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20 PINE STREET, NEW YORK 5, N. Y. 

Mr. A11X>n G. Cllrter 
carter Publications, Inc. 
Medical Arts Building 
Fort Worth 2, Texas 

Dear Mr. carter: 

September 7th, 1 ~5. 

Re: Purchase of WLiY ey 
Aviation Corporation 

:seca use so maey people on the radio field have asked who handled the 
negotiation of the Aviation Corporation's purchase of the Crosley CorPora
tion, we thought you, too, might be interested in knoWing llX>l.'8 about it than 
the enclosed news story discloses. It is Possible tmt such inf'onnation may 
suggest how certain :f'acili ties could be helpful to you. 

It is not our intention to suegest that you consider the sale of your 
station, the purchase of another station or a merger between your station and 
a.ey other. on the other band, if' you al.'8 alreaey considering such action, 
Management Planning, Inc. is uniquely qualified to assist you. A brief per
usal of the actual cases in "Fi seal Counsel - Plus", the attached leaflet, 
Will prove this • 

.Ex:perienoe has amply demonstrated that negotiations of this kind fail 
in 98% of the cases unless, as one client put it, "an outside disinterested 
party, such as Management Plan.n.ing, handles the transaction." He es re
ferring particularly to the need of an im:tertial adviser to help detennine 
the proper values to be used :f'or each compa.ey - one who bid no financial 
stake in either compa.ey to influence his thinking on the values involved. 

But, in addition to helping woit: out a fair price, the nE€otiator above 
all else gets action. Neither the seller nor the buyer ever wishes to press 
the other f'or action lest he appear too eager and thereby ~aken his trading 
Pos:i. tion. That means neither will tJke the lead. . Inevitable re ailt: -the 
matter drags on interminably and nothing is accomplished. 

Furthermore, just as ms the case in the Crosley-Avco deal, there are 
ma.ey more than two principals to be satisfied. There are almys J.avuers on 
both sides. Frequently accountants are called in. Usually there are two 
groUPs of bankers whose approval is desired, and, nearly always, other stock
holders and directors who must agree. Getting all these groups in agreement 
takes an 1:nmense amount of' time, resourcefulness and specialized ability ( such 
as finances, taxes, etc.) and a great ~ ~ selling. 
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We have no reason to think that you are contanplating a sale, merger 
or purchase of any business - broadcasting or otherwise. We do, however, 
want you to know that Management Planning, Inc. is unusually equipped to 
serve: 

Any Corporation which seeks additional capital, or wishes to purchase 
or merge with other businesses, or sell one or more 
of its divisions, 

Aicy' Large Stockholder who seeks protection against future inflation 
hazards and confiscation. of his est ate by death tams 
or ·wimes to change unmarketable securities into 
liquid assets, 

Any Manager who wishes to becane part owner of his business. 

In these :f ast-moviDg d sys, it is always possible that changing o on
di t ions may at any time make the above services Of vital interest and impor
tance to you. 

We are enclosing an excerpt i'rom a book shortly to be publishEd by our 
organization, entitled "Fiscal Counsel -- Plus". It tells how one company in
creased its salable value from $440,000 to $1,650,000 in two months, how a man
agement-owner conflict was settled within a yem- in spite 01' 10 years' :fail
ure previously, how two yoUDger men without capital secured control of a busi
ness. Also included are other solutions to di:f1'1cult business and financial 
problems. 

Should you desire to discuss any of these problems with us, we will be 
mst pleased to do so without, of course, any obligation to you. 

REH:aew 
Eno:2 

/ 

Very truly yours, 

~~ 
Executive Vice President 



.,.,:,.::~ 

F1scAL CouNSEL t.) 
PLUS! 

"Fiscal Cou nsel-Plus" is somethin g 
NEW in finan ce. It interes ts the top 
fi nancial executives of corporations; 
offers hope to co rporate manage rs 
who wish to beco me owners; pro
vides stockholders protection against 
economic, politi cal and personal haz
ards. The best way to describe Fiscal 
Co un sel -Plus is to show it in ac
tion. Let's look at a few actual cases: 

FISCAL COUNSEL-PLUS 
Increases $440,000 to $1,650,000 
in 1lvo Months 

CASE No. I. T he chief executives 
(w ho were also the principal owners) 
o f a comparat ively small manufac
turing company discovered, in one 
small division of their compa ny, 
profit poss ibilities which caused 
them to decide to make this their 
principal business after the war. 
T hey decided to dispose of the 
compa ny's major business . 

