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fair degree of speed, what psychology has to say about the
subject of his special interest. This is an ::\dvanmgc because
there is a slight tendency to discursiveness in the treatment as a
whole. From the non-textbook point of view, the value of the
book would have been more effective could the whole have been
reduced to three hundred and fifty pages. Ad it gtands, it
supplies the best general American picture of applied” psychol-
ogy that is available. )
- Orpway TEaD.

Business Forecasting and Its Practical Application.
By William Wallace, Sir Isaac Pitman & Soms,
Ltd., London, 1927, pages xiv, 117.

The author of this book wished to bring back to England
an outline of progress made here in the direction of general
business forecasting analyses and some evaluation of the sig-
nificance of general forecasting to business. In so compact a
space, he could not well have compressed very much more
material suitable to this purpose. He begins with an eloquent
statement of the need for business forecasting, which no once
will deny. He makes-a fair statement of the problem involved
in the case of an individual company. Then, in logical order
he sketches the theory of forecasting; checks up some of. the
general forecasts that have been made by economic services;
and outlines the opportunities for the application of forecasts
after they are made. In thesc chapters there are inany pointers
to one.interested in finding nuggets of value.

Having in mind the purpose of the author in bringing a
convincing story to English readers, it secms probable that in
the early chapters he would succeed in “selling” the reader on
the nature, need and theory of forecasting ; but, later on and
quite as successfully, he would “yn-sell” him by showing the
present impossibility of doing it in any practical way, (Chapt.
4). On page 44 he ludes that “in co of these
things we do not in fact now fully know where we stand in
the trade cycle nor shall we fully know
until we have been back for an adequate period on a real gold
standard basis”” Again, on page 45, he admits “that any
failure of our trade barometer during recent abnormal years

need not be regarded as adequate evidence of any
inherent defect in the underlying theory.” This reminds one
of the old saw about the doctor who claimed “the operation
was quite successful but, unfortunately, the patient
died.” |
After having thus “un-sold” the reader he tries to “re-sell”
him again by declaring on page 51 “that business men willy-
nilly must forecast the course of general business . . . . ;"
that the “practical sense of the practical man will scarcely
warrant fifty per cent accuracy .. .. and scientific forecasting
will ... .add perhaps another twenty-five per cent of ‘accuracy
to the judgment which must be made”
Tt is probably necessary to appreciate the mental attitude of
the re,ading public to which this book is directed. No doubt
" the aythor felt he should be conservative in his claims. The
attempt in this review is to size up the book for American
readers. From their viewpoint we would not rate the book
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successful as a ‘“contribution”; for it simply brings together
material that is available elsewhere and it does mot, on its
surface, make clear “the . full justification for utilizing the
processes of forecasting even if the forecasts themselves lack
one hundred per cent accuracy. N

In America the title of the book would seem to, promise
the reader, first, some assistance in developing forecasts to help
in controlling an individual business; and second, some. exhibit
of practical methods for applying such forecasts in itrdustry.
Actually, the author has been satisfied to discuss within a limited
scope some of the ways of measuring gcncral’business conditions
and of projecting general trends into the future without show-
ing how these general anticipations may be interpreted and
applied in particular cas His discussion provides a hasty
record of the orthodox procedures  for pre licting  business
cycle swings in the light of historical precedents, but he enters
1o record at all of the equally impor ’lnl‘mcllwds for judging
an individual company’s probabilities by studying the company’s
own “statistical position” as related to the “statistical position”
of the industry in general. Since the author’s aim seems pri-
marily to argue for the forecasting of “general business in

terms of business cycles, the {itle of the book may well have *

Dbeen “Forecasting General Business Cycles.” + )

In the English evaluation, {fhe author’s work would no doubt
be dealt with more generously. In that country, the subject
possibly needs discussion of just, the sort developed according
to the author's purpose and probably too much can not yet
be claimed for general business 'forcqzlstil\g there. Hence, if
the author’s purpose were solely to act as a liaison officer
between the acadentic and 'the busines:
American experience and English pos ties, then his brief,
medty summary of certain American experiences will prove
a worthwhile contribution in his own country. !

" Josepr H. BARBER."

Business Management as a Profession. LEdited by
1L C. Metcalf, A. W. Shaw Company, Chicago,
1927, pages vii, 389.

Psychological Foundations of Business. Edited by
H. C, Metcalf, A. W. Shaw Company, Chicago,
1927, pages vii, 309.

In these two books Dr. Metcalf is continuing the pioneering
so mnotably begun in the collection entitled “The Scientific
Foundations of Business.” In order to get the most out of
these books we must understand the background out of which
they have grown. Fach volume represents the contributions
of a number of students of business administration offered at
weekly conferences with a guiding theme supplied by the sub-
ject of the course. This means that much depends upon the
logical development of the outline of the series and upon the
aptness with which the contributors have been chosen.

Dr. Metealf has now three times shown himself peculiarly
adept at selecting timely course subjects and in fitting into his
scheme contributors who, in a remarkable way, help tovbuild
up a real unity of thought. .

2Agsistant to President, Walworth Company, Boston.
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tov pre§ent the material on each in a single concise chapter.
Likewise the‘assembling of leading index numbers for st;
many different significant lines must have involved m‘uch
refearch and ilation. In the jud .of the reviewer,
this' phase of the work has been carried out in carefu{
fashion.. . :

The sl.uthors take as themost reasonable explanation of
the business cycle, the hypothesis that it arises from the
alte}'nale overproduction and underproduction of durable
capxta'l goods. The maladjustments growing m‘xt of this
constitute the train of events recognized as a business
cycle. Naturally their judgment of the barometric value
of the various current indices is considerably affected f)y
the theory of the business cycle which they accept. Thus §
they‘emphasize the importance of series indicative of pro- -
duction and of the current volume of trade; they minimize
the value of data pertaining to the money market and to
the stat.e of credit, when they say of interest rates, “for
forc'castmg purposes they are to be regarded rath’er as
indices of the current pace of business_than as causal fac-
tor§ of prime importance in a cross-cut analysis.” The
reviewer considers this an understatement of the role of
_money in the business cycle. There are many times when
money exercises a dominant influence on the course of busi-
ness. Thus, during a period of depression the low level of
mter.cst rates stimulates long-time financing which in turn
furnishes an'impetus to business. The rise of rates during
the later part of the prosperity phase of the cycle by its
psych.ological and its mechanical effect has a great deal to
do w1€h determining tlie limits of the business expansion:
Eﬁ‘ectnfe central bank control depends very largely upon
recognition of the role of money in the business cycle.

A. Ross ECKLER®

Business Without a Buyer. By William Tbrufant
Foster and Waddill Catchings, Houghton Mifflin
Co. (for the Pollak Foundation for Economic
Research), Boston, 1927, pages xx, 205.

Writtcn, according to the statement of the authors in
the}r ?reface, to give-in a briefer and simpler way the
main ideas of “Profits,” this book admirably accomplishes
its purpose. It is a worthy third to “Money and Profits.”
In the same clear, logical and forceful way, but without
the statistical detail used in the other volumes, its argu-
ment is built up.

The principal idea is, that under a moéney and profit
economy as at present organized, it is inevitable that con-
sumers’ volume of ‘spcnding does not equal the volume of
production. On the one hand corporate income from
sales, in order to insure safety, must be greater than the
total amount expended for goods, services and dividends.

The margin thus retained, while it may be spent for so-

callcfi capital improvements, in such spending places pur-
f:hasmg power in the hands of consumers, but thereby
increases the capacity for production which must be sold

3 0 i :
‘Committee on Economic Research, Harvard University.




