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Would This Interest You?

(H Show a merchant that you can 1ncrease
his business at no added expense to him,
and you won't get out of his office until

a contract 1s signed.
(H If the closing of such a deal would
mean a large and 1mmediate profit
for you, and 1if every new customer gained
for the merchant meant a new one for
you on your own line, don’t you think
the exclusive control of such a proposition
in your territory would be worth ob-

taining?
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THE TALKING MACHINE WORLD.

Do You Desire to Make Dollars?

GOOD COIN OF THE REALM?

We suppose Yes! Well then, we can help you

{ We have a special proposition of interest, which will

assist talking machine men to increase their incomes.

] There 1s no doubt of 1t.

€] The suggestions which we are able to make in this
particular will be of monetary advantage to every talking
machine man who wishes to broaden his sphere of

operations.

{ It will be easy to increase your income, without ma-
terially increasing your expenses, for the suggestions which

we will make do not include a large outlay of money.

{ We have gone into this subject exhaustively and we

know that we are on the right road.

{ We know that we can do precisely what we say re-
garding bringing about increased incomes for talking

machine men.

Write and see how we can make good

EDITOR SIDE.LINE SECTION
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There’s Big Money
In This For YOU

INCREASE YOUR INCOME

It makes no differnce where you live or what business you are engaged
in, you can positively incrédse your present income by haniling our machines.
They require very litile attention—just fill the machine and take out the money.
Every machine is fuilly guaranteed and with ordinary care will last a lifetime. They
are just the thing for men with small capital, because they bring quick returns and
large profits. $5.00 to $57.00 a day (according to the number operated) easily
made.

The Talking Scale—Speaks Your Weight

An automatic device which calls out in a loud clear tone the weight of the person
standing on the machine, after placing a co'n in the slot. It is a nickel-eater that
never f.ils to attract the crowd. Just read the amounts being made: Dreamland
Moving Picture Theatre, Cleveland, Ohio, $35.20 from one scale in two weeks. L.
J. Denkler, Macon, Ga., $120 from three scales in 10 days. H. S. Donnerd. In-
dianapolis, Ind., $24 36 from one sca’e in onc day. What others are doing you can
do—so don’t delay, but fill in and mail the attached coupon to-day before someone
else gets into your territory. Wc are the leading house i1 the United States f r all
kinds of Automatic Weighing Machines and Automatic . ending Devices.

Our Automatic Peanut Machineé

are positive winners, over one tho'sand Peanut
Mah'nes being operated in Cleveland, Ohio, alone
This demonstrates that the business is profitable.

Champion Gum Vending
Machines

have been adopted by nearly every railroad in the
country, including Illinois Central, Southern Pacific,
Baltimore & Ohio, etc.

Emptying the Cash Box

He looks prosperous—why shouldn’t he? His income is

A Word of Authority About the derived from operating a number of our weighing and vend-
o ing machines. Looks good—doesn’t it? You can have some
Opportunities of it too—if you operate a line of our machines—they’re !’
The chief diff:rence between gluttons when it comes down to consuming coins. b
e oATE the man of success and the un-

successful manis that the former
is quicker td recognize and utilize opportunities for mones making. Opportunities, however great,
are of no value unless acted upon—unless utilized. They come to-day and a-e cone to-morrow; hence
it is that in laying before vou the exceptional opportunity for money making
afforded oy the establishment of a line of our weighing and vending machines, we
urge prompt decision. You cannor lose.

Your investment is absolute'y under your owvn control.  You take no 1
risks such as bank failures or mining stock schemes, etc., ete

Better fill in the coupon NOW. Tell us what machine you are
interested in and we will show you how you can invest your sav-

e

] THE
ings where they will make money for you day and night. While URITED
you sleep they are working for vou. We ope-ate our own VENDING
machines in Cleveland, Ohio, and know what they & MACHINE CO.
will do. &

131 Caxtan Bldg.
and, O.

Gentlemen:—Kindly
me information regard
2 your Mutowmatic Madchines.

I am interested in your

The United Vending
WEIGHING IV;ADHINE CHAMPION GUM AND Machine co'

CHOCOLATE VENDING MACHINE SALTED PEANUTS 131 Caxton Bldg., Cieveland, O.

....... machine
Name

Address .

BRI, ... .o e e ey R RS R
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MAKE MONLEY

DURING THE

SPRING ~» SUMMER

BY INSTALLING A LINE OF
TRADE

2% ?
ORKMANST
MA R K

Baseball Goods

60 Styles of 100 Styles of

MITTS GLOVES

LOOK FOR THE BRAND
“THE NAME SELLS THE GOODS”

Product Unmatched Capacity Unlimited

WRITE AT ONCE FOR CATALOG
AND VALUABLE INFORMATION

DON'T DELAY, IT WILL MEAN MONEY LOST.
Location: e e Lesthor Marker of the 5.
Tells the Story of Our Success

In a word—Expert Operation and

FaCilitieS & Experience.
Succeed With Us.

The J. A. PEACH COMPANY

INCORPORATED

GLOVERSVILLE, N.Y.

HUGH G. HOFFMAN, H. L. BOWLDS,
First National Bank Building, Pacific Coast Representative,
CHICAGO. Mason Opera House Building,

LOS ANGELES, CAL.
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VALUE OF WINDOW DISPLAY.

The Appearance of a Window Like the Appear-
ance of a Man Is Often an Index of Char-
acter—It Pays to Pride One on the Attrac-
tiveness of the Store and the Window Is a
Splendid Indication of One’s Progressiveness.

The value of window publicity is an old but
always a “live” topic. While all the world de-
spises the man who lives for appearances only,
while we all are agreed that the habit of judging
our fellows merely by appearances is vicious,
still we are agreed also that appearances go a
long way, and are often an important index to
character, If a man persists in coming to busi-
ness day after day without a tie, and if his waist-
coat front is an advertisement of what he ate
for breakfast, we come to the conclusion that he
is shiftless and untidy.

So it is with your store; you pride yourselt
on its general appearance of neatness. You have
it swept daily, or perhaps twice daily, and you
insist that your salesmen have a smart and clean
appearance and that they welcome your custom-
ers courteously. You want as fine a display of
goods as your clientage will permit—all these
things are as a matter of course.

But do you make that last extra effort to at-
tract your customers to your store? Do you
make the first impression so inviting that when
they turn into your street or glance at your
store from across the way they pause and feel
a desire to enter; or, if they go on, feel and
remember that you have the very finest display
in town?

Don’t forget the value of first impressions.

As the eye of man is the window through
which his character may be read, so, in literal
truth, your show front is the window through
which the character of your store may be read.

POST CARDS FOR EASTER.

The Easter Season Next to Christmas Is One of
the Best Periods for Post Card Selling in the
Year—However Talking Machine Dealers
Stocking Side Lines Need Not Confine Them-
selves to Easter, but Should Carry a Line for
All Seasons and Holidays in the Year.

Talking machine men will soon be face to face
with the Easier demand for all kinds of post
cards and other novelties. In view of the wide-
spread popularity of the fancy post ecard as a
medium for seasonable greetings, retailers should
make a point of stocking a sufficlent quantity of
Easter styles. At a time like this the higher
priced and therefore more profitable lines are
the kind that will find quickest sale. By this
we mean cards that will retail at from six for
a quarter to three for a quarter, though, of
course, there will always be those who desire the
cheaper grade. After Easter, however, the

special day card will be dropped temporarily
and the view-card will come into its own. Each
year adds to the popularity of these cards and
the retailer who keeps his stock'well supplied
will find himself well repaid for his investment.
While npovelty cards (by that we mean speclal

day cards) change each year the view cards are
standard and as long as they are of good quality
there is no fear of their becoming dead stoek.
Local views are especially live sellers and the
dealer in any city or town who neglects having
a full assortment is losing a lot ‘of good money.
Buyers never tire of them and the more there
are and the better they are the more liberal and
more profitable the business. Advance orders are
essential and the dealer who has not placed his
orders for these cards is quite likely to have
more or less trouble securing the goods when he
wants them.

Whenever it is possible it is well to obtain some
exclusive views. This can often be done by
either taking a photograph or having one taken
for you of the particular object or objects of in-
terest in your locality and either sending this
with your order for so many thousand to your
manufacturer, who will print your own name
a'ong the margin of the address side—or else
end your photograph to some well known en-
graver who makes a specialty of this work and
have a cut made, from which almost any local
rrinter can run off any desired number. By
the latter process time can often be saved espe-
cially if manufacturers have a rush on.

There is no question that the German manufac-
turers have never quite been able to understand
and execute a typical American card. This Is
now being demonstrated by the large Increase
in American manufacturers who are meeting
with wonderful success. The native product
naturally comes a great deal nearer pleasing
the average American than any imported line.
Home grown humeor is more striking and loecal
art seems much better adapted to bring it out.

MAN’'S BEST TRADE-MARK.

Reputation Is Not What a Man Thinks of Him-
self, But What Others Think of Him—Some
Salient Points for Business Men to Consider.

A good reputation is a man’s best trade-mark.
Reputation is not what a man thinks of himself,
but what others think of him. A man’s esti-
mate of himself isn’t apt to pass current. Most
men would put the value far too high. Some
few would put it too low. Generally the esti-
mate Is in inverse ratio to the value, but an
unprejudiced public may be trusted to strike a
just level.

When it is announced that a new miracle-work-
ing electric device has been invented the world
is skeptical. If it is stated that Edison is the
inventor, skepticism is changed to faith. In the
reputation of the Wizard of Menlo the public puts
its trust.

George Bernard Shaw says he has written and
can write better plays than Shakespeare’s. But
Shaw’s opinion and Shaw’s reputation are a long
ways apart, and the verdict is still in favor of
the poet of Stratford.

N. P. Willis, who is scarcely remembered by a
succeeding generation, considered himself the
greatest American poet. That was Willis’ esti-
mate.

Bryant, Longfellow and Holmes set themselves
upon no pedestal, but their reputations were and

are secure.
public.

‘We can build but we cannot dictate a reputa-
tion.

A prominent western advertiser was once
asked what he considered the most essential ele-
ment in advertising. His reply was, “Reputa-
tion.” “A page advertisement,” sald he, “is of
little value unless the man making the announce-
ment has a reputation to back it up.” It isn’t
so much what a merchant offers as the fact that
he offers it.

Reputation multiplies the value of printer’s
ink. When, after a lapse of fifteen years, it
was announced that Verdi had written a new
opera, the musical world was on “the tiptoe of
expectancy.” It was not the title of the opera,
nor the Shakespearian theme, nor any star cast
that aroused public Interest. It was Verdi.
“Rigoletto,” *“Trovatore,” ‘“Traviata” and “Aida”
had established his reputation. “Otello’s” recep-
tion was cordial, as a natural consequence.

Washington’s reputation was invulnerable.
When a president was wanted for the new re-
public there was no question as to the man. The
man in whom the public puts its trust is the
man who points the way to great events.

Reputation {s worth more than riches. Wealth
in tbe hands of one who is discredited becomes
a curse. “I have lost my reputation, and what
remains is bestial,” cries Cassio. He who is
without reputation is like a rudderless ship with-
out a sall.

A tree of a century’s growth can be felled in
an hour. So with reputation! Difficult to at-
tain, priceless to possess, it must be jealously
guarded.

Hard-earned reputations have sold innumer-
able square feet of bedaubed canvas. Such be-
trayals are always extravagantly expensive. The
public is hard to win, but easy to lose. Decep-
tion Is a double-edged dagger. As a prominent
writer pertinently says: “A reputation is too
valuable an asset to be sacrificed to greed. It is
so valuable that it should be the aim of every
man to attain.”

SOME BUSINESS SUGGESTIONS.

How to Increase Trade and Keep Sales Force
Occupied.

They rest upon the estimate of the

The aim of the “Side Line Section” is to place
a line of manufacturers in touch with responsible
retail foreces, so that the two may work along
satisfactory lines of distribution.

It will pay dealers and jobbers to investigate
the offerings made in this issue by manufac-
turers, and if there is further information de-
sired, it should be understood that the Editor of
the “Side Line Section” stands ready &t all times
to supply information which will assist dealers
to broaden their lines of business operations.

Here are three links in the chaln of gold, which
will bind you to success: Intelligent buying,
good salesmanship, effective advertising. A chain
is no stronger than its weakest link. You owe
it to yourself—you owe it to your business—to
see that each of these links is as strong as your
best effort can make it.
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The moving picture theater has become so
much a matter of course that when Mayor Me-
Clellan moved a few days ago to revoke the
licenses of such resorts in New York few realized
what the industry meant in dollars, time, and
number of persons employed.

