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FOUNDER SAW GREAT FUTURE 
IN SOUTHWEST 

New Mexico Territory was the last frontier 
of the American West when Albert Mathias, 
then 19, stepped from a ship in New York in 
1881, a German youth fired by the promise 
of America and determined to carve for 
himself a niche in a new country.  
 
Alone in the country he would soon adopt as 
his own, young Albert Mathias had known 
before he left Germany that he would “put 
down roots” somewhere in the American 
West. But first he had to stop in New York 
to meet some relatives. It was they who sup-
plied the young immigrant with the means to 
achieve his ambition to go West: he was 

handed a letter of introduction to one Simon 
Neustadt, a German who had migrated to 
America some years before and had estab-
lished a thriving mercantile business in the 
New Mexico community of Los Lunas.  
 
Young Mathias, with little knowledge of 
English at his command, boarded a train in 
New York and set out for New Mexico, then 
and for many years still to come, a Territory 
rather than a State. He stepped off the train 
at Belen, south of Albuquerque, and hired a 
buggy and driver to carry him to Los Lunas. 
 
Simon Neustadt took young Mathias into his 
home and offered him a job-without pay for 
a six-month trial period.  
 
Years later Mr. Mathias recounted his intro-
duction to the Neustadts and the frontier set-
tlement of Los Lunas:  
 
“Mr. Neustadt needed some help, but he 
wasn't very impressed with my limited 
knowledge of English. Further, most of his 
mercanti Ie business was with Spanish-
speaking people. So I was given the job as a 
general handyman.” 
 
The Neustadts gave their young friend and 
employe room and board-and plenty of work 
to keep him occupied from sunup to sun-
down.  
 
“I found it necessary to develop a working 
knowledge of two languages-English and 
Spanish,” Mr. Mathias related many years 
later.  
 
He succeeded in getting a good command of 
both languages and within six months had 
convinced Mr. Neustadt that he was a young 
man of enterprise, integrity and promise. His 
reward for those six months of work was a 
fine saddle horse. 
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A good riding horse figuratively was gold in 
the bank in Territorial New Mexico and the 
19-year-old Mathias promptly took some 
time off from the Neustadt store to convert 
his one physical asset into bard cash: He 
rode the horse to Albuquerque and sold it for 
$80—not an inconsiderable sum of money 
in that day.  
 
Upon his return to Los Lunas, young Mathi-
as worked for the Neustadts for another 
year, this time for board, room and a modest 
wage. 
 
It was about then that the young immigrant 
who was becoming fluent in Spanish and 
English began to think in terms of his own 
business. But before he took that all-
important step he accepted another job, this 
time with the Huning Mercantile Company 
in Los Lunas. 
 
He saved his earnings and added them to the 
$80 he had received for the horse. And then 
a year or so later he decided to strike out on 
his own.  
 
He had heard about El Paso and Ysleta, then 
two villages on the Rio Grande adjoining 
Mexico. So to the border he went.  
 
The railroad had reached El Paso by the time 
Mr. Mathias first saw the town, but what he 
saw did not particularly impress him; he 
chose Ysleta as the location for his first 
business venture, a vinegar plant and bot-
tling works. Ysleta was then seat of El Paso 
County and a much older and more estab-
lished community than the robust young 
town of El Paso. 
 
A year in Ysleta convinced Mr. Mathias, 
however, that El Paso had more future, and 
so it was that in 1884 that young Mr. Mathi-
as moved to El Paso, rented a small building 

on South El Paso street and opened a retail 
dry goods store.  
 
The business prospered, but his sharp busi-
ness sense told him that the growth of El 
Paso and its surrounding area would be a 
favorable place for a wholesale business. 
And thus it was that in 1890 a new sign went 
up over the Mathias Dry Goods Company. It 
read:  
 
“Albert Mathias & Co., Wholesale Dry 
Goods.” 
 
His business launched, the young man, who 
had come from Germany less than a decade 
before made one more important step: he 
married, built a home and began a family. 
He also took his brother-in-law, David Co-
hen, into the firm. 
 
Four daughters were born to the Mathiases: 
Eleanor, now Mrs. Sidney Mayer; Hedwig, 
now Mrs. Maurice Schwartz; Edna, now 
Mrs. E.H. Krohn, and Gertrude, who was the 
wife of Kurt Spier before her death a few 
years ago. 
 
A thrifty man, Mr. Mathias never hesitated 
to spend money to expand his business. 
Long before most large corporations saw the 
advantages of decentralized distribution fa-
cilities, Mr. Mathias recognized the merit of 
decentralization.  
 
For instance, as early as 1930 he saw poten-
tial in Arizona and realized that the state 
could best be served by a branch of the El 
Paso business rather than covering it from a 
West Texas base. In 1935 Albert Mathias & 
Co. opened a branch office and warehouse 
in Phoenix. It prospered and today occupies 
a large amount of floor space. Its sales force 
serves every nook and cranny of the Grand 
Canyon State.  
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World War II interrupted Mr. Mathias’ plans 
to develop a second branch to cover the 
northern half of New Mexico and it wasn’t 
until shortly after the founder’s death in 
1946 that the Albuquerque branch of Albert 
Mathias & Co. was opened. 
 
