, extracurricular activities, and parents'

If the parent of a finalist is employed by
BCI, BCI then becomes sponsor of the scholarship.
employment.

Congratulations to our two winners and their proud
parents!

Wedding Party (l to r) Chnrles Steen, Al Green, Tony Anstett, Virginia
Smith, and Evelyn Prieto.

Joshua Henig

Michelle Laub

P"esident Reagan displays shirt and teapor giyen him

b1:

Edenton's graduates

.\ SPECIAL GRADUATION
\lost of us probably can't remember our high school
.-Lrmmencement address, much less the person who
Jelirered it.

It s a safe bet, though, that the 1986 graduation class of
,irrhn A. Holmes High School of Edenton, North
Carolina, home of one of our Fisher Nut manufacturing
iacilities. won't soon forget theirs.
Ther rvere selected as the audience for President
Rtrnald Reagan's address to the nation's high schools.
The class accepted the honor, traveling to the White
House in Washington, D.C. to participate. The address
n as also broadcast nationwide over public television.

Among the honored group of graduates were Angela
Davenport, daughter of R. B. Davenport, Production
Supervisor; Saundra Rountree, granddaughter of Eva
Riddick, Weight Monitor; and Mark Hollowell, cousin
of Charlene Evans, Secretary.
The White House said Edenton's High School had been
chosen as a representative school because of the dramatic improvement they had shown in their recent test
scores and because oftheir success in dealing with discipline problems. They also commented that Edenton
was a racially-balanced school from rural America.
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