LOCAL INVES TMENT BANK
ERS: They took up their problem 
with one after another of several 
local investment banking friends. 
And one after another, with virtual 
unanimity, the security d ealer 
fri ends pointed out that the entire 
business, from a stat istical view
point, w:is worth only about $440,-
000. "If you segrega te one di vision 

This booklet is the fir st chapter · 
of a book entitled "Fiscal Co unsel- Plus" 

which will soon be distributed by 
Ma nagement Planning, Inc., 

of 20 Pine Street, New York 5, N . Y. 

of the ex isting· company and make 
it in to a new corporation, the result
ing company wi ll be too small to 
justify either a stock or bond issu e." 
F urthermore, their attorneys stated 
that grave and apparently insuper
ab le tax difficulties would be en
countered when they came to es tab
lish a value for the d ivision which 
they wished to remove from the 
main business. T h e tax question wa5 
passed along to the investment bank
ers. T hey had no solution to offer. 

INSURANCE COMPANIES: In
surance company financing was next 
considered. T he company's execu
t ives learned, however, that financ
ing by life insurance companies is 
based upon the collateral value of 
the assets plus the expected stabili ty 
of future earnings. In this case, the 
assets consisted large! y of building, 
machinery and equipment known 
as "special purpose property." From 
a life insurance compan y viewpoint 
th ese asse ts had very low collateral 
value. There was also the hazard 
that, if the present management left 
the business, the future earnings 
might decline-and there was no way 
to fo recast probable earnings under 
different management. The life in
surance companies adm itted that 
their facilities did not offer a solu
tion for this problem. 



COMMERCIAL BANKS: The 
matter was discussed in clue course 
with the company's commercial 
banking connections. Short term 
bank loans are based largely upon 
inventory and accounts receivable 
and long term loans of from fiv e 
years to ten years, like life insu r
ance company loans, are based 
largely upon the coll ateral valu e of 
the assets, plus the stability of future 
earnings. The business did not qual
ify, therefore, for even a modern
type commercial loan. 

From their bankers, howe,·er , the 
management did receive two sugges
tions-first, to cl iscuss the situ ation 
with real es tate brokers, a ncl second, 
to approach large und erwritin g 
bankers to determine if they might 
be in terested in merging thi s com 
pany with one of their clien t cor
pora tions. 

REA L ESTATE BROKERS: The 
real es tate brokers were approached, 
but their faciliti es proved di sap
pointing. T heir ex perience in this 
fi eld was limited. T heir acti,·iti es 
were confined largely to the ir own 
localiti es; thu s they lacked a na
tional outlook. Obviously, real e -
tate brokers did not provide the 
solu tion to the company's problem. 

UNDERVVRITING B ANKER S: 
A large mass of figures on the com
pany history was then presented to 
a nationally known underwriting 
banking house, with the idea o f 
merging this company with one of 
the banker' s corporate clients . The 
executives claimed that their stock 
was worth at leas t $20. per share or 
$440,000 for the entire ou tstancling 
issue of 22 ,000 shares. Stat isticians 

investigated the fi gures, arrived at 
the conclusion that. the stock was not 
worth $20. per share, and the bank
ing firm decided t.hat the case was of 
no interes t to them. They did pro
pose, however. 1 hat the managemen t 
might suggest a m erger to some of 
the man y Detro it manufacturers. 

DETROIT MANUFAC T UR
ER: A prom inent Detroit manu
facturer was then asked to consider 
mak ing thi s compan y one unit in a 
group wh ich he was g·etting to
ge ther. Hi s auditor visited the home 
office o f the company and reported 
substantiall y as fo llows: "These peo
pl e do not keep their books properl y. 
T hey ha ve failed to include a sub
sta nti a l li ab ility which we think 
sho uld be in clud ed, therefore their 
balan ce sheet is no t a correct presen
ra tio n o [ th e company's finan cial 
stat us.· · 'The Detroit manufacturer 
decided th a t he did not want the 
compan y at $20 . per share. 