The Albuquerque office first opened in rent-
ed quarters. It quickly outgrew those facili-
ties and the company bought land and built 
an office and warehouse. It had been no 
more than completed and occupied when it 
was apparent that even larger quarters would 
be necessary to serve the territory. Its space 
was nearly doubled in a later program and 
today the Albuquerque branch occupies one 
of the larger wholesale business properties 
in New Mexico. 
 
As the company grew and prospered, so did 
Mr. Mathias. Having no sons of his own, 
Mr. Mathias encouraged his sons-in-law to 
affiliate with the company. 'Three of them 
did. They were E.H. Krohn, Sidney Mayer 
and Kurt Spier. They associated with the 
founder to help pilot the expanding business. 
 
Mr. Krohn left the business in 1946 to estab-
lish his own firm. In 1947, Alfred Blumen-
thal, who had married a granddaughter of 
the founder, joined the firm and with Mr. 
Mayer and Mr. Spier completed the present 
family management group. 
 
Today, grandsons of Albert Mathias are 
learning the business in preparation for the 
years ahead when its leadership will become 
their responsibility.  
 
A sound businessman, Mr. Mathias invested 
m El Paso real estate. One of the invest-
ments was the old Shelton Hotel which 
stood where the Plaza Motor Hotel now 
soars skyward. When the Sheldon burned in 
one of the city’s most spectacular fires, Mr. 
Mathias looked around for a likely hotelman 

who might be interested m a new hotel ven-
ture. One of them was Conrad Hilton, a man 
from New Mexico with some experience in 
operating a family hotel near Socorro and 
small hotels in Texas.  
 
Mr. Hilton, however, was unable to raise the 
money to join Mr. Mathias in the new hotel 
venture; and it was at that point that Mr. Ma-
thias did something characteristic of him: he 
arranged for the future hotel czar to obtain 
the necessary money credit to join the hotel 
venture. Thus it was that the Hilton Hotel in 
downtown El Paso came into being and in 
effect became the springboard from which 
Conrad Hilton leaped to world-wide leader-
ship in the hotel field.  
 
Active and alert almost to the date of his 
death, Mr. Mathias maintained a vigorous 
control over his growing wholesale empire 
until his death in 1946 at the age of 83. 
 
Today, nearly 20 years after his death, the 
motto by which he fashioned his business 
success is still followed:  
 
“The best dollar value and the best possible 
service.” 
 
 

* * * 
 
 

75TH ANNIVERSARY 
CONGRATULATIONS 

Texas Governor John Connally and El Paso 
Mayor Judson Williams took time out from 
their busy schedules to extend official greet-
ings and congratulations to Albert Mathias 
& Co. upon the firm's 75th anniversary. 
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* * * 

 
 

 
HOME OFFICE AND SHOWROOMS—
Executive and business offices of Albert 
Mathias & Co. occupy a portion of this 
building in downtown El Paso. Upper 
floors contain display and showrooms. 
With its own entrances on Overland, the 
Parts and Appliances Department occupies 
most of two smaller buildings adjoining the 
main office building.  
 

MATHIAS FILLS UNIQUE ROLE 
AS MAJOR SUPPLIER TO HUNDREDS 

OF SOUTHWEST RETAIL STORES 
 
What is the role of the wholesaler in the 
fast-paced American economy? 
 
The Albert Mathias & Co. operation is a 
good example—probably quite representa-
tive of where and how the wholesaler fits 
into the stream of commerce and industry. 
 
The management of Albert Mathias & Co, 
defines the company’s role in these words:  
 
“We are in business to enable the dealer-the 
retailer-to get immediate delivery, often 
overnight, of a variety of merchandise few 
stores could afford to have in stock. 
 
“In addition, our service includes guarantees 
that the merchandise is as represented by 
buying in great quantities through wholesale 
association contacts, we enable the retailer 
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to put merchandise on his floors at a far 
lower price than he could afford to do if he 
were to buy piece-by-piece directly from the 
manufacturer.” 
 
Albert Mathias & Co is an active member of 
the National Wholesale Furniture Associa-
tion, a nation-wide organization of distribu-
tors whose pooled buying strongly influ-
ences both furniture trends and costs. 
 
Alfred Blumenthal, manager of Mathias’ 
Furniture Department, describes the Associ-
ation’s function in these words:  
 
“The Association is composed of all legiti-
mate wholesalers in the furniture field. From 
a central office it supplies members with 
news of industry trends, statistics and re-
search activities and is in almost daily touch 
with furniture manufacturers.  
 
“Thus, member wholesalers are in a position 
to alert their retailers to marketing trends, 
style changes and a hundred other factors 
affecting the consumer market.” 
 
Albert Mathias & Co is also a member of 
the Associated Furniture Distributors, a 
group of the 25 largest furniture wholesalers 
in the United States Primarily a buying or-
ganization, Associated’s members pool re-
sources in large-scale purchases directly 
from manufacturers.  
 