Cheap, and even humble, as many of these
shows may be, inquiry proves that they repre-
sent a growth hardly paralleled in the history
of amusements in this country. Within the last
five years their glaring signs, strident music,
and brightly lighted portals have been multi-
plied by thousands with a rapidity almost magi-
cal. In the larger cities they are numbered by
hundreds. Few towns of any size or country
fairs lack one or more of them. Flourishing on
the thin family purses which go with financial
depression, they have affected the theatrical
business so seriously that some types of sensa-
tional melodramas have been almost driven from
the field. Yet these facts hardly give a hint of
the scope of the subject—the millions of dollars
invested in such shows, the outlays for lanterns,
films, and theaters, the stream of nickels and
dimes which flow into the box offices of such
resorts every week, the growth of a wonderful
scientific invention and the ingenuity displayed
by a dozen manufacturers of films in supplying
novelties. The growth of the industry in the
United States, as figured by the New York Times,
may be summarized thus:

Capital Jinyested ol e e L S e L $40,000,000
Value of films made annually........ 102,000
Value of picture machines in use.... 2,000,000
Weekly wages drawn by employes.... 2,000,000
Receipts per week................... 3,000,000

Number of picture shows in the United

States 10,000
Number of employes at exhibitions. .. 100,000
Persons attending shows every week.. 45,000,000

Twelve millions of dollars invested in moving
picture shows in Greater New York alone was
an estimate made by an expert in the business.
There are in round numbers 500 “store shows”
in the city, besides twenty regular theaters de-
voted to the exhibition of moving pictures.

An average investment of $4,000 for each “store
show” was considered conservative. The cheap-
est of them cost $500, the more pretentious $25,-
000. The finest “store show” properties in the
city include one in Harlem, costing $30,000, and
another in Fourteenth street, representing an in-
vestment of $80,000. An average of $500,000
each was placed on the twenty regular theaters
with picture shows. dInto this estimate the value
of the real estate entered in some cases, that of
the good will in others, but, as one owner re-
marked, there is from present prospects no
better amusement to place in the theaters.

Four thousand dollars each was considered a
fair average valuation for the picture shows out-
side of New York. There were 10,000 of these
when the last count was made about a year ago.
This year, one expert said, the number is nearer
15,000 than 10,000.

“You cannot gain an idea of the growth of the
business,” he remarked, “unless you travel from
city to city and see these show places. Chicago
has nearly 350, Philadelphia about 200. One
theater in the latter city cost $150,000; another
meant an investment of $75,000. It is safe to
say that there is hardly a town east of the Rocky
Mountains of 2.000 population or more that has
not a moving picture show. In many citles of
from 75,000 to 100,000 population you find sur-

prisingly elaborate theaters of the sort costing
$50,000 or upward. If the average investment
of $4,000 .each is placed on 10,000 theaters in
the country the investment would be $40,000,000.

The films made in America every year for the
picture shows are worth at least $102,000. The
manufacture of the films is practically controlled
by nine concerns. Eight of these are licensed
urder the Edison patents, the ninth has just
formed a combination with a company repre-
senting some of the foreign manufacturers.
With an output of twelve films a week by the
licensed concerns and a total output of two Amer-
ican films and three imported every week by the
new combination there are at least seventeen
films put on the market every seven days.

Adopting an average of 1,000 feet as the length
of each film, and the current selling price of 12
cents a foot, as a valuation, each film represents
an investment of $120. The weekly output is
worth $2,040, the cost of films annually is $102,-
000. The moving picture show usually consists
of four films, each requiring fifteen minutes to
exhibit, and three or four illustrated songs, each
costing from $15 to $18 a week. In the larger
theatres the films are withdrawn and new sub-
jects substituted every second day. The films are
rented to the proprietors of the shows for $50
each a week.

The moving picture machines now in use, with
their lenses, powerful lights, and reels, are worth
$2,000,000. They are sold at prices ranging from
$175 to $225 each, with $200 as the average price.

A well equipped picture exhibition also re-
quires the services of ten people. By this is
meant the working force of a ‘“‘store show,” not
a theater. The list includes a piano player, a
drummer, a man at the lantern and his assist-
ant, and two ushers only. Their wages average
about $200 a week. With 10,000 such shows the
payrolls would be $2,000,000 for a force of 100,-
000 persons.

Into the box offices of these moving picture
shows at least $3,000,000 is passed in dimes and
nickels every week by American pleasure-seekers.
The average “store show” takes in $300 a week.
the proprietors counting on an audience of 200
persons at each performance. In the theaters
devoted to moving picture shows receipts of
$3,000 a week are considered good business. The
latter class are excluded from the §3,000,000
estimate, the sum being based on 10,000 “store
shows’” at $300 each.

With one-half of the $3,000,000 receipts repre-
senting nickel admissions and one-half tickets
costing a dime, the receipts would indicate that
45,000,000 persons visited these shows every
week, or nearly every other person in he United
States.

ROLLER SKATES NOT MODERN.

Their Invention Dates Back to 1760—Ameri-
can Manufacturers Now Excel in This Field.

1t is only necessary to visit the plant of the
Union Hardware Co., Torrington, Conn., to get
an idea of the immense number of roller skates
whieh are used in this country. They are un-
doubtedly among the most popular of the many
devices used to give people both amusement
and health. Contrary to general opinion the
roller skate is not a recent invention. It dates
back to 1760 and the inventor was a Dutchman
named Merlin, who went to England in that
year. Eight years later he exhibited a “pair ot
skates contrived to run on wheels” at a museum
in Spring Gardens, and also gave public exhibi-
tions of his prowess in skating over a smooth
floor, playing a violin the while. It appears,
however, that his demonstrations were, on occa-
sions, rather more execiting than successful, for
it is recorded that he used to fall about and
smash into mirrors and pictures which covered
the walls of the room. There are some old Lon-
doners, no doubt, who remember the perform-
ance of a ballet entitled “Les Plaisirs de I'Hiver,”
at Her Majesty’s Theater about 1849—which the
artistes acted on wheeled skates. The ballet
made a “tremendous sensation” and helped to es-
tablish the pastime in the public favor,

A RICH FIELD FOR DEALERS.

The Spring and Summer Seasons Unfold Great
Possibilities for the Talking Machine Dealer
Who Puts in a Line of Camera and Photo-
graphic Supplies—Now Is the Time to Pre-
pare for Profitanle Business.

With the coming spring a rich field opens up
to the talking machine man in cameras and
photographic supplies, the possibilities of which
are only limited to the amount of ingenuity dis-
played by the retailer. TEach day brings us
nearer to the warm, balmy period which follows
the winter and heralds the birth of new and
joyous life everywhere. It is amidst this re-
juvenation that the love of outdoor pastimes
comes upon young and old alike and with it the
insatiable desire to preserve these beauties of
nature in the one way known to science, namely,
photography. Are you going to let this oppor-
tunity slip by, Mr. Dealer? If so, it will be only
to regret it when it is too late. Why not take time
by the forelock and investigate this field thor-
oughly now?

Of course it may be that other lines will ap-
peal more to your particular customers; of that
you must be the judge. But the fact remains
that if a retailer possesses enough push and am-
bition, competition, or anything else, cannot stand
in his way with these goods. Every man, woman
or child is a prospective purchaser of photo-
graphic goods if handled in the right way, and
many schemes can be worked up to win over a
good majority. For instance, make it a point
to offer each month cash or other prizes for the
best picture submitted by your customers. This
will start a keen competition and by a judicious
amount of advertising in local dailies will add
many names to your list of purchasers. Start
camera clubs and spread the news broadcast
about the pleasure to be derived from hunting
with the camera, Why is deer hunting so fas-
cinating a sport? Simply because of the skill,
patience and endurance necessary to get a shot,
and yet from experience the writer can vouch
for the fact that it is a far more difficult feat
to obtain a good negative than it is a shot. And
once let a person get into the habit of trailing
with a camera and it is next to impossible to
break its influence. There are no game laws
to affect this sport, and if one has any senti-
ment against the rapid disappearance of game
in this country it is at least some satisfaction
to feel as one turns over the pages of his album
and glances at this animal or that bird, that as
far as he is concerned they are still enjoying
life to the fullest extent.

A REVIVAL IS EVIDENT.

Renalssance of the Bicycle in Public Favor—
The Motor Cycle Also a Big Factor in Re-
newing Interest in These Creations.

To judge from reports which reach this office
from various quarters, 1909 will see a strong re-
vival in the bicyele business in this country.
While for some years this business has lain
dormant in reality it was only regaining its wind
after the craze which swept over the country
some seven or eight years ago, and is even now
preparing for another lively campaign, which,
while it may not equal the former vogue, will
certainly be of large enough proportions to en-
able firms in the business to make a very re-
spectable amount of money. Then, too, before
there was no motor eycle to help things along,
while now there are at least a half dozen well-
known makes to tempt the purchaser. These
machines are daily becoming more and more
popular and dealers who have been fortunate
enough to obtain agency rights are reaping a
harvest for their forethought.

1f your advertising does not lie, the inquiries
it brings are of real value. It is foolish, then,
not to properly handle these inquiries—not to
have the right kind of literature to send out, and
convincing follow-up letters, based upon a win-
ning scheme.
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KNOWN THE ' WORLD OVER

ALL seasons are good for the
Gillette Safety Razor. Make

your Gillette business a steady source of in-

come. Keep your stock on display. Let your
store be known as GILLETTE headquarters.

It 1s astonishing how many sales can be made by merely
suggesting the razor and explaining its qualities. Most men
know of the GILLETTE, but many of them are not posted
on what the razor will actually do. They don’t realize what it
would’mean to them in comfort and economy.

You will find that it pays to tell customers about the
GILLETTE. The only limit to the business is the enthu-

siasm you and your sales force put into it.

Use the GILLETTE signs and trade helps.

The GILLETTE is a live proposition for any store. It
pays to be identified with it.

Gillette Sales Company

Canadian Office New York, Times Bldg.

63 St. Alexander Sireet 519 Kimball Bldg’ Boston Chicago, Stock Exchange Bldg.

Montreal
Factories : Boston, Montreal, London, Berlin, Paris

-

Glllette Safety

NO STROPPING NO HONING azor
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ILLUSTRATED RECORDS.

Talking Machine Records Can be lllustrated at
a Trifling Cost by Means of Reflecting Ma-
chine and Picture Cards—Talker Fraternity
Take Notice of This Innovation.

Since the Side Line Section has made its ap-
pearance in The Talking Machine World, the
writer has indulged in some hard thinking, en-
deavoring to give birth to an idea which might
prove of value to the ‘‘taller” man in connection
with the side line end of his business, and he
thinks he is now able to “deliver the goods.”

How many times have you sat in a theater
where illustrated songs were rendered, and while
admiring the beautiful pictures thrown upon the
curtain, longed for some method of illustrating
records without the large expense involved in the
purchase of a stereopticon and glass slides? The
writer has had just such experiences, but how
little did he dream how soon his wish could be
realized. Now that the opportunity has arrived,
it remains for you, Mr. Dealer, to get in ahead of
the other fellow, and push it strenuously forward
to the success it deserves.

Records illustrated for a few pennies! Think
of the hit such an announcement will make with
your customers. Will they not be delighted,
when they call upon you to hear the new monthly
supplements, to learn that they can procure from
you an outfit capable of producing beautiful col-
ored illustrations life-size on a screen, and when
they hear you name the price they will undoubt-
edly purchase it on sight.

Mr. Dealer, the writer sincerely believes his
idea is worth money to you, and he thinks you
will agree with him in a moment. Listen:

The machine capable of doing the illustrating
is already before the public and can be pur-
chased at retail as low as $4, so no time need

1 JOHN JONES

{TALKING MACHINES ¥

USING ILLUSTRATFEDL POST CARDS.

be taken up with a description of it. It is
simply necessary to state that it will do the work,
and do it well.

What he wishes to bring to your special atten-
tion is the fact that some progressive gentleman
can make a bunch of money right now by having
pictures similar to the colored postal cards, now
so popular, printed to illustrate records. When
you think, Mr. Dealer, that artistic picture post
cards can be bought at any news stand, drug
store, or from venders on the street for as low
a price as three for a nickel, you can easily
imagine how cheap you can afford to sell cards
of a similar quality, made especially to illustrate
talking machine records. It looks good to you,
doesn’t it?

As a side line, Mr. Dealer, this proposition will
prove ‘“the greatest ever,” “the one big noise,”
for it will set the pace for your record sales,
stimulating old trade, and establishing new. In
fact, it cannot but be a boom to the “talker”
man from the very outset.

There is a varied assortment of ballads, march
songs and descriptive selections already listed

Seize the Opportunity!

GET

Pocket Seneca No. 3-A—Post Card Size

to the expenses.

SENECA CAMERA AGENCY

as a Side Line before some
one else snaps 1t up.
not the money you spend,
but the money making op-
portunities you lose, that
really count.

Cameras can be made to
boost the net earnings without adding anything

64 Page lllustrated Catalog and Particulars Upon Request

SENECA CAMERA MFG. CO.