FT SCA L COUNSEL - PL US : 
During the course of these discus
sions. the m a nagement hea rd of the 
finan cial ser vice whi ch Management 
Plann ing, In c. calls F iscal Counsel
P/11s. The problem was pl~ced in 
our ha nds. The fi gures wh ich had 
been accumul ated were studied by 
the stati sti cal departm ent, next the 
head o f the eng in ee ring department 
made several trips to the plant, fo l
lowing wh ich the top rn anage!11ent 
of the compan y and our nego tiators 
held several conferences. R esult: We 
came to the conclusion that the stock 
was worth a t least twice the price 
quoted and that there ,~:ere several 
places in tow hich th_e bus mess ~f tl~1s 
company would fit ideally. This 11as 



not ev idenced by the mere figu res 
prepared by the statisticians, but 
was based upon the joint findings of 
o ur engi neeri ng and negotiating 
staffs. As the management was "vill
ing to se ll at $20. per share, we o f
fered to demonstrate our belief in its 
value by jo ining with some of our 
closest fri ends in purchasing 8,000 
shares fo r $ 160,000. The offer was 
immediately accepted. 

Follow ing this, o ne of our top ex
ecuti ves was g iven the job of se lling 
thi s business with the instructions, 
"Do nothing else, think of nothing 
else until this sa le is completed. " 
\i\T ithin two months, a large percent
age of assets was sold to another 
large r ma nufacturer, a nd the divi
sion of the busin ess which the prin
cipal owners wished to develop for 
themselves was retained. The net re
turn to the compa ny as a resul t of this 
sa le, was $75. per share or .$ 1,650,000 
fo r the 22,000 shares . T his was the 
same business which, on the basis of 
banking stat istics alone (including 
the division which was not sold), was 
est imated to be worth $,140,000 or 
less. T he d ifference between $ 1,650,-
000 and $440,000-which is $ 1,210,-
000-represents the value added by 
Fiscal Counse l-Plus, growing out of 
the combination in o ne organiza
tion of e ight essential services. 

In this case, Fiscal Counsel pro
vided a " plus" not available in any 
of the financial inst itutions previ
ously approached, viz. : Engineers. 
These men discovered potential val
ues to which the traditional finan
cial experts gave little weight. But 
to turn the potential values into 
realized profits required still an
other "plus," nam ely an unusual 

type of negotiating abi li ty. Manage
ment P lanning, Inc. supplied a 
negotiator ·with the experience, pa
t ience, judgment, prest ige and per
suas iveness necessary to do the job. 

Through its Fiscal Counsel serv
ices, Managemen t Planning brings 
together a coordinated group of men 
who are sk illed in eigh t different 
fields to so lve the varied problems 
involved. T here are tax men to solve 
the tax a ngles, eng ineeri ng brains to 
deal with technica l problems, finan
cia l experts to handle the strictly 
financial aspects, experienced nego
t iators to handle the delicate task of 
making and completing the "deal." 

"B ut," you ask, "wh y PLUS?" 
The Plus is ACTION! Act ion -

without which a ll the plans and 
blueprints and statist ical studies be
come merely useless expense. 

The service of Management Plan
ning, Inc. includes much more than 
ADVICE. We ACT for you. Wear
range financing, 11 ego tiat e sales, pur
chases and mergers. ,,v e are ab le to 
execute plans we make; to act on 
adv ice we g ive, to implement and 
effectuate suggest io ns we present. 

Action - is the PLUS in Fiscal 
Counsel - PLUS! 

A 10-Year-Old Owner-Management 
Conflict Solved by Financial 
and Estate Planning Experience 

CASE No. 2. One man, aged over 
So, controlled a $60-million corpo
ration through the use of one or 
more holding companies. Person
ally, he owned less than 50 per cent 
of the stock of the operating com
pany, but because the majority of 
its stock was owned by the holding 



companies which he controlled, he 
thereby held absolute control of the 
operating company. 

It was generall y known that the 
owner, being a rugged individu alist 
of the old school, ran the company 
strict ly as a one-man ?usin~ss! As 
the years went on, this policy re
Stilted in basic and deep-seated con
flict between the elderl y owner and 
the able managers he had engaged to 
operate the bu siness. 