“Obviously," says Mr. Blumenthal, “the as-
sociation’s tremendous buying power has a 
profound effect on prices. For one thing, an 
Associated order enables a manufacturer to 
go into full-scale mass production with cer-
tain lines. This results in substantial dollar 
savings which are ultimately passed to the 
retail store and ultimately to the consumer. 
 
Another organization to which Albert Ma-
thias & Co. belongs—in an associate capaci-

ty-is the Retail Furniture Association of 
Texas.  
 
“We are not, of course, retailers, but as a 
major wholesaler of furniture we whole-
heartedly support the high professional 
standards and goals of the Retail Furniture 
Association of Texas.” 
 
 

* * * 
 
 

SANITARY MATTRESS, MATHIAS 
ENJOY LONG ASSOCIATION 

Sanitary Mattress and Couch Company is 
one of the largest independent bedding man-
ufacturers west of the Mississippi, devoted 
exclusively to the manufacturer of inner-
spring mattresses, foam rubber mattresses, 
Urethane foam mattresses, coil box springs, 
and duo purpose sleeping groups. 
 
Sanitary Mattress and Couch Company oc-
cupies a plant of more than 500,000 square 
feet of floor space. Sanitary Mattress is lo-
cated in Los Angeles, and has been in the 
production of bedding for over 60 years, 
combining with the 75 years selling experi-
ence of Albert Mathias & Company, gives 
the public some 135 years of mattress 
knowledge.  
 
The bedding furnished by Sanitary Mattress 
Company to Albert Mathias has been de-
signed under the rigid specifications of the 
principles of Albert Mathias & Co. with the 
constant aim of serving the Southwest with 
the finest bedding products possible with the 
latest of ideas incorporated at the lowest 
possible prices.  
 
The line of mattresses and box springs se-
lected by Albert Mathias & Co. offers a 
complete selection to include any of the 
needs of their consumers. Bedding shipped 
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to Albert Mathias & Co. is constantly in-
spected to guarantee perfect workmanship 
and long-lasting service. This is reflected by 
a constant increase in sales by Albert Mathi-
as & Co. each and every year for many 
years.  
 
Buyers at Albert Mathias & Co. consider 
bedding as one of the most important facets 
in their operation. They are constantly re-
questing new ideas in bedding so as to be 
sure that their customers have the first op-
portunity to select the newest innovations.  
 
 

* * * 
 
 

 
JULIAN BORSCHOW 

Office and Credit Manager 
El Paso Office 

 
NATIVE EL PASOAN 

DIRECTS OFFICE 
A native El Pasoan, Julian A. Borschow, is 
manager of the Albert Mathias & Co. Ac-
counting and Credit department. 
 
A business administration graduate of Texas 
Western College (class of 1949), Mr. 
Borschow joined Albert Mathias & Co. in 
May, 1964.  
 

Mr. and Mrs. Borschow and their two chil-
dren reside at 4309 Donnybrook Pl.  
 
Mr. Borschow, who served in the U.S. Navy 
during World War II, is active in B’nai 
B’rith and is past president of the El Paso 
Jewish Community Council. 
 
 

* * * 
 
 

EXPERTS DEFINE 
WHOLESALER ROLE 

Here's how some of the leading marketing 
authorities in the country see the wholesal-
er's role:  
 
“Even large retailers carry many items 
which sell in small quantity. For these items 
the wholesaler is a desirable source of sup-
ply . . . Services rendered by wholesalers are 
even more valuable to small and medium-
sized retailers . . . The wholesaler not only 
assembles goods—he stores them . . . pro-
vides rapid delivery extends credit reduces 
risk” 

—“Retailing Principles and Meth-
ods,” a standard marketing text-
book by Duncan & Phillips  

 
“Some wholesalers have achieved a remark-
able degree of efficiency. Chains simply 
cannot hope, on certain merchandise classi-
fications, to bring down their costs to the 
point achieved by modern of experience is 
now being compiled . . . that points unmis-
takably to more extensive use of the whole-
salers . . . who prolong the selling season for 
seasonal merchandise, who provide service 
on slower-moving numbers"  

—Excerpts from "Advertising Age" 
column by E.B Weiss, nationally 
recognized marketing authority  
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NEBRASKAN HEADS 

PARTS, SERVICE 
A Nebraskan who came to El Paso by way 
of Wisconsin and military service with the 
United States Air Force is George A. 
Jorgensen, manager of the Parts and Service 
Department of Albert Mathias & Co. 
 
Mr. Jorgensen was born in Nebraska and 
moved to Turtle Lake, Wisc., as a boy, at-
tending and graduating from Turtle Lake 
High School. He enlisted in the U.S. Air 
Force in 1946 and in 1952, upon honorable 
discharge, made his home in El Paso. Mar-
ried, he his wife, Evelyn and three children, 
reside at 3227 Harrison Ave.  
 
Mr. Jorgensen has been with Mathias for 
four years and heads the company’s very 
large parts and service department.  
 

 
GEORGE JORGENSEN 

Manager 
Parts and. Service 

 
 

* * * 
 
 

APPLIANCE CHIEF 
DIRECTS BIG STAFF 

Heading up one of the largest departments 
of Albert Mathias & Co.—Appliances and 
TV—is L.D. (Larry) Oppenheimer, Jr.  
 