ROCHESTER, N. Y.
Largest Independent Camera Makers in the World

THE

It’s

Let us tell you how

in the catalogs of the different talking machine
companies, and new ones coming every month,
which are well adapted for illustration purposes,
and when the public learns that this can be done
at trifling cost, it will enhance the value of their
machines to a vast extent. Ask them and see if
I am not right.

The writer is not in a position at this time
to state the exact amount of money likely to be
involved in the manufacture of these record illus-
trations. It would depend largely upon the sub-
jects, of course, but the demand would be so
great, and, consequently, the number sold so
enormous, that even though the costuming, pos-
ing, ete., of the talent employed in making pic-
tures proved somewhat costly, the margin of
profit would still be extremely satisfactory.

‘While penning this article the writer has won-
dered whether the idea he has been bragging
about is really a product of his brain alone, or
whether at this very moment someone is not
turning out a few million song pictures.

He can only agree with the illusionist at the
vaudeville show who, when about to attempt a
particularly difficult feat, turned to the audience
and remarked: ‘‘This is a good trick if I don’t
do it.”

ILLUSTRATED RECORDS.
(Air—“When Love is Young.”)
‘When songs are sung in future
Upon the phonograph,
What do you think may happen
To help you ery or laugh?
‘What joy will hold you spellbound
‘While bugle blasts ring high?
Youw’ll see the singer there, and then
The troops march by.
HOWARD TAYLOR MIDDLETON.

HENDE MFG. CO. PUBLICITY.

The Hende Mfg. Co. have favored us with a
catalog of their Indian motorcycles, showing all
their latest styles and containing as well as a de-
tailed, descriptive and illustrated story of the
special features that enter into the 1909 Indian.
The volume is handsomely gotten up, cleverly
written and should prove a forceful means of
couveying desired information to dealers and
would-be purchasers regarding the individual
merits of these creations. The headquarters oi
the Hende Mfg. Co. is located in an imposing
building at Springfield, Mass.,, where they have
built up a splendid trade based upon quality.

SPORTING GOODS MEN IN NEW YORK.

The National Sporting Goods Dealers’ Asso-
ciation will hold its annual meeting in New York
during the present month. There will undoubt-
edly be a large attendance at this most import-
ant event, when officers will be elected and the
plans for the year outlined. It would pay deal-
ers to manifest a closer interest in this organi-
zation, for in this way the dignity of the sport-
ing goods trade will not only be maintained, but
many matters of great interest and of trade ad-
vancement will be inaugurated, all tending to
the prosperity of the retailer, jobber and 'manu-
facturer.

SPALDING AGAIN IN PHILADELPHIA,

A. D. Spalding & Bros. have secured a lease
of the building, 1210 Chestnut street, Philadel-
phia, Pa,, where they intend to open up an estab-
lishment under the management of F. J. Gray.
The Spalding people retired from the retail
sporting goods business in Philadelphia some
ten years ago, but find now that Philadelphia is
waking up, perhaps since Hammerstein captured
the Quaker capital.

To secure economical results you must system-
atize your work. If enough time can be saved
in this manner to increase your business by one
order per week it will pay you well for the
effort. By way of demonstrating we suggest that
a few minutes each evening be spent in arrang-
ing and laying out your work for the following
day. Try it.
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REASONS FOR SUCCESS.

The J. A. Peach Co., Incor., Gloversville, N. Y.,
Have Built Up Quite a Business as Manufac-
turers of Baseball Gloves and Mitts—
Reasons Responsible for Their Success.

(Special to ‘I'he Talking Machine World.)
Gloversville, N. Y., Feb. 6, 1909.

Among the progressive establishments of this
famous glove center is the J. A. Peach Co., In-
corporated, who are winning quite a reputation
as manufacturers of sporting goods. The problem
of manufacturing baseball gloves and mitts
found its ineeption in the organization of this
company in this city within the past three years.
In a general way little was known then of the
firm, the members, or the product they repre-
sented. They started the manufacture of these
specialties in a modest way with the realization
that not only one but many questions figured in
the successful marketing of their particular
class of merchandise. Their goods have now
been sufficiently long on the market to have at-
tained a well earned and deserved measure Jf
recognition among dealers and jobbers through-
out the United States. ;

In a measure success or failure in this manu-
facturing era lies primarily in the attitude, or
wise poliey laid out, and that strictly adhered
to.. Fulfilment of obligations and retention .of
confidence are two of the basic reasons specially
emphasized by the J. A. Peach Co., Incorporated,
as responsible for their successful advent as
factors of importance and standing among the
manufacturers of sporting goods.

As may be noted from their advertisement
elsewhere they are turning out a large line of
gloves and mitts covering all prices and styles.
In talking with a member of the firm the other
day he said: “Our line is especially suitable for
progressive talking machine men who desire to
handle a side line which will pay them good
profit, and bring many customers to their store.
The sporting season will soon be with us, and it
behooves those who desire to get in line to pre-
pare for one of the best seasons in many years
by stocking early.”

KING MOTORCYCLE.

Present Heavy Demand for These Machines
Which 1s Constantly Growing—Wonderful
Improvements Made in Their Manufacture—
Profits in Handling Such a Line.

Perhaps no revival has come so rapidly and so
surely as that of the bicycle craze. One has but to
watch the growing throng of cyclists fiying along
the streets of cities and towns or along country
roads to realize that such a revival is real. And
it has brought with it the motorcyecle, that auto-
mobile for one, which from a crude, cumbersome
affair of a few years ago has developed into
a handsome high-powered machine built like a
watch and capable of reeling off a mile a min-
ute if necessary. Of course the chief improve-
ments have been in the engine in the direction
of reducing weight necessary per horse power
until at the present time it is possible to secure
a four-cylinder engine of as high as seven horse
power which may be installed in the frame of a
bicycle not much larger than the ordinary styles.
Just how acute is the interest in motoreycles at
present was exemplified at the Automobile show
recently held in Madison Square Garden, New
York, and where over a score of motoreycle man-
ufacturers displayed their latest and most perfect
creations.

The entire basement was given over to thes2
machines and the exhibits were visited and in-
spected by thousands.

Many talking machine dealers formerly hau-
dled bieycles when the craze for them was at
its height and they can appreciate the profits
in handling such a line. It is the wise man in-
deed who does not hesitate to investigate the
present live opportunity of proﬁting‘ by the re-
vival and the coming of the motoreyele and put
in a stock of these machines.

Within two months at least the roads in most

sections of the country will be fit for bicycling,
and when that time comes it is the dealer who
has the vehicles to offer who will reap the
reward.

INCORPORATED THIS MONTH.

The World Patent Vending Co., of 172 Wash-
ington street, Chicago, Ill, has been incorpo-
rated to carry on a general mercantile business
with a capital of $1,000. Hiram I. Keck, John
W. Clark and Michael Baccash are the incor-
porators.

* * * *

Among the new incorporations in the State
of Illinois is the Commercial Appliance Co., 135
Adams street, Chicago, organized with a capital
of $3,000 to manufacture novelties. The incor-
porators are M. M. Wood, George W. Conover
and Arthur MacNeal.

* » * *

The International Film Mfg. Co. has been in-
corporated at Dover, Del, with a capital of
$10,000. The incorporators are: Orrin B. Faus-
sett and Isaac Kriebel, of Philadelphia, and
William C. Popp, Wilmington.

* * * *

The Knickerbocker Leather & Novelty Co.,
New York, has been incorporated under the laws
of the State of New York, to manufacture leather
goods and advertising novelties, with a capital
of $60,000. Incorporators: William Tager, 1109
Forest avenue; Barnett Epstein, 1110 Jackson
avenue; Morris Epstein, 1105 Forest avenue; Saul
L. Kowarsky, 1107 Forest avenue, New York.

* b3 * *

The Payne Mfg. Co., of New York, has been
incorporated under the laws of the State of
New York to manufacture novelties, notions,
ete., with a capital of $10,000. The incorpora-
tors are: Hulbert Payne and Ellen D. Payne,
3 Burling Slip; James J. Wilson, 288 St. Nich-
olas avenue, all of New York.

» * » *

The Calumet Film Exchange, of 184 La Salle
street, Chicago, has been incorporated under the
laws of the State of Illinois with a capital of
$21,000 to deal in moving picture films. H.
Heinemann, John A. Verhoeven and George
Hoke are the incorporators.

* * * *

The Illinois Metallic Novelty Co., of 908 Unity
Building, Chicago, Ill., was incorporated during
the month to manufacture novelties, etc., with
a capital of $3,000. Incorporators: George E.
Miller, James G. Kellogg, William H. Feindt, Jr.

* » * *

The George K. Spoor Co., of 184 La Salle
street, Chicago, have been incorporated recently
to deal in moving picture supplies with a capital
of $5,000. Incorporators: John A. Verhoeven,
L. R. Verhoeven, Robert Verhoeven.

» » * *

The World Machine Co., Irvington, N. J., has
been incorporated to manufacture vending ma-
chines with a capital of $250,000. Incorporators:
H. M. Browne, F. W. Mills, E. J. Forhan.

FEBRUARY, THE SHORT.

“I suppose you know how the month of Febru-
ary happened to have but 28 days,” said the
snake editor' to the horse editor.

“Yes, I do,” was the reply. “When Julius
Caxsar revised the calendar, he named a month
after himself, July. The following month was
left with its old name, Sextillis, or the sixth
month, for that was its number in the Roman
calendar. When Augustus became emperor, he
thought he had as good a right to have a month
namea after him as Julius had, so he renamed
Sextillis and called it August. At that time Sex-
tillis had but 30 days, while July had 31. Au-
gustus thought his month should have as many
days as Julius, and one was taken from poor
little February to accomplish the object.”

“I always supposed that something of the sort
happened, but my idea was that Augustus had
been working so hard one February that he took
a day off, and it never was replaced.”

WRIGHT
& DITSON
LAWN

TENNIS
GOODS

Dealers in Talking Machines

who want to add a profitable side
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CAMBRIDGE, MASS.
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ATTEMPTS AND ACCOMPLISHMENTS.

“The Reason Why Most Men do Not Accom-
plish More Is Because They do Not Attempt
More,”” Says U. G. Case in Modern Methods.

The above is most likely applicable, in a sense,
or in a degree, to every individual. There is a
marked tendency in human nature to do only
that which is required or ordered, or sufficient
to create an income to satisfy ordinary desires
of a personal nature—living and pleasure.

Decided successes may generally be traced to
definite causes, embodying an attempt always to
do more than is required of you, or through hav-
ing greater than ordinary desires. Yet, decided
successes are also sometimes a fortunate com-
bination of circumstances—called luck by some.

Non-success cannot always be traced to inabil-
ity, lack of personal characteristics, or an in-
sufficient strong will, or lack of interest, or of
desire to succeed. That word fate seems to enter
strongly into their lives. Unfortunately there are
some people who can’t accomplish any degree ot
success.

This is generally traced to some reasonable
and explainable cause, and yet they cannot over-
come the cause. Probably, it is the work of a
higher force. A millennium probably never will
make its appearance; probably we would then be
worse off than now. If equality existed there
would be nothing to strive for.

This suggests ambition. The world’s advance-
ment is gaged by man’s ambition. To be satis-
fied is to have no ambition. To be dissatisfied
is to desire more—greater accomplishments men-
tally, bodily, worldly and spiritually. Hence
ambition creating. Ambition works overtime, at-
tempts more, accomplishes more.

If we only do what we are ordered to do, we
put ourselves on a level with the lower instincts
of uncivilization, or the lower animals that do
man’s bidding. An equality of humankind from
prehistoric days to the twentieth century, would
set us back almost that many centuries com-
pared to the present world’'s progress.

If we only do what we are ordered to do, we
find no pleasure in the work, in the accomplish-
ment—we only await pay day—meanwhile prob-
ably -labor against will—rather a slaving propo-
sition. To sleep the required number of hours,
work ten hours a day, do some necessary per-
sonal work during balance of time, leaves us a
small proportion for pleasure,

Consequently, blessed and fortunate is the man
who gets pleasure out of his work—works with
a pleasure. It is he who endeavors to do the best
possible—the best in him—it is he who attempts

THE TALKING MACHINE WORLD.

more, hence accomplishes more, resulting in ad-
vancing himself mentally, bodily and increases
his income.

Success in any sphere of life is, therefore,
traced primarily to an ambition for advancement
mentally and in the work allotted to us; to im-
prove ourselves so we can improve on our work
results; to always attempt more than we are re-
quested to do, and to do it—not theoretically, but

practically. Deeds count to yourself—to your
employer.
Applied to salesmanship, they mean you

should, to attain decided success, advance your-
self mentally. This means knowledge of a gen-
eral kind. Create a personality that earries with
it a force that attracts—that is magnetism. This
force is the power that wins—makes friends—
brings orders—retains friends—continues orders
—broadly speaking, means Success.