Naturall y, at his advanced age, h e 
was more int er es ted in prese nt 
SAFETY than in future EXPAN
SION. T he yo unger men in manage
ment positions, however, believed 
that, without expansion, the busi
ness would die of dry rot. 

For Io years, the management 
tri ed to indu ce the owner to open 
the way for them to acquire a ma
jority finan cial interest by eliminat
ing the holding companies. Numer
ous well-grounded plans were pre
sented by management-,vithout re
sult. The elderly owner was en tirely 
sa ti sfied with his position. Practi
cally all large in vestment banking 
firms in the country had offered sug
ges tions-but these too were rejected. 

About the time the stalemate grew 
tightes t-and after the managers had 
been overtaken by a feeling of futil
ity and even some bitterness - the 
problem was handed to Manage
ment Planning, Inc. 

It was turned over to our Estate 
Planning Department. Long years 
of experience had made the staff 
ready for this problem. 

Two of our executives first put to
gether the words "estate" and "plan
ning" - and developed the larges t 
and the oldest business of its kind in 

the U nited Sta tes. 
T hey call ed this group T he Estate 

Planning Corporation. 
For 1.5 years the men in that com

pany specialized in planning the 
personal estates of wealthy individ
uals. T hi s included comprehensive 
studi es a nd recomm endations re
gard ing wills, tru sts, taxes and cor
porate ca pitali z_at ion_s. ~ l:e average 
age of these client 1nd1v1duals ex
ceeded 60, their a vcrage weal th was 
.$!'j million, and the tota l wealth 
of t he es tates planned exceeded .$2 
billion. T hese es tate planning spe
ciali sts developed a spec ial talent for 
dealing with wealthy and elderl y 
people. They were experts in a type 
of negotiation which is quite differ
en t from that u sed in dealing with 
young corporate execu Lives. They 
had a t the ir finge r tips information 
regarding the hazards of inflation, 
inheritan ce taxes, postwar uncer
tainti es, e tc., which they used in 
conv in cing wea lthy people-partic
ul arly elderl y peopl e-of the desira
bility of exchang ing unmarketable 
secu ri Li es fo r cash. 

To this group of seasoned ve ter
ans, Management Planning, Inc. as
signed the task of reconciling these 
seemingly irreconcilable interests. 

Yet-within one year after accept
ting· this assignment - the holding 
companies were eliminated and the 
management was in control. 

T he problem which for 10 years 
defi ed the routine efforts of manage
ment, in vestment bankers and com
mercial banks was solved within a 
year by the coordinated services of 
Fiscal Counsel-Plus. 

Many fi scal problems-of corpora
tions, of managers, of stockholders-



remain unsolved because there is no 
one in the picture with mature es tate 
p lanning experience and especially 
with the ability to negotiate su ccess
full y with elderly men of wealth. 

Negotiation Plus Gave Stock Control 
to Managers Tr1lio Lacked Capital 

CASE No. 3. T h e success of th is 
manufacturing company depended 
solely on the management of two 
executives who together owned only 
a small percentage of the common 
stock. More than 75 per cent of this 
stock was h eld by elderly members 
of two families, none of whom had 
a ny managerial responsibility. T h ese 
controlling stockholders had no ob
jection to the managers purchasing 
control, but the latter lacked the 
necessary funds . 

It was suggested that the man
agers, indi v idu all y, borrow the 
needed cash from their local banks. 
T hey stood ace-high in business 
circles and their personal reputa
tions and credit were of the bes t. But 
the plan fell through because the 
banks declined to make a personal 
loan to the managers o( a sum large 
e nough to make the purchase. 

About this time, the case was pre
se nted to the Financing Department 
o f Management Planning, Inc. Staff 
men, with inves tment banking a nd 
co mmercial banking experi e n ce 
studied the situation and prepared 
a plan whereby the banks were .. to 
lend the money to the corporation , 
which then was to use the borrowed 
money to purchase its own stock 
from its controlling stockholders. 

The banks agreed to the plan and 
it was carried out. The corporation 
reduced the amount of its outstand-

ing capital stock, the elderl y tock
holders secured cash for their hold
ings, and-by reducing the number 
of shares of common stock outstand
ing-the valu e of the stock alread y 
owned by the managers automati
call y in creased and the control of 
the business passed to them. 