Mr. Oppenheimer, a native El Pasoan, 
joined the firm in 1949 after service in the 
Navy in World War II and earning a degree 
in Industrial Engineering from the Universi-
ty of California at Berkeley.  
 

 
L. D. OPPENHEIMER, JR. 

Manager  
Appliance Department 

 
In his capacity as manager of Appliances 
and TV, Mr. Oppenheimer directs a large 
sales and service staff covering all of New 
Mexico and 23 counties in Texas. He makes 
El Paso headquarters but is frequently on the 
road, conferring with retailers and appliance 
and TV dealers served by Albert Mathias & 
Co.  
 
He has been active as a trustee of Temple 
Mt. Sinai, president of its Men’s Club and is 
a member of B’nai B’rith. In addition, he 
has served as a director of the El Paso 20-30 
Club and been active in the United Fund. 
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Mr. and Mrs. Oppenheimer reside at 4021 
Santa Ana street with their three children.  
 
 

* * * 
 
 

PRESIDENT OF MATHIAS CO.  
SENIOR IN YEARS OF SERVICE 

Senior in service with Albert Mathias & Co. 
executives is the company's president, Sid-
ney Mayer.  
 
A native of San Antonio, Texas, Mr. Mayer 
joined the El Paso-based wholesale distrib-
uting company in 1926 and became its pres-
ident in 1946.  
 
Mr. Mayer’s formal education ended when 
circumstances dictated that he quit school 
and go to work at the age of 15 in his native 
city of San Antonio. He traveled widely and 
some years after marrying Eleanor Mathias, 
a daughter of the company’s president, he 
became associated with the Mathias firm. 
 
Mr. Mayer was a member of the board of 
directors of the National Wholesaler Furni-
ture Distributors and is a former president of 
the Associated Furniture Distributors. 
 
For 25 years he has been a trustee of Temple 
Mt. Sinai and served as president of the 
Men’s Club there in 1956-57.  
 
With Mrs. Mayer, he makes his home at 
1310 Randolph St.  
 
 

* * * 
 
 

VICE-PRESIDENT, TREASURER 
WITH COMPANY SINCE 1938 

A frequent visitor to El Paso while operating 
his own importing business in New York 
during the 1920’s, Kurt Spier, vice president 
and treasurer of Albert Mathias & Co. made 
the Sun City his home in 1934 when he mar-
ried Gertrude Mathias, a daughter of Albert 
Mathias.  
 
He joined the Mathias organization in 1938, 
traveling over the company’s territory in 
West Texas, New Mexico and Arizona. He 
was elected vice president and treasurer of 
the firm in 1946.  
 
In civic work, Mr. Spier has been active in a 
number of El Paso organizations. Currently 
he serves on the boards of the following 
groups: El Paso Boys' Club, American Field 
Service, El Paso Council for International 
Visitors, the Crossroads of the following 
groups: El Paso Boys’ Club, American Field 
Service, El Paso Council for International 
Visitors, the Crossroads of the Americas, of 
which he is a past president, the El Paso 
Mental Health Association and the El Paso 
Rotary Club, of which he is a past president. 
 
Mr. Spier resides at 519 Hague St. His wife 
died in 1962. The couple had four children. 
One son is with the Mathias company, two 
others are physicians, and a married daugh-
ter lives in New York City.  
 
 

* * * 
 
 

FIRM’S SECRETARY HEADS 
FURNITURE DEPARTMENT 

Alfred A. Blumenthal, with 19 years associ-
ation, is secretary of Albert Mathias & Co. 
and in charge of the furniture operation.  
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Born in Thorn, Germany, Mr. Blumenthal 
came to the United States in 1933. During 
World War II he enlisted in the U.S. Army 
and served until discharge in October, 1945, 
with the Chemical Warfare Service, with 28 
months in the Pacific Theater of war.  
 
Active in civic and community affairs of El 
Paso, Mr. Blumenthal is a member of the 
Downtown Kiwanis Club and a former 
board member of the organization. He is al-
so a trustee on the board of directors of 
Temple Mt. Sinai and a past president of the 
Mt. Sinai Men’s Club.  
 
In addition, he holds membership in the El 
Paso Chamber of Commerce, Sons of the 
Sun and the B’nai B’rith Lodge, and is a 
member of the board of directors of the Na-
tional Conference of Christians and Jews 
and on the board of the Jewish Community 
Center. He is a past president of the El Paso 
Jewish Community Council.  
 
Married and the father of two children Mr. 
and Mrs. Blumenthal reside at 800 Kern 
Place.  
 
 

* * * 
 
 

MATHIAS CARRIES  
“PLASCO” TABLES 

A line of popular-priced tables made by 
Plasco, Inc. of Dallas, Texas, is a feature in 
the showrooms of Albert Mathias & Co.  
 
Plasco tables are made in several styles, in-
cluding modem, early American and Span-
ish. All have stain-proof plastic tops, a fea-
ture desired by many homemakers. 
 
Mathias carries Plasco tables .in their con-
tract division and the product has found 

wide acceptance throughout the Mathias ter-
ritory.  
 