It means you should constantly seek a better
knowledge, better general understanding of your
goods. You should know as much as possible
of your competitor’s goods. You can never know
too much. Properly fortified you can hold out
indefinitely. Read and study all you can secure
on your line of goods. Knowledge is power—
someone said.

It means an inate desire to succeed—ambition
ot a higher order, the kind that wins character,
honorable orders and money—not the wrecking
kind.

Create records, keep up by all possible and
honorable means such records. Do not rest on
well-earned, well-deserved laurels. Look for
higher laurels. Do not take for granted your
company is satisfied. They never are—all busi-
ness houses are grasping. Even if apparently
satisfied, strive yourself for increased orders—
it’s the one positive way to increase salary.

Work the required time—sometimes more—it

pays. Rob your employer of nothing—not even
time. Time means money to him—he pays you
for it. Never think you do too much. Those that

do don’t succeed—they become grouchy because
too all-important—to themselves—expect too
much. Attempt more—do more—the reward is
bound to come some day.

Do not attempt more because no other sales-
man with your company gets more salary, or be-
cause he gets less. Do not guide yourself by
others. Every “man is the architect of his own
fortune”; so also of his standing and place in his
company. Aim to surpass all other salesmen;
when you surpass, aim still higher—the reward
is yours—uot the other salesman'’s.

Moral: “The reason many salesmen accom-
plish more than others is because they attempt
more—the reward is self-evident.”

No. 1 or short pen, 43{ inches open
NO. 2 € loug €« 5% .« “
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THE NICKEL EATER.

The Man in the Box Who Is Constantly Crying
for More Coin—A Novelty Which Is Attract-
ing Great Attention in All Parts of the
Country—Splendid Possibilities in This De-
vice—A Novel Invention Is the American
Talking Scale—It Speaks Your Weight.

The Talking Scale is an automatic device which
calls out in a perfectly audible tone the weight
of the person standing on the scale, after plac-
ing the coin in the slot. It's a big money-maker.
The novel money-maker is not an experiment,
but a method of cleverly combining the two well-

TWO VIEWS OF TALKING SCALE.

known perfect machines—a scale and a talking
machine,

The Talking Scale is equipped with a 10-inch
disc record. The different weights are recorded
on the record in the same manner that a song is
recorded; that is, after the scales announce “one
hundred pounds” the scale speaks “one hundred
pounds,” according to the weight of the person
standing on the platform.

‘When a person stands on the platform of the
scale there is an attachment connected with the
platform which draws the reproducer or sound-
box down to the line on the record which is to
announce the correct weight. When the coin is
inserted in the slot it falls down the chute and
releases the disc, which makes one revolution,
calling out the correct weight. This announce-
ment is carried directly to the opening of the
machine by the aid of a metal horn.

This marvelous device is manufactured by the
United Vending Machine Co., Cleveland, O.

This concern operates hundreds of machines
and have a perfect index system for keeping ac-
count of labor, supplies and percentage paid to
location, so that in an instant they can ascertain
all particulars relating to any machine, no matter
where located. They can supply valuable statis-
tical matter to assist their agents in every part
of the country.

The opportunities this product offers to bright,
energetic business men are manifold. The
closest investigation is invited and the manufac-
turers desire representatives who will take hold
of this business proposition with determination.

There are hundreds of first-class places where
the machines can be placed to advantage, such as
hotels, cafes, railroad stations, waiting rooms,
summer and winter resorts, cigar stores, etc.

They are money-makers, and they attract the
curiosity of the public.

Here is an opportunity for talking machine
men to getshn touch with a money-making propo-
sition. The company will be pleased to supply
all necessary data and information, and it is in-
teresting to note what money-makers are these
coln-operating machines,
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CARDS FOR NATIONAL HOLIDAYS.

Among the Most Profitable According to Those
Who Have Given the Field a Thorough Trial
Are the St. Patrick’s Day Emblems—Some
Interesting Data in This Connection.

Chatting the other day with a talking machine
dealer who has made quite a success of post
cards as side lines he said that among the
various special cards he handled of ‘St. Valen-
tine’s Day, Easter, Washington’s Birthday, Lin-
coln’s Birthday, St. Patrick’s Day, Decoration
Day, Fourth of July, Labor Day and other festi-
vals, his best sellers are those designed for Irish
celebrations, and that of the varipus buttons,
badges, shamrocks, ornaments, brooches and
rosettes made up for Irish celebrations there are
sold in this country altogether about a thousand
million annually, or as many as are sold of simi-
lar emblems for the celebrations of all other
nationalities put together.

As the dealer puts it, suppose there are in this
country of Irishmen and their immediate de-
scendents, say 10,000,000 people; that would
give 10,000,000 Irish purchasers. But there are
sold of these Irish emblems a thousand million
a year, or g hundred times ten million, and who
buys them?

They are sold for souvenirs at dinners and
they are sold at fairs and to be worn at various
celebrations as well as on St. Patrick’s day. Many
are lost or broken, others being bought to replace
them. Many are bought to be given away; in-
dividual purchasers buy a dozen at a time and
give them to their friends. Irish emblems ap-
pear also to be bought and worn by people of
various other nationalities.

The sale of the shamrock and other Irish em-
blems in the streets is confined to a few days
about St. Patrick’s day, but preparations for this
brief period of public sale, when novelties are
introduced, are made months in advance. Em-
blems that will be offered in the streets here on
March 17 may have been designed and the manu-

facture of them begun last September. New
York dealers in these emblems and in the multi-
tudinous variety of novelties that are produced
for all sorts of other occasions as well, sell goods
all over the country and samples must be out
early.

Of $St. Patrick’s day emblems, for example,
there are now offered about a hundred varieties,
and the manufacturers get out new styles every
year. Dealers in distant localities, as for in-
stance on the Pacific Coast, must have these
samples to select from well in advance to enable
them to give their orders in time, and it takes
time to manufacture and transport the goods,
which must arrive at their destinations in ample
time for distribution.

And the same is true of the little hatchets and
badges, emblems of one sort and another that
are specially designed for Washington’s Birth-
day, as it is also for the many kinds of emblems
that are made for the various other days in the
course of the year on which emblems are worn.
They are all designed and the work of manufac-
turing them is begun long in advance, and of all
these many emblems thus designed for wear on
special days there are sold altogether in the
United States about 2.000,000,000 yearly.

COLOR CHRONOPHOTOGRAPHY

Seems to be Nearing Its Final Solution—Some
Recent Developments.

After the successful solution of the problem
of color photography by the Lumidre Brothers,
the problem of color chronophotography seemed
to be nearing its final solution. But the practi-
cal difficulties encountered were far greater than
in ordinary photography. Flexible films of 100
feet and more in length must be handled, in-
stead of glass plates of limited size. On the
other hand, the Lumiére process is suitable only
for the making of transparencies. Duplicate posi-
tives from a series of negatives are out of the
question.

A novel system has recently been invented by
a Roman painter, Signor Barricelli, for the cine-
matographic reproduction of animated scenes in
their natural colors, says the Scientific American.
The coloring of the films is obtained by means
of the three-color process, but in a novel way.
Instead of coloring the film itself, the inventor
reaches his result by a rapid presentation of
images, each of which is colored in one of the
three fundamental colors—red, yellow, blue. By
virtue of the well known phenomenon of visual
persistence, these images will give the impression
of a complete three-color image.

In order to reproduce a given scene in its
natural colors it is sufficient to photograph the
object three times through properly colored
screens, each of which will allow only the light
rays of a given color to pass. Thus, three
analytical color negatives are obtained. The
corresponding positives printed from ihese neg-
atives in black and white must be projected in
rapid succession on a white wall, each through
the same color screen used in obtaining the neg-
ative. The eye will then perceive a multi-
colored image, provided the rate of succession
be such that the individual impressions due to
the various colors on the retina may superpose
themselves on one another. The length of the
photographic film, as well as the speed of suc-
cession, should, accordingly, be three times as
great as in the ordinary cinematograph. The
system adopted by Barricelli for insuring the
suceession of the various color screens in front
of the objective, both during the taking of the
views and during projection, is of remarkable
simplicity. A glass disc divided into three col-
ored sectors, according to the fundamental colors
red, yellow, blue—is rotated in front of the ob-
jective so as to change the screen at each move
of the cinematograph shutter.

Energy, system, perserverance; these were the
cardinal principles of Napoleon's success. You
need them all in your business if you desire to
achieve success.
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NO USE FOR OLD FOGY METHODS N

In These Modern-Method Days—*‘Investments’
and ‘“Expenses’~—How to Build Up a Steady
Patronage-—Ildeas Abound in Every Direction
~—Profit Made Out of Honesty,

It takes all kinds of people to make a world,
and all kinds of people have all kinds of opinions.
There is the old fogy merchant, for instance,
who does not believe in the so-called up-to-date
methods—up-to-date store fixings and arrange-
ments. He is afraid that any radical change
will drive away the old-established and steady-
going trade that the store has been years in
building up.

Up to date means increased expenses to him;
it is just a clever scheme to wheedle some of
his cash away. He forgets that the old reliable
trade will, in the process of time, if through no
other cause, die off, and that unless new trade
is continually added the days of his business are
surely numbered.

In order to do a successful business, and keep
it ever on the path of progress, the confidence of
the public must be secured.

Nowadays people have little confidence in any
business that does not make some pretensions
to being up to date. They have an idea that the
men who run it are themselves behind the times;
that they do not keep posted on styles, fashions
and methods. And who would patronize a store
for supplies if they felt that the goods displayed
were more likely to be old style and out of date
than just fitted to the season’s requirements.

The appearance of the store has much to do in
making a good impression, and an erroneous im-
pression once formed is the hardest thing to
overcome.

The bugbear of expense often stands between
a man and success. Have you ever seriously
considered what expense means—what it is?

Stocking a store with goods is an expense,
and a pretty big one. Clerk hire is another

this proposition !

large item of expense; so is rent, heating, light-
ing, advertising, ete.

The biggest amounts are usually dignified with
the term “investment,” the little fellows are
simply called “expense,” and every merchant
makes it his business to cut the latter as much
as possible.,

Call them all investments, treat them as such,
and you will be more likely to get profitable
returns.

USING DENATURED ALCOHOL.

Quite a Demand for Convenient Utensils to
Use Denatured Alcohol as Fuel-——New Field
Opened Up by an Enterprising Dealer—
Within a Short Time Denatured Alcohol
Will Become the Proper Fuel.

A line that is being energetically pushed by
the manufacturers is that consisting of utensils
for using denatured alcohol. When only the
pure alcohol was obtainable there were various
forms of stoves and lamps put on the market,
but the high cost of the alcohol practically made
its regular use out of the question in the average
household.

Since the time the Government recognized the
industrial standing of denatured alcohol and the
fact that when thus prepared it was unfit for
human consumption, thereupon removing the
revenue tax from the denatured product, there
has been a strong stimulus in the devising of
convenient utensils to use that fuel.

Concerns have sprung up having for their ex-
clusive purpose the exploiting of such utensils,
special cooking demonstrations for housewives
being given several times each day.

At the present time articles for using dena-
tured alcohol include heaters, various forms of
cooking stoves for the home, yacht or for travel-
ers, self-heating iroms and various forms of
lamps. A line of these specialties presents a
most attractive appearance and their novelty
appeals strongly to the progressive housekeeper.

| A SIDE LINE

which may soon become

YOUR MAIN

T We can refer to quite a number of talking machine dealers who have
taken on our line of

PIANOS and PLAYER PIANOS

and feel well pleased with the results achieved !

We control the output of two large factories furnishing a complete
line of pianos and player pianos of unexcelled merits !

Let us hear from you.

WINTER & CO.

Manufacturers

220 Southern Boulevard (cor. E. 137th St.)

—

Suppose you consider

The standard price for denatured alcohol is
about sixty cents per gallon and it is even now
readily obtainable even in the smaller towns.
The growing demand for it will naturally mean
that it will be handled by other dealers besides
druggists, who practically control the sale of
denatured alcohol at present.

Dealers looking for a handsome, easily handled
and attractive side line should investigate the
possibilities of articles mentioned. Their nov-
elty will appeal strongly to the casual caller and
the cleanliness of denatured alcohol as a fuel
combined with the absence of disagreeable odors
and danger of explosion should interest those
who desire handy cooking contrivances for the
heated months and for the vacation period. How-
ever, the lamps and, in fact, all the articles are
decidedly in season all year round, their uses
being manifold.

NATIONAL SALES MANAGERS MEET.

