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Fleabite is produced by the Sussex Anarchist Federatlon (SAF) Contact Nick
Heath, Flat 3, 26 Clifton Road, Brighton.

THE SUBDORMANT FILE By |
Dedicated to the gallant men and women of the Ministry of Social Security.

(As the little mossflower hits the giant puffballs, another miracle of nature is
unleashed - from Dan Dare 'Operation lMoss!')

1

You meet all your friends at the MoSS -
You get a little ticket

and you take it there to stick 1t

and you meet all your friends at the MoSS

2. (To tune 'Daisy Daisy')
Dozy Rosy

Works at the N.A.B.

Life's so cosy

Whenever you question me
Your methods are like Gestapo
A kind of mental rapo -

I'd like to shut ® i 2 |

You in a ‘hut, By (Soc.it to me baby -~ yeahyeah -
With a deathcell just made for you. e b

Soc it to me baby - yeahyeah -

3. % |

You meet all your friends at the MoSS - Soc-Sec, Soc-Sec,

They talk to you for hours |

and exhaust your mental powers - Soc-Sec, Soc-Sec - YEAH!)

and you meet all your friends at the MoSS

4. (To.tune 'Man From- Laramle )
The man from N.A.B. e -

Iile has so many notches on his note-pad
It makes you sad

To see this draggy person. -

Masting Aspersions!

No-one's ever bossed

Or double-~crossed

The man from N.A.B!

5 -
You meet all your friends at the MoSS -

They give you lotscfmoney
You get sunnyfunnyhunny!
and you meet all your friends at the NosSS

TURN DOWN THE VOLUME
From time to time the Argus carries an advert in the situations vacant column

placed by 'an International Company'.: The company is seeking 'representatives'
who can earn over £30 weekly, yet no experience is necessary. The company does
not appear to have an office in the area, for a gentleman will conduct interviews
in a room at the local hotel. ' | |

kB you take the bait, as many people (including a large proportion of students
from Brighton) do, the reality proves to be different. To put it bluntly, you are
to sell encyclopeadias. But in this business, very little is put bluntly. The
process of selling, and of recrultlng staff, is controlled by minutely detailed
instructions. - '

The salesman -he can hardly be called a representative - is required to mem-
orize a script. In this the books are never sold; they are placed in 'certain'
homes as part of an advertising campaign, entirely free of cost. Once the script
is committed to memory the salesman is driven to a new estate where there are
many middle-class families with children. One firm concentrates on the towns
where there are servicemen, for with constant postings a soldier's children have no

chance to settle down at one particular school.

So off you go. A knock at the first door. 'Good LEvening. I am a student at
the local university, and I wonder if I could have your assistance in a survey I'm
doing on advertising. Nay I come in?' This is the first of a number of questions
designed to eliminate the salesman's enemies - the people who will see through the



patter, the people who won'tv be able to keep up the payments; and the worst ones
of all - the people who listen to the whole script and then refuse., You don't
ask leading questions like '"How much do you earn?!? The correct questions are 'Do
you run a car?', 'Where d4ig you go for your holidays this year?', and similar
queries designed not only to find the approximate income of the 'prospect!?, but
also to find out how likely he is to spend extra cash, :

In due course the all-important question comes up 'Po you have any children?'_
If there are children in the house then the salesman warms to his task. The finzal
question actually is on advertising. It is '"Which do you think is the most effect~
ive form of adverthing; Newspapers, Television, Hoardings, or Personal Recommend-
ation?' The script points out that the salesman shoulg attempt to lead the pros-
pect into choosing the last one, a fairly easy job.

'I'm so glad you chose personal recommendation', says the salesman, 'For I am
doing this Survey on behalf of the well-known publishing company CollieruMacMillan,
who are looking for people like yourself in order to place a complete set of 'The
World Treasury of Knowledge' in their home, ENTIRELY FREE OF CHARGE. All we ask
is that they give us an opinion that wWe can use in our advertising,.! '

The prospect's eéyes light up. 'I have here some literature on this magnific-
.ent collection of the- world's facts,' says the Ssalesman as he opens his briefcase
and brings out the full colour~glnssy-leaflets, ' nd I'm sure you will agree with -
me that this collection will prove invaluble to you and your echildren. The hooks
are covered in real,leather"to*protect them during the daily use you are bound to
put them to. Your children will turn to them again and again for the extra know-
ledge they need to do well at school ang pass the eleven-plus (or G.C.E, and C.S8.E,)
to get themselves on in 1ife, £

used by one firm is to hold the book open ang wham it down onto the ground. Both

not possible to get the books without it, The service is described in glowing

terms - the prospect can call on the advice of = panel of experts in every subject, .
He is led to believe that he will get legal advice and representation, and shoulgd

he decide to have his house centrally heated, for instance, trained engineers will
Survey his house and sdvige him as to which system is the most economical. These .

directors maintained that this service should be given free to the people who help
us with our advertising., But the experts said no. They claimed,that_too much
time and money had been spent on the advisory service to let even g single person

but six query coupons annually, And this service lasts not for the normal ten
years, but for the entire lifetime of you ang your children. And all for only a
few shillings a Week, spread over three short years,!

He has already told himself that he's on to a good thing, a chance to get something

at a much lower price than the common herd. So, unwilling to miss out on g good -
- opportunity, he signs on the dottegd line,

1ok, It is not now possible for the prospect - or, as he is now, the purchaser -

to read the order form and discover that he has 48 hours in which to cancel the
order. This information is only printed on the order form because the law demands

: The salesman then leaves (according to the Script, to go through the same rout-
ine next door). Three days later, the purchaser is telephoned or visited., The

