The solution seems simple be
cause it is so logical and so well fitted 
to the needs of all parties. Actually, 
nego tiations to accomplish the same 
purpose had been carried on for 
years without success. 
NI.any Sources of Experience 

From the viewpoim of securing 
cap ital, the staff of_ Manageme~1t 
Planning, Inc. compn ses men fa mil
iar with all the eight sources of cap
ital mentioned on Page 31. They 
include those with underwriting 
banking· house experience: serv ice_ in 
commercial banks, expen ence with 
life insurance companies, invest
ment trusts and ;:1vestment counsel. 

We have a co1. ·nlctely unbiased 
viewpoint-our c:nl y objective i., t? 
secure for the client ;,.Jequate capi
tal, at proper rates, or proper con
ditions. We are not engaged m bank
ing, in selling securities, or in under
writing security issues. \Ve recom
mend the best source of capital for 
the client 's particular n eed s. No 
other consideration moves us. 

Economic A nalysis Plus Negotiation 
Solves Postwar Distribution 
Problem 

CASE No . 4. This case is an ex
ample of the purchase of another 
company for one of our clients. The 
client company was one of America's 
large aggregations of capital. I~s pre
vious products had not required -a 



large di stributive orga nization. But 
during the war, it had greatly ex
panded its labor force and pla n t 
capacity. It approached the end of 
the war with a strong sense of r e
sponsibility for maintaining its share 
of postwar employment. 

After extensive studies, its man
agement decided to engage in the 
manu fac ture and national distribu
tion of household appliances. Tm
mediate1y, a large distribution se t
up became necessary. They knew 
they cou ld sell all they could make 
during the first few yea rs if they had 
the proper distributing organiza
tion, but they also knew it woul d 
take time to build such an organ iza
tion from the grou nd up. 

T he time required threatened to 
lose to competitors, whose distribu
tion outlets were already established, 
most of the earl y postwar sales out 
of the grea t back-log of accumulated 
public demand . 

Management Planning, Inc. made 
a comprehensive survey of all organ
izations sui table for di stributing the 
client company's new line. It found 
one company that qualifi ed splen
didly. It was controlled b y a man 
who was concerned oecause his per
sonal investments not only had poor 
marketability but were too concen
trated in his own business. 

Management Planning, Inc. was 
requ ested by its client to nego tiate 
the purchase of the business. T he 
first proposal was to buy merely the 
manufacturing assets and trade
names, but the difficulty of transfer
ring thousands of dealer franchises 
and other contracts over-shadowed 
this deal, so we finall y recommended 
that our cl ient purchase all of the 

outstanding stock o( the company. 
T his recommendation was accepted 
by our client and we were successful 
in closing th e dea l. 

T he purchasing compa n y ac
quired by a single transaction, a sea
soned cl istribu tor-dealer organiza
t ion, ta ilor-made to distribute its 
new lin e of produ cts-which gave it 
new sa les jJOwer and great 111aneu-
11erab ility. T he seller rece ived a large 
amount of cash in exchange for a 
closely-held stock with poor market
ab ility. T his large amount of cash 
gave him ample liquid funds to pro
tect hi s es tate in the event of his 
death and gave him a degree of 
man euverability in his personal a (
fa irs he had never before enjoyed. 

, ,v hat unu sual fac ilities did Man
agement P lanning, In c. bring to this 
problem ? Primarily economic anal
ys is and ex pert negotiation. , v hat, 
you may ask, does the negotia tor do 
that the two principals in such a 
dea l cou ]cl no t do themselves? 

T n the first place there are always 
many more than two pr incipals to 
be sa ti sfi ed . Lawyers, for example
one or more for each side. Frequent-
1 v accountants are ca lled in. Usuallv 
there are two groups of banker~ 
whose approva l is des ired, and 
nearly always, other stockholders 
and c1irectors who must agree. Get
ting all these groups in agreen~ent 
takes an immense amount of time, 
r esourcefuln ess a nd specialized abil
ity (such as finan ces, taxes, etc.) and 
a great deal of sell ing. 