 

* * * 
 
 

 
NEW STYLING STUDIED—A customer 
looks over one of the many Mathias bed-
room suites—in this instance “La Conde-
sa” by American of Martinsville—carried 
in the company’s El Paso showrooms. 
Mathias sales representatives are experi-
enced and genuinely helpful in assisting 
home decorators to make proper choices 
from the company’s vast stocks. 
 

FURNITURE DEPARTMENTS 
SERVICE HELPFUL TO STYLE- 

CONSCIOUS HOME DECORATORS 
A Furniture Department stocking what is 
probably the most extensive variety of mer-
chandise to be found anywhere in the 
Southwest is one of the major divisions of 
Albert Mathias & Co.  
 
“We consider ourselves an extension of the 
retailers we serve,” says Alfred Blumenthal, 
Mathias & Co. secretary and Furniture De-
partment manager. 
 
By "extension" Mr. Blumenthal means that 
Mathias & Co. has instantly available for 
some 800 furniture retailers in West Texas, 
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New Mexico and Arizona a selection of 
quality furniture for inspection and shipment 
to retail sales floors.  
 
Albert Mathias & Co., its executives point 
out, does not sell to the public. It sells only 
to retail stores. However, inasmuch as no 
retailer, no matter how large, could possibly 
stock the full lines of dozens of furniture 
manufacturers, Albert Mathias & Co. makes 
its storerooms and display rooms available 
to retailers and their customers.  
 

 
CUSTOMER & CONSULTANT—
Thousands of pieces of furniture and 
home decoration items cover the second 
floor of the Mathias building at Mesa and 
Overland streets in downtown El Paso. 
Here a customer, referred by a Mathias 
dealer, consults with a sales representa-
tive about sofa upholstery. A wholesaler, 
Albert Mathias & Co. showrooms are not 
open to the public except by referral card 
from a retailer served by Mathias.  
 
The system works this way: A retailer may 
not have on his floors the exact pieces or 
suites a customer wants. The Mathias cata-
logue is consulted. Perhaps the customer 
prefers to see the actual merchandise. With 
the retailer, the customer visits one of the 
Mathias display rooms in El Paso, Phoenix 
or Albuquerque to make a personal selec-
tion. If the retailer cannot accompany the 
customer, the customer is issued a card 
signed by the store owner authorizing Albert 

Mathias & Co. to admit the customer to the 
display rooms.  
 
At the Mathias display rooms the customer 
is served by a trained sales representative. 
Selection is made by the customer and the 
order is then placed in the name of the re-
tailer.  
 
Experience has produced these observations 
about Albert Mathias & Company's dealer 
customers:  
 
1. Most customers referred to the wholesal-
er's display rooms have a pretty firm idea of 
what they want when it comes to style and 
price range.  
 
2. Most customers are anxious for assistance 
in selection of colors and “mixing” of pieces 
to achieve eye-pleasing results. (Some re-
tailers have their decorators accompany cus-
tomers to assist in coordination of design, 
function and color).  
 
3. Husbands frequently accompany their 
wives and have a voice in final selection of 
furniture and decorator pieces. 
 
4. Husbands are more likely to be concerned 
with ruggedness of construction than with 
style, but wives are more conscious of up-
holstery and fabrics, not only color-wise but 
for wear and ease of cleaning. 
 
 

* * * 
 
 

MATHIAS OFFERS CONTRACT 
SALES FOR DEVELOPERS 

Many Southwest developers of hotels, mo-
tels, dubs and apartment houses, as well as 
school district administrators, have availed, 
themselves of the services of the Contract 
Sales Division of Albert Mathias & Co. 
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Headquartered in the El Paso office of the 
company, the division is headed by Frank 
Devine. Its specialty: assisting furniture 
dealers as well as developers and owners of 
hotels, motels and apartments in decorating, 
furnishing and equipping large projects.  
 
A special department within the division ca-
ters to schools, offering a wide selection of 
top-quality equipment such as desks, chairs, 
tables and other specialized equipment. 
 

 
ALBUQUERQUE HEADQUARTERS—
Occupying considerably more than half of 
a square block is the Albert Mathias & Co. 
Albuquerque branch. From this new ware-
house, complete with its own display 
rooms, sales rooms, offices and parts de-
partment, the Mathias company covers all 
of Northern New Mexico. 
 
“Coordination of design, color and function 
is required in the Contract field,” says Mr. 
Devine. 
 
Albert Mathias & Co. offers large-scale de-
velopers a very unique service in this field. 
We have at our command the finest decorat-
ing consultants in the country, through ar-
rangement with our many suppliers.” 
 
 

* * * 
 
 

KARTUS SUPERVISES 
ARIZONA OPERATIONS 

Manager of Albert Mathias & Co. opera-
tions in Arizona with offices in Phoenix is 
Malvin Kartus, a native of Mississippi. 
 

Mr. Kartus has been associated with Mathias 
for 15 years and resides, with Mrs. Kartus 
and their two children, at 308 East Berridge 
Lane, Phoenix. 
 
