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production, there is l ikely to be a 
considerable surplus available for 
import, provided the necessary 
dollar exchange can be spared. 

What pr ior i ty should be allowed 
to sugar in our import schedule? 
This must be an embarrassing ques
tion for the Government at a time 
when they stand committed to 
complete stoppage of all food 
imports by 1951. This is, pre
sumably, not exactly a policy deci
sion but another of those targets 
which may or may not be attained. 
And with increased emphasis on 
the cultivation of cotton and jute, 
it looks less and less l ikely that 
the target would be attained. If 
we have to add sugar imports as a 
permanent feature of our agricul
tural and import policy, the situ-

ation wi l l get considerably worse. 
How to augment sugar production, 
therefore, must seriously engage 
the attention of the Government 
but sugar cannot be produced 
without cane and cane cannot be 
grown on land which is needed for 
other crops. This brings us back 
to the question of crop planning 
and the eventual extension, if not 
transfer, of sugarcane production 
to the South to which vested inter
ests of U .P . and Bihar have 
objected. Paradoxical though it 
may sound, perhaps the shortest 
cut to the solution of the sugar 
muddle is long term planning, to 
lake sugarcane cultivation to the 
tropical South. This cannot solve 
the housewife's problem of making 
6 oz. sugar last a whole week. 
But that is that. 

From the London End 

The Battle of the Suds 

ONE of the most edifying and 
entertaining signs that we have 

entered the post-post-war era is the 
battle of the soap-makers which, 
w i t h its rising intensity, is delight
ing the housewives of Bri tain. For 
many years, the soap industry has 
been dominated by a few giants— 
a classic example of oligopoly - -and 
for the last year or so, the giants 
have been at war! It began in 
America, where the industry is do
minated by Proctor & Gamble, 
Lever Brothers and Colgate-Palm-
olive-Peet, in that order. The field 
of action was that of the detergent 
—a synthetic cleaning agent whose 
main constituent is alkyl aryl sul-
phonate, which was given a boost 
immediately after the war by virtue 
of the fact that it dispensed wi th 
the need for fat in a fat-starved 
world. Lever Brothers were slow off 
the mark in the Uni ted States and 
that, it is alleged, was one of the 
main reasons why they jettisoned 
their American director some 
months ago. 

In Britain, competition has reach
ed a remarkable pitch, in an era 
from which one got the impression 
that it had been permanently ba
nished. First in the field was 
"Dreft", a detergent in powder 

form, made by Thomas Hedley & 
Co., a British offshoot of Proctor & 
Gamble. This was off-ration when 
soap was not only rationed but diffi
cult to obtain even when the cou
pons were available, and millions of 
households came into contact wi th 
it who would otherwise have no 
doubt clung to the conventional 
way of doing the washing -wi th 
soap. It was such a convenient way 
of cleaning things and so effective 
for everything from dishes to hair 
that it replaced soap for many pur
poses in many households. 

Towards the end of 1948, U n i l 
evers brought out "Wisk," a deter
gent capable of being boiled and thus 
tackling the heavy wash. While 
l iquid detergents were already wide
ly in use—particularly in restau
rants, laundries and factories— 
"Dref t " and "Wisk" held the field 
for powders for over a year, but 
now more competitors have come 
i n ; the Co-Ops wi th "Cascade", 
Colgates w i t h "Fab," " D I O " from 
the Boots chain of drug stores, while 
Hedley has now produced an all-
purpose powder called " T i d e " that 
w i l l compete directly wi th "Wisk". 
There have already been price re
ductions, so that pound packets 
have come down from about 1/9 to 

1 / 4 , and more are on their way. 

Meanwhile, wi th the prospect 
that soap w i l l be derationed later i n 
the year, Levers are concerned 
about the future of the soap market 
and have produced an advertise
ment of a housewife, her face i l l u 
mined w i t h delight at the prospect 
of being able to change from deter
gents to soap! The former have a 
great advantage in hard-water 
areas, since they are impervious to 
hardness in water, so it is likely that, 
i n those areas, soap w i l l be perma
nently replaced. Also., wi th the pre
sent intense wave of activity in the 
chemical industry, it is probable 
that detergents wi l l be radically im
proved as well as cheapened. What 
is happening in the soap market is 
a reflection of the enormous strides 
that are being made in other synthe
tic agents—nylon fabrics and plastic 
substitute for wood and metals. The 
industrial revolution is still vigor
ously revolving. 

The financial aspect of this strug
gle is manifested in the annual re
port of Lever Brothers and U n i 
lever, just published. The fantastic 
advertising accounts of the big 
manufacturers (Hedley's are report
ed to be spending £¾m. in launch-
ing "Tide" ) are only one aspect of 
the increase in costs from which 
they are suffering. The emphasis in 
the last financial year has been not 
on procuring raw materials but on 
selling. ' 'Profit margins," says the 
report, "tended to be narrower 
owing mainly to the more competi
tive conditions." Devaluation, which 
caused heavy increases in the sterl
ing price of raw materials, has been 
largely responsible for the increased 
cost of stocks held—from £58111. to 
£ 7 i m . in the case of the English 
company, For the whole group (Br i 
tish and Dutch) turnover rose from 
£618m. to £ 8 0 i n i , Net consolidat
ed profits were £ 19.6m. Another 
interesting item is the increase in 
the amount tied up wi th debtors— 
from £3501. in 1946 to £70111. for 
last year. Capital expenditure for 
re-equipment rose, during the same 
period, from £5,174,000 to 
£16,067,000. 