“The National Sales Managers' Association was
perfected recently at Chicago. About fifty-five
sales managers of Chicago industrial and com-
mercial concerns enrolled as charter members and
a permanent organization was effected. The fol-
lowing were the officers elected to serve the first
term of six months:

President, H. H. Cushman, of the L. A. Becker
Co.; vice-presidents, C. A. 'S. Howlett, of the
Western Electric Co.; L. G. Muller, of the Co-
fumbian Bank Note Co.; Geo. C. Ebeling, of Gage
Bros. & Co.; secretary, John T. Webber, of the
\Wabash Cabinet Co.; treasurer, R. L. De Nise,
of the Adams & E'ting Co. While the member-
chip is at present limited to Chicago sales man-
agers, -it is the purpose tc make the organiza-
tion national in its scope and steps will te taken
to extend the membership accordingly.

Successful salesmanship is based upon an inti-
mate knowledge of human nature. Study your
customers. Get acquainted with their individual
characteristics and humor their fancies.

LINE

NEW YORK CITY
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SOME EXCELLENT SIDE LINES

Made in the West—New Viascope Co. Catalog
—Post Cards and Accessories—F. W. Mc-
Intosh Co. Specialties—The Output Co.’s
Lines—Other Goods That Should Interest
Talking Machine Dealers—The World’s Spe-
cial Side Line Section Praised.

(Speeial to The Talking Machine World.)
Chicago, 111, Feb. 6, 1909.

The special side line section which made its
debut in separate covers last month has attracted
a great deal of attention, and much favorable
comment has been heard in the trade regarding
the importance of side lines, which in this day
of expansion fill the aching void in the talking
machine stores. A perusal of the side line sup-
plement, with the various offers of its attractive
side lines, has been found by Chicago dealers
with their already numerous variety of lines to
be worthy of consideration.

When one considers that good side lines not
only make the store more attractive in the orna-
mental sense, but earn enough on the practical
side to balance the rental, light, heat and other
expenses he will wonder how he ever did with-
out them.

The Viascope Co. of this city, have just
brought out a very attractive catalog describing
“the latest and best moving picture machine.”
In this five-cent theater era talking machine deal-
ers have not only sold these machines, but in
many towns have secured five-cent theater privi-
leges, thus opening for themselves another profit-
able business.

The post card industry of Chicago is a very
live one at the present time and offers to the
dealers a meritorious side line. Gartner & Ben-
der, 107 East Madison street, have just brought
out some very fine styles that are making quite
a hit with the trade.

For those dealers who handle post cards, news-
papers, magazines, etc.,, the Gier & Dail Manu-
facturing Co., of Lansing, Mich.,, have several
cabinets that represent the latest up-to-date im-
provements of that line. “We make the only
post card cabinet with a center disc. We . have
seven different styles of revolving post card
racks. We have post eard and magazine pockets
in any length strip to fit in any space in your
store,” they inform your correspondent.

The F. W. McIntosh Co., 179 Lake street, have
several side lines which could be used as auxil-
iaries by dealers. The President ink pencil, which
is guaranteed to be a perfect writing instrument
and one worthy of the name, can be used alike
by men, women and children. 1t can be handled
with good profit and should offer a good slde
line. A line of statuettes that can be used as
ornaments and oddities and that are live wires in
the selling field are also offered by the company.

The Output Co. of America, with offices at
1110 Heyworth building, are not only having ex-
cellent results in marketing the output of the
Cut Glass Works, but will in the course of a
couple of weeks consummate arrangements for
the handling of several lines which will make
peculiarly good sellers for talking machine deal-
ers.

The Automatic Machine and Tool Co., of this
city, have a very excellent slot machine con-
taining 24 disc records that they will put before
the trade in a very short time. It offers every-
thing modern in this type of machine and is a
money-maker.

The sporting goods factories are turning out
baseball goods galore at the present time, and
many of them are so rushed on present orders
that their plants will be run to capacity limit
for the next four months, irrespective of future
business.

A post card concern that has its busy signal
out almost all of the time is Alfred Holzeman,
of 2815 Wabash avenue. Mr. Holzeman is a
worker and is a specialist in his own particular
field.

There has been nothing of recent years that
has magnetized the trade as has the “Billiken,”
god of happiness, luckiness and prosperity. It is

“———

the invention of a Chicago girl, and is marketed
by a Chicago company. Notonly have most of the
retail stores these goods on display, but they are
seen in private residences all over the city. The
object of the “Billiken” seems to be to destroy
the “grouch.”

Talking machines speak for themselves, and
the fact that many dealers are adding fountain
pens as an auxiliary side line would seem to in-
dicate that the pens would write for themselves.

J. C. GROSHUT ON WESTERN TRIP.

Secretary of Manufacturers’ Qutlet Co. Expects
to do Record Business—His Extensive [tiner-
ary Covering About Two Months—Another
Trip Planned.

The same day that the Manufacturers’ Outlet
Co. removed to their new offices and factory, on
the second floor of 89 Chambers street, New
York, namely, February 1, J. Chas. Groshut, sec-
retary and treasurer, started on a selling trip
that will take him through the Middle and Cen-
tral Western States and through the Northwest.
With the company’s lines, which he believes will
appeal to the general talking machine trade look-

o

e ——

J. CHAS. GROSLUT.
ing tor profitable side lines, Mr. Groshut expects
his sales will exceed $100,000. He is an experi-
enced traveler and seasoned salesman.

His itinerary is as follows: Albany, Schenec-
tady, Utica, Syracuse, Rochester and Buffalo,
N. Y.; Cleveland and Toledo, O.; Detroit, Lan-
sing, Grand Rapids and Kalamazoo, Mich.; Chi-
cago, Ill.; Racine, Milwaukee and La Crosse,
Wis.; Minneapolis, St. Paul and Duluth, Minn.;
Dubuque, Cedar Rapids and Des Moines, Ia.;
Omaha and Lincoln, Neb.; Topeka, Kan.; St.
Joseph, Kansas City, Jefferson City, St. Louis and
Springfield, Mo.; Decatur, I11.; Terre Haute and
Indianapolis, 1nd.; Louisville, Ky.; Cincinnati,
Dayton, Springfield and Columbus, O.; Wheeling,
W. Va.; Pittsburg, Harrisburg and Philadelphia,
Pa.; Trenton, N. J.

Mr. Groshut will probably be away at least two
months, and on returning will go through the
South and Southwest.

HOW THE DOLLAR MOVES.

An Illustration in Multiplication Which Like
the Acorn Grows Large Oaks of Profit.

Here is a simple problem in multiplication:
1f you iuvest a certain amount of money in a
piece of music, or a banjo, mandolin, or har-
monica, or any other side line item which you
handle, and then sell it at an advance of 15
cents, you have made 15 cents.

If you use the same money for the purchase
of similar goods, and make four such deals in a
year, you have cleared 60 cents.

1f you have $10,000 in your business, and are
able to turn it over four times a year, you are
on the same level as the man who has $40,000
and turns it over once in a year.

1f the above don’t carry its own moral, then
there is no moral to be made out of it.

That is a great question in selling goods: To
sell the goods, and get the money out of them;
to have that money to put back into other goods,
to sell again.

1f you have a dollar locked up in some old

slow-coach of an article, go at it with all your
might, and get that dollar out. Then speed it
forth after something else that will move live-
lier; keep it at work, and make it earn scme-
thing all the time.

Better have your money in a savings bank at
3 per cent. than in some old “storekeeper” at
nothing at all.

STATIONERY AS A SIDE LINE.

A Line Always in Demand—The Local Dealer
Gets the Trade—An Excellent Offer to Those
About to Install Such a Line,

Everybody writes letters, and cansequently
everybody must buy stationery either in large or
small quantities, and the gemeral inclination is
to buy it at the most convenient store. The
dealer who has a side line of writing paper and
envelopes is therefore in a position to build up
a large and profitable trade in same in his im-
mediate vicinity. Those considering installing
such a line should not fail to peruse the an-
nouncement of the Berlin & Jones Co., New York,
offering an assortment of writing paper and en-
velopes, 100 boxes, sufficient for the nucleus of a
stock, for $15. The stationmery is of good quality
and sells for 25 cents and more per box, ensur-
ing an excellent profit for but little effort.

HOW PIANOS MEAN PROFIT

For the Talking Machine Dealer—Appeal to
His Customers Who Appreciate Music—How
Coin-Operated Electric Pianos Can be Made
to Produce Large and Steady Income.

Many talking machine dealers have realized
the advisability of installing pianos as a side
line, and the suceess that has attended such a
move has been most pleasing. Pianos, as musi-
cal instruments, naturally appeal to those people
who are regular purchasers of talking machines
and records, for such people have an appreciation
of music, and generally have a desire to get
away from the machine-made product occasion-
ally and make their own music by means of vari-
ous instruments. Several lines of pianos have
been exploited in the columns of The Talking
Machine World, and dealers have shown marked
interest in the possibilities of handling such a
line.

Coin-operated electric player-pianos are a line
that brings profit to the dealer two ways. He
can sell them outright to amusement resorts,
cafés, etc., at a good figure, and incidentally
create a customer for additional music rolls, or
make still more money by installing the pianos
in various public places on a commission. The
gross earnings of these instruments in a fairly
good location make a surprising total, and the
cost of the piano is sdon cleared, the further re-
ceipts being gilt-edged profit.

JAPAN AS A BICYCLE CENTER.

Japan is quite a center for bicycles, according
to Comsul John H. Snodgrass, who, writing to
the Department of Commerce and Labor at Wash-
ington, from Kobe, states that, although the im-
ports of bicycles into Japan have notably de-
creased of late, there are still some 40,000 vehi-
cles imported every year. In that country they
are now used rather for practical purposes than
for pleasure. In addition to those imported en-
tire, separate parts are imported, it is estimated,
sufficient to make about 50,000 bicycles. Be-
sides imported machines, some 40,000 or 50,000
are manufactured in the country every year. The
total number of bicycles now in use in Japan
is estimated at about 350,000, and their duratiou
of life is not longer than five years, on an av-
erage. The demand for tires is estimated at 200
pairs per day. Not more than 60 pairs are made
in Japan, the rest being imported. In 1907 Great
Britain furnished 30,000 bicycles to Japan, and
in addition $270,000 worth of parts, while the
United States furnished 3,218 bicycles and $178,
000 worth of parts.

T
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“Peerless’”’
SucTiION CLEANERS

THE IDEAL SIDE LINE

A Necessity for the Home, Office or Store.
Large Profits and Exclusive Territory.
Write To-Day.

You Wish to Increase Your Prof-
its, Do You Not? Then Listen!

You are no doubt familiar with the suction
process of cleaning homes. You should be

Model “A,” $15.00

SUCTION CLEANERS ARE : equally familiar with the
BECOMING A NECESSITY F~

Peerless Gleaners

and you certainly can-
not afford to miss this
opportunity to handle
the Peerless.

If you are not, don’t de-
lay writing us for par-

Model “B,” $25.00 thUlaI'S.

You have No Competition and every
home 1s a prospect. Can you conceive a more
recent or more profitable side line?

Model “C* or **D*
Model ¢“C** For Direct Current, $55.00
Model ““D** For Alternating Current, 65.00

WMannfactnrers Outlet Company

New Address
89 CHAMBERS STREETl NEW YORK
71 READE STREET
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Within three months the majority of the
amusement parks in all sections of the country
will be in operation for another season, and as
last year most of them will include among the
attractions a roller skating rink. These rinks
offer an excellent field for the dealer handling
roller skates, for new skates have to be pur-
chased each season, as the old ones are lost,
broken or worn out. If the local dealer is in-
dustrious he will land that rink trade by en-
ergetic action. Then, true, there are the private
skating enthusiasts and the children to be ca-
tered to, whose interest in the sport is kept alive
by the proximity of the rinks. A good line of
roller skates is a paying investment, and a line
to the Union Hardware Co. Torrington, Conn.,
who make roller skates, will bring valuable in-
formation on the subject.

* x * %

It’s easy enough to be cheerful when life fiows
along like a song, and after all it’s not so hard to
be cheerful habitually if you take the pains to
get the habit.

- »* » *

The value of the post card collection is en-
hanced manyfold by the use of the Mayer Re-
flectograph manufactured by Charles W, Mayer,
Rochester, N. Y. The views on the cards are
enlarged to pictures from 6 to 8 feet square,
with all the colors of the original preserved and
brought out. Acetylene, gas or electricity may
be used in the Reflectograph with equally good
results.

L Ll L] Ll

Don’t worry when you hear that a purchaser
to whom you had almost sold goes across the
street and buys from your rival. In a similar
manner, you have made a good many sales which
your rival thought he had safe in hand.

* % ¥ %

Wright & Ditson’s celebrated tennis balls are
as usual to be used at the National Champion-
ship Tennis Tournament to be held shortly. The
great majority of the tennis champions ascribe
a large part of their success to their wisdom in
using the Wright & Ditson rackets. The dealer
will profit by writing to Wright & Ditson, Bos-
ton, for a catalog of their lawn tennis goods and
ascertaining the advantages in handling the

line.
* - * *

Don’t tell your story too glibly. The man who
rattles off his piece about the goods, as if he had
said it a thousand times, doesn’t inspire any too

much confidence.
* - * *

In a very few months, when Nature puis on
her garb of spring, outdoor pbotography will
again be in high favor, Have you a line of
cameras and supplies to supply the enthusiasts
in your section, cameras that when once sold,
stay sold? If not it will pay you to communicate
with the Seneca Camera Co., Rocbester, N. Y.,
who have some very interesting information on
tap.

