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THE PECULIAR CASE OF USAMCO

Tiny Firm With Big Ideas Sets
Out to Raise Operating Capital

BY ROBERT E. NICHOLS

Financial Editor of
The Times

From the day it was in-
corporated on July 12, 1960,
the paramount concern of
U.S. Automatic Merchandis-
ing Co., alias USAMCO, was
monev.

Richard S. Stevens, the
then-30-vear-old former
marketing director U.S.
Chemical Milling Co. who
was USAMCO president and
treasurer, and Thomas P.
Fove, the Manhattan Beach
attorney who was vice presi-

into business with an idea
and $10,000 cash,

The cash, clearly, did not

measure up to the size of
their idea, which was, in the
\\;'grds of a USAMCO promo-
tion report, “to become the
Sears, Roebuck of the (vend-
ing) industry.”

Sometime in July — the
exact date is unclear—Stev-
ens, along with his former
boss, Charles H. Lundquist,
president of Chemical Mill-
ing, and Merrill L. Johnson,
a Chemical Milling vice pres-
ident, called on John B. Dun-

dent and secretary, had gone| bar. Shearson, Hammill &

Co.’s senior vice president
on the West Coast. .

The purpose of their visit,
at his apartment, was to find
some means of raising more
capital.

The result of this meeting
was the designation of Dun-
bar as a director of USAMCO
and a proposal by Dunbar
to provide $700,000 by means
of 4% subordinated convert-
ible debentures.

There was also some dis-
cussion, either during this
meeting or later in July, that
the company might issue
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290,000 shares of common
stock. :

Dunbar indicated he [staffs and regional ware-
thought he could raise per- |houses to make it success-
haps as much as $300,000 ;ful”
from clients. Lundquist said ’
he could raise that much or
more himself.

By Sept. 27, 1960, the
money was indeed raised,
and the notes spread among
10 persons. One block of
$250,000 was held by Charles
Lundquist’s wife, a brother,
an uncle and an aunt. Anoth-
er $75,000 was provided by
C. C. Wilmot, a vice presi-
dent and director of U.S.
Chemical Milling, Another
$50,000 came from Glenn Ro-
land, secretary-treasurer and,
a director of Chemical Mill-
ing. And the remainder came
from four *“old friend” cus-
tomers of John Dunbar.

At this point, USAMCU
was a company with $710,000
capital — and a ‘“national
headquarters” that occupied
one office at 1840 S Elena
Ave., Redondo Beach.

According to Stevens,
“There were only three em-
ployees in the entire com-
pany at that time: myself,
my secretary and one man.
This was not hidden from
anyone. We had hundreds
of visitors to our office who
were given every answer re-
garding the company. We
readily admitted that the
plan was untried and untest-
ed and that we were a new
entity in the vending field.”

But even with $710,000, it
was clear that the future
“Sears, Roebuck of the vend-
ing industry” was going to
need more money.

USAMCO formally began
operations on Oct. 1, 1960.

On Oct. 13, Mernill L. John-
son, the Chemical Miiling
vice president, announced
through a Los Angeles pub-
he relations firm that USAM-
€O had placed an order with
his firm for $2 million worth
of vending machines.

A USAMCQ carparate
report issued some months
later indicated that the com-
{mny had planned sales dup-
ng its first month of opers-
tions of ahout §5,800, based
on the placement of 68 vand-
ing machines. The actugl
sules toteled $4.000, aril the
machines placed actually Lo
laled 12,
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