During World War II Mr. Kartus served in 
the U.S. Army Air Corps. 
 

 
MALVIN KARTUS 

Manager  
Phoenix 

 
 

* * * 
 
 

REVOLUTION BOOMED SALES 
Albert Mathias & Co. was barely 20 years 
old when revolt rocked Mexico, beginning 
in 1910. It was a revolution that lasted for 
the greater part of 10 years and left the 
commerce of the country in shambles.  
 
Then a country without manufacturing facil-
ities other than handcrafts, hence dependent 
on imports for most of its needs, Mexico 
became desperate for all sorts of merchan-
dise and goods during the decade of revolu-
tion. 
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El Paso was the natural place for Mexican 
merchants to turn for merchandise, and as 
the fortunes of revolution ebbed and flowed, 
businessmen from Mexico literally poured 
across the Rio Grande in search of goods 
with which to replenish depleted stocks. The 
result was an important business boom for 
many El Paso merchants.  
 
The then-young Albert Mathias & Co. pros-
pered considerably in this international 
trade.  
 
At that time a wholesale dry goods compa-
ny, Albert Mathias & Co. was able to main-
tain a steady now of goods from eastern 
points to El Paso. From its warehouse thou-
sands of dollars worth of dry goods were 
picked up and transported into Mexico, 
much of it on credit to those Mexican mer-
chants known to Albert Mathias. 
 
Recalls Sidney Mayer, president of the 
company today:  
 
“Mr. Mathias used to say that the unhappy 
incident of the Mexican Revolution gave El 
Paso the opportunity and impetus to become 
a major distribution point for nearly all of 
Mexico. The volume of business Albert Ma-
thias &: Co. did during that decade, gave the 
concern a sound financial footing that per-
mitted its expansion to the position it com-
mands today throughout the Southwest.” 
 
 

* * * 
 
 

KIRCHNER DIRECTS 
ALBUQUERQUE OFFICE 

Manager of the Albuquerque branch of Al-
bert Mathias & Co., and directing the com-
pany’s operations over all of New Mexico 

north of Truth or Consequences, is Charles 
F. Kirchner, a native Pennsylvanian. 
 
Born in Oil City, Pa. in 1922, Mr. Kirchner 
saw military service with the Infantry in 
World War II and returned home to com-
plete his education at Welch Business Col-
lege, Oil City.  
 
He moved into the Southwest in the 1950’s 
and four years ago joined Albert Mathias &: 
Co., shortly after being named to his present 
executive post in Albuquerque.  
 

 
CHARLES KIRCHNER 

Manager 
Albuquerque 

 
He is active in the Albuquerque Elks Lodge 
and several orders of the Masons, and has 
held several important committee posts with 
the Albuquerque Chamber of Commerce. 
 
With his wife and three children, Mr. Kirch-
ner lives at 1529 Euclid N.E. Albuquerque. 
 
 

* * * 
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BUYERS KEEP UP WITH TRENDS, 
STYLE CHANGES 

Albert Mathias & Co. furniture buyers make 
it their business to know trends in a business 
notorious for rapidly-changing tastes of a 
fickle public.  
 
Semi-annually, and sometimes oftener, buy-
ers jet out to the principal furniture markets 
in Chicago and elsewhere to attend show-
ings presented by major manufacturers. But 
long before the marts open, Mathias buyers 
have armed themselves with mountains of 
facts and statistics with which to evaluate 
the goods they'll see and possibly order for 
warehousing in the company's facilities in El 
Paso, Albuquerque and Phoenix.  
 
Through various association contacts, Albert 
Mathias & Co. buyers are kept informed of 
consumer preferences and manufacturing 
trends. This information is checked against 
purchase orders placed with Mathias by its 
1,000 or more retail dealers in West Texas, 
New Mexico and Arizona.  
 
If a trend gives indication of strength—
public acceptance-the information helps 
buyers in placing of orders for future deliv-
eries. 
 
“The very considerable amount of time and 
study that goes into sales analysis is helpful 
to our retailers, too,” says Alfred Blumen-
thal, Furniture Department manager.  
 
“From data we receive and compile, a retail-
er often is enabled to have the right stock on 
his floors at the right time-a combination 
that results in sales,” Mr. Blumenthal says. 
 
And what is the current styling trend?  
"Spanish influence is dominating the current 
market and there is as yet no sign of a 
change away from it," says Mr. Blumenthal-
and the IBM analyzers.  

And who sets styles? How do trends devel-
op?  
A Mathias executive explains:  
"Trends in furniture styling go in cycles, 
about like everything else. They are estab-
lished, in most instances, by the high-
fashion decorators and designers in New 
York, Paris, Rome and other styling capitals 
of the world. If one of their ideas catches on, 
it is quickly copied by a mass manufacturer 
for a trial test. If the manufacturer's test is 
successful, look for the entire industry to 
jump in." 
 
 

* * * 
 
 

 
FOR ARIZONANS—The Phoenix head-
quarters of Albert Mathias & Co. in-
cludes this most attractive furniture 
showroom—a facility used by leading Ar-
izona furniture retailers. 
 
