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THE DUEBER HERALD

THE ADVOCATE OF HONEST BUSINESS METHODS.

Vou. 1.

TWO QUESTIONS -~
AND

A THOUGHT.

Put on your Thinking Cap.
L R 4
Why do the management of the
Ducber-Hampden Works so persist-
ently and so doggedly urge investi-
gation of Wl their claims 7

4 & 0

And why is it that they break the
general  rule and  persistently  and
doggedly urge a study of the watch
sitiation, instead of scattering broad-
cast & few high-flown sentences and
letting it go at that?

LA
Can you answer the questions ?
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The Duacber-Hampden Works :
are the largest, best-appointed
watch manufacturing  plant in &
the world. :
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The Dueber-Hampden Works :
have eaposed  and  defeated $
practically every abuse in the
watch industry, and are the suc- 3
cessful champions  of  Honesty :
in watchmaking, :
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The Duoeber-Hampden VWorks
are the only watch manufactur-
g plant in America producing

4
a complete  wateh  (movement
and case).
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The product of the Duceber-
Hampden  Works is absolutely
peerless,

1222 ad 2l S22 a2 TR ey

444 4% REPEG4 PS4 E44E BEEPF 444444 4x R4S EFE PP L4

&'
RYTrYryrvyorery

<
4
L
q
L
d
4
P

WILLIAM ALLEN
393 Richmond Strect, LONDON, Ontario.

s DEVOTED TO THE RETAIL JEWELRY TRADE. &

CANTON, OHIO, APRIL, 1900. No.

NEW LIGHT «PRETTY GOOD,

ON AN T NOT?”
OLD MAXIM. ® I’_‘L\\

Ducber-Hampden Watceh Co., Canton, Q.

Gentlemen:  Some time ago L wrote vou of
the ood performance of one of your watches,
1 send you the rate tor a week as kepr by the
owner, who is depot agent of the Eo e &M,
R. R, et this place. 1 asked i to compare
it with the telegraphed tme cactiday oul nme
the rate. The vanation is scareely pereep
ible.

Pretty goud, is it not ?

Youts,

I:‘_

* Give the people what they ask for”
is, if judiciously applied, an excellent
business maxim ; but it is bad and un-
sound business policy if obeyed impli-
citly and carried to extremes.

The man who asks for cheese, does
not want 10 be sold butter.  But there
may be two kinds of cheese ; and if the
customer asks for the inferior brand, it
i the dealer's business to suggest that
there i1s a better one, on the chance
that the customer may not be aware of
it.

The man whe walks into your store
and asks for a certain article, calling it
by name, does so because, in all likeli-
im-

Jo W How
Horologist and Optician,

‘ CANNOT BE BEATEN.”

Cumberland Valley R, R.

I am engine house foreman at White Hall
Station,  Have been carrying one of vour
radway morements in one of yow fine gold.
filled cases. It has not been furthey than

hood,  he .h““ somehow l,‘ecome eight seconds away from the correct time and
pressed with what he believes to be cannot be beaten by any watch made

that  particular article’s merit.  He W HL Wisr,
believes it to be a good article.  He —

buys it on faith.

Then is your time to talk.

If y ou have reason to think that your
customer requests that particular arti-
cle because he is ignorant of the exist-

fcncc of a better one, inform him. If|
there is none better, close the sale at
yonce and tell him he's buying the best.
' To sell an inferior article, simply be-
fcause it is called for, without attempt-

ing to enlighten your customer, means, |

that if the purchase proves uns:nisf:tc--:ANOTHER RECOMMENDATION.

tory, vou get all the blame; on the,
other hand, to sell on the strength of Davion, 0.
urgent  recommendation, what  you ! 1aman eagineer on the L-~l'f‘ “l:) R l{"a
know to be a superior brand, though 'l e used one of your best AR
. . = watches tor the fast ten vears, amd
an inferior brand was requested, will given me the best of satifaction, | wouit
ivariably tesult in a satisfied customer recommend it to any 1ailroad man for keep
and win for you the customers com- iy good nme.
plete faith and confidence. |
The dealer’s duty to himself and to;
his customers does not begin and end’
with the operation of making asale. He
must make a profitable sale for himself
;l(l:lc‘l]c.Lproﬁl‘lhlc purchase for his cus- & question of seconds \\ilhllu“ f')m-h.-'.-llam,':
den watches, for the one T have got o~ one
Therefore, let the dealer be posted ihe finestin the world,
on all the goods he sells.

“Would not be without them.”

Chicayo, (il
and 1 carey on om engine
Duecber-llampden  17-jewel watches  Nos
709,340 and 837004, We are veer auch
pleased with them, and can safely say weare
dways on the dot. They give the best o
satisfaction and we would ot be without them

1. F. Joroas,
W HL Crawiorp,

My pird”

Curis. Lo Swet v

“THEFINEST IN THE WORLD."

Comberlad Md
I am conductor on the B & Q. RV R e

J. Rk

Sole Canadian Wholesale Agent
YOUN G9 Dueber-Hampden Watches,




