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The steel strike is over. Slowly the
giant furnaces and mills resume their
functions. Men stop loafing, and
worrying, and picketing and go back
to work. To whom will the monthlong battle have brought gains? Who
will have suffered losses?
According to David J. McDonald,
President of the United Steelworkers
of America, the offer which the steel
companies made before the strike
would have raised the hourly earnings of the average employees 9
cents. By striking, the advance was
pushed up to 15 cents - the gain
from striking therefore being 6 cents.
The typical work week being 40
hours, this gain would amount to
$2.40 per week. If the contract runs
for three years ( 150 working weeks)
the strike promises to increase the
average steel worker's income by
about $360.
But his pre-strike weekly pay was
approximately $90, and because of
the strike, he will lose around 5
weeks pay, or roughly $450. It appears therefore, that, when the contract terminates three years hence,
he will still be out of pocket around
$90. So, as regards income, the
strikers appear to have lost more
than they gained.
But they are far from being the
only ones concerned. According to
the New York Times of July 28,
1956, the strike caused some 125,000 employees of railways, mines,
and other industries to be laid off.
Government statistics indicates that
their average weekly pay was above
$80. The strike probably caused
them to lose on the average some

$300. This would mean a total sacrifice of more than $37 millions.
But there are still other losers to
be counted. It is expected that, as a
result of the wage increase, the average price of steel will be advanced
$10 per ton. On the basis of the
McDonald calculations, $4 of this
raise is ascribable to the fact that
the strike was a victory for the
unions. Steel production is running
over lO million tons per month. If
this rate continues for the 36 months
of the contract, the total output will
be 360 million tons. At $4 per ton,
the cost of the steel strike to users
of steel will be a tidy $1,440 millions!
And who are these users? Are
they some abstract beings with whom
we are unacquainted? Scarcely!
Chief among the patrons of the steel
producers are buyers of automobiles.
And if you ride on the railroad, cross
a toll bridge, or patronize firms in
a modern building, part of the
money you pay out is for the steel
used in the structures. The use of
steel is indeed so universal that it
affects the pocketbooks of all the
people in the nation. Everyone will
have to pay his or her share of the
$1,440,000,000.
It is commonly assumed that
strikes are justifiable because they
benefit the working class. But, in
1955, according to the U. S. Survey
of Current Business, employees received 7l % of the total personal income accruing to all the people of
the United States. The indications
are, therefore, that, in the next three
years, because of the steel strike,
American workingmen and women

and their families will have to pay
something like an extra billion dollars for the things that they buy and the strike will have added
nothing to their incomes.
Just where do we find the winners
from the steel strike? Echo answers,
"Where?" Possibly a few union
leaders have their power and prestige enhanced. But the losers are
multitudinous! And the same thing
is true in the case of nearly all major
strikes. Such being the case, is it not
obvious that there is something radically wrong with a system which permits the continuance of these expensive, destructive private wars between employers and employees?
Are, then, strikes necessary evils?
Are they essential in order to assure labor of a fair price for its services? Far from it! Both abstract
reasoning and practical experience
indicate that no other method yet discovered is as effective as competition in establishing prices of services
and material things which maximize
fairness to all concerned. Competition prevails when and where freedom of contract prevails and each
employer and each employee does his
bargaining independently of others.
Collective bargaining is the antithesis of competition, for it practically compels both employers and employees to combine into well-organized monopolies.
Superabundant evidence proves
that wage contracts agreed upon by
such monopolies commonly promote
featherbedding and keep down production. The Lincoln Electric Company of Cleveland has shown that,
where competition is utilized to the
full, it is feasible nearly to double
the average physical output per
worker and thus make it possible to
pay the average employee almost
twice as much as he could earn at a
rival plant. And, official statistics
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show that, in the United States,
monopoly power exercised by labor
unions has not been able to make
union wage rates on the average
move up faster than have wage rates
in non-unionized fields. Furthermore, in those cases in which unions
succeed in forcing up wage faster
than the gains in the respective rates
of production, resulting declines in
sales volume reduce employment.
This imposes losses on the erstwhile
workers who have been laid off.
But has anyone discovered any
practical way of avoiding strikes and
still giving adequate protection to the
interests of the wage workers? The
answer is decidedly in the affirmative! Some two decades ago, Henry
L. Nunn, the President of the NunnBush Shoe Company, discovered
that, in his concern, the wage total
had, for years, constituted an almost
constant percentage of the value of
total sales. Eventually he convinced
his employees that it would be to
their distinct advantage to accept as
their total pay 20% of the firm's aggregate sales value. Once this arrangement was agreed upon, occasion for striking disappeared. When
business flourished, wages advanced
automatically. No battling was necessary.
And Mr. Nunn found that, with
wage rates thus made flexible, depression caused his employees little
hardship, for, by lowering shoe
prices, he could keep up sales volume
and maintain full production. So,
since the adoption of this "share the
production" plan, no Nunn-Bush employee has been laid off because of
lack of work.
Is the fixity of the ratio of wages
to output characteristic merely of
the shoe-manufacturing business?
By no means. Our Census figures
show that, in the manufacturing industry as a whole, the wage total
has, for more than fifty years, constituted a surprisingly stable fraction
of the value added by manufacture
- never falling below 35.2% and
never rising above 43.2%. In 1899,
the fraction was 40.7%. In 1952,
(the last year recorded) it was 40.3%.