 

* * * 
 
 
MATHIAS WAREHOUSES STOCKED 
WITH FAMED SERTA MATTRESSES 

Serta, nationally-recognized as one of the 
top quality mattresses manufactured, is an 
important item in the vast stocks of Albert 
Mathias &: Co. 
 
Especially popular today are Serta’s King-
size—a giant of a mattress for the home-
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owner who demands luxurious comfort and 
durable quality.  
 
“Perfect Sleeper” by Serta is the top quality 
line in the mattress field, with exceptionally 
fine construction and carrying, as do all Ser-
ta products, the famous Serta guarantee. 
 
Mathias &: Co. carries a full line of Serta 
products from single through “Queen-size” 
and extra 'long.  
 
 

* * * 
 
 

CRAFTED LAMPS 
Lawrin Lamps, handcrafted in Kosciusko, 
Miss., are a feature item with the Phoenix 
branch of Albert Mathias &: Co. 
 
A popular, promotion product, Lawrin 
Lamps cover the low to medium-price range 
field. Excellent workmanship and stylish 
design make the product a popular one in the 
Southwest.  
 
 

* * * 
 
 

WOOD-FINISH METAL SPECIALTY 
OF MARL DINETTE SETS 

Distinctive dinette sets of wood finish metal 
is a specialty of Marl Dinettes of Memphis, 
Tenn., one of the key suppliers to Albert 
Mathias &: Co. 
 
Marl pieces are instantly recognizable for 
their craftsmanship, finish and rich plastic 
upholstery and designs that frequently pace 
the entire market.  
 
A current best-seller among Marl products 
carried by Mathias is the bronze-textured 

walnut dining set of extension table and 
chairs. 
 
 

* * * 
 
 

CONTRACT DIVISION FEATURES 
MURPHY-MILLER CHAIRS, DESKS 

A complete line of Murphy-Miller chairs is 
carried by Albert Mathias &: Co. In addi-
tion, the Murphy-Miller line of office furni-
ture—desks, tables and chairs—is available 
through the company’s Contract Division.  
 
Murphy-Miller, the world’s largest chair 
manufacturer, is located m Owensboro, Ky., 
heart. of the country’s hardwood supply. 
From its beginnings, the company has spe-
cialized in quality hardwood chairs. 
 
Mathias’ Contract Division offers develop-
ment builders, schools and institutions—
buyers of quantities of furnishings and 
equipment, a full line of famous Murphy-
Miller chairs, desks, tables, cabinets, files, 
etc. 
 
Murphy-Miller commercial equipment is 
“Color-Planned”—a term meaning that 
woodgrain finishes and plastic upholstery 
can be grouped in tasteful, efficient combi-
nations. Probably no other manufacturer of 
commercial and institutional furniture offers 
customers the wide variety of finishes ,an4 
color combinations.  
 
 

* * * 
 
 

WORKMANSHIP, FINE WOODS 
IN THOMPSON 

Thompson Manufacturing Co., one-time ma-
jor manufacturer of cedar wardrobes and 
chests, located in the hills of Middle Tenn., 
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is today undoubtedly one of the most suc-
cessful promotional bedroom manufacturers 
in the country. Reason for its success has 
been the outstanding values offered the 
dealer and ultimate customer.  
 
They have incorporated features in their de-
sign and construction that cannot be found 
in competitive lines. Among these features 
are mahogany plywood drawer bottoms, ful-
ly dovetailed drawers with nylon center 
guides, metal two-way tilting mirror brack-
ets, mortise-and-tenon construction, and sol-
id wood core drawer fronts.  
 
Because they own their own tracts of timber, 
saw and dry their lumber in their modem 
mill and dry kiln, Thompson is able to take 
full advantage of the Appalachian hard-
woods found in the area. Thus all framing in 
their cases are either poplar or oak. This 
gives added strength and weight to cases as 
compared to softwoods usually found in 
promotional lines.  
 
 

* * * 
 
 

 
BLUE RIDGE COLLECTION—The Ru-
ral Country Look is possessed by this liv-
ing room collection by Goebel Furniture 
Co. of Indiana. Wood finish is in dark an-
tique maple. Note blanket rods at each 
end of the sofa—a styling throwback to 
Colonial American.  
 

 
* * * 

 
 

FLOOR COVERING STOCKS FIT 
EVERY REQUIREMENT 

Albert Mathias & Co. went into the floor 
covering business 30 years ago, introducing 
into the El Paso Southwest the Bird Line 
hard-surface covering.  
 
Within a few months, however, soft cover-
ings were added, and in keeping with com-
pany policy, top national brand name carpet-
ing products found their way into Mathias 
warehouses.  
 
Mathias' initial soft coverings—rugs and 
carpeting-were mostly of wool, although 
some less-expensive cotton lines were car-
ried.  
 
The revolution in the chemical industry, no-
tably after World War II produced the first 
nylon carpeting and today Albert Mathias & 
Co.’s principal sales volume in rugs and 
carpets are those of synthetic fibers. 
 
Interesting to note, the first nylon carpeting 
distributed by Albert Mathias & Co. shortly 
after World War II commanded a price of 
between $40 and $50 per square yard-a fac-
tor that kept most of the consumer public 
walking on anything but nylon.  
 