If these reasons were not enough 
to require a negotiator's help, there 
is the further strategical position of 
each party to su ch a deal to require 
such h elp. Neither the bu yer nor the 



seller wishes to press the other for 
action Jest he appear too eager and 
thereby weaken his trading position. 
That means that neither will take 
the lead. Inev itable result:-the mat
ter drags on interminabl y and no th
ing is accomplished. 

ft is also frequently of great im
portance that a third person, such 
as a negotiator, ·work out a fair basis 
of value for each company. One 
client expressed it this way. "I started 
talking with Mr. Jones about this 
merger about two years ago. We have 
never gotten anywhere, partly be
ca use nei rher of us had the time, but 
primarily because we could never 
work out a price that the other felt 
gave proper consideration to such 
debatable qu estions as reserves, wage 
adjustments, special items of income 
and expense, property valuations 
and the like. ·we would like you to 
work out a fair price. ,,ve think you 
ca n do so, giving proper considera
tion to all the factors because in the 
first place you have the facilities and 
experience in such valuations, and, 
second , because you have no finan
cial interest in e ither company to 
influence your conclu sions." 

Important as all these contribu
tions by the negot iator may be, in 
our opinion his most important con
tribution of all is A ct ion. Experi
ence has am ply proved that failure 
results in 98% of the cases unless 
someone is placed in charge of all 
negotiations who is in a position co 
devote all his energy and 100% of 
his time to it, who has the k11owl
edge and ability to 0Yercome the 
obstacles that develop, who has had 
extensive successful experience in 
nego tiations of this nature and who 

will keep everlastingly at it until the 
transaction is consummated. 

Life Insurance Contacts Secure 
Previously U nobtaina.ble 
Low-Cost Financing 

CASE No . 5. A newspaper as
signed us the task of raising several 
million dollars through the sale of 
debentures - adding two require
ments which greatly multiplied the 
difficulty of securing the fund s. First: 
the loan had to be for a minimum 
period of 15 years. This eliminated 
commercial banks as a source. Sec
ond: the securities had to be placed 
with one - and on ly one - bank or 
finan ce company. That eliminated 
the possibility of selling the securi
ties to the public through under
writing bankers. The only remain
ing sources were life insurance com
panies and investment trusts. 

We recommended life insurance 
companies as the most des irable 
source. The newspap er owners 
agreed, but pointed out that man y 
life insurance companies do not like 
newspaper finan cing for reasons ex
plained on Page 34. 

Two of our executives, for the 
past 20 years, have had close and 
excep tional contacts with the lead
ing life insurance companies. We 
found a company whose executives 
knew and understood the newspaper 
business. They bought the deben
tures at a low interst rate on the 
des ired 15-year basis, thus meeting 
all requirements. 

In this case, life insurance com
pan y contacts proved co be the solu
tion co the problem. 



Financial Experience Plus 
Economics and Engineering Said 
"No" to Purchase of Competitors 

CASE No. 6. One of our clien t 
companies decided that the bes t way 
to ex pand in the postwar period was 
by the purchase of competitors. 

.-\ survey by our Engineering D e
partm ent revealed that the compan y 
had no difficulty in overcoming com
peti Lion. We, therefore, advised the 
ma nagement to abandon their plan 
Lo purchase compet itors, and i nsLead 
to acquire some company produ cing 
a n entirely different line which , 
would use our cl ient's basic prod
ucL, thus providing cl iversifi cation o[ 
products, customers and seasons. 

T hey agreed - and assigned to 
Management Planning, Inc. the task 
of locat ing the company and buying 
it. O ur economists analyzed the situ
at io n, decided upon the genera l ty pe 
o f compan y. Our Engineering D e
partm ent se t to work and in a com
paratively short time, presented for 
co nsideration a company which met 
the requirements exactly. Our nego
tiators then took over the delica te 
task of closing the deal, which they 
did to everyone's satisfaction . 

H ere is Fiscal · Counsel - Plu s -
ACTION - at work! 

A Situation Controlled 
by Tax Problems 

CASE No. 7. In another case, a 
manufacturer and distributor of one 
of the best-known products in the 
country asked us this question: " I 
want to raise cash to finance gift 
taxes amounting to several million 
dollars on certain large gifts I have 
made. I expect to sell about 20 per 

cent of the com mon stock which I 
own in our compan y. I wan t the 
company to pay as littl e in d ividends 
as is poss ibl e and proper, because we 
h ave planned a large postwar expan
sio n program. Bankers say m y stock 
will not be salable unless our divi
dcncls arc increased to 250 per cent 
o[ Lhc presen t raLe . T his will inter
fe re wiLh the compa ny's ex pansion 
plans, and altho ugh I do not need 
additional in come, f will pay over 
go per cent tax o n a ll cl i vid ends l 
rece ive. 'What do yo u sugges t? 

