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to explain to consumers, they should not use scouring powders with

ammonia-forming compounds. - ‘ , o

What 1 am trying to suggest 1s that it is not just your qualified
products list that might be valuable. I have gone through some of your

 specifications on consumer-type items and, as a layman, T have ex-
tracted information which T think the average consumer would find

~very useful. 1 think @ technical writer could probably perform that
function a great deal more efficiently. »

Tor example, the flexible cord 1s one item. This is something the
consumer can visualize; whether the coffee urn they want to buy has
that particular fexible cord. You also require in your coffeemaker
specification that it conform to ‘the standards of the Underwriters
“Laboratories. 1 think they have 2 label of some kind that is affixed to
the product. This is something else that might be interesting to the
consumer; you feel it is important that your product conform to the

Underwriters Taboratories standards. Perhaps it would also be impor-
tant for the consumer to know that. ' _ IR
On the subject, for example, of lawnmowers, which consumers buy
all the time, you require various kinds of safety features. You require,
for example, on the subject of balance, that lawnmowers ¢hall not tip
over of their own accord when placed in either direction of travel
across a 80° slope. I have a 30° slope on my property. You specify in
addition that the tire of the lawnmower e of a certain size because
anything smaller than the size you specify would get stuck, supporting
the heavy equipment, in every Tut in your 1awn. I mention these things
because these are just & sample of the kinds of information that I have
abstracted from your specifications as & layman and I am wondering
whether it is, In Fact, true thab your specifications are valueless to the
consumer. ‘ : ' : :
Mr. ABERSFELLER. Well, let me respond in sequence as T recall it.
TLet me first explain my philosophy on this thing because I didn’t
intend to convey the impression that 1 dare say you got. I do not
suggest there is not some solution to this particular problem. T tried
to encourage that there is. The point 1 made 1n MY statement was more
directed to what the consuimer needs to do today to get the information.
This is not to suggest, when the committee reacts to this particular
problem and if it should decide that additional‘information can be
made available in other Ways, that 1 would not encourage and endorse
that. In fact,1do, 1f this makes that statement clearer. ERY ,'
1 am simply trying to ctate that the consumer today must pretty
much rely on Hrand names he has some wealth of ‘pformation on, buys
repetitively, OT he must rely on the certification of the industry.
Secondly, with regard to the scouring powder problem as to why
wo have different brands and different characteristics, the glass-clean-
ing powder is & finer powder. In fact, it is of & somewhat substantially
Jifferent composition than you notice in the regular cleaning powder.
1 would assume that every housewife knows that she ought not use
regular scouring powder on windows. Now, the reason Iot this, of
course, is that the regular scouring powder is genera,llyeand T want
to qualify this because We have not tested every scouring powder on
the market; there may-be one that does both—but anyway,as general

rule, the normal pot and pan scouring powder is more abrasive and is
somewhat thicker—I guess that is the proper term—in the sieve thick-
ness than the glass-cleaning powder would be.
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