Turnover was 31/2 times the pre
war average, while capital, at 
£273m., is only 66% higher, so 
that it appears that a new share 
issue w i l l soon be necessary to keep 
finances in balance. The giant must 
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grow bigger—or wither away ! 

Another cheery feature of the 
present state of trade is the re
appearance of competition in the 
razor blade market. For many years 
now, quality has been deteriorating 
and price rising. A few years ago it 
was possible for one of the large 
manufacturers to issue a directive 
to their plants to the effect that 
quality of their blades was too high 
—the customers were getting five 
shaves from each and therefore sales 
were falling off. They were instruct
ed to depreciate the quality so as to 
l imi t the life of each blade to three 
shaves. 

Now, wi th the freeing of steel 
f rom control, the companies are ap
proaching pre-war conditions. New 
brands are appearing and, in part i
cular, the position of Gillette is be
ing challenged by the hollow-ground 
blade, whose manufacturers have 
been running intensive advertising 
campaigns. Now Gillette have re
plied by an intensive campaign of 
their own, whose very intensity is 
an indication of the seriousness of 
the challenge to their position. Not 
long ago, the price of T h i n Gillette 
blades rose from 2½d . to 3d.—and 
the quality went down. Now the 
quality has improved and the 
price has fallen to 2¼d. ! Personna, 
leader of the hollow-ground variety, 
entered the popular price: field last 
year, when they cut their price by 
half—from fid. to 3d. The quality 
of the blade moved sympathetically 
to the .price. Now they have brought 
their blades out in the new paper
less pack, whereby (at no extra 
price) the new blade is ejected from 
a plastic container, while the old 
blade is slipped in at the other end 
—thereby solving the age-old prob
lem of what to do wi th old razor 
blades ! 

* * * 

Is this a sign that prices are on 
the down turn at last? Alas, no. In 
May, the Retail Price Index was 
only prevented from moving up a 
further point (from 114 to 115, wi th 
June 1947=100) by virtue of the 
fact that the strength of beer had 
been increased by 10% ! The price 
of food was over 2% up on the pre
vious month, part ly due to the fact 
that butter had risen by 4d . a 
pound. T h e price of oranges, fol
lowing the removal of price control, 
had gone up by 90%. Clothing had 

also gone up by one point to 116. 
There w i l l be no general fall in 
prices unt i l American purchasing of 
raw materials suffers a decline. 

Un t i l then, falls in prices w i l l be the 
result mainly of narrowed profit 
margins—something for which there 
is probably a good deal of scope. 

Industrial Management in India 
1. Bombay Dyeing 

H. T. Parekh 

THE purpose of this series of art i
cles is to bring out some vital 

aspects of industrial development 
which have received little attention. 
Academic discussion on the relative 
merits of private enterprise and of 
state enterprise abounds., advocates 
of either side harping on their own 
pet theories and ignoring the; realis
tic considerations put forward by 
the other side. 

it would, however, he more fruit
ful to examine the modus operand' 
of industrial development in the 
context of economic life as we find 
it today. In what practical manner 
is growth of new industries possible 
today? How can we hasten indus
trial advance by tapping such, 
sources which are actually in a posi
tion to start new industries? 

The broad working of a few lead
ing companies is examined here 
with a view to bring out their dis
tinguishing characteristics as well as 
to underline their shortcomings. 
Such a general study is intended to 
bring out the contribution of our 
companies to the general industrial 
progress and how it bears compari
son wi th corporations in other ad
vanced countries such as U.S.A. and 
U . K . By studying the standard of 
management of some of our leading 
concerns, we can bring out their 
deficiencies and suggest in what 
practical manner they can contri
bute to a more rapid industrialisa
tion of the country. 

In the Indian textile world the 
management of Bombay Dyeing 
Mi l l s stands out for a level of effi
ciency, integrity, and steadfastness 
of the highest order. For over half-
a-century the management have 
buil t up so high a tradition for the 
company that it can stand in com
parison wi th the best anywhere in 
the world. 

HIGH EFFICIENCY 
The Mil ls have always been kept 

in excellent condition. Maintenance 
and upkeep of plant and machinery 
have received such devoted care 
from the management that they can 
be a model for the rest. For in
stance, provision of ample deprecia
tion from the annual profits have 
reached a stage where the entire 
block account of over Rs. 3 crores 
is practically written down and yet 
the condition of the block is per
haps the best attainable. 

The maintenance of capital intact 
and at the highest level of earning 
capacity deserves to be emphasised 
strongly today when new entrants 
in the field of industrial manage-
ment during and since the war have 
treated it so lightly as to impair its 
future earning power and reduce 
the real value of the capital assets. 
The ultimate ability of the textile 
industry to face the future success
fully depends upon the condition of 
its plant and machinery. And yet, 
many in the industry have sought 
to squeeze the maximum imme
diate gains out of their equipments 
without consideration of the effect 
of stub short-sighted policy on the 
capacity of the unit to withstand 
adverse conditions which are bound 
to arise in future. 

The management of Bombay Dye
ing has thus worked in the best 
interests of the shareholders by en
suring that the company can face 
the future with confidence. In an
other way also the interest of the 
shareholders have been safeguard
ed. Not only h a w profits been 
maintained at a high level but also 
the distribution of profits in the form 
of dividends has been made in a fair 
and equitable manner. H i g h profits 
and high dividends have always 
gone together, consistently with ade
quate transfers to reserves. The 
company's dividend policy as dis-
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