T he plan which Management 
P lanning Inc. developed raised all 
the cash he required without in
creasing the div idend rate, thus sav
ing him about $500,000 per year in 
taxes over the plan which had bee n 
recommended previously by the ad
visers who were not familiar with 
the unusual tax problems involved . 

Raising Cash and Protecting 
Control for Son 

CASE No. 8. A somewhat similar 
problem was brought to us by an
other client-one for whom we had 
clo ne considerabl e estate planning. 

H e outlined his situation, already 
fam ili ar to us, in these words: 

"As you know, practically every
thing I possess is in my business. 
For years we have plowed back 
earnings in order to make it a 
bigger and better business. That 
plan has fully justified itself. 
Now, however, I want to make 
large personal expenditures and 
I want to make sizable gifts to 
my family, but I find that, after 
income taxes, I will not have 
sufficient cash either to pay the 
gift tax or to make the personal 



expend itu res. You ~now ~ny 
situation completely, mcludmg 
my desire to protect the contr?l 
of my company for my son m 
the event of my dea th. \1Vhat do 
you suggest?" 

In his case we suggested that 
$ 1,000,000 of preferred stock be sold, 
thereby raisi ng the n eeded ca~h . T he 
issu e was promptly pl~ced with four 
life insurance com pa m es. In connec
tion with this transaction, addi
tional plans were prepared for th!s 
client to protect the con_tr? l of lus 
company for hi s son. T !11s involved 
several steps-the plannmg of tru sts, 
a new will , g ifts and a charita bl e 
fo undation, all of which were out
lined subject to the approval of hi s 
own attorney, who drew all the doc
um ents to eflectuate our plan. 

JTlhat is Fiscal Counsel-Plus? 
T hese high-spot examples of Fis

cal Counsel in action-for ACTION 
is the PLUS in "Fiscal Counsel -
Plus" - reveal that Management 
Planning, Inc. brings to bear upon 
your finan cial problems highly
specialized know-how in eight fi elds: 

1. Finance 
2. Corporate taxes 
3. Estate planning 
4. Engineering 
.5. Economics 
6. Negotiation 
7. R elationships with life 

insurance companies 
8. Washington relations 

JTlhat Fiscal Counsel-PLUS
Can Do 

The actual cases just cited also 
reveal that Management Planning, 
Jnc.-through its unique combina
tion . of specialists - is qualified to 

assist you in the following ways: 
A. If you are the chief fisca l officer 

of a corporation 
1. Aid you to secure addi

tional capital 
2. Aid you to purchase or 

merge with o ther busi
nesses 

3. Sell one or more divisions 
of your business 

4. Improve the standing of 
your capital securiti es 
through proper " finan
cial relations" 

5. Advise and assist in all 
financial affairs 

B. If you are managers who wish 
to become owners 

1. Secure cooperation from 
owners in providing op
portunities for stock own
ership 

2. Pro cure funds to pur
chase ownership 

C. If you are a large stochh olcler 
1. Protect you against future 

inflation hazards 
2. Prevent confiscation of 

estate at death 
3. Change non-marketable 

securities into liquid 
assets 

4. Arrange mergers or sales 
of businesses. 

REGARDING MANAGEMENT 
PLA 'NING, INC. 

Financial Strength and Prestige 
The cash resources of Manage

ment Planning, Inc. and the two 
other companies which its principal~ 
organized and in wh!ch ~hey have a 
substantial managerial mterest are 
amply adequate by all standards. 



The direc tors of Management 
P lanning·s corporate clients arc 
d irectors of 409 d ifferent corpora
tions, and the cl ients of the other 
two companies mentioned above are 
directors of over 300 separate cor
porations. 
Management Planning, Inc . Now 
Serves 30 Different Industries 

The fact that there are 30 differ
ent industries represented among 
the clients o f Management Plan
ning, [nc. is a sig n_ificant exai:iipl~ of 
the broad scope of our organ 1zat1on. 