* * * L]

Don’t lavish all your exquisite politeness on
the pretty young ladies and well-dressed people
who come into the store. The old man with a
gingham umbrella and cowhide boots has silver
and gold sometimes in his pockets.

* x ® *

The season is rapidly approaching when the
lover of outdoor sports comes into his own when
gun and rod, golf club and racket again reign
supreme. Dealers are now getting in touch with
the newest features in the year’s line of sporting
and overhauling stocks preparatory to placing
orders. Those familiar with conditions in the
sporting goods field predict a record-breaking
season for the dealers who are prepared. Are
you numbered among them?

ha;

MARATHON CRAZE HELPS TRADE.

S. B. Davega Reports Heavy Demand for Run-
ning Outfits—His Success With General
Sporting Goods.

Thanks to the Marathon craze, S. B. Davega,
of 126 University Place, is realizing considerable
in the sale of running pants, sweaters and other
requirements for the athlete. He has proved
thereby to his satisfaction the efficacy of sport-
ing goods as a side line to his talking machine
stock.

Mr. Davega has left his Fourteenth street
store and converted a wing of his store on Uni-
versity Place into a spacious emporium with a
gallery. There he has moved his entire stock.

While carrying on his extensive wholesale
trade, Mr. Davega sells sporting goods of all
varieties. Cameras, ice skates, tennis parapher-
nalia, Ingersoll watches, college pennants, deer
heads and other specialties are conspicuously ex-
hibited and from their sale is realized no small
profit.

The wide-open success of S. B. Davega's side
lines bear testimony to the fact that there is
little narrow-mindedness on the part of trades-
people dealing exclusively in wholesale. The
latter in few cases are prejudiced by the ap-
pearance of side lines with the general stock.
If there has been any loss in the wholesale trade
it has not been observed by Mr. Davega, whose
side lines have spelled for him in increased
business capacity and many extra dollars.

THE HERO WHO WOULD NOT ADVERTISE.

Captain Mark Casto, of Atlantic City, N. J.,
breveted “hero” by thousands of newspapers two
years ago, is a bankrupt. The sheriff took his
property last week and sold it at auction. He
is a silent man. He shrinks from the spotlights.
He put away his “hero” decorations in the
bureau drawer. And so he failed, because he
knew not how to advertise, or he had not the ad-
vertising temperament, says a writer in the
Editor and Publisher.

Two years ago a big ship with many passen-
gers ran on the bar off Atlantic City. The wind
screamed. The waves pounded her to pieces.
The population of Atlantic City stared incom-
petently from the Board Walk. The official
life savers could not launch their boats, nor
send any help.

Then came Mark Casto, a fisherman, with his
little sloop, of which he was skipper and dubbed
‘“captain.” He sailed his craft out in the teeth
of the storm. He took off the passengers. If
ever there was a gallant feat of seamanship that

was one. Honest sailors are not given to the
use of the word “hero.” They do what is to
be done. So do men of the fire departments—

“all in the line of duty.”

Nevertheless, the newspapers said Casto’s grit
and good seamanship was “heroism.” His name
was in the headlines of 2,000 dailies and several
thousand weeklies—always with the adjective
“Hero.”

A few months later the writer of this was at
Atlantic City. He said: “Where is Casto? I'd
like to sail an hour with him. He must be mak-
ing lots of money taking people out for a ride
at 50 cents a head.”

But no Casto was near. He was away by
himself, a cable length from the beaten way,
mending fishing nets. Said a shrew skipper:

“Casto is a fool. He ought to be coining
money. If I was him I'd have a broad pennant
big as a man o’ war ensign, flying from the mast-
head with ‘Casto, the Hero,” on it big enough to
see a mile off. An’ I'd have my ad. in all the
papers. What’s the use of bein’ a hero if you
stick to fish nets?”

Alack, the fishing at Atlantic City has been
poor. The times have been hard. Casto’s boat was
like the other boats, and how could the crowd
pick a hero’s boat if the hero didn’t speak up?

Poor hero Casto! And to think that he per-
formed a fine, gallant piece of seamanship, such
as real sailormen know!

‘What’s the use of being a hero, if “heroism”
is not advertised?

SEEKING FOREIGN TRADE.

Some Important Suggestions to Safeguard Man-
ufacturers of Talking Machines and Supplies
as Well as Other Merchants in Making Trade
Inquiries Abroad.

(Speclal to The Talking Machine World.)
Washington, D. C., Feb. 9, 1909.

The following suggestions concerning the best
means of safeguarding Americans seeking for-
eign trade through consular inquiry, and from
foreign inquirers seeking American trade through
the same channel, a system which has grown
to unexpected proportions, is furnished by Con-
sul W. Henry Robertson, of Gothenburg, Sweden:

“American manufacturers or exporters writing
to a consulate regarding the introduction of their
goods abroad, and asking that their letters be
referred to some one who might act as their for-
eign agent, or who might purchase from them,
should invariably give their exact prices, terms
and conditions as far as possible, and should fur-
nish at the same time banking or commercial ref-
erences. Otherwise, in this consular district at
least, it is practically impossible to induce any-
one to take the slightest interest in such in-
quiries. Many important trade opportunities are
lost through inattention by our exporters to these
all-important details. Foreign dealers will not
take the trouble to enter into correspondence
with American firms without at least prima facie
evidence that good results are likely to ensue.

“Where American exporters write to a con-
sulate, looking to an increased sale of their
articles abroad, they should invariably advise it
as to any agents they may already have in the
consular district, or the country itself, so that
embarrassing situations may be avoided and the
consulate may be assured, before seeking addl-
tional agents for such firms, that the ordinary
ethics and usages of honorable dealing are mnot
being violated. This consulate, in cne instance
at least, was allowed to suffer the embarrassment
of submitting such a letter of inquiry of an
American house to the firm’s own agents here,
who had happened just before that to have made
a very fine sale for it.

FOREIGN IMPORTERS SEEKING INFORMATION.

“Where foreign importers apply to a consulate
for the names of American exporters, or where
such inquiries are referred by the consulate to
the Department of Commerce and Labor, it is
thought that it would frequently save not only
much useless correspondence, but possibly some
unfavorable business connections for American
exporters, were such inquirers invariably vre-
quired by the consulate to first furnish such
banking or commercial references as would in-
dicate on the surface that connections with them
were justifiable and likely to be profitable to our
trade. In other words, without carrying with it
any undue responsibility upon the consulate in
the matter, the very fact that the latter had fur-
nished a foreign inquirer with the names of
American exporters in his line, or that it bhad
referred his request for the same to the Depart-
ment of Commerce and Labor, should of itself
justify a favorable assumption at home with
regard to such inquirer as a foreign purchaser
or agent. Moreover, such foreign inquirer should
understand that his overtures would be given
a much more prompt and satisfactory attention
in the United States if as clear a statement as
possible of his terms and conditions, and of his
ideas of the general possibilities of the foreign
market for the goods in question, would accom-
pany his inquiry.

“It is assumed that most of our consulates,
without taking upon themselves any responsi-
bility for conmnections that may result, extend a
general standing invitation, indirectly through
the local press or otherwise, to-possible importers
of American products within their several dis-
tricts to file with them their names and the ar-
ticles in which they are specially interested. It
would seem still better if the banking and com-
mercial references of these parties and their gen-
eral terms and conditions c¢ould be filed at the
same time, with permission -for their full use
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properly by the consulate. In this way we could
not only put our exporters in touch with all the
reputable houses in our several districts, but it
could be seen that so far as the consulate was
concerned they got in touch with no others and
were spared no end of useless correspondence
and investigation.

“It would also be of great advantage in sev-
eral ways if foreign importers or agents could
be induced in all cases to let the consulate know
exactly the names of American firms from whom
they import, or whom they represent, and the
articles that they receive. In all such instances
the exporter, the importer, and the consulate
can only have a common interest, and this can
always be best advanced where there is a mu-
tual understanding of the situation, mutual con-
fidence, and a thorough co-operation in the mat-
ter. For example, in the case of newspaper or
other attacks upon American products in a for-
eign country, far better methods for combating
and for measuring the effects of these can be
adopted through united than through individual
effort.

CENTRAL BUREAU OF COMMERCIAL INFORMATION.

“A very serious and practically needless loss
of valuable time would be saved our consulates
and American trade interests abroad would be
far better subserved in every direction, were
American exporters repeatedly encouraged,
through the medium of the Daily Consular and
Trade Reports, to look more and more to the
Department of Commerce and Labor, rather than
directly to our consulates, for just the advice
and information needed for the successful in-
troduction of their goods abroad. In fact, if our
consulates are to properly perform the time-con-
suming duties now expected of them, along with
their other work of keeping the Government
promptly and accurately posted on all commercial
facts and figures of their respective districts and
on the opportunities therein for American trade,
not only exporters but the American public as a
whole must be brought to increasinglv regard
the Department of Commerce and Labor and its
Bureau of Manufactures as a central bureau of
information on all commercial matters, foreign
and domestic, and our consulates as contributing,
but not distributing, sources of such information.

“If consular officers are to spend the time nec-
essary for properly procuring the commercial in-
formation now exacted of them, they cannot pos-
sibly have enough left for disseminating this in-
formation in answer to the constantly increasing
number of repeated inquiries on the same sub-
jects. It is, therefore, strongly suggested that

as the Department of Commerce and Labor is
put more and more by consular officers in pos-
session of the commercial data and conditions
of their various districts and countries it should
constantly make use of the most available means
at its disposal to educate our people, whether
private parties, firms, corporations, State officials,
or others, to allow all their requests for infor-
mation on commercial or any other sulrjects on
which we are supposed to keep our Government
posted to reach us through the Department of
Commerce and Labor, and not directly.
UNNECESSARY LABOR FOR CONSULS.

“Whatever criticisms may be made against the
consular service of the United States as a whole,
1 have never heard it charged with a Jack of in-
dustry or alertness, and the plea herein made is
not at all one for lessening work, but against
wasted or misdirected effort. It is merely in-
tended that with the same amount of energy in
more practical directions much more useful re-
sults shall be achieved. As it is now, a formid-
able and constantly increasing mass of inquiries
is received in practically each United States mail,
many of them very comprehensive and on sub-
jects on which each consulate has already re-
peatedly reported to Washington and to various
individual Americans interested in the same
lines. These inquiries would never have been
addressed to the consulates at all, or certainly
not in the form in which many of thein are
made, if the writers themselves had only thought
of first consulting the proper department of the
Government at Washington; and if they are to
increase as rapidly in the future as they have
done in the past, it will be impossible for even
a consulate of the grade of Gothenburg to take
care of them.

“A single instance may be given. My prede
cessor reported last June upon a miniature tele-
phone, or microphone, invented by a Swede,
which was expected to be of great convenience
to employes at telephone stations, and also of
service to persons with defective hearing. This
report gave all the information on the subject
available at the time, and carefully stated the
name and address of the inventor [which was
filed for public reference at the Bureau of Manu-
factures], so that those interested might apply
to him for further details. Instead of thus dis-
posing of the matter, so far as the consulate it-
self was concerned, it has done just the contrary.
The press of the United States evidently made
some incomplete reference to the report that was
widely copied throughout the world, for the con-
sulate has already been obliged to answer some

A MOST PROFITABLE SIDE LINE

inal, on a sheet from 6 to 8 feet square.

You can take an ordinary picture post card, a phctograph or any opaque picture ;
“REFLECTOGRAPH" and the picture will be reproduced, life size, with all the colorings of the orig-
While it will do anything and more than a magic lantern will, it

does away with the inconvenient and expensive glass slides.

=

place it in the

DESCRIPTION : Height, 15 inches;

length, 13 inches. Made of Heavy Tin Plate and Steel.
in Black Enamel with Gold Panels.
PRICES: Acetylene, $5.00; Cas, $5.00; Electricity, $5.00. Complete, ready to run.

Finished
BEST TICER'S EYE LENSES.

'

Collapsible—so pockets holding 1,500 Cards.
Frame, Displaying so cards "and holding 4,0c0.