That the success of Henry L.
Nunn's "share the production" plan
has not been merely a reflection of
his unusual executive ability is
shown by the fact that a similar plan
advocated by Eugene Schueller, a
French manufacturer, was adopted
by more than a thousand concerns in
his country and operated with marked success even during the dark days
of World War II and the accompanying inflation.
Is it not strange that we Americans, so advanced in the field of na-

tural sciences, and so proud of our
inventive ability, continue to tolerate
a system of employer-employee relations which fosters monopolistic
rather than efficient competitive wage
determination, which promotes enmity, and which, all too frequently,
is punctuated by costly, destructive
strikes which injure all classes of
society? Why not use the object lesson of the steel strike as an example
to prove the need for a more civilized and scientific method of arriving at proper wage rates and working conditions?

TO ALL EDITORS: A letter to the editor, similar to the following, with local
sponsorship if possible, would merit wide publication!
"The steel strike is settled and everybody loses. The steel companies
lose in production and profits; the workers lose in wages and the general
public will pay in increased costs of commodities. The settlement of the
strike has created nothing more than a temporary truce, three years at best.
"Neither management, labor nor consumer is satisfied that the settlement was adjudicated on a fair and equitable basis. Now is the time for intelligent management to work out some permanent or long-term plan of
mutual benefit to all parties concerned. We must not wait for the fateful
day when another strike is threatened. Let the general public in on the negotiations. The three-year truce is around the corner. Why negotiate under
pressure when another steel strike is threatened?"
Thanks for tear sheet showing how this Spotlight was used.
TO THE PUBLIC: This Spotlight, "Steel Strike-Winners and Losers,"
makes clear the results of the steel strike, costly to all.
It shows the importance, immediately, of a constructive approach to prevent
any group having a stranglehold upon our economy that can bring all industry
and the government itself to their knees.
The first step must be re-education of national public opinion. America's
high scale of living rests upon better tools and technology provided by capital. In 1849, the average worker had equipment costing $600; in 1929,
$6,000, and today the average cost of equipping an additional worker is
$12,000. But in the steel industry, in newer plants, many times that amount
of capital is required per worker.
Ask for a free copy of the 8-page pamphlet, "Raising the Workingman's
Scale of Living," by Dr. Willford I. King, with introduction by former Congressman Samuel B. Pettengill.
Distribute this Spotlight widely among fellow workers and shareowners,
community leaders, clergymen; send copies to your state legislators and
to your Senators and Congressman, with your comment. They will be interested to know your opinion. Send a copy with your comment as to the
need of an educational campaign to heads of any organizations in which
you are interested.
Ask for 5 additional free copies of this Spotlight; more, 2c each. SPOTLIGHT subscriptions (104 installments) Single, $12; 2 to 8, $11 ea.; 10
or more $10 ea.
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