Day by day our staff works in the 
midst o f the activiti es of these com
panies - stud ying their plans for 
postwar action, helping fo!·1~rnlate 
reconvers ion programs, adv1s1ng on 
present and future nee~ls for work
in o- ca pital a nd counseling on man y 
other vita l corporate problems. Such 
intim ate and continuo us association 
with this broad sector of Amer ican 
business has g iven our organ ization 
a n insight into, and a grasp of, cur
rent and future corporate problems 
that would be diffi cult, if not impos
sible, to find elsew here. 

Chapters II, III, _IV a nd V I~ ex
p la in why corporat10ns need Fiscal 
Counsel-Plus. 

In C hapter II, you will ~nd. the 
sto ry of one of the bes t cap1tahze~l 
corporations in Amer!ca a n1 why It 
fo und it necessary twice to 111crease 
its working capital materially. It 
may suggest some ~idden needs of 
your own corpora tion. 

Chapter II [ presents the eleven 
reasons why many corporations will 
need greatly increased capital for 
postwar operations. 

Chapter IV answers these q ues
tions: 

1. How mu ch ca pital do we need ? 
2. ·whi ch of the six forms of cap i

tal is bes t sui ted for our needs? 
3. Whi ch ol the eight sources o[ 

cap ita l is most su itahle l'or us? 
Chapter V outlines how managers 

can become owners. It includ es six 
solu t io ns for managers who lack 
funds to bu y a n ownership interest. 

Cha pter VI explai1~s methods ?Y 
wh ich stockho lders with substantial 
imerests can protect their wealth 
against the hazards th at threaten 
their affa irs. 

Chapter VH summ arizes the ex
perience and fac ilities_ o[ l'vl _a na&'e
ment Pl a nning, Inc., rncluclmg its 
nine unusual qualificat ions for as
sisting corporat ion_s and i n~i_viduals. 

Chapter VIII otes adcltt10na l il
lustrations of solutions to the fo l low-
ing problems: . 

1 . F inan cing for corpora tions 
2. H elping management 

become owners 
3. Securing marketab ili ty for 

stockho lders. 

FOR YOUR CONVEN IENCE, 
a request blank _is printed on t~1e 
back cover of this bookle t. It will 
bring you, without obligatio n, a 
complete copy of the book "Fiscal 
Counsel-Plus," as soon as the latter 
is off the press. :Meantime, if you 
wish info rmation on how Manage
ment Planning might ass ist you to 
so lve some specific problem, just 
check the request b lank on the line 
"I am interes ted in learning more 
abou t your Fiscal Counsel Service." 
v\Te shall be glad to d iscuss the mat
ter at your convenience. 

MANAGEMENT PLANN ING, INC. 

20 Pine St., New York 5, N. Y. 



TO ASSIST CORPORATIONS: 
To secure additional capital 

To merge with or purchase other businesses 

To sell one or 1nore divisions of their businesses 

To improve the reputation of their capital securities through 
proper "financial relations" 

To solve all their financial problems 

MANAGEMENT PLANNING'S 

Fiscal Counsel 
In cooperation with your ba nkers a nd your attorney 

PROVIDES 
The unique service of a staff of experts 

SPECIALIZING IN 

1. Finance 5. Engineering 

2. Corporatetaxes 6. Economics 

3. E state planning 
7. ~egotiation 

4. Financing by 
insurance 8. Washington 
companies r elations 

All welded together into one com
ple te, correlated and harmonious 
1nosa1c. 

IT ALSO ASSISTS: l. M ana ger s who wish to become owners or part owners, 
and 2. Stockholder s who wish to ch ange unmarketable holdings into 
readily m arketable securities. 

MANAGEMENT PLANNING, INC. 
20 Pine Street • New York 5, N. Y. 
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Mr. Raymond E. Hartz, Executive Vice President, 

Management Planning, Inc., 

20 Pine Street, New York 5, N . Y, 

Dear Mr. Hartz : 

I am interested in learning more about your 

Fiscal Counsel Service 

I would like to receive your book, "Fiscal 

Counsel - Plus" when published 

□ 

□ 

It is understood, of course, that I will be under no obligation . 

Name: ___________________________ _ 

Address: _________________________ _ 

-, 