The situation changed in the 1950’s when 
several manufacturers moved into the field 
of making synthetic fibers for carpeting. The 
result is that technological advances and 
competition have brought prices down to a 
point where fine fiber rugs or carpets are 
within reach of virtually all homeowners. 
 
Although nylon as a carpet fiber has many 
competitors today, records at Albert Mathias 
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& Co. show that nylon is still the most fa-
vored of all carpeting material.  
 
Name-brand fiber carpeting carried by Al-
bert Mathias & Co. includes Forrest Carpets 
by Gordon Mills, the Noxon line manufac-
tured in Dalton, Ga., and the Stephen-
Leedom line, made In Philadelphia.  
 
 

* * * 
 
 

BRADLEY LAMPS PROOF 
BEAUTY NOT EXPENSIVE 

A philosophy that beauty need not be expen-
sive-and its application to the lamp industry-
has made the Bradley Manufacturing Co. of 
Chicago one of the world's leading produc-
ers of lamps for office and home.  
 
Albert Mathias & Co. carries a full line of 
world-famed Bradley Lamps, an association 
that began during the depression years and 
has continued to this day.  
 
The Bradley Manufacturing Co. was 
launched in 1929 by David Borowitz, a na-
tive Kentuckian who went to Chicago to do 
graduate work at the University of Chicago 
and who, almost by accident, was propelled 
into the manufacture of lamps through his 
scholarly interest in fine parchment.  
 
Bradley's early lamp shades were of parch-
ment-and expensive. The company had no 
more than gotten started when the great de-
pression came along, and compelled a radi-
cal about face in the new company’s line of 
products.  
 
Mr. Borowitz conceived the idea of an imi-
tation parchment on an inexpensive pottery 
base—and the Bradley company was on its 
way to success.  
 

 
* * * 

 
 

FUTORIAN SOFAS 
WELL CONSTRUCTED 

A major supplier to Albert Mathias & Co. of 
upholstered goods such as sofas chairs, re-
cliners and sectional pieces, is the Futorian 
Furniture Manufacturing Co. of Chicago. 
 
Well-constructed from sound, attractive de-
signs, Futorian Furniture has been a main-
stay with the Mathias company for many 
years. Basic designs include Traditional, 
Early American and Contemporary.  
 

 
RELAX-A-RESTER—Wide enough for a 
big man to settle in with comfort, this Re-
lax-A-Rester by Futorian is a big-seller 
among retailers served by Albert Mathias 
& Co. 
 
 

* * * 
 
 

A MATHIAS EXCLUSIVE 
Harris-Hub of Harvey, Ill., is a principal 
supplier to Albert Mathias & Co. of metal 
beds, Hollywood frames and rollaway cots. 
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A company long-established as one of the 
nation's leading manufacturers of metal fur-
niture, Harris-Hub products are distributed 
exclusively in the El Paso Southwest 
through the Mathias company.  
 

 
WIDE CHOICE—Rugs, carpeting, felt 
and rubber padding, linoleum and floor 
tile make up an important part of the 
business volume of Albert Mathias & Co. 
Here a retailer-referred customer looks 
over some quality carpeting in the com-
pany’s display rooms. Lines run from ex-
pensive wools and synthetic fibres to in-
expensive, popular-priced coverings and 
padding 
 

 
THE BERKSHIRE FADE-AWAY—For 
the unexpected guests, this attractive sofa 
manufactured by National Bedding and 
Furniture of Memphis, Tenn., is just the 
ticket. As a sofa, it is 60% inches wide, 
with a deep 20-inch deep seat. The Fade-
Away bed comes' out to a man-sized 54 x 
73 inches. 
 

 

 
ANTIQUE SAMOVAR—A familiar Old 
World art object becomes an attractive 
20th Century table lamp through the cre-
ative genius of Rembrandt Lamps’' 
craftsmen. The Samovar base is finished 
in Flemish bronze, with trim in antiqued 
wood. Shade is 19 inches tall, 17 inches 
wide.  
 

* * * 
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FOUNDER SAW GREAT FUTURE 
IN SOUTHWEST 

 
75TH ANNIVERSARY 
CONGRATULATIONS 

 
MATHIAS FILLS UNIQUE ROLE 

AS MAJOR SUPPLIER TO HUNDREDS 
OF SOUTHWEST RETAIL STORES 

 
SANITARY MATTRESS, MATHIAS 

ENJOY LONG ASSOCIATION 
 

NATIVE EL PASOAN 
DIRECTS OFFICE 
Julian A. Borschow 

 
EXPERTS DEFINE 

WHOLESALER ROLE 
 

NEBRASKAN HEADS 
PARTS, SERVICE 
George A. Jorgensen 

 
PRESIDENT OF MATHIAS CO.  

SENIOR IN YEARS OF SERVICE 
Sidney Mayer 

 
VICE-PRESIDENT, TREASURER 

WITH COMPANY SINCE 1938 
Kurt Spier 
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FURNITURE DEPARTMENT 

Alfred A. Blumenthal, 
 

MATHIAS CARRIES  
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