CHARLES W. MAYER,

We also manufacture 17 styles of Post Card Display Racks at lowest prices, including Mayer's Revolving Card Rack,
Mayer’s Sechonal Holders for home use, and The *“ Rochester Oak

FOR FURTHER PARTICULARS,

10-12 Furnace Rochester’ N. Y., U. s. Al

Street,

NCIES WANTED IN ALL COUNTRIES.
ADDRESS

47 letters of inquiry on the subject from all parts
of the United States, Great Britain, Cuba, Aus
tralia, Canada, etc., and they are still coming.
It will readily be understood that, with the lim-
ited clerical assistance at consulates and with
no funds for preparing printed replies to such
inquiries, such an experience, which is not at all
an uncommon one, almost deters a consul from
making such reports at all, since the alert, ener-
getic officer who makes the most reports, and
consequently has the least time to spare for need-
lessly repeating them, is the one who gets the
most inquiries. It would seem only fair, then,
if consuls are to carefully collect the information,
that the Department of Commerce and Labor,
with its special equipment for this very pur-
pose, should disseminate it.
ADVANTAGES OF SYSTEMATIC WORK.

“In the case of trade inquiries, a requirement
that these should come through the Department
of Commerce and Labor would not only spare
consulates and the Departments of State and of
Commerce and Labor the present system of cir-
cumlocution, but would have other distinct ad-
vantages: (1) The Department of Commerce
and Labor could best judge whether the char-
acter of the inquirer and of the inquiry justified
such a reply as consular officers now always feel
obliged to make; (2) all the information desired
may already be on the files of that department,
which could almost always give it in more com-
plete and accurate form for a whole country
than could a single consular district; (3) in
many cases where a consul now has to give long
lists of importers, manufacturers, etc.,, and to
make comprehensive reports on matters that can
only come to naught, the Department of Com-
merce and Labor could briefly point out in reply
that the difficulties in the way of introducing
this or that article into a certain foreign market
were simply insuperable, and that would be an
end of it for all concerned; (4) the loss of time
to the writer of having to await an answer from
abroad, instead of from Washington, would be
obviated.

“Nothing in this report is intended to mean
that a consulate should not at all times be called
upon wherever any American desires information
from its district which the Government decides
it is proper to thus secure, and which has not
already been furnished to the proper department
at Washington. Such inquiries could be readily
referred to consulates by the Department of Com-
merce and Labor.”

BURNS-BRITTAIN CO. SCHEDULES.

Schedules in bankruptey of the Burns-Brittain
Co., mail order business for phonographs, mov-
ing pictures, etc., 194 Broadway, show liabili-
ties of $4,792 and five claims, whose amounts
are unknown, and nominal assets of $72,326, con-
sisting of stock, $3,050; machinery and fixtures,
$2,900; phonographs held by others, $500; ac-
counts, $4,154; open accounts on consigned
goods, $60,000; cash on hand and in bank, $72,
and cash deposits on contracts forfeited, $1,650.

THE ERA OF THE SUCTION CLEANER.

“Away with dust and dirt” is one of the slo-
gans in the war against tuberculosis now being
carried on all over the world, and it is the care-
ful housewife who insists on going through the
house every day with broom and duster who
really does not heed the cry. Sweeping simply
removes the dirt and dust from ome spot and
deposits it in another, largely in the lungs of
those nearby. The Peerless Suction Cleaner, ex-
ploited by the Manufacturers Outlet Co. New
York, however, entirely removes dirt and dust by
suction, and besides being a perfect cleaning
device, is a safeguard to health. The dealer will
find that the prices make sales ea.sy, with a tidy
profit insured.

It doesn’t pay to recommend goods 2 bit higher
than they will stand. A customer fooled that
way once, won’t give you a second chance. It
pays to be square.
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VISITING A BASEBALL FACTORY.

The Representative of the Side Line Section of
The World Spends a Pleasant Time Inspect-
ing the Great Plant of Goldsmith’s Sons.

(Rpecial to The Talking Machine World.)
Cincinnati, 0., Feb. 2, 1909.

It was the good fortune of The World represen-
tative during a recent visit to this city to be
shown through the factory of P. Goldsmith’s
Sons, one of the large sporting goods manufac-
turers of the United States. This concern manu-
facture 6,500 baseballs every day, varying in
grades from the 5-cent to the $1.25 league ball.

In the manufacture of the cheaper balls the
operation is so fast that it requires two men to
operate the machine that compresses the sub-
stance into shape—one for loading and the other
for finishing. The better grade of baseballs are

ONE OF THE GOTOSMTITIT “ROYS.”

wound on special winding machines of wonder-
ful accuracy and precision.

In the manufacture of a league ball there are
a great many operations that the ball passes
through before the cover is sewed on. Starting
from the rubber center, the four-ply wool yarn is
wrapped on under very heavy tensionm until the
ball reaches a certain diameter, and then three-
ply white yarn follows, until the ball reaches a
certain diameter.

In the next operation the ball is placed back
on the machines and then wound with the finish-
ing extra fine-grade three-ply yarn, and then the
finishing twine for the outside surface of the
ball. The ball next passes through an inspector’s
hands, who tests it for weight and circum-
ference, and if there is the slightest variation
from ‘the standard gage, the balls are returned
to the winding room. Those that have passed
inspection are now ready for the cover.

Owing to the large output, this concern has its
own tannery in Covington, Ky., for tanning the
sheepskin covers for the baseballs, and another
plant in Newport, Ky., that does the sewing.

This plant turns out over 2,600 balls per day,
and in addition to this they have two delivery
wagons operating as far as 40 miles into the sur-
rounding country, delivering a case containing
60 dozen baseballs, covers, needles and thread
sufficient to cover them. These balls are sewed
by the country folk at their leisure time, and
when finished the delivery wagon on its regular
trip calls for the finished work and then leaves
another case to be sewed. The baseballs when
finished are brought to the factory and then in-
spected and stamped upon a stamping machine,
which was the first machine of its kind ever used
for the purpose, stamping the trade-mark, num-
ber, name, etc.,, on in one operation, while here-
tofore it required many girls, as there was dif-
ferent stamping. This machine turns out twenty
complete stamped balls a minute.

In the glove and mitt department, which is
operated under a separate superintendent, who is

" ment,
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a specialist in his line, the same attention is
paid to detail and to special machinery to turn
out each and every item exactly alike. A very
large and heavy power press is on this floor for
cutting out the felt linings for fielders’ gloves and
catchers’ mitts. Heavy steel dies are used which
cut out as high as two dozen linings in one
stroke. The better grade of goods are cut by
expert hand cutters, who sort the best part of the
hides for the various grades. All finished gloves
and mitts then pass to the inspection depart-
where they are carefully examined,
stamped, a guarantee ticket attached, and then
carefully packed.

In the clothing department, which is also in
charge of a separate superintendent, who is an
expert in this line, we find them busy making
baseball suits, athletic shirts, running pants and
college pennants.

One of the features so noticeable in these vari-
ous departments is the arrangement of motors,
each and every department having from one to
two motors. Mr. Goldsmith, who showed me
through, stated that they found this a very great
convenience, each department being entirely
separate and convenient when operating at night.

Within the last six months a new system was
introduced with the selling and manufacturing
department of placing an unrestricted guarante:
on all of the goods which they manufacture.
They want those who buy Goldsmith sportirg
goods to know that the manufacturer stands be-
hind them and are only too glad and ready to
replace any article which dces not give full meas-
ure of service and satisfaction.

Goods are being shipped to Europe, Austraiia,
South America, and as far as Japan, and the
Goldsmidh line is well repiesenied and sold by
the largest jobbing houses and dealers in the
United States and Canada.

This firm issue four very attractive catalogs
each ceason, as follows: Baseball and Baseball
Supplies; Siriking Bag, Boxing Glove, Football
Supplies, Athletic Clothing; Felt Pennant and
Pillow Covers; Baseball Stock Uniforms, which
they make from $6.75 per dozen upward; Color
Book of Athletic Flannels for Baseball Suits
made to order. These will be gladly sent upon
request to those who are interested. They report
business as exceptionally good and the outlook
for the coming baseball season to be brighter
than ever.

ADVERTISING AS AN ADVANCE AGENT.

The traveling salesman entered the hardware
store, walked up to the proprietor briskly, and
handed him a card.

“I am introducing,” said he, “the metal anti-
absorbent corrugated vehicle wheel, that has
been warranted e

“Never heard of it,” said the merchant, as he
turned away. “We have a lot of the old kind,
and they are good enough for us.”

“But I would like to show you a sample. They
are warranted to——"

“I guess you will have to excuse me; never
heard of them, and have no interest in them.”
And he turned away, and shook hands with a
customer who was coming in.

The same store, twenty-four hours later: Enter
a salesman, who hands his card.

“We are the manufacturers,” said he, “of a
patent rapid-action assorted demi-toned steel
trimmer, that. -

“Glad to see you,” said the merchant. 1
have never seen one of those, but have wanted
to. I saw a cut in the ———— Magazine, and
your card has stared at me from its pages for
two months past. See, here is the card. Show
me how it works.”

A natural interest had been aroused; the sales-
man had easy sailing, and a new customer was
made.—Hardware Magazine.

PUT YOURSELF IN EMPLOYER’S PLACE.

Try imagining yourself in your employer’s
place and see what sort of a clerk you think you
are making from his point of view.

Per

662/ Gent.

Profit
For YOU

A selection of one hundred boxes
of writing paper to retail at the
popular price of 25c. or over.

Twenty-five cover designs—four
each of a design—flower,
heads, and regular cover
Boxes

fancy
paper.
quire and

of good
linen-finish paper in sizes now used.

We have been in business fifty-
nine years and guarantee this as-
sortment as being one of the best

contain one

twenty-four envelopes

we ever put out. Save you trouble
of selecting the right thing.
Display matter included without
charge.
Further information and illus-
tration of boxes supplied upon re-

quest. ‘

Mail Us To-Day
Your Order For One

Assortment No. 6 at $15.00
F.O.B, N. Y, less 3% for cash in
ten days to

SALES DEPARTMENT

Berlin & Jones Co.

MAKERS OF FINE STATIONERY

FACTORY AND MAIN OFFICES

547-553 West 27th Street

NEW YORK
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A KNOWLEDGE OF HISTORY

Carried on by Means of Post Cards—Historic
Speeches Made Known—W. G. Frazer’s
Clever Plan to Aid the Dealer.

There is not a large city in the United States
or, for that matter, in any country where there
are not buildings of historic interest, views of
local, national or even international interest, or
perhaps it may be just a view or views that are
shown to the visitor only because of local pride.

While the foregoing is true in all large cities -

wherever located it is just as true omnly in a
less conspicuous way in every town throughout
these United States, either in the North, South,
East or West. It goes without saying that there
are more historic views in the East than in the
West, it is equally true that there are more
scenes of local and national interest in the West
than in the KEast, nevertheless our country is
honeycombed with scenes of which we are all
very proud.

More than twenty-five years ago it dawned
upon the people of Germany, Italy and France
that they too had a very large number of scenes,
buildings and historic spots, and that it would be
a very wise thing to make these known to the
world in an effective but necessarily an economi-
cal way.

After repeated efforts and experiments it -de-
veloped that a card could be printed showing the
outlines of the building that they wished to de-
scribe, but not giving a very good view of the
scenes in which they wished to interest the
world.

From this feeble effort but earnest desire to
illustrate these different subjects in an original
way has grown the modern post card.

During the year 1908 the sale of these modern
local post cards in the United States was larger
than ever before, and the orders given for delivery
during 1909 will make the actual sale for this
year of record breaking proportions. This prog-
ress has been made in spite of the financial con-
servatism with which the country has been

business.

them.

sition.

States, to whom we have d our s

returns from the plan. Why not you?
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aflicted during the last twelve or fourteen
months.

Many manufacturers have advertised them-
selves as publishers of these post cards, some of
them have spent large sums of money in their
efforts to bring their cards to the attention of
the retail dealers, but usually orders have not
been forthecoming without a large amount of
correspondence or the visit of a traveling sales-
man.

‘Wm. G. Frazer, manager of the post card de-

partment of the American News Co., New York

City, bhas devised a plan that will cut off all the
unnecessary correspondence and also the visits
of salesmen, especially to the dealer who wishes
only to supply himself with cerds which will
please his customers and yet offer them a reason-
able variety of good quality at a fair price. If
you will write Mr. Frazer you will receive by re-
turn mail all the necessary information con-
densed so that you will be able to place your
order at once without asking a single question.

This house is long and favorably known as
keeping their agreements and the dealer placing
his order with them will take no risk as to
quality, price or delivery on time agreed.

In addition to these matters in connection with
your orders they will guard your photographs
with zealous care and other cards will not be
published from them no matter what induce-
ments may be offered this company.

Now is the time to arrange for a stock or
cards for the spring and summer trade so that
there will be no chance of disappointment in
deliveries.

SIDE LINE QUESTION DISCUSSED.

Interesting Views Entirely in Sympathy With
Those Previously Expressed in These Col-
_umns of a Prominent Trade Authority—
Sporting Goods a Suitable and Productive
Side Line for Talking Machine Dealers.

(Special to The Talking Machine World.)
Philadelphia, Pa., Feb. 8, 1909.

Chatting recently with one of the brainy

PIANO

"STATION G,

DO IT NOW

MANUFACTURERS

executives of the A. J. Reach Co., of this city,
on trade elasticity he said: “You are right when
you say that one of the crying needs of the
talking machine business is a suitable and pro-
ductive side line. This is a matter that has
so often been discussed and advocated that I
only state it as the premise of what follows.
Admitting the need of a side line the question
has always been presented, and never quite satis-
factorily answered, as to what would constitute
a suitable and productive side line—suitable as
to combination, and productive enough to war-
rant the expenditure of time and money to war-
rant its prosecution in connection with the main
line, the talking machine business.

“Mature reflection has led me to the conclu-
sion that sporting goods furnish the very best
side line for several potent reasons. Such goods
appeal to the same vast and varied class to
which the talking machine business appeals—
to the class which desires amusement, must have
it, and is always willing to pay the price. The
sporting goods line, moreover, is clean, compact,
easily handled, with limited manufacture and
competition; and it affords a good margin of
profit to the retailer—a very important consider-
ation in these days of close prices.”

‘Now having determined upon the advisability
of sporting goods as a side line it is not a matter
of great difficulty to determine upon the source
of supply. It is not too much to say, for it is
widely admitted, that a leading house in this
field is the A. J. Reach Co. They are strictly a
manufacturing concern, maintain a uniform
level of prices, do 1ot retail at all, and in all
ways protect the retail dealers who are their
chief, in fact, their only customers.

ENORMOUS SUM FOR CALENDARS.

It is roughly estimated that $18,000,000 have
been spent by business men of the United States
for calendars which are given away as gifts
during the year just opened. Some of these

calendars cost to produce from fifty cents to a
dollar.

OR LIVE DEALERS ONLY

Here is a chance, Mr. Talking Machine Dealer, to form an alliance with a
business concern which will mean a revolution in the money-making powers of your

We have the product and the plans which will help you to make money easier
and more rapidly than ever before.

KOHLER & CAMPBELL

have a Piano Selling System which works Wonders For Dealers who co-operate with

Positively sells pianos without expense to dealers. Without question the
greatest scheme ever inaugurated. Hundreds of their representatives have reaped big

Do not delay writing for particulars concerning this business creating propo-
Delays will mean the postponement of money making. Can you afford to delay ?
You can command our experience and knowledge gained and immediately

apply it to your own trade development. Write for particulars.

KOHLER & CAMPBELL,

NOTE—Last month’s Insertion of this announcement hrought in a
large numher of inquiries from Talking Machine dealers all over the
i ful piano sell-
ing plan, and we are glad fo say that they are already reaping very
grafifying henefils therefrom. We can do the same for you |

New York City

Note —Mentlon “Side Line Sectlon.”
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ANNOUNCEMENT FROM REGINA CO.

Move Wholesale Headquarters from Rahway to
New York—Visitors Heartily Welcome.

Rahway, N. J., Jan. 22, 1909.

To the Trade:—On Monday, January 25, 1909,
we shall move our wholesale headquarters from
Rahway to New York City, combining the same
with our retail sales department, at Broadway
and 17th street.

To facilitate the handling of business and to
avoid delays, all dealers who have been accus-
tomed to address us at Rahway should from now
on address all orders and correspondence to us
at Broadway and 17th street, New York.

Shipments will be made from Rahway as here-
" tofore.

Our accounting department will remain at
Rahway, and all remittances and corréspond-
ence relating to settlements should be directed
to the Regina Co., Rahway, N. J.

All instruments or parts of instruments re-
turned for repair, exchange or credit should be
sent to Rahway, N. J., but correspondence re-
garding such shipments should be sent to New
York.

Dealers in the West who have been transact-
ing business through our Chicago office, at 259
‘Wabash avenue, may continue to do so as here-
tofore.

Dealers visiting New York are invited to call
and inspect our new lines of samples and to make
our New York office their headquarters if they
so desire. 0Old customers, as well as new ones,
will be cordially welcomed. Yours very truly,

Tne Reeina Co.

On Jan. 30, Jos. Blumberg, general manager
and L. T. Gibson, secretary, of the Regina Co.,
occupied their offices in the company’s premises,
Broadway and 17th street, New York. Maurice
Chaillet has also come over from Rahway, N. J.,
and will be permanently in the city also. About
a third of the store floor will be utilized for the
company’s general office, the remainder, with the
basement, will be devoted to a display of a com-
plete line of their music boxes and slot ma-
chines, in which they will carry on both a whole-
sale and retail business.

NO END TO INGENUITY IN SELLING.

This is the story of a man who had a $20,000
stock and wanted to turn it into momey in a
hurry. The unnamed genius was a South Caro-
lina retailer who had enough sporting blood in
his veins to think of a variety of live things to
do. He arranged a dog and wagon race, free for
all, to the dog-owning boys of the town. En-
trants were required to register at the store and
be credited with at least $100 sales. These sales
were managed in this way: When the boy re-
ported as a contestant his name was given to the
cashier, and then when a customer made a pur-
chase the clerk either asked or the customer
indicated to what boy the credit was to be given
and his name was written on the sales slip, and
when this went to the cashier the credit was
given to the proper boy. When he had reached
$100 to his credit an entry card was issued to
him. The boys solicited their friends, relatives
and everyone ‘they could get hold of to buy at
this man’s place, so they could get the credit.

For ten days before the date of the races it
increased his sales, over the same days of the
year before, from $100 to $400 a day. On the
day of the race his sales were almost double the
best he had had. The day following was a little
quiet, his sales dropping off just a little, but
they were $100 more than they were on the same
day the previous year.

The race came off on schedule time and people
came from all the countryside to see it. The
winner was awarded a dog cart and harness,
furnished by the local wagon and harness maker,
in return for the liberal advertising afforded by
the contest.

It was a big success all round, and the mer-
chant had to replenish his stock to care for the
new trade drawn to his store by the unique ad-
vertisement.

Brains certainly do pay well anywhere; and
a little ingenuity will tide almost any merchant
over a tight place.

IS THIS THE PERFECT MAN?

An Analysis of What the Hundred-Point Man
Is—Nearly Approaches Perfection,

Elbert Hubbard descanted recently in his
inimitable way about men and things in the
Philistine. He said: “A hundred-point man is
one who is true to every trust; who keeps his
word; who is loyal to the firm tbat employs
him; who does not listen for insults nor look
for slights; who carries a civil tongue in his
head; who is polite to strangers without being
fresh; who is considerate towards servants; who
is moderate in his eating and drinking; who is
willing to learn; who is cautious and yet cour-
ageous.

“Hundred-point men may vary much in ability,
but this i3 always true—they are safe men to
deal with, whether drivers or drays, motormen,
clerks, cashiers, engineers, or presidents of rail-
roads.

“The hundred-point man may not look just like
all other men, or dress like them, or talk like
them, but what he does is true to his own nature.
he is himeself.

‘“He is more interested in doing his work than
in what people will say about it. He does not
consider the gallery. He acts his thought and
thinks little of the act.

“The hundred-point man looks after just one
individual, and that is the man under his own
hat; he is one who does not spend money until
he earns it; who pays his wav; who knows that
nothing is ever given for nothing; who keeps
his digits off other people’s property. When he
does not know what to say, why, he says nothing.
and when he does not know what to do, does not
do it.”

DISCOVER THE WEAK POINT

In Competitor’s Lines and Then Profit by That
Knowledge, the Secret of Successful Dealing.

Whenever two men meet with the same class
of merchandise to sell, the one must show an
advantage over his competitor by way of price
or quality of the merchandise, or he must be
more quick in argument and state his claims
with more force than is possible for his com-
petitorr to do. The purchaser will be controlled
in his decision by what seems to him to be to
his advantage. This is what every retailer
wishes to accomplish by his articles of publicity.
He wants to show the people that it is to their
interests to buy his goods; that they will save
noney by coming to his estéblishment; that he
had a line of goods superior in quality; that he
offers better opportunity to his customers for
naking a good collection; that he carries nothing
but merchandise of the latest introductions. He
must study the tactics of his competitor as closely
as a general would study the movements of an
enemy, that he may learn the weak points in
his metbods says the Clothier and Furnisher.
This weak point having been found and the at-
tack made, an advantage is at once gained by
which he will profit. The attack is not made
in a way to bring forward the competition, but
through the article of publicity, so as to cover
the weak method observed in the competitor’s
system of meeting competition.

ROTHLEDER’S TRIP TO DAYTON.

{(Speclal to The Talking Machine World.)
Dayton, O., Feb. 1, 1909.

C. F. Rothleder, a prominent piano dealer of
Pittsburg, Pa., and a member of the firm of
Rothleder & Schwalm, who own several of the
largest picture theaters throughout the country,
including the Jewel and the Third Street The-
ater in this city, was recently in the city looking
after his business interests. Mr. Rothleder is op-
timistic over business conditions.

HERE IS A
Money Maker

The New Regina-Hexaphone.

Have you seen it ?

It has a slot attachment, and you will
see from the illustration above that it does
away completely with the unsightly horn;
the one used in the Hexaphone is con-
cealed inside the cabinet.

There is big money in the Hexaphone
agency for live dealers, and there is no
instrument that will produce better results,

It’s a money maker.

It requires less room than many of the
coin operating machines, and has little
liability to get out of order.

It makes money while you sleep.

If you wish to increase your business
profits, get the Hexaphone Agency.

The New Regina-Hexaphone is a new
talking machine holding six different cylinder records.

After inserting coin any one of the six records can
be selected and played

It takes standard talking machine
cylinder records, which are very inexpensive,
easily procured, and offers an endless assortmen
of all kinds of music. These records can be easily
taken out and changed by the operator.

The Regina-Hexaphone is simple,
substantial and compact, has an excellent
tone and is a big attraction and a winner.

The Regina-Hexaphone is a very
popular instrument with slot machine opera-
tors; it pays well, is easily handled, weighs but little
and a large number can be operated at a very small
expense.

The Regina-Hexaphone requires
but little manipulation—is always ready—
can be played anywhere—will play an unlimited
number of airs.

RAHWAY, N. J.
259 Wabash Avenue, CHICAGO
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DOING TWO TﬂlN(;S AT ONCE.

Business vs. Hot Birds and Cold Bottles—The
Text: |If Whiskey, Cards, Automobiles, or
Vacations Interfere With Your Business,
Give Up Your Business—No Use Trying to
do Two Things at Once!

There was an old fellow down in the hoop-
pole region whose eyes were not properly
matched when nature was assigning him his
various bodily members. And because he was
cross-eyed and could look two ways at once, he
thought he could do two things at once as well
as men who had not been visually crossed could
do one thing at a time. And because he tried

todo two things at once, he did not do them as
well or as quickly as he could have done had he
stuck to the one thing before he began upon the
He was a cutter of hoop-poles, and while

other.

PATENT PENDING

No. 20 MAGAZINE CABINET

Dail's Display Cabinets
Solve the problems of displaying magazines, tablets,
post cards and sheet music. These fixtures economize
space, make the most attractive way of displaying
goods ever conceived. Every one entering your store
must sec them and Attention Means Increased Sales.
Built of bessemer steel, each section of pockets being
pressed from one piece of metal, no joints or solder
to break, nothing on the market compares with them
in strength, durability and merit. We have ideas that
will interest every retailer, we have made a study of
displaying goods in retail stores, our suggestions are

FREE

GIER & DAIL MEG. CO.

206 Grand St. LANSING, MICH.

PATENT PENDING

POST CARD CABINET

No. 1

he was cutting one, he employed his rolling eye
in looking up another. But when the night came
and the tale of poles was made, his pile was not
as large as that of his more concentrated part-
ner.

The man who is out for the hoop-poles of suc-
cess in the wilderness of business, sometimes
feels a pride of possession in some bias of mental
activity that he regards as an asset, when in
reality it is a liability. He keeps one eye on the
pole he is cutting, while with the other he is
looking about for another pole; and neither of
the performances can he do well. He is pegging
away at the desk bodily, while his mind is some-
where else—on pleasure, politics, outside schemes,
the stock market, whiskey, cards, automobiles,
vacations—or a lot of other things. Better for
him to chuck the business to someone else who
can do it properly; and if he must go to idleness
or ruin, go it alone, and not take the business
with him.

I am not preaching the doctrine of the nose
to the grindstone, says a writer in the Hardware
Dealers’ Magazine. If too much work makes
Jack a dull boy, too much work and no fun will
make Jack’s father a fossil before his time. No
man should be so busy, or so tull of his business
tbat he cannot unbend his mind and his body,
and get out at the right time, and kick up his
heels with the colts. Judicious golf has saved
many a spleen and doctored many a liver. Put
on your coat and skip away, no matter how old
or how busy you may be. But don’t do the golf
act in the office or see visions of automobiles
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